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WOMEN DO RECOGNIZE 
THE MANY ADVANTAGES 
_AND EXTRA VALUE OF 
HAND TURNED SHOES. 
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F. E. Adams Shoe Company 


Seabrook N. t. 


BOSTON NEW YORK 
215 Essex Street Marbridge Sue, Room 433 Chicago Sue. _ 810 
SALESMEN 
Pacific Coast—Geo. R. Rule New York—Frank Harris New Jersey and New York—J. F. Clark 
New England States—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Charles Reedholm 
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IN STOCK 


Wi the Creighton Line, 
we set the jewel of Con- 
sistency in the gold of Service. 


Rippling new models — consis- 
tent in every detail with a mer- 
chant demand for styles far 
above the average and at prices Style 369 


‘ : Pi Leath 
not only allowing a goodly profit, ~ Caramel Kid Underlay 


; a , ‘Nanette’ 
but inviting it. Widths A to D 


Price $4.65 
And— 


The most complete and practi- 

cal In-Stock Service which per- 

mits the quick fulfillment of re- 

orders from any section of the 
_ country. 


Ooo 


Style 377 


A. M. CREIGHTON page bete a, 


Lynn Massachusetts Price $5.15 
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88 University Pl. 
New York 
Quarter lining of the 


Made of 


U 
Shoes by courtesy 
Lockwood, Inc. 


Phillipson- 
Vode Kid 
Color 151 
BLOND 
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Colors Make Today’s 
Smartest Shoes 


USSINESS”’ is no longer considered smart by 
the best shoe designers. They are making their 
effects by color beauty and originality. 


Hence the ever greater vogue for Vode Kid in colors. 


RUST BLOND APRICOT 


Color 11 Color rs1 Color 112 


are of all Vode Kid shades most pronouncedly in 
demand. 


Also our BATIK designs on white ground in com- 
binations of Black, Tan, Red and Blue are gaining 
steadily in favor in styles as follows: 

Black Batik Quarter with black kid or patent vamp. 


Tan Batik Quarter with Color 11 Rust or Color B Java 
Brown vamp. 


Red or Blue Batik Quarter with White Vode Kid vamp. 
THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 
Rochester 


and all leather centers 


70 North 4th Street 
of the world 


Philadelphia, Pa. 
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The following Vode Kid Colors 
harmonize with every popular 
fabric for ensemble costumes: 


Color 11 
RUST 


Color 112 
APRICOT 


Color r1g 
SAND 


Color ryr 


BLOND 

Color rz 
ORMOND BEACH 

Color A 
HAVANA BROWN 


Color B 
JAVA BROWN 


Color so 
WHITE 


Color s1 


CHAMPAGNE 


Color 70 
ENGLISH GRAY | 


Color 170 - 
PRISCILLA GRAY 


Color 88 
BRONZE 


BLACK 
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FOR EVERY SHOE 
THE 


PROPER LINING 
THE HIGH-GRADE SHOE 


It’s distinctive in Quality—in style—in workmanship 
It needs a distinctive lining 


DOU BIETWI LL is the lining for high-grade shoes. 


The weave is different—Unique— Unusual 
Take up a shoe lined with Double-Twill, and the lining 
will catch your eye immediately. Yet the effect is one of 
dignified uniqueness, in keeping with the high quality of 
the shoe. Double-Twill is the Aristocrat of Shoe Linings, 
and its wearing qualities are as unusual as its appearance. 
Double-Twill is made in White, Naturai, Pearl 
and Pigskin. 


“FOR EVERY SHOE THE PROPER LINING” 


for all-around serviceable shoes 
“Makes Shoes Wear Longer” 


for children’s shoes—name printed on it. 
“Wears Like Iron” 


SUL Weal 200F (Moisture-repellent) 


For Hard Service and Waterproof Shoes 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS, BOSTON, MASS. 


A COMPLETE LINE OF THE FINEST STANDARD SHOE FABRICS TO MEET THE 
REQUIREMENTS OF THOSE WHO DO NOT SPECIALIZE. » 
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IN A CLASS BY ITSELF 


We Know of No Better Style to 
Recommend for Easter than This Popular Priced Pump 
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B1402F $4.50 
Net 30 Days 


Telegraphic Code Word “Link” 


Women’s Airedale kid quarter, patent vamp, strap pumps, 
Chateau last, McKay sole, 1 3/4-inch covered Cuban heel. 


AA,5 to8 B,4 to8 
A, 4% to8 C,3% to7% 


AS TO STYLE-=™ illustration speaks for 
AS TO QUALITY —No better shoes anywhere 


at the same price. + 
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THE POINT WE WISH TO IMPRESS UPON YOU IS SIMPLY 
THIS—IF YOU WANT SOME, ORDER THEM NOW, FOR 
THE SUPPLY IS LIMITED. 


UIZ # DUNN CO. 
ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building Bush Terminal Sales Duildi 706 Forrester Building 
TIGER 6 Mc NUTT 130-132 West 42nd St, Room 1521 6.C. McATEE 
Representatives F.L.ARMSTRONG, Representative Representative 
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Trade Mark Reg: 


They’re trail blazers 
for Your Children’s Department 


You cannot truly say you offer a complete Children’s Service unless you 
include Baby Shoes. Babies “consume” more footwear than do children among 
any of the other growing stages. 

We made more shoes in 1924 than in any year of our history—and the 
increase is due largely to a greater appreciation among shoe merchants for 
the profit to be had through selling Baby Shoes. 


Send to Baby Shoe Headquarters for your copy of catalog 
showing largest line of In-Stock Baby Shoes 


Note that our only New York Office will be 387 Fourth Ave., after May 1 


No. 265—Soft sole, blucher low >» ee 


cut, white, tan, smoked and Jo. 462—First step flexible tackless No. 520—First step tackless stitch- 
champagne elk. Made on special stitchdown blucher low cut. White, down one strap, patent vamp and 
lasts which fit the chubby foot. tan and smoked elk and patent champagne elk quarter. Per dozen, 
Per dozen detainialla 2.00 leather. Per dozen ae $13.50 
In Stock In Stock In Stock 


MRS. DAY’S IDEAL BABY SHOE CO. 
DANVERS - - - MASS. 


NEW YORK OFFICE CHICAGO OFFICE BOSTON OFFICE 
387 Fourth Avenue 323 West Jackson Blvd. 12 West St., Room 616 
Phone Beach 8060 
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Lrophy Bros. 


—: 


























Quorep from trade article on shoe buying—‘It is becoming the 
policy among good merchants to be on the watch for good, and 
sane, but pretty styles, that are so well balanced they can be 


duplicated.” 





“Good, sane, but pretty styles” are what we build, and ‘our duplicate 


orders prove it. 


Sincere shoes— 
Quality Shoes— 
. Duplicate Order Shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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Fifty Years of Progress, 
Experience and Scientific 
Development 


[=< 
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Enabled us to produce the most improved line of 
aniline dyed leathers that is being offered to the 
shoe manufacturing trade in this country. 


“MAYFLOWER” 
“BILTMORE” 
“POLO” 


The three new shades of aniline dyed Little Falls 
leathers offer a complete color range amply adapted 
to fashion’s demands for the coming seasons. 
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It will be to your advantage to request sample shoes 
made of these aniline dyed leathers from your shoe 
manufacturer. 


oe 


3 


ots 


TAT 
Ox 


3 


These aniline dyed leathers represent an improve- 
ment ‘in the tannage of chrome calf that is of the 
utmost importance to the shoe trade. Ask us for 
sample cuttings. 


Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 


Distributing Agents 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS 
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LITTLE FALLS, Inc. of MASS. 
98-100 South Street 


New York ‘ ia ya, Boston, Mass. S; 
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From an Acrobat ad in Good 
Housekeeping 


This attractive playhouse is made from 
the standard Acrobat shelf carton, with 
extra parts furnished. Comes with sizes 
5 to 8 only. Additional cartons supplied 
for display purposes. 


No. 1158 


Tan Army Elk Blu. Oxf., Imt. Moc. 
Vamp, Crepe Sole and Heel. 


In Stock : 
11 2/2 —B, C, D ne 
8 2/11—C, D ; $2.60 


Specialists in 


Chil 


dr 


When writing to advertisers please mention Boot AND Suos REcoRDER 


an agency 


that PAYS! 


Right from the start, Acrobat shoes are 
good sellers because they look their 
quality and fit children’s feet com- 
fortably! 


And these shoes are business builders! 
The patented Acrobat “Double Welt” 
construction makes them rip-proof, 
smoother fitting, practically water- 
tight and more flexible. 


Our new playhouse carton together 
with our national advertising will bene- 
fit your store, right from the start. 


Begin with the attractive number 
shown at the left. Order direct. 


Send for our Spring catalog 25-S. 


Shaft - Pierce Shoe Co. 


244 Third St., Faribault, Minnesota 
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F. B. & C. White Glazed Kid is largely 
responsible for the confidence with which 
white kid shoes are bought and sold in 
yearly increasing terms. 


It has shown women summer shoe beauty 
that is also practical, with the result that 
it has become stylish, staple summer 
leather. 


The quiet elegance of F. B. & C. White 
Glazed Kid is accentuated by its highly 
glazed surface—“THE GLAZE THAT 
STAYS”—to which dirt and dust can- 
not easily adhere. 


Most makers and merchandisers of fine 
footwear are aware of the additional mer- 
chandising value which F. B. & C. White 
Glazed Kid brings to their shoes. They 
have brought up their customers on this 
leather and know that for them there can 
be no satisfactory substitute. 





Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 





There is no substitute for 


“‘The Glaze That Stays’’ 
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No. 182 lf | No. 223 
Price $4.40 \ Price $4.25 


Patent step-in Lila pump. concealed gore, 
military wood-covered heel, Boston last AA 
Patent step-in Lila pump, concealed gore. 


; to C. 
full Louis spike heel, Beacon last, AA to C. \ No. 224—-Same in tan calf. 
No. 184—Same in black satin. Price........ $4.50 No. 226—Same in black a Paice 





ns 











Price $4.40 3 Price $4.25 


: Patent Marie sandal, cut-out Ay 9/8 
White kid Marie sandal, cut-out Pan | 9/8 wood-covered heel, Caprice last, 


to C. 
wood-covered heel, Caprice last, | No. 111—Same in tan calf. ee $4.35 


Maun —N 








—Last Call for Easter — 


We are featuring novelty footwear in many pleasing designs and leathers for 
this special occasion. Here they are ready for your eleventh hour selection. Buy 
fewer lines and make. more money. 


Thomson-Crooker Shoe Co. 
18~26 Station Street Boston.Mass. 


No. 186 ' ; 
Price $4.40 . Price $4.25 


Patent one-strap Sybil, red scroll gimp : Patent one-strap Sybil, red 

gab om vamp, full Louis spike heel, Beacon stitch on vamp, — < wood-co 
t. 

No. 187—Same in black satin. Price $4.50 ‘ N 8—Same in black satin. Price 
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OST users of SURPASS make no secret 

of the fact, well knowing what SURPASS 
means to most buyers in terms of fine black 
glazed kid. 


There is no surer way of impressing your cus- 
tomers with the leather value of your shoes 
than to tell them “We use SURPASS.” 


S LEATHER CoO. 


NEW YORK 
And Every Principal Shoe Producing Centre 
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No. 8151 Pied Piper Junior Blucher 
Oxford, highest grade chrome patent. 


THE FINEST OXFORD OF ITS KIND. 
In stock C and D widths, made to order 
B and E widths in sizes 214 to 5, 51% to 
8 and 814 to 12. 


Also in stock in smoke elk and tan calf. 

















PIPE 
SHOES 











The business battles of 1925 are going to be hard fought; a 
merchant must do more than simply hold his own. 

You’ve got to set the pace—and you can’t do it with an 
ordinary line. 

The Pied Piper line takes you far beyond the level of com- 
petition and gives you a merchandising distinction all your 
own. 

Its remarkable individuality is not alone in its patterns— 
although for this season are presented the most comprehen- 
sive and original of ‘‘Flapperette’’ straps, ‘‘Springtime’”’ 
pumps, sandals, cut-outs, dress and sport oxfords—for little 
infants, infants, children, misses and growing girls. 

The big appeal is in the Pentler & Short Patented Improved 
Welt Process—THE GREATEST TRIUMPH IN P ENT- 
DAY SHOEMAKING—by which all Pied Piper Shoes are 
made. 

A big stock department of all the snappy numbers main- 
tained for customer convenience. 

Write for literature and Pied Piper selling Proposition. 


/ >. Ly 


WAUSAU WISCONSIN 
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Howard ¥Ieslor 


A YOUNG MAN’S MODEL 
IN NEW, LIGHT SHADE OF TAN CALF 
IN STOCK Price $6.00 








Stock No. 169—THE ‘‘ BERWICK ”’ 
A short vamp, spring toe model. 


eecces ~ THoward&FosterCo, "*2"" 


NEW YORK OFFICE 


HAVE NOT RECEIVED 
A COPY, WRITE US. MARBRIDGE BUILDING 
ADDRESS ALL COM. Brockton, Mass. oH 


MUNICATIONS TO THE ' CHICAGO OFFICE 
FACTORY. SECURITY BUILDING 

















Briartan 




















TAN with all the charm of a well colored 
CAlways Standards and well beloved pipe, is used in the Nor- 


of Excellence wepian prain in this distinctive polf shoe 
by the Nunn, Bush & Weldon Shoe Co. 


© i -o- 3 











0 yudge a Leather - 





The merchant who asks “Is it 
made of Gallun Vegetable 
Tanned Stock”, knows the 
shoe he is buying possesses 
uniform fit, permanence of 
shape and colot and the ability 
to take a bein polish. 














GALLUN LEATH ERS 


Always Standards of Excellence —~ > 
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Just One of 24 S 
Good-Will- Building 
Instock Styles 







~ Carried ~ 
A,7toll C,5toll 
B, 6toll D,5toll 


No. 7362 ... 108 Tan Hickory 
He-Man Last... $5.35 


Your trade this year will definitely demand style variety 
in high grade footwear. For this reason our instock ser- 
vice — with 24 desirable styles for at-once delivery — is 
of greater value than ever to you and your customers. 


If you haven’t received your copies of our Spring 
atalogues, please drop us a line requesting them 








J. P. SMITH SHOE CO. 



















































































CHICAGO 


671 N.Sangamon St. 
Tel. Monroe 4550 


West Coast Salesrooms: 312 Forrester Bldg., Los Angeles, Cal. 





SB. 

















NEW YORK 


148 Duane Street 
Tel. Whitehall 7546 
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THE SATURDAY EVENING POST 


the Viei kid erade mark inside 
the shoe of your chose. “There 
ts only one Vici kid — there 
never hes been any other.” 


'PTCHE smagtness of the shoes begins 
Ts the beautiful Sd eke ~ ny oO 
It holds the highest place in the new footwear 


fashions, because it shows the new patterns 
and the new soft colors at their richest and 
best. 


If you are looking for the smartest thing in 

footwear, insist on seeing new models 

that bear the trade mark of Vici kid. 

You can be modishly shod in Vici kid at the 

price you want to pay. 

ROBERT H. FOERDERER, Iwc., Philedelphie 
Sethe 


Agron LUCIUS BEEBE & SONS, Boron 
Satine agemcict = all pares af che werkd 


Y 
MADE ONLY BY 


ROBT H.FOERDERER INC. 
PHILADELPHIA 














This advertisement appears in 

The Saturday Evening Post 

of March 28, 1925; in Harper’s 

Bazar for March; in Vogue, 

March 15 and in Vanity Fair 
for April. 


Reg. U.S. Pat. Of. 
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CThe ‘Vici hid 
trade mark — 
the key to ready sales 


OR months the VICI kid national advertising 

has been preparing the way for the present 
vogue for kid footwear. At the same time, lead- 
ing shoe manufacturers and retailers have been 
getting ready for an increased demand by placing 
the VICI kid trade mark inside their new shoes 
of VICI kid. 


The increased demand has come. VICI kid is 
the most conspicuous feature of the footwear 
styles for 1925. 





Today the VICI kid trade mark means two things 
to the consumer—the standard of quality in kid 
leather and style-rightness in shoes. The large 
number of stores now offering shoes that carry 
this identification testifies to the influence of the 
VICI trade mark on consumer acceptance. 





ROBERT H. FOERDERER, INC 


PHILADELPHIA 
Selling agencies in all parts of the world 


is the sole manufacturer of 
the one and only VICI kid. ~ 
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She walks in beauty,” 
MODEL 0055 


“CUBIT” 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THIS [ADVANCE|JSTYLE “OFF-CENTER ONE 
STRAP"’ ON OUR 300 LAST IS DEVELOPED IN 
WHITE KID WITH GREEN KID UNDERLAY— 
CARRIES THE NEW 31 SPANISH SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO IN MANY ATTRACTIVE LEATHER COM. 
BINATIONS AND UNDERLAYS 


BRAUER BROS. SHOE @. SUX" 


; avy FASHIONERS OF WOMEN’S NOVELTY SHOES 
III III III III II gg, 




















sG NEVER BOUGHT SO MUCH REAL 
SHOE QUALITY AS IN THIS SHOE 


A TAN COLLIS CALF OXFORD 
STURDY — STYLISH — STRONG SELLER 


IN STOCK 


The reason for this high-grade Brockton-Made Shoe at this 
price is this—First: We make it an object for the trade to 
test the merits of our line of men’s shoes by selling this one 
style from stock at the even price of five dollars. Second: 
To introduce our values among dealers not now buying of 
us, we selected this fine fashioned shoe from our line and 
put a trial order price on it. 

This shoe is stock No. 241. Imported No. 85 Tan Collis 

calf oxford, in the popular short vamp pattern. It is 

made over our new Princeton last. The construction 

is the same as that of all our shoes—solid leather 


throughout—Calf lined quarter and tongue. Fine back 
sole. Wingfoot rubber heel. It answers our slogan— 


N “IF IT’S RIGHT, WE HAVE IT” 
o store has so large a 

stock it cannot feature 2 Stock No. 241 

some pairs of this five . ee Price $5 

Se Sah Se A—7), to II C—6 to II 


. : fo. 
pate or care hw foe yO BT oll Deel 
Hine to you by way of this value. Terms: 2-10 net 30 days 


SCHWARZ-RUGGLES, INC., FACTORY, BROCKTON, MASS. 
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Palm Gore Sandal 


INTER’S gone! Spring is here and with 
it this charming sandal. No wonder it 
has made an immediate hit. Its distinctive 
cut-out daintiness is Spring itself. 
And there’s just enough of the stylish gore feature 
present to make this sandal out-of-the-ordinary. 


It’s really the newest vogue in correct foot fashions. 


Display it—and watch it sell! 


In Stock—No. 5851 
Patent Leather, as illustrated above. 


+ GEO. E.KEITH COMPANY 
q Makers of Worx-Over Shoes for Ten and Women 
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LOST a customer 


Customer: “I want a pair of comfortable boots for winter wear.” 
CLERK: « How are these, sir? —sturdy, flexible, medium weight and built on the 
snost comfortable last of the year.” 
Customer: “Fine, but let me have them with lacing hooks.” 
CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 
Customer (departing in haste): “Why do they take pains to make and sell a so-called 
comfortable shoe that doesn’t include the greatest comfort feature of all?” 


v 


OP he 0 9 eh 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
SNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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Powell & Campbell 
Shoes 


WITH 


BARBOUR 
ZEBRAWELT 


We illustrate a popular model from the 
line of Powell & Campbell, New York, 


made wi th 


ZEBRA WELT 


This construction possesses all 
the merits of the original Bar- 
bour Stormwelt plus the strik- 
ing ZEBRA pattern. 


It is the one distinctly NEW 
NOTE in men’s styles. 
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No. 3428 


Boys’ Light Tan Boarded 
Calf Oxford, all solid leath- 
er construction. Carried in 
stock. 


a ae aes a a a a a a a ae ates 
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BARBOUR WELTING COMPANY 


BROCKTON, MASS. 


Manufacturers of 


BARBOURWELT 


STORMWELT for Winter—DRESSWELT for Summer 


Oooo eee oe ee 
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The Famous 


Webhar 
Shoe Ken 


UNION MADE 


~*~ Fe Sy ala ae Rd 
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SPEEDSTER 


A PROVEN SPORT SELLER WITH A 
PROVEN SPORT SOLE 

This oxford is made with Dryden Vulcrepe sole, 
which has a knurled surface and neatly trimmed 
ote and far outwears crepe. The upper leather 
is Rueping’s Khaki Kin Kin Elk. Leather soles on 
Little Men’s sizes only. 

Boys’, B, C and D bn Pn BS oo 

Youths’, B, C and D ‘ 

Little Men’s, C, D and E.......:............ 

Terms, 5% 10 days 

i CAN DELIVER APRIL 5 


TEEPLE SHOE CO 


a WAUPUN ~ WISCONSIN 
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Enthusiasm 


Weber shoes are designed to make 

everybody who sells them enthu- 

siastic over the kind of style and 
service we put into them. 


a 


a 
ay 


As your main line of men’s shoes 
to be retailed at $5 to $7.50 they 
give you an unbeatable foundation 
on which to constantly enlarge 
your sales field. 


To retail from $5 to $7.50 


WEBER Bros. SHOE Co. 
North Adams, Mass 


New York Office: 1328 Broapway, Marsrince Bipc. 
H. Harnzis, Rep. 


ChRbRERET RECESSES CECE CE CECE CS: 
SASS uve chu shu shu shu slwehe sl 


EEE ACES 


SEEK 


». 


BROOKS 


Hard Toe 
Black Kid 
Women’s. Misses’ Child's 
$2.80 $2.70 $2.65 
608 Pink Satin 
Women’s Misses’ Child's 
$3.40 $3.30 $3.25 


IN STOCK 








White Kid, 30c. extra 


‘BROOKS SHOE MFG. CO. 
6th and Montgomery Ave. 
PHILADELPHIA, PA. 


When writing te advertisers please mention Boor anv Snoe Reconver 
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Hold that fall - 
order for the 
Goodrich man 








Ns 


»~-¥ 


EEE 


Each year more and more dealers real- 
ize the permanent value of handling 


Goodrich “Hi-Press” footwear. 


Today our dealer list is the largest in 
our history—today millions of men, 
women and children in every part of 
the country demand “Hi-Press” in 
preference to other footwear. That 
unvarying quality had to win. It is win- 
ning more friends every day—and 
building permanent good will for you. 


The Goodrich salesman is on his way 

to show you the latest improved 

“Hi-Press” footwear—wait for him. 
Remember— our fast delivery system is a feature! 
Stocks at branches below and a keen realization 


of your need assure “Hi-Press” just when you 
need it most. 


EEE 


a on 


prs w)% 


THE B, F. GOODRICH RUBBER COMPANY 


New York Akron Chicago Denver 
Minneapolis 8 Seattle San Francisco 








Ait Rubber 
Gaiter 











HI-PRESS Windewear 


When writing to advertisers. please mention Boot anv SHon Reconper 




















28 BOOT AND SHOE RECORDER. March 21, 1925 


ONLY 3220 PAIRS LEFT 


AND THEY MUST BE SOLD BEFORE. APRIL FIRST 


Our Business is Being Incorporated and all Floor 
Goods Must Be Disposed of Before that Date 


ALL STYLES MAY BE HAD FROM SIZES 2% to 7 
ag m ) 
ular 
a Leather Lined, Oak Sole, Rubber Heel, Pattern 
0. i 
179—Light Gray Spring Calf, Leather Lined, Oak Sole, Rubber 
Heel, No. 2 


. Pattern No. , 
366—Gray Buck, Leather Lined, Retan Sole, Rubber Heel, Pattern 


No. 2 
159—Light Gray Spring Calf, Leather Lined, Oak Sole, Rubber 
Heel, Pattern No. 1 
170—Dark Gray Spring Calf, Leather Lined, Oak Sole, Rubber 
Heel, Pattern No. 2 : , 2.35 
186—Gray Buck, Leather Lined, Oak Sole, Rubber Heel, Pattern 
2.00 


i 


RA 
wall-e al el wel ae 


RRR 


PATTERN Ne. 1 


nin 
S 


RS 


No. 4 ; : SS 

130—Dark Gray Spring Calf, Unlined, Oak Sole, Rubber Heel, 

Pattern No. 1 ‘ 

. oy Sa Leather Lined, Oak Sole, Rubber Heel, Pattern 
°. 


BRS 


310—Dark Gray Spring Calf, Unlined, Oak Sole, Rubber Heel, 
Pattern No. 3 ; 
BROWN 
100—Brown Spring Calf, Unlined, Oak Sole, Rubber Heel, Pat- 
tern No. 5 ‘ P 
180—Brown Spring Calf, Leather Lined, Oak Sole, Rubber Heel, 
Pattern No. 4 ; 
1104—Brown Side Leather, Unlined, Oak Sole, Rubber Heel, Pat- 
tern No. & 


1116—Nut Brown 
Pattern No. 5 


RSBR 


TAN PATTERN Ne. 2 


at Lotus, Leather Lined, Oak Sole, Rubber Heel, Pattern 
O 6. ns ‘ 
— a Buck, Leather Lined, Oak Sole, Rubber Heel, Pattern 
a. © on ipenies - 
eat a Unlined, Oak Sole, Rubber Heel, Pattern 
0. . : : : 
165—Tan Lotus, Leather Lined, Retan Sole, Rubber Heel, Pat- 
tern No. 2 
. 306—Tan Lotus, Unlined, Oak Sole, Rubber Heel, Pattern 


eal sal ool ed onl on 
aS 


RSR 


No. 8 .... ; 
307—Tan Buck, Leather Lined, Oak Sole, Rubber Heel, Pattern 
No. 3 


DARK BROWN 
144—Dark Brown Buck, Leather Lined, Oak Sole, Rubber Heel, 
Pattern No. 1 : ‘ 
164—Dark Browr Buck, Leather Lined, Oak Sole, Rubber Heel, 


Pattern No. 2 
304—Dark Brown Buck, Leather Lined, Oak Sole, Rubber Heel, 


Pattern No. 3 
BLACK 


148—Black Lotus, Unlined, Oak Sole, Rubber Heel, Pattern 


RRR & 


ss 


2.35 
scent 1.50 
PATENT LEATHER—SMOKED ELK—WHITE 
169—Patent pega, Leather Lined, Oak Sole, Rubber Heel, Pat- sue 
193—Smoked Elk, Leather Lined, Oak Sole, “Rubber” Heel,” Pat. aah . 


tern No. 4 .... 
. 318—White Spring Calf, Leather Lined, Oak Sole, Rubber Heel, os 


Pattern No. 3 


No. 2 ‘ : 
- 1108—Black Side Leather, Unlined, Oak Sole, Rubber Heel, Pat- PATTERN Ne. 3 
tern No. 5 . . 


un 


onl wal aol ood 
Sse 





FACTORY DAMAGED Size 

Oak Soles Rubber Heels 2% to7 
Unlined, Patent Leather Sandal. Assorted Patterns 1, 2, 4, 5 ’ a ° | 
Patent Leather, Leather Lined Sandal. Assorted Patterns 1, 2, 4, 5 wece 
oes ts pam Lined. Assorted Colors, Gray, Tan, Dark Brown. Patterns 
Unlined Sandals. Assorted Colors, Brown, Gray, etc. Patterns 1, 2, 4, 5... 
Buckskin, Leather Lined. Tan, Gray, Dark Brown. Pattern No. 3............... 
Unlined, Plug Oxford. Assorted Colors, Brown Mahogany 





PATTERN No. 4 





SAMPLES OF SANDALS 
Unlined, Patent Leather, Oak Sole, Rubber Heel. Patterns Nos. 1, 2, 4, 5. 


Sizes 3 to 5 only e 
Unlined; all leathers except Red, Gam, Blue; Oak Sole, Rubber Heel, Patterns 


Nos. 1, 2, 3, 4, 5. Sizes 2% to . : -+ sit 
Red, Green and Blue; Oak Sole, Rubber Heel. Patterns Nos, 1 


4, 5. Sizes 8 to 4% only 
Women’s Oxfords, Unlined, Oak Sole, 
SB OD © . Miiccccccstipier- 


E. J. RAMSEY CO. 


347 Rider Avenue, Bronx, New York City PATTERN No. 5 
When writing to advertisers please mention Boot anv Snon Recoaver 
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New Combination Last 
MATRIX Oxford In Stock 


No. B 525—Black kid oxford, 12/8 R. T. lift heel, combination last, 
MATRIX moulded sole construction. AAA-E, 3% to 9. 


$5.50 


Made over 170 last, constructed with special steel shank. Built to 
meet the requirements of the woman who demands a stylish toe and 
medium heel with adequate support for the arch. 


Pleasing style plus the Reed standard of shoemaking 
and fitting 


E P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 


ROCHESTER, N. Y. 


New York: 299 Broadway, W. D. F. Gibson 
Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 
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BOOT AND SHOE RECORDER March 21, 199; 








COFFEE Qgam0) SPORT 


REG. uu. S.A. 


has proven so generally satisfactory that many shoe distributors 
are adding some of our colors—namely: 


Light and Dark Smoke Log Cabin and Tangerine 
to their lines of children’s shoes. 


Try some of these colors in your which gave them most satisfactory 
shoes and see how easy it is to sell wear. 


these different shades to the discrim- Oyr LIGHT and DARK 
inating mothers who have found SMOKE colors can be cleaned by 
out the value of our COFFEE in washing lightly with pure soap and 
the shoes they have already had, warm water. 


This type of shoe is 

going big with the 

youngsters—as made Be Sure You Get 
in contrasting shades 

of SPORT WILO 


LEATHER SOLE 
Colors Include 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. cack Tannen 


Black, Olive. 


Sole Selling Agents of W | L O Leathers 


Reg. U. &. A. 
—BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo 
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Gored Styles Are Here to Stay 
Because Women Delight in Them 


Some ) eagnens answers in response to hundreds of 


Why I Like Gored Shoe  personalinquiries among women as to how they 


gored shoe: 








“They are so easy to put 


on.” 


“They fit perfectly without 
gaping on the sides.” 


“They don’t bind the in- 
step.” 


“I never have to stop to sew 
on buttons.” 


“The goring keeps them 


“1 am delighted with the 
beautiful styles that gored 
shoes have brought in.” 


“My last four pairs have 
been all gored styles. I 





“Gored shoes don’t seem to 
stretch and look sloppy on fitting snugly all the wouldn’t buy anything 
my feet.” time.” else.” 





“eNMiss Melba”’ 


a new model by 


The Stetson Shoe 
Company, Inc. 
So. Weymouth, Mass. 


N° wise shoe man will disregard 
the positive preference for 
gored shoes which women are express- 


ing everywhere. 
The ease of fit and 


adjustment and the rich 
simplicity of the pattern 
make it a very appealing 
style. 


The only possible way in which a 
gored shoe style can give anything 
but perfect satisfaction throughout its Instep band 
life is through the use of inferior aoe oy 
elastic fabric. HUB GORE 


Happily there is a certain means 
of insuring uniformly satisfactory 
service in gored shoes — by insisting 
always on the use of HUB GORE— 
the standard elastic fabric for shoes 
since 1888. 


Every piece of genuine HUB 
GORE is stamped with our trade- 
mark which means a guarantee of two 
years’ satisfactory service. 


Do not be content with any goring 
which offers you less positive service 
insurance. 


HUBGORE MAKERS 


Branch of EVERLASTIK, Inc. 
Chelsea, Mass. 


1107 Broadway, New York 
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aX % 
CEP 


Made in Milwaukee & 
Sold allover The World 5 


CONTINUING ITS POPULARITY! 


BUNNY GRAIN has won a popularity far above our anticipations. 
Why ? Because when made into street, sport or children’s shoes, it 
adds to their footwear value. 

We'll gladly send sample swatches upon request. BUNNY GRAIN 
comes in 

TAN 
BROWN (Nut Brown) 
BRAZIL (Light Brown) 
BLACK 





DFISTER & VOGI 


| 
| MILWAUKFI 
| 
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Sell Your 
Community 


Through 
Its Children! 


Put your children’s department on a 
quality basis that produces steady repeat 
sales. 


The quality that brings the mothers of 
your community back to buy children’s 
shoes again, will induce them to buy their 
own shoes from you as well. 


The Sinbac Helthy-Fut Line for young 
folks of all ages sells on quality and re- 
peats on merit. It has withstood the test of 
58 seasons—and is steadily growing in, 
popularity. 


Why not cash in on this popularity, quality 
and steady sale? 


sINBAc 


SINSHEIMER BRO. & & 
22i-4§-145 W. MONROE 


CHI CAGO 
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ONE OF AMERICA’S MOST POPULAR 
JUVENILE LINES 
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eel the silky mellowness 
) ‘of the upper leather, which en- 
hances the comfort and service 


of this Johnston & Murphy Shoe 


For their best chrome Russia 
calf shoes, Johnston& Murphy 
are very particular and dis- 

criminating in the selection of Bt Ruepine se Seminole Galt, Non 39 Light ‘Tan, 
leather, hence, it is natural gt Rr A Newest N. J. 
that their choice should fall 

on Rueping’s Seminole Calf. 


Ruepings Seminole Calf 


No. 39 Light Tan 


is used extensively by the makers of better shoes and specified by particular mer- 
chants. The more closely you examine it the better you will be satisfied that this 
preferred leather is worthy of the good company it keeps. 

Shall We Send You a Swatch ? 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN. 
Established 1854 


Branches: Boston, Cincinnati, Milwaukee, St. Louis, New York, 
Chicago, San Francisco, Montreal, Northampton, England. 


‘“‘“Every Year a Calf Year with Rueping.”’ 











FRED RUEPING LEATHERC < 
» y _ OEAL. Wi. % “ wt 
ae Ba me} . < Lea 
wee : I 6 Fat. .'D rnc Re 
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Shoe by Courtesy of Hanan & Son 


O create a beautiful tan calf 
shoe the leather must be right. 


A winter top or enclosure on your 
touring car may keep out the wind, 
but when a new sedan glides by 
there’s envy in your heart. 


You may have convinced yourself 
that the suit of clothes you bought 
in the basement store is as good as 





See It In The Shoe 


any made but don’t stand next to 
the man wearing a suit made by a 
famous New York tailor — You 
will find you’re wrong and it’s too 
late. 


For a calf leather to be right it 
must have Character. Use Lozelle. 
Demand Lozelle. -It will make the 
shoe you want and the shoe that 
thousands of others want. 
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GRIESS PRILEGER 


THE GRIESS PFLEGER TANNING CO., Boston Chicago Cinoinnasi New YErk Rochester 
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DP MRAWS 





Stock No. 075-B. Th last. 
Made of P. & V.’s No. 108 
Tan Lotus Calf. Dual scallop 
tip pattern. Kumbac toe-box. 
Plantation crepe sole and 
heel. B,C and D widths, $4.65 


For Street and Sport Wear 


PROBABLY in no other season in a decade did sport shoes have the popularity 
and salability that they are to have this Spring. The entire trade has set the 

stage for a record-breaking business in this kind of footwear. 

In Bates No. 075 on the Clod last, shown here,.is about everything that the 

dealer can want in this season’s sport and outing shoe. The Pfister & Vogel’s Tan 

Lotus used is a light shade. The last, pattern and fitting are new and full of 

snap. The semi-soft toe’ is the last word. The crepe sole and heel are the best 

quality obtainable. . 

And note the price! 3% 


PASSES ANS 


STi lie 


a 


Let us send you the specifications of twenty other 
Bates In-Stock models that are timely for the 
next two months’ retail selling. We supply news- 
paper cuts free for most of them. 


A. J. BATES CO. 


MASSACHUSETTS 


» 
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N presenting CUIR DE NEIGE 

tojthe trade last year, our endeavor 
was to give them another standard 
Evans’ Leather. 


Like al] our other aims, this was 
not to try to do the impossible but 
to furnish shoemakers and merchants 
with a leather that would give the 
minimum of trouble and maximum 
of satisfaction in shoe after shoe, 
season after season. 


The fact that it won, to such a 
large degree in the first year of its 


appearance, the approval and con- 
fidence of many of the highest 
— shoemakers and merchants 

evidence of what 
CUIR DE NEIGE offers to those 
who desire stability in their White 
Kid Lines. 


It is an EVANS LEATHER. And 
all EVANS LEATHERS are made 
to be remembered for the sameness 
of their durability year after year, 
and their beauty in your customers’ 
shoes. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


ig 


CUTRDE N@GE 


(SKIN OF SN 
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The reason colored glazed kid is increasingly 
popular in the finest shoes is found in its 
marked fitness to the present requirements of 
shoe fashions. 


HE whole undertone of feminine fashion is dainti- 
ness, lightness, and color in delicate shades. 


That, as everybody knows, is what fine colored kid 
lends to shoes as no other leather can. 


We welcome the present color vogue, for it enables us 
to show at its best, the superiority of NEW CASTLE 


BLOND 


APRICOT 
and 
MOCHA 
now our most markedly favored shades, express that 


exclusiveness and character which you rightly and 
always expect from NEW CASTLE. 


The choicest raw stock that grows in the hands of NEW 
CASTLE experts, produces results beyond imitation in 
less expensive skins. 


NEW CASTLE LEATHER CO,, Inc. 
100 Gold Street 
New York City 


March 21, 1925 


APRICOT 
Color 99 
MOCHA 
Color 925 
SUDAN 
Color 825 
ROSEWOOD 


Color 700 
CHAMPAGNE 


Color 725 
SAND 


Color 17 


PEARL GRAY 


Color,x8 
PRISCILLA GRAY 


Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 


Color 2 
PICANINNY BROWN 
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Wat. Superior Shoes for Little Folks — jiexble 


FIRST STEP TURNS 
IN STOCK 


Style B236—Champagne Kid Style B200—Patent Leather 
Ankle Front-Strap trimmed with Ankle Front-Strap, trimmed with 
Tan Patent Leather. Milo Buttons. Style B293— Patent Leather Fawn Suede. Milo Buttons. 

Pair $1.10 Ankle Front-Strap. Milo Buttons. Pair $1.10 


aap Style B204—Tan Calf Ankle 
Style B294—White Kid Ankle Front-Strap, trimmed with Tan 
Front-Strap. Milo Buttons. Patent Leather. Milo Buttons. 


Pair $1.10 Pair $1.10 


FLEXIBLE NEW PROCESS WELTS 
IN STOCK 


e B915—Patent Two-Eyelet _ Style B910—Patent Leather Gre- Style B952—Patent Leather Ox- 
Tie, Black Eyelets, Black Welting. cian Sandal, Milo Buttons, Black ford. Black Eyelets, White Welting, 
Sizes 2 to 5, Pair $1.50 Welting. Sizes 2 to 5, pair, $1.50. Black Lace. Sizes 2 to 5, pair, $1.45. 


Style | B916—Tan Calf Two-Eye- 5 B911—Tan Calf Grecian e B951—Tan Calf Oxford. 
let Tie, Smoked Elk Apron, Smoked al, Milo Buttons, Natural Tan eee, Natural Welting, Tan 
Eyelets, Natural Welting. Sizes Welting. Sizes 2 to 5, pair, $1.50. Lace. Sizes 2 to 5, pair ,$1.45. 
2 to 5, Pair, $1.50. 
We Manufacture for the Retail Trade Exclusively. 
Write for In-Stock Catalog Illustrating One Hundred Numbers 


for Easter and Spring Delivery. 


Jmperial, hildrens Shoe Corporation 


MANUFACTURERS 


ROCHESTER, N.Y. 
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“A GOOD NAME 


is to be chosen rather than 
greal riches.” An old say- 
ing that every shoe retailer 
might well consider. The 
good name of Rice § Hut- 
chins is an asset. It is 
known to stand for relia- 


AAA AEE EA 





ie ee 


A GOOD SHOE 


is necessary for the re- 
tailer’s continuance in bus- 
iness. Rice § Hutchins 
shoes are not wr Ay 
shoes, they are builders = 
future business 











; 
: 
: 


fit, wear, and satisfy. 
ea, Easter should see wal 
Hatthine styles featured t in 
your stock of men’s shoes. 


bility, service and quality. 


Style 1715 











This Young Man's Educator shoe 
pp ae in “ national advertising 
to bring tremendous re- 
sults. Tt is the shoe of the hour! You 
should have this number especially for 
the fashionable Easter trade. Te Tan Rus- 
sia Calf. Goliath last, B-D, 534-11. In 
stock now. 


RDICPAMAEIICIAINDICI 
REDICIAINYP INEDICIS 


MEN 


Russia Calf Lace Ox- will buy new Russia Calf 


ford, Sailor Last, Rubber ~ Sureight Oxford. Pung 
Heel, C-D, 54-11. = iat, oa Toe, Rubber 


Style 699—Same in Dull f O otw ear a 


Easter is the dress up season for all, and it is traditional for men to obtain new hats, 
suits, and new shoes. The right shoes are the only shoes that you should carry in stock. 
If they are right, they will sell. Your Easter trade will be big. It is forecasted that real 
buying will be done. Be prepared by stocking Rice & Hutchins shoes for every occasion. 
There is a style and price to suit every man. Men’s and boys’ shoes are made with the . 
greatest care in style, materials, and workmanship—your assurance of permanent 


customers. 





~~ 498 


Order from the nearest Rice & Hutchins agency today. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U.S. A. 


DISTRIBUTING BRANCHES 
tchi Chicago Co. Rice & Hutchins New York Co. 
tohi Cleveland Co. Rice & Hutchins St. Louis Co. 
Hutchins Atlanta Co Atlas Shoe Co., Boston, Mass. 
Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa. 
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Is a Foot Clinic Needed? 


To Impress Upon the Public the Function of Feet, and Importance 
of Fit and Posture 


their feet is due to the kind and quality of 

feet, not to the nature of the shoes. The wrong 
shoes given to children may so weaken and deform 
their feet as to cause great trouble later in life. As a 
foot health measure: 


The Massachusetts General Hospital conducts one of 
the best known orthopedic clinics in the country. We 
asked Dr. Philip Wilson, one of the visiting doctors in 
that clinic, about children’s shoes, and he strongly 
emphasized the necessity for correct anatomic struc- 
ture. 

Straight lasts and broad toes are the most important 
features. 


Me of the trouble which children have with 


When feet become “bone” 


The bone of children’s feet is not formed all at once, 
but by a gradual development from cartilaginous ma- 
terial—a development which in 
some of the bones in the foot 


dren’s shoes, why it is essential that the toes of all 
children’s shoes be broad and round—never pointed. 
Among shoes for very young children, we universally 
find the broad square toe and straight last which 
allows the young foot to maintain its own square shape 
and keeps it close to the bare foot condition. Dr. Wil- 
son complains, however, that the shoes for older chil- 
dren do not carry on the same ideas. 


Short Fitting a National Ill 


The danger of short shoes is particularly prevalent 
among children: their feet grow so fast. Often shoes 
are sold which are too short to start with. More often a 
parent buys a shoe which fits the child exactly, so ex- 
actly that when the boy’s foot grows an eighth of an 
inch the shoe is suddenly found to be too small. The 
only sensible way is to allow a certain space in the 
toe, still keeping the wider part of the shoe where it 

comfortably contains the ball of 





takes years. Several parts of 
the foot and toe bones do not 
form till the fourth, seventh 
and tenth year, for the pha- 
langes, or toe bones, do not be- 
come united to the metatarsal 
bones which form the ball of 
the foot until the seventeenth 





the foot. People should not be 
afraid to buy shoes sufficiently 
often to keep up with the 
growth of the child’s foot. Of 
these points both fitter and 
parent should be observant. 
From “Tom” Baker, our 
good friend of the shoe city of 








or eighteenth year. It is easy to 
see from these physiological 
facts that the bones in a child’s 
foot, being soft and not com- 
pletely formed, may be ve 

easily bent. That is why it is 
of such especial importance to 
to have correct lasts in all chil- 


TO GRAPHICALLY ILLUSTRATE 
FITTING 


The foot is essentially of the same structure 

as the hand. Correct fit of the foot at the 

ball leaves the toes absolutely free and un- 

disturbed while pressure applied beyond the 

ball of the foot upon the toes distorts and 
cramps growing feet. 


Lynn, we get the suggestion of 
a public shoe clinic for the chil- 
dren. Speaking from the wis- 
dom of his experience, Mr. 
Baker says that there are a 
multitude of children who are 
improperly shod. Not that in- 
(Continued on page 49) 
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Summer Weight Shoes Appropriately Designed 
for Wide-Bottomed Trousers 


Lightness Emphasized in Materials, Stitchings and Technique of 
Shoemaking Applied to New Patterns 


mer weight shoes since the idea was mentioned 
several months ago, has been the application of 
wide and roomy lasts in the manufacture of these 
types. During the early experimental stages of this 
movement, dancing pump lasts with narrow and pointed 


Por wets the most valuable development in sum- 








Showing the bottom of the shoe; the width across the 
ball testifies to the use of broad, roomy lasts in making 
summer weights. 


toes were employed, over which summer weight shoes 
were made. The effect offered by the finished product 
was a shoe that too closely resembled a dancing shoe. 
True, extreme light effect was accomplished but the 
shoe lost too much of its style value because it appeared 
to the average layman as a dancing shoe, and not a 
street style. 

However, during recent weeks manufacturers have 
been making summer weight models over broad and 
roomy lasts. This bare fact would seem to indicate 
that with this step as a basic feature the finished pro- 
duct would not be light enough in appearance to be 
classified as a summer weight shoe, but several skill- 
ful practices in shoemaking have brought about a 
man’s fine looking shoe of extremely light appearance 
and yet carrying comfortable qualities that we like in 
many of the summer weight types. 

Very plain stitching, a leather lighter than that go- 
ing into the average shoe for men, an eight iron outer 
sole; beveling practices are some of the features which 
combine to make the summer weight appearance con- 
spicuous when the very wide last is used. 


Trouser Bottoms 17 Inches 


Trousers, in men’s clothing, are seventeen inches 
wide at the bottom. This fact is true when applied to 


most every retail clothing house which carries up-to- 
date styles. A man whether he be young, middle-aged 
or elderly in going into the clothing store today re- 
ceives trousers seventeen inches wide at the bottom 
unless he specifies something narrower. That means 
alteration by the clothing house. The point of this fea- 
ture in the clothing trade is that trousers are wider in 
the leg. Therefore it is obvious that summer weight 
shoes with broad toes and similar lines throughout the 
entire body are more consistent with the wide lines of 
the trouser leg than a light shoe made for a dancing 
pump, which is narrow in the toe and throughout the 
rest of its lines. 

A men’s large shoe department in the East is con- 
fident that the summer weight shoe is going to be a 
big feature in its coming business. At present it is 
selling average weight oxfords of calf leather to men. 
There is some call for grain leathers. 

It is well to consider the subject of men’s clothing 
as it effects shoe styles. This fact is not so pronounced 
as in women’s shoes and clothing, but nevertheless it 
is of such weight that it deserves serious cmaewe- 
tion. 

Trend Away from Heavy Types 
For quite some time men have been wearing heavy 


shoes. Those made of Scotch grain leathers have been 
worn all-year-round by men. The extreme brogue pat- 











Plain stitching on the tip, vamp, quarter, etc., brings 
out the light appearance effectively. 


terns have sold freely for accompanying shoes for wide 
leg trousers. With the advent of the trend toward 
summer weight shoes the era of too heavy shoes for 
the-year-round seems to be passing. 

From New York an encouraging report touching on 
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the trend toward light tan shades is as follows: “In 
the men’s shoe field the early demand for light tan 
shades has been encouraging to the retail merchants. 
The light shades gained considerable prominence last 
summer and through the winter, but promise to go 
over still stronger this spring and summer, with the 
greater vogue for the light shades in men’s apparel. 


The beveled sole—this practice is followed a great 
deal in stressing lightness. 


“The summer weight shoes also are taking hold 
among the men here. The higher grade stores report 
fewer calls for the grain leathers and heavy soles and 
more demand for smooth finished leathers and closely 
trimmed and beveled soles, to give the summer weight 
appearance.” 

George F. Johnson, of Endicott, Johnson Co., stated 
recently that people are wearing lighter shoes. He 
pointed out that the farmer no longer wore knee-high 
boots of cowhide leather, as did his predecessors, and 
gave various instances of the tendency towards lighter 
and more flexible shoes. His comments caused much 
discussion. 

The Endicott-Johnson Company is reported to have 
made large gains in production, especially on the 
lighter types of shoes. Figures recently published show 
a production of 131,000 pairs a day, the largest in the 
career of the company. All of its shoes are of lighter 
weights; even its nailed work shoes with rubber soles, 
are of lighter weight. 

The above report seems to coincide with the preva- 
lent reports—that the trend in men’s shoes is decidedly 
toward lighter weights. 


Medium-Full Last Strong 

The balloon last, over which very square-toed shoes 
for men were made, was originated by shoe men in 
order to produce an ideal shoe to accompany the wide 
bottom trousers which came into popularity some 
months ago. The success of the balloon type shoes has 
depended a great deal on the geographical location of 
the shoe stores. 

In the Middle West the square and blunt-shaped toes 
in grain and smooth finished leathers sold freely. In 
the East the success was not nearly so marked. But 
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the result is this: It is not necessary to sell an extreme 
broguey shoe to the man wearing trousers that are 
fuller than normal. The best-selling last in a large shoe 
department, a store where every pair of trousers are 
at least 17 inches wide, is a medium-full type. It isn’t 
at all related to the extreme balloon type of shoe, yet 
outsells the latter many times over for wear with any 
type of trousers. This report seems indicative that the 
summer weight shoe made over medium-full lasts will 
find a good demand. 


More Spring in Some Lasts 


On some lasts there is more spring. Many shoemen 
refer to it as the rocker bottom effect. Many men’s 
shoes made in Engiand carry the rocker bottom to ex- 
treme degrees, particularly those patterns made in 
heavy grain leathers. 

One of the new lasts over which men’s shoes are 
being, made carries more spring to the bottom. It 
measures about a quarter of an inch and when the 
shoe is finished and removed from this last, a notice- 
able rocker-bottom effect is obvious on the sole. It is a 
good insurance against the shoe buckling across the 
toes, just behind the tip. The last carries the same 
broad and roomy lines as other types being used for 
the manufacture of medium-round toe models. 

The best bet on summer weight models is the last 
containing no spring. The extreme light appearance of 
the eight-iron sole on the light shoe doesn’t harmonize 
well if the sole presents a spring. 


Stick to Good Staple Lasts 


At the recent convention of the Southwestern Shoe 
Retailers’ Association, held at St. Louis, during the 
discussion on men’s styles, one of the members of the 





of the summer weight oxford is skived and 

folded over, stressing lightness. 
committee reporting, dwelled briefly on staples as 
follows: 

“On staple shoes, if you select your staple shoes 
properly and do not get two kinds of soup, as they put 
it, one conflicting with the other, you can get a good 
turnover on staple shoes and make money. Don’t change 
those every thirty minutes. If you want them in color, 
weight, that is all right, but stick to those old lasts. 
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Cutting All Distribution Costs? 


OOD faith, justice, reason and common sense 
must animate our actions, individually and 
collectively in struggling through & period such as 
the one we are now in. The points brought up by 
a man in the public eye who said, “the cost of dis- 
tribution must be cut in half” are prime-facio evi- 
dences that an understanding of the place of the 
merchant in distribution has not as yet percolated 
through to the public. There are more costs than 
leather and shoemaking before the product finally 
meets its ultimate dollar over the fitting stool in 
the shoe store. Without muddling the issue, or try- 
ing to exterminate the weeds of misrepresentation 
cluttering up his mind, we will try to illustrate 
distribution, for his benefit as well as for other 
misguided, prejudiced and jaundiced mentalities. 
First—the master of us all is—the Public. The 
public is the court of last resort on any commodity 
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and it is all—powerful and absolute. It is some- 
times apparently a slow moving court, an indif- 
ferent court; even a callous court—but it stands 
supreme nevertheless. No one can afford to ignore 
it, and this applies not only to the shoe merchant 
but to every business, group of trades and the 
whole allied industries. This is the “land of the 
free’ and no one can order a person what to buy or 
how much that person is to pay, or where that in- 
dividual is to bring its feet for the fitting. It costs 
something to give the facility of single pair pur- 
chases to the public. 

One step further along in this man’s argument 
would be for every person in the United States to 
order direct from the factory so that automatic- 
ally the census department could tabulate “how 
each type of shoe is selling each week” and at the 
same time “eliminate a good deal of the cost of 
distribution.” Buying a single pair at a time would 
eliminate all stores, all retailers and all convention 
and style shows, that is one sure thing in his 
scheme of distribution and would provide ways 
and means for the shoe manufacturer and tanners 
to know at least once a month how their stocks 
are moving and what materials and styles are 
wanted by the public. Yes, indeed, the costs of 
clerical expense and shipping, plus the services of 
a judge on fitting as to proper size, shape and 
usage, etc., would be the ultimate in scientific dis- 
tribution of leather wrapped into the shape of a 
shoe. But when you honestly compile the accumu- 
lated costs you will find that they would be many 
percent more than the average price paid for shoes 
in the United States today. There is but one mea- 
suring stick of value—competition in public ser- 
vice. 

All sorts of stores serve with footwear—inde- 
pendently owned stores, chain stores, factory 
stores, department stores and even door-bell ring- 
ers without stores)—each measures its service 
with a different stick. In the long run the maxi- 
mum of service comes through stores owned and 
operated by independent merchants, for they carry 
the burden of service from childhood through to 
old age, without a skip, and don’t pluck only the 
center of demand in style and price, but serve a 
complete cross-section of a very te arr public 
and family demand. 

This store is invariably the ilies of shoe 
distribution and the major portion of the solvent 
trade is from this great basic group. Take a good 
look at the average shoe store—remembering that 
over 100,000 places carry and sell shoes in Amer- 
ica—and what do you find. You find an upstanding 
merchant serving in communities large and small 
with concern as to fit, service and style—not so 
hungry after the dollar that he runs his business 
on the plan of “throwing shoes at the customer.” 
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Something goes with the sale of his shoes other 
than mere leather flung together for the selling of 
shoes at retail is a special line of business requir- 
ing a training and by experience and study what 
might be called a professional degree of knowledge 
and skill. He strives to maintain a real shoe ser- 
vice institution with real brains backing his in- 
vestment and experienced salespeople to give a 
satisfactory degree of service to the buying public. 





Summer 


Slowly But Surely 
Shoes 


“ REAT trade movements do not come in a 

JJ day or in a season. Look back to our issue 
of March 8 a year ago and see what we said on 
pages 100 and 101, as follows: 

Try by every means to sell in mid-summer 
lighter weights in materials in men’s footwear, 
for otherwise we are going to sell a man one pair 
of shoes per year for the inherent qualities in 
good shoes today give that lifetime to an ordi- 
nary price pair. 

Put your best foot foremost—in the store. Have 
every clerk in new shoes for Easter, for compari- 
son is sales-making stuff to the customer in 
doubt. 

Men’s shoes for spring and summer selling will 
command a lot of attention. They’re smart- 
looking; lines are trimmer and leathers in all 
shades indicate there will be more than one sale 
to the average man. 

Slowly but surely the trend of good business 
practice asserts itself. It looked as if the idea of 
lighter shades of tan would never come, and yet 
year after year the trade hoped and even nibbled 
a few dozen pair—and now look at the movement, 
and what has been done to the muddy red colored 
shoes of the vintage of five years ago. 

Slowly but surely the idea of summer-weight 
shoes will reach the public. We see it coming 
stronger every day. Slow penetration of public 
mind and purse. Note we use the term “summer- 
weight” for the use of “light-weight” is not the 
happiest phrase in a limited language. There is 
just as much wear in “light-weight” shoes but the 
man’s mind pauses on the term “light-weight.” 
Maybe “summer-weight” is a trifle off in defini- 
tion—but the shoe is designed to wear with sum- 
mer hats, suits and silk hose. In the South they 
like to say “tropical weight” when the tourists ar- 
rive in mid-winter, but maybe the turn of words 
will, in July, go to “cool-weight!” 

No matter what term is used we all recognize a 
movement towards weights different than winter 
heavies—something like the average shoe of pre- 
war days, something with a firm sole and inner- 
sole—for the trade must beware of thin shoes. 
Watch and help the movement towards summer- 
weight shoes. 
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A Barefoot Infantry 


N exchange of opinion by a group of shoe 
men before a recent convention reveals 
startling information. As authoritative a shoe 
man as Arthur Ebbs of St. Louis got up and said, 
“we were fearful of the fact that there weren’t 
any more babies being born, for the infant shoe 
business is subject to the doctor prescribing that 
it is much better for the child to go barefooted for 
the first six or eight months.” 

If such is the case turn to socks. 

The feet of infants are much like putty, moulded 
by socks and shoes and even the pressure of a 
heavy blanket. The cradle age may not be as pro- 
ductive of business via the fitting stool, but it is 
soon time for the infant to have a firm sole found- 
ation when it creeps and stands. The time for foot- 
wear is identical with the time for bringing the 
child into the store for fitting. Many severe cases 
of distortion have started with too tight stock- 
ings and soft-soles at the cradle age. No child is 
too young to come to the shoe store. 

There is little profit in fitting and selling soft 
soles and cradle shoes but it is there that the shoe- 
man’s supervision of the growing foot should be- 
gin. If the child can get a few months of kicking 
its toes in the air so much the better for as the - 
years speed along feet get less and less of un- 
covered freedom. The naked foot is unknown, day 
or night, for sock, shoe and blanket round out the 
covering day and night for civilized folk. Is it any 
wonder that feet are not improving? 


Every Other Pair Returned 


STUDY of retailing practice by the Retail 
Trade Board of Boston has revealed the mis- 
chief of returns to merchants of commodities 
bought by the public. It was discovered that on 
some days the amount of returned goods actually 
exceeded the amount of sales in some department 
stores. 

Something has got to be done to educate the 
public to the waste of time, money and mer- 
chandise by the promiscuous habit of returns and 
exchanges. Shoes lead the list in returns averag- 
ing 11.9 per cent of the total returns and in one 
store the percentage ran as high as 49.3 per cent. 

Evening slippers have the greatest “return 
trip” record and the invariable answer is “too 
small.” “Change of mind,” “shopping habit” and 
the deliberate intention of buying an article, using 
it for some occasion and later returning it for 
“credit” are given as the major crimes of custo- 
mers with charge customers leading in offences. 

Surely a firm policy and the right kind of sales- 
manship on the floor will reduce this abuse. 
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A Doll Contest 
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One of the best window attractions 
is a “Bring Your Doll” stunt 


7 YHERE is no easier stock to sell, no more 
pleasing stock to merchandise; none more 
profitable,” is the consensus of opinion of three 

clever merchandisers of children’s shoes. One of these 

merchandisers is located in Rochester, N. Y.; one in 

Philadelphia, and one in New York City. 

First of all, children’s shoes should be sold, not as 

a mere necessity, but as an attraction as business 

builders. They should be sold with enthusiasm, and 

with as much effort behind their merchandising as is 
put behind men’s and women’s shoes. 

By these methods, one of the merchants interviewed 
has in six years increased his children’s business from 
approximately $75,000, to over $400,000. 


Give Children’s Shoes Display 


One of the chief rules in the operation of a successful 
children’s department is to give this stock the proper 
display. Install a children’s window as many times 
a week as possible—an entire window permanently de- 
voted to this merchandise will help. Don’t be “stingy” 
with the little folks. Mention children’s shoes in every 
ad where women’s shoes are mentioned—a box effect 
within the women’s ad is effective—or run an exclusive 
children’s ad weekly. One of the merchants visited 
runs a three column ad on two days a week—one on 
boys’ shoes, and one on children’s shoes. He finds Fri- 
day a good day to advertise, so as to catch the Satur- 
day trade. 

Give children’s shoes enough floor space. In a city 
store, of fair size, measuring 35 feet wide by 160 feet 
deep, 20 per cent of the floor space is devoted to chil- 
dren’s shoes; the department is located at the rear of 
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How to 


Merchandise 
Children’s Shoes 


By HELEN M. HANEY 


the men’s and women’s department; the children’s shoes 
are, however, displayed in some of the front cases at 
the entrance to the women’s section. His children’s shoe 
department is really a children’s shoe store, within 
a family shoe store. This store has been in existence 
75 years and has always carried children’s shoes, sell- 
ing them in volume and at a profit. 


Concentration on Lines Important 


This store believes in concentration on lines. For in- 
stance, 90 per cent of children’s business in this store 
is transacted on four lines of children’s shoes. Con- 
flicting lines are not carried in this store. The buyer 
at this store believes that it is “up to a retail shoe mer- 
chant” to support a good manufacturer—“The best 
shoes are none too good for the kiddies,” is his policy— 
he even offers makers a quarter more to make shoes 
better. He turns his stock on an average of three times 
a year—sometimes four and five. He states that a three 
times a year turnover is necessary—and it is like- 
wise sufficient, as the money in a children’s business 
depends largely on volume and taking advantage of 
discounts. 


Clever Salespeople and Souvenirs 


It is of much importance to the conduct of a chil- 
dren’s shoe department that salesmen, or women, are 
employed who are thoroughly qualified to fit the foot 
properly. For the babies and the younger children, 
women have made big successes as shoe fitters and 
sellers. Inexpensive souvenirs are used by many stores 
with much success. 

Enough sizes and widths to fit the child’s foot prop- 
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erly is essential. An active record of sales by sizes and 
widths, so that one will know exactly what sizes and 
widths to buy when re-ordering is necessary. This rec- 
ord is also important when an order over the telephone 
is received, but salespeople in the best stores always 
recommend that the child should be brought to the 
store at least every three months in order to be fitted 
properly and the correct size of the growing foot re- 
corded. 

A study of the wants of your community is most 
important. If 30 per cent of a merchant’s adult busi- 
ness is in high grades, and 20 per cent in medium and 
lower grades, the children’s business will be in the 
same proportion. Decide on what constitutes an ade- 
quate stock—a children’s stock well selected and mer- 
chandised will increase the sale of shoes to the adult. 


A Minimum Stock 


A children’s shoe stock might fill the needs of a 
community by carrying two numbers in soft soles; 
two in first steps and three each in the larger size 
runs. In growing girls’’:and misses’ there might be a 
sport oxford chosen; a strap model and a sandal type. 
The sport oxford could be used for both a sport ox- 
ford and as a play or school shoe, while the other two 
would serve for “dress-up.” 

This would be a very small stock, but could be in- 
creased, as the children’s business in a store increases 
by carrying shoes, built on good lasts, of good ma- 
terials, and workmanship—plus style. The merchant 
should not overlook the last-mentioned factor—young- 
sters want “pretty” shoes—they want shoes like 
mother’s and dad’s. There should be as much enthus- 
iasm put behind the boys’ business as behind that of 
the children’s, the misses’ and the girls’. A baby’s shoe, 
provided it is built on the right last, will sell much 
more quickly if it is “pretty.” Sometimes a tiny bow 
or tassel “does the trick.” 


“Give Service” and “Show ’Em” 


“Give the little folks service” and “show ’em” are 
two slogans used by good children’s merchandisers. In 
service, orthopedic lines, even from the very beginning, 
should not be neglected. All of the big city stores 
visited work with the doctors along this line. 

The merchant should recognize that the public is be- 
ginning to appreciate the difference between good shoes 
for children and inferior shoes—they know vaguely 
that there are turns, and welts, and McKays and stitch- 
downs. They know vaguely about materials. They 
should be made to understand these points more clearly. 
And when they are fully awakened to the fact that 
“the best for the children is none too good” they will 
pay a price that will bring the merchant a fair profit. 
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“Atrocities” in materials and lasts at “bargain” prices 
will no longer have an attraction. “Build your chil- 
dren’s business on merit and resulting confidence,” 
is the advice of successful merchandisers of shoes for 
the little folks. 

The merchants visited state that they are satisfied 
that they have the right lasts—that they are concen- 
trating on a few lines; that they are taking advantage 
of discounts; that they are getting the right mark-up 
and turnover—that they are giving their children’s 
shoe business the right publicity—and then, that they 
are not “worrying” about what their competitors are 
doing. 

The idea to “put across” to the public in the chil- 
dren’s. business is that you are (1) fitting feet cor- 
rectly; ‘(2) that you are giving as much style as is 
consistent with the right lasts; (3) that you are giv- 
ing quality in material and construction; (4) that you 
are giving good values. 





Is a Foot Clinic Needed? 


(Continued from page 43) 
insufficient money is spent to provide them with good 
footwear, but the shoes are not fitted skillfully, to 
provide for thespeculiarities of the ever-growing feet 
of the rising generation. 

Now Mr. Baker does not recommend that a retail 
merchant establish a clinic in his store, as a means to 
increase his sales of his favorite lines of children’s 
footwear. Rather he recommends a public service insti- 
tution, like the dental clinics or the tuberculosis clinics, 
to which shoe merchants, doctors, and elucators shall 
give a helping hand. In brief, this clinic would deal 
with the feet and footwear of children as a matter of 
public health, and let the sale of shoes in stores be as 
they may. 

Much of good substance is there in this recommen- 
dation of Mr. Baker, for he has had occasion to visit 
various clinics and has noted, with the eyes of a shoe 
man, that many ills, to which men and, women of the 
future are heir, have their beginnings in fault, of feet 
or footwear during growing years. 

In our complex life of today, nature’s growth, even 
of the feet, has got to be carefully watched and guided, 
lest it go astray. That is why we endorse shoe clinics. 

Again, we have observed in clinics, treatment of bad 
posture, a not’ uncommon trouble of growing youth, 
and at the same time a trouble that leads to twisted 
feet, awkward gait, mal formation of the body causing 
digestive disturbances and even to lung troubles. 

Our trouble, as a trade, is to get the public, gen- 
erally speaking, to realize the importance of getting 
shoes fitted right, especially the shoes of children. 


SELL TWO PAIRS AT A TIME 


The same last with two different patterns gives 

opportunity for dress shoe selling as well as play 

shoe selling. It is being profitably done. (Maker’s 
name on request.) 








First-step shoes are fitted in this charming play house in the A. I. Namm 


is being applied more and more in the shoe 
trade. The expansion and growth of children’s 
shoe departments throughout the country is one of the 
most interesting developments in the trade at present 


‘Cin *em while they’re young,” is an idea that 


and a development 
that has by no 
means reached its 
crest. 

The Brooklyn de- 
partment store of 
A. I. Namm & Son, 
which has had 
a phenomenal 
growth in the last 
few years, has just 
established an in- 
fants’ and chil- 
dren’s shoe depart- 
ment that is in 
many respects dif- 
rent from the ordi- 
nary. 

To Feature Only 
One Line 


The department 
will be primarily a 
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children’s department. 


“Catch Em While They’re Young” is the 


Namm Store Motto 


“Dr. Posner” department, in that with the exception 
of a few lower-priced lines, which will be carried for 
the convenience of customers who insist on low-priced 
shoes for their children, the stock will consist solely 
of Posner shoes. This arrangement is one that the Pos- 
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ner organization is 
negotiating with 
a number of lead- 
ing department 
stores throughout 
the country and 
appears to be one 
solution of the 
many problems in- 
volved in running 
an infants’ and 
children’s depart- 


_ment successfully. 


Wide Range of 
Styles 

The department, 
therefore, has been 
established under 
the joint efforts of 
both the Namm 

(Continued on 

page 66) 
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Recorder Style Selections—step by step, from the cradle up. (1) White kid, one 
strap, flexible sole, full last. (2) Moccasin in corrective type. Note substantial sole. 


Black and Tan Share Honors In 
(hildren’s Shoes; White Strong 


3) ITH forty per cent of our 112,000,000 population in the classifi- 
4 cation of infants to growing girls and boys, and with 1925 
~ showing a registration of two and one-half millions of babies, a 

“Lilliputian Review” is in order. 


The babies’ sizes 0 to 4 (or, in the majority of runs, 1 to 4 
and | to 5), “stand at attention.” We note that children’s feet are growing 
larger; indeed, many retail shoe merchants have discarded size 0. The “kiddies” 
have a wonderful start in life these days and mothers often put on size | a few 
days after baby arrives. ' 


In talking about sizes to fit the little folks, ample allowances must be made 
for the big baby and the little baby; for fat ankles and deformed feet. In sizes 
0 and | are the specialties in crocheted lace and colored fabrics and materials 
—also leather moccasin affects. Again, in the type which the new baby may 
wear, is the 0 to 3 run in high or low shoes. 


In the soft soles, ranging from 0 to 4, are the white kid ankle strap; the 
patent leather strap; the white kid button; the tan kid button; the white tcp 
with patent fox; the black top with patent fox; the white buck in ankle strap and 
oxford; the pearl elk and the patent or white kid barefoc ~ >4-' ', the sizes 
1 to 4 and 1 to 5 (for the infants of from 6 to 18 montk wiu,, ue ventilated 
moccasins in pearl, tan and smoked elk, are favorites, as are also barefoot sandals 
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Recorder Style Selections—Style begins early in little girls shoes. (1) Patent with 
cut-outs. Note tiny Roman striped ribbon bow in vivid colors. (2) Sandal with cut- 
outs or underlay of red. 


in the above-mentioned leathers. White and colored kid and patent come in for 
a prominent showing in strap and button, and there are white washable buttons, 
also white buck oxfords and one-straps. 


In sizes 3 to 6, including half sizes, there is still another run for babies from 
18 months to three years old. These are being shown for this spring and summer 


in tan elk, full quarter bluchers; in smoked elk, full quarter bluchers; and in the 
tan, pearl and patent elk, barefoot sandals. 


The babies also have their “corrective” shoes. And many mothers, believing 
in the axiom that “an ounce of prevention is worth a pound of cure” start the 
infants out in a shoe that is built quite sturdily with a six-iron outsole to over- 
come the drastic change from soft-sole shoes to those with hard soles. A special 
shoe is built with a stay to give support to the ankles and lower portions of the 
legs. The statement made some time ago that ninety per cent of foot troubles of 
the present generation has come from improper fitting in infancy, has aroused 
makers and merchants to action. 


Dull Leathers Staging (ome-Back 


As one maker of babies’ shoes states: “Rights and lefts for babies should be 
made from the very start.” 


There is a 4 to 8 run for children of one year to three years, whose mothers 
choose a corrective type in a moccasin. This moccasin hasa sole. The | to 5 run 
in this style omitted thie sole. 


In the 5 to 8 run, for children from approximately one and one-half to three 
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Recorder Style Selections—F or utility, yes, but the distinctive touch of being differ- 
ent. (1) Patent leather Grecian sandal with cut-outs and floating strap in smoked elk. 
(2) Snowy white buck for the swell little fellow. 


years, there are the wedge-heeled shoes. In this run a new note is dull leather, 
which, it is stated by one clever buyer, is coming back in all runs. 


In all runs, tan and patent leather are featured strongly—as are also white 
in buck, kid, elk and calf. It is stated by several good merchandisers that they 
look for a bigger white season this year than for many seasons past; that crepe 
soles on the white leathers and fabrics make a very effective combination; that 
white leathers are now looked upon as very practical, on account of the excellent 
cleaners on the market; that there is a place for more calfskin, as well as 
nubuck, with white elk excellent for sport. 


(orrect Lasts Now cAre ‘Predominant 
J 


During the last five years, more thought has been put into the building of 
correct lasts than ever before. It can truly be said that the lines of shoes made 
by reliable manufacturers are absolutely perfect and adapted to the every require- 
ment of the growing foot. Style, while the new consideration during the last 
decade, is always placed in a position secondary to the last. And so, while we talk 
about smart shoes for the “kiddies,” it must always be borne in mind that the 
foundation for every “fancy” is merit—lasts that conform perfectly to the 
individual requirement of the growing foot. Flexibility is one of the chief 
characteristics of the new shoes for spring and summer. Every muscle of the foot 
and ankle is thus brought into play—the foot is given plenty of freedom. 


Never has there been such a variety of patterns to choose from as this season. 
Sandals have been given a new “dress-up” effect. Straps are just a little dif- 
ferent. Moccasins have “perked up” with perforated patterns on toes, and other 





21, 1925 March 21, 1925 BOOT AND SHOE RECORDER 


=: 








Recorder Style Selections—A greater variety of leathers in needed in children’s shoes. 
(1)Southern tie in light and dark smoked elk. (2) Dark smoked elk oxford, per- 


forated wing tip, crepe sole. 


“snappy” touches. New effects in boys’ sport oxfords give the merchants a 
chance to sell that extra pair. Leather tips and perforations in new mannish 
patterns on boys’ oxfords, stand forth conspicuously. The importance of the 
moccasin type cannot be over-emphasized. 


This is a big season of combinations of colors and leathers, and fabrics. There 
are also many plain effects. Children’s shoes are built for the occasion. Colorful 
effects in children’s dresses, coats and hats call for contrasting colors in shoes. 
For instance, with the new bright red coats and white dresses, there can be a 
choice of the patent leather shoe, or the black and white, or all white, or the little 
red shoe. With a tan flannel coat, lined with a gay printed silk—and printed 
silk and tan dress, the tan shoe shades, in combination, or plain effects are chosen. 


Children’s shoes appear this spring as important a part of the “ensemble” 
as do women’s and men’s shoes. With costume featuring wood shades, a log cabin 
elk, with dark tan elk trim would be effective. With the blue shades in the coat 
and dress “ensemble,” there might be chosen the black, the white, or the blue 
shoe. Again, the “ensemble” in green would take the black, the white, the wood 
colors, shading from the smoked elk shades to dark tan or an all-green shoe. 
These reds, blues and green shoes are made mostly in the children’s and 
misses’ runs. 


There are snappy house shoes of felt. The patterns are worked out colorfully 
in styles as near to the street and party shoes as is consistent. 


Bathing shoes for the children have taken on new style effects this season. 


Ballets in a wide variety of materials and colors are making their ever- 
growing appeal to the merchants who would build a good business on little folks’ 
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Recorder Style Selections—The growing girl, or junior “flapper,” is strong for ex- 


tremes of style. (ol) The flapper sandal with its well placed cut-outs, in white leather 

or fabrics. (2) A type of very light weight welt, with close edge—developed in pat- 

ent leather with three narrow straps in field mouse kid. Note patent leather rosette, 
hiding goring. 


shoes. Baseball, basketball and tennis shvues are offered in the most approved 
“sporty” types. 

In fact, the whole realm of good fitting and styleful shoes “for the occa- 
sion” and for the “dress ensemble” of the little folks is covered in the production 
of children’s shoe designers. The Easter and early styles are already in the best 
stores. “If Easter came tomorrow,” said a merchant two weeks ago, “‘I would be 
prepared for a good trade. 


How to Decide What Style to Buy 


The shoes presented herewith are types of some of the most authentic styles 
for spring and summer, 1925—in all of the various size runs. 


There are many other meritorious types from which the merchant may 
choose. Always there is “something new” and “something different,” for the 


little folks’ footwear requirements. 


A study of the needs of your community will help. Do most of the children 
in your town come from families who dress well, even stylishly? Do children 
gather frequently for little parties on which occasions they are expected to dress 
up their feet? Do they attend private schools or public schools? Are they 
athletically inclined—in which cases sport shoes are needed? Are there classes 
in toe dancing, for which ballets would be required? Size up your potential 
children’s market, just as you size up your potential adult market. You will 
find that they grade about the same and that there is a shoe—and hosiery, too— 
for every footwear need. 
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Recorder Style Selections—Boys are getting the best of the footwear, and deserve it. 
(1) Russia calf, perforated and pinked and semi-summer weight. (2) The moccasin 
type of pattern is universal for play shoes. This one has a composition sole. 


Before we proceed to look at the next size run of 8% to 1], it is interesting 
to note that if we should ask the ages of the “Lilliputian” band which we are 
reviewing, almost invariably in the size 8 run, all will answer that they are three 
years of age. So when a merchant is making a survey of the size requirements of 
the children of his community, according to ages, he will, in nine cases out of ten, 
“hit the mark” just right on size 8 for the three-year olds. 


In the 8% to 11 run is a sport type, with an oil tan sole made by special 
process, leaving the leather unusually flexible. There is a spring heel. In the 
11% to 2 run, a rubber heel is used. A good development in this type is a log 
cabin elk, with dark tan elk tip and heel foxing. Many crepe and hard rubber 
soled sport shoes will be sold this spring and summer. The stage is set “just 
right,” in the opinion of the best buyers. 


In the 8% to 11 size run for children of 3% to 5% years, we find that 
style is a most important consideration. The children commence to take an 
active part in the social life of the day, and evening, too, at this age; so we find 
Colonials, very “aristocratic” in patent with rather high tongue and small silver 
buckle. This style first safeguards the foot with an instep strap, which the 
“kiddie” may button itself—this strap being concealed by the tongue. There 
are patent leather cross straps, with gold thread stitching, illustrating to what 
style heights the little folks may climb. 


There are white kid, calf, buck and pearl elk one-straps, plain and sometimes 
trimmed with a dainty Roman striped bow. Hosiery to match in these colors 
is very effective with this style, especially with turned-down cuff. There are 
suede and calf combinations. There are Southern ties, with tasseled laces—some- 
times in two tones of light brown elk in a moccasin pattern, with crepe soles. 
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shoe for the coming Nurmi, and a kid ballet for the girlish Pavlowa. 


There are cut-outs at the throat and inlays at throat and the one-strap; also 
side bow effects. There are center straps, and two and three straps. Dainty stitch- 
ing around the throat and on the strap show that the makers of little folks’ shoes 
are paying just as much attention to this feature as are those of women’s shoes. A 
“floating strap” was recently noted in a light calf and patent effect. The strap 
was of calf and was used for ornamental purposes on an oxford pattern. In these 


runs, there are exquisite effects in turns, welts and McKays. 


In the 11% to 2 run, for the child of 6 to 9 years, there are the all tan effects, 
the patent leather and the two-toned smoked elk; three-eyelet Southern ties, with 
soft toes and with crepe or hard rubber soles. Another popular type is the dark 
smoked oxford, with perforated wing tip, crepe sole. The little boys like this 
style. 


In this run, there are many novelty slippers for the misses, while the boys’ 
shoes are beginning to look more masculine. For instance, the boy would probably 
decide to wear a stout tan boot, or a tan brogue oxford, or an oxford tie, in white 
or tan, in both crepe, leather or hard rubber sole. 


In the 2% to 8, growing girls’ run, for age ten and upwards—every style 
that is found in women’s is introduced. The same may be said of the boys’ in 
these sizes, except that in the growing girls’ the heel is built for the growing girl. 
There are no “spike” or Louis effects. And this is important—the best mer- 
chants stick to the last, one that will allow the child’s foot to develop—and 
that being just right, all possible grown-up style is added. In this run are found 
tan leathers and white leathers, trimmed with alligator; patent leather; a com- 
bination of tan suede, trimmed with tan alligator; a similar shoe in black suede, 
tan suede and calf; with light tan calf and wing tips strong sellers for the boys. 
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Iowa Merchants Study Best Methods of 
Meeting 1925 Competition 


Worth While Subjects Discussed and Problems Solved at 
Annual Convention 


S usual, the Iowa Retail Shoe Dealers’ Associa- 
A tion held its annual get-together of merchants 
from all parts of the state with a splendid at- 
tendance and lots of pep. Des Moines again was host 
to the merchants on March 10, 11 and 12. The program 
had been carefully arranged and well balanced, with 
the result that during the three-day session the Iowa 
merchants sat in school and studied their problems. 
Each session was so well attended that the hall was 
filled. 

It is said to be a fact that Iowa buys more worth- 
while literature per capita than any other state. Cha- 
tauquas thrive, one to each twenty square miles. The 
get-together habit is real, the fellowship is genuine, 
and everyone pulls together. 


Distribution Problems Changed by Good Roads 


Concrete roads and the automobile are changing the 
state’s distribution problems and these shoemen know 
it, and knowing it, are studying ways and means to 
cope with it. 

Tuesday morning was given over to registration, 
with First Vice-President Fred Hardy in charge. Tues- 
day afternoon President Harry E. Jacobson started 
the ball rolling with a Rotary roll-call, followed by. a 
welcome to Des Moines by the secretary of the Cham- 
ber of Commerce. 

President Jacobson responded with an address in 
which he detailed the work done in preparation for 
the convention, told of various group meetings, in the 
nature of one-day conventions, which had been held 
during the year in various parts of the state, and 
recommended that they be continued under the new 
administration. He concluded by predicting that the 
next seven years would be ones of prosperity. “We 
cannot,” he said, “climb up the hill of Certainty with 
the brakes on. Go in high sanely. Join our band and 
let us tell the pessimist that he is dead and should be 
buried.” 

Good Outlook for 1925 


Secretary Ira Welch’s report showed that the asso- 
ciation has had its best year financially and also in 
membership gain. 

Clifford De Puy, editor of the Northwest Banker’s 
Magazine of Des Moines, spoke on “Banks, Money and 


Investments.” He said that “the outlook for 1925 is. 


good, because of cheap money. We have half of the 
world’s gold supply. Business today is on a sounder 
basis that it has been for the past ten years. Next, we 
find that the farmer is in a better position because of 
better demand for his products made possible by cheap 
money and low interest rates. During the past twelve 
years the per capita wealth has increased 148 per cent 


based upon savings deposits which have increased 
from about $86 to $186 per capita. 

“Distribution is now our greatest problem, and a 
way must be found to lessen the spread between pro- 
duction cost of one farm product at $6, its wholesale 
cost at $36 and its cost to the consumer of $55.” 


Better Buying Methods Necessary 


“How successfully to operate a retail store” was the 
subject covered by Fred S. Stuhler, of Monticello, 
Iowa, followed by a round table discussion that proved 
interesting to all present. 

“This question finds its answer, I believe,” he said, 
“in better buying. This can be accomplished through 
careful study of the sources of supply and demand, of 
the style trend, of the stock on hand and on order, of 
sales volume analyses, and by budgeting our buying. 
Next, we must have good management. This manifests 
itself through business economies, better stock ar- 
rangement and display, in the handling of help, by 
budgeting costs of purchase, sales and expenses, and 
by proper credit control. Next is sound selling. This 
we can get by knowing the buying habits of our cus- 
tomers, the study of modern trade developments, by 
having trained salespeople, reliable merchandise fairly 
priced, prompt courteous service. 


How to Meet Changes in Trade Trends 


“If we study modern trade developments, we find 
certain factors affecting us: 


“(1) Trade is tending towards the larger centers 
because of autos and good roads. (2) Specialization is 
essential even to the smaller merchants. (3) You must 
have the co-operation of dealers in other allied lines. 
(4) You must have the stock to show when you need 
it, and customers in small towns today want the new 
things just as soon as they-do in the big cities. 

“To get and hold new customers we find it necessary 
to specialize on grade, carry a full run of sizes to fit 
the feet, advertise through the mails consistently and 
co-operate with merchants in allied lines. Success in 
any field consists of knowing the demands of your 
market or trade and meeting them.” 


How to Concentrate on Grades 


“Difference in Grades of Shoes” was the subject of 
a round-table discussion led by former President T. 
Frank Jaques of Des Moines. He said: “In shoes as in 
everything else, we get just what we pay for, and we 
must remember that there are all kinds of grades in 
shoes, therefore determine what grade you expect 
to do business in and stick to it. We in our store have 
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narrowed down to an $8 to $10 range on price for wom- 
en’s shoes with a few at $7 and $12.50. Since every 
other merchant can buy just as good styles and colors 
as I can, it stands to reason that in order to succeed 
I must give or render my customers a better service 
than they can find or get elsewhere.” 

George Breck said: “We found that we had too 
many grades in our six stores, and that we were sell- 
ing 95 per cent of our shoes on the basis of $7, $8.50 
and $10. Thereupon we set out to liquidate $67,000 
worth of shoes in these stores, and when we had ac- 


complished this we brought ourselves down to what we 
feel is a real and a live stock of shoes. In one store we 
had $54,000 worth of shoes which we brought down to 
a $30,000 stock. This lower stock gave us a chance to 
buy nice fresh shoes when they come along. With con- 
centration of stock we can fit more people and we have 
fresh styles as they come out. Our profits have in- 
creased. It’s an age of specialization. If your stock is 
more than you can sell in three or four months, get 
busy and cut it down, and then have the least possible 
amount of different prices and grades.” 


Getting Rid of Unprofitable Lines 


A. B. Crandall of Des Moines: “We wanted faster 
turnover and adopted two prices. After studying our 
stock for turnover we found we were not making any 
money handling heavy rubbers and boots, or felts or 
children’s or boys’ shoes, or growing girls’ shoes, or 
foot appliances, so we eliminated these items. Five 
dollar and $6 grades were adopted, and we sell men’s 
and women’s shoes only. We seek to pick styles that will 
turn quick, that sell out to the pair. We carry a few 
oxfords and arch support shoes as our staples. We 
don’t buy 108 pairs of one shoe in a run of sizes. Forty- 
eight, 60 and 72 pairs are good size orders today. We 
concentrate on a few factories who take care of us in 
deliveries.” 

George M. Spangler, for the National Shoe Retail- 
ers’ Association, received a cordial welcome, this being 
the first time he has visited the Iowa association. He 
pointed out the scope of the work being undertaken 
by the National, and the co-operation being sought for 
the good of the craft between traveling men and shoe 
merchants represented by the two national associa- 
tions. His plea for the merchants to study their busi- 
ness with an eye single to the one thing of operating 
their business so that it shall show better turnover 
averages and better profits wound up a day of preach- 
ment along this same line by those who preceded him. 

The Style Revue Pageant was the big event of Tues- 
day evening, taking the place of the usual stag night 
which has featured past conventions. Special credit is 
due Carl P. Ortlund and J. E. Wm. Prescott of the 
Travelers’ Auxiliary for putting on a successful style 
show in which fifty models paraded a runway extend- 
ing the entire length of the big banquet hall of the 
Fort Des Moines Hotel. Music and ballet dancing were 
“thrown in between the three style events featuring 
shoes to match the costume. 

Wednesday morning’s session opened with the sub- 
ject, “What a Big Business Requires of Its Appli- 
cants,” and was well handled by Lemuel E. Gibson, a 
character analyst. He showed how thoughts mark the 
face, applying his study of the subject to its practical 
side in the store for the employer in selecting clerks, 
and in judging customers. 

“Credits and Collections” was the subject discussed 
by Ray Halstead of Des Moines. In part, he said: 

“Prompt paying accounts are the only ones 


on which we make money. Business is based 
upon. accounts payable in thirty days. There- 


fore, when an account runs ninety days over- 
due you have lost one-half of your profit on 
the sales made to that account on credit. 


“How shall we select our credit customers? (1) 
Prove the customer’s character as a basis of credit. 
(2) Find out his occupation, his employer’s name and 
how long with that employer. (3) Ascertain his other 
charge accounts and bank connection. (4) Does he 
own his home, or automobile. 

“Why do we do a credit business? (1) It makes it 
easier for customers to do business, since 95 per cent 
of business today is being done by check. (2) Credit 
helps to sell a better grade of merchandise, because 
human nature finds it easier to buy a $15 article if it 
can be charged, than to lay out $10 in cold cash for the 
same article of less value. Give to your credit depart- 
ment the same careful thought and attention that you 
give to your sales volume and advertising or other 
problems of your store and you will have a better 
rounded out business, with a smaller percentage of 
losses and of slow paying accounts.” 


How to Avoid Over-Buying 


The Wednesday afternoon session opened with a 
splendid address on “Practical Figures” by Ernest 
Burrill of the George E. Keith Co. The causes of over- 
stock, with the consequent failure of merchants to be 
prompt pay were carefully outlined by the speaker. 
He said: “Competition, if from your neighbor and on 
an honest basis is good, and helps your business. If, 
however, it is internal and comes from within your 
own store through lack of experience or knowledge of 
your business, then it is really serious, and it is this 
kind of competition I wish to lay before you. First, 
then, we must have a practical system of records. 

“There are five things which should be of record in 
every store: (1) A classification of sales. How much 
business is done in men’s, women’s, children’s shoes, 
hosiery, etc? (2) A reckoning of gross profit, day by 
day instead of monthly only as some store would have 
it. And this reckoning should not only be done per 
day, but per unit of pair whether it be shoes or ho- 
siery, and per department or classification. (3) Classifi- 
cation of expense. (4) A perpetual inventory, made 
every’"morning, that shall show incoming merchandise, 
added to that on hand, subtract sales made, figuring 
outgoing shoes at cost, thus arriving at the total of 
merchandise on hand. (5) A good stock system, so that 
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you may know the ratio of stock load to outlet or move- 
ment of merchandise. The pair is the best unit for 
making this comparison. 

“Now, if the pairs are right, the shoes on your 
shelves carefully selected for style and price, you will 
get a proper turnover and your profits will be right. 
Remember that the stock that turns is the stock that 
earns, and that losses come from leftover.” 


Nearly 100 Lines on Display 


The afternoon session was well attended, the hall be- 
ing crowded. The session was brought to a close by 4 
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plea for closer co-operation between traveling men and 


shoe dealers by J. P. Goldschmidt for the travelers. 

W. H. Gernes of Ames, Iowa, urged the continuance 
of group meetings during the year and asked each 
member to “Get Behind Your Organization; It Needs 
You and You Need It.” 

Nearly one hundred lines of shoes were on display 
in the Fort Des Moines Hotel. The evening was given 
over to inspection of lines, while the visiting ladies, 
who numbered fifty, were entertained at dinner and 
theatre by U. S. Rubber Co., Hood Rubber Co. and 
Wm. J. Sandberg & Co. 


Carl Rapp Advocates Fewer Special Sales 


The Thursday morning session was featured by the 
election of officers. Fred Hardy of Winterset, who has 
been one of the association’s most diligent workers for 
several years, was advanced from the first vice-presi- 
dency to president, W. H. Gernes of Ames, Iowa, first 
vice-president, Fred Stuhler of Monticello, second vice- 
president; Ira Welch of Griswold re-elected secretary 
and treasurer; Carl Rapp elected director for the 
three-year term; Ilyde Wiltsey, for two years to fill 
the unexpired term of Mr. Stuhler, and Chris Larson, 
who holds over. 

The big hit of the Thursday morning session came 
when Carl Rapp of Red Oak, Iowa, spoke on “Should 
the Retail Shoe Men Have More Special Sales or 
Fewer?” He said, in part: 

“My answer to this subject is ‘less special sales’ and 
‘the less the better.’ And no special sales except as last 
resorts, and after all other means have been exhausted 
to remedy the situation. 

“T hold that the cure for this disease called ‘special 
sales’ is not found by trying to solve the effects, but 
by ascertaining the underlying causes and removing 
them if possible. Frequent special sales are quickly 
educating the public to become bargain hunters and 
not value seekers. 


“A shoe merchant indulging in what he 
terms his regular monthly, semi-annual or 
annual clearing or special sale at definitely 
stated periods regularly, is rapidly educating 
his own customers, as well as the buying pub- 
lic at large, to carefully log his station, and 
tune in on his program only when he is broad- 
casting shoes at cut prices. 


“I firmly believe that a merchant who habitually 
and continually buys more goods than his average 
volume of business can consume, within a reasonable 
space of time, and depends upon special sales to pull 
him out of the hole, is treading on thin ice. I believe 
that if a merchant will watch his buying end closely, 
and does not over buy, and then finds that he has a line 
or two of perishable styles that do not seem to move 
as they should in season, he should cut the price down 
at once to a point where they will move. 


Don’t Advertise Cut Prices 


“But make no noise, ring no bells, nor make any 
public announcement to this effect. Don’t even let 


your customers know they are getting them at less 
than regular price. Stress quality and have the sales 
force push them at the new prices. Advertising the 
fact that two or three lines of shoes that. were bought 
to sell at $8.00 are now reduced to $6.00 has a ten- 
dency to make the customers believe that you have 
some lemons on your hands. This will have a tendency 
to cause the public to be skeptical regarding your 
shoes and offer resistance to sales offerings. 

“I do not favor holding special sales to gain a fixed 
turnover. Regulate your turnover in your buying end. 
I do not believe it feasible to hold special sales to 
create volume. What is extra volume without extra 
profit. Do less business and do it right. I would rather 
do an annual business of $25,000 and make a clean 
profit of $1,000 than do $100,000 and not clear a cent. 


Cut Prices May Give Volume But Not Profit 


“Do cut prices create profitable volume? Well let 
us see how much extra volume we must get to make 
up the same profit in dollars on a 25 per cent gross 
margin. Five per cent cut calls for 182/3 per cent 
more volume. Ten per cent cut calls for 50 per cent 
more volume. Fifteen per cent cut calls for 75 per cent 
more volume. 

“In other words, if your average volume of business 
is $1,000 for any given week and your gross profit is 
25 per cent and you desire to create more volume, if 
you cut your price five per cent you must do $1,187.50 
to break even. A 10 per cent cut forces you to do 
$1,500.00 to break even, and on a 15 per cent cut you 
must increase your business to $1,750.00. How about 
it? Can you do it? Personally I do not think a 15 per 
cent cut in prices would cause such increased volume 
that you would need a policeman to keep your cus- 
tomers in line.” 


“Miracle Merchant” Speaks 


Fred W. Anderson of Cozad, Neb., known as the 
“Miracle Merchant” because he has built up a $300,- 
000 business in a town of 1,300 population, was a 
regular “Boy Orator of the Platte” during his address 
of an hour and a half. He got across some of his ag- 
gressive ideas and methods of attracting business to 
his store and in competing with mail order houses 
and with stiff competition from nearby towns of larger 
size: 

(Continued on page 66) 
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A Message to Shoe Salesmen Everywhere 


HERE never was a time in the whole history of the shoe industry in which you have enjoyed so 
great an opportunity to render splendid, intelligent, worth-while service, to your public, to your 
stores, to the industry as a whole—and to yourselves. 
There never was a time when such a premium was placed on service of a high order, nor when 

the reward was so certain to follow. 


Have you been following Mr. Ter- 
hune’s editorial utterances in this 
magazine on these subjects: “A 
Diagnosis andaPrescription,” “Con- 
centration: Practice vs. Preaching” 
and “Education and Organization?” 

These editorials epitomize a tense 
and serious situation in our indus- 
try. If you have not read these 
splendid pronouncements which 
have stirred the thinking men of 
the industry, you will find them in 
the issues of the Boot and Shoe Re- 
corder of January 3, February 7, 
and March 7. If you cannot secure 
these issues write to the editor of 
the Retail Shoe Salesman’s section, 
care of this magazine, and reprints 
will be sent you. 

The evils that beset this 
industry can best of all be 
alleviated and cured by retail 
shoe salespeople. There isn’t 
a single bad thing of conse- 
quence in the business that 
cannot be greatly improved 
by the co-operation and serv- 
ice of the men and women 
who meet the public face to 
face and do the final and 
most important work of all. 

For retail shoe salespeople 
to do their part with intelli- 
gence and efficiency, it is nec- 
essary that they know what 
the problems are. To ac- 
quaint them with these 
things should be the first 
duty of their employers; but 
the very nature of the situa- 
tion puts a great strain on 


the time, energy and brains of re- 
tail shoe merchants. This fact cre- 
ates a special opportunity for the 
salespeople to acquire all possible 
information on their own account, 
and then to proceed to apply it on 
the floor, quietly, effectively. Every 
merchant will rejoice to know that 
he has salespeople who are thus in 
his behalf using their brains as well 
as their physical powers. 

Read the trade papers with great 
care—the editorials, the reports on 
conditions, markets, styles, ways of 
doing things, and the many expres- 
sions of wisdom, experience and 
opinion. . 

Read and study every book on 


salesmanship, shoe fitting, shoe- 
making, stock-keeping and any- 
thing else that you can find along 
these and kindred lines. 

Your brains can grow and 
strengthen in only one way, and 
that is the same way your body 
grows and strengthens—by feeding 
it and exercising it. 

The retail shoe salesmen Who ad- 
vance will be those who qualify for 
advancement. The Editor. 


Problem for March 


The Boot and Shoe Recorder 
will give a prize of ten dollars for 
the best answer to this problem: 
What Suggestion Have I Made 

for the Improvement of My 
Store’s Business? 

Write in your own language 
the details of any suggestion 
that you have made to your 
employer for the improve- 
ment of the store’s business 
and send to the Editor of 
“The Retail Shoe Salesman,” 
Boot and Shoe Recorder, 201 
South street, Boston, Mass. 
The articles will be judged 
solely on the merit of the 
ideas or suggestions, without 
reference to grammar, punc- 
tuation, spelling or penman- 
ship. This contest is confined 
to actual retail shoe sales- 
people. The winning article 
will be printed in a future is- 
sue of this department. 
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Prize Winners in February 
Contest 


Andrew Reiss, of Buffalo; Her- 
bert L. King, of Newport News, 
win first prizes; Percy E. Thayer, 
of Boston, and W. R. Hawk of New- 
port News, second prizes. 


The winners of the double-prob- 
lem February contest are: First 
problem: “What are the qualifica- 
tions of an ideal retail shoe sales- 
man?”—first prize, $10, Albert 
Reiss, with H. S. Bullett, Buffalo; 
second prize, $5, Percy E. Thayer, 
with Thayer McNeil Co., Boston. 

Second problem: “Name and de- 
scribe five kinds of leather”’—first 
prize of $10, Herbert L. King, New- 
port News; second prize, W. R. 
Hawk, with W. H. Williamson & 
Co., also of Newport News. 
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He is fussy about his per- 
sonal appearance. 





Honorable mention, first problem, 
B. C. Krouse, with W. F. Oelman 
Co., Dayton; Horace A. Batchelder, 
with Jordan Marsh Co., Boston; W. 
R. Hawk, with W. H. Williamson 
& Co., Newport News; Gregg Spra- 
ley, with W. F. Oelman Co., Day- 
ton; Dave Rubinstein, with Harry 
Samuels, McKeesport; Miss M. 
Page, with Stillman’s shoe depart- 
ment, Jackson, Mich.; Ralph Me- 
cum, with Shields’ Boot Shop, Ro- 
chester; second problem, B. C. 
Krouse, with W. F. Oelman Co., 
Dayton; Gregg Spraley, with W. F. 
Oelman Co., Dayton. 

Never have so many excellent pa- 
pers been submitted in any of our 
problem contests; never has it been 
so difficult to arrive at a decision. 

The winning articles follow:— 
What are the qualifications of an 
Ideal Retail Shoe Salesman? by 
Andrew Reiss, with H. S. Bullett, 
Buffalo, N. Y. 

My Ideas of an Ideal Retail Shoe 
Salesman are: 


1. He is always particular about 


his personal appearance, realizing 
that this not only creates a favor- 
able impression on the customer as 
far as he is concerned personally, 
but tor the stere also. 

2. He never fails to extend a 
friendly greeting to a customer 
when he or she enters but also car- 
ries the same attitude through the 
entire sale. 

8. He has a knowledge of the 
formation of the foot, its troubles 
and their causes, so he may intelli- 
gently suggest proper appliances or 
specially constructed shoes for re- 
lief and comfort. 

4. He is acquainted with the 
merits of the different leathers so 
he may suggest the particular one 
best suited for the customer’s re- 
quirements. 

5. He keeps in mind the fitting 
qualities of the different lasts on 
which his shoes are made so he can 
give the necessary fit to different- 
shaped feet. 

6. He keeps thoroughly posted on 
the location of the stock so he may 
without hesitation place his hand 
on any particular style wished. 

7. He is on speaking terms with 
odds and ends and discontinued 
lines bearing in mind every sale of 
one of these means liquid capital 
for lines that move. 

8. He is always willing to do a 
little more than he is paid for do- 
ing, or to do any particular work 
that may be for the interest of the 
store whether it may pertain to his 
particular branch or not. 

9. He plays the game squarely 
with those with whom he works 
thereby upholding the morale of the 
store. 

10. He is honest with himself, 
with his employer and with his cus- 
tomer. 

11. He reads the best trade pa- 
pers, thereby keeping in touch with 
the methods of successful dealers 
so he can improve his knowledge 
and make practical suggestions of 
benefit to his store. 

12. He is enthusiastic about his 
work and has absolute faith in the 
merchandises, upholds the store 
methods and is open to criticism 
and glad to improve by it. 

13. He always bears in mind that 
to the customer he stands for the 
store and that the store will be 
judged by his actions more so than 
himself as an individual. Success or 
failure depends mostly on him and 
he carries himself in all transac- 
tions as if it were his business and 
he the proprietor. 
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Walk and Be Heathy 


We hear lots of talk about the 
automobile causing less demand for 
shoes. It is true talk. If people ride 
everywhere, they don’t walk—that’s 
all. If they don’t walk, they don’t 
wear out their shoes meanwhile. 
Multiply sixteen or seventeen mil- 
lion automobiles by the average 
number of people who use them, 
and then figure out the millions and 
millions of miles of walking that 
isn’t done, and you'll have a fair 
picture of the effect on shoe con- 
sumption. : 

We consume the same number of 
pairs of shoes per person in this 
country as we did forty years ago. 
If it wasn’t for style and new uses 
for footwear, such as sport, in- 
creased dancing, etc., we would be 
using even less pairs per person. 











If 250,000 retail shoe salesmen 
would tell every customer, every 
day, that walking is the healthiest, 
most wholesome, rational and en- 
joyable exercise there is, there 
would be an appreciable increase in 
shoe consumption in this country. 


The Hardest Sale I Ever 
Made 


By W. C. KING 
Cinderella Boot Shop, 
Wichita Falls, Texas. 

The hardest sale that I ever 
made I will never forget, and I con- 
sider it one of the best. 

As well as I can remember the 
conversation ran something like 
this: 

“Shoes for you, please?” “Yes, 1 
want to see what you have in some- 
thing for general wear.” “Do 
you have any particular style in 
mind?” “No, show me everything 
you have.” 

After showing her all the shoes 
we had in the kind of shoe she first 
spoke of, I endeavored with all my 
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effort to turn her to something else, 
but all in vain, for I just could not 
land her. 

It is our custom to T. O. all custo- 
mers, so I called Mr. Boone of our 
store to take the over: “Now if you 
have no objections I want to see if 
Mr. Boone won’t be able to suggest 
some kind of a, shoe for you, we 








have lots of shoes and I think we 
ought to be able to show you some 
kind of a shoe of interest.” 

Mr. Boone is a mighty good sales- 
man, and after working with her 
for more than thirty minutes, and 
producing the best of salesmanship 
that he was capable of doing, Mrs. 

had him put on her shoe and 
she started toward the door. 

I had been thinking all the while 
of some plan to land her by, as busi- 
ness wasn’t any too good and we 
had plenty of time to spare, so when 
she started out I managed to be 
standing near the door, and I stepped 
up and asked the lady if she found 
any shoes? She asserted that we did 
not have anything of interest to 
her. I asked her if she was in any 
particular hurry. She said she was 
not, and I asked her if she would 
mind if I took a few minutes of 
her time to show her a few patterns 
that I had neglected doing before. 
Telling her before I seated her that 
they were new patterns and we had 
not intended showing them for a 
few days, but if she couldn’t find a 
shoe in stock that was suitable to 
her ideas that I would open these up 
and give her the advantage of se- 
lecting before anyone else. Na- 
turally, woman-like, she thought 
she was getting a privilege. 

So I seated her, and after show- 
ing her two or three shoes we car- 
ried in our odds and ends lot on the 
balcony, I finally sold her a pair of 
shoes with a dollar P.M. on it, at 
the same time perfectly satisfying 
her, with the idea she had bought 
something brand new. 

Then I suggested after she had 


found the shoe she wanted, that we 
show her something for street wear 
as the shoe she purchased was more 
or less for dress wear. She appre- 
ciated the favor I had done her by 
showing her some shoes that were 
not in stock, and the street shoes 
were then easily sold. After closing 
that sale I suggested boudoir slip- 
pers, telling her that we had just 
received a new shipment of beau- 
tiful styles and colors, and sold her 
a pair of boudoirs, and to finish I 
told her we were running special 
for that day only a sale on hosiery, 
and sold her three pairs of chiffon 
hose. The total sale was $30.30— 
$11.50, $10.00, $2.95, and $5.85. 

I think the reason this woman 
was so hard to sell was that she is 
just one of a few women found in 
every city that consider themselves 
a little more advanced in style than 
any other woman, and desire some- 
thing strictly different, and it hap- 
pened that she had never seen this 
particular shoe she purchased for 
dress wear. 

The boss appreciated this sale 
very much, and the following eve- 
ning there was held an efficiency 
meeting, the main subject being, 
“Selling shoes before showing 
them.” 

This I consider is the hardest 
sale I ever made. 


Figure This Out 
A retail shoe merchant bought a 
bill of shoes for $3600. When he 
had sold them all he found that he 
had made 25 per cent net on the 
transaction. 








1 € a wD. 
He found he had lost 25 per 
cent. 





He then bought another bill of 
goods for $3600 and having sold 
them found that he had lost 25 per 
cent in the operation. 

Query: Taking the two transac- 
tions, did he gain or lose, and how 
much? 





“Fingy,” “You’se is Fired” 

William J. Conners, the rich 
Buffalo publisher and capitalist, 
was once a longshoreman on the 
Great Lakes and later had a crowd 
of huskies under his direction of 
moving wheat intoand fromthe grain 
elevators. Hearing of some dissatis- 











“So you think you can lick 
me ?”’ 


faction he called a meeting of his 
gang and going before them bellig- 
erently announced that he “could 
lick any man in the crowd” and in- 
vited anyone who disagreed with 
his statement to step forth. A great 
bulk of a man promptly came for- 
ward. “Fingy” looked him over and 
appraising his own apparent pugil- 
istic ability at less than this man’s 
said “So you think you can lick me, 
do you?” “Yes, sor, I kin,” said the 
man. “You’se is fired” said Conners 
—“I won’t have anybody here who 
thinks he can lick me.” 

Times have changed, nowadays a 
boss is glad to have a better man 
than himself in his employ, possibly 
not along athletic lines, but in ways 
of bettering the business. 


A contented spirit is the sweetness 
of existence—Dickens. 


God gives every bird its food but 
does not throw it into the nest. 
Wisdom is in knowing what to do 
next, 
Skill is in knowing how to do it, 
Virtue is in doing it. 
David Starr Jordan. 
It may be a little farther around 
the corner of a square deal, but 
the road is better. 


Nuggets of Wisdom and 
Experience 
By THE RETAIL SHOE SALES- 
MEN 


Stock turnover is a term used by 
a business firm to determine the 
amount of business they are doing 


March 21, 1925 & yar 


21, 1925 


ired” 
e rich 
italist, 
on the 
, crowd 
tion of 
e grain 
issatis- 








nners 
e who 


lays a 
> man 


ssibly 
ways 


stness 


d but 

nest. 
to do 
it, 


an. 


March 21,1925 


and can be figured. out by basing 
Cost against Cost to find out just 
how many times they turn their 
stock. For example: A firm doing a 
$100,000 business at cost in a year 
on a $20,000 stock at cost is turn- 
ing its stock five times.—Frank 
J. Conway, O’Brien-Kiley Shoe Co., 
St. Joseph, Mo. 


Knowledge of Current 
Events Pays 


Lewis P. Hill, salesman at E. W. 
Burt & Co., Inc., Boston, believes in 
devoting a portion of each day to 
the reading of good literature. Only 
recently, he had positive proof that 
it pays so to do. A woman entered 
the store and asked Mr. Hill to show 
her one of the sale shoes at $3.95. 
As there were only broken sizes at 
this price, the correct size could not 
be found, So Mr. Hill showed her a 
pair at $5.95. When it was fitted, 
the woman decided that the vamp 
was too long. The woman had left 
a copy of one of the leading maga- 
zines on the chair next to her. Mr. 
Hill noted this and asked her if she 
had read a certain article therein. 
She replied that she had and a dis- 
cussion of the article took place. 


The customer immediately began 
to evince more interest in Mr. Hill’s 
recommendations and said—‘Well, 
Mr. Hill, show me something that 
will fit, but do not make it over $10, 
as I do not want to walk home.” 
The shoe that was finally fitted was 














A discussion of the article took 


place. 


one at $8.95. The lady, however, 
had made provisions against walk- 
ing home, as she had driven down 
to the store in her car. The only 
idea she had in mind, evidently, 
when she entered the store was a 
pair of the E. W. Burt shoes at 
$8.95, and that she went away with 
a pair at $8.95 “proves the rule of 
good salesmanship.” 


Leatherettes 


In ancient Egypt leather was 
grouped with gold, silver, ivory and 
gems as a very valuable article. At 
one time during the World War cer- 
tain good leather was worth more 
than its might in gold. 

Forty years ago there were over 
6000 tanneries in this country. 
Wherever there was a good stand 
of hemlock or oak timber, there you 














In ancient Egypt leather was 
a valuable article. 


would find a small tannery. Chrome 
tannage changed all that, allowing 
concentration. 

Eggs and olive oil are two essen- 
tials in tanning some leathers. 

Peabody, Mass., is called the 
“Tannery Town’—it is given over 
almost entirely to producing 
leather. It is only a short distance 
from Salem, the famous “Witch 
City.” 

Experienced Miller, a tanner, 
came to the Plymouth Colony in 
1623—thus we have over 300 years 
of leather-making history in our 
country. 

Harry I. Thayer, president of 
Thayer Foss Co., tanners, Woburn 
and Boston, Mass., has been elected 
a member of the next Congress. 

Lieutenant Governor Frank G. 
Allen of Massachusetts is a tanner, 
president of Winslow Bros. & Smith 
Co., sheepskin makers. 


A Large Bouquet 
Editor, The Retail Shoe Salesman: 


I want to pay a tribute to the 
“Salesman’s Forum” which I think 
should challenge the interest and 
ability of every live retail shoe 
salesman. 

“The Romance of a Complaint” 
was in the February 21 issue well 
written and “Heiresses” are plenty, 
gentlemen, so exercise discretion 
and care with each customer for 
you can’t tell when you are enter- 
taining angels unaware. 
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The “Hardest Sale” article only 
goes to show how necessary knowl- 
edge of the construction of the foot 
is and how to diagnose foot troubles 
in order to make friends and sales. 

My old friend Harry C. Copeland, 
of Syracuse, in an able article 
shows how to treat the guest of the 
store. 

These articles should do a lot of 
good to merchants and salesmen 
alike. PERCY E. THAYER, 

Thayer, McNeil Co., Boston. 


An Intelligence Test 


See how many of these all-round 
questions you can answer. A good 
business man is up to date and 
knows many things, besides the 
routine facts of his business. The 
answers will be published in the 
next issue of “The Retail Shoe 
Salesman.” 

1. Who was Betsy Ross? 

2. What two great military events 
took place the same day in 
July, 1863? 

. Who invented vulcanizing? 

. Where was Calvin Coolidge 
born? 

. Who is the new Attorney-Gen- 
eral? 

. Who is the President of the 
National Shoe Retailers’ As- 
sociation? 

. Name the seven largest cities 
in the United States. 

. What is the highest mountain 
in the United States? 

. What is the Electoral College? 

. What is the difference between 
a majority and a plurality? 

. What is the meaning of the 
word psychology? 


Why cannot man live in water? 


12. What is discounting a note? 

13. Why cannot man live in water? 

14. What is the difference between 
anthracite and bituminous 
coal? 

15. Why does yeast make bread 
rise? 
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“Catch "Em While They’re Young” 

(Continued from page 50) 

and the Posner organizations. Practically every style 

of shoe produced by the Posner company will be car- 

ried in stock in the new department, and in addition 

to this there will be a custom department, where orders 

will be taken for shoes that cannot be produced from 

the stock. 

A card catalog system has been installed where a 
record of each child’s age, address, name, size of shoe 
worn and date of purchase of every pair sold through 
the department. 


On Same Floor with Children’s Clothing 


The physical arrangement of the department is one 
of the best. A section on the second floor, near the 
elevator and adjoining the other children’s wear de- 
partments has been alloted the new department. The 
special end cases that are becoming so popular in shoe 
stores, are used to carry the large stocks that will be 
necessary to the proper conduct of the department, for 
in this department, it is advertised, shoes will be car- 
ried “from babyhood to college days.” 

At one end of the department, and striking the eye 
as soon as one leaves the elevator, is a small house, 
with its shingled red roof, cretonne and net curtains 
at the windows, green shutters with little animal cut- 
outs and grass mats forming a small plot in front of 
the structure and trellises with vines twining up the 
sides. Altogether it is well designed to catch the youth- 
ful eye—and it does. 


Shoes Fitted in Toy House 


The inside of the house, which is seven or eight 
feet high, is devoted to the fitting of “first” shoes, 
and little white enamel drawers and glass cases along 
the side carry the stock for this purpose. 

In the department itself, platform cases about three 
feut high are used for the double purpose of carrying 
stock and serving as a floor upon which are placed 
small chairs, used for fitting the slightly older chil- 
dren. This plan of elevating the chairs works to the 
advantage of the parents, who can better judge the 
looks and fit of the shoe, and to the salespeople, as well. 
Stuffed animals, toys and other appurtenances are 
scattered about the department to hold the attention 
of the children. 

The department is under the direction of B. Ehr- 
man, who has charge of all shoe departments in the 
Namm store. Assisting him is Charles Harris, who is 
a trained Posner man. The salespeople in the depart- 
ment are all being trained in the Posner methods of 
fitting and selling shoes. 


Hose Good for Knickers or Skirts 
Most Wanted 


In women’s sportswear the demand for golf hose is 
ever decreasing. For spring all-over designs will be 
very much preferred in the full-length stocking which 
is equally adaptable with knickers and skirts. Some of 
the season’s novelties in lisles gain interest through 
dropstitch patterns rather than Jacquard effects. 
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Iowa Merchants Study Best Methods 
of Meeting 1925 Competition 


(Continued from page 61) 

“What it costs to build and deliver the Boot and 
Shoe Recorder to 12,000 shoe stores” was the subject 
covered by B. C. Bowen in a ten-minute talk illustrat- 
ing the point that the value given each merchant is 
many times in excess of the amount paid for it by the 
subscriber. 

The annual banquet and dance brought the conven- 
tion to its close Thursday night, with the Governor 
of Iowa, Hon. John Hammill, the honor guest and 
speaker. 

Jack Clark was elected president of the Iowa Shoe 
Travelers’ Auxiliary, at their annual election on March 
fifth. This meeting was held in Fort Des Moines Hotel, 
Des Moines, Iowa, preceding the big gathering of the 
Iowa shoe merchants, who were meeting in their fif- 
teenth annual convention, and who were guests of the 
Iowa shoe travelers. Jack Clark represents the Sher- 
wood Shoe Company of Rochester. Lou Ream was 
elected first vice-president. He covers Iowa for the J. 
P. Smith Shoe Company. Ira A. Hall was elected sec- 
ond vice-president. He represents McCord Norton Shoe 
Co. of St. Joseph, Mo. C. S. Bowman was elected third 
vice-president. He represents A. S. Kreider Co. Carl 
P. Ortlund was re-elected secretary-treasurer. 

The Iowa Shoe Travelers’ Auxiliary has a member- 
ship of 155, and is one of the most aggressive, live-wire 
organizations of shoe traveling men in the shoe indus- 
try. Under the direction of Carl P. Ortlund, assisted 
by J. E. Wm. Prescott, the auxiliary put on a style 
show as one of the features of the Iowa Shoe Retail 
Dealers’ Association Convention. Funds for this show, 
also for the banquet given for visiting shoe merchants 
who were guests of the travelers, were raised from the 
152 lines of shoes which were on exhibit in the Fort 
Des Moines Hotel. The style show and the banquet 
for 516 people cost the travelers $1950. 


Louis A. Coolidge Leaves U.S. M. C. 


At the meeting of the board of directors of the 
United Shoe Machinery Corporation held in Boston 
last week the regular quarterly dividend of 37144 cents 
per share on the preferred stock and a dividend of 
62% cents per share on the common stock was declared 
payable April 4, 1925 to stockholders of record at the 
close of business March 17, 1925. 

Halsey E. Abbey was chosen treasurer to succeed 
Louis A. Coolidge, and appropriate resolutions were 
adopted upon the death of Samuel Weil, who had been 
a director of the corporation from the time of its or- 
ganization. The new treasurer has had for many years 
an important position of trust in the business of the 
corporation and is at present serving as auditor. 

Mr. Coolidge’s resignation, which was reported 
briefly in our issue of last week, will devote his time, 
as he expressed it in a letter to President George W. 
Brown, to “speaking, writing: and organizing forces 
to combat dangerous tendencies which if allowed to go 
unchecked may result in undermining our form of 
government.” 
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Every Customer Who 
Bought Our Shoes has 
Come Back for More. 


O build the best $5.00 Retailers.”’— 
Such was our aim when we started in 
business. 


That we have succeeded in attaining a 
reputation in our grade is proven by the fact 
that every customer who bought our shoes 
has come back for more. 


And now from this aim is born the Ideal— 
to so maintain quality —style— 
worth—that Mitchell-Welch $5.00 
Retailers will in all truth 
be the best values the 
market affords. 








Ln 


MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 





Boston Salesroom, 89 Bedford Street 
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Improved Styles— 
Quick Delivery 


Introducing another winning 
number of the popular Snug-lers 
line. This style is made of the small 
diamond quilted satin with ecru 
padded sole, spring heel, and silk 
ribbon pompon.. With its pleasing 
range of colors and its trim lines, it 
fits right in with the rest of the 
Snug-lers favorites. 


You can get this slipper and all 
other numbers you want without a 
minute’s waste of time. We have 
branches all over the country— 
there is one right in your territory. 
The branch nearest your store is 
ready to fill your orders at once. 
You lose no sales while waiting for 
shipment. Give the Snug-lers sales- 
man your order and see what 
prompt delivery service means. 

With better distribution and con- 
stant additions and improvements 


Snug-lers have everything you need 
for a line of profit-building felts. 





United States Rubber Company 
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Canvas Rubber Footwear as Play Shoe. 


S this issue is a Children’s 
Antes. it is fitting that 

treatment be given to the 
rubber canvas shoe subject as it ap- 
plies to children. In most recent 
spring seasons, while schools are in 
session, merchants have found that 
canvas shoes have been worn exten- 
sively by many children as play 
shoes after school hours; and they 
have also been worn to school. 

Because the vacation period for 
boys and girls is some months 
away, the peak in the demand for 
this type of footwear is also some- 
what removed. But these facts 
should not stand in the way of in- 
fluencing retail shoe merchants to 
wait until the last possible minute 
before making sales efforts to sell 
canvas shoes. 

It has been demonstrated often 
that boys and girls derive consid- 
erable pleasure in wearing canvas 
styles. They like the light, airy and 
neat-appearing shoes. They offer a 
change from the more solid and 
heavier leather patterns, providing 
more comfort due to the lightness. 

It is common knowledge that the 
gaiter, particularly the novelty 
styles, possessing styleful and utili- 
tarian qualities, has enjoyed re- 
markable gains in retail sales dur- 
ing the past few years—probably 
more in comparison to canvas foot- 
wear. A few of the principles in- 
volved in the gaiter increase, no 
doubt, could be applied by retail 
shoe merchants eager to swell can- 
vas increases. Of course, the de- 
cided change from the plain four- 
buckle gaiter to the front lacing- 
effect designs, was a big factor in 
increasing the interest in gaiters 
by those looking for style. And this 
fact can not be applied when con- 
sidering new features for stimulat- 
ing the canvas shoe subject, because 
the basic style fundamentals re- 
main the same. 


Crepe Sole Good Feature 


The crepe sole has proven to be a 
splendid asset in canvas styles, but 
it is more important as a utilitarian 
item than as a style characteristic. 
But the two big things which were 
linked up with the novelty gaiter in 
its reception by women were: gen- 
erous advertising by retail houses 
as well as the manufacturing firms, 
and prominent displays. It was the 


for Children 


old story of pushing something new, 
possessing salable qualities; some- 
thing new combining the wearing 
features with practical style ideas. 
The relation between merchan- 
dising plans for the gaiter and the 
canvas shoe is very close. By per- 
sistently mentioning canvas styles 
in advertisement and by devoting 
display space in the window and in- 
terior the merchants are putting a 
great deal of force behind the move- 
ment to sell more canvas shoes. 


Wiley B. Hinkle Dead 


Evansville, Ind.—Wiley B. Hin- 
kle, 86, veteran wholesale shoe 
merchant, died here recently. He 
was a member of the firm of 
Minor, Dickey and Hinkle, which 





. later operated under the style of 


Dickey and Hinkle. Later the Hin- 
kle Shoe Co. was organized with 
Wiley B. Hinkle as president. 


Her Silk Stockings 


When the Queen of Italy visited 
the village of Piedmont she met a 
pretty, barefooted girl, to whom 
she promised to send a pair of silk 
stockings. The Queen sent the 
stockings, and put two banknotes 
in one stocking and filled the other 
with sweets. As a result the Queen 
has received this note from the 
girl: “Your Majesty—Your kind- 
ness has given me much pleasure. 
My father has taken the money, my 
brother the sweets, and my mother 
the stockings.”—Selected. 








A window trim by the Beacon Shoe Co., of San Antonio, Texas. The scene 

in. the background is a splendid idea and attracted much attention. It is a 

painting of the sunken gardens in Breckenridge Park, San Antonio, Texas. 
Perhaps this gives you an idea for your window. 
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TO THE WIDE AWAKE 
SHOE MERCHANTS 


HAT does quick turnover mean to you? Here is a new line of 
all solid leather shoes, carried in stock, at your door, by your 
local distributor, which promises a quick turnover. 


The “AERO-LINE” of SOLID LEATHER SHOES includes every 


sort of shoe from a child’s cack to a men’s 18-inch high-top boot. it 
includes styles for the whole family at prices all can afford to pay. 


MAKE YOUR STORE AN “AERO-LINE” STORE 


Size up your stock every week from your local distributor. No loss 
of sales by being out of sizes. No heavy investment in a large stock. 
No waits for goods to arrive by parcel post, freight or express. 


The merchandise you are selling is near you for prompt delivery, 
thereby giving you a quicker turn-over, which is.so essential to a suc- 


cessful business today. 
BETTER SHOES — BETTER PRICES — QUICKER RETURNS 


Shall we put you in touch with our distributor in your locality? 
Indicate your interest in BETTER SHOES at BETTER PRICES and 
QUICKER RETURNS by writing us today, and we will have our local 


distributor see you promptly with samples. 


AERO-LINE SHOE CO. 


186 LINCOLN STREET 


BOSTON 


When writing te advertisers please mention Boot anv Suoe Recorper 
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N.S. T. A. “Out” for Double Membership by April 


Chairman I. Frank Oberfield Issues Report-—Boston Association Ahead—Philadelphia 
Tenders Testimonial Dinner to President James L. Scanlon 


HAIRMAN I. Frank Ober- 
C field, of the National Mem- 

bership Committee, has re- 
cently issued his report for Feb- 
ruary. This report was mailed to 
the chairmen of all local member- 
ship committees. Reports of re- 
sults from the affiliated locals in 
securing new members.show the 


following results—Boston Shoe 
» Traveler’ Association, 38 new 
members; Philadelphia, 12 new 


members; Northwestern, 10 new 
members; Rochester, 4; South- 
western, 4; Southern, 3. Four hun- 
dred prospective members have 
been written to by Chairman Ober- 
field. Each local has been asked to 
mail a strong letter, similar to the 
one C. R. McClellan, Chairman of 
the Philadelphia Membership Com- 
mittee, sent out March 1, asking 
every member to get one new mem- 
ber, with the slogan of “Double 
Membership by April.” The Phila- 
delphia boys intend to “back up” 
National President, James L. 
Scanlon, in his wishes for a big 
membership, and by so doing show 
their appreciation to the National 
for honoring one of the Philadel- 
phia travelers with the “Captaincy” 
of the N. S. T. A. 

An innovation in letter paper 
printing has recently been inaugu- 
rated by the Philadelphia Associ- 
ation—namely, every one of the 
names and addregses of the hundred 
or more members of the Philadel- 
phia local are printed “directory” 
fashion on the back of the Associa- 
tion’s letter head, headed—*1924 
Membership.” 


Philadelphia’s Big Night 

On last evening, March 20, at 
7:30 P. M., a testimonial dinner to 
the National President, James L. 
Scanlon, was held at the Arcadia 
Cafe, Widener Building. This was 
tendered to him by his many 
friends, including all of the mem- 
bers of the Philadelphia Associa- 
tion and many outside of the 
association. The committee in 
charge of.the big event were: 

President Paul S. Lippincott, Jr., 
Wm. F. Schoell, George Drysdale, 
Horace F. Cunningham, C. R. Mc- 
Clellan, Arthur C. Earle, Frank I. 

















CHARLES MERRILL 
Who covers New England and 
part of New York State for 

the Marion Shoe Co. 


Oberfield, Lewis L. Enow, Newton 
Compton, Frank L. Fitzpatrick. 

On this occasion, ladies were 
present. W. F. Schoell, secretary of 
the association, was in charge of 
the" tickets. The Quaker City boys, 
as usual, “put over the affair, 100 
per cent perfect.” 


Cubbison on Trip 


L. B. Cubbison, who for the past 
twenty-five years represented Pres- 
ton B. Keith Co., of Brockton, 
Mass., has joined the salesforce of 
E. E. Taylor Co. and is now trav- 
eling the Middle West, starting in 
at Syracuse, and going through to 
Missouri for this house. 

Mr. Cubbison is most enthusi- 
astic over his new line, which he 
says is “a truly wonderful one,” and 
just to prove it, as soon as he ar- 
rived in his territory the E. E. 
Taylor folks say that he com- 
menced to send in some fine orders. 
He has with him a full line of very 
attractive sport shoes, with crepe 
and composition soles—some in 
white buck, with tan and black 
trims, many light tans, a full line 
of dress shoes, with men’s oxfords 
particularly strong—also some 
“smart” effects in women’s man- 
nish shoes. 


Wisconsin Boys Meet 
March 21 


The Wisconsin Shoe Travelers’ 
Association is “up and doing” every 
minute. Secretary C. W. Johnson 
writes that the talk given by S. J. 
Brouwer at the last meeting, cov- 
ering foot troubles, their relative 
reaction on the whole body, and the 
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CEDAR CLIFF SATIN will help you 
build up your store prestige—it not only 


looks better than other satins but it 
insures longer wear. 





Insist on shoes of CEDAR CLIFF SATIN 
when you make your purchases. 


**Worth a little more to 
the woman who knows”’ 


CEDAR CLIFF 
SHOE SATINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVE., NEW YORK 
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EDWIN S. CLARK 


Who covers western Massachu- 

setts, also certain towns in 

Connecticut and Vermont for 

the Beacon Falls Rubber 
Shoe Co. 





remedy through corrective foot- 
wear, was of great benefit to the 
shoe travelers selling this type of a 
shoe. Mr. Brouwer illustrated his 
talk with charts showing improper 
shoe fitting from infancy to ma- 
turity. The prize for this meeting 
was a Parker Duofold Fountain 
Pen, which was won by John Ko- 
walski. 

The next meeting was scheduled 
for today, March 21, at the Hotel 
Medford. At this meeting John 
Arthur Wilson, chief chemist for 
A. F. Gallun & Sons Co., Milwau- 
kee, will talk and show illustrations 
on “The Making of Leather.” 


E. V. Knight Is Dead 

E. V. Knight, Chicago salesman 
for Marathon Shoe Company, 
Wausau, Wisconsin, died on March 
5 of double pneumonia, after a 
week’s illness. Mr. Knight was a 
member of the Chicago Shoe Trav- 
elers. He has been with the Mara- 
thon Shoe Company since 1921. 
Prior to that he was with the Out- 
ing Shoe Company, Boston, Mass., 
and J. P. Smith Shoe Company, 
Chicagor 


Robinson with Herman 

C. W. Robinson, Joseph M. Her- 
man Shoe Co.’s new representative, 
will cover North Dakota, South Da- 
kota, and Minnesota. Mr. Robinson 
is much pleased with the Herman 
line and has already commenced to 
“roll up” some good business. 


P. J. Watson Joins E. P. 
Reed Co. 


P. J. Watson, who recently 
joined the E. P. Reed Co., of 
Rochester, N. Y., will soon make 
his initial trip through New Eng- 
land and a part of New York State 
with the new samples just received 
from this well-known Rochester 
concern. 


Mr. Watson is well-known to 
the merchants and buyers and is 
thoroughly familiar with their 
wants, as he met a great many of 
them through his 19 years’ associa- 
tion with Lounsbury, Mathewson & 
Co. 

Mr. Watson appreciates the 
changing conditions in the shoe 
business and is alert to the situa- 
tion at all times, so much so, that 
as far back as 1915, when as Presi- 
dent of the New York Shoe Trav- 
elers’ Association he was a dele- 
gate to the convention of the 
Rochester Association of Shoe 
Travelers, and “sensed” the change 
that was taking place. He warned 
the shoe salesmen present that a 
new condition was taking place in 
the business and that they would 
have to adjust themselves to meet 
it. He for three years has been a 
member of the N. S. T. A. Style 
Committee. 

E. J. Gray and Harry A. Silver- 
stein, who were assistants to W. 
D. F. Gibson, director of styles 
of the E. P. Reed Co., will con- 
tinue in the E. P. Reed New York 
office, selling under the direction 
of Mr. Gibson. Mr. Gray has taken 
over some of Mr. Gibson’s larger 
New York accounts, which neces- 
sitates his giving up his New Eng- 
land territory, which will be cov- 
ered in the future by Mr. Watson. 
Mr. Silverstein will cover Mr. Gib- 
son’s Brooklyn accounts in addi- 
tion to his own. 


Posey Writes “Go Get It” 
Book 


George M. D. Posey travels the 
Northwest for Johnson Bros. Shoe 
Co., Hallowell, Maine. He believes 
thoroughly in the axiom “There is 
always room at the top” and some 
time ago wrote a “Go Get It” book, 
published by the Northwest Com- 
mercial Bulletin. The title reads 
“up” instead of across and is in- 
spirational tkroughout. A perusal 
of this treatise reveals the fact that 
Mr. Posey is a philosopher and a 
mighty fine fellow. 
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P. J. WATSON 


Who travels New England and 
part of New York State for 
E. P. Reed Co. - 





Charles Merrill with Marion 

Charles Merrill is now covering 
New England and part of New 
York State for the Marion Shoe 
Company of Marion, Indiana. 
“Charley” Merrill has many good 
friend customers in his territory. 
He is looking for a big season with 
his new line of men’s popular-priced 
shoes. 


“Dave” Davis On Trip 

“Dave” Davis, treasurer of the 
N.S. T. A., and vice-president of the 
Chicago Shoe Travelers’ Associa- 
tion, Chicago representative for 
Thompson Bros. Shoe Co., is now on 
his territory. He recently spent ten 
days at Hot Springs, Ark., and feels 
much refreshed thereby. And 
“Dave’s” friends all feel that he 
well deserved this bit of rest and 
pleasure, as he has had a very 
splendid business during 1924—in 
fact, “the best I have had in three 
years,” he said, just before “hop- 
ping” on the southward bound 
train. 

Mr. Davis anticipates a good sea- 
son’s business, on this trip, not only 
because of improving conditions in 
the shoe trade, but also because he 
says he never felt better in his life. 


H. E. Choate, treasurer of the 
J. K. Orr Shoe Co., and “Russ” 
Bates, one of the members of the 
traveling force, who have been ill 
for a number of weeks, are now 
much improved and “on the job” 
again. 
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oe ALDEN PLAN is a success because, 


by permitting better value at no sacrifice 


of profit, it is distinctly in the interest of 
ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 




















Made with genuine 
Barbour Storm Welt 
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The Schmidt Washable Chrome White Calf is today in demand for early 
Spring and Summer shoes. This white leather is also made in Basket, 
Golf, and Eric grain finishes for sport and street shoes 


Cart E.Scummpr & Co.lne. 


Tanners of the Schmidt Calf Leathers 
DeTrRoit, U.S.A. Boston, USA. 









































THE SCHMIDT CALF LEATHERS 
FOR ELEGANT FOOTWEAR 


Car. E.Scumupt & Co.,Ine. 
Tanners of the Schmidt Calf Leathers 
DETROIT, USA. ss ae Boston, OSA. 
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Broad Range of Styles 


Selling in 


CHICAGO—The second week in 
March was an exceptionally good 
one for shoe merchants and the de- 
mand for all types of footwear was 
better than any similar period 
for several months. The weather 
through the week was warm and 
sunny and it seems that the minute 
the old shoes get out of the galoshes 
there’s a corresponding rush to the 
stores to buy. 

There is little question but that 
a few weeks of good weather will 
bring the spring demand up almost 
to a normal figure and this, in it- 
self, is no more than logical since 
so many Chicago feet have been 
covered through the stormy months 
by none too good shoes —and 
galoshes. 


Variety of Patterns 


The demand is varied as to style. 
Almost any pattern that is new is 
good. One store featuring the most 
conservative of patterns seemingly 
enjoyed as large a volume as some 
of the costume shops that feature 
only the highest styles. 

The question of price seemed to 
have little effect. The stores selling 
the low and medium-priced mer- 
chandise and the stores selling the 
most expensive apparently shared 
and shared alike in the run of pur- 
chasing. 

Two-toned patterns undoubtedly 
hold the center of the fashion stage 
at the present time and there is a 
medley of variations of this vogue. 
No one particular combination 
seems to be most favored and if 
there is any weight in favor of any 
one particular combination it seems 
to be the gray and black. Especially 
gray kid and patent. The light tan 

' and black combinations have not the 
favor that they had at the begin- 
ning of the season. The less definite 
shades especially in the kid leathers 
now seem to be the most frequently 
called for. 

To the observer it might appear 
that kid leather was due for a very 
safe and steady run through the 
late spring and early summer 
months, with the possibility of con- 
siderable color appearing as trim- 
ming leather—but some doubt of 
any great variation of color as body 
leather. 

The prevailing favorites seem to 
be in the variations of light tans in 
kid and the grays. These are com- 
bined with black patents and with 


Chisago Stores 


fancy leathers, as well as some tan 
and black calf. 


Improvement Noted 


The sale of children’s footwear 
has rallied considerable from the 
slump that set in late in the year 
and there have been some good re- 
actions in the loop to sale prices 
offered on juvenile footwear. Pre- 
dictions are made that Easter busi- 
ness will reach a very interesting 
point, but this, of course, still re- 
mains to be proven. 


Men’s Trade Dull 


The men’s shoe market continues 
to maintain a rather uninteresting 
level. Men’s stores as a whole re- 
port a comparatively small increase 
in business volume and no particu- 
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Buckles Sell Freely 


The wearers of the new 
footwear seen on the street 
confirm the prediction that 
this will be a big year for 
buckles and ornaments. Inci- 
dentally the buckles and bows 
are not seen on footwear (es- 
pecially pumps) that have 
been worn for some time. 
This, the observer feels, shows 
that the ornaments are not be- 
ing bought by wearers to re- 
new the older footwear but 
are being bought to adorn the 
new shoes that are being pur- 
chased. 











lar activity in favor of any special 
style or leather. Light tans are still 
the prevailing leathers featured in 
the show windows but there is no 
evidence on the street that there is 
any favoritism shown in the choice 
of leathers by men. 





Milwaukee Spring Business 
Gradually Gaining Force 


MILWAUKEE — Business con- 
tinues rather quiet in Milwaukee 
shoe stores, although a little pick- 
up has been noticed in some quar- 
ters. A report from one high-grade 
store indicated that business had 
showed a slight improvement dur- 
ing the week ending March 14, and 
the merchant was looking for a 
very good business within another 
week or two. Tans have been mov- 
ing at this store, but they have not 
been as active as was expected. 
There has been a greater demand 
for blacks, particularly patents, and 
patent and tan combinations. 

The men’s business has shown a 
slight improvement in some sec- 
tions, but on the whole it continues 
about the same. Black and tan are 
moving about equally well, but there 
is a tendency towards tans which 
indicates that they will be very 
popular for spring. 

Spring styles in children’s shoes 
are making their appearance and 
merchants state they are getting 
the first nibble of Easter business. 
Many of the new styles are pat- 
terned after those shown for wom- 
en’s shoes, fashioned with low heels. 
Caspari & Virmond expect a large 
percentage of spring business to 
be in patents, while the remainder 
will be divided among tan calf ox- 


fords and pumps, and crepe soled 
elk sport shoes and oxfords. Gray 
and tan elk are popular with crepe 
soles for sports wear and play, 
while one of the new high grade 
numbers is a sport shoe of the new 
coffee elk. Colonials for children are 
shown with tailored leather bows 
and goring in patent and tan calf, 
and two strap effects as well as two 
eyelet ties are also showing up well. 
A new style which promises to be 
popular in both patent and tan is a 
Critic or Lorraine pattern which 
has a tiny tailored bow covering a 
small piece of goring on the instep, 
and a cut-out design. Sport socks in 
three-quarter lengths of lisle with 
silk and lisle fancy tops are already 
moving very well in good quality 
lisle. Tan shades such as camel, 
buck and others are featured for 
spring wear. 


Buy Local Store 


Clifford Campbell, formerly as- 
sistant manager of the shoe depart- 
ment at the Boston Store, who has 
been with the store for 12 years, 
and W. P. Boll, who has been con- 
nected with the Boston Store shoe 
department for six years, have or-° 
ganized the Campbell-Boll Co. and 
have purchased the Olsen’s Parlor 
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Reproduced at the left is one of the adver- 4 
tisements for Tweedie Heel Protectors 
appearing in women’s magazines. 
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Do You Scuff Your Slippers 
When You Drive a Car? 


H is, and how 


ow annoying it 

scuff ye ae slippers Thi 1 fit Cub 
380 b ree styles, to fit Cuban, 

show shiny marks. Brocades French and Spanish heels. 
and white sli; ate solikely Carry them in your purse orcar 
to get soiled! pocket. Easily cleaned when 

You can prevent it with soiled. Inexpensive. 
Tweedie Heel Protectors. Slip For sale by shoe stores and in 
them on over your heels,easily the shoe sections of department 
and quickly, Snug-fitting. stores. Write for names of 
Feather-light. Noclumsystraps dealers in your locality. 
or buttons. The patented Tweedie Boot-Top Company, 
Tweedie “Stay-Put” feature Makersof Glove-Fi Tree 
keeps them firmly in place. die Boot-Tops, 1423 Olive St., 
~ Made of fine woolen cloth, St. Louis, Missouri. 


. to 
harmonize with your oes. 


They Sell 

On Sight— 

At 50% to 100% 
Mark-up! 


OUBTLESS you encourage your 

D sales force to offer hose, shoe trees 

and shoe polish when they make 

shoe sales. Tweedie Heel Protectors are 

FOR: THE another profitable accessory which you 
WOMAN can easily push. They rightfully belong 
' ‘ in the women’s shoe department of any 

WHO DRIVES high grade store. They are easier to sell 
A CAR> than almost any other accessory. The 
Tweedie display carton and the attractive 

package, when displayed on your counter, 


——— ~ attract attention that leads to sales. No 
: This Counter Display Carton — ‘tting. They sell on sight. 
, \ : Tweedies cost you 50c a pair, $6 a dozen. 
* ae | Holds a Dozen Pairs With a 50% aie , you can retail them 
of Tweedies for 75c a pair, or $9 a dozen. With a 
100% mark-up, they bring $1 a pair, or 
$12 a dozen. This is panne Hk less 
It is another salesmanadded than any other Heel Protector on the 
to your force. Placeitwhere market. Our test sales-campaigns have 
it will be seen—and watch _ptoved 75c a very popular price. 
Tweedies sell themselves ! Put a P. M. of 10c a pair on Tweedies 
and they will move rapidly at a dollar a 
] pair—giving you 40c gross profit after 
TRIAL DOZEN paying the salesman his P. M. 
ORDER Len, wesc. we light, 7 foot- 
: wear has made Tweedie Hee ‘otectors 
(Ciip, fill out end mail today for Quick Profits!) | instantly popular wherever introduced. 
Tweedie Boot-Top Company, 1423 Olive Street, St. Louis, eae sais Women —— — ot ae 
Please send dozen pairs of Tweedie Heel Protectors. each pair pa in an . irt i i 
individual carton, and the dozen pair packed in « Counter Display Carton. Price $6 Ton cond ooatand wan, Foreeiies wie 
mate (Note: We Recommend « Trial Dozen Assortment of ¢ pairs so easy to slip on and off, so light and 
Mme a pliable, so easily carried! Their simplicity 
___ Pairs French (“Spike,” Slim Spanish or Louis) Colors Wanted___ encourages their use. Order a dozen 
pair today. Display them in your store. 
—__—Pairs Stocky Spanish (Light Cuban.) Colors Wanted Then watch results. The dollars will 
roll your way. 














__—Pairs Cuban (Box.) Colors Wanted 
Dealer's Name. Buyer's Name Tweedie Boot-Top Co. 
: 1423 Olive St. St. Louis, Missouri 
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Members of the Milwaukee Shoe Retailers’ Association at their recent annual meeting and banquet. 


Shoe Shop at 64 Wisconsin street. 
The store has carried shoes for men 
only, but a new women’s department 
will be added, carrying novelty and 
corrective footwear. : 


Exhibit Shoe Making 


Caspari & Virmond attracted at- 
tention to their men’s shoe display 
window by showing an exhibit of 
the various parts used in the mak- 
ing of high grade shoes for men 
which are featured at the store. A 
neat looking card announced that 
257 operations are necessary for 
making the shoe. 


Opens New Store 


The Wickner Boot Shop has been 
formally opened in Watertown. 
Wis., by R. Wickner, who has been 
connécted with the retail shoe busi- 
ness for the past 25 years. For 17 
years, Mr. Wickner has been in a 
shoe department of a store at 
Beaver Dam, Wis. 


Credit Men Meet 


Members of the Shoe Credit 
Men’s Association held their month- 
ly meeting at the Medford Hotel, 
preceded by a St. Patrick’s dinner. 
The table was decorated in green, 
and pipes and shamrocks carried 
out the idea of the holiday. At the 
meeting following the dinner, D. L. 
Sawyer, credit manager of the F. 
Mayer Boot & Shoe Co., outlined 
plans for the local campaign to raise 
money for the $1,000,000 fund for 
the National Association of Credit 
Men’s campaign against credit 
frauds. A committee was appointed 
to take care of the shoe men’s divi- 
sion of the local drive consisting of 


Mr. Sawyer, chairman; A. J. Scho- 
enecker of the Schoenecker Boot 
and Shoe Co.; Robert Huth of the 
Weyenberg Shoe Manufacturing 
Co.; Frank Herbst of the Herbst 
Shoe Co.; and John Scheck of Kalt- 
Zimmers Manufacturing Co. 


Plan Spring Style Shows 

Shoe merchants in several Wis- 
consin cities will assist in holding a 
spring style show some time this 
month. In Racine, Wis., plans are 
being made for a three day show to 
be put on with the co-operation of 
all clothing merchants, and a popu- 


larity contest among local girls se- 
lected as models is expected to at- 
tract much attention to the event. 
Stilb’s and the Walk-Over shoe store 
have already announced plans for 
entering the event. 

At Madison, Wis., a spring open- 
ing queen is being chosen from em- 
ployees in industries of the city. The 
young girl selected by this contest 
will ride in the parade which opens 
the spring events. The retail divi- 
sion of the Association of Com- 
merce at Oshkosh, Wis., is planning 
a spring opening early in April, but 
plans are still under consideration. 





St. Louis Women Choosing 
Many Types of Patterns 


ST. LOUIS—The retail shoe 
business during the week ending 
March 14 was again upward in 
trend. The early part of the week 
showed some signs of weakness but 
after Tuesday business revived and 
ended on Saturday with a record of 
having been materially better than 
the previous six business days. 
Weather was responsible for the 
added activity. 

It is commented upon that selling 
is more difficult than is usually ex- 
p«rienced at this season of the year. 
Women have not made up their 
minds as to the style they desire 
when entering a store. Some of the 
leading merchants have concurred 
in this fact. It is not unusual to see 
as many as eight pairs of shoes on 
the floor in view of the customer 
and by the request of the customer. 
Salesmen also verify this situation 
in stating that it is nothing to have 


a woman walk out and then return 
to buy something different. 


Stitchings Selling at 
Brandt’s 

Manager Lawton of Brandt’s is 
displaying a pattern featuring the 
stitching effect which is just mak- 
ing its debut. The pattern is a thin 
one satrap black satin or patent with 
blond stitching on the toe and back 
part. Lawton stated that the pat- 
tern was very popular. It has a 16/8 
Louis heel. 


Coolidge Gray Shoes 


M. M. McCain, vice-president and 
manager of the Shoe Mart stores, 
in the Washington street store, dis- 
played gray satin shoes; also grays 
in kid and suedes. A neatly printed 
card declared the gray was the new 
Coolidge gray, deriving its name 
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No. 1740 L. $3.90 


No. 1740 W L for Women, $3.50 
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from the wife of the President. Mr. 
McCain reported a good response to 
the display. 


Satin Is Good 


Black satin is not without its 
champions and good volume is being 
done on this material daily. As to 
the interwoven effects no one is 
willing to admit that they are at 
present enjoying much prestige. It 
may be they are a little premature. 
Combinations are doing well and 
this week finds them being sought 
eagerly. 


Williams Broadcasts 


Folder 


C. E. Williams Shoe Company 
mailed a folder in which are dis- 
played practically all requirements 
for special foot needs. With the 
folder is enclosed an order blank 
and self addressed envelope. The 
shoes illustrated are for the most 
part those that are not carried in 
the average small community. 





Tan Calf Very Strong 


Tan calf is perhaps the style 
that is better determining its 
trend than any other vogue. 
There has been a distinct buy- 
ing wave for this material and 
operators are making mention 
of the fact that its popularity 
is growing. It might be men- 
tioned that high heels in tan 
calf are reported as not very 
active. 

Blond satin is active, but 
must perform in a better man- 
ner than it has up to this time 
in order to be acclaimed a 
startling success. Some believe 
this number will live up to its 
heralded reputation and its 
praises will not go unsung 
when the season hits its 
stride. 











Widths from AAAA to EEE and 
sizes from 2% to 11 are featured. 





Blond Materials Going 


Strong Says 


DETROIT—While there may not 
be any large volume of sales in the 
retail shoe stores to report for 
early March, there is a distinct 
tendency on the part of the cus- 
tomer to be more easily satisfied 
with the styles offered. There is not 
so much “shopping ’round” as in 
former seasons. 

There is little change in style 
trends. The customer’s acceptance of 
blond colors is practically assured, 
some stores finding it necessary to 
wire repeat orders on blond colored 
lines almost as soon as it was 
shown to early customers. At 
Fyfe’s, Ross D. Filion, manager of 
the fourth floor women’s depart- 
ment, reported that “blond kid is 
selling very well in our high-grade 
shoes. Gore pumps with small tai- 
lored buckle effects are favored. In 
fact, so far, the blond kid seems to 
be selling in much larger numbers 
than in combination with patent 
leather.” 

Tans in men’s shoes are selling 
75-25 in comparison with blacks. 
Light tans are favored, and the 
wide balloon toes are taking strong. 


New Orthopedic Store 


Hack’s Orthopedic Footwear is 
now in its new home, Suite 501, 
Stroh Building, 28 Adams Ave., 


Detroit Report 


West. Some years ago Nathan Hack 
began the study of the human foot 
and came to certain conclusions. 
These he had embodied into a line 
of shoes which sold well and pro- 
duced marked results. His experi- 
ments were continued until he is 
now satisfied he has produced a 
line of shoes that will correct cer- 
tain ailments. 

Arthur E. Loomis, more than 
thirty years connected with the 
shoe business from factory to re- 
tail merchant, and a student of foot 
ailments, and graduate of practi- 
pedics and orthopedics, has charge 
of the new venture. 


Second Lubin Store 

The Lubin Shop, 1434 Farmer 
street, opened for business the mid- 
dle of March, with M. Adams in 
charge. This is the second Lubin 
Shop to be opened in Detroit, the 
other located on Washington Boule- 
vard, having been opened a year 
ago. A feature of this new shop will 
be the combining of millinery and 
shoes in the one store. 

Natural wood finishes have 
been avoided and enamel finishes 
adopted. The ceiling is finished in 
cream and the walls in blue. The 
fixtures are finished in Chinese blue 
and are trimmed with black and 
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gold. The carpet has diamond 
mosaic blocks in blue and taupe. 
The comfortable arm chairs for fit- 
ting are finished in black and blue 
enamel. 

The same exclusive novelty styles 
will be handled in both stores. The 
phenomenal success of this busi- 
ness is attributed by Jack Lubin 
to the exclusiveness of the styles. 


A Perpetual Record 


The new men’s department of 
Newcomb - Endicott Co. opened 
March 28. This department is just 
off the men’s haberdashery depart- 
ment and has a capacity of 7,000 
pairs of shoes. F. P. Van Buren, as- 
sistant manager to Leo Dilon, ex- 
plained that one of the features of 
the new venture will be a perpetual 
inventory system that will show at 
all times the actual state of the 
stock on hand. Records will be kept 
of all customers, which will form 
the nucleus of a mailing list, which 
will be consistently used for direct 
mailings of footwear literature. 


Cantilever Store Moves 


The Cantilever Boot Shop has 
moved from 41 Adams avenue, east, 
to 20388 Park avenue. The walls and 
ceiling of the new home are fin- 
ished in cream, the former being 
blocked off in masonry effect. 
Beautifully finished walnut shelving 
and fixtures have been installed. 
The rugs are in blue and gray mix- 
ture. Stuart Rackham is manager. 


Buys Becker Store 


Andrew Bower and Joseph Keis- 
wetter have purchased the interests 
of Mrs. Charles C. Becker, who has 
been the proprietor of The Becker 
Shoe Company since the death of 
her late husband over three years 
ago. The new owners will operate 
under the old name and with no 
change in policy. Men’s shoes are 
carried exclusively. 


Dyki Opens Store 


Joseph Dyki recently opened a 
family shoe store at 2920 Davison 
avenue, east. Mr. Dyki formerly 
owned the business at 3236 Davison 
avenue, east, but sold it last fall to 
M. A. Jeszke. 


Lachs Made Manager 


Bernard Lachs has been ap- 
pointed manager of the Dr. A. Reed 
Cushion Shoe Store. Mr. Lachs has 
been identified with the firm in its 
New York stores for seven years. 























- IMC rew 





. - 


BOOT AND SHOE RECORDER 











N this new light tan shade we 
have once again given the most 
critical manufacturers and buyers 
just what they want. 


TONY 


Reg. U. S. Pat. Off. 


GOLD 


Tony Gold is being everywhere re- 
ceived with the same enthusiasm 
which always greets a new Tony color. 










TONY --the name 
on which the leather 
reputation of many 


It is already established as the stand- 
ard light tan shade in most well- 
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CINCINNATI—Retail shoe mer- 
chants have been selling spring pat- 
terns for women for several weeks 
now. The weather has had a great 
influence over volume buying. On 
pleasant and spring-like days, buy- 
ing has been fine, but when the 
weather has been disagreeable, the 
merchants felt its bad influence 
sharply. 


Patent Leather Good 


Patent leather is the leader over 
other materials, but one of the 
stores reports that they had a very 
big run on tans. They attribute part 
of this demand to one of their new 
patterns which is a tan calf sandal, 
with many small cut-outs in the 
vamp, forming a very attractive 
lattice work. However, the majority 
of stores report patents best, with 
tans following. 

All stores agree that colored 
satins, especially blond, are taking 
big strides in the sales, and they 
predict a very big run on this ma- 
terial. 

Black satins are also selling very 
good. 


Forecasting Styles 


The subject of the recent meet- 
ing of the Potter Shoe Co., em- 
ployees was “Style Forecasting.” 
Their textbook was the style fore- 
east booklet which was distributed 
among the retailers at the O. V. R. 
S. D. A. convention. To put across 
the ideas more forcibly, the mana- 
ger of each department displayed 
shoes at the meeting, illustrating 
the styles that the forecast stated 
would be worn. Potter Shoe Co. is 
honored by the fact that one of 
their department managers, E. C. 
(Ted) Orr, was recently elected one 
of the directors of the O. V. R. S. 
D. A. at the convention held here. 


Federal Reserve Report 


The Monthly Business Review for 
March, issued by the Fourth Fed- 
eral Reserve District, outlines busi- 
hess in general as follows: 

“The general business situation 
continued to be satisfactory during 
the past month, although in some 
lines the usual February dullness 
has recently brought about a lull. 

“After moving at about the same 
pace for several months, the boot 
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In Cincinnati Patent and 
Tan Calf Selling Well 





Good Selling Styles 


One-strap patterns, in both 
the wide and narrow straps, 
are steadily gaining in promi- 
nence, and these are given a 
finishing touch by an attrac- 
tive ornament of some kind 
concealing the button. How- 
ever, some of the stores still 
report their biggest sales on 
pumps with ribbons, or buckles 
concealing the goring. 











and shoe trade in this district 
showed improvement during Janu- 
ary. Buying is still hand-to-mouth, 
but orders have been more frequent 
and factories are consequently 
busier than a month or two ago.” 





Frank W. Reynolds Is Dead 


San Francisco, Calif.—Frank W. 
Reynolds, of Brockton, well known 
to the shoe trade for over fifty 
years as manufacturer, retail shoe 
merchant and salesman, died here 





on March 11. When a very young 
man, he manufactured heels in 
Stoughton, Mass., for a Brockton 
manufacturer. At 20, he was ap- 
pointed Indian agent and trader at 
White River agency, Colorado, 200 
miles at that time from the nearest 
settlement, living here for two 
years with seven other white men. 
Returning eastward, he, with 
Nathan Wales, opened a shoe store 
in Des Moines, Ia. Later, he re- 
turned to Stoughton, Mass., and for 
17 years operated a shoe factory in 
company with his brother, E. P. 
Reynolds. Since then, he had sev- 
eral lines of shoes on the road. He 
had a host of friends in the trade. 





Bleecker “Live Wires” Hold 
Dance 


New York, N. Y.—The annual 
affair of the Live Wire Association 
of the Bleecker Shoe Co. was held 
recently at Hotel Astor in the form 
of a vaudeville show and dance. The 
evening was a throughly enjoyable 
one. The early part was devoted to 
dancing. About 10:30 several per- 
formers from the B. F. Keith Cir- 
cuit entertained. Many people pro- 
minent in shoedom were there in- 
cluding buyers from some of the 
large department and chain stores. 
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O’Berry’s Shoe Stores, Inc., of Miami, Fla., recently 
moved its high-grade store, the Glove Grip Shoe Store 
to East Flagler street, the main business thoroughfare. 
The store has a fine location, being at the entrance to 
the new Halcyon Arcade, with 52 feet of window space. 


O’Berry’s will continue to occupy its former home in 
the Central Arcade where $5 and $6 shoes are sold. 
Mr. O’Berry, a young man in his 20s, is very capable 
and has applied sound business rules to his business. 


Davin L. O’BERRY 





































































Built-In Quality Reflects Correct Style | , 


Making shoes correctly also implies 
making them stylish. Concentrating 
our efforts on juvenile shoes exclu- 
sively, we can call on our designers to 





produce original and attractive styles - n 
with unusual pulling power. 





POSNER 
© SHOES $ 





Adhere to a strict standard of quality 
set by years of faithful shoemaking. y 
Lasts correctly shaped for the growing P 








foot, leathers that are chosen for their 
comfort, and skilled workmanship of D 
the highest type, make possible the 
sterling quality embodied in every pair 
of shoes. 





The leading stores throughout the 
country are using our extensive In- 
Stock Department to do thousands of 
dollars of children’s business a year. 
You, too, can use our stock to increase 
your business and turn neglected 
profits into real profits. We carry every 
type of shoe; from infants’ to growing 
girls’ and big boys’. 





We would like to tell you more about 
our unique service and program of co- 
operation. 





Write us for our plan and price list. 


For perfect foot happiness combine 
good shoes with good hose. 


D*®*A.POSNER.SHQES, Inc. 


142 WEST BROADWAY 
NEW YORK CITY 
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Optimism Expressed Over 
Outlook in Men’s District 


BROCKTON—President Harold 
C. Keith of Geo. E. Keith Company, 
in an address at the semi-annual 
meeting of Walk-Over salesmen, 
took an optimistic view of the busi- 
ness situation for 1925. He gives as 
his reasons the stabilization of busi- 
ness in the United States, the im- 
provement in the foreign situation 
through acceptance of the Dawes 
plan, the greater confidence and ac- 
tivity in Wall Street, the condition 
of the leather market, and the rise 
in the cost of raw materials going 
into shoes. On these facts he based 
his prediction of greater shoe con- 
sumption from improved retail con- 
ditions throughout the country. 
President Keith cited facts and fig- 
ures showing that Geo. E. Keith 
Company is in an unusually strong 
position and that Walk-Over shoes 
are enjoying increasing favor with 
merchants and consumers. 





Summer Weight 
Oxfords in Stock 


At this season of the year 
the stock departments of 
Brockton factories are featur- 
ing men’s summer weight ox- 
fords for immediate delivery. 
These are made up in tan and 
black leathers suitable for sea- 
sonable demands. One of the 
new styles in this line of this 
description recently placed in 
stock by M. A. Packard Co. is 
a Russia calf Brewster oxford 
on the Norfolk last. The 
same style is shown in black 
boarded calf. In the firm’s ad- 
vertisement in a recent issue 
of the Boot and Shoe Re- 
corder the cut shown of this 
pattern was, through an error, 
of the winter type in place of 
the cut showing the summer 
weight now available. This 
latter shoe was shown by the 
concern in its Saturday Eve- 
ning Post advertisement for 
the issue of March 14. M. A. 
Packard Co. has recently is- 
sued a new spring and sum- 
mer catalog illustrating and 
describing all spring and 
summer styles carried in 
stock. 











Will Make Children’s Shoes 


St. James & Perry Shoe Co. is 
the title of a new organization. with 
an authorized capital stock of $75,- 
000, formed under Massachusetts 
laws to manufacture shoes. Arthur 
St. James, long associated with the 
local shoe and leather industry, is 
president. John J. Perry and Wil- 
liam St. James are others also iden- 
tified with the local trade who will 
be members of the corporation. The 
concern plans to produce children’s 
shoes and to sell the product prin- 
cipally in Latin-American coun- 
tries. The location of the plant has 
not yet been decided upon. 


Advertising Man Takes 
New Position 


Harold M. Messenger, advertis- 
ing manager for Churchill & Alden 
Co., resigned to take a similar posi- 
tion with A. E. Nettleton Company 
of Syracuse, N. Y. He begins his 
new duties April 1. Mr. Messenger 
came with Churchill & Alden Co. 
as salesman for middle western ter- 
ritory. Turning his attention to the 
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advertising department, he took up 
this work in connection with the 
selling activities, and of late years 
has had entire charge of this im- 
portant department of Churchill & 
Alden Co.’s merchandising. 

Mr. Messenger recently was ap- 
pointed a member of several com- 
mittees in the Association of Na- 
tional Advertisers, thus bringing 
him into close contact with some of 
the best known advertising men 
in the United States. In leaving 
Brockton he will take with him the 
best wishes of many business and 
personal friends who have watched 
with interest his development as an 
advertising manager and will wish 
him success in his new environ- 
ment. 


Shoe Manufacturers Going 
Abroad 

Vice-President Charles E. Moore 
of George E. Keith Company will 
make his initial foreign trip the 
latter part of the present month 
when, in company with President 
Harold C. Keith of the concern, he 
will visit Walk-Over stores in sev- 
eral foreign countries. Mr. Moore 
was presented by his associate 
executives with several useful and 
ornamental articles of apparel and 
luggage to add to the comfort of his 
journey. 





Haverhill Reports Pump 
Patterns Selling Freely 


HAVERHILL — Women’s foot- 
wear in process of production at 
Haverhill factories shows an im- 
portant proportion of pump pat- 
terns. These are made up in plain 
and ornamented effects, also with 
the fancy stitching which is so 
popular. Both for Easter and after- 
Easter trade, which latter is now in 
the order-taking period, patent 
leather is considered a good buyer’s 
bet. Lower heels are much in evi- 
dence, although almost every height 
of wood heel is seen. 

April 1st to 7th comprise the 
dates of last call for Easter ship- 
ments, the latter date; of course, 
applying only to nearby localities. 
On the whole the Easter business 
has been somewhat disappointing. 
Buyers continue to purchase on a 
small scale. 


The Retail Price Question 


Does the public make the prices 
which it wants to pay for shoes? In 


the opinion of a manager of a chain 
of stores where Haverhill-made 
shoes are sold, it does. On this point 
he says: “In the lines which we 
market we make careful research 
in order to discover the public re- 
action to certain retail prices. We 
have expended and are expendizg 
large sums of money to decide this 
question. Investigators are continu- 
ally at work, outside as well as in- 
side the stores, to discover how low 
we can make our prices to attract 
the public to our stores, or how 
high we can go in that direction 
before the public will stay away. If 
our prices are too low, the con- 
sumer may become suspicious of 
quality and refuse to respond to 
our appeal. If too high, the popular 
price pocketbook will not open. 
Therefore, in establishing stores 
we govern our price policies as far 
as possible by the results of these 
investigations. We act on a theory 
that the public makes the retail 
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The cornerstones upon which the 
successful children’s department is 
founded. Service—or wear—is essen- 
tial for satisfied customers; and when 
combined with that little unusual 
touch of style characterizing the 
Ko-Ree-Toe patterns spells addi- 
tional profit for the awake shoe mer- 
chant. 


ONLY A FEW STYLES FROM OUR LINE FOR SMALLER CHILDREN 
Ask Us to Show You the Many Beautiful Styles We Make for the Growing Girl 


Brown Calf 
Qtr., Ribbon Bow on Strap, Oak Sole, Rubber 


No. 379—Patent Strap, Plain Soft Toe, Fawn No. 8432—Patent One Strap, Ooze + oa Janine, No. 8405—Patent One Strap, 
o Lining, Flexible Sole, 4 to 8, C and Fiexiale Sole, Rubber Heel, 11% to B, MY 

$2.10 and $2.8 Heei, 12 to 2, A—D 225 
8% to 11h, C and $2.45 No. 1438 Child's Some, Spring Heel, Flexible No. 7405—Child’s Same Spring Heel, 8% to 


D 
n Stock—Deliver at Once Sole, 8% 3 11, C an 11%, B, C and D 2.85 
In Stock—Deliver at Once Not In Stock, Made for Four Weeks’ Delivery. 


No. 7376—A 7 Elk Blu. Oxf., Golden No. 377—-ALL wis — Oxtf., on. No. 369—Apricot Elk Blu. Oxf., Golden Brn., 
Brown, Elk im, Kid iiniee- Soft ‘Cap Toe, Heel, Flex. Sole, 8, Ca "$2. El 
8% to 11% only, A—D Widths $3.15 8% to 11%, C a Fs $2.4 B, C and D 
Not In Stock, Made for Four Weeks’ Delivery. Also Carried in Stock April ist, in Smoked 84 to 11%, 
Elko (No. 381) = Tan Elko (383), in same Not In Stack Mode for Four Weeks’ Delivery. 


sizes, widths and prices. 
In Stock April Ist 


The Ko-Rec-Toe Salesmen Are Just Leaving for Their Territories with 
Many New, Appealing Styles. Write for Him to Call. 


Ai 


) =. ‘Tue |. ]).STICKLES SHOE Q@. , 


MANUFACTURERS 


RED WING. MINN. 


Ik Trim, Soft Toe, Flexible Sole, 4 to 8, 
$2.85 
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price of shoes. It is to find out what 
those prices shall be that we con- 
tinue to make these investigations. 
We believe with Henry Ford that 
the right price on an article must 
be the price that will make it sell 
and not a figure calculated on the 
cost of production.” 


Easter Retail Trade Slow 


The manager of a local retail 
shoe store, when asked, about the 
middle of March, if the Easter buy- 
ing had begun, said: “Not so that 
you would notice it. In years past 
our Easter business began to show 
signs of life several weeks ahead of 
Easter Saturday. Now the public 
buys Easter shoes only a few days 
ahead of Easter. That seems to be 
the way that all buying, wholesale 
and retail, is done at present, and 
so far as I can judge, it promises to 
continue along that line for an in- 
definite time.” 


Rickard in South 


President Edwin M.. Rickard of 
the Haverhill Shoe Manufacturers’ 
Association is making a several 
weeks’ stay at Hot Springs, Va. 
President Rickard led a movement 
to improve conditions in Haverhill 
concerning the relations of the 
Haverhill Shoe Manufacturers’ As- 
sociation and the Shoe Workers’ 
Protective Union. This plan having 
been refused by the shoe workers, 
the association has made no fur- 
ther steps in that direction. 


Labor Costs Not To Be 
Made Public 


The Haverhill Shoe Board, which 
makes decisions on prices to be 
paid for work in the various de- 
partments of Haverhill factories, 
will not in future make these fig- 
ures public. General information 
regarding costs of production have 
always been exchanged by Haver- 
hill manufacturers with concerns 
in other shoe centers. Details of 
factory costs are not published by 
other centers after the manner in 
which these figures have been given 
out through the decisions of the 
Haverhill Shoe Board. Local manu- 
facturers feel that they should keep 
these intimate details and not make 
them available to competitors. Keen 
competition in the production and 
sale of shoes renders necessary the 
restriction referred to. Decisions of 
the Haverhill Shoe Board apply 
only to members of the Haverhill 
Shoe Manufacturers’ Association, 
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although local concerns not affili- 
ated with the organization take 
these prices as the bases for pro- 
duction vicig: la 


Modern Building cupied 
By Several rims 

The Witherell & Dobbins build- 

ing, which is one of the most mod- 

ern in construction and best lighted 

plants in Haverhill, is now fully oc- 
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cupied with the exception of one 
floor. The occupants are: Witherell 
& Dobbins Company, Tessier & 
Bowdoin Co., Lexington Shoe Co., 
O. A. Martin Wood Heel Co., and 
Reading Wood Heel Co. The last 
named concern, formerly located on 
River street, has recently taken 
space in the Witherell & Dobbins 
building, thus increasing its capac- 
ity for a desired enlargement of 
production. 





Spring Patterns Commence 
to Sell Freely Is Report 


ROCHESTER—Spring weather 
with the thermometer ranging from 
50 to 60 degrees helped to stimulate 
interest in new spring styles during 
early March and merchants re- 
ported the spring season is starting 
off in a most auspicious manner. 

Department stores and specialty 
shops, in many cases, displayed the 
new footwear with new gowns, and 
the exclusive shoe shops set aside 


portions of their windows to fea- 
ture the new styles. 

Blond satins, alligator and lizard 
combinations with suede and patent 
pumps are being featured as are 
kid and patent combinations. 


Park-Brannock Store Opens 


The new store of Park-Brannock 
Stetson Shops, Ine. at 54 East 











E. W. Burt & Co., Inc., 32 West street, Boston, Mass., held their an- 
nual shoe style show March 10 to 18. The event was presented at the com- 
pany’s store which has windows facing two streets, West and Mason. A 
living model, Miss Mildred Farrar, demonstrated new style models in 


Ground Gripper shoes. 


Hundreds of women were attracted by the demonstration, which was 
arranged by Manager L. W. Hollis. A stage-like effect was arranged as a 
background. A third window was devoted to the display of models worn by 
Miss Farrar. She demonstrated at frequent intervals between the hours 


of 10:30 and 3:30. 


The demonstration had a good effect in announcing to the audiences 
that corrective shoes do not sacrifice their styleful lines to achieve com- 


fortable qualities. 
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No. 531—Patent, turn, 13/8 heel, width B, sizes 3% to 8. 
Widths C, D. Sines 246 to 9. Price. ..........2......ccccccccecessseees 

No, 532—Kid, same as No. 531. Price............... ee 
No. 3238—Tan calf, welt, same as No. 531. Price...........$4. 


YPICAL Martha Washington at- 
tractiveness and usual Martha 
Washington value! Stylish enough to 
be in demand—sensible and staple 
enough to be a safe investment for you. 
Ready for immediate shipment. Order 
for your Easter trade now. 


F. Mayer Boot and Shoe Co. 


Milwaukee 





artha Washington 


Dress and Comfort Shoes 
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Avenue, opened recently and is fea- 
turing men’s and women’s shoes at 
prices ranging from $8.50 to $14. 
Ernest R. Park, son of Ernest N. 
Park, former president of the New 
York State Retail Shoe Dealers’ 
Association, and senior member of 
the firm of Park-Brannock Co., of 
Syracuse, will be in charge of the 
new shop. Mr. Park was in town 
for the opening and to assist Ern- 
est, Jr., in getting the new store 
running. 


McCurdy’s Hold Style Show 

Jim Olmstead, manager of Mc- 
Curdy’s shoe department held an 
informal spring style show and it 
attracted hundreds of women to the 
shoe department. d 

In former years Mr. Olmstead 
has staged a very elaborate style 
show, with music, etc., but as this 
week marked the formal opening 
of the McCurdy store he decided 
that an informal style show which 
would not conflict with the plans of 
other departments would be advis- 
able. Miss Rochester, who repre- 





Factories Are Busier 


The gain in business re- 
ported by shoe factories con- 
tinues steadily on and the out- 
look for the spring season is 
the best in some years. There 
is nothing resembling a boom, 
but the orders are coming in 
steadily and re-orders are now 
being received on footwear 
shipped for early spring and 
as a result local manufactur- 
ers feel that steady business 
will be enjoyed for some time 
to come. 

New styles in “pretty foot- 
year” are meeting with the 
approval of the trade through- 
out the country, and the local 
factories are enjoying a good 
run of business which they 
expect to continue for many 
weeks. 











sented this city at the last Atlantic 
City pageant, modeled shoes. 


. 





Tan Calf and Patent 
Leaders in Baltimore 


BALTIMORE — The economic 
condition in the Baltimore district 
is sound with indications pointing 
to a good business period in all 
branches of industry. 

The Baltimore Association of 
Commerce makes the following 
report on shoes: “Owing to the 
bad showing of the first three- 
quarters of the year, the net re- 
sult for 1924 was from 15 per cent 
to 20 per cent below 1923. The 
prospects for 1925 are definitely 
favorable toward improvement. At 
the present time, Virginia, West 
Virginia and Pennsylvania seem 
to be good buyers. There is some 
significant additional increase 
throughout certain sections of the 
South.” 


Hutzler’s Changes 


Hutzler’s new shoe department 
which now occupies two-thirds of 
the entire third floor, is 100 by 50 
feet and can seat 200 people at 
the same time. There is a new 
$1,000.00 shoe shining stand. 
There are 16. new, open, clear 
glass cases standing four by nine 
feet. The beauty of the depart- 
ment is in its simplicity and clear 
view. Stock is kept to one side of 


the department in aisles. All re- 
serve stock is handled from mezza- 
nine floor above stock aisles. The 
children’s department has been 
enlarged and the distinct type of 
small armchair used gives it a 
very unusual appearance. Ralph 
Mendelsohn is buyer. 


Dubois Joins Goldenberg’s 


Benjamin Dubois, formerly with 
the Globe Shoe Market, Inc., Eu- 
taw street, is now assistant buyer 
and manager of the shoe depart- 
ment at Goldenberg’s, 25 W. Lex- 
ington street, which opened re- 
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cently. The department will han- 
dle women’s, misses’ and chil- 
dren’s shoes. Leo Eichberg is 
buyer. 


New Shoe Store 


Forsythe Shoe Corp. will open 
a shoe store at 214 W. Lexington 
street to sell women’s novelty 
shoes. . 


Webster Elected President 


The Shoe and Leather Board of 
Trade recently held its annual 
meeting and election of officers. 
Officers elected include: Thomas 
Webster, president; Joseph Nath- 
anson, vice-president; George P. 
Thomas, treasurer; Benjamin 
Nathanson, secretary; William A. 
Dixon, R. E. Tubman and Hyman 
Muskin, directors for two years. 





Style Leaders 

Brown kid pump with 
blond kid inlay at vamp and 
outside of quarter. The heel, 
blond kid Spanish 17/8; a 
blond kid strap buttons diag- 
onally. 

Patent iridescent 
pump, 17/8 spike heel. 

Black satin vamp and 
quarter with 13/8 Spanish 
heel. This pump has a two- 
button effect broad strap of 
moire satin. The moire satin 
runs from one side of shank 
to the other, giving a saddle 
effect. 

Tan calf and patent are 
still the best sellers in leath- 
ers and are to be found in 
almost any style. The leath- 
ers are also used in combina- 
tion with other materials. 
One shop reported good busi- 
ness in black suede opera 
pumps. : 


opera 














Atlanta Retail Ressinais 
Stimulated by Weather 


ATLANTA—Spring-like weather 
during early March resulted in a 
considerable increase in the sales of 
early spring footwear in the At- 
lanta stores, most of the larger 
merchants reporting their volume 
of business for the first ten days of 
the month to have run considerably 
better than the corresponding 
period last year. 


The report of the Federal Re- 
serve Bank of Atlanta indicates 
wholesale business holding to about 
the same basis as last year. 


Hendricks Manager 


The Davison-Paxon-Stokes Co. 
reports that James D. Hendricks 
has taken charge of the junior shoe 
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Men Take Pride in Wearing Them 


THE ARISTOCRAT OF AMERICAN SHOES 


OT for style alone but for all the qualities that a real last 
should possess, the Buckminster is easily the outstanding 
last of today. 


It is immediately available to dealers, being carried In Stock 
in tan and black high shoes and seven different patterns and 
leathers in oxfords. 


The Buckminster will bring you new customers and new 
friends as it appeals to men equally as well as to young men. 


38 Styles are Shown 
in our New Spring 
Catalog of Stock Shoes. 
Will be Sent on Request 


A. E. NETTLETON COMPANY 


Gentlemen’s' Fine Shoes Exclusively Since 1879 
H. W. COOK, President 


SYRACUSE, NEW YORK, U.S.A. 


The BUCKMINSTER 





Medium Shade 
of Tan Viking} 


Price $8.75 





When writing to advertisers please mention Boot anv Suor RecorpER 








ant 2h +t Ge Gk tte te A 


—_ sr 


-—_ aa @& bet Oo Oe 





[925 


IH! 


sy 














March 21, 1925 


department as manager. Mr. Hen- 
dricks has been in the shoe busi- 
ness for some years at Wilmington, 
N. C., and he is well known to the 
southeastern trade. 


Third Store Opens 


The Wilson-Clark Shoe Co., of 
Birmingham, Ala., announces the 


opening of a new retail shoe store 
at North Birmingham, the third 
shoe store this company now op- 
erates in that city. Sidney L. Nor- 
wood is manager. 


Standard Co. Organized 


T. T. Lucas, 1607 Elizabeth 
street, Charlotte, N. C., is head of a 
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new company recently organized 
and incorporated there under the 
name of the Standard Shoe Co., 
capital stock of the firm being given 
at $50,000. 





“How is the shoe business?” 
“It is very trying—off and on.” 
—Mass. Tech. Voo Doo. 





Shoemen of New York at recent annual meeting of Wholesale S 


HE thirteenth annual dinner 

of the Wholesale Shoe League 

was held at the Hote! Astor. 

The attendance at the dinner was 

very representative of the whole- 

sale shoe market, and a great many 
guests were also present. 


Frank §S. Flagg, head of the 
credit department of Morse & 
Rogers, was toastmaster, and was 
introduced into his office by Presi- 
dent Daniel T.. Merritt. As an ex- 
pression of their esteem, Mr. Mer- 
ritt presented Mr. Flagg, on behalf 
of the league, with a pigskin kit 
bag. 

The principal speaker was Hon. 
C. C. Dill, United. States Senator 
from Washington. 


Max Solomon, assistant district 
attorney of New York County, and 
head of the Commercial Frauds 
Bureau of the District Attorney’s 
office, was the next speaker, and 
devoted himself to the course of 
procedure in the prosecution of 


fraudulent debtors, and its simplifi- 
cation of a previous practice. 


David Seigel, assistant United 
States attorney from the Depart- 
ment of Justice, also interested 
especially in the commercial fraud 
activities of that department, gave 
an outline of the work done by his 
department where fraud cases come 
under the jurisdiction of the fed- 
eral courts. 


The dinner was preceded by a 
brief business meeting of the 
League, devoted largely to hearing 
the report of the secretary-treas- 
urer, Louis M. Taylor, who gave to 
the members of the organization 
a resume of the activities during 
the year. He showed the effective- 
ness of this body in keeping 
fraudulent deals and other exam- 
ples of commercial crookedness to 
a minimum in the shoe industry. It 
is for this purpose thatthe Shoe 
League primarily exists. 


In making his annual report, 


Annual Banquet of New York Wholesale League 











hoe League at Hotel Astor. 


Louis M. Taylor, secretary, pointed 
out that 79,000 inquiries on credit 
had been passed on by the bureau 
in 1924 and that co-operative ad- 
justments were made for members 
in 205 cases. Of these 113 were 
friendly settlements, the other 92 
being permitted to go through the 
bankruptcy courts after a decision 
that the best interests of creditors 
would be served by this method. 


In the 205 cases settled either by 
amicable adjustment.or by bank- 
ruptecy proceedings, a total of $1,- 
233,000 in liabilities was involved. 
The liabilities involved in the 
friendly settlements amounted to 
$515,000, while those in the bank- 
ruptcy cases amounted to $718,000. 
About two-thirds of the bankruptcy 
cases were prosecuted only after an 
amicable settlement out of court had 
been refused by creditors, Divi- 
dends to creditors in the*ftiendly 
adjustment cases averaged about 
50% cents on the dollar, according 
to Mr. Taylor’s report. 
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Of Rueping’s smooth gun metal 
calf on the comfortable Broad- 
way last——with grain leather 
ae ip quarter- 

lining. Sizes: gt 19433 
6% to 11; D, 5 to 11 $4. 


IN STOCK 
Ready for Immediate Shipment 


The styles pictured here are simply three of a number of advance 
Spring models that present the season’s most profitable opportunity. 
‘They show the newest trend in shoe making, and reflect the super 
quality that our 30 years’ experience can guarantee. 


Send for the new illustrated folder 
showing these new Spring profit-makers. 


Don’t let “broken stocks” cost you profitable business. Wire or mail 
your order and let our 24-hour service make your business pay. 


JOS. M. HERMAN SHOE Co. 
Boston and Millis 
Mass. 
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Whites, Patents, Satins 
Ordered from Lynn Houses 


LYNN — Manufacturers are 
finishing up Easter shoes, and are 
turning towards late spring, sum- 
mer and even early fall business. 
Belated orders for Easter shoes 
were refused last week, because of 
lack of time in which to make them 
up. Shipments from stock depart- 
ments are being made briskly. Eas- 
ter business, which was slow to 
start, will probably total up better 
than was expected. 

Styles show a normal and a 
healthful development. White shoes 
are selling better, as warfmer 
weather approaches. All white 
shoes of leather of the garden party 
type are favored. Some manufac- 
turers tell of an increased sale of 
patent leather shoes. 

Satins run right along, in blacks, 
blonds and other light shades. Tan 
shoes are favorites with many 
combinations of patent vamps and 
colored quarters continue to sell, 
and the same is true of tan vamps 
and colored quarters. Patent and 
satins are combined. Tan vamps and 
reptile grain quarters are chosen by 
many. There is some demand for 
gray shoes. 

Patterns, while many and varied, 
continue light and delicate in de- 
sign. Step-ins are apparently gain- 
ing again. Fancy stitched designs, 
embroidered effects, narrow collars 
with pinked edges, fancy braiding 
and like ornamentation all are at- 
tracting much attention among buy- 
ers. 

There is also going on a general 
grading up of quality and style of 
Lynn shoes. Buyers are showing a 
larger interest in better grades. 


For Pattern Designing 


Styles by the ton may come next. 
A Lynn firm has bought a car load 





Moire Kid Is New 


Moire kid is among the 
fashionable new leathers. It 
has a figure like that of moire 
ribbon. Some speak of moire 
ribbon as water grain ribbon. 
It has a ripple. This moire kid 
is made in colors. Just how it 
is done is a secret of the tan- 
ner’s art. The leather makes 
up into handsome shoes of the 
dressmaking sort. 











of pattern board. It is said that this 
is one of the largest shipments of 
the sort sent in to the North Shore 
district. It will be used for makifg 
patterns for shoes. Some wizard at 
figures may be able to reckon out 
how many thousands and thousands 
of styles may be made from this car 
of pattern board. But the average 
person will be content to say that 
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tons,of styles may be made, and let 
it go at that. 


Shoes Are Better Made 


Women wearing light and dainty 
shoes, are wearing better shoes 
than in days of stout staple shoes. 
So Lynners aver. Indeed, so well 
shod are smartly appareled women 
of today that they wear light and 
dainty shoes the winter through, 
and walk right by the doctor’s of- 
fice, even though the old folks say, 
“IT should think they would catch 
their death of colds.” 





Patent Leather Leader in 
Materials for Children’s Shoes 


‘ PHILADELPHIA—There is less 
activity in the shoe factories here 
than was expected. The trade was 
of the opinion that after the new 
year, the coming of warm weather, 
and the melting of the heavy snow 
and ice, business would improve con- 
siderably. Factories, however, state 
that business is coming in slowly. 
They are not getting the-volume of 
orders they expected and are run- 
ning their plants under capacity. 

One of the prominent factories 
here making growing girls’, misses’ 
and children’s shoes reports that it 
is booked up until May 1. It finds 
the dominant demand is for patent 
leather sandals with tan calf also 
popular. Combinations are not very 
active. According to this firm the 
patterns which are most frequently 
asked for are bows and various 
strap effects. This factory bought 
its raw materials considerably 
ahead, has not had to pay the recent 
advances, and has not had to make 
any increases in the prices asked 
for its footwear. 





Geuting’s Spring Offerings 

Among the spring patterns being 
featured by the Geuting stores are a 
buckle pump with concealed gore in 
patent leather, tan calf, blond satin, 
and black satin at $14, and a one- 
strap model with inlaid work of 
contrasting material or color in 
patent leather, tan calf, brown sa- 
tin, black suede, and gray suede at 
$16.50. 


Open New Department 


Dalsimer’s store on Market street 
at 12th recently opened a new low- 
priced downstairs department. Here 


shoes will be featured at the uni- 
form price of $4.95. Among the 
footwear being offered here are 
opera pumps, step-in pumps, strap 
pumps, gore pumps, and sports ox- 
fords in tan calf, blond satin, black 
suede, alligator trim, and patent 
colt. Men’s oxfords and high shoes 
were also offered at the same price. 


Wholesale Trade Dull 


Monroe Brothers and Company 
reports that the wholesale trade is 
rather quiet due to a seasonal lull. 
The situation is rendered still more 
apathetic by the fact that the retail 
trade is holding off because of the 
uncertainty about styles. Combina- 
tions enjoyed a slight run for a 
time but business in them did not 
equal predictions made about them 
and they have not dropped out of 
the demand. Tan calf sandals are 
selling as well as anything today. 
Towards Easter some demand for 
patent is expected. 


Six Regional Associations 

In a recent issue of the Shoe Tie, 
issued by the Pennsylvania Shoe Re- 
tailers’ Association, George M. Gar- 
man, president of the Middle At- 
lantic Shoe Retailers’ Association, 
makes a statement of the policy of 
the organization for 1925. It in- 
cludes the reintroduction of the bul- 
letins, giving the members first- 
hand information concerning state 
and local associations, a more defi- 
nite relationship between national, 
state, and local associations, and co- 
operation between the national as- 
sociations of shoe manufacturers 
and shoe travelers. Mr. Garman 
also suggests that the United States 
be divided into six regional dis- 
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Men’s Soft Tan Boarded Calf a Oxford 
as illustrated; Union Stamped Goodyear Welt; 
0. finely finished. B and C widths. Sizes 6 to 11. 





The SAND-BEACH 
BEAUTY attracts a 


man’s attention; sO Men’s Tan Side Sport Oxford as rat with $3 60 





broad toe, Plantation Rubber Crepe sole and heel ; 


do these new Ox- —- Welt sewed. C width. Sizes 6 to 11. 
fords! : 


They have snap, pep, 
dressiness and qual- 
ity. You can sell 
them quickly at a 
reai profit! 




















Men’s ag 2 _ Side semi- —- py as il- 
lustrated ; extension le; Union 
No. 353 — ‘Gobdyear “ Welt. C width. Sizes 6 to 11. $3. 50 


Our New Monthly 


FOOT-LIGHT 
Will help you to buy right! 


We are issuing every month a neat little magazine 
that contains the news about our latest styles 
In Stock and some timely articles of general in- 314-“Men’s Patent Leathe 
. a r Dress 
terest to retail shoe dealers. We will mail a copy Oxford with squared toe; tip; half rubber No. 152—Men’s Red Tan Side Dress Oxford 
te your store regularly; do you want it? nk Sages — Gaion ‘Stamp. 6 to with squared toe; tip; rubber heel. by 
11, C .. $3.50 | sewed. Sizes 6 to 11. D width $2. 


ALL THE ABOVE NUMBERS IN STOCK FOR IMMEDIATE DELIVERY 

















[= . Pty MARKET OF AMERICA 
t ruil Z fa ae —_. 
When writing to advertisers please mention Boot anv Snot Recorver 





ford 
Welt 
2.60 


LWW, 


March 21, 1925 


tricts and that six regional organi- 
zations be founded. He would hold 
only six annual conventions, thus 
saving manufacturers the du- 
plication of displays and cutting 
their expenses in half. This issue of 
the Shoe Tie also contains the pic- 
tures of Mr. Garman, Lee Reine- 
berg, past president, and of the At- 
lantic City style show. Letters from 
various directors of the organiza- 
tion are printed. The publication 
also contains much other news of 
interest to the members. 


Tan Calf Active 


John F. McIlvaine, of the John F. 
McIlvaine Co., reports that tan calf 
is the best selling material today. 
Next in order come patents, fol- 
lowed by satins. There is not much 
demand for combinations. Patterns 
for the most part consist of step-in 
models and various strap effects. 
This firm thinks that, while whites 
will be good, the best demand in 
this class of footwear will be for 
the piain whites either of fabric or 
kid. In.some quarters there is talk 
about combinations of black and 
white but this firm will buy only 
the untrimmed whites. Prices have 
not changed. Mr. McIlvaine says 
there may be a decline in prices in 
spite of the mounting costs of raw 
materials. Factories are so hungry 
for orders that concessions are very 
likely in the immediate future, Mr. 
McIlvaine states. 


Brooks Co. Very Busy 


The factory of the Brooks Shoe 
Manufacturing Company, manufac- 
turers of sport, gymnasium and 
ballet footwear, is being operated 
on a double shift from the opening 
hour until 10:30 P. M. 





Allow Employees to Buy 
Stock 


Little Rock, Ark.—Pfeifer Broth- 
ers department store and the 
Pfeifer Jewelry Company have filed 
with the Arkansas Railroad Com- 
mission, application to increase 
their common stock to $750,000. 
This increase was necessitated by 
the demands of the rapid growth of 
business. 

This stock will not be offered for 
public sale, but a portion thereof 
has been set aside by the corpora- 
tion to be sold to their executives 
and buyers on exceedingly favor- 
able terms. This liberal move has 
been occasioned by a desire on the 
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““Treasure Chest of 


Style,” an I. Miller 

idea featured in the 

New York City 
Store. 
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Only parts of shoes 
were shown during 
the first part of the 
display period. 
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- Protecting Style Creations 


New York, Nov. 18—The double 
purpose of preventing style pirat- 
ing and at the same time arousing 
the curiosity of the public was 
achieved by the “Treasure Chest of 
Style,” through which spring styles 
were presented in the display win- 
dow of the I. Miller store in West 
42nd street, New York. For one 
week the treasure chest was closed, 
the placard at the right reading 
“To avoid imitation I. Miller defers 
showing the new models in the win- 
dows. Special displays are made 


within the shops where sketching 
can be controlled. The visitor is as 
welcome as the customer.” 

The following week, the chest 
was opened and styles were actually 
shown. The placard then read, “The 
treasure chest of style is open, and 
before you are the slippers that the 
women of good taste and refinement 
will wear for spring.” 

The two displays attracted much 
attention and business at the spring 
opening, according to one executive 
of the store, was greatly stimulated. 





part of the corporation to allow 
their employees to share with them 
in the profits of their business so 


as to establish still further a feel- 
ing of loyalty and co-operation 
among their employees. 
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Houma & SHOES 


BROCKTON, MASS. 





all communications to the factory. 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U. S. A. 























Aim to Increase Interest in 
Local Buying 
Oak Park, IllL—A movement to 


’ stimulate interest in trading in the 


home town, a $3,000,000 national 
event, sponsored by 20 manufactur- 
ers and associations, has been 
launched. The Friedman = Shelby 
branch of the International Shoe 
Co., is one of the sponsors, “The 
Atlas Boost Your Town Trade at 
Home Campaign” is the name of 
the movement. The name is derived 
from the Atlas Educational Film 
Co. of this city, producers and dis- 
tributors of the campaign. 

The movement is designed to 
“sell” the home town to its citizens 
and is the result of a survey made 
by merchandising experts of na- 
tional advertisers among clients of 
this film company. It was deter- 
mined that the only way to promote 
business for the retail merchant 
was to promote local loyalty and 
community spirit. To curb the ever- 
growing tendency towards mail or- 
der and other “long distance” shop- 
ping, it was decided to start a 
movement which would educate the 
people to the value of trading in 
their own town. . 





Morse Stores Absorb 
Teddy’s 


Boston, Mass.—Teddy’s, one of 
the largest shoe stores in this city, 
specializing in $5 shoes for men, 
women and children, was recently 
absorbed by the Morse Shoe Stores. 
The store operated under the style 
Teddy’s for more than a year at 325 
and 327 Washington street. 

The Morse company in newspa- 
per advertisements announced its 
business code, some of the ideals 
following: 

To operate large-scale footwear 
department stores on the specialty 
chain store principle; to operate on 
quick sale and low price profit basis. 
Men’s shoes will sell at $5 and $6; 
women’s at $5 and $6. 





Fall Patterns 


Some firms are trying out new 
patterns for fall. In brief, these 
new patterns provide for a further 
development of oxfords and ties, in 
welts, and of step-ins in McKays, 
and, of course, some straps. Having 
delicate trimmings, these shoes are 
distinctively in the dressmaking 
class. 

It is believed that many mer- 
chants will book their fall orders 
earlier than usual. 
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SNAPPY SHOES 
FOR YOUNG MEN 
Up to the minute, Styles. Salling 
CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 


ton, 
Besten Office, 10 High St., Room 304 








BRIDGEWATER 











88-90 Reade St. New Youk 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











STOCK DEPT. 5 


APPY SNAPPY 
ACTION! STYLES! 
“‘They'’ve Got to be Stetson 
to be Snappy” 


THE STETSON SHOE CO., Ine. \ 














*. 


Richardson Shoe Co. 
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B 
Soft-Sole Leather 
udoirsand Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 


The Quality 
Pullman Slipper 
RED BLACK TAN 











SWAN SHOE CO. Baltimore, Md 











Satin, Felt and Leather 
Seft-Sele SLIPPERS 
fer the Entire Family 

No. 7300 Satin in these 


colors American Beauty 
Copen Blue, as Rose, 
Lavender, B. Blue, 





NEW ECL ARDS MON co. 
WESTBORO, MASS. _ 


PARISTYLE FOOTWEAR MFA, 60., INC. 
St. 


41-45 Washington Ave., Brookl 
Chicage Office, Security Bids., 189 W. 


HIGH GRADE MULES and D’ORSAYS 
Made of i i 























Shoe G,,,, 


BOyY’s FINE SHOES 
Rockland, Mass., U. &. A. 


IN STOCK MADE TO ORDER 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Meier Co. Specializing 

St. Louis, Mo.—John Meier 
Shoe Co. announces that in its 
men’s factory it will concentrate on 
“The Doctor Shoe” exclusively and 
has discontinued all other men’s 
welt shoe production. They state 
that the demand for “The Doctor 
Shoe” has grown to such propor- 
tions that lack of available factory 
space makes this necessary. 

Adam Feist, who has been as- 
sociated with John Meier Shoe Co. 
for many years, has been made 
manager of the Men’s Factory and 
will be in full charge of the pro- 
duction of “The Doctor Shoe.” This 
changé will in no way interfere with 
the production of the Meier Maid 
line of women’s novelty McKays. 
The women’s factory is entirely 
separate from the men’s. 





New Orleans Merchants 
Meet 


New Orleans, La.—At a recent 
meeting of the shoe division of the 
retail shoe merchants’ division of 
the New Orleans Association of 
Commerce, Everit B. Terhune, 
treasurer and general manager of 
the Recorder, spoke on modern 
retail merchandising conditions 
and the necessity of co-operation 
for the mutual advantage of all. 

Edward H. Wild presided at the 
meeting. N. E. Jacobs, prominent 
in the National Shoe Retailers’ 
Association, of the Walk-Over 
store, spoke. 





Drake & Co. Back in Former 
Quarters 


Brooklyn, N. Y.—Bert E. Drake 
& Company, women’s shoe manufac- 
turers of Brooklyn, who have been 
located on 33rd street for some time, 
are back again in their old quarters, 


‘corner Park and Clinton avenues, 


Brooklyn. The Drake Company is 
making turns exclusively. R. Cohen 
is the head member of the firm and 
has charge of the factory produc- 
tion. Henry Phillips is in charge 
of the sales end of the business. 


New Shoe Stores 


William Koff, Belle Plaine, Iowa. 

Hack’s Orthopedic Footwear, 
Stroh Building, 28 Adams avenue, 
West, Detroit, Mich. 

The Lubin Shop, 1939 Farmer 
street, Detroit, Mich. 

Forsythe Shoe Corp., 214 Lex- 
ington street, Baltimore, Md. 

Wilson-Clark, North Birming- 
ham, Ala. 











err B102 ‘an. Glazed 


8-11 11%-2 2%-i 
$1.30 ve rw 
SCHWARTZ & HERDER 


241 We. 1th Strest “<< Philadelphia: Pan 











__325 W. Monroe St. 


AND 
SOFT — 


In Stock 

Send for Price List 
WILLIAM 

SUMNER SMITH 


HARD Suara ys 








MANHATTAN FINDINGS CO. 


WHOLESALE SHOE STORE SUPPLIES 
107 Duane St., N. Y. 
BENCH MADE my — SLIPPERS 
ilds’ ; -$1.1 $1.20 

















SHOE FINDING ° 
147 Duane St., New Yo. yo 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 


edny Shoes No. 116 
24% to7....... $1.00 
Ballets No. 700 
6% toll...... 1.25 
114 to2...... 1.30 
2% to8....... 1.35 
Men's Leather House 
Slippers In Stock 











Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 








QUALITY BALLETS— ,;'%,, 

Seft Tee le Toe 
6/it $8.5 hs 
MO as ir — i 





(Se extra Samples ia 
Alse Men's and Women’s Slippers of every pom atl 
METROPOLITAN SLIPPER CO. 





134 W. Bway, near Duane St. New York 
“IN STOCK BLACK KID BALLET] 
SLIPPERS” 


Ours Stand the Strain 
6to8 W%tod 2% tos 
$1.20 abso 4% 


THE KAY JAY SHOE CO, 
Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 











; 
4 
Me 
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Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 183 Essex Street 








‘Bonita Shoe & Baby 


TURNS and SOFT SOLES 


In Stock 


Send /tr Cate 


ALH.MartinG@ 


Mekew ROCHESTER NY 

















America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











Many dependable and 
profitable eye consta nt- 
ty Io Beock. Send for latest price list. 


&. K. GARDINER CO., PITTSFIELD, N. H. 








Where to Buy 
Wanted Styles 


extra Editorial Service to 


asking. Write and tell 
you would like to know. 








Building Shoe Dressing Fac- 
tory in Los Angeles 

The purchase of a factory site 
in the central manufacturing dis- 
trict of Los Angeles, where a Class 
“A” building especially designed 
for the manufacture of shoe dress- 
ings and cleaning fluids is under 
construction now, has been an- 
nounced by A. V. Shotwell, presi- 
dent and general manager of the A. 
V. Shotwell Corporation. 

The A. V. Shotwell Corporation 
has had an interesting growth. It 
started in 1917 in a very small 
storeroom on a Los Angeles side 
street in the manufacture of a pat- 
ented liquid shoe dressing and 
rapidly expanded to the limits of 
the original site and the building 
now under way became necessary. 

This business was incorporated 
recently for $500,000 under the 
name of A. V. Shotwell Corpora- 
tion, with A. V. Shotwell as presi- 
dent and general manager, and J. 
H. Serr as treasurer. 





Sterr & Moody Take More 
Space 
Lynn, Mass.—Sterr & Moody, 
manufacturers of shoe patterns, of 
which William Sterr and Herbert 
T. Moody are members, recently 
leased 3000 square feet in a build- 
ing at 463 Union street. Mr. Sterr 
is style man and Mr. Moody has 
charge of production. 





Prices of Soles 


Sole leather is 25 to 30 per cent 
higher than a year ago, according 
to tanners thereof. A sole cutter 
comments that prices of cut soles 
have not advanced to be on par 
with sole leather. He says that his 
leather is now priced at 46 cents a 
pound, but that he is selling soles 
on a basis of 40 cent leather. 





Herman Wilhelm to Europe 

New York, N. Y.—Herman Wil- 
helm, president of the Novelty Slip- 
per Company, 121 W 19th Street, 
will sail for Europe on March 28 
on the Reliance. He is planning to 
visit France, Germany, Austria and 
Italy, making a combination busi- 
ness and pleasure trip. 





50th Anniversary 
New York, N. Y.—Richard 
Seckles, a partner in the firm of 
Salomon & Phillips, leather mer- 
chants, recently observed the 50th 
anniversary of his entrance into 
business. 
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T. W. GODSO! F. B. JON 
w.G. JONALD, Vice- = _ 


F. E. JONES ‘CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 











COATED GEM DUCK 
ADHESIVE te Aegucry nl CLOTH 





orhte tides 


Russell ManufacturingCo. 
Middletown 





The One 
Waterproot 
Teather Tha 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seath St., Besten, Mass. 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 














EMIL RUBLACK 
Maker of Artistic 
PRICE TICKETS 


Shoe trade specialty 
ee Bye FA men | 


Established 1903 
140-142 WEST prespwar 
No. 400 $3 per 100 NEW YORK, N.Y. 


Actual Size 1 7-8” x2" 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of yey so that he who 
runs — pages may read | 
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Got Good Results with This 




















Ss. 
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- SS »  OUALITY SHOE eden dng 
ES KS) ** ba Pat enemy 

1. AC é 109 KINGSTON ST ST. 























7540 


161 
P61 > Rt \7541 4: 

















MULTIGRAPH PLATES 


COMPLETE SERVICE 
Engra: Signature Cuts, Rule Forms, 
Composition, and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 











| TOLMAN PRINT. INC. |' 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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Letter 


The men’s shoe trade was rather 
slow with Turner Jones of Val- 
dosta, down in Georgia. He had 
some good numbers that he knew 
were priced right, but he was not 
making any killing with them. A 
traveling man convinced him that 
he needed a couple of new lasts to 
“pep up” his lines. A sizable first 
order was sold out in 30 days, 
which is pretty good selling for a 
town of 12,000 people. 

They were good, swaggery shoes, 
but did not sell themselves. Turner 
Jones does not do things half way. 
A personal letter was sent to all the 
young fellows that live within fifty 
miles of the store, then a good ad- 
vertisement appeared in the local 
paper. Of course the men’s window 
had only these shoes shown with a 
sign saying: 

“The Scoop, the season’s latest, in 
two patterns—two colors, two lasts, 
two styles—one price, $7.00.” 

Here’s the way they talk about 
things down in Georgia. The form 
letter just lets you know spring is 
here: 

“Coincident with the first buds 
and blossoms of springtime—na- 
ture clothing itself for the coming 
year— there come along the new 
style creations for the young man 
to don and go forth in a new year. 

“The ‘Scoop,’ style’s newest in- 
terpretation, has just arrived, and 
it is going big. It comes in two pat- 
terns, two colors, two lasts, and 
ONE PRICE, $7.00. 

“We extend to you a hearty wel- 
come to come and get fitted while 
sizes are good.” 





New Store at Seymour, 
Texas 


Seymour, Texas—Horace Taylor 
and Willie Nichols, Jr., are propri- 
etors of a new shoe store here, the 
style of which is “Our Shoe Store.” 
It is a family store. Both of the 
proprietors are very experienced, 
The firm sent out 3,500 letters an- 
nouncing its opening. 


Harry M. Albright Dead 


Reading, Pa.—Harry M. Al- 
bright, a member of the firm of 
Albright-Stanley Shoe Manufac- 
turing Co., also of the Willits 
Shoe Co., of Halifax, Pa., was 
killed recently when struck by an 
automobile near Hershey, Pa. The 
operator of the car which struck 
Mr. Albright was unknown, as he 
did not stop after the accident. 











J. R. BEATON COMPANY, Ine. 


831 FOURTH AVE., NEW YORK 


CHICAGO a 














Beige, Tan and Brown Lead 
Hosiery Shades 

Almost as important as the shoe, 
is the hosiery with which it is 
worn, says the Dry Goods Econo- 
mist. Apparently the black stocking 
is not enjoying the vogue hoped for 
it, since women who are not likely 
to wear the light beige colored and 
gray shades of hosiery, select gun- 
metal and a new dark shade called 
cannon. However, with the major- 
ity, the beige, tan and brown 
shades lead. With the black shoe, 
rose beige and tortoise are favored 
colors. With the new calfskin shoes 
for street wear, light tans are also 
worn as well as matching shades. 
In fact, all the shades running 
through from the heretofore men- 
tioned tortoise to Marilla, a shade 
which finds wide demand, are good. 

Mauve is favored for wear with 
evening slippers and a lovely rose 
beige shade called tea rose is an- 
other used to some extent. Flesh 
and blush pink are others worthy 
of mention. 

The first. blush of morning has 
been taken from the sky for a de- 
cidedly new and good-looking shade 
which has been justly named 
Aurora. All the pastel shades come 
to match the delicately tinted satin, 
kid, metallic leather and doeskin 
slippers. 


Hand-Painted Hosiery for 
the Exclusive 

A hand-painted motif placed well 
below the knee is a new conceit in 
silk hosiery. The painting is done in 
a crystal color effect which is said 
to launder satisfactorily. Twelve 
designs are offered, including the 
daisy, rose, pansy, butterfly, and 
swan. Some of them are placed over 
the instep instead of below the 
knee. This novelty is priced at $42 
a dozen, comes in a general line of 
light colors. and white, and is de- 
veloped on a medium weight stock- 
Ing, 
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The Season’s Best Sellers 
are always Wesson Styles 
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No. 517—Patent Vamp, Gray Kid Quar- 
ter, 15/8 Full Breasted Spike Heel. $3.85 


No. 518—Patent Vamp Blond Kid Quar- 
ter, 15/8 Full Breasted Spike Heel..$3.85 


No. A-518—All Patent, 15/8 Full 
Breasted Spike Heel 


Also made on No. 20 French Toe— 
16/8 Spike Heel. 


Widths—A, B, C, D. 











Pactor A. E. WESSEL & SONS 


222-24-26 Liberty St. 
Better Grade McKays 


Camden, N. J. 
BRANCH OFFICES 


New York City Chicago 
at i> Bite. 500 No. American Bldg. 
Murray Klein R. B. Nicholl 


San Francisco 
407 Pacific Bidg. 
Sidney Rule 


105 Decatur St. 
J. Milton Boze 








TRACE MARK REG. Y 6. PAT. OF FICE 


Win the Kiddies! 


A Genuine Moccasin for Playtime 
Increase your children’s sales, and at the same 
time build good will among the parents. Made on 





snug, yet comfortable fitting lasts that allow muscles 
and toes to exercise and develop properly. They 
“stand the gaff” because only best materials are 


used. Samples gladly sent on approval. 


Style 3752—Brown Elk. 
Style 3754—Smoked Elk. 
Child’s 8%%-11.......... $2. 4 
Youths’ 114%4- 2 2 
© ststoti™ 
Style 3852—Brown Elk. 
Style 3854—Smoked Elk. 
Child’s 8 ay Tae 2.25 | 
Youths’ 11 
B and Dwi witha 
IN STOC 


Two of many styles 
carried In Stock. 
May we send you 
our new price list? 


Berkshire Moccasin Co. *°Mass” 


We have as attractive proposition high- ‘side 
e ve - -- ap gh e igi ome 





We have made shoe ribbons and ribbon bows 

for the shoe manufacturing trade for thirty 

years. We are equipped for prompt delivery. 
Write for prices and samples. 


COLUMBIA RIBBON CoO. 
Paterson : : ; : : N. J. 











Fine Calf Leathers 
Manufaeturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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ACTS SPEAK FOR THEMSELVES — 
sO we point to the significance of the in- 
sistent demand for our 


QUAKER BROWN 


Color 22 


which has obliged us to "practically concen- 


SD fete 
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eo ar/a* 
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trate our whole production upon this color 
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«Made in Black 
And the Following Standard (lors 


Color 17 HAVANA BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 20 WHITE 


SAI a a aan y AN EAN tt VD 
~ Dyas ratyy,; Ks eS A «/) Yar 
PAST SS) =a AQ Ke ASF SS =< UF 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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Profit by the Growing Demand 
for USKIDE 
Soled Shoes 


Show Your 
Customers 
this Mark of 
Genuine USKIDE 


IDE awake shoe dealers have seen 
it coming! 

Every year more of their customers 
have asked for shoes soled with USKIDE 
—the wonder sole for wear. 

And nowtheysee the unmistakable signs 
of the greatest-ever season for USKIDE. 


Greatest because proof of USKIDE 
quality, USKIDE comfort and USKIDE 
wear is widely established. 

Greatest because USKIDE advertising is 
making people look for the shoe dealer who 
is featuring shoes with USKIDE Soles. 

Again this year dealers will feel the effect Serve your customers with a heel that is a fit 
of a forceful advertising campaign. companion for USKIDE Soles. 

Papers in more than 4,000 small towns, and “U.S.” Spring-Step Rubber Heels are'made 
in 41 important trade centers will bring home of Sprayed Rubber—the purest, toughest, 
the advantages of USKIDE. And in 40 other most uniform rubber known. 
towns, direct-to-consumer methods of adver- 
tising will be used. . 

Profit by this great USKIDE popularity and United States Rubber Company 
USKIDE publicity. 1790 Broadway New York 

And remember—people will demand genuine Oth teed Ratan is cnr Gelbintnn Dieta 
USKIDE. Be sure you can show them the name Boston Chicago NewOrleans NewYork St.Louis 
USKIDE embossed on the soles of your shoes. Pittsburgh Pocztland, Ore. Los Angeles San Francisco 


| USKIDE Soles 


(ST 
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quick deliveries. 
stocks in your own store. 


Let “Twin Scouts’’ Help You Do Busi- 
ness on a Small Stock. Quickly Renewa- 
Small Investment. Freedom from 
profit eating odd numbers or broken lines. 


CS... 


























eee 
Set 
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Distributors 
at Central Points 
Convenient to 


Every Dealer. 











MILWAUKEE 








“Twin Scouts” 
Shoes for Children 


are built in a standardized factory 
of standardized materials, always 
the same, and are sold through 
a standardized selling system. 


Sold Only Through Wholesale Distributors: 


Stocks always near at hand to give you 
No need to carry large 





WELLAUER-NOLL SHOE MFG. CO. 


% 












Ask Us to 
Have 
Samples 
Sent You. 








WISCONSIN 
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Economy 


Economy is not so much a matter of dollars 
and cents as it is of weeks and months. 


Murphy Work Shoes deliver an astonishing 
amount of wear per dollar. Heavy shoe buyers 
are as exacting in their requirements as they 
are quick to recognize a good value. 


Moccasin Blucher 


Cut from Full Chrome 
Tanned Chocolate Elk, Ko- 
rite Wa roofed Upper, 
Heavy Usk Sole, Bellows 


to'Hes!, Munson Lat Ste = Je LD. MURPHY SHOE CO. 
Ne ia. Mont Oxior ess | NATICK, MASS. 
Hiker Last. Sizes 2% to 6 


Know Them 














HOMO OU OM OCOE: 





ASK YOURSELF 
THESE QUESTIONS 


Have You Seen If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 
Our New What is the evidence of READER 
INTEREST? 
Is the paper essential to its field? 
Is reader interest proved by volun- 
Catalog ? tary paid subscriptions? 
Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 
(Twelve Thousand “Boot and 
A de luxe edition with illustrations and price list, from Shoe Recorder’ paid subscrib- 
a hae dees at ae ee ae pind “ie ers are audited by “4 Audit 
pictures of several new stores we have recently outfitted. Bureau of Circulation. 
pte Whics tite 0s Gees hemmscts Woo saat py ot Is the character of the paper veri- 


of catering to the shoe trade. fied by the Associated Business 


Be sure to send for your Catalog! Papers, Inc.? 
(The character of the “Boot and 


4 O Shoe Recorder” is verified by 
EFISCHMAN . the Associated Business Papers, 
Inc., of which it is a member 

229-239 West 36th Street - - New York publication.) 
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“ELKO” 


A Quality Shoe Leather for Quantity Pro- 


duction, ‘““ELKO”’ resembles in feel and 
pliable texture a Fine Calf Leather. Ideal for 
Quality Sport Footwear and for Children’s 
Shoes in all grades. Ask us to send you 
cuttings of “ELKO” and ask your shoe 
manufacturer to show you “ELKO” in 


finished shoes. 


NORTHWESTERN LEATHER CO. TRUST 
14 SOUTH STREET, BOSTON, MASS.., U. S. A. 


Sales Agencies: Sales Agencies: 
NEW YORK MILWAUKEE 
J. S. MUIR A. R. MUELLER COMPANY 
27 Spruce St. 258 Fourth St. 


ST. LOUIS SAN FRANCISCO 


E. C. MUELLER & COMPANY A. J. & J. R. COOK 
4064 West Pine Boulevard 743 Mission Street 
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45M6-4UT 
QUALITY 


Men’s Leather Slippers 
and 


Ladies’ Novelty Boudoirs 


Men’s Kid Slipper 
In Black and Red 


The two principal selling items in 
the slipper industry today. We 
make a specialty of both lines in a 
variety of patterns that are styled 
right, and built with custom-made 
care of the finest materials. 


Ladies’ Satin Boudoir 


Novelty Slipper Co. 


121-131 W. 19th Street New York, N. Y. 


‘Slippers of the Better Kind” 










March 



























IT HAS GONE OVER BIG 


The Dal&® Pump Hold 


Is The Shoe Dealer’s Best Selling Novelty Today 





The “Dalco” designers 
were first to introduce this 
novelty. Sales from the 
start indicate how the 
women like it. It’s a won- 
derful seller. The “Dalco” 
pump hold is made in 
many patterns. Wonderful 
opportunity for choice. 
Slips on over the shoe at 
the instep. Cannot come 
off or twist about. Selec- 
tions from our line will 
retail from $1 to $2 per 
pair. 


Pattern f 
No. 4643 fo ornaments has 















































Dalco Pump Hold dozen pair. 
Tied Ribbon Bow 
Effect. 











WRITE FOR AN ASSORTED DOZEN—NOW 
Price $6 to $12 a dozen pair 


Dalrymple-Dudley Co. - - - Haverhill, Mass. 


Manufacturers of the Dalco Line of Shoe Ornaments 


The “Dalco” line of shoe 


been recognized as the 
best seller. It embraces 
thousands of patterns of 
shoe ornaments in metal, 
ribbon, leather. See 
“Daleo” Rhinestone Clasp 
ornaments, “Dalco” rib- 
bon tie bows, “Dalco” at- 
tractive line of side ro- 
settes of ribbon or leather, 
priced from $3 to $12 a 
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DARBROOK 


ip) ARBROOK Shoe Satins, especially 





























| 


i # d made for shoes, with a conscious- 
X49 ness of the peculiar requirements 
——— ofa satisfactory shoe fabric, evince 
the same painstaking skill and care in 
weaving that distinguish all Darbrook 


Silks. 



























Darbrook silks, nationally advertised in 
the leading fashion magazines to seven 
and a half million readers, are recognized 
as Silks of Character and Quality. 







Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 












Represented by 











W. A. Gallup T. F. Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 




















SHOE SATINS | 
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SLIP-ON RIBBON BOWS! 


Made with elastic band under- 
neath to slip over the strap. 








Two dozen pairs in each 
box. Each pair in a 
glassine envelope. 


Order Our Own Two Dozen 
Assortment No. 15 in Counter 
Sales Box, Containing the Most 
Wanted Styles and Colors in 
34-inch Bows. 


= Grosgrain or Satin Ribbon by the roll. 
in all popular shoe colors. 














The Attractive Counter Box That Makes Sales. 


OWL SPECIALTY CO. Haledon, N. J. 


ESTABLISHED 1907 








GOOD YEAR 


Yaa TURN or STITCHDOWN aie 


Complete run of sizes from 
nfants’ to Misses’ 


-, You will find in these child- 
ren’s shoes, honest, Pennsylvania 
Merit—and a value that shows 
prices fifteen cents under the market. 
Some Desirable Territory Open for Salesmen 
This is the kind of a stitchdown we 


One example of w a real turn can 
_ Serwiay st ripest REIDER SHOE MFG. CO. site to fer 
2 WEEKS DELIVERY schuylkill Haven - - - Penna. SEND FOR PRICES 














BX GREELEY BOUDOIRS 3% 


sell steadily in the coun- 

try’s best shoe stores. The 

line represents exceptional 

value and invari- 

ably repeats where 

once introduced. In 

stock, black and werruarend 
IN colors. Leather and 7 
STOCK rubber heels. 

36 pr. cases At Once Deliveries 

If your jebber ean not supply you, write me 


A. w. GREELEY 


312 Duncan . = + + Haverhill, Mass. kK 


When writing to advertisers please mention Boot anv Suox Reconszs 
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Tack Cutting 
Nippers 


Four thoroughly dependable 
nippers for tack cutting are G/C, 
Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
isfactorily its specific purpose. 

_ The GA Tack Cutting Nipper, 

» which is probably the most gen- 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound 
cofistruction. 


BERNARD 


These nippers are made for cut- 
ting tacks only. There are other 
nippers in the G/F line suitable 
for heel nails and the like. 


9999099005000 0 09D ODIO IOOHOIOIOIOHIOSIHOHIGSHleS 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


Haverhill, Mass. 145 Essex Milwaukee, Wis. 258 Fourth 


Philadelphia, Pa. 221 North 13th 
Rochester, N.Y. 130 Mill 

St. Louis, Mo. 1423 Olive 

San Francisco, Cal. 859 Mission 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i ONS WANTED — F word for each insertion. 
Th saad rates for space less than one-eighth page per ‘our ow es "Want 


word for each 
7 times 13 times 26 times 52 times 
$4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





GALESMEN, live wires well acquainted with 

ent store, large shoe store buyers, 
to handle side line popular-priced felt, quilted 
satin, boudoir slippers. Wonderful opportunity 
for hustlers. Good commission. Address B 361, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


E are working on our sales organization 

for fall. Our new line will be ready on 
April llth. Our roduction will warrant 
utting on ten additional salesmen. We pre- 
ler salesmen who work their territory close 
and have established trade. First letter terri- 
tory covered in detail, present connection, 
amount of shipments, etc. Confidential. E. J. 
Ramsey Co., 347 Rider Ave., New York, N. Y. 








WANTED—Salesman to assist in designing 
women’s turn novelties and to cover larger 
cities. Must be acquainted with volume buyers. 
Give references and names of at least two 
manufacturers you have represented. Address 
B-362, care Boot and Shoe Recorder, 207 South 
St., Boston, . 





IN strictly salary basis—experienced sales- 
man to sell high-grade tennis to jobbing 
trade. Address B-363, care Boot and Shoe Re- 
, 207 South St., Boston, Mass., giving 
experience and salary expected. 





ALESMEN WANTED to sell, in connection 

with line now handling, 1/5 First Steps 
and 2/11 Stitchdowns; popular priced, quality 
shoes; fifty styles in stock. New York, Con- 
necticut, Michigan, Ohio, Indiana, Texas, 
Louisiana, Alabama, Maryland, Philadelphia, 
and other good territory open. 7 per cent com- 
mission. Give full particulars. Maize Shoe 
Company, 420 St. Paul St., Rochester, N. Y. 





ALESMAN to carry nationally-known line 

of Turn Boudoirs with leather soles, in 
colored leathers and quilted satins; also Ballet 
Slippers, soft and hard toes; side line. Address 
B-364, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





they have the abilit 
sults. In your first letter tell us how long in 
territory and amount of sales. Maryland Shoe 
Mfg. Co., Hagerstown, Md. 


IDE LINE CHILDREN’S TURNS—We want 
men for New Jersey, Michigan, Indiana 
Wisconsin, Alabama, 
Louisiana 

















MANAGER OF SHOE DEPARTMENTS 


Buyer and merchandiser is available for store doing « big business, and needing thorough 
and competent shee man. Has wide experience, high ideals of service, and has managed 
an organization of six departments doing a million-dollar business. Address B 369, care 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 








GHOE BUYER with big department store ex- 
perience can show that he is deserving and 
competent to handle a big job. Reason for 
changing is the determination to go forward. 
Will not consider a small town —— Ad- 
dress B-366, care Boot and Shoe order, 207 
South St., Boston, Mass. 


MANAGER. assistant buyer, window trim- 
mer, A-1 T.O. man, real business go-get- 
ter, aggressive, good personality, neat dresser, 
and an organizer, desires to make change. Ad- 
dress K-763, care Boot and Shoe Recorder, 
127 Duane St., New York. 


POSITION WANTED—High-grade shoe man 
wishes to make a change to a bigger and 
better store, can do the buying, first-class 
merchandise man, 30 years old, single, 12 

Al ee Write me. 











OSITION WANTED—I want a real job. 

One hundred and forty-five pounds of pep, 
punch and personality is for sale to anyone 
nm need of a Buyer and Manager of a shoe 
store or shoe 


business, I’ve got it. Thoroughly acquainted 
with markets and volume buying power. Ad- 
dress B-368, Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 


Y OUNG MAN, thirty-two years of age, five 
years road experience, five years buyer, de- 
sires position as buyer in men’s depart- 
ment, or representing line of men’s shoes for 
any territory. Irving Cohen, 4618 Kenmore 
Ave., Chicago, Ill. 








SALESMEN WANTED 


WANTED—Salesman to carry as a side line 

a snappy line of Men’s, Boys’ and 

Gent’s welts to retail for $5. Address: Mr. 
i Daly Bros. Shoe Co., Inc., Brookfield, 








MANAGER WANTED 








SALES MANAGER 


SITION WANTEDShoe buyer, mana- 

ger, window decorator and advertiser. I can 
handle one or all of these; know a shoe store 
from A to Z; 25 years’ experience, right up- 
to-the-minute, very tasty in style; can give 
all kinds of references; will meet you face to 
face; prefer Florida or California, would ac- 
cept other States. Address care Boot 
and Shoe Recorder, 207 South Street, Boston, 





BUSINESS OPPORTUNITY 





ALESMAN—Partner wanted to invest lim- 

ited amount in established leather novelty 

slipper manufacturing business in Jersey City 
or will sell out. Small factory, but w 

lighted, and latest machinery. Excellent pros- 

Write for details to Box K-762, care 

: and Shoe Recorder, 127 Duane St., New 

















ve you a 

New York office to look after your inter- 
ests and offer your products to the Department 
and Chain Stores and Jobbers? If not, we 
t on commission basis. NO 

ED. Address K-764, care Boot 

and Shoe Recorder, 127 Duane St., New York. 
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LINE WANTED 





FOR SALE 


WANTED TO PURCHASE 





ALESMAN having covered New York State, 
S Northern New Jersey and Eastern Penn- 
sylvania, would like line of boys’, misses’ and 
children’s, or popular-priced men’s line. Have 

ce over this territory 
ing shoe houses of the 
East. Address K-765, care Boot and 
corder, 127 Duane St., New York. 





TO LEASE 


T° LEASE desirable second floor space for 
women’s medium-grade shoes, in one of 
Ohio’s most successful department stores. Col- 
lege town, 1000 girls attending, city of 10.088, 
drawing of 40,000 people. not reply wu 

you are willing to stand back of every A. - of 
shoes sold, and we request that you give good 
values. This is an unusual —— if 

are right. Address B-374, care and 
Recorder, 207 South St., Boston, 





Fort SALE—Long lease, thriving prosper- 

ous shoe business, best location in New 

Exceptional oppor- 

° and Shoe Re- 
corder, 127 Duane St., New York. 


For SALE—Family shoe store with a line 
of men’s furnishings; just the place for 
man and wife. Owner going South will sacri- 
fice. about 10,000 population. A 

= 5 now, 122 Hawley Street, Bingham- 








BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprieter 
61@ Broad 6 Brooklyn 
Phone Stans 1787 








A well-established, good-paying, 
direct-to-the-consumer. shoe 
business. For further particulars 
apply to B-372, care Boot and 
Shoe Recorder, 127 Duane St., 
New York, N. Y. 


HIGHEST CASH PRICES PAID 











TO LET 


GHOE, DEPARTMENT TO LET—A large 

Men's eas Store will sublet a space 
for a special shoe that will sell at one or two 
prices—excellent location in one of the 
city’s in New England. Address B-375, care 
Boot and Shoe Recorder, 207 South St., Bow 
ton, 








FOR RENT 








The Most Desirable 


Corner in the Bos- 
ton Shoe District 


Suitable for offices, sample 
rooms and storage, has 
space for rent. Located at 
the corner of Lincoln and 
Essex, second floor, en- 
trance at 72 Lincoln St. 
Will be arranged and di- 
vided to suit tenants. 
Apply 


Commonwealth 
Shoe & Leather Company 


72 Lincoln Street, Boston 

















FOR SALE 
BUILDING 


Four Story and Basement, built 560x100 
—Sprinkler System—Freight Elevator— 
Equipped to make Ladies’ Turn Shoes 
—Williamsburg Section of Brooklyn— 
Convenient Transit Facilities. Little 
Cash required. Will lease for a period of 
years. Address~ B-373, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 


818-317 Church St.—New York, N. Y. 
Telephone Canal 0856 

















CASH PAID. 


shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 


591 Broadway, Ne coy 
Phone Spring bico-sielesi 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING TI 
se AY, ee 


WILL 
BUY 








CASH PAID 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New Yerk, N. Y. 
Phene 1443 




















MISCELLANEOUS 





Small or large quantities of factory 
returned worn shoes, in men’s, women’s 
and children’s shoes and low cuts. An- 
swer, stating kind, quantity and price, 
te I. Geodman, Rautherfordton, N. C. 

















FOR SALE 





MISCELLANEOUS 





ELL established fam Sumas stne steve, Sor cole, 


Li 
tached. Np” 542 Bergenline Ave., West New 


York, 





FOr a up-to-date shoe stock. 





OR SALE—Medium- 

Dayton, Ohio, Cen location ; room nine- 
pene by —y~ * with or without oy Ad- 

vantageous Address 


B-370, Boot 
and "Baee Uecerder, S07 South Oi.’ Daten 





F i SALE—A splendid_shoe business in In- 


— bre Mg Established 50 years. 


Will talk terms. Address 
Barr care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ATTRACTIVE 
SHOE c ARTONS 


LABELS 


n xciusive Sno 
PRICE-SERVICE-OUALITY 
THAT SATISFY 


— 


USI 
rs EXC) 
P » LEXINGTON aN 
BROOKLYN N.Y 





Made Only of Wood 


for all lines 


IMMEDIATE 


SHIPMENTS 
Send for Catalog 


THe Oscar OnKen Co. 
611 Ww. FOURTH ST. 
pretense ate o. 

jo not make 
Herel Fixtures or Show Cases 

















112 


Federal Reserve Report for 
New York 


New York—The tendency of the 
department stores to do an increas- 
ingly larger share of the retail shoe 
business is well illustrated by the 
figures on January trade just pub- 
lished by the Federal Reserve Bank 
of New York. For several months 
the gain in sales of shoes in de- 
partment stores over the corre- 
sponding month of the previous 
years has been larger than the 





The Successful 
Salesman 


From the Weekly Shoe Sales 
Bulletin. Compiled by C. A. 
Dickens 


The salesman who sells 
the largest volume of shoes, 
in proportion to the market 
his territory affords, AT 
THE BIGGEST NET PROFIT 
TO THE HOUSE, is a suc- 
cessful salesman. 
| .As our-men.are on.a defi- 
nite? atcurate and just quota 
in.each territory, it is suffi- 
cient to say that the number 
of logical prospects, their 
income, average wealth per 
capita, number and char- 
acter of retailers serving 
them and standing can be 
easily ascertained. When this 
is done we have completed 
the first step in determining 
who is doing the best and 
most thorough work. 

The constructive salesman 
goes beyond the mere selling 
of shoes; explains plans and 
policies of house. 

The constructive salesman 
will get the retail salesmen 
together and thoroughly fa- 
miliari them with _his 
shoes, Sele features and 
possibilities, ete, He will also 
realize that it does not pay 
to put all of his eggs in one 
basket. In other words, he 
will sell, not only the buyer 
but the merchandise mana- 
ger, the owner of the store, 
and anyone else who will 
listen to his story. Too many 
accounts have been lost by 
this neglect. A change of 
buyers may result in the suc- 
ceeding buyer lacking an ap- 
preciation of the line, and 
the salesman finds himself 
either out entirely, or forced 
to start all over again. 
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average gain in other departments 
in the stores. In the month of Jan- 
uary the average gain in total sales 
of 79 department stores in this re- 
serve district was 1.4 per cent over 
January, 1924. The gain in shoe de- 
partments, however, was 24.7 per 
cent, leading all departments. The 
next highest gain was in cotton 
goods departments where an in- 
crease of 14.4 per cent was regis- 
tered. Stocks of shoes in depart- 
ment stores in this district on Feb- 
ruary 1, were only 1.1 per cent 
larger than a year ago. 

In contrast to this, sales by chain 
shoe stores were but 6.9 per cent 
larger than last year, despite an 
increase of 24.2 per cent in the 
number of stores reporting. On the 
basis of individual stores, the sales 
per store in chain shoe establish- 
ments declined 13.9 per cent the 
heaviest loss shown by any of the 
various types of chain stores re- 
porting. 





MISCELLANEOUS 
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Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
your shelving, and help 
the appearance of your 
store. Shipped subject to 
approval and satisfac- 
tion guaran 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


M ilbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








CLICKER 
DIES 
% inch at 12 cents per 
inch. 
1 inch at 17 cents per 
inch. 
Minimum 15 inches 


ONE, oud 


DELIVER Y 
FOLEY & HALLQUIST 

















ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. = 
publishers a the right to reject 
advertising or reading matter which is not tin 
line with t this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 

W. R. Hill, Manager, Telephone 607. 
ompese OFFICE: 189 West Madison St. 
. Manager. 


er ne Male 1089. B. C. Bowen, 
ST. yy FFICE: 1627 aan ‘St. H. M. 


NEW YORK OFFICE: Room 101, Graham 
Bldg., 127 Duane St. Le Mord Scott, Mana- 
ger. r. ‘Telephone Whitehall 

PHILADELPHIA OFFICE: _ 616 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 

. Telephone Ritte 7868. 

HAVERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 
Bidg. Geo. W. R. Hill, Manager. 

ee OFFICE: Second National Bank 
Bldg. H. M. Bowen (B. C. Bowen;-Manager). 


ho 
ROCHESTER * OFFICE: 626 “Powers Bide. 


Resiter L. Seward, Western New York Rep- 
pozentetive. ++ —y Stone 1133. 
LYNN O Fred A. Gannon. 

MIL WAUKEE” OFFICE: Leonard E. Meyer 

B. C. Bowen, Manager), 405 Broadway. 


hone Broadway 
WASHINGTON OFFICE: ‘William .. Daley, 
Investment Bldg, 15th and K Sts., w. 
PARIS OFFICE: 2 Rue des Italiens. t Hub- 


bard, Manager. 
—. OFFICE: P. V. Ge Manager 
1 Haymarket, London, S. W., 1 England. 
AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 
ARGENTINA: — Aires, Rivadavia, 2721 


na, 

BRAZIL: Gerente, John 8S. Fitch, 33 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127, Otte 
Fuhrimann, Gerente 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 


Cuba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 

SPAIN: Gerente, Leoncio de aa Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor, 
Mirrors 


No. 141 


Catetos THE CHICAGO 
os ?ee WIRE CHAIR CO. 


621 N. Le Selle Street, Chieage, Mi. 
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BUSINESS REVERSES 


Fresno, Cal.—Myer Sanft, shoes, etc., re- 
ported Cwiitionsd or petitioner in bank- 
me Il.—Brown & Dubow, 3349 W. 
Roosevelt road, shoes, reported offering to 
compromise at 30 per cent. 

Sidney Weisberg, 3418 State street, shoes, 
— offering to compromise at 25 per 


» | J. Zeller, 4551 No. Clark street, 1124 
Wilson os shoes, reported assigned. 
Pana, Ill.—J. M. Broverman, Palace Clothing 
and Shoe “Co., Locust street, shoes, 
reported petitioned or petitioner in bank- 





Oskaloosa, Ia.—Young & Gosselink, The Shoe 
Market, shoes, reported offering to compro- 
mise at 30 per cent. 

Shreveport, La.—Hirsch Shoe Store, shoes, 
reported offering to compromise at 25 per 


cent. 
Pontiac, Mich.—Bruce B. Mattison, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey 
snabery, Mass.—Thomas J. Melia, shoes, 
reported assigned. 
Gloucester, Mass.—H. B. Dauphnée, 21 E. 
Main street, shoes, reported assigned. 

n, Mass. —Hogan-Kelleher Co., 587 Wash- 
ington street, shoes, reported assigned. 
Omaha, Neb.—M. A. Dunham Co., not incor- 
porated, M. A. Dunham, proprietor, shoes, 
ete., reported petitioned or petitioner in 
bankruptey. 
New York, N. Y.—Louis Cohen, 510 Lenox 
avenue, shoes, reported meeting of creditors 

led. 


Ogdensburg, N. Y.—Isadore Rosoff, shoes, etc., 
— petitioned or petitioner in bank- 


Syingheld Gardens, N. Y.—Donato Carbone, 
186-22 Springfield avenue, shoes and repair- 
ing, r — meeting of — called. 

Creedmoor, N. C.—Bullock Co., H. H. Bullock, 
proprietor, yes etc., reported itioned 

or petitioner in bankruptcy and offering to 
caprenmine at 15 per cent. 

Durham, N. C.—S. H. Hockfield, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 

Wilson, N. C.—Thomas-Moss, Inc., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Rocky Mount, N. C.—Morris Bandas, U. S. 
Army and Navy Store, shoes, etc., reported 
petitioned or —— in bankruptcy. 


eae Harbor, O.—Eugene Moskovitz, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 


Miami, Okla.—Bertwell’s Booterie, L. Bert- 
well, proprietor, shoes, reported petitioned 
or petitioner in bankruptcy. 

Paden, Okla.—Guy A. Hunt, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 
California, 
S — 
Puileduinbis” Penn.—Kayser’s, Inc., 4 So. 60th 
street, . receiver reported. 

Clinton, S. C.—The Men’s Shop, shoes, etc., 
reported offering to compromise at 50 per 


cent. 

Ninety Six, S. C.—Jake Wynne. The Bee 
Hive, shoes, ete., reported petitioned or 
petitioner in eee itey. 

Madison, 8S. D.—E. P. ~ & Sons, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Ragumenit Texas—Mrs. Simon Greenberg, 
shoes, etc., reported petitioned or petitioner 











Penn.—Harry J. Bishing, shoes, 
petitioned or petitioner in 









in bankruptcy. 
Sherman, ‘exas—Bentley Dry Goods Co. 
shoes, etce., reported meeting of creditors 


ed. 
Wausau, Wis.—M. Toplon & Sons, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 


BUSINESS CHANGES 


Ashdown, Ark.—-Rozenweig’s, ons, ete., re- 
ported succeeded by Sam J. Mey: 

Los Angeles, Cal.—B. P. Todd, 43rd_ ‘and Com. 
tral avenue, shoes, reported sold out to M 


n. 
Chicago, Ill.—Blinder Bros., 1811 W. 47th 
street, 17386 W. 5ist street, shoes and dry 
goods, reported sold or closed out business. 
Sam' Meretek, Midway Booterie, 936 E. 
shoes, sold out to Robert Rosen- 
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Cedar Rapids, Ia.—The Boston Shoe Store, 
sg shoes, reported sold out to The Killian 


Davenport, Ia.—Huot Shoe Co., shoes, etc., 
reported selling or sold out. 

Hampton, Ia.—St. Clair McKee Co., shoes, 
ete., reported succeeded by William F. and 
Robert M. St. Clair. 

Jackson, Minn.—Ernest Lynn, shoes, etc., re- 
ported succeeded by Mundell Clothing Co. 
Trenton, N. J.—Gaetano Di Puglio, 171 An- 
derson street, shoes, etc., reported sold or 

closed out business. 

Long Island City, N. Y.—Louis Schneider, 
shoes, reported moved to 1955 Second ave- 
nue, New York, N. 

New York, N. ¥—Lusle Biundo, 375 Eighth 
avenue, shoes, reported selling or sold out. 

Hickory, N. C.—Thompson-West Co., shoes, 
ete., Wilburn C. Thompson, died. 

Dover, O.—Joe Fried, shoes, etc., reported sold 
out to Milton D. Soules. 

Dennison, O.—Hill-McKee Shoe Co., shoes, 
ete., W. M. Hill retired. 

Lawton, Okla.—Joe Jacobson, i ete., re- 
ported succeeded by W. A. 

ee, x, — —E. O eR & Son, 

Emanuel Oppenheimer died. 

Phitedelphic. Penn.—John N. Mayer, 807-809 
W. Girard avenue, shoes, died. 

Rochester, Penn.—George L. Ray, shoes, re- 

ported selling or sold out. 

Ashland, Va.—D. B. or i, Co., Inc., shoes, 
ete., Duncan B. Cox, 

Newport News, Va. an May Schimokwits, shoes, 
ete., died. 





Gets Patent on Ventilated 
dea 


Keokuk, Ia.—A. J. Mullarky of 
the Baur-Mullarky Co., retail shoe 
merchants, was recently granted a 
patent in a ventilated shoe. The 
patent concerns the filler used be- 
tween the insole and outsole. Ven- 
tilation is derived by ridges in the 
filler acting as suction channels. 


The Truth at Last 


“TI have always been annoyed by 
any clerk in a store who tells me 
impressively that the price to me 
is so and so. I was highly pleased 
by a letter I received from Wini- 
fred Russell, of Gordonsville, Vir- 
ginia, who writes that in a country 
store the merchant, insisting upon 
a sale, said: ‘As it is you I will let 
you have this for only two dollars 
and a half.’ ‘And who am I?’ I 
asked, hoping that fame had at last 
cornered me. ‘I—I haven’t the least 
idea!’ he answered.” — William 
Lyon Phelps in Scribner’s. 





Quick Traveling 

Grocer—Did you tell that sales- 
man I had gone to South America? 

Boy—Yes; I told him you started 
this morning. 

Good! What did he say? 

He wanted to know when you’d 
be back, and I told him not till 
after lunch.—The Boys’ Outfitter. 





According to Location 

A countryman from the moun- 
tains of North Carolina, while in 
the city, was invited out to dine. 
During dinner he was asked if he 
would have some corn, and he 
promptly replied: “Why thank 
you!” and passed his glass.— 
Charleston News and Courier. 





She: “But you can’t go out in 
the rain, John dear—your rubbers 
leak.” 

He: “Oh! That’s all right. I’ve 
pumps inside of them.” 

—Tips. 


































An idea for a spring window trim. Some flowers placed in the background 
are significant of the season, while a few pairs of new patterns hook up 
nicely with the atmosphere of newness coming from flowers. Trim by 

Frank Bros., San Antonio, Texas. 
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— No. 690 — 


A new style for Spring. 
Now in STOCK. 


Shown exclusively in our 
Saturday Evening Post ad- 
vertisement of March 28. 


No. 690 
Golden Calf Easter Sunday, April 12. 


Philadelphia Oxford 
A,B,7-11, C,D,6-11 Code word for telegrams 


Brass Eyelets “SNAP.” 


© M. A. PACKARD COMPANY 


Brockton, Massachusetts 








| The Old Dependable Cake 
, Dressing for White Shoes 


For Your White Shoe Trade 


‘*The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
43 North Third Street - - Philadelphia 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND 
Manufacturers 
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Easter Selections by Rogers 


Featuring Materials That Are in Big Demand 
Blond Satin Patent Leather Black Satin 


etl 


BS021—All patent leather, grey silk scroll stitch- 

a he LY —s TN a pe ing, imitation turn, 13/8 covered Cuban heel. > a pew Ls. pain turn, isa 
per oy TN ce SS tod, ail tan calf. AC... Sago BSRTT As | strated, black velvet patent ~ 
Eseee—Ac ustrated, black satin. 1-C..--S75 nsede—As illustrated, all black satin. A-G’ $4.60 trimmed. B ‘. 
B5003—As illustrated, all patent leather. ake 


BS400—All black satin, imitation turn, eS 
full covered spike heel. B and C. $4.1 
BS401—As i ited, Fi blowd satin. Bac. 


25 
B5409—As illustrated, all blond kid. B and C. 


$4.25 

Cubes heal. B rom = ae oes.10 B5702—A ll blond satin, Blond 

B5286—All blond satin, imitation turn, hand t sa imitation turn. Blon 

beaded buckle. 16/8 ‘tes eovened ole heel. FS ted, a. =. gimp stitching, 16/8 full covered spike heal 
A-C... $5.00 covered 

B5285—As illustrated, all biack satin. A-C. $4.75 B5424—As illustrated, all patent leather. AG. Bs700—As Mustrated, all black satin, black silk 


$4.1 p sti 
BS287—As illustrated, all patent leather. A-C pe 455 4, inustrated, all black kid. B and C Bigroi— As hastened, al patent leather, white 
, . ‘ , ps 
SEND -fe CRA, GE SENSE. SEES B5426—As illustrated, all patent leather, 15/8 BS704—As illustrated, ali white satin, white silk 
All these materials, including Russia calf with covered Cuban heel. A-C............ ..94.00 te stitching. A-C $4.75 
13/8 covered Cuban and 9/8 covered heels. 05—As illustrated, all black satin, blond 
Widths A-C 15 cts. per pa*r less. . Band C $4.00 silk gimp stitching. A. A-C $4.50 


B 5702 





Blond Satin the neutral shade for spri ing to be worn with any color 


dress, Patent Leather, Black Satin and 
the new spring shades of hosiery. 
Blond Satins used in our shoes are absolutely guaranteed shoe 


materials. 
IN STOCK 
Terms: 2% 10, Net 30, F. O. B. Boston 


ROGERS BROS. SHOE CO. 


59 LINCOLN STREET BOSTON, MASS. 


PACIFIC. COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


ussia Calf popular now with all 
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No. 3604-R 
A Wonderful 
Shoe for 
_ RIGHT NOW 
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The most effective strap pattern we have ever 
evolved. A ready seller. A constant repeater with 
no end to its popularity in sight. Fit, style, 
comfort and service in every pair. 


Black Kid on No. 202 last. Cut out quarter. Per- 
forated vamp and quarter. Medium toe. Plain 
box toe. Turn sole. 1%-inch heel with rubber top. 


IN STOCK: AA, A, 4 to 9; B, 3 to 
9;C, D, E, 2% to 9. $4.85 


J. J. GROVER’S SONS CO., Lynn, Mass. 
‘* Soft Shoes for Tender Feet”’ 


Established 1865 
BOSTON OFFICE 
Little Building NEW YORK OFFICE 


8@ Boylston Street Marbridge Bidg., 47 W. 34th St. 


ETE LIE OP eS OE roe 
FYE SSA ee LE yee 
AL ee , 


PLINER recat Serr aetgn ee, 
ES ede: the d tye hageaen Lee oy oh ehae 
° - wet * i waste Bees 


CHICAGO OFFICES 
Kesner Bui 
5 North Wabash Avenue 
Corner Madison 


Vol. 87, No. 2. Published every week by the Boot and Shoe Recorder Publishi tered second-c 
ing Company, 207 South St., Boston, 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Gubeswiption tate hee per A Printed Uk 
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WHITE LEVOR 
GRAHN-KID 


AND 


WHITE LEVOR 
GRAIN GOAT 
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Levor white leathers 

vie as to purity with 
the fresh lily in its (4 
whiteness—with 
none of the lily’s fad- 

ing grandeur. 


Sh tobitet tobe. 
stay white. 


DISTRIBUTORS 


Ed. Zohriaut, Milwaukee A. 8S. Patton Leather Co., St. Louis 
N. W. & A. L. Friedman, San Francisco G. W. Newman Leather Co., Cincinnati 
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CRADDOCK 


LYNCHBURG), 


Mc ELROY- SLOAN SHOE CO. GEO. D. WITT SHOE CO. 
ST LOUIS MoO. LYNCHBURG VA. 
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With One Object! ] 








To make one grade of shoes in each particu- 
lar section so advantageously and economically 
that merchants everywhere can sell them af 
a profit. 

To sell the strongest combined specialty line 
in the United States designed to retail at the 
popular volume-producing prices of 


55 and 6 


Our Men’s and Women’s Lines retail at from $4 to $7—with Misses’ 
proportionately less. 



























These shoes—at these prices—are acknowledged to be the best the 
country offers. 


JPERRY CO 


IVIRGINIA 


~ FICRADDOCK-TERRY CO. HARSH & CHAPLINE SHOE CO. 
BALTIMORE MD. MILWAUKEE WIS. 
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Mr. Sommers, of Sommers, Inc., in confer- 
ence with Mr. Levine of the Unity Shoe 
Mfg. Co. and Mr McGee of the Dunbar 
Pattern Company. 


N NEW YORK the Footwear Salon of Sommers, Incorporated, is 
known to the world of Fashion as a studio of high style. In develop- 
ing artistic and distinctive designs Mr. Sommers relies upon the practi- 
cal suggestions of a well-known shoe manufacturer and a thoroughly 
dependable and resourceful pattern man. 
Dunbar experts are frequently invited into conference—and into confi- 
dence—with the creators and leaders of fashion footwear. In the illus- 
tration above, the Round Robin of Style is interpreting and Americaniz- 
ing some late models imported from Paris by the Dunbar Research 
Department. 
Dunbar Service helps to make shoes salable, practical and profitable to 
the maker and the merchant. 


Your exclusive designs are safe when 
Locked in the Dunbar Treasure Chest 


DUNBAR PATTERN CO, 
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The Leading Material For High Grade Style Shoes 
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B 1497G $4.50 
Net 30 Days 
Telegraphic Code Word “Legion” 


Women’s all blonde satin, one-strap Masque pump, silk 
gimp stitch on quarter and vamp, McKay sole, Chateau 
last, 1 3/4-inch covered Spanish Louis heel. 


AA 5 to8 B4 to8 
A 4% to8 C 8% to7% 


Blonde Satin Is The Most Wanted Material In 
Shoes Today. 


We Have Cut It Into A Pattern That Is Unsur- 
passed As To Beauty And Fitting Qualities. 


7* WIRE YOUR ORDERS“ 


UIZ# DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charl ildi Bush Terminal Sales Buildi 706 Forrester Buildi 
hep mam 130-132 West 42nd St, Room isa 6.C. McATEE "s 
Representatives F.L.ARMSTRONG, Representative Representative 
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Another big White Kid summer with 
F. B. & C. White Glazed Kid outstand- 
ing in the preference of the shoe trade. 


The best makers and merchandisers of 
shoes know from experience that women 
who have once worn this most perfect of 
all white leathers will never be satisfied 
with a substitute. 


“‘The Glaze That Stays’’ 
Makes F. B. & C. White Glazed Kid 


the most practical as well as the most 
beautiful of all white shoe materials. 


Dirt and dust cannot enter the pores, 
therefore, it is a simple matter to keep 
the shoes clean. 


Attach this extra merchandising value 


to your white shoes,—specify positively 
F. B. & C. 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 
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Specialists in Special Measurement Footwear 





Y Anca FrteR ) 


TWENTY 


W. B. Coon Co. salesmen, to the number of twenty, are 
leaving for their territories, with a complete line of “special 
measurement” footwear. 


This line, while it consists of welts exclusively, embraces every 
conceivable size and width, many desirable patterns, and a 
variety of lasts, that meet every fitting problem. 


The Coon salesman isn’t going to “bone” you for a great big 
order. All he will ask is an opportunity to study your needs; 
the privilege of discussing what the line will mean to you from 
a competitive standpoint; what it will do for you from a 
money-making standpoint. 


You will like the Coon salesman on your territory, for when 
he calls, you will find yourself in contact with a man who is out 
to see what he can do for you; not what he can do to you. 


The Coon salesman will not sell you more than your initial 
wants, for the Coon line is a strictly In-Stock proposition, and 
he knows that a weekly mail-order will take care of your 
current wants. 


We would like you to meet the Coon salesman; a posteard to 
the factory will place you in touch with him. 


W. B. COON CO. 


Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 


Catalogue B, listing over ninety In-Stock numbers, in sizes 1 to 12, AAAA to EEEEE, is now ready for dis- 
tribution. If you are not on our mailing list, write for a copy. 
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FRED RUEPING LEATHERCO. 
FOND OU LAC, WIS. USA 
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A permanent jet black dye 
—for all light colored shoes 


Try REPCO on any light colored 
shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 

There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 
REPCO DYE selling or using Repco Dye find it a profitable 


P 7 
Wionctlting black, all kinds of russet. ta ™ investment and an excellent trade-builder. 
leather shoes. 





a gy a the sree 8 EE Suggest Repco Dye to your customers as a 


oe 4 ; ene 

aye Se tee ot eo means of getting longer wear out of their light 

IMPORTANT ad colored shoes. 

tl, hows stand open any tongs to 
yr any longe 

¥. add a litle wont or ceommmrd ” 


UNITED 
CE RePaimine MACHINE 


SCOMPANY 
—__ seston, none rata 











Shoe Findings Jobbers 
2 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 


_— 
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No.182 | ! No. 223 
Price $4.40 ; Price $4.25 


Patent step-in Lila pum 
military wood-covered fo Boston last AA AA 
Patent step-in Lila pump, 


concealed gore, ie H 6lto C. 
full Louis spike heel, Beacon last, AA to C. \ No. 224—Same in tan calf. Pri 
No. 184—Same in black satin. Price........ %. 50 , No, 226—Same in black satin. Price... 


~~ 














No. 112 — 
Price $4.40 | Price $4.25 


White kid Marie sandal, cut-out vamp, 9/8 = wood-covered hes, Gaoel ce las fot AA te 


wood-covered heel, Caprice last, AA to CG. = \ No. 111—Same in tan calf. 


APRIL FAVORITES IN STOCK 


Just the styles that meet the a demand at prices that suit 
the great majority of women buyers 


Buy fewer lines—make more money! 


Thomson-Crooker Shoe Co. 
18-26 Station Street Boston.Mass. 


No. 186 ; : No. 227 
Price $4.40 : Price $4.25 


Patent one-strap Sybil, red scroll gimp Patent one-strap Sybil, red_ seroll 
stitch on vamp, Pull Louis spike heel, Beacon sti . military wood-covered 


last, AA to C. 
No. 187—Same in black satin. Price $4.50 
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| DARBROOK 
| SHOE SATIN 


Made expressly for shoes— 















Made as good as present knowledge al- 
lows. Identified by a trade mark only 
applied to the product of a century old 
concern that is a leader in a mighty 
industry— 


“DARBROOK” 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


: W. A. Gallup T. F. Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
| Cincinnati Boston St. Louis New York Philadelphia 


| GBO®OOOOOOOOOOSOOMOD 
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OHANSEN 


Footwear Fashions 





with your customers ... as a style merchant with your banker! 

The Dagmar, at the right is an allover patent leather, gore, Co- 
lonial, fancy blonde stitched design on vamp and quarter, exquisitely 
blended metal buckle underlaid with black patent leather pinked edges, 
No. 125 broad stage McKay last, 18/8 Spanish Spike Heel. Also in white 
kid, tan calf, black satin and colored satins with contrasting stitching. 
The Shingle pattern in black patent leather with Apricot patent leather 
vamp band, 14/8 box heel, covered with Apricot patent leather. Note 
clever cut-out design on vamp and quarter stitched in Apricot silk thread. 
Number 122 turned last. Neither are in stock but orders can be turned 
out in surprisingly quick time. 





O- shoes that will enhance your reputation ... as a style merchant 





Johansen Bros. Shoe Co. 
ST. LOUIS, MO. 
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T USED to hurt two ways when somebody 

else’s heel came jamming down on your toe. 
After the actual pain left, the damage to the 
shoe remained. It never looked quite the same 
afterwards. 


But with an Armstrong Box Toe in a shoe you 
merely grit your teeth until the pain is gone, 
and by that time the toe has returned to its 


Armstrong Cork Company, 


197 South St., 
Boston, Mass. 


50 Church St., 
New York City. 


408 North Third St., 
Philadelphia, Pa. 


Circle 


Shoe Products Division, 








Ouch! But It Won’t Hurt the Shoe! 


original shape leaving no trace of the collision. 
That helps relieve the injury to your feelings. 


The best part of the Armstrong Box is not 
that it is resilient to begin with but that it keeps 
that resilience through months and months of 
wear. It is a soft box that has all the toe support- 
ing qualities of the hard box. 


Lancaster, Pa. 


Branch Offices 


1017 Broadway, 320 West Randolph St., 204 South Third St., 


Cincinnati, Ohio. 


Chicago, Ill. St. Louis, Mo. 


rmstrong 








Cork Box Toe 
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For Eastertime Business 


Throughout the Season 
J.P.Smith Instock Styles 























~ Carried ~ 
AA,8toll B,6toll 
A,7toll C,5toll 
D, 5 to 11 


No. 7232 .. Luster Patent Leather 
Turn Welt .. Plain Toe. . $5.00 
Also in Black Mirror Calf, No. 7132 


We offer you styles and quality that will attract a bigger 
Easter business and at the same time lay the foundation 
for an all-season business just as profitable. Make Easter 
the beginning—not the peak—of your rush period. J. P. 
Smith Instock Service—rapid and complete—will help you. 












































Our new Instock Catalogues upon request 


7s 7 
J. P. SMITH SHOE CO. 
CHICAGO S&S. NEW YORK 

sig yee DA Roed| oS \yuscctail 7546 


West Coast Salesrooms: 312 Forrester Bldg., Los Angeles, Cal. 
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The Best that Brockton Shoemaking Affords 


Styled and Priced y SS, Leathers and Materials 
for | = YLOR that are the 


Volume Retailing Lf Recognized Finest 


Reg. U.S. Pat. Of. 


Built throughout to meet the modern 


retailer of shoes on his own ground. Siectenit LA “tn. 
me ger vamp” oxford 

For retailing at $6.00 to $8.00 these of Light Smoke 

shoes present style at its latest, SPORT WILO and 

e > TONY TAN in com- 

leather quality that is apparent and Meatien 

service that the customer cannot Brass eyelets.’ 


forget. ARMSTRONG 
CORK SOFT BOX 
TOE. 


TAYLOR SHOE CO. ARMORTRED 
BROCKTON, MASS. — 
Boston Office, 210 Lincoln Street 








Russia Calf Colonials and Tan Russia 
Calf Strap Pumps 


IN STOCK 





Sizes and Widths 


AAA 4% to9 
AA 4 to9 
A 3% to9 
B - 3 to9 No. B 352 vinidttheceochhdustolce ME 
$5.25 C& 4 to7 Tan Russia calf strap pump, alli- 


Russia calf Colonial, 264 last, 12/8 Terms: Net 30 Days gator grain trim, 264 last, 12/8 
wood Cuban heel. Wilson process. : wood Cuban heel. Wilson process. 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 
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Tia Farmers Your Mazn Line 
hee * Fen, jor Men 


UNION MADE 
The standards we have followed 
for so many yeats in building 
Weber Suoss have reared a back- 
ground of repeated value on which 
retailers of our shoes can always 
depend. Consider this in selecting 
your main line for men—to retail 


at $5.00 to $7.50. 


Style 
Light Tan Scotch Grain 


* hagas tow WEBER Bros. SHOE Co. 
Tip 
MHeary Single Sole” North Adams, Mass. 


Shoulder Roll Heel 
New York Office: 1328 Broapway, Marsrincg Bipo. 


H. Harrus, Rep. 











Russell Moccasin Footwear 
will help your business — 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 
service. 


iy i Dussell’s 


Te me ‘Tke Walton’ 


= A double vamp boot, made of the finest waterproofed 
“French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 


“Never Rip” seams on vamp and around the toe piece. 

a Soles of flexible, wear-beating Maple Pac leather. Four 

25 layers of leather between foot and ground. Heights 6 to 18 
a inches, all sizes, modified army last. 


—s 
Ll. 


a 


“ / 
\S , 


a 


/] 
4 
> Write for catalog and dealers’ prices 


a 


THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street $3 $3 Berlin Wis. 
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(THE HOUSE zj 2 
1OF SANDALS] =aal|, 1925 
—_—— 3 \ QUALITY J 


— SANDAL SERVICE — 


An early Spring means an early demand for Sandals. Wearers of 
sandals are quick to respond to the coming warm weather and the 
dealer who is tied up with a real Sandal Service such as we are 
prepared to furnish will get the turn-over that such a service 


affords. 

We have the styles that meet popular demand, our stock depart- 
ment helps you get the shoes when you need ’em and our long 
years of specialization in Sandals is your best guarantee that 
you'll get quality merchandise. 


rm %\ 


bod 158—PATENT “BETTY” No. 187 Pa CALF “FLAPPER” No. 157—TAN CALF “BETTY” 
mpagne Kid Lining—Turn ~~, 7 ew ea a Lined—Turn 
Sizes Prag to 7. Width A to D.... $3.50 Sizes 2% to 7, A, sossstesessaceeeseee S080 = Sizes 2% to 7, A, voereeeree B50 


No. 156—WHITE KID “Betty” ro 148—PATENT “BETTY” No 138—PATENT “BETTY” 
Full _— Lined—Turn caemeeans 5 Lined—Turn oat Kid Lined—Turn 
Sizes 2% to 7, A, B, C... — ' Sizes 2% to 7, A to $3. Sizes 2% to 7, B, C, D... .. $3.25 


L. B. EVANS’ SON COMPANY 


‘* The House of Sandals’’ 
WAKEFIELD - - - 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


‘DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


| GLASS CALF altho’ suggesting the “doggy” 
* effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


Il. GLASS CALF does not “pull out” at the toe. 


Ill GLASS CALF is full aniline dye, with no pig- 
* ment whatsoever. 


IV GLASS CALF has a rich, full lustre—and retains 
* this bright appearance thru strenuous wear. 


vw, GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


BARNET 


Lynn Leathers 
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“cA foot of comfort 


means miles of 


happiness.” 


No. 110 


A, B,C, D 


Immediate in-stock service 


from Auburn or St. Louis 


It is this immediate in-stock service on a 
line that satisfies—a line that’s priced 
right—and a line that is advertised—that 
will strengthen your stock turnover and 
increase volume and profit. 


You can concentrate on “Constant Com- 
forts.” It is a specialty made by specialists. 
For ten years we have specialized in 
women’s comfort shoes. We don’t make 
anything else. The worth of the line is 


positively established. “Buy from fewer 
sources, so that you can get adequate rep- 
resentation of sizes and widths within the 
predominating style,” says the National 
Shoe Retailers’ Association. 


Concentrate on “Constant Comfort” shoes. 
They will help you make 1925 a progres- 
sive and prosperous year. Send for new 
In-Stock catalog and prices. 


The 7 Points of Merit that make Style and Comfort sure 


. Cushion insole that conforms with 
the natural outline of the foot. 


. Flexible sole insuring glove-like 
freedom for women’s active hours. 
Heavier sole for more comfortable 
walking. 


. A toe and heel that give plenty of 
room and graceful style. 


. Rubber heel to cushion every step. 
. Reinforced moulded eogntes » pre- 


vent running over at the heel. 


. A rigid steel shank giving needed 


support to the sensntive foot arch. 


. Tite-fit fashioned ankle, holding the 


heel snugly and the stocking smooth- 
ly; preventing slipping and gaping. 


AULT-WILLIAMSON SHOE COMPANY 


Factory and Eastern Sales Office, Dept. R., Auburn, Me. 


Western, Central and Southern Branch, 414-R North 12th St. 
St. Louis, Mo. 
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etail 
Salesmen 
anted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed—young men between the 
ages of 25 and 35 years who have had thorough ayer 
in one or more of our lines, and who can give us the highes 
references. 

Our company, which started in 1902 with one 
store, now operates 571 retail stores in 41 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We 
do a strictly cash business. Our sales in 1924 
were $74,261,343.00. We opened 115 stores in 1920, 
59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 

By industry, study and determination your progress will 
be rapid in our organization. Under our experienced man- 
agers you are trained to become a manager. When you 
have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we 
need are young, healthy and capable salesmen who have 
had thorough experience in a small or medium-sized de- 

tment store, or are experienced in general store work 
in special lines. The investment of money is not neces- 
sary for your success with us. The financial backing of 
our company is ample. Briefly, this is our proposition— 
tested and proven over a period of 23 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, ond you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 
J.C, Penney mpany.’’ Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 

Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 
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ROBA> 
SHOES 


Nationally 
advertised! 


Dealers are finding the Acrobat Agency 
steadily more profitable—because we are 
backing these quality children’s shoes 
with national advertising. 


A large, attractive ad in April Good 
Housekeeping will tell mothers about the 
Acrobat “Double Welt” construction, 
which makes Acrobats water-tight, rip- 
proof and more flexible. Other ads in 
several publications will follow through- 
out the spring and fall buying seasons. 


New Playhouse Carton 


—which children can make into a playhouse as 
shown from our standard shelf carton—an 
added inducement for buying Acrobats. These 
special parts come with sizes 5 to 8 only. 


One of our latest numbers‘ is shown here. Order 
direct, and ask for our agency proposition. 


Shaft-Pierce Shoe Co. 
243 Third Street Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 








No. 1158 
Tan Army Elk Blu. Oxford 
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UALITY is the one big reason why more 

people walk on Goodyear Wingfoot Heels 
than on any other kind. The quality of their 
live, enduring rubber results in long, long wear 
and lasting springiness. The quality of their 
design and workmanship results in a neat, trim, 
close-seating style. Goodyear Wingfoot quality 
is the highest you can get in any rubber heel. 








GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels 


WENGFOOT 
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“St, Louis-Made. 


Style Shoes” 


Distinctive Footwear for 
Immediate Delivery 





The illustration is one of the most striking 
D’Orsay Pumps brought out this season. 
You'll get a quick turn-over with this if or- 
dered at once. 


Pattern 9025—“The Ferrara” patent vamp 
with Blumenthal (B) black and white, im- 
ported (Batik) kidskin quarter and collar 
(marble effect), D’Orsay pump, cut-out 
quarter and collar (like cut), 16/8 full- 
breasted covered Spanish heel, $4 85 
banana lining. AA to C widths... ° 
Pattern 9019— All blond satin, plain 
egg pump, 16/8 ve ser Spanish 
eel, banana lining. to 

widths aa $4.85 


Pattern 9020— All black — (same 
style as No. 9019), AA to 
widths ‘ ee aE RSS 5 é $4.85 


ORDERS SHIPPED SAME DAY RECEIVED 


WOHL SHOE COMPANY 


1224-26 WASHINGTON AVE. 
ST. LOUIS, MO. 
The Shoe House You Hear So Much About 





° 
Ds 








“A 


: 
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The Ferrara 
Pattern 
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Let Your “Easter Peak” This Year 


Increase Your Comfy Profits 


The time to sell is when people are in your store. 


At Easter, when your store is crowded with buyers, is the time to go 
atter extra profits by pushing Daniel Green Comfy Slippers. 


It taxes almost no time or trouble to make these extra sales. Prop- 
erly displayed, the attractive appearance of our new styles, as well 
as the rich colors and fabrics, make an irresistible appeal to the eye. 
We have more new styles this year than we have shown in a decade. 


No “try-ons,’”’ no long arguments are necessary—simply a word or 
two at the right time, and then you will have many extra dollars 
in your cash drawer. Isn’t the little extra effort worth your while? 
More and more each year, dealers are learning that they don’t have 
to wait until fall for Comfy profits. 


Remember, too, that Daniel Green advertising never stops work- 
ing for you. Every month it carries its message of health, comfort 
and style into practically every better-class home in the country. 
Our 1925 advertising carries a message of vital importance to the 
women of America. It will surely create a new interest in Daniel 
Green Comfys with many thousands of women—some of whom 
live near your store. 











DANIEL GREEN FELT SHOE CO. 
GENERAL’OFFICES 
DOLGEVILLE NEW YORK 
. SALES OFFICES 
10 East 43rd Street 10 High Street 189 West Madison Street 
New York City Boston, Chicago, Ill. 


Daniel Green 
Comfy Slippers 


A display of Daniel Green Comfy slippers at 
the Easter season is a splendid way to add a 
note of color to your store. The smart styles 
and bright colors always make an irresistible 
appeal to the feminine eye. 
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Sandal Hit of the Season! 


HE smartest cut-out two-tone Sandal you will see in 
‘iene Now let your eye wander down to the price. 
It’s a knock-out! Just think, finest materials and up-to- 
the-minute original style at a price almost too good to be 
true. Don’t turn the page—order today! 


Say it with WV) 
Sizes for imme- 


diate Delivery! 
Oo 


— ee 
‘fe \ 





AW 


4 Zz 
Gy, {ih} Vj 




















~ §POT DELIVERY 


2150 Patent, Rust Kid trim and heel ; 16/8 spike heel 
2151 Patent, Rust Kid crim and heel; cov. military heel 
2152 Patent, Ruse Kid trim and heel; flat heel 

2153 Rust Kid, Patent crim and heel; Cuban heel 
2154 Rust Kid, Patent trim and heel ; flat heel 

2155 Allover Patent with Cuban heel 

2156 Allover Patent with flat hee! 

2157 Allover White Levois; 16/8 spike heel 

2138 Allover White Levois ; Cuban heel 

2199 Allover White Levois; flat heel 

Widths ““B’* 314 to 8; “C214 0 8 


No Promises! 


UR Name means just what it 
O\rays—Shoe Styles—and 
what's more you get ‘em while 
they're hot. We give no prom- 
ises—we ship the day order is 
received! Get the jump on the 
other fellow now—start with 
the Tropic and write for our 
bulletins of more to follow. 


SHU-STILES, INC. 


1422 WASHINGTON AVE., ST. LOUIS 
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THE 


_STETSON 
(GOLF SHOE 


( STYLE 8& IN DEPT.S ) 












































This golf shoe of contrasting leathers of Tan Mecca Calf and Aurora 
Calf effect a fine and sporty appearance. It possesses every qualifi- 
cation of a perfect Golf Shoe. It has perfect fit and is built with the 


comfort-giving ffeaidarch feature. Ready for immediate delivery! 


A”"WHIPPET” SNAPPY TIE IS ON THE FEET OF THE MODEL CARRYING THE GOLF SHOE, LIGHTWEIGHT WELTS 
WITH COVERED HEELS, THE STETSON NEW SPRING CREATION IN SNAPPY TIES FOR WOMEN 


BOSTON IHESTETSON SHOE COMPANY  NEwyorK 
136 Boylston St South Wey ie i Ale 130 West 42nd St 
7 ’ 
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“SuNSET 


The Beautiful shade of chrome tanned calf 
that has been the style leader for the past 
three years—and is selling better now than 
ever before. 


You never see “SunSet” in cut price sales. 





Barnet Leather Co., Inc. 
360 Madison Ave. 3 New York City 


Distributing Agents 
Milwaukee - Cincinnati - San Francisco - . St. Louis - Rochester 





Tanneries Boston Distributors 
LITTLE FALLS BARNET LEATHER CO., Inc. of Mass. 
New York 98-100 South St., Boston, Mass. 
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The Magic Touch 


The sparkling gold-leaf trade mark is the 
magic touch that compietes a perfect 
product. 


It is one of those subtle little details 
that often sells the shoe. 





MMMM Mmm MMM HN 
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RAUSKOLB GOLD LEAF 
F. W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 


WN 


HUT 


"i 
ee 
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“O-SO-EZ-E” and “O-SO-SNUG” 


MODERNIZED COMFORT QSoSvu, 
| and CORRECTIVE SHOES span 
THAT FULFILL THE PROMISE OF THEIR NAMES tte Mark Res 












Trade Mark Reg. 





They meet the ever-growing call for real 
value in comfort and corrective shoes at very 
moderate prices. 
















Modernized — non-grotesque styles and the 
finest of leather make these shoes steady 
holders of their customers. 






Carried Nationally by 116 Wholesalers 


Who are Supported by Our 
12-pr. Lot In-Stock Service 


E. E. TAYLOR COMPANY 


210 Lincoln Street, Boston, Mass. 
Factories: BROCKTON and NEW BEDFORD 


66 99 
DunDee 
THE FINEST CALF LEATHER 


IN THE WORLD 


Fifty years’ experience—the splendid waters of the Mohawk River—generations of tanning ex- 
perience—skilled labor and choice raw materials combine to make “DUNDEE” a calf leather of 


super quality. 
While “DUNDEE?” is a bit higher in price than many of its imitators, there is, and can be, only 
one genuine “DUNDEE.” Produced in black, and the popular tan shades. 


Ask us for sample cuttings, or your manufacturer for sample shoes. 


Barnet Leather Co., Inc. 
360 Madison Ave. :: New York City 


Distributing Agents 
San Francisco 
































St. Louis Rochester 


Tanneries Boston Distributors 
LITTLE FALLS BARNET LEATHER CO., Inc. of Mass. 
New York 98-100 South St., Boston, Mass. 





Cincinnati 





Milwaukee 
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Gentlemen’s Shoes! 


RENNAN’S SHOES ARE NEITHER FOR YOUTH 
NOR AGE. THEY ARE FOR GENTLEMEN; THOSE 
WHO INSTINCTIVELY TURN TO GOOD THINGS. 
THEIR SALE HAS NONE OF THE LIMITATIONS OF 
PRICE. THEY NEVER MAKE A MERCHANT EXAGGER- 
ATE. THEY NEVER MAKE A CUSTOMER FEEL LIKE 
GETTING. BETTER QUALITY NEXT TIME. THEY 
NEVER MAKE IT NECESSARY TO “SELL” A MAN. 
PREFERENCE SELLS MORE BRENNAN SHOES TODAY 
THAN PRESSURE EVER DID. 
THEY LOOK LIKE WHAT THEY ARE—GENTLEMEN’S 


SHOES. 
AND A GENTLEMAN WILL TELL YOU SO. 


ILLUSTRATED:—Tan Imported Boarded Calf Lace Oxford, Frat Last, 
1-2 Rolled Leather Heel, Overweight Single Sole. 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN'S FINE SHOES 


‘“‘SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 


Boston New York Chicago Los Angeles 
Rice Building Marbridge Building Palmer House Angelus Hotel 


AWA SS SS SS 
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Aztec Calf 
CAlways Standards RICH shade with the depth and 


of Excellence lustre of light mahogany is used 
by the A. E. Nettleton Co. to 


embody the dignity of this design. 
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The all-important question of 
fit is greatly minimized in 
those shoe stores where Gallun 
Vegetable Tanned Stock is 
always specified. It does not 
stretch unduly. It holds its 
shape. It fits permanently. 











GALLUN LEATHERS 


Always se aniaadaid of €x Excellemce ~ > 
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No. 3525—Patent Goodyear om, 7/8 
heel, rubber - pr. Widths, B, C, 
D. Sizes, 2% to Price $3.85 
et _3824—Tan calf, same as No. 3525. 


Deliveries Apriiis 


” Daink 
pty: “ 
. Com ortable 


3519—Patent Cleo tie, Goodyear welt, No. 3237——Patent. close-edge welt, 1e/s 
"8 heel, — top “ite. Widths, B, C, D. heel, rubber top lift. Widths, B, C, 
Sizes, 2% to 7. Price Sizes, 2% to 8. Price 06 
No. 3518—Ta %. calf, same as No. 3519. No. 3236—Tan calf, same as No. 3237 
Price $3.85 Price $4.00 


tn Stock tn Stock 


PLEASIN G popular patterns that will add 
life to Spring trade and give you increased 
volume. 


Order generously for these models will sell 
quickly throughout the Spring and Summer 
months. 


The quality of. these splendid low shoes 
justifies a higher price—but, as usual, value- 
giving is the aim of the makers of Martha 
Washington shoes. 

Order now by mail and write for 

the new Martha Washington 


catalog or for a representative 
to call. 


F. Mayer Boot & Shoe Co. 


Milwaukee 


artha Washington 


Dress and Comfort Shoes_ 
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(TRADE DRAWING POWER ) 
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ATIONAL EXPERIENCE 

proves that footwear hav- 
ing the confidence of consumers, 
and known by name, possesses a 
drawing power which attracts 
and holds a loyal and growing 
trade for Shoe stores everywhere. 
The confidence and r ition 
associated with Queen lity 
afford exceptional advantages 
to merchants in immediately 
and successfully adjusting their 
business to the new order of 
things by concentrating on this 
line for. their volume. 
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( CONSUMER CONTACT ) (f 














(f 








7 





HE CONTACT established 

and maintained by Queen 
Quality with consumers brings 
your customers into partnership 
with you and your merchandise, 
through appreciation of consist- 
ent service, value and satisfac- 
tion. The consumer-confidence 
that you have established is 
instantly strengthened and in- 
creased with Queen Quality, and 
the name on every pair is evi- 
dence of the perpetual contact 
and interest of makers and mer- 
chants in satisfying and holding 
consumers. 














America’s best-known make--the leading name in women’s 


andf young women’s medium and semi-fine footwear. 


THOMAS G. PLANT COMPANY 
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T) | (BREADTH AND STRENGTH ) (SERVICE TO DEALERS ) 


) fe — 5 ‘yx ae ) 


HE NATIONAL RETAIL HEN YOU LOOK behind 


PLATFORM calls for con- the Queen Quality services 
sistent, ‘ well-balanced, concen- in manufacturing and merchan- 


trated stocks to eliminate losses, dising—behind the style service, 
increase turnover and make 1925° the In-Stock Service, the na- ° 
a progressive and prosperous tional advertising and sales co- 
year. To handle your volume of operation, . you see the spirit of 
women's and young women's service—the will, the ability and 
medium and semi-fine footwear the organization to serve. Serv- 
Queen Quality affords the broad- ice is seen in works, not words; 
est, strongest line in styles and in the record that backs up the 
types of shoes and average promise; in the testimony of 
value, with the entire range of what Queen Quality is doing 
production concentrated under now, and stands ready to do for 
America’s best-known brand. you. 
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Write or wire today for the Queen Quality salesman 
to show you America’s broadest, strongest line. 


BOSTON 30 Costorncs) MASS. 
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A broguey, light tan calf 
blucher oxford 
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Stock No. 3030—Light Tan Calf 
(Gallun’s No. 55 Mandarin) Seamless 
Blucher Oxford, Anglo-American Last, 
Spring Weight. 


+ + + 


W) finion =RE is a Crossett salesman in 
your territory. He will receive 
with pleasure your invitation to call 
and submit our merchandising plan. 
Send for our In-Stock Catalogue. 
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LEWIS A. CROSSETT CO. 
North Abington, Mass. 
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QUALITY SHOE MAKERS FOR 40 YEARS 


When writing to advertisers please mention Boot anv SHot REcoRDER 
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Prices and Styles the Country Over 


Advertising Favors the Strapless Pump 


DVERTISING favors 
A the strapless pump. 
The ratio in adver- 
tising is 75-25, with the pre- 
ponderance of publicity in 
favor of the strapless pump. 
That style progresses in 
easy stages is seen in the 
new “twist” that is given the straps which appear. 
Starting from the inside edge of the shoe near the 
back in three strips they end at the outside with the 
three strips converging into one with either button 
adjustment alone or with button and ribbon bow cov- 
ering the button. 
And ribbons! The shoe advertising of the country 
has made a raid on the ribbon counter to set its styles 
right in the feminine eye. 


Woven Leather Effects Here and There 


“Cross-word” pumps are seen, but only occasion- 
ally. These are the ones with the leather “woven” 
in contrasting weave. Alligator and lizard skin are 
hard to find. Just a shoe here and there, so that noth- 
ing definite can be said of this style. 

The “cross hatch” at the front of the foot from the 
throat up, is gone so far as advertising is concerned, 
and the straight one-strap is associated with “sales” 
principally except in the more staple orthopedic lines. 
That doesn’t mean they are not being sold throughout 
the country, but rather they cannot be picked as 
“comers.” 


The Styles That Point Ahead 


The oxford effect, the high-throated pump, have the 
floor; the mule-cut called D’Orsay, and the miniature 
Colonial effect. 

The rosette, the gore, ribbons, underlays, overlays, 
buckles, the monogram, troop by in endless procession. 
Somewhere the term “foot millinery” has been used. 
That is one’s thoughts as these vanities are seen in the 
embellishment of footwear. 


HE facts which form the basis for this 

article were compiled from a country-wide 
survey of newspaper advertising which ap- 
peared during the first three weeks of March. 
More than 5,000 individual advertisements were 
scanned, giving, we believe, a good cross section 
view of styles and prices. 


A mule-patterned style 
with patent vamp and blond 
quarter, with rosette at out- 
side part of throat and spike 
heel, is seen often enough to 
make an impression. 


Oxford Effects in Favor 


The oxford effect with two-button adjustment or 
three-button design with one-button adjustment ap- 
pears to be in favor, although it is greatly outnum- 
bered by the mule-patterned pump. 

The regular oxford type of pump with front goring 
hidden beneath a plaited ribbon or with the goring at 
the side of the throat covered with a rosette or buckle 
seems due for popularity if advertising is to be be- 
lieved. 

In these styles the short toe predominates; in fact, 
very few long toes were seen. 


Spike Heel with Short Vamp 


The spike heel teams up well with the short toe. And 
the trims on these shoes are little short of marvelous. 
The arts of the dressmaker and milliner have been 
utilized by the shoemaker in stitching that rivals the 
designs in gowns, in the contrasting leathers placed in 
the form of sunbursts, etc. Underlay crowds with the 
overlay for recognition. The effect sometimes is that of 
the blond hosiery showing through the shoe clear to 
the welt. Actual milliners’ material in the brocade is 
featured in the underlays running clear through the 
quarter, too. 

Then the two-eyelet tie, with ribbon, comes edging 
its way into the picture. 


Miniature Colonial Patterns Noted 


And the miniature Colonial is seen with leather sad- 
dle running across throat and to somewhere about an 
inch or an inch and a half in front of the heel, in con- 
trasting color. A tassel is added to this style at the 
front sometimes for chic. 
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And the great fact is that the strapless pump in its 
many conceptions: mules, ties, colonials, etc., is bring- 
ing the most money. It must be true—advertising 
says so. 

It is seldom that any one quality stands out above 
another in a survey on advertising. The collection of 


.- + Along 
“Fashion Lane” 





“x 


THE “NANNETT#’ 


A new, exclusive Globe model for 
it 








Hosiery to Match 
Colorful Spring Costumes 


With the 
two-tone 





‘Adoance Models 


Irresistible in appeal are new shoes showing 
at Berson'( just out of their fiawe paper 


i 
fea 


wil 


rf 
3 
&s 


: 
& 


GLOBE SHOE CO. 


17 Broughton St, West 



































bak it,we have the best there 
to u however 
ake duinstaioese 
































Advertising and better business methods get along 
splendidly together. 
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facts which may be used in a practical way for the 
betterment of all advertising is of necessity a labori. 
ous undertaking, but here is a situation as patent as 
it is deep. The price you see often enough to make it 
the average advertised price is $10.00. 

Let’s read down the list on women’s shoes together: 

Start—$8, $12.95, $15, $12.50, $11, $6.85, $8, $9 
$14.50, $7.50, $18.00, etc., etc., it would take half a day 
to call off all the prices. And we started in the middle 
of the list, taking them just as they came. The average 
may be above $10, but that’s the real average, placed 
low, of actual prices covering the country. 

The “Tremendous Slashing Sale Prices” average 


&J higher than $6.85. Draw your own conclusions. 


The Beneficial Effect of Advertising 


Perhaps the prices came first and then the advertis. 
ing; perhaps the advertising produced the most profit- 
able customers and the quality was raised higher and 
with it a price commensurate. It’s hard to get a philos- 
ophy to fit exactly with such exact facts. 

It makes you think of some of the prices seen tick- 
eted in a store window around the corner, and you 
wonder at their lowness, and if there’s a profit in them 
at that price, and whether that dashing young thing 
passing by the shop on her way home a few doors be- 
low clad in a fur coat costing not less than $75 would 
deign to wear such humble slippers, and whether the 
advertising store is not getting her to ignore her 
neighborhood shop. 


The Real Power of Advertising 


It seems as though the real power of advertising is 
in searching out the most profitable customers for the 
advertising merchant. The moment a merchant starts 
his publicity work his store ceases to be a ““Naborhood 
Store.” That merchant immediately eliminates over 50 
per cent of competition, and that is putting it conserva- 
tively. That merchant instinctively begins to get ana- 
lytical in costs, in styles, in salesforce efficiency and in 
store policy; with a grand result totaling more profit- 
able as well as greater business. 


Effect of Advertising on Business Methods 


The investment of time and money in advertising 
proves the incentive for bigger and better work. Still 
it is hard really to detect which came first in the mind 
of the successful advertising merchant—the advertis- 
ing or the idea. All that is sure is that advertising and 
better business methods get along splendidly together. 
In fact one is seldom seen without the other. With an 
advance in the type of shoes as affects finish, fitting 
and fashion, better patrons are attracted and their 
tastes influence the store. Costly fittings become neces- 
sary, but these serve two ends; that of utility and to 
further establish the fact of a shoe’s value. Their cost 
is swallowed up in the increase of custom due to the 
advertising. However one reckons it, advertising is an 
elevating influence in all departments of a business. 


Who May Advertise 


The merchant who sees the effect of strenuous adver- 
tising methods all around him is inclined many times 
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to look at this in an impersonal way. “That is all right 
for the other fellow, but my trade—,” is the way this 
merchant explains away such a vital matter. Forget- 
ful of the unbiased workings of any and all natural 
laws, the merchant becomes a business fatalist. “There 
js no use trying to circumvent what has always been 
and always will be,” becomes a dominating precept. 
And the cream goes to the persevering one. 

Long years ago milk was left in pans for the cream 
to rise to the top; then it was skimmed. The farmer 
under this plan was never sure of getting all the 
cream. Now the separator gets it all. The big adver- 
tiser is not sure of getting all the cream. Every mer- 
chant ought to try “cream separator” methods in his 
locality. It ought not to be hard to raise standards 
in a locality in a country of constantly raising stand- 
ards. Ten years ago most folks would have thought an 
automobile for every six persons in the country the 
rankest kind of a boast. Yet there they are. 

It is interesting; perhaps one of the most interest- 
ing things about such a survey is to know just exactly 
what other merchants in all parts of the country claim 
for their shoes. In the illustrations of ads just as they 
appear in the papers is seen the type of display that 
attracts the eyes of those possessing from $9.00 to 
$18.00 for shoes. 

Here are the exact words used by merchants to 
bring to their public’s mind the attributes of their 
shoes: 


Carlat’s Booteries of Kansas City, Mo., says: 

“Chere! One of the real big hits in first Spring ar- 
rivals. New spike heels, tiny vamp and quarter cord- 
ings ... modest instep slashings. ...” 

Scheinman’s of New York City says (speaking of 
a $10 shoe): 

“Style and Quality Without Extravagant Prices...” 
and adds, “All fittings by X-ray under expert super- 
vision.” 

Davison-Paxon Stokes Co. of Atlanta, Ga., says: 

“A delightful interpretation of the Spanish Vogue 
in this dainty ankle strap slipper ... quarter that per- 
mits a clear flash of hosiery.” — 

Petot Shoe Co. of Cincinnati, O., says: 

“For Better Service Shop Mornings.” 

Sample Shoe Store of Raleigh, N. C., says: 

“Our buyer has just returned from New York.” 

Patton-Tilman & Bruce of Greenville, S. C., says: 

“You will find footwear here at all prices.” 

Clark’s of Roanoke, Va., says: 

“Chic is now measured by feet! By her shoes shall 
you know the smart woman.” 

McElligott Boot Shop of Waterbury, Conn., says 

“That you will see just what you want in footwear 
in our present display is a foregone conclusion, for we 
have the newest of the new styles on view.” 

Byck’s of Louisville, Ky., says: 

“The Style Centre of Louisville.” 

Poe’s Boot Shoppe of Little Rock, Ark., says: 

“Certainly none prettier for Spring.” 

Steigerwalt Boot Shop of Philadelphia, Pa., says: 

“There's an air of hospitality about this shop that 
is as comforting as it is sincere.” 
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Kratt Bros. of Toledo, O., says: 
“High-Arched Slippers for Stout Women.” 
Carl H. Mueller of Austin, Tex., says: 
“The lines of the Spring shoe are simple. For street 
wear . . . a low heel, rounded toe or slightly pointed 
. with one strap and ‘spike’ heel.” ; 








aah 





Here It Is! 


The Universal Flapper 
Slipper for Spring 


core. 


” The Flapperette” 


Altractively 
mert Shows nn 
rand Tan Ca) 


$6.00 


: —It takes «@ goud P; 
: hold down ~ lapper to 
| time.” four beaux at one 





wand 
ia Patent Pag 


8 East Baltimore Street 






































The arts of the milliner and dressmaker are combined in 
the *s shoes sh re. 








BOOT AND 


<< Saeee g eo 
a 
The Deauville 
SANDAL | 


<a. _* 


sey 


E SENSATION 
7OR SPORT WEAR 











No cut-price sales in evidence here 


The “Talks” That Are Selling Men’s Shoes Today 


Robinson Shoe Co., of Kansas City, Mo., says: 

“Come in and ‘toddle about a bit’ in several differ- 
ent numbers and we’re sure you'll want to ‘strut’ out 
in a pair.” ' 

Steigerwalt Boot Shop, of Philadelphia, Pa., says: 

“You may not have realized that you could get your 
kind of shoe for ten dollars.” 

James Lawrence & Son, of Hartford, Conn., says: 

“Scotch Grain and American Brain, are two of the 
many outstanding features of this shoe.” 

Nay Shoe Company, of Wheeling, W. Va., says: 

“A new model for men... . comes in that new light 
shade of tan calfskin that polishes so brightly.” 

Cummings & Frawley, of New Haven, Conn., says: 

“New Spring models for men and young men in 
novelty and staple patterns, all leathers, all styles, all 
sizes and widths properly fitted, giving you real com- 
fort and wear at least cost.” 

Hess, of Baltimore, Md., says: 

“Soles of Honor Since 1873.” 

Geuting’s, of Philadelphia, Pa., says: 

“Many thousands of Philadelphia children are en- 
joying foot-health and growing in grace and strength 
through the benefits of Geuting’s ‘Shoor-Tred’ moc- 
casins.” 
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Edmonston’s, of Washington, D. C., says: 

“Advisors and Authorities on All Foot Troubles.” 

The advertiser of men’s shoes takes as a rule aboy 
100 words to tell his story, and it appears that th 
amount of space used depends wholly upon the spac. 
needed to tell an adequate sales story on the sho 
pictured. 


The “Story” Told by Women’s Shoe Advertisers 


Hutzler Brothers Co., of Baltimore, Md., says: 

“Spacious, handsomely appointed, the new shoe shop 
has the atmosphere of Fifth Avenue.” 

Winkelman, of Philadelphia, Pa., says: 

“Style in Quality Footwear.” 

Cinderella Boot Shop, of Tulsa, Okla., says: 

“The Throne of Feminine Footwear Style.” 

Regent Co., of Shreveport, La., says: 

“Hosiery to Correspond.” 

Wm. Eastwood & Son Co., of Buffalo, N. Y., says: 

“The men who make these pumps are inspired by 
the traditions of perfection in slipper making. They 
are influenced by the spirit of fine craftsmanship.” 

Wolock & Bauer, of Chicago, Ill., says: 

“If you've never looked at your own foot and just 
glowed with pride .... and really thought deep down 

(Continued on page 52) 








Reflect The Spirit of 
the Mode tm Many 


Whether you choose spring sheer 


Feat be delighted—tor every cece 
wen ced every costume finds omar: 
complement tn this apring time eullec 



































Interesting strap arrangements are anew and styleful note 





28, 1995 March 28, 1925 BOOT AND SHOE RECORDER 438 


=| \yle \clections 


oie 
rtisers a8 Q YQ 2 
> ; 
Says: i & y) ; 
hoe Shop 


AW\\\ 


itl WA SNM a 


as 
Nn 


) 
TAN SUNN 


White and Black Something New for Men 
White with black underlays—all The call for something new in 
kid—gore beneath white enamel men’s shoes is answered by a 

buckle. ridge-effect, built into the toe. 


ses 


IGH style shoes are selected to answer the whims of women and 
the moods of men. The young lady is dressed in white, except 


for the lines of black to emphasize her costume—the same 


holds true for the shoes, to stress the newness. Black with white first ; 
then white with a dash of black for summer. 


Shoemen will never forget the wave of buying that accompanied 
the advent of high toes in men’s shoes 15 years ago. This pattern 
illustrated, in its lines, except for the bump and ridge-effect on the toe, 
is similar to the balloon type. It is broad throughout and is a good 
style for young men who want something broad to harmonize with 
the wide-bottomed trousers. It is plainly trimmed with pinking and 


two rows of stitching. The above shoe was drawn from a light tan 
calf oxford. 
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Not with the Soul of a Cobbler 


“ O institution can get away from the spirit 

of its origin” is the way Elihu Root aptly 
puts it. To use the same example, the shoe trade 
eannot get away from the spirit of giving the pub- 
lic footwear at the price of leather and ingredi- 
ents. 

“The idea of asking the public to pay for the 
fashion value of the shoe is ridiculous,” says the 
man with the soul of a cobbler. But, selling shoes 
close to the cost thereof is assisting into bank- 
ruptcy the man who does the selling. Shoes can- 
not be sold on fixed low margins of profit in any 
average community, for the end-sizes and left- 
overs will soon consume all the capital. 

We look to an awakening of merchants who 
have been “giving all” and getting nothing. We 
see already an appreciative response to our plea 
“set the selling price at what the shoes are worth 





to the public, rather than at a fixed percentage 
above the cost.” 

Our message is to that great central division 
of the trade—midway between the low-priceq 
chain store and the full-service-plus-credit store, 
These need to serve less as cobblers and more as 
merchants who venture with a style because they 
sense its fashion value to their communities; ang 
for that service they must be paid. 

The shoe merchant is the ultimate distributor 
who stands next to the great ultimate consumer 
—the public. He is not only the distributor, but 
the advisor, the counsellor, the expert footologist, 
the style authority for the people of his com. 
munity. 

The shoe merchant, who occupies an_ inter. 
mediate position between the low-priced chain 
store on one hand and the full service credit store 
on the other, is busiest prior to Easter. Lack of 
purchasing power carries people to the low range 
stores, while possession of purchasing power and 
credit carries people to the stores which offer 
greater attraction and service, environment, dis- 
play and merchandising appeal at a higher price, 
The intermediate store has a place in the dis. 
tributive system. This group of independent re. 
tail shoe merchants buy a vast amount of mer. 
chandise and give to the public a high degree of 
service. 

Improvements are still to be made in merchan- 
dising; economies may be effected; shorter cuts 
may be devised; but no sweeping or radical 
change will throw business back to the path of 
primitive barter. 


How He Sells Two Pairs 


SHOE merchant of Buffalo sells “summer” 

and “winter” shoes. He does not call his 
shoes “lightweights” or “featherweights” or “fly- 
weights” or “middleweights.” He presupposes, 
and has instructed his salesmen accordingly, that 
a man purchases for spring and summer wear a 
lighter weight shoe than he would in the fall and 
winter. His logic is after this fashion: 

When a man buys a spring overcoat, he knows 
that it is a lighter weight than a winter or fall 
overcoat. The clothing salesman never explains 
that a spring overcoat is a lightweight coat—and 
he does not explain that a winter overcoat is a 
heavyweight coat. He often sells in the early 
spring a pair of heavyweight oxfords, with a 
double sole, and at a better price, than the light- 
weight, single sole, oxfords—and so he suggests 
a pair of “summer” oxfords, at a lower price, for 
the months that are just ahead. By the same 
token, in the fall, he not only sells another pair of 
lightweight, single soles, when asked for, but a 
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ir of heavy soled, winter weight oxfords “for 
the cold days that are just ahead.” 

The average man wants a shoe that has a sole 
with some substance to it. He dislikes the word 
“lightness.” It is, to the average man’s mind, 
significant of femininity and of inferiority. 

“Ha, these shoemen,” soliloquizes he. “They are 
trying to make me buy more pairs of shoes by 
putting on soles and uppers that will not wear.” 

He has, however, never accused the straw hat 
people of such base motives, and he will not ac- 
cuse the retail shoe merchant of trying to sell him 
shoes that will not wear, if the subject is pre- 
sented to him in its true light. 

“Therefore,” says our friend from Buffalo, “I 
sell men’s shoes for summer—I sell them for 
winter. I am not in the repairing business—and I 
refuse to apologize for light or heavy weights.” 





Revival After Tornado 


HE great atmospheric convulsion which 
> wand destruction and death through a wide 
belt of Illinois, Indiana, Tennessee, Kentucky and 
Missouri fills us all with sorrow. It is difficult to 
learn what loss of life among shoe men, merchants 
and traveling men has occurred. We do know that 
a small shoe factory was destroyed and that al- 
ready the people of Murphysboro, Illinois, are 
planning a new plant to take its place. Relief is 
in the hands of organizations co-ordinated to help 
where help is needed most. 

Veterans in the trade will remember some 
twelve years ago when floods caused by enormous 
and protracted cloudbursts swept through the val- 
ley regions of Ohio and Indiana. Relief was then 
a matter of rowboats and rubber boots. 

Today the reclamation of cities and towns is a 
matter of patience until the injured are cared for, 
and disease and hunger removed. Habitation for 
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the homeless and every possible medical attention 
come first. 

We learn by such great calamities the true 
brotherhood of man, and already the response to 
appeals for relief funds shows that the stricken 
district will receive every possible assistance. 





A Misuse of Advertising 


HERE can be misuse of advertising to such 

an extent that the advertised product actu- 
ally decreases in sale. By some peculiar mental 
process garter manufacturers evolved the idea of 
ridiculing mankind for the hose supporters they 
wear, and wear and wear. The statistical hounds 
figured it out that men wore too few pairs. One 
form of stimulating demand was to indicate that 
if they were worn about the neck, more expensive 
and cleaner garters would result. This was a left- 
handed way of saying “unclean.” 

Along comes another form of publicity—putting 
the price up one hundred per cent above the pre- 
vailing rate for the “de-luxe blue stocking boys.” 
An extra de-luxe line, “made of leather,” raises 
the price again, until the garter arrives at the 
point of being worth forty per cent of a pair of 
five-dollar shoes. The inspired copy writer says, 
“while garters are considered a vanity of women, 
according to our experience with these leather 
garters, men must be fairly proud.” 

Piffle and twaddle! Is it any wonder that the 
college and high school boys have given adver- 
tising the reverse English and now go around 
without garters. The socks may cover the shoes 
like spats, but the rebuke is administered. A sim- 
ple article like a hose supporter can be sold in 
shoe stores, a dozen pairs to a customer, if made 
simple and of a clean cotton, and sold at a price 
that makes it possible for a customer to put on 
a new pair every month. 


You Will Want to Sit Up Nights Reading Next Week’s Issue 
of the Boot and Shoe Recorder 


Here are noted a few of the many good things to appear exclusively in the April 4 issue 


Ralph P. Levy 
and the Pokorny 
Business 


An authentic and complete survey of the Sport 
Footwear situation—a greater factor in retail mer- 
chandising than ever before. The opinions of many 
merchants on this subject. Newest sport styles illustrated. 


Sport 
Footwear 


How Edward 
Cohen Manages 
the Four Saks 
Shoe Depts. 


A remarkable story of Mr. Cohen’s rise from 
stockboy to the head of the great Saks & Co. 
shoe departments in New York City. His 
methods, opinions and secrets of success. 
How he handles the exclusive clientele of the 
department on upper Fifth avenue and the Sixth avenue patron- 
age at the same time. Valuable information for any merchant, 
anywhere. 


Fascinating account of this famous 65-year- 
old New Orleans retail shoe business. An 
unusual sales slip used by Pokorny is shown 
in this article. Mr. Levy says men are buy- 
ing better grade shoes, but—well, read it yourself in next week’s 
Recorder. 


Something Doing Read all about J. E. Bufkin’s store and his 


in Gulfport unusual methods—how he sells extreme 
styles in a small city and makes money at it. 


The Ladder Program and suggestions for the April meeting of 
Club all Ladder Clubs, organized for store and service 
improvement. Report on slogan contest. 
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On the Atlantic City Boardwalk 


Dave Miller of the I. Miller 

Shop, Atlantic City, N. J., 

showing a silver trophy won 

for a wheel-chair display. 

Misses Allen and Silks are 
the models. 


Nick Vally, five, born in 

Paris, is the youngest 

globe-trotter. He’s com- 
ing to America. 


One sign that spring’s 

here. You'll see the 

boy boot-black in the 
big cities. 
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Hosiery shops in Paris are employing manne- 
kins with shapely legs for the display of latest 
hosiery creations. Here are two of them. 


Below—Four prominent figures in the shoe 
industry, left to right: Everit B. Terhune, 
John J. Baird, George M. Spangler and Oran 
McCormick, wearing “four-gallon hats,” pre- 
sented at the recent Texas and Oklahoma 
Retailers’ Convention at Fort Worth. 


Lower right—O fficers of the Southwestern Shoe 
Travelers’ Association attending their recent 
convention at Fort Worth, Texas. Left to 
right: P. M. Harris, President E. H. Muse, 
Buford McWhirter,. Tom Collins. 
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The Principles of Merchandise Control 


How to Prevent Over-Buying, Increase Turn-Over, Make a 
Profit and Assure an Adequate Stock 


First of a Series 
By HAROLD B. WESS 


General Manager, the American Retailers’ Association, Inc. 
Formerly Director of Merchandise Planning, R.H. Macy ¢ Co., Inc. 


Editor's Note—This is the first of a series of arti- 
cles in which the tremendously important problem of 
merchandise control will be discussed and explained in 
detail by one of the foremost experts on the subject in 
America. Mr. Wess, the author of these articles, has 
been engaged during the last two years in organizing 
a system of merchandise control in forty-five depart- 
ments of the famous R. H. Macy store, New York. The 
present article forms a general introduction to the 
series. 


on the operating table for close analysis. In 
doing so, let us completely forget the past. 

The first step is to go into your stockroom and pick 
out a pair of each shoe in stock. Bring them to a pri- 
vate room away from the shoe department; arrange 
the boots together, all the oxfords, one-strap turn slip- 
pers, two-strap turn slippers, welt pumps, sport shoes 
and evening slippers. Arrange all the boots, oxfords, 
etc., according to the leather—calf, kid, patent leather, 
suede, buck, canvas, fabric, etc. Subdivide each by 
colors—black, brown, gray, white, novelty or combina- 
tion. Further subdivide each group according to price. 
We now have a miniature shoe department with only 
one pair of shoes of each style carried in stock, includ- 
ing regular, job, or reduced shoes. 

Without having any additional facts about the de- 
partment this little test will give you some immediate 
cues as to certain of the policies which were used in 
merchandising the department. 

Suppose we found 500 styles in. women’s shoes—and 
I feel quite certain from what I know and have been 
told that there are many women’s shoe departments 
whose range is well between the 300 and 500 style 
mark. Let us do a little rapid figuring. Each style shoe 
must have 72 sizes, 
which would mean 
that if we only car- 
ried in each style one 
pair of shoes of each 
size, we would have 
36,000 pairs of shoes 
in stock. If we allow 
a minimum cost of $3 
per pair of shoes, we 
would have an invest- 
ment of $108,000. 

Knowing that that 
is probably not the. 


\ N 7 E shall now put the SHOE DEPARTMENT 


investment we have, and knowing also that we cer- 
tainly have more than one shoe of one size, we would 
at once come to the conclusion that we have a stock 
which is pretty well broken up in sizes. The buyer will 
probably say, “True, but I have to give my public 
variety and a wide range for choice.” 

I venture this question: “Of what service is it to 
give the public a choice of 500 styles if you cannot fit 
them the sizes they want in a particular style?” As 
a matter of fact, the buyer who is wise to the situa- 
tion usually instructs the salespeople to be sure first to 
determine the size of the customer’s foot and then 
show her only styles for which there are sizes in stock. 
It reduces itself, therefore, to the fact that, in spite 
of the large range of styles in stock, the actual benefit 
the customer derives is limited by the range of sizes 
in stock for each style. 


Can’t Keep Sizes Right 


Not only have we this fallacy, but, as we shall show 
in these articles, it is practically impossible to keep 
such stock adequately sized. First, because the buyer 
cannot get enough allowance to do so if he is going 
to use some of his money for good buys now and then; 
and, second, it is physically impossible to resize con- 
stantly such a varied stock. 

Therefore, in surveying this arrangement of shoes 
before us, we not only gather a picture such as I have 
described, but we also know without going into many 
further details that, if we are to apply the acid test to 
a stock, which is that of liquidation, we would find that 
such stock can only be liquidated at a tremendous loss. 

Here is an actual example of what can happen to a 
particularly good style shoe. The style I have in mind 
sold 21 pairs in one week and had 75 in stock at the 
end of the week. The second week it sold 25 and had 

50 in stock, the third 
week it sold 11 and 
had 39 in stock, and 
the fourth week it 
sold 8 and had 31 in 
stock. 

Here is a _ style 
shoe which suddenly 
dropped in sales and 
for only one reason 
—it was undersized. 
The best selling sizes 
in that particular 
shoe were 6B, 51.C, 
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51%4B. The last week, when sales dropped, it was be- 
cause there were not any shoes in that style in the 
three best selling sizes listed above. 

I assume that your department has facility for fol- 
lowing up every style of shoe in that manner. What 
about cases where such information from week to 
week is not available? Is it not obvious how a perfectly 
good selling shoe may become very much a drug in the 
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big volume of business in men’s sizes above nine. 
Using that as his experience, the only one he knew, 
he ordered for the eastern store on the same size basis. 
The eastern store, ministering to a middle class and 
not a laboring clientele, sold a preponderance of its 
shoes between 74% and 9. What was the result? Over 
a period of time, the buyer accumulated an excessive 
stock of shoes over 9 and probably lost a large volume 


stock because there 
are no _ facilities 
for realizing, while 
there is still time, 
that that shoe 
could have been de- 
veloped if it had 
been adequately 
sized, and that its 
drop in sales was 
not due to any in- 
trinsic lack of 
worth in the shoe? 

While we are 
still on the subject 
of sizes, another 
incident which I 
encountered in a 
western store will 
serve to show that 
many things can 
be happening in a 
shoe department if 
there is not a ba- 
rometer to apprise 
us of those events. 
A merchandise 
manager out West 
showed me a par- 
ticular style of 
shoe whose daily 
sales were very 











STORE A 


Eve- 


No. 


One Two 
Boots Oxf. Strap Strap Welt Sport ning Styles 


Per cent business 
done in each 
group to total 
sales of dept. 

Per cent average 
stock in each 
group to total 
stock of dept. 


Per cent business 
done in each 
group to total 
sales of dept..... 

Per cent average 
stock in each 
group to total 
stock of dept..... 


Per cent business 
done in each 
price group to 
total sales........ 

Per cent average 
stock carried in 
each price group 
to total stock... 


Per cent business 
done in ea 
price group to 


5 9 30 33 


STORE B 


10 12 38 20 


STORE A 


15 22 35 15 13 


10 18 33 19 20 


STORE B 


11 


125 


3-4 4-5 5-6 6-7 7-8 8-9 9-10 10-11 11-12 12-20 


of sales for shoes 
under size 9. 

I stress these 
points not because 
I believe that the 
size question is the 
only and most im- 
portant one, but 
these illustrations 
show that certain 
fundamental hap- 
penings may take 
place and yet may 
never reflect them- 
selves in the sales 
of stock of that de- 
partment. If the 
same mistake had 
been repeatedly 
made over a period 
of years, naturally 
the sales and stock 
and markdowns at 
no one year will be 
much worse than 
the preceding year, 
particularly when 
business as a 
whole is good. The 
only time a weak- 
ness such as de- 
scribed herewith 


high; but, study- p total sales Sideline § 11 18 © 12 #9 «8 7 5 5 becomes acute is 
. ~ er cent average : i 

ing its daily rec- stock carried in during a period of 
ords, he found that each price group hard times and 
the returns also to total stock... 2 5 20 15 18 18 8 10 7 8 keen competition. 


were tremendously 
high. He at once 
conducted an inves- 
tigation and dis- 
covered that the 





Suppose closer analysis shows the same differences 
in a closer price study of boots, oxfords, one straps, 
etc. Suppose an analysis of sizes in store B shows a 
preponderance in petit and large sizes out of propor- 
tion to the sales ration for these sizes. 


At such times the 
anxiety over large 
stock, low sales 
and excessive 
markdowns is too 








shoe, although a 

very good seller, was manufactured defectively. He not 
only saved that shoe for himself, not only prevented 
the unpleasant disappointment of many more custom- 
ers, but, by notifying the manufacturer, he saved 
him a lot of money by correcting that defect before a 
larger volume ofgthat style shoe was turned out. 


Disastrous Precedent 


Here is another example of a buyer who followed 
precedent. A men’s shoe buyer left a western store to 
take a similar job in the East. The city he came from 
had a preponderance of laboring men, with the result 
that his department sold shoes for larger feet, doing a 


great for any care- 
ful and deliberate analysis. 


The Size Question 


Let us return again to our museum of 500 pairs of 
shoes and, having in mind what may happen on the 
point of size, we shall study this range of shoes from 
the point of view of how much each style shoe con- 
tributes to the sales volume of the department. Sup- 
pose we further mark each shoe: “A” if it is an excel- 
lent seller; “B” if it is a good seller; “C” if it is a 
poor seller, and “D” a non-seller. You must remember 
that I assume your department has facilities for know- 
ing how every shoe moves from day to day and from 
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week to week. (Such merchandise control will be out- 
lined in the next article in detail.) 

Suppose we found that there are 150 of the 500 
shoes in class “D,” 200 in “C,” 100 in class “B,” and 
50 in class “A.” I know that I am quite liberal when 
I say 50 in class “A.” That seldom is the case. We find 
a spectacle which, I think, may be discovered in most 
departments in the store where most of the volume is 
done on a comparatively few items of the stock. It 
stands to reason that if we could, from week to week, 
clean out entirely class “D,” were we to stimulate 
class “C” before it is too late, and use some of the 
liquidated money to feed classes “A” and “B,” we 
could accomplish the following: 

1—we could increase the volume 

2—reduce the stock markedly 

3—by taking markdowns very early in the life of a 

shoe we would reduce the more drastic mark- 
downs. 

I know a merchandise manager who, in operating 
a women’s shoe department on such a basis, has been 
able to reduce markdowns 15 per cent and more, re- 
duce his stock $100,000, and increase his sales by 20 
per cent. This statement is not fiction; it is fact. 

I know of a store out West where they carry ap- 
proximately 150 styles of men’s shoes, and it certainly 
cannot be claimed that the men’s shoe department is 
not a staple department. I think we need no further 
information to enable us to visualize what is probably 
happening in that men’s shoe department. 

Let us take another trip back to our museum and 
consider the boots. If we cleared out all but the best 
in boots, and all the way down the line through the 
pumps, oxfords, etc., we could in time develop a wom- 
en’s shoe department that would not only give a good 
return, reasonable profit, but one that would have a 
distinctive personality. (Personality is another sub- 
ject which I shall dwell on in a future article in this 
series. ) 

There are too many departments in many stores 
which have no distinctive personality, which straddle, 
which attempt to cover the face of the universe with- 
out presenting to the public mind a distinctive picture 
or concept. 

The Price Study 


Now, study our allotment of 500 shoes from the 
point of price. How many individual prices are there 
in that range? Let us, for a moment, consider a buyer 
in a popular price store who 
has always wanted to develop 
a high tone women’s shoe de- 
partment. Suppose - he ~ had 
been carrying the majority 
of his shoes in the $10 to $12 
class. The chances are that, 
over a period of years, there 
would be no way of knowing 
how such a policy affected his 
sales volume, because by com- 
parison from year to year, 
the records would be satisfac- 
tory. But how could a store 
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really determine where it was right in its price range 
unless it put it to the test and forgot previous sales 
figures? Suppose the store had the facilities for get- 
ting information such as this: 
Over a period of one year 70 per cent of its business 
was done in women’s oxfords under $7, and 30 per cent 
over $7. Suppose the buyer carried 60 per cent of his 
stock in the $7 price and over, does it not prove that 
he was starving the prices which were most adaptable 
for his kind of store, because he desired to build up 
a high class clientele? One of the reasons for his 
heavy stock was due to feeding a naturally slow sell- 
ing stock, which, over a period of time, showed up 
sales resistance. 
The writer has in mind a particular case of a buyer 
who attempted to force sales in price levels which were 
not at all suitable to the clientele which the rest of the 
store catered to. Suppose we place side by side two 
women’s shoe departments, A and B, and without 
knowing sales, stocks, turnover, markdowns, lost sales 
on account of sizes short, I leave it to the reader to 
judge which is bound to show up best on the above 
points. Suppose in store A there are only 2 per cent 
non-sellers and 10 per cent slow sellers, while in the 
shoe department of store B there are 20 per cent non- 
sellers and 25 per cent slow sellers. What is the 
answer? 
Now, if instead of any dollars and cents figures of 
sales, stock or reductions, you could take a cross-sec- 
tion of your women’s shoe department in the above 
manner: 
a—it would physically keep for the buyer and mer- 
chandise manager a miniature of the tremen- 
dous stock. 

b—you secure the benefit of keeping a perpetual 
picture of unnecessary duplicates and varieties 

—of too many boots in the same price, etc. 
c—before placing an order for new boots, oxfords, 

etc., the sample of each shoe in stock acts as a 
deterrent against taking into stock new boots or 
oxfords or pumps which could only compete with 
the ones already in stock of the same quality and 
price. It would only result in making the new 
shoe a good seller and its unfortunate, predeces- 
sor a poor seller and a total loss. 
e—if some one would have the courage to use the 
axe freely to reduce the 500 styles to 100. 
f—if proper machinery were created to prevent 
either over or under sizing. 
g—if instead of carrying 
30 or 40 different prices 
which help to _ break 
down confidence in the 
customer who knows 
quite well there is not 
much @jfference, if any, 





in the value between a 
$10.50 and an $11 shoe, 
more psychological 
prices were determined 
for each type of shoe 
and the buyer made to 
(Continued on page 55) 
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Here’s the Key to More Profit in the Men’s 
Shoe Department 


Based on an Exclusive Interview with 


JESSE ADLER 
President of the Adler Shoe Co., New York City 


fined to the women’s business. Although style, 

or rather the variety of style, has not reached 
the point in men’s shoes that it has in women’s shoes, 
it is still an important element, and one that must be 
reckoned with in the successful conduct of a men’s 
shoe store or department. 

Within the last few years a few real authorities on 
men’s shoe styles have been developed, and probably 
the best known of these, because of his long seryice as 
vice-chairman of the style committee of the National 
Shoe Retailers’ Association, is Jesse Adler. 


\ LL the wizards at guessing styles are not con- 


Operates 16 Men’s 
Stores 


As head of the 
Adler Shoe Com- 
pany’s chain, now 
numbering 14 stores 
in Greater New 
York and two in 
Newark, N. J., de- 
voted exclusively to 
the sale of men’s 
shoes, he occupies 
one of the most im- 
portant positions in 
the men’s shoe field 
in the country and 
has not yet cele- 
brated his fortieth 
birthday. 

Mr. Adler is one 
of the few shoe men 
in the business who 
followed in his fa- 
ther’s footsteps. He 
was almost born in 
the business, to use 
his own words. 


Business 30 Years 
Old 


The Adler busi- 
ness goes back for 
about 30 years and 
was established by 
Samuel and J. H. 
Adler, brothers, the 
latter the father of 
Jesse Adler. The 


first of the Adler stores was opened on East 125th 
street and the second at 106th street and Third avenue. 
Both of these stores are still in the chain. When Jesse 
Adler was old enough he began his apprenticeship in 
the second of these stores. Because his father and 
uncle owned the business, however, he was shown no 
special favors. Among his first duties was that of mov- 
ing stock and he gradually was introduced to the task 
of waiting on customers. He developed a real love for 
the business, as did his brother, Arthur H. Adler. In 
1911, when the Adler Shoe Company was formed and 
incorporated, these two brothers were taken into the 
firm and the father 
and uncle gradually 
withdrew their ac- 
tive participation in 
the affairs of the 
company. Jesse Ad- 
ler. became _presi- 
dent and active head 
of the business. 

In 1911 the firm 
had a chain of three 
stores and largely 
through the efforts 
of Jesse Adler added 
more stores steadily 
until the present 16 
were in the chain. 
The company’s slo- 
gan is “More Com- 
ing.” 


How to Buy 
Scientifically 


Style and the buy- 
ing of shoes on a 
scientific basis are 
the two points upon 
which the Adler suc- 
cess is founded. 
There is nothing 
mysterious about it, 
nor does it entail 
any intricate proc- 
ess, according to 
Mr. Adler. 

“The first essen- 
tial in the proper 
buying of men’s 
shoes,” he declared, 


‘3 

“On some styles which look particularly good to you,’’ says Mr. 

Adler, ‘‘it may be desirable to order more heavily, but if you do 

you must cut down on the number of pairs in another style, or elimi- 

nate some styles altogether. NEVER BUY MORE PAIRS THAN 
YOUR FIGURES SHOW YOU CAN SELL.” 





ee 


| 
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is-to figure out just to what class of trade your shop is 
catering; whether it is the conservative man, who de- 
sires plain, sane styles; the young business and pro- 
fessional man, who wishes snappy, peppy and up-to- 
snuff styles, or the college man and his followers, who 
want the extreme styles as exemplified in the heaviest 
and doggiest of brogues. 


Buy for Your Own Customers 


“No matter where you are located, when buying 
your season’s shoes it is best to figure just what class 
of men you cater to, just what class passes your stores 
and then buy the styles 
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price. After this, divide the number of pairs you wish 
to buy of a style into the actual number of pairs you 
expect to sell and the answer will be the number of dif- 
ferent styles you can safely buy. And figures do not lie. 

“On some styles, which look particularly good to 
you, it may be desirable to order more heavily, but if 
you do, you must cut down on the number of pairs in 
another style or eliminate some styles altogether. 
Never buy more pairs than your figures show you can 
sell. 

Keep Within the Safety Zone 


“If your past records indi- 





these men will wear, not the 
styles that are being sold 


hundreds of miles away. Y ipnaond is the fifth of a series of articles de- 
voted to analyzing the reasons for the 
success of prominent buyers in the shoe field. 


“Don’t buy the styles you 
think your competitor sells, 
but buy what you know you 
can sell. Conduct your busi- 
ness your way and not as 
you think the other fellow 
conducts his.” 

Mr. Adler has made a spe- 
cialty of studying style as 


Concentration in buying, accurate sizing 
up, first of the class of trade served, and, 
second, of the particular needs of this spe- 
cific class—these have all been emphasized. 


Now comes Mr. Adler, and more will follow. 


cate that you can sell 15,000 
pairs of shoes in a given 
time and have a normal stock 
on hand at the end of the 
period, you cannot safely 
order 20,000 pairs above 
this normal stock without 
taking a loss on the 5,000 
pairs that were overbought. 
Keep within your limit and 
you never will be over- 
stocked and you never will 
sell at real big losses.” 





applied to men’s shoes in 
New York. He admits that 
some of the styles he has developed here will not go out- 
side of this or a few other large cities. Others have 
swept the country. All his styles have a personality 
that is distinctly “Adler” and are developed to appeal 
to the eye as well as to reflect good taste. Co-equal with 
style, he places quality and all shoes are subjected to 
a rigid inspection before they are permitted to bear 
the “Adler” stamp. 


Consistent Advertising Policy 


Right here it is well to mention that through con- 
stant advertising and the placing of the name of “Ad- 
ler” on every convenient spot in the Adler stores, the 
name is kept, before the public. Only recently all. the 
Adler stores were fitted out with carpet runners in 
front of the chairs, bearing the name “Adler” woven 
in red, every 45 inches. 

“Often a man will drop into a shoe store without 
noticing the name particularly,” explained Mr. Adler. 
“With our name in large letters right under his feet 
when he takes off his shoe for a fitting, he can’t avoid 
noticing it and remembering it.” 


How to Budget Your Buying 


To show that there is nothing mysterious about op- 
erating a chain of 16 stores, with few cut price sales 
and with less than the ordinary amount of left-overs, 
Mr. Adler tells how he plans his season’s buying. 

“Before buying for a season,” he said, “figure how 
many pairs of shoes you sold last year during the same 
period and then add the number of pairs you may 
safely expect to sell above this figure, allowing for a 
normal increase, bearing in mind the class of trade you 
draw from and the competition that you have in your 
particular grade of shoes. Figure your range of prices 
and the number of pairs you expect to sell at each 


That seems a simple 
enough process to follow, yet Mr. Adler says that in 
talking with shoe merchants from all parts of the 
country, the temptation to buy too many styles is one 
of the greatest that the shoe men have to face, and that 
spreading out over too wide a style range is one of the 
real troubles of the trade. 

Here is some more of his advice: 

“You never lose money on middle sizes and wide 
widths. Buy sparingly on small and large sizes and 
narrow widths. Order these dangerous sizes with the 
utmost caution. You make your money on your middle 
sizes and lose it on your end sizes. 

Mr. Adler has been preaching this gospel to his fel- 
low shoe merchants for several years, for besides run- 
ning his business he finds time to attend numerous 
shoe association meetings and to take an active part in 
their deliberations. He just finished a term as presi- 
dent of the New York Shoe Retailers’ Association and 
is at present a director of the New York State Asso- 
ciation. 





Prices and Styles the Country Over 
(Continued from page 42) 


that it was one of the prettiest you'd ever seen.... 
then your shoes aren’t doing you justice.” 


Hosiery More Often Coupled with Shoes 


In 60 per cent of the advertisements in this survey 
hosiery was featured prominently as part of foot- 
wear. The merchant who fails to put hosiery into 
every shoe advertisement is not covering the subject 
of “footwear” completely. There is still that 40 per 
cent left to do it, so this information is passed along 
as another bit of “news” gleaned in a country-wide 
search of “trends” in advertising. 
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The Hollywood Boot 
Shop, Hollywood, 
Cal., was recently 
opened. The inte- 
rior is something 
unusual. It is a 
high-grade _ store 
for 


men and 
women. 


\ N 7 HEN Salvatore Ferragamo, 
proprietor of the Holly- 
wood Boot Shop, recently 

opened his fine new store at 6683 
Hollywood Boulevard, Hollywood, 
California, it meant to him just one 
more milestone in a career of shoe 
manufacturing and shoe merchan- 
dising that had its beginning when 
he was a mere lad in Italy. At the 
S. FERRAGAMO 28¢ of seven years in his home 
town, a suburb of Naples, he be- 

came enamored of the shoe idea and spent all his hours 
out of school in the shop of an old cobbler friend, ob- 
serving with the keen curiosity of boyhood every part 
of the process by which a shoe was fashioned, and 
soon announced that he could do the work as well as 








Interior of New 
Hollywood Boot 
| Shop Elaborately 
Finished 


Be tee et eee 














the master. One day in the old man’s absence he made 
good his claim by actually doing the shoemaker’s work. 
From that time on, in all his spare time the boy was 
a shoemaker himself, and when thirteen years old em- 
barked in the business on his own account. 

At the age of eighteen, young Ferragamo had in- 
creased his output from the small beginning of two 
pairs of shoes a week to forty pairs a day in his own 
factory, with eighteen experts to turn out footwear of 
his own designing. Finally, he came to America to 
visit relatives in California. He never went back. 

The location of his new store is next door to his 
former store on the corner of Las Palmas avenue, 
where it has been for ten years. 

The absence of shoe boxes is conspicuous.in the 
salesroom, which resembles an art studio or theatre 

(Continued on page 55) 
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Readey’s, in the outlying business district of Boston, features windows with a strong drawing 
power. The background is caen stone. 


The Small Family Store’s Place in the 
Big City 
Readey’s, Boston, Has Four-Time Turnover and Aims at 
$50,000 Business in 1925 


\ N THEN the subject of shoe stores in connection 
with large cities is mentioned, one’s thoughts 
invariably center on the larger houses in the 
most active of the shopping districts. For instance, in 
Chicago, one looks for the trend in the Loop district 
as a barometer on business conditions, and when think- 
ing of Boston, one directs his attention to the shoe 
stores on Tremont, Boylston and Washington streets, 
and in that immediate vicinity. On the other hand, 
there are hundreds of shoe stores with locations within 
a radius of a few miles from the center of the most ac- 
tive business district that do a very good business. 

They are the “little fellows,” yet are close enough 
to the scene of the great activity to make a good thing 
out of their shoe stores. They profit by the example of 
the leading stores in many ways. 

Readey’s, a shoe store in operation about a year, is 
one of those smaller stores, located about a mile from 
the busiest Boston business district. J. A. Readey, an 
experienced shoe man, chose the Massachusetts avenue 
district for his site and opened a very modern store 


at No. 204. The store has all the characteristics of a 
store suitable for the business section along Washing- 
ton or Tremont streets. If it were possible to mount it 
on moving apparatus, it would not need the slightest 
altering inside or outside to meet the requirements. 
The windows are very attractive, having a background 
of caen stone with mirrors several feet high. In brief, 
Readey’s store compares favorably in every detail 
with stores located in the busiest of the city’s districts. 
And in contrast, he doesn’t have to meet the over- 
head for rental, etc. 

The Massachusetts avenue district is a busy one. 
There are several shoe stores and many other types of 
retail establishments. Readey’s carries a family line of 
shoes at prices ranging between $6 and $10. 

Although only in business about a year, the firm did 
a $25,000 trade in its first year and got a four-time 
turnover. Like the average family store, Readey’s does 
not dabble in extreme styles. He gets mostly the resi- 
dential trade, which, of course, develops into a steady 
patronage, if satisfied with the initial purchase. There 
is some transient buying, and women employed as 
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domestics-at homes of wealthy people in the neighbor- 
hood buy here. 

A summary of Readey’s merchandising policies fol- 
lows: He carries four lines of women’s shoes, depend- 
ing on one staple line as the leader; one line of chil- 
dren’s, three lines of men’s, one selling at $6 and the 
best at $10. The best line is made by a nationally 
known and advertised manufacturer. He keeps his stock 
low and has the advantage of being able to replenish 
his merchandise in a brief time. Mr. Readey also car- 
ries a line of hosiery and does well with it. 

Mr. Readey for years was associated with Blenn- 
Rambler, operators of medium-priced shoe stores in 
New York state, and had a fund of experience at his 
command when he selected his place of business. He 
knew he must fit out his store in an inviting way; he 
aimed at having his store the best looking in the dis- 
trict and yet always kept in mind a principle to apply 
economy in his expenditures. He stuck to his econom- 
ical policy and the appearance of the store did not 
suffer a particle. The shelving is stained, yet offers 
a very neat appearance. Individual chairs were bought 
at a reasonable price. They are Colonial style. 

One of the two windows recedes, offering a better 
view. Persons passing by take much interest in the 
trims. The light caen stone background, set off nicely 
with large mirrors, exercises a great deal of drawing 
power. Window fixtures are of walnut and harmonize 
with the floor. 

The interior is 70 feet deep. Stock is within arm’s 
reach. Mr. Readey is aiming at a $50,000 business for 
his second year and is confident that he has a good 
chance to reach his goal. He has commenced in the 
right way. He changes his window trims frequently 
and indications of the attitude of observers show his 
store is regarded as one of the interesting shops of 
Massachusetts avenue. 





Interior of New Hollywood Shop 
(Continued from page 538) 
foyer in appearance. Deep-piled rugs cover the floors; 
pillars reflecting those in the ancient temples of Rome 
add dignity and attractiveness; all lamps are wrought- 
iron inclosed and quaintly attractive in their unique 
patterns; a gay Venetian banner hangs from one wall; 
luxurious divans invite the searchers for foot comfort 
and foot ornamentation; and a most attractive mezza- 
nine is seen in the rear, with its dark walnut balus- 
trade shutting off any view of the clerical offices there. 

The divans are of individual design, carrying out 
the colors of amber, gray and very light wine, amber 
being the color that is basical in the shop. Drapes of 
orange form the elegant curtains and carry out the 
California idea. These fill the doorways leading to the 
obscured and spacious stockrooms. 

The store’s display windows are of a new type; 
niches in the Venetian walnut permitting the show- 
ing of attractive models of I. Miller shoes for women 
and Nettleton shoes for men. Belgian marble has been 
used most effectively below the windows, and a Flem- 
ish tile approach leads in from the sidewalk. Mr. 
Ferragamo, in presenting a very distinctive shoe 


= store, also created an inviting atmosphere. 
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“We think we have given Hollywood a great fashion 
center as well as the movie capital, a distinctive type 
of shoe store,” said Mr. Ferragamo. “We have tried 
to make it inviting.” 





The Principles of Merchandise Control 
(Continued from page 50) 
adhere to those prices—the fewer the prices 
the better. 
h—if facilities were created for watching sales, 
stock and markdowns within the price groups 
from week to week. 

i—if the open to buy instead of being a blank fig- 

ure were distributed according to price and mer- 
chandise groups on the basis of what these prices 
and merchandise groups did proportionately in 
business over a period of time. 
—if all this machinery were established it would 
hardly be necessary to compare this year’s sales, stock, 
markdowns, with that of last year. These would auto- 
matically take care of themselves. 

An actual, unbiased merchandising science, built 
around women’s shoes and carefully analyzed, would 
show that while a portion of the department is sub- 
ject to radical style changes, the greater bulk of it 
can be built upon a pretty stable business, but it cer- 
tainly will not be a stable business if we mistake the 
effect for the cause. 





Interest Grows in California Convention 


Los Angeles, Cal., March 19—The convention com- 
mittee of the California Shoe Retailers’ Association 
selected a rather broad slogan for the annual conven- 
tion to be held at Santa Barbara, May 25, 26 gnd 27. 
“Let’s Sell ’em Better” is the slogan. It is the seventh 
annual convention. 

Besides a general arrangement committee, there 
is a committee composed of Santa Barbara shoe mer- 
chants which is planning an entertainment, program 
on a scale that promises interesting things for those 
attending. 

Paul Jesberg of Los Angeles will be the chairman 
of the round table discussions and open forum com- 
mittee. It is his earnest desire to make this part of the 
program intensely interesting, instructive and bene- 
ficial to very member. 

Subjects such as “Stock Control,” “Stock Turn- 
over,” “Stock Clean-up,” “Advertising,” “Percentage 
of Advertising Costs to Sales,” “Window Displays,” 
“Store Displays,” etc., are among the questions to be 
discussed. 

Concerning open forum subjects, Manager F. C. 
Rittigstein appeals to members to provide worthy 
topics for discussion: “If you have any question per- 
taining in a certain particular to these topics which 
you would like to have discussed, or any other topic 
that in any way affects the retail shoe business that 
should be opened for discussion, please sen. them at 
once to Paul Jesberg, care Jesberg’s Walk-Over Shops, 
618 So. Broadway, Los Angeles, Cal. Your co-operation 
will be appreciated by him and you will be doing an 
act, constructively good.” 
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Style Leaders 
Trade Winners 









No. 1810 


No. 1810—Patent leather vamp, tan calf quarter, beauti- 
ful cut-out design, full leather lined, 13 /s covered block 
heel. A. B, C, D widths $3.75 
No. 1802—Patent leather cut-out sandal, corded, ea! 
lined throughout, 8/8 leather heel. Rubber top lift. B, C, 
D widths : $3.50 
No. 1803—Same in all tan calf. ” $3.50 
No. 1811—In patent leather vamp with tan calf “ss 

58 





No. 3225 


No. 3225—Black satin, spider web 
guimpe stitching, ivory kid lining, 
16/8 Spanish full Louis heel. AA, A, 
B, C widths $4.85 






IMMEDIATE DELIVERY 
FROM 
STOCK 


Ne. 3879 No. 1741 





No. 3379—Patent leather, apricot 


















= —_— ty gy Bs No. - ye exquisite black satin, ivory shed and 
a = y Pte mag $4.85 we yx a! kid commend anne. saat Sp. oy 
No. 3378—Same as above, 16/8 
Spanish full Louis heel. AA, A, B, C No. 1743—Same with 13/8 block ‘heel. A, B, Cc widths, 
widths . serennnensnsennnnnss4s1 SG DAOO No. 1729—All black satin, black stitched, 16/8 Sp. heel. 
No. 3377—Same as above, black 50 
satin, ivory guimpe stitching, 16/8 No. 1736—All black satin, black stitched, 13/8 block heel. 
Spanish full Louis heel. AA, A, B, $4.25 
C widths $5.00 
“Order Now fe 
Oo or 
Easter Selling’’ 
No. 1735—Blond satin, embroidered vamp, cham kid lin- 
ing, 16/8 Spanish full Louis heel. AA A. A, “7 C widths......... $4.75 


No. 1734—Same style, black satin. AA, A, B, C widths .......$4.75 


NOVELTY SHOE COMPANY 


= - 
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Aristocrats of Fashion 
at Popular Prices 





No. 1720—Admirable black satin, embroidered vamp 
French corded, genuine kid lined throughout, ~~ Sp. 


heel. AA, A, B, C widths $5.00 
No. 1719—-Blond, same style ...-. $5.00 
No. 1739—Patent leather coveee $5.00 
No. 1738—-Patent leather, 13/8 block heel. A, Cc. wy $4.85 
No. 1737—-Black satin, 13/8 block heel. A, C $4.85 No. 1745 


No. 1745—Black satin, D’Orsay 
pump, silk ribbon bow, champagne 
kid lining, 16/8 Spanish full Louis 
heel. AA, A, B, C widths $4.50 













IMMEDIATE [DELIVERY 
FROM 
STOCK 


No. 3376 


No. 1728 












No. 3376--Black satin, ivory kid lini.g. 15/8 
military heel. A, B, C widths $4.65 
No. 3375—Same style, 16/8 Spanish fu!l J ouis 
heel. AA, A, B, C widths............... $4.85 


No. 1728—A stunning patent leather, fancy stitched ivory No. 3381—-S t 

color French binding, genuine kid quarter lining. A, B, C silk 8351, Same style, patent leather, need 
a es er ee. a $4.50 AA, A, B, C widths p .. $4.85 
No. 1727—In black satin $4.50 No. 3382—Patent leather, ivory stitching, 13/8 
No. 1726—Black satin with 16/8 Spanish heel. As & military covered heel. AA, A, B, C widths $4.65 


‘‘For the 
Spring Ensemble”’ 


No. 4343 
No. 4343—Black satin, ivory silk 
stitching, ivory lining, bow on a, 
iw spiked full Louis heel. AA, 

, C widths $3.08 
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Everywhere— 
the call is for 
shoes soled with 


Uskide 


‘ae days, folks who demand 100 cents worth 
of wear for every shoe dollar are insisting upon 
shoes soled with USKIDE. 

Some of your customers probably have happened 
to get USKIDE soled shoes by chance. 

Others have been told by their neighbors about 
the tougher, more comfortable, wear-fighting qual- 


ities of USKIDE. 


ce ” 2 
Still others have been convinced by USKIDE id ites ee. reese agen —_ 
advertisements in the newspapers. wear. Teamed with USKIDE, they make a 


combination without equal for long service. 


United States Rubber Company 


But wherever they learned about the “wonder 


sole for wear,” the result is the same. 


They’re demanding USKIDE soled shoes—and 


making sure they get them by looking for the name 

USKIDE embossed on the sole. 1790 Becadwey wane Samm 
Successful shoe merchants all over the country 

are reporting that one of the easiest and cheapest me 


ways they can increase their turnover and volume 
is to feature a line of USKIDE soled shoes. Sole and Heel Stocks in our following branches: 
Boston Chicago New Orleans New York St. Louis 


They are ordering shoes soled with genuine Pittsburgh Portland, Ore. Los Angeles San Francisco 


~ USKIDE 


Soles — Half Soles — Top Lifts 





When writing to advertisers please mention Boot anv Snot RecorvER 




















March 28, 1925 


Ps 











‘\ 








MANSSGUMNNSIOMMUNASASuHNNGSS 








BOOT AND SHOE RECORDER 


Wiaestnes 4. a, 
Pomforts in disguise 
4 lessings 9” 
jrimness the di sgulte, Set! 
A.SHOEWISE | 
says— 








COSHH SABiMNeSGiininescs 




















THE 


LUXUREST 


SHOE 7 


& 














G 


Trademark Reg. U. S. Pat. Off. 


Something in That Name! 


There’s a lot for the money in a 
Luxurest. 

Just shows you don’t have to pay 
“all out doors” for true comfort 
and becoming appearance. 

It is right in the big field of 
popular prices. 

The “something” is hidden, but 
don’t forget it’s the scientific 
manufacture disguised by trim- 
ness. 

The customer won’t forget this 
BIG reason for unusual comfort. 














J 


©) 


SooG 
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“ IN STOCK © 
Where, Madam, can you get such No. 335—(Illustrated)—Flexible McKay with rub- © 
2 a shoe for the money ? is the way ber Sool. arch supporting construction. In Patent 
—. Sages = it. And that No. $86—Black satin with black ooze strap and 
= gets em, every time. overmy. " © 
. No. 334—Black Kid. © 
$2.65 
, 5% 30 Days 
\ Sizes 4 to 9 Width EEE 
A\ ory - 
ma iC -) 
A y re 
E oN \ 
f S& ) b Ly 





23 


SVG SSSireseeeSsaesgiissus 

















at [SPISHER Sh yN IN C. 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street Chicago Office: 45 So. Wells Street 
Philadelphia Office: 44 N. 4th Street, Merchants Building 
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Because MAXIMUS is far 


= more than a Patent Leather 








~~ T IS today a most impressive example of progress in 


“shiny leather’”’ making, the reward of our untiring ex- 
periment for something better—something outstanding in 
patent leather, as it is generally known. 


In MAXIMUS our aim is to have a balanced finish in 
which the hide and enamel will “give and take” together, 
and a leather that will insure greatest comfort and lasting 
beauty when worn in shoes. 


Naturally—-MAXIMUS makes the long continued friend- 
ships which we intend all Evans Leathers shall. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Centers) 


‘ tandardize on ‘ 


Evans Brands 
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I| | 
, The 
NEW HERMAN IDEA 


“Shoes We Thank You 


f OT the N all our 30 years history, we have never known a 


more enthusiastic reception of new models than 


e 3939 
Occas 1071 that accorded our New In-Stock Line. 


Eleven distinguished styles—in stock for 
immediate delivery—at prices that insure 
quick sales and satisfactory profits! From 
coast to coast—that idea has gone across 


B-I-G. 
And with a real Spring business “just around the 
Pe... corner” for every dealer with a line like this— 
little ‘style-touches “that ‘make it you’re bound to find the New Herman Idea the most 
“ands.” ‘Brosdway last with flere profitable opportunity of the year. 


cae: Be om pone sb 0 81; For shoes that sell—at the best-selling time— 
ren guns send your order to us. We’re SPECIALISTS in 


SERVICE, as well as Shoes. 






Write for New 
Illustrated Folder 





The JOSEPH M. HERMAN SHOE COMPANY 


BOSTON and MILLIS 
MASS. 
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The Paulina 


A Gun Metal Satin one-button 
strap Sandal made in a pattern 
and last that is a real seller 
with our customers. Made in a 
Wilson Process McKay with a 
covered Spike Heel. 


Can be made on order within 
30 days. 


Price $5.00, 3% 30 days. 


‘HOE “MFG*CO* 


yy Weer (le com www ROCKDORT. N.Y. UMA. Win me Hu 


NEW YORK OFFICE 545-547- eB ss gly BLOG.BWAY AT 34ST 
JA 
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EASTER 





$5 





MARION 


NEXT! 


501X—Hi-Gear Last. Gallun’s 48 Tan, 9 
Iron Bend Outsole. Calf Quarter Lining. 
Wingfoot Rubber Heel. Widths A to D. 
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MARION SHOE COMPANY 


INDIANA 
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3 W's 








A Trademarked 
Line 
In Stock 


Samples will be 
shipped at our 
expense 
























Please Send for 
New Illustrated 
Circular 





The Betty 


ey ae Girls’ Patent Leather, 
2% to7,C D, low heel.... $2.75 

vena Girls’ Patent. Leather, 
2% to7,C D, 13/8 heel... 2.75 
6701—Misses’ broad toe Patent Lea- 
ther, 114% to 2, D and E, rubber 
is Sls law 6 a bain 4,040.0 2.25 
6702—Child’s Patent Leather, 8% to 
11, D and E, rubber heel. ..... 2.05 
TAN CALF, SAME AS ABOVE, 
ALSO CARRIED IN STOCK. 


Hand turn Patent Leather 





Lenox In Stock for Easter 
Yes! Every Number Listed Here! 


The Ritz 6790 










4805— Women’s | Sa Colt, low heel, 
TOY | eee $2.90 


4845— Women’s “Pate Colt, S 


heel, 244 to7,C andD........ 


6790— Misses’ Patent yee broad toe, 


rubber heel, 111% to 2, D and E. 


2.40 


6791—Child’s Patent Colt, broad toe, 


rubber heel, 8% to 11, D and E. 


2.20 


6792—Child’s Patent Colt, broad toe, 


spring heel, 8% to 11, D and E. 


2.20 











WEIMER, WRIGHT & WATKIN CoO. 


39 South Second Street, PHILADELPHIA 
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The ORA 


Patent Leather One-Strap 
(Design Patent Applied for) 


The DAPHNE K 
Black Satin One-Strap 


























BLACK SATIN—PATENT LEATHER 


Staple Numbers with a Style Appeal 


Ooo 


UR pre-eminence in the production 

of White Footwear has not prevented 

us from holding a strong position in mer- 

chandising popular-priced footwear in 
Satin and Patent Leather. 


Every indication points to Black Satin and 
Patent Leather as favorite materials for 
post-Easter footwear. There will be many 
selections in design and pattern but the 
merchant cannot go far wrong in choosing 
Black Satin and Patent Leather as a basis 
for his volume buying. 


As in the past we aim to furnish our trade 
with the kind of merchandise and the 
quality of service that merit their continued 
business. 


DINGLEY FOSS SHOE CO. 


Fabric Shoe Manufacturers to the Wholesale Trade 


Auburn, Me. 


BOSTON OFFICES 54 LINCOLN STREET 


_—- 
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THE BIG SIX! 


Six dainty novelties which we’ve created especially 
for your Easter trade. The season’s 
newest styles and lasts. 








IN STOCK 


for 


No. 1032 Immediate Delivery No. 1035 


i t 14/8 
No. 1032-—Black satin, one-strap, “oS Ne. 1086—Light tan ealf, amectenn, 


spike heel, A to D 
No. 1039—Same in light tan calf, 13/8 solid leather flapper heel, Uskide top 
5 lift, A to D 


$4.00 
Catan wooed heel. A to D No. 1037—Same in patent leather, A to 


No. 1031—-Same in gun metal calf, Cu- . 
al re to . — W IRE OR WRITE Ne. 1036—Same in black satin, appar 


No. 1034—Same in patent leather, Ou- weed basi, es $4.25 


Re, [63¢Same, a YOUR ORDER 


HIGHEST 
QUALITY TURNS 


No. 1052 


eee bie, ATTRACTIVELY 
mais. ae PRICED 


ss 6469—-Same in blond satin, A Se No. 1052 Patent ite - » steel ope 
ornament, /8 spike to 5 
No. 6462—Same in patent leather, a to No. 1150.-Same in Rm sate, 4 


$4.88 


N ial 
ge 646i—Same in pace tan calf, $i. b No. 1151—Same in blond ‘satin, he 


No. 6466—Same in “light tan calf with beaded ornament, A to 


13/8 wood Cuban heel, A to D $4.25 


AUTHENTICALLY 
STYLED 


No. 1053 
No. 1059 
No. 1053—Light tan calf step-in, =a 
buckle, 13/8 Cuban wood heel, A 
No. 1059—Blond satin opera hand- D $4. 3 


woven vamp blond and brown, ay Ne. '1054—Same in patent. leather, A b-4 


spike heel, A to C 
ae 1058—Same in all black satin, *. = No. 1055—Same in white kid, is 


spike heel, A to D 


POWELL & CAMPBELL 


MANUFACTURING WHOLESALERS OF DR. CAMPBELL’S HEALTH SHOES 


122-124 DUANE STREET NEW YORK 
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SOLID COPPER 


STORE FRONTS 


Kawneer * 


The quaint, picturesque shops of yesteryear served well enough 
for the times, but progress in merchandising brought about many de- 
velopments, particularly in window design. | 


That merchants in many lines of business appreciate the beauty and 
trade-drawing power of Kawneer Solid Copper Store Fronts has been well 
established during the past 20 years. 


Brown and Hamilton Co., of New Castle, Pa. write: “When one sees 
with their own eyes the OLD and the NEW, there can be no misunderstand- 
ing—the contrast between our old front and the new one just installed by 
you has been the subject of much favorable comment.” 


And to learn more about Kawneer Solid Copper Store Fronts for 
your particular business, just send the coupon which will bring the 
The 


information without cost or obligation. +. 
2213 Front St., 
; ; , © nand Niies, Michigan. 
See other side for Six Points of Kawneer Superiority. ise 
Please send me without obligation 
“Design Book™ of Kawneer Solid Copper 
Store Fronts. 























Skyscraper Strengtl 


and Resiliency are embodied j 
. | Kawnee 


STORE FRONTS 


a HANI 
== 


TT wee j 


AL 
The cold-drawn, solid copper mouldings 


enable Kawneer Store Fronts to give enduring 
service to the modern skyscraper. 


And in addition to the long life feature, 

. Kawneer Store Fronts are so constructed: that 

all vibrations pass out thru the edges of the 

plate glass. This is accomplished by means of 

the Kawneer resilient grip which provides the 
necessary give-and-take. 





A more complete description of Kawneer 
Store Fronts and the 6 features illustrated be- 
low will be gladly given without cost or obli- 
gation to merchants who return the coupon 
shown on the opposite side of this page. 
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SHOE STORE SERVICE 


SECTION 


cA Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





Make the Displays Keep Business Going 


Do Not Become Reconciled in Advance to a Drop 


“ ASTER is but the be- 
E; ginning of a good 
season’s business.” 
This Big Idea was presented 
to Recorder readers in the 
first issue of this month. 
Let’s “follow through” and 
keep business going by show- 
ing the public that we are 
giving them something new 
every week. 

It is probable that the shoe 
dealer cannot altogether 
banish the seasonal nature 
of his business, but he can 
do a great deal to lengthen 
the seasons and to reduce 
the number of dull weeks in 
the year. Snappy window 
displays will do a lot towards 
keeping business humming. 
But they must be distinctive, 
and they must show the pub- 
lic the reason why footwear 
buying is not over at Easter. 

Window displays are ad- 
vertising and other adver- 
tising should go hand in 
hand with the window dis- 
plays. Advertising to be ef- 
fective today must be infor- 
mative—educational. It must 
not only be a general mes- 
sage, but it must be a defi- 
nite message that will lead 
to a definite result. 


Nearly everyone will want 
to have a new pair of shoes 
for Easter, but how many 
will fail to satisfy this de- 
sire? Enough to make it 
good business to keep plug- 
ging away for their trade. 
Spring business is not over 
at Easter, and the shoe store 
can be just as busy after 
Easter as before if the mer- 


in Sales After Easter 
By A. E. EDGAR 








Recorder Merchandising 
Calendar for April 


April 1-4—Talk Easter in your windows 


and in your ads. 

Decorate the store appropriately 
throughout. 

Check up carefully to see that every- 
thing is in readiness for the window 
trims. Have a complete new trim with 
Easter features in the windows ready 
for Saturday, the 4th. 

If your ads for between now and Easter 
are not yet written and in type, get right 
onto them. You will be more and more 
needed on the sales floor as Easter ap- 
proaches, and it’s unwise to rush ad- 
vertising preparations. Get the sales- 
force together and take up the matter 
of selling odd lots during the Easter 
rush. 


April 6-11—Keep the store clean as a 


whistle and in ship shape, even though 
it is uncommonly busy. This will mean 
extra effort and extra help—but it’s 
worth it! 

See that the floor stock:is all in order, 
with the sizes filled in, at the end of 
each day’s business. 


April 12-18—No more lilies—no more 


symbols of Easter—no more show cards 
mentioning Easter. If any of these are 
seen in your store after Easter, you will 
appear to be behind the times. If 
planned beforehand, these things can 
be moved without disturbing the mer- 
chandise displays; but a complete 
change of trims will help business more. 

Devote at least one entire window to 
shoes for a purpose—for instance, sport 
and athletic footwear. 


April 20-30—By this time you should 


know what shoes will be sellers up in- 
to the summer and which ones are “pe- 
terin’ out.” 








chant will continue to reach 
out for business with the 
Same amount of vim and en- 
thusiasm, and the same de- 
termination to get it as he 
does earlier in the season. 
Window displays sell shoes. 
They do not cease function- 
ing after Easter, unless the 
merchant allows them to be- 
come commonplace and un- 
attractive. 

Let’s follow through April 
and May with “high speed” 
window displays and reap 
the rewards of our own pro- 
gressiveness. We’ve got to 
teach the public the benefits 
of wearing more shoes be- 
fore we can sell more. 


We are fortunate in living 
and doing business in a 
country where the people can 
afford to be properly dressed, 
and well dressed. Why is it 
then that so many people 
wear the same shoes all day 
long, and every day in the 
week? Because we haven’t 
shown them the benefits of 
having more, and the desira- 
bility of having a style for 
every occasion. Many people 
do not know that there is a 
definite difference in shoes, 
except in outward appear- 
ance. It is our job to dem- 
onstrate this difference, and 
to tell them of the vast 
amount of comfort and 
health they are missing by 
not being properly shod. 


Generalize Rather than Cen- 
tralize Displays 


The window display that 
includes everything in stock 
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The Shoe Store Beautiful 
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LONG ROW OF CHAIRS is a “thing of 
beauty and a joy forever to the store owner 
when he knows that the chairs will remain 
“lined up” like those pictured above. 








Cast your eye along any row of AMERICAN . 
I NTERLOC KI NG SHOE STORE CHAIRS 
that have been in service for a considerable time. 
Note the angle of the backs—the straightness of 
the seats and arms—the accurate alignment, just 
of; as when the chairs first arrived at the store. 
rite for 


"The Its the way theyre “made.’ AMERICAN 
Shoe Stor I NTERLOC KI NG SHOE STORE CHAIRS 

oe © are surpassingly sturdy because of important 
Beautiful construction features exclusively their own. 

















Aimerican Seating Company 


General Offices: CHICAGO, 1016 Lytton Bidg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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is not nearly as good advertising as 
the display that features a specific 
line, either as to style, type, 
leathers, colors, or some other fea- 
ture. The general display has its 
uses, it has its value, but when all 
the displays are general a large 
number of people do not learn of 
the shoes that would be particularly 
suited to their own needs. The shoe 
merchant should experiment with 
window displays a little and not 
follow the same procedure year in 
and year out. If he made an effort 
to play up some particular style 
once in a while he would find fewer 
stickers on his shelves at clearance 
time. 


For the Window Back 


In figure 1 we illustrate a setting 
that can be made up of the Recorder 
Interchangable Units, which were 
designed to save time and expense 
while affording a variety of dis- 
play settings. The units consist of 
a variety of panels and side-pieces 
which when combined make up a 
setting. The background illustrated 
is made up of a center panel, two 
lattice panels and two side-pieces. 
A platform is included in the set- 
ting because of the need to raise a 
portion of the merchandise display 
above the rest. Where suitable fix- 
tures, such as plateaus, tables and 
pedestals are available this is not 
necessary, although very often is 
useful. 
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Figure 8—“Walk and Be Well” suggests shoes for a purpose. A card 
suggesting a purpose is good to use with shoes made for that purpose. 
Figure 7—A neat appearing sign, with a dainty border. 


It may be explained that this set- 
ting may be used with the per- 
manent casing of the back of the 
window as a background, when this 
is finished in natural wood, or with 
a drape of a suitable color hiding 
the casing and forming a back- 
ground for the panels. 

It is suggested that the panel and 
side-pieces be painted orange and 
the lattice panels be painted black. 
This will make a daring color 
scheme and bring the window into 





Figure 1—The panels and side pieces composing this background can be 
used again in combination with others for a series of settings of this 


nature. 


prominence. A more subdued color 
scheme may be favored by some, 
however, so we will suggest as an 
alternate a French gray and black, 
with touches of gold on the black. 
Cream panels and brown lattice 
would also be suitable. 

This setting is capable of use at 
almost any time by a slight change 
in the color scheme and in the deco- 
rations accompanying it. For in- 
stance, as an Easter setting the 
panels may be of a very delicate 
tint of lavendar and the lattice a 


-deep purple. Easter lilies should be 


the flowers used in this display to 
carry out the effect to its utmost 
conclusion. 

The panels and side pieces of this 
setting are made of wall board and 
have supporting frames of wood at 
the back to keep them rigid. Wall 
board is the best material for this 
purpose because it is light in 
weight, which makes it easy to han- 
dle; it is made in sheets which are 
wide enough so that panels do not 
have to be marred with seams or 
joints; it costs but five or six cents 
a square foot, hence it is inexpen- 
sive. 

The lattice panels are made of 
wooden strips nailed together and 
painted. These panels may be made 
of short strips nailed across the 
longer ones, with the ends project- 
ing a little instead of as shown in 
the illustration. But when so made 
there should be a panel of wall 
board behind them to make the set- 
ting appear continuous. 

The setting illustrated in Fig. 2 
is also composed of wall board 
panels. The center panel may be 
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Shoe Shelving Arranged in Booth Effect 


The illustration shows our regulation wall 
type New Way sectional shoe shelving placed 
back to back with panel or display ends ar- 
ranged in booth effect. 


New Way sectional, interchangeable shoe 
shelving represents a real and tangible asset 
in that it can be shifted, rearranged and added 
to without the slightest work of reconstruction. 


Being of standardized construction and finish 
it is possible to begin with an installation of 
any size which can be added to from time to 
time with uniform results. 


. Tremendous manufacturing resources and 


large quantity production has made it possible 
to offer New Way quality shoe shelving at 
an extremely low price. 


Description and prices upon request—no obligation. 


GRAND RAPIDS SHOW 


CASE COMPANY 


World’s Largest Designers and Manufacturers of Complete Store Equipment 


FACTORIES: GRAND RAPIDS, MICHIGAN : 
OFFICES IN MOST PRINCIPAL CITIES 


ORK CITY 


PORTLAND, OREGON - NEW 
. CONSULT TELEPHONE DIRECTORY 
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tinted a plain color when there are 
floral decorations to give the set- 
ting the necessary attractiveness. 
The floral unit may be omitted from 
this setting and a few sprays of ar- 
tificial flowers attached to the panel 
instead. This will make it possible 
to have two changes in the setting 
with practically the same materials. 

The central panel is shown with 
another, smaller, apparently pro- 
jecting above it. By having this 
projecting portion a different color, 
either a darker or lighter harmoniz- 
ing hue, the effect of the setting is 
enhanced. The side panels are shown 
darker in the illustration than the 
center panel. This color scheme may 
be reversed if desired. 

The side panels are relieved of 
their plainness by the addition of a 
disc and two strips of wood in con- 
trasting color. In a large window 
sprays of spring flowers may be at- 
tached to these discs to give addi- 
tional color to the setting. Between 
the center panel and the outside 
panels other panels are shown in 
the illustration. If a drape forms 
the background of the window these 
panels could be omitted and the 
drapes will fill the openings. 


Floral Decoratives Attract 


The floral unit is a very attrac- 
tive addition to most window dis- 
plays. Flower houses have them in 
great variety ready to install in 
the windows. Shoe dealers should 
make it a point to secure the spring 
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Two semi-circles of light wood 
are required for the sides. These 
should be joined together by means 
of blocks between them. The ends 
can be formed of wall board neatly 
tacked over the rounded edge. An- 
other method may be followed in its | 
construction. Instead of blocks be- 7 
ing used to join the two sides, two hs 
boards may be used as ends. These re. 
may slant towards the center at the i 
bottom, and the edges of the sides 
may project beyond the ends. The 
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Figure 6, below, 
has a brightening 
effect where per- 
ntanent background 
is used. 




















Figure 4—Central 
decoration for 
background 
Figure 5, center. A 
panel may be cov- 
ered with silk or 
velour. 






































catalogs and to supply their needs 
as early as possible so as to get a 
long season of use from their pur- 
chases. 













































base is also made of wood and is 
attached inside the sides, forming 
the bottom of the bowl. The width 
of the bowl when completed should ry 
not be more than five or six inches i 
from front to back, while the ‘ 
length from end to end will be de- 
termined by the size of the circu- 
lar measurements. Strips of wood 
are used for the lattice. This unit 
should be attractively painted in 
harmony with the setting with 
which it is to be used and sprays 
of flowers added. 


A Changeable.Panel for Easter 






























It is just possible that many 











shoe dealers will be glad to receive 











an idea that can be worked out for 
Easter, although most dealers will 











Figure 2—This background unit is flexible in that it can be used re- probably have their Easter set- 
peatedly with different decorations. tings installed before this issue of 
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OUR WOOD DISPLAY FIXTURES ARE UNEXCELLED 
FOR QUALITY AND DESIGN 


No expense is spared in their production—the styles are thoroughly artistic — 
all lumber is bone dry, they are guaranteed against warping and blistering and 
the metal connections are unbreakable. 





WE HAVE A LARGE VARIETY OF DESIGNS 


THREE COMPLETE LINES ARE IN STOCK FOR IMMEDIATE DELIVERY 
ASK FOR CATALOG No. 22 


OUR 
GLASS FIXTURES 


For years we have been talk- 
ing to you about our well 
known line of interchangeable 
glass fixtures. The cut at the 
left shows one of the built 
up trims made by using our 
glass plates and pedestals, 
which admit of an endless 
variety of designs. Illustration at right shows one of our types of 
glass shoe stands. 


CATALOG No. 18 SHOWS THE ENTIRE GLASS LINE 





SEND FOR SAMPLES #15 see, Wintes Vteness, Soden, Phases and the 


Quality — Service — Courtesy 
Visit Our Chicago or New York Show Room 


NEW YORK SHOW ROOM THE HECHT FIXTURE CO. 


basi Secedine ak aie Ave. DEPT - 12 
Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
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Figure 8—A “pinch hit” idea for the merchant who has been tardy in 
planning his Easter window setting. Oval panel can easily be substituted 
for the egg. 


the Recorder reaches them. In Fig. 
3 a simple symbolic setting is sug- 
gested for Easter, that with little 
extra work can be utilized for an- 
other setting. By substituting an 
oval for the egg-shaped panel dec- 
oration the setting may be used for 
both Easter and later. 


This decoration consists of the 
oval or egg-shaped panel and the 
base that supports it. Both are cut 
out of wall board. This setting 
makes use of curved lines to a much 
greater extent than those previous- 
ly described. It is desirable to have 
a change of this nature frequent- 
ly so as to give variety to the ap- 
pearance of the displays 

The base panel of this setting 
should be in darker colors than the 
oval, which may be made even more 
attractive by the addition of a 
border or frame. The base could be 
green, the center of the oval pale 
blue or pale green, and the border 
yellow. Easter lilies are appropri- 
ate for the Easter setting, but 
other flowers will serve better for 
the setting for other occasions. 


Central Decorations 


A central decoration for a back- 
ground setting is illustrated in Fig. 
4. The panel has a circular top with 
the corners nicked out. In front of 
this panel and lying against it 
two pilasters are placed, each of 
which may be made of two boards, 
one in front of the other as shown. 





The pilasters support a disc upon 
which a parrot in metallic colors is 
mounted. Parrots in half relief, 
made of papier mache, may be pur- 
chased for about two dollars each. 
This decoration may be used as il- 
lustrated, or it may be made to 
form part of a setting worked out 
in a similar manner to those illus- 
trated in Figs. 1 and 2. 

The decoration illustrated in Fig. 
5 is suitable for the center of any 
display where the permanent back- 
ground is used. If the background 
is light the panel may be dark; if 
dark, then the panel should be of a 
lighter tone. Displays are more and 
more taking a definite individual- 
ity of design. Units within the dis- 
play are being given more consid- 
eration. This means fewer pairs of 
shoes being displayed in any one 
display, but it facilitates quicker 
changes of display and makes a 
more definite appeal to the on- 
looker. Three or four pairs of shoes 
of similar type that will appeal to 
a particular class of persons are 
found to produce more business 
than the display of double the num- 
ber of pairs of shoes that do not 
appeal to a single class, 

A panel used in this manner may 
be covered with silk or velour, or 
a brocaded material rich in color- 
ing. Some form of plateau or table 
should be used in connection with 
it so that that part of the display 
may be singled out as a unit. 
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A Simple Screen 


An effective screen is illustrated | 
in Fig. 6. These are also used for 
backgrounds for individual units, 
and for brightening up a display 
where the permanent wooden back- 
ground is in use. There are three 
leaves to the screen, which may be 
made of wall board with the frame 
of wood. The lattice effect may be 
secured by the use of strips of 
tape, or the design may be painted 
directly on the panel. 

In the circle a wicker wall pocket 
is shown with spring flowers. These 
may be purchased ready to attach 
to the background panel. 


Show Cards Are Spokesmen 

No window display is complete 
without window cards. Some one 
has said that the window without 
show cards is dumb. Whether this 
is actually a fact or not, there can 
be no doubt that the display with 
cards actually speaks to the public. 

There is about as much variety 
in show cards used as there is in 
different individual merchants. Va- 
riety is desirable when it adds at- 
tractiveness to the display. That is, 
the cards may vary in artistic con- 
ception for each display, but it is 
very desirable that the cards in 
each display shall be similar in ap- 
pearance and shape, although the 
sizes may vary sometimes to ad- 
vantage. 


A Practical Show Card Service 


The Recorder has made a study 
of the needs of the shoe merchant 
and has prepared a monthly show 
card service to fit the needs of the 
hour. Each month the cards im- 
press the timeliness of the display 
upon the persons viewing it. In- 
cluded in this service are holders, 
or frames for the show cards which 
give them individuality. The name 
of the shoe merchant is lettered ar- 
tistically upon each frame and 
gives tone to their use. 

Fig. 7 shows a dainty sketchy 
border design that can be adapted 
in several ways. It is based on a 
border used in the advertising 
pages of the Recorder. A series of 
these cards, all of similar design 
but of different wording, in a dis- 
play will present a very attractive 
appearance. 

Show cards should not all be of 
general phrasing, in fact, the ma- 
jority should give some specific 
and definite message to the person 
reading it. In Fig. 8 the slogan, 
“Walk and Be Well,” is worked into 
the design of the border in an effec- 

(Continued on page 77) 
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Sy 
“LOST a customer 


Customer: “I want a pair of comfortable boots for winter wear.” 
CLERK: “« How are these, sir? —sturdy, flexible, medium weight and built on the 
most comfortable last of the year.” 


Customer: “Fine, but let me have them with lacing hooks.” 
CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 


CusToMER (departing in haste): “Why do they take pains to make and sell a so-called 
comfortable shoe that doesn’t include the greatest comfort feature of all?” 


rT 


qf een 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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French Booterie Opens in Chicago 


This New Shop Specializes in Women’s 


HE diminutive and inviting 
shop shown above has just 


been opened on the tenth floor 
of the Stevens Building, Chicago. 
The proprietors, B. B. Burns and 
S. H. Geist, were formerly con- 
nected with the Gloria Boot Shop 
of that city. After 14 years of sell- 
ing shoes at retail, they point with 
pride to this new shop as the attain- 
ment of lifetime ambition—though 
that does not mean that it is their 
ultimate goal, for they have already 
made provision to secure space for 
future expansion. 

These enterprising young men 
have always made a close study of 
accurate shoe fitting and have be- 
come known to a great number of 
women in and around Chicago—a 
fact which enables them to open 
with a sizable customer list. 

They have a definite merchandis- 
ing policy, and that is to feature 
women’s novelty footwear built over 
the combination last. The gist of 
their sales appeal is that they 
enable their customers to enjoy 
solid comfort-in conjunction with 
the most up-to-date shoe styles. 

For customers troubled with cal- 
luses, bunions and fallen arch 
troubles, they offer a service that is 
somewhat unusual—making all- 
leather arch supports to measure. 
They claim for these supports that 
they are fully practical for use in 


any type of shoes for either evening 
or day wear, whatever the height of 
heel or width of shank. 

The opening window displays 
were well arranged, showing each 
pair of shoes to good advantage. 
The display fixtures are of light 
walnut and the silk drapes in the 
background of light blue. 





Make the Display Keep 
Business Going 
(Continued from page 75) 


tive manner, as is also the illustra- 
tion of the shoe. Readers of this 


Novelties in Combination Lasts 


card in a display of suitable foot- 
wear must take a definite impres- 
sion away with them, and that im- 
pression is likely to be that here 
are shown types of footwear suit- 
able for the purposes indicated on 
the show card. Through varying 
the displays so as to include differ- 
ent types of footwear: suitable for 
different occasions, and using cards 
of this type to impress the fact on 
the reader, the public will gradual- 
ly become educated to the fact that 
one type of shoe is not altogether 
suitable for all occasions—and we’ll 
sell more shoes. 








WINDOW SELLS | 300 PAIRS : CHILDREN’S SHOES 
This children’s shoe trim recently appeared in a window of the G. M. 


McKelvey Co., 


Youngstown, Ohio. F. H. Rassmussen, buyer, asserts that 


it sold more than three hundred pairs of children’s shoes of one brand. 
Advertising novelties, unique “Merry Kiddie” shoe stands and attractive 
show cards were employed in the display. 





BOOT AND SHOE RECORDER 


March 28, 1925 





NOW! 





? 


CUT THIS OUT 
AND MAIL TODAY 





STOP 


THE PASSER-BY AND SELL HIM 


Attractive, interesting windows are a CERTAIN SELLING 
FORCE. The better you tell your story—the quicker you sell 
your shoes. 


THE RECORDER WINDOW SHOW CARD SERVICE does 
its work at the right time and in the right place—where the 
customer’s interest is centered—in your window. 


It is right up-to-the-minute with seasonable salesmanship. It 
sells your shoes every minute of the day and as long as your 
windows are lighted at night. 


Send the coupon in today and get the RECORDER’S SHOW 
CARD SERVICE at work for you. 








COUPON 


Recorder Show Card Service, 
Room 607, 189 West Madison St., 
Chicago, Ill. 

Please enter our order for the 
RECORDER SHOW CARD SER- 
VICE for one year from this date. 
We agree to pay you $4.00 per 
month for this service. 

We carry Men’s, Women’s and 
Children’s Shoes and Hosiery. 


(Cross out lines not carried) 


We prefer the (Blue) (Green) 
Mat board frames. 


Letter our name on the mats as 
per copy attached to this coupon. 


SR citcimnests 
State 


What the Service Consists of 


With your order: Eight handsome display mat frames with your store name 
hand lettered. Four large 8” x 14” and four small 6” x 12”. You have a 
choice of two colors—blue or green. A generous assortment of blank price 
tickets to match the cards. Also special pen holder with pens and ink with 
instructions on lettering price tickets. 

Every month: Sixteen hand designed card in- 

serts to slip into the mat bo frames and 00 
easels with a generous supply of price tickets 

to match the cards with complete instructions * 

as to the best ways to get the most benefit 

from the service-selling helps, etc. 

All for PER MONTH 


BOOT AND SHOE RECORDER 


SHOW CARD SERVICE DEPT. 


189 W. MADISON ST. CHICAGO, ILL. 
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A Ribbon Bow with elas- 
tic loop on back to slip 
over strap. Gives a smart 
and dainty appearance. 
Bow shown on box cover 
(our 39-7) measures 
314” and is a ready seller. 
(Retailing at 75 cents a 
pair and up.) 


OWL SPECIALTY CO. 


| THE BOW YOUR CUSTOMERS WANT! 


gee Lovers’ Knots and 
other ribbon effects will 
be popular and you 
should have considerable 
call for Shoe Tie Ribbons 
by the roll. We carry all 
the popular shades in 
grosgrain, satin and 
moire ribbons. 


ORDER NOW OUR TWO DOZEN ASSORTMENT 


Bow No. 39-7—(Black, tan, blond and white), all in above 
attractive Counter Box. 


Price $4.75 for the two dozen 


- Haledon, N. J. 


Established 1907 








{ 
l 





es ss os Os rs Ps Ps as Pe 








The Old Dependable Cake 
Dressing for White Shoes 


ad tm 


For Your White Shoe Trade 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
43 North Third Street Philadelphia 
JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND 


Manufacturers 
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PRIDE 

FOSTERS 

FOOTWEAR 
SALES + 


Style may appeal, and price 
may influence, but the desire 
to have one’s feet prettily 

rotected keeps shoes selling. 

hen newness of shoes be- 
gins to wane, again pride 
saves the situation. The 
want is created for some 
means of restoring beauty 
and keeping a purchase in 
the pink of condition. Whitte- 
more Superior Shoe Polishes 
do this. 


CAPITALIZE THE DESIRE 
FOR GOODLOOKING SHOES 
SELLING WHITTEMORE 


POLISH TO KEEP SHOES 
LOOKING GOOD + # 


You can do this without fear that there may 
be something in the mixture that would 
_— ur reputation for sellin, 

hoes. Whittemore Superior Shoe Poltshes 
are nay Bees - harmless to the finest and 
most delicate leathers. The standard of 
excellence has been maintained and their 
uniformity is a safeguard against lost sales 
and profits. We advise checking up on your 
polish stock and ordering now for Spring 
and Summer business. 


For the popular tan leather shoes, sell 


SPAR TAN 
BOSTONIAN CREAM 
Made In All Colors 
SHUCLEAN a 

CLEANALL 
OILY CREAM, in tubes 


BON TON CREAM, in jars 
OIL PASTE SHINE POLISH 


If your jobber has not these in stock, 
write us. 


WHITTEMORE BROS. 


SHOE POLISH M’F’R’S FOR NEARLY A CENTURY 
CAMBRIDGE, MASS. 
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LIGHT COLOR SHOES REQUIRE 
LACES TO MATCH 


STOCK 
“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat. Off.) 


SHOE LACES 
Made in 


LIGHT TAN, BROWN, BLACK 


STRONG and DURABLE 
NO-METAL-TIPS 


First quality, Fast Color Braid from 
TIP-TO-TIP 


“HUBTIPS” are packed in Striking Individual Cartons 
72 Carton in Display Cabinet 


Specify ““HUBTIPS”’ 


To your jobber or write us direct 


FRANK W. WHITCHER CO. 


Manufacturers 
h 


332 Albany Bldg., Boston, Mass. a. im. 














RIBBON BOWS 


These bows have elastic 
band, permitting them to 
be slipped over strap. Im- 
mediately turns a plain 
strap into a beautiful tie. 
Black, Tan, Blond, White 
Per doz. pair 
Grosgrain Ribbon. Per 10 
yard roll .....;............ $1.50 
Plaited Pump Straps. Part 
elastic and hold the pump 
snug to the foot. Slip on 
or off with ease. Patent, black satin, tan calf. Dozen 
SI: icvcvcieitieosviocniotiaAARnatenhasees $5.40 


LINCOLN STORE SUPPLIES COMPANY 





1508 WASHINGTON AVE., ST. LOUIS 














We have made shoe ribbons and ribbon bows 
for the shoe manufacturing trade for thirty 
years. We are equipped for prompt delivery. 
Write for prices and samples. 
COLUMBIA RIBBON CO. 


Paterson : : : : : H..d. 
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SIMPLE ACCURATE 


DESIGNED TO MEET ALL RECORDS AT A 
THE NEEDS GLANCE— 



















OF THE COST 
AVERAGE ASSETS 
MERCHANT'S LIABILITIES 
BUSINESS PROFITS 
LOSSES 
——weee 
SHOWS 
EVERY YOU 
RECORD OF WHERE 
YOUR LEAKS 
BUSINESS ARE IN 
ALL BEFORE YOUR 
YOU IN PROFITS 
ONE BOOK HOW LOSSES OCCUR 


SAVES MONEY BY 
KEEPING YOU POSTED 


COMPLETE | ECONOMICAL 





BOOT and SHOE RECORDER 


y | ' Shoe Store Service Department 

BOO and SHO ; ( 189 W. Madison Street, Chicago, Il. 

Please send me, postage paid, Store Records Simpli- 
fied. I agree to examine same for ten days. At the end 
of that time I will return it to you postage paid if not 
satisfactory. It is agreed that if the book is not re- 

fo = turned to you within ten days that I shall keep it and 

7% ” you may send me your bill for $17.50. 





Western Service Department 
189 WEST MADISON STREET (Street) 
CHICAGO ._..._~—s ILLINOIS i Paecsaniceseonasnabas er 
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SHOES 


THE NEW LIGHT WEIGHT OXFORD 


IN STOCK APRIL 1st 
Price $6.00 


“The Drake”’ Aree 


B6% to ll 
Light Tan Calf Oxford, Close Edge C5% toll 
An Advance Spring and Summer Style. D6 told 


Anticipate Your Needs—ORDER NOW! 


OUR NEW CATALOGUE BOSTON OFFICE 


ae ees «= E-1oward&FosterCo,. "==" 


NEW YORK OFFICE 


A COPY, WRITE US. MARBRIDGE BUILDING 
ADDRESS ALL COM. Brockton, Mass. oe 
MUNICATIONS TO THE CHICAGO OFFICE 


Y. SECURITY BUILDING 
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For Better Business Selling Talks 


Chicago Boys Stressing Co-operation—National Office Fighting Misleading 
‘“*Ads’’—Warns Locals to Be on Alert 


es h "Selling Talks Business 
Selling Talks,” says the 
Weekly Shoe Sales Bulle- 
tin compiled by C. A. Dickens of 
Chicago. Continuing the item 
reads: 

“A great many otherwise excel- 
lent salesmen have not come to a 
realization of the importance of 
good BUSINESS advice to the re- 
tail merchant. It is an indispensable 
adjunct to the growth of the mer- 
chant. 

“Remember you are calling on the 
merchant for a specific purpose and 
you must prove just how your shoes 
will solve his problems. Don’t 
smother your punch in excess 
words ... or use prize winning 
expressions. The merchant is inter- 
ested in his business leaks and your 
shoes mean good, regular, depend- 
able business at a profit.” 


Co-operating with N.S. R. A. 


S. Ruwitch, president of the Shoe 
Travelers’ Association of Chicago, 
has sent out a strong letter to mem- 
bers of his association, urging that 
they secure as many members for 
the National Shoe Retailers’ As- 
sociation as possible. President Ru- 
witch calls attention to the work 
which the N. S. T. A. has already 
commenced so well through the new 
Trades Co-operation Committee, 
established in January of this year 
by President James L. Scanlon, and 
through the momentum given to 
co-operation by the N. S. R. A. 
President Ruwitch believes in reci- 
procity, so he has distributed a big 
bunch of N. S. R. A. membership 
blanks to the Chicago boys who 
have already begun to “get busy” 


by sending in new members to the 
N.S. R. A. 


Instruct Public 


National Secretary Delany has 
recently sent out in his numerous 
bulletins to the locals a warning to 
N. S. T. A. members not to pass 
un-noticed any advertising, or edi- 
torial matter, in newspapers or con- 
sumer magazines, which may be 
detrimental to the shoe business. 


“Shoewise” 





JOHN C. CLARK 


Elected president of the Iowa 

Shoe Travelers’ Auailiary at 

the recent joint meeting of 

travelers and merchants at Des 

Moines. He travels for ‘The 

Sherwood Shoe Co. of Roches- 
ter, N. Y. 


Only a few weeks ago, Secretary 
Delany noticed a statement made by 
a big natidnal consumer advertiser, 
outside of the footwear interests, 
about on these lines—“A hide sold 
at $1, but a pair of shoes made 
from this hide cost $18.” Secretary 
Delany immediately wrote to the 
advertising department of this con- 
cern asking for an explanation. Re- 
ply came back that the concern 
would guard against a like state- 
ment in the future; that the state- 
ment was not made with any 
thought of hurting the shoe busi- 
ness—that it was intended merely 
as a humorous reference—that it 
was thought that the public would 
read the advertisement in the inter- 
pretation in which it was intended. 
The national secretary made it very 
clear to the advertiser that this 
kind of “witticism’” was not con- 
structive; that the public does not 
read so carefully as to get every 
hidden shade of meaning and folks 
are quite apt to accept the literal, 
rather than the broader “atmos- 
phere” of publicity. 


Edwin Clapp Salesmen on 
Trips 

All the salesmen for Edwin Clapp 
& Son, Inc., East Weymouth, Mass., 
are now in their territories and or- 
ders are being received at the fac- 
tory. Reports from the salesmen 
show that there is a general feeling 
of optimism throughout the country 
and that the attitude of the buying 
public, as well as that of the retail 
merchant, is giving every indica- 
tion of a good business year. 
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PARACORD SOLES 


EASY TO WEAR — HARD TO WEAR OUT 





Naturally you want to know these 
things about PARACORD SOLES 


Do they wear? 


Ask Charles Roth, famous marathon runner. He hikes 25 
to 30 miles a day. Wears shoes with Paracord Soles. Likes 
them. Says they wear longer than any other soles he has 
ever worn. “The ones I have now,” he says, “will go 
at least 3500 miles before needing repairs.” 

















~ re 
pa 
Are they comfortable? “ 
Ask Joe Davis, steamfitter. His work requires a lot of wi 
kneeling. He finds Paracord Soles comfortable in hot or ar 
cold places. Likes their flexibility and non-slip features. M 
Leather soles last him about four weeks. The Paracord a 
Soles he’s wearing have already lasted twice that long Wi 
and are still in good condition. WwW 
be 
th 
wi 
th 
W 
Are they sure-footed? . 
Steve Polakas, laborer, can vouch for it. All day long he Ci 
pushes heavy trucks around on a wet concrete floor. He bt 
says Paracord Soles are non-slip, do not absorb moisture 
and are mighty comfortable on the feet. After four re 
months he finds them showing hardly any signs of wear. 
re 
Ci 
hi 
Are they economical? . 
Howard Vincent, farmer, says wearing Paracord Soled el 
shoes saves the cost of several pairs of shoes during the ge 
year. “Not only is there a saving in first cost, but they 
require less repairing.” of 
And these reports are from just four of the several w 
hundred thousand persons who have taken to wearing *) 
Paracord Soled shoes within the first eighteen months fi 
of their manufacture! Insist on Paracord Soles on fi 
We will be pleased to send you further information the shoes you buy. XM 
tc 
. ni 
THE PARACORD COMPANY, INc., Johnson City, N. Y. 
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L. B. CUBBISON 


Who travels the Middle West 
for E. E. Taylor Co. 





Lee Now with L. B. Evans’ 
Son Co. 


C. Frank Lee, who formerly rep- 
resented John Ebberts Shoe Com- 
pany on the Pacific Coast, has taken 
over the well; known Evans’ line and 
will be located in Los Angeles with 
an office at 424 South Broadway. 
Mr. Lee is now in Los Angeles but 
will be on the road in a few weeks 
with a complete line of men’s and 
boys’ house slippers together with 
the line of misses’ and children’s 
welt shoes that have been made by 
the L. B. Evans’ Son Company of 
Wakefield, Mass., for so many years. 

Charles H. Smith, who for the 


past 17 years has represented the: 


Evans’ Son Company on the Pacific 
Coast, has retired from the shoe 
business and will devote his time to 
real estate in Los Angeles. 


Bogoff on Trip for F. M. 
Hoyt 

“Jack” Bogoff special sales rep- 
resentative for the F. M. Hoyt Shoe 
Company’s women’s line, started on 
his spring trip March 16 with an 
entirely new line of samples of the 
very latest designs in women’s nov- 
elty welts and McKays. Mr. Bo- 
goff will cover all of the large cities 
of the Middle West. 

Mr. Bogoff is starting about a 
week earlier than he originally 
planned to do, on account of the 
fact that he has received telegrams 
from many of his customers in the 
Middle West making inquiries as 
to when they may expect to see the 
new samples. 


“Bill” Drummey Changes 
Territory 


William (“Bill”) Drummey, who 
formerly traveled in Baltimore and 
surrounding territory, for the 
Thomson-Crooker Shoe Co., has 
been transferred to Rhode Island, 
Southeastern territory and New 
England, for the same house. Mr. 
Drummey is a New England boy 
and very well acquainted with the 
trade around that section. 


Sullivan with Huckins & 
Temple, Inc. 

J. B. Sullivan, formerly of G. P. 
Crafts Co., of Manchester, N. H., 
now represents Huckins & Temple, 
Inc., in the South. Mr. Sullivan left 
Boston Sunday evening, March 22, 
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and will cover the larger cities of 
this section. “Sully” is a good fel- 
low. “Nuf ced.” 


With Shipley & Vaux 


J. Horowitz, who for 18 years 
was associated with J. E. Bates & 
Company, 202 Church street, New 
York City, has severed his connec- 
tion with this company, and will 
now be found on the roster of Ship- 
ley & Vaux Shoe Mfg. Co. of Phila- 
delphia. 


“Billy” Camps on Trip 


Will <A. (Billy”) Camps _ re- 
cently left his headquarters, New 
Orleans, on a four weeks’ trip 
through Arkansas and Texas for 
the Atkinson Shoe Co. 


Here, left to right are—Walter F.. Crooke, vice-president; Charles E. Wil- 
son, president and W. J. Newberg, a member of the advisory board, of the 
Indiana Shoe Travelers’ Association. And here is the silver cup for the 
greatest increase in membership during 1924. This cup was awarded 
to Indiana during the N. S. T. A. Convention, Boston, January 8-10. W. J. 
Newberg proudly carried the prize home to the “Hoosier State’ boys. 
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The minute school is out— 
their pent-up energy lets loose 


Let them ra 


© Here are rubbers built especially to stand it 


UBBERS not only built for longer wear—but rubbers 

whose wear is actually measured and tested before 
they leave the factory! In making “‘U. S.”. brand Rubbers 
and Arctics every step is regulated by the most rigid 
scientific tests. At the sides are shown two of the many 
remarkable machines used in our testing laboratories. 





Like human feet — 
it wears out rubbers 


s . * : ‘When will the first tiny 
adneuatty machine tc These machines have helped make it possible to build mtn pe ee 


U. &." Rubbers are given the rubbers that set the standard today for quality and de- Under connent bending ond 


same kind of treatment they get . wrinkling, poor rubber 
<a weak pendable service. a ee 
this wear are then ‘measured t) “U.S.” Rubbers are bent back 
the finest fraction of an inch. and forth like the hinges of a 
door — thousands thou- 


You are missing a chance for bigger profits if you do not dee ae 
have a stock of representative styles and sizes when your a edainewenne 
customers ask for “U. S.” 







United States Rubber Company a 


—. 
su:  KRubbers @ 


tics goes the skill of the ° 
pa opine ry oor All styles and sizes for men, women and children 


75 years of experience. 
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Crepe Soles on Many Rubber Canvas 


TYLE forecasts concerning 
S men’s and women’s shoes for 

late spring and summer sell- 
ing declare that the crepe rubber 
sole is being used extensively in the 
manufacture of sport shoe patterns. 
It has developed into a bigger factor 
than the rubber composition sole 
ever was in a very brief space of 
time. The significance of the leather 
shoe designing in connection with 
the crepe rubber sole points to the 
fact that canvas rubber soled shoes, 
with the crepe sole attached, will 
be just as: popular relatively as the 
leather sport patterns with the 
crepe sole. 

Canvas shoes with crepe rubber 
soles sold freely since last summer. 
All manufacturers were quick to 
apply it widely on almost every 
model. It has been received well by 
athletes. A striking example was 
the fact that William T. Tilden, 2d, 
national tennis champion, wore can- 
vas shoes with crepe soles in several 
important matches. 


Crepe on Basketball Shoes 


Crepe sole models in canvas shoes 
should count heavily in the retail 
shoe merchant’s favor in merchan- 
dising this type of shoe for the 
coming seasons. It has been tested 
and found to be ideal for canvas 
styles. In the athletic season just 
passed, crepe soles were worn on 


many basketball shoes, indicative . 


that they are being used where the 
strain on the shoe is great. 


The Rubber Situation in 
General 


The first National Bank of Bos- 
ton in its New England business re- 
port, issued on March 16, in touch- 
ing on the rubber and rubber goods 
subject, declared rubber is being 
consumed more rapidly than pro- 
duced, with a consequent reduction 
in world stocks. 

It stated production and sales of 
rubber tires continue at record 
levels with prospects of this year’s 
figure breaking former records. 
Going into deeper detail the report 
stated: “The most serious problem 
confronting the manufacturers at 
present is the apparent imminence 
of a rubber shortage on account of 
the restriction enforced by the Ste- 
venson Committee in England. Re- 


Footwear Styles 


flecting this situation, crude rubber 
prices have moved sharply upward; 
present quotations are 58 per cent 
above a year ago and 100 per cent 
above the low point of last summer. 
Rubber is being consumed more 
rapidly than produced, with -a con- 
sequent reduction in world stocks. 
Stocks on hand in London on the 
first week in March were reported 
as 21,639 tons, contrasted with 
nearly 56,000 a year ago. 

“In addition to a scarcity of raw 
materials, the tire industry is faced 
with keen competition for the dis- 
posal of its surplus products in for- 
eign markets. This situation affects 
only a few of the larger firms, as 
the smaller units have been forced 
to leave the field. 

“In spite of these two limitations, 








R. W. ASHCROFT 


R. W. Ashcroft, formerly adver- 
tising and sales promotion manager 
of the Dominion Rubber System 
and the United States Rubber Com- 
pany, who returned to Canada some 
years ago to join the late T. H. 
Rieder in his Ames-Holden rubber 
enterprise, is now associated with 
the F. E. Partridge Rubber Com- 
pany, and the Northern Rubber 
Company, whose head offices and 
factories are at Guelph, Ontario. 

Mr. Ashcroft for many years was 
in charge of Mark Twain’s business 
affairs, and also acted as his pub- 
licity manager. 


it is believed that the industry is 
becoming more stabilized and 
profits, unless price reduction is 
forced, will continue on a satisfac- 
tory basis.” 





Kansas Association Holds 
Annual Meeting 


Hutchinson, Kan.—The Kansas 
Shoe Retailers’ Association held its 
annual meeting and dinner here re- 
cently. More than 50 retail shoe 
merchants from all sections of the 
state attended. Registration was 
carried on at Jones & Son’s Shoe 
Store. Dinner was served at noon, 
followed at 1:30 by a business meet- 
ing. President T. D. Barker of 
Pittsburg, Kansas, presided. 

Reports by officers and commit- 
tees indicated the association is in 
a healthy condition. New officers 
were elected as follows: Grant 
Templin, Minneapolis, president; 
Otto Fischer, Lawrence, vice- 
president; Schuyler Jones, Sr., L. 
E. Lawson, McPherson, Ralph La 
Shelle, Junction City, vice-presi- 
dents; Schuyler Jones, Jr., secre- 
tary and treasurer. 

Committee appointments, legis- 
lative: W. E. Beresford, Payne 
Shoe Co., Topeka; A. Springer, 
Payne Shoe Co., Topeka, and Al 
Scard, Crosley Bros., Topeka. 
Board of directors: W. E. Beres- 
ford, Otto Fischer, Scuyler Jones, 
Sr., Bob Bloomfield of Root Shoe 
Co., Wichita and J. R. Epp, Epp 
Shoe Co., Salina, Kan. 

There was a round-table discus- 
sion on styles, followed by a talk 
on co-operation by Schuyler Jones, 
Jr. He said in part: “The reason we 
have such associations as these is to 
get together and keep together on 
policies which are adopted for the 
aim of financial gain. Many losses 
in the industry could be avoided by 
retail shoe merchants and manufac- 
turers if they co-operate more and 
stand together.” Mr. Jones also 
read a paper: “What is the Matter 
with the Shoe Industry?” Otto 
Fischer outlined a plan for enroll- 
ing new members. 





“IT hang my head in shame every 
time I see the family wash in the 
yard.” “Oh, do they?” 

Bison—In Walk-Over Prints. 
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These Shoes in the Windows 


and 


Advertising throughout the Country 
has brought a Demand for Soles of 






NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


This walking shoe by Endicott- 
Johnson, Model 1438, shows 
attractive are shoes so 
with Natural Crepe Rubber for 
Everybody’s Everyday Wear. 


Woman’s Walking Shoe Children’s Moccasins 
made by J. P. Smith Shoe Co. made by Adams Bros. 





NATURAL CREPE KEEPS !TS SHAPE 
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Crepe Rubber Soles 
ARE HERE 


T is no longer necessary to tell you what Crepe Rubber Soles are going to do. 
They are here—they are in the windows— people are buying them. 

As the season advances the demand will increase. 

The Public will seek the stores that have Crepe Rubber Soled Shoes. 

The Dealers will seek the jobbers. 

The Jobbers will seek the Manufacturers. 

Never was there a time when advertising money could be so well invested. 


Tell The World You Carry Shoes With 
Crepe Rubber Soles 
For Everybody’s Everyday Wear 


The country-wide advertising of the Rubber Growers’ Association in news- 
papers and the Saturday Evening Post gives the idea to the public. 

The shoes shown in dealers’ windows and dealers’ advertising in local news- 
papers will tell them where to buy them. 

Jobbers and manufacturers are cashing in on this general demand by adver- 
tising in the Trade Papers. 


Get Your Name On Our Index 


Send us your name so we can send you schedule of dates when our advertise- 
ments appear. You can then tie your advertising up with ours to get the greatest 
results for you. 


Handbook Free 


Send the coupon for the new Handbook which tells all about Natural Crepe 
Rubber (Plantation Finished) and details of its application to all styles of shoes. 









Address 


ee. 






NATURAL CREPE KEEPS ITS SHAPE 
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NATURAL CREPE RUBBER 
| “Plantation Finished | 


We Specialize in All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 
And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


Write for Samples and Quotations 
S>= 
LITTLEJOHN & CO., Inc. 


137 Front Street 
New York City 





ROULETTE 


eT Tee MUM ests ttt 


. 





GEO. W. DE SMET 


666 Summer Street 
BOSTON 


and 


133 W. Washington Street 
CHICAGO 


offer for prompt shipment in all 
thicknesses 










NATURAL CREPE RUBBER 
| SOLES 






Write nearer office for further 
information. 







Sheets also available. 
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Charles 7: Wilson Co., Inc. 


82 BEAVER ST., 
NEW YORK CITY 












We carry stocks of all grades | 
and thicknesses of 


CREPE 3 SOLING 


for ss 
c 
IMMEDIATE AND FUTURE DELIVERY : 












































Your name on our mailing list 
will assure you of receiving our 
periodical market reports. 
















SAMPLES AND PRICES ON REQUEST 
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Be Nothing Takes the Place of Leather x 
for Good Soles 


The soles of my boudoirs are made 
of good leather. That is one reason 
why we shipped twice as 
many boudoirs during the 
past three months as in 
the corresponding period 
a year ago. In _ stock, 
black and colors. Leather 
or rubber heels. 


At!Once Deliveries 









If your jobber cannot supply you,' write me 











A. W. GREELEY 
paCi2 Duncan St. - - - Haverhill, Mass. }5/ 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
ase. 

Make your 

children’s shoes com- 


TILATIONS 
-— ns cone a by sending your 


Phone Brockton 2188 
for immediate action. 


BURKLEY 


SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 
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Chicago Notes Easter ‘Trade 
Getting Under Way Gradually 


CHICAGO—tThe Easter trade is 
slow in getting under way. The de- 
mand for shoes is spotty, one day 
bringing almost capacity business 
and the next one or two a discour- 
aging slump that takes all the good 
out of the sales records. 

There seems to be little question 
but that the demand for tan calf is 
falling off, although not sufficient 
to cause any anxiety over present 
stocks of footwear in this leather 
that are now on hand. 

The tan and patent combinations 
that were so popular sixty days ago 
have not as much call now as they 
had 30 days past and considerably 
less than the first top of the run. 
As a matter of fact the feeling 
among many of the merchants is 
that they were never given an op- 
portunity to strike the stride that 
they might have accomplished, since 
as soon as the combination pattern 
showed popularity there was a rush 
on the part of many style men to 
flood the markets with every possi- 
ble combination in two-toned effect 
that could be conceived. 


Many Combination Styles 


The result was kid, satin and 
suede in a medley of color effects 
that quickly slowed up the popular- 
ity of the first combinations and 
scattered the demand over a wider 
range of style. 

Apricot and champagne kid seem 
to be holding the highest favor at 
the present time in combination, 
mostly with black patent and with 
some novelty leathers. Novelty 
leathers now look good for summer 
business, especially the light tan, 
fawn, apricot and champagne tints. 
The kid allows a more delicate col- 
oring effect than the tan which is 
in harmony with summer and late 
spring modes. 

Lizard and alligator have come 
back strongly for quarter leathers 
and as trimming, and considerable 
black patent is found as trimming 
leather on white footwear that has 
made its appearance. Little colored 
trim on white footwear has made 
its appearance as yet. It may if the 
black trim on the whites is found 
effective. And it may not. That’s 
the style condition. 


Buckles Sell Freely 


Buckles still continue to be an 
item of frequent sale in the stores 


for ornamentation and since most 
of them are accessory merchandise, 
there has been many extra dollars 
registered from this merchandise. 


Men Buying Slowly 
The men’s trade continues very 
quiet and little or much effort pro- 
duces about the same effect. Tans 
and blacks are running about even 
in popularity with a slight margin 
in favor of the tans. 


Ties in Good Demand 


The Southern tie oxford still con- 
tinues to be a splendid seller in the 
street type of footwear and the 
ribbon tie seems to be a great fa- 
vorite in the strap types of fashion 
footwear. The vogue for plainness 
of pattern and elaboration of trim 
or accessory seems to be firmly en- 
trenched. 
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Step-in Pump Popular 
The pattern that seems to 
hold the closest to popularity 
is the plain step-in pump with 
some variations of strap that 
give it snugness over the an- 
kle. Quarter trim more than 
vamp trim seems to be more 
popular in the Chicago mar- 
ket, although many numbers 
are seen with fancy trim on 
the vamps, open work and 
beading on the satins. 











Bell in Chicago 


Oscar Scherer & Bro., Inc., 29 
Spruce street, New York, appointed 
L. J. Bell, their Chicago and North- 
western representative, with head- 
quarters in Chicago. Mr. Bell was 
formerly at the Boston office. 


Ocean Leather Opens Office 


The Ocean Leather Co. of New- 
ark, N. J. has opened a Chicago of- 
fice at 221 West Lake street. J. F. 
McBride is in charge. 





Cincinnati Says Step-Ins 
and Slender Strap Styles 


CINCINNATI—Patternsarestill 
scattered around among many 
types, but two patterns are stand- 
ing out more prominently. Step-in 
patterns with fancy buckles, and 
bows concealing the goring are 
good, and are shown in a wide va- 
riety of patterns. The narrow one- 
strap pattern is gradually working 
its way to the front, and is expected 
to hold a more prominent place in 
the future. 

The fact that patent leather 
makes a neat contrast to the light 
hose is still leading the sales in the 
materials. Colored satins are work- 
ing their way into the high lights in 
materials, being worn a good deal 
for afternoon and evening wear. 
Tans are still holding a prominent 
place, and will probably be favored 
for afternoon wear for some time. 
Combinations of tan and patent 
leather are especially good for 
afternoon wear. 


New Men’s Department 


Incorporated with a circular let- 
ter which the Browning King & Co. 
sent out to its trade, they announce 
that on April 1, the Browning 
King’s Shoe Department will open 


with Nunn Bush shoes for men at 
prices ranging from $8.50 to $11. 


Cahill’s New Sandal 


Sandals will be worn again this 
year, according to the Cahill Shoe 
Co., and especially one sandal. This 
sandal is one of Cahill’s new pat- 
terns. It is made in patent leather, 
tan calf, white kid, and Pigot. 


Mueller Vice-President 


Charles S. Mueller, formerly sales 
manager of the Holters branch of 
the U. S. Shoe Co. for two years, 
and prior to that with Julian Ko- 
kenge Co., for eight years, is now 
a partner, and vice-president of the 
Liebert Shoe Co., which just re- 
cently commenced here. 


Potter Co. Meeting 

A. F. Bancroft of the Bancroft- 
Walker Co., shoe manufacturers of 
Boston, Mass., addressed a recent 
meeting of the Potter Shoe Co. em- 
ployees. Mr. Bancroft was author 
of a Style Forecast which was dis- 
tributed at the recent convention of 
the Ohio Valley Retail Shoe 
Dealers’ Association. He touched on 
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prevailing styles and tendencies for 
spring and summer. 

Miss Steelman was chairman of 
the meeting and talked on color. 
Miss Engelhardt spoke on the 
buckle subject. 


Advertising Spring Styles 

“New Spring Styles” is now the 
general idea carried out in news- 
paper advertisements. The “Vera” 
pump is McAlpin’s choice. It is a 
step-in pump, Spanish heel in tan 
or dull calf. 

Denton’s feature “The Bath,” a 
one-strap pump with high heel; in 
patent leather, tan calf, and black 
satin. 

Irwin’s “newest thing out,” is the 
“Ventor,” an attractive pump with 
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Retail shoe merchants from sections of Iowa in front of Hotel Fort Des Moines, Des Moines, Ia. 


high Spanish heels, and a small or- 
nament on the side, in black satin 
combined with brocaded satin, and 
blond satin combined with brocaded 
satin. 

The H. & S. Pogue Co. sent out 
circulars announcing its spring 
opening. 

Satin pumps are being featured 
by Rollman’s. Blond, apricot, and 
black satin are best materials. 

The Potter Shoe Co. printed an 
attractive advertisement on “The 
Cloth of Kings.” Their first para- 
graph reads in part: 

“Satin was once the cloth of 
kings, but today we are all going 
in silks and satins, with silk hosiery 
clinging to slender ankles, and the 
new footwear fashioned as never 
before of shimmering satin.” 





Lack of Definite ‘Trend in 
Women’s Styles and Materials 


MILWAUKEE—March business 
in Milwaukee shoe stores has been 
entirely dependent on weather con- 
ditions during the month, and up 
to the week of March 23, it had not 
been up to expectations. A few 
warm days during the preceding 
week were followed by the first real 
blizzard of the year, and only a 
portion of this snow was melted 
when it was followed by rain and 
cold weather. However, merchants 
reported that on the warm days be- 
tween storms business picked up 
immediately, and a week or so of 
warm weather is all that is needed 
for the opening of Easter business. 


Demand for women’s shoes has 
been almost as variable as the 
weather, and no definite trend is re- 
ported by local merchants. Tans are 
slightly in the lead at one store, 
patents are good at another, while 
combinations show up well at a 
third. Satins are also mentioned, 
especially blond and penny, and one 
merchant even comments on brown 
and black kid for one style. A large 
number of patterns are displayed 
for early spring wear, and mer- 
chants report a little action on the 
majority, including one-strap pumps, 
buckle pumps, new ties, button ox- 
fords, Colonials and others. 
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Feature Children’s Week 


In order to call attention to the 
large children’s department at the 
store and to feature new spring 
styles, the S. J. Brouwer Shoe Co. 
held Children’s Week during the 
week ending March 21. The entire 
space in the display windows was 
turned over to children’s shoes, and 
special newspaper advertising was 
used in tieing up with the event. 
The store has an unusually complete 
stock of children’s shoes carrying 
from A to EE widths in all sizes 
from two and a half years to grow- 
ing girl’s sizes, and special atten- 
tion is paid to fitting children’s 
shoes. 

For spring wear, Brouwer’s is 
featuring tans and combinations 
for general use, and patents, suedes 
and satins for dress. For the week, 
the two big features were Pied 
Piper shoes for children and Kick- 
Proofs for boys. Special styles in 
baby bootees and a group for col- 
lege boy’s and girl’s were also men- 
tioned in the advertisement and in- 
cluded in the display. 


To Erect New Factory 


Plans have been announced by 
the Albert H. Weinbrenner Co., lo- 
cal shoe manufacturers, for the 
erection of a new factory building 
to be used for the manufacture of 
children’s shoes. The company first 
started the manufacture of chil- 
dren’s shoes a little more than six 
months ago, renting space for the 
factory. The new building, which 
will be erected at the corner of 
Thirty-third and Hadley streets at 
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The Iowa Retail Shoe Dealers’ Association recently held its annual convention. 


the cost of approximately $100,000, 
will be a three-story building, 65 
by 250 feet. This includes a main 
building and service wing, while a 
one-story boiler house will be put 
up in connection with the main 
building. The company formerly 
manufactured only men’s shoes. 


Must Sell Store 


“The ad man has something more 
than goods to sell,” stated Carl L. 
Gibson, assistant to the president 
of the Standard Corporation of 
Chicago, who addressed the Mil- 
waukee Advertising club. “He must 
sell his store if he is to give it a 
place in the faith of the commu- 
nity.” Mr. Gibson considers local 
newspapers the greatest ally of the 
department store in selling the 
store to the public. 


In New Location 


The Luzenski Shoe Co., of Wis- 
consin Rapids, Wis., has moved into 
the building which has just been 
completed on the site of their for- 
mer location, and the store is now 
open to the public. The new quar- 
ters are very attractive, being fin- 
ished in a soft gray shade. Frank 
Luzenski with his son, Theodore, 
and E. J. Rickman make up the firm 
which was established three years 
ago. 


New Manager Appointed 


Ben J: Wagner, formerly assist- 
ant manager of the Duluth, Minn., 
store of the Newark Shoe Stores 
Co., has been transferred to La 


Crosse, Wis., where he has taken 
over the management of the New- 
ark store in that city. 


Plan Spring Openings 
Plans for spring opening events 
are being made in various Wiscon- 
sin cities and many shoe merchants 
are taking advantage of the oppor- 


tunity to display spring footwear. 
The spring opening in Fond du Lac 
commenced March 24, and special 
window displays were arranged for 
the three opening nights. Automo- 
bile dealers of Appleton, Wis., co- 
operated with merchants in holding 
spring style week which opened 
with an automobile parade of 1925 
models. 





All Materials Selling 
Well, St. Louis Reports 


ST. LOUIS—Business in the re- 
tail shoe belt was irregular during 
the week ending March 14 and the 
early part of the week following. 
There were more gains reported for 
the week over the previous six days 
business than losses. 

The style leadership has been pe- 
culiarly confusing. Some stores re- 
port tan calf, others name patent 
and again blond satin is the favor- 
ite choice. Patent and patent 
trimmed shoes, which does not in- 
clude combinations of the quarter, 
vamp type were strong in tone. Tan 
calf continues to hold its past repu- 
tation but some are becoming con- 
cerned as to how long its popularity 
will hold. 


New Sandal for Grand 
Leader 
The Grand Leader is showing a 


new sandal which they have named 
“Bobby.” The entire vamp is of 


square punching which gives it the: 


effect of an interlacing effect when 


seen on the foot. The pattern is be- 
ing carried in many materials and 
shades and has a 11/8 covered wood 
heel. 


McCain Regional Director 


M. M. McCain, of the Shoe Mart 
and director of the, N.S. R. A., has 
just been made regional director 
of the N. S. R. A. for St. Louis and 
allied territory, by John J. Baird, 
president of that organization. 


Pauley in East 


A. J. Pauley, buyer for the shoe 
department of Stix, Baer & Fuller, 
is in the East on a buying trip. He 
is visiting Cincinnati, Ohio and 
New York, where he will stay for 
about ten days. 


Huette’s Add $4.50 Men’s 
Line 
Huette Shoe Company recently 
added a $4.50 men’s line in their 
stores and dropped their $5.00 line. 
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BLEECKER 


SOUNDS THE EASTER STYLE NOTE 


“THE ARISTOCRAT” In Presenting “THE COUNTESS” 
These Two ‘“‘Winners’ 
That Originated 
in the 
Heart of the 
World of 
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a Fashion 
No. 6538—Women’s concealed gore No. 6010—Women’s patent colt con- 
step-in pump of patent colt, 16/8 cealed gore step-in pump with rosette 
full-breasted spike heel, high-grade of same material, 16/8 full-breasted 
turn, kid quarter lined, silk French spike heel, high-grade, flexible sewed, 
corded throughout. Widths, AA to C; silk French corded throughout. Widths, 
sizes, 2% to 8. AA to C; sizes, 2% to 8. 
No. 6013—Same in 14/8 covered Cu- 

No. 6537—Same in all tan Russia calf. IN ban heel 

: F No. 6011—As 6010 in blond satin with 
No. 6536—Same in blond satin. blond kid collar and rosette. 


No. 6535—Same in black satin. _ — Same in 14/8 covered Cu- 


No. 6539—Same in all white kid No. 6012—As 6010 in black satin with 
: . gun metal collar and rosette. 
i i No. 6015—Same in 14/8 covered Cu- 


No. 6545—Same in gun metal satin. 
ban heel. 


All $4.50 All $4.50 


Bleecker’s Style Leadership Affords You an Oppor- 
tunity to Cash in Profitably on Easter Business 


TUPOWUUU PPMP PPPPPUPPBAwe 










MAIL YOUR ORDERS TODAY 
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“Nn ‘ OT - TULUURUU WOOO revey 
Stylists" """" 0 " Origina ors’ Se Ne 
DUANE ST. NEW YORK CITY 
BOSTON OFFICE—216 Essex St. PHILADELPHIA OFFICE—Forrest Bldg. 
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They will continue the $6.00 line 
which has been established for some 
time. The small spread between a 
$5.00 and $6.00 line was given as 


x ae 
A style show, with pretty girls wearing the latest shoe creations, was presented at the recent convention of the 
Iowa Retail Shoe Dealers’ Association. 





the reason for adopting the $4.50 
range which was felt by members 
of the company would attract many 
customers and increase the volume. 





Healthy Color to Buying 
in Denver Retail Trade 


DENVER—Spring business is 
beginning to develop in shoe stores. 
Reports from other parts of the 
state are to the effect that business 
is good. Buying in all lines is bet- 
ter than it was last year at this 
time. This is aiding the shoe men 
and a very bright spring trade 
looms ahead. Building continues to 
boom in Denver and more building 
has been done so far this year than 
last year and 1924 was Denver’s 
record building year. This fact is 
putting more money into circula- 
tion to the good of all lines of busi- 
ness. There is an increased demand 
for labor and there are few unem- 
ployed in the state right now. 


Buys Out Specialty Stock 
The Golden Eagle Dry Goods 
Company, Denver, has purchased 
the stock of the Specialty Shoe 
Store, formerly located at 1508 
Stout street. The shoes have been 
moved to the Golden Eagle store 
and the Specialty Shoe Store has 
been closed. 


Renovating Store 


The Dobbin-Raybourn Shoe Store 
of Loveland, Colo., has been making 


ready for the spring trade by mak- 
ing improvements at its store. 
Business is reported as showing im- 
provement this year at the Dobbin- 
Raybourn store. Farmers in that 
section of the state are in a much 
better financial condition this year 
than a year ago. 
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Kelloff Selling Out 


Kelloff and Company of Segundo, 
Colo., is conducting a closing out 
sale at this time. The firm has car- 
ried a large stock of men’s, wom- 
en’s and children’s shoes. The sale is 
in charge of the Curry Sales Com- 
pany of Denver. 


Spring Style Show 


The Denver Dry Goods Company 
recently conducted its annual 
spring style show. All kinds of 
women’s wear were displayed on 
living models during the show, 
which was attended by a very large 
crowd. 





In Cleveland Signs Point 
to a Good Easter Season 


CLEVELAND—tThe retail shoe 
business here was augmented 
greatly in the third week of March, 
when the weather moderated, and 
the first signs of spring were to be 
seen. 

The general retail business in 
Cleveland has, until the last few 
days, been spotty. Trade has, how- 
ever been maintained at about the 
level that prevailed a year ago in 
the corresponding season. The indi- 
cations are that sales will be greater 
for the Easter season this year than 
they were a year ago, and that the 
spring and summer sales will be 
ahead of those of the previous year. 

The demand here is still for nov- 


elty models. Tan has a strong hold 
on the fancy of Clevelanders, and 
so has copper color. Black and tan 
is a color combination that has 
maintained a firm place in the likes 
of local buyers. There seems to be 
more pumps bought this year than 
has been the case in recent past 
years. 

But conditions in Cleveland gen- 
erally have been improving slowly 
in the last six weeks. The improve- 
ment has not been so fast as was 
expected and the volume of sales 
has not come up to expectations. 
There has been a healthy growth 
that bankers say has created a good 
condition here. 








96 BOOT AND SHOE RECORDER March 28, 1925 Ma 


NELUNYUUN BLO 


i) 





















iS mei St Sb meh See Sb we Sh mel ch we 


= 
-— 


43 
: 
34 


cl 
_ 
= 


Illustrating our celebrated and dependable 
Willow Calf, noted for its mellowness and 
rich appearance. 


Produced in the latest and most popular 
colors. 
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Shoe made by Commonwealth Shoe and Leather Co. 


American Hide & Leather 
Company 


NEW YORK BOSTON CHICAGO ST.LOUIS . CINCINNATI 


AMERICAN HIDE & LEATHER CO., LTD. 
Northampton and Leicester, England 


CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Peabody Woburn Chicago Sheboygan’ Ballston Spa Curwensville 
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May Style Show 


One of the features of the month 
was the style show conducted by 
the May Co. The auditorium on the 
third floor was used for this pur- 
pose, and the room-was hardly spa- 
cious enough to hold the audiences 
that gathered to see the displays 
of latest wearing apparel that were 
worn by living models. The stage is 
a spacious one, but in addition a 
platform had been built from the 
stage out into the audience and the 
models paraded on this, with every 
eye focused on them. 


Haren Remodels Store 


Joseph Haren has taken over a 
part of the room vacated when C. C. 
Ferguson closed his Arcade store 
and went to California to make his 
home. Mr. Haren for 17 years was 
with Ferguson, and was the latter’s 
mainstay during the years that Mr. 
Ferguson was building up his 
trade. A new set of fixtures, new 
show windows and attractive boxes 
for the stock, make this a neat and 
natty store. 


J. F. Anschutz Moves 


Located just to the south of 
Haren’s store, is the new location 
of the J. F. Anschutz store, 52 The 
Arcade. Mr. Anschutz has been on 
the third floor in The Arcade. In 
his new location he is closer to the 
great volume of people who pass 
through The Arcade. 


Pontius to Open 


Paul Pontius, Inc., will open a 
new store in the Union Trust Build- 
ing at Euclid avenue and East 
Ninth street in the near future. 
Women’s high grade shoes will be 
featured. 


Weinberg in Business 


Jack Weinberg opened a new 
store at 8713 Buckeye road on 
Saturday, March 21. He carries a 
general line of shoes, and a stock of 
hosiery. He formerly was in the em- 
ploy of H. Beritbart. 


The Superior avenue store of the 
Chisholm Co., has been moved from 
321 to 322. The change was made 
during the third week in March, 
and the stock was transferred over 
night without the loss of a single 
day’s business. Men’s and boys’ 
shoes are featured. The interior of 
the room has been refinished, fix- 
tures were brightened and the store 
is very attractive. 


BOOT AND SHOE RECORDER 97 


Variety of Patterns Are 
Selling in San Francisco 


SAN FRANCISCO — March 
promises to be a good month in 
most retail shoe stores. About every 
good-looking pattern in materials 
of black and blond satin, patent 
leather and tan calf commenced to 
meet with a good demand during 
the early part of the month. The 
women are showing more interest 
in materials, selecting the pattern 
only if it is made of the desired 
material. 


Enlarge Hosiery Depart- 
ment 


Hanan & Son increased their sell- 
ing space for hosiery at their local 
store, 157 Geary street, and a spe- 
cial department has been opened 
for the sale of men’s hosiery, in- 
cluding novelty styles for street, 
golf and other sports occasions. 


Convention Interest 


Merchants approve the slogan 
for the California Shoe Retail 
Dealers’ Convention .“Let’s Sell 
"Em Better.” It is to take place at 
Santa Barbara, May 25, 26 and 


27, and will be a strictly busi- 
ness convention. A good deal of the 
time will be devoted to round-table 
discussions and open forum meet- 
ings. Convention features will in- 
clude a barbecue, a banquet and 
dance, either at the Montecito 
Country Club or the Arlington 
Hotel. 


Rogers Broadcasts 


Jack Rogers, president of the San 
Francisco Shoe Dealers’ Associa- 
tion, recently broadcasted a talk on 
men’s and women’s styles from sta- 
tion KPO. He reached thousands of 
people in this way and advised 
them concerning the most recent 
trends in footwear. Mr. Rogers is 
manager of The Bootery. 





Hardaway Sole Owner 


Ponca City, Okla—R. G. Hard- 
away of the Hardaway and Barnes 
Shoe Store recently purchased the 
interests of Mr. Barnes and is con- 
tinuing the business under the style 
of Hardaway’s Shoe Store. The 
store is the family type, 








H. L. Porter, Inc., a new shoe store at 231 Geary Street, San Francisco, 
was opened recently. The proprietors, all of whom are well known are: 
H. L. Porter, M. C. Streicher and E. Eisenberg. The interior and windows 
are of English walnut and the cartons are of a tan to harmonize. The 
interior covers a space of 25 by 85 feet, and in addition there is an “L.” 
Windows are 20 feet deep. The hosiery section is to the left of the en- 
trance. The seating arrangement consists of individual chairs, built in a 
walnut settee. This exclusive women’s shoe store is featuring shoes at 
$8.50, $10, $12.50 and $14.50. 
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No. B-618 


Style B-609—Vivian 3-Strap Pattern. Black 
Glazed Kid. Square Edge. 14 Double Sole. 13/8 
Cuban Heel. Rubber Top Lift. Diana Last. 


A.4%-744 C,3%-9 
° B4-8 D4 -9 
PRICE $4.50 














In Stock 


Three-Strap 


Patterns 


e Style B-617 Sylvia i 
Style B-618 Clarice in Patent, Black Satin Vamp and Quarter. Black Calf i 
“fp |] Ease 2/8"Testher Coban eet Rubber Top Black Satin and Turn, 1/8 Wood Biock Heel Medium Round |} 
| ° jn ieee Perforation Vamp and = Black Glazed AAS -1% C3 -9 } 
. At 2 63-9 Kid Bes Eanes ; 
PRICE $4.35 PRICE $5.00 hi 


SHERWOOD SHOE COMPANY 
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Originators of Quality Mc Kays 


ROCHESTER, N. Y. 




















“Clifton’’ 
GEM DUCK 
















Used with our wet process it produces 
a perfect innersole, as it is easily formed 
in and hugs the lip, providing strength 
where strength is most needed. 


“CLIFTON ’”’ COVERING 
CLOTHS 


“ Clifton” backing and plumping cloths are recom- 
mended for satisfactory results. 


In profitable shoemaking all “Clifton” specialties reg- 
ister high. 


CLIFTON MFG. CO. 


65 BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON, MASS. 
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Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 




















GROPING IN THE DARK 


. Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertieer needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. — buyers no longer find it necessary to grope 
in the dar 











There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. | 
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Spring Season Opens Well 
in Boston Shoe Stores 


BOSTON—Several of the days 
during the week ending March 21, 
developed a good trade in most of 
the shoe stores. The latter part of 
the week was featured by ideal 
spring weather and it provided a 
great stimulus to the women’s 
buying. 

Satin styles sold freely during 
the week, several stores reporting 
that black and blond shades are 
gradually developing into leaders. 
Blond is the most popular of the 
light shades in satins, although 
fallow, a similar tone, and rosewood 
are displayed. 

Some of the $6 stores catering to 
the “flapper trade” are doing well 
with tan calf models carrying an 
inch heel. Most of these types are 
simple strap effects of the slender 
designs. Strap styles fastening at 
the side are also going well in pat- 
terns carrying flat heels. 

There is strong indication that 
tan calf’s strength will continue 
through spring. Patent leather 
styles are selling freely. 

Merchants are looking for more 
interest by men now that Spring has 
arrived. There has been an erratic 
tone for some weeks. Tan oxfords 
are selling more freely than blacks, 
and several men’s stores are looking 
for a substantial business on sum- 
mer weight styles. 


Sale at Filene’s 


The women’s shoe department of 
William Filene Sons’ Co., held a 
sale during the week ending March 
21. Narrow pointed styles in suedes, 
calf materials and two tone effects 
were marked at $3.85 and $5.85. 


Wilbar Has Effective Trim 


“Hy” Bluestein, manager of Wil- 
bar’s, 455 Washington street, re- 
cently installed a “daisy” window. 
The panels were treated with a 
green background, bordered with 
thick clusters of yellow daisies. Soft 
green velour backgrounds formed a 
pleasing color note for interior 
cases. In another week, an orchid 
window will be installed. Mr. Blue- 
stein reports a very satisfactory 
business on his new spring foot- 
wear. 

Baseball Team Formed 

As a feature to promote the co- 
operative spirit of retail shoe sales- 
men and management, a baseball 


team is in practice and will be all 
ready for play about April 19. This 
team will be open to accept engage- 
ments with other teams for twilight 
and Sunday games and after July 
4 for Saturday afternoon games. 


To Study European 
Conditions 

Louis C. Hungerford, president 
of the L. C. Hungerford Co., and 
widely known in the tanning trade, 
recently commenced a trip abroad 
that will cover several months. 

Mr. Hungerford is accompanied 
by his wife and a group of business 
friends, including A. J. Bester of 
South Africa, and will first visit 
Germany, returning from there to 
England. 

His firm has a somewhat exten- 
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sive trade in Great Britain in both 
leather and cut soles, and Mr. Hun- 
gerford will avail himself of the 
opportunity to study trade condi- 
tions in London, and also in Scot- 
land. 

Part of the Boston man’s mission 
is to make an intensive study of 
South Africa as a source of hide 
and tanning material supplies for 
his own firm, and incidentally he 
expects to promote the general in- 
terests of the New England shoe 
and leather industry in which he is 
deeply interested. 

In addition to credentials from 
the United States Government, Mr. 
Hungerford has been requested to 
make certain studies along export 
trade lines in behalf of the New 
England Shoe and Leather Associa- 
tion, of which he is an active mem- 
ber. His frip is one of the most 
extensive and interesting ever 
taken by a New England tanner, 
and undoubtedly will have impor- 
tant results. 





Interest Grows 


in Summer 


Weight Footwear for Men 


BROCKTON—Shoe manufactur- 
ers are making a concerted and de- 
termined effort to bring to the at- 
tention of shoe merchants the desir- 
ability of summer weight oxfords 
for men. Practically all concerns in 
this city making men’s footwear 
have placed samples of these goods 
in their new lines and are making 
summer weight oxfords a leading 
feature. Regarding this line, some 
criticism is heard from merchants 
who, having been accustomed to 
selling men’s heavy oxfords for 
several seasons; and selling on the 
basis not only of style, but. long 
wear, are of the opinion that these 
summer weight oxfords will be 
criticised by customers. The basis 
of this criticism, in the opinion of 
some merchants, is that summer 
weights will not hold their shapes 
as well as the heavier weights, and 
that wearing qualities are less. 

In commenting on this criticism, 
a Brockton manufacturer said: 
“Naturally, the summer weight ox- 
ford can’t have quite the stand-up 
qualities of the brogue type of ox- 
ford, with its heavy grain leather 
upper and 12 to 14 iron sole. That 
isn’t the point. The idea is to give 
merchants an opportunity for mak- 
ing added sales by introducing to 
customers, men’s oxfords which are 
particularly well suited for the 


summer, in line with summer weight 
clothing, hats, etc. Light tan shades 
of leather offer another favorable 
sales opportunity for the merchant 
in connection with these summer 
weight oxfords. Altogether, the 
plan which we are working out 
should be of much benefit to the 
merchant provided he co-operates 
by showing summer weight ox- 
fords in his windows, thus calling 
consumer attention to the desir- 
ability of such shoes at this season, 
and backing it up with local news- 
paper and other publicity as a 


means of assistance in making 
sales.” 
No Need to Wait for “Straw Hat 


D ay” 


“Felt hat day,” March 15, saw 
many summer weight shoes being 
displayed and sold by retail shoe 
merchants, thus anticipating by 
two months “Straw Hat Day” of 
May 15. “It is distinctly to the ad- 
vantage of the merchant,” said a 
member of the local trade, “to bring 
these summer weight oxfords to 
the attention of the consumer as 
early in the season as possible. 
There is no need to wait until 
‘Straw Hat Day.’ The time between 
March 15 and May 15 gives the 
merchant opportunity to sell men’s 
summer weight oxfords. The mer- 
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Made in Patent, 
Tan Calf and Black 
Satin. Spanish and 
Cuban Covered 
Heels. Season's biggest seller. Sizes 3 to 7. 


Price $2.85 
The “‘Everglade’”’ Sandal 


Patent leather with 

Leather 8/8 Heel. 

Sizes se to 6, 3 to 7, 
4 to 8. 


8 to 8 
Price $2.40 


Same with Covered Wood Heels, de Low Heels and 
12/8 Cuban Heels Price $2.60 






La Paree 


Made in Patent, Tan 
and Patent with Apri- 
cot Quarter, Covered 
Spanish Spike, Cuban 
and 13/8 Spanish Heels. Sizes 2% to 7, 4 to 7, 3 to 8. 


Price $2.85 


Three 
New Easter 
Styles 


IN STOCK 


Ready For Last 
Moment Orders 


HESE newest styles 

ready just when you 
need, them are typical of 
the service in which we 
specialize. 


And the prices are also 
typical of the “KING OF 
JOBS” plan whereby we 
always 


Save You 
15% to 30% 


Wire Your Orders 
in Case Lots Only 
Terms: Net 30 days 


S. ROSENBERG & SON 


INC. 
144 ESSEX STREET 
BOSTON, MASS. 
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chant who neglects this opportunity 
is out of line with the trend of 
styles. Men will be receptive to the 
new summer weights provided the 
merchant has these in stock early 
in the season. Talk to the effect 
that these lighter weights of men’s 
oxfords will be unsatisfactory be- 
cause they will not hold their 
shapes as well as the heavier pat- 
terns is not worthy of considera- 
tion. 

“It is up to the merchant to in- 
struct his customers as to the dif- 
ference between summer weight 
and winter weight oxfords. It is a 
very simple matter to do this. 
Every shoe merchant who wishes 
to increase his business and to work 
along constructive lines will wel- 
come the opportunity which sum- 
mer weight oxfords offer in the de- 
velopment of his business. Manu- 
facturers of men’s shoes are right 
behind this movement and are go- 
ing to put it over. If the merchant 
would sell more men’s shoes, he 
must diversify his line and make 
the men see it is desirable to buy 
shoes which are suited to the vari- 
ous seasons of the year.” 


Co-operative Style Show 


As a means of obtaining closer 
contact with retail shoe merchants 
in Providence, R. I., and vicinity, 
the Brockton Shoe Manufacturers’ 
Association participated in a style 
shown in Providence during the 
week beginning March 16. This 
show was held in connection with 
a home furnishing exhibit in Provi- 
dence, arranged by local business 
houses in that city. Local details 
were arranged through Frank M. 
Bump, secretary of the Brockton 
Shoe Manufacturers’ Association; 
Arthur J. Chase, president, and 
Joseph F. Reily, secretary of the 
Brockton Chamber of Commerce. 


Novelty Sport Shoes in 
Stock 


The increasing popularity of 
men’s sport shoes is responsible for 
the introduction of numerous nov- 
elties in this line. Brockton con- 
cerns are bringing out new sport 
shoes for the summer season. One 
of these introduced by Churchill & 
Alden Co., makers of the Ralston 
line of men’s footwear, is a buck- 
skin oxfotd made up in the tan, 
brown and pastel shades which 
have been so popular the past win- 
ter at Palm Beach and other south- 
ern resorts. As a matter of conven- 
ience to merchants, this shoe has 
been placed in stock by Churchill & 


Alden Co., where it is available for 
immediate shipment. 


New Building for Giard Co. 


The Giard Shoe Co., for several 
years located in Brockton, is to re- 
move to the nearby town of East 
Bridgewater, Mass., where a local 
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corporation will construct a mod- 
ern type of factory at a cost of $30,- 
000 for the concern’s occupancy. 
Money was raised by subscriptions 
in East Bridgewater. The factory 
is expected to be ready in October. 
Giard Shoe Company, which has 
been in business in Brockton since 
1919, is capitalized for $100,000. 





Good Sales Necessary in 
Women’s Novelty Footwear 


HAVERHILL—“The importance 
of good substantial soles, particu- 
larly in so-called popular-priced 
shoes,” said a Haverhill manufac- 
turer, “can hardly be over-esti- 
mated. Women’s street footwear re- 
tailing at $5 and $6 a pair necessa- 
rily comes to harder wear than 
women’s shoes retailing at higher 
prices. The latter class of footwear 
is purchased by women who do not 
walk as much as those who buy the 
cheaper shoes, and the necessity of 
heavy soles is not so great. In 
the popular-priced lines, however, 
bought principally by young women 
who are on their feet many hours 
a day, soles are needed which will 
assure extra good wearing quali- 
ties. In getting out a line to retail 
at these popular prices we make it 
a point to use the best soles that 
we can afford to buy. Suppose they 
do outwear the uppers. We don’t 
care anything about that, because 
the girl who has an experience of 
this sort with a pair of popular- 
priced shoes will go back to the 
store where she bought them and 
endeavor to buy another pair which 
will give her equally good wear. 

“The modern girl demands for 
street use, footwear which looks 
light and airy; the kind that in 
former days was utilized exclusively 
for what we called party or eve- 
ning shoes. These give the feet of 
the average young woman a very 
attractive appearance and make for 
increase in the production of nov- 
elty shoes, almost without end. It is 
the girl who has a pair of shoes 
that will answer the description of 
style at the top and wear at the 
bottom, who will later come back 
for more of the same.” 


White Season Near 


Shoe factories are anticipating 
the white shoe season by securing 
orders for women’s white footwear. 
White kid is the principal material 
for this class of shoe with other 


leathers and fabrics following. 
White shoes have a permanent place 
in the trade which is recognized by 
merchants in all parts of the coun- 
try. Haverhill shoe manufacturing 
concerns have for many years been 
identified with the production of 
women’s white shoes for street and 
evening use. A substantial business 
can be depended upon each year. 

The popularity of white for sum- 
mer gowns and hosiery calls for 
white footwear to make the cos- 
tume complete. White shoes are 
practically an all-year-round propo- 
sition. In the South white shoes are 
sold every month in the year. The 
sales of this class of footwear in 
the southern states have been in- 
creased largely through the devel- 
opment of winter resorts. This fact, 
added to the call for white shoes in 
the northern states during the sum- 
mer, makes a very complete white 
shoe season for manufacturers who 
are identified with this class of 
goods. 


Manthorne in New Position 


H. J. Manthorne, with Hartman 
Shoe Co., has been engaged by the 
Krieder Shoe Co. of Lebanon, Pa., 
as sales manager. Mr. Manthorne 
will take up his new duties early in 
April. The Krieder Shoe Co., mak- 
ing women’s, misses’ and children’s 
shoes, is one of the oldest concerns 
in Pennsylvania in its line. 


Marshall-Harris Making 
McKays 


Marshall-Harris Co., makers of 
women’s McKays, with factory on 
Washington street, is developing 
this business by selling direct to the 
retail trade. Sherman H. Marshall, 
formerly of Emery & Marshall Co., 
has charge of the selling and style 
production. He is well known for 
his ability along that line, and has 
recently put out novelties which are 
meeting with trade approval. 
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 Berwiney: has become so important a 
shoe fashion factor that the choice 
of what leather shall be used in their 
orders cannot be carelessly considered 
by progressive shoe buyers. 


The present call for NEW CASTLE 
colors is very significant of how such 
men place NEW CASTLE. 


BLOND 
APRICOT 


are matkedly the preferred NEW 


CASTLE shades, and exemplify 
NEW CASTLE color genius at its best. 


There is no substitute for the choicest 


raw stock that grows processed the 
NEW CASTLE way. 


NEW CASTLE LEATHER CO., Inc. 
100 Gold Street 


New York City 


Color 98 
APRICOT 


Color 99 
MOCHA 
Color 925 
SUDAN 


Color 825 
ROSEWOOD 


Color 700 
CHAMPAGNE 


Color 725 
SAND 


Color 17 


PEARL GRAY 


Color 18 
PRISCILLA GRAY 


Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 


Color 2 


PICANINNY BROWN 
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-,Greeley in Boudoir Business 
, Many Years 
A. W. Greeley, who has been long 
identified with the production of 
women’s boudoirs, is a Haverhill 
manufacturer, who, to use his own 
words, employs one last, one pat- 


tern and one quality in his specialty 
line. He is particularly insistent on 
the quality of linings and soles for 
long service in this class of foot- 
wear. Greeley boudoirs are popular 
among the wholesale and volume 
buyers throughout the United 
States. 





Light Satins Promise to 
Be Strong in Rochester 


ROCHESTER — McCurdy’s fea- 
ture strap and pump patterns in 
rosewood and fallow satin which 
they believe will find ready sale for 
early spring and will be worn 
throughout the entire season. Rose- 
wood is a reddish, coppery shade, 
and fallow is a new tone of blond. 
These shades proved extremely 
popular as soon as shown, and are 
expected to carry through the sum- 
mer season along with gun-metal 
satins which should be a favorite 
color and material. 


New Park-Brannock Store 
Opens 

The Park-Brannock Stetson Shop 
Inc., 54 East avenue, recently 
opened for business, featuring Stet- 
son shoes for men and women. 
Woodwork and furnishings, which 
are of the latest design, are in 
American walnut contrasting with 
the walls of old ivory. There are 
eight built-in show cases, the lower 
portion of which contain tilted plate 
glass mirrors which allow the cus- 
tomer to inspect the new footwear. 

The front portion of the store is 
devoted to a men’s department, 
while the second section extending 
from the hosiery counter to the 
rear of the store is the women’s de- 
partment. A unique innovation is a 
rest room located in the rear of the 
store, which is furnished with 
wicker furniture. Offices of the 
store are located in a balcony over 
the rest room. 

’ For the opening days floral trib- 
utes from various retail stores, 
and from the Rochester Association 
of Retail Shoe Dealers helped ma- 
terially to beautify the shop. Er- 
nest N. Park, senior member of 
the firm of Park-Brannock, was in 
Rochester for the opening and ex- 
pressed much pleasure over the 
manner in which local shoe mer- 
chants welcomed them to Rochester 
and wished them success. 

The storg will be managed by 
Ernest Pass; son of Ernest N. Park 


and a staff of local employees in- 
cluding Thomas Harrington, for- 
merly with Shields Boot Shop; Lee 
T. Wood, formerly with William 
Pidgeon, Jr.; Larry Connor, for- 
merly with D. J. Burke and Mrs. 
Jessie R. Finch who will have 
charge of the women’s hosiery de- 
partment. 


I. Miller Welcomes New 
Firm 
A recent advertisement of the I. 


Miller Store welcoming the new 
Park-Brannock store to East 
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avenue proves that there is senti- 
ment in business and that a real 
merchant welcomes the coming of 
another high-grade merchant be- 
lieving that the addition of another 
competitive store means more busi- 
ness for every merchant in the vi- 
cinity, for by their presence they 
bring business. Advertisements 
which were four-inch single column 
appeared in the local papers on the 
day the Park-Brannock store opened 
and carried a message of welcome. 


National Opens New Store 


The new National Clothing Com- 
pany store located at Main and 
Stone streets, formally opened for 
business on Wednesday, March 18, 
and throngs of Rochester shoppers 
thronged the store during opening 
week to inspect the beautiful new 
store during the week. 

A beautiful men’s shoe depart- 
ment located in the rear of the main 
floor is a feature of the new store, 
and H. H. Hoadley, manager of 
the shoe department feels that he 
has the finest shoe department be- 
tween New York and Chicago. 





Brooklyn Factories Are 
Concentrating on Few Styles 


BROOKLYN—Business in the 
Brooklyn shoe manufacturing field 
continues rather spotty. A few fac- 
tories, mainly those of medium size, 
report full operations. Some of the 
larger factories are running fairly 


full, but among the smaller pro~ 


ducers business shows much ebb 
and flow. 

Most of the Brooklyn houses have 
their salesmen on the road at pres- 
ent, and most of them are sending 
in fair orders. One of the bright 
spots in the trade at present is the 





Straps and Front Gores 
Lead 


The style situation is still 
of uppermost importance. 
While patterns are trending 
toward neater effects, small 
variations in patterns are be- 
ing brought out constantly. 
Straps and small front gore 
patterns are still in the lead, 
and are likely to continue so, 
in the opinion of style leaders 
in this section. 











fact that re-orders are coming in. 
This is an indication of greater 
stabilization in the retail field and 
is helping to stabilize the manufac- 
turing end as well. Retail mer- 
chants today, according to Brooklyn 
manufacturers, are concentrating 
on few styles and carrying larger 
size ranges, a change that is ex- 
tremely welcome in manufacturing 
circles. 

Most of the factories are still 
running rather heavily on blond 
satin for pre-Easter delivery. For 
later delivery, kid seems to be com- 
ing in stronger, although black pat- 
ent and black satin are being cut 
in as generous quantities as ever. 


Retail Merchant One Source 
of Style 


Trying to guess styles is still 
the main function of the manufac- 
turer, according to Morgan Gross- 
man. “The best we can do, how- 
ever,” he said, “is to follow the 
trend. ‘The retail merchant is our 
main source of inspiration. I find 
that most of the new pattern ideas 
originate with the retail shoe mer- 
chant and I make it my business to 
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GLOVE-GRIP SHOES 


























THESE FOUR NEW ARNOLD GLOVE GRIP 
STYLES WILL ACCELERATE TURNOVER 


IN STOCK—READY TO SHIP—TANS AND BLACKS—SHOW THESE FOR EASTER 





MODEL S-732 THE PASADENA 


Arnold Glove Grip, Three-Strap, Patent Colt, 
Covered Heel. 
IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, 
AAA/A and AA/B, 3 to 10; A/C and B/D, 2% to 10. 
Price $7.25 


on - 





MODEL S-748 THE PASADENA 
Arnold Glove Grip Three-Strap in Golden Brown Kid. 
Carsien Covered Heel. 

IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, 
AAA/A and AA/B, 3 to 10; As and B/D, 2% to 10. 
Price $7.75 


FOUR GLOVE GRIP IN STOCK STYLES ON ‘“ THE PASADENA” 


oe 


aa 


aS 


MODEL S-740 THE PASADENA 
Arnold Glove Grip Black Kid Oxford. Carries Leather heel 
with Rubber Top Lift. 

IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, 
AAA/A and AA/B, 3 to 10; A/C and B/D, 2% to 10. 

ice $6.40 
MODEL 8-741 As Above in Golden Brown Kid. 
Price $6.75 


hares a 
Rae © 
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M DEL S-745 THE PASADENA 
Arnold Glove Grip, Three-Strap in Black Kid. 
Carries Leather Heel with Rubber Top Lift. 

IN; STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, 
AAA/A and AA/B, 3 to 10; A/C and B/D, 2% to 10. 
Price $7.10 


ERE is the popular “Pasadena” last in some new and dignified patterns.* The good 

taste and judgment of the trade is, we believe, impressively expressed in these numbers. 

They are store stock strengtheners, which bec .use of their general excellence and ex- 
clusive Glove Grip feature, are sure to take well, sell r ,pidly and pay handsomely. Asa profitable + 
merchandising proposition, protecting the buyer against losses incident to extreme styles and 
providing a talking feature that is a taking feature, heca’’.e so appealing to common sense, Arnold 
Glove Grip Shoes for Men and Women are accepteu “. erywhere. This line is a Nation Wide Seller 
backed by Nation Wide Advertising and dealer selling helps. 


Write for Stock Style Catalogue—S. 
MANUFACTURED ONLY BY 


M. N. ARNOLD SHOE CO. 


NORTH_ABINGTON, MASS. 


BOSTON OFFICE: 10 HIGH STREET 





NEW YORK OFFICE: 127 DUANE STREET 
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keep in close touch with the retail 
trade.” 


On Busy Schedule 


One of the exceptionally busy 
factories is that of Strassburger- 





Stiles, which is occupying space in 
the J. Albert & Son building. Sev- 
eral of the patterns produced by 
this concern for spring have sold 
extremely well and re-orders in 
good quantities have been placed by 
retail merchants recently. 





Philadelphia Merchants 
Expect Good White Season 


PHILADELPHIA—Throughout 
the trade here various predictions 
about whites are being made. Some 
retail merchants think that plain 
whites in either fabric or kid are 
going to sell very well. They say 
that there might be some call for 
white with trimming in white, like 
a white kid pump with white fab- 
ric trim or white fabric with white 
kid trim, but that whites with col- 
ored trim will be inactive. Others 
think that whites with a touch of 
color will go better. Some jobbers 
are planning for a big season on 
whites while others, less optimistic, 
are of the opinion that tan calf 
and combinations in various street 
and sports effects will cut heavily 
into the white business. Amidst all 
these contradictory opinions the 
consensus seems to be that whites 
will enjoy at least the usual sea- 
sonal demand for them which comes 
every spring and summer. 


Light Tan and Patent 
Strong 

The Remy-Landsberg Co. reports 
that while the season has not yet 
really opened, there is some call for 
light tan and patent leather in 
men’s footwear. Crepe soles will sell 
well in both men’s and boys’ shoes. 
Prices advanced 5c to 10c a pair 
during the past week or two. 


Geuting Doubles Chestnut 
Street Store 

On Monday, March 23, Geuting’s 
presented to the public a strikingly 
beautiful store at 1308-10 Chestnut 
street. This store, which sells mer- 
chandise for the entire family, 
is now double in size over 
its original dimensions. The first 
store was at 1308 Chestnut street— 
now a store at 1310 has been added 
and the two unified. This big store 
is the headquarters, or “key” store 
of the three Geuting stores in this 
city. It is here that A. H. Geuting, 
the founder of the business, “pre- 
sides,” and founded Geuting’s in 
October, 1907. - : 


The women’s shoe department is 
looked after by Will Geuting; 
the men’s by George Geuting, and 
the children’s department by 
Maurice Yoskin. On the fourth floor 
are the “works” of the establish- 
ment, with a very complete account- 
ing system, taking care of 45,000 
charge accounts. Here is also lo- 
cated the repair department, lunch 
room and rest parlors. The chil- 
dren’s department, “the foundation 
of the Geuting business, and the 
women’s sensible lines,” as Will 
Geuting tells the story, are located 
on the third floor. This is the 
“character” floor of the business— 
here is located the X-Ray machine. 
Here is where a record of each 
child’s fitting is carefully kept— 
where the souvenirs to the children 
are distributed. The furniture in 
this department is upholstered in 
soft, cool-striped material of rose, 
greens and grays. Mural decora- 
tions at the head of the very artis- 
tic open stairway, will be of special 
appeal to the little folks. 


Artistic Panels and Fixtures 


The first and second floors are 
lighted by many crystalled chande- 
liers—15 on each of the great floors 
—the color scheme of the second 
floor’s settees, which again are in 
cool striped effects, are in soft 
blues, greens, and rose. These har- 
monize with the soft tintings of 
the rugs and the walls. All shoes 
are concealed behind walnut panels. 
On the second floor there is a very 
fine women’s parlor and writing 
room, and just as the lady steps 
from the elevator is a large buckle 
case—19 x 100 feet. The hosiery de- 
partment on the first floor is an ex- 
ceptionally large one and is on the 
same side as the elaborate elevator 


* doors in black and bronze. 


Just inside the door of the front 
door of the new store is “The Van- 
ity Box,” consisting of a very high- 
grade and complete jewelry de- 
partment. 

“A Day of Realization” is the 
title of the artistic announcement 
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of the opening of this store. Eight- 
een years next October this store 
was founded by A. H. Geuting, who 
for about 17 years before that had 
formed a shoe acquaintance with 
the Philadelphia public at Gimbel’s. 
The house of Geuting has built its 
business by a shoe service com- 
bining good fitting and style for the 
whole family. 


Good Weather Will Help 
Trade 


F. S. Hunsberger, of Bell, Walt, 
& Co., Inc., thinks that the open 
weather of the next few months 
ought to bring good business. Tan 
calf is selling both in men’s and 
women’s footwear. Patterns in 
women’s shoes are for the most part 
cross straps. Combinations were an 
active factor in the market early in 
the season but have since dropped 
off in popularity. While the ten-— 
dency in men’s footwear is towards 
plainer effects, there is still a good 
market for shoes with considerable 
perforating and stitching. Prices 
have shown no recent changes. 


Two New Stores Opened 


During the past week two new 
stores were opened here. One, lo- 
cated at 46 North 8th street, was 
an addition to the chain of Newark 
Shoe stores here. It brings the num- 
ber of stores operated in the city 
by this chain company up to about 
twelve. Among the styles featured 
for women at the new store were a 
patent leather model with slashed 
gore and buckle ornamentation and 
military heel, and a patent leather 
model in the new strap-tie style 
with plenty of stitching and 
Spanish heels. 

The other new store, located at 
220 Market street, was the third 
of the Dixie Shoe Stores Company 
to be opened in this city. On the 
opening day at the new store every 
purchaser was presented with a 
Durham-Duplex Safety razor. One 
of the opening features of this store 
was a tan oxford with broad soft 
toe, leather soles, rubber heels, and 
plenty of perforations and stitch- 
ing. 


Retail Merchants Meet 


The Philadelphia Shoe Retailers’ 
Association held its March meeting 
recently at Winkelman’s Florsheim 
Shop, 1723 Chestnut street. Ap- 
proximately 50 members attended. 
C. C. Bane, of the I. Miller store, 
the president of the organization, 
presided. 
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shoe of Skinner's 
Satin with straps 
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The question of increasing the 
association’s membership was dis- 
cussed at considerable length. It 
was decided to have every member 
pledge himself to bring in a new 
member. It was also decided to in- 
vite retail merchants and others 
eligible for membership to attend 
the meetings so that they might 
see the benefits which result from 
joining. The question of admitting 
clerks to membership at half rate 
was also brought up but no action 
was taken on it at this meeting. 

Among those who took part in 
the style discussion which followed 
were George McLaughlin, who pre- 
dicted a run on crepe soles and 
strong demand in the better-grade 
shops for lighter weight men’s 
shoes, and Mr. Bane, who said that 
combinations were selling better 
than solid colors and predicted a 
big run on satins, especially in the 
blond shades. 


One large factory making wom- 


en’s high-grade footwear is making 
up quite a few pairs in tan calf 
and blond satin. It finds compara- 
tively little call for combinations. 
Black satin is fairly active and 
whites, without any colored trim- 
ming, are expected to be good as 
the season for them approaches. 
Strap effects, front gores, and 
step-ins, are all active features of 
the present market. Prices are very 
firm with an upward tendency. 


Kreider Factories Busy 

W. J. Dallas, of the A. S. Kreider 
Co., and president of the Philadel- 
phia Shoe Wholesalers’ Association, 
says that two of the Kreider fac- 
tories are working to capacity and 
that the others very nearly ap- 
proach that satisfactory condition. 
This firm has gone into the com- 
bination business and finds good 
call for them, though there is also 
very active demand for shoes of all 
tan calf and all patent leather. 





Lynn Turning Out Broad 
Range of Sport Patterns 


LYNN—For after-Easter, lead- 
ing Lynn manufacturers will de- 
velop chiefly two types of footwear, 
one of the garden party sort and 
the other of the sport class. The 
term “garden party shoes” is the 
summer time title of light and 
dainty shoes, for most any sort of a 
shoe that is simple and pretty is 
proper for garden party or like 
wear; but white shoes seem to be 
the most favored in this classifica- 
tion of footwear. 

Sport types are newer. They are 
for wear with sport costumes, the 
knickerbockers of the country club 
or camp, or the more formal apparel 
that the athletic girl wears along 
the streets of cities or towns. 


In welt lines will these new sport 
types appear. They will be made 
over medium, round toe lasts, and 
with heels either low, or medium 
high. One group will have crepe 
soles, which certainly tells of low 
heels; the other group will have 
wood heels. 

Uppers of these new sport shoes 
will be of tan leathers, white 
leathers with tan trimmings, and 
elk leathers with tan ‘trimmings. 

Fancy- tipping, strapping and 
stitching .will be a chief style 
making feature of these-new sport 
shoes. A“‘main idea is that of get- 
ting stitched” effééts on “vamps 


and quarters to correspond with 
the fancy patterns of sport hosiery. 
Some of these sport oxfords will be 
punched with perforations, round 
or square, and somewhat small in 
size. These perforations are to serve 
as ventilating ports, and some of 
them are embellished by fancy 
stitching. Pinking is another style 
detail of these sport types of shoes. 

Edges, of course, are wider on 
these sport styles than on the light 
and dainty types. There are a few 
other details, like the selection of 
eyelets and laces. 


More Character 


Aside from styles, there is the 
development of character in Lynn 
shoes. It may be said, with all as- 
surance, that Lynn shoes are of 
stronger character this season than 
ever before, and, furthermore, that 
buyers are approving this new char- 
acter in shoemaking. Indeed, much 
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business has been won this run by 
manufacturers who have graded up 
their preducts, employing materials 
of the better sort and improving 
their shoemaking, particularly the 
refinement of details. 


Plain Types Selling 


Harlan Leighton, of Colella & 
Leighton, home from a selling trip, 
tells of buyers selecting shoes with 
care for the excellence of their de- 
tails, as well as their style value and 
quality. By excellence of detail, he 
means the perfection of lines, both 
of soles and uppers, the smoothness 
of insoles and linings, the accuracy 
of tread, and pitch of heels, and 
other details by which practical fac- 
tory men determine the character 
of a shoe. 

Mr. Leighton reports, that simple 
patterns, like one straps, step-ins, 
regent and similar pumps are sell- 
ing best, with patents and all white 
shoes as leaders. 


Gold Brocaded Leather 


Gold brocaded leather was noted 
in Lynn last week; also, silver bro- 
cade. The leather, cow hide, kid or 
sheep, has a gold, or silver finish, as 
the case may be. It is embossed with 
a design like that of brocade silk, 
the design showing both the fine 
weave lines and the elaborate scroll 
lines of the fabric. 

This leather is offered for the 
making of formal dress shoes; but 
there is a possibility that it may be 
tried for making street shoes, or, 
at least, for trimming street shoes. 


O’Neil Leaves Pacific Co. 


Joseph P. O’Neil, formerly a 
member of the firm of the Pacific 
Shoe Co., 25 Marshall’s Wharf, 
manufacturers of growing girls’, 
misses’ and children’s McKays, re- 
cently made a favorable agreement 
with the other members of the firm 
and resigned. Dennis B. Shea and 
Maroon Hannosh will carry on the 
business. 

Mr. O’Neil is preparing plans for 
selling women’s novelties to the 
wholesale and retail trade. 





New York Reports Better 
Grade Shoes Selling Well 


NEW YORK—Spring business 
has not been over brisk in New 
York so far, but retail merchants, 
generally feel that the next two or 


three weeks will give them a much 
improved volume. It seems scarcely 
likely, however, that the pre-Easter 
volume of retail .shoe business here 
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Address all communications to the factory. 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















will come up to that of a year ago. 
With few exceptions sales tctals so 
far this year have fallen behind a 
year ago. It is possible, however, 
that a last minute rush before 
Easter will change the final figures 
considerably. 

One interesting phase of the 
situation, so far as can be deter- 
mined, is that the better grades of 
shoes are selling more freely rela- 
tively than the medium and lower 
grades. In some stores there has 
been a tendency this season to 
“trade-up,” and it has met with suc- 
cess. In some stores more shoes are 
being sold at prices ranging from 
$15 upward, than below these prices, 
and in several stores the average 





Blond Satin and Tan 
Calf Leaders 

There has been little change 
in the general style situation 
in women’s shoes in the last 
few weeks. Blond satin is still 
well up in the front rank 
of demand, but the general 
opinion seems to be that it will 
be less popular after Easter. 
Light tan calf is one of the 
best sellers in most shops, par- 
ticularly if trimmed with the 
extremely light shades of kid 
or ooze. Suedes and oozes, ex- 
cept for trimming purposes 
are not selling to any great ex- 
tent. Kid is strong and get- 
ting stronger with most mer- 
chants counting on it to reach 
its best selling period immedi- 
ately after Easter. 











price is reported to be above that of 
last year. No survey has been made 
of all stores, but a sufficient num- 
ber of retail merchants have been 
questioned on this point to indicate 
that the New York women, and men 
too, are willing to pay more for 
their shoes this year than they were 
last year. 

Several of the department stores 
that formerly confined their lines to 
shoes retailing at $10 or less, are 
now going into the better grades 
more extensively and are openly 
showing and advertising shoes at 
$14, $15 and even up to $20 a pair. 


Straps and Gores Selling 
Best 
So far as patterns are concerned, 


the strapped and front gore models 
are supplying the bulk of public 
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PARISTYLE FOOTWEAR ME MFG. 60., | INC, 


41-45 Washington Ave., 
Ce ane seen bide:, iso W. Mhadieco Se 
HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Quilted Satin, 
Leather, Tinsel and Brocade s 
Prices from $23.00 per doz. up * 
Of the ) ES V For the 
Better J ® Better 
Grade A) Trade 
BEST-FVER 





Soft-Sole Leather 
Boudoirsand Novelty 
Kimono Sandals 


Wrile for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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demand at present, according to 
leading mid-town retail merchants. 
Outstanding exceptions are the 
broad toe, two-eyelet pumps. In- 
cidentally, this type of oxford has 
been produced in men’s footwear 
and is meeting with fair success, 
according to all accounts. It has 
been thought enough of to be put 
in other lines and is being shown 
here by a number of leading retail 
merchants of men’s shoes. Made up 
in a combination of patent and calf, 
it has found a ready sale among the 
younger men who demand the very 
latest in shoes. 

Combinations aré still selling 
well, especially where a contrasting 
material is used for dainty trim- 
mings. Best & Company are show- 
ing an attractive model of this type 
in an opera pump, banded with a 
Grecian border around the top. 
It comes in patent leather with tan 
kid trimming, or in white kid with 
patent leather. 


Whites Look Good 


White shoes are giving consider- 
able promise of running into large 
volume this year. While some mer- 
chants feel that the light shades of 
kid and satin may cut into the call 
for whites, others feel that whites 
will be stronger than ever. As an 
indication of what already has hap- 
pened, the women’s shoe depart- 
ment at R. H. Macy & Company re- 
ports having sold more white shoes 
so far this year than it did a year 
ago. 

Several other department stores 
and exclusive shoe shops also state 
that the white business so far has 
been better than usual. In propor- 
tion to the total volume of business. 
Plain white, or white with black or 
light tan trim are considered as the 
best possible sellers for this year. 
White with high colors are being 
stocked very cautiously by the New 
York merchants. 


More “Pep” to Men’s 
Business 


Men’s shoes are beginning to move 
more briskly, particularly in the 
higher grade stores. Some impres- 
sion is being made with the feather- 
weight shoes which were introduced 
last year, and while retail mer- 
chants are reticent to predict any 
great volume of business on them, 
they are hailed as something with 
which to tone up the spring and 
summer lines. Southern ties are be- 
ing shown with greater frequency 
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and some public call for them al- 
ready has been registered. 

On the question of colors, New 
York never has, and most mer- 
chants think it never will go in for 
the extremely light shades of tan in 
men’s shoes. The best-selling shade 
is the golden or reddish tan, of a 
slightly lighter cast than has pre- 
vailed heretofore. The light yellow- 
ish casts, however, are not moving. 
Blacks are selling better, as a re- 
sult of the introduction of the light 
tan shades. 


Woven Sandal Good 


The woven sandal, under the 
name of Deauville or other appela- 
tion, promises to be more popular 
this year than it was last year. Re- 
tail merchants here, who maintain 
stores at the winter resorts report 
that it went over particularly well 
in the South and has encouraged 
the retail merchants to place larger 
orders for it, for summer selling in 
New York. The widest possible va- 
riety of color combinations have 
been introduced and in many cases 
crepe rubber soles have been added. 
Most of the better grades of these 
sandals are imported, although 
they are being made to some extent 
in this country now. J. & J. Slater 
have introduced them in a number 
of pleasing combinations in chil- 
dren’s sizes. 


Light Satins Strong 


Blond satin still continues as one 
of the bright spots in the local retail 
map. It is running black a strong 
race and is the best seller of all the 
colored satins. Because it is so pop- 
ular now some of the higher grade 
retailers are beginning to turn their 
attention to something to replace it. 
Sentiment seems to be veering to- 
ward darker brown shades such as 
penny or copper. 


Variety of Materials 


The vogue for a variety of mate- 
rials, and particularly for combina- 
tions, continues strong. Batik 
leather is being shown rather gen- 
erously for quarters and trimming 
and has even gravitated to the 
lower grades of shoes, the A. S. 
Beck stores, which sell at the single 
price of $6 a pair, showing a pump 
of patent or tan calf with batik 
quarters. 

Among the extreme novelties that 
have been introduced recently is a 
velvet pump in high shades with sil- 
ver or gold applique in elaborate de- 
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signs over the vamps and quarters. 
These have been introduced by Saks 
& Company, Fifth avenue, and are 
adaptations of Perugia model. 
Oriental designs are used mainly 
for the applique. 


In the plainer model shoes, the 
modified D’Orsay type pump has 
cut into the Regent pump business 
to some extent, but most of the 
Fifth avenue merchants expect the 
Regent type to continue as a strong 
seller. 


New Golf Shoe 


French, Shriner & Urner, the 
manufacturers of men’s shoes who 
maintain several stores here have 
introduced to the public a new idea 
in golf shoes, for which a patent 
has been applied for. Small metal 
wells with threads are sunk into the 
soles and a set of sharpened steel 
spikes and of rubber knobs are pro- 
vided with a tool which permits in- 
terchanging one for the other. This 
permits the golfer to use one pair 
of shoes on all golf courses. Some of 
the clubs do not permit spikes to be 
used on the links. 


Berkley Is Manager 


Howard L Berkley is manager 
of the Nunn, Bush & Weldon Co. 
shoe department at the Browning, 
King & Co. store, at 16 Cooper 
square. He has had wide experience 
in the men’s retail shoe merchandis- 
ing field, his prior connections be- 
ing with J..& J. Slater, French, 
Shriner & Urner, Shoecraft and 
Hanan & Sons. 





New Shoe Department 


San Antonio, Texas—The Fair, 
San Antonio’s newest department 
store, recently added a line of shoes. 
The new department, which was 
first opened early in March, is a 
leased department being controlled 
by the Boston Shoe Stores who have 
two other stores in the same city. 
It is under the management of C. E. 
Dorain, specializing in women’s 
medium-priced shoes. 

Arrangements have been made to 
seat 30 persons, and both men and 
women have been employed to look 
after the wishes of the trade. 





Snyder Buyer for Crowley- 
Milner 
Detroit, Mich. March 22.— 


George W. Snyder, for the past 10 
years shoe buyer for the J. N. Adam 
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FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN C2 


50 MAIN ST., BROCKTON, MASS. 
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Co., of Buffalo, N. Y., was recently 
appointed buyer of women’s shoes 
for Crowley-Milner Co. of Detroit. 
He succeeds T. B. Jeffries, who is 
now merchandise manager of sev- 
eral departments for the same firm. 

Mr. Snyder plans to hold depart- 
mental meetings weekly as a meas- 
ure for the sales ferce to exchange 
merchandising ideas and experi- 
ences. He is very alert in observing 
current style tendencies in foot- 
wear. Former associates of Buffalo 
sent him a floral tribute on the 
opening day of his career with 
Crowley-Milner. 
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Breaking all advertising 
records for 1925 


Every dealer handling Dr. Scholl’s Foot Comfort Appliances and 
Remedies will be interested in reading this announcement. The Scholl 
Mfg. Co., has, for many years, been recognized as one of the largest and 
most consistent advertisers in the country. As a result of this con- 
tinuous flow of publicity, a constantly increasing demand for Dr. 
Scholl’s products has been created. But, dealers’ sales and profits for 
1925 are going to show splendid gains due to the corresponding in- 
crease in advertising for the coming year. 


Magazine Advertising 


Some idea of the extent of our 1925 advertising plans can be had by noting the selection of 
magazines on the opposite page. These include: 


Saturday Evening Post Cosmopolitan 
American Magazine Liberty 
American Weekly . Woman’s World 
McCall’s True Story 
Adventure Argosy—All Story 

Everybody’s Munsey’s 

Short Stories Popular 

Top Notch Complete Stories 
Ainslee’s Love Stories 
Detective Stories Western Stories 


People’s Home Journal 


The combined circulation of these magazines is 20,800,000 each month with more than 
80,000,000 readers. 


Daily Newspaper Advertising 
Nearly 500 of the leading, daily newspapers with the largest circulation in their respective 


communities will be used regularly. Copy will appear four times each week in each of 
these papers. The total daily circulation of this list is over 15,000,000 with 60,000,000 readers. 


Sunday Rotogravure Advertising 


Liberal space will be used in fifty Sunday newspapers with Rotogravure sections. This is prac- 
tically the entire list of Sunday Rotogravure papers. Their circulation is over 10,000,000 copies 
each Sunday with 40,000,000 readers. 

Every dealer specializing in Dr. Scholl’s Foot Comfort Service will profit through this national 
and localized advertising policy. But to reap real, tangible benefits from this advertising, it is 
very essential that the dealer tie up with it with local newspaper advertising and with window 


and interior displays. 
The Scholl Mfg. Co. 


Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World 


213 West Schiller Street 62 West 14th Street 112 Adelaide Street, East 
Chicago New York 2 Toronto 
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page per issue: 





Space 1 time 7 times 13 times 
1 in............$5.00 $4.00 $3.50 
2 in............10.00 8.00 7.00 
3 in 15.00 12.00 10.50 
4 in 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


26times 52 times 





$3.00 $2.50 
6.00 5.00 vertisement for 
9.00 7.50 

12.00 10.00 


OSITIONS WANTED—Four cents per word for each inser- 

tion. Minimum amount accepted, seventy-five cents. For 

other “‘Want” advertisements, seven cents per word for each 
insertion. Minimum amount accepted, $1.25. Ads under this 
heading will be received up to noon on Tuesday of week of 
publication date. When advertisers desire answers to come in 
care of this office, twelve words must be allowed in each ad- 
address. When advertisers desire replies for- 
warded direct to their address, each word of the address must 
be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are, too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





LIVE experienced salesmen for Ohio, In- 
diana, Illinois and New England to sell 
on commission men’s $5 and $6 shoes made 
in Brockton. Can be handled as side line if 
given proper attention. Resident sal 

preferred, Address B-387, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








ALESMEN: An opportunity for Wide- 

Awake Hustlers, with established trade, for 
Kentucky, Tennessee, Virginia, Southern Texas 
and Northern Louisiana to secure the sale of 
the strongest line of sellers in work shoes 
and outings, also a snappy line of work 
gloves. Concern owns its own tannery and 
factories. Only men with established trade, 
who are ambitious to better themselves, 
wanted. Wolverine Shoe & Tanning Corpora- 
tion, Rockford, Michigan. 





We want experienced 


references. 





Western Pennsylvania--Ohio--Indiana 


salesmen to cover the abo 
Stamp Work Shoes, GOODYEAR WELT and NAILED. Write for 


NORTH LEBANON SHOE FACTORY 
Lebanon, 


ve territory. We make unlined UNION 
particulars, giving 


Pa. 








GALESMAN WANTED — Commission basis. 
Stitchdowns, McKays, leggings, for South 
Shore, Massachusetts and state of Rhode 
Island. Must be acquainted with the trade. 
Hagerstown Shoe & Legging Co., Inc., Hagers- 
town, Maryland. 


GALESMAN to carry nationally-known line 
of Turn Boudoirs with leather soles, in 
colored leathers and quilted satins; also Ballet 
Slippers, soft and hard toes; side line. Address 

, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMAN, traveling the south and middle 

west, wanted for ladies’ Brooklyn turn 
shoes. Good proposition to the right man. 
Experience and references must be given in 
first letter. Strictly confidential. Address 
K-767, care Boot and Shoe Recorder, 127 
Duane St., New York. 


GE LINE SALESMEN: Opportunity for 
salesmen resident in sections from middle 
Pennsylvania to Missouri River, who do the 
cities, and drum the best trade, to carry a 
small side line of women’s turns of great merit 
and style value, They retail from $6 to $8 
Merchants are requiring more turns. These 
fulfill every requisite. Write fully about 
yourself, your line and your territory. Address 
B-377, care Boot ad Shoe Recorder, 207 South 
Street, Boston, Mass. 


ANUFACTURER of women’s medium 

priced welts wants experienced salesmen 
in Middle West. 25 numbers in stock. Staples, 
novelties and wide ankle arch support shoes. 
Commission basis only. Side line if desired. 
Address B-378, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


GALESMAN WANTED—Commission basis, 
stitchdowns, McKays, leggings, for state of 
Louisiana. Must be acquainted with the 
trade. Hagerstown Shoe & Legging Co., Inc., 
Hagerstown, Maryland. 














GALESMEN WANTED—Manufacturer wants 
side line salesmen for state of Mississippi 
and Louisiana to sell high class lumbermens, 
sporting and work shoes. Will pay liberal 
commission. A. A. Cutter Co., Eau Claire, Wis. 


~ALESMAN WANTED—Salesman who visits 

the retail juvenile departments to carry 
our line of Rochester-Made First Steps. Can 
be carried with non-conflicting line. Address 
B-386, care Boot and Shoe Recorder, 626 
Powers Bldg., Rochester, N. Y. 


GALESMEN WANTED to sell, in_ connection 
with line now handling, 1/5 First Steps 
and 2/11 Stitchdowns; popular priced, quality 
shoes; fifty styles in stock. New York, Con- 
necticut, Michigan, Ohio, Indiana, Texas, 
Louisiana, Alabama, Maryland, Philadelphia, 
and other good territory open. 7 per cent com- 
mission. Give full particulars. Maize Shoe 
Company, 420 St. Paul St., Rochester, N. Y. 














IDE LINE CHILDREN’S TURNS—We want 

men for New Jersey, Michigan, Indiana, 
Wi i Mi ta, Alabama, Mississippi, 
Louisiana and Eastern Pennsylvania. Eighty 
stock styles. Straight 7% commission. ‘No ad- 
vances. None need apply except men with es- 
tablished trade who can refer us to 
whose line they are now handling. Give terri- 
tory boundaries first letter. Schuylkill Shoe 
Co., Orwigsburg, Pa. 








AN OPPORTUNITY 


Salesmen wanted with established shoe 

te carry side line of medium 
grade felt slippers. Resident men who 
can travel state in which they live. All 
territories open. Liberal commission. 
References required. Address K-770, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 


Milwaukee Work Shoes 


and children’s stitchdowns. The Steven 
Strong Shoe Company is open for rep- 
resentation in Iowa, New York, Vir- 
ginia and Indiana. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 





ALESMEN, live wires well acquainted with 
ent store, large shoe store buyers, 

to handle side line popular-priced felt, quilted 
satin, boudoir slippers. Wonderful opportunity 
for hustlers. Good commission. Address B 361, 
— Boot and Shoe Recorder, 207 South St., 
‘ton, 


‘ 





ALESMEN for a real snappy condensed 
specialty line branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoe 





EXPERIENCED SALESMAN 
on commission line of Infants’, aeeen's 





POSITION WANTED 


POSITION WANTED. In stock department 
manager wishes to connect with progressive 
shoe manufacturer, nine years ex- 
perience, can furnish best of references. Ad- 
dress B-381, care Boot and Shoe Recorder, 
207 South Street, Boston, 








GHOE buyer and manager desires position 
with chain store or shoe department. Over 
12 ‘years experience in shoe retailing game. 
A-1 references. States of New York, Penn- 
sylvania or Ohio preferred. Address B-383, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, . 





Salesman Wanted 


Western Pennsylvania is open. Only 
men with selling experience in this 
territory will be considered. One of the 
strongest lines of young men’s style 
shoes on the road today, built to sell 
for $6-$7-$8. Address all correspond- 
ence to 


THE MARION SHOE CO. 
Marion, Indiana 








E. J. RAMSEY CO. 


are open for salesmen who have estab- 
lished trade and work their territory 
close in the following states: Florida, 
Ohio, Illinois, Michigan, Texas, Califor- 
nia, Kentucky, Tennessee. New line 
ready April 15. First letter: Territory 
covered in detail, present connection, 


ete. 
347 RIDER AVENUE 


NEW YORK CITY 








Sales Executive Open 
for Engagement 


We know of ceptionally able style 
geen Gul. gales nea is open 
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POSITION WANTED 


FOR LEASE 


FOR SALE 





D OES your store need a style picker, and 
merchandiser with pep. Age twenty-five, 
single, reference A-1. Consider manager posi- 
tion on Reply to B-382, Boot and Shoe Re- 
corder, 207 South Street, Boston, by 





MANAGER WANTED 








Shoe Store Managers 


Here is an opportunity for several 
thoroughly experienced retail shoemen 
to manage shoe store for large shoe 
corporation. Positions offer excellent 
possibilities. Write fully all experience 
in detail, qualifications and salary 
expected. Address B-379, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 














BUSINESS OPPORTUNITY 








Partner Desired 


A Brooklyn factory, making popular 
priced ladies’ turn shoes, wishes to in- 
crease production (making at present 
1000 pairs). Will consider a thorough 
salesman as partner—one who com- 
mands the bigger trade. Investment 
will be considered last to capabilities 
and good standing. Have no partner at 
present. Please give full particulars in 
first letter. Address K-768, care Boot & 
Shoe Recorder, 127 Duane St., New 
York. 








ERIE, PA. 


We offer for term of years, main floor 
store, 2344x82%, located downtown be- 
tween the two largest dept. stores. For 
particulars write 
L. F. ZAHNISER CO. 
REALTORS 
Security Bank Bldg. Erie, Pa. 











CORNER shoe store, lease and fixtures for 
sale. Modern front, $1800 a year rent. 
wonderful opportunity— so reasonable. 478 
Avenue C, Bayonne, N. J. 





OR SALE—A splendid shoe business in In- 
diana City of 50,000. Established Me yore. 
Owner retiring. Will talk terms. 
B-371, care Boot and Shoe Recorder, sot ‘South 
St., Boston, Mass. 





WANTED TO PURCHASE 





TO LET 


GTORE TO LET, 12x58, 490 Springfield Ave., 
Newark, N. J. Wonderful location for a 
chain shoe store. Rent $75 a month. Inquire 
M. Bookstaber, above address. 


GHOE DEPARTMENT TO LET—A large 
Men’s Clothing Store will sublet a space 
for a special shoe that will sell at one or two 
prices—excellent location in one of the best 
city’s in New England. Address B-375, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











FOR SALE 


Sit store in Long Island, including stock, 
he —- and lease, $6,000. Doing good busi- 

on for selling—going into another 
in. Address K-772, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








Fok SALE—In one of the best cities of 
15,000 in New England. A new shoe store 
recently opened. Owners have other interests. 
Snappy new front. Long lease. Excellent loca- 
tion. A rare opportunity for live wire. Will 
sell half interest or entirely. Address B-384, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





FOR SALE—Clean, up-to-date shoe stock. 
Invoice about $7,500.00, in Southern Michi- 
gan city of 8,000 population. Address B-376, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








Opportunity of a life-time! A factory, mak- 
will —_ ambitious 


business for themselves. About $5,000 
needed. Will also make it interesting for 
these who own stores now. Write for par- 
ticulars, giving history of experience. Ad- 
dress K-761, Boot and Shoe Recorder, 127 
Duane Street, New York City. 











FIXTURES FOR SALE—We are installing 
new equipment. Our entire front store 
fixtures for sale including window backs, 
mirrors (at once delivery) to be delivered 
April 18 or thereabouts. Shelving, ladders, 10 
settees (oak), hosiery counters, show cases (2 
9 feet 6 each, (1) 5 feet, (1) upright 8x5x2 

(electric equipped), bundle wrapping counter, 
(8) lighting (foot rests), fixtures (ceiling), 
(4) ceiling fans, (12) stock counters. Rare 
opportunity to purchase entire outfit at a 
bargain. Must be seen to be appreciated. Act 
quickly. F. E. Ballou Co., Providence. R. I. 








LINE WANTED 


LE WANTED for Pacific Coast. I have an 
established trade with the better class 
merchants, both wholesale and retail, along 
the entire Pacific Coast. I can do a volume 
business on a line of women’s turn or McKay 
shoes at prices ranging from $3.50 to $4.50. 
Best of references required and _ furnished. 
For further particulars address Box B-380, 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








Ls novelty McKay line, low or popular 
wanted for the Pacific Coast or Cali- 
Seuate. state. It will be put over in big style 
by live, successful, thirty-five year old sales- 
—— I’m interested and financially responsible 
to carry a floor stock in this territory for 
those wanting immediate delivery; and know 
them all. Let me have all information as to 
price, ete., and let’s make it snappy. Em- 
ployed at present, just seeking better propo- 
sition after eight years on this territory. 
3385 So. Wilson Avenue, Pasadena, 





ALESMAN with 10 years’ experience in 
South with reputation as an order-getter, 
looking for a live wire men’s footwear manu- 
facturer. Address B-354, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


pairs of infants’ 
turns, children’s 
turns and McKays, 
and child’s McKay 


lasts; also patterns, 

wes and sundry equipment that 

used in constructing high-grade 

beans Will sell whole or in part. K773, 

care Boot and Shoe Recorder, 127 
Duane St., New York. 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW rom. N.Y. 

Phone—Canal 687: 


wor’ SURPLUS ae aan 








gad, pay Micha cts peice 


We buy 
wholesale stocks of shoes or any 
object. 


for retail 
merch: 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway, yn 
Phone Stagg 1757 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
surplus or slow sellers. Quantities no ob; 
Retail or wholesale. Short term leases taken 
off your > bende. Wire or us. Correspond- 
ence y contidentiel. Establ 1890. 
F MAX GLAUBERG 

425 Grand Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 


315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Bt Reegdess. New York og 
Phone Spring 5160-5161-51 




















MISCELLANEOUS 








FOR SALE 
BUILDING 


Four Story and Basement, built 50x100 
—Sprinkler System—Freight Elevator— 
Equipped to make Ladies’ Turn Shoes 
—Williamsburg Section of Brooklyn— 
Convenient Transit Facilities. Little 
Cash required. Will lease for a period of 
years. Address B-373, care Boot and 
Shee Recorder, 207 South St., Boston, 
Mass. 











ATTRACTIVE 
SHOE CARTONS 


a4 =4 = 


tor the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


| 
j 


CAP ~  LTSIVE! 
— NS ata rs EXC 4 
</% LEXINGTON 
BROOKLYN N.Y 
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New Shoe Stores 

Paul Pontius, Inc., Euclid avenue, 
Cleveland, O. 

Jack Weinberg, 8713 Buckeye 
road, Cleveland, O. 

Boulware Shoe Store, Dickenson 
Building, Shelbina, Mo. 

Dixie Shoe Store, 220 Market 
street, Philadelphia, Penn. 


Dixie Shoe Stores Co., 112 Jef- 
ferson street, Roanoke, Va. 


Newark Shoe Store, 46 No. 
Eighth street, Philadelphia, Penn. 
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MISCELLANEOUS 








Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quality Shoes from 
$1.47 4 to $2.00 


Write for Catalog 





Reece Wooden Sole Shoe Company 
Columbus, Nebraska 











MISCELLANEOUS 








IDEAL ROLLING 
LADDERS 


Chea 

25 

Ra Neem ae! 
Write for Catalog 

Sacoess Furniture 

Cocp., St. Louis 
Kickweoi, Mo. 














HEYWOOD-WAKEMELD WAREHOUSES 
BALTIMORE, MD. 113 W. Conway St. 
IN 45, MASS. Winter Hill 

Display Floor. 174 Portland St. 
BUFFALO,N.Y. Wells & Carroll Sts 
CHICAGO, ILL. 2653 A Se 
Amencan Furniture ~75 


Floor. 
KANSAS CITY, MO. 
CAL. 


‘ Se. 
ST. LOUIS, MO. Sixth & O'F-Hon Ses 


O——— 
| eywood -Y aakefie ld T 


Ey a a Og SE 

















for ail lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar Onxen CO. 
611W. FOURTH ST. 
CINCINNATI, O. 

not make 

es or Show Cases 
















We do 
Metal Fixtur 


























WANTED TO PURCHASE 








for ae oe stocks or stocks of 
Prompt attention given. : " 
KIRSCH-BLACHER CO., Inc. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, M , Teleph 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. H. M. 
Bowen (B. C. Bowen, M ). Teleph 
Olive 6130. 

NEW YORK OFFICE: Room 101, Graham 
Bldg., 127 Duane St. H. Walter Scott, Mana- 
ger. Telephone Whitehall 7454. 

PHILADELPHIA OFFICE: Room 616 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 
Bidg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager) 
Telephone Oanal 1560. 

ROCHESTER OFFICE: 626 Powers Bidg. 
Rositer L. Seward, Western New York Rep- 
resentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 
B. C. Bowen, Manager), 405 Broadway 

‘elephone Broadway 1827. 

WASHINGTON OFFICE: Willism L. Daley. 
Investment Bldg, 15th and K Sts., N. W. 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 

ba Manager. 

LONDON OFFICE: P. V. Curtis, Manager 
11 Haymarket, London, S. W., 1 Engiand 
AUSTRALIAN OFFICE: 439 Lit. Collins St.. 

Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman. 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721 
P. Sabazzina, Gerente. 

BRAZIL: Gerente, John 8S. Fitch, 33 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127, Otte 
Fuhrimann, Gerente. 

oe : Mr. H. Gomez, Corrales 2A, Havana, 


uba. 
JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 
SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 
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Milbradt Rolling 
Step Ladders 
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BUSINESS REVERSES 


Birmingham, Ala.—A. Dominick Shoe Co., 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Helena, Ark.—Jiedel & Rothschild, Solomon 
s Store, shoes, ete., reported asking for 
general extension. 

Burbank, Cal.—M. Brounn, Guarantee Shoe 
Store, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

LaGrange, Ga.—I. M. Siegel, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Macon, Ga.—Mathews Shoe Co., The Bootery, 
reported petitioned or petitioner in bank- 


ruptcy. 

Chicago, Ill.—Sidney Weisberg, 3418 S. State 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Edwardsville, Ill—M. L. Goldfried, The 
Leader, shoes, etc., reported petitioned or 
petitioner in bankruptcy’ and receiver ap- 


pointed. 

Modesto, Ill—R. L. Conlee, shoes etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

East Chicago, Ind.—National Shoe Stores Co., 
reported meeting of creditors called. 

Sioux City, Ia.—kKillian Louis Co., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Chanute, Kan.—B. L. Maupin, Buster Brown 
Shoe Store, shoes, reported petitioned or 
petitioner in bankruptcy. 

Owensboro, Ky.—James Levitch, 
reported peitioned or petitioner 
ruptcy. 

Boston, Mass.—Hattie Haflick, 199 Broadway. 
shoes, reported offering to compromise at 
25 per cent. 

Max Kirsner, Warren Family Shoe Store, 


shoes, etc., 
in bank- 


115A Warren street, shoes, reported as- 
signed. 
Bridgewater, shoe 


Mass.—Baker-Field Corp., 

mfrs. meeting of creditors held. 

Haverhill, Mass.—George C. How Co., 14 Wal- 
nut street, slipper manufacturers, reported 
offering to compromise at 25 per cent cash. 

Lynn, Mass.—Litch Shoe Co., Inc., 495 Union 
street, manufacturers, reported assigned. 

New Bedford, Mass.—A Konowitz, Lenox 
Boot Shop, shoes, reported assigned. 

Stoughton, Mass.—Selis Shoe Co., shoe manu- 
facturers, reported petitioned or petitioner 
in bankruptcy. 

Detroit, Mich.—Reuben Steinberg, 4844 Mich- 
igan avenue, shoes, reported petitioned or 
petitioner in bankruptcy and receiver ap- 
pointed. 

J & S Quality Boot Shop, 7750 Harper 
avenue, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Minneapolis, Minn.—Louis A. Stromberg, 1901 
Central avenue, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

Great Falls, Mont.—Pfister-Pierce 
Inc., shoes, reported assigned. 

Bayonne, N. J.—Mark Kresch, 77 E. 22nd 
street, shoes, etc., reported meeting of cred- 
itors called. 

Newark, N. J.—John Fela, 193 Ferry street, 
shoes, reported meeting of creditors called. 

Morristown, N. J.—Israel Flacks, 94 Speedwell 
avenue, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

lle, N. J.—Moses Lepree, shoes and re- 
pairing, reported offering to compromise at 
30 per cent. 

Albany, N. Y.—Isaac Lipschitz, Popular Shoe 
Store, shoes, reporting offering to compro- 
mise at 50 per cent. 

Brooklyn, N. Y.—Benjamin Goldstein, 1736 
76th street, shoes, reported petitioned or 
petitioner in bankruptcy. 

Mary C. ‘elena, 3022 Church avenue, 
shoes and repairing, reported meeting of 
creditors ones. 

Cohoes, N. Y.—Mary F. Gorman, 182 Remsen 
street, shoes, —— petitioned or peti- 
tioner in bankrupte 

New York, N. pa Biundo, 375 Eighth 
avenue, shoes, reported meeting of creditors 


| Wiener, 56 E. 14th street, shoes, 
ee oe of creditors called. 


Bootery, 


Spring ha BP Y.—Joseph Sturman, shoes, 
Rp RE tf creditors oe. 

PRS ay Okla. Sam> shoes, re- 

ported or ieclblensr int bank- 


‘petitioned 
ruptey and received appointed. 


BOOT AND 


Grand 


Henryetta, Okla.—Jacob Hockstein, 


Leader, shoes, etc., reported offering to 
compromise at 20 per cent. 
Pittsburgh, Penn. — Abraham Rosenstein, 


shoes, reported petitioned or petitioner in 
bankruptcy. 
Rural Valley, Penn.—Harry Sand, 
reported offering to compromise. 
Beaumont, Texas—Merchants’ Salvage and 
Sales Co., shoes, etc., reported petitioned or 
petitioner in bankruptcy. 


shoes, etc., 
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Va.—R. IL Crumpler, s 


Zuni, hoes, 
po’ petitioned or petitioner 


etc., Te- 
in bank- 
ruptcy. 

Moundsville, W. Va.—Jacob Weizer, 
etc., reported assigned. 


shoes, 


BUSINESS CHANGES 


Huntsville, Ala.—Dunevant & Terry, shoes, 
etc., reported partnership dissolved and suc- 
ceeded by P. S. Dunevant. 

Jasper, Ala.—H. Goldstein, shoes, etc., died. 

Los Angeles, Cal.—Louis Fox, 2407 Brooklyn 
avenue, shoes, reported succeeded by I. 
Izeckman. 

Pasadena, Cal.—Anton Roos, 464% W. Colorado 
street, reported sold out to Victor Calvia. 
Centralia, Ill.—Dave Rozen, Rozen Shoe Store, 
shoes, reported moved to 3339 No. Clark 

street, Chicago, Ill. 

Lebanon, Ind. oo yy age Shoe Co., 
shoes, incorporated $2,8 

Peru, Ind.—John 8S. MeCarthy, Mrs. Gertrude 
McCarthy, proprietor, shoes, reported suc- 
ceeded by Kratt’s, Inc. 














| Moss ch 


Richmond, Va.—Seymour Sycle’s 
shoe store for men and women pre- 
sents a very distinctive atmosphere. 
It is very elaborately designed. He 
states many traveling shoe sales- 
men report that in their opinion it 
is the “World’s Finest Shoe Store.” 

Windows are 18 feet deep, and 
for the space therein just a few 
styles are displayed, of both hose 
and shoes. Display in the cases in- 
side the store are changed once a 
week, sometimes oftener. 

The stock is kept in shelves which 
are hidden behind the display cases. 

On entering the store, one steps 
into the reception room, which pre- 
sents a commercial atmosphere be- 
cause of the wall display cases, 10 
feet high and eight feet wide. Even- 
ing slippers are displayed here and 
other good-looking styles. 

As one goes further into the 


r : TRIG. Se OA 
Iuterlee of Seymour Sycle Store, Richmond, Va. 





ee 


store, the wall cases set off by their 
Gothic architectural background of 
American walnut, with different 
styles in each display case, not only 
are pleasing to the eye, but place 
before the customers the exact style 
and leather or material that every 
shoe in stock is made of, thereby 
simplifying selection of styles by 
the customer as much as possible. 

On each side of the display cases 
are little archways, just wide enough 
for a salesman to go behind the dis- 
play and get the shoes desired by 
the customer. Behind each display 
case, the stock shown therein is 
shelved. This makes for speed and 
efficiency in service and stock-keep- 
ing pleasing to the customer and 
sales force. 

For Cantilever customers, there 
are four display cases, showing the 
different styles of orthopedic shoes. 


LS 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


sti 






ii, 


United Shoe Machinery Corporation 


BOSTON,:-MASSACHUSETTS 






The Crawrorp Arcu Supportinc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 












































Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 
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Easter Selections by Rogers 


Featuring Materials That Are in Big Demand 
Patent Leather 


Blond Satin 





B5430—All patent leather, blond silk guimpe 
stitching, imitation turn, 16/8 full-covered 
spike heel. A-C $4.35 
B5428—As illustrated, all black satin, black 


silk guimpe stitching. A-C $4.35 
B5429—As illustrated, all black satin, blond 
silk guimpe stitching. A-C $4.35 
B5431—As illustrated, all blond satin, blond 
silk guimpe stitching. A-C $4.50 
BS5433—As illustrated, all blond kid, blond 
silk guimpe stitching. A-C $4.50 
B5434—As illustrated, all white kid, ten 


vy stitching. A-C 5 
All these materials and Russia calf with ee 
covered Cuban heels. A-C, 10c per pair less 





B5286 






B5286—All blond satin, imitation turn, hand 
beaded buckle, 16/8 full-covered spike heel. 
A-C 5.00 
B5285—As illustrated, all black satin. A-C $4.75 
B5287-—As illustrated, all patent leather. 
A-C $4.75 
B5288—As illustrated, all white kid. A-C $4.75 
All these materials, including Russia calf with 
13/8 covered Cuban, and 9/8 covered heels. 
Widths A-C, 15 cts. per pair less. 






B5023 


B5023—-Patent vamp, apricot kid quarter, 

silk scroll stitching, imitation turn, 16/8 

full-covered spike heel. A-C $4.75 

B5000—As illustrated, black satin. A-C $4.60 

B5029—As illustrated, all blond satin. — 
4 


B500s—As leather. 
A-C t 
B5021—As 


illustrated, all patent 
illustrated, all patent leather, 
grey silk scroll stitching, imitation turn, 13/8 
full-covered Cuban heel. A-C $4.50 
B5017—As J. sequmues all tan calf, 13/8 Cu- 
ban heel. .60 
B5020—As + all black satin, 13/8 
Cuban heel. A-C $4.60 





B5414—All black satin, imitation turn, full- 
covered spike heel. B and C 1 
as illustrated, all blond satin. B Or 


$4.2 
Bsaz2 —As illustrated, all blond kid. B aaa : 
25 
Bs418— As ee Russia calf, 13/8 cov- 
ered Cuban B and 10 
B5415—As AAT, all black satin, covered 
Cuban heel. B and C $4.00 
— illustrated, all leather. 
- 10 
7 eae illustrated, all black kid. B and 


B5426—As ‘we all patent leather, cov- 


patent 


ered Cuban heel. A-C ooo... ccccccccccccccnseeeeee $4.00 
B5427—As Gaestweaed “all black ms 13/8 
covered Cuban heel. B and C.... $4.00 





Black Satin . 









B5032—Black satin, blond with guimpe stitch- 
ing, imitation turn, 16/8 full-covered —_ 
heel. A-C $4.6 
B5031—As illustrated, black satin, black “ik 
guimpe stitching. A-Coooccccccceees 
B5033—As illustrated, blond satin, blond silk 
guimpe stitching. A-C . $4.75 
B5034—-As illustrated, patent. leather apricot 
silk guimpe stitching. A-C Ps 60 
B5035—As illustrated, - white ki 
silk guimpe stitching. A-C... 60 
B5036—As illustrated, all blond ‘kid, Blond 
silk guimpe stitching. A-C $4. 
B5037—As illustrated, all Sudan ‘kid, as a 
silk guimpe stitching. A-C env 4.75 
As illustrated in black satin, blond satin, 
patent leather, Russia calf, white kid, 13/8 
covered Cuban heel, 10c per pair less. 





B5702 






B5702—All blond satin, imitation turn, blond 
silk guimpe stitching, 16/8 full-covered spike 


heel. A-C $4.75 
B5700—As illustrated, all black satin, black 
silk guimpe stitching. A-C 

B5701—As illustrated, all 
white silk stitching. A-C 
B5704—-As illustrated, all white satin, white 


50 
“patent leather, 


silk guimpe stitching. A-C $4.75 
B5705—As illustrated, all black satin, blond 
silk guimpe stitching. A-C ........ 4.50 


Blond Satin, the neutral shade for spring, to be worn with any color dress. Patent 
Leather, Black Satin and Russia Calf popular now with all the new spring shades 


of hosiery. 


Blond Satins used in our shoes are absolutely guaranteed shoe materials. 


IN STOCK 


Terms: 2% 10, Net 30, F. O: B. Boston 


ROGERS BROS. SHOE CO. 


59 LINCOLN STREET 





BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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FOR GENERATIONS, SEABROOK 
CRAFTSMEN HAVE BEEN REC- 
OGNIZED AS LEADERS IN THE 
HIGH ART OF HAND TURNED 
SHOEMAKING —“nr_>» -..-- 








ADAMS TURNS 


F. E. Adams Shoe Coen 


re: | N. tL 


BOSTON NEW YORK CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 
SALESMEN 
Pacific Coast—Geo. R. Rule New York—Frank Harris New Jersey and New York—J. F. Clark 
New England States—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Charles Reedholm 
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Of course she wore her Creighton 
Easter models. 





**But oh, she dances such a way 
No sun upon an Easter-day 
Is half so fine a sight.’’ 
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HE bubbling joy of the Easter 

spirit gladdens the heart of 
woman! Off with the old—on with 
the new! The right footwear sold 
almost without effort! 


Lucky is the Creighton merchant 
with the Creighton Line—that per- 
fectly appointed, styled and sized 
Line which has blazed a style trail 
across a continent. 


And twice lucky is he who, while 
selling Creightons, can stem the 
Easter rush with the power of the 
Creighton In-Stock Service—who can 
duplicate any Creighton order at 
any time. 


Ooo 


A. M. CREIGHTON 





Style 372 
Patent Leather 
Imported Steel Buckle 
14/8 Spike Heel 
Widths AA-C 
Price $4.85 





Style 370 
Patent Leather 
Caramel Kid Underlays 
13/8 Covered Heel 


Lynn $4 3 Massachusetts Widths A-D 


























Price $4.50 
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Shoes by courtesy of 
Philipson-Lockwood 
Inc. 

88 University Place 
New York City 


Patent Vamp with 

Vode Kid Black 

Batik quarters 

= linings of 
ode Kid 
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Colored Kid Styles Are the 
High Novelty 


going to bea colorful spring and summer— 
costumes were never more charmingly and deli- 
cately tinged with color. 





Which is why you see the metropolitan shops 
showing so many dainty, lively-hued shoes of 
colored glazed kid: the predominating colors being 


Vode 
RUST BLOND APRICOT 
Color 11 Color 11 Color 112 


Also stunningly suited to the colorful spring 
costumes are our new BATIK patterns on white 
gtound—Black, Tan, Red and Blue. 

Favorite combinations of these are: 

Patent leathervamps with Black Batik quarters, 
Color 11 Rust Vamps with Tan Batik quarters, 
White vamps with Red or Blue Batik quarters. 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 









Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 
A Rochester 
70 North 4th Street and all leather centers 
Philadelphia, Pa. of the world 
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The following Vode Kid Colors 


harmonize with every popular 
fabric for ensemble costumes: 


Color 11 


RUST 


Color 112 
APRICOT 


Color 119 
SAND 


Color ry1 
BLOND 


Color 132 
ORMOND, BEACH 


Color A 
HAVANA BROWN 


Color B 
JAVA BROWN 


Color so 
WHITE 


Color 51 
CHAMPAGNE 


Color 70 
ENGLISH GRAY 


Color 170 
PRISCILLA GRAY 


Color 88 
BRONZE 


a BLACK ail 
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FOR EVERY SHOE 
THE 


PROPER LINING 
THE “EVERY-DAY” SHOE 


The great majority of shoes are “every-day” shoes— worn 
day in and day out. They need the reinforcement of the 
strongest and most durable of shoe linings. 


“Rede SHOE LINING is 


designed for the every-day shoe. It keeps shoes in shape— 
makes shoes wear longer—saves the wearer's stockings. 


Any shoe is a better shoe for being lined * As + 3 
a ing lined “Redtinew 





“FOR EVERY SHOE THE PROPER LINING” 


DOUBIETWILL For high-grade shoes—the Aristocrat 


of shoe linings. 


‘Wewt Pro0Ff For children’s shoes—name printed on it. 


“Wears Like Iron” 


Sur’ Wea Sr00Ff (Moisture-repellent) 


For Hard Service and Waterproof Shoes 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS, BOSTON, MASS. 


A COMPLETE LINE OF THE FINEST STANDARD SHOE FABRICS TO MEET THE 
REQUIREMENTS OF THOSE WHO DO NOT SPECIALIZE. 
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Another Smart Stock Style 


Russia Calf With A Light Welt Sole 
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IN 
STOCK 
NOW 


IN 
STOCK 
NOW 





B947G Price $4.75 
Net 30 Days 


Code Word **Lion”’ 


All Russia Calf one strap Frolic Pump, Brass Belt Buckle on 
strap, small cutouts on quarter and vamp that adds to its 
beauty. A close edge light welt sole, Orlando (medium round.toe) 
last, 114-inch covered Cuban heel. 
AA,5 to8 B,4 to8B 
A, 4% to 8 C, 2% to 8 





Keep In Touch With Our Stock Department 
And Keep a Step Ahead of Your Competitor. 


“WE STOCK THE STYLES THAT STIMULATE SALES” 





UIZ # DUNN CO. 


ROCHESTER, NEW YORK 
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= DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
= 18 | ildin Bush Terminal Sales Duildi 706 Forrester Building 
= Tomei noone J 130-132 West 42nd St, Roorn 152! 6.C. McATEE 

= Representatives F.L.ARMSTRONG, Representative Representative 

3 =f LLL 2a.) MATTE 





{7 (mm 





When writing to advertisers please mention Boot AND SHoz RecorDER 


nef (OTT 





neers 








er, ae eee a ete 


eT ot em ee = 


CC 
et eee * 7 








BOOT AND SHOE RECORDER 


April 4, 1925 




















F. B. & C. White Glazed Kid has 
definitely helped to bring about the in- 
creasing vogue for white kid summer 
footwear. 


That is because women have learned 
that no other white shoe material ap- 
proaches it from the standpoint of shoe 
beauty that is also practical. 


There is probably no other leather on 
the superiority of which manufacturers 
and retailers so generally agree. 


The dainty loveliness and pure elegance 
of F. B. & C. Glazed Kid is accentuated 
by 

“The Glaze That Stays’’ 


that inimitable high-glazed surface to 
which dust and dirt cannot cling. 


Shoes made of F. B. & C. White Glazed 
Kid have a merchandising value which no 
substitute leather can impart. 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 
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Brophy Lros. 
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ON THE VITAL MATTER OF FIT 


TaxkInc it for granted that the styles we are selling have 
balance and variety, what outstanding point causes the 
most favorable comment for the Brophy Line? 


|| 





On the vital matter of fit the praise is loudest. It comes 
through to us at the production end from the women 
who wear them—‘‘ Those wonderful fitting shoes.”’ 


Hil Wl Wil HAE itl | 
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BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE_BLDG. 
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Have you seen | ALMOND 
our new SPORT 


HIS new color is a light 
brown, and is in har- 


mony with the prevailing ; WI F 
clothing styles for after 


Easter. i REG. U.S.A. 









If you show sport shoes made out of this new ALMOND color, 
as well as our best sellers, COFFEE and LIGHT SMOKE, 
you will get your share of the sport shoe business that will 
come in big volume after Easter. 


Order Samples of your Sport Shoes 
immediately — specifying 


In Any of These Colors 


RED, WHITE, BLUE, GREEN, CHOCOLATE, LIGHT SMOKE, LOG CABIN, 
BEIGE, SILVER GRAY, DARK GRAY, DARK SMOKE, ALMOND, COCOA, 
PEARL, COFFEE, TANGERINE, BLACK, OLIVE 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of ee & @) Leathers 


Reg. U.S. A. 





10 Spruce Street, New} York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
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“he Symbol of Quality 


BOOT AND SHOE RECORDER 


T MEANS something to have a 

trademark, but it means more 
to have that trademark stand for 
something definite: 


QUALITY, and good, clean shoe- 
making, with the proper styles and 
patterns; this helps our merchant 
customers to hold and draw repeat 
sales. 


We make the best children’s shoes, 
both in durability and appearance. 
To build the best shoe possible, 
careful selection of materials and 
specialization in manufacture is 
necessary. This we do in our four 
factories. 


Our specifications include solid lea- 
ther counters, solid leather box 
toes, wood pegged leather heels, 

















flintstone oak bends for outer soles, 
flexible insoles, Juvenile strong- 
wear lining. 


We have a selection of correct and 
proven lasts and patterns that give 
the merchant a complete line of 
high-grade juvenile footwear. 


Shoe merchants are supplied through 
our distributors with footwear of 
superior comfort and flexibility, of 
great durability, and of a selection 
of styles and patterns to meet the 
popular demand. 


These selling values have made 
JUVENILE SHOE SYSTEM 
FOOTWEAR recognized through- 
out America as the very best chil- 
dren’s shoes made. 





THE JUVENILE SHOE CORPORATION 


CARTHAGE Ss 


- MISSOURI 


11 


~ 
“vy 





When writing to advertisers please mention Boot anv Suor Reconper 





we ee ee ep yer 











12 


BOOT AND SHOE RECORDER April 4, 1925 









“KITCHENER?” 


The Retanned Leather For Rugged Shoes 


The Northwestern Leather Company’s skill and experience 
in the tanning of high grade leathers for quantity shoe pro- 
duction is forcibly exhibited in “KITCHENER,” the ideal 
leather for the heavy duty, serviceable type of shoe. 
“KITCHENER?” is soft—mellow—water-resisting—long wearing 
—and retains its softness even though packed away in the shoe 
box for long periods. 

This we guarantee (although up to the present time, no retailer 
has been able to keep shoes made of our “KITCHENER” 
leather on his shelves long enough to disprove our statement). 


“KITCHENER?” leather 
helps sell shoes. 


Send for Sample Cuttings. 















NORTHWESTERN] LEATHER CO. TRUST 
14 South Street Boston, Mass., U.S. A. 
SALES AGENCIES: SALES AGENCIES: 

NEW YORK MILWAUKEE 
J. S. MUIR A. R. MUELLER CO. 
27 Spruce Street 258 4th Street 
ST. LOUIS SAN FRANCISCO 
E. C. MUELLER & CO. A. J. & J. R. COOK 
4064 West Pine Blvd. 743 Mission Street 
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No. 110 
Price $4.25 


Patent Marie 
Sandal, 9/8 “ 
wood covered heel, Caprice last. 


AA to C. ' 
—Same i ste Kid Lila Pump, concealed gore, military 

saat sor vic ; , bo pt heel, Boston last. AA to C. 
No. 217—Same with patent saddle and tl 


> 








” 


me No. 183 
NO. 186 2 Price $4.55 


Price $4.40 


White Kid Lila Pump, concealed gore, full Louis 
spike heel. Beacon last. AA to C. 


Mon 


MARIE—SYBIL—LILA 


The big three in patterns for early spring selling. 

These days it’s beauty of line and novelty in design that brings the business to your store and these three 
styles aptly portray just those necessary qualifications. 

We carry them in stock for your immediate wants. 


“Buy fewer lines and make more money.” 


Thomson-Crooker Shoe Co. 
18-26 Station Street Boston.Mass. 
in bBo?! 


No. 182 | No. 223 
Price $4.40 . Price $4.25. 























| 
| 
| 
| 
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Aristocrats of 
Fashion 








at 
Popular 
Prices 


No. 3377 





Ne. 3377—Black satin, ivory kid lining, ivory silk gimp 
stitching, 16/8 Spanish full Louis heel. AA, A, B, C - 
widths $5.00 No. 3220—Patent leather, ivory kid collar, ivory silk 





No. 3378—Same style, patent leather, apricot kid collar, 
apricot silk stitch, _ lining, 16/8 Spanish full Louis 
heel. AA, A, B, C widths $5.00 


stitching, kid lining, 16/8 ‘Spanish full Lou 1. 
7 eee 





ON SE RM E EB SNS Tc Ta RD OT 








No. 3221—Same atyle, 13/8 Military heel, A, B, C ——. 
$4.6 


No. 3379 —Same as above, patent leather, 13/8 Military 
covered heel. A, B, C widths $4.85 


Trade 


Style Wiis a em ; 
7 Winners 


Leaders 










No. 2709 






No. 2709—The new graceful penny brown satin, gimp stitched 
French corded, 16/8 Spanish heel, flexible sole. A, B, C 


No. 2707—Blonde satin, 16/8 Spanish heel... 
No. 2708—Blonde satin, with 13/8 Block heel... 


IMMEDIATE 
DELIVERY 
FROM 


STOCK 


No. 1741 





No. 1741—Fine exquisite black satin, i 
French corded, genuine kid quarter lining, 16/8 Se bent 
ah, &, BD OG GERii.........:.iieae...4 $4.50 


No. 1743—Same with 13/8 Block heel, A, B, C widths. 


No. 1745 





25 
No. 1729—All black satin, black stitched, 16/8 Sp. heel 
No. 1745—Black satin, D’Orsay coat ? silk ribbon bow, v0 Pee. 
champagne kid lining, 16/8 Spanish full Louis heel. 


No. 1736— 
AA, A, B, C widths fee AB eS ney, Mek cilihed, 10/8 Block 
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RUEPING’S 
SEMINOLE CALF 
WHITE 


HITE calf is fast gaining favor in fashion 
W circles, and now claims the careful 
attention of the shoe buyer. Already 
there is a marked demand for this leather—and 


a decided preference is shown for Rueping’s 


SEMINOLE CALF, White, because of its ex- 


ceedingly fine grain, mellow feel and snowy 
whiteness. 


In’ weights suitable for the daintiest of footwear. 


Write for 


a sample 


FRED RUEPING LEATHER CO. 


Fond du Lac - - - 


Cincinnati Milwaukee St. I 
San Francisco Montreal 


ye ° 

Wisconsin 

Branches: Boston Louis New York 
Chicago Northampton, England 


**This is a calf year’’ 


N 
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Customers are made 
—not born 










































































T’S not the customer who 

COMES IN that makes 
a business prosper. It’s the 
customer' who COMES 
BACK. 



























































































































































































































































CORONA—The Peerless Patent 







































































The BEEBE lines include VICI 
Kid, CORONA Patent, Suede Calf- 
skin, Black and Colored Grain 
Calfskin. 
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HE Beebe organization 
has been constantly 
growing for more than fifty 
years because it has al- 
ways specialized in helping 
its customers to give the 
best procurable leather 
value in whatever grade 
of shoes they make or sell. 














“‘There is only one VICI KID— 
There has never been any other’’ 





Also Sheepskins, Side Leathers, Calf 
Linings, Splits, Satins and Cotton 
Goods. 





LAAT TACT 


- When writing to advertisers please mention Boor anv Snot RecorDEeR 





Se ge ae Ren a 








18 BOOT AND SHOK RECORDER 





~ 








Good Sellers 


for Easter! 


Here are five new Balancer num- 
bers! Five drawing cards for a 
profitable Easter and Spring busi- 
ness in shoes for the little tots! 


No. 3175 


Smoked Elk Blu- 
cher Oxford 
Tan Calf Saddle 


In Stock: 


2 -6D $1.65 
6%-8 D $1.90 





No. 3014 


All Tan Calf Two- 
Eyelet Tie 


In Stock: 


2 -6 D $1.65 
6%-8 D $1.90 








No. 3701 
All Patent One- 
. Strap 
 —eaa No. 3710 
esd » All Tan Calf One- 
tae F Strap 
No. 3770 In Stock: 
White Calf Strap, Patent 2%-6 D .....$1.50 
Overlay 6%-8 D $1.75 


Prompt Shipments. Write or Wire. 


Shaft-Pierce Shoe Co. 


245 Third St., Faribault, Minn. 


Specialists in Children’s Good Shoes 
Since 1892 
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THE LATEST 
NOVELTY BOW 





We call it the 


“SLIP-ON RIBBON BOW” 


Now A Big Hit And 
Greatly In Demand 


Made with elastic loop on back to slip 
over strap. All desired styles and colors 


in 3%-in. bows. 


PUT UP IN ATTRACTIVE COUNTER 
SALES BOX ILLUSTRATED 


Two dozen pairs in each box. 
Each pair in a glassine envelope. 


- ORDER NOW 
OUR TWO DOZEN ASSORTMENT 


Price $4.75 


We also carry Shoe Tie Ribbons by 
the roll. Gros-grain, Satin and Moire. All 
popular shades. 


OWL SPECIALTY CO. 
Haledon, N. J. 








April 
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IT’S GOING OVER 


BIG- 


The New Goodrich Men’s 
HOMER with the VUL- 
CREPE SOLE 


“Homer” is a high-grade tennis and 
athletic shoe—of real Goodrich 
quality. 

Light, strong, good-looking—a 
summer combination of snappiriess 
and sporting utility. 

The Vulcrepe sole is a big improve- 
ment — not heavy or clumsy and un- 
beatable for service. 


DEALERS ~—be ready with this 
profitable athletic shoe. 
THE B. F. GOODRICH RUBBER CO. 


Akron New York Boston Chicago Minneapolis 
Kansas City Denver San Francisco Seattle 





Quick Deliveries 


are a Goodrich feature. 
Order now— write, wire, 
or telephone any of the 
branches above. 


Goodrich 
Rubber 
HI -PRES S feomear 
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Made in Milwaukee 


Sold all over theWorld 


There is only one 


— BUNNY GRAIN 
Itis P& V's 


own creation 
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LEATHERS ) 


NTS 


Never Before Such Quality 


in a Side Leather! 


Never has there been put on the market 
a side leather with so wonderful a re- 
semblance to calf leather. 


BUNNY GRAIN is creating quite a 
sensation among shoe manufacturers 
not only for its appearance, but because 
of its fine feel and the quality it adds 
to the finished shoe. 


BUNNY GRAIN is now being used 
quite extensively by manufacturers of 
children’s shoes. It is ‘also highly 
adapted for men’s and women’s street 
and sport shoes. 


Ask the shoe salesman to show you 
footwear made from BUNNY GRAIN 


—and you'll agree. 


TAN 
GOLDENHUE 
BROWN (Nut Brown) 
BRAZIL (Light Brown) 
BLACK 


Send for sample swatches 


Mee 
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Easter business. 


No. 6929—“TRIXIE,” a novelty one-strap,! patent with 
blond kid collar and —~ raised blond spider stitch on vam 
and quarter; perforated collar; exactly as illustrated; full 
French corded, blond lined, 17/8 spike full breasted wood 
covered heel, flexible sole. 


“A SENSATION” 
A, B and C widths, sizes 3 to8 ....... $4.85 


No. 6931—Same as above in black satin, 
black Kaffor kid collar, black stitched vamp 
and quarter. 


A, Band C widths, sizes 3to8 ....... $4.85 















illustrated. Full French cord- 
ed, square throat, ivory lined, 
16/8 - Spanish full breasted 
wood covered heel, flexible 


sole. 

“A BROADWAY HIT” 
AA, A, B and C widths, sizes 
RISES AFT cece $5.25 


No. 2827—“JOAN,” black satin one-strap with gray stitch- 
ing on vamp, quarter and collar; exactly as illustrated.{Full 
black French corded, apricot lined, 16/8 Spanish full breasted 
wood covered heel, flexible sole. 

“A SNAPPY NUMBER” 
AA, A, B and C widths, sizes 3 to8.............--++- 


TOBER-SAIFER 


Smart Patterns 


SHOWN BY TOBER-SAIFER 


IN STOCK 


Fine, new, and distinctive pat- 
terns on the floor for immediate 
delivery for Easter and post- 


No. 2826—“PETER PAN,” a clever oak kid and 
apricot kid combination one-strap with oak kid 
quarter and heel, apricot kid strap; exactly as 





No. 2829—“SUNBURST,” a different, black satin D’Orsay 
pump, black Kaffor Kid collar, and black raised stitching on 
— and quarter, as illustrated; full French corded, apricot 
lined, 16/8 Spanish full,breasted wood covered heel, flexible 


sole. 

“A KNOCKOUT” 
AA, A, B and C widths, sizes 3 to 8................. $4.85 
No. 2828—Same as above in blond satin, blond kid collar, 
and blond raised stitching on vamp and quarter. 
AA, A, B and C widths, sizes 3 to 8................ $4.85 








No. 4700—“EDITH,” a patent chrome vamp, Russiaffcalf 
quarter, combination front gore, step-in with cut- 
out throat; exactly as illustrated. Perforations on vamp and 
quarter. Brown kid lined with 15/8 spike full breasted 
wood covered heel, flexible sole. 

“A WINNER” 


B and C widths, sizes 3 to 8.................000005 $3.60 
No. 4701—Same as above in all-over black satin. 

B and C widths, sizes 3 to 8..................-000- $3.60 
SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS OF NOVELTY FOOTWEAR IN STOCK 


1312 WASHINGTON AVE. - - - « 
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ST. LOUIS, MO. 
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Stl 


“CEDAR CLIFF’ SATIN is true*to the 
style trend and brings favor to the stores 
who feature it. 


“CEDAR CLIFF” SATIN has that beauty 
and serviceability that is so essential to 
satisfactory footwear. 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 


The CEDAR CLIFF SILK COMPANY 251-255 FOURTH AVENUE, NEW YORK 


of “CEDAR CLIFF” 
the 
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SUBS a7 G SCE 


A Speedy 
selling 
Slipper 


addletrin 


AN (ILMILLERY) IN 
BeautifulShoe For y SLOCK &; 


TRADE MARK A smart Springtime walking-heel slipper 





for the woman who prefers a pump ‘ 

effect to any other style, with cleverly 
concealed goring innovation making it @ 
No. 51-79---Tan calf very an unusually easy slipper to fit. ) 
light welt stripped covered This is a popular style now being suc- 2 
front gore. . . . . $7.75. cessfully featured by I. Miller Storesand ‘% 
No. 01-79---Patent leather dealers everywhere. ) 
very light welt. . . $7.75. Saddletrim is IN STOCK ready for & 
Widths AAA to C instant delivery. Write or wire us today! ) 
SPECIAL SALES HELPS] ®& 
Our advertising department has prepared an ) 


elaborate series of one and two-column news- J 
paper ads to help you sell Saddletrim--use them! SS 


» 


5 


4) 


Harris and Ely Aves., Long Island City 


i 


i) Ty oD = FY 5) at a > F 
DP er DP Di@ Da D> DB > Db By DP or, THD Do Mh PD 
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Before and After Easter 


A Mighty Good Seller 


503X Dandelion Calf, Campus Last, 9 
iron bend outsole, Wingfoot heel, calf 
quarter lining. Widths A to D. 

504X Same as above in Black Calf. 


$4.65 
MARION SHOE COMPANY 


MARION INDIANA 


S\ WESTERN QUALITY ana EASTERN STYLE (AQ 











SE, 1 6 PETRA SETI 045 ETT BA \ UCT 0 om 


FOURTH YEAR MAS NEW SERIES 





SHOE STYLE ALBUM To know styles in shoes it is necessary 
to study Parisian Fashions, and the 
best means of knowing them is to send 
your subscription to 
LA CHAUSSURE FRANCAISE 


- 
CREATIONS Me “PARIS, (2), FRANCE 
INED rrES SHOE STYLE ALBUM 


OF 


CREATIONS INEDITES 


PARIS pE PARIS 


g 

; which creates the Mode and publishes 
E 

ail 


‘ 
3 
5 


the Models that will be in fashion, 
Album de Luxe, appearing 12 times a meee he) aa gg materials, logthers, 
year. Each number contains 4 original SUBSCRIPTION, $25.00 THE YEAR 
plates in colors, beautifully prepared. Send $2.50 for a sample copy 





Ls ett Thies 
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| Aaffor Kid 


The Ideal Calf Gather 







Jine Shoes vil Ama its Binet Aces dtl 
ve 


er Fine Stores 











| Go 


No. 1988—aAll Kaffor Kid (calf) front gore 
Roberta pump, Goodyear welt, five iron light 
shank and a close fudge edge, 12/8 Cuban heel, 
last No. 124, and 31 perforation, price....$4.85 
The Lape & Adler Co. 

Columbus, Ohio 







Qo 
oF 





Courtesy of 
Lape & Adler Co. 
Columbus, Ohio 


DAPTABILITY OF KAFFOR KID 
MAKES IT THE IDEAL CALF LEATHER. 


The soft, rich texture and finish of Kaffor Kid makes it the ideal calf leather for work- 
ing out attractive patterns. These two, leather and pattern, properly adapted create style 
in men’s, women’s and children’s shoes of light weight and fine finish. 


Kaffor Kid combines the good features of kid and kangaroo, with the added advantages of ex- 
tremely fine grain, wearing qualities and non-scuffing characteristics found only in calf leather. 


“The Story 
of Leather” Kaffor Kid is a light calf leather, and has stood the severest of tests. It has the desired mellowness 
will be sent free and softness to make a comfortable wearing shoe. It retains its shape. Its finish gives it the desired 


on request. style effect. 
All leading shoe manufacturers can supply you with shoes made of Kaffor Kid. Ask to see sam- 


ples. Specify its use when you detail your orders. 


“This isa Calf Year 


The Ohio Leather 
2 Oo Ka ¢ lr Company 
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Everywhere— 
the call is for. 
shoes soled with 


Uskide 


ESE days, folks who demand 100 cents worth 
of wear for every shoe dollar are insisting upon 
shoes soled with USKIDE. 


Some of your customers probably have happened 
to get USKIDE soled shoes by chance. 


Others have been told by their neighbors about 


the tougher, more comfortable, wear-fighting qual- 


ities of USKIDE. “ ” . 
Still others have been convinced by USKIDE U. S.” Spr ing-Step Heels 
are famed for their resiliency and long 


advertisements in the newspapers. wear. Teamed with USKIDE, they make a 
But wherever they learned about the “wonder combination without equal for long service. 
sole for wear,” the result is the same. 


They’re demanding USKIDE soled shoes—and United States Rubber Company 
making sure they get them by looking for the name 
USKIDE embossed on the sole. 1790 Benadway New York 
Successful shoe merchants all over the country 
are reporting that one of the easiest and cheapest i. 


ways they can increase their turnover and volume 


is to feature a line of USKIDE soled shoes. Sole and Heel Stocks in our following branches: 
Boston Chicago New Orleans New York St. Louis 


They are ordering shoes soled with genuine Pittsburgh Portland, Ore. Los Angeles San Francisco 


~ USKIDE 


Soles — Half Soles — Top Lifts 


When writing to advertisers please mention Boot AND Suon Recorper 














April 4, 1925 BOOT AND SHOE RECORDER 


In Stock New 


tor Inmediate Delivery Ss 


C.& D. @idths —p 7° Ah 


3d 35 Oxfor 


Nationally Advertised 





No. 9$274—Men’s Tan Bal Spring Oxford, Goodyear Welt, Ooze 
Leather Lined Quarter, Drill Lined Vamp, Felt Lined Tongue, Folded 
Edges, Single Oak Sole, % Rubber Heel, Sole Leather Counter, Blind 
Eyes, Perforated Vamp and Tip, Stitched Lace Row. Sizes, 6 to 12. 
C and D Widths. In Stock for immediate delivery Price $3.35 


No. 9374—Black Oxford, just like the above cccseeeeelP Piece $3.35 


WEYENBERG SHOE MFG. COMPANY 
MILWAUKEE, WIS. 


South Pacific Distr. New England Distr. 
Dunham B Co. 


Southwest Branch North Pacific Branch 
Weyenberg Shoe Co. Weyenberg Shoe Mfg. Co. Gunnerson Shoe Co. ros. Co. 
Dallas, Texas Portland, Oregon Los Angeles, Cal. Brattleboro, Vt. 
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Strong Talking Points 


The public appreciates good leather. Buyers 
of shoes are becoming leather-conscious, and the 
strongest talking point to your trade is the quality 
of leather you use. 


Our special tanneries of sole leather, known 
for their constant quality, plus the service we 
extend to our many customers, have maintained 
our leading position in the industry. 


Our interest is the same as yours, to main- 
tain that high standard of quality for which the 
American shoe is famous. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 


THE UNITED STATES LEATHER CO. OF MASS. 


BOSTON 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 
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Men who 
stand out as 
winners make 
your best 
customers! 


EN who do things—leaders— 
are the fellows who appre- 
ciate active feet. They are 

the fellows who will also appreciate 
the Arch Preserver Shoe. They’!l tell 
their friends, too—they’re the best 
business builders in the world. 


The Arch Preserver Shoe is easier to 
sell, more certain of staying sold, be- 
cause it renders a service that is 
impossible for the ordinary shoe to 
give. The Arch Preserver Shoe keeps 
~~ pen, healthy, vigorous— 
useful. 


We're telling American men about 
this shoe—in the Saturday Evening 
Post. We’re telling the men in your 
community—and they will soon be 
buyers. 


The sales franchise of the Arch Pre- 
server Shoe is the most valuable in 
the shoe industry. row} = solely be- 
cause it is more profitable, more per- 
28 Good Styles manent in its sales dominance. 
Kept In Stock— If you are interested in taking on the 


Arch Preserver Shoe line let us hear 
from you. 


E. T. WRIGHT & COMPANY, Inc. 
ROCKLAND, MASS. 
Makers of *“Just-Wright’’ Men’s Fine Shoes since 1876 


“KEEPS THE FOOT WELL" 


This Trade Mark is found on the 
sole and lining of every genuine 
Arch P: Shoe. There THE 


CE ARCHRRESERVER 


Portsmouth, Ohio, for the making 
of women’s and misses’ shoes. 


The Man’s Styleful Shoe on a Real Chassis 
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The Famous Consider the 


“Weabwr 


Shoe HGR Company 


—— N choosing the line of men’s shoes 
on which you will concentrate 
for retailing at $5 to $7.50—con- 
sider the company behind the line. 
The standards we have followed for 
so many years in making Weber 
shoes constitute a value background 
on which retailers of our shoes can 
always depend. 





WEBER BROS. SHOE Co. 
North Adams, Mass. 


Bleach deal Lining New York Office: 1328 Broapway, Marsripce Bipc. 


Sere H. Hanae, Rep. 
Shoulder Roll Heel arRis, Rep 


I III ie the he the 


OE NOK SOR 


Consider the “Profit-Per-Baby.”’ 


Turnover in Infants Shoes is often a revelation to a shoe man. Profit-per-pair 
is small—but when you realize that a baby often reveives twenty pairs— 
in the form of gifts—you gain a conception of the profit-per-baby to be had 
through selling Ideal Soft Soles and First Steps. 


Baby Shoe Headquarters Wants to Serve You Trade Mark Reg 


Send for your copy"of the catalog, showing 
largest line of In-Stock Baby Shoes. 


PEPE DDD DDS 
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No. 265—Soft sole, blucher low 

on. white, ton, sued and Neo. 520—First step tackless stitch- 
elk. down one strap, patent vamp and 

champagne elk quarter. Per dozen, 


$13.50 
In Stock 


MRS. DAY’S IDEAL BABY SHOE CO. 


DANVERS -- -- oe MASS. 
NEW YORK OFFICE CHICAGO OFFICE BOSTON OFFICE 
387 Fourth Avenue 323 West Jackson Blvd. ay est ~ ee we 


Note that our ONLY New York Office will be at 387 Fourth Ave. after May Ist. 
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A Sales Producer 
Both Day and Night 


The most productive advertising is that which 
works continuously for you, and that conspicuously 
marks your location for pedestrians and motorists. 

Flexlume electrical advertising is that kind. It is 
both a day and night sign of quality that courteously 
guides customers directly to you, being itself a part 
of your store. : 

Flexlume’s attention-compelling power comes by 
day from bold, snow-white raised letters of glass 
against a dark background; by night, from brilliant, 
solid letters of light. 

Write for information as to what the Flexlume 
Electric Sign is doing for other shoe dealers and 
what it will do for you. 

FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 
Phone ‘‘F lexiume’’— Factories alsoat Detroit, 


All Principal Cities Los Angeles, Oakland, 
Cal., Toronto, Ont. 
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SHOE 
IN STOCK 
Another Packard In-Stock Style. 


Shown exclusively in our Saturday 
Evening Post advertisement of 
No. 520 April 11. 
Light Tan Russia Calf If you display this Essex model in 
Derby Lace Oxford your windows you'll see why we list 
B, 7-11 ° it as one of our best sellers. 


C, D, E, 6-11 sé ” 
Code word for telegrams ‘Peps. 


M. A. PACKARD COMPANY 


Brockton, Massachusetts 














When writing to advertisers please mention Boor AND Suor RecorveR 
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Sea ePales 
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Stock No. 016-B—“Mr. At- 
las” Last. Special golf oxford. 
Made of best Tan Elk, with 
special saddle and vamp over- 
lay. Kumbac toe box. Brass 
eyelets. Heavy braided laces. 
Special Red Country Club golf 
sole and heel. C and D widths. 


$4.80 
A Real One for Golf! 


BOUT everything that your customers want in a golf shoe—-special- 
pattern upper, flexible toe, special red Country Club sole and heel, 
and fine fit throughout—is contained in this Bates model. 


It is a real one—at a highly attractive price. 


Retailed at a proper mark-up, this special golf shoe gives the finest sort 
of competition for the approaching season, which it is known will mark 
the greatest popularity for sport shoes the trade has yet seen. 


WE CARRY THIS SHOE IN STOCK. Please note carefully the com- 
plete specifications given above. 


Let us send you the new Bates’ portfolio- 
catalog, showing in full color the complete 
line of Bates’ In-Stock Shoes for this season. 
We supply newspaper cuts free for most of 
them. 


A. J. BATES CO. 


WESBTER MASSACHUSETTS — 
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S d HIS new brown shade in Aztec Calf filling, two 
CAlways tan ras stron? demands, salability and an assured satis- 


faction, is illustrated at its best in a Ralston 


of Excellence shoe by courtesy of the Churchill & Alden Co. 
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When color authorities meet 
officially the discussion of 
leather shades is often carried 
on in terms of Gallun colors 
and leathers. 
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GALLUN LEATHERS || 


Always § Standards of €x Excellence 
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SNAPPY SELECTIONS 


FROM THE BERRY LINE 
FOR THREE WEEKS DELIVERY 








American 
Beauty 


F lexible 
McKay 





Stock No. 6337 Stock No. °6883 
T 
owe ne a eet a tee Patent 1 Strap 

Rubber Heel 508 Lest, ~ Pe 

$4.00 $3.60 
Same Style Patent Ss tvle Black Kid 
ont mr Same ok Ne enn 

$4.15 $3.60 








In Widths 
AA to D oan. 
1 - ps Stock No. 6338 
Stock No. 6827 _— Tan Calf Pum 
Patent 1 Eyelet Gore Tie 200 Last, No Tip 4 
*ORubber Heel > Send for $4.35 
$3.65 Same Style 
Catalogue Patent 
Cuban Rubber Heel 
Stock No, 6339 
$4.00 
MADE BY 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 1863LINCOLN ST., BOSTON 


OBERLIN SESSION. 
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WOMEN NOW EXPECT THEIR SHOES T( 
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BE HARMONIOUSLY LINED WITH KID 


Our PEACOCK. Co/ors 
protect the delicately shaded 
hose of the moment 


Our PEACOCK COLOR Linings 


GOATSKIN 

ARE DRUM COLORED 

ARE DYED THROUGH AND 
THROUGH 


They, are made to blend with and 
also protect the delicately colored 
hosiery from staining by crocking. 


They are all “EVANS LEATHERS” 
and, as such, are made to help every 
user gain a reputation for leather 
value, beauty and service inside the 
shoe as well as out. 


We Invite You to Make Them Your 
Standard Linings 


JOHN R. EVANS & COMPANY 
(CAMDEN, N. J. 
‘Branches in All Principal Shoe Centers) 


ARE MADE ON A STRAIGHT 





















Peacock Colors 


OLD 
WHITE 
CHAMPAGNE 
VDEARL 
GRAY 
FIELD MOUSE 
APRICOT 
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sWetzham bettas elam eri 
for Calt 


For Cavendish Russia Calf 

Whose purity and elegance ot 
surface Were high tashion lights 
of every Southern resort this year. 


For Velvetta Suede Calf now 
offered not only in- black and 
White but in all of the newest 
and most wanted shades includ 
ing the new pastel shades for 


slippers. 


Phese two completely meet that 
insistent call for calf leathers. 


Hunt-Rankin Leather Co. 


Ca 


TUS siatlasmianue a Boston, Mass. 
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Ko-Rec-Toe offers you the attractive pat- 
terns shown below, in stock, to meet your 
Spring needs. 

Proven quality, proven fitting qualities, 
and proven appeal to the Growing Girl and 
Younger Miss. 











No. 9140—Patent cut-out strap, white lining, 


No. 9193—Patent leather one-strap, perforated 410 last. 

through, white lining, 410 last. ‘ A : 3 to8 \ 0 

A . 3 to8 ) B , rf to 8 J $3.9 

B 2 % to8 } $3.75 c 2% to7 

Cc 2% to8 / No. 8434—Misses’ as above. 11% to 2, B, 3 4 


STICKLES 


KO-REC-TOE 


Have you received a 
copy of our Spring 
Booklet? Send for a 
copy today. Desk B. 
No. 9148 





No. 9148—Patent leather sailor tie, grey lin- No. 9194—Tan Trimbelle grain calf blucher 
ing, creased vamp, leather bow, 410 last. oxford, soft shield tip, Rajah crepe sole. 

, ee = 8 to8 ee ee 

Boccoomgy es } | $4.25 pocommiagwe } | $4.50 
Cc 2% to7 2% to8 


‘Tue [_.]).STICKLES SHOE (0. 


MANUFACTURERS 


RED WING, MINN. 
LEFFERFFE FF SOS FPF FFEEFHHEFEF PS FEFEFFERFEFFFEFFFPFPF PEPPER EPFRRPHFVOPFER 


When writing to advertisers please mention Boot anv Suot Recorver 
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A “Reason Why — 


When it comes to white numbers 
you will always find that Cush- 
man-Hollis offers just a little 
more in value and style. 


Siren 


An alluring step-in model, well named, 
which is made for the white shoe season in 
leather and fabrics. It presents the foot with all 
the grace and simplicity that can possibly be 
desired. It is made with a gore adjustment, the 
goring being concealed by a dainty rosette. 
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AS ALWA YS— 


CUSHMAN-HOLLIS IS READY WITH 
A COMPLETE AND WONDERFUL 
LINE OF WHITES 


T IS to the financial advantage of 

every merchant selling white foot- 

wear for women to be familiar 
with the 1925 Spring and Summer 
line of Cushman-Hollis Whites. 


Because we have never offered as 
great or sure an opportunity for 
extra sales. 


Because the new numbers measure 
up, detail for detail, to the Cushman- 
Hollis standard. 


Because the unusual volume of 
early buying now convinces us these 
styles are decidedly right in leathers 
and fabric. 


To all merchants who would rather 
be safe than sorry, we cannot rec- 
ommend the Cushman-Hollis Whites 
too strongly. 





Although this illustration shows the *‘Gem"’ 
as a white kid step-in pump with gore adjust- 
ment, it can be had in all leathers or fabrics, as 
you prefer. 





“Ualentine 


Another popular form of an increasingly 
oo number. This ‘‘Valentine’’ in white 

id is made even more good looking with a 
rosette covering the button. 


Gushman-Hollis Go. 


FACTORY AND HOME OFFICE 
AUBURN, ME. 


SALESROOMS—ALBANY BUILDING 


BOSTON 
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CEREALS SEERA EEEEE 





Patent Leather 
Tan Calf 
Black Calf 


Made to Retail at unusual Prices 
WOMEN’S at $15 MEN’S at $18 


ORSEBACK riding is an increasing popular sport among 
H young men and women, and even older people. Riding today 

is being done by many who cannot afford the high prices 
usually asked for riding boots. At the same time these riders want 
to be just as correctly outfitted as their pocketbooks will allow. 


Here is where you, as a shoe retailer, can gain the good will of the 
many participants of a sport in which apparel is so conspicuous. 
Likewise you can gain the additional sales and business stimulus 
that Rice & Hutchins riding boots will provide. 


Remember that riding boots are in a separate class — decidedly 
profitable and readily salable. These boots have been the wonder 
of the shoe industry—real, strong, finely made boots made to 
retail at only $15 and $18. You will soon see what a demand exists 
right in your own community just as soon as people know that 
you have them. And many people will take up the sport just as 
soon as they can buy the all necessary boots at a price within 
their reach. 


Rice & Hutchins riding boots are carried in stock in all sizes and 
widths—in black or tan calf, and patent leather—for men and 
women. They arg made on correct English lasts. 


Consider this proposition. Write us for further 
information today. The season is at hand. 


NEW CATALOGS 
READY 








Write for Your Copy NOW. Con- 
tains valuable Information for 
Every Retailer. 


SEES eh 
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re INCORPORATED 
, 13 HIGH ST. - - - BOSTON, U.S. A. 
€ Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
‘ Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Co. 
Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
D Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa. 
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A Long Season Sport Year 


says April, while the weather shouts June. Not 

for many years has there been such an anticipa- 
tion of a season in gardens, in business and in wear- 
ables. 

April is the forerunner of the season of Sports— 
time for “the sap to rise,” as Cal Coolidge might say. 
The rising generation is taking to the great outdoors 
more. If it isn’t golf it is some activity spelt with 
fancy clothes. Stepping into the sunlight means a 
change of clothes and footwear, as well as a change of 
mind. 

We have learned as a nation of hustlers that one 
thing is important in this world—one only—Health, 
even clothes and footwear have had to fit in with that 
fact. Freedom of action has changed everything wear- 
able and actual sport shoes are built with the “foot- 
in-action” idea, while sport dress isn’t so far behind. 
There may be style in sport-dress footwear, but there 
is also a healthy regard for fit, and in the flapper 
sandal, holes enough for swmmer breezes. 


[ss is a year of years for sports. The calendar 


Anticipating the Season 


The public—abetted by good merchandising prac- 
tice—is anticipating the seasons so that Easter mil- 
linery is worn at Thanksgiving—but Sport fools ’em, 
being linked with stepping onto the green. We predict 
a real, long period for the public to get the most out 
of summerish footwear. This is no short season 
“Sport” year. 

Experienced retail merchants have watched with 
great interest the development of summer fashions 
in the South. It is the natural thing for people who go 
South in mid-winter to take to sports and sport 
fashions, because they have plenty of time on their 
hands for such activities. It is the first instinct of the 
individual who has left a wintry climate to go to the 
extreme in costume and in habits. Everything is done 
to call on the spring and summer season, and the hotel 
people and real estate operators are not backward 
about doing their part in anticipating the season. 

It is, therefore, very timely for us to make a na- 
tional picture of the place of sport clothing and sport 


footwear, because following the Easter season the mer- 
chant is in readiness for the business that comes 
through the sale of actual sport footwear and non- 
participating sport dress (this being the fashionable 
side of sports and is interpreted in all the heels and 
lasts, leathers and patterns, that harmonize with vivid 
and colorful clothing). 


Actual Sport—Means Practical 


To step as far ahead as possible the Recorder has 
asked its fashion expert, Mr. Eugene Peirce, to make 
a study of fashion dress to indicate its bearing on 
fashion in footwear. Inasmuch as the major portion 
of his research is written from the fashion seat in the 
gallery of the game, we preface his information with 
the general data that actual sport footwear was never 
more practical—a golf shoe is designed particularly 
for the game and it is the best of good taste to wear 
precisely the shoe that is best adapted to the sport. 

The same holds true of every other line of sport, 
ranging from baseball to swimming, each has a spe- 
cialty footwear all its own. These are sold for their 
utility and warrant a selection measured by the 
amount of sport in each community which is almost a 
fixed division of merchandise. There is a certain mar- 
ket and to fill it the shoe merchant and the athletic 
house both strive for supremacy. 

It is in the other division, the non-participating 
sport shoes wearing, where the term sport type is 
given to the footwear, because it can be worn with 
smarter and more colorful costumes. It is in this di- 
vision that the merchant has the greatest opportunity 
of the coming season. He can make this demand 
what he will by publicity and store salesmanship, for 
every customer, male and female, is interested in a 
different type of footwear for warmer weather wear. 

The study as made by Eugene Peirce is pertinent 
to this division and is as follows: — 


Research by Eugene Peirce 
Recorder Color Expert 


Sports have become such an important phase of 
American life that they influence styles in footwear 
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Sport Dress Leathers 


A spectrum of leather novelties—the newest effects for combinations with plain leathers for women’s and chil- 

dren’s shoes. And even the sport shoe for the man may take as its trim a swatch from the above showings. The 

India goatskin has been converted by the art of tanning into the “Batiks” or “Marble” leathers; or into the 

“Zig Zag” or “Wire Fence” patterns. The humble hair sheep of South America, whose hide furnishes Cabretta, 

has this year risen to new heights of style in the embossed leathers, shown here in “Dragon” effects. Ooze, 

too, has come in for a new treatment this season, in an all white ground, or white “shot” with gold and 
silver—or in soft colors of reds, greens, browns, and “all other colors of the rainbow.” 


of women to such an extent that the subject requires 
special study with resultant careful analysis. 

With few exceptions during the next few months 
women will come pretty near living in their sport 
clothes until evening when they will change to dressy 
garments. 

Sport shoes are of two main varieties. The first is 
worn by girls and women who actually play tennis, 
golf, sail a boat or hike. Low heeled white and white 
and black footwear are for the few who strive for 
prizes in the arena of actual sports. 


To Show Feet and Ankles 


Thus a fashion is set for millions who never hiked, 
sailed a boat, or appeared on a tennis court or golf 
links. Rather, they visit country clubs, yacht clubs, 
tea rooms, stroll on boardwalks, or by the sea, and so 
on to show their feet and ankles. 

Thus the millions will want white footwear several 
degrees removed in style from tennis shoes. Most of 
them should be dolled up with colored trimmings al- 
though it should not be forgotten that white is a 
summer staple and will so remain. 

Note this—rubies, emeralds and sapphire blues are 
to be the three leading colors in summer jewelry and 
that matching colors are in good form. These colors 
fall naturally into first place since white fabrics, such 
as cheviots and flannels are to be sky-high style, along 
with pastel shades and naturals, from now on until 
Jack Frost is with us again. 

While on the subject of colors and white please take 
notice that the sporty. females who exercise in roller 
chairs or expensive cars and sit in boxes at band con- 
certs, will want colored doeskin sandals and high 


front, gore-fastened adaptations from pumps for 
dancing, especially for wear with white dresses. 


Color in the Style Air 


You see color is in the air. In physics we are told 
that a ray of white light is only a group of spectrum 
colors and so with white garments, the feet of the ex- 
pensively dressed and jewelled maids must be shod 
in soft blues, greens, reds, golds or orchids. 

Now there is another class of business women, mil- 
lions of ’em, who worship sport afar off. Such will 
want what may be classed as a semi-dressy sport shoe. 
A half-and-half shoe that is half sport and half dress. 

It might be half pump and half oxford in appear- 
ance. The lines of the former and the base of the lat- 
ter. Also, it may may well be half pigskin, snake skin, 
or some allied light leather in the quarter, with a more 
dressy leather in the vamp. Thus white shoes will be 
a safe staple. The novelties will be white with colored 
trimmings, principally black appliques, piping or un- 
derlays. 

The ultra extreme novelties will be colored doeskin 
or colored satins in sandal or semi-pump form. 

Dressy sport shoes described in a foregoing para- 
graph will be salable. 

Provided a woman's budget permits of only two 
pairs of shoes for summer wear they should be first 
plain white and second a tan of the one-strap variety. 





Fabrics for fall, recently shown in New York, show 
a lustrous finish, similar to that of a carefully brushed 
nap. Colors vary from the grave to gay and were 
copied from those found in the plumage of birds. 








Apr 





25 


be 
4 
e 


~ 


“~. 


_ &— 


April 4, 1925 

















BOOT AND SHOE RECORDER 












Retail advertising so far 
this spring has been 
better copy bringing 
better results than ever 
before—the improve- 
ment in form of adver- 
tising is national in 
scope. 




















Today We Present Two 
Recent Arrivals 















































What Merchants Say About Sports 


The Outlook for Sport Footwear Gathered by Telegraph 


“Looking for the biggest season in sport footwear 
ever. Had tendency for much earlier demand than 
usual immediately after and no limitations to colors. 
Combinations of tans, tan and smoked elk, black and 
tan running to black and white, then white as the sea- 
son progresses. Have named the colors and combina- 
tions in just about the order I see them growing in 
demand.”—R. E. Sager, Green Bay, Wis. 


+ * ~ * 

“Season for sport shoes with us starts about April 
1. Tan with crepe soles, white elk and white buck, also 
white and black combinations very good. We look for 
biggest sport season on record.”—J. C. Fedler, Jr., 
Louisville, Ky. 

* * * * 

“Your guess nearly right on sport shoes. All mate- 
rials will be good if properly blended. We are playing 
elk and alligator, white linen and alligator, elk and 


colors. Season opening about Decoration Day. Sending 
you tonight what we are doing with reference to 
broadcasting some publicity on the sport shoe. Send- 
ing out something like thirty thousand of these.”— 
Alfred J. Ruby, Chicago, Il. 


. S22 


“Fhink sport type of footwear will sell in volume 
for summer. Elk with dark tan trimmings first and all 
white buck, also white buck with black and brown 
trimmings will sell readily in my opinion. Crepe rub- 
ber soles best for shoes. This type for sport or semi- 
sport wear.”—S. W. Napier, Omaha, Nebraska. 


* * *& 


“Conditions favorable for good sport year. Crepe 
rubber soles for both men and women are popular 
here. Colors: tan calf, brown elk and two-tone effects.” 
—Morse and Haynes, Springfield, Mass. 
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If You Would Serve Two Classes of Trade 
Here Are Rules to Guide You 


Based on an Exclusive Interview with 
EDWARD COHEN 


Head of four Shoe Departments 
in Stores of Saks ¢ Company 


young oldsters in the retail shoe field in New 

York City is Edward Cohen, who at the age 
of 35, but with an experience of 22 years in the trade 
behind him, controls the destinies of four large de- 
partments for Saks & Company, and, from all ac- 
counts, is doing a good job. 

What measure of success he has attained (and 
surely rising to the position he occupies at- present 
may be considered more than a fair degree of suc- 
cess) Mr. Cohen ascribes to his early training, partic- 
ularly under the able and well known Joe Glazer, 
under whom he first entered the business as a stock 
boy some 22 years ago and later under the old master, 
Meredith, when.the latter was considered the foremost 
shoe stylist of New York and headed the shoe depart- 
ment at Lord & Taylor. 


()*: of the best known of the old youngsters, or 


The Value of Hard Work 


“Under Glazer,” says Mr. Cohen, “I learned the 
value of hard work. It was my first job. I was a stock 
boy at Marks & Benson, down on 14th street, and 
Glazer who is now the head of the store departments 
for the Frank & Seder stores, was my first boss. I was 
13 years old and at the time I thought Glazer was a 
hard taskmaster. However, he taught me the rudi- 
ments of the business and give me a solid grounding, 
which is invaluable for any shoe man.” 

Young Cohen didn’t want to be a stock boy all his 
life so he took the first opportunity that offered a bet- 
ter position. It was with Frazin & Oppenheim on 
lower Sixth avenue, then the heart of New York’s 
shopping district. He stayed with that firm for a 
period of seven or eight years and then went with 
Lord & Taylor. 

“Meredith, at Lord & Taylor,” continued Mr. Cohen, 
“gave me my first real training in styling. He knew 
styles and he had the happy faculty of being able to 
impart his judgment of styles to others. Minnie Quirk, 
who then was working with Meredith, also had an un- 
canny sense of style, and between them they managed 
to give me a love for style in shoes and much valuable 
training.” 


Buys and Sells for Two Stores 


From Lord & Taylor, Mr. Cohen went with Alfred 
Kohn, where he worked under Joseph Michaels, who is 
now interested in a chain of retail stores. A little later 
Michaels went to Saks & Company as buyer and took 
young Cohen with him. The latter worked up to the 


position of assistant buyer and later received his first 
offer to fill a buyer’s position. The offer came from 
Stern Brothers and Mr. Cohen filled the position for 
about two and a half years, only to return to Saks & 
Company as buyer, about four years ago, when 
Michaels left to join the I. Miller organization. At 
Saks & Company he had full charge of the women’s 
and children’s shoe departments. Apparently, his 
handling of these departments was satisfactory to the 
executives of the store, for when the new Fifth ave- 
nue store was opened last year, Mr. Cohen was given 
charge of the women’s and children’s departments at 
that store in addition to the old Herald Square store. 
He makes his headquarters at the Fifth avenue store 
and spends his time between that and the Herald 
Square store. 


What the Wealthy Want 


The taking on of the Fifth avenue departments pre- 
sented a new problem to Mr. Cohen. He knew that a 
different method would have to be employed in the 
Fifth avenue store, from that used in the Herald 
Square store. In make-up and type of shoes carried, 
the two stores are far apart. 

“Our way of doing things on Sixth &venue,” he said, 
“would not work in the Fifth avenue store. Our prob- 
lem here, as we see it, and as we are working it out, 
is to supply a new class of customers for us. We are 
trying to give our Fifth avenue clientele the type of 
shoes they formerly bought in the custom shops. They 
must have the look and the fit of custom-made shoes. 
Within reason, price does not enter into the question 
here, while it is an important consideration in the 
Sixth avenue store. 


Getting Volume By Selling More Pairs Per Person 


“Style, fit and quality are the important factors in 
the Fifth avenue store. We are striving for volume 
of course, but it is coming through an increase in the 
purchase of numbers of pairs by individual customers 
rather than through any great gain in the number of 
customers. Up here we find many sales of four, five 
and six pairs per customer at a single sitting. We 
have run as high as 22 pairs per customer. With this 
type of customer it is necessary to have an extensive 
style range and a large range of sizes as well. The 
style must be absolutely new and fresh and must be 
real style—must carry out the harmony of the entire 
costume, rather than be merely novel. In our window 
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displays we invariably show shoes to harmonize with _ illustrated in at least two instances. He was one of the 
the dress, suit or coat. first if not the first to sense the coming of the vogue 

for colored kid shoes three years ago and successfully 
How Women Shop for Shoes merchandised several thousand pairs of them at the 
“In a store of this type, shoes must be regarded as Saks Sixth avenue store. More recently, he “put over” 
millinery. Our customers so regard them. The woman _ crocodile or alligator as a leading material for shoes. 
shopping for shoes on upper Fifth avenue is looking He showed all crocodile shoes late last summer and 

for a shoe to fit in with a certain dress or costume, did a successful business on them. 
not for a pair of shoes that will serve for every occa- “Play the styles strongly, get in quickly and get 
: sion. We must bear this in mind in preparing our yt quickly,” is his recipe for successful merchandis- 
stocks.” ing in a store that caters to a high or medium class 

rst Sensing Styles Well in Advance clientele. 

om Mr. Cohen’s ability to sense coming styles is well He has both of them. 
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= A children’s Easter footwear window idea. This trim shows what may be accomplished by even the smallest 

me merchant who wishes to promote his sales of children’s shoes and hosiery. This trim is appropriate for imme- 

the diate use or would be effective for a week or two after Easter. The biggest family shoe stores of the country 
ers make an exclusively children’s window a two-or-three-times a week feature. J. & J. Slater Co. of Fifth Ave- 
of nue, New York, has a permanent children’s footwear side window, and uses frequently one of his big windows 
ive on Fifth Avenue for the display of footwear for the little folks. In a recent window, seven pairs of shoes 

We and hosiery were displayed, flat, with the exception of the sport hosiery for the growing girls and boys, 

his which formed a “nedestaled” back row display. The floors of the Slater windows are in very rich wood 

aa effects. But strips of velour, or checkered paper, or plain paper, could be used, as in the above window, with 

- pleasing effect. The paper panels, flowers, pasteboard vase and rabbit figures can be obtained from a number 

‘he of sources. If you distribute souvenirs in your children’s shoe department as a means of increasing trade, 

be a few of these toys can be advantageously used in the trim. In this model window, it will be noted that a style 

ire in each of the size runs, from babies’ up to growing girls’ and boys’ shoes and hosiery was shown, as well 
ow as ballets and “gym” shoes. Window photographed with the assistance of The Windeco Co., Boston. 
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Tidal Waves of Business 


S there any plausible explanation for the 

waves of business experienced so far this 
year? A statement was recently made that peo- 
ple are moving and thinking herdlike. The idea 
expressed has its bearing on business and whether 
or not business men are being swept along by un- 
economic events and are doing but little thinking 
of their own. 

Is the shoe business as an industry trying to 
lift itself up by its boot straps in thinking pros- 
perity is self-contained and can be manufactured 
from within? Is not the fundamental purpose of 
the industry that of supplying the wants of men, 
women and children in footwear? Which comes 
first, public demand or trade demand? 

The tide of business is like the restless ocean, 
coming quickly to a peak, breaking and leaving 
everything flat until the next surge. The general 
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experience of merchants so far this year has been 
that economic law is exactly like the tide. If the 
merchant has the right sort of goods at the right 
time, he is prepared to swim ahead. If the public 
is in the buying mood he gets his price and his 
profit. If he swims against the tide, it sooner or 
later carries his business on the rocks. 

In actual experience business was on the top of 
the wave in February, close to the ground in early 
March and now up with a rush for Easter—profit 
on the rise and “marking-time” between. The 
store must plan for each of these general im- 
pulses, putting more effort into the slow selling 
period when the tide is on the ebb. Merchants are 
finding that there is some business to be had 
every day—but some days greater effort is needed 
to find it. 

There is no question but these are abnormal 
times. Many stores are going under because they 
won’t swim with the tide of giving the public 
what it wants. Their interests are paramount to 
public interests. The same tide is bringing in new 
business every day to new shoe stores which 
specialize and which try to sense public demand 
“in-the-making,” rather than after. 

It seems absurd that the business man should 
have to depend upon guesses, rumors or approxi- 
mation of facts in an effort to exercise sound judg- 
ment in the conduct of his business. There are 
definite reasons for each rise of the tide. 

The great error comes when big groups en- 
deavor to artificially uphold materials at higher 
prices than supply and demand actually warrant. 
The tide has receded in the stock exchange and in 
many of the raw material markets. As a result 
many supply people are forced to sell their goods 
at prices below what it cost to produce. The wave 
could not be sustained, for buying demand is not 
constant week in and week out the year through, 
and the hunch of higher prices could not be main- 
tained. 

We will publish in our next issue an article by 
a foremost business analyst, who indicates that 
the trade habit of picking styles and prices and 
methods “by-guess-and-by-gosh” must cease. To 
establish a business policy “on-a-hunch” is the 


. wildest sort of gambling. What we need is less 


artificial stimulation of business and a more or- 
derly understanding of what the American public 
can consume and what it will pay for it. 


He Who Tolerates Another’s 
Profit 


ALUES are determined by demands. Compe- 
tition sets the price. It is all bunkum to talk 
price marking on merchandise—it can’t be done. 
Competition in public service in the shoe industry 
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is greater than in any other industry in the United 
States, bar none. The entire structure of the in- 
dustry gives us assurance of that. The tanner has 
it to face as well as the ultimate shoe store, be it 
independent, chain or factory owned. With 1400 
factories and 100,000 places selling shoes, each in 
active competition, one with another, there is a 
bed-rock value given in keeping with the merchan- 
dise, its materials, its construction and its fitting. 

The independent merchant with one or more 
stores is the one factor in merchandising tolerant 
of a profit all along the line from the hide-puller 
to the shoe salesman. He buys without “conces- 
sion” and doesn’t push the producer to the wall. 
He is the most powerful factor in live-and-let-live 
methods of merchandising for he ventures his own 
money, has full and complete control and authority 
in his store, can sell shoes at any price he pleases, 
advertise as he pleases, and is the most satisfac- 
tory distributor to the public. He doesn’t want to 
usurp the place of the manufacturers or control 
production of the tanner. He lives for the service 
he can render, and for the livelihood he can earn 
by his own effort. This fact fortifies, entrenches 
and insures the continuance of the shoe store for 
all future time. It will always hold its identity as 
a distinct and separate business. 





‘‘Dress Up” Your Salesmen! 


WESTERN merchant took a good look at his 

sales staff and decided that they were not 
dressed in apparel and footwear up to the store. 
Clerks could hardly be expected to enthuse cus- 
tomers over new shoes, when the boss and the 
staff appeared in old, sloppy shoes. He sounds the 
alarm for a general upgrading of costume and 
footwear in shoe stores. 
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What about the use of white linen jackets by 
salesmen in shoe stores during the summer 
months? Already several distinctive shops 
throughout the country have their clerks dressed 
in smocks and clean linen jackets. The idea has 
possibilities. 





Trade Commission to Do 
More—Talk Less 


O incident of recent years has created so 
much of a stir within trade circles as the 
reform of the Federal Trade Commission by itself. 
The fact that the reform comes from within 
is regarded as doubly significant. Efforts to alter 
the policies and procedures of the commission 
through legislative action have failed in numer- 
ous instances. The new program adopted by the 
commission assures the average merchant and 
manufacturer of a square deal by this federal 
agency. 

The merchants of this country have always 
known that the commission has been honeycombed 
with anti-business bureaucrats since its inception 
several years ago. Attempts to break the control 
of these so-called radicals within the commission 
have failed. 

Because of the wholesale complaints issued 
against certain trade practices of merchants, some 
of them inaugurated without real intent to vio- 
late the law, it is interesting to note that here- 
after complaints against corporations thereafter 
made to the Federal Trade Commission, shall be 
settled by a stipulation when the good faith of the 
respondents in abandoning trade practices com- 
plained of is demonstrated. Likewise, the commis- 
sion refuses to make itself a football for trade 
jealousies. 








On the Recorder Calendar for April 11 Issue 


For reading right after Easter we recommend the following : 


The Tidal Wave “It Business Were a Game Would Not Its 
by Irving S. Paull Rules Be Revised to Permit the Winner to 

Survive His Victory?” is the way Irving S. 
Paull, foremost business analyst, crystalizes his article written 
exclusively for next week’s issue. 


Four-Wheel Brakes Telling how he went to the banker and 

in Buying frankly told him business was “punk’”’ 

By R. D. Chastain and the blunt reply he got. Actual 

Beaumont, Texas. operating charts accompany this con- 
vincing story. 


Healthy Feet by Inside story on larger sizes and foot 
Attention to Them health. Bernard Shaw said that “toes 

will be unknown a few years from now” 
but we are going to prove that feet are increasingly useful and 
that before long the chiropodist will be as busy as the manicurist. 


What Makes We hope to tell of a research made by fashion 
Some Shoes experts to discover pattern lines that make 
Appear Smaller shoes look smaller while real fitting value 

remains in the size required by the customer. 


Retail If business has a tendency to sag off from the high 

Advisor Easter peak, use the type of advertising suggested by 
us in next week’s issue to stimulate demand and 
accelerate profits. 


One reason why the shoe merchant is reading his Boot and 
Shoe Recorder more than ever is that we have prepared for him 
facts that he can put in the mouths of his clerks for widespread 
public information. We shoot through his head such homely 
practical stuff that he can pass it along “with the voice of 
authority.” 
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As I expected to 
find Texas. 
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As I actually 
found it. 


Texas—An Inspiration 


To See How They Do Things There Is to Increase One’s Faith 
in Merchant Progress 
By EVERIT B. TERHUNE 


Flyer sped over the Oklahoma border line on to 

the plains of northern Texas were that of see- 
ing the promised land for the first time. Texas gave 
me promise of completing my travel-education for 
though I’ve been a wanderer, visiting many strange 
lands, I hadn’t completed my American travels until 
this, my pilgrimage to Texas. 

Crossing the line was significant to me for it 
made me a member of the “Every-state-club”—open 
to shoe men who can boast of touching the soil of 
America in its 48 divisions and who have shaken 
hands with fellow shoemen in each. 

Texas is not only the promised land of shoes where 
more fine shoes are sold than in most any other part 
of the United States, but has more in promise indus- 
trially and agriculturally—above the soil and beneath. 


: this is Texas! My impressions as the Texas 


Wide Open Spaces—Plus 


When I hit Texas I figured the state out as being 
mostly wide open spaces, with here and there a gath- 
ering spot for tenders of cattle where fringed “movie” 
pants were worn. First impressions from the train 
window kept the picture true—but what a “fade-out” 
when I actually looked at, Fort Worth, Dallas and 
Houston, and San Antonio, as real centers of big 
business as could be found in the world. The interest- 
ing contrast between my mental expectation and the 
actual picture of such places as Galveston, Beau- 
mont and Port Arthur, with their remarkable ma- 
terial and social growth necessitated complete re- 
vision of my ideas. 


Cities and towns the world over are beginning to 
look alike, for the modern business city is in steel 
and stone, true to type everywhere. In America the 
city is built around shops, five and ten cent stores, 
movie and chain cigar stores—all fixed emblems of 
standardized existence. Where can you say, “Here’s 
Ohio, and there’s Kentucky” for the line between is 
imaginary—except in politics. 


Vast State of Possibilities 


But Texas—vast state of possibilities—has a mark 
all its own. You notice most big business men saying 
“Business is good” because they intend to make it so. 
In Texas you find a real vigorous feeling for the game 
of business as for the game of golf. I feel that this 
spirit comes through a definite knowledge of Texas po- 
tentialities and less pessimism as to past performances. 

In this state I found the finest type of business 
men and the finest conducted businesses with the spirit 
of enterprise on every hand. It was not my conception 
of a southern country in any sense of the word, but a 
western country, full of enthusiasm, with real estate 
values jumping, the spirit of speculation in the air 
and fortunes being made in a short space of time in 
innumerable cases. 

Room for Expansion Unlimited 

In other words, Texas is an empire in itself suffi- 
ciently developed to have acquired enough polish and 
refinement to make it one of the greatest states of 
our Union, and still with a pioneer spirit which makes 
for progress and development. Take a look from a 

(Continued on page 60) 





Apri 





~ 


























25 April , 1925 BOOT AND SHOE RECORDER 
: YD i a] \ MOPS 
4 hs . is it 
LE 
Se 


















































52 BOOT AND SHOE RECORDER April 4, 1925 





What Merchants Say About Sport Footwear 


“The biggest sport dress year ever experienced is approaching right now. Those wise enough 

to be prepared with merchandise have already had a taste in men’s and women’s crepe rubber soles 
with combinations. Black and tan will be very big also on women’s. Keep your eyes open for color : 
combinations to tone in with sport clothes, these coming along in strap effects. Manufacturers of ; 
sport clothes have designed comfortable, nifty, youthful garments so that people, young and old, k 
want them. The wise shoeman will do the same thing in footwear and cash in on the biggest 
season of its kind ever seen.” : Hs 
SYDNEY STOKES, ‘ 


Walk-Over Boot Shop, New Haven, Conn. 





° - ° =| 

Sport attire a There’s a wide ‘ 
national habit range of clever 1 
this summer. patterns. 4 





N EVER have we had a sport season open up with greater promise than the 

one we are now facing. All the garment trades have centered on making 
sport attire a national habit for the mid-summer of 1925. In the shoe trade every 
factor has contributed its part, the tanner by evolving new finishes and patterns 
of leather, the manufacturer by a wide range of clever patterns and construc- 
tion. The two typical sport shoes on this page have new patterns and many pos- 
sibilities. The whole range of color combinations is possible. Elk and soft-fin- 
ished leathers, the buck and doeskin for stylish sports have a place this 
season. The newest development is the soft colored effects obtainable through 
dyeing buckskin. In more popular-priced footwear the same effect is obtained 
by using the roughed-up flesh side of calfskin. 
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W hat Merchauts Say About Sport Footwear 


“The sport season opened about two weeks ago. It has been mostly tan and calf and elkskin 
leather. Seventy-five per cent crepe soles. Plain toes have been the favorite. For the boy’s, children’s 
and young misses’, crepe soles look like a safe bet to stock a little heavier on. I anticipate tan 
calf oxfords will be good until June tenth. In ladies’, after this time, the white sport oxford will 
start and how good they will sell I do not know, but I took a chance on them as being good. 
When I say white, I am referring to the ladies’ only. Material used will be white buck, white calf 


and white linen with white calf trim.” 
ALBERT Forster, 


Philadelphia. 
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TRE Sa ee 


T here’s interest 

in white kid 

and white fab- 
ric. 


White bids fair 
to be a high 
style number. 








“THERE is a place for white in every summer season’s business, but a na- 
tional recommendation of white should be tempered so as to take into 
; consideration the varying demands of communities. White is going to be a high 
é fashion, exclusive trade item this summer. The experience of visitors in the 
South has been that the higher the price asked, the greater the interest in white 
kid and white fabric. The two models shown on this page illustrate the next 
progressive height of heel. In the first model the D’Orsay line is cut with an 
ankle band and the stitching is in contrasting colored thread. It has freedom 
and comfort, style value and appearance. The second model is white kid with 
white buck trimming. In some cases this buck is tinted with a light color. The 
fringed tongue effect is imitated in this high-throat novelty. 
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What Merchants Say About Sport Footwear 


“We expect sport shoes to be good right after Easter. Crepe soles way ahead of everything 
else. Tan calf and brown elk also lead. Present indications are that volume on sports will be 


somewhat disappointing.” 
Ws. Haun & Co., 


Washington, D. C. 




















Smart shoes are 

confined, of 

course, to the 
gallery. 


Black and white 
seen in tricky 
patterns. 





YW HATEVER the sport, there is a companion shoe to it, and the same holds 
true of fotwear for the gallery. The fashion side of sport wear is by 
far the most profitable. The store serves best that covers both actual sport and 
sport-type footwear. The first of the two shoes illustrated uses overlays in a con- 
trasting color for semi-sport wear. The way appliques and stitched effects are 
applied these days makes almost any angle, curve or foxing adapt itself to the 
fit and comfort of the shoe. There was a time when a heavy band of leather 
over the ball of the foot would ruin its practicability. This black and white shoe 
with its underlays of white is a tricky model. You will note that the inside 
quarter is in the black leather. This is to continue the idea of having one side 
different from the other. A novelty shoe of this sort should command an 


extra price for its style value. 


April 4, 1925 


oO 


a Reale 


SER ANSE HW 





CertetS org, AST IE 




















Ap 


ee AS Sa OA ees 


by nad 


SOBEL RELIED ER LK, 











74 BO Slee ee 


SP teeta 6. 








April 4, 1925 





BOOT AND SHOE RECORDER 55 











OW. Sedr 533 


PRL 


SPITS SL RE Ly 
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of handling 

cut-out pat- 
terns. 








What Merchants Say About Sport Footwear 


“Anticipate consumer interest in sport footwear about May 15. Tan calf and colored elk, 
all-over and in combination; all-over white and white trimmed in black or tan or patent. In sandal 
types look for good sport season.” 

GouLp, LEE AND WEBSTER, 
Rochester, N. Y. 
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Spike heels 
noted on fancy 
shoes. 
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O NCE upon a time the only ventilated shoe was the barefoot sandal and that 

ras limited to juvenile wear. This season we are plunging the entire trade 
into the sale of shoes filled with holes and the general expectation is that they 
can be termed the flapper favorites for 1925. Foot health is decidedly on the 
increase through these cut-out types of summerish footwear. It is natural (fol- 
lowing a vogue for many cut-outs), for shoes to be prepared with underlays so 
that part of the stock will be full of holes and the other part in the same 
style without holes. This fancy effect is a somewhat new treatment of the cut- 
out pattern. The heels you will have noticed have increased in height and the 
final feminine shoe has a high spike heel. This shoe is in white with colored kid 
straps meeting at the throat. Note the glove fringe buckle effect, made of 
leather, to harmonize with the bands. 
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What Merchants Say About Sport Footwear 


“Crepe soles in tan, white and smoked elk with saddles of black, tan and brown alligator 
better than ever. All-over white and tan in sport patterns with straps, low-heeled effects, hard 
soles, good throughout the season. I believe all shoes in hard soles in combination for sport and 
semi-sport wear are slipping fast.” 










Park-BRANNOCK Co., 
Syracuse, N. Y. 
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The golf enthusiast BS 
The moccasin-vamp 
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delights in wearing 
a smart-looking 
sport shoe. 


effect is applied to 
tan calf oxfords. 







W HEN the biscuit-colored flannel trousers were presented by men’s ap- 
parel designers as something different for the young men, it opened the 
way for broadening the sport shoe field. The biscuit shade of elk has been stimu- 
lated to more popularity, because it matches splendidly with the same shade in : 
flannels. In most cases, tan calf of a medium shade used in the vamp, quar- 
ter or saddle, accompanies elk. Moccasin lines are common in 1925 sport pat- 
terns, particularly those for wear on the golf links. Crepe rubber soles are 


more popular than any other. 


Hapa Sidhe BP 








A moccasin blucher oxford of tan Nor- 
wegian calf with crepe rubber sole on 
left. On right—tan calf oxford, wing 
tip with elk quarter. Piping of tan calf. 
(Manufacturers names on request 
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What Merchants Say About Sport Footwear 


“Sport season not opened as yet, ice still on lakes. Can’t tell what will develop later. Our 
sport season opens about April 15. Sport types of shoes not so strong in this territory, at least not 
in our stores. Looks like fair white season, but think light-colored satins will replace part of white 


business. Sales of sport hose very good. 
C. M. STENDAL, 


Minneapolis, Minn. 





The Prince of 

Wales while here 

last fall wore buck- 
skin shoes. 


All-white shoes 
come in elk and 
buckskin. 





HE use of the flesh side of calf for vamps, tips, saddles and trimmings 

is the newest style note. Manufacturers are selling all buckskin shoes in 
brown, tan, and gray hues. The brown buckskin illustrated on this page carries 
a sharkskin saddle, backstay and tip strip. However, alligator and reptile leathers 
are not common as trimmings, or in two-tone effects. White buck and elk are 
usually applied in two-tone effects to contrast with calf leathers. All white 
shoes are not nearly as strong in numbers as two-tone types. 




















A basket-weave effect on vamp with 
moccasin lines. An ideal type for golf. 
On right is white elk model, neatly 
perforated. Crepe sole is used on ma- 
jority of sport models. 
(Manufacturers? names on request) 
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What Merchants Say About Sport Footwear 
“Sport type of footwear for women looks like big season to us in Charleston. Men’s sport 
shoes only in light tan calf with crepe soles. Our biggest number in women’s is white calf oxford, : 


plain toe, light tan calf saddle and quarter, trim with crepe sole. Sport season will open after 
Easter with us.” 





James F. Connon & Sons, 
Charleston, S. C. 
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Pinkings are gen- Tan calf always A 
erously applied; contrasts well when é 
perforations are used with white ma- 
heavier on sport terials 3 
shoes. F 3 
K 
§ 
A! SOUTHERN winter resorts, the source for the early and authentic re- 4 
ports on sport apparel and footwear, black and white, and tan calf combina- 
tions were worn frequently by men who always wear the newest in clothing and ' 
shoes. But these two types of sport styles for men are only a couple of a 
very broad range of striking patterns that are to sell as outing and sport 
shoes. Tan calf in a range of tones, always contrasts well with white, and is 
featured in many patterns ideal for sport occasions. 
Tan calf and white elk blend well in 4 
this pattern on left. The storm welt ; 
feature is new in sport shoes. Saddle PI 
and tip strip of sharkskin on cocoa F 
brown buckskin shoe on right. 
( Manufacturers’ names on request) 
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out of the Civil War, that M. Pokorny began 

making shoes by hand on St. Charles street, 
just off Canal, in old New Orleans, La., in the exact 
spot where the shoe store of M. Pokorny & Sons now 
stands. He made good shoes; his trade grew and soon 
he had a cortsiderable number of workmen engaged at 
his branch. The war did not stop the progress of his 
business, albeit materials were sometimes hard to 
procure; but generals and colonels and’: majors must 
have extra serviceable boots, the townsfolk must be 
shod, and the planters must have fine boots to wear to 
church and stout ones in which to wade the swamps. 

From 1860 until 1890, Mr. Pokorny and his sons 
manufactured shoes in that building. At one time 150 
men were working in the shop. They were the last 
concern in America to make shoes by hand on a large 
scale. But with the advent of shoemaking machinery 
and cheaper shoes, they began to have their shoes 
made for them by eastern factories, devoting their 
energies thereafter to the marketing of the product. 

One of Pokorny’s sons established a line of $3.50 
shoes, of which he was very proud. Twenty years ago 
it was one of the most popular shoes on the market. 
As costs began rising, he still insisted on producing 
that shoe, even though profits were cut down consid- 
erably. Finally there came a time when he could no 
longer produce the shoe in the same high-grade of 
material and come out even. So the quality was slightly 
reduced, but it was still one of the best shoes that 
$3.50 could buy. It was a man’s shoe; the Pokornys 
and their descendants have never handled anything 
but men’s footwear. 

Ralph Pokorny Levey, grandson of the original Po- 
korny, has inherited the selling ideas and the determi- 
nation to carry on the Pokorny tradition of “the most 
for the money.” Levey was born and reared in New 
Orleans and began to learn the shoe business almost 
before he got out of the cradle; so he knows his terri- 
tory and his line about as well as a man could be ex- 
pected to know it. 


F was in the year 1860, just before the breaking- 
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Pokorny’s, New 

Orleans, Success- 

fully Selling Men’s 
Shoes 65 Years 


Men are buying bet- 
ter grades of shoes, 
says Ralph Pokorny 
Levey, active head of 
Pokorny’s. 


The Pokorny Shoe Store was recently remodeled so 
that the interior is one of the most inviting in the 
country. The display windows are constantly “kept 
up” with trims showing the newest in style creations. 
The result obtained by giving close attention to win- 
dow trims is obvious when women eagerly seek Po- 
korny’s windows to get the latest ideas on style trends. 


Men Buying Better Grades 

Here is one of the many interesting things observed 
at Pokorny’s. The sales ticket, in addition to telling 
the usual story, has a space at the bottom wherein the 
salesman is required to write in the make of the shoe 
that the customer is wearing. Over a given period, 
during which time 2,955 people were served, these 
slips showed 2,112 customers were repeaters. Of the 
843 new customers, a good working basis was discov- 
ered as to the prevailing tendency for either higher 
or lower-priced shoes. Mr. Levey has found from this 
research that the demand for cheaper shoes is not as 
consistent as heretofore. Men want comfort and con- 
tentment, so are buying better grades. 

It must be remembered that the blood of three gen- 
erations of shoemakers is in this young man’s veins, 
and if anyone can figure out short cuts and merchan- 
dising devices, Ralph Levey should be able to. Al- 
though, as previously intimated, his family retired 
from the actual manufacture of footwear before he 
was old enough to have worn many shoes, yet he knows 
as much about the anatomy of a shoe as the average 
high-grade manufacturer in the country. He knows 
hides, linings, thread and eyelets even as he knows his 
a-b-c’s. 

Developed Mail Order Business 

Levey does a large mail order business in shoes. His 
store issues a complete catalog in three colors, the 
last issue of which cost close ‘to fifteen cents a copy. 
The catalog is distributed pretty well all over Louisi- 
ana and even into neighboring states. Country folk 
seem to like his shoes for they buy them again and 

(Continued on page 63) 
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Texas—An Inspiration 
(Continued from page 50) 
window of the Rice Hotel, in Houston, and you can 
see the border line of that compact business city— 
the horizon is virgin prairie. Yet, within a few years 
the possibilities of such a Texas city to expand are 
not limited by land available,. transportation, capital 
for development or ability to do it. 

My first impressions were, of course, obtained in 
Fort Worth at the convention of the Texas-Oklahoma 
Shoe Retailers’ Association, and the Southern Shoe 
Travelers’ Association. The impressions of the un- 
travelled New Englander, regarding the rough-and- 


April 4, 1925 


in charge did their work most admirably. Everything 
went off with clock-like procedure. Conventions are no 
novelty to me so I can speak with authority—just on 
the score of banquets. I know of no case where banquet 
discipline has been so admirably handled with L. E. 


‘Langston, toastmaster, at the control station. 


The proceedings of the various sessions have all been 
reproduced in the pages of the Boot and Shoe Recorder, 
but my purpose is to give the general impressions of 
Texas and Texas merchants. It is interesting, whether 
you attend retail merchants, conventions in Boston, Los 
Angeles, Des Moines or Fort Worth, to find that the 
problems are the same in all sections. The same eco- 

nomic conditions exist. I also 


ready qualities of Texans, where 
the men carry guns on their hips 
and the women ride bucking 
bronchos, were being rapidly dis- 
sipated in the case of the writer, 
after his first contacts with Fort 
Worth as a typical Texas City. 

The men may carry flasks on 
their hips, but not guns; the 
women don’t ride bucking bron- 
chos, but they do ride Cadillacs, 
Rolls-Royces, and Lincolns. The 
women of this state are most 
beautifully gowned with well- 
dressed men the rule rather than 
the exception. 

Here one sees the tall sky- 
scrapers and everything modern, 
even in the way of public serv- 
ice. Those of us who know 
about that all-year-round resort 
in New York State, unpopularly 
known as Sing Sing, know what 
is meant by the Lock-step. In 
Texas they have imparted some- 
thing which is far more effective 
in developing respect for law 
and order—and I termed it the 
Block-step. 

Traffic Simplified in Texas 

At every street corner there is 
a gong signal system which peri- 
odically gives the signal and all 
traffic, both foot and tire, stops 
on the instant the gong rings, 
and traffic going in the opposite 
direction is resumed, until an- 
other signal reverses the tide. 








A Six-Month Style 
Program 


A supreme effort is to be made 
on April 21 to forecast the trend 
of style, the type of footwear and 
the colors of materials te be worn 
for a full six months ahead. This 
eonference is assured a large 
representation and a wider pres- 
entation of facts because of the 
attempt to forecast a six-months’ 
instead of a three-months’ period, 
as formerly. 


Initial plans are to have the 
merchants’ preliminary conference 
on April 20 to consider ques- 
tionnaires from representative 
merchants in all parts of the coun- 
try. The brief as presented will 
indicate the merchant’s preference 
for footwear for that period. The 
official conference under the joint 
management of the National Shoe 
Retailers’ Association and the 
National Boot and Shoe Manufac- 
turers’ Association will have a 
wider range of fashion features 
than heretofore. 


Fashions will be demonstrated 
on living models, authorities on 
materials will indicate supply and 
demand, and the nation’s demand 
for shoes will be thoroughly an- 
alyzed. This session gives promise 
of lengthening the style value of 
footwear. 








found good, constructive devel- 
opment in retail merchandising 
in all parts of the country, and 
the same general merchandising 
mistakes. 


Style Pays Its Way 


Texas is crazy over the wild 
styles. Style is made to pay its 
way for the courage to ask a 
fair price is a Texas quality. 
One of the questions given con- 
sideration at the convention was, 
should clearance sales be held 
every month, or ‘*every three 
months or every six months. I 
believe that the thoughts and 
efforts should be given to re- 
ducing clearance sales to a mini- 
mum. If you buy perishable mer- 
chandise, don’t hold it until it is 
spoiled by handling—move it 
daily. 


Optimistic on Retail Shoe 
Merchant 


In every city that I visited I 
found magnificent retail. shoe es- 
tablishments, splendidly run by 
business men of the highest 
ideals and the finest, practical 
experience. I have no fear re- 
garding the present and future 
welfare of the retail shoe indus- 
try of this country as repre- 
sented by the Main Street mer- 
chants in the various cities and 





This is one of the finest systems of controlling traffic 
which I have ever seen and has reduced accidents to a 
minimum. It has also relieved congestion caused by 
less efficient systems of traffic control. This same sys- 
tem was found in all Texas cities. 


Control Even at Banquets 
"I have attended during the past twenty-five years 
a great many conventions of retail shoe merchants, 
but I do not know when I have ever attended a con- 
vention more practical and business-like than this one. 
The different committees having the various details 


towns which I have visited and whose buying and 
selling have been a source of inspiration to the Boot 
and Shoe Recorder. 

One large merchant told me that he was doing busi- 
ness today with 7000 pairs less shoes in stock than 
was the case a year ago, showing $48,000 less in- 
ventory, and that his business was showing an increase 
of from $300 to $400 a day over a year ago. 

This same condition varied according to the size 
of the store and I found it existing wherever I went 

(Continued on page 63) 
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THE LADDER CLUB 


An Organization Dedicated to the Improvement of 
Service in Retail Shoe Stores 


National Headquarters, 207 South Street, Boston, Mass. . 
Secretary, HARRY R. TERHUNE 
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Director, ARTHUR L. EVANS 
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Program for April Ladder Club Meeting 


HE Ladder Club meetings for 

April, in the stores now hav- 

ing organized such clubs, will 

be held at such times as the re- 
spective clubs determine. 

National Headquarters herewith 
prints the program for the April 
meetings. This program is built 
around the general subject of “Re- 
tail Shoe Salesmanship.” Provision 
is made for each club to include 
a subject or subjects of special and 
local interest. The suggested open- 
ing talk for the leaders, and the re- 
port blanks to be sent to the Na- 
tional Headquarters, have been for- 
warded to the stores. A question- 
naire for the discussion has also 
been sent to the clubs. 


The program for the April meet- 
ing for the Ladder Club, follows: 


1. Call to order. 

2. Roll Call. 

8. Opening Talk by Leader of 
Meeting. 

4. Discussion: Subject, “Retail 
Shoe Salesmanship.” 

5. Discussion: A Subject or Sub- 
jects of Local Store Interest or 
Policy, Proposed by the Exec- 
utive Committee. 

6. Announcements. 


Each Ladder Club receives a 
monthly communication from Na- 
tional Headquarters, including the 
items mentioned above and sugges- 
tions for the handling of the sub- 
ject designated, and ideas for the 
conduct of the meetings. 


The above program can, of 
course, be varied to suit the re- 
spective conditions of each club, but 
in the main, the outline should be 
followed. 





$10 For a Slogan 


WANTED—A slogan for 
the Ladder Club. Read care- 
fully the statement of the 
ideals and objects of the Lad- 
der Club—then see if you can 
make a slogan that will ex- 
press these ideals and objects 
—send the slogan to the Di- 
rector of the Ladder Club, 
207 South St., Boston. 











Send in a Slogan 


Some of the slogans already sub- 
mitted in the contest are as follows: 

“Upward,” 

“Let’s Climb Together Lest We 
Fall Apart,” 

“Climb and Be Successful,” 

“Fit First,” 

“Satisfactory Shoe Service,” 

“Give and Take,” 

“United Efforts,” 

“For Unity and Service,” 

“Progress and Satisfaction,” 

“Earn Today the Rewards of 
Tomorrow,” 

“Work and Thought have For- 
tunes Wrought,” 

“Earnest Workers Lead — the 
Shirkers,” 

“Be a Climber—Here’s the Way,” 

“Effort, Thought and Loyalty,” 

“Keep Climbing,” 

“Seeking Higher Things,” 

“Join and Climb,” 

“Ever Upwards,” 

“Read, Concentrate and Suc- 
ceed,” 

“Serve the Public as You Would 
Like to Be Served,” 

“Always Room at the Top.” 

All.slogans suggested will be sub- 


mitted to all the Ladder Clubs for 
their votes. The winning slogan will 
be determined by their votes. Send 
in your ideas now. 


Secretaries are urged to send in 
their reports of the March meeting 
to National Headquarters promptly, 


Leaders of Ladder Clubs are in- 
vited to communicate with National 
Headquarters for information, ad- 
vice or assistance relative to their 
club activities. The officers and ex- 
ecutive council desire to be of the 
greatest possible help in making 
the meetings interesting and use- 
ful. 


For full information on “How to 
Organize a Ladder Club” and ex- 
planation of its purposes, write to 
National Headquarters. A copy of 
the Constitution will be sent at 
once, with application blank. There 
are no dues or other expenses pay- 
able to National Headquarters. 


Where Store Organizations 
Now Exist 


In stores where there is already 
in operation some form of staff or- 
ganization, it will be possible to 
utilize the Ladder Club service and 
programs without changing the 
name or purport of the store or- 
ganization, provided one meeting a 
month is devoted to the Ladder 
Club programs. 


By-Laws 
Each local Ladder Club shall 
adopt such by-laws for its govern- 
ment as it sees fit, provided they 
are not in conflict with the Consti- 
tution. 
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NEW shoe store for 
A men, women and boys, 

known as Rosenberg 
Shoe Store, Inc., was recent- 
ly opened in Shreveport, 
Louisiana. This company op- 
erates two modern shoe re- 
tailing establishments, the 
parent store in Joplin, Mis- 
souri, and the one mentioned 
in Shreveport. It has always 
been a matter of pride with 
the house of Rosenberg, | 
whose service to the Joplin 
public extends over a period 
of more than twenty-five 
years, to give the best in 
merchandise amid surround- 
ings that are inviting and 
in harmony with good taste. 
There are other things that 
account, of course, for the 
well earned prestige of the 
Joplin institution and for 
the initial success of the 
Shreveport store. 
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Rosenberg’s Second Shoe Store Ideal Pattern 
at Shreveport, Louisiana 


Inviting Atmosphere in Interior Due to Many Display Cases 
and Other Novel Features 











back 130 feet, with a mezza- 
nine balcony in the front and 
the rear. The room is of pe- 
culiarly attractive appear- 
ance, added to by its lofty 
high ivory enamelled ceiling 
and walls that reflect the 
light agreeably to the eye. 
There is an abundance of 
natural light from the en- 
trance and from the win- 
dows in the rear, but a mod- 
ern electric system of semi- 
indirect lighting has been 
installed for use on dark 
days and at night. 


Well-Lighted Display Cases 


The woodwork is uniform 
in pattern, black walnut in 
birch finish. The walls are 
lined with well arranged 
shelving, holding a large 
stock of standard, American- 
made shoes. There are many 


Men’s window at Rosenberg’s, Shreveport, La. display cases, cleverly de- 


Perhaps no change in re- The window trimmer used only a couple of calf vised and equipped with the 


tail selling of the last quar- 
ter century is more marked 
than is the increased attention that retail merchants 
give towards fitting out their business homes in such 
a way as to appeal to the better tastes of their cus- 
tomers. The beauty of retail establishments makes the 
selling of high class merchandise to women easier, and 
men have come to expect the same degree of elegance 
and refined atmosphere in the shoe stores they patron- 
ize as in their clubs, hotels and apartments. 


Location Is Ideal 


The store has a very desirable location in the new 
Ricou-Brewster building at the intersection of Milam 
and Marshall streets. This is in the heart of Shreve- 
port’s newer shopping district, and the store enjoys 
the additional advantage of being housed in a large 
six-story office building, the street floor of which is 
given over to retail merchants who carry non-compet- 
ing lines. 

There are twenty feet exterior given.to window dis- 
plays in four large windows and island cases. Rosen- 
berg’s long ago found the value of these silent sales- 
men that work night and day to increase turnover, and 
the windows of the store at Shreveport are models of 
display. 

The store measures 20 feet in width and extends 





skins, yet got an effective display. 


latest innovations in artificial 
lighting and mirror effects. 

There are two rows of specially-built fitting chairs 
with footstools to match. These chairs are of tasty 
patterns, upholstered in genuine leather. 


Novel Features Numerous 


Among the other numerous novel features, is a 
handsomely and completely equipped hosiery depart- 
ment for women. This department is located near the 
entrance, where the eyes of the feminine persuasion 
are sure to fall upon it on entering. It is arranged 
with many of the silent salesman display features. 
The sales of this department have been very satisfac- 
tory. 

A Basic Business Motto 


N. Rosenberg, president of Rosenberg Shoe Stores, 
Inc., of Joplin, Missouri, has had a business experience 
of more than 25 years in the Missouri city. He is a 
business man of mere than common vision and pos- 
sesses an exceptional intuition of service. His motto 
is: “The customer is right 99 times out of 100.” This 
motto is a household proverb in the conduct of the 
business, and according to its teachings the sales per- 
sonnel is taught to deal with the store’s clientele. 

“We keep track of our customers,” Mr. Rosenberg 
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Looking from the entrance. Men’s and women’s 
departments are divided by the aisle. 


said. “‘When anyone buys shoes from us, we believe 
that we can serve him or her in a way that will win 
for us a friend. If that customer were not to return, 
we would naturally assume that there had been some 
shortcomings on our part. We are always ready to 
correct any faults that the patron may find, believ- 
ing that it is our duty to serve the patron to his or her 
full satisfaction. We have a follow-up system, which 
has kept many friends for us and is constantly add- 
ing to the long list of customers.” 

N. Rosenberg still makes his home in Joplin, but he 
visits frequently the Shreveport store, the active man- 
agement of which is in the hands of I. Rosenberg, who 
is an experienced shoe man. 





Pokorny’s, New Orleans, Successfully 
Selling Shoes 65 Years 


(Continued from page 59) 

again; the mail order business is growing rapidly. 
Levey figures that it costs about $1:00 to sell the first 
pair of shoes to an out-of-town custémer by mail; but 
over 90 per cent of those who buy this first pair come 
back for another and the majority of them eventually 
become regular customers. : 

Another interesting thing to be told about this heir 
to an old business is that he still keeps a few old “cord- 
wainers” at work on an upper floor turning out an 
occasional pair of hand-made shoes for some old cus- 
tomer, perhaps in the United States, perhaps in Mex- 
ico, perhaps in Buenos Aires—who bought hand-made 
shoes from the Pokorny’s thirty, forty or fifty years 
ago. 


E. R. Breck Finds Basic Conditions 
Favorable 


Except in Southern California and parts of the 
Southwest, where rainfall has been below normal, shoe 
merchants in the balance of the country express satis- 
faction with basic conditions and are reflecting their 
confidence in 1925 business by placing satisfactory 
orders, according to E. R. Breck, treasurer of the 
Daniel Green Felt Shoe Company, who has just re- 
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There’s dignity to this women’s window trim at 
Rosenberg’s. Arranged by Francis H. Norton. 





turned from a trip covering the country west of New 
York. 

Although most of the country west of the Missis- 
sippi did not feel the wave of prosperity that was so 
noticeable in the East during the latter part of 1924 
they are basing their optimism on signs of good crops, 
as indicated by good rainfall throughout most of the 
agricultural sections. 





Texas—An Inspiration 
(Continued from page 60) 
in the better-grade stores that are merchandising 
along safe and sane lines. In Texas, as in New York 
State, Illinois or California; the good, legitimate mer- 
chants are being confronted with all sorts of competi- 
tion and are being annoyed by spacious advertising, 
but they continue to sell shoes in the right fitting 
and in the right selections at a profit. 

The morale of the American people as a buying 
people is getting stronger every day, and the mer- 
chant is feeling this return of confidence. The public 
finds that it pays to be more discriminating in select- 
ing source of supply in shoes as well as other mer- 
chandise, and is gradually learning to pay a good price 
for good merchandise with service included. 

In talking with representative merchants during my 
travels, I was greatly impressed with the uniformity 
of opinion that the public is appreciating individual 
service in the way of fittings and style selections. The 
customer is coming back to the retail shoe store after 
having been a shopper. Constancy of service will 
achieve success after fly-by-night methods have been 
jazzed away. 

I should feel that any report that I might make re- 
garding my trip to Texas would be incomplete if I 


-did not express my deep appreciation to the retail mer- 


chants in groups and individually for the spirit of hos- 
pitality that was accorded me wherever I went. To the 
kindness of such Texas leaders as L. E. Langston, 
E. C. Jordan, H. C. Meacham, Leonard Volk, Bud 
Kahn, Bob Hill, Lou Tuffly, John and Will Buckley, 
H. C. Scoggins and others I shall feel forever indebted 
for one of the pleasantest and most inspiring pil- 
grimages that I have ever made in the shoe world. 
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Let’s Have a Style Show with Some Real 


Style Significance 


Should Be Much More Than a Mere Advertising Medium 


a beautiful pastoral picture by a great American 
George Innes—a landscape masterpiece 
entitled “Peace and Plenty.” It never fails to charm 
all who behold it. Beautifully rendered, perfect in en- 
semble and detail, it creates the clear impression fit- 
tingly set forth by the title. 

This picture is a supreme example of the results 


|: the Metropolitan Museum of Fine Arts there is 


artist, 


possible from the 
efficient use of every 
resource at hand. 
The supreme skill of 
the artist has pro- 
duced a masterpiece 
only through the 
perfect co-ordina- 
of every element of 
material and effort. 

It seems to me 
that our industry 
thus far has failed 
to co-ordinate effi- 
ciently the inherent 
possibilities of our 
Style Shows and 
Trade Exhibits so 
that we get from 
them sound eco- 
nomic advantages 
not only possible but 
much needed. by 
buyer and maker 
alike. 

The contrast be- 
tween results of past 
efforts and the re- 
sults of the efforts 
of George Innes in 
his masterpiece is 
obvious not only as 
regards the perfec- 
tion of the results 
but the title as well. 

We have in the 
past failed to give 
the “Style Show” 
any real style sig- 
nificance. A_ vital 
error, indeed, badly 
limiting the useful- 
ness not only of the 


for Manufacturers 


By A. F. BANCROFT 
President of the Boston Shoe and Leather Fair 


merits as a style. 


“*A correct style show can be a decided economic advantage,”’ says Mr. 
Bancroft, “‘but it can approach authenticity only when it is inde- 
pendent of any and all manufacturers’ private advertising, where 
every style on the runway is a correct type for the period involved, 
standing only on its own merits as a style’ ; 


Style Show itself but of the Trade Exhibits and the 
whole apparatus of these gatherings. 

A correct Style Show can be a real economic benefit, 
but it can approach authenticity only when it is inde- 
pendent of any and all manufacturers’ private adver- 
tising, where every style on the runway is a correct 
type for the period involved, standing only on its own 


The total parade 
of models should 
portray a forecasted 
cross section of the 
period of interest, 
each model being 
clothed from head 
to foot correctly for 
a definite occasion. 
Every important 
style factor of the 
period in question 
should be repre- 
sented and the en- 
tire revue should 
give the observer a 
sound basis for 
forming his opinion 
as to how his cus- 
tomers will want to 
look, and what shoes 
will be needed by 
them so that they 
will be properly 
dressed. 

Many retail shoe 
buyers are said to 
permit Conventions 
and Style Shows to 
delay their early 
season buying. Un- 
fortunately the 
vogue of Style 
Shows and Conven- 
tions appeared about 
the same time as the 
vogue of _ rapid- 
changing styles and 
the resultant effort 
to buy as nearly 
as possible to the 
period of sale. 
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I, personally, think that the Style Shows have been 
very often blamed for holding up buying when the 
influence of the new place of footwear in the ensemble 
of dress was the hidden cause. However, to my certain 
knowledge Style Shows do not delay the early season 
buying of many of the most successful operators in 
the country, and I think that every season we are 
approaching the universal agreement that it is un- 
sound to permit Style Shows to have any deterrent 
effect upon basic buying. Rather the Style Show and 
Trade Exhibit should be welcomed as an opportunity 
for skillfully 


Balancing the Stock. 


Let us return to the thought of the picture of 
“Peace and Plenty.” The artist, about to paint this 
picture, determined upon the subject, the general 
treatment and the size. He prepared the canvas and 
laid out the main elements. Then, bit by bit, as knowl- 
edge and inspiration unfolded to his assistance, the 
completely balanced picture grew into the glorious 
finished article. 

So it should be with a retail shoe stock. The dealer 
knows the basic lines on which he reasonably expects 
to operate. These he can and always should anticipate, 
and buy as far in advance as possible, not only for the 
general economic good of the industry reflected to 
him through benefits to the manufacturer in ulti- 
mately lower costs and more uniform quality, but 
further to his selfish gain in better made shoes and 
surer deliveries, more satisfactory customers, less loss 
of sales, and less controversy on the whole. 

The Style Show and Trade Exhibit offers him ‘the 
nearly perfect opportunity for the final balancing and, 
therefore, perfecting of his stock. 

This is one of the biggest reasons why every retail 
merchant should attend a correct Style Show. In ac- 
complishing such a stroke the expense of the trip be- 
comes insignificant; it is expensive not to take it. 


Exhibits 


The exhibits of individual manufacturers offer the 
buyer a practical complement to the correct Style 
Show. In conjunction with a correct Style Show he 
makes a careful inspection in a minimum of time of 
everything that the market affords, thus keeping him- 
self thoroughly in touch with the possibilities of doing 
business with the various manufacturers in each 
grade. If he makes a thorough review the worst he 
can do is to have the satisfaction of feeling that his 
present lines are right. On the other hand, the de- 
serving manufacturer, tanner, etc., has the opportu- 
nity to be placed before the attention of all the at- 
tendant buyers. The retailer has brought to his at- 
tention the possibilities of many leathers, findings, 
etc., throughout the many different types of exhibits 
which range from shoe manufacturers and tanners to 
findings and advertising agencies. 


Working Exhibits 


Not the least valuable possibility is the educational 
feature of Working Exhibits. No man can learn too 
much about the industry of which he is a part and this 


BOOT AND SHOE RECORDER 65 


applies particularly to the younger men who are at- 
tending their first exposition—sons entering the busi- 
ness, clerks rising to positions of assistant buyers, etc. 
The broadening educational value of watching the 
manufacture of lasts, of satin, of linings, of cartons, 
of wood heels, and of shoes, etc., etc., is an opportunity 
which should not be taken lightly. 

Thus in a minimum of time and space and in the 
most efficient manner possible the attendant of a cor- 
rect Style Show and Trade Exhibit can get his style 
ideas settled, his stocks balanced, review the field of 
manufacture, get a splendid educational benefit and 
find the broadening opportunity to exchange ideas 
with hundreds of manufacturers and other retailers. 

Of course, out of the occasion he will get just what 
he puts in, and if he approaches the opportunity with 
a wholesome idea for fun-making and without any 
serious realization of the solemn possibilities of the 
occasion, then he will get from the exposition no more 
than would George Innes had he dissipated his can- 
vas and his paints and his ideas. 





This Gulfport Man Makes His Mark-Up 
Fit the Style 


Gulfport, Miss——Gulfport is enjoying a nice little 
boom that was brought about by the Illinois Central 
R. R. advertising, and the fact that the town itself 
is spending two and a half millions on docks and 
waterfront and a million on good roads. The town is 
fortunate in having a year-round resort appeal, the 
Northerners coming here in the winter and the South- 
erners spending their summers here. 

There are a lot of places in the town that sell shoes 
but there is one store in particular, that of J. E. Buf- 
kin, which is catering to the young trade and making 
good on it. As an example, a short time ago in this 
store, which is a branch of his Hattiesburg store, he 
had six pairs of red and six pairs of blue satin slip- 
pers that retailed for twelve dollars. He figured that 
if he could get cost out of these extreme high style 
novelties, he would be perfectly satisfied. Five days 
later every pair had been sold and special orders had 
been taken for six more pairs. The youngsters in town 
are just eating up the extreme styles and he is feeding 
them. There are few merchants who would have dared 
to buy shoes of this type in the first place, neither 
would they have had the courage to take a perishable 
shoe of this sort, costing five dollars, and retail it at 
twelve. 

Bufkin has taken all colored suedes that he had 
left over from last year in his other store, and is 
cleaning them out at one price—$2.85. One point to 
be considered, folks around town had not seen these 
shoes before, so they looked quite attractive to them, 
which is possibly one reason for their ready sale. 

To go back to the colored satins, the twelve pairs 
cost sixty dollars so he figured that if he sold only 
five pairs, he would have his money back, and at the 
same time create quite a bit of favorable comment. It 
worked out that he sold the lot for one hundred and 
forty-four dollars, got a good profit and some splendid 
advertising. 
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Dealers Take Pride in Selling Them Men Take Pride in Wearing Them 






THE ARISTOCRAT OF AMERICAN SHOES 





There is a certain prestige that rightfully 
comes to every dealer who handles Nettleton 
Shoes. Fine shoes bring the best trade of your 
city to your store. 








Backed up by aggressive national advertising 
and with an In-Stock Department of 38 styles 
from which to draw, the Nettleton agency in any 
city is a profitable asset to a dealer. 







All men know ‘‘Nettleton’s’’ — just say you have them 


A. E. NETTLETON COMPANY 


Gentlemen’s Fine Shoes Exclusively Since 1879 






H. W. COOK, President 
SYRACUSE, NEW YORK, U.S. A. 






The BUCKMINSTER 
No. 061 













_(Medium Shade_ 
of Tan Viking | 


One eer . 
Price $8.75: 
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AFTER EASTER! 


These Styles Will Prevail 


“VANITY” 


No. 1035—Light Li Calf ceceen. 

No. 1070—Light Tan Calf, two-button, oa beather flapper heel, Us a 
eeneiey, Sige wean Eee, 8D. Lae No. 1037—Same in patent leather, A to 
.00 


No. 1059—Blond Satin Opera, hand- 
woven wy er and brown, a 


7 HIGHEST 
wed heal, tan iiigator cal unider i, QUALITY TURNS 


No. 1000—Patent Colt Step-In, fla 
wood heel, B to D. “ 00 
oe 


No. 6463 Stes 2088 


No. 6463—Black Satin Opera, 14/7 spike 1053—Light Tan Calf Step-In, ws 
heel, A to D $4.25 


IN STOCK = Fa 


for 
Immediate Delivery 


“POWELL & CAMPBELL 


MANUFACTURING WHOLESALERS OF DR. CAMPBELL’S HEALTH SHOES 


122-124 DUANE STREET NEW YORK 
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You won't have to wait for your 
Crepe Soled Shoes, if you specify 


tC hw. © 


PLANTATION FINISHED CREPE RUBBER SOLES 


UR foresight in securing 

large quantities of the finest 
plantation crepe rubber, enables 
us to make 


IMMEDIATE DELIVERIES 
of CLICO SOLES 


in any outsole or doubler weight 
desired 


and in the preferred close, fine 
firm grain. 


All previous crepe sole sales 
records will be broken this spring 
and summer. 


Don’t be caught unprepared. 


Order now — specify CLICO and 
have your shoes when you need 
them. , 


Clark Rubber Mfg. Co. 


Andover, Mass. 
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Style No. S350—Boys’ and Big 
Boys’ tan Calf Bal Oxford on 
BOBBY BURNS last. Good weight 
oak bend outsole with rubber heels. 
A very snappy style just recently 
added to our stock shoe line on our 
latest style last. 

IN STOCK B-C-D WIDTHS 
Som, Boys’ 1 to 6—Big Boys, 614 
to 6. 
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STYLE No. S286—Gents’ and Youths’ 26 Tan Kip Blucher Oxford 
with tan calf golf strap and back stay. On JUNIOR last with rubber 
spring heel and soft box. A new style just recently added to our stock 
shoe line which is proving to be a big seller. 
IN STOCK C-D WIDTHS 
Sizes, Gents’ 8 to 1344—Youths’ | to 2 


EASTER STYLES 


That Will Popularize Your Store 


HOUSANDS of boys will buy new shoes between April 1 
and April 12—that is certain. 


But will YOU carry the line that will win this business? 


We believe you'll agree that the styles illustrated above incor- 
porate the mannish trend and up to the minute style every boy 
wants. They will bring a bigger and more profitable share of this 
business than you have ever enjoyed before. 

Make this your biggest Easter season—start these easy, profit- 
able Excelsior sales your way NOW by getting your order in the 
mails today. 


STYLE No. S279—Gent's’~ and 
Youths’ Patent Golt Blucher Ox- 
ford on JUNIOR last. A very 
popular style that is being sold by 
department stores to both boys and 
girls. Flexated outsole, rubber 
spring heel, plain toe, no box, crimp 


vamp. 
7 fn STOCK C-D WIDTHS 
Sizes, Gents’ 8 to 1344— Youths’ I to 2 


These well written book- 
lets on Radio are real 
boys’ sales builders. They 
are part of our Dealer 
elp plan—yours upon 
request. 


*y 


THE EXCELSIOR SHOE CO. Portsmouth, Ohio 


EXCELSIOR MEDAL SHOES 


“The Kind the Boys Want” 


When writing to advertisers please mention Boot ann Suox Recorper 
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‘How do your Shoes 


Look when you take them out of the box? 
,Have they that desirable “ pumpy’”’ stand-up appear- 
ace that, indicates improved manufacturing 


_pritede<t they look like the picture below: — Shelving 


— 





are strong, fire-resistant— 

aa kly erected or re-erected 

without special tools—and giving 10 
to 30% greater storage space. 

To fit growing needs, additional units may be 


added later—or the entire installation moved 
and re-erected elsewhere. 


Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense 
and no upkeep. The Alisteel mark on shelving 
is your guarantee of permanent satisfaction. 


Write for a copy of ‘Saving with Shelving’’ 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 


Before using Abbot Counter Presser 


Turn away from the top picture and look at the 

\ picture below, showing how manufacturers who want 

‘ to improve the salability of their merchandise can 

do so by using the simple, inexpensive little Abbot 
Counter Presser. 


























l4fter using Abbot Counter Presser 


Ask us for the names of Shoe manufacturers using 
the Abbot Counter Presser and we'll give you the 
names of most of the leading manufacturers in the 
Country. ‘S$ 





SSS Attach this Coupon to your firm letterhead SSeee 
The General Fireproofing Co., Youngstown, Ohio 
Please send me without obligation a copy of your book, “‘Saving with] 
Shelving.” 





A. E.WILSON & Co., INC. 


AUBURN MAINE 
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DARBROOK 


DARBROOK SHOE SATINS 


are the result of manufacturing team work 
—the raw material buyer who provides 
the right quality silk — the mill manager 
—the foreman — spinner—weaver— and 
finisher—all not only contribute their 
best, but co-ordinate it. 


DARBROOK SHOE SATINS in conse- 


quence have achieved a reputation for 
quality and service of which we are proud. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 


SHOE SATINS | 
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N.S. T. A. to Have “Simultaneous Day”’ 






President James L. Scanlon Appoints Saturday, April 11, for a Get-Together of Every 
Local—Chicago Adds 25 Names to Membership List 


the National Shoe Travelers’ 
Association, through the Na- 
tional Office in Boston, has sent out 
a “proclamation” that Saturday, 
April 11, shall be set aside by every 
‘shoe traveling salesman in the 
United States as “Simultaneous 
Day.” President Scanlon’s thought 
in issuing this call for assembly 
is that the officers of every local 
association should send out a no- 
tice for a meeting on that particu- 
lar day. At this meeting, the Code 
of Ethics of the N. S. T. A. is to 
be read, the resolutions adopted by 
the N. S. T. A., the reading of the 
letters of the National Boot and 
Shoe Manufacturers’ Association, 
and the National Shoe Retailers’ 
Association, expressing co-opera- 
tion, the exchange of thought of 
member with brother member, the 
introduction of the new to the old. 
To this meeting, President Scanlon 
hopes that every member will bring 
at least one non-member, or pros- 
pect. 
Country-Wide Meets 

If the officers of the locals are on 
their territories in distant cities, 
President Scanlon expects that they 
will call together every traveling 
shoe salesman who happens to be 
in the same town and arrange a 
“get-together,” not only for a 
luncheon, but for the purpose of 
explaining to non-members what 
the N. S. T. A. stands for and its 
accomplishments. 

Chicago Hears Good Speakers 

The Chicago Shoe Travelers’ 
monthly meeting was held Satur- 
day, March 21, in the East Room of 
the Hotel LaSalle. About fifty mem- 


J AMES L. Scanlon, President of 


bers heard John Hoveland, of Hove- 
land, Sardeson and McComb, gar- 
ment manufacturers, talk on pres- 
ent-day sales problems and how 
they are being met by executives 
in the garment trades. 

Alderman U. S. Schwartz ex- 
plained to the members the intri- 
cacies of the new traction ordi- 
nance of which he is the author. 
This ordinance is shortly to be sub- 
mitted to the voters in the hopes of 


clarifying Chicago’s traction 
troubles. 
President Ruwitch announced 


that twenty-five new members had 
come into the association since the 
last meeting a month ago. 





JAMES L. SCANLON 
President of the National Shoe 


Travelers’ Association. He is 
Philadelphia representative for 
Lunn & Sweet Shoe Co. 


J. M. Herman’s Salesforce 
News 


Warren A. Ellice, who has repre- 
sented Joseph M. Herman Shoe Co. 
for the past two years in Illinois 
and Wisconsin, has resigned. In 
his place, Sales Manager Arthur C. 
Stern has appointed John T. Walsh 
of Chicago as representative in all 
of the Illinois cities and towns lo- 
cated in Cook and Lake Counties, 
also part of Wisconsin. 

Walter H. Hoag, of Chicago, will 
represent Joseph M. Herman in IIl- 
inois, excepting Cook and Lake 
Counties. He also covers a section 
of Iowa, east of and including a 
line running north and _ south 
through Fort Dodge and Perry. 
George W. Nethery covers Western 
Texas for this house. 


Agnew with Levie Shoe Co. 


Russell Agnew, formerly mana- 
ger of the Brandt’s Stores in St. 
Louis, and also for 15 years buyer 
for O’Connor & Goldberg’s men’s 
shoes, Chicago, has joined the sales 
organization of the Levie Shoe 
Company, of Chicago, Ill. Mr. Ag- 
new will travel Illinois, Missouri, 
Kansas and Oklahoma. He was a 
visitor in St. Louis recently where 
he has a large host of friends in 
the shoe field. 


Husetter Adds to Territory 


J. M. Husetter, for the past 
three years Detroit representative 
for the Scholl Manufacturing Co., 
has been given additional territory 
covering seven counties. 
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The leather of which a shoe is 
made often decides at first sight 
whether the shoe is bought or not. 


‘pense loveliness is a stronger than ever shoe 


sales force now-a-days. 


Just as the most truly beautiful colors in dresses 
require the finest of fabrics to bring them out 
—so the choicest raw stock that grows can only be 


used in producing NEW CASTLE colors. 


That is why shoe men who know. the value of 
perfection of detail are favoring NEW CASTLE 
colors so positively 


BLOND 
APRICOT and MOCHA 


are in the lead, but you will find, as well, every 
shade that is in harmony with the fashion note 
in the long range of NEW CASTLE colors 


NEW CASTLE LEATHER CO.,, Inc. 
100 Gold Street New York City 


APRICOT 
Color 99 
MOCHA 
Color 925 
SUDAN 
Color 823 
ROSEWOOD 


Color 700 
CHAMPAGNE 


Color 725 
SAND 


Color 17 
PEARL GRAY 


Color 18 
PRISCILLA GRAY 


Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 


Color 2 
PICANINNY BROWN 
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GEO. W. METTLER 
Who covers Portland, Oregon 


and close-by territory for 
Fithian-Barker Shoe Co. 


“Way Out West” in Portland, 
Oregon, George W. Mettler is 
known as “Kewpie Mettler,” for the 
reason that he sells as many “Kew- 
pie Twins” as any one man who 
has an opportunity to sell them. He 
is also a big booster for “National 
Park” boots and Foster’s for the 
young ladies. Mr. Mettler recently 
wrote to the Recorder that his 1924 
business showed a very substantial 
increase over the 1923, and it looks 
as though the coming year would 
be equally as good, if not better, 
judging from the first two months’ 
shipments. He states that the lum- 
ber camps of the northwest on 
which the business of this city 
largely depends are now beginning 
to open up and the merchants are 
in a very optimistic mood. 

Mr. Mettler covers Portland and 
close-by territory and he says that 
this city is showing the healthiest 
growth in its history; that business 
here ought to fairly “hum” this 
summer, with the natural influx 
of people as a result of the many 
conventions listed. Mr. Mettler 
travels for Fithian-Barker Shoe 
Co., who is northwestern’ distrib- 
utor for the Juvenile Shoe Corpor- 
ation. 


A Sizable Shoe Polish Order 


When one kind of shoe polish sells 
in two carload orders it is no won- 
der that salesmen get a “kick” that 
sets them ahead for even greater 
things. Whittemore Bros., of Cam- 
bridge, Mass., recently received an 
order for 525 gross of shoe polish 
of a single kind from one of their 


salesmen, who about a year ago saw 
things changing in his territory so 
much that sales were none too fre- 
quent or large. He got busy and by 
the exercise of some originality the 
whole tide of trade has been turned 
in his favor. A high compliment is 
paid to his product for he depended 
on his product plus his originality 
and aggressiveness to put it over 
right. 

His latest report to the house is 
to the effect that this two carload 
order will in all probability be fol- 
lowed by double the amount before 
the year is over. Just for a moment, 
drop the cross word puzzle; multiply 
525 gross by 144 and see what a 
very great number of single pack- 
ages of one kind of polish that 
salesman sold. 


R. B. McCarthy Entertains 

R. B. “Dick” McCarthy, of 183 
Essex street, Boston, who repre- 
sents the Brown Shoe Co., in New 
England territory, entertained two 
of his very good customer-friends 
from the I. H. Morse stores, last 
week. One was General Manager 
W. E. (“Billy”) Woods, of Lowell, 
and A. Anderson, manager of the 
I. H. Morse Worcester store. These 
men had come to Boston to buy 
more “Buster Browns,” “which,” 
said Mr. Woods, “we carry exclu- 
sively for our boys’ and girls’ 
trade.” Mr. McCarthy has known 
“Billy” Woods ever since he, as a 
boy of 18, became buyer for the 
Twentieth Century store, Lowell. 
Therefore, “Billy’s” frequent visits 
to “Dick” are always the occasions 
for much reminiscing. 


Meade with Stone-Tarlow 

Thomas H. (“Tommy”) Meade, 
one of the.most popular salesmen 
traveling out of Boston, has joined 
the salesforce of Stone-Tarlow 
Company, Inc., Brockton. Mr. 
Meade’s territory is Pennsylvania. 
He has had a wide experience in 
the high-grade men’s shoemaking 
and selling. 


With Hutchinson-Winch 


Branch 

Harvey Erbinger, who for some 
years past, has represented Boston 
shoe houses in Michigan, has now 
made a new connection. Mr. Er- 
binger is now representing the 
Hutchinson-Winch Branch of the 
International Shoe Co. He is a 
resident of Michigan and will con- 
tinue to cover that state with 
headquarters in the Temple Build- 
ing, Detroit. 
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R. E. GORDON 


Who covers Ohio for the Marion 
Shoe Co. 


Dick Gordon has joined the sales- 
force of the Marion Shoe Company 
and will cover Ohio. Dick has an en- 
viable record of seventeen success- 
ful years with one concern. Ohio 
shoe men who know him say “Dick” 
Gordon and Marion shoes are a 
wonderful combination. 


Thurston Is Berkshire’s 
Sales Manager 

A. Henry Thurston is sales man- 
ager for the Berkshire Moccasin 
Co., and covers the eastern part of 
Massachusetts for this house. G. H. 
Cummings covers all of New Eng- 
land except eastern Massachusetts ; 
James Slauson, New Jersey and 
part of New York City; Frank 
Simpson, New York City; M. Bak- 
er, eastern Pennsylvania; Charles 
E. Wilson, Indiana; J. A. Bleu, 
Ohio; James Bell, the South; P. 
Fraser Martin, California. 

Mr. Thurston has been with the 
Berkshire folks for about six 
months and is very enthusiastic 
over the line. “Our business is a 
growing one,” said he. “In the three 
years since the Berkshire moccasin 
made its debut to the trade, it has 
been steadily climbing through re- 
peat orders. 


7 on Coast with 
ahill Line 

J. T. Murray of Los Angeles, 
Calif., is now traveling California 


‘showing “Cahill Catchy Creations” 


in McKays and welts made by The 
Cahill Shoe Co. of Cincinnati, Ohio. 
Mr. Murray is well known on the 
coast. 
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DRESSY STYLES- -STYLISH STAPLES- -FOR ALL 


Now, and for Easter and after—Patent and more Patent for 
all ’round saleability—Patent of beautiful grain and finish, 
backed by the Sterling name—leathers that add quality and 
create better values in footwear and build goodwill where- 
ever sold. 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY STO lO). a Ft e 
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Good Trade on Two-Tones 
for Women Chicago Reports 


CHICAGO — Retail shoe mer- 
chants have been encouraged by 
the increase in interest in footwear 
and many stocks that were begin- 
ning to cause their owners some un- 
easiness have been whittled down 
to a safer total. 

The demand for two-toned foot- 
wear, and especially in the pump 
styles, continues to hold a steady 
place and the prevailing models 
shown are variations of this type in 
heels, straps and tongues and 
thread trimmings. Blond satin has 
been steadily moving, but in the 
past ten days black satin and pat- 
ent has stepped out into a pleasing 
volume all up and down State 
street. 

In the Holden store, almost three 
pairs of black patent and satins 
were sold to every one pair of other 
styles and Manager Emmett con- 
fesses that he is able to ascribe no 
reason for the sudden shift. Inci- 
dentally the business of the Holden 
store has shown a very satisfactory 
increase over a year ago, and Mana- 
ger Emmett says it’s “giving the 
customer what they want” that 
seems to be the answer. 


Black Satin in New Styles 


Some striking new models in 
black satin are shown in Bedell’s 
windows with colored silk thread 
trimming over the vamps, ard 
some corded trims. The patterns 
are plain or strap pumps and the 
bright colored thread trimming 
makes a very dainty contrast. This 
new “wrinkle” in trimming satins 
seems to have taken a precedence 
over bead trimmings and is finding 
favor among the women buyers. 
Bedell’s also have some dainty small 
tongued colonials to which has been 
added silk ribbon bows of bright 
colors, a very attractive combina- 
tion with the black patent leathers. 


Showing Combinations 


Some of the other State street 
stores are making quite a feature 
of the kid and patnt combinations. 
Many are showing the novelty 
leathers in combination with har- 
monizing and contrasting vamps 
and quarters. Some pretty tan calf 
pumps in the new blond shade are 
rivaling the kids for dainty color- 
ing and this shade seems to have 
some considerable possibilities as a 
summer seller. The penny or copper 
shaded satins that had behind them 


a very promising prediction as a 
seller have not yet reached any con- 
siderable volume in the stores. 


Style Show at Boston Store 


Manager L. M. Rudich, of the 
Boston store, recently presented a 
style show in the shoe department. 
It attracted considerable attention. 


Rudich used the style show “stunt”. 


as a follow-up immediately after 


‘a very successful sale held in the 


store. Several living models wore 
latest styles. 


Hanan’s Windows Attract 
Much Attention 


Hanan’s beautiful store at Madi- 
son and Wabash avenues makes a 
distinct appeal for a better class of 
buyers with window trims in which 
few shoes are shown but each shoe 
serves as a unit. It is easy for the 
eye to see and comprehend. 

In the men’s window each unit 
consists of a pair of shoes with 
fancy stripe hose in blue and brown 
shades with Paris garters. Suede 
leather spats are shown in another 
unit trim with black and tan shoes. 

In the women’s display window, 
the predominent shoes are patent 
or champagne, fancy garters, some 
with rhinestone buckles, which il- 
lustrates the fact that the shoe 
store is the place to buy garters. 
The hosiery trim in connection with 
each shoe serves to show all of the 
variety of color in the spring styles. 


Meyer Features Men’s 
Hosiery 

Harry A. Meyer, of the Bosto- 
nian store, at Monroe and Wabash 
avenues, put in their spring window 
trim recently. Every shoe shown 
was a light tan shade. An appeal 
to the college boy is made with 
socks at twenty-five cents a pair, 
in all the cross-word puzzle pat- 
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terns and colors now the prevailing 
fad among the college chaps. Harry 
Meyer’s store .has sold several 
thousand pairs of these socks to the 
Northwestern University and Chi- 
cago University students. 


Foster Shows New Tan 
Shade 


The Foster Shoe store on Wa- 
bash avenue, near Washington St., 
is showing a new shade of tan which 
this store calls “Amber.” The en- 
tire window is given to the display 
of five patterns: a Colonial pattern, 
oxfords, ankle straps, and a cross 
strap over the instep which starts 
from the outer side of the shoe and 
crosses back through the instep to 
a button on the outside of the in- 
step. The fifth pattern is Foster’s 
new “Sabot” which is a style pat- 
tern somewhat after the sabot 
worn by the French peasant. Each 
of these five patterns has a trim of 
white. The contrast against the Am- 
ber color of tan gives to the appear- 
ance of these shoes individuality. 

The Foster window trim of chil- 
dren’s footwear shows every style 
of shoe dear to a boy’s or girl’s eye, 
with a Sabot pattern in new fea- 
tures to please the fancy of the 
growing girl. Sail boats and skip- 
ping ropes are used for decorations. 


Ruby Selects Pigskin in 
Combination 

Alfred J. Ruby’s store on Wash- 
ington street, near Wabash avenue, 
is featuring a pigskin quarter with 
heel to match, with a tan vamp 
made with a spike heel, scalloped 
collar for the edge trim. It has a 
small buckle. 

Alfred J. Ruby, Inc., opened a 
new store in the Edgewater Beach 
hotel, facing on Sheridan Road, 
with an entrance also from the hotel. 
This is the only shoe store in the 
hotel, or within a half mile. This 
store has been equipped and is in 
keeping with the fine appearance of 
this hotel which everywhere is 
known for its beauty. Mr. Ruby 
will be assisted in the new shoe 
store by D. F. Calahan. 








Varied Demand for Styles 
Says Milwaukee Report 


MILWAUKEE — Favorable 
weather is at last greeting Mil- 
waukee shoe merchants and the re- 
sults are proving very satisfactory. 
Warm, sunny spring days have been 


making both men and women real- 
ize that it is time to select a spring 
outfit, and shoes are coming in for 
their share of attention, as rubbers 
and boots are discarded. Saturday, 
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A New Idea in an 
ARCH SUPPORT SHOE 


Genuine Imported Australian Black Kangaroo 


Imported English Bleached 
Calf Backstay, Sidestay, 
Heelstay and Blue Lining. 







Felt Padded 
Tongues. 


Oxfords at 
4,40 











First Quality Half 
Rubber Heel. 


Extra Heavy-weight 
Corrugated Steel 
Arch Support Shank. 


Full Grain Leather 
Innersole 





9 Iron Oak Outsole 


In Stock! 


B, C and D Widths in Shoes and Oxfords. 


DAVIES SHOE MFG. COMPANY 


RACINE, WISCONSIN 











When writing to advertisers please mention Boot anv Suoz Reconper 





April 4 


Marcel 
shoe s 
indica 
starte 
warm 
a ste 
minat 
precec 
ahead 
and t] 

De! 
color 
store 
Colon 
black 
paten 
store 
for bl 
repor 
paten 

Th 
excep 
Satin 
shade 
binat 
quart 
patte 
pum} 
ties : 
ent [ 
of | 
Span 
heels 

Me 
to tk 
wear 
been 
toe § 
some 
place 


( 


Ac 
Gleu 
of W 
F. G 
ond 
Wisc 
tion, 
tired 
the | 
devo 
the ] 


Rapi 
Mr. 

and . 
have 
shoe 


ment 
whic 
the > 
but 
ing 
an a 
of t 








25 








April 4, 1925 


March 21, was a big day for all 
shoe stores, and the following week 
indicated that Easter business had 
started. With the continuation of 
warm weather merchants look for 
a steady increase in business cul- 
minating in a rush during the week 
preceding Easter. Sales are running 
ahead of last year in many cases, 
and the outlook is encouraging. 

Demand is varied as to style, 
color and material. One high grade 
store has been very successful with 
Colonial effects and sailor ties in 
black and brown kid, tan calf and* 
patent, in the order mentioned. This 
store has also noted a steady call 
for blond satins. Another shoe store 
reports tan calfs very active with 
patents running a close second. 

There is no outstanding feature 
except the variety of the demand. 
Satins in blond, black and penny 
shades, tan calf, patents and com- 
binations of patent with tan or gray 
quarters have also shown activity in 
patterns which include D’Orsay 
pumps, Deauville sandals, straps, 
ties and others. One D’Orsay pat- 
ent pump has an underlaid design 
of gray and fancy stitching. 
Spanish, Cuban and junior Louis 
heels are popular. 

Men have also responded nicely 
to the suggestion of spring foot- 
wear, and light tan oxfords have 
been moving in wide and medium- 
toe styles. Blacks are moving in 
some cases, but they take a second 
place. 


Gleue to Leave Store 
According to announcement from 
Gleue Bros, Inc., retail shoe store 
of Wisconsin Rapids, Wis., William 
F. Gleue, who has served as sec- 
ond and first vice-president of the 
Wisconsin Shoe Retailers’ Associa- 
tion, and now a director, has re- 
tired from active management of 
the Wisconsin Rapids store and will 
devote his time to traveling for 
the Hood Rubber Products Co. 
Management of the Wisconsin 
Rapids store will be taken over by 
Mr. Gleue’s two sons, Erwin W. 
and Archie W. Gleue, both of whom 
have been connected with the retail 
shoe business for many years. 


Describes New Leather 


After much time spent on experi- 
ments, a leather has been produced 
which will allow perspiration from 
the foot to escape from footwear, 
but will prevent water from enter- 
ing from the outside, according to 
an address given before a meeting 
of the Wisconsin Shoe Travelers’ 





New Sport Shoes 

Although the majority of 
Milwaukee stores are not 
planning to feature sport 
shoes for another few weeks, 
a few new styles are making 
their appearance. For women, 
the tendency is toward plain, 
serviceable styles in golf 
shoes, such as tan calf ox- 
fords with rubber or crepe 
soles. One store is featuring a 
new cross word effect in a 
sport oxford, with the tan de- 
sign on patent or smoked elk. 
For men’s golf shoes, either 
plain tan or two-tone effects 
are being shown, in the ma- 
jority of cases with crepe 
soles, but also with rubber 
soles. More elaborate patterns 
for wear with fancy sport 
costumes have made their ap- 
pearance in few cases, the ma- 
jority of these being cross 
word effects. 











Association by John Arthur Wilson, 
chief chemist for A. F. Gallun & 
Sons Co., Milwaukee tanners. Mr. 
Wilson stated that since the middle 
of the month, a leather has been 
developed which allows water to 
penetrate it in one direction four 
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times as fast as in the opposite di- 
rectien. The effect, which will cause 
shoes to permit the escape of per- 
spiration and at the same time to 
shed water, is obtained by finish- 
ing. The new leather is not yet on 
the market, Mr. Wilson stated. The 
address added greatly to the inter- 
est of/the March meeting of the as- 
sociation. 


Fire at Davies Factory 


Damage amounting to more than 
$40,000 resulted from a fire at the 
factory of the Davies Shoe Manu- 
facturing Co., at Racine, Wis. Dam- 
age to the plant and stock from 
the fire alone was only about $500, 
but water from the sprinkler sys- 
tem and from hose of the firemen 
seriously damaged stock, leather on 
hand and equipment, to an extent 
which is expected to exceed by a 
good margin the estimated $40,000. 
Loss is covered by insurance. 


Open New Store 


Incorporation papers have been 
filed for the O. A. Haase Co., of 
Marinette, Wis., which will conduct 
a retail shoe store. Incorporators 
were E. Haase, E. Vogel and B. 
Heiss. Otto Haase conducted a re- 
tail shoe business in this city for 
a number of years. 





In Fort Worth Shoe Stores 
Satin Styles Very Good 


FORT WORT H—Satins in 
women’s patterns are selling freely. 
Retail shoe merchants of Fort 
Worth report one black satin to one 
light colored and in the matter of 
colors a preference is being shown 
for blond, rather than rosewood, 
penny brown or fallow. Straps and 
pumps are favored over the gore 
effects. Although there %eems to be 
a slight difference in opjnion, it is 
the general idea expressed that 
straps are having more of a vogue 
than pumps. 

Sandal effects in patents are ex- 
pected to increase in popularity 
while Russia calf and all heavier 
types are on the decline. 

Hosiery departments report the 
big call for light shades of hose 
with a leaning toward many of the 
pinker shades. 


Beacon Store in New Home 
The local Beacon store, of which 
Jack Wallace is manager, moved to 


ae 2 


1012 Main street on April first. It 
occupied its home on Houston street 
for five years. 


New Walk-Over Shop 

The newest store in Fort Worth 
is the Walk-Over Shop under the 
managership of M. A. Daniels, an 
experienced shoe man of Little 
Rock and Dallas. 

The new store is one of the most 
attractive in this section. It has a 
floor space of 160 square yards 
with a 70-foot frontage. The in- 
terior is beautifully finished in wal- 
nut and an effective balcony railing 
adds to the beauty of the interior. 

Four salesmen are employed in 
this store. An attractive hosiery de- 
partment with a young saleswoman 
who devotes her entire time to the 
selling of hosiery is another fea- 
ture of the new shop. 

The Walk-Over store put on a 
very unusual and effective adver- 
tising stunt on their opening night. 
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6u can stretch shoes safely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowrn to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 


39 WARREN!STREET, NEW YORK 
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They had a special musical program 
and dance and the music was broad- 
cast over WBAP. More than a hun- 


dred responses were received by 
Mr. Daniels, from the different sec- 
tions of the country. 





San Francisco Reports 
Most Materials Sell Well 


SAN FRANCISCO — The ideal 
weather conditions have been fac- 
tors in permitting the early spring 
season in retail shoe stores to get 
away to a good start. Tan calf pat- 
terns have sold very freely in most 
women’s stores, and patent has also 

’ been very strong. Blond satins, also 
black satins, are in great demand 
and there is every indication to in- 
sure a good trade on these materials 
during the entire spring season. 

Stitchings are used extensively 
on black satin patterns to give a 
novelty effect. 

Men are buying generously of 
tan oxfords of the lighter shades. 
As Easter approaches, operators of 
men’s stores expect volume to in- 
crease gradually. 


Flesh Tones in Hosiery 


The flesh shades in hosiery are 
worn more extensively than other 
shades. Black satin and patent 
leather shoes are usually favored to 
contrast the pale hues of the stock- 
ings, while the new blond satin and 
related rosewood and penny brown 
satin shoes are worn when it is de- 
sired to match the hosiery. 

Sport hosiery for women is at- 
tractive, diamond and check designs 
being used on patterns. 


Convention Plans Progress 


Plans for the annual convention 
of the California Retail Shoe 
Dealers’ Association, to be held at 
Santa Barbara, May 25, 26 and 27, 
were furthered at a recent meeting 
of the board of directors. Secretary 
Melville Kaufmann announced a 
man of national reputation, E. Pea- 
body of the Cluett-Peabody Co. of 
Troy, N. Y., makers of Arrow col- 
lars, will speak at the convention. 

Open forum sessions will be held. 
Will all endeavor to amplify the 
theme of the convention slogan, 
“Let’s Sell "Em Better.” The social 
program is practically completed. 
There will be a supper and dance at 
the Samarkand on Tuesday eve- 
ning, a dinner dance at the Hotel 
Arlington on Wednesday evening 
and, during the days, there will be 
plenty of entertainment for the 
visiting ladies, including a yacht 


ride around the Santa Barbara 
harbor, sight-seeing auto tours, and 
golf for those who care to play. The 
golf tournament for men is to be a 
feature. 


Shows Styles for College 
Students 


A three-days’ exhibit called: “A 
College Footwear Style Exhibit,” 
was held by Sommer & Kaufmann 
in the Hotel Whitecotton, Berkeley, 
Cal. Berkeley is the seat of the Cali- 
fornia State University which has 
the largest registration of any uni- 
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versity in the country. The style 
show was open every afternoon and 
evening and while large numbers of 
both girls and boys attended, more 
men than women were present. 
W. F. Tanner, from the market 
street store, and C. A. Floyd, from 
the Grant avenue store of Sommer 
& Kaufmann, were in charge. 

The style show was very compre- 
hensive, including everything in 
shoes that students wear, from 
shoes suitable for the campus, to 
evening shoes. There was an espe- 
cial exhibit of sports shoes and 
hosiery in a section decorated as a 
lawn, with hedge, bags of golf 
sticks and other out-door trim- 
mings. This section especially ap- 
pealed to the men, many of whom 
came again and. brought their 
friends. All the visitors registered, 
giving name and address and this 
is being followed up with literature. 

The show is to be a semi-annual 
event. 





Several Types of Patterns 
Selling Freely in Detroit 


DETROIT—Reports from many 
retail stores indicate the beginning 
of pre-Easter activity in the sale of 
spring footwear. Bright, sunny, 
spring-like days bring out many 
shoppers and all indications point 
to a fairly active Easter business. 

Light tans, apricot shades and 
patents in combination with apri- 
cot, alligator and kindred leathers 
sell in about equal proportions with 
blacks. Tailored effects are promi- 
nent in the demand. At Fyfe’s third 
floor women’s department the best 
seller is a tailored three-strap 
slipper with cut-out sides and 
stitched tip, in all leathers, includ- 
ing black and tan. This style is 
popular because of its fitting quali- 


ties, fulfilling every requisite that - 


many of the pump styles cannot. 

Step-ins, strap pumps, gore styles 
and oxfords, both button and lace, 
are all selling so that it cannot be 
said that any one type has been 
given the popular approval. 


Building on Bagley Avenue 


Planning a new business district 
on Bagley avenue, which will form 
another spoke to the hub at Grand 
Circus Park, with an expenditure 
of $35,000,000 in the next five years 
for stores, theatres, office buildings 


and hotels, realtors have started 


business men thinking. The plan 
includes a number of two-story 
buildings for shops which will 
change the character of the district 
from a residential to a business 
character. These will later be re- 
placed with larger store buildings 
as the district grows in importance. 


Birds’ Have New Depart- 
ment 


S. L. Bird & Son’s recently 
opened a new shoe department on 
the second floor. The opening was 
advertised by a battery of window 
displays of shoes. The women’s de- 
partment for many years had been 
located on the balcony of the main 
floor, while a large space on the 
second floor was given to the men’s 
department. These are now com- 
bined and occupy the entire second 
floor. The fixtures and shelving are 
finished in French gray and the 
walls and other fittings in enamel 
of a bluish tint. 


Maupin Is Manager 


L. D. Maupin, formerly manager 
of the shoe department of the 
Wurzburg Dry Goods Company, 
Grand Rapids, has been made mana- 
ger of the shoe department at 
Ernest Kern’s. 
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For your protection 


eFVivuee of Keds advertisements 


will appear in magazines and news- 
papers this season. Every one will carry 
one message— “they are not Keds unless 
the name Keds is on the shoe”. 


This explains why more people ask for 
Keds than for any other canvas rubber- 
soled shoes. When they come to your 
store for Keds, prove to them that you 
carry genuine Keds by showing them the 
name Keds on the shoes. 


Explain to your customers that all real 
Keds carry the name Keds, and teach them 
to look for it. That is the way to win 
their confidence and their Keds business. 


United States Rubber Company 
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, St. Louis Shoe Stores 
Report Marked Increases 


ST. LOUIS—The week ending 
March 28 has been another six days 
of business, headed in an upward 
direction. Not only was it better 
than the previous six days, but a 
big improvement was shown over 
the same period of a year ago. 
Some stores reported 200 to 300 
per cent increases over last year. 
There is more activity to the buy- 
ing and the Pre-Easter footwear 


flurry can truly be said to be on. It - 


portends to be of a healthy variety 
judging from the first attack. 


Trade-Marked Hosiery 

The Vogue Boot Shop has added 
a line of hosiery which bears the 
company’s trade mark. It is car- 
ried in full-fashioned silk chiffon, 
in all colors. 


Blond Satin Leader 


Blond satin without a close sec- 
ond ran away with the week’s style 
parade. In every store with the ex- 








Brown Co. Making 
Regular Deliveries 


The Brown Shoe Company 
plant, located in Murphys- 
boro, Ill., one of the cities of 
Southern Illinois, which was 
laid low by a terrific tornado, 
suffered considerable damage 
to the building, but miracu- 
lously escaped any casualties 
to its employees. 

John A. Bush and E. R. 
McCarthy, president and vice- 
president of the company, re- 
ported that reconstruction on 
the plant would be started at 
once. The factory is expected 
to be in operation shortly. 

The temporary delay of 
shoemaking in this ° factory 
will not impair in any way the 
production of the company, 
because of its tremendous 
factory facilities scattered 
throughout Illinois, Missouri 
and Tennessee. It was stated 
by officials of the company 
that with its huge floor stock 
and the placing of the busi- 
ness assigned to the Mur- 
physboro plant to other fac- 
tories that orders would be 
filled without any delay what- 
so-ever. 











ception of the ultra-exclusive shops 
was this true. It was a reversal of 
form from the past two weeks when 
tan calf held the envied position 
of style leadership. The second 
place was divided between patent 
and tan calf. 

Black satin is showing an in- 
creased tendency and the past week 
brought its prestige into a promi- 
nent position. In fact it made one 
of the best showings since the first 
part of the year. 

Colored kids up to the present 
have not even joined the shouts in 
the mob scene in comparison with 
the “style stars.” A number of 
pretty lace oxfords are being shown 
with crepe soles. Another style be- 
ing discussed, but not being bought 
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because it’s too early, is gun metal 
satin. Two large operators, in be- 
ing asked their opinion, were not 
positive as to their position. 


Easter Drive for Shoe Mart 


The Shoe Mart issued an attrac- 
tive circular making a drive for 
Easter business. Merchandise of the 
higher priced variety was featured 
in both ladies’, men’s and children’s. 
Chiffon hose was made an attrac- 
tion at $1.45 a pair. 


Antique Shoes 


The Swope Shoe Company is 
showing in its Olive Street window 
an unusual display of antique shoes 
of every description from almost 
every corner of the globe. The ex- 
hibit is attracting large crowds to 
the window and serves excellently 
in presenting a display of style 
shoes in the adjoining window. 





Minneapolis Shoe Merchants 
Report Many Styles Selling 


MINNEAPOLIS — During the 
past few weeks there has been a 
steady increase in most of the shoe 
stores, particularly those selling 
women’s footwear. To summarize 
the style subject briefly calls for 
the statement that many types of 
good-looking patterns are selling 
almost equally well. Slender strap 
effects, also the broad one strap, 
step-in pumps and the concealed 
gores, covered with attractive orna- 
ments are all selling freely. Satins, 


Swanson Made Manager 


O. W. Swanson has been made 
manager of Napier’s Minneapolis 
store, a women’s shoe store, suc- 
ceeding A. J. Jackson who has be- 


‘come vice-president of Sorenson, 


Inc., and manager of that concern’s 
Minneapolis store. Mr. Swanson’s 
promotion was from the ranks of 
the salesforce. 


Browning, King Adds Shoe 
Department 
Browning, King and Company re- 
cently opened a shoe department in 
their new Minneapolis store. This 
clothing house has moved into 
new quarters in the upper Nicol- 
let district, being now located at 
Eighth and Nicollet. H. Meisel is 
manager of the shoe department, 
which will carry only men’s foot- 
wear, made by Nunn, Bush Co., 

Milwaukee. 





Broad Range of Styles 
Selling in Cincinnati 


CINCINNATI—Most retail shoe 
merchants reported buying by men 
and women during the week ending 
March 28 was very good, due in a 
great measure to the ideal spring 
weather. The demand is spread over 
various styles and materials, with 
patent leather still leading by a 
slight margin. Colored satins are 
selling well. Tan calf is still having 
a big call and as far as materials 
are concerned, patent leather, tan 


calf, black and colored satins, 
especially blond satin, seem to be 
running very: close in volume de- 
mand. 
Plainer Patterns 
Among the new footwear for 
spring, plainer effects are notice- 
able, the outstanding style trend 
leaning towards step-in patterns, 
and dainty, light airy one-straps. 
The medium round-toe las‘s are 
(Continued on page 127) 
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} A Country-Wide Survey 
| Shows Gored “Step-ins” the Most 
Popular of all Spring Shoes 


E examined over 2,000 

newspaper advertisements 
of large town and city shoe stores 
—announcing their new spring 
styles. 


Over 60% emphasized and illus- 
trated gored “‘step-in’” pumps 
as the favorite new styles for 
spring and summer. 


The Vogue for Gored Shoes is Logically Increasing 


Because No Other Means of Adjustment Af fords 
Such Snugly Conforming Fit or Such 
Ease in Putting on the Shoes 







UB-GORE is the one 


elastic shoe fabric with 
a definite pledge of quality 
and service attached to it. 


STRASSBU RGER-STYLES, Inc. 


This striking style by 


of Brooklyn 
shows the opportunity for 
style originality afforded by 
goring. 








—a two-year guarantee 
backed by the largest mak- 
ers of elastic fabrics in the 
world. 


Do not take chances with 
the satisfaction of your trade. 
Specify HUB GORE —the 
standard since 1888. 










HUB GORE MAKERS 


Branch of EVERLASTIK, Inc. 
: Chelsea, Mass. 
: 1107 Broadway, New York 
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Lynn Reports Buyers Show 
Great Interest in Colors 


LYNN — Volume of business 
showed an encouraging increase 
during the week ending March 28. 
Many buyers evidently held back 
their orders for late spring and 
early summer shoes until they could 
see how their Easter shoes were 
selling, and then took courage to 
order liberally. So Lynn shops, that 
had good runs on Easter shoes, will 
continue to operate briskly. 

Color is a foremost style factor 
at this moment. Lasts and patterns 
appear to be subordinate to color 
effects. Shoemaking, which happens 
to be of increasing import, alone 
rivals color in the making of styles. 

Colors to harmonize with the ap- 
parel, especially the ensemble 
styles, and colors “For the Occa- 
sion” are sought by buyers. For 
dress wear, there are the light and 
delicate colors; for sport wear, 
there are the stronger colors. In 
quite good taste is this. 

For an extreme instance of colors 
“For the Occasion,” there are the 
new pale yellow or lemon, pale rose 
and pale blue and like tones, for 
garden party shoes. Made on soft 
leathers, even doe skin, are they. 
So striking are these new colors 
that they are made up only in the 
simplest patterns. But they are un- 
usual, and the sale of them is prob- 
ably limited. 

More familiar, and more salable 
are the patents, tans and whites, 
and the fancy grains, like basket 
weave and reptile and blond and 
like satins, too. 


Shoes of Character 


No secret is it that a number of 
Lynn manufacturers are striving 
to put more character into, their 
shoe, or in other words, to make 
them in a superior way for retail 
shoe merchants of character who 
have a superior class of customers. 


Lasts and Patterns 


New medium round, tending to 
narrow toes, and the new balloon 
toes are the main points in last 
styles. 

Patterns are plainer, for fine 
shoes, and elaborate for popular 
lines. a 

There seems to be an effort to 
make sharp distinctions between 
fine, medium and popular-price 
shoes. 





Popular Materials 

Batik, marble, moire, black 
and white, and tan and white 
basket weave, and other strik- 
ing colors, are in Lynn lines. 
Then there are blond kids and 
blond satins, too. Almond has 
appeared for sport shoes. Gray 
and patent, elk and tan, white 
and black, tan and patent, and 
other combinations of colors 
are made. They all represent 
the efforts to emphasize color 
as a style factor. 











Pumps, regular pumps, are in 
fine lines of shoes. Graceful in 
shape are they, and with trimmings 
most delicate. Straps, when used, 
are quite plain of pattern, too, 
with simple one and two straps 
much in favor. Step-ins are very 
proper, and more in demand than 
a year ago. This includes regents 
and like styles, as well as gore 
patterns. . 


More Interest in Kid 


New gray kid shoes, and new 
brown kid shoes, also appeared, the 
browns being in medium and light 
shades, with just a touch of color 
trimming, as, for instance, slendor 
lines of stitching on the vamp, or 
an ornament on the throat. 

But the main argument for kid 
comes from the makers of better 
grades of shoes. They say that the 
fine grain of 60 cent kid cannot be 
duplicated in 30-cent leathers, and 
that if buyers wish to get better 
grades of shoes, that cannot be du- 
plicated in cheaper lines, they may 
have shoes of fine grain kid leather. 


Charley Was Cheered 


When Charles MacLaughlin, noted 
style maker, appeared in his shop, 
the MacLaughlin Shoe Co., the shop 
crew just stopped work and got up 
and cheered. For the story had 
come before him, as he returned 
from a trip through the South, that 
he had suffered a sun stroke. When 
he appeared in the factory work- 
rooms, as alert and as active as 
ever, the shop crew just stampeded 
to give him a welcome home. After 
that, they all settled down making 
pretty shoes again. 





More Interest in Men’s 
Sport Footwear Patterns 


BROCKTON — Intensive study 
concerning the market for men’s 
shoes is being made by many shoe 
manufacturers in Brockton. Follow- 
ing such investigations it is the 
opinion of members of the local 
trade that the development of men’s 
specialty shoes offers opportunities 
for stimulating business in men’s 
footwear. At least one manufac- 
turer took pains recently to make a 
trip to Southern winter resorts for 
the purpose of observing the latest 
styles in men’s outdoor and sport 
clothes. While there he talked with 
authorities on men’s apparel. The 
manufacturer is now showing sam- 
ples of men’s sport shoes to corre- 
spond to the latest type of sport 
clothing. 

Particular attention was paid to 
golf shoes. As golf in the northern 
states is just now coming into its 
own, new sport footwear is put for- 
ward as representing the most de- 
sired class of goods in that line. 
These include tan effects in men’s 
sport footwear, also an important 
proportion of white and gray shoes 


with black trimmings or black rub- 
ber soles. 

This manufacturer and others in 
Brockton are working on the idea, 
of which the foregoing is a sample, 
that the men’s shoe business can be 
stimulated by the development and 
cultivation of specialty lines. Mer- 
chants who see these specialties will 
appreciate the opportunities thus 
offered for added business during 
the spring and summer months and 
will make their purchases accord- 
ingly. Merchants and manufac- 
turers’ are coming to a realizing 
sense that to arouse in the average 
buyer new interest in men’s foot- 
wear, something more must be 
shown in the window and offered 
for sale in the store than just shoes 
such as men have always worn. 
Women’s shoe business has been 
developed entirely on style and 
novelty patterns. While men’s shoes, 
in the opinion of local concerns, 
cannot be increased to the same 
extent through novelties, yet there 
are opportunities in men’s specialty 
outdoor and sport footwear which 
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Another Creese & Cook Color 


Makes Its Initial Bow 


TONY AUBURN 





Reg. U. S. Pat. Off. 





ONY AUBURN is a modified tan shade -- 

a ruddy lively tone that all who have seen 
it predict will be just the compromise between 
tan and brown that men will want next season. 


It is perfectly adapted for business and all day 
wear in town or on the boulevard. 


Early sampling is our advice to all shoe men 
who know from experience the leading part 
CREESE and COOK Colors always play. 





Tony Colors: 
TONY AUBURN 


TONY GOLD 
TONY TAN 
TONY BROWN 
TONY RED 
TONY BLACK 


There is no more posi- 


“tive means of accenting 


CREESE & COOK COMPANY 


SALESROOMS TANNERIES 
95 SOUTH ST., BOSTON DANVERSPORT, MASS. 


P. A. HENRY & CO. SILVEY & CHRISTMAN 
706 Broadway, Cincinnati, O. 82 GOLD STREET 
Leather Trades Bidg.. St. Louis, Mo. NEW YORK CITY 


When writing to advertisers please mention Boot anv Suos Recorper 


the leather reputation 
of your shoes than to 
have them made of 
TONY CALF. 


TONY is the name on 
which the leather rep- 
utation of many lead- 


.ing lines of shoes has 


become established. 
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can and should be capitalized for 
added business and profits. 


Arnold Shoe Co. Sales Con- 
vention 


Following a meeting of execu- 
tives and salesmen of the M. N. 
Arnold Shoe Company at the fac- 
tory in North Abington, Mass., a 
banquet was held at the Copley- 
Plaza Hotel in Boston. The latter 
was attended by executives, sales- 
men and factory foremen. Prizes 
and bonus checks were awarded 
winners of the various sales con- 
tests. The sales convention con- 
tinued for several days. W. Percy 
Arnold, president and _ general 
manager, who recently returned 
from a six weeks’ business trip to 
the Pacific Coast, where he visited 
all of the Arnold “Glove Grip” agen- 
cies, presided, and extended a wel- 
come. During the week many sub- 
jects were discussed relating to the 
marketing of the “Glove Grip” 
line. Among those speaking were: 
W. Percy Arnold; Burton L. Wales, 
advertising and stock department 
manager; Malcolm P. Arnold, fac- 
tory superintendent; C. O. Tyler, 
credit manager. 

At the banquet, prizes were 
awarded as follows: highest gross 
sales, highest volume men’s, highest 
volume women’s, highest volume 
stock shoes, Wyatt M. Walker, 
Parkersburg, W. Va.; largest num- 
ber of new accounts, C. N. Fitch, 
Kansas City, Mo.; highest percent- 
age sale of women’s shoes, L. L. 
Fitch, Kansas City, Mo.; general 
sales efficiency, W. J. Lovejoy, Bos- 
ton; quota contest, B. L. Wales, 
Abington. 

The following were present at the 
sales meeting and banquet, and par- 
ticipating in the various activities 
of “Glove Grip” Week, President W. 
Percy Arnold, E. L. Lovejoy, presi- 
dent Continental Clothing Co.; 
Wyatt M. Walker, Ohio; W. J. 
Lovejoy, New England; E. J. Mat- 
tison, Indiana and Michigan; E. S. 
Bearce, Pennsylvania; T. G. Fitch, 
Kansas, Missouri, Oklahoma; C. N. 
Fitch, Kansas, Missouri, Oklahoma; 
L. L. Fitch, South Dakota, Nebraska, 
Iowa; W. H. Lilley, North Caro- 
lina, Tennessee; A. V. Rooney, New 
York; C. A. Gilday, Illinois; F. G. 
Deitsch, West Virginia, Kentucky; 
W. L. Goodwillie, Pacific Coast; 
O. B. Hardcastle, Texas; B. L. 
Wales, advertising manager; M. W. 
McWeeney, Continental Clothing 
Co.; W. A. Gilman and A. E. An- 
drews, N. W. Ayer & Son; Malcolm 
P. Arnold, factory superintendent; 


Dwight C. Arnold, W. P. Arnold, 
Jr., C. O. Tyler, Edward C. Crane, 
William S. Lewis, V. E. Rochefort, 
Ernest Weinberg, E. W. Arnold, 
Arthur Everson, J. Clements, 
J. O’Hayre, J. Flannery, A. E. 
Bates, Joseph Clapp, B. A. Dyer, 
Edwin Turner, Rupert Lewis, Stan- 
ley Blanchard, E. E. Turner, Lewis 
Wheeler. 


Hosiery Buyer Resigns 

Mae Dion Hafford, who has been 
in charge of the hosiery department 
at the Brockton retail shoe store of 
Baker Bros. for the past seventeen 
years, has resigned this position to 
engage in business for herself in 
the neighboring town of Rockland, 
Mass. Baker Bros. is one of the 
earliest retail shoe stores in New 
England to establish a hosiery de- 
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partment. Mrs. Hafford took charge 
of that department at its beginning 
and has continued to serve in that 
capacity. She will be succeeded by 
Miss Marie Slocum, who has had 
experience in the buying and sell- 
ing of hosiery. 


Recalling Brockton’s Great- 
est Disaster 


March 20, 1925, marked the 20th 
anniversary of Brockton’s greatest 
factory disaster. On that date, 1905, 
an explosion and fire destroyed the 
factory of R. B. Grover & Company, 
when fifty-eight factory employees 
were killed and many others in- 
jured. The concern later was reor- 
ganized under the name of the 
Emerson Shoe Co., and later re- 
moved to Rockland, Mass., where it 
is now located. 





More Haverhill-Made Shoes 
Are Being Sold in Mexico 


HAVERHILL — An increasing 
amount of shoes is being sold by 
Haverhill manufacturers in Mexico. 
The stabilizing of business condi- 
tions in that country has brought 
about a renewal of the demand for 
shoes and other merchandise from 
the United States and a greater 
confidence among manufacturers in 
the business conditions in this 
Southern republic. Mexico has been 
in past years a fertile field for the 
merchandising of Haverhill shoes. 
Concerns in this city have represen- 
tatives in the city of Mexico as well 
as other localities in that country. 

While special lasts and patterns 
are called for to some extent, yet 
Mexican merchants are at the pres- 
ent time utilizing in a general way 
the same styles as those which are 
sold through the United States. 
These include novelties in leather 
and fabrics made up according to 
the newest ideas in women’s foot- 
wear. Short vamps and high heels 
are characteristics of shoes for the 
Mexican trade. 

The Haverhill Gazette, following 
a plan of giving news publicity to 
various industrial houses in and 
about Haverhill, published in a re- 
cent issue an illustrated article con- 
cerning Dalrymple-Dudley' Co., 
makers of shoe ornaments. This 
house, as at present constituted, is 
an amalgamation of three of the 
oldest shoe ornament houses in the 
United States. Beginning with A. J. 
Dudley & Co., established in 1872, 


with plant on Washington street, 
the firm name was changed in 1880 
to D. T. Dudley & Co., with location 
on Washington street, near the 
original plant. Members of this con- 
cern were A. J., D. T., and Frank 
E. Dudley. In the early 80’s, Horace 
I. Pinkham and Joseph A. Dal- 
rymple became associated in the 
production of shoe ornaments with 
headquarters on Washington street. 
A few years later Mr. Dalrymple 
took over the ornament manufac- 
turing part of the business, and in 
1889 the style of the firm became 
J. A. Dalrymple & Co. This was the 
beginning of what soon became a 
leading house in the production of 
shoe ornaments. The business con- 
tinued to expand and larger quar- 
ters were secured near the original 
location on Washington street. 
Another house which became 
identified with the ornament busi- 
ness in Haverhill was G. H. Pulsi- 
fer, Inc. This concern, which was 
incorporated in 1914, was in 1918 
combined with J. A. Dalrymple Co. 
until Mr. Pulsifer’s retirement in 
1922. The following year the Dal- 
rymple-Pulsifer, Inc. and D. T. 
Dudley & Co. were consolidated un- 
der the present title of Dalrymple- 
Dudley Co. 
Dalrymple-Dudley Co. at once se- 
cured factory accommodations ade- 
quate to the needs of this enlarged 
business. The stores on Washington 
St. occupied by the two concerns be- 
fore the merger were vacated in 
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A Composite Picture of the 11,500 Retail Sub- 
scribers of the Boot and Shoe Recorder 


What to Buy—the Right Style Information and guidance. 
When to Buy—the Right Advice to assure adequate turnover. 


Where to Buy—the Right Data on his every need; the sales markets 
brought to him every week. 


Hew to Merchandise His Stock—the Right Advice, practical, profit- 
assuring. 


How to Handle His Store Staff—the Right ideas, suggestions, practices 
and methods. 


How to Operate—the Right advice and experience in every department 
of store management. 


What’s going on—the Right news and views on trade conditions, events 
going g 
and folks. 


All this every week 
In the Boot and Shoe Recorder 
The Right Hand of the Shoe and Leather Industry. 








When writing to advertisers please mention Boot anv Snot Recorver 
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Inquiries and Orders Given 
Prompt Attention 


No. M13—Full fashioned imported lisle woven in pat- 
terns, contrasting with gray, camel and mode back- 
ground colors. Packed 1% dozen assorted patterns to the 
box. Stock delivery........ Price $6.50 per dozen 


Nos. 73 and 75—Full fashioned 42 gauge smart 
spring sport style. Extra quality and rich appearance. 
Sand, French nude, gray and Madrid with appropriate 
contrasting colored figures...Price $12.00 per dozen 
Every pair in Nos. 73 and 75 
stamped with color guarantee. 


No. M80—Full fashioned imported lisle with silky 
appearance, woven in novelty gray, mode and tan, with 
harmonizing color designs. Packed 1% dozen assorted to 


the box. Stock delivery...... Price $12.00 per dozen 


Ask for samples of our other men’s fancies ranging 
from $4.50 to $14.50 and women’s $8 to $24 per doz. 


KRAMER BROS. 


220 Fifth Ave., New York 
BOSTON OFFICE . , 99 CHAUNCY STREET 
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JUST how much longer a pair of 
N| hosiery lasts because of its re- 
inforcements is hard to say. 





The tabric eventually shows the wear. 
But in DUBBELIFE Hosiery the 
fabric is chemically treated to give from 
2 to 4 times the wear of untreated silk 


hosiery. 





Meaning, of course, at least double 
the amount of wear and satisfaction. 








If you haven’t seen this wonderful 
stocking, ask us to send you a sample. 


Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA 


Sole Selling Agents: A. L. ULLMAN, 389 Fifth Ave. 
New York 





*Tested and Certified to by U. S.,Testing Co. 
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“Dubbelife ‘Hfostery 


The Sheerest of Silk Hose Toughened for Wear 
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Order Sample 
1-4 Dozens of the 


Following Numbers | 
and Let Them Prove 


Their Superiority 


467—Gauzette, All Silk. 


$22.50 per doz. 


4 doz. to a box 


COLORS: 

Aurora Moonlight 
Black Morille 
Blush Rose Beige 
Cinnamon Rosee 
Grey 31 Shell Pink 
Gold Silver 
Gun Metal Sudan 

oney Tea Rose 
Light Blue Tortoise 
Mauve - White 

Zine 


405—All Silk, Heavy Weight, Very Dura- 
ble, plaited in the heels, toes and soles with 
heavy mercerized lisle, which adds to the 
durability of the hose. 


$22.50 per doz. 


4 doz. to a box 


COLORS: 

African Moonlight 
Black Morille 
Chamois Navy 
Cinnamon Nude 
Cordovan Rosee 

ve Rugby Tan 
Gun Metal Russia 
Gold Shell Pink 
G. Ooze Silver 
Hazel Tortoise 
Mole White 

Zinc 


Black made with American Beauty Tips, 
Silver Tips. Royal Tips at same price as 
plain. 


462—Chiffon, ay A Sheer, Sandal Hose 


worn with Sandal Shoes. 


$27.00 per doz. 


4 doz. to a box 


COLORS: 
Aurora Morille 
Beige Blonde Moonlight 
Black Polo 
Blush Rosee 
Cinnamon Rose Beige 
Gun Metal Shell Pink 
Gold Silver 
Grey 31 Tea Rose 
Honey Tortoise 
Mauve White 

Zine 


464—Chiffon, All Silk, “Picot Edge.” 


$30.00 per doz. 


\% doz. to a box 


COLORS: 
Black Rosee 
Gun Metal Shell Pink 
Mauve Tea Rose 
Morille Tortoise 
Moonlight White 


HOSIERY SECTIOAN , 


For those who are ready 


OTE 


? 
: 
i 
&. 
& 





This spring promises the largest and most 
profitable sales of hosiery in their experience. 


NEVER has fashion called so positively for colored 


hosiery—gay, saucy, daring shades are demanded. 


Every new pair of shoes you sell means an opportunity 


for selling hosiery to harmonize also. 


But You Must Have It In Order To Sell It 





You can offer no hosiery so appealing to the woman of 
real fashion instinct, as 





Full Fashioned-Ingrain Woven 


1 


oke 


SILK HOSIERY 


(Dyed in the Thread) 


Our exclusive designs ff 
in hand-clocked hose } 
will bring to you the 
women who demand 
true distinctiveness. 


Our (locking (hart | 
(free on application) | 


Shows 
48 Individual 
Patterns 


Each pair of HoLyoxe 
Crockep Sitk Hose ff 
is individually boxed 
so that your order 
may be as small as 
one pair. 


Priced at $33, $36 | 
and $39 per doz. 


A trial order will con- 
vince you that your 
store should feature 
HoLyoxke. 





Hotyoxe Sirk Hosiery Company 
358 Fifth Avenue, New York 





Hotyoxe, MassacuuseEtts 
453 Washington Street, Boston 
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1% there is one time of the year when your customers want only 
Real Good Hosiery it’s at Easter . . . that’s the reason why 
IRON CLAD sales are so large around this time of year. 


For this Easter we suggest you feature IRON CLAD No. 801 
and No. 901 .. . the two Biggest Values you can offer in 
women’s hosiery from now on. 


IRON CLAD No. 801 , oA delightful pure silk and artificial 


silk style with a 23-inch t .. . elastic mercerized top .. . 
fashioned marks . . . 4-ply heel and toe, with silk splicing in the 
high-spliced heel and double sole. 

No. 801 Black No. 801NO New Otter No. 801RT Russian Tan 
Ne. 801W White Neo. 801M Mode 0. 801 Bunny 

No. 801CB Cordovan No. 801JR Jack Rabbit No. 80IT Rose Taupe 


t) 
Brown No. 80! Blond No. 801R Rosewood 
Ne. 80iL Leather Grey Ne. 80! Beige No. 801GM Gun Metal 
No. 801FN French Nude Ne. 801D Dawn No. 80! 


$7.50 A DOZEN 


IRON CLAD No. 901 is a wonderful pure silk and artificial 
silk full-fashioned style with a mercerized lisle top and foot. 
No. 90! Black No. 901S Stone Grey No. 901M Mode 
No. 901W White Ne. 901R Rosewood No. 901 Beige 
No. 901AB African Brown Ne. 901D Dawn No. 901FN French Nude 
No. 901G Grey 0. 901L Leather Grey Noe. 901 Bunny 
No. 901RT Russian Tan No. 901NO New Otter No. 901T Rose Taupe 


$12.00 A DOZEN 
les come packed three pairs of one size and 


Both sty 
color to the box. Sizes 8, 8/2, 9, 92, 10, 10%. 
Send today for sample boxes of each style. 


COOPER, WELLS & CO. 


250 BROAD ST. ST. JOSEPH, MICH. 
Mills at St. Joseph, Mich., and Albany, Ala. 


Atmosphere 





This attractive illustration of IRON CLAD Hosiery is appearing 
in the April 4issueof the SATURDAY EVENING ST. If you 
arean IRON CLAD dealer you wll rece:ve an important tie-up. 
Watch for yours. 
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The National Advertising of Gordon Hosiery 


Are Bargains Qa? | 
| Always Bargains? be hd | 





4 


Bargain sales are ¥ 
always attractive. 
To get something 
for less than one 
ordinarily pays for it seems 
to be a lure to economy hard 
to resist. 

But all bargains do not 
represent frue economy. 

As a rule, hosiery bargain 
sales comprise stockings that 
are imperfect in some respect 
or other. It may be hard for 
the inexperienced eye to de- 
tect these flaws, but they do 
exist. It may be 
uneven knit, a 
broken thread, or 
any one of the 
many things that 
éause hosiery to be rejected 
upon inspection. 

On the other hand, good 
hosiery, like all good mer- 
chandise, is a real economy. 

Gordon Hosiery is a strik- 

ing example of this. When 
you ask for Gordon Hosiery 
you know that you will re- 
ceive a stocking that has 
been made of the finest ma- 
terials, under ideal condi- 
tions and subjected to rigid 
inspection—all of which in- 
sures stylish appearance and 
complete satisfaction during 
| its long life. 
The makers of Gordon 
Hosiery are proud to put 
their name on it. If they 
were not sure of the quality 
of their product 
they would not 
do this, for they 
\ know that if you 
were not satis- 
: fied with your 
purchase you would know 
what nof to buy the next 
time. 

The quality of all Gordon 
Hosiery does not vary. 
Whether it be silk, lisle, cot- 
ton or wool, it is made with 
the same painstaking care 
and according to the highest 


standard of hosiery manu- 
—- BROWN DURRELL COMPANY 
Buy Gordon Hosiery Gordon Hosiery - Forest Mills Underwear 


Jor all the family— 
men, women, children N ew York Gordon Underwear Boston 











and babies—at the bet- 
; ler shops everywhere. 








_— 





ee 


The above is one of a series of advertisements of the 1925 Campaign running in the Ladies’ Home Journal, 
Woman’s Home Companion, McCall’s Magazine, Harper’s Bazar and Vogue 
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FAST SELLING NOVELTIES 
FOR IMMEDIATE DELIVERY 


—to retail for $1.00— 














The “‘Cross-word Puzzle’’ 
and other designs | 


Style No. 719—Ladies’ Fibre plaited over 
mercerized Hose, 22-inch boot. Cross- 
word puzzle design packed solid, or three 
designs as illustrated, to the box. 








Colors: 
Peach Nude Airedale 
Assorted Shades of Grey 














Style No. 405—Ladies’ Fibre, Plaited 
Hose. Packed assorted three designs to 
the box. 22-inch boot. Guaranteed fast 
colors and fast sellers. 


Colors: 
White Cedar 
Silver Honeydew 
Grey Airedale 
Tanbark French Nude 





Ask for samples of our men’s plaids to retail 
at 50 cents. And also full line of domestic 
woven novelties to retail at 75 cents and $1.00. 

















MA-RO HOSIERY MILLS CO. 


MAIN OFFICE—27 N. 3rd St., Philadelphia 
SHOWROOM—389 5th Ave., New York 
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The most 
fascinating and 


Emphasizing 


of the season | 7 fashion 


THE KNITTED COLORED GARTER BAND CHIFFON HOSE 
WITH CONTRASTING COLOR SILK HAND-MADE ROSEBUD 
DOES AWAY WITH SEPARATE GARTERS 
ORDER NOW. Be first to show this New York fashion in your city 


All silk full fashioned chiffon stocking of very best quality silk. 
. New Reinforced foot. 

Adding 25% to its durability. 

Newest popular French Spring colors. 

In time for Easter business. 


’ ORDER NOW. 


NORTHAMPTON HOSIERY CO.., Inc. 


New York Office: 389 Fifth Avenue 


ORDER FORM 
Northampton Hosiery Co., 389 Fifth Ave., New York City 


Gentlemen:—Please enter our order for the following hosiery as illustrated in your advertisement, assorted garter 
bands, with rosebuds. 


Firm name 





Signed by 


Address 

















Issue of April 4, 1925 











~” 

















100 








HOSIERY SECTION, 


Bi x a = 








and sole. 


No. 355—“Onyx 
Sheresilk,” with 


and lisle-lined sole. 








For Daytime, Night-time, Anytime Wear 
Announcing The New Coolidge Gray 


No. 255—“Onyx Pointex” 
service weight, with lisle top 


“Onyx Pointex” 


No. 155—“Onyx Pointex” medium ) 
weight, with lisle top and sole. { $1250 


No. 350—“ Onyx Pointex” 
service weight, all silk. 


Pointex $1550 No. 450—"Onyx Pointex( $2100 
\ Sheresilk,” chifton weight, \ 
all silk. ; 


These “‘ Pointex’’ numbers in white as 
well as in the sixty-six standard colors 


lisle top 


“‘Onyx”’ Hosiery Inc., Manufacturers 











1107 Broadway . . New York 
\\ Chicago Philadelphia Boston Buffalo San Francisco Los Angcles 
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“Onyx” ® Hosiery 
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Sport Hosiery a Fertile Source of Extra Pair Sales 


LL indications point to- 
ward a substantial in- 
crease in the sale of 


sport hosiery this year. It 
must not be inferred, however, 
that there will be any consequent falling off in 
the demand for plain colored silks, the vogue for 
which in the so-called nude and flesh tints, as well 
as the wood tones, shows no sign of diminishing. 
Rather are sport hose to be looked to 
for highly-prized extra pair sales—and 
should be pushed as such in window dis- 
play and newspaper advertising. 
In sport patterns there are almost as many varie- 


But the Biggest Volume, of 
(ourse, Will Come in Plain 
(olored Silks 


There Is No One “Best 
Bet” 

Department store buyers, 
who have ordered early, re- 
fuse to predict that any one 
color, material or pattern will have the call. They 
have bought on the assumption that women will 
go shopping for “pretty sport hosiery” and that 
their demands can best be met by having on hand 
as wide a variety as possible. This makes buying 
interesting. 

Under the circumstances the best policy for the 
retail shoe merchant with not too large a store is 
to gage his possible demand, based on last year’s 


ties as there are colors in 
the realm of the plain 
silks. Gingham checks, so 
called, have lived up to 
the hopes of their sponsors 
and now assume a: promi- 
nent role. These, for the 
most part are worked out 
over a white background. 
There are larger checks, 
inch squares, over back- 
grounds of white, tan and 
even blue and gray. There 
are circular stripes, vertical 
stripes and ribs, and the 
ever-present jacquard and 
diamond patterns in a wide 
range of colors and even 
materials, for sport hosiery 
comes in all silk, silk and 
wool, silk and lisle, silk 
and rayon, lisle and rayon, 
and in all lisle. 


How About “Jazz’’ Garters with 
Your Hosiery 


The vogue of short skirts and the country- 
wide craze for * “jazz” gives merchants in 
many communities an opportunity to pick up 
some added profit this year in selling “jazz” 
garters with hosiery. If you don’t happen to 
know what jazz garters are, they are garters 
made of silk elastic and covered with frills 
and furbelows of one kind or another. They 
are worn just below the knee and peep 
temptingly forth when she crosses her left 
leg over the right just across the aisle from 
you (as she always does). 

You don’t need many and the investment 
is small, All you have to do is ta_devote 
about one or two square feet in your hosiery 
case to their display and practically let them 
sell themselves. 

Forehanded department stores are stocking 
them heavily. 


sales and this year’s an- 
ticipated increase, and then 
decide how many patterns 
and colors he can safely 
buy without rendering 
himself liable to the law 
against having too few 
sizes. It is a delicate bal-. 
ance to achieve but it can 


be done. 


What Basic Colors to 
Choose 

Remember, in picking 
your sport hosiery that the 
tendency will be for wort" 
en to match their shoes’ 
with tHe basic color, no’ 
matter what other colors 
may appear in the pattern: ° 
For instance, it is safe to 
assume that a white butk* 
shoes will be worn With ‘a 
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Imported full-fashioned stocking with woven design. 


sport hose type which has white as its base, per- 
haps one of the gingham check patterns mentioned 
before. The pattern colors mingling with the white 
may be almost anything which is within the limits 
of good taste, and which do not “swear at” the 


colors of her dress. Tan 
calf, on the other hand, 
would take a sport hose 
with a tan base as close as 
possible in shade to the 
shoe color. 


All Whites Good Later 


Later in the season the 
all-white stocking is ex- 
pected to make its appear- 
ance. Sections south of At- 
lanta, Georgia, already are 
reported to have sent in 
heavy white orders. Al- 
though, as the fashion 
wave travels northward it 
often changes, neverthe- 
less, this early news of 
whites may be taken as a 
barometer of the feelings 
of many buyers. 

Last year most fashion 
reports anticipated a 
strong season in all colored 
hosiery, but the all-white 
stocking came up smartly 
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A woven pattern in a men’s golf hose, imported by Krueger 
Tobin Co. 
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Another imported number in a vari-colored pattern. 


toward the end of July and held its own through- 
out August. And even now there is a very real in- 
terest in a white sports stocking which is a mixture 
of pure light wool and silk. It is developed in 
colored clocks, the clocking being broken in spots. 


Clockings, of course, are a 
logical development with 
white hosiery, just as they 
are with black and with 
gray—colors which seem 
to need their monotony 
broken up to some extent. 


Plain Silks Strong 


Silk stockings in the 
plain colors which are ex- 
pected to contribute most 
heavily to the summer’s 
hosiery volume, will be 
worn, of course, with the 
dress shoes, and with what 
might be termed dress 
sport shoes, to go with the 
summer frock seen in the 
galleries at sport gather- 
ings and for afternoon 
with the informal dress or 
costume. 

The vogue of printed 
silks which is developing 
will help this movement 
along to a large extent. 
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Striking Advertising Builds Trade for 


Peterson’s in Santa Ana 
Always ‘Recommends Hosiery to Go with Advertised Shoe 





ETERSON’S shoe 
Pe: in Santa Ana, 
California, is a firm 
believer in newspaper ad- 
vertising and it is a firm 
believer, too, in the use of 


Popular Kid 


ever-changing shoe styles. 

“We go east twice a 
year at least on buying and 
study trips. Our itinerary 
includes hosiery as well as 
shoe centers. We have 











advertising that is strik- 
ingly new, interesting and 
individual to the Peterson 
store alone. 


—four straps 


made such a complete 
study of the relation of 
hose to shoes that today 
you are receiving equally 


—dress lines 
—ten dollars 





Newspaper advertising 
has been extensively used 
by this store for a number 
of years and it is felt by 
the management that the 
store’s ddvertising is as 
much responsible as any 
other factor in its mer- 
chandising methods for 
the big business the store 
is doing and for the store’s 
rapid growth. 


kid. Per pair, $10. 





At $1.75 and $2 a pair. 


Large Space Three Times 
a Week 

Advertising is used three 
times a week in the local 
papers by this store. Large 
space, of at least three 
by the store. Frequently, even large space is used. 
Big space is used by the store because it is felt that 
with so many ads regularly appearing in the news- 
papers all the time it is almost imperative for the 
store to use big enough space to attract consider- 
able attention in order to make the advertising ef- 
fective in building business. 

Very frequently the copy used in the ads deals 
with some especial phase of the store’s activity as 
this gives a personality and individuality to the 
advertising that, otherwise, the advertising might 
not have. For instance, one of the recent adver- 
tisements used by the store read like this: 


“THE RELATION OF HOSE TO SHOES” 


“Why We Go East to Buy Hose. 

“Hosiery style has become a specialized study 
in itself. It is so closely associated with shoe style 
that shoe stores have found it essential to establish 
working relations with hosiery manufacturers to 
see that style and color progress with the 


There is no argument about it, the kidskins of which 
the new Spring shoes are made are the one and only 
leathers suited to the soft, dainty styles, The one pic- 
tured is a model of small four-strap perfection, the 
unusual perforations at the sides carrying out the dressy 
effect. A Spanish Cuban heel. Finest grade of black 


What Hose Looks Best with It 


The shades we suggest are Cruiser, Parchment, Fallow, 
Camel, Palm Beach, Racquet or Gunmetal. You could hardly $33 
do, better than Granite Hose, with the block reinforcement. Hi 


P-E-TERSONS 


215 West Fourth 


He never forgets to talk hosiery in his shoe advertisements 

and, better still, he makes definite recommendations, thus 

tending to establish himself as an authority on shoe and 
hosiery styles. 


as authentic and up-to- 
date service here on one 
as on the other. 

“Because we KNOW 
what is correct, good in 
wear and in value, we in- 
vite you to buy your ho- 
siery the shoe-store way— 
at Peterson’s.” 

Another newsy ad re- 
cently used by this con- 
cern read like this: 

“TWO NEW BLACK 

SATIN PUMPS.” 

“__Side Ties. 

“—-Spike Heels. 

“Mrs. Peterson ex- 
pressed these two styles di- 
rect from the Style Show. 
Both are of Black Satin. Both have spike heels. 
Both have smart little side ties. Both are one-strap 
styles. But each gives an entirely different effect. 
One is trimmed a la Crossword puzzle with black 
and white braid, while the other has a bare sug- 
gestion of black silk braid. $10 a pair. 

“New Sports Hose from Style Show. 

“Direct from the style show—the smartest 
sports hose you've seen yet! Colors! Weaves! 
Whim! Wham! Some of them will take your 
breath away. But theyre THE style!” 

Practically all of the ads used by this concern 
hook up the hosiery department of the establish- 
ment with the shoe section. Not only does the ad- 
vertising of the concern do this, but in the store a 
constant effort is always made to sell hosiery with 
shoes, or to sell shoes to the hosiery purchasers. 


It is interesting to know that one of the very 
important methods used by this concern in making 
its advertising effective, consists in having all of 
its advertisements arranged according to a definite 
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style. Each of the newspaper advertisements used 
by the Peterson concern looks like all of the other 
advertisements issued by the concern. 

The advantages to the shoe store of establish- 
ing and maintaining a definite shoe style are these: 

FIRST.—A definite advertising style gives a 
continuity to the advertising that it otherwise 
wouldn’t have. It makes each single ad make a 
deeper impression on the readers of the papers 
and so makes folks think that the store is doing 
more advertising than is actually the case. 

SECOND.—A definite advertising style that 
is constantly maintained makes the advertising im- 
press the readers of the papers as being the renewal 
of a friendship. When peo- 
ple go through the papers 
they instinctively look for 
familiar “faces.” They 
look for the sort of ads 
they have seen before. 
And when they do see a 
familiar ad they give it a 
warm welcome by reading 
it carefully and thought- 
fully. Familiar ads are 
like old friends to the 





104 | HOSIERY SECTION, 


fe CAN ll CANO MO KIN phn IN lt RIN Ot XS! 
Mic ih Se ae oe IR as) Oe hanes | 











readers of the newspapers. 
How to Give Your Store 
a Personality 


THIRD. —A definite 
advertising style that is 


cAround behind the screen is a 
shy GENTLEMAN — 


Boot and Shoe Recorder 


with this article and use some of the same sort of 
style ideas in YOUR advertising. 





What a Department Store Did 


Here is a page taken from the book of a 
department store merchandise manager who found 
that his hosiery department was losing money. 

After a thorough investigation of the hosiery 
department, he found that it was carrying fourteen 
lines—each line, of course, in complete numbers— 
and this in spite of the fact that the price range 
for the store’s trade only ran from about $1.50 
to $3. 

The result was inevita- 
ble. Odds and ends of all 
kinds of lines were ac- 
cumulating far faster than 
any number of clearance 
sales and sacrifices could 
keep pace with. 

The remedy applied 
was drastic, but the results 
were more drastic still. In 
three months the depart- 
ment changed from doing 
a small business at a loss 
to doing a 31 per cent in- 
creased business at a satis- 
factory profit, and both 
business and profits have 
been mounting steadily 











constantly maintained 
gives a personality and in- 
dividuality to the adver- 
tising that, otherwise it 
might not have. It makes 
the advertising apply spe- 
cifically and definitely to 
the advertiser’s business 
alone. It makes the read- 
ers feel that the ads were 
prepared especially for the 
advertiser alone and not 
for the whole shoe and ho- 
siery line of business. And, 
of course, as people are al- 
ways interested more 
deeply in local and per- 
sonal things than in for- 
eign and general things, 
this is a big help in making 
more people read the ads 
and in getting better re- 
sults from the ads in the 


choosing a pair of stockings. He is shy; but 
wise. He knows that a pair of stockings is 
legal tender, currency, peace-offering, or a 
knowing gesture, depending on whether the 
recipient is to be— 

1. His wife 

2. Eventually his wife 

3- His sister 

4. His week-end hostess 

. His dinner-partner, with whom 

he made a bet. 


Any of them will tell you that stockings last 
longer than candy. - 


‘No end of shy gentlemen shop at Thayer 
McNéeil’s for stockings they know will be wel- 
come. Perhaps it’s the styleand texture—perhaps 
it’s our discreet effort to help them choose. 


Confidentia) postscript: A/7 you need 
Anew it her une. Use your diplomacy. 


414 Boylston Street + + + 47 Temple Place 





since. Here is the way he 
describes it: 
Fixing the Price 

“The first thing I did 
was to find out what 
prices our customers were 
accustomed to pay for ho- 
siery. They were $1.50, 
$2, $2.50 and $3. I next 
sifted out of the fourteen 


‘lines we were carrying 


those which we knew had 
given satisfaction to our 
trade. 


From Fourteen to Three 


“When I got through, 
our fourteen lines had 
been reduced to three, but 
I knew that I was able to 
guarantee our customers 
satisfaction and _ service. 


way of building business. 4 subtly humorous advertisement, with a very definite mer- 
chandising thought behind it. It suggests, first, that men grade almost at once, and 
need not feel embarrassment in approaching the hosiery : : 

counter; and, second, that there is more than an even have been going steadily 
Peterson ad reproduced chance of hosiery being as acceptable as candy as a gift. 


Notice how an individ- 
ual style is secured in the 
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Where enormous quantities of hose are sold each month in the store of Krupp & Tuffly, Houston, 
Texas. 


You Must Make Your Guarantee Mean 
What It Says 


HE possibility of 
the hosiery busi- 
ness in the retail 
shoe store may be realized 
when one considers that 
department of the Krupp & Tuffly Shoe Com- 
pany, Inc., of Houston, which is devoted to the 
merchandising of hosiery. So well established, so 
profitable, and so systematically conducted is this 
department, that it is no mere adjunct to the 
shoe departments, but might, indeed, be consid- 
ered as a distinctive business in itself. 
L. F. Tuffly very conservatively estimated the 
hosiery business in his store at $95,000 a year or 
almost $8000 a month. 


Store and Department Have Personality 


Among the many assets that might be named 
that have contributed to the success of this de- 
partment, one in particular is outstanding. The 
hosiery department of the Krupp and Tuffly Store, 
as of course the store itself, has achieved a dis- 
tinctive personality in the minds of Houston peo- 
ple and people of the neighboring towns. The 
store and its merchandise stand for Style, Service, 
and Quality. The name and guarantee of this store 


The Firm of Krupp & Tuffy Does 
and Their Hosiery Business (Comes 
(lose to $S8o000 ‘Per Month 


means something to the 
people of the community. 
During the eleven years 
since the establishment of 
the hosiery department 
in the Krupp and Tuffly Store, the department 
has steadily increased its business and has main- 
tained a volume out-distanced by few retail shoe 
stores. 

Two Necessary Factors That Make for Success 

It isn’t enough to have good hose to sell, or to 
have expert saleswomen. It takes the combination 
of these two factors, and in the Krupp and Tuffly 
Store this has been carefully worked out so that 
just the merchandise that people want is to be 
found and in addition alert women that know how 
to show hosiery are capable of giving the proper 
stimulus, that results in a great volume of business. 

Mrs. F. H. Schuetze, an experienced hosiery 
saleswoman, is head of the department where 
women and children’s hose are sold. She is as- 
sisted by four salesgirls. These are alert, interested 
salespeople and they know hosiery. There are 
many ways to show hosiery as every retail shoe 
man knows. If a pair of hose is taken from the 
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drawer or box and shown as if the saleswoman 
enjoys the showing of it, and is ready to talk style, 
tell about quality and texture, there is a stronger 
incentive for the customer to buy that pair and re- 
turn for another. Mrs. Schuetze is on the job, and 
during the years she has been with the Krupp and 
Tuffly Store, she has become well known to nu- 
merous patrons and is regarded by them as an 
authority on hosiery. 

Mrs. Schuetze buys the hose for her department 
and for a department the size of her’s, it is a 
continuous job. She knows her stock and keeps it 
fresh and up-to-the-minute by frequent buyings. 


Concentrates on Three Lines 


The big volume of hosiery sales at the Krupp 
and Tuffly Store is done on three lines of hosiery. 
The prices featured by the department range from 
$1.85 to $6.00, with the volume done on hose 
ranging around $2. It has been found that con- 
centration on buying is advantageous in every 
respect. 

This Houston store has a slogan “Shoes, Also 
Hosiery.” It is so fixed as a part of their business 
practice that it might almost be considered a slo- 
gan, “Please the Customer Every Time.” Very 
great care is taken that the hosiery that goes out 
from the store is in perfect condition, but if there 
is any cause for complaint the customer is satisfied. 
So carefully is the stock examined that there are 
relatively few cases of readjustments, but it is the 
belief of the owners of the store that satisfied 
customers are one of the greatest assets a store 
can have. 


Advantageous Location of Hosiery Department 


The hosiery department where women and chil- 
dren’s hosiery is sold is located near the entrance 
to the women’s shoe department, on the second 
floor of the building, occupied by the Krupp and 
Tuffly Store. It is to be seen as one emerges from 
the elevator and is directly 
in the view of all patrons 
within the shoe depart- 
ment. 

This department is one 
of the ‘most beautiful ho- 
siery departments to be 
found in this section of the 
Southwest. There are 60 
feet of counter space. The 
six 10-foot counters are 
arranged to make a most 
attractive hosiery depart- 
ment. Ample space for 
displaying shoes and ho- 
siery is afforded within 
these cases. There are at- 


g 
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The men’s hosiery department is just inside the lobby-like 
entrance, 
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tractive drawer cases at the back where the stock is 
easily accessible. The cases at the front and these 
drawer cases are modern in every way. 


E ffective Window Display 
“Shoes, Also Hosiery,” as an idea, is carried out 
in window displays, also. Wherever shoes are 
shown there is a constant reminder that the newest 
and prettiest hose for these shoes are to be found. 
Hosiery is featured also in newspaper advertise- 
ments along with the advertisement of shoes. 


No Sales Are Featured 


There are no sales at stated intervals at the 
Krupp and Tuffly hosiery department. The pa- 
trons of the department know what to expect and 
are buyers of Quality, Style, and Service and are 
not educated to wait for sale prices. 

Hosiery and shoes so closely related and so 
easily displayed and sold together are boosted by 
the salespeople of both departments. Shoe sales- 
men are given 2 per cent on hosiery sales for 
which they are responsible. This serves as an incen- 
tive for them to remind patrons of the opportu- 
nity to purchase appropriate hosiery when the 
shoes are purchased. The hosiery saleswomen also 
mention shoes to the patron who has come in for 
a pair of hose. 

The average mark-up on hosiery is 40 per cent. 


Men’s Hosiery Sold at Separate Department 


For the convenience of the men patrons, ho- 
siery is sold in the downstairs department where 
men’s shoes are sold. Two salesgirls are at work 
here. Men who purchase shoes find the hosiery 
department conveniently near and the sight of the 
hosiery is an adequate reminder of the need of 
purchasing. 

Many things enter in the success of a business. 
Among the factors that might be mentioned that 
have helped build the splendid hosiery business 
of the Krupp and Tuffly 
Shoe Co. of Houston are 
these: Those responsible 
for the sale of hosiery, 
first, know hosiery; sec- 
ond, know how to sell it; 
and, third, know what 
people want. 


Make Space Count 


It is not necessary to de- 
vote large space in your 
shoe ads toyour hosiery, but 
you must make that space 
count—with a bold display 
heading or a different type 
so that it will stand out. 
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GOTHAM 
ACQUIRES A NEW PLANT 
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Witt DEMAND FOR GOTHAMS at high pressure— 
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With factories crowded to the Gotham safety limit of production— 
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And with this demand so insistent and impatient that the years to 
build another plant were out of the question— 
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There was nothing left to do but buy a running mill. 
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So the Gotham Silk Hosiery Company, Inc., is now the owner of 
what was formerly the Oscar Nebel Company, Inc., hosiery plant 
at 5th, Courtland and Annsbury Streets, Philadelphia. 
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The location is considered one of the best in industrial Philadel- 
phia. 
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Three acres of ground. An interesting point is that the entire 
equipment, if fashion should so decree, can be devoted to the mak- 
ing of lace and fancy silk stockings. 
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50% increase in Gotham production soon. 
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GOTHAM SILK HOSIERY CO., Inc. 


Manufacturers 


389 Fifth Avenue, New York 
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Silk Stockings that Wear 
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: © A.A. Co 
| [hree Special Styles for Easter ini 
This Month 
io “ P Black 
| (As Advertised) Sunshine 
| Cordovan 
iscuit 
Here are the three special styles of Allen-A Hosiery “NeRusian 
you have seen advertised for Easter in The Ladies’ Panky aed 
Alle on A Home Journal, Vogue, and Saturday Evening Post. Madea 
Women are asking for them everywhere. If you Blush 
; . 2 Beige 
Hosie ry have these styles in stock display them now. Write French Nude 
Un ie - chi for our tested tie-up display plan that increases sales. Rose Blonde 
b pe pd — 4 THE ALLEN A COMPANY, KENOSHA, WIS. Dark Beaver 
Regular weight full-fashioned. Medium weight (Service chiff The special chiffon for dancing. Al rer 
No. 895 eh, A silk. Elastic No. 3765 pure end _ sik’ Fall ch oh No. 3785 sik, wich re post invisible “in- havi1 
$ 1.85 garter top, toes, heels ae soles $1. 65 aoe With mercerized rig a $2 00 ner foot” of fine lisle. Full-fash- with 
, Of mercerized lisle. Dip-dyed. : , heels and toes. Dip-dyed. ger ioned. Dip-dyed. Unadulterated. 
the pair Unadulterated. All shades. the pair Unadulterated. All shades the pair Ail shades. 
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When Is It Right and When Wrong to 
‘Tax the Canvasser? 


One ‘Recent Attempt Meets with Court (ondemnation Because 
It Is Unconstitutional 


cessful effort which the city of Portland, 
Ore., had made to at least hamper to some 
extent the activities of outside merchants who sent 
in salesmen to take the trade from local men. 
The outside manufacturer against which the 
plan was successfully directed was the Real Silk 
Hosiery Mills, Inc., Indianapolis, Ind., which 
sells hosiery through salesmen direct to consumers 
all over the United States by the method now gen- 
erally used by all these direct-selling concerns, 
viz.: the salesman collects a percentage of the pur- 
chase price when he takes the order. This is his 
commission and he keeps it. The balance is paid to 
the postman when he delivers the goods. 
The city of Portland passed an ordinance com- 


( EVERAL weeks ago I reported the suc- 


| maar. - > aa 


bey 


pelling these salesmen to pay a license fee of $5 
per month (if they went on foot and $10 if they 
used a team) and to put up a $500 bond to safe- 
guard the money they collected. The Real Silk 
Hosiery Mills attacked the ordinance on the usual 
ground that it was an attempt to tax interstate 
commerce, but the United States District Court, 
and later the United States Circuit Court of Ap- 
peals, said the ordinance was perfectly good; that 
it was not an attempt to tax interstate commerce, 
but a necessary restriction upon the purely local 
activities of a salesman. 

The case is very important because it represents 
practically the first successful attempt to encum- 
ber the efforts of the outside concerns who, though 
they pay no tax, come into local communities and 





X 


Hosiery department in the C. H. Baker store in Hollywood, California. This is a departure, in some ways, from the general habit of . 

having a visible stock cabinet—yet the appearance is kept up to par by having uniform cartons, neatly stacked on the shelving. In fact, 

with this particular arrangement, it is well not to have a visible stock as it detracts from the display cabinet on top. Notice the 
“daylight” lamp in the center of the counter, where hosiery colors are matched with gown or shoe. 
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Gauge Stockings at 


“One Twenty Five” for there is nothing else 
in the same class, and the trade it gets on its own 
merits it holds, because, at the popular price 
($1.25) there has been no ‘sacrifice of ality. The 
woman who buys “One Twenty Five” Sonata she 
does not want to pay $2.00 for a full-fashioned 
stocking, is just as thoroughly satisfied as though 
o paid $2.00. That’s the secret of “One Twenty 

ve’s” success. 

And every inch of the fine double cracked, extra 
silk is guaranteed to you and to your customer. 
The stocking is as shapely as knitting can make it 
for it gets its shaping in the knitting, not in the 
boarding. Seams are flat, neat and narrow and the 
texture of the knitting is as even in the narrow- 
ings as elsewhere. 

A great stocking for little money and an absolute 
mint for the store that is fortunate enough to “ee 
it exclusively in its city. 


373 Fourth Ave. - - 








(Reinforced with Lisle garter tops and feet) 


HERE is room in every store’s stocks for @ 











To Take the Place of Hosiery Not Selling 
So Fast, or to Add to Lines That Are— 


One Fwenty Jive ccs: 


Pure Thread Silk, Fine 


$Q.00 


THREE OTHER BIG LEADERS 


No. 150—Pure thread silk, 12 strand stock- 
ing, every inch of silk guaranteed. In the 
following popular colors :— 

Bagemere Tan French Nude | DOZ. 

“ L 

Sets stn - wee «©=— | $10.75 
No. 516—Full-fashioned dipped stockings, 
flare top, reinforced tops and feet, in new, 
popular shades ................. .... ..$13.50 
No. 568—The best mock-seam chiffon stock- 
ing made. Extra fine gauge spring needle 
machine with full fashion markings, silk 
to welt, and packed in individual bags. 
BIE cis csainteserelbenatinc iat hciacrip ak $8.00 





RAY-MOND HOSIERY CO. 


(formerly located at 138 Fifth Avenue) 


New York City 
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compete with those who pay tax and have money 
invested. By the number of letters I received 
from various parts of the country I have no doubt 





A new woven sport pattern imported by the Krueger 
Tobin Co. 


the same kind of an ordinance will be passed in 
many other places. 


How Bellingham Tried to Work It 


I have before me now another case which shows 
what happens when outside merchants are gone 
after unintelligently and short-sightedly, simply 
with the intent to bludgeon them out of business. 
The local merchants will see their trade going to 
these outsiders and will get together in a meeting 
and, fairly boiling with rage, will arrange to have 
a law or ordinance passed which will simply de- 
stroy the outsiders root and branch. And usually 
they can prevail on their local Council to do it, 
as the outsiders don’t contribute to anything po- 
litical and have no local standing. Efforts born in 
this way always go too far and invariably fail. 

The case I refer to was another case brought 
against the Real Silk Hosierv Mills, Inc., this time 
by the city of Bellingham, Wash. The purpose 
was the same as the purpose of the Portland or- 
dinance, viz.: to put a crimp in the business of an 
outside concern. But the Bellingham ordinance, 
apparently the offspring of very bad legal advice, 
imposed a license tax of $5 per day on every sales- 
man or agent representing an outside concern. 
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Canvasser Upheld By Court 


Under this ordinance one of the Real Silk Co.’s 
agents, who had refused to pay the license, was 
arrested, and his employer asked the courts for an 
injunction. The ground was that “such ordinance 
is in violation of Amendment 14 and Section 8 of 
Article 1 of the Constitution of the United States, 
and imposes an unreasonable burden upon inter- 
state commerce, is unreasonable and prohibitory 
and deprives the plaintiff of property without due 
process of law.” 

The court granted the injunction because there 
wasn’t any question about the matter; the ordi- 
nance was a plain effort to tax the outside salesmen 
out of existence. 

The following is from the decision: 

It is apparent, however, that the provisions of 
the ordinance in issue appear to have relation to 
governing local business rather than local welfare, 
and the safeguarding of the public against fraud 
and deception, and is in arbitrary interference with 
rights guaranteed by the Constitution of the 
United States. Five dollars per day, as a license 
fee for a solicitor, plainly indicates the purpose to 
be to protect local trade from competition, instead 


2 3 | 








re 
a: 


New “alligator” stitch in women’s sport hosiery. From the 
line of the Reingold Hosiery Co. 


of fixing a reasonable fee and conditions upon 
which a license will be granted, so as to safeguard 
the public against acts of omission or commission 
by persons engaged as solicitors. 

(Continued on page 115) 
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NEW SPRING CREATIONS 














No. 5256 (Illustrated Above—Full-fashioned 
Silk and Lisle Woven contrasting stripes. 
Packed three pairs, assorted stripes, to the box. 
Color combinations: 


White and Tan White and Rose 
Whitefand Blue White and Cinnamon 
White and Orchid Tan and Cinnamon 


Indian and White 
Price $24.00 a dozen 
No. 512—Fine silk mixed ribbed hose with three 


beautiful printed designs in each box in follow- 
ing colors: 


French Nude Peach 
Amber Sahara and Blonde 
Neutral 


Price $12.00 a dozen 


No. 5247—Rayon and lisle, mixed. Circular con- 
trasting quarter inch Rayon stripe from top to 
toe. Six attractive color combinations. 


Price $8.00 a dozen 


No. 5346—Two-color contrasting vertical silk 
stripe in 6 combinations. Mostly light sport 


shades. 
Price $12.00 a dozen 


No. 5255—Rayon and lisle woven circular con- 
trasting wide-stripe effects in 8 different color 
combinations. Our exclusive designs. 


Price $10.50 a dozen 





No. 9000 (Illustrated Above)—Full-fashioned 
medium-weight silk hose with a beautiful and 
neatly embroidered two-color contrasting flower 
at_the knee. Colors: 
Black Champange Nude 
Amber Blush Skin 


Price $16.50 a dozen 
The Garter-Clox—‘Adding the touch that 


means so much’’—a beautiful all-silk full-fash- 
ioned chiffon with the exclusive Garter-Clox top. 
Colors: 


Black Airedale Amber 

Blonde Satin Gold Gun Metal 
Neutral Nude Rose Blonde 
Russian Calf Shell Silver 

Skin Champagne Harvest and White 


Price $19.50 a dozen 


No. 760—Finest all-silk chiffon, full-fashioned 
42-gauge. A particularly fine stocking for high- 
class trade. Price $15.50 a dozen 


No. 1208—Sheerest of full-fashioned, lisle top 
chiffons, 42-gauge, silk foot. 
Price $13.50 a dozen 


No. 1825—Full-fashioned, pure thread silk, lisle 
top, sandal foot, medium weight, 42-gauge. 
Price $12.50 a dozen 


No. 1925—Full-fashioned, heavier weight, pure 
thread silk, lisle top. 


Price $14.50 a dozen 


All these styles = pure dip dyed mere The finest of 
silk thread only is used in making these stockings. 
They are available in all the latest Spring colors. 
Samples and color cafd gladly submitted. Numbers 
listed are for immediate delivery. 

TERMS 1 PER CENT 10 DAYS, NET 30 DAYS 


H. HILLELSON & SON, Inc. 


3, 5, 7 West 22nd St., 
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Part of the inside hosiery display of the Imperial Shoe Store in New Orleans. 


Where They Make Saturdays Count Big 


The Imperial in 


New Orleans, Dresses Up Its Windows, Displays Leaders and 


Then Pushes Over Its Counters Some 200 or 300 Pairs 


doing a general business in men’s, women’s 
and children’s shoes in New Orleans, to sell 
as many as 300 pairs of women’s hose on Satur- 
days. The Saturday sales for the entire year run 
between 200 and 300 pairs, but the days in be- 
tween the Saturdays are not dead days in the ho- 
siery department by any means, for a business of 
between $100,000 and $125,000 yearly is done 
in women’s hose alone, and besides, the store has 
a large trade in men’s and children’s hose. This 
establishment, which is one of the largest and most 
splendidly equipped of its kind in the South, has 
had a live hosiery department for fifteen years. 
The store has an imposing front, being housed 
in a four-story building on a commanding corner 
at the intersection of Canal and Bourbon streets. 
Canal street is the leading business mart of the 
Crescent City, and The Imperial has a position 
that for the purposes of shoe retailing is enviable. 


|: is not unusual for the Imperial Shoe Store, 


Hosiery In Practically Every Window 
Facing both streets, the store is provided with 


excellent and extensive display windows, recently 
remodelled and fitted out with the latest improve- 


ments in interior finish and display accessories. 
There are two entrances, one from Canal street 
and the other from Bourbon. Hosiery finds a place 
in practically every window of the store, and the 
half-island window at the corner of the two 
streets has become the cynosuse of New Orleans 
women, for in it they know they will see dis- 
played, along with the latest models in shoes, hose 
that correspond with the shoes and which are the 
last word in colors and patterns. 

The women’s hosiery department of this large 
store is well located to the front of the women’s 
salesroom on the third floor. There are two glass- 
enclosed cases extending a distance of fourteen 
feet, behind which are visible stock cabinets that 
hold the active stock of about 5,500 pairs, Hosiery 
is also well displayed in the counters, showcases 
and on racks on the ends of thé counter cases as 
well as in the display cases over the stock cabinets. 


Seventy Per Cent of Shoe Customers Buy Hosiery 


The management estimates that fully 70 per 
cent of the women buying shoes purchase hosiery 
at the same time. The stock is turned from 8 to 10 
times a year. The store is able to sell such a large 
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percentage of its shoe customers because of the 
system of “suggestion” selling that is in operation. 
The 21 salespeople in the women’s department 
have careful instructions from the management 
never to let a customer go out of the store without 
directing her attention to the hosiery department. 

As an incentive to cause the salespeople to turn 
customers to the hosiery line, the store gives the 
salesperson concerned a satisfactory bonus on the 
hosiery sale that results from the salesperson’s ini- 
tiative in this matter. The name of the salesperson 
entitled to the bonus is marked on the hosiery sales 
ticket, and on Saturday nights these tickets are 
gone over and the amount due each salesperson is 


included. 


Leaders Featured in Windows 


The department usually runs in the windows 
leaders of a certain price, with a reduction adver- 
tised if the customer takes three pairs. The leaders 
are also displayed on racks on the counter-cases in 
the department itself, and have plain cards show- 
ing the price. The boxes containing the different 
shades are also laid out on the counters, making it 
easy for a customer to shop about. 

The cost of operating the hosiery department 
is not large when the amount of business done is 
considered. There are four salespersons, including 
Miss Elodie Abadie, head of the department, but 
two of these also give a part of their time to the 
children’s hosiery department on another floor. 

The Imperial gives particular attention to win- 
dow advertising of hosiery. It is seldom that an 
entire window is devoted entirely to hosiery, but 
is also seldom that a window does not display 
hosiery along with shoes. It is the thought of the 
executives of the 
business that the 
shoes and hose act 
as complements 
when shown along- 
side each other, 
and they expressed 
themselves as be- 
ing certain that 
many sales result 
because of the sug- 
gestions of this 
silent salesman- 
ship. 

While the dis- 
play manager does 
not seem to have 
any stereotyped 
patterns to go by 
in making the 
trims, he usually 
selects some signifi- 


HOSIERY SECTION, 





A timely Imperial window display—a harp and green hose for the patron saint 
4 of Ireland. 
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cant object for the central unit of the trim. This 
object is placed higher than the surrounding units 
of shoes and hose that are arranged in a gradually 
ascending order until they climb up to the central 
unit. 

A fine basket of Mardi Gras tinted paper jon- 
quils, made by Miss Abadie and her assistant, was 
the center of the Mardi Gras display. For the St. 
Patrick’s window, an old Irish harp, said to be 74 
years old, was borrowed from a local music store 
and used to grace the central position. Streamers of 
ribbons of the appropriate colors were used on 
both occasions to tie the different units of shoes 
and hose up with the central object. For St. 
Patrick’s, green, of course, predominated, and 
small cards of green shamrock design were used 
as price tags on the shoes and hose. 





Taxing the Canvasser 


(Continued from page 111) 

This decision was not a disagreement with the 
case which grew out of the Portland ordinance; 
it was in complete agreement with it. In fact, the 
court in the Bellingham case discussed the Port- 
land case and explicitly agreed with it. The latter 
was an effort to obtain protection for Portland 
people against a traveling agent collecting money. 
The latter was a thin scheme to tax competition 
out of business. Therefore one was legal and the 
other illegal. 


(Copyright, March, 1925, by Elton J. Buckley, Esq., Counsellor- 
at-Law, 643 Land Title Building, Philadelphia, Pa.) 





« Harmony Coloring” 


A novelty of the season is the “harmony color- 
ing” stocking. It will recall a shaded hose which 
appeared on the 
horizon ten years 
ago at least. But 
neither slippers nor 
short skirts nor en- 
semble costumes 
were the mode at 
that time, so the 
experience of ten 
years past is hard- 
ly pertinent. 

These harmony 
coloring stockings 
are so called be- 
cause they shade 
through harmoniz- 
ing instead of con- 
") trasting colors, and 
ij the shading is im- 
perceptibly and ar- 
tistically achieved. 
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One of the 
Most Talked of Topics 
At The 2/]st Annual 
Knitting Arts Exhibition 
In Philadelphia 


It stands to reason :— 


If faded, soiled or unpopularly col- 
ored hosiery can be re-dyed, and be 
made equal in every way to brand 
new stock, why it solves one of the 
biggest problems. 


‘“c %° ° 
Peerless” Service 
used by jobbers as well as retailers all over 
the country, does away with,hasiery losses. 


And it’s so simple. You. merely send us the 
“‘dead’”’ numbers, the hosiery that can’t be 
sold. We return it to you re-dyed into black 
or any popular shade you desire. 


So high is the confidence placed in us by the 
trade, that we had to provide facilities for 
1,000,000 Ibs. yearly. 


Turn your “dead” numbers into live sellers. 
Realize your investment, plus a good profit. 
Details and prices sent on request. 


Peerless for Re-Dyeing 


PEERLESS 


Hosiery Dyeing Co. 
PLEASANTVILLE, N. J. 














The Bright (lors and Varied 
Designs of Golf Hose 

(an Best Be Displayed Upon 

Display Limbs 











For Display Equipment of All Kinds, Consult— 
J. R. PALMENBERG’S SONS, Inc. 
Founded 1852 
63-65 West 36th Street, New York 


BOSTON CHICAGO 
26 Kingston St. 204 W. Jackson Blvd. 
BALTIMORE SAN FRANCISCO 


11 First St. 
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122 W. Baltimore St. 














Your windows are work- 
ing for you the whole 
day thru. Make them 
“talk” to the passer-by. 


ATTRACTIVE 
SHOW CARDS 


attract 
SHOE BUYERS 
Write for details on the 


Recorder 
Show Card 
Service 
$4.00 a Month 
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SHOW CARD SERVICE 
189 West Madison Street 


CHICAGO ILLINOIS 
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Actually Knit to Fit the Foot 


Selling points which 
. make customers, and 
bring them back 


















It has a double elastic ribbed top that stretches 
beyond 18 inches—no cutting of the calf. 


It has the only elastic Accordeon Rib knitted leg— 
practically indestructible and extra long. - 


3 The heel is knitted to conform to the shape and 
rounding of your heel. 





It is the only stocking having an Arch—therefore is 
built just like a shoe. 
The Accordeon Rib extends to the end of the Arch 
and at least a half inch below the top of an oxford 
shoe. 

6 The top of the foot and toe is no longer than the sole 


and toe—that’s why they do not hang like bags, but 
are knitted at right angle to the leg. 
































t 4__! 6 
[his is a better hose for men 
Silk and lisle accordeon ribbed leg—mer- Made also in all silk tram accordeon rib 
cerized lisle foot. 2 tone with spun silk foot reinforced with 
Black and white Black and gold lisle-Same colors. 
Black and navy Blackandred ~ Price $22.50 
= aaa ar eae Sr ee Silk and wool in many combinations. 
Price $11.00 Price $13.00 
HIRNER HOSIERY CO. ROBISCHON SALES CO., Inc. 
ALLENTOWN, PA. 389 5th Ave., NEW YORK 





HIRNER HOSIER 
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We are able to give you 
better service than any 
other hosiery concern 
because we carry com- 
plete stocks of silk ho- 
siery in five centrally 
situated cities—each of 
these stocks ready at all 
times to give you goods 
when you want it. That 
means more turnovers 
and greater profits for 
















Write for more de- 
tailed information 
and our latest price 
list and color chart. 





B 
W. 


wome! 
Salisb 


J. R. BEATON COMPANY, Inc. meat 


Plaist 


331 FourtH AvENuE, New Yor« new 
CuicaGo—227 West Jackson Blvd. Boston—gg Chauncy Street oor of 


ATLANTA—246 Peachtree Arcade San Francisco—133 Kearny Street 
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favor of quarters in one of the Bur- 
gess-Lang cement buildings on Es- 
sex street. Here the business is now 
conducted under the most favorable 
conditions, being the center of the 
shoe district and having ample ac- 
commodations as regards floor area, 
lighting, etc. An entire floor of this 
building is occupied by Dalrymple- 
Dudley Co. for the manufacture of 
shoe ornaments. It has a daily ca- 
pacity of 20,000 pairs of bows and 
ornaments. There are about 70 em- 
ployees in the factory, while the 
home workers, which include 
women who take material from the 
factory to be made up at their 
homes, number about 400. The 
changes in styles of shoe ornaments 
from the early days of this con- 
cern’s business offer an interesting 
commentary on the great variety of 
ornamentation utilized during the 
past half century. At the present 
time the shoe ornaments produced 
by Dalrymple-Dudley Co. cover a 
wide range of novelties of all de- 
scriptions suitable for women’s 
footwear. “Dalco,” the name regis- 
tered as a trademark to identify 
this product, has become familiar 
to the trade through the wide- 
spread sale of these products, 
backed by a liberal advertising 
policy. The concern transacts busi- 
ness with shoe manufacturing and 
shoe retailing concerns in all parts 
of the United States, also in nu- 
merous foreign countries. Dalrym- 
ple-Dudley Company has connec- 
tions in Canada, Mexico, Cuba, 
Australia, South America; also in 
countries of Europe and the Far 
East. As recognized leaders in their 
line of production, this house, with 
more than 50 years of successful 
business history, is making further 
growth. The members and their 
respective offices are: Frank E. 
Dudley, president and general mana- 
ger; Lewis H. Ordway, vice-presi- 
dent in charge of purchases; 
Joseph A. Dalrymple, treasurer, in 
charge of credits and finance; 
George E. Dalrymple, assistant 
treasurer, head of the sales promo- 
tion and advertising departments. 


Butler Co. Buys Plant 


W. H. Butler Co., manufacturing 
women’s shoes, with factory in 
Salisbury and offices in Haverhill, 
has purchased the plant and equip- 
ment of Colcord & Walker Co., 
Plaistow, N. H. The factory is a 
new one, having been built a year 
ago. It is equipped for a daily out- 
put of 300 pairs of women’s shoes. 





BOOT AND SHOE RECORDER 


119 


Strength of Patent Feature 
of Rochester Retail Trade 


ROCHESTER—The demand for 
new footwear was held back during 
March by unfavorable weather con- 
ditions. There was a hint of spring 
in the air last week, but as yet the 
weather has not been warm enough 
for more than a couple of days to 
stimulate real buying activity. 

A new development in the style 
situation is the demand for patent 
both in combinations and all pat- 
ent with a marked swing towards 
all patents. Tan shoes in a variety 
of patterns are being featured ex- 
tensively and are selling, but the 
all-patent patterns seem to have 
the call. 


Merchants Discuss Prob- 
lems 


The March meeting of the Roch- 
ester Retail Shoe Dealers’ Asso- 
ciation, held at the Powers Hotel, 
Wednesday evening, March 25, 
brought out an enthusiastic gath- 
ering of merchants. 

James M. Ropes, secretary of the 
Retail Merchants’ Council of the 
Chamber of Commerce, spoke on 
business conditions and prospects. 
Quoting from Edward A. Filene’s 
“The Way Out,” Mr. Ropes stated 
that, “The successful business of 
the future will be the businesses 
that improve the processes and re- 
duce the cost of production and rid 
distribution of its present inde- 
fensible wastes.” 


Hats and Shoes . 


James Olmstead, manager of the 
McCurdy Shoe Department, has for 
a long time considered why it is 
that American women are willing 
to pay almost any price for a hat, 
but give little thought to their 
shoes and many women object to 
paying a fair price for their shoes. 

To create greater interest in 
footwear, Mr. Olmstead has joined 
forces with the manager of the 


millinery department and is adver- 
tising “Hats and Shoes” to stimu- 
late the desire for a suitable shoe 
to go with a géod hat and vice- 
versa a good hat for good shoes. 

The present advertising featur- 
ing “Hats and Shoes” has only ap- 
peared twice during the past week, 
but Mr. Olmstead states that they 
have already had customers come 
in and ask for shoes that match the 
new hat purchased to wear with the 
ensemble costume, and he feels that 
Rochester women once educated to 
the proper matching of hats and 
shoes will mean more business for 
the McCurdy shoe department. 





Alterations at Pidgeon’s 


With the completion of altera- 
tions in his store which includes 
the building of a platform down the 
center of the store to facilitate the 
fitting of shoes, William Pidgeon, 
Jr., announced to the public in a 
double-page spread in the gravure 
section of the Rochester Democrat 
and Chronicle that he now realized 
his dream of years and that he has 
equipped his store so that his 
trained staff of salesmen could ren- 
der the greatest possible service to 
his customers. 

The new feature. of the Pidgeon 
store is a slightly raised platform 
extending the entire length of the 
store. It is approached by two 
broad steps. On the platform the 
customer seats himself or herself 
in an individual chair and places 
his foot on a pedestal or foot rest 
on the edge of the platform which 
can be raised or lowered to meet 
the customer’s needs. 

When the customer “tries” the 
shoes by walking, the real advan- 
tage of the platform is apparent. 
The customer’s foot, being about on 
the level with the salesman’s eyes, 
enables him to see without effort 
whether the shoe is properly suited 
to the customer. 





Blond Satin Styles Sell 
Freely in Philadelphia 


PHILADELPHIA—One factory 
here reports that new business is 
developing slowly, but that it is 
selling quite a bit of footwear out 
of its stock department. This man- 


ufacturer is of the opinion that the 
present holding-off in buying by 
the retail trade is going to mean a 
very strong demand for stock car- 
(Continued on page 126) 
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Why are you in the retail shoe business? 





Why do you invest your money and direct your 
time and effort to the great problem of putting 
shoes on the feet of the public? 


The answer is in one word—"’Profit.” 


You most certainly don’t build a store organiza- 
tion, keep a well-balanced stock, trim windows, 
advertise, keep books, take inventories and then 
forget to figure your profit. 

Profit—that's the big problem. 

Thus in this column we're going to endeavor to 
hand out a few ideas on how to make a profit, 


particularly on a good line of boy's shoes, such 
as “BOBS.” 





In Stock 


“BOBS”’ 

T-178X—In Stock.—Made over a new 
broad toe last of Rueping’s Spa-Tan Calf. 
brass eyelets, rolled flange heel and rolled 
edge. Bleached calf quarter lining, rubber 
heel. full 7 iron insole, no cork bottom filler, 
full 9 iron “Rock Oak" outsole, Shoulder 
Channel Process. Widths B, C and D 


For boys, sizes | to 5% $3.50 
For men, sizes 6 to 11. .3.85 





















Made to order in other pop- 
ula. leathers 


T-178M—In Stock.—Made over a 
new broad toe last in Rueping's 4 
Tan Calf. Bleached calf quarter lini 
rubber heel, full 7 iron insole, es 
bottom filler, full 9 iron “Rock Oak 
outsole, pees Channel ssa. 
Widths B, C and D 5 

For boys. sizes 1 to 5%... .... .$3.50 
For men, sizes 6 to 11 .......... 3.85 


Made to order in other popular 
leathers 





KANNALLY-WICK CORP. 


Manufacturers 


HIGHLAND, ILLINOIS, near St. Louis 
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We have made shoe ribbons and ribbon bows 
for the shoe manufacturing trade for thirty 
years. We are equipped for prompt delivery. 

Write for prices and samples. 


COLUMBIA RIBBON Co. 
: : N. J. 
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Quality Boudo 


irs ® 


Ani: No 





There is a 








IN 
STOCK 


36 Pair Cases 


Black 


If your jobber cannot supply you, 





one knows that ally ‘tom L In my 
experience I have seen many different 
degrees of quality. Early in my career 
I made it a policy to produce only re- 
liable quality Boudoirs. 
That is the kind upon which 
a big business has been 
built up. Ask me to send 
samples so you can buy in 
on a fine line. In 


and colors, 


and rubber heels. 
At Once Deliveries 


write me 


A. W. GREELEY 


deCi2 Duncan St. - - - Haverhill, Mass. 55/ 


stock: 
leather 
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Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 


Fine Calf Leathers 


= 
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APPROVED BY 
MEDICAL MEN 


Developer is unexcelled. 
Well known surgeons recommend its 


Make your stock of 
children’s shoes com- 
plete by sending your 


today. 
Phone Brockton 2188 
action. 


for immediate 


BURKLEY 
SHOE CO. 


1156 No. Main Street 


Brockton, 
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Boston Retail Buying Is 
Showing Gradual Gains 


BOSTON—The influence of mild 
weather was strong in the volume 
of business transacted in shoe 
stores during the week ending 
March 28. Satin materials in wom- 
en’s shoes are gradually selling 
more freely as the Easter season 
approaches. Tan calf styles and 
also patents are selling well. 

Sandals for the flapper trade are 
commencing to sell more freely. 
Several of the stores are depending 
on a medium shade of tan calf in 
plain sandal types, carrying slender 
strap effects, as the big sandal fea- 
ture. Patent is also a strong mate- 
rial for sandals. There are few cut- 
outs in most sandal styles, vamps 
are plain. 

More volume is reported by 
many men’s stores. Sport shoes are 
being shown in display windows. 
Shoe merchants expect this phase 
of the men’s trade to be better than 
ever. Sport models are very attrac- 
tive. 


Nunn-Bush Shoes at Brown- 
ing, King’s 

R. W. Grant, manager of the 
Nunn-Bush store for men at 23A 
School street, is in charge of the 
new shoe department for men at 
the Browning, King Co. The depart- 
ment sells Nunn-Bush shoes exclu- 
sively. New fixtures of walnut were 
installed and an ideal department 
for the sale of men’s shoes is pre- 
sented. 

The individual chair seating plan 
is used, the seats and backs being 
finished in leather and large brass 
tacks used for attaching the leather 
to the chair. It gives a truly mas- 
culine touch. Men’s hosiery in staple 
and novelty patterns are sold. Dis- 
play cases are built in to the shelv- 
ing section and make a good ap- 
pearance. 


Wholesale League Elects 
Officers 


The annual meeting and election 
of officers of the Wholesale Shoe 
League was held recently at the 
Chamber of Commerce dining 
room. Thomas F. Atkinson of the 
Atkinson Shoe Co. was elected 
president. Other officers elected in- 
clude: Manuel Sulkis of Cohen 
Sulkis Shoe Co., vice-president; 
S. Goldstein of S. Goldstein & Son, 
vice-president ; Mitchel Berenson of 


the Louis Jolles house, treasurer; 
F. J. Donahue, secretary; A. Bloom 
of Bloom-Langer-Lipmon Co., 
Frank Brilliant of Samuel Bril- 
liant & Co., Max Adler of Adler- 
Wolpert Co., Al Cohen of Cohen & 
Weinstein and H. Schwam of Burt- 
man, Rondeau Co., members of ex- 
ecutive committee. 

There was a good attendance and 
a good deal of interest was mani- 
fested in the discussion of current 
conditions in the shoe industry. 
President Atkinson plans to appoint 
a committee in the near future to 
consider plans for increasing con- 
sumption of New England shoe and 
leather products and also to in- 
crease buying in the Boston whole- 
sale market. 


Stores Advertising 


One of the most accurate indica- 
tions that shoe store merchants are 
on the alert is the newspaper ad- 
vertising. Spring styles are adver- 
tised daily as a measure to influence 
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men and women to buy spring 
shoes immediately. 

J. L. Esart Co.,46 Boylston street, 
a men’s store, is cleaning out all of 
its stock except that made by John- 
ston & Murphy. The sale prices are 
$5.50 and $6.90. 

Thayer McNeil Company adver- 
tised the “Banbury” for men. It is 
a light tan calf pattern with a soft 
toe. It is made over a broad last. 

E. W. Burt & Co. featured the 
“Louise,” a step-in pump with 12/8 
heel in either patent, black calf, 
black satin or tan calf. 

The Dorothy Dodd Boot Shop, 
23 West street, showed “new foot- 
wear for the Easter season.” Sev- 
eral good-looking models at $6.50 
were advertised. 

Filene’s devoted a generous 
amount of space to illustrate wom- 
en’s, misses’ and boys’ shoes. A 
broad one-strap in patent leather 
or tan calf; a black satin afternoon 
pump with beaded satin buckle, and 
a novelty ornament style in black 
suede or tan calf, were styles ad- 
vertised to women. 

The Jordan Marsh Company ad- 
vertised ‘“Back-to-Nature” semi- 
dress pumps in patent, kid or black 
or tan calf for women’s business 
and street wear. 





Tan Calf Patterns for 
Women Good in Baltimore 


BALTIMORE—tThe shoe busi- 
ness here has been good, especially 
during the past few weeks. This is 
the general opinion of nearly all re- 
tail shoe merchants. 


Most stores report tan calf sell- 
ing best with patent second. One 
retail merchant is selling as many 
patents as tan, with black satin 
second. Still another reports black 
satin better than patent, and tan 
leading. 

Genuine alligator is holding up 
well and is expected to continue un- 
til the warmer weather sets. in. 
Other good sellers at the various 
shops are light shades of satin, 
colored kids in blond and tan, and 
gun metal. 

There is a sprinkling of gray in 
combinations of patent. Opera 
pumps, step-ins and strap pumps 
are good. Gore pumps are still hold- 
ing up well. One of the best shops 
reports narrow toes are beginning 
to sell again, especially to the well- 
dressed woman. Stores handling 
the lower-priced shoes are showing 


patent with marble or batik com- 
binations. The initialed buckle in 
silver, gold plate or bronze, has 
made its appearance. 


Baseball Players’ Photos 
Attract Young Men 


Many men were attracted to the 
windows of Kenney’s Bostonian 
store to obtain a view of the in- 
dividual players of the Baltimore 
Baseball team which is being 
shown here. Along with this attrac- 
tion is a display of “How Bosto- 
nians Are Made,” giving the vari- 
ous processes in the making of the 
shoes. “Bill” Kenney always utilizes 
his windows to good advantage. 


Hess Has New Sport Shop 


Hess has a new men’s sport shop 
where nothing but sport shoes are 
sold, specializing in golf shoes, rid- 
ing boots, white shoes and tennis 
shoes. The shop, 25 by 60 feet, has 
a five-foot stair entrance and is 
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New Patterns 


A fallow satin pump, with 
five cut-outs in one-strap to 
button. This strap in a fork- 
like effect with a buckle of 
satin near the button. Heel 
17/8 spike and price $12.50. 
The same style may be had in 
tan with patent trimming, tan 
kid with oakleaf trimming, 
also white kid. 


Brown satin vamp with 
brown moire satin quarter, 
narrow strap which broadens 
to three buttons—17/8 spike 
heel. This may also be ob- 
tained in patent vamp black 
moire stain quarter, white 
kid, black satin, also black 
moire. 
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carried out in an attractive new 
gray color scheme. Panel effects are 
also carried out in the same color. 
The floor is of travatine, red with 
black border. Silhouettes of golf, 
tennis, polo and yatching, adorn 
the top. 


Applestein Moves 


Applestein, 43142 N. Gay street, 
moved to 3400 Block Eastern av- 
enue. Mr. Applestein has another 
store at 591 N. Gay street. 


Wise Co. Opens 

Wise Shoe Co., 34 W. Lexington 
street, recently opened and is sell- 
ing women’s novelty shoes at $6. 
This store is very attractive, con- 
taining new fixtures, using the new 
planet lights and can accommodate 
75 customers. Louis Hecker is 
manager. 





Spotty Conditions Exist 
in Brooklyn Factories 


BROOKLYN—Business in the 
Brooklyn shoe manufacturing dis- 
trict continues spotty. A few firms 
are working their cutting rooms 
overtime in order to make deliv- 
eries before Easter, while others 
are running on somewhat reduced 
schedules. The reason for this con- 
dition is far from being plain and 
the manufacturers themselves can 
offer no logical explanation of it. 
The reason does not lie entirely 
with the price situation, although 
that undoubtedly has something to 
do with it. 

It is common knowledge that 
many of the small producers and 
one or two of the large ones have 
shaded their prices a bit in order 
to get business. According to all cal- 
culations, shoes cannot be produced 
in Brooklyn this year as cheaply 
as they could a year ago, yet there 
are several instances where prices 
on basic lines are under those of 
last year. 


Less Interest .n Prices 


This condition, however, is the 
exception rather than the rule. 
Most of the manufacturers are con- 
vinced that quality is coming into 
its own. Within the last few weeks, 
buyers have been less insistent on 
prices that will permit Brooklyn- 
made shoes to be retailed at less 
than $10 a pair. In fact, accord- 
ing to one well-known manufac- 
turer, there is less kicking at 


Brooklyn prices today than at any 
time since the spring season began. 


Blond Satin Selling Freely 

An interesting ‘situation regard- 
ing blond satin has again arisen 
here. This material has fooled most 
of the Brooklyn producers several 
times this season. It has been de- 
clared to be waning in popularity 
and several predictions of its early 
death have been issued. Right now, 
however, it looks to be one of the 
strongest materials in the list and 
is being given a lease on life until 
the end of May at least. 

A considerable quantity of blond 
satin shoes are going through the 
works at present, and some of them 
will not be delivered to the retail 
merchants until after Easter. 
Leaders among the manufacturers 
are convinced that blond satin can 
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Trimmings Are Novel 


There has been no change 
in basic shoe patterns lately. 
The new models that are 
brought out follow rather 
closely along the lines that 
have been established for 
some time. The changes are 
mainly in the direction of 
novel trimmings. The latter 
are wanted in neat effects, 
principally curved lines and in 
small designs. 

There is some talk of a 
swing to vertical straps in 
sandal effects again, but most 
of the manufacturers are not 
particularly keen to see a re- 
vival of this type of strapped 
shoe. The difficulty of fitting 
front-strapped shoes properly 
is one of the main arguments 
against it. 











be made to hold a prominent place 
in the retail field if the retail mer- 
chants will not lose their nerve and 
begin to cut prices on it. While 
the manufacturers are not urging 
their customers to plunge heavily 
on blond satins at present, they are 
advising them to keep up their 
stocks and to hold prices on what 
they already have. 


Black Satin and Patent 


In addition to blond satin quite 
a bit of black satin and patent 
leather is being cut at present. Kid 
is growing stronger, with the de- 
mand best on the light tan shades, 
but gray beginning to show up 
much better. The producers here 
are more favorably inclined toward 
grays for spring than at any time 
since the opening of the season. 
Gray satin and gray kid are touted 
as the leading materials for gray, 
although some suede is making its 
appearance, but principally as a 
trimming leather. 





Only Fair Tone to New 
York Retail Shoe Trade 


NEW YORK—tThe retail shoe 
business in New York during the 
last week in March could not have 
been rated any better than fair. 
Reports from the various stores 
differ widely but on the whole it 
seems that business failed to come 
up to expectations. The weather has 
not been particularly propitious and 


the retail merchants are hoping 
that the remaining weeks before 
Easter will develop a considerable 
volume of business. 

Two schools of thought have de- 
veloped in the retail field here. 
There are some retail merchants 
who assert that business can only 
be obtained in satisfying volume 
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BROCKTON, MASS. 














M.A.PACKARD CO. Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











by running a series of sales and 
by stressing price. Others are con- 
vinced that prices are not at the 
bottom of the present comparative 
dullness in the trade. More of the 
merchants are inclining toward the 
latter view and it may help to cur- 
tail the orgy of sales with which the 
New York field has been deluged. 

Among the large sales staged last 
week -was one in the John Wana- 
maker store, which drew enormous 
crowds. Close to 14,000 pairs of 
women’s new shoes, the surplus 
stocks of two or three factories were 
placed on sale at $3.60 a pair. Over 
6,000 pairs of Dorothy Dodd shoes, 
stamped at $7 and $9 prices, were 
included in the sale. The remainder 
of the shoes were originally made 
to sell for $6 to $8.50 a pair. 

With such strong competition, 
retail merchants are finding it dif- 
ficult to build up a large volume. 
On the question of price attraction 
one firm which recently ran a sale 
without getting the desired volume, 
suddenly terminated the sale and 
on the following Saturday did the 
largest day’s business so far this 
year at regular prices. 

The shops devoted exclusively to 
shoes are leaning more to the policy 
of sticking to their prices and al- 
lowing the department stores to 
swing the big sales, which are now 
running more and more to manu- 
facturers’ surplus stocks. 


To Operate Own Shoe 
Departments 


Bedell’s, conducting a chain of 
women’s specialty shops, with 
headquarters here, are gradually 
taking over the shoe departments 
in their stores, which have hith- 
erto been leased. The department 
in the 34th street store was taken 
over earlier in the year and the 
department in the Brooklyn store 
will be taken over in the near fu- 
ture. Already seven of the leased 
departments in various stores are 
now being operated directly by 
the company and six more will be 
taken over in the next few months. 

Eventually, it is learned, all the 
departments in the score or more of 
Bedell stores will be operated by the 
company itself under the direction 
of Charles Thompson, who joined 
the Bedell organization about a year 
ago. Mr. Thompson is making his 
headquarters in Chicago, with fre- 
quent trips to New York. For some 
time he had charge of the shoe de- 
partments in the Oppenheim, Col- 
lins & Company chain of specialty 
stores. 
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88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 


THE STETSON SHOE CO., Inc. a9 


Seuth Weymouth, Mass. 











SNAPPY SHOES 
FOR YOUNG MEN 
Up to the minute Styles. Selling 


CRAIG-REED & EMERSON, Inc. 
Brock Mass. 
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Bosten Office, 10 High St., Room 304 








BRIDGEWATER 
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No. 7300 Satin in these 
colors 


Bi 
pat og B. 
Black, ungoene 
Send for roy 


NEW ENGLAND SLIPPER CO. 
WESTBORO, MASS. 


PARISTYLE FOOTWEAR MFG. 60., INC. 


41-45 Washington Ave., Brooklyn, NY. 
Office, Security Bidg., 189 W. Madison St 


HIGH GRADS MULES and D’ORSAYS 
of Satin, Satin, Embessed 
eae Tinsel and Brocade £ 


Prices from $23.00 per doz. up ed 
or the REST For the 
tter | Bett 
Grade IB Trade 


BEST-FVER 
Soft-Sole Leather 


Boudoirs and Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 
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Pullman Slipper Se 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. _ Baltimore, Md. 














AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 








ome 


Rockland, Mass., U. 8. A. 
IN STOCK MADE TO ORDER 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 














saver in meeting immediate needs. 


Stern Brothers Sold 


Stern Brothers, department store, 
last week was sold to a syndicate 
of bankers, headed by Ladenburg, 
Thalmann & Company, and Horn- 
blower & Weeks. The price, al- 
though not confirmed by the bank- 
ers, is estimated to be in the neigh- 
borhood of $18,000,000. The bank- 
ers will make a public offering of 
new stock of the store, and with 
the exception of Benjamin Stern, 
president of the company, the old 
management is likely to be re- 
tained. It was at first rumored 
that the bankers were acting for 
some other retail interests, with 
S. S. Kresge, The May Company, 
the National Department Stores, 
and William Filene’s Sons Com- 
pany mentioned as interested par- 
ties. All these rumors have been 
denied, however. 


Armstrong Vice-President 


At the monthly meeting of the 
National Council of Traveling 
Salesmen’s Associations, held at 
their headquarters in the Hotel 
Pennsylvania, March 26, Frank L. 
Armstrong, president of the Boot 
& Shoe Travelers’ Association of 
New York, was elected vice-presi- 
dent, to fill the unexpired term of 
the late Selden A. McOmber, who 
passed away December 24, 1924. 





“Best Selling Types” 


There has been little or no 
change in the kinds of shoes 
demanded by the general pub- 
lic in the last week. In pat- 
terns, straps and the small 
front gore step-in models con- 
tinue the lead and in ma- 
terials, blond satin, tan calf, 
patent leather and black satin 
are about the best sellers. 


Some merchants report the 
bulk of, business on one or two 
materials, but in the case of 
most stores, a rather wide va- 
riety .of material is selling. 
Kid is growing stronger and is 
expected to reach its height 
of popularity after Easter. 
Gray is being pushed more 
strongly than at any time 
since the advent of the spring 
season. There is no doubt that 
the wearing of gray by Mrs. 
Coolidge at the inauguration 
has greatly stimulated the de- 
mand for gray and merchants 
have been quick to capitalize 
on this fact. 
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METROPOLITAN SLIPPER CO. 
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THE KAY JAY SHOE CO. 
Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 








BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
style Bi02 Bik. Glazed 
Kid, Seft Tee 
. 1%-3 2% -8 
fis0 iy $1.45 
SCHWARTZ & HERDER 


Mfrs. of heared Grade Senate Shoes 
24; Me. (ith Street - Philadeiphia, Pea. 








Sui it 
eacuets 


HARD AND 


325 W. Monroe St., Chicago, Tl. 








MANHATTAN FINDINGS CO. 


wastes SHOE STORE SUPPLIES 
07 Duane St., N. Y¥ 


nance MADE BALLET SLIPPERS 
ilds’ $1.15 Mi $1.20 


uadies 
We also carry a full line of professional round 
and square toe ballet slippers. 
IN STOCK 





mee 
BALLET ee in Stock 
. ‘best de je profeesiona toe a 











SHOE FINDING CO. 
147 Duane St., New York. N. N. ¥. 
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BLACK VICI KID—IN-STOCK 
Gym Shoes No. e. 
2% w7 $1.00 


Men's Leather House 
Slippers In Stock 








Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 
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ELAM 
Flexible Turn Shoes 
Fer the Jebbing 


Trade Exclusively 
F. 8. ELAM SHOE Co. 


ROCHESTER, N.Y 
Boston Office, 188 Essex Street 








paneme WALKRUITE it 


CHILDREN’S HIGH-GRADE FLEXIBLE 
STITCHDOWNS 


A Variety of Styles Always In Stock 








11-13 Sterling Place Brooklyn, N. Y. 














‘Bonita Shoe * Baby 


and SOFT SOLES 


In Stock 


Send tr Catalog 


AH. MartinG@ 








| WHERE TO BUY 
Findings. 





America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











Mere, ere 
ty ln bene. Send fer levset price list. 





SO, Err 
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Philadelphia 
(Continued from page 119) 
ried by manufacturers when things 
start up and he is starting to pre- 
pare for it. He is making up for 
stock a number of ribbon tie ef- 
fects and strap patterns in patent 
leather and tan calf. He states that 
these patterns are by no means ex- 
tremes and he feels that he will 
have good call for them if he has 
them ready for immediate delivery, 
and at the same time that he is 
not taking a chance by making up 
something which is a mere passing 
whim. Crepe soles are very active 
and manufacturers of shoes are 
having considerable trouble getting 

satisfactory delivery on them. 


Blond Satin Very Good 


C. C. Bane, manager of the I. 
Miller store, on Chestnut street, re- 
ports very good call for blond 
shades of satin. He also reports 
that erocodile is very strong, both 
in solid shoes and in combinations 
with other materials, especially in 
patent leather and crocodile and 
Russia calf and crocodile. Grays 
that crocodile is very strong, both 
kid and satin. Batik leathers are 
very popular. Among the styles 
which Mr. Bane finds are selling 
best are light one-straps, step-ins, 
and ribbon ties. There is very good 
demand for ornaments. Prices re- 
main unchanged. 


Featuring Stouts in Stock 


Seafried Brothers are making a 
specialty of their stock of custom- 
made shoes for stout women. They 
offer them in both high and low 
patterns. The store of this firm is 
located on Girard avenue near 28th 
street. 


Featuring Pigoat Shoes 


The John Wanamaker store is 
featuring pigoat shoes. This is de- 
scribed as being a new leather 
which comes from Alsace-Lorraine. 
It has a beautiful grain and is said 
to be as supple as morocco, but 
more practical. This store has had 
some sandals of this skin made by 
hand in America. They are of a rich 
reddish brown color, have a front 
strap looping over the instep strap, 
open side, French toe and high 
Spanish heel, and are priced at $17. 


New Patterns for Women 

Among the new styles featured 
by the Strawbridge and Clothier 
store are a pump of chestnut brown 
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Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. | 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 








T. W. GODSO) F. a ~~ been 
w.G. JONALD, Vice- 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 








95 SOUTH STREET BOSTON, MASS. 


* ALL 


orin 9g WIDTHS 





ALL 
GRADES 


Russell ManufacturingCo. 
Middletown, Conn. 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, 
Telephone, LiBerty 8673 


MULTIGRAPH PLATES 


Mass. 
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DR. CAMPBELL'S HEALTH SHOES 


Women’s] Boots In Stock 
5 LASTS—12 STYLES 
B-EEE—2-9 $4.60 to $5.25 
BEST Quality Throughout 
POWELL & CAMPBELL 
Mtg. Wholesalers of 0. Campbell's Health Shoes 





122-124 Duane St., New York, N.Y. 




















shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN C° 


50 MAIN ST., BROCKTON, MASS. 











eet? fate oon08" 
ric cen Capacit 
e Five Year Iron Clad Guarantee -- < Special hy Ha 











EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 
cer pee Fe A on request 
Established 19603 
No. 400 $3 per 100 140-142 iene 





Actual Size 1 7-8" x2" 





Russia calf with a single buttoned 
instep strap of field mouse glazed 
kidskin, a pump with patent leather 
vamp, blond colored glazed kidskin 
quarters, and black enameled heels; 
an openwork blond satin sandal 
with narrow strap bound with 
corded silk and buttoning high over 
the instep, and a pump with patent 
leather vamp and quarters and 
heel of genuine alligator. 

The demand is for black patent 
leather, black satin, blond satin, 
and tan calf in the order named. 
The demand for styles is distributed 
over step-ins, straps, and sandals. 
Ornaments are popular with the 
step-ins, many of which, also, have 
gores. The demand seems to be 
tending towards plain patterns and 
away from the elaborations of the 
past. Whites have not yet shown 
any life, but trading in them is ex- 
pected to be brisk if the weather is 
favorable. Prices are holding firm. 


Predicts Good White Busi- 
ness 


C. R. McClellan, Philadelphia 
representative of the Duane Shoe 
Company, predicts that, as the peo- 
ple in the southern resorts are 
wearing white kid, mostly plain 
though some combined with black, 
this sort of footwear will be good 
here as the warm season ap- 
proaches. Mr. McClellan says that 
at present the large downtown 
shops are selling tan calf while the 
smaller stores in the outlying dis- 
tricts are finding their best market 
in black and blond satin and black 
patent leather. Operas and one- 
straps are good as are also step-ins 
and gores. Prices show no change. 


Glazed Kid Quiet 

The: glazed kid trade is still in- 
active though manufacturers are 
considerably encouraged by the re- 
ports that white kid is being worn 
quite extensively at southern re- 
sorts. The cheaper grades of tan 
and black are moving to a certain 
extent here now, as are also the 
medium grade skins. There is some 
call for gray and champagne for 
lining purposes. Prices remain firm. 
The trade is of the opinion that 
even if the raw skin quotations 
permitted deductions in the fin- 
ished product buying would not be 
stimulated by price concessions. The 
feeling is that the lull in the trade 
is due not to any hesitancy about 
buying at present prices but to the 
popularity of other materials. 





J. R. BEATON COMPANY, Ine. 
881 FOURTH AVE., NEW YORK 





ATLANTA 


CHICAGO 
BOSTON 























Cincinnati 


(Continued from page 85) 
the most popular, but some of the 
stores carrying high-grade shoes 
are showing the narrow toes, but 
the big demand is still for the me- 
dium round-toed lasts. 


Two-Button Pump Big 
Seller 


Queen Quality Stores have had a 
good sale on a two-button pump, 
made of blond satin, with a me- 
dium round toe, and a 21/8 inch 
Spike heel. On each side of the 
vamp at the ball are about five 
rows of fallow satin. 


New Styles for Men 


In the Bostonian Shoe Store win- 
dow display, they have two guide 
posts with the name “Style Avenue” 
on them, and right beyond this ave- 
nue they feature the newest styles 
in men’s spring footwear. 


Spring Advertising 
There is a great amount of ad- 
vertising by shoe stores in the daily 
newspapers. It is a positive sign 
that spring is here. Illustrations 
are generously used to show new 
creations in footwear. 


Potter Co. Meeting 


At a recent meeting of the em- 
ployees of the Potter Shoe Co., re- 
ports on the hosiery contest were 
submitted. There was discussion 
concerning new buckles just re- 
ceived and the importance of sell- 
ing the correct cleansing paste to 
match the shoe. 

The point was stressed that sales- 
men should try to sell white polish 
with all white canvas shoes at the 
time of sale, as if the customer 
gets the cleaner at a drug store, it 
is liable to ruin the shoes, as some 
of these cleaners contain destruc- 
tive acids. 
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Se od 


SU LEATHER 
SHOES 


BETTER SHOES— 
BETTER PRICES— 
QUICKER RETURNS 


Today this means much to wide awake shoe merchants. Here is a new line of 
all solid leather shoes, carried in stock, at your door, by your local distributor, 
which promises a quick turnover. The 


“AERO-LINE” OF SOLID LEATHER SHOES 


includes every sort of shoe from a child’s cack to a men’s 18-inch high-top 
boot. It includes styles for the whole family at prices all can afford to pay. 


; 
MAKE YOUR STORE AN “AERO-LINE” STORE 
Sizing in every week from a local distributor has its advantages. No loss of 3 
4 

e3 

4 

. 

4 

¢ 

€ 

¢ 


sales by being out of sizes. No heavy investment in a large stock. No waits for 
goods to arrive by parcel post, freight or express. 


The merchandise you will be selling is near you for prompt delivery, thereby 

— you a quicker turn-over, which is so essential to a successful business 
' today. 

Shall we put you in touch with our distributor in your locality? Indicate 
your interest in BETTER SHOES at BETTER PRICES and QUICKER 
RETURNS by writing us today, and we will have our local distributor see you 
promptly with samples. 


AERO-LINE SHOE CO. 


186 LINCOLN STREET 
BOSTON 


When writing to advertisers please mention Boot AND Suor Recornper 
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Open-shank D’Or- 
say of Skinner’s 
Satin with quilted 
or pluin sele. 








Shoe Satin that Helps 
Sell Satin Shoes 


F you make sure your satin shoes are of Skinner’s 
Shoe Satin, and tell your customers so, they will 
require no further assurance of service. 
All women know the Skinner name. They know it 
stands for unequalled wearing quality in all types of satin. 
Shoes made of Skinner’s Shoe Satin are easier to 
sell and eliminate complaints. 


WILLIAM SKINNER & SONS 


Chicago 
Mills, Holyoke, Mass. 


Philadelphia 





New York Boston 
Established 1848 


; Skinner's 
: Shoe Satin 
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Smart new 
street shoe of 
Skinner’s 
Satin with 
straps of gilt 
k across 
instep. 





Evening 
slipper of 
Skinner's 
Satin with 
back of 
Chinese em- 
broidery. 


86 inches wide and supplied in 
four different qualities to meet 
all the requirements of the trade. 
All desirable shades in stock. 


S.8 is. 0A... E...?* 
—3 
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$5 THE PRICE PUT ON THIS WONDERFUL 
SHOE TO INTRODUCE OUR VALUES TO YOU 


I’ was selected from our line, put in stock at this price and is every way 





representative of the men’s fine welt shoes being made by us, in volume. 

The trade responded immediately to our solicitations for business on our 
one-shoe-in-stock-plan. We thank buyers for the number of orders sent in. 
Many other stores reached by this paper, must have a place for sizes of this 
one shoe, in the store stock. It would pep it up, be a seller and add dollars 
to the business. The turnover would be rapid. The profit possible is some- 
thing worth while. 


This shoe is stock No. 241. Imported No. 85 Tan Collis calf oxford, 
in the popular short vamp pattern. It is made over our new Prince- 
ton last. The construction is the same as that of all our shoes—solid 
leather throughout—calf lined quarter and tongue. Fine back sole. 
Wingfoot rubber heel. It answers our slogan— 


“IF IT’S RIGHT, WE HAVE IT” 
Stock No. 241 
Price $5 
A—7\% to II C—6 to II 
B—7 toll D—6to II 


Terms: 2-10 net 30 days 


SCHWARZ-RUGGLES, Inc. 


MANUFACTURERS 
BROCKTON, MASS. 












A Beautiful 
Shoe In Im- 


| ported Tan 
Collis Calf 


























MOCCASIN OXFORD e GOLF MOCCASIN 
WITH PLANTATION A Murphy Moceasin F or WITH PLANTATION 


CREPE SOLES , 


CREPE SOLES 
Cutfrom plump, finegrained Every Outdoor Need Men’s, No. 335, Royal 
Tan Elk, Full Leather es pe P49 

7 : ° es arou Teel...... ..$4.15 
Quarter Lining, Welted Natural Crepe Rubber plantation finished = ar 
Heel, Combination Last. ‘ No. 336 Blucher oo 

' soles used on all Murphy Moccasins. Soft Toe, Royal Last $4.00 
Men’s No. 337. Munson Sat oe f a _s Women's, No. 539 Golf- 
Last $3.50 Within the popular price range with durability Moc. Queen Last... $3.50 
Boys’ No. 437 Hiker Last and comfort for sport, ease, and sprceees for No. 540 Gold-Moe., Queen 

$3.25 business or street wear, they are real salable mer- Last, White Summer Welt 
Youths,’ No. 438, Hiker chandise. around Heel.......$3.75 


Last $3.10 









J.D.MURPHY SHOE CO. 
NATICK, MASS. 


Terms 2/20, Net 30 Days 
F. 0. B. Boston 


Cut from highest quality, 
hand-boarded Tan Lotus. 
Fall Leather Quarter Lining, 
Combination Ankle-filting 
Last, Welied Heel. 


by This Mark 

















Know Them 
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(FD 
C.H.ALDEN Ca 


&.3.- 


HE ALDEN PLAN is a success because, 


by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 

















Made with genuine 
Barbour Storm Welt 
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IN STOCK 
Imported English 
Riding Boots 

MEN’S $16.50 PAIR 


WOMEN’S $14,509 PAIR 


















precise workmanship and 
high-grade, pliable willow 
calf—the comfortable and 
snug fit—the skilled crafts- 
manship of those trained for 
years in the perfection of 
bootmaking — will satisfy 
your most critical customer. 
that “COLT” IMPORTED 
ENGLISH RIDING 
BOOTS ARE BEST. 


Order them in 
tan or black. 


B2774 


Colt-Cromwell Co., Inc. 


ESTABLISHED 1899 


596 Broadway New York City 


The distinguished style— 














Service Satisfies’’ 


The ease with which you transact busi- 
ness governs the speed with which you 
make money. You can reach shoe and 
leather firms in and around Boston, 
quickest, from the Essex. This hotel is 
a capital place to stop. It is conveniently 
located and the service satisfies. 


The Essex Hotel Co. 


J. J. McCarthy, Pres. 
T. A. McCarthy, Treas. 





TRADE MARK REG. Uv G. PAT. OFFICE 


Do Win the Kiddies! 


Selling this line of true moccasins builds satis- 
faction—and profit. Both the children and their 
parents appreciate their smoothness, flexibility 
and long-wearing qualities. 
Complete line of Playtime True Moccasins—for 
Men, Women and Children. 


Send for catalog 





Soft-Sole Kiddiemox 
Perforated Tip 
Style No. 3351—Tan Elk 
Style No. 3354—Smoked Elk 
Style No. 3355—White Elk 
Infant's eee 2 to & ‘ $1.65 
In Stock 


Berkshire Moccasin Co. “miss 


We have an attractive proposition for a few high- a side- 
line salesmen wishing a good line. 











1 | Did You Ever 





Think of This? 


You probably have used equip- 
ment, shop-worn equipment, out- 
of-date models or products which 
you do not want but which some 
one else would be glad to get hold 
of at a price under the market. 


Classified Advertising in the 
BOOT AND SHOE RECORDER 
will move them quickly and eco- 
nomically. See Classified Section 
for advertising rates. 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 

















A bright, young clerk approached him and 
was.quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank.” said the 
clerk, and he explained it. 


i 


Ni i 
4, 









United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 















The Crawrorp ArcH SupporTING SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 














Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 
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Daintiness, Beauty and Originality 
Are All Embodied in This New Wesson Style 









ROSALIND 
White Calf, Pat. Vamp, 15/8 Full Spike Heel......$3.90 
All White Calf, 15/8 Full Spike Heel...................... 4.10 
All Patent, 15/8 Full Spike Heel... a 












ae. am A. E. WESSEL & SONS takes Otic end Steck Be 


Camden, N. J. St., Philadelphia, Pa. 


Better Grade McKays M. B. Wessel, Sales Mer. 











BRANCH OFFICES 











San Francisco New York City Ghicago New Orleans 
407 Pacific Bldg. Room 83, Graham Bldg., 127 Duane St. 500 North American Bidg. 105 Decatur St. 
Sidney Rule Murray Klein R. B. Nicholl J. Milton Boze 





UUULUUUNAL UNL LR 


ys 


For Greater Ease and Comfort— 


PUMP STRAPS 


Many of your customers like the pump, but are annoyed by the slipping thereof. 


That can now be eliminated by the 


LeAmco Klasic 


“PUMP STRAP” 





No. 8656—$5.25 per dozen 


To be had in patent, all leathers, and all standard satin colors. Beautifully patterned, 
most carefully stitched and with a full elastic under-strap, sure to fit any foot, 
snugly holding the pump in place without binding. 

Order a dozen each of several kinds, $5.25 per dozen. They will sell readily and at 
a good margin of profit for you. 

Other attractive patterns at $6.00 to $12.00 per dozen. smarter 





MMMM MMT 





TVET 





ABE MANHEIMER & COMPANY 


14th and Locust Sts. St. Louis, Mo. 





“WHILE OTHERS TALK QUALITY, WE GUARANTEE IT” 
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TYLISH STOU' 
OUT SIZES 
JTRADE to a 


Style Shoes for Stout Women 


Built over special lasts and patterns, designed expressly to meet 
Stout Women’s Needs 








IN STOCK 


In every community there are a large number of women, whose size and 
width requirements are such that they cannot be fitted comfortably in 
footwear built over standard lasts and patterns. 


True, these women are already wearing shoes. Yet, if circumstances compel 
them to wear misfits, will you not find them readily susceptible to shoes that 
are good looking, when built over lasts that meet their requirements? 





me Style B282—Black Glazed Kid Cross 
= Strap sandal, medium round toe, imita- 
tion tip, 13/8 Wingfoot Cuban heel. : : > , ‘ 4 
Built-in Steel Arch-Supporting Shank, Why not invest in Stylish Stout Outsizes and go after this extra business? 
Goodyear Welt construction. In Stock 

Widths C, D, E and EEE 


Price $4.60 It requires but a limited investment to make yours the stout woman’s store. 
Try 12 pairs of No. 250, and 12 pairs of No. 282, in widths E and EEE, a 
total investment of one hundred and four dollars; display them in your win- 

IN STOCK dow with the ad matter which we supply, and you will notice an immediate 


response. , 








And, when the year is over, you will find that in addition to selling many 
extra pairs you have made many satisfied customers. 





Satisfaction is what counts. Stout women can secure misfits at any store. 
Style B250—Black Glazed Kid oxford, Through Stylish Stout Outsizes, your store will stand out as the one that 


medium round toe, 13/8 Wingost Cuban fits stout feet and ankles stylishly and comfortably. 
oll Built-i . a Steel Arch mupatiog 


W. B. COON CO. 


165 N. Water St. Special Measurement Footwear  *°chester,N. Y. 
CHICAGO OFFICE, 189 W. MADISON ST. 


ASURUMTNVNMUTNTUHOUNUUUNOOONOOTOUNEOHPOOTFEPTTOOOOOOTTOON POAT SH ttUtHEtEtttvcdaevdvndstnaneuninuineyeqeesnepngennanneannvapnnapnnepegnnyte 
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Payment in advance is required, 


‘CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i OSITIONS WANTED—F 

Recorder rates for space less than one-eighth commene WANTED! ae emp = eae for ae inser. 
page per issue: other “Want ts, seven cents for each 
insertion. Minimum amount accepted, $1.25. Ads under this 
Space 1 time 7 times 13times 26times 652 times -— - will be ay at the Boston ~~ of > a 2° 
. noon on Tuesday week publication 
gS $5.00 $4.00 $3.50 $3.00 $2.50 date. When abveiane desire answers to come in care of this 
2 in............10,00 8.00 7.00 6.00 5.00 o@ce, twelve words must be allowed in each advertisement for 
address. When advertisers desire replies forwarded direct to their 

PO 15.00 12.00 10.50 9.00 7.50 Se. oF word —< the +4 — be — in oo oe. 
ry waar 20.00 16.00 14.00 12.00 10.00 ————_ = ee 





except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





SALESMEN WANTED SALESMEN WANTED 





GALESMEN ealling on retail shoe trade to 
carry a condensed branded line of men’s 
and women’s hosiery. Line has several superior 
features, and the quality is guar carefully. 
Write, giving experience and territory cov- 
ered. Your letter will be given prompt atten- 
tion. Address K-774, care Boot and Re- 
corder, 127 Duane Street, New York. 


ALESMEN WANTED: Experienced 
wanted to carry our Pa priced novelty 
line of children’s turns and sti 
7% commission basis in the following states : 
ew York, Penna., Mich., Wisc., No 
South Dakotas, Kentucky, Tenn., Rhode Island. 
Conn., Va., and W. Va., Colorado, Ariz., and 
New Mexico. Stock proposition. Samples. now 
ready. Flexible Shoe Company, Rochester, N. Y. 


ALESMEN WANTED: To represent our 

popular priced line of ye aN 3 turns and 
stitchdowns in the Sowing, ste Eastern 
Penna., Michigan, Indiana, I linola Wisconsin, 
Minnesota, Ohio, North and South Dakotas, 
Washington, Oregon, Colorado, Arizona and 
New Mexico. Samples ready. 7% commission. 
Stock proposition. Quality S Company, 
Rochester, N. Y. 


WANTED: Shoe salesmen to carry our line 
of men’s spats, sheepskin slippers and 
sheepskin bals to the shoe dealer on a liberal 
commission basis. Very few samples. State 
territory, and how often covered. Address The 
Brown-Warner Mfg. Co., Franklin, Ohio. 


Wa for following terri+ 
tory: Va., N. C., S. C., Fla., Eastern Penn., 
Ohio. In first letter state how jong in territory 
with volume of sales. This is a strong side line 
misses’ and children’s. No attention given 
unless we any information reques' d. 
Shoe Mfg. . Hagerstown, Md 

















WAN ANTED—Salesman with experience in sell- 
ing rubber footwear, who is capable of act- 
ing as Assistant General Manager. State ex- 
perience and salary required. Address B-389, 
care Boot and Shoe hiscetdee, 207 South Street, 
Boston, Mass. 


GALESMEN WANTED —A manufacturer 
making an extensive and exclusive line 
of sheepskin moccasins for infants, children, 

ladies, and men, desires several live wire 
salesmen to carry line as a side line. Shoe 
salesmen preferred. Select territories open. 
Address B-390, care Boot and Shoe Recorder, 
207 South Street, S Desten, . 








W ANTED—Salesman, with & 
better trade and has : veer’, poy A 
carry exclusive line of Brooklyn turns. 

sian Shoe Co., 251 Varet St., Brooklyn, x .. 





SALESMAN WANTED 
For Maine, New Hampshire and Ver- 








mont, te ¢ women’s, misses’ 
children’s Mc and welts in stock. 
This line can be carried with r 
Must have man who knows trade 
this terri . All replies treated 
conddonts ally. B-388, care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 
Milwaukee Work Shoes 


and children’s stitchdowns. The Steven 
Strong Shoe Company is open for rep- 
resentation in Iowa, New York, Vir- 
ginia and Indiana. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 











Western Pennsylvania--Ohio--Indiana 


We want experienced salesmen to the above te - We make unlined UNION 
Stamp Work Shoes, GOODYEAR WELT and NAILED. rite for particulars, giving 











references. 
NORTH LEBANON SHOE FACTORY 
Lebanon, Pa. 
WaANTED—A man to carry as a side line, ALESMEN WANTED to sell, in connection 
our well known line of men’s, boys’, with line now handling, 1/5 First Steps 


youths’ and L. gents’ standard screw and and 2/11 Stitchdowns; popular priced, quality 
nailed shoes, heavy wear in leather and shoes; fifty styles in stock. New York, Con- 
Panco soles. Territory open any state includ- necticut, Michigan, Ohio, Indiana, Texas, 


ing Western Ohio, west, and New York. Louisiana, Alabama, Maryland, Philadelphia, 

- not apply unless your trade is established. and —_ good territory 7 per cent com- 
pay 7% commission straight. Freed mission. Give full Maize pe 

Brothers Richlandtown, Pa. Company, 420 St. Paul St., Rochester, N. Y. 





ALESMAN WANTED—Commission basis, 
Saw = McKays, leggings, for state of 


Loulsions. Must be seq yr x — POSITION WANTED 


Hagerstown, Maryland. HOE b 
r and manager desires 

GALESMAN WANTED — Commission basis. S with hata store or shoe ae Bee 

Stitchdowns, McKays, leggings, for South 12 years experience in shoe retailing game. 
Shore, Massachusetts and state of Rhode A-1 references. States of New York, Penn- 
Island. Must be acquainted with the trade. evivania er Ohio preferred. 
Hagerstown Shoe & Legging Co., Inc., Hagers- Boot and Shoe Recorder, 207, South 
town, Maryland. Street, Boston, Mass. 


ALESMEN WANTED—Manufacturer wants 
side line — for state of Mississippi 
and Louisiana to sell high class lumbermens, 


soniee 2 Sve wet, et Enews’ =| Sales Executive 



































nn for a real omsepr ‘oO an 
specialty line branded ladies’ jiery. services of a high-grade sales exec- 
oF a aoe ee utive will be available shortly for some 
Easily carried. State territory covering an large concern having a big sales prob- 
line now handling. Address B-345, care Boot lem and wanting a sales executive of 
and Shoe Recorder, 207 South Street, Boston, specialized experience in the shoe or 
- rubber trade, whose record for past per- 
ALESMAN to nati -kni li f d I 
vot, Turn Boudolrs” Mioather sles, in formance an: Pang sere Pear 
colo ers and quilted ; also these interested. Address 
Slippers, soft and d toes; side line Address invited from in 
B-364, care Boot and ° B-393, care Boot and Shoe Recorder, 
St., Boston, . 207 South Street, Boston, Mass. 
XPERIENCED wanted to carry I 
on commission line of Infants’, Children’s 
lh es Kesco and hmed 
on Dakota, ne- 
Wi jin and with 
burg, Pa. nrg 7 70g inane eee teaee LINE WANTED 











To sell to retailers the best line of Volume Sales? 
for one of the best known ufacturers 

the country. Must For several years I have sold success- 
gous A, 7 4 ang ever. Must fully — situme Seats the 
ve fe want men for every country. were Spoaeness 
Ly yg eventually. gemen style shoes. Am ng for, 
several men for Pennsylvania and for a reliable factory to be sold on a vol- 
New Jersey. We want men who have ume basis to big accounts throughout 
eer ane “ns See the, ses leegent the country. Can furnish best of refer- 
distributors. Your letter will be in ences and will not be interested in a 
strictest confidence. Se write . Our line other than that made by a finan- 
own men have been fully mae Soont aly gong Sem Gat & tp Susinass to 
this. Address B-396, care Boot Shoe . For further particulars, address 
Recorder, 207 South Street, Boston, B-392, care Boot and Shee Recorder, 
Mass. 189 West Madison Street, Chicago, Ill. 
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LINE WANTED 


TO LET 


WANTED TO PURCHASE 








wit be open for manufacturers line of 
women’s medium priced novelties of Mc- 
Kays, turns, or welts to the large retail 
trade. Territory covers everything from Balti- 
more south for the last twelve years. Have 
established trade in this territory. Can furnish 
best of reference. Address B-391, care Boot 
and } od Recorder, 207 South Street, Bos- 
ton, 


I WANT a snappy line of McKays, medium 
priced, to carry with my line of turns. 
I am well established in Chicago and neigh- 
earry your samples in my 
car and show to all my customers. Prefer a 
line with about fifty numbers. F. C. Ghaner. 
2628 N. Kimball Ave., Chicago, Ill. 


Lines Wanted for Cuba 


on commission basis. Fifteen years’ experience in 
the feetwear oe and ether American - 








American shoes. Mark ft te - 

ing for them. We only lines whieh CF ey 

reasonably in ton te quality. 

aed and Shoe 207 St., Besten, 
ass. 

















FOR LEASE 





ERIE, PA. 


We offer for term of years, main floor 
store, 2344x82%%, located downtown be- 
tween the two largest dept. stores. For 
particulars write 
L. F. ZAHNISER CO. 
REALTORS 
Security Bank Bldg Erie, Pa. 














FOR SALE 


Fda SALE—Medium-price shoe store, in 

Dayton, Ohio. Central location; room nine- 

een by ninety; with or without stock. Ad- 

ben Bt lease. Address B-395, care Boot 

ae Shoe Recorder, 207 South Street, Boston, 
ass. 








FOR SALE 


Clothing, Gents Furnishings, Boot sad 
Shee Store, located on Main St., at 
Enosburg Falls, Vt., one of the best 
stores in town, and has a lease with 
option for five years more at same 
price. Must be sold by June 1. W. E. 
Mitiguy: & Co., Enosburg Falls, Vt. 











T° LET, TO LEASE—Ladies shoes depart- 
Le ment—in college town in Central Illinois. 

on second floor, occupied by ladies’ 
pane AK, and millinery departments and 
beauty parlor. Address B-894, care Boot and 
| aad Recorder, 207 South Street, Boston, 





HOE DEPARTMENT TO LET—A large 

Men’s Clothing Store will sublet a space 
for a special shoe that will sell at one or two 
prices—excellent location in one of the best 
city’s in New England. Address B-375, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW youn, N.Y. 
Phone—Canal 687 








CASH PAID 


for entire shoe stocks or stocks of 
shoes or other merchandise. quantity. 
Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


622-624 Broad » New York, N. Y. 
Phene 1443 











CASH PAID 


for shoe stores or surplus stocks of shoes 
ther merchandise. Leases 


or for o taken over 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








MISCELLANEOUS 











We bu and pay highest cash price 
tur cxtalll © a eee al chan os ene 
other merchandise. Quantity no object. 

For 30 years our ity. 

Bank and mercantile 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER 
610 Broadway, oa 
Phone Stagg 1757 








monet CASH PRICES PAID 


oe ; hands. Wire phone d- 
or us 
ph ential. Established 1890. 
AX GLAUBERG 
425 Grand Street, New York City 
We also pure clothing, furnishing 
g etc. 0352 








HIGHEST PRICE PAID 


SHOE ST' STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 


315-317 o> St.—New York, N. Y.* 
Telephone Canal 0356 


Made Only of Wood 
for all lines 


IMMEDIATE 


SHIPMENTS 
Send for Catalog 


THe Oscar Onxen CO. 
611 Ww. FOURTH ST. 
CINCINNATI, O. 

not make 
Metal Fixtures or Show Cases 


























MISCELLANEOUS 








PROPOSALS 
PROPOSALS FOR INDIAN rer: 
Department of the Interior, Office of —— 


Affairs, Washington, D. C., 

Sealed prepesals, plainly marked onthe out- 
side o} sea envelope: “ ‘or 
Hardware” (or other class of su plies as the 
case may be) and addressed to aa 
sioner of Indian Affairs, 310 “Scien Street, S 
Louis, Mo.,” will be received until , # o'clock 
a.m., standard time, on each of the following 
dates and on the class of plies oat 
and then opened: Shoes, o etc., May 
ll, 1926; Hardware, May 
ete. 


, May 22, 1925; Harness , etc., 
14, 1925; Tinware, . 25, 1926; 
Paints, oils, ete., May 18, 1925; Medical sup- 
plies, May 15, 1925; Carbi etc., May 27, 
~~, By necessary infor- 
mation for bidders will furnished upon ap- 
plication to the Indian Office, Washington, 
c., or Uz a — Warehouses at 
Chi St. The 

to 








WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 





ATTRACTIVE 
=) LO) tae Gr oe 0) h 


a4 =4 = 


for the exclusive shoe trade 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 


——— Nhe 


= RIVETS 
Sm rs EXC 


LEXINGTON. AVE 
BROOKLYN N.Y 


2G3-27% 


L Om 





























Write fer Catalog 

¥ ture 

Corp., St. Lowle 
Kirkwood. Mo 
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New Orleans Shoe Mer- 
chants Meet 


New Orleans, La.—Everit B. 
Terhune, treasurer and general 
manager of the Boot and Shoe Re- 
corder, who has studied all kinds 
of “sick” businesses, in the United 
States and in Europe, recently ad- 
dressed the members of the shoe 
division, retail merchants’ bureau, 
of the New Orleans Association of 
Commerce. 

“I have no sympathy,” he said, 
“with the merchant who awaits 
what he calls normal conditions. 
There has been a marked business 
revolution since the war, and the 
change is here to stay. The sooner 
the merchant adapts himself to 
these modern conditions the sooner 
will he operate at a profit.” 

He gave as the main reasons for 
the weakness of the shoe business, 
improper advertisement by mer- 
chants and lack of co-operation. 

“The average merchant,” he said, 
“places 90 per cent of his adver- 
tisement on leftover stock being 
sold at a sacrifice, and only 10 per 
cent on the new stock by which he 
profits.” Sacrifice sales, he said, 
pervert the buyers’ ideas of value. 
One standard must be set, he said, 
and maintained by merchants to 
insure a mutual benefit to buyer 
and seller. 

Edward H. Wild presided at the 
dinner and introduced N. E. Ja- 
cobs, who stressed co-operation 
among retail shoe merchants and a 
closer fellowship both socially and 
in business. 

The following association mem- 
bers were present: N. E. Jacobs, 
Walk-Over Shoe Store; Ed. H. Wild, 
Crossett Shoe Store; R. A. Mon- 
aghan, Hanover Shoe Store; Leon 
E. Ber, Pokorny’s; W. K. Daniel, 
Gus Mayer’s; E. P. Himel, Marks 
Isaacs Co.; P. B. Gallegly, D. H. 
Holmes Co.; A. E. Allen, Maison 
Blanche Co.; I. R. Jacobs, Walk- 
Over Shoe Store; A. J. Mathews, 
Hanan; F. M. Schumacher, Schu- 
macher’s; W. E. Mouney, God- 
chaux; F. J. Eckert, Imperial Shoe 
Store; R. R. Wilkinson, Maison 
Blanche Co.; Bob Mayer, Bostonian 
Boot Shop; M. S. Cahn, Imperial 
Shoe Store; P. A. Schiro, Schiro’s; 
C. F. Surgi, Hanover Shoe Store; 

R. P. Levey, Pokorny’s; C. S. Parks, 
Mayer Israel Co.; T. G. Whitehorn, 
M. B. Kreeger’s. 


John Cramer & Sons, Brooklyn 
manufacturers, recently opened a 
New York selling office in Room 
756 in the Marbridge Building. 
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New Shoe Stores 

J. F. Brown, Baker, Oregon. 

O. A. Haase, Co., Marinette, Wis. 

Wise Shoe Co., 34 W. Lexington 
street, Baltimore, Md. 

The Nisley Shoe Co., 38 White- 
hall street, Atlanta, Ga. 

Tom Reed, 530 No. Gay street, 
Baltimore, Md., W. M. Hadaway, 
manager. 

Tri-Plex Shoe Store, 22 E. Balti- 
more street, Baltimore, Md., men’s 
and boys’ shoes. 

Harry’s Shoe Shoppe, 147 Clin- 
ton street, New York, N. Y. Harry 
Goldstein, manager. 

American Shoe Co., 526 No. Gay 
street. Women’s and children’s 
shoes. M. Berdiansky, manager. 





Barnet Co. Takes on Lor- 
raine Calf 


The Barnet Leather Co., of Lit- 
tle Falls, N. Y., has completed ar- 
rangements to take over the line of 
Lorraine calf leather from Rous- 
maniere, Williams Co., of Boston, 
on April 1. The Lorraine tannery, 
at Peabody, will be operated as 
usual under the direction of George 
J. Laemmle, originator of Lorraine 
calf leather, who has been its man- 
ager for several years. 





MISCELLANEOUS 








Metal Shoe 
Fitting Stools 


and 
Floor Mirrors 
os 


Write for 
Catalog and Prices 


THE CHICAGO WIRE CHAIR CO. 


621 N. La Salle Street - - Chicago, Ill. 











(CLICKER) 
DIES 








% inch at 12 cents store, Shipped subject to 
inch. ond pares and satisfac- 
1 inch at 17 cents per Write for our latest cata- 
inch. Widea"ar rll seer 
Minimum 15 inches ' 
FEOnty Ry tes Milbradt 
Mg & me Manufacturing Co. 
2416 No. 10th Street 
icigis North 7th St. i ST.LOUIS, MO. 
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BUSINESS REVERSES 


El Dorado, Ark.—Sam Weiner, shoes, reported 
offering to compromise at 33 1/3 per cent. 
West Palm Beach, Fla.—John Lauther Co., 
shoes, etc., reported petitioned or petitioner 

in bankruptcy. 
Butler, Ga.—M. R. Cameron, shoes, etc., 
— petitioned or petitioner in bank- 


uptey. 

Colquitt, Ga.—J. A. Fein, shoes, etc., reported 
offering to compromise at 20 per cent. 

LaGrange, Ga.—Mrs. Sara Augustine, shoes, 
etc., reported petitioned or petitioner in 
bankrutpcy. 

Chicago, Ill.—Katz Bros., 3419 W. 16th street, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Columbia, La.—Curtis Clothing Co., shoes, etc., 
neared petitioned or petitioner in bank- 
rup 

oloehar La.—Elodie B. McNamara, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Damariscotta, Me.—B. C. Wade, peut peti- 
tioned or petitioner in bankruptc: 

Grand Rapids, Mich.—Mayhew Shoe Co., 87 
Monroe avenue, shoes, reported receiver ap- 
pointed. 

Excelsior, Minn.—Lars Jackson, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Kalamazoo, Mich.—Samuel Gerber, shoes, 
reported petitioned or petitioner in + 
ruptcy. 

Minneapolis, Minn.—Julian Robitshek, 1323 
Washington avenue S., shoes, ete., reported 
petitioned or petitioner in bankruptcy. 

Hamilton, Mo.—James B. Giddings, proprietor 
of Anderson Giddings & Co., shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

St. Louis, Mo.—Kaplan’s Bootery, 1242 So. 
Broadway, shoes, reported assigned. 

Newark, J.—Mantell & Orlansky, 180 
Spruce street, shoes, reported petitioned or 
petitioner in bankruptcy. 

Passaic, N. J.—Mrs. Anna Jacobs, 69 Lexing- 
ton avenue, shoes, reported meeting of 
creditors called. 

Perth Amboy, N. J.—Leopold Pollack, 322 
State street, shoes, reported petitioned or 
petitioner in bankruptcy. 

Brooklyn, Y.—Mrs. Mary C. Tricano, 3022; 
Church avenue, shoes and repairing, ref 
ported petitioned or petitioner in bank- 
rutcy. 

New York, N. Y.—Irving Cohen, 300 W. 125th 
street, shoes, reported offering to compro- 
mise at 19 per cent cash. 

Greenberg & Davidson, The Modern 
Bootery, 2395 Seventh avenue, shoes, re- 
ported petitioned or petitinoer in bank- 
ruptcy. 

Benjamin Klein, 184 First avenue, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Mrs. Bessie Messing, 235 Elizabeth street, 
shoes, reported offering to compromise at 25 
per cent. 

Rendor Shoe Shops, Ine, 206 Rivington 
street, shoes, repo assigned. 

Max Rothhouse, 380 Lenox avenue, shoes, 
reported meeting of creditors called. 

Wellsville, N. Y.—Bishop & White, shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 

“—-F N. Y.—Paris Bootery, shoes, re- 

rted petitioned or petitioner in bankruptcy. 

Elizabeth City, C.—Spencer-Walker Co., 
Inc., shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Wilmington, N. C.—Boylan & Hancock, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Massillon, O.—Harry M. Rosenberg, shoes, re- 
shoes, reported succeeded by Morris Shapey. 


ruptcy. 

Sulphur, Okla—A. Skuy, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Bristol, Penn.—S. I. Whitaker & Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Pawtucket, R. L—W. P. Butier & Co., shoes, 
reported offering to compromise at 20 per 
cent. 

Dalhart, Texas—Duffield Clothing Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Austin, Texas—yYarrington Shoe Co., shoes, 
ae offering to compromise at 25 per 


a Claire, Wis.—Frank C. Behling, shoes, 


reported petitioned or petitioner in bank- 


ruptcy. 
Fond du Lac, Wis.—Frank C. Behling, shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 

Milwaukee, Wis.—Frank C. Behling, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 


BUSINESS CHANGES 


Compton, Cal.—F. A. Clockner, 131-133 E. 
Main street, shoes, etc., reported succeeded 
by Adolph Klein. 

Los Angeles, Cal.—Melden Denas, 2053 W. 16th 
street, reported sold out to William Ward. 
Santa Monica, Cal.—J. B. Stewart Shoe Store, 
1414 Third street, shoes, reported sold out 

to R. Spitz. 

Chicago, Ill.—William Conroy, 1652 W. Third 
om shoes, reported succeeded by Ward & 


rg. 
Decatur, Ill.—Elsey Shoe Store, shoes, reported 
sold out to William and Albert Beineke. 
Peoria, Ill.—Berland’s Shoe Stores, Inc., shoes, 
reported succeeded by Berland’s a 
Lincoln, Ill.—Herman Riseman, shoes, etc., re- 
pester succeeded by Garland & Ringold Sales 


Springfield, Ill.—I. Gingold, shoes, etc., re- 
ported succeeded by Samuel Gingold. 

Anderson, Ind.—Merit Shoe Store, shoes, 
opened store at llth and Meridian streets. 

Baltimore, Md.—Forsythe Shoe Corp., 214 Lex- 
ington street, rceently opened store. 

Boston, Mass.—C. & L. Shoe Co., 60 South 
street, wholesale shoes, recently commenced 
business. 

Boston, Mass.—D. Glassburg & Son, 207 Essex 
street, wholesale shoes, David Glassburg, Sr., 


died. 
Clinton, Mass.—Joseph Ruberti, shoes and re- 
pairing, reported succeeded by Doria Sal- 


vatore. 

Haverhill, Mass.—Alman-Weight Shoe Co., 112 
Washington street, shoe manufacturers, re- 
cently commenced business. 

No. Attleboro, Mass.—Rosenberg & Loftus, 
shoes, reported succeeded by Julius Rosen- 


berg. 
Stoneham, Mass.—S. A. Hill, shoes, etc., re- 
ported succeeded by H. N. Louis. 
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Worcester, Mass.—M. F. Cosgrove, shoes, 

ported moved to Slater Arcade, Room 313. 

Detroit, Mich.—The omy Shop, shoes, etc., 
incorporated $40,00: 

Camden, N. J. i Blum, 843 Broadway, 

shoes, reported succeeded by Morris Shapey. 

Jersey City, N. J.—Glanarden Co., 15 Ex- 
change street, shoes, etc., incorpora 
ewark, J.—Kraemer & Meyer, 172 
Springfield avenue, shoes, reported partner- 
ship dissolved. 

New York, N. Y.—I. Gittieson, 2313 Second 
avenue, shoes, discontinued here—moved 
stock to loss 8 Island a City store. 

New York illiam Freeman, 1660 
Third avenue, bm, reported sold or closed: 
out business. 

Lipkind & Dlouhy, 1570 First avenue, 
shoes, reported partnership dissolved and 
succeeded by Louis H. Lipkind. 

Eliza Saltzman, 1006 Intervale avenue, 
shoes, reported selling.or sold out. 

Syracuse, N. Y.—Syracuse-Nettleton Co., shoes, 
ete., incorporated $20, 

—— N. C.—Joyner-Cox Co., shoes, etc., 

ported succeeded by Joyner-Cox Co., Inc. 

Philadelphia. Penn. — Remy-Landsberg Shoe 
Co., 418 Market street, wholesale and retail 
shoes, reported partnership dissolved. G. Ed- 
ward Remy succeeding. 

Philadelphia, Penn.—Miller Goldberg, 341 
South street, = reported succeeded by 
Arthur C. Goldbe: 

Wellsville, Utsh— Fiverer & Warner, shoes, 
ete., reported succeeded by Herman Theurer. 

Lynchburg, Va.—Baughan Bros., 1001 Main 
street, shoes, reported sold out to G. 
Calfee. 

Toronto, Ont.—Taplin Natural Tread Shoe Co., 
Ltd., shoes; incorporated $500,000. 





To Market Full-Fashioned 
Hosiery 

New York, N. Y., April 2—The 
Triumph Hosiery Mills, Inc., 906 
Broadway, reports changes in its 
business. The finishing department 
has been moved to the new mill 
in Philadelphia at Third and Cum- 
berland streets, where all finishing 
is done. In three months the com- 
pany expects to market its full- 
fashioned product in connection 
with its spring needle silk hosiery. 
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CR ora = * 





Leo J. Dillon, manager of the shoe department of Newcomb-Endicott & 
Company, Detroit, Mich., recently added a men’s shoe department. He 
recently arranged a showing of imported slippers, and this, together with 
their unique advertising campaigns, produced extraordinary results. In 
this display, the camels bob their heads, opening and closing their 
mouths, as a camel does in walking; and the Arabs nod their heads to the 
same rhythm. The display, controlled by clock work, kept in motion from 
eight to twelve hours. 
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Craig, Reed & Emerson, Inc., Brockton........ 124 
Creighton, A. M., Lynn, Mass.................00 2-3 
Cushman-Hollis Co., Boston and Auburn, 
Davies Shoe Mfg. Co., Raci Wis. 80 
Elam, F. S., Shoe Co. Rochester, N. Y......... 126 
Excelsior Shoe Co., Portsmouth, 0................. 71 
Gardiner, H. K., Co., Pittsfield, N. H.............. 126 
Goodrich, B. F., Rubber Co., Akron, 0......... 19 
Greeley, A. W. & Co., Haverhill, Masz......... 120 
Hamilton-Brown Shee Co., St. Louis and 
RI. etivtieadintichvnnttilinccintsieghttedl Front Cover 
Herman Joseph M., Shoe Co., Boston and 
I TI iiss cxsnsnincentignnanialideaiecitiel 3rd Cover 
Howard & Foster Co., Brockton, Masz......... 124 
Ideal Baby Shoe Co., Danvers, Masze............. 30 
Imperial Children’s Shoe Corp., Rochester, 
|? awe 122 
Johnson, Stephens & Shinkle Shoe Co., St. 
ee Re are Second Cover 


Juvenile Shoe Corp., Carthage, Mo............... 11 
Kannally-Wick Corp., Highland, Ill. 





Kay-Jay Shoe Co., Cincinnati, 0........... 
Lilly, Henry, New York City.......................... 
Marion Shoe Co., Marion, Ind....................... 
Marston & Tapley Co., Danvers, Mass. 
Martin, A. H., Rochester, N. Y..................... 
Metropolitan Slipper Co., New York City 125 
Miller, 1., & Sons, Inc., Brooklyn, N. Y....... 23 
Murphy, J. D., Shoe Co., Natick, Mass.......130 
Murphy & Osborne Shoe Co., Inc., Rock- 
BI, | RGIS wistinciecttiencipiccbettecdipsicettitninchbistell 125 
Nettleton, A. E., Syracuse, N. Y............... 67, 124 
New England Slipper Co., Worcester, 
(—=>—————E— 125 
Novelty Shoe Co., Chicago, IIl...................04 “4 


Packard, M. A., Co., Brockton, Mass.....31, 124 
Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y. 125 








Posner, Dr. A., Shoes, Inc... New York 








City 126 
Powell & Campbell, New York City........ 68, 127 
Reynolds, Bion F., Brockton, Masz............... 124 
Rice & Hutchins, Inc., Bost 42 
Richards & Brennan Co., Randolph, Mass. 124 
Rogers Bros. Shoe Co., Bost 142 





Schwartz & Herder, Inc., Philadelphia, Pa. 125 
Schwarz-Ruggles, Inc., Brockton, Mass.......130 
Shaft-Pierce Shoe Co., Faribault, Minn... 18 
Smith, Wm., Sumner Co., Chicago, Il......... 125 
Stacy-Adams Co., Brockton, Masz................. 124 
Stetson Shoe Co., So. Weymouth, Mass.......124 
Stickles, L. D., Shoe Co., Red Wing, Minn. 39 
Swan Shee Co., Baltimore, Md. 





WEI. ctthecsssanineaienmnarniadelsinibsicnmanan 26, 84 
Utz & Dunn Co., Rochester, N. Y................. 7 


Walk-Rite Shoe Co., Inc., Brooklyn, N. Y.....126 
Weber Bros. Shoe Co., No. Adams, Mass. 30 
Wessel, A. E., & Son, Inc., Camden, N. J. 134 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 27 
Whitman & Keith Brockton, Mass............... 124 
Wright, E. T., & Co., Inc., Rockland, 





HOSIERY 
Allen A Company, The, Kenosha, Wis...........108 


Beaton, J. R., Co., Inc., New York City 118, 127 
Brown-Durrell Co., Boston and New York.. 97 


Cooper Wells & Co., St. Joseph, Mich........... 96 


Getham Silk — Co., Inc., New York 
City . ee OT 


Hillelson, H., & Son, New York City anes 
Hirner Hosiery Co., The, Allentown, Pa.......117 
Holyoke Silk Hosiery Co., Holyoke, Mass... 95 


Kramer Bros., New York City.......................... 93 
Lansdale Silk Hosiery Co., New York City. 94 
Ma-Ro Hosiery Mills Co., Philadelphia, Pa. 98 


as Hosiery Co., Inc., Northamp- 
ton, Mass. . nae 


Onyx Hosiery, Inc., New York City................ 100 
Palmenberg, J. R., Sons Co., New York 








Ne 116 
Peerless Hosiery Dyeing Co., Pleasantville, 

FS eS a 16 
Ray-mond Hosiery Co., New York City........ 110 
Sehn Hosiery Co., New York City.................114 














Beebe, Lucius, & Sons, Bost 16-17 
Beggs & Cobb Co., Boston, Masz................... 126 
Bristol Patent Leather Co., Boston................ 78 
Cedar Cliff Silk Co., New York City.............. 22 
Clark Rubber Mfg. Co., Andover, Mass......... 69 
Creese & Cook Co., Boston, Masz............. 88, 126 
Evans, John R. & Co., Camden, N. J....... 36-37 
Everlastik, Inc., New York City...................... “6 


Jones, F. E., Boston, Mass... cc... 126 
Kepner, C. D., Co., Boston, Mass..................... 10 


National Fabric & Finishing Co., Boston... 6 
New Castle Leather Co., New York City... 7 
Northwestern Leather Co., Boston, Mass... 1 








Ohio Leather Co., Girard, Qo.....00.....cccccceccce 25 
Pfister & Vogel Leather Co., Milwaukee, 
Wis. 20 
Rueping, Fred, Leather Co., Fond du Lac, 
lg ere Rk a Le le 15 
Russell Mfg. Co., Middletown, Conn............. 126 
Schmidt, Carl E., & Co., Detroit, Mich. 
90A-90B 
Schwarzenbach, Huber & Co., New York 
City , 73 





Skinner, Wm., & Sons, New York City........ 129 
Standard Kid Co., Boston and New York....4-5 


United States Leather Co., New York City 28 


FINDINGS AND SHOE STORE SUPPLIES 
Chicago Wire Chair Co., Chicago, Ill............. 138 


Columbia Rib*en Co., Paterson, N. J........... 120 
Electric Windsw Salesman Co., Boston........ 127 
Flexlume Corp., Buffalo, N. Y......................... 31 


General Fireproofing Ce., Youngstown, O... 72 


Manhattan Findings Co., New York City....125 
Manheimer Abe, & Co., St. Louis, Mo........... 134 
Meyer, Frank C., Co., Ine., New York City..137 
Milbradt Mfg. Co., St. Louis, Mo................... 138 


Onken, Oscar Co., Cincinnati, O..................... 
Owl Specialty Co., Haledon, N. J.... net 
Rublack, Emil, New York City........... 
Segall & Sons, Philadelphia, Pa..................... 


Success Furniture Corp., St. Louis & Kirk- 
I TT. sissigenateia tecrnce taabeniechatainbed 137 





MACHINERY, LASTS, MFRS’. SUPPLIES 
DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass.....127 


Foley & Haliquist, St. Louis, Mo..................... 138 
Nu-Shine Co., Reidsville, N. C....00......00000...... 126 
Tubular Rivet & Stud Co., Boston.................. 141 
United Shoe Machinery Corp., Boston, 
Mass. .......... 82, 133 





MISCELLANEOUS 
Atlantic Printing Co., Boston, Mass............. 126 
Brooklyn Purchasing Syndicate, Brooklyn, 














Te 1 inicsuciomnnei 137 
Calderwood & Preg., Inc., Boston, Mass....127 
Creations Inedites de Paris ................000.000 24 
Glauberg, Max, New York City...................... 137 
Hotel Essex, Boston ...... 132 
Kalter Cerf. Co., New York City.................... 137 
Kirsch-Blacher Co., New York City................ 137 
New York Export Purchasing Corporation, 

New York City 137 
Telman Print, Broekton, Masz.....................+ 126 
University Electrotype Foundry, Cam- 

bridge, Mass. 126 
Young & Co., New York City..................... 137 
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Customer: “I want a pair of comfortable boots for winter wear.” 

CLERK: “« How are these, sir? sturdy, flexible, medium weight and built on the 
most comfortable last of the year.” 

Customer: “Fine, but let me have them with lacing hooks.” 

CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 


CusToMER (departing in haste): “Why do they take pains to make and sell a so-called 
comfortable shoe that doesn’t include the greatest comfort feature of all?” 


v 


Oh Sine eein sth Ve 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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Blond Satin 





B5430—All patent leather, blond silk guimpe 
stitching, imitation turn, 16/8 full-covered 
oS A a EE 

B5428—As illustrated, all black satin, black 
silk guimpe stitching. A-C 5 
B5429—As illustrated, all black satin, blond 


silk guimpe stitching. A-C ................... $4.35 
B5431—As illustrated, = blond satin, blond 
silk guimpe stitching. A-C ....................... $4.50 


B5433—As illustrated, & blond kid, blond 
silk guimpe stitching. 
B5434—-As illustrated, “nl white kid, ‘white 


silk stitching. A-C ooo... ccc 35 
All these materials and Russia calf with 13/8 
covered Cuban heels. A-C, 10c per pair less. 





B5286 
Hidden Gore 





B5286—All blond satin, imitation turn, hand 
aes buckle, 16/8 full-covered spike 3 
e288 As illustrated, all black satin. A-C $4.75 
B5287-—As illustrated, all patent wo 
A-C 

B5288—As illustrated, all white kid. A-C $4. cH 
All these materials, including Russia calf with 
13/8 covered Cuban and 9/8 covered heels. 
Widths A-C, 15 cts. per pair less. 


Patent Leather 






B5023 


B5023—-Patent vamp, apricot kid quarter, 
silk scroll stitching, imitation turn, ee 
full-covered spike heel. A-C 
B5000—As illustrated, black satin. A-C. ‘$4. Hy 
— illustrated, all patent was 4 
BS5021—As illustrated, all patent leather, 
grey silk scroll stitching, imitation turn, 13/8 
i esveyed Cuban heel. A-C . 
B5017—As illustrated, all tan ‘calf, "13/8 Cu- 


ban heel. A-C 
B5020—As illustrated, all black satin, 13/8 
Cuban heel. A-C .... $4.60 





B5414—All black satin, imitation turn, full- 
covered spike heel. B and C... $4. 
| teresa peemnaenn- “all blond 1 ‘satin. B vo 


BS415—As illustrated, all black ‘satin, tiaies 
< ~ %  X  paepaenrak assis $4.00 
Btze—As illustrated, “all patent leather. 


A-C 
qoute —ta ‘illustrated, all black kid. B sind 
B5426—As illustrated, all patent leather, cov- 
ered Cuban heel, AnC ooo. cccccccccceseeceees $4.00 
B5427—As illustrated, all black kid, 18/8 
covered Cuban heel. B and C $4 





‘silk guimpe stitching. A-C 


Easter Selections by Rogers 


Featuring Materials That Are in Big Demand 
Black Satin 





B5032 
Hidden Gore 





B5032—Black satin, blond with guimpe stitch- 
ing, imitation turn, 16/8 full-covered —_ 
2 | SSS a ae $4.6 
B5031—As illustrated, black satin, black sik 
guimpe stitching. A-C 
B5033—As eeetes, blond satin, blond im 
guimpe stitching. A- 75 
B5034—As illustrated, patent ‘leather ‘apricot 
silk guimpe stitching. A-C s48 
B5035—As illustrated, all white kid, white 
hi A-C 60 


silk guimpe stitching. 

B5037—As illustrated, An Sudan ‘kid, ‘Sudan 
As illustrated in black satin, blond satin, 
patent leather, Russia calf, white kid, 13/8 
covered Cuban heel, 10c per pair less. 


B5702 
Hidden Gore 


B5702—All blond satin, imitation turn, blond 
silk guimpe stitching, 16/8 full-covered — 


heel. A-C $4.7 

B5700—As illustrated, all black satin, Siac 
silk guimpe stitching. A-C $4.50 
B5701—As illustrated, all patent leather, 
white silk stitching. A-C 
B5704—As illustrated, all white satin, white 
silk guimpe stitching. A-C ....................... $4.75 
B5705—As illustrated, all black satin, blond 
silk guimpe stitching. A-C ........................ $4.50 


Blond Satin, the neutral shade for spring, to be worn with any color dress. Patent 


Leather, Black Satin and Russia Calf popu 


of hosie 


ar now with all the new spring shades 


Blond Satins used in our shoes are absolutely guaranteed shoe materials. 


IN STOCK 


Terms: 2% 10, Net 30, F. O. B. Boston 





ROGERS BROS. SHOE CO. 


59 LINCOLN STREET 


BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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“VEGA” 


MOCCASIN 


WITH CREPE SOLES 


This Season’s Leading Sport 
Shoe for Women, Misses 


and | Children. 











Your orders mailed to any 





of our branches will have 


UPPERS OF FINE DUCK IN WHITE, 
BROWN OR SAND COLORS 


our prompt attention. 


WN 2 «as haces $1.25 ~ 
I a ae 1.17 
a SEs 1.10 


RADIO.“CREPE 


CAMBRIDGE RUBBER CO. 


CAMBRIDGE, MASS. 


BOSTON CHICAGO NEW YORK 
186 Lincoln Street 327 W. Monroe Street 127 Duane Street 





Vol. 87,'No. 4. Published every week Se Beat nt Shee Bocerder Publishing Company, 207 207 South St., Boston, Mass. Entered as second-class mat- 
ter April 15, 1922, at the Post Office at under the act of Congress of March 23, 1879. Subscription peice $8.60 per year. Printed in USA. 
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WHITE LEVOR 


GRAIN-KID 
AND 
{ WHITELEVOR /\ a oe OP, 
GRAIG OAT 5 AEC STEN NE 
LUor 
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Levor white leathers 
vie as to purity with “ 











Ach Anh (AN [QC “re ] the fresh lily in its 

| WsfeNieeae ee Pr | oe ow he 

we eee 2 none of the lily’s fad-| 

Sifirons ing grandeur. 
Wor GS. eS NO 
Teqmere stay white. 
DISTRIBUTORS aE 
Ed. Zohrlaut, Milwaukee A. 8. Patton Leather Co., St. Louis 


N. W. & A. L. Friedman, San Francisco G. W. Newman Leather Co., Cincinnati 
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ow We sts With- 
BRUSH EVERYTHING ASIDE except our factory price 
to you—the retail buyer. How can Craddock-Terry 
it prices be so reasonable when Craddock-Terry 
Quality is so uniformly high? | 
You'll find the clue in our four Lynchburg factories. 
If we ran them in the usual way, we would have four cutting 
departments and four stitching departments which you, the dealer, 
| | must pay for. ; 
| What we actually have are two departments—a 
central cutting and stitching plant, where skilled employees cut and 
make the uppers for all four factories under one roof. 

This is a unique feature. Orders are put through 
without loss of time (money), without confusion and mistakes (a saving) 
and are so scheduled that the employees are seldom idle (a saving). 
And each saving is yours! 

We want you to understand this feature because 
it’s a splendid example of the many ways in which shoemaking is 
standardized and the merchant’s interests protected in our entire 
organization. 

| You run your store on an economical basis. You 
are giving all the service you can at the lowest cost. Therefore, you 


will like the prices and the product which this same wise and for- 
ward-looking policy produces for the Craddock-Terry Company. 


CRADDOCK 


LY NCHBUBG | — 


Mc ELROY- SLOAN SHOE CO. GEO. D. WITT SHOE CO. C 
ST LOUIS MoO. LYNCHBURG VA. 


v v Vv Vv Vv i v, v 
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a. 

















April 11, 1925 BOOT AND SHOE RECORDER 5 





out Cutting Quality 


- aoe? » leg —_ 
—y— aa = 
° = _ 















































H] 




















FORT. HILL FACTORY 
CENTRAL CUTTING AND STITCHING PLANT 


TERRY CO 


VIRGINIA 


CRADDOCK~-TERRY CoO. HARSH & CHAPLINE SHOE CO. 
BALTIMORE MD. MILWAUKEE WIS. 
a v Vv. v . ) Vv, r) Vv CAVA 
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| She Glengary” 

| Un ame shoe of the Edwin. 

1 Clapp line this season is the Glengary 
| Equally popular in the town and city. 








a 





fOr 





EDWIN CLapP & SON, INC. 
EAST WEYMOUTH, MASS. 
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A Pattern of Beauty, Stocked 
In Much Wanted Materials 


B 1419K 
Net 30 Days 


Telegraphic Code Word “Poet” 


Women’s all patent one-strap Bab pump, 
cut-outs in quarter and vamp, Orlando last, 
McKay sole, 1%-inch covered Cuban heel. 


AA,5 to8 
A, 4% to8 


B,4 to8 
C,3% to7% 


B 1447P $4.85 
Net 30 Days 

Telegraphic Code Word “Wolf” 
Women’s all white calf one-strap Bab pump, 
cut-outs in quarter and vamp, Orlando last, 
McKay sole, 1%-inch covered Cuban heel. 

AA,5 to8 B, 4% to8 

A, 4% to8 C, 3% to 7% 


We predict a big White and Patent Season. 
To meet the demand we have added the above 
styles to stock. 


BUY BOTH STYLES AND MAKE TWO PAIR SALES 


UIZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE 
218 Charles Building 
TIGER &6 Mc NUTT 
Representatives 












rea (CLOT 





NEW YORK OFFICE 





_“AtT 7O>: 
{ PUGAUEORUADONGRTONE?S © A <s =. 


6.C. Mc ATEE 











ThhyY— 

















LOS ANGELES OFFICE 


Bush Nersaeeites Dulding 706 Forrester Building 
130-132 West 42nd St, Roorn 15 
F.LARMSTRONG, Representative Representative 
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[8 JOINT STYLE COMMITTEE 

composed of shoe retailers, shoe manu- 
fatturers, hosiery manufacturers and tanners 
have selected the following six colors as 
authoritative for the coming Fall and Winter 
SCason 


AUTUMN BLONDE INDIA TAN ROSEWOOD 


WOODLAND BROWN RUGBY TAN NATIONAL GRAY Sse)» Gree 





\ JE therefore announce the following New Castle 
colors and numbers corresponding to the choice of 
the Joint Style Committee: 


cNew Castle Colors 
swe +f AUTUMN BLONDE 
ve = 4 INDIA TAN 





ROSEWOOD | ROS EWOOD 

“ow” HARVEST BROWN 

"a" ROYAL BROWN 

va" + NATIONAL GRAY _ « 


NEW CASTLE LEATHER COMPANY 
NEW YORK 














men tenet i eet 








BOSTON MASS, 











SAR UE ES RRM OF FARE ITE OA OR 


BANCROFT*WALKER COMPANY 











1925 


COPYRIGHT 
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Back Again Each Year 
for shoes of F. B. & C. white glazed kid *W 


It takes only one pair of F. B. & C. 
White Glazed Kid shoes to teach a woman 
that she has found the most perfect white 
shoe material. 


Hundreds of stores which base their 
white kid shoes on F. B. & C. White, do 
so because they have learned that it makes 
annual customers. 


‘The Glaze That Stays’’ 


helps further to keep F. B. & C. always 
remembered when white shoes are being 
purchased. 


F. B. & C. White Kid makes bigger 
white shoe sales each year for retailers 
who specify it. 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St. Philadelphia, Pa. 
Factories, Wilmington, Del. 


\ SEN See) 
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PARACORD SOLES 


9 


i 
‘a 


What kinds 


EASY TO WEAR — HARD TO WEAR OUT 


of shoes 


have Paracord Soles? 


PARAOCORD Soles are made for 
all kinds and styles of shoes 
for men, boys and girls. For 
work or for play. For indoors 
or outdoors. 

They are comfortable. be- 
cause they are flexible and 
because they will not burn 
the feet. 

They are made of new live 
material that you can be cer- 
tain will not harden nor crack 


during the life of the shoe. 
They will wear! To that 
fact hundreds of thousands of 
persons already wearing 
Paracord Soles can testify. 
Selling a customer his first 
pair of Paracord Soled shoes 
is invariably the beginning of 
business friendship that your 
competitors will find hard to 
break. So insist on Paracord 
Soles on the shoes you buy. 


We will be ‘pleased to send you further information 


THE PARACORD COMPANY, Iwnc., 


Johnson City, N. Y. 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Lisather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


GLASS CALF altho’ suggesting the “doggy”’ 
effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


GLASS CALF does not “pull out” at the toe. 


GLASS CALIF is full aniline dye, with no pig- 
ment whatsoever. : 


GLASS CALF has a rich, full lustre—and retains 
this bright appearance thru strenuous wear. 


GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


LYNN, MASS. 


BARNET 


Lynn Leathers 


When writing to advertisers please mention Boot anv Snot Recorper 
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Copyright 1925, by The Goodyear Tire & Rubber Co., Inc. 


N every line there is a fest. In rubber heels, it is the 

Goodyear Wingfoot Heel. Finest because highest in 
quality —the live, tough, resilient rubber that wears longer 
and retains its spring. Finest because correctly designed 
for style. No wonder more people walk on Goodyear 
Rubber Heels than on any other kind. 





GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 
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Millions Will Read These 
Weyenberg Advertisements 


On April 4 the above double page spread appeared in The Country Gentleman. Week 
after week and month after month, The Country Gentleman, The Progressive Farmer, 
Farm and Ranch and other farm papers will tell millions of shoe buyers the country Weyenbery 
over of the Comfort, Style and Good Wear to be had in Weyenberg Shoes. 7 





WEY ENBERG-* 
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will answer. 


This Call ~ 


~| Sales of Weyenberg Shoes Will 
Continue to Increase 


COMFORT—STYLE—GOOD WEAR—are the outstanding features of + 
Weyenberg Shoes. Think what that means to the farmer, the factory 
worker, the ralroad man—in fact every wearer of shoes in city and 
country. No breaking in of heavy, clumsy footwear. Weyenberg Shoes 
give greater Comfort and Satisfaction—“They need no breaking in.” 


That is the big story that is being told in each advertisement to 
millions of people—hundreds and hundreds of them right in ' 
your own trading radius—in your own community. 











We are prepared to go the limit for you to help you sell more 
shoes. Put your enthusiasm in back of this national campaign 
—co-operate in your own store and community— 
display Weyenberg Shoes in your window, advertise 
them in your newspaper. Let us send out 
mailing cards to your customers—let the 
people in your community know that you 
are the Weyenberg dealer and that you can 
supply them. 


Weyenberg Shoes are already 
the greatest selling asset for 
thousands of merchants. 












Southwest Branch North-Pacifie Branch Seuth-Pacific Distributers uters 
Weyen Shoe Company Weyenberg Shoe Mfg. Co. Gunnerson Shoe Company yA ~ 4 
Dallas, Texas Portland, Oregon Los Angeles, Calif. Brattleboro, Vermont. 


MILWAUKEE 
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Four styles of men’s welts featured by Wall, 
Streeter, and Doyle. They are equipped with 
Armstrong Cork Boxes. 


Armstrong Box in Shoes of Style 


Strength, comfort, and just a definitely the smooth style lines of 
touch of swagger style are points the toe. 
that distinguish the Wall line of 
men’s shoes. They are made in 
North Adams by Wall, Streeter, and 
Doyle, who select for them materi- 
als of excellent and durable quality. 





If you want to give your custom- 
ers all the style of a hard box with 
the comfort that comes with a soft 
box, ask for Armstrong Cork Boxes. 
They will not wrinkle, bunch, or be- 

In each of the Wall shoes shown __ come brittle. They adapt themselves 
above is an Armstrong Cork Box easily and economically to processes 
Toe—the flexible box that keeps in- of shoe making. 


Armstrong Cork Company, - Shoe Products Division, Lancaster, Pa. 
Branch Offices 


197 South St., 50 Church Ss., 408 North Third St., 1017 Broadway, 320 West Randolph St., 204 South Third S:., 
Boston, Mass. New York City. Philadelphia, Pa. Cincinnati, Ohio. Chicage, Ill. St. Louis, Me. 


Armstrong 


Circle Cork Box Toe 
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Nunn-Bush 


Ankle-Fashioned 


The Blimp—tIn Stock Now 


No. 4724—$6.25. Lemon tan calf. Natural welt. 
Fair separate stitch. Flange rubber heel. A to D. 
No. 3724—$5.95. Same in ebony calf. 


Nunni-Bish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
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STETSON- SHOPS: 


DISTRIBUTORS - OF - THE -STETSON - SHOE - CO* - PRODUCTS 


6) 


Maroh 16th. 1925 


Ohio Leather Company , 
Girard , 


inio. 


a 5* 
pees 
- 


vent lemen: - 


ates 
. 


it may be @ source of satisfaction to you to know 
why we like to sell Steteon shoes made of Kaffor Kid , and that 
we have had such @ nice volume of business during the past year 
of shoes made of Kaffor Kid , both among sen's and women's shoes 
our sales in women's shoes running into several thousand paire 


\ att 


Kaffor Kid , being light in weight, serves the 
same purpose as fine kid leatner , with the added values of the 
eturdy feature of calf leather, which causes shoes to hold tneir 
shape, the texture of the leather being sufficiently mellow to 

ive the shoe & nice, comfortable feelifg Our women customers 
ike it. 

In men's shoes, the average young can feels that 
@ shoe sade of kid leather looke too much like an old man's shoe, 
but made of Kaffor Kid it makes @ snappy young man's shoe , with 
the desired Iightness in weight and feel, yet with the sturdy , non- 
souffing, shape-holding features of calf 


Kaffor Kid ie indeed an ideal calf leatner . Keep 
it coming through up to standard , for it helps ué to increase our 
sales. 


Sincerely yours, 


TRE STETSON SHOP - a 
» Marquene Building 


Dearsoan ot Adams 
Cuicaco 























April 11, 1925 BOOT AND SHOE RECORDER 


Kaffor Kid | 


The Ideal (alf Leather by Rational 
Selection of Leading Shoe Merchants 


Our Ideal has been to produce in KAFFOR KID something superior and dif- 
ferent from all known types and tannages of upper leather. 

Shoe merchants are finding that Kaffor Kid meets the test of finish, texture 
and light weight, especially desirable in stylish, shape holding footwear for 
women. 

Specify Kaffor Kid where you want the combined features of Kid and Kan- 
garoo, along with the fine grain, wearing qualities and non-scuff characteristics 
found only in calf. 

Its mellowness assures comfort. Its quality pleases the critical patron of your 
stere. It helps you build up repeat sales. 


“The Story of Leather” 


will be sent free on request. 


“Snappy Ties” 


Courtesy of 
The Stetson Shoe Co. 
So. Weymouth, Mass. 


The Ohio leather Company 
Girard - Ohio 
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Biltmore 


Volo 


Our Three Aniline Leathers 
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for Sample Cuttings 
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Barnet Leather Co., Ince. 


360 MADISON AVENUE, NEW YORK CITY 
’ {Distributing Agents 


SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


Boston Distributors 
FSARNET LEATHER CO., Inc. 
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THEY WEAR 


Shoes soled with Gro-Cord soles are known to wear longer than 
ordinary soles. Flexible—comfortable—skid-proof—moisture 
proof. Such qualities combined with their long wear service 
are bound to win the good will and loyalty of your customers. 





Every Gro-Cord sole is made of live rubber with gum coated 
cords built in—as in a cord tire. Consequently Gro-Cord soled 
shoes give cord tire wear. 


Shoes for work, dress and sport wear—Gro-Cord Soled—are 
available in the lines of many shoe manufacturers. Write us 
for the names of these manufacturers and a sample showing 
Gro-Cord sole construction. 


DISTRIBUTORS 


Edward C. Mueller 
1627 Locust St. 
St. Louis, Mo. 





Northwestern Leather Co. 
14 South St. 
Boston, Mass. 


LIMA CORD SOLE & HEEL CO. 
LIMA, OHIO 





CORD TIRE WEAR IN EVERY PAIR 


When writing te advertisers please mention Boot anv Snore Recorper 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


Fa | 


ji Hi, 
4, 


The Crawrorp Arcu Supportinc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 


ow || 





Not only good customers but 


_ firm friends patronize the store 


selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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IT’S GOING OVER 


BIG- 


The New Goodrich Men’s 
HOMER with the VUL- 
CREPE SOLE 


“Homer” is a high-grade tennis and 
athletic shoe—of real Goodrich 
quality. 

Light, strong, good-looking—a 
summer combination of snappiness 
and sporting utility. 

The Vulcrepe sole is a big improve- 
ment — not heavy or clumsy and un- 
beatable for service. 


DEALERS -—be ready with this 
profitable athletic shoe. 


THE B. F. GOODRICH RUBBER CO. 


Akron New York Boston Chicago Minneapolis 
Kansas City Denver San Francisco Seattle 


Quick Deliveries 


are a Goodrich feature. 
Order now—urite, wire, 
or telephone any of the 
branches above. 


Goodrich 
Rubber 
HI-PBESS footwear 








BOOT AND SHOE RECORDER April 11, 1925 


_ 





| Gooeve = ; 
‘ cee] / ‘he i . - 
- Hien 


6a 

oy var Off, i 

cca i L- 
| QZ \ \ 


bese 
Rx) 
a ° 


| “St. Louis-Made | 
Style Shoes” 


Distinctive Footwear for 
Immediate Delivery 








Here are two sensational mid-season 
patterns that should keep your busi- 
ness humming. 





Be the first in your town to show 
them. 


No. 9024—“The Apache.” Patent and cherry 
kid combination one-strap with apricot kid 
underlay (exactly like cut), banana lining, 


16/8 full-breasted spike heel. 

Yel [ “ eae ceeee re $5.25 
No. 9035—Blonde kid and tan calf combina- 
tion one-strap with ivory kid underlay, tan 
calf quarter (patch effect), banana lining, 


16/8 full-breasted spike heel. 
AA to C widths 


Orders shipped same day received 


WOHL SHOE COMPANY 


1224-26 WASHINGTON AVE. 
ST. LOUIS, MO. 


The Shoe House You Hear So Much About 


F ee 
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COMPOSITION SOLE 


TAN HALESOLE 


will not crack 


TAN HALESOLE 


will not mark the floors 


TAN HALESOLE 


will give service 
TAN HALESOLE has been delivered in 


commercial quantities and used successfully 
during the past year. 











makers of 





ATLANTIC, MASS. 


Established 1837 


When writing to advertisers please mention Boot anv Suoz RecorvER 
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The Famous ° 
"Wisbewsye Something 
——— to Point to fy 


A from having remarkable 
shoes to sell at $5 to $7.50, 
Weber dealers have the Weber rec- 
ord of many years of consistent 
quality maintenance to point to 
their customers. 






- 









Tan FYindee Calf WeEseErR Bros. SHOE Co. 
cle Lan North Adams, Mass. 


Overweight Sole 
Rubber Heel 








New York Office: 1328 Broapway, Marsrince Bipc. 
H. Harris, Rep. 
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Russell Moccasin Footwear 
Will Sellin YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you'll make 
profitable sales that you would otherwise miss altogether. 





Russells 


Neverleak Chief 


is a leader among singie vamp boots—a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describes a wonderfully complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc.—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN Co. 
927 Capron St. - - Berlin, Wisconsin 
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Two of the Newest 
MATRIX Styles in Stock __.. 
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IN STOCK APRIL 25th 


B 508—Patent Colt Shelburne, French bound 3-strap. Imitation vamp band 
and collar . . . 13/8 enamel wood box heel... AAA to D, 3% to 9. 


$6.10 


B 503—-Same in black kid, 13/8 leather heel with Uskide top lift. 
$6.10 


Delightful style with the Reed standard of shoemaking and fitting. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 


ROCHESTER, N. Y. 
New York: 299 Broadway, W. D. F. Gibson 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 
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THE MARK OF 
MASTER TURN 
SHOEMAKERS 











WE SUGGEST GOODRICH 
TURNS FOR TURNOVER 


The popularity of turns is increasing. The call for Goodrich 
Turns strengthens. Exceptionally fine shoes at attractive prices. 


“GETTING MORE SHOES SOLD RIGHT” 


IS EASY WITH GOODRICH TURNS. 


The line has class and character, and measures up to the wants 
of those who seek value at a reasonable price. Merchants who 
have never sold Goodrich Turns little realize the advantages 
which accrue from an introduction of them to customers. 


Let our salesmen show you our new styles. The boys are in their territory, ready to 


serve with turns that satisfy. 


HAZEN B. GOODRICH & CO.,, 1Aviss) 
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8693L — Double Bow, om 
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Flapper Bow 


with elastic loop on back 
to slip over strap, hiding 
button. 


Made of No. 5 and No. 7 


om satin and moire 8679L—Triple Bow, per dozen... ooo $4.50 


Featuring this new novelty 











“asic onna™ 


The ‘To Make a Smart Shoe Smarter”’ 





will bring in more 
customers with in- 
ceased sales and 
profits. 





Mail orders given 
special attention. 8476L—Single Bow, Biased Ends, per dozen...___.$3.00 


ABE MANHEIMER & CO. 8%! Youis* Missouri 




















While Others Talk Quality, We Guarantee It Zar 
SS 
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~ Lady Louis 
. _ Wos. Blonde Kid Waneta 
cf Strap, Pl. Toe, Pat. Lea. 
) Qtr, Pat. Trim, 8. S, 
_. 14/8 in. Cov. Wood Spanish HI., 
= ))) Imt. Turn, Gloria Last. AA 4-8, 
> A 3%-8, B 38-8, C 2%-8. Price....$5.60 
In Stock April 15th 
i 1821—Same in Blonde Satin. 
: Blonde Kid Trim. Price............ $5.60 
ie In Stock April 15th 
">  1822—Same in Blonde Kid. Tan ‘¥ 
4 Cf. Trim. Price....... Seheatennevores $5.85 ee 
: In Stock April 15th & 
ig "  Milady’s costume for spring will demand the latest styles in footwear. = 
|" The shoe shown here is fashioned for the newest dress modes; the distinctive- 
at ness, the price, and the quality assure you of a delighted clientele on women’s a 
he footwear. BS 
oP os Our new catalogue is ready and if you haven’t received your copy, write us, "J 
~~») because we want you to be sure and see our styles and know the advantages of “7 
|" concentrating your entire shoe business on the Central Line; including our | 
we men’s footwear and the advantages. of your having the agency on Robin Hood (@ 
/— Shoes for boys and girls—the popular shoe line of America. 
Visit the sales room nearest you —located in the following cities: 
Omaha, Nebr. Indianapolis, Ind. Raleigh, N. C. Seattle, Wash. 
406 Arlington Block 833 Meyer-Kiser Bank Bldg. Shepard Building 312 Denney Building 
Chicago, Ill. Knoxville, Tenn. Birm . Detroit, Mich. a 
406 Security Building St. James Hotel 402 Lincoln Life Bldg. 403 Lafayette Building ia 
Memphis, Tenn. Dallas, Texas , Cincinnati, Ohio Los Angeles, Cal. ft 
227-8 Winfry Building Waldorf Hotel 68 Wiggins Block « Hotel Angelus 
Clevel Ohio Pittsburgh, Pa. Kansas City, Mo. San Francisco 
237 Arcade Building Hotel Henry 817 Central St. Stewart Hotel 
& / Lt 
cS) CENTRAL SHOE Go. 
tow Manufacturers St. Louis, U. S. A. 4 
; bis ~ 4 ee . ya be 5 ) a #) > ~ 4 — . 
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FEWER LINES - LESS STOCK -- MORE 
BUSINESS. THAT’S WHAT IT MEANS TO 
RETAIL ARNOLD GLOVE GRIP SHOES 





TWO NEW MODELS FOR MEN 


Model S-410—The Olympic, an Arnold Glove Grip spring Model S-412—The Beverly, an Arnold Glove Grip spring style 

style for men in Golden Dundee Calf. In stock. Sizes AAAA/AA for men, made of Yellowstone Calf. In stock. Sizes AAAA/AA 

and AAA/A, 7 to 11; AA/B, 6 to 11; A/C, B/D, § to 11. and AAA/A, 7 to 11; AA/B, 6 to 11; A/C, B/D, $ to 11. 
Price $6.95 Price $6.75 


\. B.—SEE OUR ADVERTISEMENT IN THE BOOT AND SHOE RECORDER OF MARCH 28 FOR 
NEW ARNOLD GLOVE GRIP STYLES FOR WOMEN. 


Arnold Glove Grip Shoes havea remarkable way of staying comfortable, of 
wearing, of retaining the beautiful lines that master craftsmen give them. 
The patented, exclusive Glove Grip feature makes them support, soothe and 
strengthen the feet. 

Why fight competition with an ordinary line of shoes when there is such a 
line as “Arnold Glove Grip” that gives your customers so much more for 
their money? 

Glove Grip shoes go over big on the strength of their easy adaptability to 
normal and abnormal feet (fitting quality); their distinctive and dependable 
Glove Grip construction; their general excellence; the harmonizing char- 
acteristics of patterns with modern dress; the breadth of the line (dress, 
business, daily wear and sport models) and the satisfaction they give. It is 
THE line for building up a profitable business that stays with you. 


WRITE FOR IN-STOCK STYLE CATALOGUE—S. VERY LATEST SUMMER SHOES SHOWN. 
Manufactured only by 


M. N. ARNOLD SHOE CO. 


MEN’S AND WOMEN’S FINE GOODYEAR WELT SHOES 
NORTH ABINGTON, MASS. 
BOSTON OFFICE, 10 HIGH STREET 











NEW YORK OFFICE, 127 DUANE STREET 
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LACK VIKING CALIF, black as jet, of deep and 
rich appeal, is incorporated into this up-to-the- 
minute model by the Thompson Bros. Shoe Co. 


CAlways Standards of Excellence 


UA LEO NM: EBA we eee 








April 1 








| The surface of Gallun leathers, 
| being perfect in grain and tex- 
ture, takes a polish brilliantly 
and keeps it tenaciously. 
A Gallun lustre is indeed a 
standard. 











Russia 
Black | 





GALLUN LEATHERS § | 


Always § Standards of Excellerce R~ > “2 
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White Kid 


NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 









Russia Calf, Patent Leather, 
Black Satin with Gun Metal, 
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Our 
‘Miami’ Sandal 


Made only on order 
We cannot sell to more than one mer- 
chant in any locality. 


We have agreed to protect those of our 
customers who have already bought it. 


Watch for our Daytona coming next. 
KIMBALL & SHERMAN CO. = 2n¥ imitation: 


HAVERHILL, MASS. BUY REAL TURNS 
BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET WITHOUR REPUTATION 





When writing to advertisers please mention Boot AND Snot RecorpEer 
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SelltheFarmTrade === 
the Original 


Chippewas 


You’ll build a profitable business 
with the work shoe buyers with 
the ORIGINAL CHIPPEWA 
line. 

They’re made to give BETTER 
service and SATISFACTION to 
the customer. And that builds 
business. 

















Sturdy materials — excellent 
workmanship and prices that are 
no more than ordinary shoes. 


Write NOW for salesman or 
samples. 













No. B261—Men’s 6-inch Chocolate Elk Seamless 
Goodyear Welt. Unlined. Single Sole. Rubber 
Heel. Last 86. Widths 1 to 5. In Stock, 5 
wide $3.25 


No. B261X—Same as above with ae eS 





No. B100—Men’s 6-inch Chocolate Texas Calf 

Welt. Unlined. Soft Toe Cap. Single 
Sole. Rubber Heel. Last 36. Widths 1 to 6. 
In stock, 5 wide only. Price............................ $3.00 
No. B100X—Same as above with Uskide i 


No. B263—Same as No. B261 in Tan See 
Calf ‘ $3.2 


Ne. BS510—Men’s 6-inch Chocolate Soo Calf 
Welt. Same as Gove with ful! 


Goodyear 
double py 


No. B158—Men’s 6-inch 


Tan Soo Calf Good- 
year Welt. Unlined. Plain Toe. Flexible Single 
Sole. Rubber Heel. Last 36. Widths 1 to 5. In 
Beaaie, GS WED CP eiccecccecccersssscesecsssesziee $3.35 
Z, 
No. B258—Men’s 6-inch Chocolate Elk Good- 
year Welt. Unlined. Machine-sewed Vamp. Pac , 





Style. Single Sole. Rubber Heel. Last 36. No. B180—Men’s 6-inch Tan Soo Ca 
Widths 1 to 5. In Stock, 4 and 5 wide....... $3. 50 Welt. Unlined. Soft Toe Cap. oe 
Single Sole. Rubber Heel. - 36. ‘Widths 1 S 


No. B258X—Same as above with Uskide Sole 
$3.50 5. In Stock, 5 wide only... 


No. B780—Same as No. B258 in Tan Soo ox \ CH IPPEWA 


CHIPPEWA SHOE MF6. 
WNT = PPEWA FALLS. WISCONSIN Dif’ 























P. J. Gross FACTORY DISTRIBUTORS am - Bramhall Corp. 
b Belfast, Maine 
301 E. 9th 8t., Los Angeles, Callf Cie LeVen Belfast, A 
45 4th St., Portland, Oregon c 
Henson Bro. $ Pumnatehs No. Calif., Wash., Oregon, Idaho, Utah ae Pe Be | 0. 
Ga., Fla., No. and So. Carolina and Nevada Arkansas and Oklahoma 
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N this model from the 

Rue de la Paix—the most 
recent style trends are quite 
evident. Here, and it is ever 
so in Hébert models, ap- 
pears that indescribable ele- 
ment which brings your 
buyer to the immediate de- 
cision that she is getting the 
best. 

All Hébert Shoes’ are in 
that intermediate range— 
shoes that retail for $5. 


7 he‘“Parée’ 


Patent leather with 
blonde kid collar. 
This pattern lends 
itself to all com- 
binations. 


NOVELTY McKAYS 
MADE TO 
RETAIL AT 





“oot 





Boston Orrice 
207 Essex Sr. 
Room 212 
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MAKE THE MOST OF A GREAT 
, SPORT SEASON BY SELLING 
== THESE DECIDEDLY SPORTY SHOES 





What Styles These 
Are? 


We believe they were never 
before approached in design 
or in workmanship at the 
price. Volume production and 
a steady manufacturing sched- 
ule makes decidedly Brock- 
ton Shoes possible. 







White Nubuck with black 
calf trim. Ivory welt. 8 
iron back sole. White 
leather quarter lining. 
White rubber heel. 


Price $4.00 


Note the Quality 
Features of All 
Decidedly Brockton 
Shoes 


Substantial Soles. 

Strong Welting. 

Selected Innersoles. 

Strong Duck Lining in Fore- 


part. 
Leather Lined Quarters. 


Upper Leather Choice. 
Branded Advertised Lines. 
Delivery from 2-3 weeks. 


—. 
~ - 





Two-tone sport shoe. 
Smoked Elk with yellow- 
stone calf trimmings. 
Plantation crepe sole. 
Soft ‘box calf quarter 
lining. 


Price $4.50 


Brockton Shoe Manufacturing Co. 
BROCKTON, MASS. 
Boston Office and Sales Department, 117 Lincoln Street 


New York Office ta, San An Texas I. Akron, Ohio San F; isco, C al. 
127 Duane St. No Fomte Se. 08 eee se Sel Ranasll Bullding Til Balimre | “sss Wank 526 Pacific Bldg. 
Paitadelohie Building Building 
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Slip-On 


COPYRIGHT APPLIED FOR 


HIGH-GRADE SILK 


PUMP BOWS 


“The Columbia” 








From all indications Slip-On Pump Bows and Ribbons, in various “The Wee Bit” ~ 
ornamental effects, will be used extensively on Milady’s pumps for 
We manufacture Gros-grain, Satin, Moire, and Fancy Ribbons, and 3685-3 


convert them into Bows, and other ornaments on our own premises 
—or if you prefer, we ship the Ribbons as they come from the loom. 
Samples and Prices furnished on application. 


The “Apple-Blossom” 





COLUMBIA 


Paterson, 





3784-5 








When writing to advertisers please mention Boot anv Suor Recorper 














Pump Bows and Ribbonss 


1 
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Ad 











Strong For FALL, 1925 


“The Tennis” 


of our 
many styles 


These are 
but a few 





3772-7 
“The Aristocrat” 
“The Sparkle” 


3774-7 





“The Florence” . “The Kay” 





3777-7 


“The Crossword” 








C. R. BO-7 








Our ribbons and bows come in all colors and color 
combinations. The most popular colors we carry are: 
R IBBON CO White Airedale Leather Brown 
. Pearl Gray Apricot ‘ Rust 
London Gray Rugby Chestnut 


New Jersey Blonde Medium Brown * Black 

















When writing to advertisers please mention Boot anv Suok RecorvER 
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As an industry stabilizes and selling conditions 
become more closely competitive, the stronger 
institutions with the more soundly salable pro- 
ducts tend to gain in strength. 


OW—as never before in the history of the shoe 
business—must retailers look searchingly for a 
background of solid support from the manufacturers 
who supply their shoes. 
We point te the CROSSE IT trade mark—an em- 
blem of forty years unchanged quaiity—and invite 
you to go on with us. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


April 11, 1925 


IN-STOCK NO. 3029— 
(telegraphic code RAY) 
Light Tan Calf (Gallun’s 
55 Mandarin), Rubber 
Heel, Haig Last. 


HE Crossett salesman 

in your territory will 
receive with pleasure your 
invitation to call and sub- 
mit our merchandising 
plan. 


Send for our In-Stock 
Catalogue. 


We Cee Ded MS te 


QUALITY SHOE MAKERS FOR 40 YEARS 

















When writing to advertisers please mention Boov AND Suot Recorver 
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Vol. LXXXVII 


Boston, April 11, 1925 No. 4 





The Tidal Wave of Business 


If We Are Not to Be Engulfed, We Must Begin to Think in Terms of 
Permanence Rather than Quick Expansion 


First of a Series Written Exclusively for the 
Boot and Shoe Recorder 


By IRVING S. PAULL 
Business Analyst 


voluntary handicaps and industries operate with- 

out facts? Would there be less enchantment for 
those engaged if business were conducted with fewer 
hazards? Would success be less esteemed if it were 
shared by a greater number? 

If business were a game, would not its rules be re- 
vised to permit the winner to survive his victory? But 
business is not a game. It is but the measure of the 
ebb and flow of economic forces that concern the wel- 
fare of every human being. 


iz business were really a game would men accept 


How Economic Law Operates 


Whether men rise, or fall, or that one group yields 
to another, are but incidents. The irresistible force of 
economic pressure is carrying the world forward to 
new times and new conditions. We cannot resist the 
forward surge, but we can if we will, direct our for- 
ward course. ; 

We are not making the journey in the night with 
the prospect of awaking to find ourselves transported, 
safely and happily, to a wholely desirable condition of 
economic advantage. We are making the journey in 
broad daylight and on every hand are indicators to 
show us whither we are traveling and to tell us our 
rate of progress. 


We Are Blind to Facts 


It would be folly to blindfold our eyes and gropingly 
stumble forward when we need only to open our eyes 
to find fair footing. But we do blind ourselves to the 


most obvious facts and those which most vitally af- 
fect us. 

Express the statement in any language you please, 
the fact remains that changes of the most funda- 
mental character are taking place. We are confronted 
by a new situation. Consider, for instance, the fact 
that this country has completed the process of ac- 
quiring vast population as a refuge for the world’s 
oppressed ; that the United States is no longer an open 
asylum to any and every political outcast. 

The new immigration policy marks an epoch in our 
economic progress. We are beginning to build a race 
and stabilize a country. Our new citizens from abroad 
will come by the equivalent of invitation. We will now 
depend upon natural growth and careful selection for 
our development. 


Quick Expansion a Thing of the Past 


We have passed the period of rapid filling and quick 
expansion. The spectacular period of American history 
has passed. We begin now to think in terms of perma- 
nence and stability. We will now create, rather than 
exploit. Assuredly we face a new condition. 

The haste of expediency must now give way to 
deliberate knowledge. We have outlived the age of 
individual sufficiency. Industrial problems are but in- 
dividual problems multiplied. The limitation of the 
individual turns the course of the industry. The saga- 
cious guess of yesterday’s executive met yesterday’s 
need, but it lacks the exactness of today’s requirement. 

The roving prospector has stepped aside for the 
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scientist, and the handyman has given way to the 
engineer. Facts are the tools of today. Yesterday’s 
commonplace implement is today’s relic of a primi- 
tive age. 

A hundred years ago a skilled artisan at his last, 
with complacent tolerance, scorned the development of 
a machine which would, with mechanical ease, multi- 
ply the output of his hands and make his highest art 
the standard of production. 

With a few facts and a practical purpose, the arti- 
san was replaced. There was no romance in the eco- 
nomic process that overturned his industrial assur- 
ance, nor could his misery be assuaged by the promise 
of greater comfort for a future generation. 


How We Are to Move Forward 


With the self-respect of a master craftsman he 
looked back to a period in which the bootmaker had 
been an itinerant, moving from household to house- 
hold, exchanging his service for the bare necessities 
of existence, while he, in his own shop, was sought 
for the perfection of his product. 


To those who 
were displaced by 
machines, it seemed 
that no greater 
tragedy could over- 
take society, than 
that its craftsmen 
should be reduced 
to mere tenders of 
machines. They 
were unable to see 
how such a catas- 
trophe could hold 
promise of a finer 
age and greater 
happiness. So it has 
been at each step in 
the march of prog- 
ress. There has al- 
ways been futile re- 
sistance to change. 

We, in retrospect, 
observe the achieve- 
ments of a century 
as the greatest ad- 
vance in _ history. 
But do we _ stop 
here? Assuredly 
not. We can no more 
retard the forward 
trend than could the 
artisan delay the 
coming of the ma- 
chine, but we can 
facilitate our own 
progress. 
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only differs in degree from the situation of an earlier 
century. Industries that grew under the stimuli of 
available materials, expanding markets, mechanical 
genius, abundant labor and ready capital, must now 
adjust themselves to a new age. 

The growth and spread of population have become 
a steady, measurable movement. By the same token 
markets may become known in their capacities and 
requirements. 


Markets to Be Lost—and Won 


Inevitably, communities, in their desire to become 
self-sufficient, will withdraw their support of other 
communities and established industry find its earlier 
advantages lost. That there may be economic compen- 
sations holds little consolation for the institution 
whose market has gone to another. 

Even now, facts forecast the coming changes, as in 
an earlier time the artisan might have observed ten- 
dencies of an approaching condition. The gradual shift 
of industries is shown by line and commodity and the 
rate of change is clearly indicated. The underlying 
causes of the move- 
ments are not hid- 
den factors. 

Some of the pres- 
ent problems of dis- 
tribution were fore- 
cast many years 
before they were 
recognized by the 
industries and 
trades. New devel- 
opments in distribu- 
tion are as definitely 
approaching as any 
development that 
has taken place in 
manufacture might 
have been discerned 
in advance. 

There are authen- 
tic statistics which 
show the relation of 
the rate of distribu- 
tion through vari- 
ous channels in con- 
trast with the rate 
of production. It re- 
quired several dec- 
ades to revolution- 
ize manufacture and 
supplant hand op- 
erations with ma- 
chines, but changes 
in distributive proc- 
esses can take place 


“Changes of the most fundamental character are taking place in this in a few months, 


Changing Methods 


country,”’ Mr. Paull. “‘The spectacular period of American history 
has passed. We begin to think nowin terms of permanence and sta- Which will have pro- 
bility. We will now create, rather than exploit. The 


guessof found effect upon 


The practical situ- 4 
yesterday’s executive met yesterday’s need, but it lacks the exactness entire fadustriés. 


ation of industry 


of today’s requirements.”’ 
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Fig. 1. An optical illu- 

sion showing how 

stitchings may deceive 

the eye—the center lines 

are straight but don’t 
look it. 
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The Right Size—Made to Look Smaller 


Study of Line and Design to Make Shoes Appear 
Smaller on Feet 


way of a study of the design of footwear, outside 

of the custom trades, has been made. Now we 
find designers making historical research and an alert 
study of models of the past, present, and future. There 
is even an attempt to link up each design of women’s 
attire with the type of footwear best suited for that 
“ensemble.” 

That the shoe has great possibilities before it in the 
way of proper design is acknowledged by the entire 
trade. The factor of great importance in line with 
this reasoning is the creation of designs that are 
optically small in appearance and yet have plenty of 
foot room. Designers who can successfully accomplish 
that can achieve output and distribution. 

Women have learned that for dancing and for gen- 
eral wear the size of the shoe is a factor of comfort 
and satisfaction, but at the’ same time the feminine 
desire is for shoes that are optically smaller in ap- 
pearance. Some time ago a bright salesman, confronted 
with a problem in size of foot, explained to the woman 
that everything was relative. The size eight shoe on 
the floor of such a small store naturally looked large, 
but when she wore them outdoors or in a big room 
she wouldn’t notice the size. , 


ik is only within a few years that anything in the 


No Straight Lines in Foot 


We hardly go that far in emphasizing the optical 
comparison. The practical side of the study of the 
lines of the foot reveals the fact that there are no 
straight lines and straight line patterns; that shape to 
the curves of the foot have 
to be watched more care- 
fully. Such lines as blend 
and balance are best. It has 
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In a profile period such as we are now in when the 
side of the foot is so important, any combination of 
lines that breaks up the area into smaller parts, either 
through long foxings or through side cut-outs, adds 
to the appearance of shortness to the foot. This is par- 
ticularly so in sizes ranging from six up. A size four 
B can take care of itself, but most merchants need to 
watch the samples they select from the viewpoint of 
how they will look when stepped up to size eight. 
Many a large quarter effect ruins the salability of the 
shoe because of the area that is not broken up with a 
cutout or inset, applique or stitching line. 


A Good Designer—Priceless 


The function of the good designer is to discover 
lines in feet which are smaller when real fitting value 
remains in the size required by the customer. The in- 
herent love of things beautiful make possible the use 
of a wider variety of materials and a remarkable range 
of colors so that the same effect may often be obtained 
in the materials and colors, namely, that of optically 
making the shoe look smaller. 

A critical statement recently made that “white foot- 
wear makes the foot conspicuous” was made by a man 
who judged the: footwear of five years ago. Today 
with Flapper sandals, cut-outs, straps and slashes, 
pipings, colored trimmings, fancy stitchings and ap- 
pliques, the white shoe is optically as small as any 
other, for just that result is obtained by the trim- 
mings. 

In a study of optical illusion we have taken a num- 

ber of well known facts to 





aia illustrate how lines, shadows 
———a and masses give the appear- 
oo ance of shortness when 
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placed properly. 





lines such as the D’Orsay 
cut make feet look smaller. 
The old pump line, particu- |. 

larly if there is a bit of a nag — Beye oe 
gap at the side of the foot A looks higher 
gives the appearance of than B 
length to the shoe, even 


Fig. 2, Horizontal 








It is the putting into prac- 
tical and pleasing use of 
these deceptions in color 
combinations, cut-outs, and 
lines, which makes for many 
attractive creations, in 
which shoes stand forth 
prominently. 





Fig. 3. Both lines 
at the left are 
equal though the 
vertical appear 
longer. 





though it be no longer. 
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What Lines Are Best in Shoes? 


The optical appearance of smallness with the practical 
value of size—room for the foot is possible in the right 
design. The additional feature is the utilization of 
smaller pattern areas, making economical cutting 
values. No. 1 pump with long lines. No. 2 broken with 
side design to give smaller appearance. No. 8. the ulti- 
mate in achievement of smallness—the D’Orsay effect 
with side effects. No. 4. This pattern in large sized 
shoes gives too large a quarter area. No. 5. To shorten 
the profile of shoes of this type. No. 6. The ultimate in 
making strap shoes appear small. 
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No. 3 
Effect of Color Combinations 


As is well known, the combination of white and 
black makes the white surface look much smaller than 
if white and light yellow or white and light pink, or 
any other two light shades, were used. Vamps of tan 
with a quarter of patent leather, which in addition to 
the optical illusion of a smaller size, caused by the pat- 
tern, also produce the appearance of a smaller size, 
through the lighter color being treated with a darker 
color, or black. 


Cut-Outs and Insets Reducing Factor 


Cut-outs and insets, when 
introduced, very near to- 
gether, with a small, light Rax 
surface between—or in the 2 = 
case of cut outs, with a dark Re 
surface between, reduce the ’ 
appearance of the size of the 
vamp or quarter. 

It was Elbert Hubbard 
who said “the consumption 
of shoes mirrors the prog- 
ress of civilization,” but at the convention he forgot 
to pause after shoes, and an audience went home think- 
ing “shoe mirrors” were indispensable. The point we 
stress is that the reflected shoe has always made the 
foot look larger, so less shoe mirrors carried from cus- 
tomer to customer, and more thought as to making 
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‘See 


Not so good. Fair but 
not right. 


Too good examples of how to make shoes appear 
smaller —one for dress wear and the other 
for sport. 


Not so good. S‘raight 
lines difficult. 


the pattern so that it is optically smaller looking. It 
has been discovered that certain lines, such as the 
D’Orsay cut, make feet look smaller. Find the lines 
that look smaller while real, fitting value remains in 
the size required by the customer. 

Stand with feet near each other and roll the body 
from the waist. 

Practice exercises with music, if possible, as music 
is 90 per cent of the “battle.” 

Remember that “cleanliness is next to godliness.” 
Put on clean stockings each day, and a different pair 
of shoes each day. Each night wash the feet in hot 
water but do not soak them, 
as that softens them too 
much—then rub them briskly 
with a brush, and rinse them 
in cold water, or with a 
witch hazel and alcohol mix- 
ture. Rub cold cream into 
your feet freely before re- 
tiring, as that prevents 
blisters and corns, and flexes 
the feet. The Misses Brag- 
giotti also encourage the use of foot powders. 

To the American girl, so naturally athletic, with feet 
getting bigger and better all the time, the Misses 
Braggiotti advocate low heels for sports, but higher 
heels and full height heels for various occasions. It is 

(Continued on page 59) 


Not so good. Too wide 
band over waist 
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Zhe Bell Telephone 


(A Drama in One Scene—and that’s enouzh) 


Scene: Boor AND SHOE RECORDER office, Boston. 
Time: Thursday afternoon, April 9, 1925. 
Telephone Rings. 

“Hello! hello! is this Liberty 4460?” 
“Yes,” 

“Is this the Boor aND SHOE RECORDER?” 
“Yes, this is the RECORDER.” 


“May I speak to Mr. Anderson, your handsome, 
genial and justly celebrated Editor?” 


(Business of connecting long-distance with the Edi- 
torial Department on the floor below. Mr. Anderson is 
noted, seated at his Louis Seize (Grand Rapids) desk, 
sorting a pile of telegrams from shoe merchants.) 


“Hello! Anderson talking, who is this?” 
“This is Allen Meadors.” 


“H-e-l-l-o Allen, you old rebel. Glad to hear your 
melodious voice. Where are you?” 


“Right here in my store in Nashville. I wanted to 
find out something from you.” 


“Well, Allen, you’ve come to the right place. What 
can I do for you?” 


“I wanted to find out how in the name of Old 
Hickory I can make really good styles live longer in 
my store. How can it be done, Andy?” 


“You'll find the answer in next week’s RECORDER, 
April 18. The whole subject is covered as it ought to 
be. Pll bet that John Baird, Jack Slater, Lou Tuffly, Ken 
Chisholm, Harry McLaughlin and the eleven thousand 
other REcoRDER retail subscribers will soak up that 
article, for it tells °em all a few things.” 


“Great stuff, Andy—it’ll give me a fine chance to 
make my mid-summer business the best ever. What 


reports do you get on pre-Easter business?” 


“We'll give you a big report on Easter business in 
that issue—telegraphic reports. Scores of merchants are 
to wire me just how trade proved up.” 


“Another thing, Andy—my boys here want to know 
when you are to publish another section for retail shoe 
salesmen—they look for that every month; it’s a splen- 
did help to our store.”* 


“In next week’s issue, old man. Arthur L. Evans, 
Editor of The Retail Shoe Salesman department of the 
RECORDER tells me that he’s done his ‘durndest’ for 
next week’s four-page ‘Salesman.’ You and I know 
what that means—nobody in the world has done so 
much for the improvement of retail shoe salesmanship 
as our mutual friend, Arthur Evans—nor is so well 
qualified for this work. It’ll be a fine, timely, helpful, 
educational feature, never fear. Tell the boys that 
75,000 retail shoe salesmen read this department every 


month.” 


“Splendid! Our sales folks need all the help we can 
provide. Anything else of special interest in the April 


18 issue?” 


“Lots of ’em. You might almost call it a ‘Southern 
Number’—there’s a fine article by our good friend, 
Ridley Wilkinson, buyer for the Maison Blanche, New 
Orleans, telling how he controls his large stock, pre- 
vents over-buying, insures good balance and turnover— 
a valuable exclusive contribution based on ‘Red’s’ 
twenty years of fine experience. We reproduce the three 
control sheets that he uses. Then Carroll Scoggins (you 
know Carroll, just as you knew his fine father, Tom 
Scoggins), manager of The Fashion Booterie in Beau- 
mont, gives his idea of a ‘homey’ specialty shop and 
tells how he gets a five-time turnover and a lot of other 


profitable ideas and methods he employs.” 


“Great stuff, Andy—you make me feel that I can 
hardly wait until that issue comes.” 


“Wait a minute, Allen, old timer—don’t get the idea 
in your head that I’ve told it all. The issue of April 18 
will be packed full of all the timely market and style 


data and all the trade news of importance.” 


“I reckon that you all have put together a great 
number. You do that right along, so we expect it. Well, 
Andy, regards to Everit and Bill and Arthur and the 
whole bunch at 207 South Street. So long.” 


“Good-bye, Allen, and good luck—see you at the 
Boston Style Show in July. Remember me to Will Karr, 
Will McGavock and the other Meadors folks.” 
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Lengthening the Style Season 


E look with tremendous interest on the style 
conferences of April 20 and 21 to be the first 
major correcting instrument in the program of 
industry for Fall, 1925. An attempt is to be made 
at that time to look a full six months in advance 
on the general trend of style in footwear. 
In the preparation of this advance style report 
a group of merchants, coming from Coast to Coast, 
get together the day previous to the big meeting 
and analyze item for item, the questionnaires sent 
in by merchants of representative stores in all 
grades, in all communities. This preliminary work 
forms the foundation for the more elaborate pres- 
entation of trends of fashion in garments, hosiery 
and colors. Then is prepared the final footwear 
styles report, representative of the best ideas that 
manufacturers, merchants, tanners and supply 


people. 
Certainly with such a general effort to look into 


the future of style some major characteristics can 
be designated with safety. If agreement is gen- 
erally made to hold to certain classifications and 
colors, we feel that the majority can put the thing 
over; notwithstanding the cynic and rebel who 
rush to the telephone to try something different. 

If this style program is not accepted in the spirit 
of national adherence to it, then there is nothing 
left for the trade to do but to follow the advice of 
a shoe trade lawyer who brought together three 
manufacturers of a certain grade of shoes and held 
out three slips of paper, and the man who picked 
the shortest agreed to go out of business. The 
oversupply of factories isn’t any greater in pro- 
portion to the oversupply of stores and the mul- 
tiplicity of styles—everything overdone. 

Such drastic methods of elimination, although 
effective, are hardly possible. The way to profit 
and prosperity is not through cutting one another’s 
throats, buying short lines and losing money on 
the left-overs, but in thinking and planning ahead 
so that the life of a style may be lengthened, so 
that a profit may be had. 


All Industries Affected Alike 


ESIDENT COOLIDGE fits into the indus- 
trial picture by making a remarkable address 
before the National Association of Cotton Manu- 
facturers, at Washington. Would that he could 
do the same generous thing for the shoe industry. 
He stamped a big O.K. on the cotton industry and 
went even further by indicating that fashion and 
short skirts had much to do with industrial com- 
plications in the cotton industry. 

He cited the story of a textile manufacturer 
who observed at a continental race track that 
most of the fashionable women wore short skirts, 
promptly cabled home to his manager to prepare 
for a shrinkage in demand of their products. 

Just about the same time (as the incident the 
President narrates occurred) the shorter the skirt 
meant the higher the boot. That situation couldn’t 
last very long, for fashion switched to the small- 
est amount of leather that could possibly be put 
into a foot covering. Fashion outlawed the high 
boot, and automatically made losses well up into 
the millions. If the per capita consumption of cot- 
ton cloth has been reduced by nearly 20 per cent, 
so too the per capita consumption of leather has 
reduced. 

The President’s final suggestion is right in line 
with the spirit of economy that always pervades 
his utterances. “If the ladies could be induced to 
standardize and stabilize their fashions as the 
men have done, half the worries and uncertainties 
of the textile industry would be eliminated at 
once.” 
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But at this point we have a feeling that Mrs. 
Coolidge inserted the paragraph he read, as fol- 
lows: 

“The uncertainty in change of fashion may be 
difficult for you, but it no doubt relieves monotony 
and adds to the spice of life.” 

A parallel paragraph might well be said of the 
shoe industry. 


Cheap—Cheap—Cheap 


HE shoe trade has been too long hampered 

by habits and traditions, and its common 
limitation and environment tend to make all men 
in the craft work and think alike in certain re- 
spects. The pre-occupation of the cobbler to put 
leather together and to eke out a living is mani- 
fest today in many ways. The trade gives the best 
of itself to the covering of feet without covering 
charges for the inspiration and perspiration put 
into the original creation of masterpieces of shoe- 
making art. Fickle woman is arbiter of fashion 
values and thinks less of paying $30 for a bunch 
of straw, ribbon, lace and wire on a hat than she 
does in her penurious shoe expenditure. There are 
those who-ascribe some of this tendency to the 
shoe trade itself in emphasizing mere cheapness 
of price in advertisements to the public, instead 
of talking quality and the place of fine footwear 
in the harmonies of dress. 

Why play the “something for nothing” game at 
your own expense and imagine that the flow of 
customers compensates for the loss of profits and 
prestige. The chirp of “cheap,” “cheap,” “cheap” 
has been heard so often that the public takes the 
trade at its word. 








Shoes Lowest in Price 

HE inherent love of things beautiful needs 

L attention. We are not very wise and not very 

efficient if we do not, after creation, exploit a 

national appreciation of ability to make fine fem- 

inine footwear. It is a matter of temperament and 

of merchandising courage and we are bold enough 

to say that we are going to set a higher estima- 

tion of the place and purpose of shoemaking and 

designing so as to keep in line with what is being 
done in other apparel trades. 

The arts of dress reflect each other, only in our 
case, the price asked is not in keeping with the 
value rendered. Values can be made more equit- 
able by developing a sense of proportion between 
the worth of shoes and the worth of other gar- 
ments, for we have the knowledge that there is 
no article of wearing apparel now so low in price 
in comparison. 

Appreciation of footwear definitely requires a 
new viewpoint on values, and a certain amount 
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of training in the harmonies of footwear with 
garmentry and color. 


When woman “scarce marks the ground” in 
restless American life, with the automobile at her 
instant call, footwear stepped out of a dirty civil- 
ization with cleaner footprints. Naturally a for- 
ward step was taken in the arts and crafts of 
shoemaking ‘and merchandising. It is for men who 
see the new picture of the place of footwear in 
the scheme of dress to stop going round and 
round, like the blind horse in the mill, for the only 
satisfaction given the horse was in fancying that 
he was making progress. 

It is our belief that we need to add to our pre- 
vious discovery that style has a permanent place 
in footwear, the fact that we have likewise to con- 
sider the development of courage to ask a price 
commensurate with the value—for both are co- 
related in good merchandising practice. 

Let us remember that the merchant profits in 
his wages for himself and his capital) when he 
recognizes the truth—that style does not create 
itself, is not of haphazard birth, and that price 
based on the cost of materials alone is an utter 
fallacy. When he learns that no article worn even 
remotely approaches the care and experience 
needed in the making of fine footwear, plus a 
complex range of sizes for a more complex assort- 
ment of variable feet, then he is able to get for 
himself, his store and his merchandise a proper 
consumer-acceptance of the service and price 
asked. 

Nationally we are ready for a clearer under- 
standing of values in fine footwear—so let us 
work collectively to achieve that higher level. 





A Constant Movement of Stock 


PLAN adopted by a prosperous store hand- 

ling high-grade shoes is to keep a shoe in 
the regular stock not to exceed a month unless it 
is moving in good shape. When it ceases to be a 
rapid seller it goes to the basement and is sold at 
a dollar or in some instances two dollars above 
cost. 

The rule of the basement department is strictly 
cash, no refunds, no exchanges and.no deliveries. 
The basement department of this store is light 
and airy; it is fitted with the same kind of furni- 
ture and fixtures and manned with just as good 
salespeople as the ground floor department. 

Very little stock is bought in a regular way for 
this department, but it does sell many shoes and 
makes possible a very rapid turnover of stock. It 
does much more than that. It keeps the stock 
clean and fresh and provides ample ready cash 
for the payment of bills as they reach the dis- 
count date. 
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The Chiropodist Says Feet Are Improving 


When Pedicure Is as Common as Manicure People Will Insist Upon Buying Shoes 
in Stores Carrying Complete Size Stocks 
By STOCKTON KIMBALL 


HAT can the chiropodist tell the shoe dealer? 
V \) I asked a dealer and he replied, “Nothing.” I 
asked a chiropodist and he replied, “Every- 
thing.” The opinion of the shoe dealer appears to be 
that the chiropodist does not know enough about the 
various lasts in different makes of shoes to be able 
to recommend shoes intelligently; while the opinion 
of the chiropodist is that the average dealer knows 
so little about foot anatomy as to make shoe fitting 
positively dangerous. In order to get at the heart of 
the matter, a questionnaire was sent to one hundred 
chiropodists asking what their position was and what 
advice they had to give. 


What a Chiropodist Can Do 


There are about 250 registered chiropodists in Bos- 
ton plus some others who have not taken the trouble 
to register. The state law confines the chiropodist to 
treatment of feet by any appliances, braces, or instru- 
ments which do not penetrate below the skin. He may 
remove corns, but he cannot remove spurs from the 
heel bone. The latter belongs to the province of the 
orthopedic surgeon. This limitation leaves two kinds 
of work open to chiropodists: first, structural (i.e. 
supporting arches, recommending shoes, straighten- 
ing toes, and so on) ; second, medical (treating corns, 
blisters, infected nails, and 
so on (most chiropodists 
give both kinds of treat- 
ment. One reply stated that 
older chiropodists treat med- 
ically, whereas younger 
graduate chiropodists do 
chiefly structural work. At 
the present time 75 per cent 
of the chiropodist’s work 
consists in giving medical 
treatment, but the tendency 
is towards the structural 
work—really a more ad- 
vanced field and one which 
will bring in many men to 
consider it their job to rec- 
ommend shoes. 


Can They Recommend Shoes 


When they begin recom- 
mending shoes, the opinions 
of these men become of im- 
mediate importance to the 
dealer. It is interesting to 
notice that in Massachusetts 
the law requiring examina- 
tion of and registration of 





_ ——s 


Dr. Slack—chief of the orthopedic and podiatry 
department hasn’t an idle or unprofitable moment 
in the working day. 


chiropodists by the state has only been in effect since 
1917. Before that date any man could post a sign on 
the billboard and call himself a chiropodist. Today 
we know that every registered chiropodist has reached 
a standard—a fact which it is important to realize be- 
fore considering the answers submitted. 

Are American feet good or bad? That was the first 
question asked. Seven per cent of the replies stated 
that feet are not only bad but are growing steadily 
worse, and the rest—except for one man who stated 
that he could not answer, because he never saw any 
but ill feet, and another who referred me to a book 
of podiatry—all believe that feet in this country are 
good and growing better. One optimist answered the 
question with the single word, “best’’! 


Care of Feet Increasing 


The pessimists blamed incorrect walking, extensive 
motoring, and the present habit of changing miscel- 
laneously from low to high heels for the condition of 
American feet. The other 93 per cent complimented 
the shoe salesman on his increased understanding of 
anatomy and indicated that the people themselves are 
beginning to realize the necessity for caring for their 
feet. 

What are the causes of foot trouble? The relative 
importance of various causes 
appears in the following an- 
swers: 

Accidents 5—10 per cent. 

Inherited trouble or weak- 
ness 5 per cent. 

Diseases of the foot 5— 
10 per cent. 

Badly fitted shoes 50—99 
per cent. 

Purchaser’s ignorance of 
needs of his foot 50—80 per 
cent. 

Tight stockings 0—5 per 
cent. 

Unhygienic conditions 0— 
5 per cent. 

Other causes (including 
continuous standing on hard 
floors, poor mechanical po- 
sition while walking, failure 
of salesmen to consider 
length of toes, etc.) 10 per 
cent. 


Look Out for “Short” Hose 


I have given the range of 
the general opinion. Every 
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group was marked by some sharp variation of opinion. 
One man, for instance, said tight stockings cause 85 
per cent of foot troubles and unhygienic conditions, 60 
per cent; another, that badly fitted shoes cause only 
10 per cent of the troubles. The rest concurred as 
shown above. 


Foot Troubles Analyzed 
These figures are interesting. Accidents need not 
hold us here, except to mention two which were said 
to be due to shoes: dislocations and, though very 
rarely, sprained toes. Inherited troubles such as mal- 
formations, hammer toes, club nails, certain types of 
gout, etc., are so rare as 
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cheap shoes run a little smaller per stated size than 
do the better grade shoes. Several complain that the 
greatest error comes from measuring shoes from heel 
to toe rather than from heel to ball and then from 
ball to toe. One chiropodist recommends that the salary 
system of paying clerks be again installed in shoe 
stores, as these men are so anxious to earn commis- 
sions that they do not take time properly to fit the feet. 
Finally, it is shown that most shoe salesmen have very 
poor knowledge of the anatomy of the foot. They can- 
not all be medical students, but they can be taught 
more about foot requirements. These are the demands 
of the chiropodist. 

The dealer suggests 





that the  chiropodist 
make a careful study of 
one make of shoe, go to 
the store with the cus- 
tomer, give the dealer 
his opinion, and then 


to be characterized by 
one man as, “very, very Questionnaire to Chiropodists 
few.” Diseases (which 
include skin diseases, A Research Into Foot Health and Comfort 
muscular weakness, rick- We asked them: 
ets, gout, rheumatism, psi QUESTIONNAIRE 
F +1. 1. Are American feet good? bad? 
and occasionally ga? cutting tehter? aeitine: Gamal Give 
lis) cause only a smal reasons for your opinion of American feet. What 
per cent of illness. Very causes them to improve or grow worse? 
little trouble is attrib- 2. Give a list of the chief foot troubles which you treat. 
: A Please indicate which of these troubles your patients 
uted to tight stockings. complain of most. 
That tight stockings 3. wae fe the causes of foot trouble? 
, a. Accidents. 
help bring about mal- b. Inherited troubles or weaknesses. 
formation of toes, etc., . ae op « the foot. 
; i ich is just ; y fitted shoes. 
is an ides which = . e. The buyers’ ignorance of the needs of his foot. 
now becoming popular, f. Tight stockings. 
and it is interesting to g- a ee 
. Any other causes? ease name. 
see that one man lays 85 4. What are chief points in shoes which cause foot 
per cent of foot ills to troubles? Please answer roughly in terms of per 
the door of tight stock- _ ; ‘ . a. 
ings. Perhaps most sur- neg A engt wiat too 
prising of all is to see b. Wreng lasts. 
how unimportant a part c. of support of anterior arch. 
, laved . dirt : d. Lack of support of posterior arch. 
spe YW oS om e. Heels too high too low too narrow. 
eral chiropodists note ‘ . Any other pe meee —. 
~ . Do perspiring feet indicate a bad condition? If so, 
that they bar cass ei = what may be done for them? Are special precautions 
hygienic conditions. necessary in selecting shoes for perspiring feet? 
Only one man speaks of 6. What care in the way As a. exercise, sup- 
port, etc., is necessary for normal feet? 
frequent occurrence of 7. What foot ills may be taken care of by the patient 
uncleanliness. himself, and how? 
8. What foot ills may be treated by a chiropodist better 
Are People Foot- - by any — kind of ag a . 
. 9. Give any other suggestions for care of foot an 
Unconscious foot ills. 
The statistics on badly 


fitted shoes and the pur- 




















leave the fitting to the 
dealer. 


Acreage of 65 Per Cent 
Properly Fitted 

It seems to be impos- 
sible to gather compara- 
tive statistics with any 
degree of accuracy. I 
tried to secure percent- 
age answers to a num- 
ber of specific questions 
on shoes and got for the 
most part such replies 
“Yes,” “Much,” “Grow- 
ing better.” Roughly, 
however, I find that of 
the trouble caused by 
shoes 40-50 per cent is 
attributed to wrong size, 
25-50 per cent to wrong 
lasts, another 50 per 
cent to lack of support 
of anterior and posterior 
arch, and anywhere 
from 5 to 90 per cent to 
heels of the wrong 
height. One man states 
that approximately 65 





chaser’s ignorance of the needs of his feet were to be 
expected. The purchaser is particularly unconscious of 
his feet as anatomical structures. Ladies, in particular, 
are interested in style before comfort. Many people 
have acquired the habit of selecting a certain size— 
always. Perhaps that size may be wrong; perhaps the 
man may have grown fat and his feet increased in 
size. It makes’no difference. He will continue to select 
size 7142D—and suffer in silence. 


Sizes and “Speedy” Fits 


And as to salesmen—there are all kinds: Much of 
the bad fitting is blamed on the fitter, and for most 
various reasons. One chiropodist has discovered that 


per cent of the people are properly fitted. But most 
chiropodists feel that the per cent of properly fitted 
shoes is far smaller than this. From 30 to 75 per cent 
of the people wear shoes:which are either too short 
or too long. 


Bunions Are Disappearing 


Bunions, however, are going out of style. Bunions 
are caused by shoes which are too short and which, 
therefore, push on the toes causing enlarged 
joints. 

In our grandfather’s day, one was ashamed of having 
big feet, and so one had bunions. Today it seems that 
big feet are rather the rage. 
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Wrong Width, 10 to 15 Per Cent 


Only 10 to 15 per cent of wearers seem to be 
troubled with shoes of the wrong width. Narrow toe 
caps draw down plenty of condemnation, and there is 
also a request that shoes be made to fit more snugly 
into the arch and around the heel of the foot. Ten to 
thirty-five per cent of foot troubles are attributed to 
this fault. Women’s heels are from two to three sizes 
smaller in proportion to the size of the foot than is the 
case with men’s heels. Therefore, it is requisite that 
for women there should be special adjustments of the 
fit of a shoe around the heel. 


Lasts Are Foot Fitting 


With the decreasing number of bunions, the chief 
complaint against the straight and custom lasts dies 
away. The straight last, of course, brings torture to 
enlarged joints, but salvation to the normal foot. The 
army did much to straighten out the line of men’s 
shoes, and the la- 
dies’ shoes today 
are less pointed than 
before. A woman 
who has been wear- 
ing sandals discov- 
ers that her feet are 
so broadened that 
they will not go into 
the old narrow 
shoes. The blunt 
point oxford is in- 
creasing in popular- 
ity—and of this the 
chiropodists are 
glad. 


Arch Work Liked 
Best 


The favorite 
theme of all chirop- 
odists who are in- 
terested in the 
structural end of 
the game is the necessity of support for arches. The 
anterior arch is formed by the matatarsal bones in 
the ball of the foot. Most people do not realize the ex- 
istence of this arch till they begin to be troubled with 
very sore callouses in the fore part of the foot, an indi- 
cation that the anterior arch has fallen. Seventy-five 
per cent of all women, said one chiropodist, have 
trouble with the anterior arch. There is more trouble 
with the anterior than the posterior arch, yet of this 
anterior arch most shoes take no notice. Chiropodists 
desire that shoes be built with a soft pad in the ball 
to support the forward arch. 

For the posterior, or big arch, there are numerous 
methods of support.—Supports built into the shoe 
plates or pads which may be fitted by the chiropodist 
or the store salesman. “We must consider,” in select- 
ing types of arches said one, “the age of the person, 
flexibility, rigidity, and flabbiness of the feet and 
bones of the arch.” 








Make the chiropodist’s office part of the shoe store as it is at 
Merrill-Grovers Shoe Shop, Boston. 
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Heels in Foot Clinic 


The chief trouble with the high heel is that it shifts 
the balance of body weight from the heel forward to 
the arch, thus putting tremendous strain on the arch 
—at least, such is the opinion of one chiropodist. The 
other fault is that the high heel is so narrow that 
there is not enough area to give steady balance. All 
of the chiropodists oppose the high heel, which they 
say cause anywhere from 10 to 50 per cent of foot 
troubles. But if there is danger in heels that are too 
high, so is there in heels that are too low. Again the 
chiropodists agree, though they give to the latter 
danger only one to twenty-five per cent of power to 
cause foot troubles. Excessively low heels strain the 
arch and cause pain. This is particularly true with 
women. Most women have a higher arch than men, 
and so require a higher heel than do men. 

Much trouble has been given nurses in hospitals by 
the requirement that they wear low heels. For many 

this requirement is 
anatomically wrong. 
While on the sub- 
ject of heels, it is in- 
teresting to observe 
that 90 per cent of 
the chiropodists 
prefer rubber to 
leather heels, on the 
ground that the rub- 
ber softens the jar. 
One man makes the 
interesting state- 
ment that rubber 
heels are better on 
city pavements but 
leather give better 
support in the coun- 
try, where the earth 
acts as a natural 
shock absorber. On 
the side of the 
leather heel I shall 
quote the following: 
“The flexibility of the rubber destroys the poise of 
the body. It is better to learn to walk properly with 
a solid heel.” 


The suggestion was also offered that a patient with 
perspiring feet wear porous leather soles and take 
especial care of hygiene, washing the feet daily, using 
cold water to close the pores, and employing a good 
foot powder after careful drying. 


The Ills of the Foot 


The chiropodist is not an authority on diseases 
which involve the entire body, but he is a specialist 
in feet. He does a good deal of structural work, but 
most of his work is what I have called medical. The 
following ills treated were enumerated: strains in the 
arches, poor or insufficient circulation of the blood, 
bunions, hammer toes, club nails, corns, soft corns, 
callouses, ingrown toe nails—particularly the last 

(Continued on page 60) 
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‘Black and White” for Sport Wear Gets 
Newspaper ‘‘Notoriety’’ 








The Spirit of Play Comes with Warm Weather and Creates 


the Sport Type Shoe 


light shoe. It is mentioned in connection with 
the “ensemble” in a great number of advertise- 
ments. . 

Several advertisements have been selected as con- 
veying the “black and white” idea perfectly. Warm 
weather opens the demand for a different shoe, natur- 
ally, and advertising accelerates it. The space for this 
type of shoe is used early enough to get the greatest 
number of devotees to strictly summer footwear. By 
the time the sun rides high in the heavens everyone 
will have bought several pairs of “sport shoes,” and at 
the first suggestion of the weather’s change new ad- 
vertising may be used on new shoes, when the change 
will be welcomed. 


[ie black and white shoe is foreseen as the day- 


Sports Shoes Well Advertised 


As the old Southern General said, it pays, “To git 
thar fustest with the mostest.” The interest in any- 
thing is always greatest at the beginning, or at least 


that is the time when there is the smallest chance of 
something else diverting attention. 

News notices from the resorts of the South say that 
sports costume is worn during the entire day whether 
the wearer plays golf or bridge. White slip-on gloves, 
for example, are considered so much a part of the 
costume during the day that it wouldn’t look right 
not to have a pair. 

So the shoe merchant, in writing his advertising on 
white footwear, speaks of the ensemble in order to fit 
the feeling that is spreading this summer with regard 
to making footwear more vitally a part of the dress. 


The “Black and White” Advertisement 


From the clippings pictured here other merchants 
will gather a good idea of how an advertisement may 
be made to look “blacker” and “whiter” than is usual 
though the material with which the idea must be 


. worked is as usual, black and white. 


From more than a thousand advertisements these 
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stood out clearly as having to do with the summer 
vogue of sports shoes. Ong felt their message before it 
was read. That is a good example in cutting down the 
preliminaries in getting at the subject in advertise- 
ments. Try to fashion sports footwear ads on these 
lines. That it pays will certainly be proved. 


The “Signatures” 


There is a great study in signatures represented in 
just these few advertisements. Look over each one. 
They range from the carefully lettered to the “hand- 
written” kind; from the bold to the feminine type. The 
straight type-set signature seems by comparison plain 
and weak, even though the face of the type may be the 
heaviest. There is so much latitude in the setting of 
an ordinary set signature that it may never be twice 
exactly the same, and may not reflect the standing of 
a store at any time. It may be said that these particu- 
lar advertisements would not stand out so prominently 
if it were not for the distinctive signatures. It is seen 
that there is no fixed rule for the placing of a sig- 
nature. It may be at the top of an advertisement or at 





the bottom with equal effectiveness. It may be placed 
at one side of the bottom with greater effect than if 
it were centered, as is seen. There is just as much art 
in the designing of an advertisement as there is in 
the designing of the shoes the advertisement is used 
to exhibit. 


Another Feature of Advertisements 


Still another feature worth bringing to one’s atten- 
tion is the fact that in all the advertisements picked 
hosiery is closely associated with the shoes pictured. 
It is spoken of “in the same breath,” if that character- 
ization doesn’t seem trite. The question has often been 
raised about this very thing, and the lesson to be 
taken from just these few advertisements is a good 
one. If one will look closely the method of mentioning 
hosiery will be seen. It isn’t an afterthought and it 
will not be construed as such by the reader. So much 
for the hosiery department, and the increasingly 


- important part it plays in building up the merchant’s 


profits without dipping very deeply into his working 
capital. 
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Four-Wheel Brakes in Buying 
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Not Designed to Make You Put a Padlock on Your Pocketbook But 
Calculated to Make You Buy More Intelligently 


By R. D. CHASTAIN 
The Imperial Shoe Store, Beaumont, Texas 


mind for some time. I have considered it from 

all angles, and now in all seriousness make the 
statement that the itch for more business is the cause 
of poor business. 

The trouble is that merchants try too hard to force 
trade by unsound methods. If a business is healthy 
and properly merchandised, the growth will take care 
of itself. It is perfectly right to expect more volume, 
but consider this phase—when every store in the town 
makes plans to do more business by buying 10 to 25 
per cent more shoes, you are apt to find that there are 
more shoes than the town can possibly assimilate. 

You must hold your purchases to what you know 
will sell. 

In our store last year, fewer shoes were bought, but 
on account of sound merchandising methods we did 
better than the year previous when a larger stock was 
carried. Today I am sitting pretty, right in the driv- 
er’s seat, with a stock that warrants my buying new 
shoes as they are offered. 

Here is the gist of my story. If you did $100,000 
last year and made a profit of $5,000, do at least $100,- 
000 this year, but show a profit of $6,000. 

In January, 1924, 
I went. to my banker, 
with whom I am 
quite close, and 
told him that busi- 
ness was punk, that 
I was not selling the 
shoes I should sell, 
that there was no 
pep to the trade and 
things did not look 
good. His reply was 
as blunt as my tale 
of woe, for he said 
that if I fully real- 
ized the _ existing 
conditions, 1 was the 
best merchant in 
town. Then he 
warned me I would 
have a bad year as 
far as profits were 
concerned. 

The books did not 
show a red cent of 
profit, but [ figure 
that my business 
was worth $10,- 


(= conviction has been revolving itself in my 


000.00 more Jan. 1 








than it was the year previous because I had merchan- 
dised it better. Stock had been reduced, also obliga- 
tions. Then, too, with less money owed, there were 
lower interest charges, less old. stock, with a corre- 
sponding increase in turnover and a greater volume of 
sales. When the same banker went over my figures 
this January, his comment was, “Well you are fat 
now, all right.” 


Don’t Over Buy 


Most of us are apt to be too optimistic when we go 
to market, so buy more than we really need, then along 
comes a wet spell or a cold spell or a hot spell, or some 
kind of weather that we can always blame for the 
poor business. As a result of getting in bad, I devised 
for my own protection The Chastain Four-Wheel- 
Brake Buying System. Now do not let this high-sound- 
ing name scare you, because I have been using this 
system for over a year and it was only the other day 
that it was officially named. 

All you need to start you is a couple of sheets of 
paper the size of this page, a pen, and an awakening 
similar to mine when I found bad bills coming due 
for over $15,000.00 on one date. Then the weather got 
cold, and business 
dropped off a little. 
I am not quite sure 
whether the weather 
made my feet cold 
or my feet made the 
weather cold. 

The C. F. W. B. 
B. 8S. looks like this 
in actual operation: 


Merchandise Due 
During March 1925 


March 1 Due 
L. J.&P. Co. $436.60 
March 5 

G.R.L. Co. 1,446.75 
M.N.& F. 545.00 
March 10 

a? 66.00 
ss ee 372.75 
March 15 

S. S. Co..... 746.85 
D. V.B.Co. 423.00 
March 20 

B. & M....... 255.00 
eS: oa 628.00 


The game today, says Mr. Chastain, is to make the same volume 
of business yield more profit. He tells you how to do it. 


The dates represent 
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the time the merchandise is due. The object is to 
spread the purchases over a period so that the pay- 
ments may be met promptly when due. Care is taken 
to have the paying dates arranged five days apart 
during the busy season. Most of you know that five 
days means something when bills are due. It is just 
as easy to spread your shipping dates as it is to say, 
“Ship Feb. 15” on all spring orders. The main idea is 
that it keeps large purchases from falling due on one 
date, which eliminates borrowing so much. Keep this 
in mind, also, that by having the money to meet the 
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: ence of the trade itself. Correlated to this has been the 


fear that perhaps these shoes might be dumped back 
on the American market. To allay these fears, L. W. 
Archer, director of the Foreign Department of the 
Near East Relief, has issued the following statement: 

“We respectfully call your attention to the fact that 
in 1924, we shipped to the Near East, 7,631 sacks of 
old shoes weighing 341,200 Ibs., on which Near East 
Relief expended out of its orphanage budget $511.81 
for cartage, and $4,423.88 for freight, or a total of 
$4,935.69. We would call your attention further to the 


bills, one is able to take the 
discounts. 

At the end of each month 
a second or auxiliary sheet is 
made out. 


Money to Be.Paid Out 
During April, 1925 
April 1 . $436.00 
April 5 . 1,991.75 
April 10 372.75 
April 15 . 1,235.85 

April 20 

It will be noted that what 
I have done in the case of 
this chart is to list for pay- 
ment in 30 days, bills cover- 
ing all merchandise received. 
On March 1, for instance, I 
received, as per schedule, 
merchandise valued at 
$436.00. The same with mer- 
chandise received March 5 
and listed for payment April 
5. On March 10, my schedule 
called for the receipt of mer- 
chandise valued at $372.00 
plus $66, but I received only 
the first—that valued at 
$372.00. The $66.00 ship- 





Here’s a Successful P. M. System 


The automatic P. M. system of the Im- 
perial Shoe Store, Beaumont operates in 
this fashion. When a line has been reduced 
to siz pairs, a fifty cent P. M. is paid. Then 
when it gets down to three pairs, the selling 
inducement is raised to one dollar. This 
applies to all lines that are not to be sized 
up again. Mr. Chastain says that the boys 
check up every morning to see what line is 
nearly down to the six pair limit, then they 
go to that line. He has found that the large 
majority of his short lines have been 
cleaned out to the last pair at theREGULAR 
PRICE, through the means of this special 
consideration. 

There are five regular salesmen in this 
store, not counting the girls in the hosiery 
and children departments, or the colored 
man who sells the colored trade. Each one of 
the men take turns during the mornings, in 
acting as floor man. Salesman A will wait 
on all trade Monday morning, with the rest 
of the boys doing the regular sizing, dust- 
ing, etc. “B” will do the same for Tuesday, 
so that each man has one day a week in 
which he does not do any stock work, but 
tends to as many customers as he can. 
During the afternoons, Mr. Chastain takes 
the floor, as the men are all kept busy. 


fact that already in 1925 we 
have shipped to the Near 
East, 5,000 sacks of old 
shoes weighing 203,100 Ibs., 
on which Near East Relief 
has expended a total of 
$2,145.00. 

“In addition to these 
facts, which represent 12,- 
631 sacks or approximately 
505,240 pairs of old shoes, 
we have also shipped every 
single new or ‘returned shoe’ 
received from the campaign 
inaugurated by the shoe 
dealers since January 1, 
1924, and which totaled 
37,279 pounds, on which 
Near East Relief expended 
$651.00. In other words, the 
total expenditure of Near 
East Relief to get American 
old and new shoes to the 
feet of refugees in the Near 
East since January 1, 1924, 
has been $7,731.69. 

“Near East Relief has 
never received and will never 
receive an article for relief 
of suffering people of the 





ment was five days late, com- 





Near East without fully in- 





ing in March 10, and will be 
found included in the total to be paid April 10. And 
so on. 

This shows just how much money is needed for the 
coming month, together with the dates on which it is 
needed. Before this sheet was devised, it was a case 
of continually looking through the books to find out 
what was coming due, with the chance of overlooking 
something. 

This system may be crude, but I know that it will 
more than pay for the time spent in compiling it, for 
the concise information that it will furnish. It’s a sort 
of brake system that will help prevent one from going 
broke. 





Shoes Moving to Near East Relief 


Recently there has been criticism in the shoe trade 
of the apparent slowness with which the Near East 
Relief has moved in shipping out of this country shoes 
which have been collected mainly through the influ- 


tending to get that article 
to where the relief is needed. If the editor of the Boot 
and Shoe Recorder had consulted Near East Relief as 
to the facts, before commenting upon the newspaper 
statements, he would have found that the 400,000 pairs 
of shoes held in suspense had already been reduced to 
237,240 pairs, and that, as gradually as freight is 
available, Near East Relief proposes that the addi- 
tional quantity shall get to the people for whom they 
were given. 

“Before the inauguration of the Shoe Dealers cam- 
paign, Near East Relief had shipped in 1923, approxi- 
mately 834,332 pairs of old shoes, and in 1922, ap- 
proximately 800,000 pairs of old shoes, by which it 
will readily be seen that a total of 1,634,332 individ- 
uals have been provided with shoes, in the Near East, 
in that length of time. It is therefore not unnatural 
that Near East Relief should begin to reduce its shoe 
shipments and to become more selective in the shoes 
on which it expends freight. 
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Normal Seasonal Growth This Spring 


While the Stock Market Seesaws, Business Steadily Grows More 
Active as the Spring Season Advances 


By ARCHER WALL DOUGLAS 
In Co-operation with the Research Staff of LaSalle Extension University 


tion in many industries since last summer assure 

adequate supplies in most lines to meet a grow- 
ing volume of distribution with the coming of spring. 
Furthermore, producers in all lines, now sensitive to 
the possibility of overproduction in their respective 
lines, are more than ordinarily careful in regulating 
their current schedules of output in accordance with 
the demands of their customers. 

Their estimates of future demand in most cases 
lean strongly toward conservatism—too strongly, per- 
haps, in some cases. But the rate of production for 
basic industries throughout the country, as reported 
by the Federal Reserve Board, has reached a high 
point similar to that of March and April two years 
ago. Today, however, the population of the country is 
larger and economic conditions are much more favor- 
able to sustained demand. Production as a whole in 
relation to probable consumption is today, therefore, 
much lower than in 1923. 

One fundamental difference between the economic 


Gti in many increases in the rate of produc- 
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Crop and General Conditions Map 
As of March 20. 1925 


conditions of today and those of recent years is the 
fact that the farmers of the country are now for the 
most part operating their farms under favorable con- 
ditions. With prospects of good crops to be marketed 
at fair prices, the agricultural outlook as a whole is 
very encouraging. World shortages of crops such as 
wheat, with the annual carryovers practically wiped 
out, cannot be made up in a single year, even though 
the total yields of that year are relatively large. 
Furthermore, the farmer of today is not so likely to 
increase his acreage of a crop for the current year 
solely because he received high prices for that crop 
in the preceding year. 

Farmers in general are entering a new era of more 
intelligent control of production in relation to demand. 
In the past, each farmer was guided mainly by what 
his neighbors were doing, and by such scanty news of. 
the great world of agriculture, both at home and 
abroad, as was borne in to him from the outside. Con- 
sequently, he was largely influenced as to what he 
should plant by the local prices obtained the preceding 
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This is the Original Douglas Conditions Map, in use over thirty years for business purposes. Changes at this 
season of the year are few other than customary seasonal improvements. 
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The Sutton Shoe Store of Beaumont, Texas, is the largest in that section. 
The company employs a unique plan for displays. The white arrows point 
to compartments fastened to the side of the building. The side of the 
store is bounded by a street and the shoes on display attract much 
attention—a good way to brighten up a bare wall. 





season for the various farm products. The usual re- 
sult of these methods was that a season of high prices 
for one crop would be followed the next season by 
overproduction of that crop, with low prices; then the 
next season would bring a smaller crop and higher 
prices. 

Tobacco growers have taken fresh courage because 
of large sales in the Burley tobacco districts and in 
North Carolina and Virginia, to both domestic and 
foreign buyers. The successful working of the ware- 


housing system in distributing Burley tobacco is 
largely due to the foresight and friendly interest of 
the local bankers, who have provided the necessary 
funds and have formulated methods which make 
profitable and stable otherwise uncertain means of 
livelihood for the growers. 


Live Stock Sees Better Days 


All livestock prices are up, hogs leading in a swift 
and sudden advance that went above the ratio to 
corn, with the promise of still higher figures by mid- 
summer, since the heavy run of hogs to market is over 
and no appreciable addition to the hog supply can be 
had until fall. Cattle receipts are also declining, with 
the usual result of higher prices. The decrease in the 
number of cattle is reflected in the falling off in the 
number of live stock in the annual spring movement 
from the Southwest to the grazing plains of Kansas 
and Oklahoma where they will be fattened through 
the summer and then go on to the great packing houses 
of the West and Central West. The estimate is for 
862,000 head this season, compared with 984,000 a 
year ago. Sheep are still the brightest spot in live 
stock; they are increasing in both numbers and values. 


The Textile Situation 


The wool situation is still dominated by the con- 
sumer who apparently stands pat in his refusal to pay 
higher prices for wool cloths. Raw wool is dull, and 
somewhat lower in price. The woolen mills have orders 
for only about sixty to ninety days’ run, and new 
specifications are coming in slowly. 


The cotton mills are in somewhat better shape, but 
are not fully employed. They have suffered some from 
the recent advance in raw cotton, which has resulted 
mainly from the drought in Texas. Domestic consump- 
tion of cotton in January was 589,000 bales, as com- 
pared with 532,000 bales in December. Other favorable 
factors are the heavy exports of cotton cloths in Jan- 
uary and exports of 6,189,050 bales of cotton from 
August 1, 1924, to March 1, 1925, as compared with 
2,939,305 bales for the same period of the preceding 
year. Moreover, the relative prices of cotton cloths 
and raw cotton are much closer to normal than a year 
ago. 

Manufacturers of silk fabrics are operating near 
capacity, although the orders are mostly for imme- 
diate shipment. Domestic consumption in January was 
40,000 bales of raw silk, the highest for several years. 
Prices are fairly firm. The demand for rayon (arti- 
ficial silk) promises to outstrip that of the genuine 
silk during 1925. 

Pig-iron production in February was 3,214,143 tons, 
as compared with 3,370,336 tons in January, a gain 
for February of 54% per cent in the daily output, since 
February had three days less than January. Steel- 
ingot output in February was 3,720,000 tons, against 
4,179,498 tons in January, the daily output being 
about the same for each month, and indicating about 
87 per cent of operating capacity. 

Unfilled orders of the U. S. Steel Corporation on 
February 28 totaled 5, 284,771 tons, as compared with 
5,037,320 tons at the end of January. This gain of 
247,551 tons was a larger increase than in February, 
1924, but not so great as in 1923. Although ordering 
in February was liberal, it is not necessarily pro- 
phetic as to the immediate future. Resistance to higher 
prices on the part of both consumers and dealers in 
steel and iron products was expressed by a decline of 
$1 a ton in Valley basic and foundry irons. The wages 
of puddlers have been cut as the result of a decline of 
$1 a ton in bar iron, because the wage scale is based 
on the price of the product. 

Exports and imports of iron and steel products 
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show an unfavorable trend in recent months as com- 
pared with figures for the previous year—indicative 
of Europe’s recovery as producers of these products. 


Building Activity Is Strong 


According to a report of the F. W. Dodge Corpora- 
tion, building contracts award amounted to $299,260,- 
000 in February, which was about 1 per cent more 
than in January. But in New York State and in north- 
ern New Jersey, there was a decline of 43 per cent 
in February as compared with January. Building 
booms in the large cities (New York in this instance) 
do not, as a rule, taper off gradually, but they usually 
decline suddenly as the result of overbuilding. This is 
true particularly of residential building in several of 
the large centers of population. 

The total amount of construction contracts in Feb- 
ruary was subdivided as follows: 

per cent 

of total 
$136,023,200 45 
52,865,200 18 
38,825,100 13 


Residential buildings.. 
Public works and utilities 
Commercial buildings .... 
Industrial buildings 20,767,200 7 
Educational buildings ... 20,278,000 . 

The trend is toward a relative increase in the per- 
centage of public works, utilities, and educational 
buildings. 

The large cities may now be fairly well supplied 
with buildings, but there remains a great deficit of 
buildings on the farms and in the small towns where 
construction of any nature has been very slow during 
the past three years. 


Changes in the Automobile Industry 


The manufacture of automobiles, like building, 
could not have expanded so greatly in recent years 
had not plenty of capital been readily available. But 
this industry does not now tie up as much capital 
as formerly, because production schedules are more 
conservatively fixed to balance with ready sales. Also, 
better and less expensive methods of distribution are 
being developed and costs of production are being 
lowered by increasing standardization in many di- 
rections. 

There is now going on a rapid expansion of the 
motor-bus and the motor-truck divisions of this indus- 
try—another movement facilitated by the fact that 
plenty of capital is available. 


Coal Travels a Rough Road 


The bituminous-coal situation continued unsatisfac- 
tory throughout February with declining production. 
But a slight improvement came in March, though 
prices ranged somewhat lower. 

The soft-coal output is still largely confined to the 
non-union mines in Kentucky and West Virginia. The 
situation seems to be tending to that condition when 
the necessities of the situation will bring its own cure 
with such controlled concentration of production as 
will enable operators to meet all necessary demand 
with the efficient mines and thus give fewer miners 
more constant employment. Such a venture will need 
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much ready capital, but that will probably be readily 
provided. 

Exports of bituminous coal decreased 25 per cent in 
January, 1925, compared with the same month in 
1924. 

Oil on the Upgrade 

The petroleum industry has shown notable improve- 
ment in recent months. The weekly output thus far 
this year has been running about 100,000 barrels over 
the same period of last year. Higher prices have 
stimulated drilling activity. The daily output of the 
new Wortham field in Texas rose tp 80,000 barrels 
early in March. 

The general attitude of business men continues to 
be optimistic, but buying is conservative, although it 
steadily grew larger in volume during the month of 
March. There is no evidence of speculation in commer- 
cial life, largely because general sentiment has no 
faith in the permanence of any higher prices under 
the present conditions of large productive capacity 
and quick transportation. Both retail and wholesale 
dealers realize that profits on sales must come from 
good merchandising, and not from appreciation of 
prices of goods on hand or contracted for. 

An encouraging fundamental trend is the growing 
attitude of co-operation manifested by all the great 
industries toward each other, and their recognition of 
their interdependence upon one another. It is this 
sentiment which offers the best promise of the growth 
and stabilization of business during the coming 
months. Equally encouraging is the care and thought 
given to the situation by the Federal Reserve Banks. 





The Right Size—Made to Look Smaller 
(Continued from page 46) 

their theory that the normal foot should be able to 

adjust itself to all heel heights, if these heights are 

not worn too long at a time. 

Keep toe nails short. 

In cutting your toe nails yourself, cut them straight 
across—do not cut down at the corners, as ingrowing 
nails may result. 

And folks must be careful of their diet, as one does 
not want to put too much weight onto a small foot. 

Practice circular movements of the ankle, turning 
out and in, thus developing the muscles in both sides 
of the foot. 

Practise wiggling your toes, thus preventing foot 
muscles from becoming atrophied. 

Learn to relax feet muscles. 

Stand on the floor and push foot down so that you 
are standing as néarly on the very tips of your toes 
as possible. 

Stand on one foot and lift the weight on the other 
foot. 

Always stand bearing over on the outside edge of 
foot rather than the inside. 

The Denishawn pupils, as a rule, take a one-hour-a- 
week lesson and practice foot exercises at home for a 
half hour daily. They are told that they must take as 
much care of their feet as of their hands—to visit the 
pedicurist as often as to visit the manicurist. 
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The women’s department of Hanan & Son, 801 Canal street, New Orleans, 
La. The store was recently opened. The interior is finished in a dark 
woodwork. 





The Chiropodist Says Feet Are 
Improving 
(Continued from page 52) 

four. Hammer toes and club nails are sometimes 
birthrights, sometimes caused by accident. Hammer 
toes may be removed by surgery, club nails, helped by 
treatment. I have discussed bunions above. They may 
also be caused by arthritis. They may be relieved by 
treatments but must be cured by surgery. Corns are 
caused by the squeezing of tight shoes or the friction 
of loose. Treatment consists of paring, chemicals, pro- 
tection from pressure, correction of shoes. Sore cal- 
louses are symptoms of fallen arches. Ingrown toe nails 
are the result of carelessness or ignorance in cutting 
so as to leave jagged edges which enter the flesh. They 
are cured by treatments. Badly fitting shoes will cause 
most all of the ills of the feet. 

Likewise proper shoes and regular exercise will cure 
most of these ills. After all, care of the feet is only a 
matter of cleanliness and good sense. Take baths daily 
or at least two or three times a week, drying the feet 
thoroughly afterwards. Change stockings daily. Take 
care of the nails. Wear proper, comfortable shoes, 
which give normal support. Walk regularly—special 
foot exercises are helpful for special cases. That is 
all that is needed. From the point of view of chiropo- 
dist, dealer, and purchaser, the matter should be one 
of selecting shoes which are built normally and which 
fit exactly. 

The chiropodist exists largely now because the pub- 
lic has not sense enough to buy shoes for its own com- 
fort. He is going to continue to exist when foot care 
is considered on the same plan with the dental care. 
Even the factor of keeping nails properly trimmed is 
worthy of as much attention as the duty of the mani- 
cure. Because of his special training and experience 
the chiropodist considers himself better able to tend 
to the local problems of the feet—within the limita- 
tions set by law—than any other doctor. 

The chiropodist urges the dealer to.encourage among 
his clerks a study of the anatomy of the foot. He 
urges the clerk not to think of the money he is making 


per sale but to try his best to fit the needs of the foot. 
A system of fitting by which measurement of the foot 
is made from heel to ball and from ball to toe, thus 
allowing for the length of the toes is strongly urged. 

The chiropodists seem to agree that the shoe manu- 
facturers are doing their best to remedy bad condi- 
tions and are always a jump ahead of the public. Two 
men had no special advice to offer to the shoe dealer 
or manufacturer. A record! The chiropodists appeal 
for greater co-operation between the members of their 
order and those of the shoe trade and shower most 
of the blame on the public which demands shoes which 
are dainty and stylish, and cares remarkably little for 
the well being of its own feet. 

A sudden shift of the type of shoe causes strain to 
muscles which have not had a chance gradually to ad- 
just themselves to the new position. Constant shifting 
between different types of shoes is therefore very 
trying to the foot. The chiropodists, therefore, agree 
with the shoe manufacturers in opposing the con- 
stant demand of the public for variation in style. 
Here at least both sides are one. 

I have done my best to select from a rather mis- 
cellaneously answered questionnaire the chief opinions 
of the chiropodists in the belief that it is always good 
for a man to see the other fellow’s point of view. 





St. Louis Plans for 1926 
Convention 


St. Louis, Mo., April 8—Frank M. Mahler, secre- 
tary of the St. Louis Manufacturers’ and Wholesalers’ 
Association, announced the organization plans to run 
two special trains to Chicago Wednesday night, Jan. 
6, 1926, where St. Louis will be well represented at the 
National Shoe Retailers’ Association convention. The 
N. S. R. A. Convention is to be held Jan. 7, 8 and 9, 
immediately following the St. Louis Pageant of Foot- 
wear Fashions, which is to be held Jan. 4, 5 and 6. 
This represents a change from the dates originally 
selected for the N. S. R. A. Convention. 
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Just What Is a Moccasin? 


RADE terminology changes from time to time. 
We now find ourselves confronted, all over the 
country, with so-called “moccasin” footwear made by 
the genuine moccasin process, the welt process, the 
McKay process and even the stitchdown method. Con- 
fusion has resulted apparently from the inability to 
distinguish between the superficial appearance of the 
moccasin, achieved by use of the typical moccasin 
seam, and the real moccasin characteristic which is the 
continuous vamp extending under the ball of the foot. 
This genuine moccasin process has a hand-sewed 
toe seam not purposely designed to give it a character- 
istic appearance but as an inescapable consequence of 
the process by which it is made. The difference be- 
tween the genuine moccasin process and a shoe of 
much the same appearance, but made by the welt pro- 
cess, is well shown in the accompanying illustrations. 
The trouble is that the word “moccasin” has almost 
ceased, in the mind 
of the trade, to de- 
note a process and 
has become merely 
a descriptive noun, 
denoting an appear- 
ance. And yet, with 
the increasing inter- 
est in footwear made 
by the genuine moc- 
casin process and 
the equally increas- 
ing interest in the 
moccasin pattern 
generally, no matter 
by what process made, it is obvious that some distinc- 
tion must be made between the two in the interests 
of the trade itself and of the public served by the 
trade. There are differences between the two which 
are just as wide as between the welt and turn, or be- 
tween the turn and the McKay. These differences 
should be recognized and taken into consideration. 

We do not feel that the retail merchant selling a 
welt, moccasin-pattern shoe under the name of “Moc- 
casin” has necessarily deviated from the spirit of 
truth in advertising. In many cases he may have fig- 
ured with perfect honesty that the use of this term 
was necessary in order to give the public a word pic- 
ture of the shoe. The same thought holds true of the 
manufacturer making moccasin type footwear by pro- 
cesses other than the original moccasin process. But, 
as pointed out before, there is a vital difference be- 
tween the two and this difference should be recognized 
and the trade should educate itself into a knowledge 
of the “talking points” of each. Some method should 
be devised of deciding on a terminology which will be 
satisfactory to all—a terminology which will protect 
the manufacturers using the genuine moccasin process 
and which, at the same time, will not deprive the infin- 
itely larger number of manufacturers making moc- 
casin type footwear from taking profitable advantage 
of the favor now enjoyed by this type of sport shoe. 


At the left is the genuine, original moccasin with its continuous 
vamp and hand seam. In the center is the modern sport shoe made 
by the moccasin process insofar as the genuine moccasin features 
are concerned but with the addition of mid-sole and out-sole. At 
the right is the moccasin pattern shoe with all the outward ap- 
pearance of the moccasin but made by the welt process. 
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Commercial Arbitration Conferences 


New York—Commercial arbitration is closer to the 
solution of business problems than ever before. A con- 
ference on commercial arbitration was held recently 
at Mrs. Vincent Astor’s and a few days later there 
was a luncheon meeting for the purpose of carrying 
out the provisions of the resolution adopted at the 
previous conference. 


The shoe and leather industry was represented at 
the first conference by John C. McKeon, president of 
the National Boot and Shoe Manufacturers’ Associa- 
tion; J. Dudley Smith, secretary of the association, 
and by Sylvan Barnet of the Barnet Leather Co., who 
is also an officer of the Arbitration Society of America. 
At the second meeting Mr. McKeon represented the 
industry. 

The meeting adopted a resolution calling for a con- 
ference board for continuous study of commercial 
arbitration and con- 
ciliation and also for 
the exchange of in- 
formation with a 
view to the _ co- 
ordination of arbi- 
tral tribunals and 
methods. The resolu- 
tion also stated that 
organizations, which 
have established a 
permanent method 
or tribunal for the 
settlement of con- 
troversies through 
arbitration, are eligible to membership on the board 
and shall be entitled to representation. 
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Death of Willis B. Temple 


Willis Brigham Temple, treasurer of the firm of 
Huckins & Temple, Inc., Milford, Mass., died on the 
morning of Saturday, April 4, after a brief illness, at 
his home in Milford, Mass. 

This news will come as a decided shock to all who 
knew this sterling gentleman of the old school. Of few 
men could it be said more truly that he was beloved 
by all who knew him. Kindliness was his outstanding 
characteristic and it was typical of him that he always 
made it a point to see every business visitor, salesman 
or otherwise. 

Mr. Temple was born in Marlboro, Mass., May 1, 
1854, the son of George C. and Elizabeth Brigham 
Temple. He first engaged in the shoe industry as a 
bookkeeper for the Boston firm of Houghton & Cool- 
idge at their plant in Medway, Mass. In 1891 this firm 
was dissolved and the firm of Clapp, Huckins & Tem- 
ple started business in Milford. In 1903 Mr. Clapp re- 
tired from the firm which then became Huckins & 
Temple, Mr. Temple who had been assistant treasurer, 
being made treasurer, which office he held until his 
death. 
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‘“American Feet Are the Best in the World”’ 


The Famous Braggiotti Sisters, Dancers and Leaders of the Denishawn 
Dancing School Encourage Foot Exercise 
By HELEN M. HANEY 


Are American feet getting better? The Braggiotti 
Sisters say “Yes.” What these charming sisters have 
to relate as to the improvement in American feet, 
through the proper amount of exercise and the wear- 
ing of the right shoe for the occasion, forms convincing 
testimony. The very positive statements of these young 
ladies is that their slogan is—‘“‘Never Economize on 
Good Shoes or Good Food.” 
They are very enthusiastic 
over the idea of the Amer- 
ican ballet. “American girls 
are the most talented in 
dancing,” say they, “And 
American girls should be 
proud of their own nation- 
ality and should not assume 
Russian and other foreign 
names to attain their suc- 
cesses. American feet are 
much better than _ those 
abroad—for the reason that 
American shoes are much 
more carefully made. In or- 
der that the person living 
abroad may be correctly 
shod, she must have custom- 
made shoes—the average 
Italian, or French woman, 
cannot afford that luxury— 
and so any kind of foot cov- 
ering is worn, with bad re- 
sults — whereas Americans 
can be correctly and beauti- 
fully shod, by machine-made 
shoes, at a very low price, in 
comparison with the foreign 
custom-made product.” 


Dancing Has Beautified America’s Feet 


“American feet are not only much better than for- 
eign feet, on account of the wearing of good shoes, but 
they are showing much improvement in the last few 
years, on account of the marked interest in dancing. 
Dancing has taken the American people by storm; they 
love the spirit of it—because it is a two-in-one propo- 
sition—it is joy with health, and pleasure with better- 
ment.” 


DANCE—Don’t Toddle 


Of all the dances, the Misses Braggiotti say that 
the waltz gives the feet the best chance for exercise 
—the fox trot comes next—but one must be agile. 
“Dance—Don’t toddle, if you would exercise your 
feet,” say they. 





The Braggiotti Sisters who «re not only advo- 

cates of barefoot dancing, but who from January 

1 to date have each worn 16 different pairs of 
shoes. 


Some Recommendations 


Among their other recommendations are. Have 
enough good shoes in your wardrobe. Each one of the 
Braggiotti Sisters has used 16 pairs up to the present 
time this year. And this, despite the fact that they are 
expert barefoot dancers. The 16 pairs do not include 
the many ballet shoes which 
they buy. 

Wear a different pair of 
shoes in the afternoon from 
the pair worn in the morn- 
ing. The Braggiottis prac- 
tice what they preach in this 
direction. They have high 
heeled boudoir slippers and 
heel-less boudoirs. They have 
stout walking shoes, and 
very light-weight party 
shoes. They believe in and 
practice “Shoes for the Oc- 
casion.” 

Be careful of short shoes 
and short stockings. At all 
times the feet and limbs 
must breathe, just as well as 
the rest of the body. 

Exercise the body in such 
a way as to give grace. Do 
not overdo physical culture, 
but develop the muscles in 
such a way as to have charm 
of personality and correct 
poise. It is their theory that 
American girls, who are 
naturally fond of physical 
culture, are learning to add 
to their splendid muscular 
strength the artistry of carriage. 

Not all “acrobats” come to the studio—there are 
some little folks who are victims of infantile paraly- 
sis—these have all been greatly benefited by the ex- 
ercises. Little Miss Marcia Bell of Boston had arch 
trouble so badly that she came to the Denishawn 
School with her feet bandaged, and is now entirely 
cured by the exercises, below described. Try them 
yourselves. Your customers will undoubtedly appre- 
ciate your passing this information on to them: 

Put feet in a straight line on the floor, very near 
together; rise up on the toes slowly and down again 
to the back of the heel; then bend the knees. 

Stand with feet near together and throw the weight 
over to the outside edge of the foot from the toe, 
down to the heel. 
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Tue Paciric Mitts, established seventy-four years ago, are A its 
the largest manufacturers in the world of printed, dyed and { PACIFIC} 
bleached cotton goods; cotton warp and all-wool Dress Goods eg: 


PACIFIC © 
SHOE GOODS 


INCLUDE THE DESIRABLE WIDTHS, WEIGHTS AND QUALITIES OF 
TWILLS, DRILLS, DUCKS, SHEETINGS, AND FLANNELS 


We call special attention to their Double and Single Napped Flannels, 
which are conceded to be the most satisfactory doublers in 
the market. They are of special construction; woven, 
napped and finished by processes that ensure 
cloths with the requisite amount 


of nap and stiffness. 


Wire Boston ColleG for Quotations before contracting on 


any Cotton Shoe Goods 


LAWRENCE & COMPANY 


SELLING AGENTS 


89 FRANKLIN STREET, BOSTON, MASS. 


New York Philadelphia Chicago St. Louis San Francisco Manchester, England 
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Why Wait Until Fall 





May 10th is 
Mother’s Day 


A splendid opportunity to push 
Daniel Green Comfys as an appro- 
priate present for this anniversary 
date, that is growing more popular 


each year. 


Our new 1925 catalog is just off 
the press. Put your name in now for 
a copy, so that you will be sure to 
have it. 


For Comfy Profits? 


No longer is it true that most Daniel Green Comfy Slippers are sold in the last three 
months of the year. That condition passed some years ago. 


Two things have worked this change. First, the many smart, distinctive styles that we have 
added to the Comfy line, in satins, brocades and fancy leathers, which have such a strong 
appeal, especially in the spring and summer months. Second, our advertising never stops work- 
ing for you. It makes its appearance regularly, month after month, in millions of America’s 
better-class homes. 


And now, a third and stronger reason. Our 1925 advertising is carrying to the women of 
America, in full color pages, a message of vital importance to them—a message whose appeal 
is as strong in the spring as in the fall—as potent in summer as it is in winter. 


That message you will see typified in the illustration at the top of the page—the need that 
American women have for rest. Over and over again, Daniel Green advertisements in the 
Ladies’ Home Journal, in Good Housekeeping, in Vogue—with their many millions of readers 
—point out the tremendous strain that modern life is putting on women, and how they can 
obtain relief through systematic rest and application. 


Now is the time to think of vacation selling for Comfys. Every year sees a decided increase 
in the volume of Daniel Green Slippers bought for the rest and relaxation of the vacation 
season. Now is the time to think of your vacation season. Now is the time to think of your 
vacation stocks, 


DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE NEW YORK 
Sales Offices 
10 East 43rd Street 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Il. 


Daniel Green 
Comfy Slippers 
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Shoes for the Occasion 


The NEW 
HERMAN 
IDEA 





No. 418 $4.50 
In Stock 








The New Shoe 
for Sports Wear 






The vogue of the sports shoe is at its zenith. The NEW 
HERMAN IDEA presents this type at its best jn style No. 
418. It is full lined, moccasin front of Kepner’s Spartan 
boarded veal. Crepe rubber sole and heel. 


Style No. 418 will be seen on the better dressed men this season 
at the leading golf clubs—the most popular resorts as well as 
on the busiest streets. And right now you will find it stocked 
and displayed by the most successful shoe stores everywhere. 


Write for 24-hour service on No. 418 and 10 other Send for 

illustrated new pre-Spring styles. The kind of serv- display 

folder -~ that turns your shoe stock fast and card 
often. 


JOS. M. HERMAN SHOE CO. 


Boston and Millis, Mass. 





Shoes for the Occasion 
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65 











66 BOOT AND SHOE RECORDER April 11, 1925 


DARBROOK 











The same care, skill and re- 
liability that have gained the 
good will of millions of women 
for Darbrook Silks, have been 
put into the weaving of every 
yard of 

DARBROOK SHOE SATINS 





We would be glad to send a 
sample swatch to demon- 
strate these facts. 


Schwarzenbach Huber & Co. 


e 470-478 Fourth Avenue 
New York City 


















Represented by “ 
D. J. Finn T. F. Leary Henley & McGaghey' G. Fitzgerald W. A. Gallup oo (SE 
Philadelphia Boston St. Louis New York Cincinnati J 2 
0: 
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Traditional Communities 


HE little cown of Bohain in Picardy, is the active 
centre of one of France’s most picturesque and 
! Ifamed industries—( fabrication de tissus.) It is here 
sP that the renowned Rodier fabrics are made—those 
Partistic French silks and woolens. Here you can 
Whear the “song of the shuttle’ from most every 
one ra — quaint cottages—from sun-up to sun-down. And fre- 
quently as many as three generations, skilled in the weaving art, 
will be working in the same house—with the fourth generation 
impatiently awaiting his fourteenth year so that he, too, may be- 
come a weaver. A community of master artisans, skilled and im- 
bued with the weaving art, and with an artistic and conscientious 
point of view. That's Bohain. 









* * * 


Just as Bohain is the mecca of weaving artisans—so is Cincinnati 
a center of quality shoe industry. Just as generation after gener- 
ation follows the weaving art in this village of Picardy, so does 
the shoemaking tradition of Cincinnati extend through its 
families. Son succeeds father. And master craftsmanship, skilled in 
the technique and the artistry of shoe manufacture conscien- 
tiously and with pride in their product, produce for America and 
the World, a value and quality in footwear that cannot be 


surpassed. 











UNUN NAT 


FOR STYLE ~ + QUALITY’ ~SATIS FACTION 
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The style illustrated above is 


our Pablo, made in various 
combinations. 


=——= McKAYS 


Stanley Duttenhofer Style McKays offer you unusual op- 
portunity for a consistent profit. 


Besides being highly styled they are of the finest quality— 
and so priced as to enable you to build an immediate and 
satisfactory following among the fashionable young ladies 
of your community. 


The same high standards of manufacture that have won 
worthwhile recognition for our welts, are carefully main- 
tained in the production of every pair of our McKays. 








All tan calf “Biltmore™ gore pump with 
old gold buckle. 101 last. 
We suggest that you write or wire for one of our salesmen. 


STANLEY The Stanley Duttenhofer Shoe Co. 
DUTTENHOFER SHOES Manufacturers of Fine Welts and McKays 


Cincinnati, Ohio 
a re eee 
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Culture and Commerce — They 


Do Go Together 









ay: INCE the old “‘peg”’ days, be- 
WN SD | fore machinery was invented, 
es Cincinnati has been famous 
RU 404) for its production of footwear. 
In fact, the oldest records of Cincinnati's 
commercial life is a history of her activi- 
ties in leather tanning and shoe making. 
The progress of the shoe business and 
its wonderful development to the pin- 
nacle it occupies today, parallels the 
growth of the city itself. And, this de- 
velopment has been an artistic, as well 
as a material one. 


ie 


Ge’ 





* * * 


Cincinnati ranks high 
in the world as a musi- 
cal center, as an Artis- 
tic Community — and 
for its production of 
Quality footwear. 
Skilled artistry, wheth- 
er in shoes or in the arts 
themselves, after all, 
comes only from one 
source—the love of the 
work itself—the pride 
in the achievement.and 
the satisfaction of con- 
tributing tothe progress 
and well-being of hu- 
manity, commercially 
or otherwise. 

In the shoe indus- 
try today, manufac- 





turing methods and materials are 
fairly well standardized in each given 
grade. Machinery equipment comes 
largely from one source, leather tanning 
is in the hands of relatively few units 
who supply all manufacturers. What 
then accounts for the variance in fac- 
tory products? What has any one com- 
munity to offer the public that distin- 
guishes and sets it apart from the others? 


* * * 


You will find the answer when you 
acquaint yourself with the personnel of 
Cincinnati manufac- 
turers—when you come 
intimately to know the 
inherent, sometimesun- 
seen goodness of Cin- 
cinnati footwear. The 
beauty of Cincinnati 
shoes is a lasting beauty 
because in them there 
is something more than 
the picture the shoe pre- 
sents. The reason is 
found in its traditions— 
the result is seen in the 
every-day experience of 
successful retailers 
everywhere who handle 
Cincinnati shoes with 
profit to themselves, 
and satisfaction to their 
trade. 
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The “Doris” — 


foration trimming. 


No. 1100—A distinctive stra 
model in patent colt wi 


No, 1101—The “Doris” in 
genuine white kid, same heel 
as No, 1100.......... .$5.85 


Sizes AA to C 
Terms—Net 30 days 





A one-strap with novel per- 


14/8 wood-covered Spanish 


THE VAL DUTTENHOFER SONS’ CO. 


’ 
Sixth and Sycamore Sts. - Cincinnati, Ohio 


In order to give you quicker, better service, we have es- 
tablished an “In Process’’ department, and stand ready to 
make shipment of footwear in this department 18 days after 
the receipt of your order. That this “In Process’ department 
is filling a real need in the shoe world is shown by the wide heel; fa 
popularity it has gained in a very short period. No. 413 








Credit for this popularity must be given not only to the A, 4 to! 

“express” delivery, but also to the quality of ‘In Process”’ 

shoes—one of which, the Doris, is illustrated above. The 

“Doris” is a one-strap with a striking stitch and perforation 

trimming—airy, modish and charming. And it is but one 
among the many fashionable Duttenhofer “In 
Process” models. 








Remember—shipment in 18 days after the re- 
ceipt of your order. It’s an ‘airplane mail” serv- 
ice that brings shoes to you in “‘quick time.” 





Fancy s 
covered 

ton; imit 
No. 423 
A, 4to8 


No. 4397 
B, 34 te 





No. 4398 
B, 3 4t 











Branch of The United States Shoe Co. EST. 
1878 














Upon req 
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Seep-tn Pump with 16/8 full covered*Spike 
fancy ornament over front goring; per- 
forated as shown; imit. turn sewed. 


No. 4137—-ALL WHITE CAB-KID; A, 4 to 
8; B, 3 to 8; C, 3 to8 $3.85 


No. 4237—ALL BLACK PATENT COLT; 
A, 4 to 8; B, 334 to 8; C, 3 to 8 $3.85 











Fancy stitched One Strap with 16/8 full 
covered Spike heel; grosgrain bow over but- 
ton; imit. turn sew 


No. 4238—ALL BLACK ont wees COLT; 
A, 4 to 8; B, 344 to 8; C, 3 to8.. .. $3.78 
ite. yy BLACK SATIN; iy ‘4 to 8; 
B, 3% to 8; C, 3 to 8;..... . $3.35 
0, 4398—SATIN = n 13/8 Cuban heel. 

BS 3 l4to 8; C, . $3.35 








READY to SHIP! 


We can’t give you our full opinion of 
these new arrivals in this small space. 
Take our word for it—they are among 
the loveliest and most promisingly 
profitable patterns of the season. 
We'll let sample pairs do the talking! 





No. 3836 

Newest design in evening slippers of im- 
ported, non-tarnishable brocaded Silver 
Cloth 


No. 3836—As illustrated with 16/8 full covered 
Spike heel; Silver Kid front trim; rhinestone 
set in button; white lined; Imit. Turn sewed. 
A, 4 to 8; B, 3% to 8; C, 3 to 8. Price 


$4.50 














Fancy cut-out and perforated One Strap with 
es full covered Spike heel: imit. turn 
sew 


No. oes. WHITE CAB-KID; A, 4 
04 B, 3% to 8; C, 3to 8 . $3.85 

4350—Same with 9/8 covered sandal 
ineel, = last; A, 4 to 8; B, 3% to 8; 
C, 3 to 8 $3.85 














Graduated Strap style with 16/8 full covered 
Spike heel; grosgrain bow over button; flexible 
McKay sewed. 


No. 4367—BLACK SATIN; amp of suede 
calf; B, 344 to 8; C, 3 to8. . . $3.35 
No. 4368—Same with 13/8 | Cuban heel; 
B, 314 to 8; C, 3 to8. . $3.38 
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ART IN SHOES 





“FTHE Loella.’ A patent one-strap 
slipper with cut-out vamp and quar- 
ter, gray silk stitching, 17/8 Spanish 
heel. Also in black or colored satin. The 
Krippendorf-Dittman Co., Cincinnati. 





| aie IS black satin step-in pump 
with gimp stitching ; fancy ornament 
over front goring. Imitation turn sewed. 
The Charles Meis Shoe Co., Cincinnati. 








“"T’HE Haolin.” A two-button cutout 
oxford in patent, tan calf and com- 

bination of leathers, 13/8 Cuban heel. 

The Julian & Kokenge Co., Cincinnati 








ULAR shade of tan kid sandal 

with plaited strap; also in satins 

with matching trim. The Cahill Shoe Co., 
Cincinnati. 





“"THE Melody.” One-strap in patent 
leather, with perforations as illus- 

trated. Satins with fancy stitching. The 

Vollman, Lawrence Co., Cincinnati. 
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“THE Holly.” 

patent and tan kid combination and 
other combinations of leather, 18/8 Span- 
ish heel. The Stanley Duttenhofer Shoe 
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eon kid one-strap slipper with 

under-lay of brown satin on vamp, LUE and white kid combination one- 

quarter and throat, 16/8 Spanish heel. strap slipper, 16/8 covered Spanish 

The Val Duttenhofer Branch, The United heel, round toe last. The Holters Branch, 
United States Shoe Co., Cincinnati. 


States Shoe Co., Cincinnati. 
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DIXIE sandal in tan, patent or 

gun metal over a broad toe last, 
cut-out vamp and strap, 8/8 heel. The 
Roth Shoe Mfg. Co., Cincinnati. 


A step-in pump in 
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“(Uhich way 


Into competition 














Getting into competition is like 
getting into a swamp. The 
deeper in you get, the harder it 
is to get out. 





NAT : | 
WN f f{quicksands of competition and -@= 
heats ifestablish your business on the 
pee ¥ solid rock of Individuality. 
s 


— 
ee See a 
“all ill - 

This is one of a jes of . a ai 
advertisements dealing with 

he problems of the sh 

merchant today. Comm 

welcome 


Pl 
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or out of it 


Individuality of your business depends upon the kind of mer- 
chandise you sell—the appearance of your store and windows, 
the type of advertising and the degree of service—but the most 
important of these is merchandise. 


QW 
















7% If for example a specialty store opens up in your town to feature 
$6.00 shoes, every other store then runs to put in a line of six 
dollar sellers and says to the public, “me, too.” That weakens in- 
dividuality—and gets into competition instead of out of it. 





The same is true where all the stores go chasing into the swamp 
of competition after the will-o’-the-wisp of style. Where women 
buy only for style reasons they shop around. No one store can 
possibly monopolize style. 





y_.a—— How much better, therefore, to bring to a business a stabilizing 


g customer building influence that goes with a safe, reliable propo- 
ip sition like J & K shoes. 





& J & K shoes have distinctive inherent features—that are selling /f/ 
‘ points to bring in trade and make lasting friends of all customers. 


‘And J & K shoes are known to the women of every community. 
y, There is acceptance for them—there is ready-made good will— # 


ready-made business—there is individuality. 
i 
i; 


J & K shoes will bring individuality to your store and lift you out 
of competition. — 


May we talk this over with you further. 


a me 
__._— THE JULIAN @ KOKENGE CO. 
we s" Makers of the famous ‘‘} & K"’ Arch Fitting Shoes for Women ai 


E. Fourth Street, Cincinnati, Ohio 










| Zz hed eae oe N 
POUL 
} 3 








76 BOOT AND SHOE RECORDER April 11,1925 | April 


Ae ORE PS Os EB BS = 


ROTHS 
B "W Bread and Butter 


BUSINESS WOMAN 


SHOE 


That's the B-W (Business Woman) Shoe. 


It is the “substantial’’ of the footwear 
menu. It sells all the year 
round not at cut prices, 
but at a figure that assures 
good profits. 


Because it runs “rings around” freak 

























models: because it has plenty of 
SEELEY style without entailing any of the Dixie Sandal 
— usual “style risk’’—it will pay you | A logical development of the 
Rog: U-S. Pat. Off to standardize on the B-W. Suen tesl tc tp in ton 
oe ame metal. Broad toe, 8/8 
Order as you need them—Get Fast Turn-Over—Made in * 4 90 
black kid—Oxford or smart 4-strap slipper. In . . 


stock, ready to ship, net 30 days. 























Mercl 
i. W. OXFORDS Cahill 
No. S-408 onl o. $406 al No. S-407 B. W. 4-STRAP 
Black Kid Oxford id Oxf Brown Kid Oxford No. S-409 
AAA 5 10 ,, Ane Convective) (Arch Corrective) AAA...........5 -9 We of 
AA 5 -10 BGA. ete an, fC SP «eee 5 -9 
A 4 -10 AA....-+--0+e- SU AM ck bebe bce MPT Wa cusdeed bu.mtt centré 
B 344-10 A vee eeeeeeee eh -10 A, ca) peeeettoe 
C 334-10 & teens 310 B “oboe +» BRG8 & -- tone. 
E 4 -10 P tees a 3 DD evtudinakesoull oe $5.20 Right 
- "a _ Catch 
and a 
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Stop, Look and Listen 


Merchants Stop, Look and Listen when they see 
Cahill’s Catchy Creations. 


We offer only a limited number of specialties, con- THELMA 





wr: 





centrating on the most intricate flashes of the time. 5246-S 
d . . 4 ee Presented in Patent Leather with Black Satin Insert 
Right in line with those who are leaders, Cahill’s See ah eitindeal Gites ee Winn guts tame 
Catchy Creations will bring you customers again Sat cr ees hcenditen eld te Stance 
and again. —— 
. THE CAHILL SHOE CO. 
CINCINNATI 





717 
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SALINA Styles by Krippendorf unerringly re- 
Patent leather; tan silk flect the definite trends in fashion. 
the: te 
Oe iat ond black This, you can depend upon. 


satin 
Leading Merchandisers of the country 
recognize Krippendorf shoes for their 
superior workmanship, fine fitting 
qualities and timely style. 


The Krippendorf Dittmann Co. 
Cincinnati, Ohio 


Style Quality Service 








UTOPIA 


Patent leather strap; 
cut-out vamp and quar- 
ter underlaid with Apricot 
kid, 





TUPELO 
Black satin vamp; moria 


oo Jet and steel 
ornaments. 
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STEP-INS 
Correct, rats Al” 
ONE STRAPS 





D'Orsay STEP-I N 


with the “Sunburst Rays” daintily 
enriching, is certainly a wonderful 
number! 











° P A Pump Pattern 
The Entire | Line on lasts that fit 
Shoes of Irresistible Black and Colors 
Charm Satins Patent Leather 
May 15th Delivery 





Growing Bigger and Better Every Day 


i 


e President 


Walk and Be Healthy 


Tre, Vonanmam, Lawrences; Co, 


STATION & 


Curcurary,, Came 





THE QUALITY SHOE 
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The Norene—A distinctively designed 
strap in a variety of attractive materials, 
— y for shipment 18 days after receipt of 
order. 


No. 1020—Patent colt, 14/8 wood-covered 
Spanish Louis heel, AA to C .. $4.50 Net 


No. 1021—Black satin, 15/8 wood-covered 
Spanish Louis heel, AA to C. .. .$4.50 Net 


No. 1022—Genuine white kid, 14/8 wood- 
covered Spanish Louis heel, AA to C 
$4.75 Net 





Getting through the 
Neck of the Bottle... 
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The Patricia—A clever sandal 
styled in the present mode. To be 
had in the following: 


No. 1104—Patent colt. 12/8 
-wood-covered military heel. AA 


No. 1105—Genuine white kid, 
12/8 wood-covered military heel. 








Experience has shown you that price is the “neck of the bottle—the place 
where many a sale gets “‘stuck."’ But you'll have a new and more pleasant 
experience with these Holters Style McKays, such as the “Patricia’’ and the 
‘‘Norene."* For these trim, smart, correctly-styled models are made to retail 
at from $7.00 to $8.50—a figure surprisingly low, considering their fashionable 
appearance. 

They're “In Process” shoes, too—ready for delivery 18 days after receipt of 
order. 


The Holters Company 


Branch of The United States Shoe Company 


Sixth and Sycamore Sts. - - - - CINCINNATI, OHIO 
Gee Office: Minneapolis Office: 
210 Security Building 723 Boston Block 
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Ohio to Have New Headquarters May 1 


Today, April 11, Is ‘“‘Simultaneous” Day—President Scanlon’s Message Inspirational—First 
Vice-President of Rochester Boys, Charles J. Vegiard, a Popular “Vet” 


HE Ohio Shoe Travelers’ As- 
sociation has made arrange- 
ments to be permanently lo- 
cated after May 1 on the mezzanine 
floor of the Chittenden Hotel, Co- 
lumbus. A membership of 200 
starts off the club in good shape. 
This will be the headquarters for 
all shoemen visiting the city. 
Special plans have been made for 
the entertainment of guests. A very 
enthusiastic crowd attended the 
recent evening dinner meeting of 
the club at the Chittenden. Mana- 
ger Sullivan of the hotel has out- 





lined some innovations in the way 
of clubroom equipment, which will 
make the Ohio headquarters second 
to none in the country. 


Code of Ethics Read 


All over the country today, wher- 
ever two or more salesmen are 
gathered together, will the Code of 
Ethics of the National Shoe Trav- 
elers’ Association be read, and 
President James L. Scanlon’s in- 
spirational message. The purpose 
of this “simultaneous” meeting, as 
explained in last week’s issue, is 








(Photo by Waid) 


MAX OSTROFSKY 


Who covers part of Boston and 

suburban towns lying to the 

east of Boston for the Beacon 
Falls Rubber Shoe Co. 


CHAS. J. VEGIARD 


First vice-president of the 
Rochester Association of Trav- 
eling Shoe Salesmen. He 
travels for the Imperial Chil- 
dren’s Shoe Corporation. 


for the purpose of spending some 
time in concentrated thought on the 
high aims of the N. S. T. A., chief 
among which is the very best co- 
operation with merchant and 
manufacturer. 


J. Louis Frederick in Boston 


J. Louis Frederick of Greenville, 
Pa., who covers Western Pennsyl- 
vania, Ohio and Western New 
York for Duttenhofer-Stevens, has 
been a visitor in Boston during the 
past few weeks. Mr. Frederick is a 








J. LOUIS FREDERICK 


Who covers Western Pennsyl- 

vania, Eastern Ohio and West- 

ern New York for Dutten- 
hofer Stevens, Cincinnati. 
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N presenting CUIR DE NEIGE 

to the trade last year, our en- 
deavor was to give them another 
standard Evans Leather. 


Like all our other aims, this was 
not to try to do the impossible but 
to furnish shoemakers and merchants 
with a leather that would give the 
minimum of trouble and maximum 
of satisfaction in shoe after shoe, 
season after season. 


The fact that it won, to such a 
large degree in the first year of its 


CUHXDE N} 


(SKIN OF SNO 








John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


When writing to advertisers please mention Boot anv Suor Recornper 


appearance, the approval and con- 
fidence of many of the highest 
placed shoemakers and merchants 
is speaking evidence of what 
CUIR DE NEIGE offers to those 
who desire stability in their White 
Kid Lines. 


It is an EVANS LEATHER. And 
all EVANS LEATHERS are made 
to be remembered for the sameness 


of their durability year after year,- 


and their beauty in your customers’ 
shoes. 
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: tandardize on a 


Evans Brands 


Leather 
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ETT SHOE COMPANY 
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FACTORY 
278 BROAD ST., LYNN, MASS. 
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THOMAS H. (“Tommy”) MEADE 


Who has joined the sales-force 
of Stone-Tarlow Company, 
Inc., Brockton. His territory is 
Pennsylvania. “Tommy” is a 
member of the B.S. T. A. 





Recorder booster, and at one time, 
during an increased circulation 
contest,. sent in a bunch of a hun- 
dred subscriptions to this paper. 
During his stay in Boston he made 
his home with his son, who has 
recently gone into business in 
Newton. 

Mr. Frederick is well known in 
the trade. For twenty-five years he 
covered the above-mentioned terri- 
tory for Val Duttenhofer Sons Co. 
He has noted a great many changes 
in shoe selling on the road since 
the old days—he is now on the 
road practically all of the time with 
his line of women’s welts, turns and 
McKays. He has a record of 100 
per cent attendance in the Kiwan- 
ians and while here in Boston went 
to every meeting of the Boston 
“bunch.” He is also one of the very 
best members of the Cincinnati 
branch of the National Shoe Trav- 
elers’ Association. 


George F’.. Scholl on Trip 


George F. Scholl, secretary- 
treasurer of the Ohio Shoe Travel- 
ers’ Association, writes to the 
Recorder office that he has just 
received his samples from the 
Brockton Co-operative Boot and 
Shoe Co., and will be on the road 
again shortly. Mr. Scholl said that 
some few weeks ago he was “in 
style” with the grip, but he is now 
in his usual good health. 
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Elevate Standards of 
Shoe Selling 


(Message of President James L. Scan- 
lon on “Simultaneous” Day, April 11) 

On this day, it is hoped, 
every local association is meet- 
ing simultaneously to rededi- 
cate itself to the principles 
for which the N. S. T. A. 
was organized,—the elevating 
of the standards of shoe sell- 
ing. 

It is well for us as individ- 
uals, from time to time, also 
to take “account of stock.” It 
it also well for us, as an or- 
ganization, to review our 
activities, to give an account 
of our stewardship. 

Our National Association, 
is composed of local associa- 
tions. As a chain is only as 
strong as its weakest link, so 
our National Association is 
only as strong as its weakest 
local,—weakest, not in the 
sense of numbers, but in its 
realization of its aims. 

There must be recognized a 
distinction in the activities of 
the National and locals, which, 
while aiming at the same 
goal, pursue different paths. 
Increased interest in National 
affairs on the part of Local 
Associations should tend to 
renew and increase interest 
in local affairs, for while 
there are different spheres of 
influences, there are identical 
aims and purposes. 

The influence of the Na- 
tional is proportionate to its 
numerical strength, and to 
the end that our influence may 
grow, let there be renewed ac- 
tivity in the drive for new 
members and in the retaining 
of the old members. We are 
rapidly getting our place in 
the sun. Recognition and co- 
operation of the highest order 
has been and is being ac- 
corded us by other branches 
of the trade. We must recip- 
rocate. We must co-operate. 
We must recognize not only 
our privileges, but we must 
realize our duties. 

We are gathered today to 
renew our pledges for the 
good and welfare of the Trav- 
eling Shoe Salesmen. Let it 
not be lip-service alone, but a 
real, honest-to-goodness car- 
rying on. 














LABAN H. BARNES 


Who covers the Boston and 
other big city trade for the 
Converse Rubber Shoe Co. He 
has taken over the former ter- 
ritory of Boston Branch Man- 
ager John E. Folan. 


Laban H. Barnes is one of the re- 
cent valued members of the sales- 
force of the Converse Rubber Shoe 
Co. He covers the old territory of 
Boston Branch Manager John E. 
Folan, namely, the city trade. Mr. 
Barnes, although a-new man with 
the Converse Rubber folks, is by 
no means a novice in shoe selling. 
For Laban H. Barnes has been in 
the shoe “game” ever since 1896, 
when, as a stock boy, he went to 
work for the old firm of Clark- 
Hutchinson Co. He was connected 
with that house and its different 
associations, until the first of Janu- 
ary of this year, when he made the 
Converse affiliation. When the 
Hutchinson-Winch branch of the 
International Shoe Co. was formed 
some three years ago, he took 
charge of the Providence office. 


Greenwald Reports Good 
Trip 

Louis Greenwald of M. J. Saks 
Shoe Corporation, novelty shoe 
wholesalers of New York, on his 
recent return from a trip reported 
business active, with prospects of 
a banner pre-Easter season. The 
genial “Lou,” who is a member of 
the firm, covers Baltimore, Wash- 
ington, Norfolk and surrounding 
territory, and numbers a host of 
friends in the trade. His happy 
smile and “pep” are always sure of 
a greeting wherever he goes, 
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BRAND NEW 


IN-STOCK 


NUMBERS 


READY 


The last word for 
At-Once Selling 


Advance Ptanning and 
Production gives you these 
new Styles to supplement 
the broad, strong In-Stock 
line of Queen QualityShoes. 


In-Stock works fast — 
they'll be on their way to 
you within 24 hours of 
your lett’r to the Factory 
or Branches. 








Boston, Mass. 
Factory and In-Stock Dept. 
CHICAGO BRANCH 
207 West Monroe Street 


THOMAS G. PLANT COMPANY 











Same Pattern In Stock Same Pattern In Stock 
(Chicago ¢ aay | Srrie 641 Srrze 2624 
LL PAT. ae ALL oo 


ice, 
















or Chicago. 










Price, $5.00 
PATENT *‘ Few yxy a ° Soe-STBAP BUNNY TAN ig A ““AMETHYST” 
Sand Ca GORE PUMP 
15/8 Wood Soneont seule Hie Heel, Flexible 


le, Roslyn 
AA 4-8 A 73 B 3-8 Cc 2%-8 
Order from Boston, New York or Chicago 
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BLACK KID “ee TWO-BUTTON 
13/8 Rubber fre Be + Flexible Sole, 


‘osca Ti 
A4-8 B 3-8 Cc 21 -8 D 2-8 
Order from Boston, New York or Chicago 
Same Pattern In Stoc 
Sryie 2076 TAN KID 
Price, $4.25 
Stryze 12033 
PICCADILLY 
TAN CALF 
Price, $3.90 
Sry.e oes? 
PATEN 
LEATHER 
Price, $3.75 


Piece with Cut-out 
13/8 Wood Covered + Flexible Sole, 


Order from Boston or New York 














Style 2253 
Price, $3.75 


CONCENTRATION — 


Look to the Strength of the Line, the 
Standing of its Makers, and the Trade- 
drawing Power of its Name 


petal the line that will give you the fullest 
range of women’s and young women’s medium 
and semi-fine footwear to handle your volume, all 
under the one brand best-known to consumers. Pick 
it for its known satisfying quality in fit and style and 
standard of value. Consider the trade-drawing power 
of its name—the trade mark that “Queen Quality” 
stamps on every pair to draw and hold customers 
through the contact established between the maker, 
merchant and consumer and the constantly satisfy- 
ing effect of “Queen Quality’? shoes upon wearers. 












BLACK SATIN SUPREME GORE PUMP 
Black Ooze Front 


Parado 
AA 4-8 A4-8 B3-8 C2K-8 D3-8 
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Same Pattern In Stock Same Pattern In Stock Same Pattern In Stock 
(Boston or ore) (New York or Chicago) Srvue 10097 
TYLE 
ALL BUNNY TAN CALF ies x eae ALL — — 


Price, $4.30 Srrux 259 Price, $4.50 
ALL BLACK KID 
(Boston or 
New York) 
















Style 862 
Price, $5.00 Style 689 Style 227 
Price, $4.40 Price, $4.35 
ALL WHITE — a ONE-STRAP PATENT “s “SHARON” Ancor” TONGUE FUME BLACK KID “AMBER” TWO-STRAP 
le Bu ibbed 
14/8 Wood Covered Heel, Flexible Sole, 14/8 Wood Covered te Heel, Flexible Sole, 3/8 Rubber Top Heel, Welt Sole, Tosca Toe 
Roslyn Toe AA 5-8 A 4-8 B 3-8 C 3-8 D 3-8 
4-8 B 3-8 C 2-8 AA =i r. 4-8 38" C 3-8 D 3-81 
A by ay from Fm New York or Chicago der from New York or Chicago Order from Boston or New York 
PICCADILLY TAN [Se FALLOW WOME SrRAR TS” TAN ELCO CALF “MOBILE” 
Quarter Cut-out over Bu on Side Crepe Rubber! Sole and Heely Welt Sole 
7/8 Rubber Top-Heel, Flexible Sole, 14/8 Wood Govered Heel, Flexible Sole, Glen Toe” . 
Order’ pty 4 AA 44-8 Ae "S38 24-8 a 9 ag pzK-7 
Same Pattern In Stock Order from Boston, New oe or Chicago Order from Boston, Now York or Chicago 
Styie 4649 Same Pattern In.Stock 
PATENT LEATHER Stryie 2815 BLACK SATIN 
Price, $3.85 Price, $4.30 


Styte 665 

PATENT WITH 
BUNNY TAN 

CALF QUARTER 

> Price, $4.40 









Style 4049 


Price, $3.85 Style 10840 Style 8015 


Price, $4.30 Price, $4.35 


WITHIN T22 BROADEST LINE! 


Build Your Volume on America’s Best- : 
Known Medium and Semi-Fine Footwear Leading the Way 


forWomen and Young Women Everywhere Under the wa Order 





EET the new order of things with the “Queen Quality” 
line and plan, backed by exceptional advantages in 
production, service and sales co-operation, and stand with 


“Queen Quality” on the National Retail Platform “to make aman 
1925 a progressive and prosperous year.” SHOES 
If YOU are looking for ways and means of getting business back on —The LINE that js al _— 
a basis of progress—if YOU want the support of America’s best-known otek Wie at = Sean teal ae 
make, the leading name in women’s shoes—if YOU have decided to strong, with In-Stock Service, Na- 
CONCENTRATE on the broadest, strongest available line—if YOU tional Advertising, the trade-draw- 
“want to be shown” the simplest, most direct and certain plan of mer- ing power of ’ ag — the full 
chandising, backed by merchandise BEST KNOWN TO CONSUM- Ghul a Ub enn ana — 
ERS and distributed under one brand through the entire range of 
productioa— WRITE TODAY 
P 99 for the Queen Quality salesman to 
WAIT FOR THE ‘‘QUEEN QUALITY SALESMAN show you the line and explain the 
Before committing yourself to anything, write or wire if he has not Agency plan and service. 








yet reached you with the “Queen Quality” line and plan. 


BOSTON, 30, (21'422") MASS. 
Oe Leo a ee 
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The Shoe Store Beautiful 
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Arthur Wallace 
Shoe Store, Boston 


merican Interlocking 
Shoe Store Chairs ~where the 


appointments of a store are all carefully planned to 
appeal to a discriminating class of trade — where the 
seating is selected with a keen eye to beauty — the 
choice usually falls on AMERICAN INTERLOCK- 
ING SHOE STORE CHAIRS. This is logical, be- 
cause of the wide range of selection with regard to 
design and finish. 

Also their original good appearance has a remarkably 
long life because of their sturdy construction. 


Write for ‘The Shoe Store Beautiful” 
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American Seating Company 


General Offices: CHICAGO, 1016 Lytton Bldg. 
NEW YORK PHILADELPHIA BOSTON 
Room 601, 119, W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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W. F. SMITH 


of Tuscola, Ill., who represents 
The Beacon Falls Rubber Shoe 
Co. in Central Illinois. 





Wall, Streeter & Doyle 
Salesmen 


Elliot L. LaMontagne, who has 
covered New England for Wall, 
Streeter & Doyle Co., for the past 
eight years, will now devote his at- 
tention to the large city trade, from 
New York to California, in co-op- 
eration with President Albert Doyle 
of the firm. Mr. LaMontagne will 
be succeeded in New England by 
Howard Mahoney, who for the past 
six years traveled for Weber Bros. 
in New England. In addition to this 
territory, Mr. Mahoney will retain 
the Northern New York territory, 
where he has many friends. 


Charlie Vegiard a Rochester 
“Vet” 


Charles J. Vegiard, first vice- 
president of the Rochester Associa- 
tion of Shoe Travelers, has two 
lines of shoes. In January and Feb- 
ruary of each year, he travels for 
the Blum Shoe Mfg. Co., through 
Wisconsin and Northern Michigan 
selling the entire line of felts of 
this house, including misses’ and 
children’s sizes. He has been with 
this house for ten years. The rest of 
the year, he travels for the Imperial 
Children’s Shoe Corporation of 
Rochester in the same territory. 
Mr. Vegiard has been with Mr. 
Goodger of this house for a great 
many years. He is one of the most 
popular salesmen traveling out of 
the Rochester market. 
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The Old and the New 


We are showing herewith the pic- 
tures of two of the “live-wire” 
salesmen of The Beacon Falls Rub- 
ber Shoe Co. These men travel out 
of the Chicago branch. S. R. Bush, 
sales manager, is very proud of his 
two good business getters and sends 
on their photos with a “bit of his- 
tory” in regard to them. He calls 
them “The Old and the New.” The 
former, W. F. Smith, is a resident 
of Tuscola, Ill. He has represented 
the Beacon Falls Rubber Shoe Co., 
in Central Illinois continuously for 
the past 15 years. Mr. Smith says 
“I will book more orders for ‘Top 
Notch’ rubber footwear this season 
than in any previous season.” 

W. F. Miley, the “New” of the 
pair, comes from Portland, Ind. Mr. 
Miley covers Central and Southern 
Indiana. Although Mr. Miley has 
been with this company for only 
one year he is showing big in- 
creases right along and is leading 
all the salesmen in securing new 
accounts. 


Addy Is “On His Way” 

J. G. Addy, of Decatur, Ga., rep- 
resents the McElroy-Sloan Shoe 
Co.’s combined specialties in turns, 
welts and McKays, work shoes, and 
“Billikens.” Mr. Addy’s advance 
card is unique and attractive. This 
contains his picture and folds so 
that it can be addressed readily. In 
the upper left-hand corner of the 
addressed side, which is printed in 
red and black, is the announcement 
—‘‘Station O. T. J. A. On-the-Job- 
Addy-Broadcasting.” 


Gillespie on Trip 

D. J. Gillespie, who covers Michi- 
gan, Ohio, and Indiana for Mrs. 
A. R. King, Philadelphia, left Bos- 
ton the first of April to cover his 
territory, with all the new effects 
for the “kiddies.” “With the King 
shoes,” said Mr. Gillespie, “I feel 
that I have one of the leading kid- 
dies’ footwear lines in the country. 
And this season, my samples sur- 
pass all previous efforts in this di- 
rection.” 


Entreken with Gramling, 

Spalding & Collingswood 

W. H. Entreken, well known shoe 
salesman in the southeast, has 
joined the traveling salesforce of 
Gramling, Spalding & Collinsworth, 
Inc., shoe jobbers of Atlanta, and 
is now calling on the retail trade 
for this company in the North Car- 
olina territory. 












J. W. MILEY 


Portland, Ind., who covers Cen- 

tral and Southern Indiana for 

The Beacon Falls Rubber Shoe 
Co. 





Harry Du Brin Visits 
Boston 


Harry Du Brin covers Pennsyl- 
vania, New Jersey, Maryland, Dela- 
ware—in fact, ali the Eastern 
states, for the Menzies Shoe Co. 
Mr. Du Brin is in Boston 22 out 
of the 52 weeks in the year, and 
almost invariably makes his head- 
quarters at the United States Hotel. 
He brought his wife and very in- 
teresting family with him on this 
last trip. 


De Rois with Melanson 


Arthur R. De Rois, who former- 
ly represented A. G. Walton Co., 
and prior to that the Hutchinson- 
Winch branch of the International 
Shoe Co., now represents the Mel- 
anson Shoe Co. of Lynn. Mr. De 
Rois is of the younger and active 
type of salesmen and is well ac- 
quainted in the section which he is 
to cover, namely, Pennsylvania, 
Baltimore, Washington and adja- 
cent territory. He is to work with 
Mr. Melansdh of the firm and will 
call on the trade regularly, so as to 
keep them supplied with the very 
new effects. 


With Richardson-Crockett 


The Richardson-Crockett Shoe 
Co., of Nashville, Tenn., announces 
that Joe Parkes, of that city, has 
recently joined the company’s trav- 
eling salesforce. 
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LEON WEIL, Inc. 


MARBRIDGE BLDG., 47 W. 34th ST. LOUIS COBLENTZ, Mgr. WORKS—5 RUE DES MARONITES 
NEW YORK PARIS—FRANCE 








that are 
OC REAL 


They carry the famous “Halesole.” 
Looks like leather, but wears twice 


as long as the best leather tanned. 
Is tan colored—won’t rub off on pol- 
ished floors. 

The only line of stitchdowns we know 
of that gives these real wear values. 
In view of the low price quoted for 
the qualities offered, only case lot (36 


pair) orders will be accepted. 


Tan stitchdown sandal Tan stitchdown plug 
oxford Halesole bottom. 


—Halesole bottom. Laing, Harrar & Chamberlin 


5 to8 $0.85 to 8 
814 to 11 0.95 43 N. THIRD STREET 81% to 11. 


11}4 to 2 1.05 Philadelphia, Penna. 11% to2 


When writing to advertisers please mention Boot anv Suor Recorper 
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Brooklyn 


and Greater New York are 
the universally accepted 


and Greater 


New York, 


wear, Brooklyn 
now, as al- 
ways,stand 


Quality in Foot- 


evitably centered in 
Quality—and for 


le in Footwear, 
Style leadership is in- 
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A flexible shoe for 


your flexible foot 


Natural lines, modishly rounded 
toes and close-fitting heels make 
the Cantilever Shoe fit with true 
comfort. Snug, flexible arches 


of the foot, affording restful sup 
port without restricting the action 
of the foot or the circulation. 
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Cantilevers for Style? 
NewYork Women say“Yes!” 


WING down Fifth Avenue, round the corner 

at Fortieth Street, and there, directly opposite 
the classically beautiful New York Public shes . 
is the busiest of all Cantilever Shoe Shops. 


Women who are admired the world over for 
the perfection of their style, do all of their shop- 
ing here and hereabouts. Thousands of them 
now “Fourteen West Fortieth,” because at this 
address they buy Cantilever Shoes for all-day 
comfort and conservative smartness. 


Likewise in over 500 other cities, where 
Cantilever Shoes are being sold to the kind of 
clientele sought by every retailer of fine 
shoes. The Cantilever agency is an asset. 
If we have no dealer in your city, please 
write us. 


MORSE & BURT CO., INc. 


410-424 WILLOUGHBY AVE. 
BROOKLYN, N. Y. 
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THE NasTuRTIUM 
On the hand 
of fashion 


The most beautiful curve 


of the foot — emphasized 


HE Wichert Fashion Service is again responsible for 
an outstanding style success. Fashioned with the arch 
of the foot in mind, a rare elegance is achieved in this 





pattern. 


We want merchants to feel that this slipper has such grace 
and poise that it justifies immediate selection, in any com- 
bination of materials desired, for profitable selling in May 
and June. 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


———<——<————8 eee ee ee a a 
<cxeeK ie e 


New York Office, Marbridge Bldg. Atlantic and Schenectady Avenues 
34th and 6th Avenues Brooklyn, New York 


When writing to advertisers please mention Boot AND Suoz Recorver 
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REASONS FOR THE 
OF BROOKLYN AND 


BURUBURORORO BORO ROMO 








Sf TY LE SUPREMACY IS AL- 

249) WAYS IN THE ALLIANCE 

PY OF FINE DESIGN AND 
4) HIGHEST QUALITY. 


There can be no style leadership in lower 
grade footwear. The source of accepted 


style must always be in high quality goods. 





BURUTOROTOROBOROROMOIG, 





UBUBOTOTOROROROID 


This is true of every kind of merchandise; 
shoes can be no exception. 





Brooklyn and Greater New York, through 
its representative concerns, combine these 
two attributes—fine design and high quality. 


This is of itself a convincing proof and 
evidence of the footwear style supremacy of 
this section. 





TOR OROR ORO RODORO ROTO ROM OMIM OM OM UME 





POO OOO OO 











CUE 
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STYLE SUPREMACY 
GREATER NEW YORK 














Accepted mode and vogue in footwear is 
never a by-product. These things originate, 
in every line of production, in producers 
who specialize in true fashion, allied with 
high quality; who design and produce only 
modish, high grade footwear. 


The Brooklynand Greater New Y ork shoe- 
making section, through its representative 
manufacturers, center their whole efforts and 
production, as specialists, in footwear that 
meets this test of style supremacy. 
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The “Wave” 


Good at all times! 


. This pattern is extremely difficult to make and 
that is why we take so much pride in making it 
with absolute perfection. 


We are displaying our latest styles, both at our 
Brooklyn office, and at our New York Show- 
room, and we suggest that when you are in New 
York, you examine our models before buying 
elsewhere. 





New and beautiful styles are always on display. 


Style No. 634 can be made in all 


BARLIN BROS. Satin end all Leathers. Open or 


Manufacturers and Creators 


11 EMERSON PLACE -- BROOKLYN, N. Y. 
TEL. -- WILLIAMSBURG 5067 
SHOW ROOM 


459 MARBRIDGE BLDG., 47 WEST 34th ST., N.Y. 
TEL. -- FITZROY 0215 
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“HOW DO 





The Question the Whole Shoe Trade Is Asking! 


BUT 


You can easily find out the answer. A visit to our showrooms will convince you that we 
have come pretty near to solving the problem of giving the trade what they want today. 


SMART LOOKING SHOES. GOOD WORKMANSHIP. REASON- 
ABLE PRICES. Come and pay us a visit. We'll Show You! 


THE PRIMO SHOE MFG. CO., Inc. 


BROOKLYN, NEW YORK 


New York Sales Office : 
Chas. S. Heath Room 959 Marbridge Bldg. M. M. Masia 


‘*Beautiful Shoes at Reasonable Prices’’ 
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“The Shoe You -Admire 
is -Made by 
Cornell” 


(Cornell Shoe (0. 
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Its trim proportions and novel 
ornamentation, give it just the 
right finishing touch for the 
smart ensemble costume. 





Cornell can always be depended 
upon for the right interpretation 
of the style trend. 


61 Navy St. 
Brooklyn AG YL. 
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BROOKLYN - MADE 
BOYS’ SHOES CARRIED 
IN STOCK 











No. 6665—Blucher. Baby Gent patent leather 
6 to 9, 9% to 11. Also in tan calf, black calf, 
patent leather with field mouse top. 








ot oes 


scientTiric 








For —_ rd and 





Young Ladies 
No, 9967—Little Gent, patent leather, 9 to HE style supremacy of Brooklyn-made 
black calf. footwear is quickly observed in Dr. 


Posner’s Scientific Shoes for children, boys 
and young ladies. 


Li We have illustrated here a few of our boys’ 
models, which are beautifully made on 
exclusive mannish lasts and typical of the 
highest type of craftsmanship in juvenile 
shoe making. 

Shoes of this quality, perfect in every detail 
of style and construction, are designed to 


thnatwaswaa make your customers stick to you for life. 


A full line of Dr. Posner’s Scientific Shoes 

in your store is the best insurance for a 
"a successful and fast-growing juvenile shoe 
E business. 

Permit us to send you samples of these 

remarkably long-wearing and stylish boys’ 

shoes. 


No. 9039—Big 4 tan calf, 2% to 6. Also 
carried in black calf. 


























D*A. POSNER. SHOES, Inc. 


142 WEST BROADWAY 
NEW YORK CITY 
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Chicago Women Manifest 


Great Interest in Satins 


CHICAGO—Some bright, warm 
days in Chicago brought improved 
business to the loop stores. Trade 
was exceptionally good the early 
part of the week, when real sum- 
mer weather prevailed, although 
the latter part of the week was 
chilly and sales slackened. 

The Holden Store and the Cutler 
Store on State street reported a 
very satisfying week’s business and 
the costume booteries like Wollock 
and Bauer and O’Connor and Gold- 
berg had many buyers. 


Boston Store Style Revue 


The style revue staged at the 
Boston Store by Manager Rudich 
was very successful and served to 
considerably increase interest and 
sales in the Boston Store’s shoe 
department. Manager Rudich chose 
his models from the girls in the 
store and paraded them on the 
stock shelf tops in costumes—fit- 
ting the shoes to the occasion. An 
announcer called off each shoe with 
its description and price as each 
model started on the runway. An 
orchestra, music and singers kept 
the crowds interested during the 
waits. The large shoe department 
was crowded all during the shows. 


O’Connor-Goldberg Sale 


The O’Connor and Goldberg 
men’s stores featured some excep- 
tionally fine numbers in men’s foot- 
wear during the week at $5, and the 
store managers report a pleasing 
response to this offer. The bulk of 
the footwear sold in the sale were 
light tans, as was generally true of 
men’s business throughout the en- 
tire loop district. 


Studying Style Trend in 
East 


“Al” Silverman, manager of the 
I. Miller stores in Chicago, has just 
recently returned from a trip to the 
east where he made a close study of 
style tendencies. Mr. Silverman 
formerly was the shoe buyer for 
the C. F. Hovey Company, Boston. 


Benjamin D. Eisendrath 
Dead 
Benjamin D. Ejisendrath, who 
founded the B. D. Eisendrath Tan- 
ning Company in Chicago 50 years 





Black Satin Strong 


Black satins and patent in 
the women’s shoes sold freely, 
although the many duo-colored 
styles were given a splendid 
call in the costume shops. The 
new colored thread trim on 
the black satins is being well 
received by the women buy- 
ers, and there is reason to be- 
lieve that this style will be 
popular. 

White shoes that are begin- 
ning to be shown are trimmed 
with reds and blues as well as 
black patent. Exceptionally 
pretty step-in pumps and 
strap patterns are being 
shown with the colored trims. 











ago, died recently. Mr. Eisendrath 
was 72 years of age. The Eisen- 
drath tanneries are located in Chi- 
cago and Racine, Wisconsin. For 
years he was an outstanding figure 
in the leather tanning industry in 
Chicago, and always was a believer 
in a high standard of workman- 
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ship, for which the Ejisendrath 
leathers have been noted. Mr. 
Eisendrath, in the past few years, 
has relinquished much of the detail 
of the business to his son David, 
who is treasurer of the tanning 
company. 


Gunlock Resigns from Dry- 
den Rubber Co. 


William M. Gunlock has resigned 
as vice-president of the Dryden 
Rubber Company of Chicago, with 
which he was associated during the 
past four years. 

Mr. Gunlock is planning to en- 
gage in the rubber trade again, 
after taking a well-earned vacation. 
He has been associated with the 
rubber business over a period of 
thirty years, his connection being 
with leaders in the trade, and dur- 
ing which he has become well- 
known to the manufacturing 
branches of the shoe industry. 


Crepe Soles Popular 


Crepe sole footwear shows every 
promise of achieving a high popu- 
larity as the season advances and 
the earlier sales even at the present 
time are unusual. The Walk-Over 
Store on State street reports a very 





The Alfred J. Ruby, Inc., store, recently circulated its mailing list with 

post cards, neatly illustrated with women’s sport shoes. The background 

of the card was colored a dark tone. Cards showing children’s shoes for 

play and sport wear were also circulated. There’s a good deal of sug- 
gestive power in these cards and the idea is splendid. 
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To Help You Get 
Your Share 


of the Rapidly Growing Business 
in Shoes Soled with 





NATURAL CREPE RUBBER 
| “Plantation Finished. | 





Woman’s Walking Shoe Children’ 's Moccasins 
made by J. P. Smith Shoe Co. made by Adams Bros. 





NATURAL CREPE KEEPS !TS SHAPE 
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By Working Together 
We've Put It Over 


N the first place more than half of the leading manufacturers in the 
country and many of the largest are pushing Crepe Rubber Soles 
for Everybody’s Everyday Wear. 
That in itself will help every dealer and jobber because the style is 
established. 


The Rubber Growers’ Association is advertising Crepe Rubber 
Soles for Everybody’s Everyday Wear in Newspapers throughout the 
country, the Saturday Evening Post and in the Trade Papers. 


Every inquiry from this advertising is referred to the proper manu- 
facturer, jobber or dealer who has sent his name in for our Index. 


People Want Crepe Soles 
and 


They Want to Know Where to Get Them 


If you are a dealer you can attract a lot of new trade by advertising 
Crepe Soled Shoes in your local newspaper and displaying the shoes 
in your windows. 

If you are a jobber or manufacturer announce the fact that you can 
supply Crepe Soled Shoes in the Trade Papers when our advertising 
is running. 


Get Your Name On Our Index 


Fill out the coupon and send it in at once so we can refer inquiries 
to you. 


NATURAL CREPE KEEPS ITS 
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GEO. W. DE SMET 


666 Summer Street 
BOSTON 


and 


133 W. Washington Street 


CHICAGO 


offer for prompt shipment in all 
thicknesses 





NATURAL CREPE RUBBER 


“Plantation Finished | 
SOLES 


Write nearer office for further 
information. 


Sheets also available. 








UUs 


Charles T. Wilson Pi 


82 BEAVER ST.., 
NEW YORK CITY 


We carry stocks of all grades 
and thicknesses of 


CREPE = SOLING 


for 


IMMEDIATE AND FUTURE DELIVERY 


Your name on our mailing list 
will assure you of receiving our 
periodical market reports. 


SAMPLES AND PRICES ON REQUEST 
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NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


We Specialize in All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 
And Are Direct Importers of 


Harrisons and Crosfield’s 


Estates 


Write for Samples and Quotations 


LITTLEJOHN & CO., Inc. 


137 Front Street 
New York City 
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“The Place to Sell Hosiery 


Is the Shoe Store” 


emer 


Over two years ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 


So we say to you-——the place to sel! hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Boston, Mass. 


When writing to advertisers please mention Boot anv Snot Recorver 


_——8<—— 8 ee oo of 




















x) 
on 


Dee ss ss ss ts tT 


IO a ae ge Gg GGG OL 








April 11, 1925 











heavy volume on crepe soled foot- 
wear and other stores featuring 
this type of shoe have had corre- 
sponding success. 


Calahan Manager of New 
Ruby Store 


D. F. Calahan is manager of the 
new Alfred J. Ruby store in the 
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Edgewater Beach Hotel. One of the 
most elaborate and completely 
stocked hosiery departments in 
Chicago will feature the new Ruby 
store and Mr. Ruby enthusiasti- 
cally predicts as great a success in 
this department as has been made 
in the loop store, where the hosiery 
business is almost 20 per cent of 
the total sales. 





Tan Patterns Strong in 
Most Milwaukee Stores 


MILWAUKEE—Business during 
the week preceding Palm Sunday 
showed a marked improvement in 
Milwaukee stores, due to the com- 
bination of warm weather and the 
natural desire for new spring wear- 
ing apparel for Palm Sunday and 
Easter day. Merchants were very 
well satisfied with the week’s busi- 
ness and were looking for a rush of 
business during Easter week;*pro- 
viding the weather holds good. 

Women’s business was especially 
good during the week, being di- 
vided between tans and patents at 
many stores, with tans in the lead. 
One prominent store, that reports 
tans in the lead, states that patents 
and patent and tan combinations 
are running about even, following 
closely after tans. This store has 
been successful with one-strap pat- 
terns, two eyelet ties, instep gores 
and side gore patterns. Another 
merchant mentions buckle pumps 
and strip pumps in tan and patent. 
From the I. Miller shoe department 
at Reel’s, comes the report that 
blond satin and blond kid have been 
exceptionally good, while combina- 
tion styles have been fairly active. 


Postpone Meeting 


At a meeting of the board of 
directors it was decided not to hold 
a meeting of the Milwaukee Shoe 
Retailers’ Association during April, 
according to announcement. Plans 
are being made for a meeting of 
special interest in May and it was 
decided to concentrate all efforts on 
this date. 


Children’s Business Good 


Popularity of a coffee elk shoe 
for children has resulted in order- 
ing these in an oxford style. Cas- 
pari & Virmond comment on the 
fact that high-grade styles are mov- 
ing. The S. J. Brouwer Shoe Co. 
has also been doing a very good 


children’s business, featuring tan 
and patent and two-tone tan combi- 
nations for school and play, and 
patents for dress, although a suede 
style trimmed with gunmetal is 
also good. 


Use Direct Mail 


Several Milwaukee stores have 
been using direct mail advertising 
in calling attention to various new 
spring styles. The Walk-Over shoe 
store, which has been sending out 
a series of letters regarding men’s 
shoes, recently turned attention to 
women’s styles by an attractive 
letter regarding “Distinctive Foot- 
wear” in which it was stated, 
“When Milady trips out in her 
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jaunty new wardrobe for spring 
the complete success of the en- 
semble effect will depend on how 
well she is shod.” 

Small booklets with colored cov- 
ered designs and touches of red in 
the interior illustrations were re- 
cently sent out under the name of 
the Brouwer’s family shoe store, 
featuring Stetson snappy ties. 


Hold Formal Opening 


The Campbell-Boll Co., which re- 
cently purchased Olson’s Parlor 
Shoe Shop on Wisconsin street, 
held the formal opening of the 
store under the new ownership dur- 
ing which they featured the open- 
ing of a women’s department han- 
dling Red Cross shoes. In the men’s 
department they featured Edmond’s 
and Thompson shoes. Clifford 
Campbell and Wilmer Boll, both of 
whom were formerly connected 
with the shoe department of a 
large department store, are oper- 
ating the Wisconsin street store. 


Remodel Shoe Store 


Having obtained a new three- 
year lease on the store building oc- 
cupied by the Golden Rule Shoe 
Store, 148 Twenty-Seventh street, 
U. Mahler, proprietor, has exten- 
sively remodeled the quarters and 
held a ten-day formal opening. 





Houston, ‘Texas, Reports 
Healthy Economic Conditions 


HOUSTON, TEXAS—tThe trade 
outlook here is very bright; in fact, 
it is generally good in Houston, but 
with the rising market it is even 
better than usual. Last year a mil- 
lion bales of cotton were shipped; 
so far this year the shipments are 
over one and a half million bales, 
with four months yet to go. This 
alone means $750,000,000 in real 
money. Rice and flour shipments 
totaled over another million each, 
‘and a little matter of twenty-one 
million dollars worth of oil was 
shipped. Exclusive of the coastwise 
trade, this port’s imports were over 
forty-one million, and the exports 
were over forty-nine million last 
year. 

Three new ten-story hotels are 
in the process of construction, and 
an addition to the Rice Hotel will 
double its capacity. A new thirty- 
story office building is under way. 
The latest figures show that over 


seven million dollars’ worth of new 
buildings have been contracted for, 
or enough work to insure good 
business for the next two years. 
The Morgan Line is spending a 
million on docks for a direct line to 
New York. 


High-Grade Stores Prosper 


Merchants in the better grade 
stores are very optimistic over the 
outlook for late spring business. 
Reports of increases of from 15 
to 35 per cent for the month of 
March, in the stores selling shoes 
from $10 to $20, are not unusual. 

Blond materials continue to be 
good, with a gradual falling off in 
the demand for combinations. 


Returned Goods Evil 


The Retail Merchants’ Associa- 
tion is conducting a newspaper 
educational campaign against the 
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For your protection 


ILLIONS of Keds advertisements 

will appear in magazines and news- 
papers this season. Every one will carry 
one message— “they are not Keds unless 
the name Keds is on the shoe”’. 


This explains why more people ask for 
Keds than for any other canvas rubber- 
soled shoes. When they come to your 
store for Keds, prove to them that you 
carry genuine Keds by showing them the 
name Keds on the shoes. 


Explain to your customers that all real 
Keds carry the name Keds, and teach them 
to look for it. That is the way to win 
their confidence and their Keds business. 


United States Rubber Company 
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“Returned Goods Evil” by telling 
the womén of the high cost of 
handling goods sent out on ap- 
proval which are returned later for 
credit. 


What Women Buy 


One Houston merchant, who is a 
close observer, estimates that 15 
per cent of Houston women buy 
shoes at prices over $10; 50 per 
cent at $10, and 35 per cent at 
$8.50 or less. 


Plan Shoe Club 


A committee of shoe merchants, 
consisting of John Buckley, Morris 
Vogel and Joseph Baehr, are mak- 
ing plans to organize a shoe club in 
Houston. There is a feeling that 
considerable good can be accom- 


plished in the way of promoting 
good fellowship and solving local 
problems through the medium of 
such an organization. 


Favors Direct Mail Plan 


The Fannin Shoe Store is strong 
for direct mail advertising. For 
March, the company traced its 15 
per cent increase in business to two 
letters that it sent out. The first 
letter went to 5000 out-of-town 
prospective customers. A mailing 
card was enclosed in each letter. 
Over fifteen hundred of these cards 
were returned to the store, making 
a good mailing list. 

Albert Traylor, manager of the 
store, says that he gets better re- 
turns from $50 spent on letters 
than from the same amount spent 
in newspapers. 





Cincinnati Notes Trend for 
Slender One-Strap Designs 


CINCINNATI—tThe week end- 
ing April 4 showed a substantial 
increase over the previous week in 
shoe buying. 

The style trend is distributed over 
many different patterns, but narrow 
one-straps are pushing ahead, and 
seem to be gaining great favor. 
Probably one of the reasons for the 
favor of straps is that many dif- 
ferent kinds of ornaments, and 
bows are available which can be 
slipped on the strap to conceal the 
button. Step-in patterns are popu- 
lar. In many cases, the ribbon tie 
is used in conjunction with the one- 
strap, using a bow to fasten the 
strap instead of a button. 

As the weather is getting warmer, 
women are seeking a light airy 
slipper, which naturally leads them 
into the satin field. Heels are run- 
ning generally about 16/8 to 18/8 
inch in the medium and higher 
priced shoes, and about 14/8 to 16/8 
in popular-priced styles. 


Power of Display 


At a recent meeting of the Pot- 
ter Shoe Company employees, they 
discussed the sales bulletin, “Dol- 
lars That Walk Out.” This was 
based upon the idea that people 
want almost everything they see 
displayed, and as they already have 
this desire, it is up to the salesman 
to control how much they will buy. 
A point especially stressed, was 
that the salesperson should contin- 


ually suggest the purchase of other 
articles. 


The White Season 


Merchants are very optimistic 
regarding the white season, and 
feel that, from all indications, we 
will have a bigger white season 
this year than ever before. 


“Foot Saver” Is Out 


Several interesting subjects were 
presented in the April issue of 
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LARRY B. CAHILL 


Of The Cahill Shoe Co., Cincin- 
nati, who aided George Spring- 
meier and members of the 
“Steering Committee” of the 
Cincinnati Shoe & Leather Club 
in putting across the Cincin- 
nati group advertising for an- 
other year. “The advertising 
has been effective in getting 
the Quality Shoe Market of 
America talked about,” says 
Mr. Cahill. 


“The Foot Saver,” published by the 
Julian & Kokenge Co., manufac- 
turers of Foot Saver shoes for 
women. One of the _ subjects: 
“Eighteen Questions for an Hon- 
est Man” contains many valuable 
suggestions for shoe salesmen. 





Black Satins Gain Fast 
Says St. Louis Report 


ST. LOUIS—Business continues 
good with a definite trend upward. 
Where figures were available it 
looked as though the month of 
March would run ahead of last year, 
this in spite of the fact that Easter 
was earlier in 1924 and the big 
pre-Easter business was added on 
that month’s volume. 

Saturday, April 4, proved a 
healthy day and all stores were 
busy. Department stores showed 
some betterment because of the 
end of the month charge accounts 
not being billed until May. 

Blond satin, tan calf, patent and 
black satin forge on in the race 
for style supremacy. Reports differ 


in almost every store as to leader- 
ship. 

There is an increasing demand 
for black satin and the prestige be- 
ing shown in patent. These mate- 
rials again received special mention 
in the reports of a majority of the 
shoe merchants as to style trend. 


Combination Selling 


Combinations of the trimmed va- 
riety are selling well. Crepe-soled 
oxfords are making their debut in 
many stores and early predictions 
are that in sport wear the demand 
for these shoes may be more pro- 
nounced than anticipated. 
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Feature Buckles 


The Hanan & Son, St. Louis 
store, is showing a variety of steel 
cut buckles, featured with one pair 
that retails at $98.50 a pair. Fred 
Maxted, manager, stated that many 
buckles were being used. 


Add New Line 


Stix, Baer and Fuller men’s shoe 
department added the Selz line of 
shoes. One half page newspaper 
space was used to announce this 
fact. 


Manufacturers Meet 


The St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Associa- 
tion, at a recent meeting, voted to 
exhibit at the 1926 N. S. R. A. 
Convention to be held in Chicago. 
Frank Mahler, secretary, spent 
four or five days in Chicago com- 
pleting arrangements for exhibit 
space with George M. Spangler, 
secretary-manager. 


To Make Novelties 


The Rice-O’Neil Shoe Company 
was incorporated under the laws of 
Missouri with names familiar in 
the shoe industry. A factory has 
been secured at 1113 South Twelfth 
Boulevard, where women’s McKay 
novelties will be made. The officers 
of the company are: Frank S. Rice, 
president; Dave Wohl, vice-presi- 








Associations Merge 


The St. Louis Shoe Retail- 
ers’ Association at a recent 
meeting voted unanimously to 
merge with the Southwestern 
Shoe Retailers’ Association. 
This will add 75 members to 
the new organization and with 
plans under way to stimulate 
the St. Louis membership it is 
expected that at least 250 
members will be counted 
among the retail shoe mer- 
chants of St. Louis. 

The St. Louis group of the 
Southwestern Shoe Retailers’ 
Association plan to hold local 
meetings each month, at which 
the officers of the association 
will preside. Charles E. Wil- 
liams, president and Arthur 
E. Ebbs, secretary-treasurer 
of the association are both 
St. Louisians. 
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Interior of New Edwin Clapp Store, Seattle, Wash. 


New Men’s Store for Seatle, Wash. 


Seattle, Wash., April 7—Among 
the fine shoe stores of the North- 
west is the new Edwin Clapp Shop, 
on Fourth avenue, in the heart of 
the metropolitan district. 

For the front, the architect pro- 
duced an unusually attractive ef- 
fect by the artistic combination of 
copper and marble. There are two 
entrances—one from Fourth ave- 
nue, and a second entrance and 
show windows are provided from 
the corridor of the Metropolitan 
building. 


Upon entering the main display 
room, the impression is most pleas- 
ing. It has more the appearance of 
a luxurious club lounge than a 
shoe store, the stock being entirely 
concealed. 

Wainscotting of Batson mahog- 
any panels the side walls. The walls 
above the wainscott and the ceil- 
ings are an old ivory finish of the 
Italian Renaissance period. 

Here everything has been planned 
and carried out for the convenience 
and comfort of the customer. 





dent; Laurence J. O’Neil, secre- 
tary; Chas. G. Cobb, treasurer. It 
is expected that when operations 
are started the factory will make 
approximately 500 pairs per day. 


Buster Brown Shoes for 
Williams 


C. E. Williams Shoe Company 
added to its children’s department 
the Buster Brown line of shoes. 
The children’s department is one of 
the largest in the city. 


$100,000 Increase 


The Wohl Shoe Company, whole- 
salers, announced that the company 
had shown a $100,000 increase in 
the month of March over the same 
period of a year ago. 





Shows Newspaper Clippings 

Beaumont, Texas—The Guaran- 
tee Shoe Co. uses a unique method 
of getting all it can out of its daily 
newspaper advertising. The com- 
pany displays a cardboard frame 
with the lettering “As Advertised” 
at the top. A copy of the advertise- 
ment is pasted below the lettering. 
It is kept to date. 


Outlet Co. Birthday Sale 


Providence, R. I.—The Outlet 
Company shoe department, of which 
I. S. Rorbstein is buyer, recently 
held a birthday sale and the total 
shoe business for the week was 
much greater than that of any 
other week in the history of the 
shoe department. 
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Patent Leather Pumps 
IN STOCK 


for Immediate 











Delivery 
No. B-347—$5.15 Wir e sd our Or d er No. B-357—$5.85 
PATENT LEATHER STRAP PUMP PATENT LEATHER PUMP 
° (Wilson Process) To Day (Wilson Process) 
266 Last 16/8 Spike LXV Hee 263 Last 16/8 Spike Louis Heel 

Saw footh Trim ; Blonde Kid Quarter 
AAA—416-8 B-3 -8 AAA—414-9 B—3 -9 
AA—4 -8 C—214-8 AA—4 9 C—2%4-9 
A—314-8 D4 -7 Terms: Net 30 Days A—314-9 D4 -7 










C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 













HIGH GRADE SILK RIBBONS Egy 


FOR MANUFACTURERS AND RETAILERS ~ 


Perfection Quality Ribbons Match All Shades 


SEND FOR SAMPLE CARD 
| RIBBONS FOR TIES RIBBONS FOR BOWS 

































GROSGRAIN RIBBONS—MOIRE RIBBONS—SATIN RIBBONS 
Widths—No. 3— 5% in. wide No. 5—% in. wide No. 7—1) in. wide No. 9—114 in. wide 


| Price: 10 yds........... $0.80... $1.00 to $1.25... $1.25 co $1.45. . . $1.50 to $1.88 
Price: 50 yds............. SP nv vtaseege Ee  eiw So Sule Sai axilbaecs 7.50 
COLORS 
Golden Russett Apricot Brown (Baywood) Blond Light Gray 
Russett (Sandlewood) Penny Brown Hazelwood (Naco) Champagne Stone Gray 
Russett 2 Madrid Brown Airedale Ivory Gun Metal 








— 


BOWS — Slip on Style 


FOR STRAP TIES. COLORS, BLACK, WHITE, NECCO TAN, LIGHT TAN 
SPECIFY WIDTH OF STRAP WHEN ORDERING 


Size No. 1 for 44—5%-inch straps ....... 2.2.60... eee e cece eees $2.00 Doz. Pr. 


Size No. 2 for 34—14-|-inch straps ................-.0...00005 $2.50 Doz. Pr. 
SAMPLES ON REQUEST 


W. K. CHANDLER, Inc. “stxeer* BOSTON, MASS. 


Manufacturers and Dealers in Shoe Ribbons, Ornaments and Bows 
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Easter Buying in Boston 
on Satisfactory Basis 


BOSTON—Shoe merchants re- 
garded the retail situation during 
the week ending April 4 with more 
optimism than during preceding 
weeks. Although buying in general 
was good, due in a large measure to 
ideal spring weather, most mer- 
chants considered the week a pre- 
liminary measure of time preced- 
ing the peak they expect to reach 
during the last week of pre-Easter 
shopping. 

Patterns and materials in wom- 
en’s lines are selling about the 
same as heretofore. Tan calf, satin 
and patent leather materials in 
straps and step-ins sell freely and 
are expected to continue along until 
the white season opens. 


White’s New Department 


The R. H. White Co. advertised 
in a half-page space the opening of 
its remodeled shoe department. A 
large drawing of the new depart- 
ment was placed at the top center 
and throughout the ad there were 
seven portrait cuts, showing wom- 
en at various stages in life. Appro- 
priate copy supplemented the pho- 
tos, the theme being that White’s 
carry shoes for women of all ages. 
The children’s department was also 
recently remodeled. 


R. L. Upton on Style 
Committee 

R. L. Upton, of Gillett-Upton, Inc., 
was recently appointed a member 
of the N. S. R. A. style committee. 
Mr. Upton predicts gray kid is a 
safe bet in moderate amounts. He 
says white will be good in sandal 
effects. 

The Gillett-Upton, Inc., store is 
showing substantial gains for 
every week, so far this year, over 
the corresponding period of last 
year. 


Retail Salesmen Nominate 


The Boston Retail Shoe Sales- 
men’s Association, Inc., nominated 
officers for its coming fiscal year 
April 6. The meeting was preceded 
by a dinner at Dupont’s Restau- 
rant. Some of the leading men in 
the trade, including editors of trade 
papers and officers of the Massa- 
chusetts Retail Shoe Merchants’ 
Association, were guests. There 
was a fine entertainment. Dr. Ed- 


wards, a health expert, was the 
chief speaker, on “Better Health 
Insured Through Correct Diet and 
Posture.” 


Pushing Children’s Shoes 


Jones, Peterson & Newhall Co. 
is “snapping up” its children’s 
business. Buyer C. C. Ferrers has 
installed some brand new effects 
in “Pliant” shoes, in patent or tan 
calf, strap pumps, and for boys in 
tough tan elkskin. He is featuring 
children’s shoes in his windows and 
advertisements. 


Installs Big Boys’ Sizes 


Al. Liebert, buyer for the boys 
shoe department of William Filene’s 
Sons Co., has added big boys’ sizes 
in 61% to 8 to his stock. 

Mr. Liebert states that mocca- 
sins are “going over big.” Ninety 
per cent of the boys’ sport shoe 
types have crepe soles. 


Sales and Advertising 
Council Meet 


An interesting luncheon-meeting 
of the Sales and Advertising Man- 
agers’ Council of the New England 
Shoe and Leather Association was 
held at the Boston Chamber of 
Commerce Building, this city, Wed- 
nesday, April 1, with Chairman 
George B. Hendrick, of the W. L. 
Douglas Shoe Co., presiding. 

The special guest of the occasion 
was Albert F. Bancroft, of Ban- 
croft Walker Company, Boston, 
president of the 1925 Boston Shoe 
and Leather Fair. Mr. Bancroft 
gave the members some interesting 
details regarding the program for 
the Fair, which is to be held in 
Mechanics Building, July 7, 8 and 
9, and succeeded in greatly enthus- 
ing his hearers. As a result of Mr. 
Bancroft’s remarks, the Fair is cer- 
tain to receive 100 per cent co- 
operation from the Council. 
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Ralph B. Jones, of C. A. Good- 
now Shoe Co., Boston, president of 
the National Association of Shoe 
Wholesalers, also spoke, his re- 
marks chiefly referring to the 
handling of salesmen. 

Various problems affecting the 
sales and advertising heads of shoe 
and leather concerns were dis- 
cussed and the get-together was 
productive of much good. 

The council will be strongly or- 
ganized with a number of sub- 
committees, including a committee 
on conventions, committee on sales- 
men, committee on advertising and 
publicity, committee on trade in- 
formation and committee on mem- 
bership. 


Mrs. Crosby Is in Charge 


Mrs. G. L. Crosby, widow of 
the late G. L. Crosby, proprietor 
of The Crosby Shoe Store for men 
on Federal street, has taken over 
the management of the store and 
will continue it along the policies 
originated by Mr. Crosby. 


Edward Moll Addresses 
Continuation Class 


The Continuation Class of the 
New England Shoe and Leather 
Association was addressed on 
March 27 by Edward Moll, well 
known in the sole leather tanning 
industry. In the course of his lec- 
ture, Mr. Moll explained the manu- 
facture, grading and cutting of sole 
leather and the various tannages. 

On March 30, Major Charles T. 
Cahill, ofthe United Shoe Ma- 
chinery Corporation, gave the boys 
an illustrated lecture on the history 
of the shoe. Recently the class also 
has visited the sheepskin and calf- 
skin departments of the A. C. Law- 
rence Leather Company. 

The graduating exercises, includ- 
ing presentation of certificates, will 
be held May 1, and in the mean- 
time, there will be an address on 
shoe designing by L. Caywood 
Clem, of the Dunbar Pattern Co., 
and visits to several nearby shoe 
factories. 





Trimmed Patterns Strong 
Feature in New York 


NEW YORK—Shoe merchants 
are now running into the last lap 
before Easter. The opening of 
April saw less stress on price and 


more attention being given to the 
style features of footwear. The 
leading stores, in their advertising 
and window displays, called atten- 
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You Can Go the Limit 
In Talking These Shoes 


HEY give you plenty to talk about and nothing to apologize 
for. 


Point to the leathers—all made by tanners of known reputation. 


Point to the weight and quality of the soles—the innersoles, 
linings and every shoe-making detail. 


You won’t need to call attention to the styles—they tell their 
own story. 


And all this to sell at $6 to $8. 


That’s right—wire us now to send a nearby salesman. 


TAYLOR SHOE COMPANY 


BROCKTON, MASS. 





Means The Best 
That Brockton Shoemaking 
Affords 





S-m-a-r-t-n-e-s-s is the 
word for this new model. 
Made of Creese & Cook’s 


TONY GOLD 


Barbour Custom Welt, 


Armstrong Cork Soft Box 
Toe, 


Leather Heel and Sole. 
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Wolfelt-Weil to Be New Brooklyn Firm 





WALTER 8S. WEIL 


There will soon be organized in 
Brooklyn the firm of Wolfelt-Weil, 
Ine., bringing about a consolidation 
of talent long acknowledged in 
fine footwear circles. 

Associated together will be C. H. 
Wolfelt, Emil Weil and Walter 
Weil, executives of the new high 
style house. 

C. H. Wolfelt will take over the 
long established factory organiza- 
tion of S. Weil & Co.; and he will 
have the general management of 
the new business. Emil Weil, of the 
old firm of S. Weil & Co., and 
nationally known shoe man, will 
have charge of the sales in New 
York City, and- the trade which 
follows New York style lead. Wal- 
ter S. Weil, member of the concern 
and a star salesman, will have the 
southern territory. The three 
“W’s” will develop an entirely new 





C. H. WOLFELT 


sales policy. The first plans of 
Wolfelt-Weil, Inc., is the immediate 
raising of production and the in- 
troduction of new lasts and pat- 
terns, so that within a fortnight a 
capacity of 2000 pairs a day will 
be possible. 

The entire original S. Weil & 
Co.’s factory is in process of re- 
modeling, with new equipment in- 
stalled, but without interference 
with orders now going through the 
plant. A floor, which had been sub- 
let some time ago, has now been 
taken back into the Wolfelt-Weil, 
Inc., plant. A bench-made depart- 
ment, devoted exclusively to the 
production of fine hand-made wom- 
en’s turns, will be made an addi- 
tional feature of the factory. The 
executive offices and sample rooms 
will be on the first floor and a style 
studio is planned. 


EMIL WEIL 


Mr. Wolfelt comes to the man- 
agement of the business after 
a thorough experience ranging all 
the way from ownership of stores 
in Los Angeles, Chicago and New 
York, to the development of high 
style in footwear in the last year in 
practical shoe manufacture in 
Brooklyn. The Wolfelt Fashion 
Service will be an incorporated 
feature of the line. 

W. J. Thomas, well known in the 
Brooklyn shoe industry, has been 
appointed superintendent of the 
plant. Harry Sutcliffe, one of the 
best pattern men in America, will 
manage that department and will 
buy upper material. Wilbur D. 
Tripp will have charge of the 
financial and office end of the fac- 
tory. He is a C. P. A. and comes 
from the firm of Kortjohn & Tripp 
of Brooklyn. 





tion to the new styles, special em- 
phasis being placed on the fa- 
vored materials for spring. Kid 
seemed to get the bulk of the pub- 
licity, although tan calf and blond 
satin were well up in the run- 
ning. 

Probably the most elaborate dis- 
play and general promotion of 
footwear for Easter in town took 
place at the Saks & Company Fifth 
avenue store last week. Living 
mannequins were employed to dis- 
play the footwear to customers, 
with special hours for the style 
shows. The shoes were not shown 
as adjuncts to costumes, but were 
put forward in a style show of 


their own in the shoe department. 

The shoes that registered best 
with the shop’s clientele during 
the show, as reflected in actual 
sales were the light tan shades of 
kid in strap and step-in models, 
kasha kid, gray kid and blond 
satin. A number of the shoes 
shown were original Perugia 
models and others were copies, the 
latter selling from $22.50 to 
$27.50 a pair. 


Retail Sales Gain 


Moderate gains in the sales of 
shoes in department stores in this 
district in February, 1925, over 


February, 1924, are disclosed in 
figures compiled by the Federal 
Reserve Bank, of New York, and 
published in its April review of 
business conditions. Such shoe 
sales showed a gain of 4.8 per cent 
over the previous year. 

A less encouraging showing 
was made by the chain shoe shops, 
however, the sales per store com- 
parison showing a decline of 12.8 
per cent. Total chain shoe store 
sales, though, were 7.1 per cent 
larger than a year ago, due to an 
increase of 22.8 per cent in the 
number of stores reporting to the 
bank. 

At wholesale, shoe sales in Feb- 
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HE new line of Repco Brushes 

and Daubers offers a fine op- 
portunity for additional findings 
profits. 


No shoe store is complete without 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best tMat can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery 





New findings profits 
from new Repco Brushes and Daubers 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 


Repco Brushes are made in six differ- 
ent types. The Daubers are made in four 
different types. 








Show them 
in your 
windows 


San Francisco Branch, 859 Mission Street 


1K. Krieg Company, 39 Warren rey 
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Corporation, Boston 
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ruary were 5.8 per cent larger 
than in January, this year and 0.8 
per cent larger than in February, 
last year. 


Wallach Department 
Enlarged 


The men’s shoe department at 
the Broadway and 28th street store 
of Wallach Brothers has been con- 
siderably enlarged. A good busi- 
ness is reported in the department, 
devoted to Florsheim shoes exclu- 
sively. 





Goldstein Opens Store 


New York, N. Y.—Harry’s Shoe 
Shoppe is the name of a new up- 
to-date, women’s novelty shoe par- 
lor, 147 Clinton street, this city. 
This is under the sole ownership 
of Harry Goldstein, well known to 
the manufacturers of Brooklyn. The 
store is artistic throughout with 
stock of the best quality. 
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Blond Satin First 


Blond satin continues as 
one of the most favored ma- 
terials in most stores. Tan 
calf is selling well and both 
the light sand shades of kid 
and gray kid are growing in 
favor. Gray has received a 
decided impetus recently, but 
not all merchants are ready 
to concede it a place of first 
importance for the spring 
season. 

Most of the new models be- 
ing shown, regardless of ma- 
terials, are appliqued with 
some harmonizing or con- 
trasting material. Crocodile, 
lizard, batik leathers, and 
ooze, are used prolifically for 
trimming patent leather, tan 
calf or the many shades of 
light kid. 




















Better Tone to 


Retail 


Buying in Rochester 


ROCHESTER—tThere ‘is a fair 
degree of activity in most lines of 
trade in Rochester. Manufacturing 
has been speeded-up to meet the 
requirements of the approaching 
Easter holiday season and this has 
produced added activity in the local 
shoe factories. Jobbers have also 
had their hands full to supply the 
retail trade with stock for their 
Easter requirements. 

The retail business has been go- 
ing along at only a fair pace, be- 
cause of the handicap imposed by 
the weather. Department store sales 
are reported to have been only fair, 
although the last week has pro- 
duced larger totals than the early 
part of March. 

There is very little unemploy- 
ment here. In fact, the labor situa- 
tion is extremely satisfactory. 
While many plants are running 
about normal for this time of year, 
others are not doing so well. But 
the average production that has 
been maintained has been good and 
has been sufficient to provide work 
for the employees of the various 
plants. 


Retail Buying Better 


Spring business in the retail 
shoe field here is progressing stead- 
ily, and although there is no record- 


breaking volume, the consumer 
buying is more even than it has 
been for some time. Instead of the 


spurts and recessions that have © 


been the rule until lately, consum- 
ers now seem to be buying more 
evenly, which, according to most 
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merchants, is making for a more 
stable business all around. 

Another good feature of the 
business at present is that-the de- 
mand is spread over a rather wide 
variety of style, no one pattern 
standing out as a leader. 


New Shoe Department 


Rochester’s newest shoe depart- 
ment in the Mally Co. store at 
Gibbs and East avenues opened for 
business March 31. The new store 
adjoins the Eastman Theatre. The 
shoe department will feature Red 
Cross shoes and women’s fancy 
footwear at prices ranging from 
$8.50 to $12.50. 


Good Business 


Rochester’s newest shoe factory, 
the Ed. Venor Shoe Manufacturing 
Corporation, manufacturers of 
growing girls’ and misses’ welt 
shoes, is enjoying a good run of 
spring business. Ed. Venor, pres- 
ident, is a well-known shoe man 
and has had long experience in the 
manufacturing of shoes. Perry 
Miller, secretary of the corporation, 
was for years New York State sales- 
man for the Hagerstrom Shoe and 
Legging Company. The new firm 
manufactures medium priced welts. 


Gray Kid Combination 


B. Forman & Co. are featuring 
combination step-ins in gray kid 








The new shoe department of the National Clothing Co., Rochester, N. Y. 





Individual chairs are a feature. The department is nicely appointed. 
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The Sale of Shoe Trees 
Should Be Encouraged 


RANKLY, shoe trees are not used enough 
as yet in this country, but the wearers of 
good shoes are fast realizing their necessity. 
If the shoe merchant through suggestion and 
demonstration will give further impetus to 
shoe tree sales much business will result. 


When you suggest— when making the shoe sale— 
that a pair of Miller Shoe Trees will keep the shoes 
in shape, lengthen their life of usefulness and pre- 
serve their appearance, you appeal to the common 
sense of your customers. 

The after-service rendered by Miller Trees means 
a satisfied customer—one who will naturally re- 
member your helpful interest—and who will come 
to you again. 

So tell the story of Miller Trees—demonstrate 


them—for you will be rendering service by your 


suggestion and at the same time making a legiti- 
mate unforced profit. 


Won't you request a catalog? 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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and Frank Guinivan, manager of 
the shoe department, reports that 
Rochester women are partial to 
combinations and that the new 
numbers are selling well. The two 
most popular numbers are: a front- 
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gore, short vamp pattern with Span- 
ish-Louis heel of pearl gray kid 
trimmed with slate gray kid; gray 
suede with contrasting dark gray 
suede trimming, Spanish-Cuban 
heel. 





Shoe Merchant Has Part 
in Community Style Shows 


BROCKTON—Allen’s Boot Shop, 
a woman’s shoe store established 
a few years ago, has substantially 
increased its business by partici- 
pation in style shows held in near- 
by towns. In East and West Bridge- 
water, Whitman and other localities 
near Brockton, local organizations 
hold periodical style shows. Brock- 
ton retail merchants, alive to this 
opportunity for increasing business, 
supply coats, hats, gowns, hosiery 
and shoes. The two latter items are 
the Allen Boot Shop’s contribution. 

In regard to his participation in 
these shows, Mr. Allen says: 
“There are usually five models se- 
lected from local young women. We 
supply six pairs of shoes and ho- 
siery for each model, making 30 
pairs in all. After the show we pre- 
sent the hosiery to the models. The 
shoes, which represent the latest 
models, are supplied by manufac- 
turers to us for this special pur- 
pose. The style shows are usually 
held in small halls or church ves- 
tries. The runways being short, the 
shoes come to very little wear. If 
by any chance the sole shows evi- 
dence of the shoe being worn, it is 
sent to the factory to be refinished. 
We have obtained a good deal of 
business through the advertising 
which we have done in connection 
with these style shows and shall 
continue this plan along the same 
lines, making it a permanent fea- 
ture of our business. 

“Women are very much inter- 
ested in local style shows. Mer- 
chants participating in them bene- 
fit accordingly. We have had many 
calls at our store by women who 
say that they saw our shoes at the 
shows and want to buy footwear 
like them or some other styles 
which we have in stock. We are 
building up a good mail order busi- 
ness, partly through the influence 
of these shows.” 


Increasing Output 


Stacy-Adams Company, making 
men’s high-grdde footwear in 
Brockton, is re-arranging the plant 


so that its capacity will be in- 
creased by about 200 pairs daily. 
At present about 1,000 pairs con- 
stitute the daily volume available. 
By utilizing a wooden factory in 
the rear of the brick block occupied 
as the main plant the concern plans 
to produce an additional 200 pairs, 
which will total 1,200 pairs daily. 
This wooden block, by the way, is 
owned by Stacy-Adams Company. 
It is the original building in which 
the business was started 50 years 
ago. 

There was recently published in 
the Brockton newspapers a photo- 
graph of a group of Stacy-Adam’s 
Co’s men employees taken 35 years 
ago, with this old building as a back- 
ground. The picture is in the pos- 
session of one of the concern’s 
workers, who has been continuously 
employed there for many years. 
While the footwear of the men is 
not conspicuous, it is interesting to 
note that the headgear of practi- 
cally all men in the picture consists 
of the derby, or “hard boiled” hat. 
This style of hat is now again in 
vogue, thus proving that history 
repeats itself in hat styles; also, as 
the trade well knows, in shoe styles. 
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W. H. H. James Retires 


W. H. H. James, vice-president 
of Stacy-Adams Co., retired from 
that concern April 1. Mr. James 
will make his home in Los Angeles, 
California. His interests are taken 
over by other members of Stacy- 
Adams Co., and his successor in 
office will be chosen at a later meet- 
ing of the directors. Mr. James has 
been identified for many years with 
Stacy-Adams Co., having an exten- 
sive acquaintance among  mer- 
chants in the Northwest, to which 
section of the country his activities 
have been principally directed. 


Lawrence H. Cox Resigns 


Lawrence H. Cox, for seven 
years associated with the W. L. 
Douglas Shoe Co., resigned his po- 
sition as superintendent of the 
Number 5 factory April 1. Mr. Cox 
entered the service of the Douglas 
company in April, 1918. He has 
plans which may lead him into 
business for himself. He is suc- 
ceeded at the Douglas company by 
Isaac Watt, formerly head of the 
women’s department of the Dia- 
mond Shoe Co. 


Manufacturers in Europe 


Harold C. Keith and Charles E. 
Moore, respectively president and 
vice-president of Geo. E. Keith 
Company, sailed last week for 
Europe, where they will be absent 
six weeks on a combined business 
and pleasure tour of England and 
France. They will call on a number 
of the Walk-Over stores in the 
countries visited. 





Haverhill Ready with New 
Patterns for After-Easter 


HAVERHILL — Following the 
rush of Easter deliveries shoe 
manufacturers plan to bring out 
many novelties for after-Easter 
business. These have been shown 
to merchants with results which 
promise good factory outputs dur- 
ing the next few weeks. Cut-outs 
and stitched effects in step-ins and 
sandals are the lines along which 
these novelties are principally de- 
veloped. Tan kid and patent leather 
are extensively used in entire ef- 
fects, also in combinations and 
trimmings. Satins are featured. 

Ornaments are utilized in many 
of the new patterns. Fancy stitch- 
ing is a feature of all novelties, this 


calling for the expert workmanship 
for which Haverhill is so famous. 
Notwithstanding the vogue of step- 
ins and sandals, the strap continues 
its popularity with merchants in 
many localities. The fitting and 
“stay-on” qualities of this pattern 
have been so thoroughly demon- 
strated that the strap seems des- 
tined to remain as a trade favorite. 
Concealed goring is a feature of 
many of the new patterns. 


Changing Styles in Spend- 
ing Money 
A manufacturer, in speaking of 
existing conditions in the shoe 
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™ LASTICS 


The New Sea in‘Rubbers 


‘ LASTICS are universal fitting 


rubbers—the flexible sole auto- 
matically conforming to the 
shape of the shoe—one pair fit- 
ting a wide variety of lasts. 


With Lastics, you can handle 
a rubber rush in half the time it 
takes with old style rubbers. 
Stocks are always clean — no 
odds and ends left over—no cus- 
tomers turned away. 


You always pick the right 
rubber — just one try-on— a 
pleased customer—and no 
soiled rubbers to put back into 
stock. 


HOOD RUBBER PRODUCTS COMPANY, Inc. 
Watertown, Massachusetts 








Rubber Footwear - Canvas Footwear - Rubber Heels and Soles - Pneumatic and Solid Tires - Rubber Specialties 


When writing to advertisers please mention Boot anp Sos Reconpsr 


April 11, 1925 
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trade, with particular reference to 
changed methods of shoe buying, 
said: “We all know that merchants 
are placing orders on a hand-to- 
mouth basis and that this policy 
constitutes a handicap for manu- 
facturers. Waiting until the last 
minute before placing orders, and 
wanting goods delivered in two or 
three weeks’ time, makes it hard 
for the manufacturer to satisfy 
the merchant. Nevertheless, that is 
the way we are endeavoring to do 
business today. I was interested to 
read a paragraph in the financial 
column of a daily newspaper which 
seems to me to make it very clear 
that there are changes in styles 
of spending money as well as 
changes in styles of merchandising 
shoes. This is what the writer said. 
His reference to the prosperity of 
chain stores is specially signifi- 
cant: 

“*What so many persons appar- 
ently cannot get through their 
heads in that styles in spending 
money change. Money which is 
spent in chain stores, which have 
grown so in the last decade, has re- 
sulted in less being spent in other 
kinds of stores. The money that 
goes into automobiles and radios 
must be at the expense of sellers 
of clothing, shoes or something 
else. The country, as a whole, is 
just as busy when the buying de- 
mand is concentrated on automo- 
biles and radios as it was when it 
was being concentrated on clothing 
and shoes. The feature today in the 
retail distributing field is the re- 
markable gains being made by mail 
order houses and chain stores. The 
former, in February, showed a 
gain of 10.8 per cent oyer a year 
ago, while the latter gained 12 per 
cent. The combined sales of the 
two showed a gain of 11.3 per cent. 


Shoe Concern Offering to 
Compromise 


George C. How Co., with factory 
on Walnut street, manufacturing 
women’s high-grade turns, has 
made a compromise offer to its 
creditors. This house was estab- 
lished many years ago by George 
C. How, a son of one of Haverhill’s 
pioneer shoe manufacturers, Moses 
How. George C. How died many 
years ago, since which time the 
business has been in other hands. 


Greeley with Hartman Co. 


Clarence H. Greeley, for ten 
years with Lunn & Sweet Shoe Co., 
Auburn, Maine, and previously as- 
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sociated with other shoe manufac- 
turing concerns, has engaged with 
Hartman Shoe Co., Haverhill, as 
advertising and sales manager. Mr. 
Greeley has had extensive experi- 
ence in his line of work, 


‘Name New Styles 


Haverhill manufacturers, who 
have had their eyes turned in the 
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direction of Florida winter resorts, 
are bringing out styles which are‘ 
named accordingly. Kimball & 
Sherman Co., for instance, are 
showing the Miami sandal, which 
represents an elaborate cut-out ef- 
fect made up in Russia calf, patent 
leather, satin, etc. Also, another 
Florida named shoe is the Daytona, 
which also embodies many novel 
features. 





Atlanta Shoe Stores Do 
Well During Late March 


ATLANTA—Retail shoe stores 
here report a healthy tone to shoe 
buying, particularly in women’s de- 
partments. Patterns which are at- 
tractive in satins, patent and tan 
calf are selling best. Step-in pumps 
and slender strap patterns are 
among the most popular types. 


Buying Whites 
Jobbers report the retail trade 
buying white goods for the ap- 
proaching summer season on quite 
an active basis, with orders to date 
fully equal to those of last year up 
to this time. 


New Nisley Store 


The Nisley Shoe Co. opened a 
new chain store in Atlanta the lat- 
ter part of March in the highest 
rent district of the city at 38 
Whitehall street. It is one of the 
most attractive retail shoe stores 
in the South, finished in grained 
walnut, and with brown, pjush cov- 
ered seats to match this color. 

E. V. Becker is manager. The 
store in Atlanta is the first of three 
new stores this company will open 
this year in the South, the other 
two to be at Memphis, Tenn., and 
Birmingham, Ala. 


Edison Joins Chandler’s 


Irving Edison, formerly owner 
of Irving’s Boot Shop, on Peach- 


tree street, which closed recently 
because of the expiration of the 
company’s lease, and Mr. Edison’s 
inability to find another suitable 
location, has joined the Chandler 
Boot Shop, at Whitehall and Alaba- 
ma streets, as style director and de- 
signer. This store is one of a chain 
of several retail shoe stores oper- 
ated in Atlanta by the Edison 
Brothers. 


Many New Stores 

Reports from salesmen of the 
Atldnta jobbing trade show that an 
unusually large number of new re- 
tail stores have been opened up in 
the Southeast so far this year, the 
number estimated to be consider- 
ably in excess of the first three 
months of either last year or the 
year before. Many of these new 
stores are in the general mercan- 
tile field in the smaller towns and 
cities and the rural communities, 
many of them operating shoe de- 
partments. 


Orr’s Exhibit Very Good 

The interesting display of the 
J. K. Orr Shoe Co. at the annual 
Made-in-Atlanta exposition held 
the week of March 16 attracted 
much attention. The company in- 
stalled shoemaking machinery in 
its booth which was continued in 
operation throughout the week 
manufacturing its line of shoes. 





White Season Opens in 
New Orleans Shoe Stores 


NEW ORLEANS—Combinations 
of patents and colors are selling 
well and will up to Easter; then 
comes the white season here. In 
order that the seasons be kept sep- 
arate, merchants agreed not to 


show any white shoes in their win- 
dows or advertising until after 
Easter. 
Fundamentally, business is good. 
This fact is based on bank clear- 
(Continued on page 123) 
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How Many Shoes 
Will Your 
Store 


Sell? 


This depends—not so much upon your loca- 
tion, stock, business conditions, nor neces- 
sary demand, as it does upon your various 
efforts and activities which are all classified 
as advertising. And among these, your WIN- 
DOWS play the major role. 


Twenty-five per cent of your available 
business will come to you because people are 
forced to buy shoes. The other 75 per cent 
and Success, will be determined largely by 
the use you make of your windows. 





Send for Our Shoe Store Book’ 


A card will bring it, and it’s —_ worth sending for. This book 


is full of suggestions and ideas for better window displays that 
every Shoe Dealer and his clerks should be conversant with. 


Makes Buyers out of Passers-by 


HUGH LYONS 
& COMPANY 


LANSING, MICHIGAN 
Sales 
Offices 
New York 
35 W. 32nd St. 
217 w. Jackson 
Paltimore 
| N. Eutaw Se. 
Poston 
52 Chauncy St. 
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3W’s Lenox 
In Stock 


Make More 
with Less 


The Betty 
4800—Growi 





Girls’ Patent Leather, 
2% to 7, C and D, low heel.... $2.75 
4840—Growing Girls’ Patent ‘Leather, 


2% to7, Cand D, 13/8 heel... 2.75 
6701— Misses’ broad toe 2 = Lea- 
— 11% to 2, D and E, — 

re SE or EL OSTEO 2.25 
ora.—Chiid” s Patent Leather, 8% to 
11, D and E, rubber heel... ... 2.05 


TAN CALF, SAME AS ABOVE, 
ALSO CARRIED IN STOCK. 


Hand turn Patent Leather 





The Ritz 6790 


4805— Women’s ena Colt, low heel, 
2% to 7, C and D $2.90 


4845—Women’s Patent Colt, 13/8 
heel, 24 to 7, C and D 2.90 
6790—Misses’ Patent Colt, broad toe, 
rubber heel, 1144 to2,DandE.. 2.40 


6791—Child’s Patent Colt, broad toe, 
rubber heel, 8% toll, DandE. 2.20 


6792—Child’s Patent Colt, broad toe, 
spring heel, 8%toll,DandE. 2.20 





A Trademarked Line 
In Stock 


Samples will be shipped at our expense. 











WEIMER, WRIGHT & 
WATKIN CO. 











39 South Second Street PHILADELPHIA 





When writing to advertisers please mention Boot anv Snox Recorver 
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After-Easter Business Is 
Developing Lynn Reports 


LYNN—tThere is a fair volume 
of business for after-Easter; 
enough to warrant that women will 
keep on wearing styleful shoes. 
That women will wear shoes as 
pretty as they can get is the 
thought that guides many Lynn 
manufacturers, and it is a varia- 
tion on that familiar remark that 
skirts are as short as one dares to 
wear. Shoes and skirts were di- 
vorced some time ago, when style 
makers stopped talking of the in- 
fluence of the length of skirts on 
styles in footwear; but the new en- 
semble costumes is reviving that 
point. 


Leading Materials 


To sum up the report of mate- 
rials, a brief report from the 
leather trade is used. A tannery 
shipped, one day during its Easter 
run, 2000 specialty skins. Of these 
the largest single lot was three 
dozen, or 36 skins. “Swampscott 
gray” will be displayed by Lynn 
firms, for after Easter. This, of 
course, is the moonstone, or 
Coolidge gray, with which buyers 
are familiar. The name “Swamp- 
scott gray” comes from the plan 
of the Coolidge family to spend the 





Summary of Styles 


Lasts tend towards narrow 
toes, and the number of high 
heel styles is greater than a 
year ago. Lines are slim and 
graceful. Particular attention 
is given to the lines of soles of 
shoes, and close edges. Slim 
and graceful shanks are 
marks of fine style in dress 
footwear. 

Patterns range from simple 
pumps, the strapless sort, to 
designs as artistic and as deli- 
cate as shoemakers can con- 
ceive and make. One-strap 
pumps are favored as a relia- 
ble style, pretty, and sure to 
please. Some _ three-straps 
have appeared. Of step-ins, 
there are many sorts, and, 
also, sandals for flappers, 
harness strap shoes, ribbon 
trimmed shoes, lattice and 
gore shoes, and tongue and 
buckle styles. 











summer in Swampscott, a suburb of 
Lynn. 

White will follow close after 
grays, possibly even crowding gray 
off the feet. Patent leather is as 
staple as ever. Tans continue much 
in use. 

Quite a variety of novelty 
leathers are used for ornamenting 
shoes, such as the familiar alliga- 
tor, lizard and reptilian grains, 
the batik, marble and basket weave 
figures, and pig, shark, link belt 
and other new grains. 


Elaborate Leathers 


Tanners, aided by embossers, are 
producing most elaborate leathers 
in their fall sample lines. Among 
most extreme patterns is this: a 
gold scroll leather having figures of 
horses embossed on its surface, and 
winged horses at that. The new 
Scotch plaid leathers might also be 
mentioned. 
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Excellent Shoemaking 


Only 18 pairs of shoes were re- 
turned to one Lynn firm, during a 
run of six months, and these 
through no fault in the styling or 
the making. Some materials went 
wrong in these 18 pairs, and the 
material thereof admitted the fault 
and paid for it. 


Bridal Footwear 


Some of the finest white foot- 
wear, made in Lynn, has been sold 
to Easter brides. Supplementing 
them are “trousseau shoes.” These 
consist of half a dozen, or even a 
dozen pairs of any of the prevail- 
ing pretty shoes, and sold in one 
lot, to be packed in the trunk for 
the wedding journey. 


New Herrick Line 


George W. Herrick Shoe Co., of 
Lynn, is presenting a new line of 
samples which reveal not only new 
smart styles, but new shoemaking 
methods. In brief, these shoes are 
lasted like welts, are sewed like 
McKays and are finished like bench 
made shoes. 





Blond Satin, Tan Calf and 
Patent Are Best Materials 


PHILADELPHIA—Shoe manu- 
facturers here in general are oper- 
ating their plants below the rate 
of production maintained during the 
corresponding period of last year. 
This is felt to be due in large 
measure to the hand-to-mouth pol- 
icy persisted in by the retail mer- 
chants. A year ago they were eager 
for new patterns and new effects, 
stocked them freely, made effective 
displays, and pushed them out. 


Blond Satins Best 


The Payes store on South 60th 
street, in West Philadelphia, re- 
ports that blond satins are selling 
as well as anything. There is also 
considerable demand for tan calf 
and a fair call for black satin. The 
call for patent leather has declined 
recently. Combinations did not show 
the life which it was predicted 
they would show. Strap effects and 
ribbon ties seem to be the most 
popular patterns at present. There 
is a tendency away from the ex- 
tremely short vamps to somewhat 
modified toes. There is also a fair 


demand for step-ins with beaded 
ornaments. 

This firm feels that white kid 
without any colored trim will be 
very active as the season advances. 
The demand will center largely on 
white strap effects and on step-ins. 
These patterns will be plainer than 
some of the elaborations worn in 
the past. 

In men’s shoes the big thing is 
light tan. Crepe soles are becoming 
very active and all indications 
point to a banner season on them. 

The shoes handled by this store 
range in price from $4.85 to $7.85 
on men’s lines and from $4.85 to 
$6.85 on women’s footwear. 


Glazed Kid Sluggish 


Due to the popularity of other 
leathers for Easter footwear, the 
glazed kid trade is moving very 
sluggishly. There may be some de- 
mand for glazed kid after the 
Easter footwear gets out of the 
way, but the trade is not looking 
that far ahead. One manufacturer 
of glazed kid is optimistic about 
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EVERY RETAILER OF 
WHITTEMORE’S SHOE 

POLISH IS BACKED BY 
WHITTEMORE’S SELLING HELPS 


It has always been our policy to help the 
trade merchandise our polishes. In asking the 
trade to buy we have felt we had assumed an 
obligation to help them sell what was pur- 
chased. Today we do more of this than ever. 
All we ask is sales co-operation that the trade 
may realize the greatest benefits from all we do. 


See Post ad below. 
BOSTONIAN CREAM 


The greatest seller of them all. For black and 
brown leather shoes. Also put up for colored 
leathers. We recommend “Spartan’’ Bostonian 
Cream for popular light tan leathers. 


CLEANALL 


The wonder worker on satin shoes. Useful also 
for wearing apparel and automobile upholstery. 
No harm to materials. No danger from use. 


OTHER SPECIALTIES 
Shuclean—for White Kid Shoes. 


Oil Paste Shine Polish—Black, 
Russet, Brown, Ox Blood. 


Bon Ton Cream— in jars, for 
black and brown leathers. 


Albo—the popular white cleaner. 


This miniature of a 
Saturday Evening 
Post advertisement, 
first of a series, indi- 
cates what we are 
doing to create pub- 
lic interest, their de- 
sire, their purchase 
of our shoe polish 
preparations. Over 
2,500,000 such mes- 
sages, every other 
week, for the next 
seven months is sure 
to create tremen- 
dous sales possibili- 
ties for you. 











N. B. We suggest that your stock 
of Whittemore’s shoe polish be care- 
fully watched so you will always be 


in supply. 
When Jobbers Cannot Supply You, Please Write us 
WHITTEMORE BROS. 


Shoe Polish Manufacturers for nearly a Century 
CAMBRIDGE, MASS. 
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Beautiful Boudoirs 2K 


Your trade will buy my Boudoirs if you 
will show them. This ad is intended for the 
dealer who does not know the selling merits 
of my Boudoirs from experience with them. 
Write me of your interest in getting Bou- 
doir business and I will 

show you goods that will 

bring it in. My Boudoirs 

are quality Boudoirs, made 

up in black and colors, with 

IN leather or rubber heels. 


STOCK 


36 Pair Cases 


They are carried in stock 
for 


At Once Deliveries 
If your jobber cannot supply you, write me 








A. W. GREELEY 
4 Duncan St. - - - Haverhill, Mass. 55 








ON THE OCEAN FRONT CAPACITY 1000 


Che Breakers 


ATLANTIC CITY, N. J. 


AMERICAN AND 
EUROPEAN PLANS 


SEA WATER 
IN ALL BATHS 


Teas 
Cabinet Baths 
Dancing 
Golf Privileges 
Fire-proof Garage 


JOEL HILLMAN, 
President 














Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 








APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 

Make your stock of 
children’s shoes com- 
plete by sending your 


Phone Brockton 2188 
for immediate action. 


BURKLEY 


SHOE Co. 
1156 No. Main Stree: 
Brockton, Mass. 


yENTILATIONS 
PATENTED 





When writing to advertisers please mention Boot anv Suoz Recorper 
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No. B-617 
Three-Strap . 
ile B- 


P tte S Black Satin Vamp and Quarter. Black Calf 
Style B-618 Clasico : a ri Suede Collar. 3-Button Cut-Out Strap. Imitation 
Patent Chrome. 3-Button Cut-Out Strap. 166 in Patent, ag Rag Block Heel. Medium Round 


Last. 12/8 Leather Cuban Heel. Rubber Top ‘ 
Lift. Wheel edge S Sole. Perforation Vamp and Black Satin and AA,5 -1%4 C,3 9 
Quarter. Imitation Tip. A439 D4 9 
A499 C39 Black Glazed B,34%4-8 E,41%4-9 
1 » . 
B,34%y8 D4 9 Kid PRICE $4.75 
PRICE $4.35 


Style B-609—Vivian 3-Strap Pattern. Black 
Glazed Kid. Square Edge. 14 Double Sole. 13/8 


en Can SHERWOOD SHOE COMPANY 


B,4 -8 D,4 -9 Originators of Quality Mc Kays 


ies ROCHESTER, N. Y. 
SOLO SOV OLS? 


No. B-618 


























DIS] Pump Holds and 
Silk Ribbon Bows 


Are Proving the Retailer’s Best Bet Today 


“DALCO” PUMP HOLDS—Ornamented, flexible Patt 
straps, variety of colors and patterns. me pore 
Priced from $4.20 to $12.00 per dozen pairs q 


“DALCO” SILK RIBBON BOWS — Fine quality, 
silk ribbon. Variety of styles and colors. Elastic 
loop on back. 

Priced from $1.80 to $3.60 per dozen pairs 


Pump Hold 
Write today for - . Tied Ribbon Bow 


ONE DOZEN ASSORTED PUMP HOLDS at $7.50 Effect. 
TWO DOZEN SILK RIBBON BOWS at $5.00 


DALRYMPLE-DUDLEY CO. = Haverhill, Mass. 


Manufacturers of the Dalco Line of Shoe Ornaments 
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NETTLETON 
Shoes of Worth 


A. E NETTISTON co. 


Syracuse, N.Y., U. 8. A. 








MEN’S FINE SHOES EXCLUSIVELY 
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BOSTONIANS 


Coumowweatn Snot & Learner Co. 
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eo Shoe Brockton, hase. 








BROCKTON, MASS. 


Address all communications to the factory. 











‘eGHEST GRADE ONLY” 











EAST WEYMOUTH, MASS. U.SA. 
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his product because he says that a 
black season is coming. It will be 
led by patent and satin and will 
later swing round to glazed kid. 
There is some biack glazed kid sell- 
ing now. It is moving almost en- 
tirely in the lower grades for trim- 
ming purposes and in the top 
grades for high-class conservative 
footwear. The middle grades are 
inactive. There is also some call 
for blond and apricot, both for solid 
shoes and for trim and linings. In 
these colors all grades of skins are 
moving. 


Patents Leaders 


William Delamater, of the Syl- 
vania Shoe Co., reports that the 
bulk of the present demand is for 
patents, though the trade is also 
taking quite a few shoes in tan calf. 
There are also some indications, 
according to Mr. Delamater, of a 
coming demand for untrimmed 
white calf shoes. They will, how- 
ever, be fairly full of cut-outs 
rather than too conservative. Crepe 
soles are very active. There has 
been no recent change in prices. 


Several Factories Up to 
Capacity 

Several factories here stand out 
in bold relief from the general 
level of factory activity. They are 
makers of children’s shoes and are 
being operated up to capacity. One 
of them finds that the chief demand 
is for patent leather sandals though 
there is also some call for tan calf. 
Patterns are still full of cut-outs 
in spite of the talk about plainer 
shoes. 





Attractive Window Trim 


Selma, Ala., April 8—The win- 
dow trim of the shoe department of 
Eliasburg & Brothers Mercantile 
Co. attracted a good deal of atten- 
tion. Several pairs of women’s new 
shoes for spring were displayed on 
small platforms, draped with vel- 
vet. Flowers were used to give the 
relation between “fresh” shoe 
styles and nature’s products. 





Ma-Ro Co. Opens Show 
Room 
New York, N. Y.—Ma-Ro Ho- 
siery Mills Co. recently opened a 
show room at 389 Fifth avenue, 
room 504, with a full line of men’s, 
women’s and children’s hosiery. 














HENRY LILLY Co. 
88-90 Reade St. 


New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 











STOCK DEPT. 5 


SNAPPY 
ACTION! 


ST STYLES! 


‘*They’ve Got to be Stetson 


to be Snappy” se 
THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 











SNAPPY SHOES 
FOR YOUNG MEN 


S © 6 ae 


Selling 
to please. 


CRAIG-REED & EMERSON, Ine. 
Brock 


ton, Mass. 


Boston Office, 10 High St., Room 304 











BRIDGEWATER 
WORKERS’ 
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THE SHOE FOR MEN 
BROCKTON, MASS 


ELLIOT SHOB CO. 














Where to Buy 
Wanted Styles 
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The Quality 


Pullman Slipper 2 
RED BLACK TAN 


SWAN SHOE CO. _ Baltimore, Md- 








Satin, Felt and Leather 
Seft-Sele SLIPPERS 
fer the Entire Family 
No. a Satin in aoe 
Sean) Blue, Old Rox 
uc, ose, 
Lavender, B. Blue, 


Black, k, Taupe s and Pink. 
Send rice Lisi 








NEW ENGLAND SLIPPER CO. 
WESTBORO, MASS. 


PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washi AN Brookl 
Chicage Office, Security Bldg.” 189 W. Madison St. 


H 1GH GRADS MULES and D’ORSAYS 
Embessed 








BEST-FVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 














Rockland, Mass. U. 8. A. 
IN STOCK MADE TO ORDER 








AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in ita quick service is a time 














saver in meeting immediate needs. 





New Orleans 
(Continued from page 117) 
ances, shipping volume, building 
and construction under way and 

agricultural product figures. 

While New Orleans is in the 
Atlanta Federal Reserve District, 
the majority of the volume of this 
district comes from this city. Two 
new hotels are in the process of 
being built; the St. Charles is 
spending half a million dollars in 
remodeling its first two floors, and 
the Roosevelt is building a 17-story 
addition. The city ranks next to 
New York in tonnage of imports 
and exports carried. 


Has Three Prices 


The St. Charles Shoe Store sells 
shoes at three prices—$5, $6, $7. 
It is located next door to the St. 
Charles Theatre. The company cap- 
italizes this fact.by making a spe- 
cial appeal to the theatre-going 
trade. One idea that has worked out 
quite successfully is showing the 
leading lady’s picture, wearing a 
pair of its shoes in an 1 important 
scene. 


New Regent Windows 


Windows of the Regent Shoe Co. 
have been redecorated with an 
antique stone effect. The windows 
were formerly finished in mahog- 
any. The new lighter shades bring 
out the colorings of the shoes to 
much better advantage. 


Edison Bros. to Open Six 
Stores 


Edison Bros. are remodeling a 
store on Canal street, in the heart 
of the shopping section, prepara- 
tory to opening their women’s $6 
shoe store. This store will be known 
as the Chandler Shoe Shop. 


Men’s Buying Good 


New Orleans is commencing to 


feel its first reaction on men’s 
lightweight shoes. Merchants were 
rather skeptical at first, for they 
had been selling men’s shoes that 
would wear them a full year. Very 
few complaints are being regis- 
tered, the trade in general likes 
both the feel and the appearance 
of the lighter shoes. 

J. B. Simon of the Ralston 
Store reports a good trade on 
men’s patent leather shoes at me- 
dium prices. 

The Imperial Shoe Store reports 
that the combination of colors will 


BOOT AND SHOE RECORDER 





BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
Gym Shoes No. 116 

2% wo7 $1.00 


Men's Leather House 
Slippers In Stock 


Athletic Shee Mfg. Co., 124 N. Third St., Philadelphia 











QUALITY BALLETS— ervbx 
Hard Tee 
HT nm... a x] 
wih 3s 
—— 
Also Men’s and Women’s Slippers ef every description. 
METROPOLITAN SLIPPER CO. 


B’way, near Duane St. New York 


34 W. 





“IN STOCK BLACK KID 
SLIPPERS” 
Ours Stand the Strain 
Sad 11% 3 * wb 


THE KAY JAY SHOE CO.) 
Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 








BALLET SLIPPERS — IN svecs 
(Made by Ballet Specialists 
et on Bie2 ‘an. Glazed 


8-11 4 Ss 
$1.30 
SCHWARTZ& HERDER 


Mfrs. of High Grade Athletic Shoes 
241 Me. tith Street - - Philadelphia, Pa. 








Sumith 
ALLETS 
HARD AND 
SOFT TOES 
IN 
STOCK 
Send for 
Price List 
325 W. Monroe St., Chicago, Ill. 








MANHATTAN FINDINGS CO. 


WHOLESALE SHOE STORE SUPPLIES 
107 Duane St., N. Y. 
BENCH MADE BALLET ~ poe ¥ 
ds’ $1.15 eo? 














SHOE FINDING CO., INC. 








147 Duane St., New York, N. N. ¥. 
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be good until Easter. Fallow is one 
of the best colors in years. Strip 
pumps, trimmed with ornaments 
and combinations of lizard and alli- 
gator, are good. 

Mr. Matthews of Hanan’s be- 
lieves that colored satin will be 
(nae 7 strong this summer. The flapper 
‘Bonita. Shoe > Baby trade is taking to the sandals 
TURNS and SOFT SOLES strong. 

In Stock 


Send “Ar Catalog 
ALH.Martin@ Rhode ys. premaaraec Russell ManufacturingCo. 


Mekerws ROCHESTER NY M Middletown, Conn. 
Providence, R. I., April 8—The 
==’ April meeting of the Rhode Island she @ 

QT POSNER. Shoe Retailers’ Association was i ieeneout 
held April 7 at the Biltmore res- Leather That 

SUSES O STOCHNES i taurant, Woonsocket. Sylvan M. Takes and Re- 
FOR INFANTS .CHILDREN Barnet, president of the Barnet tains a Polish. 
AND YOUNG LADIES Leather Co. of New York, ad- 


- DR A.POSNER SHOES. nc dressed the meeting, touching on 
Lob SSnvE sso we on onower the general leather situation and 


- colors of leathers for fall. 
“El A M” 
Flexible Turn awe 
For the Jobbing Trade Exc’ BA" Sates 
wage ELAM SHOE Ct -_ - ae ' Beggs & Cobb, inc., Boston, Mass. 
Boston Office, 183 Essex Street a” 4 
































CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 





























T. Ww. GODSOE, Pres, Fr EB. JONES, Treas. 
@ DONALD ice-Pres. 


Smartest WALKRiTe Sensible : K 
Patterns Co Lasts es E. JON * Ss CO. 
Swos — a. , FANCY COLORS 


CHILDREN’S HIGH-GRADE FLEXIBLE . ¥ 
Se # | MAT KID 
A Variety of Styles Always In Stock a 4 - wane io. 
11-13 Sterling Place Brooklyn, N. Y. Oe . 


In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 
“Na’’Baby Shoe Co. - - East Lynn, Mass. 





























MULTIGRAPH PLATES 


H. J. MANTHORNE 
COMPLETE SERVICE 


WH ; RE 10 2 UY Boston, Mass.—H. J. Manthorne, . Engrevings, Signsture = Role! Forms, 


ll-known sales promotion and 
indi 2A st 
SF ’ merchandising expert, has become 


associated with the Kreider-Cross 
SS RO Shoe Co., of Lebanon, Penn. 
He was formerly sales manager 


NU-SHINE for the Hartman and Hannahsons 


Restores Color Shoe Co., of Haverhill, Mass., and 


Preserves Leather 
Beautifies Footwear has won recognition for his very 


Makes Old Shoes Look N a 
THE NU-SEIME CO. successful sales and merchandising 

















TOLMAN PRINT, INC. ;' 
Mkt. St. Reidsville, N. C. effort for many of New England’s t SY 
largest shoe manufacturers. In his 


INFORM ATION new post as director of sales and ATLANTIC PRINTING CO. 


| 
Lb 











merchandising, Mr. Manthorne P Sieskaai 
will be responsible for the estab- ‘aoueenad 


“WHERE TO BUY” constitutes a ia 7 

source of kaeulodge so that he who | ‘ishing and marketing of a new Shoe Booklets 

runs (la read popular-priced line of women’s 201 South Street Boston, Mass. 
— and leern novelties. elephone, LIBerty 8673 


for Shoe Merchants 
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FWHERETO BUY * 


Stylish Comfort Shoes 





DR. CAMPBELL’S 
HEALTH SHOE 


IN STOCK 
Ask for New 
Catalog 
Powell & Campbell 
122-124 Duane St., 
New York City 

















“A 7540 § 


, "161 ; 
“Summer St. BOSTON: \7se1 4: 








shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 


50 MAIN ST., BROCKTON, MASS. 














oo) 


wit OUR ELECTRIC TURN 


ann SELL MORE GOODS! 

Electric Cost - about 3 cents a day Say ost 150 Ibs, 
Five Year tron Clad Guarantee - ice by Mail .2 
WINDOW SALESMAN CO. som gl 








EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 
Shee trade my specialty 
Samples mailed tree en request 
Established 1963 
No. 400 $8 per 100 148- ne rest eoear 








Actua! Size 1 7-8” x 2" 





Levor Now Tanning White 
Calf 


Announcement is made by G. Le- 
vor & Co., Inc., of the addition of 
white calf to their long established 
line of white Levor grain kid (ca- 
bretta) and white Levor grain goat 
(chevrettes). This firm, recognized 
as a pioneer in the tanning of 
white leathers, will confine its at- 
tention, in the case of calfskin, also 
to white. The present production of 
Levor white calf is limited and only 
small orders can be accepted des- 
pite the fact that the tanning pro- 
cess employed has been thoroughly 
tested and has emerged success- 
fully from the experimental stage. 
It is expected that production will 
be increased later to meet the de- 
veloping demand. 





New Shoe Stores 


The Shoe Mart, 804 15th street, 
Denver, Colorado. 

Beacon Shoe Co., 813 Calhoun 
street, Fort Wayne, Ind. 

M. E. Smith, Leon, Iowa. 

Consumers’ Shoe Co., Alexan- 
dria, Minn. 

E. A. McSwiggin, Walker, Ari- 
zona. 

Joseph Hillis, 322 Broadway, 
Glendale, California. 

Red Goose Shoe Store, 616 Cen- 
tral avenue, Fort Dodge, Ia. 

B. P. Grose, Standard Store, 
Perryville, Mo. 

Boston Store, Inc., Dayton, O. 

E. Martin, 35A No. Ninth street, 
Reading, Penn. 

Vogue Shoe Shop, 
Chestnut _ streets, 
Penn. 

Biltmore Shoe Co., Seattle, Wash. 

A. W. McDougall, Seattle, Wash. 

G. R. Kinney Co., 115 So. Main 
street, Fon du Lac, Wis. 

J. C. Penney Co., Wood Block, 
Manitowoc, Wis. 

Masters Shoe Co., State street, 
Beloit, Wis. 


Main and 
Washington, 





Stores Enter Style Show 


Eau Claire, Wis.—Several shoe 
stores took part in the annual 
spring opening which is featured in 
that city by special window dis- 
plays. The opening attracts much 
attention in the community as all 
new style features for the season 
are attractively presented at this 
time. The Howe Shoe Co., Culver 
Shoe Co., Tradehome Shoe Co., G. 
R. Kinney Co., and the Bootery 
participated. 





J. R. BEATON COMPANY, Inc. 
331 FOURTH AVE., NEW YORK 


CHICAGO 
BOSTON 

















’ 
< Many dependable and 


profitable styles constant- 
ly In Stock. Send for treet price list. 














For Mon Worzon and and Children 
Carried tn Stock and Distributed by 
Bliss & Richardson Shoe Co. 


TLAND, MAL 














Andrews Sole Owner 


D. R. Andrews, for several years 
manager of the Rylander Shoe Co., 
operating a retail store at Amer- 
icus, Ga., has recently purchased 
the holdings in that concern of Ar- 
thur Rylander, and now owns the 
store entirely. The store is one of 
the oldest in the retail shoe field in 
Georgia, having been originally es- 
tablished 30 years ago. 





Open Beloit Store 


Crowds of people attended the 
formal opening of the Masters 
Shoe Co. at Beloit, Wis., in a build- 
ing on State street which has just 
been remodeled. Favors were dis- 
tributed to visitors. 
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1 ‘The Cinderel 
Buckie 


Smart—Easily Ad justed—Practical 


are the three things which make the “Cinderella” a de- 
sirable addition to any buckle type of shoe. If you 
want a demonstration of these facts, ask for samples 
and try them out on some of your own shoes. 

Your customers will like them. 

SPECIFY “CINDERELLA” BUCKLES WHEREVER 
BUCKLES ARE REQUIRED 
EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. - - BLOOMFIELD, N. J. 


~ ~~ — =" 


= 


4 ee ms 
Na 


Fe am 


7 — 


a: 


BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 
endurance. 


It’s the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorpgr is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 


When writing to advertisers please mention Boot awe Snow Recoaper 
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THE LATEST 
NOVELTY BOW 


We call it the 


“SLIP-ON RIBBON BOW” 


Now A Big Hit And 
Greatly In Demand 
Made with elastic loop on. back to slip 
over strap. All desired styles and colors 


in 31%-in. bows. 


PUT UP IN ATTRACTIVE COUNTER 
SALES BOX ILLUSTRATED 


Two dozen pairs in each box. 
Each pair in a glassine envelope. 


ORDER NOW 
OUR TWO DOZEN ASSORTMENT 


Price $4.75 


We also carry Shoe Tie Ribbons by 
the roll. Gros-grain, Satin and Moire. All 
popular shades. 


A OWL SPECIALTY CO. 
# ii Haledon, N. J. 














Retail 
Salesmen 


Wanted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed—young men between the 
ages of 25 and 35 years who have had thorough experience 
in one or more of our lines, and who can give us the highest 
references. 

Our company, which started in 1902 with one 
store, now operates 571 retail stores in 41 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We 
do a strictly cash business. Our sales in 1924 
were $74,261,343.00. We opened 115 stores in 1920, 
59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 

By industry, study and determination your progress will 
be rapid in our organization. Under our experienced man- 
cone you, ase trained to become a manager. When you 

ave 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we 
need are young, healthy and capable salesmen who have 
had thorough experience in a small or medium-sized de- 

rtment store, or are experienced in general store work 
in special lines. The investment of money is not neces- 
sary for your success with us. The financial backing of 
our company is ample. Briefly, this is our proposition— 
tested and proven over a period of 23 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 
J. C. Penney Company.”’ Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 








When writing to advertisers please mention Boot anv Suor Recorper 
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stitchdow 
Penna., |] 


rtisers desire replies fi 
address, each word of the address must be counted in the adver- 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 

Recorder rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each inser- 

other “Want” ts, seven cents per word for each 

insertion. Minimum amount accepted, $1.25. Ads under this 

Space 1 time 7 times 18times 26times 652 times = will a gt ~gh § 2. Ee. 

oS ee | $4.00 $3.50 $3.00 date. When advertisers desire quewens te in of this 
3 in 12.00 10.50 9.00 

én... 16.00 14.00 12.00 po wy A. hy accordingly. Answers to ads must be sent 


a tion. Minimum amount accepted, seventy-five cents. For 
page per issue: advertisemen 
received at the Boston office of the Boor AND 
2 in e 8.00 7.00 6.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





commissi 
territory, 
Brown-W 
WANT! 

ing r 
ing as A 
perience 
care Boot 
Boston, } 


e © e ° GALES 
Western Pennsylvania--Ohio--Indiana Sic Te 
We want experienced salesmen to cover the above territory. We make unlined UNION Slippers, 
ALS: ae Work Shoes, GOODYEAR WELT and NAILED. Write for particulars, giving neg cal 
IMEN—Side line men to call on the re- references. St. Doe 
og a ee ft 4 NORTH LEBANON SHOE FACTORY = 
pomromes line of house sli made in Lebanon, Pa. on col 
, satin and felt, all with padded soles. 
All territories available. Strictly commission. 
Please state full particulars in your first let- 
ter. Address K-776, care Boot and Shoe Re- 
corder, 127 Duane Street, New York. 


=a NEW YORK NEW JERSEY PENNSYLVANIA 
i Wieden tee Ba a. oe MARYLAND VIRGINIA 


part interest in the business. Wonderful op- High 

portunity for the right man. State amount you Experienced Salesmen wanted by nationally known manufacturer of felt, leather and 8 

could invest with reference, Address Oppor- quilted satin slippers. Must have established trade and work their territory close in above 

tunity, 3714 Newport Avenue, Norfolk, Va. states. Li commission. a req Address B-397, care Boot and Shoe A 

Recorder, 207 South Street, Boston, Mass. 

PHILADELPHIA manufacturer wants sales- busine 
man, live wire, well acquainted with the Mock- 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








GALESMAN Ww. man who visits 
the retail juvenile departments to carry 
our line of Rochester-Made First Steps. Can 
be carried with non-confli line. Address 

» care Boot and Recorder, 626 
Powers Bidg., Rochester, N. Y. 














burg, Pa. 














better trade, to handle fine line of women’s 
turns. Territory Pennsylvania, Jersey, Balti- 
more, Washington. Give references and names 
of at least two manufacturers you have repre- 
sented. Address Box P-46, Boot and Shoe Re- 
corder, 616 Perry Bidg., Philadelphia, Pa. 


GALESMAN WANTED—For eastern Penn- 
sylvania. Medium-priced men’s shoes in 
stock. Short line. No objection to non-con- 
flicting line. References in first letter. B-398, 
care Boot and Shoe Recorder, 207 South Street, 





GALESMEN WANTED—An unusual oppor- 
tunity for men who call on the shoe, gen- 
eral merchandise and sporting goods trade in 
all states east of the Mississippi river and 
states adjoining river on the west. If you can 
sell quality merchandise, that is now a fast 
mover throughout the west, with 47 years of 
western romance and an ace-high reputation 
from Alaska to South America, you can make 
real money in connection with your present 
line. Two numbers of the famous Justin Lace 
Boot line are particularly suited for the 
eastern trade—unsolicited orders have proven 
the east wants the west’s most outstanding 
boot. These two numbers will sell and sell fast 
tu the better trade. No exclusive territory 
iven—-no restrictions on where you sell 
within the territory described. Commission 
basis only. Very attractive rate. Payments 
when goods are shipped. Write us for complete 
information. Give line you carry and territory 
traveled. H. J. Justin Sons, Nocona, Texas. 





GALESMAN WANTED—Commission basis, 
stitchdowns, McKays, leggings, for state of 
Louisiana. Must be acquainted with the 
trade. Hagerstown Shoe & Legging Co., Inc., 
Hagerstown, Maryland. 


SALESMAN WANTED — Commission basis. 
Stitchdowns, McKays, leggings, for South 
Shore, Massachusetts and state of Rhode 
Island. Must be acquainted with the trade. 
Hagerstown Shoe & Legging Co., Inc., Hagers- 
town, Maryland. 





ALESMEN WANTED to sell, in connection 

with line now handling, 1/5 First Steps 
and 2/11 Stitchdowns; popular priced, quality 
shoes; fifty styles in stock. New York, Con- 
necticut, Michigan, Ohio, Texas. 
Louisiana, Alabama, Maryland, 


mission. Give full particulars. Maize Shoe 
Company, 420 St. Paul St., Rochester, N. Y. 


GALESMEN WANTED: Experienced men 
wanted to carry our medium priced novelty 
line of children’s turns and sti jowns on & 
7% commission basis in the following states: 
New York, Penna., Mich., Wisc., No and 
South Dakotas, Kentucky, Tenn., Rhode Island, 
Conn., Va., and W. Va., Colorado, Ariz., and 
New Mexico. Stock proposition. Samples now 
ready. Flexible Shoe Company, Rochester, N. Y. 








GALESMEN for a real snappy condensed 
specialty line branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoe 
and specialty shops throughout the country. 
Easily carried. State territory covering and 
line now handling. Address B-345, care 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 


GALESMEN calling on retail shoe trade to 
carry a condensed branded line of men’s 
and women’s hosiery. Line has several superior 
features, and the quality is guarded carefully. 
Write, giving experience and territory cov- 
ered. Your letter will be given prompt atten- 
tion. Address K-774, care Boot and Shoe Re- 
corder, 127 Duane Street, New York. 


during 
selecte 
South, 
Illinoi 
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A Real Opportunity 
for a Real Man 


To Sell Men’s Shoes 


To Retail at $6, $7 and $8 
IN THE CINCINNATI DISTRICT 
Don’t apply unless you live in 
the territory and have a follow- 
ing in the men’s retail field with 
both large and small outlets. 

TERRITORY 
Southern Ohio 
Indiana 
Kentucky 
Address B-401, care Boot and 


Shoe Recorder, 207 South Street, 
Boston, Mass. 


Don’t Overlook the Opportunity 


There are always one or two retailers in a town who are lined up with a 
mgnere cevrcnes orthopedic shoe, but who thinks of the other fellow 
who is not 


We have one of the best lines of this nature in the country. We are proud 
of our product and it is backed up by an organization which has been 
making honest shoes for fifty years and one whose idea it is to create 
service to its customers. 


Whether you are now carrying a line of women’s welts or turns or a line 
of men’s shoes it will make no difference as this line is a short specialty 
and will fit with any other line without interference; it will more than pay 
yeur traveling expenses. 


These shoes are made in Philadelphia, and that alone should convince any 
one of their real quality. Write at once and secure this line. There will be 
only ten samples. 


C. S. GIBBON CO. 


50-56 NO. FOURTH ST., PHILADELPHIA, PA. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





GALESMEN WANTED: To represent our 
popular priced line of children’s turns and 
stitchdowns in the following states: Eastern 
Penna., Michigan, Indiana, Illinois, Wisconsin, 
Minnesota, Ohio, North and South Dakotas, 
Washington, Oregon, Colorado, Arizona and 
New Mexico. Samples ready. 7% commission. 
Stock proposition. Quality Shoe Company, 
Rochester, N. Y. 


WANTED: Shoe salesmen to carry our line 
of men’s spats, sheepskin slippers and 
sheepskin bals to the shoe dealer on a liberal 
commission basis. Very few samples. State 
territory, and how often covered. Address The 
Brown-Warner Mfg. Co., Franklin, Ohio. 








WANTED Salesman with experience in sell- 
ing rubber footwear, who is capable of act- 
ing as Assistant General Manager. State ex- 
perience and salary required. Address B-389, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





GALESMAN to carry nationally-known iine 
~ of Turn Boudoirs with leather soles, in 
colored leathers and quilted satins; also Ballet 
Slippers, soft and hard toes; side line. Address 
B-364, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


EXPERIENCED SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’ Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan. Address with 
a The Kepner-Seott Shoe Co., Orwigs- 
burg, Pa. 








High Grade Side-Line Salesmen 
ATTENTION! 


A prominent manufacturer, whose 
business in juvenile Welts and Flexible 
Mock-Welts amounted to over $1,000,000 
during 1924, is about to open up certain 
selected territories. In general, the 
South, and Middle West, exclusive of 
Illinois, Michigan and Ohio. 

He wants a certain type of salesman 
for each division of these territories. 
The principal quality necessary in this 
type is past and present success. No 
others need apply. We might add that 
this line is so good that the right man 
will undoubtedly find it so profitable 
that he will later make it his main 
line rather than a side line. 

Address in all confidence, with full 
references, and lines now carried, and 
your application will receive careful 
consideration, B-399, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 











Resident Salesman 


Wanted 


for Ohio, Pennsylvania and In- 
diana to represent the most up- 
to-date line of women’s McKay 
shoes in Lynn, to work on 
straight commission basis. Ad- 
dress B-400, care Boot and Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. 











SALESMEN 


If the following specifications of men’s 
popular-priced dress welts | good to 
you apply at once. Three new shades 
Gallun’s Dixie calfskin, American 
Oak Bend outsoles, full-grain leather 

ters and insol all ¢ ination, 
young men’s snappy lasts, newest pat- 
terns. Stock carried on floor. $3.50, less 
5% discount. Straight 6% commission. 


COBLE SHOE COMPANY 


Humboldt, Tennessee 











WANTED—Young man to sell a_ well 
known line of women’s Welt and McKay 
shoes which retail at $7.50 to $10 from 
Washington south. Prefer a southerner 
who has had large experience and lives in 
the territory. Give age, experience, refer- 
ences and all details. Correspondence held 
confidential. Address B405, care Boot and 
ma” a peas 626 Powers Blidg., Roches- 
r, N. Y. 

















Milwaukee Work Shoes 


and children’s stitchdowns. The Steven 
Strong Shoe Company is open for rep- 
resentation in Iowa, New York, Vir- 
ginia and Indiana. 


STEVEN STRONG SHOE COMPANY 
ilwaukee, . 

















WANTED 


Salesmen on strictly 6% 
commission basis who can 
sell calfskin shoes, $3.50, 
oxfords, $3.40, all leather. 
Brockton quality. Apply 


GEO. H. GILLIS 


Daly Bros. Shoe Co., Inc. 
Brookfield, Mass. 


WiLL be open for manufacturers line of 
women’s medium priced novelties of Mec- 
Kays, turns, or welts to large retail 
trade. Territory covers everything from Balti- 
more south for the last twelve years. Have 
established trade in this territory. Can furnish 
best of reference. Address B-391, care Boot 
and Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 





TO LEASE 





T° LEASE—Oklahoma City, main corner, 
modern building and fixtures. High-grade 
men’s and women’s apparel store. We wish to 
lease out the ladies’ shoe department. Business 
now approximately a million. With other de- 
partments and addition will increase consid- 
erably. Present departments include men’s 
shoes—Nettleton, Arnold, Dalton, ete. Very 
unusual opportunity. Address B-403, care Boot 
and Shoe Recorder, 207 South Street. Boston, 
Mass. 





WANT to lease to good live wire, shoe sec- 
tion in the prettiest and largest men’s 
store in the fourth largest city in the state. 
All equipment, windows, etc., furnished with 
all store service. Will lease on a commission 
or straight rental. Wire if interested. Dave 
Franke, Inc., Okmulgee, Okla. 





ao 


FOR RENT 





ORNER shoe store to rent in heart of 

Bristol, Conn. Store, 13 x 76. Population, 
25,000, with drawing of 10,000 more. $60,000 
annually. Rental,. $3,600. Present owner com- 
pelled to give up on account of health. Ex- 
cellent opportunity. Address Dr. M. Volken- 
heim, 750 Main Street, Hartford, Conn. 





FOR SALE 





WONDERFUL opportunity ladies’ shop, 
busiest thoroughfare. Must sell steck, lease, 
fixtures. $2000. Address K-771, care Boot and 
Shoe Recorder, 127 Duane Street, New York. 





ADIES’ SHOE and hosiery shop. Attrac- 
tive store, live merchandise. Good location 
—lease. Ohio manufacturing town, 33,000. 
Health reasons. Address B-404, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





POSITION WANTED 





GHOE buyer and manager desires position 
with chain store or shoe department. Over 
12 years experience in shoe retailing game. 
A-1 references. States of New York, Penn- 
sylvania or Ohio preferred. Address B-383, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





FIRST CLASS popular-priced shoe store 
on best business street of East St. Louis, 
good long lease, clean stock and new fixtures. 
$15,000 will handle. Owner engaged in other 
business and must sell. T. J. Bloomer, 101 East 
Broadway_ Alton, Il. 





WANTED TO PURCHASE 











ATTENTION SHOE MANUFACTURERS 


Can you use an experienced office executive 
with practical factory experience, in your 
organization? Capable of accepting un- 
limited responsibility. fal record 
of over fifteen years’ continuous employ- 
ment to place before you. Are you inter- 
ested? Address B-402, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N.Y. 
Phone—Canal 6874 


iw Ss 
WILL | SRM Oe ETP 


FOR 
BUY | 2Nrine stocks 


CASH 


Bargains in shoes always on hand for 
special sales and bargain basements 

















THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
dle West for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564 Atlan- 
tic Ave., Boston, Mass. 











HELP WANTED 





GHOE buyer’s assistant, experienced, for 
wholesale and chain store concern, special- 
izing In regular and jobs. Address K-775, care 
Boot and Shoe Recorder, 127 Duane Street, 
New York. 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 
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WANTED TO PURCHASE 


MISCELLANEOUS 








CASH PAID 


We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Cit 
Phone Spring 5160-5161-51 








We buy pad ene pay | a om 
for retail con wholesale s' of shoes or any 
other yh Ka wh a no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 








HIGHEST CASH PRICES PAID 
. We also 


R or w . 
off your hands. Wire or us - 
ence a4 i Eat =) | 1890 





MAX GLAUBERG 
425 Grand Street, New York City 








HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 


YOUNG & CO. 
315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 





Also Purchase Gent's Furnishings, Clothing, etc. 


Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar ONKEN CO. 
611 Ww. FOURTH ST. 
CINCINNATI, O. 

do rot ma 
Merat Fiatures or Show t Cases 

















ATTRACTIVE 
SHOE CARTONS 











MISCELLANEOUS 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
- tacks on the inside 
0) 





**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


epee are made of 
hig ade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. o 





Branch 
» Lake St. 











for the exclusive shoc trade 
PRICE-SERVICE-QUALITY 
THAT SATISFY 


a 


Bee 


SS Nhe oe 


re on = USIVELy 

Same sts camera 

2643-27 LEXINGTON AVE 
BROOKLYN N.Y 


MERICAS GREATE 400 CARTON MFRS 


Ca 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 


Send for Catalog and Prices 




















IDEAL ROLLING catalog 
— bay By Se 
25% Cheaper Milbradt 
Write for Catalog ManufacturingCo. 
en yr 2416 No. 10th Street 
Cewood, Men ST. LOUIS, MO. 


April 11, 1925 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
“CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 


Rates furnished on application. For rates ' 


for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right te reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
~~ = iy OFFICE: 224 Moraine St. Geo. 

R. Hill, Manager, Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Maine 1089. B. C. Bowen, Manager. 
ST. LOUIS OFFICE: 1627 Locust St. H. M. 
a wen, Manager). Telephone 


Bldg., 127 Duane St. i. 
ger. Telephone Whitehall 7 
PHILADELPHIA OFFICE: a 616 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868 
HAVERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 
Bidg. Geo. W. R. Hill, Manager. 
CINCINNATI OFFICE: vy - National Bank 
Bldg. H. M. x > © Bowen, Manager). 
Telephone Canal 1 
ROCHESTER OFFICE: 626 Powers Bldg. 
Rositer L. Seward, Western New York Rep- 
resentative. Telephone Stone 1133. 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer 
B. C. a aT ly 405 Broadway. 
‘elephone Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 
Investm Bldg, 15th and K Sts., N. W. 
PARIS 0} OFFICE: 2 Rue des Italiens. L. Hub- 


bard, M 
LONDON “OFFICE: Pr V. Ge pinoens. 
11 Haymarket, London, S. W., ngland. 
AUSTRALIAN OFFICE: 439 Lit. ‘Collie St., 
Melbourne. G. Jervis Manton, 
CONTINENTAL OFFICE: William ee. 
Manager I. Adlergasse 12, Vienna, Austria. 
ms yo Buenos Aires, Rivadavia, 2721 
Sabazzina, Gerente. 
BRAZIL: Gerente, John S. Fitch, 33 Rue 


A 
Las Rosas 1123-1127, Otte 
Fuhrimann, Gerente 
= Mr. H. Gomez, Corrales 2A, Havana, 
| my OFFICE: Yokohama. J. F. Wager, 


nager. 
SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 
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Milbradt Rolling 
Step Ladders 


are made in a great 
many styles to suit all 
kinds of stores and 
Salvin. They oo 
ou to get 

with ~- Fe help, save the 
wear and tear on your 
shelving, and help the 
aera pie eS nay oem 
pped subject to ap- 
— and satisfaction 
Write. ite for our latest 
aa 
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Reece’s 
Botton 
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April 11, 1925 





MISCELLANEOUS 








R dealers catering 
to the best trade have seating 
equipment of highest grade. Such 


chairs as this one are used in stores 
like Marshall Field Co., wom 
and Sommer & Kaufmann, San 


Francisco. 
Let He. Wakefield seating experts 
help solve your seating problems—Free 
HEYWOOD-WAKEFIELD WAREHOUSES 
BALTIMORE, MD. 3 W. Conway 9. 


BOSTON 45, MASS. 
Display Floor, 174 Portiond ! Se. 
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cache 


sront Eee 


To provide adequate 
storage facilities for shelf 

stock — to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
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Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 
Quality Shoes’ from 
$1.47 % to $2.00 


Write for Catalog 





Reece Wooden Sole Shoe Company 
Columbus, Nebraska 

















BOOT AND SHOE RECORDER 


TATEMENT of the Ownership, 
Circulation, ete 


a’ 
Mass., for April 1, 1925. State of Massachu- 
setts County of Suffolk. 

Before me, a Notary Public in and for > 
State and county aforesaid, personally 
peared Everit B. Terhune, who, having 4 
duly sworn according to law, <a says 
that he is the General Ma and 
of the Boot & Shoe Recorder Publishing _ 
pany, publishers of the “Boot Shoe 
corder” and that the following x, to the meet 
of his knowledge and belief, a true statement 
of the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid 
publication fer the date shown in the above 
caption, required by the Act of August 24, 
1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of 
this form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: 

Publisher: Boot & Shoe Recorder Publishing 





Co., m, Mass. 
Editor: Arthur D. Anderson, Brookline, 
Mass. 
Managing Editor: Arthur D. Anderson, 
Brookline, Mass. 

meral Manager: Everit B. Terhune, 


Sungpesm, Mass. 

That the owner is: (If the publication 
is poe by an individual his name and ad- 
dress, or if owned by more than one individual 
the name and address of each, should be given 
below; if the publication is owned by a cor- 
poration the name of the corporation and the 
names and addresses of the stockholders own- 
ing or holding one per cent or more of the 
total amount of stock should be given.) 

Owners: United Publishers’ Corporation, 
New York, N. Y. 

James Artman, 4338 Chestnut St., Philadel- 
phia, Pa.; George H. Buzby, 19th ‘& Walnut 
Sts., Philadelphia, a John C. Curtiss, Lon- 
don, England; Fritz Frank, Pleasantville, 
N. Y.; Mabel M Griiithe, Montclair, N. J.; 
W. H. Lindeay | 508 W. 112th St., Dna York, 
N. Y.; J. H. MeGraw, Jr., 10th Ave. & 36th 
St., New York, N. Y.; Elizabeth 3. Mekeel, 
Montclair, N. J.; C. A. usselman, Merion, 
Pa.; A. C. Pearson, Montclair, N. J.; Lelia 
Cc. Pearson, Montclair, N. J.; Chas. G. Phil- 
lips, Upper Montclair, N. J.; Charles Swayne 
Phillips, Upper Montclair, N. J.; a 
Securities Co., Montclair, N. J. 


Jennie M. Phillips, Upper Montclair, N. J.; 
W. I. Ralph, 231 W. 89th St., New York. 
N. Y.; Franklin T. Root, Bronxville, ¥.3 


Olive Root, Bronxville, N. Y.; Root Securities 
Corporation, 239 W. 39th St., New York, 
N. Y. (see note) ; Winifred Root, 2 West 67th 
St., New York, N. Y.; Charles T. Root, 2 
West 67th St., New York, N. Y.; a OF 
S. Root, 2 West 67th St., ‘New York, N. 

G. E. Sly, 630 W. 141st St., New York, N. x; 

Velma S. Stevens, 325 West End Avenve., 
New York, N. Y.; M. J. Swetland, Trustee 
for Grace E. Swetland, Redlands a — w. 
H. Taylor, Upper Montclair, N. J ; Everit B. 
Terhune, Swampscott, Mass. 

NOTE: The Stockholders required for Pub- 
lishers Securities Co., are as follows: Velma 
S. Stevens, 325 West End Ave., New York 
City; M. J. Swetland, Trustee for Grace E. 
Swetland, Redlands, Calif.; Ruth S. Kane, 
Montclair, N. J.;° and Dorothy S. Johnson, 
New York, N. Y. 

The Stockholders required for the Root Se- 
curities Corporation, are the following: F. T. 

t, Bronxville, N. Y.; George F. Root, 
Bronxville, N. Y.; Ralph Root, Brooklyn, 
N. ; Winifred Root, New York City; Royal 
P. Root, New York City; Esther S. Root, 
a York City, and Waldo Root, New York 

ity. 
8. That the known bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as 
they appear upon the books of the company 
but also, in cases where the stockholder or 
security holder appears upon the books of the 
company as trustee or in any other fiduciary 
relation, the name of the person or corpora- 
tion for whom such trustee is acting, is given ; 
also that the said two paragraphs contain 
statements embracing affiant’s full knowledge 
and belief as to the circumstances and condi- 
tions under which stockholders and security 
holders who do not appear upon ks of 
the company as trustees, hold stock and secu- 
rities in a capacity other than that of a 
bona fide owner; and this affiant has no rea- 
son to believe that any other person, associa- 
tion, or corporation has any interest direct or 
indirect in the said stock, bonds, or other 
securities than as so stated by him. 

(Signature of Business Manager and Treas- 
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urer) Everit B. Terhune. Sworn to and sub- 
a before me this 28th day of March, 


Margaret M. Murphy, Notary Public. 
My commission expires December 28, 1928. 
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A SHOE STORE NECESSITY 


“VARNU 


(Trade Mark Reg. U. S, Pat. Off.) 


SIZE STICK 


The < Po sod Yodan Stick 


WHAT DO YOU USE? 


*“VARNUM” 


Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 









RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Varnum”™ Size Sticks 
are made of Extra 
Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify ““VARNUM" 
To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. “ctiz,"it’ 
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NewYork's newest and most 
beautifully. furnished hotel ~ 
accomodating 1034 quests 
Broadway ot 632 Street. 
TH PRIVATE 
oo $250 TOIL 
ROOM WITH PRIVATE BATH- 
$350 
\ ALL OUTSIDE ROOMS 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy”’ columns. This 
feature in its.quick service is a time 
saver in meeting immediate needs 
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ton, Mass. 

Myers, F. E., 
Ohio 


Onken, Oscar, Co., Cincinnati, Ohio........ 
Owl Specialty Co., Haledon, N. J. 
Rublack, Emil, New York City 

Segall & Co., Phila., Pa. 


Success Furniture Corp., St. Louis, Kirk- 
wood, Mo. 


Bros., Co., The, Ashland, 


Weil, Inc., Leon, Paris, France, and New 
York City ashton i 
Whitcher, Frank W., Co., Boston 


MACHINERY, LASTS, MFRS., SUPPLIES, 
DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass.....125 
Nu-Shine Co., The, Reidsville, N. C.............124 


United Fast Color Eyelet Co. Boston............133 
United Shoe Machinery Corp., Boston....24, 112 


Whittemore Bros., Cambridge, Mass.............. 120 


MISCELLANEOUS 
Atlantic Printing Co., Boston.......................... 124 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York City 


Hotel Breakers, Atlantic City, N. J. 
Hotel Empire, New York City 


Kalter Cerf. Mercantile Co., Inc., 
York City iene astatiadaii ‘a 
Kirsch-Blacher Co., Inc., New York City....129 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 130 
New York Export Purchasing Corp., New 
York City poumscvscevsnetianeeschelitescaiiaadiaaee 
Penney, J. C., St. Louis, Mo............. picasa 127 
Tolman Print, Brockton, Mass. 124 
University Electrotype Foundry, Cambridge, 
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The genuine Diamond Brand ‘\ Diamond Brand(Visible) Fast 
(Visibte) Fast Color Eyelets Color Eyelets have genuine 
can be identified by the two celluloid tops that never lose 
tiny raised diamonds on their their color and that actually 
celluloid surface. % outwear the shoe. 


Fair Colleen! 


Colleen Moore, First National star, is an actress of great feeling and fine dis- 
crimination. She displays her evident good taste in her every action, every 
mannerism, every article of clothing that she wears. On and off the screen 
she is always correctly costumed for the occasion. 


When lace shoes are the correct footwear for the completion of her costume 
Miss Moore wears shoes that are finished with visible eyelets because visible 
eyelets are fashionable, decorative and practical. They are one of those niceties 
of footwear construction that are always evident on the shoe of quality, fashion 
and good taste. Without visible eyelets to adorn and protect it no lace shoe 
can be absolutely stylish, correct and finished in appearance. 


Always insist on Goodyear Welt shoes with Diamond Brand (Visible) Fast 
Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


oe 
Nie Ase) 









Blonds, Patents and Satins 


The Leading Materials for After Easter 





B5430—All patent leather, blond silk guimpe 
— ay entice turn, 16/8 full-covered 


silk guimpe stitching. A-C ..................0 
BS431—As il illustrated, all blond satin, blond 
silk guimpe stitch 


B5433—As ill ustrated, £ blond kid, blond 
silk quince -——~ 
B5434—As 


silk stitching wt 
All these cuterinis and Russia calf with 13/8 
n heels. A-C, 10c per pair less. 


strated, “nl white kid, white 
$4.35 


covered Cuba 






B5286 
Hidden Gore 


B5286—All blond satin, imitation turn, hand 
beaded buckle, 16/8 full-covered spike 7 
BS285—As illustrated, ail biack satin. A-C $4.75 
— —As illustrated, all patent mer 
B5288—As illustrated, all white kid. A-C $4.75 
All these materials, including Russia calf with 


13/8 covered Cuban and 9/8 covered heels. 
Widths A-C, 15 cts. per pair less. 


BOOT 







B5023—Patent vamp, apricot kid quafter, 
silk scroll stitching, imitation turn, 16/8 
‘full ome jp * panera $4.75 
B5000—As illustrated, black satin. A-C..$4.60 
— illustrated, all patent wr 
B5021—As illustrated, all patent leather, 





silk scroll as. 5 imitation turn, 13/8 


B5020—As illustrated, all black satin, 13/8 
Cuban heel. A-C $4.60 






B5414 


B5414—All black satin, imitation turn, pe. 
covered spike heel. B and C 
B5413—As illustrated, all blond satin. B aa 


BS424—As illustrated, ail ‘patent "leather. 


00 
lp —~! omni an, 13/8 
covered Cuban heel. B and ° $4.00 
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B5032 





B5032—Black satin, blond with guimpe stitch. 
ing, imitation turn, 16/8 full-covered spike 
REEFS ES $4.60 
B5031—As illustrated, black satin, black sik 


cumage stiecting. A-C $4.66 
‘As illustrated, blond satin, blond <= 


guimpe stitching. A-C oo... .ccccccsceceeeened 
B5034—As illustrated, | leather apricot 
silk getnoe eames, & oteiiandiisianial 
lustrated, all white kid, w' ite 
Salk stitching. A-C......................./ 60 
BS5036—As illustrated, all blond kid, blond 
silk guimpe stitching. A-C i 
B5037—As illustrated, 
silk guimpe stitching. A-C 7 
As illustrated in black satin, biond satin, 
patent leather, Russia calf, white kid, 13/8 
covered Cuban heel, 10c per pair less. 


BS702 
Hidden Gore 


B5702—All blond satin, imitation turn, blond 
silk yd stitching, 16/8 full-covered spike 


#4. 
B5700—As illustrated, all black satin, black 
ge * fens: $4.50 
ustrated, all patent leather, 
A a 58 





ustra’ 
silk guimpe stitching. A-C ...................... $4.75 
B5705—As illustrated, an black — blond 
silk guimpe stitching. A-C $4.50 


Blond Satin, the neutral shade for spring, to be worn with any color dress. Patent 
Leather, Black Satin and Russia Calf popular now with all the new spring shades 


of hosi 


Blond Satins used in our shoes are absolutely guaranteed shoe materials. 


IN STOCK 


Terms: 2% 10, Net 30, F. O. B. Boston 





ROGERS BROS. SHOE CO. 


59 LINCOLN STREET 


BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


When writing to advertisers please mention Root ann Snore Recorver 
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TIME WORE SEABROOK 
TURNS ¢ SO DO YE 
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ADAMS TURNS 


F. E. Adams Shoe Compas 


Seateook N. H. 


NEW YORK 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Reom 810 


LO ae, 


BOSTON CHICAGO 








SALESMEN 


Pacific Coast—Geo. R. Rule New York—Frank Harris New Jersey and New York—J. F. Clark 
New England States—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 


Middle States—Charles Reedholm 


Vol. 87, No. 5. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered ond-class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price $5.00 ow pon Printed in U.S.A. 
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EEDS are turning to seedlings—buds 
to blossoms. Nature begins to pour 
out her treasures. 


The Creighton Line has opened up its 
beauties of flowing lines, smart ornamen- 
tation and skillfully selected popular 
leathers and fabrics. As usual—a revela- 
tion to every buyer of the uninterrupted 
power of the Creighton organization to 
make charming footwear for women. 


And most Creighton models are dupli- 
cated in bulk in our In-Stock; Department 
to guarantee our customers continued 
profits. 


A. M. CREIGHTON 


Lynn, Massachusetts 








Solon, 


Ci 








aE 


es 
— a - 


‘habia p 





























ceived. 





Creighton’s ‘““CLASSIC’’—as all other class- 


ics—is a masterpiece. Its popularity will fer 
outlive the season for which it was con- 
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IN STOCK 


Creighton’s “Classic” 

Each season there is one smashing big number 
created which every buyer talks about even 
though he doesn't buy it. We prophesy you-will 
talk about and hear a lot about Creighton’s 
“CLASSIC” from now on. It's Number 402— 
a light weight Goodyear welt in patent leather, 
with an 8/8 Wingfoot heel. Widths AA to C. 
Patent leather now, but in all other leathers 
after Miay fitet..: FUMIR: inic css cccs en rdecid $4.25 


“Myopia” 

Here’s a number which will grace the feet of 
many a “rocking chair fleet” on country club 
piazzas and other smart rendezvous this sum- 
mer. Numbered 401, “Myopia” is made of 
genuine white buck with a baby elephant saddle. 
The soft toe box adds comfort to the Goodyear 
welt construction. Also the crepe sole. Carried 
in AA to C widths. Priced at............. $5.35 
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Beauty Sells Shoes Today 


HICH is why colored glazed kid with its 
inviting sparkling lively shades is the favorite 
fine shoe leather. 


The preference of makers and merchandisers of 
the finest shoes for Vode Kid is now most definitely 
centered on our 


Color r1 Color rst 
RUST and BLOND 
Color 112 
APRICOT 


We note also an increased demand for our color 
70 ENGLISH GRAY and color 51 CHAMPAGNE; 
also a continually enlarging call for our color B 
JAVA BROWN, a rich coffee shade being used for 
the smartest footwear. ; 


It is well to remember when eae orders that it costs no more 
to ask for VODE KID — which means absolute correctness of shade 
and leather value beyond criticism. 


THE STANDARD KID CO. 


209 South Street, Boston, Mass 


Branch Offices 
100 Gold Street 
New York, N. Y. 
70 North 4th Street 
Philadelphia,}Pa. 





Agencies 


Chicago -_ Cincinnati 
Montreal St. Louis 
Rochester 
and all leather centers 
of the world 











The following Vode Kid Colors 
harmonize with every popular 
fabric for ensemble costumes: 


Color 11 


RUST 


Color 112 
APRICOT 


Color 119 
SAND 


Color rr 
BLOND 


Color A 
HAVANA BROWN 


Color B 
JAVA BROWN 


Color so 
WHITE 


Color s1 
CHAMPAGNE 


Color 70 
ENGLISH GRAY 


Color 170 
PRISCILLA GRAY ~ 


Color 88 
BRONZE 


BLACK 
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IN THE NICK OF TIME 


All the new big ideas that are selling best right 
now. Order at once and be up-to-the-minute 


READY FOR DELIVERY 








No. 786 Golden Tan Calf $4.15 
No. 787 Black Calf 


Frenchy (163) Last 
Rubber Heels 
B, C, D; 5% to 10 


SUMMER FRENCH 











IN STOCK 
NOW 


No. 472 P. & V. 108 Golden Tan Calf $ 5:00 
No. 467%, Imported Black Calf 


Brogue (122) Last 
Goodyear Rubber Heels 
B, C, D; 6 to 10 


FEATHER WEIGHT 





No. 788 Golden Tan Calf 
No. 789 Black Calf $4.15 
Hy-Way (119) Last 
Soft Box Toe 
Rubber Heels 
B, C, D; 5% to 10 
SOFT TOE BROGUE 
IN STOCK 
NOW 





“**enennt® 


No. 530 P. & V. 108 Golden Tan Calf 7 4, 
No. 531 Imported Black Calf 
Patsy (129) Last 
Goodyear Rubber Heels 
B, C, D; 5% to 10 


BALLOON BROGUE 








ASK FOR COMPLETE STOCK CATALOG 





196 CHURCH ST., N. Y. C. 
All factories: BROCKTON, MASS. 
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BUILD YOUR BUSINESS | 
WITH BETTER FITTING SHOES 


Heel Huggers Fit All Parts of the Foot 

















— 


It is only natural that Utz & Dunn, who 
have always had the reputation of mak- 
ing good-fitting footwear should design 
Heel Huggers—the line of shoes that 
prevent slipping at the heel and bulging 
at the sides. 


Heel Huggers fit perfectly ALL parts 
of the foot—across the ball, under the 
arch and at the heel. 


Special patterns, special measurements, 
lasts and other differences in manufac- 


turing are responsible for the wonderful 
fitting qualities of these shoes. 


While it is true they support the arch 
in the same manner as many arch- 
supporting shoes we don’t want you to 
form the impression that they are 
orthopedic shoes. They’re not. 


They’re Better Fitting shoes, made from 
the most popular materials in a wide 
range of patterns. 














: ROCHESTER, NEW YORK \ : 
= nenven crees NEW YORK OFFICE LOS ANGELES OFFICE = 
= ildi Bush Terminal Sales Duildi 706 Forrester Buildi = 
: godt rth wre 130-132 West 42nd.St, Roo 54 6.C. MCATEE % = 
= Representatives F.LARMSTRONG, Representative Representative : 
= _ wn :| 
“za Ores Siete 
ef COMMU WD es SN mmm 


RR 
i 


Investigate the Merits of this Line 


HEEL HUGGERS IN STOCK 


A wide variety of Heel Huggers are carried In Stock. Following is a 
complete description of a popular Patent pump made over our famous 


640 Last. 

















Style B-0619D 
Net 30 days 


$5.50 


Ueno’ all me wostee Regent — pes 
. last, special Heel Hugger patterns, - 
Military heel with rubber top lift. 


AAA, 5 to8 
AA, 12 33 
A, 4% to8 


B,4 to8 
Cc, 3 ton” 





When You Sell Heel Huggers\You Sell Your Cus- 
tomers Quality that Always Will Be Remembered 
and a Fit They Will Never Forget 


UIZ # DUNN CO. 
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FOR EVERY SHOE 
THE 


PROPER LINING “ss” 


FOR CHILDREN’S SHOES 


‘Wewt S;00f SHOE LINING is particularly adapted for 
Children’s shoes. It resists the strain on leather and seams, keeping 


little feet from bursting through, and usually outwears the sole. 


This lining has an especial appeal to mothers—it saves darning, and 
reduces stocking bills. 


The name ‘Wet P/LOOF on the lining will often sell the shoe 


where all other inducements fail. 


“FOR EVERY SHOE THE PROPER LINING” 


DOUBIETWILL For high-grade shoes—the Aristocrat of 


shoe linings. 


“RedtMinew For all-around serviceable shoes 
SHOE LINING “Makes Shoes Wear Longer” 


FULDA’ Wewt POOF tndelatnieceneiient ) 


For Hard Service and Waterproof Shoes 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS, BOSTON, MASS. 


A COMPLETE LINE OF THE FINEST STANDARD SHOE FABRICS TO MEET THE 
REQUIREMENTS OF THOSE WHO DO NOT SPECIALIZE. 
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Brophy Gros. 
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Lowering the Mistake Average 
by Increased Vigilance 


E VERY shoe manufacturer makes mistakes—we do—but our record of 
a minimum of returns proves every week that the vigilance of the 
Brophy Organization is giving our customers what is probably the 
most nearly perfect line of McKays sold out of New England. 


Considering the volume of our business among the largest and most 
particular buyers in the country, Brophy Shoes are unqualifiedly 
safe to buy and sell. 


Sincere Shoes— 
Quality Shoes— 
Duplicate Order Shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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You’re missing an opportunity to enlarge 
your Sport Shoe business if you are not 


aad 
sport styles made of - SPORT 


WILO 


REG. U.S.A. 





LTHOUGH we believe that we 


f SPORT 
must get out new shades in our ‘he range of SPORT WILO 


colors includes: 


Sport Wilo Line—like our new AL- Red Dark Gray 
‘ White Dark Smoke 

MOND color—whenever fashion de- Blue Almond 

. ; Green Cocoa 
mands such, especially for women’s Chocolate Pearl 

Light Smoke ~ Coffee 

sport shoes — Log Cabin Tangerine 
—Nevertheless, we are convinced that eed Gray eg 
our standard big selling colors for 
children’s shoes, COFFEE and LIGHT Be sure you get 


SMOKE, are permanent colors that the genuine 


will continue to sell steadily, not only 
in children’s shoes but also in sport 
shoes, especially for women. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents"of WW | L Oo Leathers 
| 


Reg. U.S. A. 


10 Spruce Street, New York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 








When writing to advertisers please mention Boot anv Sno Recorper 
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Tew weyenbers 


In Stock 
MAIL ORDERNow/ LASALLE 
Cz D Widths 


925 

















Nationally Advertised 


No. 9078—Men’ —— LaSalle Blucher Oxford, Goodyear Welt, Ooze 
Leather Lined Quarter, Soft Toe, Drill Lined Vamp, Felt Lined Tongue, 
Folded €dges, Single Oak Sole, Rubber Heel, Sole Leather Counter, 
Blind Eyes, Perforated Tip. Sizes 6 to 12. C and D Widths. In Stock for 
Remmi «GREE WG NO ng einen. 5. candace cccncsccosecscegyscauddbestabenses+eeosees $3.40 


WEYENBERG SHOE MFG. COMPANY 


MILWAUKEE, WIS. 


Southwest Branch North Pacific Branch South Pacific Distr. New England Distr. 
w rg Shoe Co. Weyenberg Shoe Mfg. Co. Gunnerson Shoe Co. Dunham Bros. Co. 
Texas Portland, Oregon Leos Angeles, Cal. Brattiebore, Vt. 
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DARBROOK 


Wa 












fe eon ARBROOK SHOE SATINS are in 
2) complete harmony with Fashion’s 


Vn - > 
1® endorsement of satin material for 
S=<— =<) dress and outer wear. 





r2eex xe 


DARBROOK SHOE SATINS are made 
expressly for shoes, combining with rugged 
strength the essentials of lustre and 
uniformity demanded in footwear of dis- 
tinction. 


Pee = os 


DARBROOK silks and fabrics are known 
by name and quality to millions of women. 
Their satisfaction is the best endorsement 
of DARBROOK SHOE SATINS. 


erie 








Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by SD ONG 
D.J.Finn T.F.Leary Henley & McGaghey G. Fitzgerald W. A. Gallup ie xy 
ce) 
















Philadelphia Boston St. Louis New York Cincinnati 
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No. 225 
Price $4.40 







White Kid Lila Pump, Concealed Gore, Mili- 
tary Wood Covered Heel, Boston Last. B-C. 

No. 217—Same with Patent Saddle — Buckle. 
TY) | ee ee hv ce $4.40 


No. 110 
Price $4.25 


Patent Marie Sandal, 9/8 Wood Covered Heel, 
Caprice Last. AA to C. 


No. 111—Same in Tan Calf........ Price $4.35 
No. 0112—Same in White Kid, ‘with Rubber 
Heel ... .Price $4.05 


No. 229 
Price $4.40 


White Kid One-Strap Sybil, Black Scroll Gimp 

Stitched, Military Wood Covered Heel, Boston 

Last. A to C. 

No. 228—Same in Black Satin, Red Stitch. 
Price $4.35 
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No. 104 





Price $4.40 








White Kid Side Gore Louise, 9/8 Wood Cov- 


ered Heel, Caprice Last. AA to C. 


No. 102—Same in Black Satin. Price....... 


WHITES 


AND 


BLACKS 


-Appropriate and acceptable 


styles in footwear for the 
summer season. 


Our catalog shows a large 
variety of up-to-the-minute 
models carried in stock for 
immediate shipment. 


Keep your stock in shape 
by taking advantage of our 
large in-stock goods depart- 
ment. 


Buy Fewer Lines and Make 
More Money 


Thomson-CrookRer Shoe Co. 


18~26 Station Street 


“Boston 


CMass. 


When writing to advertisers please mention Boot aND Suor Recorver 
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WHITE 
GLAZED 





Ce ee 


FBS 











No Substitute Will Satisfy Women Who 
Have Once Worn F. B. & C. White Kid 


LAER TRE LP 
ae ie, teas x 


“: GAR ee} 





HAT is why so many highest class 
stores always specify F. B. & C. 
WHITE GLAZED KID in ordering 


summer shoes. 


They have learned that F. B. & C. makes 
“annual customers’’—and thus helps 
them sell more white shoes year by 
year. 


O other leather affords so much 
white shoe beauty that is also 
practical. 


“The Glaze that Stays” \eaves no op- 
portunity for dirt and dust to cling to 
the shoe, and makes cleaning a simple 
process. 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22-24 North Fifth Street - -- Philadelphia 


Factories Wilmington, Del 
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Finer in finish and workmanship—better in 
quality—displaying an unusual measure of 
correct, original style—On-We-Go Shoes 
for children are maintaining their leader- 
ship among stitchdown shoes. 

pore operated the first stitchdown 


in Milwaukee. Mayer On- 
are still first in 
workmanship. 


e-Go 
quality, style and 
In Stock Service 





F. Mayer Boot & Shoe Co. 


MILWAUKEE 











n Coronado, our latest 
origination,we have added 
another winner to the famous 
line of Lotus leathers. ‘When 
in the finished shoe 
it possesses a golden 
brown hue, different from 
oy sear have ever 
ES | 5 pa rorninent 
Me intallsamples ofmens 

AN = and womens high grade 
== hots. « SF ot 





















April 18, 1925 














: | Py | | | y (~) ] \ | 








ike all Lotus leathers, 
Coronado is chrome 


tanned and boarded. Ithas a 
nice even break,and asmooth 


feel.-lt takes a high 


polish so essential to 
well dressed men and 
women. ~It is stu | 
va prey me myo A AY 
eep its shape ~ cb 
iniiely. ~ Write. for | ask 
sample cutlings 2 Jer* 
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Nunn-Bush 


Ankle-Fashioned 


The Kenwood — $6.00 — In Stock NOW 
(Shoe Illustrated) 


No. 4759—Golden West Calf Cross crease. Flat cord tip. 
Pinked tip. Natural welt. Fair Separate Stitch. 
Flanged rubber heel. A to D. 


No. 3759—Ebony Calf Cross crease. Rolled tip. One row 
corded tip. Round black edge. Black welt, Black 
separate stitch. Flanged rubber heel. A to D. 


Nunn-Bish & Weldon Shoe Company ate 


MILWAUKEE, WISCONSIN 
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eX Steady Sellers 
IN STOCK 


f Cfor Immediate Delivery 


( Here are six of the most wanted styles of 


~| the season, nationally advertised styles--- 


S) 
Stock up--fill in sizes on these 
= popular slippers! A wire 
will bring IMMED- 
IATE ACTION 
from our in stock 


Sar 


department. 





\Interloop 





The Saddletrim 


No. 01-79—Patent leather, 
very light welt . . 7.75 


light welt 
__AAA toC _ 
The Spirella 


No. 31-96—All black satin 
loop strap. ..... 8.00 
AAA to C 






Curvinne 


asked for all over the country. 


No. 52-79—Tan calf, very 
7.75 


\ eagerly adopted by New York's better 


dressed women---which are being 


The 
Spirella 


The Interloop 

No. 01-89—Patent leather, 
very light welt . . 7.75 

No. 51-89—Tan Calf, very 
light welt. ..... 7.75 

No. 11-89—Black kid, very 
light welt. ..... 8.00 

No. 41-89—Brown kid, 
very light welt . . 8.00 

AAA to C 


The Curvinne 


No. 01-61—Patent leather, 
very light welt. . $7.50 
No. 51-61—Tan Calf, ve 
light welt ...... 7. 
No. 05-61— Patent leather 
vamp, genuine Alligator 
quarter, very light welt 
ene we € Ore Ores 9.75 
AAA to C 
Above shoes all carry 
slide-buckles _ 


I. MILLER @ SONS: 


Harris and Ely Aves., Long Island City 
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The 
Carmen 







The Windermere 


No. 01-90—Patent leather, 
steel beaded front buckle 
A Se ae 8.50 

No. 31-90—Black satin, 
steel beaded front orna- 
ment 

No. 32-90—Grey satin, 
steel beaded, front buckle 

8.75 





No. 34-90— Blonde satin, 
: §old-beaded front orna- 
ment . 8.75 


{ AAA to C 


The Carmen 


No. 38-26— Fallow satin 
---bead edge . .. . 7.75 


No. 34-26—Blonde satin 
7.75 


} 


---bead edge .... 
No. 31-26— Black Satin 
---bead edge ... . 7.00 


No. 01-26— All Patent 
Leather 7.50 


The Debonair 

| Scalloped Opera 

' No. 36-88— Brown satin 

| vamp with blonde moire 

quarter, scalloped vamp 
8.25 


No. 02-88—Iridescent 





SF, Ww) SS Y 


patent leather--scalloped 
9.25 
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BUY THESE AND SAVE MONEY 
Growing Girls’ and Ladies’ Sandals & 
Leather Soles Rubber Heels " 


R179—Light Gray Spring Calf, Leather Lined, Pattern No. 2 PATTERN No. 1 
R159—Light Gray Spring Calf, Leather Lined, Pattern No. 1 
R170—Dark Gray Spring Calf, Leather Lined, Pattern No. 2..... 
. Ri30—Dark Gray Spring Calf, Unlined, Pattern No. 1............... ; 
R306—Gra: ray Buck, ther Lined, Pattern No. 3 baa 
R310—Dark Gray Spring Calf, Unlined, Pattern No. 3 . 
R106—Gray Buck, Leather Lined, Pattern No. 1........ PE PS Ri 


TAN AND BROWN S t 


No. R1104—-Brown Side Leather, Unlined, pee No. 1 
Ne. Ri15—Tan Lotus, Unlined, Pattern No. 1 : 
Ne R1i65—Tan Lotus, Leather Lined, Pattern No. 2 
Ne. R305—Tan Lotus, Unlined, Pattern No. 3... ; 
Ne. R145—Tan Lotus, Unlined, Pattern No. 2...... 


BLACK 


No. R148—Black Lotus, Unlined, Pattern No. 2... dni 
No. R1108—Black Side Leather, Unlined, Pattern No. 1... 
Ne. R168—Black Lotus, Leather Lined, Pattern No. 2 


PATENT LEATHER—WHITE > 


No. R169—Patent Leather, Leather Lined, Pattern No. :.. isaghapiasansaenl 80 PATTERN No. 2 
Ne. R109—Pattern Leather, Leather Lined, Pattern No. : 

No. R1109—Patent Leather, Leather Lined, Single Stitched, Pattern No. 2 

No. R318—White Spring Calf, Leather Lined, Pattern No. 














FACTORY DAMAGED 
Oak Soles Rubber Heels 
No. R696—Unlined, Patent Leather Sandal, Patterns No. 1, 2, 8............ccccccccooe 
No. R690—Patent Leather, Leather Lined Sandal, Patterns No. 1, 3 e 
No. R692—Leather Lined Sandal, Assorted Colors, Gray, Tan, 
Patterns No. 1, 2, 3 . EEF Pa, FT 
No. ceding a ¥ Fens Assorted Colors, Brown, om, etc. Setanmsnens No. 
, & 
No. J 
BOYS’ AND MEN’S OXFORDS 
‘Leather Soles Double Stitched Rubber Heels 
Price 
R835—Tan Lotus, Creased Oxford, Pattern No. 4......... , il ¥ 
R838—Black Lotus, Creased Oxford, Pattern No. 4 5 s 


R900—Brown Chrome Ventilated Oxford, Pattern ~~ 5. s 
. R45—Tan Lotus Ventilated Oxford, Pattern No. ¥ PATTERN No. 3 
R800—Brown Chrome Blucher Oxford, Same as Potiern No. 5. Without 
Perforations : . 2.00 
Ne. R845—Tan Lotus Blucher Oxford, as No. R800 














BOYS’ AND MEN’S FACTORY DAMAGED OXFORDS 

Rubber Heels 2% to5% 6tell 
No. R990—Ventilated Oxfords eemnetonsi pe > 15 $1.35 
No. R991—Blucher Oxfords ‘ ; es Be 1.35 

CHILDREN’S AND MISSES’ SANDALS 

Red, Green and Blue 
Very Specially Priced. Regular Price 25c More 

5te8 S8%tell 11%te? 

paiensatil deena -50 


Ne. R1091—Blue, Single Stitched 
N 092—G: s 


R2—G 
R3—Red, Double Stitched ....... 


MISSES’ AND CHILDREN’S FACTORY DAMAGED SANDALS 
Steo8 S8%tell li%te2 
Ne. R500—Patent, Leather, Unlined .... - nies OO eae $ .7° $ .80 
See eet Cin, en, Been” ao: om 
E. J. RAMSEY CO. 
347 Rider Avenue, Bronx, New York City ati 


PATTERN No. 5 a 
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April 18, 1925 BOOT AND SHOE RECORDER é 21 


25 








79 
Reade 
Street 





149 Duane Street 
NEW YORK 




















After April 25th 


we will be in better position than ever before to handle the 





business of our customers effectively and with despatch. O 
Our new home has a location in the heart of the shoe district, 
and with greatly enhanced warehousing space, we will con- 7 | 4 9 


tinue our policy of having always available a complete line 


of high style women’s novelty footwear to which our stock Du an e 


is exclusively confined. 


To our increasing list of customers and the trade in general, S {tr eet 


we bid a cordial welcome to our new home and pledge our 
best efforts for satisfactory service. 





MONARCH SHOECO.Inc. 
Coens Specialty footwear 


1449 Duane Str. NewYork, NY. 








When writing to advertisers please mention Boot AND Snort RecorvER 
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UNION MADE 


Style 734B 
Dark Tan Willow Calf 
117 Lace Oxford 
Wizard Last 
Bleached Calf Lining 


Stability 


| bs selecting the line of men’s 

shoes on which you will concen- 
trate for retailing at $5 to $7.50, 
you will do wisely to consider the 
house behind the shoes. 


Weser Suozs for men have that 
kind of “value” background—one 
that registers permanently with 
customers. 


Weser Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapwar, Marsripcs Bios. 
H. Harris, Rep. 








MODEL 1584 


“CROSSWORD” 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THIS BEAUTIFUL ONE-STRAP PUMP COMES 
IN WHITE KID WITH PATENT LEATHER 
UNDERLAY—MADE OVER OUR POPULAR 300 
LAST—HAS 17/8 SPANISH SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO IN MANY ATTRACTIVE LEATHER COM- 
BINATIONS AND UNDERLAYS 


BRAUER BROS. SHOE @. "4 '°u" 


FASHIONERS OF WOMEN’S NOVELTY SHOES 





| Zo 
LOD LOD DP I a IE PDD DS DS IS DY LSS SPS SII IS AIA IIS J AY SS 
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rip 
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Spring Style 
No. /4ll 


1 
il | 
4) 


| ii 





“ 


IN STOCK 
C xD Widths / 


MAIL ORDER NOW. 


No. 7411—Men’s Tan Bal Badger Oxford, Goodyear Welt, Ooze Leather Lined 
Quarter, Drill Lined Vamp, Felt Lined Tongue, Folded Edges, Single Oak 
Sole, Rubber Heel, Sole Leather Counter, Blind Eyes, Perforated Vamp and Tip, 
Stitched Lace Row. Sizes, 6 to 12. C and D Widths. In Stock for immediate 


delivery. Price ain Ree eens VO ar Sa $3.40 
No. 7410—Black Oxford, like the above. Price Lidusnene ite. ....$3.40 


‘PORTAGE SHOE MFG. CO. 


MILWAUKEE, WIS. 


When writing te advertisers please mention Boor anv Suoz Reconpen 
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Not Too Light, 
nor yet Too Dark 


How well we have met the general demand for a medium 
Brown shade (not too light, nor yet too dark) is shown 
by the unflagging demand for our 


QUAKER BROWN 


Color 22 : 


We are still obliged to practically concentrate our produc- 
tion upon this shade. 


\WaR\\ 





«Made in Black 
And the Following Standard (olors 


Color 22 QUAKER BROWN 
Color 17 HAVANA BROWN 
Color 25 GRAY , 
Color 20 WHITE 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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TTCHELL | 
J\aDE ELL 


When $5.00 Retailers are 


) Sold for $7.00 and $8.00 
NE of our customers—a quantity 
> buyer—finds it just as easy to 
get $7.00 and $8.00 for our. $5.00 Re- 
tailers—as the price they |were bought 
to sell for. 


Why? Shoes that come out of the 
case looking as good as their higher- 
priced counterparts—well lasted—sal- 
ably styled—French corded—of 
worthy and timely materials —shoes 
that meet and beat 
competition. 








One of many attractive new 
styles in satin, with French 
cording around cut-outs. 








‘ee 


| MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 
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SNAPPY SELECTIONS 


FROM THE BERRY LINE 
FOR THREE WEEKS DELIVERY 


DWABARAALRARREA LARRY 


American 
Beauty 


Flexible 
McKay 








AAC 


LYN 


Stock No. 6337 Stock No. 6333 


Tan Calf Pump — Patent 1 Stra 
Gore me ey No Tip 200 Last, No Tp 


$4.00 $3.60 
Same Style Patent Same Style Black Kid 


Covered Louis Heel 
Stock No. 6336 Stock No. 6353 


$4.15 $3.60 








A AI A AS 


In Widths 
AA to D 


cS 








a ciiemnisan Stock No. 
‘o. 7 
Patent 1 Eyelet Gore Tie tee 


ubber Heel? Send for 
$3.65 Catalogue 


Same Style 


Patent 


Cuban Rubber Heel 
Stock No. 6339 


$4.00 


MADE BY 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 186 LINCOLN ST., BOSTON 
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. “The eye sells~ then the 
=a) nerves take the floor, 
and thats when. you're 


Bow dlad you sold Luxurests” 


says— Le — 
P THE 


LUXUREST 




















AS 


























\\ site cl 


Sf 








Trademark Reg. U. S. Pat. Off. 


MERCHANT said in his adver- 
tising the other day that we 
ought all to be engineers, so delicate is 
the construction of the foot and so 
arduous its duty. 
The owner of a foot seldom under- 
stands it. That’s the very reason for 
Luxurest Shoes. It’s hard to abuse a 
foot in a Luxurest. 
So they sell easier and easier as 
wearers experience their unusual 
comfort. Have you ever had the 
satisfaction of selling them? If not IN STOCK 
you’re missing something. Better 
order today. : No. 019—Illustrated, Black Vici Kid, 
gt Flexible McKay, Rubber Heel. 
No. 018—-Black Vici Kid, One Strap. 


$2.50 


5% 30 Days 


In Stock, Sizes, 4-9 
Widths EEE 























a 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street Chicago Office: 45 So. Wells Street 
Philadelphia Office: 44 N. 4th Street, Merchants Building 
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HERALD le a Disiily Cribun, 


Ri—~38 PAGES ip 











ri: Notion, Wepwespay 





Ses ae Ce 
- The Paid Circulation of THE DENVER POST Last Sunday Was 236,616 


(0, le Nts —— . 
odo ) News: ALTIMORE. NEWSE=== THE === 


- — | Deeers Pepanton Os. Over 253,800 
“Tied PAPE TAT GOES moied — 


; The Times-Pi R POST 
“Tfatlg  Gek0ok XN DAILY EAGLI Op ae LEADEI 
irhrasha § le Spe? Cites 

laska State Sai AB incin 
Stony cinnati Post 

Ta a iDanty Tin) pevelan 

- cae ichmond ee eres 
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Above are shown a few of the 500 well-known newspapers that will carry 
Dr. Scholl’s advertising duri ring 1925. Four different advertisements will ap- 


pear in each paper every with more than 60,000,000 readers per issue. 





April 
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500 leading newspapers will carry 
Dr. Scholl’s Foot Comfort Messages 


pet | a ei] lf) | UG fl om S| E 


eas | | OO we /! 


im... Bt ee See ee 


ul 


= et Me ee 


l 








| In addition to these newspapers, ] 
|| 21 National Magazines and 
50 Rotogravure Sunday News- 
_ papers will be used during 1925 | 








F you are a believer in the value of newspaper adver- 
tising you will be favorably impressed with our 1925 
advertising program. Almost 500 of the largest daily news- 
papers in the United States are included on our schedule. 
In many of the metropolitan cities, from two to six news- 


papers will carry Dr. Scholl’s copy. 


The schedule calls for four insertions 
each week. That indicates how thor- 
oughly we are doing the job. The 
circulation of these papers is fifteen 
million per issue with at least sixty 
million readers. Multiply these fig- 
ures by four and you have approx- 
imately the possible foot sufferers 
this advertising is reaching weekly. 


Add onto this, 21 of the best known 
magazines in the country with over 
twenty million copies and eighty mil- 
lion readers and all the Sunday papers 
with Rotogravure sections with sixty 
million more readers and you have 
some idea of the vastness of our 
advertising program for 1925. 


Such widespread and localized ad- 
vertising is bound to benefit every 
shoe merchant specializing in Dr. 
Scholl’s Foot Comfort Service. It 
means more business and increased 
profits for you if you will tie up your 
store with it by using window and 
interior displays, and by running 
local newspaper advertising. 


Remember that we maintain a Deal- 
ers’ Service Department, through 
which window display material, 
newspaper electros and business- 
building ideas are always cheerfully 
furnished those dealers handling 
the Dr. Scholl line. 


THE SCHOLL MEG. CO. 


Largest Manufacturers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller St., Chicago 


62 W. 14th St., New York 


112 Adelaide St. E., Toronto 


ne Nee ERE ARR 
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Make Your Initial Shoe Sales 
Build Repeats for You 


A 


vere that merely look well may bring of genuine USKIDE Soles. 

initial sales. The reason for this ever growing demand 
But repeat sales don’t come unless the for USKIDE Soled Shoes is easily explained. 

shoes wear well, too. More and more people are learning about 


USKIDE, the “Wonder Sole for Wear”, from 
newspaper advertising which is now blanket- 


\ 


Aa zy 


A lot of hard workers and hard walkers 
today know the key-word for long wear ing the country. 


—it’s USKIDE. And they are proving for themselves that an 
To the shoe wearer USKIDE means USKIDE Soled Shoe is a bigger dollar’s worth 

the ““Wonder Sole for Wear.” in shoe service, foot comfort and foot protec- 
To the shoe dealer, USKIDE means re- re 

peat sales. Asa result,shoe dealers who are quick to turn 


— ublic preference to legitimate profit are cash- 
And most folks don’t just casually ask ing in on their linesof shoes soled with USKIDE. 


for USKIDE—they insist upon it—and they And remember—the ideal companion for an 


turn the shoes sole-side up to see the name USKIDE Sole is the famous “U. S.” Spring-Step 
USKIDE that is embossed on every pair Rubber Heel. 


United States Rubber Company 


1790 Broadway New York 
Sole and heel stocks in our following branches: 


Boston Chicago NewOrleans NewYork St. Louis 
Pittsburgh Portland, Ore. Los Angeles San Francisco 


USKIDE Soles 


When writing to advertisers please mention Boot anv Suor RecorpEr 
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Steck 017-B — “Clyde” last, 
special sport oxford, made of 
best tan elk, calf quarter- 
lining, with Newark top- 
stitching, Kumbac _ toe-box, 
lantation crepe sole and 
block heel, heavy braided 
laces. B, C and D widths, 


Double-Duty Sport Shoes 


O GREAT is the popularity of-men’s sport shoes this spring that we have taken a 
far-forward step and designed several high-style models for double service—for 
actual golf and other sport playing, and also for smart sport dress wear. 

Number 017-B, shown here, is one of these fine models. It is a standard type of 
crepe-bottomed, soft-toe low-cut golf shoe as worn by expert players, and it is likewise a 
perfect shoe to be worn with fashionable sport costumes off the golf links. 

The last has the newest modified-round toe, custom shank and block heel. Every 
material in it was selected for both service and fine appearance. Examine the specifica- 
tions—then note the price! 


THIS AND OTHER SPECIAL SPORT MODELS ARE CARRIED IN STOCK 


Let us send you the new Bates’ portfolio- 
catalog, showing in full color the complete line 
of Bates’ In-Stock Shoes for this season. We 
supply newspaper cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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IN STOCK 





Make Selling Easy 


No. 505X—Light Tan. Eight Iron Bend 
Oak Outsole, Soft Box Toe, Wingfoot 
Heel, Varsity Last. B, C and D widths. 
Price $4.10 


No. 506X—Same as above in Black. 


$4.10 ee 
MARION SHOE COMPANY 


MARION INDIANA 


ca 
aS\ WESTERN QUALITY ana EASTERN STYLE ‘Vas 


INSURED ARCT 


Are Easy on the Eyes and the Feet 


No. 505X 




















No. 34—Al!l Tan Calf, 12/8 Leather 
Millitary Heel. ............+-- $4.35 


DELIVERY IN 
THREE WEEKS 


A LEATHER COUNTER WHERE IT COUNTS 


To further insure this support a long full leather counter is provided inside the shoe, around 
the heel and to the sides of the foot. This keeps the foot in proper position, prevents 
turning of the ankles, and gives that snug fit that adds immeasurably to foot comfort. 


et aL oer 
C.S.GIBBON CO. sini 
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FRuepings 
Seue-Suede Calf 


BLACK 


The pendulum is swinging back to suede. Manufac- 
turers are now showing a marked variety of smart 
styles in Rueping’s Rue-Suede Calf. 


Black Rue-Suede is a factor to be reckoned with in 
building customer good-will. It is soft, glove-like, 
shape retaining. Mellow as only Rueping can make it 
—and remarkably easy to clean because of its long, 
silky nap. Altogether the most practical and satis- 
fying leather of its kind. 


Sample swatches on request 


FRED RUEPING LEATHER CO. 


Fond du Lac - - - Wisconsin 


Branches : Bost Cinei ti Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton England 
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: ig exercising every possible care to 
| | maintain the highest attainable degree 
i ; of sameness in skin after skin of Ruby 
| Kid, we are not thinking only of our 
! own welfare. 


| We are constantly mindful of the many manu- 
. facturers and retailers who have standardized on the 
| use of Ruby in their black kid shoes, and our con- 
| sequent duty to them. 


Neither Ruby Kid nor any Evans leather can 
continue to progress in sales unless they are always 
made so as to profit the shoe retailer and the shoe 
i manufacturer as well as ourselves. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


Cvan ‘ 
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Fit Every 


Woman 


with the famous 


Women’s Black Kid,” Modified Educator 
Blucher, Oxford, Rubber Heel, Goodyear 
Welt $5.25 
Also style 2523, Brown Kid 

Style 2510, Russia Calf 


All sizes—In Stock 


Extreme sizes 128 


always in stock 


AAA-EE, 23610 fitting combinations 


You can sell the most popular ortho- 
pedic shoe made, the Modified 
Educator, to all women requiring a 
shoe of this type—and they are in by th 
great numbers in every community. Rene 
You can always sell a shoe that has that, 
high-grade workmanship, quality diate 
materials and perfect fit—no matter i$ Rast 
what the size may be. 


grapl 
cities 
Soutl 
and |] 


not 

of bt 
char: 
year: 
reall: 
incre 
for t 
peric 
comy 


Feature extreme sizes, narrow and 
Style 2512 wide widths, small and large sizes, 
and get the customer who says she 
is so hard to fit. She will be a life- 

Women's Black Kid, Straight Lace, 
Modified Educator Oxford, Rubber long customer of yours. These extra 
Heel... ........+++--00+: 96.25 sales can be yours. Always in stock, 

Also Style 2513, Russia Calf 
Style 2514, Brown Kid ! always ready when you want them 
All sizes—In Stock in any quantity, size, or style. 

In 
rang 


from 
per 


Style 2503 


RICE & HUTCHINS 


INCORPORATED i call 
13 HIGH ST. oigee \ BOSTON, U.S. A. Women's Black Kid, Modified Educator oa 


Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. Also Style 2505, Russia Calf . ; Smit 
Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Co. Style 2504, Brown Kid mi 
Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. T 
Rice & Hutchins Baltimore Co. Jos. I, Meany & Co., Inc., Phila., Pa. All sizes—In Stock en! 
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USINESS is 
better at re- 
tail. 

A rapid-fire tele- 
graphic survey of 
cities in the South, 
Southwest, Midwest 
and Far West, made 
by the Boot and Shoe 
Recorder, shows 
that, while imme- 
diately prior to 
Easter there was 
not that avalanche 
of buying which has 
characterized other 
years, there was a 
really good average 
increase in business 
for the early spring 
period as a whole, 
compared with 1924. 


Increases reported 
range all the way 
from five to fifty 
per cent, the latter 
figure being re- 
ported by A. B. 
Smith, of Nashville, 
Tenn. The average is 
about ten per cent. 
Reasons assigned 
range all the way 


Business Is Better 


Gains of Anywhere from Five to Fifty Per Cent Reported 


Thus Far This Spring 
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Bringing America’s Loveliest 


Easter Footwear 
to New Orleans 


Only one week to Easter! Have you, Mr. and Mrs. and Miss 
New Orleans selected the shoes you will wear on that joy 
ous occasion? Oh, it’s important-for fashion says that the 
most important thing about the Easter costume is harmoni 
ous footwear, and never, in the history of the world, have 
styles been so lovely and varied. 


Shop today with the determination to select one 
or several pairs of spring shoes. There are hun 
dreds and hundreds of fascinating models-only 
a few of the stars could take part in this revue. So 
see them in the windows of the stores mentioned 
below. And be sure that you have “The Correct 
Shoe for the Occasion.” 


These Feature Shoes Are Shown by the 
Following Stores 
Bostonian Boot Shop Mayer lracl & Co. inc. M Pokorny & Sons, Lid 
(reeset! Shoe Shop Kreeger Store. inc Porter Clothing Co. 
Godchaux Co, Lad Mawson Blanche © Schuro Shoe Store 
©. H Holmes Co, Lad Marks iaacs Co. Schumacher Shoe Store 
teuperial Shoe Store Gus Mayer Co, Lid Walk Over Boot Shop 
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The advertisement above, as well as those on the pages following, 
form a portion of a co-operative campaign entered into by the 
retail shoe merchants of New Orleans. 


from the weather to 
predictions that the 
public, particularly 
the women, are be- 
ginning to buy more 
freely, weather or 
no weather. 

The eastern part 
of the country was 
not covered in this 
survey as it has 
been in the past. 
Nevertheless, we 
learn by wire that a 
survey conducted 
in New York 
City shows that 
more shoes were 
sold than hats. Ap- 
parently hats fell 
with a thud from 
their lofty Easter 
pinnacle and their 
place on the throne 
of fashion was tak- 
en by footwear. 

Even bigger than 
the gains reported 
on women’s were 
those reported on 
men’s shoes. 

The telegrams fol- 
low: 
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Better in All 





6 oe Gent ——— 
e or 
Year Sp rl 


Women’s” shoe 
business 14 per cent 
ahead for year, but 
Easter business was 
off. Best sellers pat- 
ents, patent combi- 
nations, satins and 
light colors. Whites 
starting well. Plain 
types leading. — 





g§ Shoes 


as 


“ Departments 
Our shoe business 
—men’s, women’s 
and children’s—con- 
siderably better 
than last year. 
oan Blond and cham- 
pagne kid and blond 
satin one-strap best 
sellers. Easter busi- 
ness better.—Robert 
M. Logan, Fort 


ia 





George Muse Clo. Worth, Tez. 
' The “Big Boy” 
Co., Atlanta, Ga. New Orleans Stores Are Showing “~~ eo 
*“* * * the Correct Shoes for Every Tan-Patent- 
. ‘ Spring Occasion! on mound Satin 
Children’s Shoes snd never before bare shoe pay ee 
. . 90 important a in of ; 
Show Big Gain HERE ate many things you showkd know these on Filth Axcoue, and at tienes ahead of the Easter business 
, Ltn ee fully up to last year 
Women’s 10 per . So Sr est Nomen tara _ Telnet a inde a wine he “Ce wai” | business so far. 
] rect Shoes for the Occasion ™ The “Pata” 
cent ahead on year ‘ oy a  . .  _ . Dae 


—five behind on 


acheeve a reputation for utmost wm vines ny your 
Ones, 





Ahead of 1923. Tans 
biggest sellers; next 
ve sae patent; then satin. 


April. Spanish heel rename i Sete Poe tee 
straps, 35 per cent; oo —Turrell Shoe Co., 
Cuban, 35; step-ins, & Seattle, Wash. 
30; patent, 30; tan ome convancne watt over a _.. ah ae 
calf, 30; black satin, POSTOMUAN BOOT 340 MARKSISAACSCO, ae ‘ 
20; blond, 15. Chil- SKimummscitre | eowounvanmms™® Business Same 
dren’s 50 ahead on Mncucutstone mc SctwMaci Soe STORE Se as Last Year 
MAISON co. WALK-OVER BOOT SHOP 
Mail Orders Promptly Filled by These Shoe Stores sea Easter business 


year, 70 ahead April. 
Men’s 10 ahead on 
year; 60 ahead on 
April. Tan, 60; 
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j CS fair. About the 
QS same as last year. 


One-strap patterns 











black calf, 30; pat- 
ent, 10; oxfords, 75; shoes, 25.—Denver Dry Goods 
Co., Denver,. Colo. 


- - * 


Patent and Satin Best Sellers 


Easter business very satisfactory, especially Friday 
and Saturday. Business about 10 per cent ahead of 
last year. Patent and satin best sellers; blond colors 
next.—Cain & Campbell’s Bootery, Hutchinson, Kan. 


oS: oe oe 


Better Than Last Year 


Easter business satisfactory. Appreciable increase 
over last year. Nineteen twenty-five to date better 
than last year. Patents lead. Black satin, tan Russia, 
colored satins and kids selling in order named. Block 
heels and Louis about even—strap pattern leading.— 


Harris Emery Co., Des Moines, Iowa. 
* * * * 


Fifty Per Cent Gain in Nashville 
Easter Business 50 per cent ahead of last year. Best 
sellers are patent, satin and tan pumps and straps in 
plain effects —A. B. Smith, Nashville, Tenn. 


oo FP Te 


Fine Pre-Easter Business 


Easter business was only fair until the last few 
days, when it was fine. So far to date figures equal 


* 


last year and better. All patent, kid and all tan calf 


pumps best sellers.—S. Bassett & Son, Lexington, Ky. 


in patent best sellers. 
Business total this year so far, ahead of last year.— 
Thistlewaite Shoe Co., Helena, Mont. 
* * 7. _ 
Twenty Per Cent Better for Easter 
Easter business increase 20 per cent; increase on 
year to date, two and one-half per cent. Best materials 
light tan, patent, black kid; patterns, strap pumps.— 
Eggert Young Co., Portland, Ore. 
* * = * 
Slightly Less than Last Year 
Easter business quite satisfactory although slightly 
less than year ago for Easter week. Sales five per cent 
ahead on year up to April 1. Patent leather best seller ; 
tans good; blond and brown satins going well in plain 
pumps, gored effects and the simpler strap models. 
Look for big white season beginning May.—H. C. Voll- 
rath, The H. and S. Pogue Co., Cincinnati. 
* * * 7 
Considerably Larger in St. Louis 
Volume of Easter Business this year considerably 
larger than year ago, due to fact that people are buy- 
ing more easily this year; also that this year’s weather 
conditions were splendid, while last year cold and 
rainy weather interfered. Tan calf, patent and satin 
best material sellers. In high grades, pumps and 
plainer patterns were the most popular; and in medium 
grades, plain and strap patterns.—Arthur E. Ebbs, 
St. Louis, Mo. 
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Patent—Tan—Satin 


Easter business slightly short of volume compared 
with last Easter’s volume. Business for this year well 
in advance of last year. Materials in favor, patent 
leading; tan strong; satins third. Combinations also 
good.—P. F. Lueger’s Artistic Footery, Santa Fe, 
N. M. 


* * + 


March and April Show Increase 
Sales for January and February trifle less than last 
year. March and first half of April show increase. Best 
sellers, tans and patents; combinations of tan and pat- 
ent; blond, and black satins—Geo. Wareing, Zion 
Co-op. Mercantile Inst., Salt Lake City, Utah. 


se a Te. 


Easter Sales Ahead 


Our spring business same as last year. Easter sales 
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leather, black satin and tan calf. Children’s shoes— 
D’Orsay pattern in patent leather and tan calf, also 
combinations in patent vamp with gray and apricot kid 
quarters. Men’s shoes—mostly tan calf, straight-lace 
oxfords.—Woodward & Lothrop, Washington, D. C. 


a Sf & 


Complete Report from Dallas, Texas 


Dallas reports the best Easter week business in 
years. Good warm, clear weather brought out the 
crowds. Everyone on the streets had a bundle, either a 
new hat, clothes or shoes, many with all three. Dealers 
much encouraged. Indications point to a good spring 
here. 

Kahn: Wonderful increase, much better than antici- 
pated. Children’s trade remarkable. Blond kid sur- 
prisingly good. White season launched without a win- 
dow showing. Customers bought shoes in volume from 


39 


one cegperenees 


ahead. Sold 40 per 
blond satin; blond 
kid, 35 per cent; 
black satin, 65 per 
cent; strap patterns 
principally neat one- 
straps. — Loveman. 
Joseph & Loeb, Bir- 
mingham, Ala. 


* - * * 


Fifteen Per 
Cent Ahead 


Easter business 
fair, with increase 
of 10 per cent over 
same period year 
ago. Small tongue, 
also concealed front 
gores, plain or orna- 
mented best seller. 
Tan calfskin, also 
patent leather are 
volume _ materials, 
with blond satin 
next best. Business 
to date this year has 
increased 15 per 
cent. — Carol S. 
Wills, San Francisco. 

* * * * 


Much Larger 
than Last 
Year 


Our Easter busi- 
ness was much 
larger than last year 
in the men’s, wom- 
en’s and children’s 
shoe departments. 
The best sellers in 
the women’s shoe de- 
partment were the 
center goring with 
buckles in patent 
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Taking Up the Broad Subject 


Spring Shoes 


c 


PEST climpoes of the Spring Shoe tree indicates that the style 
subject is much broader than in past seasons. 


You'll notice, first, that there is a pronounced weakening in the 
“jazzy” or extreme models--frankly, no well-dressed man will 
wear them. But there is a “snap” and a flavor of London in young 
men’s models. They are carved on strenuous lines, embodying the 
spirit of the well-dressed youth. 


Almost every man other than the young blood finds this type of 
shoe too “swaggy” and there is a distinct preference among older 
men towards the more conservative medium toe. The wide range 
of Spring style displays allows for an exceedingly large number of 
patterns from which to choose. 


EREKETLERERK 


The real thrill. however, comes with the preview of women’s foot- 
wear fashions. Never have designers given such wholehearted 
vent to their inspiration, with the result that few women can re- 
sist the impulse to purchase several pairs. There are shoes for 
Sport, for Afternoon and Evening. There is “the Correct Shoe 
for Every Occasion.” Your favorite shoe shop has delectable 
Easter slippers in a hundred variations, so be sure to see them. 


RELEELTAEERR 
And of course, the little folk mimic the garb of their elders. Straps 


and fancy stitching and cutouts are characteristics of their very 
quested. Geauwene Suchiue, chovm bn ddtiedel enten in oh af Ge 


The main conclusion to be drawn from a glimpse of Spring styles 
is that one must give thought to buying 


“The Correct Shoe for the Occasion” 
America’s Foremost Footwear for Men, Women and Children ls 


Featured by These Dealers: 
BOSTONIAN BOOT SHOP MARKS ISAACS CO. 
CROSSETT SHOE SHOP GUS MAYER CO., LTD. 
GODCHAUX CO., LTD. M. POKORNY & SONS, LTD. 
D. H. HOLMES CO., LTD. PORTER CLOTHING CO 
IMPERIAL SHOE STORE atin : 
MAYER ISRAEL & CO., INC. ere tae 
KREEGER STORE, INC. SCHUMACHER SHOE STORE 
MAISON BLANCHE CO. WALE-OVER BOT SHOP 


—-- 








$10 up. 

Volk: Business 
very satisfactory for 
the week. Colored 
satins, kids and pat- 
ent about even. 
Every indication 
points to this being 
the greatest white 
kid season Texas 
has ever seen. 

French Booterie: 
Thirteen-fifty blond 
kid and satin out- 
standing sellers. 
Business for the 
week way ahead of a 
year ago. 


Biggest Saturday in 
History 


Zesmers: Biggest 
Easter Saturday in 
history. Blond kid 
D’Orsay pumps were 
the best bet. 

Kinney: Business 
way better than ex- 
pectations, with 
every indication that 
it will continue. 

Walk-Over: Sold 
more better grade 
shoes than ever be- 
fore. Colored kid 
was the favorite. 

Queen Quality: 
Well satisfied with 
the best Easter busi- 
ness ever. 


Whites Very Strong 


Beacon: Whites 
showed remarkable 
strength. Men’s 
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A window trim for spring arranged at the Louis Bamberger & Co. store, 
Newark, N. J. A small floral display is in the center of the window. 














light tan, crepe soles, started good. Business way ahead 
of last year. 

Florsheim: The trend toward wider toes and lighter 
shades more pronounced. Easter business satisfactory 


in every way. 
* * * ao 


Big Business in Sports 

Here in Memphis we do a big business on sport 
shoes but find that canvas, tan trimmed, is best for 
men, carrying white rubber heels and white welting. 
For women we are doing semething in blond kid, pat- 
ent trimmed, and also with pear! calf, brown calf, and 
brown calf trim, with crepe rubber soles. We under- 
stand that down in Florida and on the Gulf coast at 
Biloxi and Gulfport these shoes are big sellers, but 
not so strong with us in this locality —EZ. FE. E. Shoe 
Co.,.Memphis, Tenn. 


* * * +. 


White Kid Looks Good 

Outlook here on sport type footwear is excellent. By 
this we mean tan Russia with contrasting trimming, 
also plainer types and colored kids in combination and 
trimmed effects, and last but not least, white kids. The 
whites, in our opinion, will predominate very heavily 
in all-over, plain effects. However, black and white 
looks promising and some cut-out effects. The above 
applies to turn shoes. In welts, the low-heeled, trimmed 
effects in white, with crepe soles and also leather soles, 
look good, followed by tan Russia and, perhaps, some 
elk leathers.—Gudes, Inc., Los Angeles. 


* * * * 


Sport Season Opens in May 
Our season opens in May on sport shoes. We use 
mostly elk in colors with sprinkling of tan calf. Crepe 
soles good on women’s.—S. J. Brouwer Shoe Co., Mil- 
waukee. 





Space Selling Rapidly for Boston Fair 

Although the event is still three months in the fu- 
ture, plans for the big 1925 Boston Shoe and Leather 
Fair are rapidly shaping. 


The work is being carried on by half a dozen com- 
mittees, every member of which is sold 100 per cent 
on the proposition, these committees all being under 
the personal leadership and inspiration of President 
A. F. Bancroft of the Fair organization. 

In addition to these workers, a regiment of at least 
1000 energetic traveling salesmen, representing a large 
number of shoe manufacturing and tanning firms, are 
actively boosting the Fair in every state of the Union. 

Some 50 of the more prominent of the shoe travelers 
also have been appointed as a 1925 Boston Shoe and 
Leather Fair Hospitality Committee, with Secretary 
Thomas A. Delany, of the National Shoe Travelers’ 
Association, as chairman. The special duty of this 
committee will be to extend the “glad hand” to all 
visitors of the trades to Boston during the week of 
July 7, and they will also co-operate in making the an- 
nual outing of the Boston Shoe Travelers’ Association 
a distinctively red-letter feature of the Fair. 

The Exhibits Committee of which Buford H. Jones, 
of Thomson-Crooker Shoe Co., is chairman, are greatly 
encouraged over the applications for space received up 
to this time, nearly one-half of the available booths 
having already been applied for. Several firms have 
taken double the amount of space that they have 
usually occupied in previous Boston fairs. 

The management is expecting an unusually large 
visitation of Canadian shoe men, notwithstanding the 
unfavorable conditions that have existed in the foot- 
wear industry in Canada for some time. One of the 
Canadian railway companies has volunteered to can- 
vass, the retail shoe merchants in the territory it 
serves, notifying them of the Boston Fair and its 
attractions, and making a special effort to induce a 
large delegation of these merchants to come to Boston 
for the Big Show. 

Inquiries relative to the Fair are being received 
from various other countries, including Europe and 
Latin America, for the Boston Fair is gradually taking 
on an international aspect. Valuable co-operation is 
being received from the American consults and trade 
commissioners along this line. 
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Here’s a Record System Which Is Better Than 
a Physical Inventory 


Gives a More Nearly Perfect Control Over Stock and Helps You Decide | 
What to Do with Slow Sellers i: 


By HAROLD B. WESS 
Managing Director of the 
American Retailers’ Association 

















Epitor’s NoTe: This is the second of a series of meet; ask him these questions, “How many different 
articles in which the tremendously important problem patent leather oxfords have you in stock? How many 
of merchandise control in the shoe department will be _ different styles of gray suede, one-strap, turn slippers 
discussed and explained in detail by one of the fore- have you in stock? How rapidly can a particular style 
most experts on the subject in America. Mr. Wess, the or size be located in the forward or reserve stock?” See 
author of these articles, has been engaged during the how readily he can reply. Usually there is no way of 
last two years in organizing a system of merchandise securing such information quickly without resorting 
control in forty-five departments of the famous R. H. to the laborious process of examining the complete 
Macy store, New York. The first article appeared in _ stock. 
the March 28th issue of the BooT AND SHOE RECORDER. The first thing to do in a department like shoes, for 
instance, is to es- 





































HUS far we tablish a code as 
have _ estab- : follows :— 
lished the TYPES 
need for merchan- 100—Ozfords ; 
dising information 200—Boots 
which takes the 800—Turn slippers 
piece instead of the (two-strap, 
dollar as the unit fancy) ; 
for consideration. 400—Turn slippers ia 
We shall consider (one-strap, 4 
this subject under Colonial) f 
two captions. 500—Sports shoes 
1. The operation (golf, tennis, 
of such control. riding, ete.) 
2. Its installation 600—Welt pumps 
and safeguards. 900—Evening slip- 
The second cap- pers (bead 
tion will be treated edge turns) 
fully in the next LEATHERS 
article. 10—Patent 
For clarity, let Leather 
us adopt the term 20—Kid 
“sales check con- 30—Calf 
trol” as indicative 40—Fabric 
of merchandisecon- 50—Suede and 
trols installed in ooze 
such departments 60—Buck 7 
where information 70—Canvas a 
as to the individual 90—Mise. (kanga- . ia 
style, size and color roo, kip, goat, 2 
sold can only be se- etc.) a 
cured via the me- COLORS F 
dium of the sales 0—Brotin or tan ' a 
check. 1—Black id 
2—Gray | 
Try This Experi- 38—White a 
ment 5—Metallie 
Try a little ex- 7—Novelty 
periment with the 9—Combination 

















next shoe buyer you Exhibit No. 1 colors | 
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A shoe marked 121 would mean that it is black kid 
oxford. If we had five different black kid oxfords in 
stock, the first would be 121-1, the second 121-2 and 
so on to 121-5. If we had 20 black kid oxfords the last 
one would be coded 121-20. If a buyer wished to know 
how many styles black kid oxfords he had in stock, he 
would consult his records and see how many 121 styles 
he had. 

In arranging the stock, whether forward or reserve, 
the shoes would be separated by types, all the 100’s (or 
oxfords), 200’s (or boots) and so on in separate sec- 
tions. Under each type they would be further sub- 
divided into groups by leather, all the 10’s (or patent), 
all the 20’s (or kid) and so forth, and finally under 
each of these subdivisions they would be arranged in 
numerical order by 











who are new in a department, check blindly pieces 
against the invoice and order, without any idea as to 
whether those are exactly the pieces ordered and to be 
paid for. A code style system such as described here- 
with acts as a common language for all. 

We then set up an individual card history for each 
style shoe. Exhibit I shows a double visible card as it 
looks on the inside properly filled out and Exhibit II is 
the same card as it appears folded up, giving a run- 
ning history of that shoe for a period of six months or 
more. 

The writer has experimented with all forms of con- 
trols and he has come to this definite conclusion—that 
two of the most essential elements to be considered 
in a control are visibility and the complete elimination 
of the use of arith- 





colors, all the 1’s 
(or black) followed 
by all the 2’s (or 
gray) and so on. 
This scheme not 
only gives a definite 
number to each 
style, not only does 
this number wher- 
ever seen describe 
the type of shoe it 
is, but it results in 
three definite bene- 
fits: 
1—It at once solves 
the problem of 
stock keeping. 
The most unin- 
telligent clerk if 
told to arrange 


sre 1ar7T 2 








metic. The moment 
you are dependent 
upon some clerk 
whose job it is to 
add and subtract 
every item re- 
ceived and sold in 
stock, the number 
of errors will be so 
large as to vitiate 
the value of the 
control. I have, 
therefore, adopted 
a simple expedient 
of indicating every 
item ordered by a 
dot and when the 
item is received in 
stock, the dot is 
converted into a 








shoes numeri- 
cally will auto- 
matically do so according to type, leather and 
color. 

2—The numerical system suggested herewith ties up 
very closely with the museum described in the last 
article. 

3—We now have a succinct number which the sales 
clerk can put on the sales check whenever she 
makes a sale. 

For those who might think that there is additional 
work for the clerk, I wish to point out that instead of 
writing out the word “shoes” which is useless, she puts 
down 121-20 size 7C and the price. The size and price 
are usually written with the word “shoes” anyway. 

The next step is to arrange with the manufacturer 
to print that number inside the shoe. The buyer sup- 


plied with this code soon acquires a facility in indi-~ 


cating opposite each order the style number he wishes 
that shoe to be known as when it comes to the store. 
The manufacturer is instructed 1—to inscribe the 
style number inside of the shoe, and 2—to indicate the 
style number of the shoe as well as the number of each 
size on the invoice. Henceforth the receiving depart- 
ment has an accurate check through the order, invoice 
and shoe, all bearing the same intelligent code number. 
I wonder how many markers, particularly those 


Exhibit No. 2 


black stroke. When 
an item is received 
into stock as a return from a customer, it is indicated 
by the addition of a green stroke. The merchandise 
control clerk has no addition or subtraction to do. Her 
work is automatic and at least that form of arith- 
metical inaccuracy is eliminated. 

A glance at Exhibit I will show that the dots, 
vertical strokes and black strokes give a quick picture 
of how many of each size are on order, in stock, and 
how rapidly each shoe is selling. In Exhibit II that 
shoe is followed up as a whole from day to day, regard- 
less of size, showing how many of that style have been 
received, on order, sold, on hand. In the right hand 
corner at the end of each of the twenty-six weeks of 
the season a summary is made, giving the same infor- 
mation for each week. A glance down the “sold” col- 
umn over a period of two or three weeks will tell at 
once how a particular shoe is selling. Each card is 
tabbed according to its selling quality, namely; A, B, 
C, or D seller and at the end of each week the buyer 
and the merchandise manager take all the C and D 
cards to the museum and compare the shoes which are 
poor or non-sellers with their competitors, the sellers, 
and either take an immediate markdown or, before 

(Continued on page 51) 
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Is the Trend of Trade Toward the 





Specialty Shop ? 


Well Known Texas Merchant Says It Is and Backs His 


Judgment with His Money 


By H. C. SCOGGINS 


Fashion Booterie, Beaumont, Texas 


amily doctor, but when the eyes or teeth bother 
then the specialist is sought. Just so the average 
woman is being trained to go to the specialty shop for 
her fancy footwear first, with the family stores coming 
last in her buying program. Proof of this is seen in the 
fact that when an attempt was made last year to force 
plain shoes on the people, they just would not accept 
them. This to my mind was one of the basic causes of 
last year’s poor business. People wanted exclusive pat- 
terns such as were shown only in specialty shops. 
After twenty years spent in a high-grade family 
shoe store, I came to the conclusion that the highly 
specialized shoe store is the more scientific method of 
distributing shoes at retail. 


| re ordinary bodily ailments one goes to the 
f 


The Advantage of Specializing 


Any particular branch of the retail shoe business 
can do better when all your time and energy are 
trained on one phase. Concentration will pay better 
dividends than generalization. I do not believe that the 
family stores will ever stage a real come-back. The old 
established stores of this kind will undoubtedly con- 
tinue to grow, though their growth will not be so 
great as it formerly has been. 


One can be a a Fh aati 


a 


specialist in many §& 
ways in the retail- — 
ing of shoes. The 
way that appealed 
to me was “pretty 
shoes for women.” 
We carry only 
round toes, short 
vamps and heels 
from 11/8 to 18/8. 
We buy from only 
three houses and 
do not have a welt 
in stock. This shows 
how we concen- 
trate. I have found 
that customers are | 
willing to pay the =| 
high cost of service : 
and exclusiveness, ite 
so make it a rule 4, thew 








Pian, es 


never to re-order jake Minchen, is at the left and between them is Everit B. Terhune, 
on a style. 





ht is the author, Mr. Scoggins. His associate in business, 


general manager of the Boot and Shoe Recorder. 


How to Lose Sales—And Make Friends 


Customers readily understand when it is explained 
to them that the reason styles are not re-ordered, is 
so that when we show a pattern, they may be assured 
of a reasonable style exclusiveness—that what they 
buy will not become commonplace. In my opinion it is 
not wise to buy shoes across the board, so the most 
we will buy a pattern is three ways. This prevents it 
from becoming ordinary. 

Purchases are confined to three houses and would be 
confined to one were it possible. This not only simpli- 
fies buying, but makes the account more worth while 
to the manufacturer. Orders are placed each week for 
as many pairs as were sold the previous week, so that 
a continuous flow of new goods comes into the store. 
In the same manner a relatively small stock is kept 
fresh and active. 


Compact Salesforce An Advantage 


By having the head of the concern on the floor at 
all times, a higher degree of personal, intimate service 
is assured the customers. It is easier to keep a small 
salesforce enthused over a small stock than it is to keep 

a large salesforce 
— Ses §6venthused 6«(over a 
large stock. With 
the buyer on -the 
floor all the time, 
he is in _ closer 
touch with his 
trade, so is in a 
better position to 
interpret their fads 
and fancies, also to 
get their immedi- 
ate reactions to 
style changes. The 
homey, friendly 
contact with cus- 
tomers is a valua- 
ble asset to the 
small store. 

In a_ store of 
this kind, one can 
not be volume 

(Continued on 

page 62) 
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In a perfect foot contest of our own we would 
give these five girls first prizes. They are dancers 
from the Denishawn School. 


Baseball and golf meet to the left—Babe Ruth 
and Walter Hagen—both champs, the latter 
wearing a disguise. 


Shoe golfers—Henry D. Wexner, manager of 
Ike Kempner & Bros. store at Hot Springs; 
“Big Ed.” Rickard of the Rickard Shoe é ¥ 
Haverhill; Charles Miller of I. Miller & Sons 
Long Island City. 
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Believe it or not, they use elephants 
as caddies at Miami, Florida. Here’s the 
proof. 

fifty years ago the five men you see 
at the right held the Cleveland record 
in shoe fitting. Top row, James J. Polcar, 
who spoke to his customers in ten lan- 
guages; next, George H. Lenz. Bottom 
row, Mitchell Livingston, Frank W 
Barker and Maurice Livingston. 
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style revue. 

























A sextette of shoe models 


at the Coney Island board yi wie 
walk pageant Easter Sunday. i a 


The Bleecher Shoe Company J 
of New York put on this whee 
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Haste—a Poor Shoemaker 


GREAT opportunity presents itself on April 

21 at the Style Conference Committees of 

the National Shoe Retailers’ Association and 

the National Boot and Shoe Manufacturers’ As- 

sociation to prepare a style program that will give 

an industry a policy and a platform for a full six 
months ahead. 

As a factor in orderly business the lengthen- 
ing out of the style periods enables proper pro- 
duction of leather, for soles and uppers to be made 
efficiently need both time and tannage. National 
experience indicates clearly that all materials, 
lasts and patterns cannot be conceived in haste. 

A six months’ cycle of style increases the value 
and efficiency of the materials selected by such 
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proper anticipation. At the same time economies 
are effected impossible to the present hand-to- 
mouth methods of selection, which put an im- 
proper stress upon the tanning industry to produce 
under pressure. 

This unfortunate state of affairs is due largely 
to the fact that shoe merchants commonly take 
the measure of their business from the whims of 
women, and the length of time it takes to draw a 
pattern (expecting that every material want can 
be satisfied immediately) and that the sketch is 
everything. 

Our industry measures a wide span—each foot 
of which is an essential part of the shoe service, 
from the selection of the raw hide to the repair 
tap of the customers’ shoe. 

There is no power on earth that can shorten'the 
distance between the first steps of tanning and 
the sale in the store without destructive conse- 
quences. 

Leather making is one of the ten chief indus- 
tries of the world and a most singular thing about 
it is that it is the only great established manufac- 
turing industry of the country that is dependent 
upon another industry for its raw material. Tan- 
ners couldn’t make a foot of leather if the stock 
raiser didn’t provide them with hides and skins, 
these pelts being a by-product of the cattle raising 
industry. _ 

The shoe trade, and the public too, have been 
thrown into a great deal of confusion because 
they do not recognize the magnitude and at the 
same time, the dependence of the leather industry. 
If iron is scarce miners can dig more ore; if lumber 
is scarce, lumbermen can cut more trees; if textiles 
are scarce, cotton growers can grow more cotton, 
but when leather is scarce all the tanners in the 
world cannot raise hides and skins, except at an 
additional cost. The chemist has done wonders to 
expedite the quick tannage of leather, but beyond 
a certain point he cannot go without injury to the 
substance upon which is built the business of fac- 
tory and store. A six months’ basis is short enough 
—even longer anticipation on leathers would be 
in order. 

This conference can do much to make every 
factor in the industry view their business on a 
broader horizon than that which is bound by the 
door of their store or the walls of their office. It is 
time to look upon the great leather industry with 
each unit as a co-operating part. Every man pres- 
ent should realize that supply of raw material 
for leather is not instantly available for a sharp 
twist of style. He should realize that a diversity 
of upper stock makes possible an economic distri- 
bution of all leathers, and that sole leather in its 
tannage is made better by the simple process of 
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anticipating wants, rather than by rush orders 
over the telephone. 

At this conference the shoe merchant can hitch 
his store to the tannery, or in other words, plan 
his business from information gained by a study 
of leather manufacture. It will encourage him to 
regulate his styles and to look upon the demand 
for leather shoes as a constant demand, not as a 
demand dictated by whims of fashion. Leather 
makes up more than 90 per cent of the material 
in the shoe, and its quality, selection and cost is 
improved by sound business methods of anticipa- 
tion. 

The American shoe merchant and wearing pub- 
lic are forced to pay the price of haste in tanning 
haste in shoe making and haste in style selection. 
A concerted attempt to think a full six months in 
advance is the most forward step that has been 
taken by the shoe trade. 





Is It Sizes or Styles? 


HE general feeling prevailing in many indus- 

tries is that the most necessary thing to do 
is to lengthen out the style seasons. Some de- 
gree of agreement has been achieved in the gar- 
ment trades and the major trend being set, the 
man who rebels finds himself out of fashion, out 
of luck and out of profits. 

The biggest asset of a shoe store is to satisfy 
a customer. By buying fewer lines the merchant 
can buy a better run of sizes and this event- 
ually means repeat sales. Under present condi- 
tions a merchant will not and cannot give the 
same attention to fitting values, for he must get 
rid of his high style shoes in sixty days, or sell 
them at a sacrifice. 

Some of the stores that preach style, style, 
style, are lamentably weak on sizes. Some of the 
kitchen shop factories make three sizes of lasts 
and two sets of patterns cover everything needed 
between sizes three and eight and widths AA to 
D. The shoes are not right, even though the ink 
and stamp pad help in the deception. Most of the 
kitchen shops operate on turn shoes and where it 
is possible in McKays and welts to do a little jug- 
gling of patterns, it certainly isn’t safe in turn 
manufacture. 

With the size end of the business in such a 
lamentable condition, due to the multiplicity of 
style, isn’t it time that we lengthened out the pe- 
riod of salability of most of the shoes carried? The 
cure of the situation rests with the majority. As 
the condition is today, the merchant (no matter 
how strong his resources or how much his cour- 
age) cannot do much else than follow the trend 
of business and merchandising methods pursued 
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by the majority of merchants. How serious the 
situation is comes vividly to us through this para- 
graph from a letter received from an Iowa mer- 
chant. 

“These sudden style changes have now been 
playing havoc with the shoe business for the past 
four years. Previous to that time a merchant could 
place his orders six months in advance with al- 
most absolute safety, and at the time of inventory 
no great amount of depreciation was necessary. 
Let’s note the difference in the results. 

“Show me any time previous to 1920 where 
your net returns in the retail shoe business have 
been as rotten as they have been since 1920. From 
figures shown by the Bureau of Business Research 
in 1920 there was a net profit of 1.2 per cent, in 
1921, a loss of 1.9 per cent, in 1922, no profit or 
loss, in 1923, a net profit of 1.7 per cent. Is there 
any man living who would be foolish enough to 
loan his money at any such rates of interest? 

“A very good reason for this condition can best 
be explained by an illustration in the last bulletin 
No. 48 Bureau of Business Research. A retailer 
decided to rid his stock of women’s shoes which 
were no longer in demand. The total number of 
pairs were 379 and he put them all into one lot at 
$1 per pair. He sold 193 pairs and kept on hand 
186 which were only end sizes and therefore were 
worthless. 

“Take your pencil and do a little figuring and 
you can readily see that this merchant’s loss on 
this bunch of shoes was from $1700 to $2000. 
This only illustrates one of the many thousands 
of other similar cases.” 





Consumption of Shoes Makes 
Profit 


N the shoe business, as in almost all industries, 
it is now, more than ever before, becoming 
necessary to recognize a community of interests. 
There is the manufacturer, there is the distribu- 
tor, the merchant, and the consumer. Each a co- 
ordinate interest, and inter-dependent one upon 
the other. Take from either thé elements of suc- 
cess, and the other two will soon languish, and 
show signs of a corresponding depression. 

The manufacturer must have a margin from 
the merchant, and the merchant must have a still 
larger profit from the consumer, and the con- 
sumer must in some way, have the means where- 
with to purchase, or there will of necessity be a 
restricted consumption of goods, and a restricted 
consumption of goods means the world over, a 
limited demand, and a falling market, while a 
liberal consumption means the world over, a cor- 
responding demand, and a rising market. 
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Styles That Live to a Profitable Age 


Lengthening Out the Style Season in Your Store by Selecting Shoes That 
Sell and Resell 


HE word “IF” has come down through the years 

as a conditional utterance on which depends 

success or failure. “If we had less style” is ut- 
tered in the same breath with “if people wore more 
shoes.” 

Every time anything is said about trying to reduce 
the multiplicity of styles somebody goes off the handle 
and whoops, “Why, you can’t ‘standardize’ styles; we 
must have variety’—just as if anybody with sense 
enough to come in out of the rain would try to cut off 
all variety. 


7." 
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Two Years of Style Life 


A one-strap model with large cut-outs on both 
sides and minor cut-outs taking the place of per- 
forations on the vamp and quarter. This shoe 
has a style life as far back as April, 1923, and 
we indicate on our chart the regions where the 
shoes were first salable. This shoe in its essential 
characteristics is precisely the same number in 
April, 1925, as in April, 1923. The perforations 
have been altered with the idea of freshening the 
style up, but esstntially the shoe is the same to- 
day. The pattern has intrinsic beauty and good 
taste and bids fair to continue as a standard num- 
ber for some time to come. Selected from the 
line of Bancroft-Walker Co., Boston, Mass., and 
charted by the RECORDER. 


Of course, styles can’t be “standardized,” in the 
sense of getting up a set of patterns for everybody to 
use. No one ever imagined or proposed that that could 
be done. 

But every man in the trade who has had 
his eyes open has known for some years that 
more styles than were needed were being 
turned out, season after season, to the discom- 


fort of every branch of the trade, whether 
manufacturers, wholesalers or retail mer- 
chants. 

A betterment in style has already been achieved. 
Over the length and breadth of this country there are 
shoe merchants who played the style game consistently. 
It is one of the reasons why some stores show in- 
creased volume of business and increased profits when 
both are unusual. The selection of a style that has such 
inherent good taste and balance in it, isn’t a matter 
of “by guess and by gosh,” but of knowing positively 
that there is a market and a continuous one for such 
a shoe in your eommunity. 


ocr.i923eJ 


A Continuous Seller 


In a variety of materials this fundamental pat- 
tern, with its gore front, started in Chicago, 
October, 1923, and continues to be a big factory 
production factor. In fact, more than 9000 pairs 
have been sent this season to one store alone. 
The fundamental pattern hasn’t been altered in 
that length of time. The shoe has been bought 
right across the boards in all patterns and colors 
and has made for itself a steady and standard 
selection of both merchants and customers. As 
a sport number it is here shown in white kid, 
white goring and a patent saddle illustrating its 
year-round value as a pattern. Selected from the 
line of Ordway & Clark, Inc., Haverhill, Mass., 
and charted by the RECORDER. 


We are showing five definite models, each of which 
has a character and definition all its own, making it 
salable for a long period of time. We could do pre- 
cisely the same thing by asking successful merchants 
in all parts of the country to send us a style shoe that 
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has been salable and profitable for many months and 
still continues to be called for. One of the reassuring 
things about the development of style in the shoe busi- 
ness is that with such a multiplicity of patterns, the 
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This style started in San Francisco and Hous- 
ton, Texas, in May, 1924, and didn’t arrive as a 
pepular number in New York, until July 19. It 
was August 22 before it found its place in Chi- 
cago. It is now selling everywhere in a variety 
of trimmings to meet new tastes. It is a particu- 
larly desirable style in white kid. It is very 
heavily stocked and was ordered in big volume 
as recently as April 8. It has been nationally imi- 
tated and is perhaps one of the outstanding 
styles of the season. It proves that a style in good 
taste and in the right color selections has a life 
in the stock of a store for many months. Selected 
from the line of Laird Schober & Co., Philadel- 
phia, Pa., and charted by the RECORDER. 


merchant who has a conviction that one particular pat- 
tern is exceptionally good, can carry that belief for 
months to his profit. 

He can so get his salespeople to “know that shoe” 
that they will fit it and sell it, month after month, to a 
real profit and prestige for the store. 

One shoe in mind is a trim little patent leather 
slipper with a Colonial tongue two inches high, having 
a goring behind it. The shoe is so simple that it would 
seem almost a back number to illustrate it. And yet 
this shoe has been salable on 42nd street New York, in 
a big store for two years It is an exceptional day when 
fifteen pairs are not sold of that number. It has not 
been changed in pattern or design, heel or last, in that 
length of time and continues to be one of the standard 
profit makers of that house. 


Pick a Good Style and Stick to It 


We have endeavored to make a simple cross-section 
of shoes selected from representative houses and it 
would not be difficult to do the same with a hundred 
other houses having wide flung distribution. These 
shoes illustrate the possibilities of balance in a line 
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in an average shoe store. Buying these shoes right 
across the board in the different materials gives a real 
foundation of stock. Our presentation of them is to 
indicate clearly that some control of style has been 
achieved by merchants and from now on we will see 
greater progress than ever before in the retailing of 
shoes. The merchant who is well grounded in his com- 
munity needs, and who understands fitting values, pat- 
terns and lasts, and who has the essential idea of good 
taste, can pick now his basic stock for September. We 
know this will be challenged by the nimble-witted, so- 
phisticated buyer of style. who feels that something 
new every minute is necessary. 


Picking Fall Fundamentals Now 


The situation is that up to the opening of fall we 
have a shoe market filled with flapper sandals, cut-outs, 
light and fancy effects, of typical salability for July 
and August. It appears this season as though we would 
have a sharp bréak between the fancy sandals and the 
filled-in effects for fall. If a thin strap is indicative of 
summer, then the wide strap or double strap makes a 
good opening fall weight. If a low D’Orsay effect has a 
summer sale, then a higher cut gore, fitted shoe, is 
suitable for fall. No merchant goes wrong in looking 
ahead to a little more substantial type of footwear for 
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Here is a front gore style which started in 
Chicago, in March, 1924. A few weeks later in 
the same month it registered in New York and 
the chart indicates how rapidly it spread. The 
significant thing is that the shoe made its im- 
print in public attention at an early date and has 
continued to be a good selling number ever since. 
It is one of the best universal sellers of this line 
today and looks like a good seller for a iong 
period of time. Selected from the line of Upham 
Bros. Co., Stoughton, Mass., and charted by the 
RECORDER. 


the fall run. The logic of style change indicates some 
trend in that direction. 
The various gore pattern shoes in patent leather 
have a real place in fall footwear. There are ideal fit- 
(Continued on page 62) 
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Chart A. This shows sales by pairs and grades during February. 


When a Buyer Goes to Market 


A Control Sheet Which Keeps Him from 
Loading Up Too Heavily 


Blanche, New Orleans, has recently perfected 

a buying system that is the culmination of his 
experience. It is so simple to operate, so complete in 
valuable information furnished, that it should appeal 
to buyers in all classes of stores. Being based on actual 
store figures, one cannot go far wrong in correctly 
estimating the percentages of grades to buy, when 
and why to buy them. Only three books are used in 
this system, the price card, limit sheet, and “Beat 
Yesterday” book. The information gained by this sys- 


R R. WILKINSON, shoe buyer at the Maison 


sells, it is simply a case of mathematics to figure 
out the correct ratio of the goods to buy. By referring 
to Chart A you will see that it shows the retail prices 
in the left hand column. It also shows the total number 
of pairs of all grades sold each day, together with 
the total pairs of each grade for the month. This 
chart is called the Price Sales. 

Chart B is the Limit Sheet. This tells the number of 
pairs of each grade to buy, in order to fill the quota. 
It also has a buying record, showing the number of 
pairs bought in each grade, together with the cost and 
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How to Start the System 


take inventory to determine 
the total number of pairs, at 
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all times the number of pairs 
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of these two totals will give ["35, |[#%o. Witsoe | ée 
one a summary of the stand- 
ing of the stock and the pro- 
portion in which each grade 


7¥ 


FIT Fae | CRVE. 
J bo 336 Ke 
b.0e | #3? AJ. Ce. 


to retail at prices that are 
fixed by the result of Chart A. 


Preventing Over-Buying 





sells. The story that the av- 
erage shoe stock tells, after be 
such a survey, is that the 
higher-priced lines are too 
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These figures serve as a 
guide and so prevent over- 
buying. There is often a 
temptation in the market to 
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’ The C. & K. Boot Shop, 408 Main street, Houston, Texas, sells a large 
volume of high shoes to men. J. C. Houston is manager. The windows are 
finished in gray, high toned in blue. Mr. Houston believes in changing his 
windows often, endeavoring to make them more attractive than the 
average. Most of the store’s advertising money is spent on windows. 





it is possible to have what the customers want, when 
they want it. The real big benefit to be derived from 
this system, is that it prevents overbuying and insures 
a well-balanced stock: 





Here’s a Record System Which Is Better 


Than a Physical Inventory 
(Continued from page 42) 

doing that, place a P.M. on that shoe. The shoe may 
not be selling because 

a—it is undersized 

b—there is a better shoe in stock for the same or 

lower price 

c—it is not properly displayed 

d—it has not been adequately sold to the sales clerk 

e—it may be out of style 

f—it may be defectively manufactured. 
Whatever the reason, the shoe is considered as an indi- 
vidual from week to week and not left lying idle for 
several months until any remedy for the above or other 
ills is too late. 


Physical Inventory Often Inaccurate 

Before continuing, the writer wishes to stress one 
point and that is the usual question about the accuracy 
of such a control. There are those who believe that a 
continuous physical inventory is most desirable. I have 
experimented with every method, and I have found 
that it is not true. I can cite case after case where 
physical inventory did not reflect the actual number of 
items and colors in stock. There are too many items 
in transit, on display, misplaced in the wrong boxes, to 
enable us to give an accurate figure for each style, size 
and color. Physical inventory is accurate enough for a 


dollar and cents figure but seldom accurate enough for 
a piece figure. (The exception to this will be discussed 
in a future article.) 

Several pertinent instances come to my mind at this 
moment. The head of stock was sent to verify the con- 
trol figures against the stock and returned with a 
figure which was half of that of the record. He was 
sent out a second time to look more carefully and he 
found many more that he had overlooked. 

In departments such as shoes and corsets, the sales- 
people have become accustomed to ask the merchandise 
control clerk whether such and such a style and size 
is not in stock. Usually they ask this question after 
they have tried to find the item in its proper place 
without success. When the merchandise control clerk 
informs them that the records indicate the size and 
style to be in stock they make a further search and 
usually find the item. 


Right Information Always on Tap 


I have no hesitancy in saying that the written record 
is certainly as accurate as the physical inventory with 
the additional advantage of giving the buyer imme- 
diate information of the condition of each item and 
size in stock without having to wait for the usual 
round of inventorying over a period of several weeks. 

(How to install a “sales check control,” the kind of 
personnel one should employ for that purpose, 
whether the controls ought to be centralized or 
decentralized, under whose jurisdiction it should be 
handled, and how such simple information as we 
initially list on a card shown in Exhibit 1 can be con- 
verted and organized into valuable merchandising 
information which should act as a scientific guide, 
will be discussed in future articles.) 
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Are You One of the “‘Georges’’? 


A Thinking, Successful Retail Shoe Merchant Analyzes the Man He 


E recently received the fol- 
V \ lowing communication from 
a prominent successful far- 
seeing retail shoe merchant in a 
large city. What he says is so sin- 
gularly true and so definitely points 
the way of progress to the retail 
shoe salesman, that it merits the 
deepest thought of everyone whose 
vision carries him beyond the mere 
today. 


Dear Editor: 


Did you ever give thought to this 
—that some of the future mer- 
chants of the shoe trade are now 
“clerking.” Probably in smaller 
cities, apparently just “clerking,” 
but in reality preparing for larger 
things. 

They are doing many things; sell- 
ing shoes, keeping stocks in order, 
may be even sweeping and dusting, 
keeping the books, collecting 
accounts, doing all those 
things which cause their em- 
ployers to feel that they can 
give anything to “George” to 
do, and it will be done, and 
done well. And they are doing 
more. 

They are reading good, use- 
ful, helpful books on history, 
biography, travel, which 
brings them up to the plane 
of thought and conversation 
of the store’s customers. And 
still more; they realize that 
the merchandise they handle 
is for human beings, that it 
concerns the customer’s com- 
fort, pleasure, sport and so new 
meanings of and interest in 
it sink into their minds, and 


Wants as His Assistant 


find expression in their contact 
with customers who soon ask for 
“George” hardly knowing why, ex- 
cept that they like his service. 

It is only a step farther for 
“George” to be given more of man- 
agement, buying, advertising, plan- 
ning, more pay and a partnership. 
Are you one of these “Georges” or 
are you just watching him as he 
passes you on the way up? If you 
think you are a “George” (not hop- 
ing, or expecting to be, but really 
are) you’re going up. Many mer- 
chants are looking now for a real 
“George.” They always are looking 
for him; for he is the merchant of 
tomorrow.” 

That is a remarkable letter, isn’t 
it? If you knew the man who wrote 
it, as we do, you would profoundly 







The ladder climbed by every ‘‘George’”’ 


realize the great truth of what he 
says. ' 

Oh, friends in the retail selling 
field, there is so much that is fine 
and splendid waiting for your hands 
to do. Did I say hands? Well, I 
mean much more than that—there 
is so much ‘that awaits your 
thought, the application of your 
minds, and the devotion of your 
very hearts and souls! 

There awaits just around the cor- 

ner for him or her who will make 
the effort to look, all that is summed 
up in Opportunity—the money re- 
ward, the respect of associates, a 
place in the higher, broader ter- 
races of honest business, and the 
great bliss of accomplishment for 
its own sake and the comforting 
knowledge that the world is better 
for our having lived. 
There comes a call for such 
“Georges” as are above de- 
scribed, not only from busi- 
ness men who constantly need 
trustworthy, capable assis- 
tants, but from friends who 
rejoice in all good that may 
come, from devoted fathers 
and mothers who yearn and 
pray for their sons’ and 
daughters’ happiness, from 
sweethearts and wives who so 
dearly desire all good things 
for those they love, from in- 
nocent, helpless children whose 
ways in life depend so greatly 
on the work and progress of 
their parents. 

Incentives a hundred times 
revealed, rewards immeas- 
urable, wait upon the willing 
“Georges” of our shoe stores. 


April 18, 1925 
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Be it remembered that the ladder 
climbed by every “George” has 
marked on every rung from first to 
last—“This work and this duty will 
I perform in loyalty and to the best 
of all that I am.” 

The Editor. 


Prize Winners of March 
Problem Contest 


Horace A. Batchelder and B. C. 
Krouse Submit Best Articles 


The winners of the March Prob- 
lem Contest are: Horace A. Bat- 
chelder with Jordan Marsh Com- 
pany, Boston, Mass., first prize; 
B. C. Krouse, with W. F. Oelman 
Co., Dayton, Ohio, second prize. 

The subject of the contest was: 
“What Suggestions Have I Made 
for the Improvement of My Store’s 
Business?” 

Mr. Batchelder’s article won first 
place because it concisely covered 





Problem for April 


The Boot and Shoe Recorder 
will give a prize of ten dollars 
for the best answer to this 
problem: “How I Handle the 
Customer Who Brings Along 
A Friend to Give Advice,” and 
send to the Editor of “The 
Retail Shoe Salesman,” Boot 
and Shoe Recorder, 207 South 
street, Boston, Mass. The arti- 
cles will be judged solely on 
the merit of the ideas or sug- 
gestions, without reference 
to grammar, punctuation, 
spelling or penmanship. This 
contest is confined to actual 
retail shoe salespeople. The 
winning article will be printed 
in a future issue of this de- 
partment. A second prize of 
$5 also will be awarded. 




















Suggestions I have made 


much ground and many suggestions. 
Mr. Krouse’s article described one 
very valuable, unique suggestion in 
an unusually excellent manner and 
is published elsewhere in this de- 
partment. 

Here is Mr. Batchelder’s winning 
contribution: “What Suggestions 
Have I Made for the Improvement 
of My Store’s Business?” 

1. That all undesirable and slow 
selling styles be marked down; way 
down if necessary, to insure quick 
and decisive clearance. 

2. That fewer lines be bought, 
but larger quantities of the sure 
selling kinds, in the most wanted 
sizes. 

8. That right, smart, window 
displays and newspaper advertise- 
ments be featured. 

4. That the salespeople be thor- 
oughly instructed in the manufac- 
ture and fitting of shoes, and to 
give all customers courteous and 
impartial attention. 

5. That up-to-date shoe cata- 
logues be mailed or distributed in 


suburban towns, to boom the mail 
and telephone order business. 

6. That suggestive selling be 
vigorously taught to get extra sales 
and extra business. 

7. That all surplus stocks be con- 
stantly watched and carefully kept, 
to prevent over accumulation. 


Suggestion for a Suggestion 
Sale Contest 


Dayton Retail Shoe Salesman Offers 
a Valuable Idea for Increasing 
Business in This Store 
By B. C. KROUSE 
W. F. Oelman Co., Dayton, Ohio 

Dear Editor: 

There is a lot of dope in my 
noodle that I can’t put on paper and 
make it read as I would have it un- 
derstood. 

The store where I work is one of 
the finest of its kind, always open 
for worth-while suggestions. There 
has been a great deal of talk lately 
about scientific salesmanship, intro- 
ductory selling and suggestive sell- 
ing. 

No doubt my suggestion to my 
employer. has been tried out al- 
ready in many places, but neverthe- 
less there is still room for marked 
improvement in this direction, 
which will mean the corralling of 
many an extra dollar which now 
walks out every day in every store. 

The suggestion is for the em- 
ployer to sell the salespeople first 
on the suggestive sale contest prop- 
osition by offering one, two, or three 
prizes; these to be a certain cash 
per cent for the number of sugges- 
tive sales made. This puts the size 
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of the prize in the hands of the 
salespeople and also nets the firm 
many an otherwise lost dollar. 


Store Has a “Morning Sing” 


In this store we have what we 
call our “morning sing.” We have 
a piano and violin and the sales- 
people’s melodious voices, with all 
songs thrown on a screen as in a 
movie, result in everybody going 
to work with a smile and in a mood 
to say a cheery good morning to 
every customer. 

My idea was at this time in the 
morning to take a few moments and 
organize what you might call a 
“Suggestion Sale Contest.” First 
let all employees elect leaders for 
each side. Then have the two leaders 
choose sides from the salespeople. 
After this is done let the head of 
the house arrange the different de- 
partments to his own liking. 

This contest should last from 
three to four months. The depart- 
ment manager should give each 
salesperson a certain suggestive 
article to sell for each week, chang- 
ing them around each week so that 
everybody has a chance at different 
articles. If A sells B article, B gets 
credit and if B sells A article A 
gets credit for that week. In this 
way no suggested sale is lost. 

Each salesman’s name and what 
he is to suggest for each week 
should be made record of and each 
sale O. K’d by the manager of the 
department as well as the amount 
of the sale. This will help to elim- 
inate any tendency to cheat. The 
adding of the amounts will give the 
employer the total of business done 
which would otherwise have gotten 
away, at least a certain per cent of 
it. 

This contest requires no cash out- 
lay. The prizes, if offered in a per 
cent way, will be up to the sales- 
people, while the house cashes in 
also, and all that is required is a 
little added effort on everybody’s 
part to put it across. 

This will also help train the sales- 
force to make the most of every 
customer who is already in the 
store, and also cutting down the 
cost of going after new ones. 


When is a Shoe Correctly 
Fitted? 

By ALBERT F. ROLLER 
The Cantilever Shoe Shop, 
Atlantic City, N. J. 

To the Editor: My conclusions and 
statements are the result of prac- 
tical experience in fitting feet and 
the application of my knowledge ac- 
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quired as a student of the Course of 
the Retail Shoemen’s Institute. 
ALBERT F. ROLLER. 


When the foot is permitted to 
perform its work naturally under 
conditions as made necessary in the 
ordinary routine of each person’s 
daily programme, a shoe is cor- 
rectly fitted. 

Fit according to ball. 

All retail shoe salesmen should 
have some knowledge of the anat- 
omy of the foot. Personally I have 
never seen two feet exactly alike. In 
fitting the length of the longi- 
tudinal arches should be considered. 
Also note whether the foot is thin 
or fleshy, with a high or low arch. 
Minor deformities must also be con- 
sidered but there are general rules 
which are applicable to all feet. 

When the heel, arch and ball of 
the foot set properly without ugly 
openings or wrinkles, invariably 
you have given a good fit. 

When the weight of the body is 
on the foot see that the counter 
does not set away from the heel. 

When a foot is fitted with the 
correct last it should break straight 
across the vamp. 

The lacing should not be too far 
apart; the shoe will usually pull 
down at the sides in this case after 
wearing. The lacing should not be 
too close; after a shoe of this kind 
is worn awhile it will lace together 
and throw wrinkles down the sides. 
The pattern at the back seam should 
be straight and set correctly after 
lacing. When the weight of the body 
is on the foot the counter should not 
set away from the heel. In a pump 
as in other styles the ball should 
set where the last-maker intended 
it to in the tread, allowing for 
which varies in different types of 
feet. When « pump fits well it will 
not pull down at the sides and cause 
the upper to buckle and create a 
gap on the outside. 

The shoe, of course, should be one 
which conforms to the special char- 
acteristics of the particular type 
of foot. 


What Stock Turnover 
Really Is 
By C. S. LANE 
with 
J. E. Bufkin, Hattiesburg, Miss. 

Stock turnover means exactly 
what the word implies. 

When a merchant has sold an 
amount, the cost of which is equal 
to the average amount of merchan- 
dise carried in stock, he has accom- 
plished what every merchant 
strives for, a complete turnover. 
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Most merchants figure turnover 
from sales. To do this he must take 
the average amount of stock car- 
ried, plus the average mark-up on 
cost, divided into the sales, in order 
to get the rate of turnover. 

Following is a concrete example: 
A merchant carries an average 
stock of $6,000; his sales show a 
gross profit of 33 1/3 per cent, 
which amounts to a 50 per cent 
mark-up on cost. His average mark- 
up of 50 per cent on stock of $6,000 
totals $9,000; $18,000 divided by 
$9,000 is two, showing that he 
turned his stock twice. 

Do not underestimate the import- 
ance of turnover. 

The difference between gross 
profits and total expense is net 
profit. Total expense remaining the 
same, a 3 time turnover is just 
three times the net profit of a one 
time turnover. 

Of course, selling expense in- 
creases somewhat with each turn- 
over, but records compiled by Har- 
vard show that the perceniage of 
expense on a rapid turning stock is 
lower than a slower moving stock. 

In conclusion: A merchant in or- 
der to know just what the rate of 
turnover is at any time during the 
year, should keep records showing 
the amount of merchandise on hand 
at all times. Then at any time the 
average amount of stock carried 
from yearly inventory to any date, 
plus his average mark-up, divided 
into his sales, will enable him to get 
a fair estimate as to whether his 
business is going to show the proper 
rate of turnover for the year. 


Wisdom and Experience 
Nuggets 


Turnover is the quintessence of 
business. It is the rack upon which 
business makes or breaks.—Dale J. 
McCreary, Walk-Over Boot Shop, 
Springfield, O. 

In my opinion, in order to make 
the retail shoe business a success 
every retail shoe salesman must 
make his work a profession.—H. B. 
Comer, Lane Bryant Adaptable 
Shoe Dept., Chicago, Ill. 

Proper fit is a foot in a shoe that 
is smooth and comfortable and a 
shoe that will stay just so under 
stamp, side-swipe or tack.—Law- 
rence L. Kay, Struthers, Berner & 
Co., Genesco, IIl. 

I have found in my experience of 
selling that a salesman should not 
base his selling on quality of leath- 
ers, although he must know the dif- 
ferent grades or kinds of leathers, 
for instance, kid, calf, nubuck and 

















suede, also patent selling today is 
not based on quality of leather; nine 
times out of ten it is based in fit- 
ting the foot properly and talking 
on that line. Good looking shoes are 
all they ask for. 

The customer today bases the 
quality on the store she goes into, 
therefore very seldom mentions 
quality when in the store. 

Agree with the customer and at 
the same time let her know that you 
know what you are talking about. 
—B. Harvey Breen, Urdang’s Shoe 
Store, Hackensack, N. J. 

A shoe is correctly fitted when 
you have seated customer, removed 
both shoes, measured both feet and 
seen to it that the shoe is plenty 
long with proper ball tread, and 
with a waist that can be adjusted to 
the customer’s needs. I find that the 
measuring stick should not be re- 
lied upon in all cases, that your 
judgment should be used as to 
whether or not the shoe is long 
enough from ball to heel.—H. H. 
Johnson, White House Dry Goods 
Co., Beaumont, Texas. 


Suggestivity 
A traveling salesman for a big 
shoe concern told me this one. He 
said that he knew a dealer, in a 
town not so very large, who tried 
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He put the thing straight to his 
customers 


his best for a time to urge his cus- 
tomers to further buy of this ex- 
tra or that. He did not succeed in 
roping in a customer once a year, 
hardly. Why? Because he put the 
straight thing up straight to his 
customer, who was ready to back 
away from him, anyhow. 

Then he found out, by ample test 
cases, that when he suggested— 
merely suggested—some other ex- 
tras, his customer was more ready 
to be in on them with him and would 
go and look before leaving the store. 
The chances were, he bought, at 
that. 

I know of a shoe dealer, in this 
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lil ol’ Detroit, who tried the same 
thing for a spell and it did not work 
out right. Then he came to long 
enough to surmise that maybe his 
customers wanted suggestions alone, 
and he gave them suggestions 
alone, and they bought more stuff. 

The human dog, when he comes 
toa purchase of some shoes, wants 
it pretty much his own way. If 
you fit him well with a nice pair 
of shoes, he will be in better trim 
to listen to your deft suggestion on 
extras. 

The first of all, he must be fitted 
out with a right pair of shoes. Then 
is the time to spring your disinter- 
ested suggestion on him for an ex- 
tra. I speak that word “disinter- 
ested” advisedly, for no salesman 
with the good of his store at heart, 
can ever make a suggestion of dis- 
interestedness. But he can seem to 
speak it that way. And it will go 
down his customer in better shape 
almost always.—W. D. Fellows, De- 
troit. 


Some Things You Need to 
Know About 


The store records system; ex- 
change data; human nature; the 











Some customers cannot be joked 
with 


human foot; foot troubles; flexible 
and rigid shanks; corrective appli- 
ances; selling more than one cus- 
tomer at a time; when a shoe is 
correctly fitted; types of feet; dif- 
ferent characteristics and uses of 
various leathers; linings; laces; 
parcel post; satins; fibre soles; va- 
rious heel material; welts; McKays; 
turns; stitchdowns; moccasins; pol- 


ishes; broken sizes; courtesy to - 


customers and co-workers; rubber 
footwear; the boss’ ideas; to live 
within your income; good books; 
citizenship; stockkeeping; adver- 
tising; what character is; counting 
stock; style and stock on the way; 
health; appearance; windows; the 
other shoe stores in town; sleep; 


play; findings; colors; saving 
money; making and _ keeping 
friends; square dealing; cartons; 
credit; courage; store organization; 
profit; happiness; hope; confidence. 

There are a few other things 
that a retail shoe salesman needs 
to know about, but perhaps this 
little schedule will do for a starter. 


Leatherettes 


A “packer hide” is the term ap- 
plied to the take-off of the large 
meat packing houses. 

A “country hide” is one taken off 











One of the earliest methods of 
tanning 


by a farmer or butcher and sold to 
the tanner or hide dealer direct. 
Barks, woods, nuts, leaves, yield 
tanning acids. 
Valonia, mangrove, tannin, gam- 
bier, nujrat, bolans, divi-divi, are 
a few of many tanning agents. 


“Most arts require long study and 
application; but the most useful of 
all, that of pleasing, only the de- 
sire.” 

“Modesty is the only sure bait 
when you angle for praise.” 


V7 
DUMB ANIMALS 











Modesty is the only sure bait 
when you angle for praise 


“A man’s good-breeding is his 
best security against other people’s 
ill manners.” 

—Chesterfield. 
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Five Kinds of Leather 


CABRETTA —Tanned _ sheep- 
skin of superior finish used for 
shoe leather, made from the hide 
of sheep which produce a skin of 
greater strength than ordinary 
sheepskin, the wool of these sheep 
is extra fine. Some claim a cab- 
retta is crossed between a sheep 
and a goat. 

CORDOVAN—A name long in 
use. Made from the “shell” found 
in part of a horsehide, beneath the 
surface. 

CALFSKIN—Skin of young cat- 
tle; weighs up to about 15 to 18 
pounds. 

KID—Leather made from the 
skins of mature goats; many kinds 
of finish are given to this leather, 
such as dull, glazed, mat, patent, 
etc. 

KIPS—Made from skins of cat- 
tle; weighs from 18 to 30 pounds; 
tanned mostly for men’s shoes. 

—Harvey E. Paquin, 
Sault Ste. Marie, Mich. 

















Help lame dogs over stiles 


Do the work that’s nearest, 
Though ’tis dull awhiles, 
Helping, when we meet them 

Lame dogs over stiles. 


See in every hedgerow 
Marks of angel’s feet 
Epics in every pebble 
Underneath our feet. 
—Charles Kingsley. 


“Digging wells is the only busi- 
ness where you don’t have to begin 
at the bottom.” 

“For thinking before speaking, 
for forgiving and forgetting, for 
being generous to the poor and kind 
to the needy, for looking before 
leaping, for living a square and 
fair life, for doing your level best 
—for all these you will never be 
sorry.” 





———— 
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THE LADDER CLUB 


An Organization Dedicated to the Improvement of 
Service in Retail Shoe Stores 
National Headquarters, 207 South Street, Boston, Mass. 


Director, ARTHUR L. EVANS 


Arthur D. Anderson Owen A. Thomas 


Ezecutive Council 


Helen M. Haney Charles K. Hickey 


Secretary, HARRY R. TERHUNE 


James F. Wells 
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Notice: Hereafter the Ladder Club news and data will be published in the Boot AND SHOE RECORDER third 
issue of the month, instead of the first issue as was formerly the custom. This change is made in order that 
the Ladder Club section will appear at the same time as, and in conjunction with, “The Retail Shoe Sales- 
man,” the department of the paper devoted to retail shoe salesmanship. It is felt that the two belong to- 
gether. Therefore, look for the Ladder Club hereafter in the third issue of each month.—Director, the Ladder 


Club. 
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Program for May Ladder 
Club Meetings 

Following is the program for the 
meetings of duly organized Ladder 
Clubs during the month of May, 
whenever and wherever held: 

1. Call to Order. 

2. Roll Call. 

8. Opening Talk by Leader of 
Meeting. 

4. Communication from National 
Headquarters. 

5. Discussion: Subject, “Selling 
the Difficult Customer.” 

6. Discussion: Any Subject or Sub- 
jects of Local Store Interest 
or Policy, as Proposed by the 
President or Executive Com- 
mittee. 

7. Announcements. 

The leader of each Ladder Club 
now organized will receive by the 
first of May, a regular monthly 
communication from National 
Headquarters. This will include a 
message to the club, suggestions 
for the opening talk, suggestions 
for handling the meeting and a 
questionnaire covering the ques- 
tions proposed for the first dis- 
cussion. 

At discretion, the local Ladder 
Club will, of course, vary the above 
suggested program to suit its par- 
ticular circumstances, but it is ex- 
pected that all clubs will discuss the 
topic assigned. 

The secretary will please be 
prompt in sending the Report of 
Meeting blank, duly filled in, to Na- 


tional Headquarters for the files 
and for preparation of a combined 
report of the respective meetings. 

National Headquarters stands 
ready to lend any proper assistance 
relative to the conduct of meet- 
ings and the welfare of the local 
organizations. 


Constitution 


Printed copies of the Constitu- 
tion and By-Laws of the Ladder 
Club are now available. Please ap- 
ply to National Headquarters for 
your copies, one for each member 
and one for the record book. 


The Slogan Contest 


The Slogan Contest will close 
June first. All suggestions received 
by that date will be forwarded to 
the Ladder Clubs. Each club will 
vote on the ideas suggested and 
forward the result of the vote to 
Headquarters. The slogan receiving 
the majority of votes will be de- 
clared adopted as the official slogan 
of the Ladder Club and incorpo- 
rated into its seal and “trade 
mark,” so to speak. 

Do not delay sending in your 
slogan ideas—don’t wait until the 
last minute. Send in as many ideas 
and as often as you wish. Every 
one has equal chance. Ten dollars is 
the prize for the author of the win- 
ning slogan, which should suc- 
cinctly express the spirit and pur- 
pose of the Ladder Club. 


Recent entries in the slogan con- 
test: 
“Upward Ho!” 
“Serve Better and You'll Climb the 
Ladder.” 
“The Club of a Thousand Shoe 
Methods.” 
“Advancement of Shoe Knowledge.” 
“Every Shoe Salesman’s Asset.” 
“United Shoe Knowledge for All.” 
“Successful Shoe Methods for All.’ 
“Make Each Sale Swell Your 
Book.” 
“A Step in the Right Direction.” 


How to Organize a Ladder 
Club 


Store staffs not already organ- 
ized into Ladder Clubs may find out 
how to go about perfecting such 
organization and all about it, in- 
cluding the constitution by filling 
in the application blank in this 
issue. 


Recently Organized Clubs 


Family Shoe Store, Salisbury, 
N. C. 

Calendar Shoe Shops, Inc., New 
Brunswick, N. J. 

Kaufman Clothing Co., Lexing- 


“ten, Ky. 

Worbass’ Walk-Over Boot Shop, 
Syracuse, N. Y. 

V. A. Cane Co., Saranac Lake, 
N. Y. 


C. C. Anderson Co., Pueblo, Colo. 
Model Shoe Store, Nogales, Ariz. 
Phil Herold Co., San Jose, Calif. 
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Fill Out and Mail This Coupon Today 


This is a request 
for information 





To the Ladder Club, National Headquarters, 


207 South St., Boston, Mass. 


on how to organize 
a Ladder Club. 


We are considering the organization of a Ladder Club in our store. Will you please send us full informa- 
tion on this subject—what the Ladder Club is, what it does, how it operates, how to organize one, and a copy 


of the Ladder Club Constitution. 


1. Name of concern.................. 
B.. beombioms, COW icc .cicsisisin.... 

3. Type of store (please check) Family........ Chain ... 
4 


Number of executives and employees................ 


(Signed) ............ 


firm member or manager 
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Ladder Club Pointers 


In cases where the local store 
staff organization meets oftener 
than once a month, it is suggested 
that one whole meeting be given 
over to the discussion of the sub- 
ject proposed by National Head- 
quarters, leaving the subject of 
special local interest or policy for 
one of the other meetings. 

The Ladder Club is a strictly 
democratic (with a small “d’”) in- 
stitution. The spirit of the organ- 
ization is mutual helpfulness and 
the improvement of store service 
through better co-operation, better 
understanding and _ self-improve- 
ment of the individual. 


The whole of anything can never 
be greater than the sum of its 
parts. The quality of store service 
can never be any better than the 
quality of the service of the indi- 
viduals. That individual service 
cannot be bettered unless the mem- 
bers of the store staff make definite 
effort to improve themselves in 
every way. The Ladder Club helps 
individuals to betterment of their 
capacity for service and hence bene- 
fits the whole business. 

In the Ladder Club the least is 
equal to the greatest; that’s the 
way the meetings should be run. Of 
course there must be officers and a 
leader for each meeting, but that 
ought not to imply superiority as 
far as getting the most out of the 
meetings. The humblest member 


stands just as good a chance as the 
boss to get something from every 
meeting; very likely he stands a 
better chance. 

Here’s a recipe for a successful 
meeting of the Ladder Club; put 
something into the meeting, then 
you’ll take something out. Let each 
one contribute his mite of expe- 
rience, opinion, idea, thought, 
judgment, on any or all subjects 
discussed. By so doing you enrich 
the club without impoverishing 
yourself a particle. Besides, the fel- 
low who is always receiving and 
never squaring the account by giv- 
ing something in return is hardly 
playing fair, now is he? 

By all. means the employees and 
heads ought to belong to the Lad- 





$10 for a Slogan 

WANTED—A slogan for 
the Ladder Club. Read care- 
fully the statement of the 
ideals and objects of the Lad- 
der Club—then see if you can 
make a slogan that will ex- 
press these ideals and objects 
—send the slogan to the Di- 
rector of the Ladder Club, 
207 South St., Boston. 

The author of the winning 
slogan will be awarded a ten- 
dollar prize by National 
Headquarters. This slogan 
contest will close June 1. 











der Club and attend every meeting, 
rubbing shoulders with their co- 
workers on an even basis. 

How about a “feed” preceding 
the next meeting? 

The singing of popular songs at 
the beginning and ending of meet- 
ings is a mighty good thing to do. 
Nearly every group has a national 
song leader. Wind him up and set 
him going. 


If You Already Have a 
Store Club— 


As published in the preceding 
issue of this department, we desire 
to say that in stores where there 
is already in operation some form 
of staff organization, it will be pos- 
sible to utilize the Ladder Club 
service and programs’ without 
changing the name or purport of 
the store organization, provided one 
meeting a month is devoted to the 
Ladder Club programs. 


All Together! 


There’s lots of fun in doing things, 
Where “All together!” is the 
song each sings, 
Where all are with you on the job, 
Where all are friends, not just a 
mob. 
Where every one joins every one, 
To see that work is just like fun, 
That’s the way that makes things 
whirr, 
For each and every co-worker. 
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Shoes of Today Emphasize Individuality 


Step-Ins and One-Straps Still Dominate, but Artistic Originality of Detail Is Far 
More Important than the Type of Pattern 


VERY fashion announce- 
ment from Paris makes it 
evident that the foot is be- 

coming more and more the center 
of interest. 

Easter showings were of great 
variety with many decidedly individ- 
ual patterns to suit every type of 
personality. Satins and kids are 
equally popular at present; also Rus- 
sia calf continues in favor. Material 
plays an important role in the shoe 
drama of today. The seventeen- 
eighths spike heel will hold an ex- 
alted place for afternoon and dress 
wear, but with walking and sport 
shoes, the low box or cuban heel is 
indispensable. ‘The short, broad 
French toe is slowly losing favor 
with the aristocrats of fashion and 
the moderate toe, which is neither 
narrow nor broad, is taking its place. 


Gray Begins to Appear 


Shades of tan are more and more 
pronounced in both shoes and cos- 
tumes, especially blond which has 
achieved such unusual success. Then, 
there are the warmer shades of light 
gray which are apparent in many 
collections and should not be ig- 
nored. 

The most alluring shade of peach 
is being featured very strongly in 
the advance showings at all of the 
smart shops and will undoubtedly 
achieve great popularity. Among the 
smartest new offerings is a straight- 
lined coat of peach-colored Kasha 
Cloth with a dyed fox border 
on the bottom, also of peach 
color shown by Franklin Simon. 
Of particular interest are the 
unusually smart peach colored 
Doe-skin shoes at Hennings. 


Skirts Getting Shorter 


The general silhouette re- 
mains unchanged except that 
skirts are much shorter and 
afternoon and evening gowns 
are much more feminine and 
display many types of flares on 


By BEATRICE BROWN 








Very elaborate allover hand-embroidered 
underlay, in pastel shades of flower design. 
Overlay and heel of gold kid. Perugia 
model shown in the French room at 
Franklin Simon. 


The sport costume continues to be 
boyish and severe, the material play- 
ing the most important part. There 
are checks and plaids of all com- 
binations and colors, and doubly 
smart are the very wide stripes in 
artistically blended shades, displayed 
especially in the sport “ensemble.” 
Extremely popular is the two-piece 
sport dress, worn with and without 
belts and with plain skirt or pleated 
with the new inverted large pleats 
at sides or in front. These “chic” 
and practical costumes are made in 








Center—Metal 

or silver kid and with rhinestone side buckle. 
Left—White kid sandal made of folded strips. 
Right—Brown alligator walking shoe. Center goring 











skirts. covered with Scotch tongue. From Hanan & Son. 








all shades of french flannel, kasha or 
jersey. The most favored type of 
shoe for the sport costume is a Rus- 
sia calf, low-heeled, with one-strap 
with a side buckle. 


Ensemble Suit a Favorite 


The “ensemble” suit governs the 
fashion at present, being worn in the 
deeper and more conventional shades 
and materials for morning wear 
with the dress of the same material 
as the lining of the coat. For after- 
noon wear, they are incomparable, 
both for beauty and practicability, 
the coat and dress being made of the 
same material. The afternoon cos- 
tume is displayed in all the lovely 
new shades of tan, blonde, peach, 
gray, blue and green. The materials 
are also of endless variety includ- 
ing all of the new crepes, also char- 
meen and kasha cloth and any num- 
ber of other materials. The beauty 
of the “ensemble” lies in its in- 
finite simplicity. 

Most original are the transparent 
coats of chiffon, georgette and Eliza- 
bethan crepe to be worn over the 
printed dresses of contrasting color. 

The separate coat is extremely 
beautiful, being elaborately trimmed 
with unusual shades of dyed fur to 
blend with the material of the coat. 


Black Still Stylish 


Black is beautifully displayed to 
advantage by being trimmed with 
delightfully contrasting furs in the 
lighter shades. Black satins, 
crepes and bengalines are the 
materials used in these coats. 

Bengaline, in all colors, is 
especially smart for coats, and 
is endorsed by all of the most 
fashionable houses. The beau- 
tiful silk lustre of bengaline 
has a tendency to bring out the 
beauty of this season’s most ex- 
quisite colorings, causing them 
to appear even more beautiful 
and pleasing to the eye. 

Many of the coats and most 
of the “ensembles” are made 
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with the severely plain and al- 
most mannish neck line, with 
neither fancy collar nor fur to 
relieve the plainness. Some 
coats, however, come with de- 
tachable fur choker collars 
which may or may not be worn, 
as one chooses, 


Green a Good Summer Color 


Green is always a good sum- 
mer color. Very distinctive, in- 
deed, is Gidding’s display of 
various shades of medium and 
pale green, notably for semi- 














with buckle. 
Right—Tan calf vamp with Scotch plaid quarter. , 
Center—Patent leather with caramel kid trimming on Beige, Tan and Brown 


sport and afternoon wear. A outside only. Saks & Co., Fifth Avenue. 


sport coat of knitted material 

with allover embroidery of white 
wool was quite attractive. Quite in 
harmony are the pale green, doe- 
skin shoes being shown at the various 
smart booteries for semi-sport and 
afternoon wear. Doe-skins are smart 
beyond comparison and are dis- 
played in all the pastel shades to 
match or contrast every conceivable 
shade of costume. 

Sandals are yet to be challenged 
and are predicted to be more favor- 
able than ever this season. With due 
consideration of the fact that san- 
dals are very comfortable and 
healthy for the feet, one might be 
inclined to believe that this long 
standing and ever-increasing popu- 
larity might be attributed to the per- 
sistent prevalence of the very light 
shades of hose which display them- 
selves very prettily through the cut- 
outs. 


Infinite Variety for Evening 


Evening gowns are masterpieces 
of decorative art and are of decided 
individuality. Lengths vary accord- 
ing to the style of the gown. Some 
are short, fluffy and flared chiffon 








Left—Opalescent pearl patent leather 
with mother-of-pearl buckle. Also made in 
tan and gray patent leather with buckles 
to match, 

Right—Iridescent patent leather vamp, 
heel and trimming with dark gray lizard 
quarter. 

Lower—Paisley brocade shown in all 
colors with rhinestones around vamp to 
match, From I. Miller. 


skirts with slightly raised and fitted 
waist lines, while others are long 
and without even the slightest indi- 
cation of a waist. Many are very 
elaborately beaded with oriental 
jewels combined with gold and 
beads in the Russian manner. White 
is also being worn a great deal for 
evening and is often ornamented 
with pearls and rhinestones. Evening 
shoes are likewise very elaborate and 
are in perfect harmony with the 
gown modes. The decoration of heels 
is unique. Tea rose seems to be the 
most popular shade of hose for eve- 
ning wear. 

Printed chiffons are most adorable 
when combined with lace. This also 
applies to a great many afternoon 
gowns with the flared effect of the 
skirt being often made of some be- 
witching lace combination. 


Buckles on Afternoon Shoes 


Buckles play a most important 
part on afternoon shoes and decora- 
tion plays-a more important part on 
all buckles. They are of all shapes, 
sizes and designs. Some are dis- 
tinctly attractive in the unusual 
blending of colors and in the carv- 
ing, both of which are rather ori- 
ental. 

Scarfs are particularly important 
and beautiful for afternoon and eve- 
ning wear. They are of all lengths 
and widths and are mostly of trans- 
parent materials, gorgeously em- 
broidered in the most elaborate 
fashion with many cOlors and also 
in gold and silver. 

The envelope purse which is in- 
dispensable for street use is also be- 
ing embroidered and ornamented in 
the most elaborate fashion. Some are 
decorated with oriental jewels in the 
unique Russian or Czecho-Slovakian 
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coloring and design. The me- 
tallic-beaded bag is  unsur- 
passed for dress wear. 

Since the neck line is in- 
clined to be rather plain, no 
costume is complete without 
some sort of ornamentation 
for the throat. Beads are large 
and small, long and short, deli- 
cate and otherwise, but there 
are beads and necklaces to be 
worn favorably with every 
type of costume. 








Lead Hosiery Shades 


Almost as important as the shoe 
is the hosiery with which it is worn. 
Apparently the black stocking is not 
enjoying the vogue hoped for it, says 
the Dry Goods Economist, since 
women who are not likely to wear 
the light beige colored and gray 
shades of hosiery select gun metal 
and a new dark shade called cannon. 
However, with the majority, the 
beige, tan and brown shades lead. 
With the black shoe, rose beige and 
tortoise are favored colors. With the 
new calf-skin shoes for street wear 
light tans are also worn, as well as 
matching shades. 


Mauve for Evening 


Mauve is favored for wear with 
evening slippers and a lovely rosy 
beige shade called tea rose is an- 
other used to some extent. Flesh and 
blush pink are others worthy of 
mention. 

The first blush of morning has 
been taken from the sky for a de- 
cidedly new and good-looking shade 
which has been justly named Au- 
rora. All the pastel shades come to 
match the delicately tinted satin, kid, 
metallic leather and doeskin slippers. 





Left — Opalescent pearl patent leather 
with iridescent patent leather trimmings 
and heel. 

Right—Tan calf. step-in perforated. 

Lower—Irish crocheted sandal in all 
colors with heel and trimming to corre- 
spond. From J. &@ T. Cousins. 
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Two interior views of Heywood’s new store at Worcester, Mass. On the left is the women’s section; the men’s 
department is on the right; just beyond the hosiery section which is placed at the entrance. 


Appearance of Dignity Helps Sale of 
High Grade Shoes 


in the heart of Massachusetts, with a population 
of 180,000 people, did not have a shoe store that 
could be classified as a typically high-grade establish- 
ment from the viewpoint of store appearance and 
merchandise carried. The Heywood Shoe Store, for 30 
years at 415 Main street, answered the requirements 
in its merchandise, but due tc the long period of occu- 
pation, the store’s appearance was not consistent with 
the type of merchandise sold. 
Now all this is changed with 
the recent opening of the 
new Heywood store at 328 
Main street. It is one of the 
most attractive stores in the 
East, some departments be- 
ing patterned after leading 
stores in larger cities. 
Heywood sells shoes for 
men and women at prices 
ranging between $8 and $14. 
The new store is not far 
from the old location. The 
front is very inviting, offer- 
ing a dignified appearance. 
The fixtures are of Circas- 
sian walnut and the interior 
is also finished in this tone. 
Great care was exercised in 
detail arrangement with the 
aim to make it a convenient 
store. A men’s department, 
carrying Heywood shoes, oc- 
cupies the front of the store. 


yr years the City of Worcester, a busy metropolis 


The women’s sections is toward the rear. There is a 
hosiery department and, as in most every store, is near 
the entrance. 

The individual chair style has been applied through- 
out the store. Chairs face each other, carrying out the 
idea of making the departments a unit by themselves. 
Stock is carried on both sides of the store for both 
men and women, saving a lot of unnecessary walking 
by the sales staff. Most stores devote one side to men’s 
and the other to women’s 
shoes. 


The women’s chairs are of 
blue plush seat and cane 
back. In color, the fitting 
stools match the chairs, but 
are finished in leather. 

An air of individuality 
radiates from the men’s sec- 
tion as well as the women’s. 
The chairs are of walnut. 

Four-side display cases 
emphasize the detail applied 
in making the interior most 
attractive. Besides the wall 
cases there are two oval 
cases with rounded corners, 
which very nicely set off the 
sections for women and 
hosiery. The side wall cases 
contain plate glass shelving 
and are nine feet high. They 
extend to the top of the stock 








shelves. The stock is within 
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The wide lobby effect has a great influence in drawing people to the 

display windows of the Wilson Shoe Store, a family shoe store, at Orlando, 

Fla. These windows never present a crowded appearance, but always show 

a few good styles. The store has a hosiery department, foot comfort sec- 

tion, repair department and shoe shine parlor. Harry S. Wilson is pro- 

prietor. Many traveling salesmen have remarked concerning the thorough- 
ness with which Mr. Wilson has equipped his store. 





arm’s reach. Walls are finished in buff and the ceiling 
is white. The store is very well lighted. Shoe boxes are 
brown, lined with gold, with blue lettering. The floor 
is tile of a dark tone, harmonizing well with the main 
color scheme. 

The hosiery unit is a duplicate of that at the Thayer, 
McNeil Company store on Temple Place, Boston, Mass. 
A findings department adjoins it. It is unique and pos- 
sesses features which allow the findings stock to be 
concealed. 

George W. Rivers is store manager and reports the 
opening was very auspicious and indicated great 
things for the new Heywood store. 





Is the Trend of Trade Toward the 
Specialty Shop? 
(Continued from page 43) 

crazy. It requires a “good sport” streak in a merchant 
to be able to smile when a customer walks out without 
buying. He is obliged to answer this question: 

“Would it have cost more to have had the shoes and 
sold her, than it would. to have lost the sale?” 

Just as Frank P. Meyer said: 

“Tt is a good merchant who knows how to lose sales.” 


Too Much “Volume” Talk 


I do not believe it is good business to increase the 
stock 60 per cent in order to do 40 per cent more busi- 
ness. No money has been made in this method of 
forcing volume. 

By following the ideas outlined it is comparatively 
easy to maintain a good clean active stock, with a turn 
of at least five times. The business is easier to finance 
on account of not having great quantities of stock 
on hand at all times. Incidentally, also, it enables you 


to take your discounts without impoverishing your 
bank roll. 


London Shoe Company Buys C. S. 
Marshall Company, Brockton 

Brockton, Mass., April 17—The C. S. Marshall Shoe 
Co., one of the best known of the men’s shoe manufac- 
turing firms of this city, was sold to the London Shoe 
Co., Inc., of New York Tuesday. The title to the good- 
will, real estate and equipment was transferred to 
Marcus, Morris and Sol Weingarten, officers of the 
London Shoe Co. of New York, operators of a chain of 
well-known shoe stores in that city. 

The new corporation has commenced operations at 
the Brockton plant, producing 1800 pairs of shoes 
daily, which is the factory’s capacity. The same grade 
of shoes that has been made by the Marshall Company 
is being made and will be the only grade turned out. 

One-third of the Marshall factory output will be 
sold through the London stores of New York, the other 
two-thirds being distributed by way of the Marshall 
accounts, which will be carried by the new corpora- 
tion. Sol Weingarten, son of Marcus, is directing the 
business. Mr. Marshall will devote some of his time 
within the next few months to aiding in an advisory 
way. James A. O’Neill is continuing in charge of the 
office and factory. 

Of interest is the fact that some years ago, the 
Weingartens obtained their start in business through 
Mr. Marshall’s agreement to grant them liberal credit 
at a time when they had neither a well-established 
business nor much capital. The Weingartens gradually 
developed a men’s shoe business which has reached a 
$3,000,000 volume in their New York retail stores. 

Charles S. Marshall was the guest of his business 
associates at a dinner in Boston April 14. 
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Styles That Live to a Profitable Age 
(Continued from page 49) 


ting qualities to many of the high front gore effects, 
and the high instep lines cling to the foot, due to the 
gore. 
Original Shoes May Need Amendments 

In studying the shoes shown, remember that the 
fundamental shoe is still salable, but it is good mer- 
chandising practice to have minor modifications in 
trims and materials made with each new order. The 
spring-time call for blond satin might easily change to 
a mid-summer call for white kid on the same pattern 
and design. What we hope to do by the presentation 
of such excellent models is to help the merchant pick 
up courage to look to good taste in footwear and to 
hold on to that which is good in style, pattern, ma- 
terial and last. Some of these shoes met with in- 
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This side gore patent leather pattern attributes 
its long life to several things. It possesses ideal 
fitting qualities, the high instep line clings to the 
foot, due to the flexibility of the side gores. The 
long period of patent leather popularity was an 
influence to prolong the life of a style, and the 
12/8 military heel is high enough to express 
stylefulness. Flesh shades of hosiery stimulated 
patent leather models, and with all combined the 
shoe is today as good as the day it was first 
issued. Selected from the line of I. Miller & Sons, 
Inc., Brooklyn, N. Y. 


stantaneous acceptance all over the country, while still 
others have had a steady growth, but in all cases the 
shoes where first sold have continued to live as salable 
numbers, no matter how wild the style seasons have 
been. 
The Right Materials Important 

In the matter of style selection the relative value 
of materials is an important consideration. The ideal 
manufactured article of any kind is one whose parts 
are properly balanced in cost as well as wearing 
quality. If the shoe is to be a high-grade article, then 
all finishings should be of as high a grade as the upper. 
The scale of quality should be consistent throughout. 
The same holds true of any grade. This is an important 
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consideration, for the correct proportioning of a shoe 
style helps the market value. 

We look forward to a high degree of skill, not only 
in selecting the right pattern, last, color and material, 
but in keeping the items of manufacture, whether for 
a high-grade shoe or a low-grade shoe, consistent 
throughout. 





Death of Lewis Dewart Apsley 

Ex-Congressman L. D. Ap- 
sley, President of the Fire- 
stone-Apsley Rubber Company, 
Hudson, Massachusetts, died 
Saturday, April 11 at Colon, 
Panama. Mr. Apsley, accom- 
panied by his wife, was on their 
annual Southern trip which 
had been halted at Colon in 
hope that Mr. Apsley’s health, L. D. APSLEY 
which was not of the best, 
would improve sufficiently for them to resume their 
journey to Jamaica and Bermuda. 

Mr. Apsley was one of the oldest and best-known 
rubber shoe manufacturers in this country. He was 
born in North Cumberland, Pennsylvania, September 
29, 1852. Later he came to Boston and in partnership 
with J. H. Coffin formed the Gossamer Rubber Com- 
pany at Hudson, Massachusetts, which in 1892 became 
the Apsley Rubber Company. The Apsley Rubber 
Company continued under that name until 1920 at 
which time Mr. Apsley, feeling the need of conserving 
his health and energy, joined forces with H. S. Fire- 
stone, the company changing its name to the Fire- 
stone-Apsley Rubber Company in 1921. 

A Republican in politics, Mr. Apsley commenced his 
political career in 1892 entering Congress for the first 
time contemporaneously with Samuel W. McCall, and 
the two became exceptionally close friends and traveled 
together in many parts of the world. He sat both in 
the fifty-third and fifty-fourth Congresses and served 
on many important committees. In 1894, he was 
chosen Vice-Chairman of the Republican Congres- 
sional Committee and, with Chairman Joseph W. Bab- 
cock two years later, was very active in the success- 
ful campaign of William McKinley. He had an ex- 
tensive acquaintance with many noted public men, 
notably former President Roosevelt and Senator 
Henry Cabot Lodge. Following the 1896 campaign he 
retired from public life to devote himself entirely to 
his business from which, however, he took frequent 
trips abroad which carried him into most of the 
civilized countries of the world. 

He was a Unitarian, a Mason, Odd Fellow, Knight 
of Pythias, Elk, Shriner and also a member of the 
Grange. He was a particularly enthusiastic golfer and 
a charming companion upon the links. He had long 
been a member of the Boston Chamber of Commerce 
and was the second President of the Hudson Board 
of Trade, a Director in the Hudson National Bank 
and also a Rotarian. He is survived by his widow 
whose maiden name was Abigail Forbes, a nephew 
Harriman Apsley Reardon of Hudson and a niece, Mrs. 
Harold Lacey of Philadelphia. 
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Growing Girls’ Springtime pump, IN 
STOCK patent, tan calf and white calf. 





Growing Girls’ dark smoke and log cabin 
: aah cone sole oxford, IN STOCK A, B 
and C. 





Patent Cross-strap pump, IN STOCK 
infants’, childs’ and misses’. 


Springtime mp, IN STOCK patent, 
tan calf and white calf in infants’, childs’ 
and misses’. 


WAUSAU 





IN STOCK 


WS D PIPER 
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ALL DESIRABLE 
SIZES and WIDTHS 


IED 


PIPER 


Presenting for immediate 
delivery thegreatest assembly 
of young folks’ high-grade 
shoes ever created. 


All of the styles and pat- 
terns shown on this page are 


IN STOCK. 


All runs are represented— 
from little infants’ to grow- 
ing girls’. 

All widths are offered— 
from A to D. 


All Pied Piper Shoes are 
made by the Pentler & Short 
Patented Improved Welt Pro- 
cess—THE GREATEST TRI- 
UMPH IN PRESENT-DAY 
SHOEMAKING. 


Nothing heretofore intro- 
duced in the shoe industry 
compares with it. 


It makes Pied Piper Shoes 
the strongest merchandising 
proposition that a children’s 
shoe department can obtain. 


In-Stock Catalog showing colored 
illustrations, full details and prices 
of these and numerous other IN- 
STOCK numbers now ready. 


Samples forwarded prepaid. 


Maiathon Shoe Co. 


WISCONSIN 


IED PIPER 


NS. 





Composite tie, IN STOCK patent and 
tan calf, infants’, childs’, misses’ and 
growing girls’. 









Two-button slipper, IN STOCK patent, 
brown elk, smoke elk and white elk, in- 
fants’, childs’, misses’ and growing girls’. 


Barefoot sandal, IN STOCK patent, 
brown elk and smoke elk, little infant’s, 
rw = ale childs’, misses’ a growing 
girls’. 





When writing to advertisers please mention Boot anv Suor Recorrer 
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The Newest After Easter Modes 


Radiogramed from Style Center 
Smart in Fashion 
Correct in Design 
Certain in Sales 





Immediate Delivery from Our In-Stock Dept. 


No. 1285L 


“BLOSSOM” 
No. 1285L—Patent leather gore pump, 
silver ornament, 11/8 celluloid covered 
box heel, 42 last. 
“Wilson Sewed” Process 
A-B-C widths 
Price $4.20 


“HOSTESS” 
Ne. 1291—Black satin one-strap, Kiddy- 
calf trim, genuine French binding, grey 
lined, 16/8 spike Spanish full-breasted 
covered heel, 40 last. 
“Wilson Sewed” Process 
A-B-C widths 
Price $4.50 
No. 1291X—Vassar satin, Titian kid 
trim, tan kid lined. All other details as 


No. 1291. 
A-B-C widths 


Price $4.50 


No. 1284X 


“CREATION” 


No. 1284X—Patent leather bow pump, 
concealed gore adjustment, apricot fancy 
stitching, tan kid lined, genuine French 
cording, 15/8 spike Spanish full-breasted 
heel, 40 last. 
“Wilson Sewed” Process 
A-B-C widths 


No. 1275X 


“BONNIE” SANDAL 
No. 1275X—Russia tan, cut-out vamp 
and quarter, tan sheep lined, 7/8 rub- 
ber heel, 34 last. 
“Goodyear Welt” construction 
B-C widths 
Price $3.85 


“BLOSSOM” 
No. 1285R—Black satin gore pump, 
black suede girdle trim, genuine French 
cording, 16/8 spike Spanish full-breasted 
covered heel, 40 last. 

“Wilson Sewed” Process 
A-B-C widths 
Price $4.90 


“SUBDEB” SANDAL 
No. 1262—Patent leather, cut-out vamp 
and quarter, Champ sheep lining, 8/8 
rubber heel, 25 last. 
“Wilson Sewed” Process 
B-C widths 


Wire Your Order To-Day 


_ Le-Hy Shoe Manufacturing Corp. 


214 Commercial Street 
ROCHESTER - a - 


NEW YORK 


Quality Women’s Shoes at Popular Prices 


LOTT LPL, 
When writing to advertisers please mention Boot awd Snow Recorver 
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“St. Louis-Made 
Style Shoes” 


Four New Beauties 


Styles that have received Dame 
Fashion’s stamp of approval. 
The Season’s smartest. 


IMMEDIATE DELIVERY 








Ne. 9040—“The Novara.” All patent one-strap, cut- 
out in vamp and quarter, banana stitching, French 
bound (like cut), 16/8 full-breasted covered 4 &5 
spike heel, banana lining. AA to C widths.... $ ° 


No. 9041—Same as above, with 13/8 covered $4 K5 
Military heel. AA to C widths........................ ° 


No. 9038—‘“‘The Novara.” All white kid one-strap, cut- 
out in vamp and quarter, French bound (like cut), 
16/8 full-breasted spike heel, white kid 

Bandas. BA 00 CO WEETEB. ..ccccisciecccsssccsscsecsthinnieoess - 


cred Military heel. AA’ to C widths.” $0.00 


Orders shipped same day received 
WOHL SHOE COMPANY 
1224-26 WASHINGTON AVE. 


ST. LOUIS, MO. 
The Shoe House You Hear So Much About 
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THE NOVARA 
A Wohl Model 
No. 9040 
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ey, 
These new shoes a, 


ne carry the trade mark 
of Vici Kid The 


We invite your attention to:a 
special showing of footwear, 
new and smart of line and 

attern, and made of VICI 
THE SATURDAY EVENING POST 4 id, the season’s favorite 
leather. 





There are many beautiful 


CHow small 1S rs Se models in the group, each 


bearing the trade mark of 


a womans foot: Pa ~ . _ VICI kid as an assurance of 


quality and style-rightness. 








Look for this trade x 
mark. You may 
the shoe in which it 

with all con- 
fidence that it is an su- = 
thentic of * 

















ROBERT H. ot, Fone, bec. 


Selling agencies ~~ rad the world 


~ VICI kid 


This advertisement appears in . 
The Saturday Evening Post, ohio INC. 
April 25, 1925; in Harper’s 
Bazar for April; in Vogue, 
April 15; and in Vanity Fair 
for May. 

















When writing to advertisers please mention Boot anv Suor REecorpDER 
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Prominent retailers 
tell customers where to find 
identified shoes of 
‘Vici kid 
HE VICI kid national advertising 


tells people to “look for the VICI 
kid trade mark inside the new shoes.” 
The retailer, therefore, finds it to his 
advantage to feature identified models 
in his local advertising. 


You can put the force of the VICI kid 


national advertising behind your sales 
by advertising shoes that carry the trade 
mark of VICI kid. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 
Selling agencies in all parts of the world 


V4 lt Xz \ 
a | 
Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 
0 ; 





When writing to advertisers please mention Boot anv Snot Recorper 
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Strong Talking Points 


The public appreciates good leather. Buyers 
of shoes are becoming leather-conscious, and the 
strongest talking point to your trade is the quality 
of leather you use. 


Our special tannages of sole leather, known 
for their constant quality, plus the service we 
extend to our many customers, have maintained 
our leading position in the industry. 


Our interest is the same as yours, to main- 
tain that high standard of quality for which the 
American shoe is famous. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 


THE UNITED STATES LEATHER CO. OF MASS. 


BOSTON 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 

















When writing to advertisers please mention Boot anv Suor Recorper 
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All Black Satin 
MATRIX In Stock 














IN STOCK APRIL 25th 


B520—All Black Satin “Elenor” French Bound top and 
cut-outs. 13/8 Satin Covered Box Heel. AAA to D, 3% to 9 


$6.10 


Exquisitely styled with Reed excellence of fitting and craftsmanship 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 


ROCHESTER, N. Y. 
New York: 299 Broadway, W. D. F. Gibson 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 

















When writing to advertisers please mention Boot anv Suoz Recorper 
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Shown by the manuf 

Henry H. all un 
Tuttle Co., of A. 


Boston Fair o 
most 


work 
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son, sé 
Shoe 
Some 
travel 
Travel 
ern § 
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Mirrors of? Character mae Thom 


Like the clear, sparkling pool that makes faithful reflection of dainty ~~ i. a 








feet, Li 30h mirrors true Character in leather. i“ é operat 
, =P ee , - . ing of 

There is sparkle, life and vivacity in Lox00h Calf and an in-bred- rr 2 aamaa 

stamina that betokens true worth; and capping all of these character- ; letter 


istics is its innate Beauty. The 

Men’s Tan Oxford Made of LOZANT Calf ceipt 0 
by Regal Shoe Co. 

ver, C 


ers’ as 


Truly, XO reflects a supreme Character which is faithfully 


mirrored in the finished shoe. 


GRIESS PFLEGER |® 


THE GRIESS PFLEGER TANNING CO., Boston Chicago Cincinnati New YGck Rochester 
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Boosting Boston Shoe and Leather Fair 


Committee of Shoe Travelers Co-operating on “Show” for Week of July 6—Denver, 


travelers boosting the big Bos- 

ton Shoe and Leather Fair to 
be held during the week of July 6 
—a force of energetic workers at 
least 1,000 strong, representing a 
large number of New England shoe 
manufacturing and tanning firms; 
all under the personal leadership 
of A. F. Bancroft, president of the 
Fair organization. “It is by far the 
most impressive example of team 
work that the industry has ever 
displayed,” says Thomas F. Ander- 
son, secretary of the New England 
Shoe and Leather Association. 
Some 50 of the prominent shoe 
travelers from the Boston Shoe 
Travelers’ Association, the South- 
ern Shoe Travelers’ Association 
and the Boston Shoe Associates 
have been appointed as a 1925 Bos- 
ton Shoe and Leather Fair Hospi- 
tality Committee, with Secretary 
Thomas A. Delany, secretary of the 
N. S. T. A. as chairman. This com- 
mittee will extend the “glad hand” 
to all visitors—they. will also co- 
operate in making the annual out- 
ing of the Boston Shoe Travelers’ 
Association a distinctively ‘“red- 
letter feature” of the Fair. 

The N. S. T. A. office is in re- 
ceipt of the glad tidings from Den- 
ver, Colo., that a new shoe travel- 
ers’ association has been formed in 
Colorado, with headquarters at 
Denver. This “new baby” of the 
N. S. T. A. is known as the Colo- 
rado Shoe Travelers’ Association. 
Its president is C. F. Pitts; vice- 
president, A. P. Hereford; secre- 
tary-treasurer, H. J. Schull; direc- 
tors, H. A. Powell, W. H. Barnett 
and J. A. Bittell. 


[' every state of the Union are 


Colorado, Forms New Association 





N.S. T. A. Code of Ethics 


1. We affirm that the voca- 
tion of Traveling Shoe Sales- 
men is an honorable and 
worthy one, and is justified by 
its opportunity for service. 

2. We announce our ambi- 
tion to elevate the standards 
of our vocation and it is our 
desire and purpose to conduct 
our business dealings and 
personal relations in such 
manner as to make manifest 
our sincere endeavor. 

8. We believe that the 
greatest efficiency can only be 
attained by the highest ideals. 
Therefore, we measure our 
efforts by the standards of 
courtesy, honesty and truth. 

4. We believe that since the 
law of barter makes the buyer 
and seller equal factors in 
every sale, that each is amen- 
able to the same standards of 
courtesy and honor. 

5. We recognize fair compe- 
tition as a legitimate factor 
in the progress of the indus- 
try, and believe in a spirit of 
emulation as a means of ren- 
dering the greatest service. 

6. We believe in individual 
responsibility, initiative and 
action, therefore proclaim the 
right of separate contract as 
opposed te collective bargain- 
ing. 

7. We declare the right of 
every one to all emoluments 
and accruements justly earned 


(Continued on page 75) 

















Just as soon as this association 
was organized, it sought affiliation 
with the N. S. T. A. and was cor- 
dially welcomed into the fold. 


Membership in N. S. T. A. 
Worth While 


In hiring salesmen, many shoe 
manufacturers are first investigat- 
ing membership in the National 
Shoe Travelers’ Association. The 
N. S. T. A. does not admit a man 
to its membership unless he is of 
good character and a high-grade 
man and salesman. The N. S. T. A. 
code of ethics, to which all mem- 
bers must subscribe, is herewith 
reproduced. Said a shoe manufac- 
turer recently: “If a shoe salesman 
does not want to join the N. S. T. 
A., he either has something he 
wishes to hide, or he is ashamed to 
be known as a shoe traveler—in 
either case I do not want him; 
neither do I want a shoe salesman 
who has any religious or political 
aversions or who is not strictly 
honest.” 

The N. S. T. A. office, 183 Essex 
street, wishes to caution manufac- 
turers in selecting salesmen with 
whom they are not well acquainted 
to verify their membership in the 
N.S. T. A. through Secretary T. A. 
Delany. 


Harry Newman on Trip 


Harry C. Newman, who travels 
for the Old Colony Shoe Company, 
left Boston on Saturday evening, 
April 11, on a long trip. He will not 
return until July. Mr. Newman will 


cover New Jersey, Pennsylvania, 
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A photograph of Mr. Jesse Adler of New York City, 
Mr. Frank Quigley of the Conrad Shoe Co., and 
Mr. Charles Martin of the Dunbar Pattern Co. 


Back Stage with Men’s Styles 


HE Adler Stores of New York City are steadily increasing their turn-over of 

Men’s Shoes. Which logically suggests that the Adler Shoe Styles are satis- 
factory to a critical public. Mr. Jesse Adler is a good customer of Mr. Frank 
Quigley, President of the Conrad Shoe Co., of Brockton, Mass. Which again sug- 
gests that the Conrad Styles must be well conceived and carried out. And so when 
we add Mr. Charles Martin, an able pattern expert of the Dunbar Pattern Com- 
pany, we have the three sides of this productive triangle of profits. 
Thus we get an intimate glimpse of one of the many trios which are working out 
Men’s Shoe Styles in confidence and security all over the country. 


Between the maker and the merchant, Dunbar Service helps maintain a balance 
of greater profits and more styleful merchandise. 


Your exclusive designs are safe when 
locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 


ee a a.: a 
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* Tad j % MA ST. LOUIS ~CHICAGO~ MONITR 
=! = 7 te ~ tap . 





April 18, 1925 


EMIL HUMMELT 


Who covers Western New York 
for Morse & Rogers, New York 
City. Mr. Hummelt is a mem- 
ber of the Buffalo Association 
of Traveling Shoe Salesmen. 





Maryland, Washington, D. C., and 
both of the Virginias. He “opened 
up” for business with a sample 
room in the Adelphia Hotel, Phila- 
delphia, and remained there during 
the week following Easter, when 
he was off and away to cover 
the other “laps” of his journey. 


F. M. Hoyt Salesforce News 


All of the salesmen of the F. M. 
Hoyt Shoe Co. are now in their 
territories, showing the company’s 
new spring line of samples. Some 
new men have been added to the 
force. Their names and territories 
covered are as follows: J. P. Futch, 
Florida and Southern Georgia; C. 
J. Giles, covering large cities with 
women’s shoes; M. Gordon, cover- 
ing large cities with women’s 
shoes; W. M. Oakman (“Oakey,” 
about whose affiliation with this 
line we have written before), men’s 
lines in large cities. 

The other members of the sales- 
force and territories covered are: 

H. V. Adams, large cities and 
‘Chicago (men’s); G. L. Baker, 
New York state; J. N. Bogoff, 
large cities (women’s); Geo. F. 
Collins, Chicago; W. O. Dabney, 
Virginia, Delaware and Maryland; 
W. A. Damer, Pennsylvania; C. J. 
Dompka, West Pennsylvania and 
Ohio; J. A. Edmonds, Kentucky and 
Southwest Ohio; Max M. Falke, 
Pennsylvania and West Virginia; 
C. H. Geissler, large cities (men’s) ; 





i and resulting from the ez- 
change of his services and de- 
nounce any attempt to deprive 
or abridge this right as un- 
fair, unjust and prejudicial 
to the best interests of the 
industry. 

8. We affirm the justness 
of the constitutional right of 
every citizen to the free exer- 
cise of his political and reli- 
gious belief and therefore re- 
sent any discrimination be- 
cause of any such belief. 

9. We acclaim success won 
by merit and abhor any suc- 
cess attained by deception, 
fraud or the circulating of 
harmful rumors respecting a 
competitor's product, prices, 
business or personal standing. 

10. We believe good citizen- 
ship a basis for good sales- 
manship, therefore pledge 
our assistance to the Govern- 
ment under which we live, 
whenever and wherever 
needed and will support and 
participate in all worthy 
movements for the public 
welfare. 











E. E. George, California; J. H. Glid- 
den, Vermont, Maine, New Hamp- 
shire and Massachusetts; A. S. 
Goodman, Alabama; E. E. Har- 
groeder, Tennessee and Northern 
Georgia; W. A. Heim, Ohio; C. B. 
Hitz, New York State; Jos. L. Hitz, 
Brooklyn, Long Island and New 
Jersey; B. L. Hopper, Lousiana; W. 
R. Huggett, Washington and Ore- 
gon; H. T. Ingham, Wisconsin, 
Northern Illinois and Northern 
Michigan; Milton Ikard, Texas; J. 
G. Lee, Massachusetts, Connecticut 
and Rhode Island; A. R. Martin, 
Michigan and Northern Indiana; 
C. N. Oberfield, New Jersey; I. F. 
Oberfield, Philadelphia and East- 
ern Pennsylvania; O. W. Pittman, 
Mississippi and Western Tennes- 
see; Louis Plessner, Arkansas; 
Jno. D. Reaves, Oklahoma; J. M. 
Russell, South Carolina; B. H. 
Simons, New York City; J. C. 
Spicer, Northern Carolina; B. M. 
Stivers, Texas; H. O. Warren, In- 
diana; E. H. Witbeck, Southern 
Illinois and St. Louis, Mo. 


Wexberg with Rice & 
Hutchins, Inc. 
Robert L. Wexberg covers the 


east side of Cleveland city trade 
and a few suburban towns. Mr. 
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J, 
ROBERT L. WEXBERG 
Represents Rice & Hutchins, 


Inc., on the East side of Cleve- 
land. 





Wexberg was formerly manager of 
the Hanover Cleveland Store before 
coming with us. He is a hustler and 
has done very well in developing a 
number of good accounts. 


George Manson with Alden, 
Walker & Wilde, Inc. 


George W. Manson, Jr., one of 
the best known salesmen traveling 
out of the Boston market, has 
joined the salesforce of Alden, 
Walker & Wilde, Inc. Mr. Manson 
will cover Missouri, Kansas, Neb- 
raska, Iowa, Minnesota and Wis- 
consin. He has had a wide experi- 
ence in shoe selling, covering some 
twenty years, with Thompson 
Bros., and later with The Dalton 
Co. 


Ralph Gibbon with Brophy 
Bros. 


Brophy Bros. Shoe Co. of Beston 
announce that they are now repre- 
sented in the New York City-Phila- 
delphia-Washington-Baltimore ter- 
ritory by Ralph W. Gibbon of 
Philadelphia. His headquarters will 
be in the Brophy Office, 755 Mar- 
bridge building. 

Mr. Gibbon is a thorough shoe- 
man, having spent his entire busi- 
ness life in the manufacturing and 
merchandising of footwear. He 
brings to the Brophy organization 
a wealth of experience, and a wide 
acquaintamee in his chosen field of 
endeavor. 
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(HE JOINT STYLE COMMITTEE 


composed of shoe retailers, shoe manu- 
fatturers, hosiery manufacturers and tanners 
have seletted the following six colors as 
authoritative for the coming Fall and Winter 
SCasOn 





AUTUMN BLONDE INDIA TAN ROSEWOOD 
WOODLAND BROWN RUGBY TAN NATIONAL GRAY 





\ JE therefore announce the following New Castle 
colors and numbers corresponding to the choice of : 
the Joint Style Committee: dis 


New Castle Colors mY A 

scowe = + AUTUMN BLONDE ie 
mt { INDIA TAN f | sen 

ROSEWOOD | RO S EWOQOD with 
“sown” —-{ HARVEST BROWN P 
"a ~~ { ROYAL BROWN conn 

waa - NATIONAL GRAY _ + Aye 


NEW CASTLE LEATHER COMPANY shoe 
NEW YORK | N 
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A. L. GOLDBERG 


Who covers the Metropolitan 

district of New York for the 

Corbin-Franklin Shoe Co. of 
Boston. 


A. L. Goldberg, a former jobber, 
and well known to the trade, is now 
connected with the Corbin-Franklin 
Shoe Co., of Boston, with New York 
office at Room 203, 16 Hudson St., 
New York City. Mr. Goldberg 
covers the metropolitan district, 
with a medium-priced line of men’s 
and boys’ welt shoes. 


Parina with Heilbrunn 


Sylvester Parina, for some years 
connected with the Rochester 
wholesale shoe trade, is now con- 
nected with J. Heilbrunn & Sons, 
and will represent this house in 
New York state, showing Cam- 
bridge rubbers and the complete 
shoe line. 


Newton with Interstate 

Oscar J. Newton, one of the “old- 
timers” in Eastern Pennsylvania, 
Delaware and Maryland, will now 
cover this territory for the Inter- 
state Shoe Co. Mr. Newton is one 
of the best known and liked men 
covering the above-mentioned sec- 
tion. 


Murray Sells Static Shoes 

Horace W. Murray travelsand sells 
Static shoes for Wise & Cooper. On 
Sunday night, April 5, Mr. Murray 
started on a trip to Minneapolis, 
Chicago and New York. The rest 
of the Wise & Cooper salesforce 
are also on their various territories 
with this new line of novelty Mc- 
Kays. 


BOOT AND SHOE 


Standing—From left to right in 
this picture is Frank J. (“Silent”’ 
Sullivan), Southern representative 
for E. T. Wright & Co., Inc., of 
Rockland. He sells Arch Preservers. 
Neat to Sullivan is “Mose” Smith. 
“Moe” is president of the South- 
eastern Shoe Retailers’ Association, 
with State Convention scheduled for 
June. He is also owner of the Globe 
Shoe Co., Savannah. He extends a 
cordial invitation to the boys to at- 
tend this convention. Next is 
George Bussy—George is the pro- 
prietor of the Macon Shoe Co.; and 
“Everybody's friend.” Next is 
George Golden, owner of the Geiden 
Booterie at Jacksonville—he has also 
a side line, “real estate.” Sitting, 
left to right, J. Raleigh Morrisette 
(alias “The Sheik of Florida”). Ra- 
leigh is the Southern representative 
for the Ferris Shoe Co. Next is 
James J. Anthony (alias “Jim” and 
“Doctor Jim’). He is the Southern 
representative of Chas. A. Eaton 
Co., Brockton. He expects to cover 
the convention and his own wedding 
personally in June. 





“Pop” Gleason Has a Birth- 
day 


“Pop” (L. G.) Gleason is 85 
years old. We know this, because 
“Billy” Noll, the faithful and effi- 
cient secretary of the Boston Shoe 
Travelers’ Association, says so. 
“Billy” keeps close “tabs” of the 
names and ages of all of the mem- 
bers of the B. S. T. A. Even when 
he is on a business trip, he con- 
sults frequently the association’s 
reference book, which he always 
carries with him. And so recently, 
while far away from Boston, Billy 
noted that “Pop” was about to cele- 
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JAY G. UNDERWOOD 
Covers all of Vermont, with 


exception of a few towns, for 
Beacon Falls Rubber Shoe Co. 





brate a birthday. He accordingly 
sent him a greeting card and re- 
ceived a very nice letter from Mr. 
Gleason stating that beyond get- 
ting out for an auto ride occasion- 
ally, rheumatism keeps him in the 
house. “Pop” said that he would 
like very much to see all the boys, 
or to hear from them. He can be 
addressed at 54 Hillside Avenue, 
Arlington Heights, Mass. 


Lloyd Webb with W. H. : 
Walker 

Lloyd Webb covers Eastern 
Pennsylvania and New Jersey for 
W. H. Walker Co. Mr. Walker was 
formerly in the retail business. He 
was originally with Endicott-John- 
son & Co., and later was in the re- 
tail shoe business for about 15 
years. The Walker Co.’s line is his 
first road line. One of the Phila- 
delphia boys who knows Mr. Webb 
very well reports that he is doing 
so well in his new connection that 
he stands first on the list of sales- 
men. 


Dickson Again with Kiser 

J. K. Dickson, formerly a sales- 
man for the M. C. Kiser Shoe Co., 
has returned to the road again 
after an absence of almost a year. 
He will cover Florida, where he is 
well known to the retail trade. His 
headquarters will be at Ocala, Fla. 
Mr. Dickson has been identified 
with the shoe business in the South 
for a number of years, mostly with 
the M. C. Kiser Co. 
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TWO MASTERPIECES 
IN WORK SHOES 


LLOWING our first announcements of the “Aero-Line” all solid leather 
shoes, wide awake retailers from all parts of the country have been looking to 
their local distributor to furnish them with this wonderful quick selling line. 


esa LEATHER 


There is an agent near you who can take care of your needs and supply you from 
stock. 


THESE TWO ILLUSTRATIONS ARE ADVANCE 
STYLES IN WORK SHOES FOR THIS FALL 


Our distributors are now show- 
ing samples of these and many 
other styles. If you have not 
already seen the “Aero-Line” 
write us today, and we will 
have our local distributor for 
your section call with samples. 


Line up now with this fast sell- 
ing “Aero-Line.” It means 


BETTER SHOES 
BETTER PRICES 
QUICKER RETURNS 











Selling helps are furnished dealers who sell the Aero-Line shoes 





AERO-LINE SHOE CO. 


186 LINCOLN STREET 


When writing to advertisers please mention Boot anv Suoz Recorper 
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The Rubber Footwear Situation for 1925 


Automatic-Fastening Style Leader of Novelty 


“ HE Rubber Footwear Situa- 

tion for 1925” is the subject 

of an article in the April 

issue of The India Rubber World. 

“Rapid changes have been recorded 

in the rubber footwear situation 

since the first of the year,” says the 

article. Other interesting extracts 
follow: 

“When the 1925 price lists and 
catalogs went out to the trade on 
January 1, carrying a general price 
increase from 7 to 10 per cent, it 
was the expectation that the sales- 
men would, in the usual way, har- 
vest the orders for next winter’s 
delivery. New York and Philadel- 
phia, big population centers, expe- 
rienced an unusually large fall of 
snow which cleaned the shelves on 
the overshoe numbers despite the 
early mild weather of February 
and March. 

“With the new price of $3.25 for 
women’s first quality four-buckle 
jersey overshoes, and $4.00 for the 
automatic fastener gaiter such as 
the ‘Zipper,’ an insistent demand 
was found for a cheaper overshoe 
which would retail for $2.50 to 
$3.00. Thomas Marshall’s famous 
diagnosis of the nation’s need for 
a good five-cent cigar was trans- 
posed by the shoe retailers to a 
good overshoe for $2.00. 

“What is the significance of this 
sudden change to a_ low-priced 
gaiter? It is simply a further de- 
velopment of the craze for wearing 
low shoes the year round. The pub- 
lic has bought overshoes instead 
of rubbers, and many women wear 
them in extreme cold weather even 
if there is no snow on the ground. 

“Novelty types of overshoes have 
given way to the automatic fas- 
tener type. The gay colored linings 
and astrakhan trimmings have 
largely disappeared. The automatic 
gaiter has been the exclusive prop- 
erty of The B. F. Goodrich Rubber 
Co. with the ‘Zipper’ for several 
years, and this shoe has been very 
popular with the high class trade. 
The increase in price of the wom- 
en’s jersey ‘automatic’ from $3.75 
to $4.00 has brought the introduc- 
tion of a cashmerette top at $3.40. 
The advantages of the shoe are 
primarily its ease of operation and 


Gaiter Patterns 


its novelty. The disadvantages are 
the lack of fit around the ankle 
which the old fashioned adjustable 
buckle afforded, and the danger of 
leakage at the base of the fastener. 
La Crosse ‘Lightnin’,’ Hood ‘Taxi,’ 
Converse ‘Jiffy,’ Columbus ‘Dash’ 
(Canada), and the United States 
Rubber Co. shoe are some of the 
new automatic fastener gaiters. 
Firestone-Apsley is offering the 
‘Sheba’ again, a trim type of snap- 
fastener gaiter combining dainti- 
ness of style with practical utility. 

“The 1925 line of gaiters has al- 
ready sold heavily in advance sales, 
so that all manufacturers are in- 
creasing their production facilities 
to.a point never before attained. 
This has been offset somewhat by a 
lessened demand for rubbers. 

“The women’s light rubber has 
always been the ‘30 by 344 or Ford 
size,’ of the rubber footwear busi- 
ness. For years the largest volume 
producer in price, it has showed 
the smallest per cent of profit and 
the biggest turnover. Today, how- 
ever, with its volume threatened 
by the increased popularity of the 
gaiter, the price increase brings it 
more in line. 


“In glancing through the offer- 
ings of winter footwear for next 
season one cannot help but notice 
the tendency of all companies to 
concentrate on what seem to be 
their leading numbers. A compari- 
son of the quality of different lines 
brings. out the fact that every com- 
pany has certain shoes which stand 
out as pre-eminent over competi- 
tors’ goods of that type. By special- 
izing in the kinds of footwear in 
which they excel, volume and more 
economical operation are built up 
simultaneously. Novelty styles are 
more and more in the background 
for next year, which is a healthy 
condition. 

“Footwear manufacturers are 
working all the time to get away 
from the complete reliance on 
weather to sell their products. They 
realize that severe winters come 
only every three or four years— 
we have had two since the war— 
and in order to operate their plants 
on an even flow of production they 
must go after industrial business. 
Thus a steady outlet for boots is 
found among such fields as mining, 
oil, creameries, farming, city con- 
struction work, firemen, etc.’’. 





| 
= 
Display windows at Pokorny’s, one of the leading shoe stores of New 


\Orleans, La., are deeply recessed. The firm is one of the oldest in the 
United States, being founded in 1860 by M. Pokorny. 
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cash in 


No. 1158 


Tan Army Elk Blucher Oxford. 
In Stock : 


Patent Blucher bg my te a Crease Vamp. 


6/8, ee a 
8 2/11, C-D 
11 2/2, B-C-D (Rubber ‘Heel) 


No. 1153 


n Army Elk Blacher Oxford, Imitation 
“Moccasin Vamp, Crepe Sole and Heel. 
In Stock : 


8 2/11, C-D Se eS 
aes 


VOCE 


EWEN 


on this free 


doll house! 


HE Acrobat Carton for sizes 5 to 8 is 

now no longer simply a “shoe box”! It 
forms an attractive little doll house that 
will soon be delighting thousands of chil- 
dren throughout the country. 


Extra parts are put into each carton with 
the shoes, to make the doll house as shown. 
The appearance of the carton on your 
shelves is unchanged. 


This added inducement for buying 


ack Ba ? 


DOUBLE WELT 


SHOES 


will greatly increase sales for every Acrobat 
dealer. Our Spring advertising campaign is 
hard at work in 3,000,000 homes. Get going! 
Start with some_of our latest numbers, 
shown here. Send for Catalog 25-S. 


Shaft - Pierce Shoe Co. 


246 Third Street Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 


I< 6 fe EILOP/GIENS: 
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Healthy Increases to Men’s 
Business in St. Louis 


ST. LOUIS—The retail shoe busi- 
ness has been excellent. The much- 
belated business started off earlier 
in the week and rushed out on Sat- 
urday with an avalanche of buying 
that completely inundated the stores 
with customers. Reports in all 
stores were to the effect that it 
was one of the best weeks this 
year. 

Men Buying Freely 


The most encouraging report re- 
ceived in those stores handling a 
general line of men’s and women’s 





Photo used as 
window card 


Photography is used to ez- 
cellent advantage in a co-op- 
erative advertising plan 
adopted by Brauer Bros. Shoe 
Co. to promote the sales of 
“Paradise Shoes” for their cus- 
tomers. Arrangements are made 
with the managers of the bet- 
ter class musical shows that 
come to St. Louis for their 
leading actresses to pose wear- 
ing “Paradise Shoes.” Such 
shows are Greenwich Village 
Follies and Artists and Models 
have already been utilized. 





footwear was the sudden upturn in 
the men’s division of the business. 
This is the first week since Janu- 
ary that retail shoe merchants com- 
mented on the character of the 
men’s business which was of good 
volume. 

The children’s departments in all 
stores were hit with a flurry of 
business that in some stores re- 
quired the assistance of the mana- 
gers of the departments in an at- 


tempt to fit all the little tots seeking 
Easter footwear. This branch of 
the business enjoyed one of the best 
days on Saturday that it has in a 
long while. 

There is a strong demand for 
blond satin. This was accompanied 
by warm weather and fair skies. 
In one large store where figures 
were available it showed blond satin 
thirty-five per cent stronger than 
other materials. Patent and two- 
tone combinations are second, tan 
calf and black satin on an equal 
basis. Black satin has increased its 
prestige. These figures are rather 
general in the popular-priced store. 


Shoemen Hold Office 


Charles E. Williams, of the C. E. 


Williams Shoe Company, was ap- 
pointed member of the Park Board 
of University City, Missouri, and 
Arthur Ebbs, of Swope Shoe Com- 
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pany, was elected alderman from his 
ward of University City. Both are 
prominent members in the retail 
shoe field. 


Increase for Shoe Mart 


M. M. McCain, vice-president and 
general manager of the Shoe Mart, 
announced that a 20 per cent in- 
crease was shown in their stores 
for the month of March over the 
same period of a year ago. 


Gain for Brown Shoe Co. 


The Brown Shoe Company has 
shown a gain of $970,491.44 for 
March over the same period of a 
year ago. The company has shown 
consistent gains since the first of 
the year. 


Holds Foot Comfort Demon- 
stration 
Recently a demonstration of 
Dr. Scholl’s Foot Comfort Appli- 
ances was held at the Stix, Baer 
and Fuller Department Store. 





Cincinnati Merchants Look 


for Big White Season 


together, in general. Smith-Kasson 
reports that in their downstairs de- 
partment, combinations are selling 
as well as all other materials com- 


CINCINNATI—The last part of 
the week ending April 11, the final 
week of the pre-Easter shopping 
period, resulted in very good sales 
in most shoe stores. All in all 
Easter trade in shoe stores was 
very satisfactory. 

Much optimism is expressed in 
predicting the sale of white shoes 
this year, and all merchants agree 
that if the weather man co- 
operates, that we will have the big- 
gest white season this year of any 
so far. 

Straps and step-ins are still lead- 
ing patterns. The little ornament 
used on straps to conceal the but- 
ton has probably helped the sale of 
these shoes. Ornaments are playing 
a very important part in the shoe 
sales today, as the majority of shoes 
sold have an ornament of some 
kind on them. In the lower-priced 
shoes, sandals are increasing stead- 
ily in demand. 


Leading Materials 


While the trade is taking pat- 
terns into consideration, they are 
more interested in materials. Pat- 
ents, satins, both colored and black, 
and tan calf are still hovering close 


bined. However, in the higher- 
priced shoes, combinations are re- 
ported as falling off somewhat. 
The fallow shade of satin is tak- 
ing its stand beside blond. Black 
satins are also gaining in popu- 
larity. Patent leather is very good. 
It is expected that when the white 
season opens, that it will affect all 
other materials to some extent. 


Roth Holds Sales 
Conference 


Friday, April 3, marked the be- 
ginning of another sales trip for 
the salesmen of the Roth Shoe Co. 
A luncheon and conference was 
held at the Business Men’s Club, at 
which the following salesmen were 
present: Fred Berg, Ohio and West 
Virginia; George Stamler, Penn- 
sylvania; Levi McMillan, Virginia, 
North and South Carolina, and 
Maryland; George Aftel, Kentucky, 
Tennessee, Alabama, Georgia, and 
Florida; Albert Willey, Indiana 
and part of Ohio; J. Jaffey, sales- 

(Continued on page 85) 





Beauty — first and last. 


First Beauty—the shoe with a de- 
sign and leather which carries it 
out of your front door almost be- 
fore it reaches the stock room. 


GA [LU "UN. 


ALWAYS STANDARDS 





Last Beauty—the ability of the 
leather to endure—to keep that 
© I shoe from returning. 


si 
e- | The solid foundation of Aztec tan- 


nage sustains its excellence of ap- 
pearance through a life of surprising 


length. 


TEATHERS 


OF EXCELLENCED9 
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Build for 
the Future 


The children who 
come into your store 
today are the men 
and women of to- 
morrow — please 
them now and make 
permanent custom- 
ers. Mothers in 
every corner of the 
country are getting 
to know Hagers- 
town shoes, because 
of the wonderful 
variety of styles, 
workmanship — and 
serviceable quality. 
Then last but not 
least, the low prices 
at which they can 
be retailed. 


6435--All leather Light Tan Calf, e-Gay ioe, a E> 
leather quarter lined, flex sole. js 5-8 8%-11 11%4-2 
2%-5 5%4-8 8%4-11 1114-2 __ eee 
6435 $1.40 $1.65 $1.95 1918 $1.70 
6435H 1.95 $2.35 rer} . 
Wedge Rubber Heel 


These are only a few of the many 
styles IN STOCK ready for Imme- 
diate Shipment. 


me, 


192—Light Tan Calf Southern Tie, 185—Patent, leather quarter lined, 
leather quarter lined, leather counter. leather counter. 

11%-2 2%-8 8%4-11 11%-2 2%-8 
92 $2.40 $2.85 Broad 85... $2.00 $2.25 $2.50 Broad 
Holts: 192 2.85 Modified Toe 185... 2.59 Modified Toe 


Line up with the 
winners. 


Buy Hagerstown 
Shoes. 
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(Continued from page 81) 
manager, Michigan and part of 
Wisconsin; A. M. Figenbaum, Wis- 
consin, Minnesota, North and South 
Dakota; Louis Richard, Chicago, 
Oklahoma, Louisiana, Mississippi, 
Texas; Otto Mennes, Pacific Coast 
and Mountain‘states; Charles Hem- 
ming, Illinois, Iowa, Kansas, and 
Missouri. 


Shoe and Leather Club 
Meets 

The Shoe & Leather Club met re- 
cently with George Springmeier, 
president, presiding at the meet- 
ing. Mr. Springmeier appointed an 
entertainment committee to plan 
for the annual outing. Richard Stix, 
of the Julian & Kokenge Co., was 
made chairman of the committtee, 
and the following members were 
appointed to assist him: L. B. Ca- 
hill, Lee Springmeier, L. B. Joseph, 
C. Jacobs, C. Auer, Edgar Peck, 
W. D. Williams, A. A. Feltrup, and 
William Gallup. Meetings are held 
the first Saturday in each month. 


McAdam in Charge 
H. A. McAdam, formerly mem- 
ber of the firm of A. B. Means 
Shoe Co., and also associated with 
other Brooklyn factories, is in 
charge of the turn factory of the 
Feder Gregg Shoe Co. 


Store Advertising 

The Queen Quality Boot Shop—a 
pump with buckle on the front, and 
also a one-strap pattern with lat- 
tice work of blond kid over patent 
leather on the vamp. 

Irwin’s—a_ high-heeled, short 
vamp pump in patent leather or 
black satin. 

Rollman’s—some novelty shoes 
in their downstairs department, 
and in their fifth floor department, 
they display pumps, straps, and 
ribbon ties. 

Smith-Kasson — three patterns, 
blond kid with trick strap of brown 
kid, a patent leather with filigree 
buckle to cover the button, and also 
a patent leather slipper with black 
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CHARLES MUELLER 


Vice-president of the Liebert 
Shoe Co., Cincinnati, Ohio. Mr. 
Mueller became a partner in 
this business on March 15. 
He was formerly sales manager 
for the Holters branch of the 
United States Shoe Co., and 
prior to that time was with 
the Julian-Kokenge Co. 





lizard saddle strap. 

Mabley & Carew Co. — blond 
satin pump in step-in pattern, with 
a rubber gore concealed under the 
small tongue. 

The Mommoth Shoe Co.—pump- 
sandals and ties; a one-strap with 
ribbon tie in front, and cut-out 
work in quarter. 

Petot’s—a _ strap slipper with 
ribbon in front, and also another 
strap with small bow on side, and 
scalloped trimming on edges, in 
apricot and blond satin. 


Bollinger Opens Office 

Arthur C. Bollinger recently 
opened an office in 207 Second Na- 
tional Bank building, where he sells 
I. Brockman & Co.’s, and also In- 
galls’ Leather Co.’s lines, both of 
Boston, Mass. Mr. Bollinger has 
been selling to the shoe manufac- 
turers for a number of years. 





Detroit Reports Styles 
Cover a Broad Range 


DETROIT—Easter buying was 
satisfactory to the shoe merchants. 
Easter and fine weather together 
brought out buyers in unusual 


numbers and sales resulting were 
excellent. 

Blond and tan shades predomi- 
nated the Easter sales in those 
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stores whose stocks were adequate, 
although blacks are still favored 
by some purchaggrs. In fact, some 
merchants are not backward in pre- 
dicting a return to blacks for the 
summer months, presumably as a 
reaction of the sales of light shades. 

There is a rather wide variety in 
the demands of customers as de- 
ported by shoe merchants. “Every- 
thing is selling” expresses the 
situation in general and are the 
words of one merchant. Straps, gore 
pumps, step-ins, and even oxfords 
are selling in fairly good numbers. 
Patent leather, in combination with 
light shades, are in good demand 
and are selling in greater numbers 
than was anticipated. 


Two-Tone Effects Good 


The variety of styles and types 
are so large that it is rather hard 
to pick out any particular one as 
outstanding. At the I. Miller Salon 
considerable emphasis is given to 
the fancy leathers, polychrome and 
lizard effects, shaded batik, croco- 
dile leathers and satins in light 
shades are among the principal 
showings in their windew displays. 
At Carrington’s, Inc., Washington 
Boulevard, two styles are featured 
in pigoat leather in tan and blond 
colors. The tan offering is a gore 
pump with apron effect, while the 
other is a gore pump with small 
tongue effect, the vamp being tan 
and the quarter blond. This new 
leather is imported from Alsace- 
Lorraine and is an innovation this 
season. 


Trend Favors Plain Types 


Novel effects gained by combina- 
tions of leathers, and especially in 
trimmings, are being shown in all 
stores and are meeting with more 
or less consumer acceptance, but 
underlying all this variety there is 
a feeling in some quarters that the 
plainer patterns will again hold 
sway in the very near future. 


To Demonstrate Appliances 


The R. H. Fyfe Company will 
hold a demonstration of Dr. Scholl’s 
Foot Comfort Appliances and Reme- 
dies from April 18 to 24. 


Men’s Buying Good 


In men’s stores the trend towards 
light tans continues and is seen in 
both the heavier types as well as in 
the lighter lines. Toes of the bal- 
loon type are greatly in demand 
among the younger set, although 
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CEDAR CLIFF SHOE SATIN is featured by 
many of the best shoe merchants this season— 
experience has taught them that customers are 
easily persuaded to buy shoes of CEDAR CLIFF 
shoe satin because of its unusually attractive 
appearance and wearing quality. 


Insist on CEDAR CLIFF shoe satin when you 
place your orders. 


eatel CLIFF 
FE. SATINS 


The CEDAR HC () Ly, 251-255 FOURTH AVE., NEW YORK 
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many are buying a lighter type 
with single soles and using them as 
a dancing pump as well as a street 
shoe. Some merchants are begin- 
ning to push the lighter weights as 
a summer shoe and are looking for 
volume sales on this type. 


New Men’s Store 


French, Shriner & Urner will open 
an exclusive men’s shoe store in the 
Book-Cadillac Hotel building as 
soon as alterations being made will 
permit. This will be another high- 
grade men’s shoe store of consider- 
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able importance to Detroit. It will 
be of considerable size as the space 
of two stores will be occupied. 


New Dixie Stores 


‘ The Dixie chain is growing in 
Detroit. A third store was recently 
opened in the Hantramik district 
and a fourth has been opened at 
628 Woodward avenue. The block 
in which they are located will soon 
be occupied exclusively by shoe 
stores, if the invasion continues, as 
there are already five other shoe 
stores in this block. 





Chicago Reports Black in 
High Favor with Women 


CHICAGO — Black satins and 
patent continue to hold the lead 
and the call for these two materials 
seems to overshadow that for any 
other. This need not be construed 
to mean that other materials and 
color combinations are not popular. 
Far from that. Almost any attrac- 
tive patterning of shoe, in almost 
any combination that is pleasing to 
the eye will enjoy a certain volume 
almost without exception, but the 
blacks are carrying the most fre- 
quent call. 

The crossword puzzle toe, with 
the little criss-cross straps or 
stitchings, have proven a very pop- 
ular variation of style and there 
are many different interpretations. 
On the black satins, they are found 
in contrasting thread stitching and 
in narrow bands of silk and patent 
leather. On the tan leathers the 
strips are in lighter silk threading 
and in black and lighter or darker 
tan leathers and so on through the 
various leather colorings. 

The dressiest models are the 
step-in pumps with bow and buckle 
trimmings and this pattern—of all 
the patterns—seems to have the 
greatest popularity. 


The two tones have resolved 
themselves to the combinations of 
calf and patent, with kid quarters 
or vamps according to the pattern. 
There are many prettily-trimmed 
pump models with light tan kid 
collar effects against black patent 
body leathers, some terminating in 
button fastenings just short of the 
throat, and some tied across the 
throat. ‘4th fancy leather or rib- 
bon bows. 


Novelty Two Tones 
The safest and sanest novelties 
seem to be the variations of two- 
toned effects in modest colorings 
and the plain step-in pumps with 
ribbon or leather bows or buckles. 
Novelty leather edge trimming and 
quarter trimmings with overlays of 
either harmonizing or contrasting 
body leathers are being shown in 
the costume shops, but have no 
great claim on popular favor. 
Generally trade falls heaviest on 
the more severe types but with lit- 
tle choice in the way of patterning. 
The trade seems unwilling to accept 
values at normal prices, seeming to 
follow more the advertised featur- 
ing of sale prices. 





Easter Buying Reaches 
High Peak in Milwaukee 


MILWAUKEE—Business during 
Easter week was very fine in Mil- 
waukee stores. With favorable 
weather added to the usual Easter 
demand, the stores were very busy 
and April records are showing a 
nice improvement over those of a 


year ago. Women’s buying followed 
the same varied tendencies noted 
earlier in the season, including pat- 
ents, satins, tans and colored kids. 

One high-grade store, which has 
been very successful with small 
tongue effects, finds them very pop- 
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ular in patents and tans. Blond 
satins and blond kid as well as kid 
have also been active at this store, 
while the popularity of the tongue 
effects has increased the call for 
buckles. Another high-grade store 
reports tans and patents leading, 
especially lighter shades of tan than 
were shown last year. In addition, 
colored satins, colored kids and 
black satins have been moving. One 
of the large department stores 
states that satins have been lead- 
ing, with the demand divided be- 
tween black, blond and penny 
shades. Patents are given second 





Plan Association 
Banquet 

Elaborate plans for a ban- 
quet to be given May 21 for 
members of the Milwaukee 
Shoe Retailers’ Association 
and their salesmen are being 
developed by the entertain- 
ment committee of the asso- 
ciation of which Clarence 
Bertler is chairman. Two 
hundred or more are expected 
to attend the banquet which 
will be held in the Elizabethan 
room of the Milwaukee Ath- 
letic Club, and several inter- 
esting subjects will be pre- 
sented by prominent speakers. 

Tanning leather will be the 
subject of a talk by John Ar- 
thur Wilson, chief chemist of 
the A. F. Gallun & Sons Co., 
local tanners. Sam Davis has 
been secured for that date and 
has a prominent position on 
the list of speakers. An or- 
thopedic talk will be delivered 
by S. J. Brouwer of the S. J. 
Brouwer Shoe Co. 

The Wuerl Sisters saxo- 
phone quartette will furnish 
orchestra music for the ban- 
quet and further entertain- 
ment will be provided by Miss 
Janecek, vocal soloist. 











place at this store, with tans com- 
ing next. The buyer for this depart- 
ment notes an increasing call for 
light shades of kid, such as a new 
light tan shade, blond and gray. 
Sport shoes are also showing their 
first activity. 

Men are also responding to the 
effects of pleasant spring weather, 
and men’s departments reported a 
very good business during the two 
weeks preceding Easter. Light 
shades of tan have been moving 

(Continued on page 101) 
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TONY AUBURN 


Reg. U. S. Pat. Off. 


Remember -- It’s a Creese & Cook Color 


We are used to having prominent shoe men 
say to us of our new Tony colors, ‘““You have 
hit exactly the shade we want.” 


That’s what they are saying today of 
TONY AUBURN and predicting that it will 
be the most popular selling color for ear}Vamm 


Fall. 


In presenting this new shade, which is pro- 
nounced by the best judges to be just the com- 
promise between Tan and Brown that men will 


want next season, we ask you to remember 
that “it’s a CREESE & COOK color.”’ 


Recalling the demand that always arises for 
every new CREESE & COOK origination, 
you will not need our advice to familiarize 


yourself with TONY AUBURN. In other 
words, ask us at once for a sample cutting. 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St 

Louis, Mo.- 


TANNERIES 
DANVERSPORT, MASS. 


SILVEY & CHRISTMAN 
82 GOLD STREET 
NEW YORK CITY 





To have TONY colors 
in your shoes is al- 
ways to have] the 
“Going Colors.” 


TONY AUBURN 
TONY GOLD 
TONY TAN 
TONY BROWN 
TONY RED 
TONY BLACK 


In this list of colors 
every possibledemand 
for day or night wear 
may be met with the 
highest average of 
satisfaction to the cus- 
tomer. 
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More Shoes Than Millinery 
Sold by New York Firms 


NEW YORK—Shoes, which have 
been vying with millinery for first 
honors in the style race for several 
seasons, apparently have won a de- 
cisive victory. The buying of wom- 
en’s shoes in the week preceding 
Easter here ran far ahead of mil- 
linery, according to a number of 
leading merchants. In department 
stores, where a good comparison of 
the two departments can be ob- 
tained, almost without exception, 
sales totals in the shoe sections ex- 
ceeded those of millinery. The com- 
parison in sales totals is eminently 


fair as the average price for shoes _ 


and hats is about the same. 

Most of the leading shoe stores 
and departments were busy all week 
with the shopping reaching its peak 
on Thursday, Friday and Saturday. 
On Thursday it was impossible to 
find a vacant seat in at least two 
shoe stores in the mid-town shop- 
ping section, and in most of the 
other stores the sales forces were 
inadequate to handle the crowds 
with ordinary promptness. On Sat- 
urday the crowds approached the 
proportions of mobs in the mid- 
town section. 

In addition to the stimulus given 
the trade by the approach of Easter, 
the Jewish holidays toward the 
close of last week also furnished 
considerable extra business. The 
custom of wearing new clothing for 
these holidays stimulated the de- 
mand for all kinds of apparel and 
gave the East Side and Bronx mer- 
chants a good volume of business. 
The shopping on Grand and Delaney 
streets reached extremely large pro- 
portions early last week. 

An interesting feature of the pre- 
Easter business, so far as women’s 
shoes were concerned, was the fact 
that demand was spread over a 
wider variety of style than ever 
before. Most of the merchants were 
unable to pick out one style as their 
leading seller. 

Colored kid played a most im- 
portant part in the pre-Easter sales 
and probably could be apportioned 
first place in the list of popular shoe 
materials, particularly in the high- 
grade stores. The light sand or tan 
shades outstripped gray, although 
the gray tones fared much better 
than was expected a couple of 
months ago. The popular colors in 
kid are now referred to as the “cof- 
fee” colors. 

Franklin, Simon & Company last 





Trend to Low Heels 


In connection with style 
trends there is an interesting 
development in heels going 
forward now. A strong de- 
mand has arisen for extremely 
low heels, running from 7/8 to 
9/8. These are usually de- 
manded in a semi-sandal type 
of shoe, which is being af- 
fected by the younger girls for 
wear with sports costumes. 
Some of the retail merchants 
expect this demand to reach 
large proportions before the 
summer is over. The high 
spike heel, of course, still holds 
first place in the dressier 
types of shoes. 


+ 




















week gave this feature some strong 
publicity in their advertising and 
window displays. One window was 
devoted to a showing of shoes and 
kid skins in these popular coffee 
colors, ranging from “cafe noir” to 
“cafe au lait.” Crocodile was also 
introduced in these shades, in com- 
bination with patent leather. 


The White Season 


With the approach of warmer 
weather less crocodile is being sold. 
Combinations of kid with various 
types of lizard are growing in pop- 
ularity and look to be a good bet 
for the next month or so, or until 
the white season begins in earnest. 
The expectations of a big white 
season are still strong, despite the 
possibility that the light-colored 
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kids may cut into the demand for 
white. Most of the retail merchants 
assert they have placed generous 
orders for white footwear, particu- 
larly for all-white kid. 


Foreign-Made Shoes 


Saks & Company, Fifth Avenue, 
are advertising the fact that they 
are the exclusive agency in New 
York for the McAfee, British-made 
shoes for men. There has been less 
exploitation of English-made shoes 
for men in recent weeks, however, 
taking the city as a whole. The 
John Wanamaker store, however, 
continues to give publicity to wo- 
men’s shoes made in England. 


Another Blyn Store 


I. Blyn & Sons, the chain shoe 
store concern, has leased a three- 
story building, 20 by 100 feet, at 
206 Main street, Paterson, N. J., 
and upon completion of alterations 
will open another shoe store there. 
The property has been leased for 
a period of 21 years, with an ag- 
gregate rental of $500,000. 


Miniature Shoes for Display 
Purposes 


Miniature shoes in the latest 
models, not over four or five inches 
in length, are being used by a num- 
ber of retail merchants here for 
window display purposes. The shoes 
are perfectly made of all the pop- 
ular materials and are finished in 
every detail just as a regular pair 
of shoes is made. 


Wildfeuer to Europe 


P. Wildfeuer of Wildfeuer Bros., 
sailed for Europe on the Leviathan 


‘Saturday, April 11. 





Lynn Expects After- Easter 
Trade to Be Very Good 


LYNN—Reports and opinions 
concerning styles continue to vary 
widely. The outlook on future busi- 
ness is more encouraging. Reviews 
of early spring and Easter business 
by Lynn manufacturers indicate 
that buyers under-estimated their 
requirements, or, at least, bought 
shoes so thriftily that their stocks 
were reduced to low levels by Easter 


_ sales. 


With such circumstances prevail- 
ing, manufacturers are expecting 
orders in considerable volume for 


shoes for late spring and early 
summer. They anticipate a steady 
run of the factories from now until 
the end of this run in June. 

General conditions, as they relate 
to prices of hides and leather, costs 
of production and consumption of 
shoes, appear to be normal. 


Broad One-Straps 


A few new models in one-piece 
pumps are being tried. One-strap 
pumps are of two types, the first 
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having the familiar slender strap 
and the second having a wide strap, 
as broad as ever has been used on 
Lynn shoes. Some unusually smart 
buckles are employed for fastening 
these straps. Gores appear to be not 
only as good as ever, but new 
models of them keep appearing, the 
gores being set in the straps, the 
throats, or in the sides, and that as 
inconspicuously as is possible. 


On Trip to Tropics 
Albert N. Blake of the Watson 
Shoe Co. is on a month’s trip 
through the tropics and the Pana- 
ma canal zone. 


Some Harney Shoes 


The Harney Shoe Co., is making 
satin shoes in blond, rosewood, sand 
and cinders, and also black velvet 
shoes, and gray kid shoes, too. 


To Travel in Europe 


Joseph I. Melanson, of Lynn, 
president of J. I. Melanson & Sons 
Co., of North Adams, Mass., and 
Edward M. Winslow, of the Benz 
Kid Co., of Lynn, will sail April 
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Lasts and Patterns 

Lasts are of graceful 
shapes, and light of line. The 
general purpose is to use 
models of gracefully curving 
lines on which to build up 
styles. 

Open shanks are among the 
new features in patterns. 
They are different from open 
shanks of last summer. Some 
of the open shanks come down 
in a V shape, others in a U 
shape and still others are 
of the O shape. These several 
patterns of open shanks bring 
the vamp into contact with 
the quarter, so that the raw 
edge of the insole is not ex- 
posed to view, as was the case 
a year ago. Another idea is to 
have the open shank on just 
one side of the shoe, and that 
the outside. 











29, on the Aquitania from New 
York for a trip in Europe. They 
will visit Sir Percy Daniels, British 
leather merchant, who is an occa- 
sional visitor to Lynn. 





More Style in Men’s Shoes 
Coming Out of Brockton 


BROCKTON—The buyer for a 
large concern operating several re- 
tail stores, who was recently in 
Brockton on a business trip, said 
in reference to his buying 
methods: “In men’s shoes it is im- 
portant to secure diversity of style 
as a means of interesting various 
classes of customers. I buy men’s 
shoes in Brockton and also buy in 
other shoe manufacturing centers. 
In this way I get variety in the 
style of shoes, and am in a position 
to supply the wants of all men who 
come to our stores. Shoes are pri- 
marily sold on style. In that con- 
nection I want to say that the style 
and finish of Brockton shoes leaves 
nothing to be desired. Brockton, 
and in fact all the surrounding 
towns making men’s shoes, have a 
reputation second to none in this 
regard. I shall always buy a good 
proportion of my men’s shoes in 
this locality. However, I buy men’s 
shoes in other localities partly by 
reason of price variations, but par- 
ticularly for the different “look” we 
secure for our men’s shoes. If a 
customer is not suited with the 


style or appearance of a shoe which 
we show him, we have another 
which represents a different lo- 
cality. 

“Style sells shoes and wear brings 
the customer back for another pair, 
so in our buying we try to combine 
these qualities as far as possible. 
Men today demand a good deal for 
their money in footwear. For that 
reason, we buy on a basis of first, 
style variety, and next, wearing 
quality, coming as near to 100 per 
cent on both as our experience and 
opportunity allow. Yes, men’s shoes 
all wear too long, with walking al- 
most a lost art.” 
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Sport Shoes for an Extra 
Pair 

Following deliveries of shoes for 
the Easter trade, Brockton manu- 
facturers have prepared new sam- 
ples with which to interest buyers. 
The new styles include a strong 
showing of men’s and women’s sport 
footwear, 

How to make men buy more shoes 
is a problem which both manufac- 
turers and merchants are doing 
their best to solve. Indifference on 
the part of many otherwise well- 
dressed men as regards the appear- 
ance of their footwear is seemingly 
unexplainable, yet, nevertheless, a 
fact. As one Brockton manufactur- 
er puts it: “How in the world can 
we make men ashamed of their 
shoes? This is something in which 
we are vitally interested as manu- 
facturers. Merchants are up 
against the same proposition. Our 
part is to show to merchants the 
seasonable styles which are smart 
in appearance, well made, and have 
good-fitting qualities. The mer- 
chant’s part, I think, is to display 
these shoes to the best possible ad- 
vantage and to utilize in his pub- 
licity plans every possible argument 
to men (women don’t require it), 
in favor of dressing up the feet as 
well as other parts of the body. To 
make men ashamed of their feet 
should be the ambition of all shoe 
merchants. In order to do this it is 
necessary to utilize local publicity, 
calling attention to the shabbiness 
of the average man’s footwear and 
the tendency which men have to 
neglect their appearance in this re- 
gard.” 


Elect New Directors 


Schwarz-Ruggles Co., Inc., at a 
recent meeting of directors, re- 
ceived the resignation of Edward 
Cox as vice-president and direc- 
tor. Merton E. Hayward, formerly 
of the Preston B. Keith Shoe Co., 
was elected as a director. As reor- 
ganized the directorate consists of: 
Bruno E. Schwarz, president; Ev- 
erett S. Ruggles, clerk; M. E. Hay- 
ward, W. B. Gallun, J. F. Kedian. 





Shoe Manufacturer Dwells 
on Continuity of Business 


HAVERHILL—“I was much in- 
terested,” remarked a Haverhill 
shoe manufacturer, “in a statement 
recently made by George Eastman, 
millionnaire retiring president of 


the Eastman Kodak Co. Mr. East- 
man said, ‘To be successful a busi- 
ness must have continuity.’ 

“That, to my mind,” continued the 
manufacturer, “strikes the keynote 
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HE attractive power of a black 
kid shoe depends largely upon 
the leather. 


Beautiful as SURPASS KID is in 
the skin, it takes on added beauty in 
the shoe. 
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Men’s Shoes for Sport Wear 


More sport shoes made of buck are on the market 
for men’s sport footwear for this season. 

The style on the left is made of brown 
buckskin. Tan calf and white elk 


are combined in the pattern 
on the right. 


(Manufacturer’s name 
on request ) 

















of success in any line of industry. 
If production is not kept rolling, 
overhead goes up, with consequent 
lessening of profit, and if long con- 
tinued, with reduction of capital. 

“Factory production should be 
planned weeks or even months 
ahead in order that when a period 
arrives that sales usually fall be- 
hind, provision has been made 
against that situation. A manufac- 
turer, whose plant is kept moving in 
this way, has a double advantage. 
Not only is he reducing his over- 
head, but he is in a position to go 
out and obtain orders which are 
wanted in a hurry. If, on the other 
hand, the factory is far from busy, 
it is practically impossible to speed 
up production to take these hurry 
orders which, by the way, consti- 
tute today a very important part 
of a manufacturer’s output. May 
and June are usually dull months. 
If the sales director, for instance, 
can plan with certain customers 
to put on sales during May 
and June, and make up women’s 
stylish novelties with reference to 
such sales, he will obtain business 
which would not otherwise be forth- 
coming in this ordinarily dull pe- 
riod. It is along these lines I be- 
lieve, that Mr. Eastman’s state- 
ment can and must be developed, 
in order that shoe factories may 
prosper by rendering efficient serv- 
ice to their customers.” 


Patent on Wood Heel 
Machine 


Emile W. Bailly, manufacturer 
of wood heels, has been granted a 
patent for a safety lock on wood 
heel turning machines. Accidents 
frequently have occurred to oper- 
ators when removing one heel 
blank and inserting another. Lia- 


bility insurance companies have re- 
quired these machines to be pro- 
vided with an effective means of 
preventing these accidents. Mr. 
Bailly’s attachment, which fits any 
turning machine, locks a jack in the 
middle position where it is held 
while the operator changes the heel 
blank. The locking and unlocking 
of the jack is performed without 
delaying the work of the operator. 


Ahead of Last Year 


Charles B. Harding, head of the 
Harding Shoe Co., says that this 
concern, which produces advance 
novelties in women’s hand made 
turns to retail at popular prices, 
has a larger production than last 
year at this time. The Harding Shoe 
Co. has taken additional factory 
space, which gives the plant a capa- 
city of 900 pairs daily. 


Sale of Chick Factory 


S. Starensier purchased recently 
the building on River street, known 


as the Chick factory. This six- 
story structure, containing approx- 
imately 60,000 square feet of manu- 
facturing space, was built many 
years ago by Chick Bros., who oc- 
cupied it for an extended period 
in the manufacture of shoes. The 
property, which has been vacant 
for several years, was purchased by 
the new owner for approximately 
$20,000. Mr. Starensier is a large 
owner of real estate in the shoe dis- 
trict and purchased the Chick plant 
for investment. 


English on Trip 

Phil English, Jr., of Witherell & 
Dobbins Co., is making a six weeks’ 
trip which takes him through the 
Middle West to the Pacific Coast. 
He will return by way of Texas and 
other southern states. Mr. English 
will call on wholesale merchants in 
the principal cities along his route 
with the latest novelties in “W. 
& D.” turns. He expects to be at the 
factory about the latter part of 
May. 





Most of Brooklyn Trade 
Is on Light Kid Materials 


BROOKLYN—Spotty conditions 
still prevail throughout the shoe 
manufacturing field in Brooklyn, 
but on the whole, business appears 
to be improving steadily. A slight 
let-down following the Easter rush 
is to be expected, of course, but sev- 
eral of the leading producers have 
business on their books for delivery 
through April and running into 
May, which will keep them fairly 
busy. Re-orders are coming in well 
in a number of: factories and the 
look in general is fairly good, al- 


though nothing like a boom is ex- 
pected. 


Light Kid Materials Good 


Light colored kid appeared to 
form the bulk of business, although 
a considerable quantity of tan calf 
and patent leather, as well as satin, 
was cut for the Easter business. 
Most of the manufacturers expect 
the light-colored kids, trimmed with 
contrasting shades of the same ma- 
terial or with lizard, to be in de- 
mand for the next month or two. 
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A New Idea in an 
ARCH SUPPORT SHOE 


Genuine Imported Australian Black Kangaroo 


Imported English Bleached 
Calf Backstay, Sidestay, 
Heelstay and Blue Lining. 


In Stock! 


B, C, D and E Widths in Shoes 
and Oxfords. 


DAVIES SHOE MFG. COMPANY 
RACINE, WISCONSIN 
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A few still have strong faith in 
blond, fallow and similar shades of 
satin, but others are going cau- 
tiously on this at present. There is 
still blond satin going through the 
factories for delivery during the 
rest of this month. 


White Kid Favored 


White kid is being cut in in- 
creasing quantities and is expected 
to reach large proportions this year. 
While it is realized that the light 
“coffee” and gray tones in kid may 
cut into the white business, this is 
given but scant attention by most 
Brooklyn manufacturers. The fact 
that white promises to be a leading 
color in women’s costumes for the 
warm season, is an indication, they 
say, that white shoes will be in 
strong demand. Most of the white 
business is on plain shoes, although 
some trimmed with lizard or light 
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New Patterns 


Some new patterns are be- 
ing tried out here, mainly 
along the sandal lines. Pat- 
terns for regular strap and 
step-in pumps are fairly well 
stabilized and many manufac- 
turers believe that a sandal 
pattern is necessary to stimu- 
late business now. The front 
vertical strap has been revived 
with some degree of success 
by several producers. 











tan shades of kid are being put 
through on early orders. 

“Pigote” is being used by a num- 
ber of the high-grade producers 
here, both as a material for the 
body of the shoe and as a trimming. 
Batik and marbleized leathers also 
are having a run, 





Tan Calf Patterns Best 
in Most Baltimore Stores 


BALTIMORE — The pre-Easter 
season in shoe stores ended very 
well Saturday, April 11, in most 
shoe stores. The last week was fea- 
tured by good sales in both men’s 
and women’s lines. Tan calf models 
sold best; patents second, and black 
satins, third. Blond satins also sold 
well. Opera pumps are selling bet- 
ter than strap pumps in the higher 
priced shops. A new shoe is banana, 
also lemon doe skin, with iridescent 
patent collar and heel. 


Federal Reserve Report 


The last monthly review of busi- 
ness and agricultural conditions for 
the Fifth District reports that Feb- 
ruary trade was fully up to sea- 
sonal average and business leaders 
profess a high degree of optimism 
with regard to prospects for spring 
and early summer. Condition re- 
ports of member banks in leading 
cities showed a growth in loans to 
customers as a result of increased 
agricultural and business activities, 
and borrowing at the Reserve Bank 
also rose between the middle of 
February and the middle of March. 


Alterations Made 
Manchester Shoe Store, Inc., 9 
N. Howard street, has been reor- 
ganized. The store is in process of 
rebuilding, a new store front, fix- 


tures, etc., having been installed. 
Julius Gruber is the owner. 


The Men’s Situation 


Men’s shoes here are not moving 
as rapidly as they should, although 
merchants persist in predicting in- 
creased business. Men’s_ scotch 
grain oxfords are selling, but are 
being outdone by lighter weights. 
There has also been a falling off of 
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sales in wing tips. Light shades of 
tan are most popular. Extreme 
broad toes are being sought in the 
cheaper shops, while at the better 
shops medium width toes are sell- 
ing. 


Forsythe Store Opens 


The Forsythe Shoe Co. opened 
April 2. Jack Cohen, formerly man- 
ager of the Amsterdam Shoe Store, 
Philadelphia, is manager. 


Zang Is Buyer 


F. J. Zang, recently operating a 
shop of his own, is now buyer and 
manager of the men’s department 
at L. Slesinger & Son. 


New Store 


John Krajchie is manager for 
the Tri-plex Shoe Company, which 
opened a few weeks ago. 


Points at Globe Co. 


A. R. Points, formerly with the 
Globe Boot Store, Inc., Washing- 
ton, D. C., has been transferred to 
the local Globe shop, which has 
floor space at Gold’s, 28 W. Lexing- 
ton street. 


Ahead of Last Year 


F. K. Gilbert, buyer of men’s 
shoes at Isaac Hamburger’s, states 
that business in his department for 
January, February and March has 
been better this year than in the 
corresponding months since 1918. 





Easter Sales in 


Rochester 


Strike Very High Mark 


ROCHESTER—tThe retail shoe 
business during the week ending 
April 11 was the best reported by 
local merchants for many months. 
Such expressions as “business is 


‘ fine” and reports that “Friday was 


” 


a wonderful day” were only a few 
of the optimistic remarks made by 
shoe merchants. 

The influence of mild spring 
weather materially stimulated the 
purchase of new footwear for 
Easter and local merchants enjoyed 
a good pre-holiday business. A fea- 
ture of the Easter buying was the 
absolute lack of any outstanding 
style or pattern. Tan calf, patent, 
blond satin, black satins and com- 
binations are all selling well and no 


general tendency towards any one 
certain style, material or pattern 
has developed. 


Newspaper Advertising 


William Pidgeon Jr., proprietor - 
of the Pidgeon store, who has re- 
cently completed extensive altera- 
tions in his store and has installed 
a platform for the proper fitting of 


orthopedic shoes, attributes his 
success in building his business to 
newspaper advertising. 

In a recent advertisement an- 
nouncing the completion of his new 
store which Mr. Pidgeon calls “A 
Dream Come True,” he stated that 
liberal use of newspaper advertising 





Moccasin Blucher 


Cut from Full Chrome 
Tanned Chocolate Elk, Korite 
Water-proofed Upper, Heavy 
Uskide Sole, Bellows Tongue, 
White Storm Welt to Heel, 
Munson Last. Sizes 5 to 12. 
No. 3333. Men’s Blucher $3.50 
No. 333. Men’s Oxford $3.35 


No. 4443. Boy’s Blucher $3.00 
Hiker Last. Sizes 2% to 6 
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Service 


The man whose occupation is hard on shoes is con- 
stantly seeking improved wearing qualities. 


Murphy Work Shoes are purposely produced for 
that class of shoe wearer—the man who must have 
Service, who must have comfort, who desires neat 
appearance and with all this a reasonable price. 


J.D. MURPHY SHOE CO. #7 
NATICK, MASS. ha 


Know Them 











A Ribbon Bow with elas- 
tic loop on back to slip 
over strap. Gives a smart 
and dainty appearance. 
Bow shown on box cover 
(our 9973-7) measures 
234,” and is a ready seller. 
(Retailing at 75 cents a 
pair and up.) 


OWL SPECIALTY CO. - - Haledon, N. J. 


gee Lovers’ Knots and 
other ribbon effects will 
be popular and you 
should have considerable 
call for Shoe Tie Ribbons 
by the roll. We carry all 
the popular shades in 
grosgrain, satin and 
moire ribbons. 


ORDER NOW OUR TWO DOZEN ASSORTMENT 


Bow No. 9973-7—(Black, tan, blond and white), all in above 
attractive Counter Box. 


Price $4.75 for the two dozen 


Established 1907 
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Make Your Children’s Department Pay 





The pe Bros. Dry Goods Co. of Houston, Texas, “dressed up” 


Since the above picture was 
taken, a merry-go-round has been 
added which gives the children so 
much pleasure, while they are be- 
ing fitted, that they want to spend 
the whole day there. Mothers are 
invited to leave their children here 
while shopping elsewhere in the 
store. A colored maid, who knows 
every child by name, is in charge. 


Saturday mornings, between ten 
and eleven is the story hour which 
is conducted by one of the local 
school teachers. This lady is very 
clever, not only in the telling of 
stories, but in various stunts that 
she thinks up to amuse the chil- 
dren. Recently the schools in town 
had competitive puppet shows, with 
the winner giving their show in 


its children’s shoe department to make it a 
magnet to the young folks. 


this department. Every child who 
is in the department before ten 
o’clock receives a ten-cent bar of 
candy. Of course at the story hour, 
the place is simply crowded with 
children, while at other times it is 
not uncommon to see from five to 
twenty kiddies there enjoying 
themselves immensely. 





combined with service had enabled 
him to build his business to its 
present successful level. 


Riding Boots at $18 


On the Monday following Easter, 
McCurdy’s announced the sale of 
two hundred pairs of women’s high- 
grade riding boots at $18 a pair. 
Many Rochester society women are 
devotees of horse-back riding and 
Jim Olmstead, proprietor of the 
McCurdy shoe department, reports 
that this special offering produced 
many sales of boots and materially 
stimulated the sale of fancy foot- 


wear, for once a customer entered 
the department to purchase boots 
the clerks saw that she tried on 
style shoes as well as boots. 


Drive for Easter Business 


O. K. Johnson, advertising man- 
ager of the Eastwood Stores, issued 
an attractive booklet featuring 
pumps for spring, which was dis- 
tributed to customers before Eas- 
ter. Eleven styles of women’s shoes 
were featured in the booklet. The 
Eastwood stores ran large display 
advertising in the local newspapers 
during the week preceding Easter. 





Post-Easter Business Gets 
Underway in Philadelphia 


PHILADELPHIA—Most of the 
shoe factories report post-Easter 
business is getting under way very 
well. Most plants are being operated 
at half of their capacity. Some of 
them, however, are up to about 85 


per cent, and one or two are still 
up to capacity. One firm, which is 
operating its factory at about 85 
per cent of its maximum produc- 
tion, finds the bulk of the demand 
for patent leather, tan calf, and 


satin, in the order named. Both 
black and blond satin are selling 
though the former is the dominat- 
ing factor in this material. Front 
gores, various strap effects, and 
plain pumps are all in demand. This 
factory confined its whites very 
largely to plain kid without any 
colored trim, though it did make 
a few shoes in fabric. While pat- 
terns tend to the plainer effects, 
the shoes being asked for are still 
considerably removed from severely 
plain types. 


Business Quite Active 


William A. Tompkins, of the 
Turner-Tompkins Shoe Co., reports 
that business is very good. He re- 
ports that he is unable to meet the 
demand for boys’ and little gents’ 
oxfords of tan side leather with 
crepe soles. Business in men’s crepe 
soles is not as active as the call for 
crepe soles in boys’ footwear. There 
seems to be a growing demand for 
fairly fancy men’s shoes with a 
leaning towards wing tips and 
Scotch grain leathers. There is very 
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Superior Shoes for Children 
PATENT LEATHER GRECIAN SANDAL 
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PATENT LEATHER OXFORD I 
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Style B910—Sizes 2 to 5 i 
Style B710—Sizes 5% to 8 b 
8% to 12 b 
n 
C 
Style B952—Sizes 2 to 5 : 
Style B752—Sizes 5% to 8 : 
8% to 12 

p 
THIAPYT@Z shoes are manufactured for u 
the Retail Trade exclusively. One hundred a 
numbers are carried IN STOCK for your con- . 
venience. Make use of our IN STOCK service t! 
to replenish your depleted stocks following A 
Easter demands. il 
a 

Write for latest catalog of New Process 

Flexible Welts and Turns. 
In Stock 

v 
it 
e C 
¥ ) ° t! 
mperia worens Ohoe Corporation| | : 
MANUFACTURERS 7 " 
ROCHESTER, N.Y. n 
“Rochester Made Means Quality” } 
n 
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little demand for blacks, the bulk 
of the business done being in tans. 
Prices show no changes. This firm 
has bought some plain whites and 
some whites combined with tan in 
nubuck and in genuine buck. It 
has also bought some white canvas 
shoes for men. It has, furthermore, 
ordered some whites with crepe 
soles and expects ready call for 
them as the season advances. 


Showing Blond Satin 


Among the showings of the Geut- 
ing store, on Chestnut street, are a 
novelty one-strap pattern in blond 
satin and in black satin at $8.50, 
a buckle-trimmed pump in blond 
satin, black satin, tan Russia, and 
patent, with black parts in com- 
bination; step-in pump in blond 
satin, black satin, and tan Russia; 
and a circle strap effect in patent 
leather and tan Russia calf. 


Blond Satin Leader 


The United Shoe Company re- 
ports that the biggest thing in its 
market is blond satin. There is also 
some call for patent leather and for 
black satin. Patterns are plainer, 
consisting chiefly of simple strap 
effects and plain operas. In whites, 
this firm has very largely confined 
its purchases to kid. It has bought 
both plain whites and white com- 
bined with black. There has been 
no general change in the price level. 
On novelty footwear the trade will 
pay the price asked for a shoe if 
it likes it. If it does not care for 
it it will hardly take it at any 
price. 


Puts in Line of Welts 


The Shipley and Vaux Shoe Man- 
ufacturing Co. will shortly put in 
a line of welts. Machinery is being 
rapidly installed and the firm hopes 
to have samples of the new line in 
the hands of the trade by May 1. 
All of the firm’s welts will be made 
in one building and the McKays in 
another. 


Tans Leading 


Kelly-Schonfeld reports that 
while tan is the leading feature of 
its sales, there is also an active 
call for blacks. This firm reports 
that the shoes which are now in 
demand have plenty of stitching, 
but not much perforation. Crepe 
soles are very big in boys’ lines, but 
not as active in men’s lines as they 
were a year ago. It is felt, however, 
that as the season advances the 
men’s crepe sole shoes will show 
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more life. This firm has bought 
some white buck in plain effects 
and combined with black. It re- 
ports that it has had to pay ad- 
vances recently on its shoes. 


McKeon Speaker at 
Luncheon 


Business in Europe is now able to 
take care of itself without any as- 
sistance from the United States, ac- 
cording to John C. McKeon, presi- 
dent of the National Boot and Shoe 
Manufacturers’ Association, who 
at a recent luncheon of the Opti- 
mist Club, spoke of the impressions 
gathered on a recent trip abroad. 
He advised American business men 
to turn their attention away from 
the problems of Europe and return 
to a strenuous pursuit of the op- 
portunities that this country pre- 
sents. 





Merchants’ Night Observed 


Boston—The Boston Retail Shoe 
Salesmen’s Association held Mer- 
chants Night April 6. Among the 
guests were: Thomas F. Anderson, 
secretary of the New England 
Shoe and Leather Association; I. B. 
Howe, and E. Warner Howe, of 
the Walk-Over Shoe Shops; Fred 
W. Small, of the Gilchrist Co.; R. L. 
Upton, of Gillett & Upton; C. B. 
Pollock, of Thayer McNeil Co.; 
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Henry Hagan, of the Oblast Co.; Jack o’ Lantern. 
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T. A. Delany, secretary of the Na- 
tional Shoe Travelers’ Association. 

The theme of the meeting led 
by the inspirational talk of Thomas 
F, Anderson was “Boost New Eng- 
land.” ‘Secretary Anderson urged 
membership in the Shoe and 
Leather Continuation Class. Dr. 
Martin Edwards talked on “Better 
Health Through Better Diet and 
Posture.” 

Officers for 1925-1926 were nomi- 
nated as follows: President, Fred 
N. Greenwood, Thayer McNeil Co.; 
vice-president, Peter F. Girard; 
secretary R. W. Daley, of Daley- 
Williams Co.; treasurer, Robert 
Wright; executive committee: 
Percy E. Thayer, chairman; George 
Rowe, Edward Bloomquist, James 
A. Creed, Herbert Currier, Burton 
L. Murley, E. A. Kuhlen, L. W. Hol- 
lis, Harry S. Eagles, Burt Rowell, 
Frank O’Neill, Ernest Smith, Wil- 
fred Hagar, Arthur Yaker, J. Henry 
Steele, Cyrus Kelestrom, Walter 
Rooney. Election will take place at 
the May meeting. 

The meeting stood for one minute 
in silent tribute to Past Member 
Clarence Northrop of Hanan & Son. 





“You know, I think George is the 
most efficient man I know.” 

“How’s that?” 

“In order to save in his laundry 
bill, he hides his socks in the pock- 
ets of his pajamas.—Dartmouth 


Otto S. Lasche, display manager of the Stetson Shoe Shop, Washington, 
D. C., arranged the above trim, showing new styles in pairs. 
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M.A.PACKARD CO. Makers (P) 
BROCKTON ' 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 

















HALSEY E. ABBEY 


Elected treasurer of the United 
Shoe Machinery Corporation at the 
March Meeting of its Board of Di- 88-90 Reade St. New York 
rectors. AUCTION TRADE SALES 

After completing his studies in of 
the schools of his native town and SHOES AND RUBBERS 
at Albany, N. Y., he was engaged Every Wednesday and Friday 
for several years in banking and 
investments in Kansas and Ala- : 
bama. a STOCK DEPT. 5 

He came to Boston in 1892, and , 


+ NAPPY 
became treasurer of the Grip Ma- ACTION! STYLES! 
° 2 of “They've Got to be Stetson 
chinery Company, with shops and “ i eee ue 
S 


offices in Malden, Mass. THE STETSON SHOE CO., Inc. 
Upon the formation of the United South Weymouth, Mass. 

Shoe Machinery Company and 

the consolidation of its offices in 


the Albany Building in 1900, he be- | SNAPPY SHOES 

came chief accountant, and on thee | FOR YOUNG MEN 

death of the late Richard N. Norton Up to the minute Styles. Selling 
unsurpassed. Priced 


he was advanced to the position of yn My . 
auditor. CRAIG-REED & EMERSON, Inc. 
ass. 


ton, M 


——— —_— Boston Office, 10 High St., Room 304 


I. B. Howe Returns 
Boston—I. B. Howe, of A. H. — 
Howe & Sons, Walk-Over Boot COI \G CO-OPERATIVE 
Shop, Tremont street, recently re- HH ASSOCIATION 
turned after a several weeks’ 7 . 

Pe ‘ \] Factory, Bridgewater, Mass. 
pleasure and business trip to Porto Boston Office, 183 Essex Street 
Rico, Panama, Colombia, Carte- — 307 
gena, and many South American 


cities. Mr. Howe was accompanied 

— Jiang ¥ ate ——, by Mrs. Howe. He stated that he 
SHOES noted much good-looking American 

footwear in these sections. He 


BROCKTON, MASS. visited many Walk-Over stores en 
route. 
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Address all communications to the factory. 





Hold Demonstration 
Denver, Col.—A very profitable 
demonstration of Dr. Scholl’s Foot 
Comfort Appliances and remedies 
was held at the Fontius Shoe Store 
on April 2 and 3. The demonstra- . 
“HIGHEST a ONLY” tion also sold a large number of Bliss a ‘Richardson Shoe 


AST WEYMOUTH. MASS. pairs of shoes. 
































April 18, 1925 BOOT AND SHOE RECORDER 101 


Milwaukee 
(Continued from page 87) 
very well, with the demand divided 
between the very wide toe and a 
more conservative style with a 
rounded square toe. Several rows 
of fine stitching are used in the 
majority of cases for trimming the aLACcE Perey =a 


ofthe PPYASSU For the spring models 
Child’ 
Grads BE R) Trade ——— Sie? to tt 
_BESTEVER Opens New Location Sim metif tas 
< Boudoirsand Novelty : Sizes 2}to8 


Joseph Schwai, shoe merchant 
Kimono Sandals ° : BLOG SHOE FINDIN . 
Write for Prices who was located for the past 14 147 Duane St., New Yani. —_— 


BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. years at 313 State street, has an- 
nounced the opening of his store in BALLET AND GYM SHOES 


a new location at 277% Third BLACK VICI KID—IN-STOCK 


18, 1925 

































Be pants No. 116 
245 to $1.00 



























oot A. street, which is one door south of | Qe =. #07... .... 1. 
fe “a <y i State street. A ts 
The Quality a —————_ 2i4 to 8.22222: 3138 
Pullman Slipper Slippers In Stock 
- aa ae ae - “ ee Athhile Shes itp. Ca, 124 N. Third S, Pibaghe 
SWAN SHOE CO. _ Baltimore, Md- e simplex oe anutactur- 
ing Co., which recently outgrew its QUALITY BALLETS— erdtx 
Sate Te sot lots former quarters at 321 Ninth ayn as ae $2.28 
for the Entire Family street, has moved into its new Wh ~~ 120 230 
cn dg te ety oer $150,000 factory building at Keefe Ms “Samp, on 





cae Een Old a avenue and First street, and ie ana e Saat Gtteees 6 cae perens ies 
Black, Taupeand Pink| creased production is now under METROPOLITAN SLIPPER CO- 
—_ ENGLAND SLIPPER Co. way. The new plant has a capacity 134 W. Brway, near Duane St. New York 
WESTBORO, MASS. of 6,000 pairs. The factory is a 
PA 60. three-story brick structure, 50 by 
RISTY ILE FOOTWEAR MFG. G 0., ING. 400 feet, with an office building, 50 
Chieage Office, Security Bidg., 189 W. Madison St. by 76 feet. Much new equipment 
HIGH GRADE MULES and D’ORSAYS was added when the firm moved 


5 
Made of Satin, Quilted Satin, Embossed 
> 


Leather, Tinsel and Brocade into its new quarters. 
Prices frem $23.00 per doz. up 
Twas — Changes at Walk-Over 














“IN STOCK BLACK KID BALLET 
SLIPPERS” 
Ours Stand the Strain 


fiat UES? het 


THE KAY JAY SHOE CO, 
Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 









































— Milton Finger, who has been floor Su at 
manager at the local Walk-Over x vy 
shoe store, has taken over the man- HARD AND 
agement of the Minneapolis and St. SOFT TOES 
Paul stores of the company. Robert oan 
Weaver, formerly with the local WM. 
ne. Send for SUMNER 
store, but more recently connected Price List SMITH 
) with the Stendal shoe store of 325 W. Mouroe St., Chicago, Tl. 
— Minneapolis has returned to Mil- 
waukee to take the position of floor MANHATTAN FINDINGS CO. 
E AShoe for Boys manager of the local store. WHOLESALE SHOE STORE, SUPPLIES 
om That Wears To Change Location Childs sonny gc QlAS Ming no 20 
reet Marston & Tapley Ca. In order to clear out the stock We also carry a full iine of professionel round 
: . ° and square toe ballet slippers. 
City DANVERS, MASS. before moving from its present lo- IN STOCK 








cation, the Fox Shoe Co., in the 
Matthews building, is holding a BALLET SLIPPERS in Stock 


| y & Osborn, sale during this month. Black and Pink Satin, Black Kid officially adopted 
= ya best made professional toe and ballet slipper 
America by International ——s- Masters of 
a 
. 
) 
3 














vaneener DOS ewe Have Theatre Party fom 8 mal 


BOy’'s FINE SHOES 
Rockland, Mass., U. 8. A. New York, N. Y.—The staff of | ame arnews ite Ave. 


IN STOCK MADE TO ORDER Dr. Posner employees comprised of Only one exelucive ageesy In e _ 
their New York office personnel 


and factory personnel held a thea- 

D Y K ? tre party recently. Included in the INF ORMATION 

0 i0Uu now. ] 
The = i ill audience was a notable assembly of for Shoe Merchants 

t you can buy or sell it throug! well-known shoe and hosiery men “WHERE TO BUY” constitutes a 
the “Where to Buy” columns. This | from New York city and other | source of knowledge so that he who 
feature in its quick service is a time places. After the show the party runs bp these pages may read 
_ saver in meeting immediate needs. | wont to the Terrace Gardens. Peers: © 
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smartet WALKRITE 
Patterns Co*s Lasts 
CHILDREN’S HIGH-GRADE FLEXIBLE 
STITCHDOWNS 
A Variety of Styles Always In Stock 


11-13 Sterling Place Brooklyn, N. Y. 

















l"Bonita: Shoe « Baby 


In Stock 


Send tr Cate 


AH Maertin@ 


Meher ROCHESTER NY 











Or POSNER'. 

SCE 
SHOES & STOCKINGS 
FOR INFANTS .CHILDREN 
AND YOUNG LADIES 

DR A POSNER SHOES..INC 


+40 Ww. BROADWRY 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 183 Essex Street 











WHERE TO BUY 8 
Rs 





America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N.C. 











<1 MIN ~ 

Gardiner's 

Ry oS 
Many dependable and 


profitable styles constant- 
ly In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 








H. MOOS 


H. Moos, proprietor of the new 
shoe department of “The Style 
Shop,” Ironwood, Mich. Mr. Moos 
was for eight years salesman at the 
O’Connor & Goldberg Bootery, 23 
East Madison Street, Chicago. “The 
Style Shop” is an exclusive women’s 
ready-to-wear establishment. The 
new shoe department will cater to 
the better class of customers. 





Army Contract for Menzies 
Shoe Co. 


Fond du Lac, Wis.—The Men- 
zies Shoe Company was recently 
awarded a large contract for army 
shoes by the government, amount- 
ing to 50,000 pairs or a total of 
over $160,000. 

The Menzies Shoe Company’s 
sales have shown a substantial in- 
crease over one year ago and for 
four straight months shipments 
have showed increases over one 
year ago. 





Against House-to-House 
Selling 


Minneapolis shoe merchants have 
been doing good work in the fight 
against peddlers. There is before 
the state legislature a measure 
which requires all house-to-house 
paddlers te obtain licenses. Fees 
for these vary from $7.70 to $50, 
depending upon character of mer- 
chandise to be peddled, but more 
particularly to size of vehicle used. 

W. N. Comer of Minneapolis, 
president of the Northwest Shoe 
Retailers’ Association, has been be- 
fore the legislative committees 
when this bill was under considera- 
tion. 
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T. W. GODSOE, Pres. _ F. E. JONES. Treas. 
W.G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 


Goring *:: 


WIDTHS 

GRADES 

Russell ManufacturingCo. 
Middletown, Conn. 

















The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


aaa & COOK CO. 
rt 95 Seuth St., Boston, Mass. 











Colored 
Chrome 














ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








MULTIGRAPH PLATES 


COMPLETE SERVICE 
Engravings, Signature Cuts, Rule Forms, 
ition, Steel and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE Founont 
CAMBRIDGE, MASS 











[ABELSZefjo* ~ 
ASK FOR SAMPLES — Grex oo 
We Nes >” : 


TOLMAN PRIN’ T, ING. | 


t os pues 


za Srint No sf of | 
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DR. CAMPBELL’S 
HEALTH SHOE 
IN STOCK 
Ask for New 


Catalog 
Powell & Campbell 
122-124 Duane S&t., 

New York City 




















7540 £§ 


O61 f 
Summer St. BOSTON \vo4" A 











ARLE 


shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 


50 MAIN ST., BROCKTON, MASS. 

















a EMIL RUBLAC | 


Maker of Artistic 
PRICE TICKETS 
Soo ob ge ate 
Established 1963 


No. 400 $3 per 100 '4@- 142 WEST BROADW, 
Actual Sizei 7-8"x2" NEW YORK, N.Y. 














bai 
ann SELL MORE OCSSt 


thal ~ LE Capacit 50 
rai = Seca Pc by Ral 
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New Shoe Stores 

Joseph Schwai, 277% 
street, Milwaukee, Wis. 

J. N. Zurlinden, Kenton, O. 

Talbot’s, De Queen, Ark. 

The Bootery, M. J. Wise, propri- 
etor, Medford, Mass. 

W. R. Berger, Great Falls, Mont. 

Harry’s Shoe Shoppe, 147 Clin- 
ton street, New York, N. Y. 

J. F. Brown, Baker, Ore. 

Leslie Angle, Bixby, S. D. 

G. N. Kasun, Phoenix, Ariz. 

Herbert Lynch, Boone, Ia. 

Geo. Nimee, Leominster, Mass. 

J. C. Dandurand, Webster, Mass. 

John Kallinger, Fullerton, Neb. 

Ben Rosenfield, Newberg, Ore. 

A. M. Pozzak, Ambridge, Penn. 

Arrow Shoe Shop, No. Third 
street; Harrisburg, Penn. 

Miller’s Shoe Shop, Harrisburg, 
Penn. 

Greenbaum & Colton, Scotland, 
S. D. 

Nystrom & Olson, Mason, Wis. 

Frank Karnosky, Rhinelander, 
Wis. 


New Store in Waltham, 
Mass. 

Edward Freeman and Hyman 
Nidar, formerly connected with 
the Samuels Shoe Co., of Brock- 
ton, Mass., have organized a part- 
nership and opened an up-to-date 
shce store at 379 Moody street, 
Waltham, Mass. It is known as the 
Edwards Shoe Store and carries a 


Third 





103 








J. R. BEATON COMPANY, Ine. 


831 FOURTH AVE., NEW YORK 





carcaco |HISIERY) = attanta 
AS v= SAN 
— UKE iT FRANCISCO 























complete line of men’s, women’s 
and children’s footwear. 





Plans for New England 
Trade Conference 


Providence, April 14.—The local 
Chamber of Commerce, under whose 
auspices the New England Foreign 
Trade Conference will be held here 
April 29-30, has received suffi- 
cient replies to its invitations dis- 
patched last week to assure a note- 
ble attendance. 

The complete program for the 
conference will be announced soon. 
Emphasis is being placed on round- 
table conferences. Many government 
and private experts in the exporta- 
tion of those products, in which 
New England is chiefly interested 
will be present for consultation. 





Interior view of Pokorny’s of New Orleans, La. For 65 years, Pokorny’s 

have been selling men’s shoes. The interior was recently remodelled and 

the atmosphere is very inviting. Ralph Pokorny Levey, grandson of the 
founder, M. Pokorny, is active head of the house. 
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Two Pleasing Straps In the 
Latest Spring Tendencies 
Ready to Ship 


No. 9141 


No. 9141—Patent Cut-out Strap, White Lining, Good- 
year Welt, 8/8 Rubber Heel, 410 Last. 


A 3 to8 
B 2% wo 8 $4.15 
Cc 2% to7 

In Stock April 20 


No. 8434 


No. 8434—Misses’ Patent Strap, Cut-out Vamp, White 
Lining, Rubber Heel, 148 Ko-Rec-Toe Last. 


11% to 2; B, C and D $3.00 


In Stock Now 


THE L. D. STICKLES SHOE CO. 


MANUFACTURERS 


RED WING, MINN. 


ay> 








IN STOCK 
Imported English 
Riding Boots 

MEN’S $16.50 PAIR 


WOMEN’S $14,509 PAIR 


The distinguished style— 
precise workmanship and 
high-grade, pliable willow 
calf—the comfortable and 
snug fit—the skilled crafts- 
manship of those trained for 
years in the perfection of 
bootmaking — will satisfy 
your most critical customer. 
that “COLT” IMPORTED 

ENGLISH RIDING 

BOOTS ARE BEST. 


Order them in 
tan or black. 


B2774 


Colt-Cromwell Co., Inc. 


ESTABLISHED 1899 


596 Broadway New York City 


























TAN STITCHDOWN 
PLUG OXFORDS 


90c. -- 1.10 


WITH HALESOLE BOTTOM 


5 to 8 $0.90 Looks like leather, 
to 11 . 1.00 but wears twice 
on ne 2 1.10 as long as the best 
7 ; — a leather tanned. 
Is tan colored—won’t rub off on polished floors. 
The only line of stitchdowns we know of that 
gives these real wear values. 
In view of the low price quoted for the quali- 
ties offered, only case lot (36 pair) orders will 
be accepted. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 
PHILADELPHIA, PENNA. 
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IN-STOCK FOLDER 
Listing Complete Line 
Sent on Request 


No. 187—TAN CALF FLAPPER. 
Slip-on Bow. Sizes, 2% to 3 A. 


No. 158—PATENT BETTY. Kid 
lined. Sizes, 2% to 7, A to D... $3.50 








L. B. EVANS’(SON CO. 


BOSTON OFFICE NEW YORK OFFICE 


‘“ 39 
110 Summer St. The House of Sandals 130 W. 42nd St. 


WAKEFIELD ~ . MASS. 














An 


YOUR YOUNG MEN’S TRADE WILL “FALL” 
FOR THIS SHOE. JUST SHOW IT TO THEM! 


T was selected from our line, put in stock at five dollars and is every way 
representative of the men’s fine welt shoes being made by us, in volume. 
The trade responded immediately to our solicitations for business on our 

one-shoe-in-stock-plan. The number of orders sent in indicate that the value 
is there. Many other stores reached by this paper, must have a place for sizes 
of this one shoe, in the store stock. Give it a trial. It will pep up the stock, 
be a seller and add dollars to the business. 


This shoe is stock No. 241. Imported No. 85 Tan Collis calf oxford, 
in the popular short vamp pattern. It is made over our new Prince- 
ton last. The construction is the same as that of all our shoes—solid 
leather throughout—calf lined quarter and tongue. Fine back sole. 
Wingfoot rubber heel. It answers our slogan— 


“IF IT’S RIGHT, WE HAVE IT” 


Stock No. 241 
Price $5 
A—7% to II C—6 to I 
B—7 toll D—6to 11 


A Beautiful Ne. om Terms: 2-10 net 30 days 


Shoe In Im- “Ql SCHWARZ-RUGGLES, Inc. 


ported Tan et MANUFACTURERS 
Collis Calf BROCKTON, MASS. 
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Individuality is the Keynote of Our 
New Spring Footwear 





Two New Patterns 
For Quick 
Delivery 


. 531—Black Satin, 9/8 flat covered heel, . 530—Black Satin, 15/8 covered spike heel, 
$3.50 $3.65 


. 1531—Black Patent, 9/8 flat covered heel, . 1530—Black Patent, 15/8 covered spike heel. 
65 


50 Y 
. 2531—White Calf, 9/8 flat covered heel, 83 . 2530—White Kid, 15/8 covered spike heel, 
60 75 


. 3531—Light Tan Calf, 9/8 flat covered heel, 


. 3530—Blonde Satin, 15/8 covered spike heel, 
$3.60 $3.75 


222-24-26 Liberty St. A. E. WESS EL & SON S Department, Ma, or 
Camden N. J. Better Grade McKays M. B. Wessel, Sales Mer. 


BRANCH OFFICES 
San Francisco New York City Chicago New Orleans 
407 Pacific Bidg. Room 83, Graham Bldg., 127 Duane St. 500 North American Bldg. 105 Decatur St. 
Sidney Rule Murray Klein R. B. Nicholl J. Milton Boze 

















Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 


Tuscan Calf— 
We have made shoe ribbons and ribbon bows 2 
for the shoe manufacturing trade for thirty Russia Calf— 
years. We are equipped for prompt delivery. 


Write for prices and samples. Strictly Fine Full-grain Calf Leather 


COLUMBIA RIBBON CO. HUNT-RANKIN LEATHER CO. 
. : : . N. J. 106 Beach St., Boston, Mass.. U.S. A. 











Paterson 





























ON THE OCEAN FRONT CAPACITY 1000 


APR ICAL MEN Che Breakers 


ao eteg ‘chiliven aed es 8. fally ATLANTIC CITY, N. J. 


ventilated shoe, the Burkley Venti- AMERICAN AND 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its yi Ne \ a) EUROPEAN PLANS 





, &yr_* sParran, meas SEA WATER 
¢ ren’s oes com- . 5 te 

VINTHATIOND Dlete by sending your iT * IN ALL BATHS 
Phone Brockton 2188 Fo aa a 
for immediate action . ee Rowesrirsa + 


BURKLEY Sh 


SHOE CO. sere ae ued Ae 
1156 No. Main Street 2 - il 
Brockton, Mass. -_ 
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Some Friendly Suggestions 


to Makers and Retailers of Gored Shoes 


The following sketches illustrate a few vital points about the proper use of 
goring and especially emphasize the cardinal fact that in making gored shoes 
the goring should be given room to stretch. 


Goring Patterns Should Allow at 
Least an Inch in Length Between 
Stitchings. 


ary 
COW This point is brought out by 
figures one and two, the first 
ett illustrating a strap pattern with 
MEF inch of gove allows only a half-inch goring to be 
rom BT. covered by a buckle or orna- 
Ls ment. This tiny piece of elastic 
must soon weaken under the 
<aaneies fg& strain, especially if the wearer 
at least should be allowed has a high instep. Pinching re- 
sults, to say nothing of breaking 
liability. Figure two shows a pattern which permits the 
wearer ease of access and a reasonable opportunity for 
the gore to comfortably, yet firmly, hold the shoe 
always in place, with no danger of the elastic losing 

its stretch during the life of the shoe. 


SU) 


A Quarter Inch Margin Should 
Be Allowed Outside the 
Stitching. 
When _insert- 
ing the gore 
between the 
outside leather 
and the lining 
a quarter inch 
margin should 
be allowed on 
all three sides. 
Goring sewn 
closely to its 
edge is liable to fray and tear away from the leather. 
Figures five and six illustrate this point—also bringing 
out the fact that a slight flare should be allowed at the 
top in order that the thread may be kept away from 
the top corners. 
Figure five shows how, when goring is cut without a 
flare at the top, the stitching runs to the very edge of 
the top corner so that only the French cording holds the 
stitch. Figure six points out that a flare pattern allows 
room for the stitching to follow on beyond the top 
corner, giving substantial margin of safety for breaking 
away. 


Sel 


margin inghy 
owed beyond 
stitches 


Triangular Goring Patterns Permit 
No Stretch at the Apex 


Figure three 
illustrates a 
triangular 
throat goring 
pattern. Mani- 
festly, (even if 
an inch is al- 
lowed at the 
top) practi- 
cally no stretch 
is permitted at 
the point of the triangle. 
Pinching of the flesh is a natural result; moreover, the 
goring, having no chance to give and take at this point, 
is liable to break out from the leather. Figure four 
illustrates a “U” shape pattern which,permits a more 
even stretch from top to bottom. 


Too Many Stitches Cut the Gore 
and Lessen Its Stretch 


Figure seven 
pictures a side 
gore pattern 
with straps of 
leather _—run- 
ning from top 
to bottom. Ob- 
serve the 
double rows of 
stitching on 
each strap 
which not only increase the chance o :cutting the rub- 
ber, but also create three non-elastic panels in the goring, 
none of which is wider than an eighth of an inch. 
On the other hand note in figure eight that the straps are 
stitched in one row down the center—twelve stitches 
to the inch—resulting in far less chance of cutting the 
gore, and also increasing the opportunity of the gore to 
give and take. (This last pattern is taken from a shoe 
by a very high-grade Brooklyn manufacturer.) 


As the largest makers of elastic webbing in the world and of HUB GORE, which for thirty-five 
years has remained the standard elastic goring for shoes, we offer these hints with the sincere desire 


to serve our mutual interests. 


HUB 


GORE MAKERS 


CHELSEA, MASS. 


Branch of Everlastik, Inc. 
1107 Broadway, New York 


FINALL Y—SPECIFY HUB GORE IN YOUR ORDERS—AND RECEIVE THE 
PROTECTION OF OUR TWO-YEAR GUARANTEE. 
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Only HOOD Canvas Shoes can 
have this tougher, stronger, 
springier, longer-wearing sole. 
Made of crepe rubber wear- 
proofed an toughened — as 
iron is toughened into steel— 
by heat treatment. 


Why its a 
year-round seller 


ECAUSE sport is America’s great 
all-year pastime! 
Because compulsory physical train- 
ing demands shoes like these! 


Because every boy loves ’em, wants 
em — and wears ’em out! He plays 
all year! 


Because their much higher quality 
makes them almost self-selling! 


Because dealers make so much 
profit on the quick turn-overs that it 
pays them to push them! 


Hoop Russer Propucts Company, Inc. 
Watertown, Massachusetts 


BETTER RUBBER PRODUCTS SINCE 1896 





Rubber Footwear - Canvas Footwear - Rubber Heels and Soles - Pneumatic and Solid Tires - Rubber Specialties 
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Styles of Character—With a 
Touch of Smartness 


We present here four numbers from the new line our 
salesmen are just taking out. Merchants desiring 
popular-priced shoes with real values should see the 
Johnson line this season. 


















~ 


‘ 





“& 
am, 
ae 
} No. 705—Patent leather pump with brown 
batik trimming and attractive ornament, No. 711—White kid pump with patent 
137 last. leather trim and pretty ornament, 135 
last. 








No. 909—Brown Russia sport sandal, 


No. 719—Patent leather one-strap with crepe sole, 137 last, buckle or button as 
gimp stitching, 136 last, rubber heel. preferred. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


ade Jn the Pine ‘Iree State 
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Evening slipper of 

Skinner’s Satin 
with back of Chi- 
nese embrodiery. 

















Shoe Satin that Women 
Know Will Wear 


HE next thing to being able to guarantee the 
service of your satin shoes, is to be able to tell your 
customers those shoes are made of Skinner’s Shoe plain sole. 
Satin. That will give any woman confidence in their 
wearing quality. 
There is selling power in the Skinner name. It pays 
in dollars as well as in prestige to specify Skinner’s 
Shoe Satin. 











WILLIAM SKINNER & SONS 


New York Chicago B 


oston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


Smart new 
street shoe 


S - . <a re 
straps of gilt 
kid across 

86 inches wide and supplied in 


. four different qualities to meet 
Oe a ti nN all the requirements of the trade. 
All desirable shades in stock. 


R 











THE NAME TARE SetiL.va Gee’ 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and. said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


“ity 


' Mi Yu, 


The Crawrorp Arcu SupporTING SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 


accommodate the natural flattening of the , 


arch and springing back with the foot as 
it is raised. 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 














Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
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6.00 5.00 
9.00 7.50 
12.00 10.00 
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OSITIONS WANTED—Four cents per word for each inser- 


tisement and paid for accordingly. Answers to ads must be sent 
under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


For 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMAN for Virginia, North Carolina, 
Mississippi, Eastern Pennsylvania, New 
York State, Ohio, Strong side line misses’ and 
children’s. Maryland Shoe Manufacturing Com- 
pany, Inc., Hagerstown, Md 





GALESMAN WANTED—West of Mississippi 
River. Commission basis. On medium-grade 
Goodyear Welts in Infants’ and Children’s 
sizes. Can be sold as side line. Men with es- 
tablished trade only need apply. Address B-407, 
care of Boot and Shoe Recorder, 207 South 
St., Boston, Mass 





ALESMEN for a real snappy condensed 
specialty line branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoe 
and specialty shops throughout the country. 
Easily carried. State territory covering and 
line now handling. Address B-345, care Boot 
gee Shoe Recorder, 207 South Street, Boston, 
ass. 





ALESMEN WANTED to sell cti 





We want experienced 


references. 





Western Pennsylvania--Ohio--Indiana 


salesmen wer the above 
Stamp Work Shoes, GOODYEAR WELT and NAILED. Write for 


NORTH LEBANON SHOE FACTORY 
Lebanon, Pa. 


territory. We make unlined UNION 





GALESMEN covering the South. High-grade 
women’s turn shoes, Brooklyn. Strictly 
commission basis. Silva & Co., Inc., 210-216 
Taaffe Pl., Brooklyn, New York. 





ALESMEN WANTED: To represent our 
popular priced line of children’s turns and 
stitchdowns in the following states: Eastern 
Penna., Michigan, Indiana, Illinois, Wisconsin, 





with line now handling, De "First Steps 
and 2/11 Stitchdowns; popular priced, quality 
shoes; fifty styles in “stock. New York, Con- 
necticut, Michigan, Ohio, Indiana, "Texas, 
Louisiana, Alabama, Maryland, Philadelphia, 
and other good territory open. 7 per cent com- 
mission. Give full rs. Maize Pa 
Company, 420 St. Paul St., Rochester, N. Y. 


XPERIENCED SALESM. 





in 
N. Dakota, South Debow Minne- 
sota, Wisconsin and Michigan. Address with 
— The Kepner-Seott Shoe » 
Ts, Pa. 





WANTED: Shoe salesmen to carry our line 
of men’s spats, sheepskin slippers and 
sheepskin bals to the shoe dealer on a liberal 
commission basis. Very few samples. State 
territory, and how often covered. Address The 
Brown-Warner Mfg. Co., Franklin, Ohio. 





SAjaean WANTED—Salesman who visits 

retail juvenile departments to carry 
our 4 = of Rochester-Made First Steps. Can 
be carried with non-conflicting line. Address 
B-386, care Boot and Shoe Recorder, 626 
Powers Bidg., Rochester, N. Y. 


GALESMEN WANTED: Experienced men 
wanted to carry our medium priced novelty 
line of children’s turns and stitchdowns on a 
7% commission basis in the following states: 
New York, Penna., Mich., Wisc., North and 
South Dakotas, Kentucky, Tenn., Rhode Island 
Conn., Va., and W. Va., Colo: Ariz., and 
New Mexico. Stock ey Samples now 
ready. Flexible Shoe C we 








ta, Ohio, North and South Dakotas, 
Washington, Oregon, Colorado, Arizona and 
New Mexico. Samples ready. 7% commission. 
—. gocqest. Quality Shoe Company, 








High Grade Side-Line Salesmen 
ATTENTION! 

A prominent manufacturer, whose 
business in juvenile Welts and Flexible 
Mock-Welts amounted to over $1,000,000 
during 1924, is about to open up certain 
selected territories. In general, the 
South, and Middle West, exclusive of 
Illinois, Michigan and Ohio. 

He wants a certain type of salesman 
for each division of these territories. 
The principal quality necessary in this 
type is past and present success. No 
others need apply. We might add that 
this line is so good that the right man 
will undoubtedly find it so profitable 
that he will later make it his main 
line rather than a side line. 

Address in all confidence, with full 
references, and lines now carried, and 
your application will receive careful 
consideration, B-399, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 





Representative Wanted 


For State of Texas to start July first to 
carry exclusively ladies’ medium-price 
McKays and welts. Can turn over fif- 
teen thousand dollars a year established 
business. Will only consider a man who 
has a following and knows the trade 
in this state. When replying state 
exactly past record and working ar- 
rangement desired and also give refer- 
ences. 
THE ROTH SHOE 
MANUFACTURING CO. 
Cincinnati, Ohio 








POSITION WANTED 








Store Manager or Organizer 


The applicant has had broad experience 
in locating, organizing and operating 
chain stores for a prominent manufac- 
turer. Is a trained executive on the 
subject of styling and merchandising, 
also store management. Would like a 
connection with some manufacturer who 
already has a series of stores or would 
be int ted in opening up stores of 
his own. Best of references furnished. 
For further particulars address B-41}, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


























PENNSYLVANIA, NEW JERSEY, NEW 
YORK, NEW ENGLAND 


Strong line welts, stitchdowns, felts, including boys’ and men’s 
dress and work shoes. Must cover towns of 1,000 and over for 
one of the largest manufacturers in the country. Prefer men 
with car who are covering or have covered these territories for 
the largest distributors in the country. All letters kept strictly 
confidential. All our men know about this adv. Address B-408, 
care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 


OOT EXPERT, trained in Dr. Scholl's 
methods, fifteen years’ experience in sell- 
ing high-class shoes; expert show card writer 
and window man. References in regard to 
ability and efficiency. Address B-410, care Boot 
and Shoe Recorder, 207 South St., Boston, 





LINE WANTED 











Lines Wanted for Cuba 


on commission basis. Fifteen years’ experience in 
the footwear line. Bank and other American ref- 
erences. Cuba is the best market in the world for 
American shoes. Market reports given to those ask- 
ing for them. We accept only lines yy priced 
reasonably in pegs to quality. dress B-330, 
_— and Shee Recorder, 207 teeth “on Boston, 
ass. 
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$50 Will Be Given for the Name 


of a Certain Salesman 


(If received before July 1, 1925) 


MANUFACTURER of a well known and well established line of men’s shoes, retailing 

at $8.00, $9.00 and $10.00, wishes to get in touch with a high-grade, experienced and suc- 
cessful salesman, who has already proved his ability to sell, in satisfactory volume, men’s 
shoes of the better grades. 

Salesmen of his type are seldom reached by an ordinary advertisement. Although like 
most ambitious men they are always receptive to a proposition which will increase their earn- 
ing power, they are neither “rolling stones” nor job hunters. 

The best and most accurate judges of the personality, ability and habits of such men are 
the retailers whom they sell. Of the many salesmen who call upon you in the course of a season 
there is undoubtedly at least one whom you have found particularly deserving of your respect 
and confidence. You can do him no greater favor, at the present time, then to send us his 
name and address (and the name of the line of shoes he is now selling). 

If, as a result of your suggestion, this man becomes a member of our sales organization, 
either this coming season or any time during the year (1925), we will show you our appre- 
ciation of your co-operation by sending you $50.00. 

Although, for obvious reasons, no name is signed to this advertisement, the Boot and 
Shoe Recorder will vouch for our financial responsibility. 

An acknowledgment will be mailed you immediately upon receipt of your answer to this 
advertisement. 

In case that the name of a salesman is received from more than one source, the $50.00 
will be equitably divided should that salesman enter our employ during the time specified. 

This offer will be held open until July 1, 1925. Address B-406, Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 






































LINE WANTED 


FOR RENT 


FOR SALE 





PROGRESSIVE LIVE-WIRE salesman, a 
hustler, a salesman; one w ‘erence 
will meet with your approval, is open for 
good line for North or South Carolina. If 
interested address Box 1461, Columbia, S. C. 


ALESMAN, with well-established trade in 
the South, open for a ae gee with 2 





ORNER shoe store to rent in heart of 

Bristol, Conn. Store, 13x 76. Population, 
25,000, with drawing of 10,000 more. $60,000 
annually. Rental, $3,600. Present owner com- 
pelled to give up on account of health. Ex- 
cellent opportunity. Address Dr. M. Volken- 
heim, 750 Main Street, Hartford, Conn. 








popular-priced line of 
shoes. Address K-778, care Boot ont Shoe Re- 
corder, 127 Duane St., New York. 


FOR SALE 





INE WANTED for Texas—The writer has 

good following with the better class mer- 
chants throughout the state of Texas. He is 
now open for a line of women’s medium-priced 
McKays or turns. Splendid results can be ob- 
tained on a line that is properly styled and 
built. Best of references furnished. For fur- 
ther details address B-409, care of Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


For SALE—A good shoe store, best location 
in a central New York city of 35,000. Stock 
and fixtures about $9,000. At a bargain. B-413, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GHOE STORE for Sale—Finest-equipped store 
and one of the best locations in a good 
shopping center in New Jersey. Sole agency 
for three well-advertised lines; established 
thirty years; small stock, owner desires to re- 
tire. Address B-412, care Boot and Shoe Re- 
corder, 207 South Street, Boston, > 


FOr SALE—Exceptionally fine paying, es- 


wants to retire. Box 750, Norfolk, Va. 
FIRST CLASS “po popular-priced shoe store 

on best business street of East St. Louis, 
good long lease, clean stock and new fixtures. 
$15,000 will handle. Owner engaged in other 
business and must sell. T. J. Bloomer, 101 East 
Broadway_ Alton, IIl. 








WANTED TO PURCHASE 








ARE YOU REPRESENTED IN NEW 
YORK? 


Looking for medium and high-price line 
men’s and boys’ welts. Can produce busi- 
ness among better class shoe merchants of 
New York and New Jersey. Commission 
basis. Address K-777, care Boot and Shoe 
Recorder, 127 Duane Street, New York. 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW ro N.Y. 
Pr 


WILL 


MISCELLANEOUS 








Retailers—Attention! 


Clean up your dead ones in thirty min- 
utes. Detailed plan sent on receipt of a 
one-dollar bill. The plan is a result- 
getter. Best dollar you ever spent. Paul 
A. Davis, Rising Sun, Ind. 

















TO LEASE 


W ANT to lease to good live wire, shoe sec- 

tion in the prettiest and largest men’s 
store in the fourth largest city’in the state. 
All equipment, windows, etc., furnished with 
all store service. Will lease on a commission 
or straight rental. Wire = interested. Dave 
Franke, Inc., Okmulgee, Okla. 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER Cco., Inc. 
622-624 oy New BS ad N. Y. 








IDEAL ROLLING 
DERS 


re 
25% Cheaper 
and Guaranteed 
Write for Catalog 
Success Furniture 
Corp., St. Louis 
Kirkwood, Mo. 
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Shepard Opens New Store 


Beaumont, Texas—B. Shepard, 
formerly of Paducah, Ky., has just 
opened a shoe department in the 
new Nathan Roos store, selling 
only women’s novelty footwear. In 
answer to the quiry of why he se- 
lected Beaumont, he said he believed 
that the opportunity for success 
was greater here, than of any other 
town that he knew. Mr. Shepard 
believes that the growth here will 
be as large during the next 25 
years, as it was the past quarter 
century. 





WANTED TO PURCHASE 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. —— no object. 

For 30 years our 6 

Bank and mercantile colwenen. 


BROOKLYN PURCHASING SYNDICATE 


ery WALKER, Proprietor 
Rroad way. Brook! lyn 
Phone Pulaski 1798 








HIGHEST CASH sy — 


shoe stocks. 
surplus or slow sellers Questlie no aloe 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone ws 
ence confidential. Established 1890. 


MAX GLAUBERG 
425 Grand Street, New Lng S 
We also purchase clothing, hats, furn: 
goods, etc. Dry 


HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 
315-317 Church St.—New York, N. Y. 








MISCELLANEOUS 








Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar OnKEN CO. 
611 Ww. FOURTH ST. 
yg syegde. oO. 

do not make 
Meta! Fiatures or Show Cases 














ATTRACTIVE 
SHOE Ot ad 


for the exclusive shoc trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


—~ 
a 
MA 


Ke 
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*XCLUSIVELY) 


ee) Oe 


»>3-27% LEXINGTON AVE 
ee new N N.Y 


CARTON MFRS 


LS 











Telephone Canal 0356 








MISCELLANEOUS 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 


Send for Catalog and Prices 














Metal Shoe 
Fitting Stools 


and 
Floor Mirrors 
oe 


Write for 
Catalog and Prices 


THE CHICAGO WIRE CHAIR CO. 


621 N. La Salle Street - - Chicago, Ill. 











WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to *“‘Recorder” readers, free 
for the asking, with authen- 
tic information on current 
problems. 





April 18, 1925 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to m its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 
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Milbradt Rolling 
Step Ladders 


are madein a greatmany 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, — 
the wear and tear 

your shelving, and nd help 
the appearance of your 
store. Shipped subject to 
approval and satisfac- 
tion guaran 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 














I 
P 
s 
f 
I 





dvertising 
For rates 
ant Page. 
OOT and 
ting any 
jers. The 
ject any 
is not in 


‘St Geo. 


fiaon St. 


felephone 


Graham 
it, Mana- 


16 Perry 





April 18, 1925 


In the March 28 issue we reported Kratt’s, 
Inc., succeeding Mrs. Gertrude McCarthy as 
proprietor of the John S. McCarthy Shoe 
Store. This is an error. Jud McCarthy’s men’s 
furnishings store has been purchased by 
Kratt’s, Inc. 


BUSINESS REVERSES 


Los Angeles, Cal.—George Johnson, Johnson’s 
Shoe Store, 305 So. Main street, reported 
petitioned or petitioner in bankruptcy. 

New Britain, Conn.—M. Marino, Italian Sam- 
ple Clothing Co., shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

New Haven, Conn.—J. H. Weinstein, 813 
Grand avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

Atlanta, Ga.—J. B. Shellnut Co., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey and receiver appoin 

Chicago, Ill.—Irving Gold. 6922 So. Halsted 
street, shoes, reported assign 

Grinnell, Ia.—Grinnell Shoe Co., shoes, re- 
ported offering to compromise at 20 per cent 


cash. 

Waterloo, Ia.—E. J. Glaw, Glaw’s Novelty 
Store, shoes, etc., reported assigned. 

Beverly, Mass.—K. & M. Shoe Co., Park street, 
manufacturers, reported petitioned or peti- 
tioner in bankruptcy. 

Boston, Mass.—B. F. Chamberlin, 195 A street, 
manufacturers of shoes, supplies and rubber 
heels, reported assigned. 

Lynn, Mass.—Joseph Gr n, 233 S 
street, shoes and repairing, reported peti- 
tioned or petitioner in bankruptcy. 

Detroit, Mich—J & S Quality Boot Shop, 
shoes, reported offering to compromise at 20 
per cent. 

Reuben Steinberg, 4844 Michigan avenue, 
reported offering to compromise at 20 per 
cent cash. 

Excelsior, Minn.—Lars J. Erickson, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

maedhesten, N. H.—Bradley Connor Shoe Co., 
— manufacturers, repo receiver ap- 


inted. 

Elizabeth, N. J.—Hyman Spector, 656 Eliza- 
beth avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

Passaic, J.—Mrs. Anna Jacobs, shoes, re- 
ported offering to compromise at 40 per cent. 

Union Hill, N. J.—Morris Cassell, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Brooklyn, N. Y.—Hinda M. Handleman, 383 
Bridge street, shoes, reported meeting of 
creditors called 

Mrs. Mary C. Tricano, 3022 Church ave- 
nue, shoes and repairing, reported receiver 
appointed. 

New York, N. Y.—Milbon Shoe Co., Inc., 40 E. 
9th street, manufacturers, reported peti- 
tioned or petitioner in bankruptcy. 

Rendor Shoe Shops, Inc., 202 Rivington 
street, shoes, = petitioned or peti- 
— in bankruptce 

ob Rickles, Globe Shoe Co., 25 Canal 
on shoes, reported petitioned or peti- 
tioner in bankruptcy and receiver appointed. 

William Liebowitz, Harold’s Bootery, 809 





“The Place to Sell Hosiery Is be Shoe Store” 


Nearly three years ago “‘Hosiery”’ started to 
that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is 


month the idea grows bigger. 


So we say to you—the place to sell hosiery 


easily, is to the shoe merchant. 


The Boot and Shoe Recast, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 


buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 


. 


BOOT 


growing with amazing 
rapidity. All over the country shoe ame noe 


are putting in hosiery departments. Each 


AND 


E. Tremont avenue, shoes, reported meeting 
of creditors called. 

Salem, O.—Fisher Underselling Co., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Donora, Penn.—Bud’s Place, shoes, etc., re- 
— petitioned or petitioner in bank- 


Philadelphia, Penn.—Benjamin Prober, 818% 
No. Second street, shoes, reported petitioned 

or petitioner in bankruptcy. 
Arctic, R. I—J. H. L’Esperance, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptey. 

Greenville, S. C.—Davis Bros. Co., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Charleston, S. C.—T. A. Watson, Quality Shop, 
reported petitioned or petitioner in bank- 
ruptcy. 


BUSINESS CHANGES 


Los Angeles, Cal.—Mrs. G. Misgione, 2207 W. 
Vernon avenue, shoes, reported sold out to 
A. J. Wallace. 

Whittier, Cal.—L. G. Van Bellen, shoes, etc., 
reported succeeded by L. G. Van Bellen 
Shoe Co. 

Chicago, Ill.—Morris Stone, 834 W. Madison 
street, shoes, reported succeeded by Jos. 
Goldstein & Bro. 

Abe Mayerson, 201144 W. 35th street, 
shoes, reported sold or closed out business. 

Jacob Mendocha, 2034 W. Grand avenue, 
shoes and repairing, reported liquidating. 

Alex Schinitzky, 7110 Cottage Grove ave- 
nue, shoes, reported sold or closed out busi- 
ness. 

Hobart, Ind.—J. J. Shoemaker, shoes, reported 

d by ker & McClary. 

Marathon, Ia.—Fred Elsstam Ets., shoes, etc., 
reported succeeded by » M. Lindgren. 

Abington, Mass.—Mills Ward, shoes, re- 
ported incorporated $15, S00 

Boston, Mass.—United Leather & Rubber 
Corp., rubber heels and soles, incorporated 
$250,000. 

Art Line Shoe Co., shoes, incorporated 
$50,000. 

Hudson, Mass.—McElwain, Holmes & Talbot 
Co., shoe manufacturers, name changed to 
McElwain Holmes Co. 

Wakefield, Mass.—Bonfanti’s Specialty Shop, 
Inc., shves, etc., incorporated $5,000. 

West Newton, Mass.—Frank D. Tarlton, 997- 
999 Watertown street, shoes, etc., reported 
sold out to Maurice J. Barron. 

Detroit, Mich.—Jacob Scholnick, 2503 Hast- 
ings street, shoes, etc., reported going out 
of business. 

Flint, Mich. —Manns & Welder, a etc., re- 

ported d by Manns & 

Holland, Mich. Jeune M. Gueamer, On Creamer’s 
Sampie Shoe Store, a reported suc- 
ceeded by George W. 

East Tawas, Mich. “Floyt, "k Hill, shoes, re- 
ported succeeded by W. T. Hill. 

Frost, Minn.—Erdahl / Breppe, shoes, etc., 
reported succeeded by Carl J. Engeseth. 

St. Paul, Minn.—Gekco of Minnesota, shoes, 
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St. Louis, Mo.—Rice-O’Neill Shoe Co., incor- 
porated $100,000. 

Camden, N. J.—Roberts Jonathan Shoe Co., 
shoe manufacturers, incorporated $125,000. 
Newark, N. J.—Kline’s i—_ Preserver Shoe 

Shop, incorporated $100,0 
Brooklyn, N. nr hoe’ Shop, shoes, etc., 
Saosupeunted $5,000. 
Morton Shoe Shop, incorporated $5,000. 
New York, N. Y.—Joseph Weinmann, 906 Am- 
sterdam avenue, shoes, repor sold or 
closed out business. 
American Felt Slipper Co., 
incorpora’ 100,000. 
Elkin, N. C.—Colhard & Thurman, shoes, etc., 
incorporated $25,000. 
Bluffton, O.—W. J. Staater, shoes, etc., died. 
Marion, O.—Starr & Walters, shoes, reported 
succeeded by L. E. Starr. 
Zanesville, O.—Albert J. Christman, shoes, 
ete., reported sold or selling out. 
Portland, Ore.—Leo C. Mansfield, Inc., shoes, 
incorporated $15,000. 
he Penn.—Sally Smart Shoe Shops, 
1227 Market street and branches, shoes, in- 
corporated 000. 
Grieb Shoe Manufacturing Co., shoe manu- 
_. :acturers, reported liquidating. 
rton, S. C. & Dumas, shoes, 
etc., reported succeeded by I. Dumas. 
Bellingham, Wash.—Hodge & Preble, shoes, 
ported succeeded by G & S Shoe Co. 
Plattesville. Wis.—Excelsior Shoe Co., shoes, 
reported sold out to Thomas F. Cummings. 


slippers, etc., 








Open Shoe Department 


Manitowoc, Wis.—Having com- 
pleted remodeling operations in the 
Wood block which was recently 
added to the main building, the J. 
C. Penney Co. store held a formal 
opening of the addition. The addi- 
tional space on the main floor has 
been devoted to the shoe depart- 
ment and women’s and children’s 
hosiery. 





MISCELLANEOUS 


({ CLICKER  ) 
DIES 


% inch at 12 cents per 
running inch. 
14% inch at 17 cents per 
running inch. 

Minimum 15 inches 


PROMPT QUALITY 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 
\__ ST. LOUIS MO. J 




















_-_—- 


incorporated $75,000. 


IN 
STOCK 


36 Pair Cases 





78 ee 8 eee ee ee oo 
-_—— a ee a a a ae ae a a ah a te ate 


Sell Greeley Boudoirs 2K 


They pay well. The required invest- 
ment for a suitable stock is not large. 
Always a call for Boudoirs. The better 
the Boudoirs the broader the demand. 
I have made Boudoirs for years that 
have made a good reputa- 
tion for me. I have not 
skimped quality, instead I 
have always kept the qual- 
ity up. See my line. Write 
or wire for samples. Choice 
of black or colors, leather 
or rubber heels. In stock. 


Deliveries At Once 


If your jobber cannot supply you, write me 


A. W. GREELEY 
12 Duncan St. - - - Haverhill, Mass. 55 
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BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H. 
Aero-Line Shoe Co., Boston 

Alden, C. H., Co., Abington, Mass. 
Athletic Shoe Mfg. Co., Phila., Pa. 


Barney's, New York City 101 
Bates, A. J. Co., Webster, Mass. 31 
Berry, A. H., Shoe Co., Portland, Me. 26 
Best-Ever Slipper Co., Ine., Brooklyn, 
N, Y. — 101 
Bliss & Richardson Shoe Co., Portland, 
Me. 100 
Blog Shoe Findings Co., New York City.....101 
Brauer Bros. Shoe Co., St. Louis, Mo. 22 
Bridgewater Workers’ Co-operative Ass’n, 
Bridgewater, Mass. 100 
Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 100 
Brophy Bros. Shoe Co., Boston 9 
Burkley Shoe Co., Brockton, Mass. 106 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 
Clapp. Edwin & Son, Inc., E. Weymouth, 
Mass. - .... 100 
Colt-Cromwell Co., Inc., New York City.....103 
Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 100 
Craig, Reed & Emerson, Inc., Brockton 100 
Creighton, A. M., Lynn, Mass. 2-3 


Davies Shoe Mfg. Co., Racine, Wis. 94 
Diamond Shoe Co., New York City 6 


Elam, F. S., Shoe Co., Rochester, N. Y. 102 
Evans, L. B., Son Co., Wakefield, Mass. 105 
Excelsior Shoe Co., Portsmouth, O. 


Fisher, A., & Son, Lynn, Mass. 27 


Gardiner, H. K., Co., Pittsfield, N. H. 102 
Gibbon, C. S., Co., Phila., Pa. 32 
Greeley, A. W. & Co., Haverhill, Mass. 115 


Hagerstown Shoe & Legging Co., Hagers- 
town, Md. ss . 84 

Hood Rubber Products Co., Watertown, 
Mass. ; 108 

Howard & Foster Co., Brockton, Mass. 100 


Imperial Children’s Shoe Corp., Rochester, 
N. Y. eamaniniaedis _ ; 


98 
Johnson Bros. Shoe Co., Hallowell, Me. 109 
Kay-Jay Shoe Co., Cincinnati, O. 101 


Laing, Harrar & Chamberlin, Phila, Pa.....104 
Le Hy Shoe Co., Rochester, N. Y. 64 
Lilly, Henry, New York City 100 


Marathon Shoe Co., Wausau, Wis. 63 
Marion Shoe Co., Marion, Ind. 32 
Marston & Tapley Co., Danvers, Mass. 101 
Murtin, A. H., Rochester, N. Y. . 102 
Mayer, F., Boot & Shoe Co., Milwaukee, 
Wis. - 15 
Metropolitan Slipper Co., New York City....101 
Miller, I., & Sons, Inc., Brooklyn, N. Y. 19 
Mitchell-Weich Shoe Co., Lynn, Mass. 25 
Monarch Shoe Co., New York City 21 


Murphy, J. D., Shoe Co., Natick, Mass. 96 
Murphy & Osborne Shoe Co., Inc., Rock- 
BU NS: eciinicnntininsitiistdiaihaliasintnioniiads 101 


Nettleton, A. E., Syracuse, N. Y......... 100 

New England Slipper Co., Worcester, Mass...101 

Nunn, Bush & Weldon Shoe Co., Milwaukee, 
Wis. - seb , 18 


Packard, M. A., Co., Brockton, Mass. 100 
Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y. — sineliieitantansal 101 
Portage Shoe Mfg. Co., Milwaukee, Wis. 23 
Posner, Dr. A., Shoes, Inc., New York City..102 
Powell & Campbell, New York City 103 


Ramsey, E. J., Co., New York City 20 
Reed, E. P., & Co., Rochester, N. Y. 71 
Reynolds, Bion F., Brockton, Mass. 100 
Rice & Hutchins, Inc., Boston........ 36 
Richards & Brennan Co., Randolph, Mass...100 


Samuels Shoe Co., St. Louis, Mo......2nd Cover 
Schwarz-Ruggles, Inc., Brockton, Mass. 105 
Shaft-Pierce Shoe Ce., Faribault, Minn. 80 
Smith, Wm., Sumner Co., Chicago, III. 101 
Stacy-Adams Co., Brockton, Mass. 100 
Stetson Shoe Co., So. Weymouth, Mass........100 
Stickles, L. D., Shoe Co., Red Wing, Minn. 
Swan Shoe Co., Baltimore, Md. 101 
Thomson-Crooker Shoe Co., Boston .13 
United States Rubber Co., New York City 
Front Cover, 30 
Utz & Dunn Co., Rochester, N. Y. 7 


Walk-Rite Shoe Co., Inc., Brooklyn, N. Y.....102 
Weber Bros. Shoe Co., No. Adams, Mass..... 22 
Wessel, A. E., & Son, Inc., Camden, N. J.....106 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 11 
Whitman & Keith, Brockton, Mass. 00 
Wohl Shoe Company, St. Louis, Mo. 67 


HOSIERY 


Beaton J. R., Co., Inc., New York City 103 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Company, _Inc., 


Philadelphia, Pa. 14 
Beggs & Cobb Co., Boston, Mass...................102 


Cedar Cliff Silk Co., New York City . 86 
Creese & Cook Co., Boston, Mass..... 88, 102 
Evans, John R. & Co., Camden, N. J. 34-35 
Everlastik, Inc., New York City «07 


Foerderer, Robert H., Inc., Phila., Pa.......68-69 


Gallun, A. F., Sons, Milwaukee, Wis.........82-83 
Griess-Pfleger Tanning Co., Boston 72 


Hunt-Rankin Leather Co., Boston, Mass. see 


Jones, F. E., Boston, Mass. ee 


Kepner, C. D. Co., Boston, Mass. — 


National Fabric & Finishing Co., Boston... 8 
New Castle Leather Co., New York City...... 76 


Milwaukee, 
16-17 


Pfister & Vogel Leather Co., 
Wis. 


Quaker City Morocco Co., Phila., Pa..... 24 


Rueping, Fred, Leather Co., Fond du Lac, 
I. sicscktiataniisitanteatneecemiantls ate an 


Russell Mfg. Co., Middletown, Conn.............102 


Mich. 
65-66 


New York 


Schmidt, Carl E., & Co., Detroit, 


Schwarzenbach, Huber & Co., 
12 
110 
Standard Kid Co., Boston and New York... 4-5 
Surpass Leather Co., New York........ 92 
United States Leather Co., New York City 70 


FINDINGS AND SHOE STORE SUPPLIES 


Chicago Wire Chair Co., Chicago, Ill. 114 
Columbia Ribbon Co., Paterson, N. J. 106 


Electric Window Salesman Co., Boston 103 


Manhattan Findings Co., New York City....101 
Meyer, Frank C. Co., Inc., New York City....114 
Milbradt Mfg. Co., St. Louis, Mo... — 


Onken, Oscar Co., Cincinnati, Ohio 

Owl Specialty Co., Haledon, N. J. 
Rublack, Emil, New York City 

Segall & Sons, Philadelphia, Pa. 

Success Furniture Corp., St. Louis & Kirk- 


wood, Mo. 


Scholl Mfg. Co., Chicago, Ill. 28-29 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 

Dunbar Pattern Co., Brockton, Mass............. 74 

Earle Shoe Pattern Co., Brockton, Mass.....103 

Foley & Haliquist, St. Louis, Mo. — 

Nu-Shine Co., Reidsville, N. C............... 102 

Tubular Rivet & Stud Co., Boston sonsueiees de 


United Shoe Machinery Corp., Boston, 


Mass. 3rd Cover, 111 


MISCELLANEOUS 


Atlantic Printing Co., Boston, Mass.............102 


Brooklyn Purchasing Syndicate, Brooklyn, 
Ie ssiccsasostecioseoesecosapatiuaapsaigeic "114 


Calderwood & Preg., Inc., Boston, Mass.....103 
Glauberg, Max, New York City.......................114 
Hotel Breakers, Atlantic City, N. J.............106 


Kalter Cerf. Co., New York City......... 114 
Kirsch-Blacher Co., New York City me} t 


New York Export Purchasing Corporation, 
New York City i et -e M3 
Tolman Print, Brockton, Mass....................... 102 
University Electrotype Foundry, Cambridge, 
Young & Co., New York * City a 
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PLIES 
114 
106 
ats Style No. S-286— Gents’ and 
I fn Youths’ 26 Tan Kip Blucher Ox- 
ty....101 F . M4) ford with tan calf golf strap 
ty...114 ~ : : — a hecistag. On Verena lest 
d Bi : with rubber spring heel and so 
114 ae Ne. ry oy Tan Calf : ; . , box. Brand new—and going big 
Oxford on Bobby Burns’ last. ware — sae i” 
114 Good weight oak bend outsole, Style No. S-354—Boys’ and Big Boys’ No. 26 Tan Kip Blucher Yori e tt, 9 , ; 
rubber heel and soft box. A style Oxford on Haig last. A stunner with crepe sole and soft box. . ‘ 
96 wide im tock. ‘Sizes Boye. 1 -D = of the best-selling of = a —_ B-C-D widths in Gente $2.75 
bo = Si to 6; ' 
163 to 6; Big Boys’, 6% to 8 stock. Sises: Begs’, 3 ig Boys’, 6% to Youths ea, ae 
114 Big Boys 3.95 Big: Boys 4.18 
irk- Style No. 8-353—Boys’ and Big Boys’ Black Navy Calf Bal 
Oxford on Haig last. Crepe sole, nickel eyelets, soft box—a real 
ved winner. B-C-D widths in stock. Sizes: Boys’, 1 to 6; Big Boys’, 
28-29 6% to 8. 


Boys . ; $3.65 
Big Boys ..... senkabiieienael . 4.15 


PLIES These new Excelsior base- 
ball booklets will help you 
win the boys. They’re 

74 FREE. Send for our 


Dealer Help Plan—write 
today. 


omnes Walk Into These Easy Excelsior 
ne | Spring Profits— 
118 You'll be amazed at the 1925 Excelsior Spring styles—the finest 
. numbers we have offered in 35 progressive years of leadership. 
sonia All dominant sellers in stock—ready to give you the rush de- 
liveries that pile up turnover, sales and profits. 
Why postpone progress? Wire or mail your order today—and ask 
toe for our FREE Dealer-Co-operation Plan that is building business 
~~ | for alert retailers from coast to coast. 
a THE EXCELSIOR SHOE CO., Portsmouth, Ohio 
106 
114 


ition, 


mi) EXCELSIOR MEDAL SHOES 


a" “The Kind the Boys Want” 
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Ask for Shoes 
With Lacing Hooks! 


* TUBULAR RIVET & STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION 


SELLING cAGENTS 
205 LINCOLN ST., BOSTON, MASS. 











April 25, 1925 BOOT AND SHOE RECORDER 
118, 1925 


My aa ee 


rs 
roe) 


eter are 


Re 


oe 


ae 


No. 6227-R. Another New 
Grover Strap Pump In Stock 


OR months dealers have been asking us for a dainty 
little strap pump—easy to fit—easy to wear—good 
to look at and not too expensive. 


The answer is this new two-button one-strap pump 
with cut-out quarter and strap—built on one of our best- 
fitting lasts with characteristic Grover workmanship and 
good materials throughout. There’s a place for it in 
every dealer’s stock. 
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Black Kid, two-button one-strap pump on No. 
201 last. Medium toe. Plain tip with box. Per- 
forated quarter and vamp. Turn sole. 1 5/8 inch 
heel with rubber top. In stock: A 
4 to 9; B, 3 to 9; C-D-E, 2% to9 $4.35 


J. J. GROVER’S SONS CO., Lynn, Mass. 
*“Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. Corner Madison 


Vol. 87, No. 6. Published every week by the Boot and Shoe Recorder Publishin second-class 
° i Company, 207 South St., Boston, 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. FF yt Fete Printed in USA. 





BOOT AND SHOE 


Distributors: 
A. S. Patton.Leather Co., St. Louis 
G. W. Newman Lea. Co., Cincinnati 
Ed. Zohrlaut, Milwaukee 
N. W. & A. L. Friedman, San Francisco 


WHITE LEVOR 
GRAIN SOAT 
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Brisk “sailing” ahead 
for the merchant skip- 
per steering by the 
Levor Quality. 


Levor Quality comes 
through rejection of 
all but the very fin- 
est skins. The finest 
only meet the re- 
quirements for 


THE WHITEST WHITES 


tlie Cie 


**‘The White House of America” 
TANNERS 
BOSTON GLOVERSVILLE NEW YORK 


WHITE LEVOR 
GRAHN-KID 


and colors of the season 
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Capacity 
9000 a dai ily F 






Wears 
Billiken 
Shoes 
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Stitchdowns 


¥ ‘HE stitchdown process had lain dormant with- 
out a single improvement for thirty years. 
W. F. McElroy, as a pioneer, improved this old proc- 
ess and injected the style idea into it. 
The Billiken Shoe is the result—widely imitated—never equalled. 
Why is this true? 
Because our Stitchdowns not only look as well as welts, but they 
look like welts! They’ve got the swank and style of welts. One of the 
largest manufacturers of welt shoes in America once examined one 


of our stitchdowns and was with difficulty persuaded it was a stitch- 
down and not a welt. 


Year in and year out an increasing number of merchants have 
stocked this line of successful styles which have the habit of selling 
without let-up, through good times and bad. 


Of course the purchasing power, concentrated style creation and 
factory stock service of our entire organization are behind every mer- 
chant who buys Billiken Shoes and builds his juvenile business 
around their solid worth. 


CRADDOCK-TERRY COMPANY 


LYNCHBURG VIRGINIA 


McELROY- SLOAN qe HARSH & CHAPLINE 





|| 





SHOE COMPANY SHOE COMPANY 
ST. LOUIS, MISSOURI MILWAUKEE, WISCONSIN 


GEO.D. WITT SHOE CO. CRADDOCK TERRY CO. 
LYNCHBURG, VA. BALTIMORE, MD. 
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No Substitute Will Satisfy Women Who 
Have Once Worn F. 


"ee is why so many highest class 


stores always specify F. B. & C. 
WHITE GLAZED KID in ordering 


summer shoes. 


They have learned that F. B. &C. makes 
“annual customers””—and thus helps 
them sell more white shoes year by 
year. 


B. & G. White Kid 


N° other leather affords so much 
white shoe beauty that is also 
practical. 


“The Glaze that Stays” |eaves no op- 
portunity for dirt and dust to cling to 
the shoe, and makes cleaning a simple 
process. 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22-24 North Fifth Street --- Philadelphia 


- - Factories Wilmington, Del. 
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PATENTS STILL LEAD IN SALES 






And This Is The Type Of Pattern 
That is Most In Demand 
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B1419H Price $4.50 






Net 30 days 
Telegraphic Code Word “Paddle” 
Women’s all Patent Irene strap pump, Black Ribbon Bow, 
Chateau last, McKay sole, 1%-inch covered Cuban heel. 
AA5 to8 B4 to8 
A 4% to 8 C 3% to 7% 









———_——— 


This style is another indication of our policy to carry_in 
stock attractive styles that can be profitably retailed at 
popular prices. 












“WE STOCK THE STYLES THAT STIMULATE [SALES” 


























UIZ # DUNN CO. 
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= ROCHESTER, NEW YORK E 
= DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE = 
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“U.S.” Spring-Step Heels 

are USKIDE’S partners for 

tough wear-resistance and 
walking comfort. 


Sole and Heel Stocks in our 
following branches: 

Boston Chicago New Orleans 
New York St. Louis Pittsburgh 
Portland, Ore. Los Angeles 
San Francisco 


BOOT AND SHOE 


RECORDER 


April 25, 1925 


Shoes for Men who are 
on the Job Every Day 


ERE isa fact that shows any alert 
shoe dealer where his greatest 
profit possibilities lie— 


The hard workers and hard walk- 
ers of this country are the ones that 
really keep the shoe industry alive 
and going. 

The merchant who wants to do the big- 
gest volume business goes after this trade. 

He features shoes that offer these men 
the most for their money. 

And today thousands of these hard work- 
ers and hard walkers know that shoes soled 
with USKIDE give this greater service. 

Thousands of men—and women—are de- 
manding this longer-wearing, more com- 
fortable soling material on their shoes—and 
those of their families. 


They are telling their friends about 
USKIDE, the wonder sole for wear. 


A great USKIDE newspaper advertising 
campaign is covering the country. 


In 61 leading trade centers and over 4,000 
small towns millions of people are being 
told more about USKIDE. 


The wise shoe dealer is not letting this 
chance get by. He is making this advertising 
—_ for _ i -4 ao shoes soled 
with genuine I and letting people 
bnew te has them. 


Your salespeople will find it easier to sell 
USKIDE soled shoes. There is no satisfac- 
tory substitute for USKIDE. 


Specify genuine USKIDE on your heavy 
service shoes. Be sure you can show your 
customers the name USKIDE on the sole. 
They will look for it and will buy quicker 
when they see it. 


United States Rubber Company 


1790 Broadway 


New York 


USKIDE Sole 
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The Dancing Debutantes 


4 More Super-Smart Creations 


Short Vamps in Shimmering Black Satin 
BY SHU-SSTILES, INC., ST. LOUIS 


The Progressive Shoe House of the West 


OUR SLOGAN: 
Say it with sizes 
for immediate 
delivery ** + 


Talk about style! These four little short vamp novelties are 
crammed full of snap and chic! They have to be to come from 
ShuStiles, for our name means just what it says. They're wonder- 
ful fitting shoes, too, well-made with featherweight flexible soles. 
Place your order today and avoid the rush. 


The VAMP .......- $3.85 The DARLING DEB . $3.85 
2163. Black satin D’Orsay pump with 5272. Black Satin Strap with black silk double 
black silk guimpe stitch, button trim- qanee stitch, Kaffir Kid collar and strap, as 
; : . illustrated, full French corded, Apricot lined, 
med, with side rosette as illustrated. 13/8 covered cuban heel. flexible sole. Widths 
Full French corded, Brown Kid lined, B and C. ; 
16/8 Spanish full breasted covered 
wood heel. Flexible sole. Widths 





5266. Same as above with 16/8 Spanish full 
breasted heel. 


$273. Same an No. 5272 in All Patent Leather, 


B and C. 4 , . 
S a i . stitched in gold with full gold French cording. 
at. Sati as above in ‘Coolidge 5267. Same as No. 5266 in All Patent Leather, 
y tin. stitched in gold with full gold French cording. 


The COBWEB ..... $3.85 
5276. Black Satin Strap with black 
silk guimpe stitch as illustrated. Full 
French corded, Apricot lined, 16/8 
Spanish full breasted covered wood 
heel. Flexible soles. Widths B and C. 


The DANCER ..... $3.85 


5265. Black Satin Strap, Black Satin strips 
overlayed on vamp, i Kid cut-out collar 
and strap, full French corded, Apricot lined 
16/8 Spanish full breasted covered wood heel. 
Flexible sole. Widths B and C. 





Mats Included Free With Every Order! 


CREATORS 
s F | 





SHU-STILES, INC., 1422 Washington Ave., ST. LOUIS 
a 
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if Your Feet Hurt 
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LEATH EI 





























Just a few advertisements 
from the great ‘“‘Nothing 
takes the place of Leather” 
campaign which is appear- 
ing in America’s great 
newspapers and The Sat- 
urday Evening Post—reach- 
inganaudience of 5,000,000 
shoe-buying families. 
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are YOUR 
Talking Points 


HAT is best for the shoe-wearer 

is best for the trade. Hence the 
great advertising campaign that is taking 
the fact-story— the truth message of 
Leather to every nook and corner of the 
American public. 


If shoes are to be kept shapely and trim; 
if feet are to be kept straight, well-formed, 
and sound; if bodily health is a desirable 
thing; if mental and physical efficiency 
count for anything; then Nothing takes 
the place of Leather. 


Have you made this your campaign? 


AMERICAN SOLE AND BELTING LEATHER TANNERS, INC. 
ONE MADISON AVENUE 
NEW YORK, N.Y. 


Nothing takes the place of 


LEATHER2 
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This is a motion study of the Armstrong Box rolled tightly and allowed to resume 
its former shape. 


Why the Armstrong Box Keeps Its Shape 


ta why does the Armstrong Box keep its the foot or by moisture from without. It’s the 


shape and the shape of the toe it supports? — that prevents the toe from becoming 
rittle. 


In the first picture the Armstrong Box was sit 
, S Because the Armstrong Box is resilient to 


rolled up tightly. Released, the toe springs back begin with, and because it keeps that resilience, 


into its former shape with no sign of damage, it will preserve the contour of the toe caps of 
its resilience unimpaired. the shoes you sell. Since more than a hundred 

It’s the cork, ground fine, of which the box Jeading shoe manufacturers are using the Arm- 
is made that accounts for this elasticity. It’s the strong Box now it will not be at all difficult to 
cork that is unaffected either by the moisture of get shoes so equipped. 


Armstrong 
Circl. Cork Box Toe 


B20 
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She FLORSHEIM SHOE 





THE RIALTO—In Stock 


The Florsheim line has the strength—the prestige—the selling features 
that give one live merchant in each community a long stride ahead 
of competition. Write for booklet “Stock Styles” or for salesman to call 
with the complete line if there is no Florsheim dealer in your city. 

Style S-113—Rialto Black Calf Oxford, as illustrated. 

Style S-109—Same style in Willow Calf (light tan shade). 

Most Styles Retail at Ten Dollars 
Florsheim Stock Styles are reg- 


ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 
World's largest manufacturers of men’s fine shoes 


ADAMS AND CLINTON STREETS 
CHICAGO 
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- DARBROOK 


HE same care, skill and 
reliability, which have 
gained the good-will of 
millions of women for 

DARBROOK silks, have been put 
into the weaving of every yard of 


DARBROOK SHOE SATINS 


Let us send you a sample of DAR- 
BROOK Shoe Satin to be its own 


sales agent. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


D. J. Finn T. F. Leary Henley & McGaghey’ G. Fitzgerald W. A. Gallup 
Philadelphia Boston St. Louis New York Cincinnati 
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IN STOCK AND READY TO SHIP 


The NUMA 


An attractive one-strap pattern with flexible 
McKay sole, 16/8 Spanish covered heel. In 
Stock in black patent feesher with blonde kid 
underlay around quarter and vamp. Widths 
AA to C. Sizes to 8. Price $5.25. 


No. 8383 
The SIS 


A one-strap, 2-button 
sandal with fancy cut- 
out on vamps and strap. 
Flexible McKay soles, 
8/8 leather heel, rubber 
top lift. In Stock, AA toC. 
Sizes to 8. Price $4.15. 


No. 8387 


The EDME 
A one-strap pattern in white kid with fancy 
corded stitching on vamp and quarter. Flex- 
ible McKay sole, 13/8 box covered heel. Jn 
Stock from AA to C. Sizes up to 8. Price $5.35. 


No. 8392 


The EDME in Patent 
Black patent leather with fancy corded stitch- 
ing on vamp and quarter, flexible McKay sole, 
13/8 box covered heel. Jn Stock AA to C, sizes 
to 8. Price $4.85. In black satin (Stock No. 
8385) Price $4.85. 


The IMPERIAL 


A charming strap pump. In Stock in black 
satin, turn sole, 16/8 Spanish covered heel. 
Widths AA to C. Sizes to 8. Price $5.25. 


No. 8388 
The FAYETTE 


In white kid with 

narrow one-strap which over- — 

lays the quarter. Fancy corded stitching on 
vamp. Flexible McKay, 16/8 Spanish covered 
heel. In Stock AA to C. Sizes to 8. Price $5.50. 
In black satin {Stock No. 8386) $4.85. In 
blonde satin [Stock No- 8382) $5.35. 











Look for trade mark 





OHANSEN 


FOOTWEAR FASHIONS 


It is just such alert design as that of the above that has 
placed Johansen Styles in highest popularity with 
shrewd shoe merchants everywhere —and, in turn, with 
women. Since Johansen popularity invariably repeats 
itself, the advisability of quick ordering is obvious. 


JOHANSEN BROS. SHOE CO., ST. LOUIS 
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CULR¢NOIG 


(SKIN OF SNOW) 


N presenting CUIR DE NEIGE 

to the trade last year, our en- 
deavor was to give them another 
standard Evans Leather. 


Like all our other aims, this was 
not to try to do the impossible but 
to furnish shoemakers and merchants 
with a leather that would give the 
minimum of trouble and maximum 
of satisfaction in shoe after shoe, 
season after season. 


The fact that it won, to such a 
large degree in the first year of its 


0A Blue Ribbon White laa 


appearance, the approval and con- 
fidence of many of the highest 
placed shoemakers and merchants 
is speaking evidence of what 
CUIR DE NEIGE offers to those 
who desire stability in their White 
Kid Lines. 


It is an EVANS LEATHER. And 
all EVANS LEATHERS are made 
to be remembered for the sameness 
of their durability year after year, 
and their beauty in your customers’ 
shoes. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


CUR DE N@GE 


(SKIN OF SNOW 








apn OVANS 


April 25, 1925 


Apri 
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Helthy-Fut Flexible Stitehdowns 
Sell and Repeat Thru Quality 





FEATURES OF 
CONSTRUCTION 


All Solid Construction. 
Combination Lasts. 
Every Pair Guaranteed. 
Latest Styles. 

Leather Quarter Lining. 
Real Flexibility. 

. Felt Heel Pads. 

. Combination Lasts. 
Superior Workmanship. 
10. Natural Welting. 


Patent Chrome 
Helthy-Fut Flexible Stitchdown 
Genuine Patent Chrome with Cut Outs. 


Stitched and Perforated Vamp and Quar- SINSHEIMER BRO. co. 
ter. Chrome Re-tanned Sole. Leather 211-135-155 W. M 


Quarter Lining. Combination Last. 

R8701 Spg. H1., 3 to 5, D ..... $1.80 c Hil CAGO 
R8702 Spg. H1., 5% to 8, C. D 2.00 

R8703 Spg. H1., 8% to 11, C, D 2.35 

RH8703 Wdg. Rub. H1., 8% to 11, D 2.40 

R8704 Rub. H1., 11% to 2, C, D 2.75 


Same in Tan Calf 


R8706 Spg. HI., 3 to 5, D $1.90 
R8707 Spg. H1., 5% to 8, C, D 2.10 
R8708 Spg. H1., 8% to 11, C, D 2.40 
RH8708 Wdg. Rub. HI1., 8% to 11, D 2.45 
R8709 Rub. HI., 11% to 2, C, D 2.85 





Patent Chrome 


Helthy-Fut Flexible Stitchdown 
Genuine Patent Chrome. Silk Ribbon 
Bow. All Solid Construction. Combina- 
tion Last. Chrome Re-tanned Sole. Black 
Fudged Edge. Leather Quarter Lined. 
Spring Heel. 

R8674 Sizes 5% to 8, C, D...............$2.00 
R8675 Sizes 8% to 11, C, D 2.35 


moh ke 


" 


(© COS 











When writing to advertisers please mention Boot anv Snot Recorper 











April 25, 1925 BOOT AND SHOE RECORDER 





19 

















Dealers Take Pride in Selling Them Men Take Pride in Wearing Them 





THE ARISTOCRAT OF AMERICAN SHOES 
“Men Like to Say They Wear Them’”’ 





In every community, in your community— 
there is a certain influential group of men 
who insist upon a better made—better styled 
— better wearing golf oxford than the common- 
place. To such men the Nettleton “Buck- 
minster” readily appeals for it represents the 
finest quality obtainable—an aristocrat of 
American Shoemaking. 








If you are interested in selling the 
best shoe trade in your city— write us. 








One of 38 styles IN STOCK, ready for shipment. 
The “Buckminster” Stock No. 081 Combination 
Smoked and Tan Golf Oxford. Sizes 6-12. Widths A-E. 


IN STOCK $8.50 
A. E. NETTLETON COMPANY 


Gentlemen’ 8 Fine Shoes Exclusively Since 1879 
H. W. COOK, President 
SYRACUSE, NEW YORK, U.S. A. 
























When writing te advertisers please mention Boot anp Suos Recorpsr 











BOOT AND SHOE RECORDER 


THE RETAILER’S PROBLEM 
IS 


The purchase of wanted shades in shoes that will be quickly salable— 
shades that will maintain their sales value thru coming seasons. 


“Little Falls Leathers” present 


“Dellowstone” 
“Marigold” 
“Sunset” 


three most popular shades of tan calf 
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Chrome tanned soft and mellow feeling with a beautiful finish, these leathers 
make up into 'shoes that will help solve your sales problems. With these 


three shades you can meet every consumer style demand. 


“TITTLE F " 
JEATHER } 


‘always lessen sales resistance 
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Ask for sample cuttings 


Barnet Leather Co., Jue. 


Maker{ of “‘Little Falls Leathers’’ and ‘‘Lorraine Leathers” 
360 MADISON AVENUE, NEW YORK CITY 


ae) 


(Distributing Agents 


MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


=== 


_ —— 
- 


Boston Distributors 
BARNET LEATHER CO., Inc. 
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“Twin Scouts’ 


“The Smart Shoes for Little Folks" 











— NY ~~ Youcan’t build for the future 
with less than 


“Twin Scouts” 





‘‘Standardized”’ 
for your profit 


and sold by 
Good Distributors Everywhere 


WELLAUER-NOLL SHOE MFG: CO. 


MILWAUKEE, WISCONSIN 
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‘“OQLCOTROP” 





No. 843—Growing Misses’ Straight Tip 
Welt Oxford, Circular Foxed. 
Sizes 2% to 6 
C and D Width 
Price $4.35 
Rubber Heel 


No, 844—Children’s and Misses’ Straight 
Tip Circular Foxed Oxford. 


Sizes, 8% to 11............. $3.25 
11% to 2 $3.60 
C and D Width 
Sizes 11% to 2 with Rubber Heel 























The Longest Wearing, 
Most Durable Leather 
for Children’s Shoes— 











You cannot scuff the 
leather, even witha 
sharp knife, any- 
where on the 
Olcotrop up- 

per, from toe 


Positively 
Will Not 
“‘SCUFF’’ 


or 


CRACK 


TRY IT YOURSELF! , 


\ 








Just think of it! 
Indestructible Leather 


A shoe that will look the same as new after two 
or three months’ wear. 

A little soap and water will do the trick in 
bringing it back to life, making it look absolutely 
new. 

Our faith and our success with these shoes have 
prompted us to carry these shoes in stock, giving 
all our friends throughout the country an oppor- 
tunity to try them out. 


Sales Manager 
We are prepared to furnish you with a 


unique method of publicity to push the 
sale of “OLCOTROP” SHARK LEATHER 


shoes. 


SHARK LEATHER 
| | 











REYEM SHOE MFG. CO., Inc. 


210-216 Taaffe Place 








Brooklyn, N. Y. 
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In Stock 








No. 800—The Tulip 


A one-button, one-strap Sandal. Made in 
Patent Colt over No. 151 last as shown. 
Has cut-outs in vamp and sides. A close 
edge Welt carrying a 9/8 covered Cuban 
heel,with an Uskide top-lift. 


es A GARG GSON xo io pr bet 5% to 8 











to 8 

to 8 

to 8 
Ready for Immediate Delivery 


Price $4.85 Net 30 Days 


MOORE ATAFER 
*“/HOE “MFG * CO° 
BROCKPORT. N-Y.U.4A. 


NEW YORK OFFICE, 1845-1847-1849 MARBRIDGE BLDG., B’WAY at 34th ST. 
JACK E. JESTER, MGR. 
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What They Say About PRIMO Shoes! 


A prominent Southern Shoe Buyer who happened 
into our New York Sales office a few weeks ago for 
the first time, remarked, after viewing the'line: 


“How you fellows can put out such 
shoes at such remarkable prices is be- 
yond me. I’ve bought a lot of shoes in 
my day but I can tell you truthfully that 
there is nothing to compare with your 
- line. Your styles, materials and work- * 
manship are as good as any I’ve seen at 
anywhere near your prices.” 


When you hear such wholehearted commendations as this, on all sides, it is not difficult to 
understand why everyone is saying: 


“HOW DO THEY DO IT?” 
THE PRIMO SHOE MFG. CO., Inc. 


BROOKLYN, NEW YORK 


New York Sales Office : 
Chas. S. Heath Room 959 Marbridge Bldg. M. M. Masia 


‘‘Beautiful Shoes at Reasonable Prices” 


Quick Sellers & 











SHOWN BY TOBER-SAIFER 


IN STOCK 


IMMEDIATE DELIVERY 


Ne. 260—SPIDER” all over white Levor’s kid one-strap, full French 
corded, 16/8 spike full-breasted wood-covered heel, flexible 
sole. White spider stitching on vamp and quarter, exactly as * iwhustrated. 
and © widths, sizes 3 to 
Ne. 250—As illustrated above, in all white Levor’s kid, 14/8 Cuban 
covered heel. 
B and C widths, sizes 8 to 8... —_ $3.75 FFICE 
r illustrated above, sil over “Jeather, blond spider CHICAGO O 
French corded i6ft albreasted site weod-corered heel. 404 Security Building 
. s 
above, ca cee: 


-covered 
sizes 3 to 8... 


TOBER-SAIFER SHOE CO., ™ “gsningtox avenue 


MANUFACTURERS AND DISTRIBUTORS OF NOVELTY FOOTWEAR IN STOCK 
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PARACORD SOLES 


EASY TO WEAR ~ HARD TO WEAR OUT 


Naturally you want to know these 
things about PARACORD SOLES 


Do they wear? 


Ask Charles Roth, famous marathon runner. He hikes 25 
to 30 miles a day. Wears shoes with Paracord Soles. Likes 
them. Says they wear longer than any other soles he has 
ever worn. “The ones I have now,” he says, “will go 
at least 3500 miles before needing repairs.” 


_ 


Are they comfortable? 


Ask Joe Davis, steamfitter. His work requires a lot of 
kneeling. He finds Paracord Soles comfortable in hot or 
cold places. Likes their flexibility and non-slip features. 
Leather soles last him about four weeks. The Paracord 
Soles he’s wearing have already lasted twice that long 
and are still in good condition, 


Are they sure-footed? 


Steve Polakas, laborer, can vouch for it. All day long he 
pushes heavy trucks around on a wet concrete floor. He 
says Paracord Soles are non-slip, do not absorb moisture 
and are mighty comfortable on the feet. After four 
months he finds them showing hardly any signs of wear. 


Are they economical? 


Howard Vincent, farmer, says wearing Paracord Soled 
shoes saves the cost of several pairs of shoes during the 
year. “Not only is there a saving in first cost, but they 
require less repairing.” 


And these reports are from just four of the several 

hundred thousand persons who have taken to wearing 

Paracord Soled shoes within the first eighteen months 

of their manufacture! Insist on Paracord Soles on 
We will be pleased to send you further information the shoes you buy. 


THE PARACORD COMPANY, IwnNc., Johnson City, N. Y. 
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Why Wait Until Fall 
For Comfy Profits? 


No longer is it true that most Daniel Green Comfy Slippers are sold in the last three 
months of the year. That condition passed some years ago. 





an 0 Ito .oooyas OND 


Two things have worked this change. First, the many smart, distinctive styles that we have 
added to the Comfy line, in satins, brocades and fancy leathers, which have such a strong 
appeal, especially in the spring and summer months. Second, our advertising never stops work- 
ing for you. It makes its appearance regularly, month after month, in millions of America’s 
better-class homes. 


a—~ A _+4— =. rs 


And now, a third and stronger reason. Our 1925 advertising is carrying to the women of 
America, in full color pages, a message of vital importance to them—a message whose appeal 
is as strong in the spring as in the fall—as potent in summer as it is in winter. 


That message you will see typified in the illustration at the top of the page—the need that 
American women have for rest. Over and over again, Daniel Green advertisements in the 
Ladies’ Home Journal, in Good Housekeeping, in Vogue—with their many millions of readers 
—point out the tremendous strain that modern life is putting on women, and how they can 
obtain relief through systematic rest and application. 


=n & See eens 


Now is the time to think of vacation selling for Comfys, Every year sees a decided increase 
in the volume of Daniel Green Slippers bought for the rest and relaxation of the vacation 
season. Now is the time to think of your vacation season. Now is the time to think of your 


May 10th is vacation stocks. 
Mother’s Day DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE NEW YORK 


_————————————— 


A splendid opportunity to push 


: Sales Offices 
m ° 
Daniel Green Co fys - = — 10 East 43rd Street 10 High Street 189 West Madison Street 
priate present for this anniversary New York City Boston, Mass. Chicago, Til. 


date, that is growing more popular 
each year. 


os 
ne Daniel Green 
Our new 1925 catalog is just off 
the press. Put your name in now for ~ 
a copy, so that you will be sure to Co Sli ers 
have it. 


When writing te advertiser: please mention Boot anv Suoz Recorpear 


ee ee 














April 25, 1925 BOOT AND SHOE RECORDER 




























































































No. 3152 . ‘H’ Russia Calf. 
Bantam Weight . Hampton Last . $6.00 


This smart, bantam-weight oxford has the selling qual- 
ities for which all J. P. Smith Shoes are noted. It is the 
right style for you to spotlight for the next 60 or 90 
days because it looks and feels cool and inviting and 
because its new light tan color has a distinct appeal to 
well dressed men. We can make deliveries at once. 


























It’s Right Styles at the Right Time 
That Make Your Business Hum 














nm — 
J. P. SMITH SHOE CO. 
CHICAGO 8. NEW YORK 

otra Monee 4550. Fee) ie unten 2540 


West Coast Salesrooms: 312 Forrester Bldg., Los Angeles, Cal. ‘{'} 


Write for complete Instock catalogues 
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KAN NALLY S 
3W’s Lenox 


* 
Daf. pe I'he In-Stock Line 
If you haven't already done so you should departmentize 
your shoe business under the following classifications: 
Men's, Women's, Children’s and Boys’, and so keep your 
books as to know what profit you make on each. You may 


be losing on one and gaining on the other. Your profit on 
women's shoes may be carrying losses on men’s shoes. 








You may be losing money on your boys’ shoes and not The Betty 
know why, when there is a tremendous opportunity to 
make real money in this branch of your business. Boys from 


Cand Girls’ Patent Leather, 
Mote D, low heel.... $2.75 


8 to 18 wear out more shoes per capita than any other ; 
group of people. Therefore you must handle boys’ shoes 2% to7,C Girls’ Patent Leather. 


that have real wearing qualities. You need not look further 6701—Misses’ broad toe Patent Lea- 
boon 11% to 2, D and E, — 


once you have selected 


‘“‘BOBS”’ for Boys Soll, D ond Et rubber bed ’a.ad os 


In Stock ALSO CA SAME a5 0006. 


T-1686—In Stock.—Made over a new Hand turn Patent Leather 
broad toe last, of Rueping's Tan 
Calf. A smart rugged pattern. Rubber 
heel. Full 7 iron insole, no cork bottom 
filler, full 9 iron “Rock Oak" outsole, 
Shoulder Channel Process. Widths B’ 
C and D. 


For boys, sizes | to x4 
For men, sizes 6 to 11, 
40 


Made to order in other 
popular leathers. 


“BOBS” 


T-1 Lrg ae ey —ptete over a Ri 

t t i 
Tey Cale Bienes aif unre tn The Rits 6790 
—-. filler. full Fy hy gee. BO cost 4805— Women’s Patent Colt, low heel, 
outsole, Shoulder Channel Process. 2% to 7, C and D $2.90 


Widths B, C and D. ote wk 
For hepa. sizes | to 5%... tet 07) poser wt a > Colt, ry 4 


For men, sizes 6 to 11. covee 3.88 


pease to coats tn ater popular “ 6790—Misses’ Patent Colt, broad rong 
— rubber heel, 11% to2,DandE. 2.40 
6791—Children’s Patent Colt, broad 
toe, rubber heel, 8144to11, DandE. 2.20 
6792—Children’s Patent Colt, broad 
toe, spring heel,84toll,DandE. 2.20 
The 8-11 and 11-2 size runs in this 
pattern are also carried in stock in 
TAN CALF and WHITE CALF 





A Trademarked Line 
In Stock 


KANNALLY-WICK CORP. Samples will be shipped at our expense. 


HIGHLAND, ILLINOIS, * near St. Louis 
WEIMER, WRIGHT & 
WATKIN CO. 


39 South Second Street PHILADELPHIA 























SHOES THAT MAKE BOYS FEBL LIKE MEN 
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OU will find Goodyear Wingfoot Heels 
4 on the very best shoes of America’s repre- 
sentative manufacturers. Their quality has 
earned them the preference. They wear longer. 
Their resilience lasts. They have the neat, 
close-seating design that means good style. 
That is why more people walk on Good- 
year Rubber Heels than on any other kind. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels. 








When writing te advertisers please mention Boot anp Snow Recorper 
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JKAFFOR cAID 


The Adaptable Calf Lather 


In the adaptability of KAFFOR KID lies the secret of its enthusiastic 
acceptance by America’s best shoe merchants. 
Its light weight, soft texture and firmness of grain makes KAFFOR 


KID especially adaptable in present day styling. 
The superior finish with the non-scuffing qualities gives KAFFOR 


KID its permanent fitting quality. 

The lightness of weight makes KAFFOR KID readily adaptable to 
the same usages that kid and kangaroo leathers ordinarily fill—without 
the disadvantages. 

To the merchant, KAFFOR KID in the shoes he sells is the assurance 
of quality and the certainty of good service. 





ReiCrsss 


“The Crex,” made of Black 
Kaffor Kid on our No. 186 
Last. Price $5.90 
Krohn-Fechheimer Shoe Co. 
Cincinnati, Ohio 
Branch of the 
United States Shoe Co. 





“The Story of Leather” will be 
sent free on request 


Fhe OHIO LEATHER COMPANY 
GIRARD - OHIO 


\"“This isa Calf yYear”| 
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Robinson Shoe Connian 
Kansas City, Mo. 
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NEW — IN-STOCK 
No.3031—Light Tan Calf. 
French Brogue Last, Rub- 
ber Heel. A Spring Style. 


HE Crossett salesman. 
in your territory will 


The most valuable asset of any receive with pleasure your 


invitation to call and sub- 


business is the confidence of its mit our merchandising 


plan. 
customers. Send for our In-Stock 
Catalogue. 


OTHING tends to increase confidence so much 
as repeated quality. 


And there is no better example of repeated quality in 
shoes than CROSSETT’S—unchanged for forty years 
in their original standards of value. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


CROSSE Tot 


QUALITY SHOE MAKERS FOR 40 YEARS 


When writing to advertisers please mention Boor anv Suor Recorver 
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N ambitious attempt to 
A predict a style program 
for the full six months 

from July to December brought 


to New York this week approximately 400 shoe mer- 
chants, manufacturers, tanners, last makers and pat- 


tern men to see how far 
in advance the brains as- 
sembled could predict a 
major trend of style. 

The method of procedure 
at these gatherings is for 
the merchants to meet on the 
day previous, to carefully 
consider questionnaires 
from merchants and to com- 
pile a nation-wide sympo- 
sium of style ideas for final 
presentation to the Joint 
Styles Committee on the 
next day. Chairman H. C. 
McLaughlin of the N.S.R.A. 
Committee invited a group 
of merchants to meet at the 
Waldorf as his guests for the 
evening conference. All 
sides of the problem were 
considered and the decision 
was made to consider the 


long swing of the six-months ’ 


period in terms of general 
style characteristics and the 
short swing, covering May 
and June, as a re-endorse- 
ment of the style program 
formulated in January. 





A Long Style Shot Into Fall 


and Winter 


Big Allied Conference Considers 
Shoes from July to December 
in Attempt to Achieve Stability 


_— - 
| 
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Shown at the Allied Styles Conference in New 
York. Pussy-willow costume designed and draped 
by Marion Stehlik. Shoes of white trimmed with 
patent. White Gotham hosiery of service weight 
and black, hand embroidered clocks. 






Kansas Says “Simplify” 
One of the convincing things 


that gave assurance to the Com- 
mittee that merchants wanted 
information as far in advance as possible was the res- 
olution of the Kansas Shoe Retailers as follows: 


“That we encourage manu- 
facturers to create what we 
call seasonable styles. We 
want shoes in the spring 
that are distinctly designed 
and made up for spring 
shoes, and we don’t want 
this class of footwear to be 
shown for Fall. In the Fall 
we want styles and materials 
suitable for Fall and we 
want these designs and ma- 
terials to be of such a na- 
ture that they would look 
out of place for any but Fall 
wear. We want the same in 
Summer footwear. If such 
a program is carried out the 
effects will be at least these 
four and it is not hard to 
believe that there will be 
several others: 

“1—More pairage. 

“2—-Fewer odds and 
ends. 

“3—Seasonal distrib- 
ution of footwear 


makes it easier for fac- 
tories to make deliver- 
ies. 
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“4——Shoes easier to sell as customers won't 
be confused as to what is good style.” 

Tuesday’s session had a two-fold mission—first to 
give the general trend of fashion in dress and then to 
compile carefully the official program of style for Fall 
selling. 

Big Session Tuesday 


Around a large “U” shaped table in one of the big- 
gest rooms of the Hotel Astor, 400 men and women 
gathered. Mr. McLaughlin opened the session and 
then turned over to Herman Meyer, General chairman 
of the Manufacturers’ Style Committee, the general 
management of the first session. Men prominent in 
the merchant and manufacturing field voiced their 
opinion that a style conference had an obligation to the 
merchants of the country in predicting broad style 


Maan ees ll aw ~ 

Yvonne Grey of the Ziegfeld Follies at the Styles 

Conference. Afternoon costume of gray voile— 

shoes of gray suede with steel buckle and Gotham 

open-work Paris clocked hosiery in shade known 
as Piping Rock. 


movements that could serve as a platform for a more 
orderly system of buying and selling. 


Fashion Experts On Program 


Then followed speakers from fashion publications 
and speakers from the traveling and tanning branches 
of the craft. Inasmuch as the men’s end of the busi- 
ness had in previous conferences been relegated to the 
end of the program, the order was reversed and George 
Geuting opened with a remarkable presentation of the 
men’s style situation. He was followed by Jesse Adler, 
Harris W. Fleming, and men whose opinion on men’s 
styles would naturally contribute to the final report. 

The morning session had as pictorial features, an 
artist drawing prevailing costumes for women, and 
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Mrs. Jessie Bracker Menin’s remarkable presentation 
of how models could be draped with costumes to har- 
monize with hosiery and shoes. In colorful finale, Mrs. 
Margaret Hayden Rorke emphasized the specific colors 
selected by the wool and silk trades and particularly 
the hosiery and shoe trades. 

The high lights of the meeting were as follows: 

John C. McKeon, president, National Boot & Shoe 
Manufacturers’ Association: 

“The industry, as a whole, during recent years has 
been disturbed by under-consumption. It is unwise to 
discuss this matter too freely. Activity helps the in- 
dustry in all its parts. The population of the United 
States increased during the past year by somewhat 
over 1,200,000 people, in spite of the restricting immi- 
gration law. This means, of course, more shoes. We 
have seen during the past six months, evidence on the 
part of the retailer, of faith in good styles. Welts 
should be continued in the fashion class.” 

John Slater: “We have too many ‘sales’ in our 
stores. It has become a habit with us to be out on the 
ocean—so with sales, they are a habit—a sale every 
week in our stores. Decry it! Push your merchandise 
out before the proper trade and forget the sales.” 

John J. Baird, president, N. S. R. A.: “I cannot help 
but mention at this time the wonderful work that the 
style committee has accomplished. Mr. McLaughlin 
deserves a great deal of credit for getting together 
here in New York the different ideas of styles that 
are being used here now and during the next four to 
six months. It is said that sometimes we are ‘over- 
styled.’ Omit it and then you take all the pep out of the 
shoe game.” 

Miss Carmel White, fashion expert, said: “White 
shoes with color contrast are perhaps more empha- 
sized than usual this season, in both sports types and 
afternoon slippers. The newest and smartest combina- 
tion is white with beige, one of the outstanding suc- 
cesses of the Riviera this year. The all-beige shoe, to 
which we referred before, has also been very popular 
on the Riviera. And so this color is sponsored both for 
town and country. 


Blond and Copper for Evening 


“New evening slippers that are just beginning to 
be worn give further promise of an interesting 
season in evening slippers this autumn. Copper kid- 
skin comes in for a good share of attention. This cop- 
per slipper may be a candidate for some of the honors 
of blond satin. It has the same versatility. It could be 
worn with a dinner dress or a formal gown. We do not 
mean that it will supplant blond satin. In fact, our 
report from smart evening occasions both here and in 
Europe says that blond satin is still very much worn. 

“The kind of silhouette that we will see in 
the autumn will have an important influence 
on shoes. As things stand now, the mode is 
divided between two silhouettes. There is a 
continued interest in straight, boyish clothes, 
and there is a growing interest in flaring 
lines, more gracious, more feminine fashion. 
For the fall, the masculine kind of fashion 
tends to be limited to the country and to a 
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few morning tailored cloth dresses to wear in 
town. But for the majority of occasions, more 
intricately cut, more formal coats and dresses, 
promise to take the place of the tailored mode 
that has been so all-important this spring. 
What should this mean in shoes? Undoubt- 
edly it means a continuation of tailored shoes 
to wear with the tailored costume in town 
and in the country. But it should also mean 
more demand for the dress type of shoe to 
wear with the more feminine kind of fashion. 
Now, by dress shoes, of course, we do not 
mean elaborate shoes, but the simplest pat- 
terns developed in finer, softer leathers. 

“There is every indication that grays—not, of 
course, the very light pearl gray, but darker tones— 
will have some importance in the fall. It seems espe- 
cially likely that gray fur coats will be good. What 
will the woman choose in shoes who wears gray in 
her ensemble? She will not be apt to choose all gray 
shoes, since it is light and cold for fall, but she is 
quite apt to choose a gray shoe combined with black. 


The Dress Determines the Shoe 


Miss Jessie Bracker Menin, fashion counsel for the 
Gotham Silk Hosiery Co., Inc., in presenting four liv- 
ing models to be draped by Miss Marion Stehlik to 
illustrate color harmony, said: 

“By this time, I believe, we are all agreed that styles 
in apparel do influence the popularity of certain types 
of footwear. You may partly take the stand that in 
the course of a season every shade and color of cos- 
tume is worn, while styles are too numerous to count, 
and that this being so, any colors or styles of shoes 
you manufacture will be purchased by some women, 
provided they are\new and strike her fancy. This may 
be true to an extent—the selection of individual de- 
sign being a matter of personal whim or taste, but— 
whether the greatest demand will be made for the 
sport shoes, semi-dress or very dressy types, whether 
black, brown, tan or gray or some other shade will be 
most in demand will depend upon the dominant style 
influences of the season. For instance, I will illus- 
trate by mentioning: 

“When the flapper popularized sport wear to an ex- 
tent which it had never felt before, a great demand 
was created for shoes of the sport type. 

“When the tailored suit returned to vogue last 
spring, it called for a suitable type of shoe, which was 
not a sport shoe nor yet a dressy shoe, and much black 
footwear was worn. Why? Because tailored suits 
meant navy. blue and black hair-lined materials and 
black shoes with skyn toned stockings seemed the per- 
fect footwear with these fabrics. 

“And now we have the ensemble costume. It is for 
the most part, this spring and summer, a far dressier 
affair than the tailored suit and calls for a dressier 
shoe. And as the ensemble for spring came in from 
lightest tan through brown and many pastel shades, 
we find all types of tan, brown and combinations in- 
cluding brown, much in demand in the retail stores 
at present, the pastel shades permitting of lighter 
shades as the season advances. 
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“I would suggest that you find out from the 
leading woolen mills what colors and types of 
fabrics they are making for fall. Visit the 
leaders in the silk industry for similar infor- 
mation. Also find out what the specialty shops 
and department stores will have to offer 
women in dresses, suits and coat fabrics, and 
then you will be able to design intelligently 
the types and shades of shoes women will 
want to wear with them. 

“Someone has coined the words ‘Fashion Aware- 
ness.’ The shoe manufacturer who is aware of fashion, 
given good taste, cannot go wrong in the sort of shoes 
he produces. And now for our little animated show, 
which you all know is the real reason for my being 
here. I thought inasmuch as we’ve heard so much in 








Street costume—ensemble of Riviera Barre. ‘Slip- 
pers of tan calf trimmed with lizard skin. 
Gotham hose of sheer silk in shade of cinnamon. 





the past about apparel influencing shoe styles, that 
we'd stage an actual demonstration of it today.” 


Men’s Styles Get Center of Stage 

In discussing men’s styles, George Geuting said: 

“There would be more high shoes sold in the fall 
if they were handled for special purposes—the colored 
top is coming back with the light clothes. In regard 
to the sturdiness of shoes. This should be changed 
and changed very quickly. No reason why a light- 
weight shoe should not be popular. Dealers are diffi- 
dent about them and will not take a chance—why, I 
don’t know, particularly with the public receptive. 
This question should be agitated very strongly. It is 
a queer sight to see a man on the street wearing a 
light suit, light hat and light clothes generally and 
yet wearing heavy brogue oxfords. The objection to 
the lighter weight shoe is that they do not wear, but 
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the public wants lightweight 
shoes and will buy them. 
Let us go to it! The stage is 
all set for lightweight shoes 
and light leathers. 

“In regard to the in- 
crease in the number 
of automobiles. The so- 
lution to this is to cre- 
ate foot consciousness 
among men. Educate 
men to wear more 
shoes. Most men own 
four or five suits—then 
they should have twice 
as many pairs of shoes. 
The average man is not 
sanitary about his feet. 
There is one pair of 
stockings he never 
changes — and those 
are the linings of his 
shoes. The public 
should subtly be edu- | 
cated up to shoe [7 
changes. We must get 
rid of that mental haz- 
ard that men would 
rather do anything 
than’ wear a new pair 
of shoes. Fundamen- 
tally, the American man is becoming rapidly 
the best dressed man in the world on the 
average. The average man owns perhaps 
about six different weights of overcoats. 
Why should he not have the same number of 
pairs of shoes?” 


Mr. McMullen, men’s fashion authority: “England 
is the center for men’s styles just as Paris is the cen- 
ter for women’s styles. Follow the English and you 
can’t go far wrong on dress and shoes. Cloth top boots 
are for the man in Europe who has a personal valet. 
In America we must look at the profitable side of it. 
Consider the bootblacks of America and the way they 
might handle the cloth top shoes. 


— 


Pk ee 


Jesse Adler, in answer to Mr. McMullen, said: 


“We will not follow the Englishman. English shoes 
have been over here for a number of years and many 
concerns last year tried to sell English shoes. Mr. 
McMullen’s idea is a worthy one—but different from 
the average American man’s idea. Men in America 
are not shabby dressers. But they do wear their shoes 
too long. Their feet are often shabby. They should 
change their shoes as often as they change their 
underwear. Their shoes retain poisonous elements. 
Corns and blisters and other foot troubles come from 
lack of air. Healthy feet mean less foot trouble and 
longer wear. Five pairs of shoes are necessary for the 
average man today for business, evening and sport 





presented New York City 

in last year’s Atlantic City Beauty Parade. Eve- 

ning gown of orchid Molly-O crepe. Opera slippers 

of silver kid with jewel-edged bows. Gotham sheer 
hosiery in orchid. 


Beatrice Roberts who re 
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i wear—two tan, one black, 
- one patent leather and one 
> sport shoe. Our forecast is 
in accordance with the 
youthful spirit prevailing 
today—what the young men 
= of America want today. 
They control the styles for 
the older men. Broad toe ox- 
fords go well with bell-bot- 
} tomed trousers.” 
| Mrs. Margaret Hayden 
) Rorke: “Truly fashion has a 
| rendezvous with color. We 
} must have a keen apprecia- 
# tion of the fine point of 
% color. We have gone through 
the period of jazz, but we 
now have a much more so- 
phisticated sense of color. It 
is an exhibition of subtle 
nuances that we Americans 
are educating ourselves up 
to today. If you are going to 
produce beautiful shoes you 
must take into consideration 
the fundamentals that make 
style—style and fabric are 
synonymous, and color, style 
and fabric are a trilogy. We 
must have color in shoes— 
not bright greens, reds, etc., but soft pans and grays, 
etc. A fine color harmony of combination. Bright colors 
must be used astutely. The ensemble idea must be 
maintained. By ‘ensemble’ I mean the true meaning 
of the word—bringing out color sense and style sense. 
“I would like to add a few words in re- 
gard to the discussion we have had on men’s 
shoes—to give you a woman’s point of view. 
The male species is awakening to color sense 
in his neckties, suits and socks. Now, we can 
kill or encourage it. We must bring in a 
finer appreciation of men’s style in men’s 
shoes. By that I do not mean again bright 
greens, reds and blues, but a delicate color 
sense. This means more shoes. It means that 
if he has a preference for a brown suit he 
might handle the cloth top shoes.” 
“There is a message of color for Fall. In the card 
just published today, we have the following colors: 
“National Gray—for women principally. 
“Autumn Blond—a new interpretation of blond 
shade so successful in all phases of the costume. 
“Indian Tan—a soft shade of brown with a hint 
of gold in it. 
“Rosewood—real color of the rosewood tree. 
“Woodland Brown—dark red tone of autumn 
brown, the old staple, but necessary. 
“Rugby Tan—will sell again. Some like it—some 
do not. 
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(Continued on page 48) 


(The detailed style report will be found on page 40) 
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In the Merry Month of May 


Every Issue of the Boot and Shoe Recorder Will 
Be a Goldmine of Practical Ideas and Information: 





May 2—A Remarkable Article 


Brimful of all sorts of interesting valuable data for the Retail Shoe Merchants’ guidance, with 
the first article of a remarkable series, entitled 


‘‘The Birth of a Retail Shoe Store’’ 


covering the practical essentials for establishing and conducting a retail shoe business. Written 
by a successful shoe merchant of twenty-five years’ standing. 


May 9—Collective Merchandising 


the new instrument of efficient distribution. How shoe merchants co-operate in their local 
advertising to mutual advantage. This issue will show the merchant how to get full benefit of 
the eight weeks’ trading period ending July 4. 


May 16—The “Store Cabinet’’ Idea 


as worked out advantageously by Holden’s, Chicago. An inspiring account of wonderful results 
thus obtained. 


The “Retail Shoe Salesmen,” our monthly section devoted to the actual selling of shoes on 
the floor. 


The “Ladder Club” program for June, with news and ideas on store organization handling. 


May 23—Lengthening the Style Value 
of Shoes 


We will show a compact store stock for the average store as of September first. Every retail 
merchant can read this feature to his excellent profit. 


May 30—Pre-Summer Stock Clearing 


How different successful stores solve the problem of “cleaning house.” Practical plans and 
methods actually in operation in representative stores. 





Of course—all the news and views of trade affairs and people of interest and 
value to the retail merchant. We look to the five weeks of May to render the mer- 
chants of America the maximum of BooT AND SHOE RECORDER service. Herbert 
Hoover has said, “The business press is probably the greatest force in making 
industrial opinion—the business press and technical journals are in a unique position 
and have a unique opportunity.” We realize that, for one of our readers has said, 
“The greatest association of retail shoe dealers on earth—the readers of the Boot 
AND SHOE RECORDER.” 
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A More Orderly Style Program 


ENGTHENING out the style season so that 

merchants can look with some degree of 
safety on shoes for fall selling is not such an 
impossible undertaking after all, judging by the 
enthusiasm of those who attended the styles 
meeting in New York this week. 

For some weeks the Boot AND SHOE RECORDER 
has emphasized the possibility of looking farther 
ahead because it saw the time coming when sizes 
would be of more importance than variety of 
shoes in the window. F. D. Barker, of Pittsburg, 
Kansas, put it in a telegram to the conference as 
follows: 


“] trust that you may formulate a sane 
style program for the coming Fall and 
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Winter seasons to the end that manufac- 
turer, jobber and retailer alike can eliminate 
the tremendous losses that go with style 
changes. Fewer patterns and lasts give 
quicker turnover and longer profit.” 


A parallel situation has long existed and been 
accepted in the stock market. Stocks and bonds 
are said to move in long swings and short swings. 
The long swing may be of six-months’ duration, 
optimistic in tone and indicating that prosperity 
is ahead, while the short swing for the next month 
or so may indicate that it is best to play pretty 
close to the handle and to be extremely conserva- 
tive. 

Now, what they did in the style conference was 
to look ahead to September, October and Novem- 
ber on about 60 per cent of the merchants’ stock 
of shoes. 

The conference realized that May and June 
shoes on order and already delivered are salable 
and of good style selection until that time. 

For the months of July and August, with white 
shoes and sport novelties, most merchants can 
take care of themselves. Then, too, in these 
months it is good wisdom for a merchant to sell 
“what he has got.” 

The style report differs considerably from 
previous platforms in that those who framed it 
avoided the cold detailing of straps, oxfords and 
pumps in a one, two, three order. They believed 
this insufficient to cover styles that are obvious 
(such as conservative welts) and styles that are 
speculative (such as pastel colored buckskins). It 
was for this reason that style reports have been 
more amplified, made more readable and more 
intelligent. 

If one of the outstanding impressions gleaned 
from the meeting is that suedes will return to 
favor for street wear, it should not be made a 
speculative movement, increasing the price of that 
material, for the present outlook is for leathers 
in kid and calf and for satins in black, blond and 
gun metal, to have a place in the scheme of 
things warranted by the policy of a diversity of 
materials. 

The same holds true with evening footwear 
wherein the fancy leathers, by their exclusive- 
ness, should not disturb the brocades and satins 
which have good salability. 

A style conference should, in a six-months’ 
cycle, gradually move old stock out of stores 
previous to new stock coming in to take its place. 
Therefore, we look with favor on the six-months’ 
cycle, feeling that the work of the conference can 
be interpreted and amplified by the tendencies in 
high novelty styles as reported by the business 


papers. 
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It is quite necessary for the merchant to keep 
before him the six-months’ style program as a 
broad chart of what will be salable for the balance 
of the year 1925; while at the same time keeping a 
vigilant eye on what appears in the Boot AND SHOE 
RECORDER, amending or amplifying any one divi- 
sion that may have a monthly style significance. 





Birthright Sold for Bulk Order 


FACTORY with real possibilities, some time 
Am resolved to put all its emphasis on the 
making of footwear, selling its output to one mail 
order house. Everything was rosy and profitable 
in a small way until the mail order house realized 
that it had that manufacturer within its power, 
then it squeezed the profit out of the prices at the 
factory and became the payroll angel. So softened 
had become the factory organization by the in- 
dolence of its selling executive that it could not 
resist. The result was a manufacturing business 
not worthy of the name, with executives who were 
nothing more than wage earners. They had sold 
their birthright for a bulk order. 

It may seem pretty soft for a manufacturer to 
get a big industrial plant of 16,000 workers to buy 
its shoes at cost, but remember that the softening 
process is two-fold. It may soften the price to 
the individual, but it also softens the head and 
heart of the factory who looked for such easy 
pickings. 

Workmen do not stick to the company store, no 
matter what the price inducement may be, if 
they have the price to pay and see a style else- 
where that is more pleasing. Also the sort of shoe 
fitting possible in a company store adds another 
chapter to the story of the gradual diminishing of 
the bulk order which looks so good when times are 
difficult. 

It does not pay, Mr. Manufacturer. It looks easy 


but figures often lie. A factory of 20,000 workers 


may look like easy distribution, but beware the 
day of reckoning when all the sizes are ends and 
the fellows who are responsible for the “store at 
cost” figure up the real cost. 

A place to dump what is manufactured looks to 
be the easy way these days, but is it? Is not the 
fight of business competitor with competitor the 
best insurance of the continuity of that industry? 

A huge operator at shoemaking is said to be 
buying up store sites and, in the opening sales, it 
is claimed that he is selling direct to the public at 
prices under those which the independent mer- 
chant himself would have to pay at the same fac- 
tory. Will this method continue? Not so long as 
people have variable feet and variable ideas as to 
footwear. 
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Are Stores ‘‘Selling’’ ? 


HE function of the merchant is to buy and 
"Teen, not to sit and worry. Today is the tomor- 
row of yesterday and it never happened. At the 
beginning of a season with stock on the shelves, 
the merchant has but one place to put his 
emphasis. He should emphasize selling of shoes 
over the fitting stool and should bring to his aid 
all that is best in newspaper advertising and win- 
dow publicity. The majority of retail shoe sales- 
men have “softened” in the past easy years of 
selling to the public. The fact is that the public 
has been “buying.” Rarely has it been a case of 
where the public has been “sold” footwear that it 
needs to keep it “well dressed.” 

There is work to be done in getting more effi- 
ciency out of the shoe store. Sell and sell well. Lef 
there be more work than shirk. 

When it comes to buying, gauge your needs and 
buy accordingly. Shoes will be needed next fall 
and the anticipation planned has been the best all- 
round method for year-round good business. 

Competition is working two ways. There is 
competition for your orders on the part of the 
salesmen representing manufacturers, but do not 
forget that there is competition for the patronage 
of your customers in your town. 





Good Buying Even After 
Easter 


UYING of men’s and women’s shoes in many 

stores and shoe departments in New York 
City was so satisfactory during the first week 
following Easter that many shoemen there are 
inclined to believe that the spring shoe season 
doesn’t reach a climax on Easter Saturday, after 
all. This is not only encouraging but also very 
significant. It represents a healthy condition. 
Easter should not mark a lull in the spring shoe 
business and this recent development signifies 
that the retail branch of the industry is headed in 
the right direction. 





All;Good Styles ““Got Wings” 


TYLE is a big element in merchandising. You 

can find in New York City alone, conflicting 
opinions on style in localities not a block away. In 
fact, one good shoe man puts it: 

“New York consists of 1,000 villages—the most 
heterogeneous style market in the world. You can 
sell anything and everything from second-hand 
shoes to the exclusive novelty of Fifth Avenue.” 
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A Six-Months Style Program 


Fall and Winter, 1925 


HIS forecast endorses our recommendations for the summer retailing period made in our April issue. 

Fall and winter recommendations include the months of September, October and November and 
staples and plain effects for December and January as well. Our October forecast for the spring and 
summer of 1926 will also include recommendations for immediate ordering of novelties for December 


and January, 1926, retailing. 















Types for It is interesting to observe that under the heading of types for general use, excluding 
G LU. corrective staple or standard shoes, each merchant being best fitted to figure out his 

enera S€ own demand in these classes, that patterns trend toward straps quite definitely, closely 
followed by buckle pumps, both plain and gore-fitted, with every prospect of a liberal showing of eyelet 
ties. Efficient and careful merchandising will also accomplish the sale of oxfords as oxfords should always 
constitute a part of a woman’s wardrobe. It is safe to assume that in this class of shoes for general use 
there will be no change in the types of lasts, the medium toes, as heretofore, prevailing. There is a slight 
tendency, however, toward a more general use of 14/8 heels. Therefore the spread of height of heels will 
be from 8/8 to 14/8. It is the opinion of the committees representing the allied industries that tan 
leathers in shoes for general use will predominate, but demand will embrace a liberal proportion of blacks 


as well. 


Types for Interest from a commercial and style viewpoint is always keen in footwear known 
Ss WV. as in the sport class; therefore, considering the time of year involved, the committees 

por t €ar feel that in regular fall and winter leathers sport types now shown and in stock will 
continue good value and can be sized up with safety as stock conditions demand. 












Turn Types and Footwear for smart dress—afternoon and informal—naturally embraces 
Light Fashi Welts types in turns and light fashion welts and here also does the tendency 

ig ashton We toward straps predominate, with a close following of gore-fitted pumps 
with buckles or ornaments. Regent and opera pumps will be freely interspersed in the season’s demand 
and the smartly tailored oxford should by no means be overlooked. In the opinion of many as applying to 
lasts, while medium round toes in stock and on order are safe, there is a tendency toward slightly more 
dressy foreparts. In this class also, heels are open for some slight modification as to height, the block 
heels now embracing a variety between 8/8 and 14/8 and the breasted or full Louis from 13/8 to the 
extreme of 18/8. It is difficult to forecast with absolute correctness the demand for upper stocks except 
that patent leather being always good and more or less of a general staple, is recommended for first 
consideration, closely followed in view of gown colors and hosiery control, by tan and light brown leathers. 
The committees consider that black satins and colored satins with browns predominating will sell well 
during this period and with ample room for black and colored suedes, browns predominating in the 
colored class. We would particularly stress that in the exploiting of style on a sane basis, there is oppor- 
tunity for the frequent use of plain and novelty leathers for combinations and trimmings, and the recent 
innovation of appliques in the style class being a point of pattern economy and factory balance, should be 
encouraged and your committees feel they will sell. 
















Eve ning Evening slippers are always a most interesting problem for the manufacturer, the retailer 
Sli and the wearer, and help to increase shoe consciousness as smart appearing shoes are 

ippers accomplished. Therefore, do we definitely state that brocade evening slippers in stock or 
in process, if properly and efficiently merchandised, are good value. For fresh ordering, however, your 
committee believe that novelty leathers largely involving gold effects and silver effects with silver pre- 
dominating, will play quite a prominent part in the coming fall and winter demand. Similar comments 
apply to white satin as also to French blond satin of a golden tint stimulated as to appearance with 
trimmings sometimes including heel covers of gold kid, and silver gray satin complete and trimmed 
with silver kid. Your committee believes that gold and silver kid slippers, silver predominating, will 
continue to sell during the early part of the coming winter season, and your committee also believes 
that gold and silver brocade bullion with gold and silver leather trimmings and heel covers will be good 
value on the dealer’s shelves for the period involving fall and winter evening festivities. Prevailing pat- 
terns with a tendency away from the too elaborate effects will continue, and we recommend consideration 
of a liberal proportion of Regent and opera pumps. Here also, assuming the general use of full-breasted 
Louis heels, the range of heights will be from 13/8 to the extreme of 18/8, and it might be well to add that 
the tendency toward opera pumps and the extreme height of heel will center largely in the higher grades. 
It is particularly recommended that we encourage in both branches of the boot and shoe industry as well 
as all affiliated branches including the tanners, the use of the names appearing on the last issue of the 
official color card. 
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’ leathers, smooth grain and elks. 
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Styles for Men 


HE style report refers entirely to the style element in men’s shoes. Staple shoes are not considered in 

this report but are a vital part in the men’s shoe business. The percentages, etc., refer to style shoes 
only. To put over shoes for the occasion and to sell more pairs, the committee feels that the retail merchant 
should buy shoes with plenty of style features, as the color and lasts for the coming season lend themselves 
to the spectacular in men’s shoes, and we feel that men are going to demand this type of footwear. 

Besides the importance of dressing for the occasion, it is of vital importance to shoe men who have 
their customers’ interests conscientiously at heart, to see that they and their shoe fitters know the 
importance of changing shoes as often as one changes hose or underwear. It is a known fact that shoe 
linings absorb perspiration, the acid from the body, and retain the poisonous element more than hose or 
underwear and therefore must be left off to be ventilated and exposed to fresh air. Pains, blisters and 
callouses and even infections are caused by wearing the same pair too often and for proper foot comfort 
and sanitation one should have enough pairs of shoes to change frequently. This important health idea, 
plus the importance of wearing shoes for the occasion, if properly fostered by retail shoe merchants, will 
sell more pairs of shoes for them and work to the real advantage of the consuming public. 

Let us have more co-operative merchandising weeks such as May 1 to 7, National light weight low shoe 
week; and October 1 to 7, National heavy shoe week. Advise your trade to buy shoe trees to increase the 
life and wear of shoes. 


Men’s Styles for General SHOES FOR INFORMAL WEAR 


Wear Patterns Lightweight black and patent oxfords. 
Lasts Close trimmed, medium round and 
Patterns Eighty per cent low, twenty per cent brogue. 
high. Heels Low heels. 


Low Shoes Lace always good. Bluchers increasing 
in popularity on well styled models. 
Semi-soft toes getting stronger. 


SHOES FOR FORMAL WEAR 
Patterns Plain toe oxfords. 


Lasts Close trimmed, medium and wide toes. 
Lasts Brogues, wide brogues, French, round feels Shapely low heels of leather. 
with toe spring. Balloon types increas- [eathers Patent. 
ing. 
Heels 7/8, 8/8 rubber heels predominating. SHOES FOR GENERAL SPORT WEAR 
Col Light t t black Patterns Oxfords. 
ee = oe Lasts Brogue types. 
Leathers Smooth bright finished calfskins, Heels Regular and spring. 
boarded calfskins, grains. In low and _ Soles Mostly crepe and rubber soles, some 
high shoes, storm welts, as well as leather. 
leather lined styles will be an important Colors Tan and combinations, white. 
feature. Materials Veals, grains, elks, bucks, canvas. 


Children’s Footwear 


HERE has never been a greater variety in children’s, misses’ and girls’ shoes than today because of 

the wealth of patterns and materials now being exhibited in adult wear. Naturally any outstanding 
shoe in women’s or men’s styles is reflected in the juvenile end. Of course, the practical end must be 
considered as fit is very important. 

Patterns do not have to be extreme. Anything smart and practical can be worked into this end. The 
next important item is leather. Elkskin for play shoes is good, combined with flexible sole leather so 
that every muscle of the growing foot is brought into action. Grain leathers may also be worked out along 
these lines. Crepe soles should be given lots of consideration for the early fall months 


JUVENILE STYLES Leathers for misses’ and children’s—Elks, grains, 
(For Play Shoes) and a very few smooth leathers. 


FOR DRESS OCCASIONS 


Patterns—Straps, tongue and gore effects. 

Leathers—Tan and black and patent leather and 
For school wear, patterns for growing girls’-— a few colored suede tops. 

Oxfords, straps and tailored gore fitted pumps. Growing girls’ patterns—Straps, tongue and gore 
Patterns for misses’ and children’s—Oxfords, effects. 

boéts and a few strap effects. Boys’ and youths’ patterns—Following the men’s, 
Leathers for growing girls’—Tan and black featuring the balloon last along collegiate lines, 

mainly in grain leathers. 


Patterns—Moccasins, shields, shield tip effects 
and bluchers. 
Leathers—Elks and grain. 
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How to Install a ‘‘Sales Check’’ Control 


And What It Can Be Made to Do for Your Business 
When Put in Operation 


By HAROLD B. WESS 
Managing Director, American Retailers’ Association 


HE first and most im- 
portant point to be ob- of articles in which the tremendously important ‘epartment’s 


problem of merchandise control is discussed 


served in the installa- 
tion of a merchandise con- 


EpDIToR’s NOTE:—This is the third of a series trol a general survey of the 


merchandise 
should be made as described 
in the second article. Such a 


trol is not to think of instal- 4 explained in detail by one of the foremost survey will, in the first place, 
ling it as a sort of clerical experts on the subject in America. Mr. Wess, the determine the type of con- 


record. author of these articles, has been engaged during 
the last two years in organizing a system of mer- 
chandise control in forty-five departments of the the writer has had to de- 


It is interesting to observe 
in business, as in other ac- 
tivities in life, the swinging 


of the pendulum from one famous R. H. Macy store, New York. 


extreme to the other. There 
was a time, not so long ago, when the average busi- 
ness was a conglomeration of small and unrelated units 
overlapping in activities and hindering each other’s 
progress by constant friction. 

The pendulum is now swinging in the other direc- 
tion. The average business has taken the word “cen- 
tralization” as a sort of god to be worshipped, and 
“centralization at any cost’? seems to be the slogan. I 
hope to have convinced the reader thus far that mer- 
chandise control is part. of the new merchandising 
science and is an integral part of the entire merchan- 
dise technique of the store. Because the merchandising 
science uses figures as its medium, the danger is that 
it might be confused with accounting figures or with 
the automatic statistical figures and treated in about 
the same way. 


Not an Accounting Function 


The tendency would be to place merchandise control 
and investigation into a category to which they do not 
belong, viz., the accounting department. The writer 
has, therefore, from the start insisted on decentraliz- 
ing merchandise controls—placing them as close to 
the selling department as was feasible. We must recog- 
nize merchandise control as part and parcel of the 
merchandise problems of a department or group of 
departments, and as such it must be included in its 
proper setting. Under no circumstances must we cen- 
tralize it in some out of the way clerical office or at- 
tach it to a purely clerical organization. 

Merchandise controls should be placed under the di- 
rect jurisdiction of the merchandise manager of the 
store. It will become obvious, if it has not already be- 
come so, that the general merchandise manager and 
his associates need merchandise controls as _ their 
barometer of business done by size, color, style, mer- 
chandise groups and price groups. 

Having agreed to place merchandise controls close 
to the selling department and under the direction of 
the general merchandise manager of the store, the 
writer feels that prior to the installation of any con- 


trol to be installed, viz., a 
“sales check control,” “stub 
control,” or a control which 


velop for departments like 
drugs, toilet articles, grocer- 
ies, house furnishings, etc., and which he calls “tickler 
control.” 

In all departments where “stub” controls would be 
impractical, such as shoes, china, rugs, etc., the only 
means of securing information as to the sales of each 
item is via the sales check. We will discuss in greater 
detail the “stub” and “tickler” controls. Since we 
started with shoes, as an example, which must be 
handled through a sales check control, let us continue 
to discuss the installation and operation of such con- 
trol. 


(First) 


We must first make sure that every item in stock is 
properly coded in accordance with the code scheme 
outlined in the last article. The Receiving and 
Marking divisions should be notified either to mark 
or re-mark all the merchandise in the department. That 
should be done under the supervision of the merchan- 
dise control people as well as the buyers, so as to assure 
the identifying of style numbers with the items so to 
be marked. 


(Second) 


Arrangement should be made for the accurate listing 
of all items received. It is usually argued that mer- 
chandise control makes it necessary to give an accurate 
record of style numbers and sizes in stock. The reason 
for such objection is that in many stores the receiving 
and marking clerks usually count blindly the total 
number of items received as against the invoice, re- 
gardless of size and color. We discover this to be so 
when merchandise control is installed and we ask for 
an accurate record of the number of each size and 
style received. We are usually told that it is a labo- 
rious process to give such information, showing that 
under the ordinary course of events all that is checked 
is the total items regardless of size and color. The ne- 


cessity of giving such information to merchandise © 


control guarantees that not only are a thousand items 
received, but the exact number of each style, size and 
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color ordered are received. A copy of this receiving 
record should be sent daily to merchandise control. 


(Third) 


No invoice should be accepted in the files unless it 
bears a merchandise control stamp. This will protect 
the merchandise control division and assure them of 
information on every item received in stock. The same 
applies to returns to manufacturers. 


(Fourth) 


A copy of each order should pass through the mer- 
chandise control department and not accepted for the 
files unless stamped “merchandise control.” I know one 
merchandise manager who ascertains for each item re- 
ordered whether the number in stock, the number of 
each size and color justify the re-order. For each new 
item ordered he ascertains the sales and stock of the 
total price and merchandise group which this new item 
would fall into. 

It is most desirable that an extra copy of the sales 
check be set aside for the exclusive use of the mer- 
chandise control clerk. Wherever that is not possible, 
a copy of the auditing department’s portion of the 
check can be used for the purpose. It is absolutely im- 
perative, in that case, to have merchandise control 
receive all the sales checks the morning following the 
date of sales, enabling them to post them on their mer- 
chandising control records before sending them to the 
auditing department. That procedure is essential be- 
cause the buyer is anxious to know the sales of each 
style for the previous day. 

Wherever such information may not be needed the 
morning after date of sale, the sales check should still 
be in the hands of the merchandise control clerk that 
early. It will be found that the sales are still fresh 
in the mind of the sales clerk and in case a mistake 
has been made in entering the wrong size, style or 
color on the sales check, it is not yet too late to cor- 
rect that error. This can usually be done if the mer- 
chandise control clerk confronts the sales clerk with 
such error the morning after the sale was made. 

The writer has gone so far as to instruct merchan- 
dise control clerks to examine hourly the sales checks 
in the hands of sales clerks to make sure that they 
are giving the information needed. He has particularly 
made that a practice for Saturdays in order to assure 
himself that the Saturday special clerks were enter- 
ing the proper information on the sales checks. 

A copy of C.0.D. returns as well as a list of mer- 
chandise returned to stock as a result of refunds or 
exchange must also be sent to the merchandise control. 

A person acquainted with department store proce- 
dure can so safeguard a merchandise control installa- 
tion as to make it 95 per cent accurate; that is all that 
any alert merchant would wish for his purposes. 

One of the safeguards is to have a person not di- 
rectly connected with the control to arbitrarily select 
a style number and inventory that number checking it 
against the control. This practice not only tones up the 
merchandise control clerks, but it acts as a pretty good 
indicator of the general accuracy of the control. 
After all these provisions have been made, viz: the 
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receiving department, accounting office, section man- 

agers, buyers and merchandise managers have been 

properly informed as to the safeguards and procedure, 

and after all the merchandise has been properly marked 

according to the new coding of style numbers, ar- 
(Continued on page 47) 
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Rules for Making the Most Out of 
Your Windows 


And Some Thoughts on How Much You Should 
Spend on Them 


By D. B. SCHACKLEFORD 
Of the Imperial Shoe Store, Beaumont, Texas 


world what kind of merchandise a store has to 
sell. They also actually tell the kind of a store 
which is behind the windows. For one never sees dirty, 
sloppily trimmed windows in a first class establish- 
ment. 
Windows to too many merchants are like stamps in 
a drug store. They have them because it is customary. 
Windows in my estimation are of the utmost impor- 
tance to a merchant’s success. First in importance, of 
course, are satisfied customers, but before there can 
be satisfied customers, people must be induced to come 
into the store. No matter how strong or powerful the 
advertising copy may be, prospective customers will 
not willingly enter, unless the invitation is expressed 
in the windows. 


‘ik province of show windows is to tell the 


How Windows Speed Up Sales 


Windows, if trimmed right, are silent salesmen. If 
you will make a close survey, you will find that good 
windows will speed up your sales more than any other 
method you can employ. 

Now just a word about this “silent salesman.” A 
salesman, to sell goods, must be clean and neatly 
dressed. He must have a 


the windows cost for each year, and plan our budget 
accordingly. We have found that from one-fifth to one- 
half of one per cent of the total gross sales of the store 
is the right amount to appropriate for window display. 
If the man in charge of the windows has a definite 
fixed sum to spend, he should be in a position to keep 
his windows looking attractive at all times. For in- 
stance, if he knows that he is to have one-half of one 
per cent this year for his windows, and the store is 
doing a two hundred thousand dollar business, that 
will allow him a yearly appropriation of one thousand 
dollars, or eight-three dollars a month. If the window 
man is planning a large spring opening that will cost 
around a hundred and fifty dollars, he will know that 
the following month he cannot spend much money. 


How to Keep Fixtures Clean 


Another important feature is the keeping of flowers 
and fixtures fresh and clean when not in use. Here is 
a little secret that I am going to let you in on, that, if 
worked right, will materially reduce your window 
costs. Often a merchant from a small town will drop 
in and will want a few odd pieces of flowers or fix- 
tures that you have used, so are glad to dispose of. 

We have a number of mer- 





pleasing personality. He 


chants who make it a point 


must knew his goods. He 
must be in harmony with his 
surroundings. But he cannot 
be a success if he is dumb. 
Consider carefully all these 
points, and trim your win- 
dows so that they will 
TALK intelligently and con- 
vincingly to the casual pas- 
ser-by. 


Budget Your Window 
Expense 


Windows should be on a 
budget basis, exactly as your 
advertising or any other ex- 
pense budget. I have been 
with the Imperial Shoe 
Store for five years, and 
each year have kept an ac- 
curate account of everything 
spent on the windows. With 
these figures, we are able to 
ascertain just exactly what 





Here Are the Author’s Five 
Window Rules 


First—We have a room about eight feet 
square, dust-proof, in which all fixtures and 
flowers are kept. 

Second—We always trim the windows 
the first thing in the morning or after the 
store is closed, as the afternoons are always 
busy. 

Third—We keep our windows clean. 
Often it is necessary to wash them more 
than once a day. 

Fourth—We change our windows often, 
for regardless of how fine our merchandise 
is, it will lose its charm by staying in the 
window too long. 

Fifth—We never put in popular-priced 
merchandise without a price card. Many a 
prospective customer will look at a certain 
article in a window that has a price ticket 
on it, and decide right away that he or she 
can afford to pay that price, so the sale is 
practically made then and there. 








to buy from us regularly 
many of our used window 
trims. It works out mighty 
fine for both my store and 
the other merchant in this 
way. 

We are always able to get 
cost out of our trims, so 
that the small-town man 
gets practically brand new 
flowers, drapes, etc., at a 
very reasonable figure. He 
benefits even more by the 
new ideas that are furnished 
him. The smaller stores can- 
not afford the expense of an 
exclusive window man, nor 
do they have the time, pa- 
tience or inclination to work 
out brand new window 
trims. 


Selling Old Window Trims 
At the present moment, 
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Entrance to Baehr’s Boot Shop, Inc., 614 Main street, Houston, Texas. 
A permanent light-colored background makes a very dignified setting. 
The company doesn’t believe in crowding too many shoes into a trim. 


we have a trim in that cost us around forty dollars, 
and it took me considerable time to dope out the color 
scheme, also to arrange it in the window. After a trim 
of this kind had been in the average store the required 
length of time, it would be taken out, and the curtains, 
rods and flowers carefully packed away, to be used 
“at some future time.” There are no statistics to 
prove when these future times will materialize, conse- 
quently these used trims cannot be figured as an asset. 
The trim that we have in now, was sold at cost, two 
days after it went into the window. Of course it will 
not be pulled out for another ten days, but the point 
is, that the only cost to my firm will be the time spent 
in figuring out the scheme, in collecting the materials 
and the actual dressing of the window. 

Consider this thought. When local _ societies, 
churches, etc., have a dance, or any kind of an affair, 
they invariably call on the store for my services to 
decorate the hall. Mr. Chastain is more than willing 
to lend flowers, drapes or whatever they need, with- 
out any charge. We also furnish free any signs or 
cards that the organization may need. This is a form 
of advertising that we have found very valuable. 


Keep a Separate Window Ledger 


I have found it to be a very good idea to keep a 
separate ledger on window expenses, then I am in a 
better position to figure what per cent is needed to be 
spent on the windows from year to year. When any- 
thing is sold from this department, a credit is always 
made in the ledger. We charge forty per cent of our 
rent to window expense, twenty per cent of our light 
bill and one-third of my salary, as I spend one-third 
of my time on the windows. 

Keep the windows alive with new thoughts and new 
ideas. When Mr. Chastain goes to market he always 
spends one day in picking up novelties that can be 
used later. We had several of the French Cigarette 
Girl dolls in the window, so named one of our good 
styles “The Cigarette”, mentioned it in our adver- 
tising and the idea went across big. A similar one will 


be shown soon in the way of some funny cat figures, 
which have long prominent whiskers, so one new style 
will be called “The Cat’s Whiskers.” There is no limit 
to the number and variety of subjects that can be 
safely treated in a shoe store window. With something 
new and attractive being shown continuously, we know 
that people make it a point to see what the Imperial 
has that is new. 


Shoe Quality and Windows in Harmony 


In putting in displays like the last mentioned, it is 
very necessary that a high standard be maintained, so 
that they will be in keeping with the quality of the 
goods shown. One cannot show shoes that retail from 
eight to fifteen dollars with ten-cent store material. 
Hours spent in study and preparation pay big divi- 
dends in results. Trims, to be effective, should not be 
too gaudy nor too startling. The real idea is to have 
a harmonizing background and color scheme that will 
show off the merchandise to be sold. A background 
that will make the shoes stand out, for we are selling 
shoes, not flowers, velvets or fixtures. 

Advertising today is the greatest field open, and 
windows are nothing more than display advertising. 
The advertising man and display man should work 
hand-in-hand all the time. 





John B. Clark Is Dead 


Charleston, W. Va.—John B. Clark, high-grade shoe 
traveler, is dead. He passed away on April 6, in the 
Jewish Hospital, St. Louis, after a five days’ attack of 
pneumonia. Mr. Clark covered Illinois for the Com- 
monwealth Shoe and Leather Co. of Whitman, Mass., 
and Boston. He had been with this house for many 
years, coming directly to this connection from the 
Hamilton-Brown Shoe Co. He had an extensive ac- 
quaintance among the trade, not only of Illinois, but 
of Arkansas and Missouri, which territory he had 
covered in previous years. He leaves a widow and a 
young son. 
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Industry Hampered by Lack of Facts 
Even the Best Guesses Are Without Assured Value In 
Achieving Stability 


By IRVING 8S. PAULL 
Business Analyst 


HE most potent force in business is—a fact. The 

best guess of the best mind in an industry can 

never have the assured value of a single estab- 
lished fact. 

Business is composed of such an infinitely complex 
collection of activities that no orderly relationship can 
be maintained without some basis of definite informa- 
tion. 

It would be absurd to say that there can be no 
basis upon which the various activities can be related. 
However, it is a notable fact that no such orderly 
relationship now exists. 


The Shoe Industry Needs Stability 


The need of establishing stability in the shoe trade 
is reflected in the profit and loss statements of the 
entire industry during the past five years. These fig- 
ures emphasize the interdependence of the related 
activities. 

There has always been need of factual information, 
but heretofore it has not been of such vital conse- 
quence as it is at the present moment. Nor will the 
requirement pass, because the margins between cost 
and competitive price will not absorb the elements of 
waste which are known to exist. 


Waste Is Cumulative 


Wastes are cumulative throughout the industry and 
distribution. A waste that adds to the cost of raw 
material is multiplied by the time it reaches the con- 
sumer, because it not only raises the prices of mate- 
rial unnecessarily, but it adds to every cost of opera- 
tion. So it is with every element of waste at each step 
in the process of making and distributing the com- 
modity. 

When waste becomes a burdensome factor 
in the price the consumer must pay, it is in- 
evitable that consumption will shrink. To the 
degree that consump- 


A factory in which the successive departments work 
at cross purposes and with antagonistic intent has as 
great an opportunity for success as the industry which 
lacks an orderly relationship between successive ac- 
tivities. It requires no great sagacity, or economic 
foresight to visualize the vertical trust, controlling 
its own raw materials and each operation to the final 
delivery of the finished product, developing as a nat- 
ural consequence of the lack of cohesion in industries. 


Why We Must Have Facts 


If it were merely a matter of conducting business 
with an uncomfortable lack of information there 
would be less urgent need of securing basic facts, but 
there is an element of danger to established industries 
that cannot be brushed aside. Habit and custom are 
the only obstacles that stand in the way of solution of 
the most profound problems in business. 

Only a short time ago men said that it was impos- 
sible to measure accurately the costs incident to pro- 
duction because the processes were too complex, but 
it has become one of the routine operations of busi- 
ness and the most essential factor in production. 

How futile are the efforts of an individual executive 
to cope with the tendencies of an industry if he lacks 
an adequate knowledge of facts. Facts and current 
opinion are generally at variance, but in the absence 
of facts, business is conducted on opinion. Opinion is 
emotional and variable. Opinion may set all of the ac- 
tivities of an industry in opposition when facts would 
bring them into accord. There are times when facts 
would save what opinion would destroy. 

Actions and reactions of chemistry are known 
through the collection of facts. The structural strength 
of buildings is known before the first step is taken 
toward their construction. The sciences bring us ac- 
curate information from the most remote distances, 
but industries lack the vital facts upon which their 

permanence depends. Yet 





tion is diminished, com- 
petition will increase at 
the expense of earnings 
and create dislocation 
throughout the indus- 
try. It is right here that 
we most fully realize 
our great need of facts. 
There can be no elimi- 
nation of waste without 
an orderly relationship 
of activities from the 
first operation to the 
final delivery. 





How Waste Piles Up the Burden 


“Wastes are cumulative,” 
author. “A waste that adds to the cost of 
raw material is multiplied by the time it 
reaches the consumer, because it not only 
raises the prices of materials unneces- 
sarily, but it adds to every cost of opera- 
tion. So it is with every element of waste 
at each step in the process of making and 
distributing the commodity.” 


there is not a hidden factor 
in the problem. 

It goes without saying 
that there is a basic cause 
for the fact that during the 
past five years, while the 
production of shoes has not 
kept pace with the growth 
of population, the rate of 
distribution of shoes through 
mass outlets has increased 
twenty times faster than 
population. 


says the 
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How to Install a ‘‘Sales Check’’ Control 
(Continued from page 43) 

rangement must be made for the inventorying of the 

stock. 





This Inventory a Thing Apart 


An inventory for merchandise control is entirely dif- 
ferent from that usually taken for a financial figure. 
In a regular inventory no attention is paid to size or 
color or to style number. The total items of one section 
are counted up and a bulk figure given. Close analysis 
will show that if there are a hundred items in one pile 
and the majority are of one season, although there 
may be a number here and there of another season, all 
of them will be recorded as of the latest season. This 
also applies to price, although not to the same extent. 

In taking of inventory for a merchandise control, 
the individual item assumes great importance. The 
ideal way of taking such inventory is to pair up a 
sales clerk with a merchandise control clerk. The sales 
clerk calls off the items and the merchandise control 
clerk enters them. Such an inventory should be taken 
on large sheets, each perforated into about ten sec- 
tions or as many as feasible. One such sheet should be 
used for every fixture. Each perforated section should 
have an arrangement for recording the size, price and 
color of each style number. As the items are called 
off, the merchandise control clerk checks them on the 
section representing that particular style and tallies 
them off under the proper size, color and price. 

Under this arrangement, when inventory is over, 
each sheet is broken up into its component parts. In 
case a particular style were scattered among five dif- 
ferent fixtures, when the perforated sections are 
finally arranged in numerical order by style number, 
the five sections of this style will be automatically as- 
sembled. 

An inventory taken in this way will at once reveal 
very interesting facts. 

a—That the same items are differently priced be- 
cause pricing in most departments is done either by 
the head of stock or at best in some automatic man- 
ner, a certain percentage above cost usually being 
taken. 

b—If an item is bought at different times and at 
different figures, it will find itself into stock vari- 
ously priced. To convince yourself, go through your 
stock and see for yourself. 

1—At the time of the markdown, the buyer had 

no facility for locating all he had of that item. 

2—The marker may, through oversight, fail to 

mark all the items assigned to him. 

38—Merchandise may have been returned and 

re-marked at a price other than the regular price 

of that item. 

It is essential to correct such errors before begin- 
ning the control, although it will be found that mer- 
chandise control will intercept them from day to day 
as they occur. 


How to Start the Inventery 


On the day of such inventory, a record must be made 
of each style, size and color received in stock on that 
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day, and daily thereafter on Form 1. On the same day, 
a similar record should be made of all outstanding 
orders for each style, size and color. The day of inven- 
tory, a Merchandise Control Card is made out for each 
style carried in stock on which are entered the num- 
ber in stock, on order and received. 

In departments such as corsets, brassieres, hosiery 
or gloves, a form such as shown in Form 11 of this 
article is used. In the case of shoes the card used is 
like the one shown in Exhibit 1 in my article appear- 
ing in the April 18 issue. 

Another precaution to be taken is to give the mer- 
chandise checker a premium for every error she de- 
tects on a sales check which would affect the accuracy 
of the merchandise control record. 

A merchandise control must be installed for every 
item in a department to be operative. It cannot be a 
success if only used for part of a department. Most of 
the people within a department require a little time 
before they observe all the safeguards necessary to 
the successful operation of a control, and unless they 
learn to make a complete record of every item by size 
and style, accuracy and smooth working of the system 
will be impossible. 

(This concludes the series by Mr. Wess) 





Banquet Ends Stetson Sample Fest 


Boston, Mass.—The semi-annual Stetson Sample 
Fest closed its third day session with a banquet at 
the Copley Plaza Hotel, Wednesday, April 15. 

The affair was characteristic in the completeness 
and enjoyability of the program provided which was 
wholly by Stetson people. The affair was attended by 
sixty-eight Stetson executives and their guests, repre- 
senting the prominent executives, salesmen and heads 
of manufacturing departments. Sales Manager Charles 
T. Heald was toastmaster and the Stetson orchestra 
furnished music for the program which closed with 
an address by A. C. Heald, treasurer of the company. 
Mr. Heald emphasized the high plane of quality for 
Stetson shoes which was enthusiastically received. The 
guests included the following: 

A. C. Heald, C. T. Heald, Stanley Heald, A. Vinal, 
W. L. Hawes, A. W. Little, A. P. Poole, A. M. Horton, 
E. J. Ryan, H. B. Wilbert, F. W. Cox, G. M. Moreland, 
C. J. Murray, G. A. Webber, A. J. Frank, Winfield B. 
Baker, Albert Belcher, Melville F. Blanchard, Karl L. 
Burgess, Thomas J. Cuthbert, George G. Ellsworth, 
Charles G. Ford, Stephen French, Frank J. Greene, 
Augustus K. Forrest, John W. Hanley, Henry E. Her- 
sey, Frank W. Holbrook, Q. Irving Loud, Ralph Lovell, 
Robert Meurling, A. P. Pillsbury, Samuel Robinson, 
Edwin Rudkin, Alfred Spear, Henry Stowers, Henry 
Thackleberry, Herbert Torrey, Ernest Trussell, Galvin 
Veazie, A. V. Holbrook, E. R. Scudder, W. A. Bates, 
G. H. Bernheisel, R. H. Haviland, J. W. Melville, R. E. 
Sherman, Stanley Porter, Henry Morehouse, J. R. 
Napier, W. H. Kohl, A. J. Simmerer, Edward Payne, 
F. E. Getty, A. W. Mudge, Frank Prescott, Harry Mal- 
loy, C. H. Furber, F. M. Bump, E. A.: Nichols, A. F. 
Whitman, Elliott Veazie, C. Vinson, C. Parker Whittle, 
Charles Thompson, Thomas Doucette, William Heald. 
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“To Err Is Human” 


In a recent issue of the BooT AND SHOE RECORDER 
occurred one of those grotesque errors which manage 
from time to time to slip into even the most carefully 
prepared pages of type. This error occurred in the 
regular advertisement of the United States Leather 
Company which was intended to carry its character- 
istic double signature: 

“The United States Leather Company” 

“The United States Leather Company of Mass.” 

Through some unexplainable combination of cir- 
cumstances the top line of the signature was made to 
read: “The United States Rubber Company.” The sec- 
ond line of the signature was correctly printed. 

The outstanding position of the United States Rub- 
ber Company and the United States Leather Company 
in their respective fields of service to the footwear in- 
dustry on two entirely different products, would, in 
itself, tend to make it clear that the appearance of 
the names of these two companies in the same adver- 
tisement was obviously an error on somebody’s part. 
In justice to all concerned, however, we want to record 
the fact that the responsibility for this error is ours. 

We try to exercise extreme care in passing upon all 
pages of the BooT AND SHOE RECORDER, but in spite of 
this, the human element sometimes confounds our 
best intentions. It is a matter of regret to us that 
this error, no matter how obvious, should have 
occurred. 

If “to err is human” our only wish is that we be- 
come less human from now on. 





A Long Style Shot Into Fall and Winter 
(Continued from page 36) 

“Gray is cold, but the well dressed woman has 
always had a penchant for it. The American woman 
does not take kindly to cold colors, especially for 
fall. Gray is better for spring. It has been out of the 
picture for several years, but it is going to be featured 
by the smartest people. Taupe and darker grays for 
the fall. Taupe has been anathema for some time, but 
it will be worn by smart people. This is all, of course, 
with a view to volume business. 

“Greens, dark shades of cotorra and dark reds for 
fall. With these off-shades you have the alternatives 
of browns, blacks and tan combinations—all to be 
worked out in harmony with the rest of the costume. 
There is a tendency due to your two-colored combina- 
tions in shoes to bring about a matching sense back 
again. It is clear that one of the combining colors 
must have a match. Blond satin means a match. The 
entirely black shoe will always be called for.” 

Sherwood Smith, an authority on style in woman’s 
dress, stressed the new order of style, an understand- 
ing of how predicted styles are many and that careful 
selection finally brings about the acceptance of a few 
good numbers from the many trials. A change in 
buying habits for the better is making shoe selling 
more orderly. 

After an intermission for luncheon, punctuated by 
speeches from Frazer Moffatt of the Tanners’ Council 
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bred 


M. A. “Mat”. Condon of Condon’s Shoe Store, 
Charleston, S. C., former president of the South- 
eastern Shoe Retailers’ Association, keeps his 
sales staff informed regarding store advertising, 
and links-up the manufacturer's ad which ap- 

peared in the RECORDER. 


and Frank B. King, representing the traveling sales- 
men, the meeting became strictly committee work, 
resulting in the official report. 


Wheeler Is Beacon Falls New England 


Manager 

Boston—C. E. Little, president of The Beacon Falls 
Rubber Shoe Company, announces the resignation of 
W. O. Bridges as manager of the New England branch. 
Mr. Bridges is succeeded by Clarence A. Wheeler, who 
is well known in New England, having been one of the 
firm of Blake & Wheeler, Portland, Maine, for a num- 
ber of years. For the last ten years, Mr. Wheeler has 
been connected with the Beacon Falls Rubber Shoe 
Company of New York City. 








Sargent Wears No. 14 Shoes 


That John “Gary” Sargent, the new attorney gen- 
eral, wears shoes of size No. 14 is the news that comes 
from Washington. An ample man, amply shod, is he. 
And observe that the news dispatches tell of him—a 
vigorous man, fond of the out-of-door life. In summer 
and in winter, too, he is an out-of-door man. He is a 
“foot-in-action” man. Would that there were more 
like him, in the rank and file, as well as in places of 
honor and responsibility. 

In encouraging the sale of sport shoes, in the season 
about to open, say a word for those No. 14 shoes, and 
the ample, vigorous, out-of-door man. 
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NEW ENGLAND BUILT THE SHOE INDUSTRY 
NEWENGLAND SERVES THE SHOE INDUSTRY - 
AND THE FOLLOWING PAGES SET FORTH 
THE FACTS OF HER LEADERSHIP- 
AND CAPACITY FOR SERVICE TO-DAY. 
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Trade Mark Reg. 


Profit By Our Experience 


We know Baby Shoes — Soft Soles and First Steps — for we make 
more than any other manufacturer — and our ‘experience covers over a 
quarter century. 

Baby Shoe Headquarters is assisting many merchants to build bigger 
profits from their Children’s Departments. We would like to serve you too. 


Your request for a catalog is 
a step in the right direction 


No. 265—-Soft Sole, blucher low > _ 


eut, white, tan, smoked an¢ No. 462— First Step flexible stitch- No. 520—First Step flexible stitch- 

champagne elk. Made on specia} down process blucher low cut. down process one strap, patent 

lasts which fit the chubby foo’ White, tan and smoked elk and vamp and champagne elk quarter. 

Per dozen --- $12.00 patent leather. Per dozen tA Bes |) ee 7h | 
In Stock In Stock In Stock 


MRS. DAY’S IDEAL BABY SHOE CoO. 
DANVERS . - . MASS. 


NEW YORK OFFICE CHICAGO OFFICE BOSTON OFFICE 
12 West St., Room 616 
323 W. Jackson Blvd. A Yt 
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SMART SHOES FOR, WOMEN 


DB ancroft “Walker 


\N SMART-SHOES FOR WOMEN 
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New-England-Made—with the accent ,de- 
cijedly on the “new’?*with*all ‘the swank 
and beauty that a new Creighton style 
means in dollars and cents. 
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IN STOCK 


eAnother “Ci; lassi” 


This time in Tan Russia Calf with a crepe 
sole. Ideal for sport wear and bound to be most 
popular throughout the summer season. Good- 
year welt construction. Style No. 403. Carried 


AA to C widths. 
Price $4.75 


Time for Whites 


Style No. 380—in Levor’s White Cabretta— 

13/8 covered heel—adorned with white enameled 

French Buckle—front concealed gore to insure 

perfect comfort and fit. In stock A to C widths. 
Price $4.85 


A. M. CREIGHTON 


Lynn = - Mass. 
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Over 30 Years of NewEnsland 
Shoemaking back of thisName 


A Reputation Deserved 


—and Sustained in Popular Com- 
fort Construction 


_ Always known as pioneers in com- 
fort shoe and slipper manufacture it 
has been our aim to keep in the lead 
through the adoption of everything 


newest and best in comfort ideas. 


The celebrated FISHER INSIDE 
CONSTRUCTION, so well known 
to merchants, is a logical outcome of 
years of experimentation. . . . a shoe 
embodying the finest comfort prin- 
ciples at a very moderate price. 


When the change in our selling plans came 
and our IN STOCK DEPARTMENT was 
opened the retail merchants of the country 
were glad of this extra service. From the very 
start our IN STOCK DEPARTMENT, was a 
success. This proves that the unusual qualities 
of Fisher Comforts had created a retail ap- 
preciation of their value. 


oth [FISHER Sesh On IN c. 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street 


Chicago Office: 45,So. Wells Street 


Philadelphia Office: 44 N. 4th Street, Merchants Building 
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mes Howard & FosterCo. ““""" 


ay WRITE US. (Manufacturers of Goodyear Welts of Stability and Service) MARBRIDGE BUILDING 


ADDRESS ALL COM. 
MUNICATIONS TO THE Brockton M ass CHICAGO OFFICE 
FACTORY. 9 = SECURITY BUILDING 


—__ 


HOWARD & FOSTER SHOES 
IN STOCK 


The Quality Is There 


No. 164—Tony Tan Boarded Calf Blucher Oxford. Zev Last. 
A, 7 to 1014 C, 54 to II 
B, 6 to II D, 5% to II 

Price $5.85 


Same shoe in black calf 


No. 168—Lightweight Tan Calf Lace Oxford. Close beveled edge. Drake 
Last. An advance Spring and Summer Style. . ‘ 
A,7 toll C, 514 to Il 
B, 614 to I! D,6 told 


WHEREVER YOU ARE, WHATEVER YOUR REQUIREMENTS, WE CAN SERVE YOU 


NEW YORK OFFICE 
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Sawyer Boot & Shoe Co. 


Manufacturers of moccasin footwear at Bangor, Maine, 
for forty-eight years, have moved their factory to Free- 
port, Maine. Increased manufacturing facilities, new 
lasts and patterns and new prices permit us to offer 


you— 
A NEW DEAL 


HIGH -LOW-JACK 
and the 


HIGH JACKS LOW JACKS 


Hand beaded 
Red, Blue, White 


No. 9201—6” Toiler’s Friend, Glea- No. 5123—Rueping Tan and Smoke 
sonite Sole, Chrome Retan, Men’s, Elk Sandal Moc, Hand Beaded Tip. 
$3.00; Boys’, $2.75; Yths.’, $2.65; L. G. Crepe Sole. A new idea in outdoor 
$2.50 , moccasins. Four weeks delivery $4.00 


No. 9202—Chocolate Elk, Uskide Sole, 
Men’s, $3.50; Boys’, $3.00; Yths.’, 
$2.90; L. G., $2.75. 


Pg ~ sox ” No. 5107—Soo Tan and Smoke, Strap 
Ne. 9304 Monareh Brows ¢ oxford, Ladies’ Bearfoot Sole ... $3.35 


Tramper Moc. Crepe Sole. Men’s, . 
$4.15; Boys’, $3.65; Yths.’, $3.50; L. G., No. 9124—Men’s Crepe Sole ....... $4.10 
$3.25. 

Also in Black Elk. 


(INDIAN FOR GOOD) 


Sawyer Boot and Shoe Co. FACTORY AT Freeport, Me. 


When writing to advertisers please mention Boot anv Suoz Recorper 
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LVew Lneland has the 
Capttal and Resources 


wholesaling business of the shoe industry is done 

in New England. The sound financing of these 
enormous transactions is itself a notable matter, one of 
the underlying factors of New England’s solidity. 

Upwards of $300,000,000 capital is employed in 
these New England concerns, in handling an aggregate 
annual business in shoe production alone beyond half a 
billion dollars—practically equal to all the rest of the 
country combined. 

New England’s shoe industry capital, credit and 
resources are substantial, thoroughly adequate, and 
soundly administered in the production and distribu- 
tion of its footwear, leather, and allied lines. These 
sinews of business are grounded in a long record of 
careful, honest, successful management. 

These essential things assure the economic advan- 
tages that justly belong to business properly financed. 

Buyers of New England’s shoe products reap these 
advantages—the laws of competition guarantee this. 


Pricing os one-half of the producing and 


oe & 2.2.8. 6.2 


On the 7th day of last January a Lynn manufacturer 
received quick delivery orders which compelled him to 
increase his daily output. Within 48 hours he had 100 
additional operatives at work, each one a trained, skilled 
expert. 

The supply of thoroughly experienced skilled shoe 
labor in New England is the greatest in the world, both 
in quantity and quality. Ten generations of shoe pro- 








NEW ENGLAND BUILT THE 
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LVvew England Always has a 
Complete Skilled Labor Supply 


duction bequeath this splendid unfailing source of labor 
supply. 

Within a circle 200 miles in diameter, with its center 
somewhere near Newburyport, are gathered nearly 
one-half of all the skilled shoe operatives in America. 
Within the same small area are gathered more than 
half of the skilled workmen in all the producing 
branches of this entire industry in America. This is the 
greatest aggregation of specialized skilled, experienced 
trade workmen in the country, exceeding all other cen- 
ters combined. 

Labor conditions in this section are stabilized, well 
in hand, with mutuality of interest as the basis of 
understanding and operation. The New England shoe 
industry’s labor is the highest paid in the country, justly 
commensurate with their superior skill and capability. 
Quality and regularity of product can be assured on no 
other basis. 

New England is sometimes charged with conserva- 
‘tism. Let it be forever remembered that good crafts- 
manship is always the product of sensible conservatism 
and can be had in no other way. 

This industry’s workmen in this section are careful, 
painstaking, experienced — an unmatched body of 
skilled operatives. Labor of this quality, in ample quan- 
tity, assures buyers of New England shoe products the 
exact qualities on which to build their own businesses 
soundly. 






























INDUSTRY AND SERVES IT TO-DAY 
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LVew England has an On- 
broken Record of Leadership 


The whole world is forever indebted to New Eng- 
land for its pioneer leadership in the development of 
the shoe industry. 

Here was invented and perfected every major ma- 
chine for the mechanical production of shoes—and 
practically every minor machine as well. 

Here was invented and perfected practically every 
important machine for allied lines. 

In a wholly true sense it can be said that all shoes, 
everywhere, are “New England Made,” for the ma- 
chines producing them are almost invariably made 
here; and a disproportionate share of the materials 
come from this section. And it is moreover to be re- 
membered that worthy development of shoe manufac- 
turing in other parts of our country has depended and 
in some good measure now depends upon New Eng- 
land trained men. 

New England’s leadership in this industry dates back 
nearly 300 years, and continues uninterrupted. 

Here are produced approximately one-half of all 
the shoes made in America, and, taking the industry in 
all its branches, a full half of the whole production 
originates here. The natural growth of business else- 
where has found New England clearly maintaining her 
leadership intact. One single county in Massachusetts 
still produces about one-seventh of the boot, shoe and 
leather products of the nation. 

Based on proved experienced capability and capacity 
to serve this industry in every branch, New England 





NEW ENGLAND SHOES — WORN 
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LVvew England Fully De- 
serves tts Quality Reputation 





maintains her permanent leadership with pride and 
confidence. 





2 hb = 2 





















Quality is always a matter of Fact. 
The things that go to make up Quality can be seen 
and estimated and tested. Merit is a solitary virtue—it 
stands alone “on its own feet,” independent of any 
man’s say-so. 

New England’s shoe industry takes honest pride in 
the quality that has for generations been inherent. 

With an unfailing source of skilled labor supply; 
with the first selection of all materials, from within its 
own borders in most cases; with ample capital facilities, 
and best of all, with unrivalled experience in producing 
and distributing, New England has always stood for 
true quality. 

This is true, whatever the article produced, in what- 
ever grade. New England’s shoe industry stands back 
of its goods to be in honor what they are represented 

















to be. ‘ « 
New England’s shoe industry has many advantages { a 

assuring quality in the respective grades. The strictest * J 
a \ \ 





examination and test prove New England made goods 
to possess a quality character in the various classifica- 
tions, never surpassed and rarely equalled elsewhere. 

Buyers everywhere who build their own repute on 
the quality of goods they sell may rely on the New 
England industry as an ever dependable source of 
supply to sustain their standards. 
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VALUED THE WORLD OVER 
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LVew England has Proved tts Capabit- 
ity and Capactty to Serve This Industry 


New England serves this industry at every point 
through :-— 


600 shoe manufacturing establishments, producing 
practically the whole range of footwear in every 
grade; 

150 tanneries, providing every kind and grade of 
leather ; 

45 last manufacturers and last-making apparatus 
and supplies; 

65 hide and skin dealers; 

65 rubber footwear, rubber and fibre sole and heel 
manufacturers; . 
manufacturers and wholesalers of shoe factory, 
tannery, wholesale, retail and allied industry 
supplies and accessories. 


New England is by far the chief producer of shoe 
machinery, leather making machinery, fabrics for foot- 
wear, welting, counters, box toes, blackings, stains and 
cements, bottom fillers, dies, patterns, eyelets, heels, 
cut soles, insoles, cartons, goring, shoe trees, sewing 
machines, shoe repairing machinery and dozens of other 
items. 

New England’s Capability and Capacity to serve 
find expression not only in these physical elements, but 
in a sound and true spirit of service; a rich, ripe, confi- 
dent experience and knowledge unequalled in the 
world’s history, and an historic tenacity of honest pur- 
pose based on reliability and mutuality of interest. 





ENGLAND GREATEST 
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New Englana’s Shoe Products Build 
Permanent Good-Will for the Dealer 


These, supported by the best skilled labor in abun- 
dance and by adequate resources, make for the buyer a 
complete, compact Source of Supply for his every need. 


* * * * * £ * * 


“Where were these shoes made?” queried a lady 
about to purchase shoes in a store in California. “In 
New England,” the salesman replied. “All right, PU 
take them; I have confidence in New England goods.” 

This is not an imaginary conversation—it actually 
occurred and was reported to the manufacturer. 

The American people have inherent faith and confi- 
dence in New: England shoes. 

Retail shoe dealers pass on to the public the products 
of nearly the entire industry in the form of shoes. On 
the goods they offer in their stores rests their own repu- 
tation. 

Carrying footwear of established merit and quality, 
the retail shoe merchant automatically creates perma- 
nent good-will for his business. 

New England footwear, in its various types and 
grades, backs up the dealer with his customers. 

Year in and year out, doing business with New Eng- 
land shoes, the shoe dealer is assured of the confidence 
and respect of his trade for the thoroughgoing honesty 
of his goods. 


New ENGLAND SHOE AND LEATHER ASSOCIATION, 


TT fh Cboroon 








SHOE SECTION OF THE WORLD 
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MANUFACTURERS 





JULY 7-8-9 


It is Your Fair 


Realize Your Share 
of the Big Profits to 
be Derived from 
Such an Opportunity 


For Prices and Reservations Write 


Chester I. Campbell 
329 Park Square Bldg., 


Boston, Mass. 

















BETTER RESERVE YOUR 
BOOTH NOW 
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RETAILERS- 


The Boston Shoe and Leather Fair will be productive of several new and — 


instructive features. You cannot afford to miss them. 


COME AND LEARN 


HOW Shoes are made, from fitting to finishing. 
HOW Ornaments are made. 
HOW Cartons are made. 


COME AND SEE 


A Style Show—authoritative and up-to-the-minute 
Beautiful models correctly gowned and shod. 





_ __WRITE US__ 


for hotel reservations im- 
mediately. 


COME AND ENJOY 


Your vacation in the country’s 
playground. 





WRITE US 


We will tell you how to 
secure vacation rates on 
transportation. 





COME TO BOSTON FOR THE 
BOSTON SHOE and LEATHER FAIR 


JULY 7-8-9 
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Corrective Footwear 


for Women 


SSS 




















Dealers Will See Them Made at 
Boston Shoe and Leather Fair 


At the coming Shoe and Leather Fair in Boston, in 
July, Thomson-Crooker Shoe Company will operate a 


complete plant in the basement of Mechanics Hall. | 


From cutting room to packing room all the operations 
of producing our famous arch-support shoes will be on 
view for the inspection of visiting buyers. 


This event will offer an excellent opportunity for mer- 
chants to see just why our arch-support shoes have 
merited the approval of so many dealers. 


No. 460—Price $4.25 


Black Kid Two-Strap Claire, Imitation Tip, 
Welt, 13/8 Rubber Heel. Combination Essex 


Last, AAA to E. 
No. 458—Same in Patent Leather. 
No. 459—Same in Brown Kid. 





18-26 Station Street 
Boston Mass. | 








| 
Thomson-Crooker Shoe Co. 
= 
| 
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Black{Kid Oxford, Tip, Welt, 13/8 Rukker Heel. 
Combination Essex Last, AAA to E. 


No. 451—Same in Brown Kid. 
No. 452—Same in Patent Leather. 





















































Conclusive Evidence 


That our corrective footwear has met with widespread 
approval is shown by the rapid growth of this department 
of our business. 


We have built into these arch-support shoes features 
that satisfy the comfort yet they are made to fit well, to 
appear stylish and prove salable in volume quantities at 
popular prices. 


Dealers who have not bought this line are missing real 
sales opportunities and should send for our special Cor- 
rective Footwear catalogue showing the forty Styles we 
carry in stock. 


No. 450—Price $4.00 





Thomson-Crooker Shoe Co. 


18-26 Station Street 


Boston Mass. 





| 
| 
| 
| 
| 
| 
| 
| 
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Do you insist on good laces 
in your shoes? 


There is a lot of satisfaction in offering a 
customer shoes *‘Cordo-Hyde™ equipped. 


! 


At a glance he sees that care of details 
which says— Confidence in this shoe is not 
misplaced. 


In other words Cordo-Hyde laces in a shoe 
is an identifying mark of merit. 


The manufacturer from whom you buy will 
agree that care of details counts, and your sug- 
gestion to have your shoes come ‘‘Cordo-Hyde™ 
equipped deserves acceptance. 


So write in every order you place— 


LIM 


“USE CORDO-HYDE LACES IN THESE SHOES’’ 


LACE DIVISION 


O. A. Mitcer TREEING Macuine Company 


BROCKTON, MASSACHUSETTS 








AULA NANTON 
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She Glengarry , 


en outstanding shoe of the Edwin 
Clapp line this season is the Glengarry’ 
Equally popular in the town and city 


EDWIN CLapPp & SON, INC. 
EAST WEYMOUTH, MASS. 
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Less selling time 
more sales made 
~and no dead stock 


™ LASTICS 


The Neto Mea in ‘Rubbers 


GIVE your trade better service 
+ —make more money on rubbers 


—avoid dead stock losses—with 


Wea esis 
th Me MA rubbers—the flexible sole auto- 



























































matically conforming to the 
shape of the shoe—one pair fit- 
ting a wide variety of lasts. 


A rubber rush is handled in 
half the time—with every cus- 
tomer sold—every customer 
pleased. A clean stock always 
—with no odds and ends left 
over—and the buying problem 
simplified. 

Once again Hood has helped 
you to give better service and 
make more money. 


\\ 


AN” 
oe 


) 
\ 


HOOD RUBBER PRODUCTS COMPANY, Inc. 


Watertown, Massachusetts 


BETTER RUBBER PRODUCTS 
cL 


Rubber Footwear - Canvas Footwear - Rubber Heels and Soles - Pneumatic and Solid Tires - Rubber Specialties 
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STETSONG 


wearing a 
Happy 
Summer 

} Suggestion — 
‘4 The New | 

~ Scamp Last 
in 
SSE: AX AEBS Sport 
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pie) Oxford Style 


NOW 1s the time to order the 


SPORT and WHITE STYLES 
NEW YORK’ which will prevail this summer. 


or SOY’ The STETSON SHOE Co.,INC. 
136 Boylston St SouTH WEYMouTH, MASss. 
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NEW ENGLAND elm—cathedral of sturdy branches and 
lovely verdure—is supported by a vast network of unseen roots. 

In like manner, Cushman-Hollis Co., deep-rooted for seventy years in the 
best traditions of New England's Shoe craftsmanship, has kept pace.with its 
manufacturing growth by healthy, spreading distribution branches which 
now cover the nation. 

Because the Cushman-Hollis Company is sound to the core—because it is 
well-balanced and nourished—it is a safe and profitable organization to put 
behind a safe and profitable retail shoe store. , 


Amaryllis Uacation Sandal 


The White Kid of the illustrated one-strap As the name implies, this slick little sandal As modestly beautiful as its name, this 
we om it grace and character, not has a quick vacation appeal with its airy step-in pump satisfies every demand of re- 


by its gimp stitching. But it is treatment of the patent leather. Also, an finement. Gimp stitched, with a concealed 
equally good looking in other leathers or unusually attractive price in front. Orderable in all leathers or 
in a fabric. aete. 


Gushman-Hollis Go. 


FACTORY AND HOME OFFICE SALESROOMS—ALBANY BUILDING 
AUBURN, ME. BOSTON 


texFrn. Di 
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Most of the styles of 
Cushman-Hollis Co. are 
sold by the following 


distributors 











EASTERN DISTRIBUTORS Wampold-Loch Shoe Co.. . Montgomery, Ala. 










C. A. Goodnow Shoe Co. . . .Boston, Mass. M.-C. KiserCo.. . . . . . . Atlanta, Ga. 
Greene-Anthony Co. . . . Providence, R»I. J-K-OrrShoeCo.. . . . . ~ Atlanta, Ga. 
Wm. J. Kennedy Shoe Co., Inc.. New York City  Gtamling, Spalding & Collinsworth, Atlanta, Ga. 
C. A. Goodnow Shoe Co. . . New York City AdlerShoeCo. . . . . . . Savannah, Ga. 
Merritt, Elliotts & Co. . . . New YorkCity Jolesch-ThomasShoeCo. . . . Dallas, Tex. 
Powell & Campbell Co. . . . New York City Given Bros.Co.. . . . . . «El Paso, Tex. 
J. Weiss Shoe Co., Inc. . . . New YorkCity 1 Kohlman .-. . . . . New Orleans, La. 
Brav Shoe Co. . . . . . Philadelphia, Pa. B. Rosenberg & Son . . . New Orleans, La. 
DeCou Bros.Co. . . . . Philadelphia, Pa. Keiffer Bros.Co. . . . . New Orleans, La. 
Jantzen Shoe Co. . . . . Philadelphia, Pa. 

Monroe Bros. & Co. . . . Philadelphia, Pa. 






MIDDLE-WESTERN DISTRIBUTORS 













Weinstein & Shubin Co. . . Philadelphia, Pa. 

American Wholesale Corp. . . Baltimore, Md. Whitney-Roth Shoe Co. . . . Cleveland, Ohio 
Baltimore Shoe House, Inc. . . Baltimore, Md. Simmons Boot & ShoeCo. . . Toledo, Ohio 
Cohen-Adler Shoe Co. . . . Baltimore, Md. Marks & Stix Shoe Co. . . Cincinnati, Ohio 
Dixon-Bartlett & Co. . . . Baltimore, Md. Chas. Meis Shoe Co. . . . Cincinnati, Ohio 
R. Jandorf & Co. . . . . . Baltimore,Md. Crowder-Cooper Shoe Co. . Indianapolis, Ind. 
D. Myers & Sons . . . . . Baltimore,Md. Guthmann, Carpenter & Co. . . Chicago, Ill. 
H. Pretzfelder & Co. . . . . Baltimore,Md. Harper & Kirschten Shoe Co. . . Chicago, Ill. 
H. J. LangShoeCo. . . . . Pittsburgh, Pa. C.W.MarksShoeCo. . . . . Chicago, Il. 
D. Mussoff Shoe Co. . . . . Pittsburgh, Pa. Smith-Wallace Shoe Co. . . . Chicago, Ill. 
W.H. Walker & Co. . . . . .Buffalo,N. Y.  Stamwear Shoe Co. . . . . . . Chicago, Ill. 





Samuels Shoe Co. . . . . . St. Louis, Mo. 
Bode-Larson Shoe Co., Inc. . Keokuk, Iowa 









SOUTHERN DISTRIBUTORS 


Norvell Chambers Co. . Huntington, W. Va. FAR-WESTERN DISTRIBUTORS 
Lynchburg Shoe Co. . . . . Lynchburg, Va. 







Zion's Co-operative Mercantile Institute 









Roberts & Hoge Shoe Co. . . Richmond, Va. Salt Lake City, Utah 
Brand Shoe Co., Inc. . . . . . Roanoke, 7. Jaffa Company . . . . . Los Angeles, Cal. 
Griggs-Paxton Shoe Co., Inc. . . Roanoke, Va. Secware-Dawes Co. . . Los Angeles, Cal. 
Sam Levy & Co. . . . . «Nashville, Tenn. Buckingham & Hecht. . . San Francisco, Cal. 
Mose Cohen Shoe Co.. . . . Nashville, Tenn. Lawrence M. Purcell Co. . Denver, Colorado 
Murray-Dibrell Shoe Co.. . . Nashville, Tenn. yiiicce Bros. . . . . Portland, Oregon 
Pitts Shoe Co. . . . . . Montgomery, Ala. 








Gushman-Hollis Go. 


FACTORY AND HOME OFFICE SALESROOMS—ALBANY BUILDING 
AUBURN, ME. BOSTON 
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A NEW ENGLAND BRED 
SHOE POLISH BUSINESS 


Close to a century ago when the shoe industry was 
young, and dad polished his high tops with lamp black 
and molasses, Whittemore Bros. were making inks, 
dyes, and stains for shoemakers in a small building on a 
back street in Boston town. 


It was just a step from service to shoemakers to the i} 
manufacture of shoe polish for shoe wearers, and Whitte- 
more Bros. took it. Their idea was to help shoe dealers 
sell trade the proper preparations for keeping shoes 


THE MOST IN DE- : 

MAND DRESSING looking new. 
FOR WHITE KID 
SHOES. 








From so small a beginning a big business has grown. To- 











Mr. Shoe Merchant—Please see day what? Service to world markets is the true measure 
qh fas ilities. With thi bee 

our polish. If he cannot eupply of factory facilities. With this expansion has n 
cupptiod the trade. carried forward the fame of New England as a produc- 





ing section and the public confidence increased in her 
productions. 


The distributors and consumers look upon Whittemore’s 
Shoe Polish with a feeling of confidence akin to a friend 
who has never been found lacking in the virtue of 
dependability. 


WHITTEMORE BROS. 


Shoe Polish Manufacturers for Nearly a Century 


CAMBRIDGE, MASS. 
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the Cordwiainer 
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Since the days of reticules and flounces, 
satin vests and swallow-tail coats when, 

“A pair of smart pumps made up of 

grain’d leather 

So thin he can’t venture to tread on a 

feather,” 
fashions have changed, but not the spirit 
and ideals and craftsmanship that first 
showed the dandies of New England there 
was no further need of sending to old Eng- 
land for the products of the Cordwainers. 

Along in the 50’s when the pioneering 
spirit was turning forests into farm lands— 
when the oak-tanned boot heavy with fish 
oil was so representative of the 
of life in New England the traveling cobbler 
with his kit had really built up a personal 
pride in his product that is unique in the 
field of manufacture. 

The ten-footers that followed were the 
first step in the direction of modern factory 
methods and same 
feeling of the workman 
actuated the making of 
shoes under this method. 
Seldom in any craft has 
the workman grown up so 
close to his product as the 
shoemaker here in New 
England. The pride of the 
artist comes principally in 
the creation of an idea 





and the completion of it with his own 
hands. 

That is the element that contributes to 
the excellence of shoes made by the hands 
of men born to their trade. The Richards 
& Brennan Shoe is made in a town whose 
citizens are born shoemakers. 

They measure the passing of time by the 
development of their craft from the travel- 
ing cobbler to the ten-footer and the 
erection of modern factories with capa- 
cities of thousands of pairs of shoes a day. 
Many of the workmen would find little difficulty in 
making with their own hands an entire pair of shoes. 
They know how a shoe should be made. They are 
never hurried for production. Each shoe as it goes 


through the factory is given the benefit of each work- 
man’s best t. business principles of the 
maker find expression in each pai 


pair. 
And that is why a Brennan Shoe is always a good 
shoe. There are no w to crop up in the shoe 


because of a weakness in the chain of workmen who 
make it. 


“A pair of smart pumps of 
rE Eley 
a a cr 
in traditions, and none of the 
uncertainties described by the 
poet in the line, “So thin he can’t 
venture to tread on a feather.” 
That is a Brennan Shoe. 

Remembering 


“E of course, 
very Se laughs at 
t follows new.” 
And everyone knows a Brennan 
Shoe is an aristocrat in point 
of style. 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 
Manufacturers of 


MEN'S FINE SHOES 


‘“*SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 


Boston 
Rice Building 


Palmer House 


Angelos Hote 


Tee 
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SPREADING STYLE NEWS BY TELEPHOTOGRAPH! 


In each department of 
their business, 
Daniels Co. 
most up-to-date methods. 


Prouty- 


utilize the 


Livestyles—modern man- 
ufacturing facilities —ac- 
tive merchandising prac- 


tice. 








Reproduction of actual ilies ph (reduced) as 
received by our representative from Am. Tel. g Tel. 
Co., San Francisco. 








Specializing in McKays 
to Retail at 


$5.00 


Serving a large group of 
volume buyers, who place 
full dependence upon our 
styles and service. To us, 
service means quick de- 


livery. 


PROUTY-DANIELS COMPANY 


Boston Office: 181 Essex St. 


Factory: EVERETT, MASS. 


C. H. Daniels, H, F. Prouty 














Feature Values for Volume Buyers 


For 30 years Herbert Humphrey’s Sons have been identified with the 
manufacture of Misses’, Children’s and Growing Girls’ Footwear. 


Today’s product is fill- 
ing the needs of vol- 
ume buyers for welts. 
Staple and novelty 
styles—made by an 
organization who know 
how. 


THE PRINCESS SANDAL 
are finished with 


bought freely in many —y--T A stitched heel- 
seat 1s featured in all our shoes. Soles 
Sgrainfappearing. 


A few of the representative 

wholesalers who feature our 

Princess Sandal: 
Powell & Campbell, New York City 
H. MalkinsSons New York City 
H. Hirsh & Bro. New York City 
Jos. Jacobs & Sons, New York City 
S. T. Doyas Shoe Co., Minneapolis 
Marks & Stix Cincinnati 
M. E. Haskell & Sons, Boston 
B. H. Shapiro Shoe Co. Chicago 


The lowest priced Misses’, Children’s and Growing Girls’ Welts on the market. 


Herbert Humphrey’s Sons 


Boston Office: 181 Essex St. 


Marblehead, Mass. 
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A PLAIN BRICK BUILDING 


But it tells a wonderful story 











HAT could have 


caused a business 
growth during the past try- 
ing three and one-half years 


from $380,000 annually, to 
$1,150,000? 


Done in a small factory, 
where our capacity was so 
limited that we could only 
take on but an occasional 
new customer.—Done with- 
out any unusual selling ef fort, 
either. 








We are now in our new modern build- 
ing, where our capacity is very greatly The answer can best come 


increased. We shall continue to build the from those customers who 


same very worthy product (better, if have used our products $0 
possible) that has made us so many 


friends. We shall adhere to the same stand- consistently ’ andi in increasing 
ard of high-grade materials and care in volume—and who have sent 


construction that has built our favorable other buyers to us, because 
reputation for Growing Girls’, Misses’ and 


Children’s Welts, and Greenflex flexible they found this source of 
process shoes. supply so satisfactory. 


Greenfi 
THE GREEN SHOE MFG. CO. 


960 HARRISON AVE. BOSTON, MASS. 
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Smart Styles In Men’s Welts 
Good Shoemaking 


Attractive Prices ! 
Mr. Merchant: 


If you are looking for real values, write immediately to us asking for 
samples and prices. We can truthfully say we have increased the 
sales and profits of many stores. 

By Co-operative methods of manufacturing we are in a most favor- 
able position to produce shoes of outstanding value. 

Ours is an honest-to-goodness New England-made shoe with all the 
features of good workmanship, style, fitting qualities and wear. 
When you place the next order for Goodyear welts, men’s or women’s, 
to retail at popular prices, ask us what we can do to supply shoes 
which will enable you to get more business and better profits. 


BRIDGEWATER WORKERS CO-OPERATIVE ASSOCIATION 


MANUFACTURERS OF MEN’S AND WOMEN’S QUALITY GOODYEAR WELTS 


BRIDGEWATER, MASS. 
JOHN TOLIVASIA, Manager 


BOSTON OFFICE, 183 ESSEX ST. 
NEW YORK OFFICE, 432 MARBRIDGE BLDG. A. H. SIRINE, Representative 
“OLD MAN” LAMB, Representative, 296 LOCUST ST., AKRON, OHIO _ 








Styled and Priced Leathers and Materials 


for | that are the 
Volume Retailing Recognized Finest 


Reg. U. Pat. of. 


Built throughout to meet the modern 


retailer of shoes on his own ground. Illustrated—A “fin- 
ger vamp” oxford 


* f Light Smok 
For retailing at $6.00 to $8.00 these One WILD and 


shoes present style at its latest, TONY TAN in com- 
leather quality that is apparent and bination. 


service that the customer cannot Brass eyelets. 
ARMSTRONG 


forget. CORK SOFT BOX 
TOE. 


ARMORTRED 
TAYLOR SHOE CO. = 4zMontnep 
BROCKTON, MASS. SOLE. 
Boston Office, 210 Lincoln Street 
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“One good turn 
sells another” 















We believe firmly in gored 
shoes because of their superior 
fitting qualities and the de- 
lightful ease with which they 
may be adjusted to the foot. 


Inordertoassure the wearer 
the utmost she should expect 
from such styles, we supple- 
ment the outer panel of goring 
with an under-strap of the 
same material. 


L. 
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Making fine turn shoes for 
ladies has continued to be our 
exclusive business for more 
than thirty years. 


One of our greatest sources 
of pride is the fact that so 
many prominent retail mer- 
chants, who have bought and 
sold BLISS & PERRY TURNS 
ever since we started making 
them, are still our constant 
customers. 


A new gored pattern made in 
any desired combination of 
materials. 





We think they realize, as we 
want all buyers of our shoes 
to realize, that the interests of 
our customers are ever present 
in our minds. 


Having helped them to de- 
velop abiding public confi- 
dence in their shoes, we must 
always stand watchfully be- 
hind them in upholding, and 
if possible in improving, 
BLISS & PERRY quality. 


BLISS & PERR:Y COMPANY 


Makers of WOMENS TURNS Exclusively » 
NEWBURY PORT, MASS. 





al 


79 
















BOOT AND SHOE RECORDER April 25, 1925 AT 


SLES OWS M 


eS 
——) Ev 
Ni 4? From the Outside —Looking In! J 


What does she want? 
What will she find? 








W: LL informed, discriminating women 


are looking into your store window every 
day. They know what well-dressed women wear. 
They read the magazines. They have heard QUEEN 
Quatity shoes talked about by their friends. 
They have read QUEEN QUALITY advertise- 
ments. Many of them are looking for QuEEN 
Quality shoes and are ready to walk into your 


store. 


The women on the outside looking in are pre- 


disposed in favor of QUEEN Quatity. Their 
minds are prepared. They are willing and ready 
to buy QuEEN QuaLity shoes from some mer- 


chant all the time. 


Does she find America’s best-known make in 


your store? Will she walk in? 


_Ducality) 


PFG US PA rT 


CUSTOMERS 


Are Walking Past Your Windows Every Day 
“IN THOMAS G. PLANT COMPANY 


ea =~ 


——— — 





5, 1925 April 25, 1925 BOOT AND SHOE RECORDER 


| )VZES ee eS SS SSNS 


From the Inside-—Looking Out! 


What can be learned from her? 
What can he give to her? 





HE success of the retail shoe merchant is 
the WEARER. The secret of that success is 
in GIVING HER WHAT SHE WANTs. To read what 
is in her mind is to know what will satisfy her. 


Women who are well-informed and discrimi- 
nating—the majority, today—who are looking 
in your windows, who know QUEEN QUALITY 
shoes, who hear them talked about, who read 
QUEEN QUALITY national advertising, who are 
predisposed in favor of QuEEN QUALITY shoes 
through their established, direct coNSUMER- 
CONTACT, are ready to give you your greatest 





turnover on America’s best-known make. 


Concentrate on QUEEN QUALITY, realize on its 
consumer-contact and trade-drawing power — 
and the customers on the outside will walk in. 


FLCEHE 


REG. US. PAT OFF. TGF CO 


RETAILERS 


Are Reaping the Benefits of an Established Name 
BOSTON 30 (Jamaicatiar ) MASS_ if 
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Known Value 


Merchandise that year after year 
UNION MADE gives the same satisfaction is the 
strongest foundation your store 
can have on which to build 
healthily increasing sales. 


- WEBER SHOES have been 
making firmer friends for a quar- 
ter century and more. 


To retail at $5—$7.50 


WEBER Bros. SHokE Co. 
North Adams, Mass. 


New York Office: 1328 Broapwar, Marsnzincz Broo. 


H. Haraus, Rep. 
7 
eA es Yr es 38 38 FS TS FS TS 
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TRADE MARK REG. 


PUMP HOLDS =" 


ee ‘6 ” . 
» ~ Ae felt want was met when the “DALCO” Pump Hold was 
An original Dalco device for or om the market, It looked good to the shoe merchants 
namenting and firmly fitting the because 


it offered a new source of profit. It took with the ladies 
t Gea’ Ik abt Sool bottoms Kine cise carves a ‘The hexibto beak 

ve opular pum a em and fee r. One size serves all. exible bac 
ry pop P PP tterns is self adjusting to all insteps. Here is a great seller. Get them 
of shoes. The women of in and see how quickly r= customers take them out. Prices 
° ‘ $6 to $12 a dozen pair. Individually packed in handy retailing 
’ America have registered cartons. Sample the “DALCO” Pump Hold on pattern No. 4589. 

‘ Price $12.00 per dozen pair, post paid. 
approval by buying 


several pairs ONE DOZEN ASSORTED “DALCO” PUMP HOLDS at $7.50 
P Variety of colors and patterns 
at a time TWO DOZEN “DALCO” SILK RIBBON BOWS at $5.00 
- Elastic loop on back of bows. Variety of styles and colors 


DALRYMPLE-DUDLEY CO. 


Ornament Manufacturers for Fifty Years 


HAVERHILL, MASS. 


—— 
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Beveled Edge 
Black Calf Lining 
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(Design Patent Applied For) 
White Cabretta One-Strap 
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The Adelle 


Chrome Patent One-Strap 


HE inherent New England char- 

acteristic of giving good values 
and honest service is back of the pres- 
tige the Dingley-Foss line holds in the 
minds of the trade today. 


Our mission each season is to merit 
the continued confidence of our 
friends. 




















DINGLEY-FOSS SHOE COMPANY 








Fabric Shoe Manufacturers to the Wholesale Trade 
AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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STROUT,STRITTER&CO. 
A Service in Welts for job- 
bers only. Women’s Stouts, 
Women’s Corrective Types, 
Women’s Style Types, and 
Misses’ and Children’s. 


THE NASSAU SHOE CO. 
A Service in Welts for Re- 
tail Merchants in Case Lots 
of 36 Pairs to a Width. Wom- 
en’s Stouts, Women’s Cor- 
rective Types, Women’s Style 
Types, and Misses’ and Chil- 
dren’s. 


April 25, 1925 


PAGE SHOE MFG. CO. 
A Service in McKays for 
Volume Buyers, in Case 
Lots of 36 Pairs to a Width. 
Women’s Flexible Types, re- 
flecting current fashion trend, 
and Women’s Stout Models. 


Produced in Both Staple and Modish Design 


A 3-Way Service! 


Strout, Stritter & Co. — by 
big volume production—are 
making Lynn-Made Mc- 
Kays and Welts available 
to both the volume buyer 
direct, 
buyer, through his jobber. 


and the small-lot 


First-class materials and 
workmanship and a broad 
gauge selling plan make un- 
usual profits possible to all 


classes of merchants. 





STROUT, STRITTER & CO. 


THE NASSAU SHOE CO. —LYNN= PAGE SHOE MFG. CO. 


When writing te advertisers please mention Boot anv Snoz Ruconper 
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The world 


comes 
to Maine 


for 





The best turn-shoe workers in the world are in 
Maine. They are home folks; son follows father 
in our factory. For ten years we have specialized 
in women’s comfort turn shoes. We don’t make 
anything else. The worth of the line is positively 
established. 


“Buy from fewer sources, so that you can get 
adequate representation of sizes and widths 
within the predominating style,” says the Na- 
tional Shoe Retailers’ Association. 


fortable walking. 


**A foot of comfort 


means miles 


leads with 


‘Constant Comforts”’ 





Spring, 1925 


No. 411, A, B, C, D 


With an immediate in-stock service 
from either Auburn or St. Louis 


It is the immediate in-stock service on a line that 
satisfies—a line that’s priced right—and a line 
that is advertised—that will strengthen your 
stock turnover and increase volume and profit. 


Concentrate on “CONSTANT COMFORT” 
Shoes. They will help you make 1925 a pro- 
gressive and prosperous year. Send now for new 
In-Stock Catalog and prices. 


The “7 Points of Merit” that make Style and Comfort sure 


Cushion insole that conforms with the natural outline of the foot. 
Flexible sole insuring glove-like freedom for women’s active hours. Heavier sole for more com- 


A toe and heel that give plenty of room and graceful style. 
Rubber heel to cushion every step. 
Reinforced moulded counter to prevent running over at the heel. 
6 A rigid steel shank to give needed support to the sensitive foot arch. 


7 Tite-fit fashioned ankle, holding the heel snugly and the stocking 
smoothly; preventing slipping and gaping. 


AULT-WILLIAMSON SHOE COMPANY 
Factory and Eastern Sales Office, Dept. R, Auburn, Maine 


Western, Central and Southern Division 
414-R North 12th St., St. Louis, Mo. 
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NM. JEAN PATOU, couturier extraordinary, 
pays a graceful compliment to the fashionable 
women of this country when he says: “I am 
delighted to observe the extreme care which 
the well-dressed woman of America dis- 
plays in the choice of her footwear. Always 
there is a fastidious discrimination in her se- 
lection of just the proper shoes or slippers for 
morning, afternoon or evening.” 


Perbaps the most useful of all 

the many shoes in ber wardrobe, 

these tan calf Goodyear Welt 

lace oxfords are worn on many 

occasions by the woman who is 
ever correctly attired. 


ORRienenr! exe Goodyear Welt 


“J'ai constate avec plaisir le grand 
soin que l"Americaine élégante ap- 
porte dans le choix de ses chaus- 

7 sures. Elle sait distinguer avec jus- 
tesse le choix de ses chaussures 
pour le matin, l’apresmidi ou le 
soir.” 


Diamond Brand (Visib/e) 
Fast Color Eyelets have 
genuine celluloid tops 
that never lose their 
color and that adtually 


NM. PATOU'S compliment is as deserved 
as it is gallant. Careful observers the coun- 
try over find a noticeable trend toward the 
Goodyear Welt lace oxford on every occa- 
sion for which the tailleur is the mode—and 
the light welt patent, calf, or suede oxfords for 
wear with street attire. They are all finished, 
naturally, with visible eyelets— for conven- 
ience, for durability, for appearance! 


There is nothing smarter with 
the tailored suit or the winter 
street costume than the fine pat- 
ent leather Goodyear Welt ox- 
ford of the type pictured above. 
It has six dainty visible eyelets. 


DIAMOND BRAND (VISiBLE) FAST COLOR EYELETS 
Manufa&ured by 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
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The genuine Diamond 
Brand (Visible) FastColor 
Eyelets can be identified 
by the two tiny diamonds 


on their celluloid surface 


cation to the statement that nowhere in the 
world are women so becomingly gowned— 
or so beautiful— as in America. Miss Ina 
Claire is exquisitely slender, incomparably fair 
and superlatively well dressed. And yet so 
perfect is the ensemble, so artless in its art, 
that one is ever at a loss to say just where lies 
the charm, the chic of her costume. 


‘The two-eyelet tie sketched 
is one of the most popular 
models of the season. It 
is a light Goodyear Welt 
oxford, finished, of course, 
with visible eyelets. 


Lace Oxfords with OV sible Ce yelets (‘5 








C@rusanc Ina Claire gives striking justifi- OO): stage as well as on, Ina Claire gives 


more than passing attention to the proper 
selection of her footwear. For every occasion 
and every dainty suit and gown her wardrobe 
contains alight Goodyear Welt lace oxford, a 
graceful afternoon strap pump, or a cunningly 
designed evening slipper. And every lace ox- 


—~ 


ford is finished with tiny visible eyelets, lend- Za) 


ing the feminine touch so necessary. 


For evening wear nothing can 
quite compare with the “‘turn’’ 
—in fineness of workmanship, 
in delicacy of pattern and fab- 
ric. The charming black satin 
pe aed illustrated above, with 
rhinestone buckle, will accord 
with a variety of frocks. 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufadurers of 


87 
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The Most Widely Misused Term 
in the Shoe Trade 


MOCCASINS 


With the growing popularity of 
the Moccasin type of footwear, 
the market has been flooded with 
a host of ordinary shoes, which 
are being called Moccasins, but 
whose only resemblance to the 
True Moccasin is in appearance. 
A glance at the two diagrams 
will show you clearly the vital 
differences in construction and 





Ae FAS TENG WOSOLE «SEAM FAS’ 
AMO OUTSOLE Pru 10 WOOL 


The True 
Moccasins 
Made with a single piece 
vamp that is fastened to 
the toe piece by a hand 


why True Moccasins will give 
your customer lighter, more flex- 
ible and more comfortable shoes. 
It will pay you to sell True 


The Imitation 
Moccasins 
Just ordinary shoes made 


to look like moccasins. 
They all have innersoles 


and do not possess the 
lightness, flexibility and 
comfort of true moccasins. 


seam. They need no welt, 
bottom filler or innersole, 
and are consequently 
lighter, more flexible and 
more comfortable. 


Moccasins. 





BASS RANGELEY MOCCASINS 
ARE 
TRUE MOCCASINS 











In Stock 


No. D876 $8.25 
Brown Water-proof Chrome Range- 
ley Moccasin, 14-inch Full Bellows 
. Nickel Klondike Eyelets. 
Double Water-proof Sole. 
In Stock—6-11, EE. 
Made in all heights, 5-14 inches. 


G. H. BASS & CO., WILTON, MAINE 
pa 


No. D610 
No. D923 


Brown Elk 
Leather Lined “Guarter, Cros, Cute. Women’s Smoked 


Rangeley 
In Stock—6-11 Camp Moccasi Since b height, Fibre 
No. D610W—As “pate Sole. Bs a 


women ......... eee S| In Stock——2%-8, C, D, E. 
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Made Only on Order 


204 HOLES TO THE PAIR. 
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Our 


ona Sandal 


MADE IN PATENT LEATHER, 


RUSSIA CALF, GUN METAL KID 


WE CANNOT SELL TO MORE THAN ONE 
MERCHANT IN ANY LOCALITY. 


WE HAVE AGREED TO PROTECT THOSE 
OF OUR CUSTOMERS WHO HAVE AL- 
READY BOUGHT IT. 


NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 
BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 


WHITE KID, BLONDE KID. 


WHY CONSIDER 
ANY IMITATION? 
BUY REAL TURNS 
WITH OURREPUTATION 
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At $2.10 Proving Rosenberg’s At $2.40 


Prompt Service 
and 


Price Saving 
(15% to 30%) 


At 


Women’s Patent Cut-Out Sandals ] ] 5 
McKay Sewed with Rubber Heels + Women's Skinner's 5004 Point Satin 
13/8 Cuban and 8/8 Low Heels Sweetheart Pump. McKay Sewed with 
Price $2 10 Covered Spanish and Cuban Heels. 
9 e 
Same in Ciseme, Posent with Covered 


Same Shoes in Misses’ Sizes s. 
Sizes, 11 44-2 Sizes, 24-7, 3-7, 3-8 


Price, $1.75 Price, $2.40 


Same Shoes in Child's Sizes 
Sizes, 84-11 


Price, $1.65 


Same Shoes as above, Patent with 
Tan Quarters 


Misses’ Pate 2° Se, ' Seep with bow 
Our Terms Price, $1.75 We sell In 
Are Child's, as above Sizes, 814-11 Case Lots 
Price, $1 .65 O 1 
Net 30 Days Same in Misses’ Tan Sizes 11 44-2 ny 
Price; $1.75 
Same in Child's Tan Sizes 844-11 


Price, $1.65 


\VAtuEs like the above make business good and these are only 
a few of the hundreds of under price bargains which are al- 


ways to be found at “job headquarters.” 


Get The Habit of Seeing Us First 


S. ROSENBERG & SON, Inc. 


144 ESSEX ST., BOSTON, MASS. 
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E recognize that the 
efficient buyer of to- 
day 1s thoroughly and broad- 
ly informed in respect to 
leathers, lasts, patterns and 


details of shoemaking. 


Knowing that he knows 
quality, we give him just 
that in shoes to retail at 

$7.00 to $8.00. 


HUCKINS & TEMPLE Co. 


INC, 


Boston Office 


MILFORD 135 
LINCOLN ST. 


Shoe illustrated made of 
GALLUN’S 48 AZTEC 
“KIPPY” Last 
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“O-SO-EZ-E” and “O-SO-SNUG” 
Gor!) and CORRECTIVE SHOES ras 
Ss THAT FULFILL THE PROMISE OF THEIR NAMES SUPPORS 


They meet the ever-growing call for real 
value in comfort and corrective shoes at very 
moderate prices. 


Modernized — non-grotesque styles and the 
finest of leather make these shoes steady 
holders of their customers. 


Carried Nationally by 116 Wholesalers 


Who are Supported by Our 
12-pr. Lot In-Stock Service 


E. E. TAYLOR COMPANY 
210 Lincoln Street, Boston, Mass. 


Factories: BROCKTON and NEW BEDFORD 











In colonial days many a demure beauty wore slippers 
with heels of gold, studded with rare gems. 






In this day of exacting fashion, the shining trade-mark 
of pure golf leaf proclaims gentility in the realm of foot- 
wear. 







Maintain a standard of refinement for your product by 
having your trade-mark embossed in gold in every shoe 
you sell. 


RAUSKOLB GOLD LEAF 
F. W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 









MUM nT 
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Sensible Shoes That Sell 


Approved lasts—new patterns—the prevailing fashions in 
leathers—all combine to make Johnson Bros.’ shoes salable at 
popular prices with mutual profit to both dealer and con- 
sumer. Such a line merits the attention of every progressive 
merchant who appreciates character in footwear. 




















No.705—Patent leather pump with brown 
batik trimming and attractive ornament, 
137 last. 





No. 719—Patent leather one-strap with 
gimp stitching, 136 last, rubber heel. 





No. 711—White kid pump with patent 
leather trim and pretty ornament, 135 
last. 






No. 909—Brown Russia sport sandal, 
crepe sole, buckle or button as preferred. 


_~ JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL, 


‘Made Jn the Pine ‘Iree State 


MAINE 
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Specialists 
| Side Leathers 


Bee and See Sides are 
preferred where good 
shoemaking is demanded. 


Bee and See Chrome Patent 


Sides 
Bee and See White Buck Sides 


Bee and See Chrome Black 
and Colored Sides 


Flexible Splits 
Kip Linings 


Bee and See Patent Sides 
are nationally noted for 
their wearing quality and 


finish. 


Beggs&Cobb, Inc. 


76 South Street 
Boston, Mass. 


HOUMMMONMOMMMNOMMMNCMMMNNE 
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TRACE MARK REG. YU &. PAT. OFFICE 


Children can wear no better play shoes than these. 
Of true moccasin construction, in the longest- 
wearing materials. Their style takes with the 
children, and the longer wear makes.a hit with 
parents—for they “stand the gaff.” 


May we send you samples of these Business 
Builders ? — Or catalog? 


Of true moccasin 
construction 


No. 3251—Tan Elk, Infants’, 2-5 $1.80 
No. 3253—Choc. Elk, Children’s, 544-8 $1.90 
No. 3254—-Smoked Elk, Children’s, oe 


In Stock 


Berkshire Moccasin Co. “mass” 


We have an attractive proposition for a few high-grade side-line 
salesmen wishing a good line. 














BK Sell Greeley Boudoirs XK 


They pay well. The required invest- 
ment for a suitable stock is not large. 
Always a call for Boudoirs. The better 
the Boudoirs the broader the d d 
I have made Boudoirs for years that 
have made a good reputa- 
tion for me. I have not 
skimped quality, instead I 
have always kept the qual- 
ity up. See my line. Write 
or wire for samples. Choice 
of black or colors, leather 
or rubber heels. In stock. 


Deliveries At Once 
If your jobber cannot supply you, write me 


A. W. GREELEY 
yaqi2 Duncan St. - - - Haverhill, Mass. 55¢ 














APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
ase. 
Make your stock of 
ond children’s shoes com- 
ape tena plete by sending your 
oars teday. 
Phone Brockton 2188 
for immediate action. 


BURKLEY 
SHOE CO. 
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EFINEMENT is the keynote of 

this black Calf Oxford. It has a 

toe shape that embodies all the modern 
tendencies, without being extreme. 





A general effect of lightness—of 
dressiness makes it an ideal shoe for 
gentlemen. 


It Will Please Your Particular Customers 


In Stock in Black Calf No. 1637 
) In Stock in Tan Calf No. 3637 
y 


‘ 
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‘GEO. E.KEITH COMPANY [ 
-Alakers of Wax-Over Shoes for Iflen and Women 


= CAMPELLO-BROCKTON, MASS. St LOUIS, MO. 


SPRUE bees 
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PLE. 


Another nationally advertised 
Packard In-Stock Style. 


Featured exclusively in our 
Saturday Evening Post Ad- 
vertisement of April 25. 





NO. 705—THE RUGBY 


ee A style with that “Just a little 
° hd 
Harness Stitching different” look. 
A, B, 7-11 s 
C, D, 6-11 3 Order sizes now. 


() M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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Popular 4 Straps Announcing -- 


Goodyear Welts In Stock The New Complete Line of 
[a Light-Weight Straps and Pumps 
Made by the 


WISE & COOPER PROCESS 


) 
| 
: 


METHOD 


MADE TO ORDER 


Steck No. 59—Patent $4.25 
Steck No. 58—Black = os 


OUR 
Steck No. 60—Harvest “ 9 
Brown Kid $5.25 STATIC” PUMP 


WISE & COOPER COMPANY | 
Auburn Mencia Maine 
OO ee 
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THE HOUSE] 
gOF SANDALS] 


| 


ihietel UAH 


One of the Builders @ 


Length of service is not always indicative of a strong institution. 
We feel, however, that this Company has given a century’s con- 
structive service to the trade and that the continued patronage of 
many of the best dealers of the country is the best testimony of 
the merit of “The House of Sandals.” 


This season, as in the past, we are offering the trade Sandal 
Service that is appreciated because the shoes are right and are 
carried in stock for the benefit of the dealer. 


No. a “MARY JANET” 


. 158—PATENT “BETTY” 
Champagne Kid Lined 





No. 187—TAN CALF “FLAPPER” 
hamenane Kid Lining—Turn Slip-on Bow—Turn 
Sizes 2% to 7, Widths A, B, C $3.60 Sizes 2% to 7, Widths A, B, C.............$3.50 


Sizes ose to 7, Widths A to D $3.50 


rm 


No. 156—WHITE KID “BETTY” No. 139--PATENT TWO-STRAP No. ie PATENT “BETTY” 
Full Kid Lined—Turn Black Vici Lined—Turn te Kid yo wm 
Sizes 2% to 7, Widths A, B, C $3.60 Sizes 2% to 8, Widths A to D.... Sizes 2% 4 r “Swidthe B, $3.25 


L. B. EVANS’ SON COMPANY 


‘‘The House of Sandals’’ 
WAKEFIELD - .- - 
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Harding Hand Turns Always Easy Sellers 


Genuine Foremost 
Bench E In Their 
Made — LZ : Grade 


STYLE VALUE SERVICE VALUE 


Style At The Top pp watever”... Wear At The Bottom 


Stripping Bow to 
Match, 11/8 Military 
eel. 


You’ve got to hand it to HARDING HAND-MADE TURNS. HARDING STYLES 
have a “pull” and you can easily “push” them to a good profit. Push and pull 
always win. Our steady production, increased factory space and improved manu- 
facturing facilities reduce overhead expense and enable us to put the utmost 
value into our product. You could hardly do better than to at least try HARDING 
SHOES. Made to retail at $6.00 to $8.00. 

REPRESENTATIVES 


HERBERT EMLEY—Pennsylvania, Southern New York State, New Jersey and Washington. 
DAVID HERRMANN—New York City and large Middle West cities. 
LYMAN W. STOCKBRIDGE—New York State and New England. 


HARDING SHOE CO., Inc., Haverhill, Mass. 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 
endurance. 


It’s the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorpsr is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 
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me fmerican 


AMERICAN LADY 


No. 7274—Women’s New Gun Metal Shade 
Satin Gore on” 15/8 Covered ~~ Heel. 
2% to 8, B-C-D , ce $4.60 


In Stock at Boston en 15 


AMERICAN GENTLEMAN 


No. 2314—Men’s Tan Calf Lace Oxford, Rajah 


Crepe Sole, Broadmoor Last. 
5 to 11, C-D Price $4.50 


In Stock at ;ticne 


SECURITY 


No. 5360—Boys’ Cherry Calf Lace Oxford, 
Goodyear wee. Drake Last. 
2% to 5%, D veseeeeeee PEICG $3.36 


Price $3.15 
No. 5362—Same in Black Calf. 
No. 5358—Same in Light Tan Calf. 
In Stock at Boston 


HAMILTON: BROWN SHOE CO 


8t.buis. USA * Boston 
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The Poloma— 


A Smart ‘‘Step-In’’ Popular in 


Gore Adjustment 
Suitable for a 


large variety 
of Ornaments 


r. LABATTO 
New York Office 
299 Broadway 


ey x, Hevea Die Oo, es Gad 7 
SMART isolige Serene, ° 


ROCHESTER,N.Y. 


Also a’ 


tions 


Big Profit possibilities vamp Lasts in 12-14-17/8 Heels. 





ttractive in combina- 


> n 


Modeled over Medium, also short 


ot. 2 ae Mr. WM. SCHOELL 
49 ae F hg _ 
1618 asic B Bldg. 
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Russell Moccasin Footwear 
will help your business — 


“ 
“All 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 
service. 


| Russells 


ke Walton” 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 

“Never Rip” seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices 


THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street $3 $3 Berlin Wis. 
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C.S. MARSHALL COMPANY 
“MAKERS OF MEN’S WELT SHOES . 


Brockton, Mass. 


April 16, 1925. 


To the Trade: 


In @ quarter century of business, it has been the aim of this 
writer, to establish, by means of honest merchandise and meth- 
ods, @ loyal, satisfied clientele. 


I believe I have succeeded! 
And now I am going to let younger, more energetic men continue 


the work I have begun. For several years it has been my desire 
to sell this factory. I had many opportunities. But before I 


' sold, I was just old-fashioned enough to want assurance that the 


men who took over the C. S. Marshall Company were my kind. 


I wanted to be certain that things would continue the way I had 
begun them. And when the London Character Shoe Company expres- 
sed the desire to take me over -- having known them for very 

nearly ten years, I was glad for the opportunity of saying yes. 


Messrs. M. and S.:,Weingarten -- heads of the new Company, occupy 
an enviable position in the shoe field. Without exception, they 
maintain the largest men's shoe business in New York. I needn't 
tell you who they are because I am more than certain that you know. 


In turning the factory over to them, I want to assure you that 
it is in particularly able hands. The new organization will 
carry on -- personnel will remain unchanged. Policy continues 
as it has been. The same styles you have been accustomed to 
buying, the same lasts and patterns -- all will continue to be 
made as heretofore. Your future business will be taken care of 
just as carefully, as efficiently, as satisfactorily as always! 


In closing, I want to thank y6u sincerely for your kind co-opera- 
tion in the past -- to extend to you my personal good wishes -- and 
to congratulate you on your good fortune in having the opportunity, 
at last, to do business with the London Character Shoe people! 


Sincerely yours, 
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UST as the most truly beautiful colors in 

dresses require the finest of fabrics to bring 

them out—so the choicest raw stock that grows 
can only be used in producing NEW CASTLE 
COLORS. 


That is why NEW CASTLE COLORS best pro- 
vide that vital color background on which the sell- 
ing force of modish shoes so largely depends. 


Fall Colors Recom- 

mended by the Join 

Styles Committ: © New Castle Glors 
mows — -{ AUTUMN BLONDE 


INDIA 


= + INDIA TAN 
resewor -f ROSEWOOD 


WOODLAND 


mows” HARVEST BROWN 
‘ax 4 ROYAL BROWN 
vest” + NATIONAL GRAY 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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Favorable Reports on Pre-Easter Business 


Some Fall Orders Already Booked—Philadelphia to Broadcast N.S. T. A. Service— 
N.S. T. A. Represented at Joint Styles Conference 


ANY shoe travelers report 
M that retail shoe merchants 

have had a good Easter 
business. Among those who have 
sent in cheerful news of this kind 
is John S. Whittemore, who travels 
for the Boyden Shoe Mfg. Co., and 
the Krippendorf-Dittman Co., in 
New York State, Pennsylvania, 
Maryland, West Virginia and New 
England. Mr. Whittemore writes 
that he has received from his cus- 
tomers almost unanimously favor- 
able reports regarding pre-Easter 
business. “Without exception,” 
writes Mr. Whittemore, “every- 
body has reported a phenomenal 
business.”” A specific case is that of 
Thomas F. Peirce & Son of Provi- 
dence. George Peirce, the head of 
the house, told Mr. Whittemore 
that because he felt it might be a 
help to business in general if opti- 
mistic messages, with names of 
firms, were published, he was quite 
willing that the fact be made known 
that Thomas F. Peirce & Son en- 
joyed the largest pre-Easter busi- 
ness this year that they trans- 
acted in the last four years. 


Philadelphia Increases Membership 


Enthusiasm was the keynote of 
the “Simultaneous Day” meeting of 
April 11, held at the Ben Franklin 
Hotel, Philadelphia. President Paul 
S. Lippincott, Jr., opened the meet- 
ing by forcefully calling attention 
to the fact that now is the time to 
be strongly banded together, as the 
conditions in the shoe business re- 
quire concentrated thought and ac- 
tion. The N. S. T. A. president, 
James L. Scanlon, explained clearly 


the importance of constructive 
thinking and zealous work for the 
N.S. T. A., as well as for the locals, 
so that the National and local chair- 
men of committees may dove-tail 
their endeavors. 

Stress was laid on the articles of 
the N. S. T. A. code of ethics. 

Among the many constructive 
suggestions was an N. S. T. A. ra- 
dio talk. It was also decided that 
every new member in the future be 
given a button with the N. S. T. A. 
monogram. The Philadelphia mem- 





T. F. CARLIN 


Who covers- Northeastern 
Massachusetts, plus a few 
suburban towns leading up 
towards Lowell, for the Beacon 


Falls Rubber Shoe Co. 


bership has been increased by 18 
members and there are on file 11 
applications for membership. 


In Attendance At Style Conference 


The National Shoe Travelers’ As- 
sociation was ably represented at 
the Joint Styles Conference of April 
21 at the Hotel Astor, New York by 
President James L. Scanlon; the 
National secretary, T. A. Delany; 
the chairman of women’s style com- 
mittee, Frank B. King, and Gus 
Schaub, representing the Trades 
Co-operative Committee. 


Indiana Increases Member- 
ship 

From Indianapolis comes the 
message that at the “Simultaneous 
Day” meeting of the Indiana Shoe 
Travelers’ Association of April 11, 
the thirty travelers present were 
very enthusiastic on the outlook for 
the coming season’s business, and 
some reported fall orders already 
booked from the live retail shoe 
merchants of the state. It was 
brought out in this meeting that 
the few merchants who are still 
holding to the hand-to-mouth buy- 
ing are going to be short of desir- 
able shoes when the season “hits.” 

The Indiana Association has 111 
old members on their books; it has 
added 25 members since January 
1 and each one of the 136 has 
pledged himself to bring in one new 
member for the year 1925. 

A unanimous vote was taken in 
favor of an ad of a full page or 
more in the National Shoe Travel- 
ers’ Magazine—in which space the 
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PAUL L. JONES 


Represents Rice & Hutchins, 
Inc. Sample room at 229 Walsh 
Building, Akron. 





cards of the members of the In- 
diana Shoe Travelers, or perhaps 
the hotels in the state, would appear. 


Indiana Appoints Committees 


The following chairmen of com- 
mittees were appointed by President 
Charles E. Wilson, with the under- 
standing that each chairman ap- 
point as many members as he needs 
to carry on the work for the year. 

Homer Beals, legislation; W. F. 
Crooke, railroads; Charles I. Slip- 
her, hotels; C. T. Foreman, trans- 
fer and baggage; W. E. Ratcliffe, 
membership; Mark Reed, styles; 
Ed. Maurer, trades and co-opera- 
tion; W. W. Risher, education; H. 
Garrish, sick committee; W. J. 
Newburg, budget and finance; Geo. 
Senhauser, entertainment and F. E. 
Hart, publicity. 

Several members. report recent 
changes in their lines: H. Garrish, 
now with the Central Shoe Co. of 
St. Louis, covering Central and 
Southern Indiana; C. T. Foreman, 
with A. S. Krieder & Co., Indiana 
territory; W. E. Ratcliffe covers 
Indiana with the line of the Ideal 
Shoe Mfg. Co. 

The publicity chairman, T. E. 
Hart, is a “live wire.” He says that 
the boys of the Indiana Shoe Trav- 
elers’ organization expect to make 
a big showing for 1925, so that the 
N.S. T. A. cup won last January for 
largest increase in membership 
will “choose” for its permanent 
home—Indiana. 


Jones Is Salesman for Rice 
& Hutchins, Inc. 


Paul L. Jones is the Akron sales- 
man of Rice & Hutchins, Inc., with 
sample room at 229 Walsh Build- 
ing. In addition to Akron, Mr. 
Jones covers several counties in- 
cluding such cities as Canton, 
Ashland, Mansfield, Wooster, Bu- 
cyrus, etc. Mr. Jones has been very 
successful in increasing business 
with the better class_ stores 
throughout his territory. He has 
also established a number of ex- 
clusive Rice & Hutchins’ accounts 
where nothing but Rice & Hutchins 
are used. These dealers have been 
very successful ‘on this proposition. 


Drufke is Riley’s Sales 
Manager 


Frank J. Drufke, for many years, 
connected with the shoe industry 
of Chicago and vicinity, has become 
affiliated with the Riley Shoe Mfg. 
Co., of Columbus, Ohio, in an exec- 
utive capacity. He has been ap- 
pointed salesmanager, with head- 
quarters at Room 211, Security 
Building, Chicago. Here he will 
look after the larger trade. Mr. 
Drufke is well and favorably known 
to the trade of this section. For 
twelve years, he represented The 
Irving Drew Co., of Portsmouth, 
Ohio, as its Chicago salesman. He 
has a host of friends, who like todo 
business with Frank Drufke on ac- 
count of his sterling character- 
istics. 


Levie Salesmen Hold 
Conference 


The shoe salesmen of the Levie 
Shoe Company recently held a very 
successful sales conference. Vice- 
President and General Manager 
Harry T. Wright, writes that his 
boys left Chicago for their terri- 
tories “full of pep. We expect,” said 
he, “that the Levie proposition is 
going over in a big way the next 
season.” B. C. Bowen, Western Man- 
ager of the Boot and Shoe Recorder 
was one of the speakers at the con- 
ference. Mr. Wright also gave an 
inspirational talk. 

The line-up of the Levie Shoe 
salesmen, who are now in their ter- 
ritories is as follows: 

E. A. Nuoffer, Chicago districts; 
Fred Weiss, Western Pennsylvania 
and West Virginia; Chas. A. Most, 
New York City; Louis Siegel, 
Cleveland district; Theo. G. See- 
meyer, Detroit district; Walter 
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FRANK J. DRUFKE 


Salesmanager of The Riley 

Shoe Co., with headquarters at 

Room 211, Security Building, 
Chicago. 





Philip, Washington, California and 
Oregon; Geo. J. Cohen, Mississippi, 
Louisiana, Oklahoma and Texas. 

These names comprise “the old 
guard.” The new salesmen and the 
territories they are now covering 
are as follows: 

C. B. Lanning, Maryland, District 
of Columbia, Eastern Pennsylvania 
and New Jersey; Edw. F. Keene, 
New York state and New England; 
J. P. Scullin, Wisconsin, Minnesota, 
Iowa, North Dakota and South 
Dakota; I. Manheim, Virginia, 
North Carolina, South Carolina, 
Florida, Georgia; R. B. Agnew, II- 
linois, Missouri, Kansas, Oklahoma, 
Nebraska; A. L. Carlisle, Ohio, In- 
diana, Michigan; Paul McCarthy, 
Kentucky, Tennessee, Alabama. 


Bridgewater Workers’ 
Salesmen 


The Bridgewater Workers’ Co- 


operative Association is  repre- 
sented at its New York office, 434 
Marbridge Building, by A. H. Si- 
rine; Mr. Sirine also covers New 
York and New Jersey for this 
house; O. W. Lamb, with headquar- 
ters at 296 Locust street, Akron, 
represents Ohio and Michigan; 
Warren E. Atkinson of Bridge- 
water, Mass., takes care of the en- 
tire state of Pennsylvania; Clar- 
ence A. Cossaboom of Whitman, 
covers New England. The Boston 
office of this house is at 183 Essex 
street. 
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R. H. TURNER 
Who travels the Middle West 
for Edwin Clapp & Son, Inc. 


A new member of the salesforce 
of Edwin Clapp & Son, Inc., of 
East Weymouth, Mass., is R. H. 
Turner of Kansas City, Mo., who is 
traveling in the Middle West. 

Mr. Turner is not a stranger to 
the Edwin Clapp line, having 
served with this house in various 
capacities. His wide acquaintance 
in this territory and the fact that 
he has an internationally known 
line, gives great promise for splen- 
did success in this section. 

Mr. Turner is receiving the con- 
gratulations and best wishes of all 
his friends throughout the trade. 


Lynn Salesmen Busy 


Lynn salesmen are traveling 
much these days, which is, doubt- 
less, a sign of better business, for 
the salesmen show the new styles 
and bring home the orders. 

“Larry” Lennox has been out 
with the new line of fine McKays 
from the factory of Merrill, Porter 
& Co. “Billy” Sullivan, of T. J. 
Sullivan & Co., returned last week 
from western cities with an uncom- 
monly large volume of orders for 
novelties. Charles D. MacLaughlin, 
of the MacLaughlin Shoe Co., also 
returned recently from western 
cities with a fresh stock of style 
ideas, as well as orders. 

Douglas Armstrong, of the 
Creighton factory, has lately been 
in the New York market. Barney 
Solar, with a line of samples from 
Bresnahan & Sisk, has been in 
western cities. “Tom” Maxwell, of 
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R. L. O’DELL 


Chicago representative of the 
Marathon Shoe Co. 


Hennessey, Maxwell & Hennessey, 
and “Tom” Welch, of Mitchell, 
Welch Co., are also among the Lynn 
salesmen who have been on the 
road, booking orders for shoes, and 
sizing up the future style demand. 


O’Dell with Marathon 


R. L. O’Dell, formerly assistant 
buyer in the children’s shoe depart- 
ment of Mandel Brothers, Chicago, 
is now Chicago representative of 
the Marathon Shoe Company of 
Wausau, Wisconsin, makers of the 
“Pied Piper” line of children’s foot- 
wear. Mr. O’Dell has had many 
years’ experience in the retail shoe 
field, having operated his own store 
and in later years been with Wie- 
boldt’s Department Store and the 
Mandel organization. 


Yost in Charge of Stonefield 
Evans Philadelphia Office 


The Stonefield Evans Shoe Com- 
pany of Rockford, IIll., makers of 
men’s dress welts, have opened an 
Eastern office in Philadelphia, at 
513 Denckla Building, with W. B. 
Yost in charge. He covers the trade 
in New York and Pennsylvania, 
also Washington and Baltimore. 


“Billy” Noll on Trip 


“Billy” Noll left Boston on Mon- 
day evening, April 20, for a few 
weeks’ trip to New York and then 
to the Middle West. “Billy” reports 
that “Catspaw” rubber heels are 
“still on the map.” 
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NED NEWMAN 


Who covers the Middle West 
for the Parisian Shoe Co. 


Ned Newman, a well known, 
popular shoe salesman, who has 
covered the Middle West for the 
past 16 years, has joined the sales- 
force of The Parisian Shoe Com- 
pany of Brooklyn, a real “live- 
wire” factory making high class 
turns. 

Ned is very much enthused over 
his new line, and will shake hands 
with many of his middle western 
friends the early part of May. 


“Daddy” Earle on Trip 

Arthur C. Earle, known to the 
trade as “Daddy” Earle, who 
travels the big cities for Laird, 
Schober and Co., left Philadelphia 
Sunday, April 19, for Pittsburgh 
and then Chicago. Daddy’s many 
friends in the trade will be glad to 
learn that he has completely recov- 
ered from his bad cold. 


Sennot Succeeds Keefe with 
Herman Line 
Owing to illness, James A. Keefe 
has retired from the salesforce of 
the Joseph M. Herman Shoe Co., 
and has been succeeded by. George 
Sennot, who for some years has 
been associated with the Herman 
folks at the Millis factory. Mr. 
Sennot will cover Maine, New 
Hampshire and Vermont. 


Price with Marion 
P. E. Price of Portsmouth, Ohio, 
has made arrangements with the 
Marion Shoe Co., to represent this 
company in Western Pennsylvania. 
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Reproduction of a letter actually re- 
ceived from a boy in Richmond, Va. 


ERE is one boy who knew what to look for. He knew 
that unless he saw the name Keds he was not getting 
real Keds. And the dealer who offered a substitute lost a sale. 


How about your customers? Do you show them how to 
tell Keds from ordinary canvas rubber-soled shoes? Do you 
prove to them that you sell true Keds? It is in your interest, 
as a Keds dealer, to teach them to look for the name Keds. 
As soon as your customers know that they get real Keds 
from you — with the name Keds on every shoe—you will 
gain their confidence and their repeat business. 


United States Rubber Company 


April 25, 1925 














Keds 


TRADE MARK REG. U.S PAT. OFF. 
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Advent of May Marks Opening of Outdoor 
Season for Wearing Canvas Shoes 


ITH the close of April 
school children will com- 
mence to wear rubber can- 


vas shoes for play and after-school 
purposes. The canvas shoe is typi- 
cally a shoe for outdoor wear only 
in mild seasons; it has its place in 
the gymnasium during cold 
weather. During the past few sea- 
sons, a close tab has been kept on 
the development of rubber canvas 
shoes as ideal footwear for the 
young people. Gradual gains have 
been recorded year by year and it 
has been definitely established that 
children approve of this lightweight 
footwear. 

Since the inception of the crepe 
rubber sole, rubber canvas models 
have steadily gained in popularity. 
Crepe soles added one more feature 
to the sales-talking points. For the 
summer season there are many 
types of canvas styles that carry 
appealing lines to children. It’s al- 
most time for the outdoor programs 
of boy and girl scout organizations 
to take a definite shape. That is one 
good source offered to the retail 
shoe merchant for selling canvas 
styles. 

Many shoe merchants, without 
offering any opposition, allow the 
department stores to run away with 
the rubber canvas shoe business, 
claiming the profit involved is not 
sufficient to warrant any great mer- 
chandising effort. Rubber men re- 
port this sentiment is not so 
marked since the appearance of the 
crepe rubber soled styles and the 
development of a broader range of 
patterns. 


For the Tennis Court 


The opening of the tennis season 
is at hand and means the sale of 
canvas shoes will not be confined to 
young people. Tennis has taken a 
great hold as a summer outdoor 
game and last season contenders in 
national tournaments set a good ex- 
ample by wearing canvas styles. 
The United States Rubber Co., re- 
ported that 13 national champions 
wore Keds, their trade mark style 
for rubber soled canvas shoes. 

There is a good outlook for the 
canvas rubber shoe season. News- 
paper advertising, arrangement of 
effective window trims and the dis- 
play of styles in the interior will 


stimulate interest in canvas types. 
To show the significance of the can- 
vas shoe as ideal for tennis, it 
would not be out of place, nor 
would it present a foreign atmos- 
phere to the rest of the window 
trim, if a corner was devoted to 
showing a couple of crossed tennis 
rackets with a couple of tennis shoe 
patterns in front. 





Atlantic City Merchants to 
Put on Style Review 


Atlantic City, N. J—The Atlan- 
tic City Shoe Retailers’ Association 
is completing arrangements for its 
first annual frolic, dance and style 
review, which will be held at Hotel 
Ambassador, Atlantic City, May 
12, 1925. 

The program will be broadcasted 
from the Atlantic City municipal 
broadcasting station WPG. 

Twelve beautiful models will be 
handsomely costumed to match the 
array of the many new style shoes. 





Nebe Co. of Iowa Sells Out 


Atlantic, Iowa, April 21—The 
Nebe Shoe Company, for 26 years 
one of the most prominent of West- 


ern Iowa retail shoe concerns, was 
recently sold to the Welsh Moore 
Shoe Co. of Griswold, Iowa. The 
Nebe store specialized in high- 
grade footwear, adhering closely 
to the rule that the customer is 
always right. F. M. Nebe, owner, 
has not been in good health, and 
that is the reason for his retire- 
ment from the shoe business. 





New Shoe Stores 


Harry Peresman, Marengo, Iowa. 

Kundert & Holahan, Madison, 
S. D. 

Broadway Booterie, 
Minn. 

The Shoe Mart, 804 15th street, 
Denver, Col. 

Hamilton’s Inc.,652 Market street, 
San Francisco, Cal. 

William M. Gilbert, 1407 Penn 
avenue, Washington, D. C. 

Paul’s Custom Boot Shop, Chron- 
icle Building, San’ Francisco, Cal. 


H. Liebes & Co., Grant avenue 
and Post street, San Francisco, Cal. 


Davis Shoe Co., Edwin Clapp 
Store, Powell street, San Fran- 
cisco, Cal. 


Rochester, 





The women’s window is 
shown above; the men’s 
below. A light perma- 
nent background is very 
effective in bringing out 
the trims. 


One of the newest Walk- 
Over shoe stores is at 
705 Houston street, Fort 
Worth, Texas, of which 
M. A. Daniels is 
manager. 
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Crepe Rubber Soles 


Will Be Popular This Summer 
For Everyday Wear 


A _P 
A . 
4 
i 
= 


NATURAL CREPE RUBBER 
| “Plantation Finished | 


Man’s Walking Shoe 
Made by Heywood Boot & Shoe Co. 


NATURAL CREPE KEEPS ITS SHAPE 
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There’s Nothing Like TALK 
To Create Demand 


DDED to the effect of our advertising, dealers’ advertising and 
window displays is the most powerful influence in the world— 
word of mouth advertising. 


Crepe Rubber Soled Shoes are being worn. 
Those who are wearing them are talking about them. 
Those who see them are asking about them. 


As Summer approaches the demand increases. To get the greatest 
benefit from this demand— 


Dealers are advertising in their local papers. 


Jobbers and Manufacturers are advertising in newspapers, magazines 
and trade papers. 


Get Your Name On Our Index 


Send us your name so we can send you schedule of dates when 
our advertisements appear. You can then tie your advertising up 
with ours to get the greatest results for you. 


Handbook Free 


Send the coupon for the new Handbook which tells all about 
Natural Crepe Rubber (Plantation Finished) and details of its appli- 
cation to all styles of shoes. 


NATURAL CREPE KEEPS !75 
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GEO. W. DE SMET 


666 Summer Street 
BOSTON 


and 


133 W. Washington Street 
CHICAGO 


offer for prompt shipment in all 
thicknesses 


NATURAL CREPE RUBBER 
(“Plantation Finished | 


We Specialize in All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 
And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 
Write for Samples and Quotations 


LITTLEJOHN & CO., Inc. 
137 Front Street 


NATURAL CREPE RUBBER | 
| Poantaties Eon’ ] | 


Write nearer office for further 
information. 


Sheets also available. 





New York City 
POUTHOUOUO MOOT 


ES oN eM emer est Mt ttt 


ir 


Charles T. Wilson Co., inc. § & “The Place to Sell Hosiery 
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Your name on our mailing list 
will assure you of receiving our 
periodical market reports. 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


SAMPLES AND PRICES ON REQUEST B& § Boston, Mass. 


When writing to advertisers please mention Boot anv Suoz Recorver 
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May a Month 
of 


Opportunities 


Mothers’ Day—BabyWeek 

—Decoration Day—T hese 

Are Events with Which the 

Merchant Profitably May 

Tie-Up Three Displays 
and Ads 


By A. E. EDGAR 


Figure 1—For a sport shoe trim. 
The central feature of this setting 
is a life-sized cut-out of a woman in 
sports costume. Some tennis rac- 
quets, golf sticks, balls, etc., can be 
used to advantage in the trim. 


AY is a month of opportu- 
Mitts for the shoe mer- 

chant. National events 
shape up well for the shoe mer- 
chant so that he can tie-up his ap- 
peals with them. Mothers’ Day af- 
fords him an opportunity to feature 
shoes for elderly people. Baby 
Week brings the opposite extreme 
and gives him a chance to feature 
children’s and boys’ and girls’ foot- 
wear. Decoration Day provides a 
good occasion to feature men’s 
shoes. 

The merchant should not allow 
opportunities like these to escape 
his attention, nor miss the chance 
to tie-up with them in such a man- 
ner as to indicate to the public his 
progressiveness as a merchant. 


Sport Shoes for May 

The window display is a selling 
medium second to none. In the first 
place it arouses desire, then gives 
an impulse to purchase, and finally 
affords the opportunity to buy at 
the moment of impulse—right at 
the door of the store. Desire—im- 
pulse—opportunity, a trinity that 
can hardly be bettered. 

May is a month when sport shoes 
of all kinds should be featured in- 
tensively. The displays of the 
month should give the public an ex- 
position of the sport styles the store 
has to offer. The sport atmosphere 
should be given the displays so that 
the desire is aroused for that class 
of footwear. This atmosphere 
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should be such as will make the peo- 
ple looking at the footwear visual- 
ize themselves wearing the shoes 
shown there. This will give the im- 
pulse to purchase at the moment 
when the opportunity is present. 


For Sport Footwear 


A suggestion for a sport foot- 
wear display setting is given in 
Fig. 1. This is a setting that can 
be adapted to all classes of stores, 
large and small. The background is 
made of wall board panels. Wall 
board costs about six cents a square 
foot and comes in widths suffi- 
ciently wide so that the panels may 
be made without unsightly seams. 
Where large panels of this nature 
are used it is necessary to build 
wooden frames upon which to 
mount the panels. These frames 
may be made of strips of wood, and 
need not be finished with much care 
as they are not to be seen in the 
display. The panels are nailed to 
the frames with flatheaded nails. 


Methods of Panel Treatment 


The panels may be finished in a 
number of ways, but there are two 
ways that the average shoe mer- 
chant may use with ease. One is 
painting them with alabastine, Mu- 
resco or some other water paint, 
and the other is papering them the 
same as a wall. The water paint is 
put up in powder form and re- 
quires only water to mix it. A broad 
brush is best to use in applying the 








paint, as it covers plenty of surface 
in a very short amount of time. 
Any suitable paper may be pasted 
to the panels. Wallpaper, fancy 
window papers, etc., are easily 
procurable locally. When paper is 
pasted to the face of the panel, it is 
necessary, unless the frame is the 
full size of the panel, to paste paper 
on the back of the panel so that 
when the work dries it will not curl 
up in an unsightly manner. 

The color scheme should be light 
so as to reflect the sunny bright- 
ness of the season. Cream, very 
pale gray, or white with just a tinge 
of blue, green, pink, lavender or 
other light colors are suitable. It 
should not be glaring in effect, as 
that will make the setting too 
prominent. 


Using Posters for Decoration 


Lithograph posters, advertising 
posters and pictures of sporting 
scenes are all suitable for use as 
decorations in the panels at the 
sides. These may be circular, oval, 
or in square effects, according to 
the materials at hand. If the deco- 
rator has an artistic touch he may 
paint the floral decoration on the 
center panel, but failing that he can 
utilize a few sprays of flowering 
vines to secure a similar effect. 


A Life-sized Figure Cut-out 
As a central feature of this set- 


ting (Fig. 1) we have suggested a 
(Continued on page 115) 
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|The Shoe Store Beautiful 


























American Mnterlocking Shoe Store Chairs 


The interlocking feature of these chairs enables you to seat seven 
people in the floor space that would be required for six with 
four-legged chairs. 


American Interlocking Shoe Store Chairs are singularly dur- 
able because all the wood standards are solid wood, with no 
planted mouldings or mitred joints, and are reinforced with 
heavy iron plates to prevent warping or splitting. 


Any desired finish will be applied to the wood and metal parts 
and upholstering of any material or shade may be ordered, to 
make the seating in perfect harmony with the decorative scheme 
of the store. 


Write for ‘The Shoe Store Beautiful” 


FTwevican Seating Company 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. — 





















































More than 260,000 live merchants, in a 
dozen lines of business, have found it easy 


to display their goods better behind 


Kawneer > 


SOLID COPPER 


STORE FRONTS 


The experience of J. P. Allen & Company, Atlanta, Ga., is 
typical: 


“We wish to say that these windows are producing wonderful 
selling results and stand out against all other show windows within 
our observation and we feel certain that we selected the most 
modern Store Front obtainable in the Kawneer.” 
. . . . The 
Let us help you design an individual store front sat en Soman. 


which will attract more customers to your store. Niles, Michigan. 
Please send me without obligation 
“Design Book™ of Kawneer Solid Copper 


See other sides for Six seas Store Fronts. 


of Kawneer Superiority 
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=, nty. s ago; ‘the + eal Store Front 
wae ead etl) Today, it is still in excel- 
lent cofidition. 


As in public buildings and museums of art, so in 
Kawneer Store Fronts, beauty of design is accorded 
its full importance. Maximum glass area is afforded 
in Kawneer construction, leaving the entire display 
area to the correct placing of merchandise. 


Kawneer Store Fronts are made of the most 
permanent of metals—copper. Kawneer construc- 
tion holds plate glass firmly in a resilient spring-like 
grip, reducing the possibility of breakage to the 


minimum. 


In choosing your store front, you should consider 
Kawneer beauty of design as well as its rugged 
strength and resilient glass grip. 


Kawneer 


SOLID COPPER 


STORE FRONTS 
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Figure 2—This is a type of setting in which furniture—tables, lamps, 
foot stools, etc—create the atmosphere desired. 


(Continued from page 111) 
life-sized cut-out of a summer girl 
posed as if stepping into the win- 
dow from the rear. The merchant 
will be wise not to attempt this 
work himself as he can spend a lot 
of time on it, and then not have 
a very presentable figure. The local 
sign painter, or some local artist 
can make this cut-out at a low cost 
and give better satisfaction. If the 
life-sized figure is too large for the 
window a three-quarter life-sized 
figure may be used with just as 
good effect. 

Sport shoes should be displayed 
exclusively in this window for at 
least a week, although the setting 
may be used again and again, with 
displays of both sport and street 
shoes with little change. With the 
sport footwear a few sport acces- 
sories should be shown—golf clubs 
and balls, tennis racquets and balls, 
footballs, baseballs and bats, etc. 
These should be used with suitable 
footwear in arranging units of each 
class of shoes. 


Have Show Cards In Keeping 


Show cards should be used freely 
in the display windows because they 
do the talking for the merchant. 
Card No. 1 is offered as a type suit- 
able for use in a window of the 
kind just described. The illustra- 
tion can be clipped from a maga- 
zine and pasted on the card if the 
show card writer is unable to draw 
a suitable one. 


The merchant should not hesitate 
to vary his settings to suit his indi- 
vidual needs. The suggestions given 
here must be general to some ex- 
tent, and are only ‘intended as a 
guide so far as they suit the indi- 
vidual need. Use the ideas, but 
adapt them in any way that will 
make the effect desired. 

The setting illustrated in Fig. 2 
is easily adapted for use in arrang- 
ing a general display of footwear. 
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The background is composed of 
wall board panels and two pilasters, - 
or very narrow panels. The pro- 
portions of the panels forming a 
background should be carefully fig- 
ured so as to secure a pleasing ef- 
fect. Wider windows require wider 
panels, narrower ones narrower 
panels. 


Where Furniture Counts 


The chief point of this setting is 
the introduction of furniture as 
fixtures and decorations. The shoe 
merchant who can afford to pur- 
chase as many plateaux and stands 
as he can use is fortunate, but the 
merchant who cannot spend much 
money on fixtures need not despair 
as long as he can make friends with 
his neighbors. The furniture dealer 
will gladly lend articles of furni- 
ture to the shoe dealer for the ad- 
vertising he can gain from the loan. 
Or, if the shoe merchant is inde- 
pendent he may rent them—but 
get them in some way, he should. 

End tables, piano benches, foot- 
stools, floor lamps, table lamps and 
many other household articles are 
easily used in a display of shoes, 
and when used properly they will 
add a great deal to the value of the 
display for the time being. In the 
setting illustrated a console table 
is placed against the center panel. 
Above it is hung a mirror, such as 
is being used these days in place 
of the fixtures that used to orna- 
ment the dressers and chiffoniers 

















\> 



































iT 


eo asceay ict lc MOAT he male tear 








Set 











Figure 83—A few toys will liven up this trim for Baby Week. Nursery 
subjects for the panels in the background can be secured from wall paper 


houses. 
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EXPENSE OR INVESTMENT 


Purchased on the basis of mere 
beauty or on the basis of price alone, shoe 
store equipment more often proves a luxury 
or even an item of expense—incapable of 
earning a legitimate profit. 

When purchased on the basis of 
utility it becomes an economy and when utility 


is combined with flexibility, permanence and 
attractiveness it becomes a real investment. 


New Way sectional, interchangeable 
shoe store equipment represents a real and 
tangible asset in that it can be moved, re- 
arranged or added to without the slightest 


work of reconstruction. 


Tremendous manufacturing re- 
sources and a large production schedule has 
made it possible for us to offer New Way shoe 
store equipment at an extremely low price. 


Description and prices upon request—no obligation. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Manufacturers and Designers of Quality Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. - 
BRANCH OFFICES IN MOST PRINCIPAL CITIES 


PORTLAND, ORE. : 





NEW YORK, N. Y. 
CONSULT TELEPHONE DIRECTORY 
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Figure 4—The June bride gives 
attention to her trousseau in May. 
Why not a bride window? 


of yesterday. Upon the table a large 
vase with artificial flowers is placed 
and the setting is complete. 

Shoes may be shown on the 
table and on low stands placed on 
the table. If desired a drape of some 
kind may be thrown over the table 
to give more color to the display. 

A most successful display man- 
ager in a large shoe store in a cer- 
tain city uses furniture of all des- 
criptions in his window displays 
and the results are pleasing to the 
eye, and the displays are sales mak- 
ers, as well. 


Now for Baby Week 


Baby Week affords the shoe mer- 
chant an opportunity to feature and 
push children’s footwear as well as 
infant’s shoes. A special setting for 
this week, similar to that illustrated 
in Fig. 3, can easily be constructed 
by the merchant. Even if he can- 
not procure suitable pictures for 
his decorations he may utilize cut- 
outs made by a local artist. Wall 
paper firms often carry in stock 
panels with designs that please the 
little tots for use in papering the 
nursery. Figures cut out of these 
panels may be used freely in de- 
corating a background for Baby 
Week. Crepe paper manufacturers 
also have printed designs that could 
be used in a similar manner. Chil- 





The show card should be con- 
sidered as an essential part of a well 
planned setting. 
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Figure 5—These two appropriate 
symbols for Decoration Day may be 
used either singly or together. 


dren delight in action, so that fig- 
ures shown in action will always 
please the younger minds. 

The display of children’s shoes 
should be specialized as much as 
possible. It is better to show a unit 
of infant’s sizes, another of child’s, 
and another of misses’ than to mix 
these together in the display. Dur- 
ing Baby Week the chief unit 
naturally should be infants’ foot- 
wear, and this should be featured 
in the center of the window dis- 
play. The other units may be posed 
at each side of the infants’ unit. 


Toys Help Other Display 


Every child’s eyes will light up 
at the sight of a toy of any kind. It 
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Narrow background panels such 
as shown here in Figures 4 and 5 
are suitable for small windows or 
for unit displays set apart in larger 
windows. 





is the part of wisdom to show toys 
with the shoes intended for the 
juniors of all classes and ages. This 
has been suggested in Fig. 3, al- 
though no definite arrangement has 
been attempted. It may further be 
said that too many toys will spoil 
the display of footwear and become 
one of toys, instead. This, of course, 
is to be avoided. 


A display of footwear during 
Baby Week may be fairly stocky, 
although overcrowding is not ad- 
vised at any time. The more styles 
that can be shown in this display 
without. crowding the shoes too 
much, the better. The accessory dec- 
orations are to attract attention. 
to the display. The showing of shoes 
is for the purpose of creating the 
desire, giving the impulse to pur- 
chase and affording the opportunity 
to buy at the moment. 


The display of children’s foot- 
wear demands its mouthpiece as 
well as other displays. Card No. 2 
is offered as a suitable type for use 
in connection with the setting illus- 
trated in Fig. 3. The phrasing of 
the show card is important. The 
suggestion given in the message on 
Card No. 2 is that proper shoes for 
growing boys and girls (of all ages) 
are to be found inside. The sug- 
gestion “all ages” is made by the 
illustration, where three different 
ages are pictured. 

Advance showings of White Foot- 
wear should be made in May. These 

(Continued on page 125) 














Trop 


for growmg, 


boys and gjrls 


BE 9 


ier 


Shoes JSootwear 


Summer 



































Figure 6—A card 
like this goes well 
with a sport shoe set- 
ting such as shown in 
Figure 1. 


Figure 7—For a ju- 
venile trim. The three 
figures suggest the 
different ages of child- 
hood. 





Figure 8—For a 
card like this the back- 
ground should be 
tinted to set off the 
white costume. 








SHOE HANGERS 


This is an admirable thing 
for a woman. The bar to be at- 
tached to closet door and four 
forms for four pairs of shoes 
come together. As a feature it 
is worth a window display. In 
the selling of an appliance like 
this the lesson of how to keep 
shoes is taught indirectly, and 
folks come to think of a pair 
of shoes as a thing of value 
that must be taken care of. 


THE ANKLET 


BOOT AND SHOE RECORDER April 25, 1925 


ee 


| 
| 


& 
—_ | 

> 

« 


THE HEEL PROTECTOR 


Women drivers of automo- 
biles are becoming more nu- 
merous every day. The daint, 
satin slipper finds itself roughi,, 
used as it works back and 
forth on the accelerator and, 
therefore, interest is shown in 
this heel protector that may b. 
slipped on and off at will, and 
carried in the pocket of the 
car when not in use. 
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Another conceit that may be aptly 


termed “foot millinery.” 


The more things a shoe store has to 


sell the more shoes it will sell. 


THE SOCK 


If the sportsman must 
go to another store to get 
a sock that he needs to 
wear inside his rubber 
boots the shoe merchant 
loses an opportunity of 
selling him the new type 
of sporting shoes; he will 
not know that one caters 
to” the special need of 
sportsmen. 





FOOT POWDER 


It’s surprising to see the amount of money 
that is spent in getting up pretty containers 
for face powder. Here is an idea for a foot 

powder shaker. 
With its use 
there'll be more 
foot comfort 
and greater satis- 
faction derived 
from your shoes. 
Women find it a 
pleasure to use 
such things. 
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ISUGGESTIONS 


THE “TOILET” COM- 
BINATION 

There is just as much at- 
tention paid to feet as the 
face. The “foot toilet” set 
will meet with as much en- 
thusiasm and operees as any 
face set — a 4 some- 
one must beautify the con- , 
tainers. A powder container, rire BUTTERFLY HOSIERY 
a lotion container and one Sah 1) With short skirts the but- 
for a soothing cream to be SF a 7 & terfly on hosiery; an oppor- 
sold in combination. ptoet we ao f tunity for some brisk novelty 
gu woman. wend pla | AN : sales), The introduction of 

8 wr 7 if! : something new often is 
paper boxes, that she gathers | = ie needed to keep the publie 
round her when she cares for WA coming in. 
her feet each evening, for ; y = 
such pretty things as pic- 
tured on the right. 





RIBBON SOLD BY THE YARD 

Ribbon houses report a good sale on 
yard goods in shoe stores. Ribbon and 
leather trimmings in dresses can be 
carried into the shoes now with rib- 
bon bows for “ties.” 

Their use in brightening up a shoe 
may be vividly displayed. 


SPORT SOCKS 


It may be a little broad to 
characterize men’s footwear as 
“millinery,” but the colorful 
and eccentric weaves are creat- 
ing a lot of attention. Ordi- 


- article of merchandise would go is i i 

ners to stores other than the shoe | that tak Se pnched waaip’ the head of 

1 foot store. “millinery.” Think what it will save 

aker. your customer who has had trouble 
use with “slipping heels.” 

sore THE PEACOCK DISPLAY 

satis- To bring the proper attention 

rived to the “millinery” in the store, 


shoes. take a peacock (hire one from a 
ita costume house), and in his tail 
use pin the buckles for sale. The 
tail hides the feet so run rib- 


bons from his feet to polishes. 
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WALKING PAsT 
WINDOWS ? 
Good Window Cards Stop Them 


This is the ‘window shopping” season. More than seventy-five 
per cent of your transient business—almost all of your regular 
customer business— 


Will be the result of attractive styles displayed in your 
windows. 


Good window cards will be your “‘salesmen” in the windows. 
They will get your selling message “‘across” to the window 


shopper. 


THE RECORDER SHOW CARD SERVICE is on the job 
for you at all hours of the day and night—selling your shoes. 
It is neat, “punchy” and up-to-the-minute in its appeal. 


It is artistic, neat and attractive—and individual. 


‘Send in the coupon today! 





What the Service Consists of COUPON 


With your order: Eight handsome display mat frames with your store name 
hand lettered. Four large 8” x 14” and four small 6” x 12”. You have a choice Recorder Show Card Service, 

of two colors—blue or green. A generous assortment of blank price tickets to Room 607, 189 West Madison St., 
match the cards. Also special pen holder with pens and ink with instructions on Chicago, Ili. 


lettering price tickets. 0 0 Please enter our order for the 
. RECORDER SHOW CARD SERV- 
Every month: Sixteen hand designed card in ‘A ICE for one year from this date. 


serts to slip into the mat board frames and 

ay A. enerous supply of price tickets to match 
with complete instructions as to the best 

as oo get the most benefit from the service-selling 

helps, etc. 


We agree to pay you $4.00 per 
month for this service. atk 


ied) 
We prefer the lue Facet Mat 
board frames. — , 
Letter our mame on the mats as 
per copy attached to this coupon. 


The Recorder Show Card Service 
Room 607, 189 West Madison Street 


CHICAGO ee ee oe “ ILLINOIS 
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Fit Any Size 
or Style Heel 
Snugly 


A Tweedie shapes itself to cover all 
parts of the heel and the back of 
the shoe, An inconspicuous elastic 
band holds it snugly in place. Ab- 
solute protection against scuffing, 
grease and dirt! 

Made of fine woolen material 
Tweedies are light in weight and 
easily carried in your purse or car 
pocket. They are trim, neat, attrac- 
tive—made in pleasant colors to 
harmonize with shoes and costume. 

On rainy days, protect your heels 
from mud and water by wearing 
Tweedies with rubbers. 

For sale by shoe stores and in the 
shoe sections of department stores. 
Write for names of dealers in your 
locality. Tweedie Boot-Top 
Company, Makers of Glove-Fitted 
Tweedie Boot-Tops, 1423 Olive St., 
St. Louis, Missouri. 





This Counter Display Carton 
Holds a Dozen Pairs 


of Tweedies 


It is another salesman added 
to your force. Place it where 
it will be seen—and watch 
Tweedies sell themselves ! 


(Clip, fill out and mail today for Quick Profits! ) 


Reproduced at the left is one of the adver- 
tisements for Tweedie Heel Protectors 
appearing in women's magazines, 

> 


Every Woman 
Who Drives a Car 


Needs Them! 


HEN a woman buys a pair of 
shoes or slippers in your store, 
ask her if she drives a car. If 


she does, be sure to show her Tweedies. 
She will be interested, and will thank you 
for your thoughtfulness. 

No fitting. Just select the proper heel 
style in a color that harmonizes with the 
customer’s shoe. Style and color are 
printed plainly on each carton. 

Show your customer the pictures on 
this handy little carton. Point out how 
Tweedies prevent scuffing on kids, pat- 
ents, calf and satins—prevent the shiny 
marks and tiny tears on bucks and suedes 
—prevent the soiling of brocades and 
canvas slippers. Show her how Tweedies 
protect her shoes against grease and dirt, 

If you have time, slip one on her heel 
to demonstrate how easily and quickly 
Tweedies are pulled on and off. Tell her 
that Tweedies, compact and light, may be 
carried in her purse or in the pocket of 
her car. Emphasize the advantage of pro- 
tecting the appearance of slippers by using 
this pair of inexpensive eg enebeenaee. 
And your sale is made! 

Tweedies are fine woolen material, in 
black, browns and greys. These attractive 
shades harmonize with Milady’s shoes 
and with her costume. There are three 
heel patterns—Cuban, French and Span- 
ish. They fit — size or style heel snugly. 


They may be cleaned, just as you clean 
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Tweedie Boot-Top Company, 1423 = ar Obes Louis, ne ge ee 

Pl send one dozen pairs of Tweedie Hee tectors, each pair packed in an 
individual p= oh and the dozen pair packed in a Counter Display Carton. Price $6 
per dozen pair. 


any woolen. 

Get one woman to wear Tweedies and 
(Note: We Recommend « Trial Dosen Assortment of 4 pairs she will soon send all her friends to your 
én cach style heel, 2 pair of each style tn black; pair in brows.) store. No shoe accessory in years has 
made the instantaneous success scored by 
Tweedies, with users and with dealers. 
Get your share of the profits. Order a 
Trial Dozen today. 


Tweedie Boot-Top Co. 
1423 Olive St. St. Louis, Missouri 


Heel Styles: : 
___Pairs French (“Spike,” Slim Spanish or Louis ) Colors Wanted __ 





___Pairs Stocky Spanish (Light Cuban.) Colors Wanted 





__Pairs Cuban (Box.) Colors Wanted 





Buyer's Name 





Dealer's Name 














When writing to advertisers please mention Boot anv Sno Reconper 
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No. 1 No. 2 No. 3 No. No. 5 


OUR LARGE LINE OF WOOD FIXTURES - 


ARE UNSURPASSED FOR STYLE AND QUALITY 
THEY ARE IN EVERY WAY THE ACME OF WOODWORKING CRAFT 
Above we show a few of our styles. Cut No. 4 shows one of our many types of hosiery fixtures. 
3 COMPLETE LINES FOR IMMEDIATE DELIVERY 


ASK FOR OUR BEAUTIFUL CATALOG ra fo SHOWS ALSO NUMEROUS “WINDOW 


OUR GLASS FIXTURES 


ARE NATIONALLY FAMOUS, AS THE MOST COMPLETE LINE AND MOST 
COMPREHENSIVE AND ORIGINAL STYLES TO BE FOUND IN THE MARKET 


OUR CATALOG No. 18 IS REPLETE WITH EVERYTHING AND SHOWS MANY 
BEAUTIFUL “SET UPS” AND TRIMS—ASK FOR IT 


WRITE FOR SAMPLES OF WINDOW VALANCES, PLUSHES AND THE NEW 
U-200 LINE OF LIGHT WEIGHT, FAST COLOR WINDOW FABRICS 


Quality—Service—Courtesy 
Visit Our Chicago or New York Show Room 


NEW YORK SHOW ROOM THE HECHT FIXTURE CoO. 


ASeeteres = Ave. DEPT. 12 
Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
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THE ZOO 


The latest in shoe decoration; clasped on the side, 
front, or any odd place to attract attention to a 
pair of good looking feet. 
A business producer—a splendid value 
$9.00 per dozen pair 
An order for several dozen will mchekhy convince you. 


ABE MANHEIMER CO. 
14th and Locust Sts., St. Louis 
While shan talk quality, we guarantee it. 








LIGHT COLOR SHOES REQUIRE 
LACES TO MATCH 


STOCK 
“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat. Off.) 


SHOE LACES 
Made in 


LIGHT TAN, BROWN, BLACK 


STRONG and DURABLE 
NO-METAL-TIPS 


First quality, Fast Color Braid from 
TIP-TO-TIP 
“HUBTIPS” are packed in Striking Individual Cartons 
72 Carton in Display Cabinet 


Specify ““HUBTIPS”’ 
To your jobber or write us direct 


FRANK W. WHITCHER CO. 


Manufacturers 


332 Albany Bidg., Boston, Mass. Eficaso, m. 


Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 





























ON THE OCEAN FRONT CAPACITY 1000 


Che Breakers 


ATLANTIC CITY, N. J. 
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CAN A SHOE STORE SELL SPORT EQUIPMENT COMPLETE? 


A sports footwear outfit for the young miss. The sweater and hosiery 
match exactly and are developed in a soft gray and blue pattern. The 
sandals are made of hand interwoven leather thongs and are equipped 
with crepe rubber soles. Specialties sold in Thayer-McNeil’s Shoe Store, 


May a Month of Oppor- 
‘tunities 
(Continued from page 117) 
displays should be largely made for 
the purpose of furthering the sale 
of white footwear at a later date, 
when the season and the weather 
combine to make them desirable. 
The type of show card illustrated 
in Card No. 3 may be used in the 
general display with a small unit of 
two or three pairs of white shoes. 
White shoes should be mentioned to 
every customer during the month, 


as that will advertise the merchant’s © 


preparedness for the white business 
when it develops. 


Here Comes the Bride! 


The June Bride is usually given 
much publicity in June. The writer 
believes some of this should be ex- 
pended in May. The June bride will 
in many cases purchase footwear 
for her trousseau in May. The shoe 
merchant should get after that 
business. A small unit given ex- 
clusively to the display of wedding 
footwear, party slippers, etc., will 
do a great deal to centralize the 
thought of those interested in wed- 
ding footwear on the store making 
it. In Fig. 4 the suggestion is of- 
fered that a picture of a bride be 
used as a panel decoration. With 
this to form a special unit it is sug- 
gested that a small chair be bor- 
rowed from the furniture dealer— 
one of the gold finished kind if pos- 


Boston, Mass. 


sible. Then a wedding veil and a 
wedding bouquet of artificial flowers 
should also be procured, as well as 
a long white satin pillow. The veil 
may be draped over the chair and 
allowed to drape gracefully over 
one end of the pillow, which is 
placed on the floor of the window. 
Footwear suitable for the bride to 
wear during the wedding should 
be shown exclusively in this unit. 
Traveling shoes, sport shoes, etc., 
for the bride may be displayed in 
the same window, but the bridal 
unit should consist exclusively of 
evening slippers. 
Symbols for Memorial Day 

Decoration Day calls for recogni- 
tion by the shoe merchant. His win- 
dows are his representatives. A 
Decoration Day display in which 
patriotic recognition of this date 
is indicated represents him as giv- 
ing recognition to the event and of 
realizing its importance. In Fig. 5 
two decorative units are suggested 
for the Decoration Day window. 
These may be used together, or 
singly. 

The shield and wreath unit may 
be easily made by the merchant, or 
both may be purchased ready for 
use in this manner. A sword and 
wreath form the basis of the lower 
unit. The wreath may be tied with 
black and purple ribbons, and may 
also have a narrow red, white and 
blue ribbon tied in with the other 
two. 
Either or both of these units in 


the window are sufficient, although 
it is proper to use flags as well. The 
custom of former years of giving 
the Decoration Day displays a 
funereal atmosphere is being aban- 
doned in most quarters. It is not in 
good taste. 

Take advantage of May’s oppor- 
tunities. They never come again. 





Picks Blond to Sell Freely 


Niagara Falls, N. Y.—John F. 
Farrell, buyer for the shoe depart- 
ment of Jenss Brothers, Inc., re- 
ports that blond satin is going to 
be a very big number. One style at 
$8.85 is meeting with a very satis- 
factory response. Patent leathers 
and light tans are moving well. 

White kid slippers commenced 
selling the last of February and 
have been “at it” ever since. Mr. 
Farrell believes that white trimmed 
with black will be a good seller. 
Pumps with buckles and gore styles 
are popular. He looks for a big 
business on crepe soled shoes in two 
tones; also for a big run on sandals. 


New Store for Stout Feet 


New York, N. Y.—Jewell Sales 
Company recently opened an office 
in the Graham Building, 127 Duane 
street, and will carry a line of high- 
grade shoes for stout women. Spe- 
cial patterns, lasts and widths have 
been designed for this class of 
trade. The firm members are W. E. 
Jewell, Julius Simon and J. R. 
Duckett. 
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A permanent jet black dye 
—tor all light colored shoes 


Try REPCO on any light colored 

shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 
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There is no disagreeable odor to Repco Dye 
and it is unaffected-by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 
REPCO DYE selling or using Repco Dye find it a profitable 


P : ; 
lean, Diack. all kinds of russet, tan investment and an excellent trade-builder. 
shoes. 





UL tee ee i an cy Suggest Repco Dye to your customers as a 
io ag 
ose wer” means of getting longer wear out of their light 


: evenly 
Apply the dye om on 
colored shoes. 


IMPORTANT “ 
am to stand open any longer © the oF 
ll, however, tion takes place 204." aa 

add a little ool or denatured alcobol, » 


Sh UNITED 
Sf REPAl mine MACHINE 
COMPANY 
S°8TON, mass. 











For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 
San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 
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Diversity of Style Noted 
in Shoes Sold in Chicago 


CHICAGO—The Easter Fashion 
Parade showed a bewildering array 
of footwear. There were blond sat- 
ins, gun metal satins, two-toned 
patent and kid combinations, tans 
and blacks. There were buckles and 
bows and straps. There were 
straps, tongues and step-ins. Every 
member of the shoe style family 
was there. There were new shoes 
and Chicago shoe merchants sold 
them. It was a pleasing finale to 
several weeks of promise. It was a 
week of fast selling and quite a 
volume. 

The men’s business was also 
good, especially on tan footwear. 
That finally seems to have taken 
hold with the sterner sex, and the 
men’s stores are happier. The de- 
mand for shoes in the past week 
was better than has been experi- 
enced at any time in the past six 
months, and almost, anything. at- 
tractive in patterning was style. 


Step-Ins Leaders 


It’s safe to say that the step-in 
pump and the small-tongued oxford 
led the procession by considerable, 
but in colors, the greater weight of 
buying went to the blacks in satin 
and patent. The gun metal satins 
are gradually building up their 
place in the selling, too, and it is a 
safe guess that many of this fabric 
will be sold in the next few weeks. 

In colors, two-tones, the gray and 
black patent were favored. Many 
tan shoes were sold, with contrast- 
ing trimmings, but not so heavily 
as the tans. There was a splendid 
business done, too, at the ornament 
counters, where fancy buckles and 
bows were demanded. 

The selling resistance to these 
accessories is so slight that hardly 
a pair of pumps.or ties or Colonial 
oxfords but that a little suggestion 
on the part of the clerk, and an- 
other sale was added to the first. 
This vogue bids fair to add many a 
dollar to the sales of the live and 
wide-awake merchant, and most of 
this business is done on a compar- 
atively small stock and slight in- 
vestment. 


Pushing Buckles 


The O’Connor and Goldberg, 
Wollack and Bauer, Ruby and Fos- 
ter stores are featuring buckles 
and trimmings strongly in their 


window displays as are almost all 
of the loop stores, and they are 
materially increasing their sales. 
The Holden store on lower State 
street, selling to medium-class 
folks, showed an astonishing vol- 
ume of accessory sales and are de- 
voting a whole section of the ho- 
siery display cases to these nov- 
elties. 


One-Straps Strong 


The one-strap patterns have 
shown an interesting volume and 
with these models, especially, there 
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has been a wonderful opportunity 
to sell ornaments that slip over the 
straps and-conceal the buttons. 
Either buckles or bows being gen- 
erally used. 


Alfred J. Ruby to Europe 


Alfred J. Ruby, genial owner of 
the Alfred J. Ruby, Inc., stores in 
Chicago and Detroit, left Chicago 
Saturday for New York, from 
where he sails, Wednesday for 
Europe. Mr. Ruby says that it’s 
“business” that’s taking him over 
the sea, and he’s probably correct. 
It is suspected, however, that it is 
“good business” in the Ruby stores 
that’s responsible, and Alfred J. ig 
going “over” to rest a bit from his 
activities of a busy season. 





Variety of Patterns Sell 
Freely in San Francisco 


SAN FRANCISCO—There was 
a healthy trend to the retail shoe 
trade during the final weeks of the 
pre-Easter season. Perhaps the 
strongest material in women’s 
shoes was tan calf. Black patent 
styles also sold freely. The strength 
of blond and black satin is marked 
and are expected to sell during late 
spring and summer. 


High Novelty Styles 


The windows of the Frank Wer- 
ner store on Geary street give a 
good idea of many of the ultra- 
novelties. Amongst the shoes dis- 
played are colored doeskin, in a 
variety of colors; combinations in 
white and black patent; shoes with 
batik backs and heels and black 
patent vamps; opera pumps with 
iridescent patent vamps and the 
quarter and heel in alligator. Some 
of these last-named have an alli- 
gator strap. They are shown with 
the new Swiss heel, both high and 
low. There are also shoes of cinder- 
colored satin, brown satin and 
opera pumps with light tan moire 
quarter and vamp of blond kid. 


To Open New Store 


Hamilton’s, Inc., selling men’s 
shoes at 826 Market street, is pre- 
paring to open a second San Fran- 
cisco store on May 1. This is at 
652 Market street, across the street 
from the Palace Hotel. There will 
be no stock in view. E. T. Jones is 


the store manager at 826 Market 
street. 


Bert R. Hecht Dead 


Bert R. Hecht, 60, vice-president 
of the Buckingham & Hecht Shoe 
Company and of the Emporium, 
died recently at the Dante Sanita- 
rium. 


Custom Shop Opens 

Paul’s Custom Boot Shop is the 
name of a new shoe store, exclu- 
sively for men, which was opened 
on April 4 in the old Chronicle 
Building at Market and Kearny 
streets. Paul Tieburg is the propri- 
etor. The store is Mr. Tieburg’s 
own establishment. The Royal 
Shoe store, with which Mr. Tie- 
burg has long been associated, is 
doing business as usual. 


Liebes Open Store for 
Women 

A new store, exclusively for 
women, was recently opened by H. 
Liebes & Company on Grant ave- 
nue, at Post street. The manager 
of the Liebes shoe shop is J. R. 
Holley, who came to the San Fran- 
cisco concern from Los Angeles. 
He was formerly associated with 
the Gude Shoe Company of Los 
Angeles. 


Second Clapp Store 
De Witt C. Davis, president of 
the Davis Shoe Company is about 
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LENDER FO 
Specialist in Special Measurement Footwear ARCH FITTER 


TRADE MARK 





AN APPRECIATION 


3). J EALIZING that every dollar of profit 
2. that is earned by us must come 
gee) through the cash register of some re- 
tail merchant, co-operation with the retailer 
has ever been a foundation stone of our policy. 














In the development of our wide range of spe- 
cial measurement lasts and patterns; in the 
multitude of sizes and widths which we carry 
in stock; in our constant study to fit women 
whose exceptional requirements make them a 
problem to every retailer; by fair adjustments 
and the various details which affect the rela- 
tionships of manufacturer and dealer—we 
strive ever to keep the retailers’ interests up- 
permost in mind, and to serve them faithfully. 


That this policy of complete co-operation has 
found appreciation with our dealers is appar- 
ent from the fact that even with increased fa- 
cilities, we have scarcely been able, in the 
weeks just past, to keep up with the demand 
for the shoes we make. 





We, in turn, appreciate this concrete evidence 
that you recognize and appreciate our efforts. 


And so 







WE THANK YOU 


ee 


ROCHESTER, N. Y. 
Chicago Office: 189 West Madison Street 
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to open a second Edwin Clapp shop. 
This exclusive men’s store is on 
Powell street, between O’Farrell 
and Geary street. It will open about 
May 1. 


' Sport Display for Men 


Sport and outing shoes were dis- 
played in an attractive manner by 
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the C. H. Baker store, Kearny and 
Post street, for the spring opening. 
The windows on Kearny street 
were transformed into the interior 
of a log cabin, with moss, skins, 
etc., on the log walls. In another 
window were stuffed deer, automo- 
bile accessories and slogans, shown 
on a background of turf. J. J. Solon 
is manager of the store. 





Slender One-Straps Are 
Features in Cincinnati 


CINCINNATI—Women are not 
so particular as to the type of shoe 
they buy, just so that it is attrac- 
tive, and contains some of the new 
features of spring footwear. Slen- 
der one-straps are leading the strap 
field, and most of these are sold 
with small ornaments which slip 
over the strap to conceal the button, 
or else a bow of some kind connect- 
ing the straps. Step-in patterns are 
very good. 


Satins Selling Well 


In general, satins are increasing 
in popularity. Patent leather is very 
good, and seemingly has lost none 
of its popularity in spite of the sud- 
den spurts of other materials. Tans 
are still holding their place, and in 
the medium-priced stores are used 
a great deal in combination with 
patent leather. Smith Kasson re- 
port that batik quarter with patent 
leather vamp is especially good. 


Valuable Selling Hints 


The Selby Shoe Co. ran several 
interesting articles in its Arch Pre- 
server Shoe Magazine, a house or- 
gan sent out to retail merchants. 
The first article on “Making the 
Sale,” emphasizes the fact that 
great care should be taken to fit 
the customer so that she will come 
again. The company offers a new 
advertising booklet, ‘Use Your 
Feet,” which is available for mer- 
chants, and can be used in their 
local campaigns. 


Shoe Travelers Meet 


The Cincinnati Association of the 
National Shoe Travelers’ Associa- 
tion held its meeting, April 11, at 
the club rooms of the Shoe & 
Leather Club. George Schuette, 
president, presided. The following 
committees were appointed: Mem- 
bership, W. E. Stacks, Fred Grei- 


fenkamp, and Sim Fechheimer; leg- 
islative, J. Jaffe, and John J. 
Walsh; entertainment and social, 
Charles Auer, Elmer Kokenge, and 
Charles Jacobs; welfare, Frank J. 
Weber; advertising, George Aftel, 
and W. P. Hennesy; house commit- 
tee, B. L. McDonald; employment, 
Emanuel Peck; general service, 
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Frank A. Woll, and John Miller; 
style, Charles Mueller, Albert Klin- 
kicht, and B. F. Davis; railroad, C. 
F. Weckel, Frank Calding, and 
Emil Longini; auditing, Frank J. 
Weber, J. Janon, and Charles Muel- 
ler. . 

The entertainment committee 
was urged to get busy at once on 
laying preliminary plans for the an- 
nual outing to be held the early 
part of July. 


Buyers in St. Louis 


Albert Schlomer, buyer of the 
basement department of the Roll- 
man & Sons Co., and H. Momper, 
buyer of the 5th floor women’s shoe 
department have been in St. Louis, 

~~? ! 
Against Returning Goods 

The Cincinnati Retail Merchants’ 
Association issued circulars regard- 
ing the “Returned Goods Evil” in 
early April. 





April a Good Month in 
Most Cleveland Retail Houses 


CLEVELAND—tTrade in Cleve- 
land during April showed a decided 
improvement over the average run 
of sales during the month of 
March. Business is moving steadily 
forward, according to the banks 
that make forecasts, but the rate 
of progress is not so great as was 
anticipated months ago. A satis- 
factory year, however, is certain, 
and conditions during the first 
quarter of the year bear out this 
statement, for the sales have been 
heavier than in the first quarter 
of 1924. ~ 


Many Strap Patterns 

Shoes of all colors may be seen 
in the windows. The copper colors 
are popular, and the brown satins 
and brown serges are exhibited in 
many models. White shoes, with 
artistic buckles of silver, brilliant 
stones, and old gold, have been used 
to beautify the window displays. 
Black satins in plain and with sil- 
ver and gold decorations add a dig- 
nified tone to displays. The black 
patents are everywhere. Combina- 
tion colors of black and white stare 
out from the windows. Strap mod- 
els are seen in profusion, and there 
are cut-outs and stitches and braids 
used to beautify models. The dress 
goods shown are of the brighter 
colors, and the shoe merchants 


have apparently figured that it is 
going to be another big season for 
novelties. Merchants are arguing 
that those who have the latest and 
smartest shoes to be had will have 
plenty of sales. te 
eaten € 
Veterans Meet 


At regular intervals a group of 
five men, who sold shoes in this 
city 50 years ago, gather for a 
period of reminiscences. They are 
still in excellent health, vigorous 
mentally, and appear to be good for 
many more years. 

In the group are James Plocar, 
George H. Lenz, Mitchell Living- 
stone, Frank W. Barker and Maur- 
ice Livingston. The two Living- 
stons are still in the shoe business 
as employees of the late S. Berman, 
with whom they started. The others 
are in different lines today. 


Resignation of Shoe Buyer 


Emil E. Frye, vice-president and 
treasurer of Stone Shoe Co., and 
buyer of men’s shoes for many 
years past, recently resigned his 
position. Mr. Frye has a wide ac- 
quaintance with shoe manufactur- 
ers and merchants, and is one of 
the most popular buyers in the 
trade. 
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| Black and Tan — Calf Licathes 


Black ea Tan 
Willow Calf Leather 


Are the pure blooded registered upper stocks for fine shoes. 


IUBOMORBOMOR Tay D 


Their pedigree goes directly back to the earliest history of 
Chrome Tanning, with constant improvement ever since. 


Only the well cared for domestic Urge if you can the better care of 
animals are profitable. Their animals, thus improving the 
hides and skins tend to make the quality of leather and shoes. 
best leather. 





~ 
2) 
= 
=, 
2 
=> 
~/ 
+) 
= 
2 
= 
~ 
2 
= 
~i 
2%, 
~ 
2, 
va! 
~i 
2 
= 
~) 
e 
i 
= 
~ 
% 
SS 
~/ 
2 
= 
~i 
2 
= 
~i 
2 
= 
= 
= 
Si 
> 
° 
. 
* 
1 
e, 
° 
~ 
2, 
NN 
° 
° 
=\' 
e 
Ai 
RX 
Al 
. 
o 
~ i 
2 
\ 
e 
4 


WGANGNVe 


KUO 


Picture taken at the farm of Charles H. Jones, of the Commonwealth Shoe & 
Leather Co., Weston, Mass. 


AMERICAN HIDE & LEATHER COMPANY . 


Offices and Stores 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER COMPANY, Ltd. 
Northampton and Leicester, England 
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Blond Satin Runs First 
in the St. Louis Stores 


ST. LOUIS—tThe retail shoe 
business was graced with ideal 
weather during the pre-Easter 
week and culminated on Saturday 
with perfect conditions which per- 
mitted of increases throughout the 
trade over the same period of a 
year ago. Friday was one of the 
big days of the week. This demon- 
stration created in the minds of the 
retail merchants an unprecedented 
business on Saturday. 

The children’s business during 
the past week was probably the 
largest experienced in a long time. 
The last minute rush completely 





Sprngt powder blue sky overhead and 
the Perlee underfoot. The Perle, April's Calen- 
dar style the smartest shoe seen this month 
with the smartest buckle seen in years. In black 
patent leather, cut out at the sides in the newest 
Parisian manner! Exclusive with us —for weare 
the only Calendar Style Service shop in town’ 


Moderately 
Priced 


Famous-Barr Co. | 
St. Louis, Mo. NN 
» 





SI 05Co 





The Famous-Barr Company 
has had very good success in 
circularizing its mailing list 
once a month with the small 
envelope stuffer reproduced 
herewith. It is three inches 
wide and five inches deep and 
each stuffer pictures and de- 
scribes one shoe only, the shoe 
being changed every month. In 
this way ét is sought to arouse 
and hold the interest of the 
women who do their shoe buy- 
ing from that firm. The stuf- 
fers form part of the service 
rendered by Johansen Bros. 
Shoe Co., to its retail accounts, 
being sent from the factory 
well in advance of the time 
they are to go into the mails 
from the retail merchant’s 
store. 


upset every one of the children’s 
departments. No one complained of 
this success, but many were prone 
to shout “enuf.” 

The men’s business slumped bad- 
ly. The opening of the baseball sea- 
son at which the newspapers 
guessed an attendance of 20,000 was 
the peg upon which most mierchants 
hung their excuses. 


Blond Satin Sells Freely 


In the style field blond satin 
proved a thoroughbred. It lead the 
field in a majority of stores. The 
patent combinations of trimmings 
and fittings received much favor 
and the buying of this vogue was 
substantial. Batik trimming and in 
allover patterns has sold as well as 
was expected. 

The first whites are being sold. 
The ultra-smart stores in fact have 
had considerable volume on this 
summer vogue. 


Lane Bryant Opens Store 


Lane Bryant, a national institu- 
tion, opened a St. Louis store at 
Sixth and Locust streets. The pol- 
icy is similar to its other stores 
located throughout the East. There 
are two shoe departments, one be- 
ing located on the first floor and 
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another in the basement. The base- 
ment store will carry a grade rang- 
ing from $4.85 to $7.50 while the 
upstairs store prices will range 
from $8.50 to $16.50. 
Shoemen Appointed in 
Mayor’s Cabinet 


Victor J. Miller newly elected 
Mayor of St. Louis has appointed a 
number of prominent St. Louisans 
to constitute a Citizens’ Cabinet. 
Among them are some of St. Louis’ 
leading shoe manufacturers. The 
following are those named: Jack- 
son Johnson, chairman of the board, 
International Shoe Company, Frank 
C. Rand president of the same com- 
pany and Howard Stephens, presi- 
dent of Johnson Stephens and 
Shinkle Shoe Co. 


Dinner for Alfred G. White 


A bachelor dinner on Wednesday 
evening, April 15, was tendered 
Alfred G. White advertising man- 
ager of the Brown Shoe Company 
and former president of the St. 
Louis Shoe Manufacturers’ and 
Wholesalers’ Association, by his 
friends in the industry. Frank 
Mahler and P. M. Fahrendorf as- 
sumed the responsibility for all ar- 
rangements. 

Mr. White was married at Pitts- 
field, Illinois, to Miss Lucille Shaw 
of that town, on Wednesday, April 
22. After their honeymoon they will 
live in St. Louis. 





Pre-Easter Buying Opens 
Well, St. Paul Reports 


ST. PAUL—General reports in- 
dicated that shoe stores did a splen- 
did Easter business. The peak in 
volume was reached during the 
final week of Easter buying. For 
several weeks preceding, buying in 
all departments of shoe stores was 
spotty, but it developed gradually 
until it struck a steady pace and 
resulted in general reports of satis- 
faction from most merchants. 


Sport Styles Sell Freely 


Favorable weather has put life 
into the sale of sport and near- 
sport oxfords for women. Mer- 
chants report a big sale on crepe 
sole sport styles. These are appear- 
ing in browns and whites and com- 
binations. An unusually pretty 
number is a pure white buckskin 


with black eyelets and black patent 
leather tongue and crepe sole. 


Sells Men’s Shoes 


The Jarvis Shoe Store, which 
heretofore was a general family 
shoe house, has been remodeled and 
reopened as an exclusive men’s shoe 
store. J. B. Saint is manager. 


Mannheimer’s Trim 
Effective 


The shoe department at Mann- 
heimer Bros., of which Joe Langley 
is manager, had a very~ attractive 
display recently. He applied some 
of the ideas used by jewelers. The 
window floors are set high, and a 
wide panel runs around the edge. 
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Latest creations in patterns for 
women were displayed in a setting 
that added more interest to the 
styles because of its attractiveness. 


Curran Made Manager 


J. Curran, formerly of the Pow- 
ers shoe department in Minne- 
apolis, has been made manager of 


the downstairs shoe department at 
the Golden Rule, succeeding Roy 
Marsden, who resigned. 


New Dixie Store 
The Dixie Shoe Stores Co., of 
Baltimore, Md., recently opened a 
new store at 424 Wabash avenue. 
Robert H. Sweeney is manager. 





Tan Calf and Patent Hold 
First Place in Milwaukee 


MILWAUKEE—After an un- 
usually good Easter business, which 
surpassed records of former years, 
there has been the customary drop 
during the week following that day. 
However, the drop was not so sud- 
den nor so marked as it is some 
years, as several merchants re- 
ported a fairly good demand on 
Easter Monday. The result of April 
showers and lower temperature 
has been reflected in subsequent 
business for the week. Neverthe- 
less, the Easter demand was very 
encouraging, and the remainder of 
the season is expected to be very 
satisfactory. 

Tans or patents are given the 
leading place at the majority of 
stores, while blond satins are usu- 
ally given second or third place. 
At one high-grade store, a good de- 
mand for blond kids was noted. The 
demand continues varied as to 
style, and one merchant mentioned 
the varied demand as the only out- 
standing feature of his Easter 
business. An active style at one 
store is a D’Orsay pump with a 
front gore covered by an attractive 
buckle with a cut-out effect on 
either side. This was moving in 
tan, patent and gun metal. This 
store also notes a demand for a 
blond satin pump with an attrac- 
tive buckle effect trimmed with 
bronze beads. There has also been 
an opening demand for golf shoes, 
as fair weather has permitted the 
opening of the season for this 
popular game. 

Prospects for a white season are 
still a subject of discussion among 
local dealers. In the majority of 
cases it is believed that the demand 
for whites will be very big, and 
this view was encouraged by the 
fact that a number of pairs sold 
during the Easter rush. 

Men also responded nicely to the 
Easter appeal and bought freely up 
to that day, still holding to light 


tan shades and ‘broad toes. How- 
ever, this business has also slowed 
up in the past week. 


Visit Factories 

About 20 students from the Uni- 
versity of Wisconsin visited a num- 
ber of Milwaukee factories last 
week to observe the application of 
chemistry in manufacturing. A. F. 
Gallun & Sons tannery, the Federal 
Rubber Co., and six other plants 
were visited during their two-day 
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tour under the guidance of Prof. 
George Kemmerer. 


Leading Hosiery Styles 

Light tan shades, such as blond, 
nude and French nude, continue to 
hold the lead in hosiery, which is 
moving very well. Some stores find 
a good demand for gun metal, while 
others state that this and similar 
shades have been falling off with 
the approach of warmer weather. 


Report Good Business 


Other stores than shoe stores re- 
ported a very good Easter business 
this year. Department stores com- 
mented on the large volume of busi- 
ness this year resulting from im- 
proved economic conditions and 
favorable weather. Gimbel Broth- 
ers reported a 12 per cent increase 
over last year, and other stores 
were also very well satisfied with 
results. Women’s ready-to-wear 
and men’s clothing stores both com- 
mented on heavy demand immedi- 
ately preceding Easter Sunday. 





Much Industrial Activity 
in Denver, Colorado, District 


DENVER—Business is better 
this spring than it was a year ago. 
This is the opinion of the retail 
shoe merchants in this section of 
the country. In Denver, hundreds 
of homes, apartment houses and 
hotels are being built each month 
and the city’s population is grow- 
ing very fast. This means a bigger 
field for shoe merchants to work in, 
and as a result, business is better. 
The farm outlook is bright. 


Shoe Mart Opens 


‘The Shoe Mart is the name of a 
new retail shoe store opened at 804 
Fifteenth street during the past 
month. The Cross Boot Shop for- 
merly occupied this location. 


Shoe Style Show 


Shoes are following the winter 
strapless mode for the most part, 
according to the spring style show 
at the Joslin Dry Goods Company 
held recently. The strap pump with 
the ribbon bow is very good. Deau- 
ville sandals were exhibited in 
bright-colored kids and -satins. 
Blond satin and blond kid are 


favored for spring pumps and slip- 
pers, according to the Denver Dry 
Goods people. 


Women’s New Pattern 


The Walk-Over Boot Shop has 
been featuring the Narcisse pump. 
This pump comes in a brown kid, 
stitched with black, and with pat- 
ent heel, a moire bow tying its high 
strap. 


Broadhurst Elected to Office 


R. M. Broadhurst of the Broad- 
hurst-Young Shoe Company, this 
city, has been elected third vice- 
president of the retail merchants’ 
bureau of the Denver Chamber of 
Commerce. 


Satin Very Popular 
Business is reported good at the 
Fontius Shoe Company. The firm 
has been featuring the Debonair, 
a new I. Miller model. This pump is 
being offered in the new shades of 
satin, as well as alligator combina- 


tions and all 
leather. 


iridescent patent 
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Business associates of Charles S. Marshall, Brockton shoe manufacture 


C.S. Marshall, 


Plaza Hotel, Boston. 


(juest of 


Honor, at Boston Dinner 


BROCKTON—Retiring from the 
concern which he founded, and of 
which he has been for many years 
the active head, Charles S. Mar- 
shall of C. S. Marshall Co., shoe 
manufacturers of Brockton, was, 
on April 14, tendered a complimen- 
tary dinner by trade friends and as- 
sociates. The affair was a complete 
surprise to the guest of the eve- 
ning. The scene was the Copley- 
Plaza Hotel, Boston, where in a 
private dining room, with floral dec- 
orations, an appetizing dinner was 
served to the accompaniment of or- 
chestral music and chorus singing. 
Previously, an informal reception 
was held, a feature of which was 
the presentation by F. Jasper Blake 
to Mrs. Marshall, on behalf of the 
party, of a beautiful bouquet of 
roses. 

At the head table in the dining 
room Charles S. Marshall occupied 
the seat of honor. At his right and 
left, respectively, were Sol and 
Maury Weingarten, representing 
London Character Shoe Co., Inc., 
new owners of the Marshall busi- 
ness. In addition, the following 
were present: Albert Doyle, Frank 
C. Allen, James E. Wall, Bion F. 


Reynolds, James A. O’Neil, F. Jas- 
per Blake, F. A. Welch, Allen M. 
Leonard, Edmund Wright, C. Hen- 
ry Lerned, Edward S. Averill, Ed- 
ward T. Pratt, Charles O. Miller, 
Matt. O’Brien, Peter A. Sullivan, 
Charles B. Floyd, Harry M. Drake, 
Henry L. Morhouse, Leonard J. 


CHARLES S.-MARSHALL 


RECORDER 


oat 


7, at complimentary dinner at Copley- 


fe ce te Sw 


Obermeir, Herman C. Johnson, J. 
F. Toomay, M. Dinney, Harry F. 
Malloy, George W. R. Hill. 


Silver Pitcher Presented to Guest 


The after-dinner exercises were 
opened by Toastmaster Albert 
Doyle, who called upon Frank Allen 
to perform a pleasant duty. Mr. Al- 
len, in well chosen phrases, pre- 
sented the guest of the evening 
with a beautiful silver pitcher, a 
tangible testimonial of esteem from 
the assembled company. The fra- 
grant “cup” inside the pitcher, pro- 
vided material for a toast to the 
guest. Mr. Marshall responded in a 
happy vein, sketching the early days 
of tanning and shoemaking in New 
England and continuing through 
the story of his own career, first as 
a retail shoe merchant, then as shoe 
salesman and shoe manufacturer. 
“For he is a jolly good fellow,” and 
“We hope he will live to be a hun- 
dred,” were the least of the vocal- 
ized good wishes which followed, 
from the diners. Toastmaster Doyle 
called successively on Messrs. Wall, 
Reynolds, Wright, Blake, Welch, 
Sullivan, O’Brien, Floyd, Morhouse, 
Hill, Averill, Toomay, Dinney, Leo- 
nard, Obermeier. For the factory 
and selling organization, responses 
were made by James A. O'Neil, 
head of ‘the office. department, who 
alluded in feeling terms.to his long 
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association with Mr. Marshall, and 
a promise of loyalty toward the suc- 
cessors; Messrs. Miller, Drake and 
Johnson of the sales force, who 
spoke regarding their pleasant as- 
sociation with Mr. Marshall, and 
their determination for continued 
efforts with the new concern; and 
Mr. Pratt of the factory making 
room, who spoke along similar lines. 
All voiced their high opinion of Mr. 
Marshall as a business man and 
friend, congratulated him on being 
in a position to retire in a time of 
life when he has full opportunities 
for enjoyment, and extended hearty 
good wishes for his future activi- 
ties. 


New Owners Outline Policy 


As a fitting conclusion to the 
speaking, Toastmaster Doyle called 
upon Messrs. Sol and Maury Wein- 
garten. These gentlemen expressed 
their satisfaction at having ac- 
quired the Marshall plant and good- 
will, and declared their intention 
of maintaining the prestige and 
quality of the Marshall line. Lon- 
don Character Shoe Company, Inc., 
is a Massachusetts corporation 
which will make shoes for the five 
New York stores; also will sell the 
retail trade through the present 
sales organization. S. A. Weingar- 
ten is general manager; and Mau- 
rice Weingarten is designer and 
creator of new styles from the gen- 
eral retail viewpoint. James A. 
O’Neil is resident general manager, 
and Charles Miller in charge of 
general retail selling. The Messrs. 
Weingarten voiced their entire con- 
fidence in Brockton as a producer 
of men’s fine shoes. They set a goal 
of not less than 1800 pairs daily 
for the plant. Their remarks were 
received by much applause and 
chorus singing. 

At a late hour the party dispersed 
with mutual congratulations and 
pleasant memories of an evening 
well spent. 


Modern Methods for 
Traveling Shoe Men 


Changed ideas in regard to buy- 
ing of shoes has brought about cor- 
responding changes in_ selling 
methods, with particular reference 
to the traveling salesmen who rep- 
resent shoe manufacturing con- 
cerns, Covering territory more in- 
tensively for the purpose of con- 
forming to merchants’ changed 
buying attitude is the present plan. 
To facilitate-this -work the auto- 
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Miller on Trip 


Charles O. Miller, for many years 
representing the C. S. Marshall 
Co., in Ohio, New York State and 
New England, is now covering this 
territory for the successors to the 


CHARLES O. MILLER 


C. S. Marshall Co., the London Char- 
acter Shoe Co., Inc. Mr. Miller will 
continue to sell to all of his old cus- 
tomers, as well as a number of 
men’s shoe stores of the last-men- 
tioned concern. Mr. Miller will be 
in general charge of retail shoe 
sales. 





mobile is brought into extensive 
use. One large concern in Brock- 
ton has purchased a fleet of auto- 
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mobiles with which resident sales- 
men may regularly cover their ter- 
ritories from day to day or week 
to week. By utilizing an automobile 
in his trips the traveling salesman 
can cover a wider territory in less 
time, and do it more efficiently and 
effectively than in any other way. 
With many shoe travelers, traveling 
cases replace the cumbersome 
trunks. These cases are compactly 
fitted into automobile receptacles 
and readily transported about the 
country. 


Shoes Named for Stage 
Favorites 


“Names are names” in shoes as 
well as in other things. The prac- 
tice which many shoe manufac- 
turers have of bestowing attractive 
titles on their shoes is gaining 
ground. “Numbers are all very well 
for identification purposes,” said a 
local manufacturer, “‘but it does, in 
our opinion, add interest on the 
part of the reader to put a definite 
name on a shoe which we adver- 
tise.” 

A Brockton retail shoe concern 
has followed this plan in advertis- 
ing Easter footwear. Three shoes 
shown to retail at popular prices 
were named “Helen,” “Myrtle” and 
“Dorothy,” these respectively being 
the names of three favorite actress- 
es in the local stock company. The 
merchant says that public reac- 
tion is favorable to this idea and 
that many sales are made through 
the identification of the shoes by 
their titles. 





Kid Leathers Popular in 
Lynn’s Summer Footwear 


LYNN—Business here is get- 
ting steadier in regard to volume 
and styles. Manufacturers report 
that buyers continue their policies 
of holding orders close to their ac- 
tual requirements. For instance, 
they hold down their orders for 
shoes for May delivery, so that they 
have no surplus stocks of shoes to 
be sacrificed on the bargain count- 
er in July. No fault can be found 
with this policy of safe, sure buy- 
ing. 

Another circumstance, of which 
some manufacturers comment, is 
that a number of buyers are less 
eager for new creations in, styles, 
but are more eager for shoes of 


sounder values, or better character. 

Development of styles go on in 
an orderly manner, without over- 
haste. New colors in kid leather 
are coming to the front, first offer- 
ings already being made in a 
limited way, with predictions by 
leading manufacturers that fine kid 
in colors, and combinations of 
colors, will be a strong factor in 
styles the coming fall. 

Gray kid, and gray satin, too, are 
selling for immediate delivery, with 
buyers cautious not to overstock, 
despite predictions that gray will 
sell again in the fall. Blond kid is 
being cut for summer shoes. 

Patent leather appears to be the 
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leading leather for street and for 
dress wear. New styles in patent 
leather show fancy stitching in 
vamps and quarters, of colored 
threads and delicate ornaments. 

Satins in black and colors are 
selling well, especially those orna- 
mented by fancy stitchings. 

Tan calf shoes are expected to 
sell right through the summer. New 
fall samples, now being made, show 
tan calf of slightly darker shades 
than those for summer. 

White shoes are being made in 
numbers. 


Creighton Coming Home 


Albert M. Creighton, Lynn, shoe 
manufacturer, has completed his 
trip through the African jungle, 
and is now on his way back to 
Lynn. Letters from him recently 
arrived from Cairo, Egypt. 


Blond and Gray Kid 


A gain on blond kid and gray kid 
is reported by “Billy” Sullivan, of 
T. J. Sullivan Co., who was recently 
on a western trip. He expects pat- 
ents and tan to sell at the present 
rate to July 1. 


New Sales Room 


“Jack” Gorman, salesmanager 
for Murphy, Gorman & Water- 
house, opened a new sales room at 
88 Beach street, Boston, He has ar- 





Patterns Are Plainer 


With some exceptions, pat- 
terns are plainer ; much plainer 
than a year ago. The main 
idea is to get refined lines, 
rather than conspicuous lines. 
Strap patterns are modest, 
and minus the intricacies of 
a year ago. Step-ins hold their 
sway, and the number of gore 
styles continues as great, if not 
greater, than a year ago. Some 
novelty oxfords and ties are 
reported in the welt lines. 
Open shank types are ex- 
pected to gain, as the weather 
gets hot, with the V, the U, 
and the O shanks competing 
with the wide open shanks. 

Many tongue and buckle 
style shoes, of one sort or an- 
other, are being made. The 
trimming of shoes, with me- 
tal slides, buckles, ribbons, or 
jeweled vanities is an impor- 
tant feature. 











—— a new line of samples of 
Pp novelties. 


To Make More Boxes 


Hoague, Sprague Co., makers of 
cartons and packing cases, have 
taken additional space, and will in- 
crease their output of boxes 50 per 
cent. They are installing automatic 
machinery for making cartons. 


Heels Are High 


Lasts are light and symmetrical 
of line, with toes somewhat slim, 
vamps well under three inches, and 
heels quite high. An unusual de- 
mand for heels 16/8 and even 17/8 
high is doubtless due to the fashion 
of short skirts. Yet there are many 
shoes with medium high heels, es- 
pecially in the flapper types. 





Spring Buying in Boston 
Retail Stores Is Good 


BOSTON — General satisfaction 
was expressed throughout the retail 
shoe stores with the continuation of 
spring shoe buying. Many stores, 
particularly the medium-priced 
firms selling women’s styles, re- 
ported the final stages of pre- 
Easter shopping was exceedingly 
pleasing. 

The men’s trade was also good. 
One store selling men’s and wom- 
en’s shoes reported its men’s busi- 
ness for the pre-Easter period 
showed a 60 per cent over the 1924 
figures, while the women’s trade 
showed a slight loss. 

There hasn’t been any sharp 
change in the popularity of mate- 
rials or patterns in women’s types. 
Blond and black satin, tan calf and 
patent leather are selling very free- 
ly. Two-tone combinations of tan 
calf and patent are going fairly 
well. In higher priced stores, gen- 
uine alligator is used in combina- 
tion with patent. 

The biggest seller for men in a 
Washington street store which gets 


$5 for all of its styles is a boarded 
calf round toe oxford. It is an imi- 
tation Scotch grain and carries a 
storm welt. Its lines are neither 
extreme nor conservative and the 
proprietor attributes its success 
more to the last than the material. 
Other materials will be made over 
the same last. 


Goodman Opens Store 


I. Goodman recently opened a 
shoe store at 305 Broadway, South 
Boston. The name of the store is 
Paul’s Shoe Store and is a family 


type. 





New Store at Framingham, 
Mass. 


Boston, Mass.—The Merit Shoe 
Co., Inc., opened April 11 at 58 Ir- 
ving street, Framingham, Mass. 
Thomas J. Kelley, formerly with 
Cy Mons of this city, is manager. 
The new store is a family type, 
prices centering around $5. 














“  Awnnouncine w 





the “Spring Revue” 
of CHILDREN’S “Pliant” Shoes 











Front cover of a clever folder recently issued by Jones, Peterson & New- 
hall, Boston, featuring new spring styles for the little folks. The desir- 
ity of the “Pliant” feature in children’s shoes is stressed. 
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General Business Outlook 
Is Good in Rochester 


ROCHESTER — Business has 
been much improved in Rochester 
shoe stores during the past two 
weeks, following the rather slack 
period in March. Local shoe men 
have been inclined to complain 
about business conditions since 
the first of the year, but reports 
from leading downtown stores 
would indicate that sales are equal, 
and in some stores, considerably 
better than they were a year ago, 
and that the general business out- 
look is much improved. 


Bohr Joins Moore-Shafer 


The Moore-Shafer Shoe Manu- 
facturing Company of Brockport, 
N. Y., announces the appointment 
of H. B. Bohr as general manager. 
Mr. Bohr has had a long and varied 
experience in the shoe business, 
having been with Slater & Morrall, 
Julian Kokenge, and recently mana- 
ger of the Oswego factory of the 
Robinson Bynon Shoe Co. Morgan 
Derr, who was associated with Mr. 
Bohr at Robinson Bynon and 
Julian & Kokenge, has also joined 
the Moore-Shafer organization and 
will serve as factory superinten- 
dent. 

At the recent annual meeting of 
the Moore-Shafer Shoe Manufac- 
turing Co., the following officers 
were elected: Cuthbert P. Lane, 
president and chairman of the 
board of directors; Wilson M. 
Shafer, vice-president, and Henry 
W. Moore, secretary - treasurer; 
board of directors, Stanley F. 
Geerer, Herbert V. Lane, George 
Burns and Frank B. Miller. Mr. 
Miller is also assistant treasurer. 


Gies is Advertising Manager 


William Eastwood & Sons Co. ap- 
pointed Charles G. Gies advertis- 
ing manager of their stores, suc- 
ceeding O. K. Johnson, who recently 
retired. Mr. Gies comes to the 
Eastwood organization from the K. 
W. Watters Company of Buffalo, 
and was formerly connected with 
R. H. Fyfe & Co., of Detroit. 


Grays in Demand 


Frank Guinivan, manager of the 
B. Forman & Co. shoe department, 
reports a marked demand for gray 
footwear in combinations. This 


store has been featuring step-in 
pumps in gray kid, trimmed with 
contrasting gray suede and Mr. 
Guinivan finds that Rochester 
women are looking for grays to go 
with the popular new gray suits 
and dresses. 


Doeskin Shoes Popular 


Jim Olmstead, manager of the 
McCurdy & Co. shoe department, 
has been showing doeskin foot- 
wear in eleven pastel shades and, 
with the coming of warmer 
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weather, expects to enjoy a good 
business on these novelty shoes. 
Easter business brought a good de- 
mand for doeskin shoes, and Mr. 
Olmstead is confident that as soon 
as the weather gets more settled 
and warmer there will be a marked 
demand for doeskin footwear. 


Store Attractive 


The new store front and fixtures 
which have been installed in the 
Van Deventer men’s shoe shop 
make this store one of the most at- 
tractive shops in the city. To at- 
tract trade the Van Deventer store 
has new windows which give am- 
ple room for displays. The interior 
has also been remodeled. 





Healthy Increases Noted 
in Atlanta Shoe Market 


ATLANTA—Easter business in 
the Atlanta shoe stores proved the 
best in the past three or four years, 
nearly all of the larger merchants 
in the downtown shopping district 
of the city reporting substantial 
gains over the corresponding period 
of last year. 

Combinations still are among the 
most popular sellers. Strap pat- 
terns are still among the popular 
sellers, but there has been a ten- 
dency toward step-ins of late which 
are now running almost equally as 
good as the straps. More black 
satins are selling freely and lighter 
colors of satin are also going well. 
Patent leather types are good. 


Advertising Atlanta Market 


A very effective method of adver- 
tising the wholesale markets of At- 
lanta to the retail merchants 
throughout the Southeast is being 
employed by the Atlanta Merchants 
and Manufacturers’ Association in 
the publication of a series of small 
booklets which contain interesting 
and valuable discussions relative to 
buying and merchandise turnover. 
There are several of these booklets 
in the complete series, and they are 
being sent by the association to 
many of the retail merchants in 
the Southeast, boosting the Atlanta 
market as the logical wholesale cen- 
ter for this district. 


Shoe jobbers actively interested - 


in the campaign include the A. B. 
Christopher Shoe Co.; the Ellison- 
Walker Shoe Co.; Gramling, 


Spalding & Collinsworth; M. C. 
Kiser Co.; J. K. Orr Shoe Co.; Rice 
& Hutchins Atlanta Co., and H. 
Willensky & Sons Co. 


Business Reports Show 
Gains 


The current report of the Fed- 
eral Reserve Bank of Atlanta rela- 
tive to gross sales by the larger de- 
partment stores in the Southeast 
presents more encouraging figures 
than have been noted in these 
monthly reports since the first of 
the year. Forty-seven of the larger 
department stores in Atlanta, New 
Orleans, Birmingham, Chattanooga, 
Nashville, Savannah, and other 
large cities of the district made re- 
ports to the bank. 

The same report shows another 
gain in the wholesale shoe volume 
of approximately 5 per cent in Feb- 
ruary over the same month last 
year, and March business showing 
a still further increase. 


Enlarge Department 


The shoe department of the 
Keely Co., department store was ex- 
tended to almost double its former 
size, and becomes one of the larg- 
est retail shoe departments in At- 
lanta. 


Regal Store Moves 


The Atlanta store of the Regal 
Shoe Co., has moved recently from 
its location on Whitehall street in 
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the downtown shopping district to 
a new store at 111 Peachtree street, 
locating as a department in the 
store of the Newman & Holley Co. 
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This department will henceforth 
handle only men’s shoes exclusively, 
according to R. C. Walker, man- 
ager. 





Ornaments and Stitchings 
Beautify Haverhill Shoes 


HAVERHILL— Following the 
Easter trade there was a short pe- 
riod of quietude in Haverhill fac- 
tories. This, however, has been 
broken by the receipt of some very 
substantial orders for summer foot- 
wear. The white season is now at 
hand, and many of this class of 
goods are going through the fac- 
tories or being ordered for early 
delivery. Satins and patents seem 
to have lost none of their popu- 
larity. Many new patterns are be- 
ing made up from these materials, 
following the novelty samples which 
have been shown by Haverhill con- 
cerns. Some pumps and step-ins 
are being ordered in the plainer 
patterns, but ornamented, stitched 
and cut-out effects are mostly in 
evidence. These latter are appar- 
ently losing none of their popular- 
ity, judging by a sample recently 
made by a Haverhill concern mak- 
ing turn footwear. This pattern has 
no less than 204 holes, large and 
small, to a pair of uppers. 

Light and airy are the designs 
which are going to merchants’ 
stores from Haverhill factories. In 
both turns and McKays, as well as 
welts, these effects are sought after 
and attained. As regards the atti- 
tude of the average buyer, popular 
priced goods are in favor. Needless 
to say, these two wants are sup- 
plied by Haverhill concerns, this 
with particular reference to the 
chain stores which are so impor- 
tant a factor in the buying 
and selling of women’s footwear, 
at the present time. A _ very 
important factor, and one which is 
responsible for a large amount of 
business coming into Haverhill, is 
the excellent trade which was en- 
joyed Easter week by retail shoe 
merchants and the excellent profits 
to the average city and retail shoe 
store. Try as one may, it is impos- 
sible to avoid the conclusion that 
the weather has a tremendous in- 
fluence on the buyer of shoes. The 
trade has been specially fortunate 
this year in regard to favorable 
weather conditions, and Haverhill 
manufacturers are profiting accord- 


ingly. Practically. all salesmen are 
out with new samples and making 
an intensive drive for factory 
operation during the next two 
months. 


Size of the Foot From 
Shape of the Hand 


A shoe manufacturer who for- 
merly sold shoes at retail says that 
an experienced shoe clerk can fre- 
quently come quite close to the size 
of a foot by noting the size and 
shape of the customer’s hand. 
Speaking with particular reference 
to women’s shoes, he said: “Often 
I have fitted shoes correctly with- 
out having had any intimation from 
the customer as to the size which 
she considered proper. I did this by 
taking a good look at the lady’s 
hand, and more often than not, in 
bringing two pairs of shoes to the 
fitting bench, one would prove to be 
the correct fit. 

“The customer would say, ‘How 
did you fit my foot so well when I 
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didn’t tell you the size I wanted” 
My reply was, ‘I looked at your 
hand.’ This was received with some 
incredulity, but nevertheless it 
worked. The clerk must have an ac- 
curate eye for proportion, and, of 
course, experience in shoe fitting. 
With these qualifications he may 
look at a lady’s hand and say to 
himself, ‘Now, there is a long and 
slender hand, and the foot is in the 
same proportion. For a short hand 
with thicker fingers a reverse prop- 
osition holds good for the foot. 
This seems,.perhaps, a haphazard 
way of going to a fitting proposi- 
tion. Yet it is quite uncanny to see 
how size and width in the selection 
of only two pairs of shoes will work 
out to the satisfaction of the custo- 
mer If the Recorder will pass this 
on to the attention of merchants 
and clerks, it may be the means of 
some of your readers testing the 
truth of this plan.” 


New Concerns Under Way 


During the past few months 35 
concerns have begun manufactur- 
ing shoes in Haverhill. These are 
mostly small producers. They are, 
however, occupying factory space 
and adding to the general volume 
of local production. At least some 
of these concerns will grow, and, 
as time goes on, increase their out- 
put and Haverhill’s prestige accord- 
ingly. 





New York Reports Post- 
Easter Buying Excellent 


NEW YORK—It is becoming in- 
creasingly difficult to gauge the 
trend of the shoe business here, or 
to find adequate explanations for 
the fluctuations in consumer buy- 
ing. Many retail merchants re- 
ported that the week following Eas- 
ter produced a greater volume of 
business than the week immediately 
preceding that holiday, which usu- 
ally marks the high point in spring 
retail shoe trade. Also many of 
them had the novel experience of 
doing a larger volume of business 
on the Monday before Easter than 
on the following Saturday. 

Altogether it seems as if Easter 
no longer is the turning point in 
the spring season and that good 
business will follow that day is the 
retail merchants hold firm to their 
prices and push for trade. That is 


what has been done by most of the 
leading merchants here and there 
has been no great price slashing, at 
least by the high-grade merchants. 
Some of the department stores 
have run special sales on a few 
models, but the cuts in prices have 
not been great. 


Buying Footwear for Costumes 


If the buying temper of the pub- 
lic is fickle regarding the time of 
their purchase, their sentiment on 
style presents an even more un- 
stable appearance. There is no one 
outstanding style at present and 
there seems to be no decided trend 
in style. It is a fact, however, that 
women are choosing their footwear 
more with the idea of matching or 
harmonizing it with some particu- 
lar costume than ever before. In the 
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jong run this means more and bet- 
ter business, according to most 
merchants, although some are la- 
menting the fact that there is no 
one big style feature to lead the 
season. 

Exclusive stores in the same 
neighborhood often report a wide 
diversity in leading style. For in- 
stance, one store in the 57th street 
district is selling more tan calf 
than anything else. A few blocks 
down Fifth avenue another store re- 
ports gray kid as leading, while a 
third store, a block or two away on 
the avenue, is doing the bulk of its 
business on patent leather. 

Blond satin, while still a strong 
seller in the medium and lower- 
priced stores appears to be suffer- 
ing a let down in the higher grades. 
However some of the retail mer- 
chants are putting through re- 
orders on it, particularly in the 
opera patterns. 

Gray Kid is Stronger 

Gray kid seems to have taken a 
new lease on life. A vogue for wear- 
ing gray kid shoes and hosiery to 
match with the light tan colored 
costumes has sprung up. The call 
for gray also has extended to suede 
to some extent, but this is not given 
much consideration at present. In 
the flesh finished leather, doe-skin 
is getting to be more popular with 
the high class trade. Light pastel 
shades of this material are being 
bought rather freely in several of 
the shops. As noted Saks & Com- 
pany had a run on this type of ma- 
terial earlier in the year and it has 
been shown with success by the 
J. & T. Cousins store on 57th street. 


To Act Against Bell Ringers 


A council of war on the door. bell 
ringers, who are peddling shoes in 
New York, will be a part of the 
quarterly dinner of the Retail Shoe 
Dealers’ Association of New York 
to be held ta the Café Boulevard on 
the night of May 19. The question 
was taken up and received some dis- 
cussion at the regular monthly 
meeting of the association on 
April 14, presided over by A. Ga- 
briel, president. 

Mr. Gabriel presented a number 
of recommendations made at the 
last executive committee meeting, 
for action by the association. It was 
voted, on the proposal to take in 
the East Side shoe association, to 
admit the members individually, 
but not as an organization. It also 
was voted to continue the four large 
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Sandals Are Popular 


Sandal types are coming in 
rather strong for the summer 
season. A. Gabriel, of Capezio 
on upper Broadway in the 
heart of the theatrical dis- 
trict, reports an open shank 
sandal as one of the best- 
selling models in the store. It 
has been freely bought in all 
colors of satin, including 
white and in a variety of 
leathers, with colored batiks 
leading. He has received a 
number of orders for these 
sandals in batik leathers from 
the movie colony in Holly- 
wood. 











meetings a year, making them 
quarterly dinners, and instead of 
holding regular monthly meetings 
of the entire association to hold an 
executive committee once a month, 
to which all members are free to 
come. The date for these meetings 
was shifted from the second Tues- 
day in each month to the second 
Wednesday. 


Sandals in Fifth Avenue 
Shoe Stores 


Sandal types are being shown in 
growing numbers by the Fifth ave- 
nue stores, particularly in white kid 
with patent or light tan trimmings. 
One interesting model of this type 
was a semi-D’Orsay model, with 
cross strap and vertical strap of 
patent leather, and a small toe cap 
trimming of patent, which was also 
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used to cover the high-spiked heel 
and was carried up over the quar- 
ter and down the shank in a ser- 
rated leaf design. 


Edward Cohen in Europe 


Edward Cohen, the smiling man- 
ager of the women’s shoe depart- 
ments for Saks & Company, Fifth 
avenue and 50th street, and 34th 
street, and Sixth avenue, is now in 
Europe for a four weeks’ tour. He 
will combine business with pleas- 
ure, and expects to visit the leading 
shoe producers of the continent 
while on his trip. In his absence the 
departments are being conducted by 
Louis Sachor and Robert B. Langel. 
Mr. Langel came to Saks & Com- 
pany about two months ago, follow- 
ing a 13-year connection with Frank 
Brothers and a business venture 
for himself more recently. 


Joe Michaels Returns 


Joe Michaels, who left Saks & 
Company as buyer and manager of 
their women’s shoe department 
some two years ago, to go with the 
I. Miller organization, and who re- 
cently has been conducting a store 
in Buffalo, N. Y. will return to the 
Saks organization on May 1, to take 
charge of the women’s and chil- 
dren’s shoe departments in the 34th 
street store. 


S. Buchner in France 


S. Buchner of The Leather De- 
Luxe Co., dealing in novelty leath- 
ers, recently sailed on the Olympic 
for France. He will remain in Paris 
six weeks and investigate the nov- 
elty leather situation. 





Trend in Philadelphia Is 


for Better Retail Business 


PHILADELPHIA—Dunn and 
Company’s review gf local trade 
conditions states that delayed 
Easter business brought the total 
volume of sales up to a figure 
which equalled that of last year. 
Clothing is moving fairly well and, 
the report states, shoe sales con- 
tinue to be satisfactory, manufac- 
turers finding that orders, being re- 
ceived are in excess of those booked a 
year ago at this time. While leather 
is a little quiet at present, manufac- 
turers are looking for better busi- 
ness during the next few weeks. 
Building contracts indicate that 
there is a good deal of residential 


work of the better class going on 
in the suburban sections, and me- 
chanics are fairly well employed. 
There is, however, a scarcity of 
work in the city, and many men are 
out of employment. 


Old April Meeting at 
Geuting Store 


One hundred and fifty members 
of the Philadelphia Shoe Retailers’ 
Association attended the regular 
April meeting held in the new Geu- 
ting store on Chestnut street. Be- 
fore the meeting of the evening, the 
members present were taken on a 
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tour of the store. C. C. Bane, pres- 
ident, presided at the meeting. He 
thanked the Geuting firm for its 
hospitality, in response to a few 
words of welcome from A. H. Geu- 
ting. 

The first speaker was John C. 
McKeon, of Laird Schober and Co., 
and president of the National Boot 
and Shoe Manufacturers’ Associa- 
tion. His talk was followed by one 
by George Geuting, who stressed 
the wearing of men’s lighter weight 
footwear during the hot months. 
He predicted that the balloon toe 
would run for at least three sea- 
sons. 

Announcement was made that the 
May meeting would be held in the 
shoe department of the Gimbel 
Brothers’ store. The style discus- 
sion at this meeting will be broad- 
cast through the Gimbel store ra- 
dio station. 


Alligator and Lizard Shoes 


The John Wanamaker store is 
showing sandals and slippers of 
armored skin of American alliga- 
tors and the finer-grained skin of 
imported lizards. All of these shoes 


‘are hand-turned, and have French 


vamps with rounded toes. One is a 
brown alligator one-strap slipper 
with medium Spanish heel or with 
high spike heel and quarter -cut- 
outs. Another is a gray alligator 
one-strap sandal with spike heel. 
The offerings include also, beige 
or brown lizard open-shank sandals 
with high spike heels. 


Featuring a Variety of 
Shoes 


The Edward Miller store at 18th 
street and Ridge avenue is featur- 
ing new spring oxfords for men in 
ten styles of tan and black, crepe 
rubber sole tan calf oxfords for 
children at prices which range from 
$2.50 to $3.50, and women’s pumps 
in a variety of materials and pat- 
terns at prices ranging from $3.50 


to $8. 


Committees Announced by 
Garman 


The April issue of the Shoe Tie, 
published by the Pennsylvania 
Shoe Retailers’ Association, prints 
the names of the members of the 
various committees appointed by 
President George M. Garman. The 
chairmen of the respective com- 
mittees are executive, the president; 
regional association, Lee Reine- 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 





saver in meeting immediate needs. 








1926 Convention Dates 

The Pennsylvania Shoe Re- 
tailers Association is to hold 
its annual convention in 1926 
at the Benjamin Franklin Ho- 
tel, this city, on January 17, 
18 and 19. These dates were 
chosen at a recent meeting of 
the association directors. 











berg; displays, B. W. Shaub; style 
show, Harry I. Boyd; speakers and 
program, Morris Browdy; publi- 
city, Charles Cleres; membership, 
George W. Ludebuehl; badges and 
registration, George Frees; consti- 
tution and by-laws, A. N. Foster; 
nominating: and election, Louis 
Beigel; and vigilance, Albert J. 
Schmidt. 


Variety of Materials Selling | 


The John F. McIlvaine Company 
reports that tans, black satins, and 
patent leather are all moving along 
in fairly large volume. There is 
some little demand for glazed kid 
but it is not very pronounced. This 
firm reports that the warm, pleas- 
ant weather just before Easter stim- 
ulated a lot of last minute busi- 
ness and made the total sales for 
the period compare very favorably 
with those for the corresponding 
period of last year. Whites are ex- 
pected to show considerably more 
activity in a month from now. This 
firm is looking for the bulk of the 
demand to be for white kid, though 
some white fabric will also be sold. 
While there is talk in some quar- 
ters about whites trimmed with 
black and with tan, this firm has 
confined its purchase to plain 
whites, untrimmed with color. Strap 
patterns continue very’ strong 
though there is good demand for 
buckle pumps with gores beneath 
the buckles. There is a tendency to- 
wards plainer patterns. According 
to this wholesaler, manufacturers 
will have to reduce their prices be- 
fore long if they are going to stim- 
ulate any real amount of busi- 
ness. 





Holmes with Kepner Co. 


Chicago, Ill.—Edward F. Holmes, 
formerly of Wilder & Co., is now 
with C. D. Kepner Leather Co., 
leather merchants, and has his 
headquarters at 231 West Lake 
street, this city. 
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Colors and Shoe Stores 


With the present vogue for all 
the colors in the rainbow, shoe 
stores stocking slippers and hosiery 
must choose between lines calling 
for color in endless array, with 
heavy losses on slow moving colors, 
or they must face lost sales, unless 
they can prove to customers that 
the colors in stock harmonize with 
the garments to be matched. 

To meet this latter condition a 
color harmony chart is being issued 
that covers all requirements for 
either satin or felt slippers. This 
chart, designed for the Daniel 
Green Felt Shoe Company, carries 
a list of 20 colors that fashion dic- 
tates for negligees. These colors 
constitute the extreme left hand 
column of the chart. 

When a customer, we will sup- 
pose, wants to match a jade colored 
negligee, assuming that the store 
does not have a good match for 
her shade of jade in stock, a selec- 
tor is placed over the jade color on 
the left hand column so that it con- 
ceals all colors in its immediate vi- 
cinity, except six panels showing 
harmonious contrasts that are 
either in stock or can be quickly ob- 
tained from the manufacturer. Un- 
der satin slippers this chart shows 
that the harmonious contrasts are 
salmon, ecru and wine or, if the 
customer desires a felt slipper, they 
may be had in wistaria, fawn and 
wine. As there are 120 of the har- 
monious contrasting colors shown, 
the dealer is practically certain to 
have a suitable color in stock— 
which means another sale and a 
strong impression on the part of 
the customer that her color match- 
ing troubles are ended. It means a 
sale instead of an apology, when an 
unusual color cannot be matched 
exactly. 

This unusual color chart is sup- 
plied without charge to all inter- 
ested dealers. 





Making Children’s Shoes 


Among the visitors to the RECorR- 
DER office the past week was B. 
Frank Reider, Jr., president of the 
Reider Shoe Mfg. Co., who make 
turn and stitchdown shoes, from 
babies to misses’, at Schuylkill Ha- 
ven, Pa. Mr. Reider is one of the 
“new generation” of shoe men. 
The story of his business success, 
as very modestly related by him 
under “cross examination,” is an 
inspiration to all young men, of 
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good character and ability. Start- 
ing in 1915,: without: one dollar, 
(his entire capital having been 
spent on the railroad ticket from 
Philadelphia to Schuylkill Haven) 
he was soon able to build up a 
splendid business. His father had 
been a superintendent in a shoe fac- 
tory; the boy was attending a 
“prep” school for college, but de- 
cided to abandon his college career 
and study children’s shoemaking. 
He accordingly entered the factory 
of J. Edwards & Co., Philadelphia, 
and spent three years there in in- 
tensive practical training. When he 
arrived at Schuylkill Haven, his 
story so impressed the heads of a 
bank in that town that they made 
him the necessary loan to purchase 
a factory there. 

And so, today, we find B. Frank 
Reider, Jr., for ten years the head 
of the house of Reider Shoe Mfg. 
Co., at Schuylkill Haven, Pa., situ- 
ated right in the midst of a thriv- 
ing children’s shoe center, with 
twenty factories within a radius of 
five miles, with big tanneries near 
at hand. 

Mr. Reider says that children’s 
turn shoes are today becoming the 
dress shoe, and stitchdown are be- 
coming the favorites for school and 
play. The phrase “Shoes for the Oc- 
casion” is just as true in its appli- 
cation to shoes for the little folks 
as for the big folks. Tones of brown 
are particularly good sellers, he 
finds, from the blond shade all the 
way to a nut brown. He finds kid 
leather a very good seller. 





Morse & Burt Organize 
Salesmen’s Training Course 


Morse & Burt Co., of Brooklyn, 
N. Y., manufacturers of the Canti- 
lever shoe, have organized a special 
training course to promote Canti- 
lever shoe salesmanship. The 
course was prepared after months 
of study and preparation, the com- 
bined efforts of the Morse & Burt 
organization and hundreds of retail 


~ shoe merchants being applied in the 


form of suggestions and criticisms. 

The Business Training Corpora- 
tion is aiding in conducting the 
course. It will cover in a thorough 
and practical way all factors enter- 
ing into the successful salesman- 
ship of shoes. The course will cover 
information needed in meeting re- 
quirements in shoes, including data 
about foot anatomy and fitting, 
about leathers and materials, and 
about shoe workmanship; it takes 
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J. R. BEATON COMPANY, Ine. 
831 FOURTH AVE., NEW YORK 

















Bliss & "Richardson Shoo 














up principles of sales procedure, in- 
cluding handling customers, closing 
sales, holding customers, and meet- 
ing the questions and difficulties 
that come up in selling shoes; and 
it describes merchandising methods 
that will be helpful in building up 
sales and profits. 

The course will contain six sec- 
tions, one to be mailed every two 
weeks. Each section will consist of 
a specially-prepared printed text 
for home study; a sales case which 
will be a story of a typical retail 
sales situation to be analyzed by 
the student, and a series of ques- 
tions and suggestions which will 
help in applying the ideas and 
methods presented. The course is to 
be mailed to those enrolling, but 
where there are four or more per- 
sons enrolled in one store, meetings 
will be held to discuss the ideas and 
methods covered in the course. 

The course is divided into six 
units, including: 1, the customer’s 
requirements; 2, foot anatomy and 
fitting; 3, materials and workman- 
ship; 4, making more sales; 6, 
dealing with customers; 6, how to 
build up trade. These subjects are 
sub-divided into related divisions. 





Don’t try to be clever, the com- 
petition is too keen; there’s more 
money in plain industry —Walk- 
Over Factory Prints. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


Bent commissio SALESMAN wanted to 
ee Pp commniaton line of Infants’, Children's 


Kesee Turns and Stichdowss, it 1 PHILADELPHIA PITTSBURGH CLEVELAND DETROIT 


jeg N. Dakota, South Dakota, Minne- 


sota, Wisconsin and ‘Michigan ; also for New 
York and New Jersey territory. Address with and BROOKLYN 
references The Kepner-Scott Shoe Co., Orwigs- We perienced Salesman in each of the above cities to sell our Union Stamp 


City 
burg, Pa. GOODYEAR ‘WELT and NAILED Work Shoes, Write for particulars, giving references. 
NORTH LEBANON SHOE FACTORY 
SALESMEN WANTED to sell our line of . Lebanon, Pa. 
women’s and children’s novelty footwear 
for New York State, Long Island and Con- 
necticut. Kempe & Samuels, 115 West Broad- 
way, New York. 


TRAVELING SALESMAN making | head- NEW YORK NEW JERSEY PENNSYLVANIA 
on Nis Steet teh ee act MARYLAND VIRGINIA 

popular p : Experienced Salesmen wanted by nationally known manufacturer of felt, leather and 
we Compete detaila in yo ay inter- ae ee ee. oe ee ee a Sie territory clece in above 
Beet and Shee Reserder, 127 Duane St., New > 207 South Street, Boston, Mass. 





























ALESMAN WANTED—On commission. Ter- 
Srhory west of New Youk states ib samples. § GALESMEN WANTED to cerry eight seappy =6§ GALESMEN WANTED to carry, 20 0, ice 
Men's Slippers, Wos.’ Comforts and Strap San- in-stock styles of men’s oxfords ; 1 e Mek 4 Welts to retail 
dals. F. J. Mathieu Shoe Co., 703 Washing- men with pep can clean up. Write, giving ex- QUEEN) line —. an i 
ton St., Lynn, Mass. perience and territory to manufacturer. Ad- at $5.00. Desirable territory now available. 
dress B-422, care Boot and Shoe Recorder, 207 About 20 samples, one stip, gen 8%, 





GHOE SALESMAN— Opportunity for aggres- South Street, Boston, Mass. Sa Ist and 15th of 
of ate and a slippers c high-grade GALESMEN with established retail trade to 





novelty shoes in territory of Michigan and In- take as side line six medium priced Infants’ 
Le Established trade, nationally known Turn Shoes carried In Stock. Address B-416, 

advertised trademark. energetic eare Boot and Shoe Recorder, 207 South St., 
- ~ with experience in Boston, Mass. 


trade need apply. 
altel copastanieies ter conienctlh with r~ Excellent opportu 
m ° n ‘or ae ngs. Give all de ALESMAN WANTED— t n- 
tome in .-¥ letter, age, experience, yearly S ity for first class salesman who has covered 
, earnings and references. Strictly the states of Ohio, Indiana and Michigan to 
pom Fe Address B-415, care Boot and sell a Cincinnati line of women’s 
Shoe Recorder, 207 South Street, Boston, Mass. 


ANTED—Salesmen with established retail ALESMEN WANTED to 
Wit to sell a strong side line of four , Mass. S with line A he First 
shoes only. This is a composite line of Turn and 2/11 Stitehdowns ; i 
Comfort shoes in straps and oxfords. Quality HREE bh shoes; fifty styles in stock. New Y 
and price right to get business. Commission nestiont, ‘Michigan, 
and Southern Goutt Saint “Addromt Chari 6. furne, from Infants. to 
and Southern Coast tes. Charles a ys, stitchdowns and Tu and other 
Timson Shoe Co., 65 Willow St., Lynn, of ope 8 mission. Give 


Com: ul St. Rochester, 
RESIDENT REPRESENTATIVES wanted on pany, 420 St. Paul St, 


























7 WANTED—West of Miss 
@ueae ‘Waits i Sn bye 
n ' 
sizes. Can be sold as side line. Men wit 
tablished trade only need . Address 
of Boot and Shoe » 207 
Boston, Mass. 
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RESIDENT SALESMEN WANTED 
INDIANA, ILLINOIS WISCONSIN, MINNESOTA 
MISSOURI, KANSAS COLORADO, UTAH 
eee ies on Oe ee ee BS oe eee Live-wire salesmen to carry a 
Misses" and Children's Govdyear, Welt shows im the county. high-grade line of boys’ and 
men’s shoes in the following ter- 
ritories: Tennessee, Mississippi, 
Alabama, Georgia, Florida, Vir- 
ginia, West Virginia, Minnesota, 
Wisconsin, Michigan, Iowa and 
Missouri. An attractive proposi- 
tion. Kannally-Wick Corpora- 
tion, Highland, Ill. 
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SALESMEN WANTED 


POSITION WANTED 





Shoe salesmen to carry our line 
sheepskin slippers and 
shoe dealer on a liberal 


territory, 

Brown-Warner Mfg. Co., 

GALESAN Ww 
juvenile 

Rochester. 





B-386, 
Powers Bidg., Rochester, N. Y. 


GALESHIEN WANTED: To _ represent our 
popular priced line of children’s turns and 
stitchdowns in the following states: Eastern 
Penna., Michigan. Indiana, Illinois, Wisconsin, 
Minnesota, Ohio, North and South Dakotas, 
Washington, Oregon, Co 

New Mexico. Samples 

Stock ition. 

Rochester, N. Y. 








For Chicago and Northwest 


A leading Eastern manufacturer of 
women’s style McKays, whose line is 
meeting with marked success in the 
territories in which it is sold, desires a 
resident salesman for the Chicago and 
Northwest field. This is an unusual op- 
pertunity for the right man. He must 
be thoroughly experienced, and should 
be able te finance himself. Give full ref- 
erences, and detailed experience in first 
letter. Address B-418, care Boot and 
Shee Recorder, 207 South Street, Bos- 
ton, Mass. 





The Services of an Unusually Fine 
Superintendent Are on the Market 


An unsual opportunity for some large shoe manufacturing interest to obtain just 
that type of superintendent which is usually unavailable. A combination of cir- 
cumstances entirely outside his influence, have put his services on the market. He 
comes from a shoemaking family whose Ss are tably successful. For the 
past four years he has had complete management in a factory of a famous group 
of a large organization. Business reorganization has now unexpectedly closed this 
factory. Previous to this connection he had high success in managing, buying, shoe- 
making and organizing another factory of the same organization near Boston. His 
general experience has been with welts, turns and stitchdowns, in all branches, 
as well as in McKays. 


h 





This man is young, keen, aggressive and his record is clean and especially credit- 
able. It will pay any volume manufacturer to look him up by addressing B-419, 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 








Representative Wanted 


For State of Texas to start July first te 
carry exclusively ladies’ medium-price 


THE ROTH SHOE 








Doubled Asmmel Sales ia 4 Years 


Four years ago this man took charge of a salesforce of 28 men, with a factory 
making men’s, women’s and youths’ shoes. In 4 years he brought sales from a prac- 
tical standstill to $850,000 a year—an increase of 100%. Besides directing salesmen 
and calling on larger trade personally as factory representative, he handled all sales 
correspondence and ran a stock department of from $150,000 to $200,000 at all times. 
He has had five years’ road experience and seven as sales manager—most of it in 
Middle West and Coast trade. Gives as reference the two concerns he has been con- 
nected with and a national bank. He will consider any similar position paying a 
minimum of $5,000 a year. Address B-420, Boot and Shoe Recorder, 207 South St., 





Boston, Mass. 














BUSINESS OPPORTUNITY 


LINE WANTED 





South St., 


ANTED—Line Brooklyn Turn or 4 
women’s shoes. Experienced salesman 

a large acquaintance amongst the better re- 

tailers. Can invest some capital if necessary. 

Address K-781, care Boot & Shoe Recorder, 127 

Duane St., New York. 




















POSITION WANTED 


YOUNG MAN, now engaged in the retail 
Be Serinees, wile, ee > Be 
‘or 














Shoe Manufacturers Can Cut 
Production Costs and Abolish 
Labor Worries 


A public utility, controling power and 
railway lines in a large manufacturing 
territory is interested in building up 
shoe manufacturing in the manicipal- 
ities served. It is located near the Pitts- 
burgh district, where freight rates are 
favorable, and exceptional labor condi- 
tions prevail. Intelligent labor, and 
women, 90% American, unlimited cheap 
power from a superpower system, 
transportation by B. & O. and N. Y. C. 
Railroads to the great distributing cen- 
ters, wonderful living conditions. 


GHOE MANUFACTURERS. I want line of 
shoes for New York. Address K-782, care 
ef and Shoe Recorder, 127 Duane St., New 





TO LEASE 


LOCATION for ladies’ sample 
shopping district of Brooklyn, 
Abraham & Strauss and Loesers. 


used as such and proved a success. 
Healy, 472 Fulton St., Brooklyn, 








LEASE a 
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FOR SALE 


MISCELLANEOUS 





For SALE—Shoe store, located in business 
center of New Brunswick. About $4,000 
stock. Will sacrifice due to other business in- 
terests. Wardell on Shop, 134 Albany S&t., 
New Brunswick, N. J. 





Fo SALE—A good shoe store, best location 
in a central New York city of 35,000. Stock 
and fixtures about $9,000. At a bargain. B-413, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Fisst CLASS popular-priced 

on best business street of East St. Louis, 
good long lease, clean stock and new fixtures. 
$15,000 will handle. Owner engaged in other 
business and must sell. T. J. Bloomer, 101 East 
Broadway_ Alton, IIl. 





FOR RENT 








BARGAIN BASEMENT 
SCRANTON, PA. 
20x62 FEET FOR RENT 


BEST LOCATION 
ON LACKAWANNA AVE. 
— HUNDRED BLOCK 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 


nee aeeeke 
po > ol N.Y. 


WILL FOR 

BUY |e emaere., 
Bargains in shoes always on hand for 
special sales and bargain basements 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Premet ¢ A Ay amg given. 

KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phene a 1443 














We buy quick and pay highest price 
tap cetall tl ceiatamitoieaheet em ale 
merchandise. = ~ — fice 


FRANK WALKER, Proprietor 
610 Broadway, way. Broskivs 
Phone Pulaski 
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like Marshall Field Co., ay 
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Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar Onxen Co. 
611 Ww. FOURTH ST. 


yt gg o. 


do not make 
Herat Fistures or Show C Cases 
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WANTED TO PURCHASE 














HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, eto. 


YOUNG & CO. 
315-317 Church St.—New York, N. Y. 








Telephone Canal 0356 
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Feature Spring Styles 


Spring openings which have been 
held in several Wisconsin cities 
during the latter part of March 
have formed an excellent opportu- 
nity for displaying spring shoe 
styles as well as other lines of 
wearing apparel. For the first time, 
all merchants of Sheboygan united 
under the Association of Commerce 
retail division in holding a spring 
opening. Special window displays 
were arranged, and a band concert 
was held the opening night. Nude 
hosiery was featured with shoes to 
harmonize with spring dresses. 

Shoe merchants at Beloit, Wis., 
formed one of the retail groups to 
enter a window display contest 
during home town week which cor- 
responded with a spring opening. 
Judges from out-of-town cities 
were selected to award the prizes. 
A large parade was one of the fea- 
tures of the week. 

Porath & Schlaefer shoe store of 
Wausau supplied the footwear used 
in a spring style show held at Win- 
klemen’s department store. Blond, 
sudan and penny brown were fea- 
tured for wear with high colored 
dresses. 

Shoe merchants of Oshkosh are 
planning to take part in the win- 
dow display contest which will fea- 
ture the opening there. 





Army Orders for Several 
Firms 
Boston, Mass.—Several shoe man- 
ufacturing concerns were recently 
granted army orders by the quar- 
termaster depot of Philadelphia. 
The Pels Co., Brockton, Mass., 500 
pairs of semi-dress boots at $13.90; 
Rossenwasser Bros., Long Island 
City, N. Y., 500 pairs of russet 
calf shoes, $4.8599; Rice & Hutch- 
ins, Boston, 500 pairs of dress 
boots, $13.50, discount five per cent 
20 days; Joseph M. Herman Co., 
Millis, Mass., 1,000 pairs calf shoes, 
mahogany, with tips, $4.899, also 
2,500 pairs calf shoes, mahogany, 
without tips, $4.3648. 





Brooklyn Enjoying Big 
White Trade 


Brooklyn, N. Y.—Some of the 
shoe factories are getting more 
business on whites than they have 
in several seasons past. White kid 
is being used extensively. The high- 
grade factories are not doing much 
with white fabric as they feel they 
cannot compete with the New Eng- 
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land and western factories on this 
class of merchandise. 

Some white buck sport shoes are 
being made, but the bulk of the 
white business, so far as Brooklyn 
is concerned, is on kid. The white 
patent and pear! irridescent patent 
are being cut sparingly. Some white 
calf also is being used. 





New Store at Brooklyn 


Brooklyn, N. Y., April 1—Alad- 
din Footwear, the style of a new 
shoe store at 1164 Flatbush avenue, 
recently opened carrying a line of 
high-grade shoes for children, 
growing girls and boys. Victor and 
Harold Zuckerman are the proprie- 
tors. 





New Shoe Store 


Medford, Mass.— William 
“Bill” J. Weiss, formerly , with 
the Slater Shoe Co., of Boston, re- 
cently opened a new shoe store 
here at 6 Salem street. 





To Open Kinney Store 

Fond du Lac, Wis.—Represent- 
atives of the G. R. Kinney Co. have 
made arrangements for opening a 
store in the Weksler building at 
115 South Main street. 
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Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quali: y Shoes from 
$1.47 to $2.00 


Write for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 





WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 
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BI | RicisnsccesThdidiocecce~ctsillitadindincmeevttnabieaantigd 147 
Reyem Shoe Mfg. Co., Brooklyn, N. Y....... 22 
Reynolds, Bion F., Brockton, Mass................... 140 
Richards & OBrennan Co. Randolph, 
a a 75, 140 
Rogers Bros. Shoe Co., Boston... 50 


Rosenberg, S., & Sons, Boston.. 90 
Russell, W. C., Moccasin Co., Berlin, Wis. 100 


Sawyer Boot & Shoe Co., Freeport, Me....... 57 


Sherwood Shoe Co., Rochester, N. Y............. 100 
Shu-Stiles, Inc., St. Louis, Mo... 4 
Smith, J. P., Shoe Co., Chicago, IIl.......... 27 
Smith, Wm. Sumner, Chicago............................ 141 
ERE et See 18 
Stacy-Adams Co., Brockton, Mass. condanedi 140 
Stetson Shoe Co., Inc., So. Weymouth, 

) Eg PASE Se ee oe ee 71, 146 
Strout-Stritter & Co., Lynn, Masz............... 84 
Swan Shoe Co., Baltimore, Md......................... 141 
Taylor, E. E., Co., Boston........-----ccccecccceeseeeeeee 92 
Taylor Shee Co., Brockton, Maszs................. 78 


Thomson-Crooker Shoe Co., Boston......... 
Tober-Saifer Shoe Co., St. Louis, Mo............. 24 


United States Rubber Co., New York City 8, 106 
Uts & Dunn Co., Rochester, N. Y................. 7 


Walk-Rite Shee Co., Brooklyn, N. Y. 42 
Weber Bros. Shoe Co., No. Adams, Mass... 82 
Weimer, Wright & Watkin Co., Phila., Pa. 28 
Wellauer-Noll Shee Mfg. Co., Milwaukee, 





Wis. ...... ° 21 
Whitman & Keith, Brockton, Mass............140 
Wise & Cooper Co., Auburn, Me................... 96 

HOSIERY 
Beaton, J. R., Co., Inc., New York City...... 









De Smet, Geo. W., Boston 
Evans, John R., Co., Camden, N. J......... 16-17 
Goodyear Tire & Rubber Co., Akron, Ohio 29 
Hunt-Rankin Leather Co., Bost 124 





Levor, G., Co., Inc., New York City 





Ohio Leather Co., Girard, O....................... 30-31 


Paracord Company, Inc., 
City, N. Y. 





96, 140 





Rubber Growers’ Association, Inc., New 
York City 2.0.0.0... . 


--- 108-109 





City 
Wilson, Chas. T., Co., Inc., New York City 116 


FINDINGS AND SHOE STORE SUPPLIES 


Dalrymple-Dudley Co., Haverhill, Mass... 82 
Electric Window Salesman Co., Boston....... 143 


Grand Rapids Show Case Co., Grand Rapids, 
Mich. 


<chdnsscesisdedocnccilgeedtuanssenseeconenceseesibeladiditiagapaveesce 116 
Hecht Fixture Co., Chicago, Ill. ................... 123 
Heywood-Wakefield Co., Wakefield, Mass....146 


Kawneer Company, The, Niles, Mich.....113-114 


Manhattan Finding Co., New York City ....141 
Manheimer, Abe, & Co., St. Louis, Mo.........124 
Milbradt Mfg. Co., St. Louis, Mo................... 146 
Miller, O. A., Treeing Mach. Co., Brock- 


CEs Fe. cnnctttncnteimcniiititiatihaht pasiieeinsisbic 68 
Myers, F. E., Bros., Co., The, Asland, 

REE ce 0 te a A aR 147 
Onken, Oscar, Co., Cincinnati, Ohio................ 146 
Rublack, Emil, New York City........................ 143 
Segall & Co., Phila., Pa.... 47 


Success Furniture Corp., ‘St. teal, "Kirk. 
wood, Mo. ... 


Tweedie Boot Top Co., St. Louis, Mo. 
Whitcher, Frank W., Co., Bost 








MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 

Earle Shoe Pattern Co., Broekton, Mass.....143 
Nu-Shine Co., The, Reidsville, N. C............. 142 
Ranskolb, F. W., Co., Medford, Mass............. 92 
United Fast Color Eyelet Co., Boston........ 86-87 
United Shee Machinery Corp., Boston..126, 149 
Whittemore Bros., Cambridge, Mass. ............ 74 


MISCELLANEOUS 


Brooklyn Purchasing Syndicate........................ 146 
Boston Shoe Style Show, Boston, Mass. 64-65 


Hotel Breakers, “Atlantic City, N. J............. 124 
Hotel Empire, New York City.......................... 147 


Kalter Cerf. Mercantile Co., Inc., New 
York City 146 
Kirsch-Blacher Co., Inc., New York City......146 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 147 
New York Export Purchasing Corp., New 








Teele GR coined 146 
Penney, J. C., St. Louis, Mo...............000.0000. 132 
Tolman Print, Brockton, Masze....................... 142 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 











A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


The Crawrorp Arcu Suprortinc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 





Not only good customers but 


firm friends patronize the store 


selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Blonds, Patents and Satins 


The Leading Materials for After Easter 


B5430—All patent leather, rrr silk guimpe 
pa oy — turn, 16/8 full-covered 


As illustrated, all white kid, white 
silk stitching. A-C 35 
All these materials and Russia calf with | mh 
covered Cuban heels. A-C, 10c per pair less. 


B5286 
Hidden Gore 


BS286—All ions satin, imitation turn, hand 
— buckle, 16/8 full-covered spike aoe. 


eset Aa illustrated, all black satin. A-C s 
BS287——As illustrated, all patent oan 


A-C 
B5288—As illustrated, all white kid. A-C 3: HH 
All these materials, including calf with 
13/8 covered Cuban and 08 covered heels. 
Widths A-C, 15 ets. per pair less. 


B5023—Patent vamp, apricot kid quarter, 
silk scroll stitching, imitation turn, s/s 
full-covered ie heel. A-C 
As illustrated, best satin. A-C. 6 Sate 
all patent 


A-C : 

B5021—As illustrated, all leather, 
grey silk scroll stitching, Vimitation ‘ann 13/6 
full-covered Cuban heel. A-C 

B5017—As illustrated, all tan ‘calf, ‘18/8 ron 
ban heel. A-C 60 
B5020—As y © pana all ‘black satin, yd 
Cuban heel. A-C $4.6 


BS414 


B5414—All black satin, imitation turn, Pe. 
spike heel. an ac $4.1 





B5032 
Hidden Gore 


B5032—Black satin, blond with guimpe stitch- 
16/8 full-covered spik 


sel. A-C @ 
Beesi~-As illustrated, black satin, black = 


guimpe etitaes. A-C 

B5033—As ill —w blond satin, blond sit 
oy 

BS fituetratea. patent leather camlans 


ilk — titching. A-C 
E As. illustrated, all 's mane kid, 


in biond satin, 
patent leather, Russia calf, white kid, 13/8 
covered Cuban heel, 10c per pair less. 


B5702 


B5702—All blond satin, imitation turn, blond 
silk guimpe stitching, 16/8 full-covered spik 


heel. A-C $4. 
B5700—As illustrated, all black satin, black 
silk guimpe stitching. A-C 50 
B570i—As illustra’ 


silk 
B5705—As illustrated, all black eatin, ‘blond 
silk guimpe stitching. A-C $4.50 


neutral shade for spring, to be worn with any color dress. Patent 


Blond Satin, the 
a Black Satin and Russia Calf popular now with all the new spring shades 
Wiiena Batine used in our shoes are absolutely guaranteed shoe materials. 


IN STOCK 


Terms: 2% 10, Net 30, F. O. B. Boston 





ROGERS BROS. SHOE CO. 


59 LINCOLN STREET 


BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


When writing to advertisers please mention Boot aus Stee Receasen 
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AGE NEVER UNDER- 
STANDS YOUTH. BUT 
MANY GENERATIONS 
OF YOUTH HAVE 
UNDERSTOOD AND 
APPRECIATED SE4- 
BROOK CRAFTSMAN- 
SHIP, AS FOUND TO- 
DAYIN ADAMS TURNS 








CN A A se Nr cme a OO OE A te A i I cc et a 





AMS TURN 


F. E Adams Shoe Compan 


Seabsook! N. 


BOSTON NEW YORK CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bldg., Room 810 


SALESMEN 


Pacific Coast—Geo. R. Rule New York—Frank Harris New Jersey and New York—J. F. Clark 
New England States—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Charles Reedholm 


cm ee ct 
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FOR EVERY SHOE GB 


j \ZN 
THE GA Pa 
OQ} 


Jz 


PROPER LINING | ee i 


E or Extra-Hard-Wear Shoes 
Judhwt’ Wear. Suoo0f SHOE LINING (Mois- 


ture-repellent). The longest wearing shoe lining 
made—usually outwears the sole. Made especially for 
shoes which receive the hardest kind of wear in all 
kinds of weather. Protects the foot from outside 


dampness. 


The ideal lining for shoes worn by policemen, letter 
carriers, and all outdoor workers, also for sporting 


boots. Sauwohwvw" Wewt Proof is guaranteed to give 


satisfaction. 


“FOR EVERY SHOE THE PROPER LINING” 


DOUBIETWILL For high-grade shoes—the Aristocrat of 


SHOE LINING shoe linings. 


a * + + 
Redd\inew For all-around serviceable shoes 
SHOE LINING “Makes Shoes Wear Longer.” 


‘Wewt SxOOF SHOE LINING For Children’s shoes 


Wears like iron—Name printed on it. 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 


BOSTON “- “ MASS. 


A COMPLETE LINE OF THE FINEST STANDARD FABRICS TO MEET THE 
REQUIREMENTS OF THOSE WHO DO NOT SPECIALIZE. 














When writing to advertisers please mention Boot anv Suoz Recorper 
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No. Patent Leather va 
Sais ond chan Dok 
quarter $8.50 

No. 57-98-~-Tan Calf vamp, tan 
and white Batik quarter $8.50 


Cui te ati ‘ Material of the Moment 


No. 51-61~Tan Calf. . . $7.50 


No. 71-61~White Calf . $7.75 f 
No. 72-61~-White Buck--Imita- 
tion Wing Tip. .. . . $7.75 e 


Sponsored by I. Miller, the popular demand for 


Springtime slippers of imported Batik is gaining in 
favor every day---and there is sure sales success 
é in selling slippers combining the beauty of imported 
Batik with the superiority of I. Miller quality. 
The various shoes illustrated are the approved styles 


Carmen now building business for I. Miller shops and dealers 
: So ee tah : he everywhere.... They are in stock for instant delivery. 
In Blonde, Fallow Satins . $7.75 
In White Kid $8.00 


In White Satin $7.75 
In Silver and Gold Brocades $8.25 | a M I L L E R & S O N S 
I N Cc Oo R P Oo R A yi E D 





In Silver and Gold Kid . $11.25 


Harris and Ely Avenues, Long Island City 
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To Have the Right Colors at the 
Right Moment is to Lead 
in Shoe Style 


6 igen the service of the Standard Kid organization 
is of great benefit to the retail merchant who wishes to be 


known as the shoe style leader in his community. 

An organization such as ours must safeguard itself in every 
way against the risk of nianufacturing thousands of dozens 
of colored glazed kid: It is vital that we should know far in 
advance what are the right colors that are developing in 
demand. 

The following Vode Kid colors are still in outstanding 
preference 


Color r1 Color 112 Color rt 


RUST APRICOT AUTUMN BLOND 


Our Color B JAVA BROWN, a rich Coffee shade, shows a 
rapidly enlarging call for the very smartest footwear and, it is 
predicted, will reach its highest popularity next Fall. 

Our new Color 71 NATIONAL GRAY and Color 51 IVORY 


are likewise in increasing demand. 


THE STANDARD KID CO. 
209 South Street, Boston, Mass. 


Branch Offices Agencses 


100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 
Rochester 
and all leather centers 


70 North 4th Street 
of the world 


Philadelphia, Pa. 
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Vode Kid Colors most popular 


at present are: 


Color 11 


RUST 


Color 112 


APRICOT 


Color 151 
AUTUMN BLOND 


Color B 
JAVA BROWN 


Color 50 
WHITE 


Color 51 
IVORY 


Color 71 


NATIONAL GRAY 


Color 170 
PRISCILLA GRAY 


Color 88 
BRONZE 


BLACK 


Vode Kid colors for linings, 
being aniline dyed, lessen crock 
ing of hosiery. 


When writing to advertisers please mention Boot anv Snoz Recorver 








BOOT AND SHOE RECORDER May 2, 1925 


PBSC 


KID 





Annual Customers 


bg takes only one pair of F. B. 

& C. White Glazed Kid shoes 
to teach a woman that she has 
found the most perfect white shoe 
material. 





Hundreds of stores which base 
their white kid shoes on F.B. &C. 
White, do so because they have 
learned that it makes annual 


‘‘The Glaze 
That Stays’’ 


customers. 


F. B. & C. White Kid makes 


bigger white shoe sales each year 
for retailers who specify it. 


Amalgamated Leather Companies 
INCORPORATED _ : 


22-24 North 5th St. Philadelphia, Pa. 


Factories, Wilmington, Del. 
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BE THE FIRST DEALER TO SHOW 
THE LAST WORD IN SHOE DECORATIONS 


Colored Stitching Is the Very Newest 











Le 


sain 
REALARUDAATABAURRULGREGERE ERE 


j 


IN STOCK MAY 5TH 


B497D $4.85 
Net 30 Days 


Telegraphic Code Word “Rifle” 
Black satin one-strap Nada Pump, Rainbow stitching 
on quarter and vamp, consisting of one row each of 
green, red and blue silk stitch (the very latest in 
shoe trimmings), McKay sole, Astor last 1 3/4-inch 
covered Spanish Louis Heel. 


AA5 to8 B4 to8 
A4% to8 C3% to7T% 








Cut-outs and underlays have given way to fancy-stitch- 
ing. Colored stitching is absolutely the newest in shoe 


decorations. 


The “Rainbow” stitch used on this satin pump is not only 
new but it adds beauty to an already beautiful pattern. 


This is one more indication of our plan to “STOCK THE 
STYLES THAT STIMULATE SALES.” 


UTZ # DUNN CO. 
ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles Buildin Bush Terminal Sales Buildi 706 Forrester Buildi 
TIGER & Mc aie 130-132 West 42nd St, Room 15 6. } tag tng "s 
Representatives FLARMSTRONG, Representative Representative 


. SA BLO PEP Damir - 
7 Timm TOM BD es He. OOOO} — 
ef EN UME * Ya 
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ree ORONADO LOTUS 
A ea) CALF willbe shown 
jews in high grade foot- 

' wear for Fall. Its 

rich golden brown color, so 
different from all others, will 
meet the demands of fashion. 


CORONADO is a new addi- 
tion to the well-known 
LOTUS line of chrome 
tanned boarded leathers. It 
carries all the qualities 
which have made LOTUS 
known throughout the 
world. 


THTVTU LUDA NH IVGATVALUALUDURITAVTAUTTPRSUTATARUL TATRTLTATLE THAT TAAYTT 


; 


Write today for a sample cutting 
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Brophy Gros. 






































Tue following is taken from a letter to a resident New York buyer 
from his house.—“The last lot of merchandise we received from 
the Brophy people came up particularly well, and we are really 
anxious to materially increase our business with them - - - - ”. 


The buyer’s comment was—“They are not usually given to saying things 
of this kind unless they are more than true.” 


And that’s pleasant, when you claim to make— 


Sincere Shoes— 
Quality Shoes— 
Duplicate Order Shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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Here’s a Lively One! 
The 


‘TREASURE ISLAND” 
Sandal— 
Alive with the Flame of Youth! 


ANDAL DAYS ARE HERE! Smartly-clad women are 
S going to be wild about Sandals again this Summer. 

Treasure Island, our first Sandal of the Season, is 
an instant hit in quality, style and price. Here is an ex- 
clusive pattern that’s the daintiest, coolest thing imagin- 
able. It has just enough body to make it comfortable ahd 
the open work makes it most attractive. They’re on the 
floor now, so the sooner you order the quicker you'll get 
your Treasure Island Sandals. 


A Tober-Saifer Shoe Through and Through 


Treasure Island Sandal was designed and made 
in our own St. Louis factory by skilled workers 
and from the very best grade of materials. 


MIB. ww tw oe ee See. $6.85 


Allover patent, full cutout pattern. Blonde leather lined. 
blonde full French corded. Covered full breasted 16/8 spike heel 


ee eee ee ee a ee ee 


Patent, same as 2852 with covered 13/8 box heel 


we 8 ft wt, 8 6 8 tf ee Cae ee 


Allover Blonde Kid with Patent cutout overlay on vamp and 
collar. Cutout on collar gocs all the way through. Blonde 
leather lined, blonde tull French corded, blonde stitching. Cov- 
ered full breasted 16/8 spike heel. 


Re .@ we be eeule « + 6 RR iS Gee ee 
Allover genuine White Kid. full cutout pattern. Covered full 
breasted 16/8 spike heel. 


a oe a eee ee a eo 


White Kid. same as 2854 with covered 15/8 box heel. 


Each Number Comes in These 

Sizes and Widths 
These clever scandals have the fa- AA p Catecceee ade ses coon 4% to8 
mous St. Louis Process flexible sole to8 
eS de eed Salata 23 3 to 8 


TOBER-SAIFER SHOE COMPANY 


Manufacturers and Distributors of Novelty Footwear in Stock 
1312 WASHINGTON AVENUE 


When writing te advertisers please mention Boor anv Snon Rucoapan 
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The full page newspaper adver- 
tisement shown here is one of an 
extensive series appearing in a 
long list of newspapers—and 
The Saturday Evening Post. 





Now is the FZime 


LEATH ER 


_ tobe Cacefut |’) 


VERYONE will agree that nothing takes the place 
Econ. Wit health means worry, dixcomfort and 
care; ill rer’ means eapens:. Theretore, anything that 
is within the reach of everybody, and that will diminish 
the possibility of sicknow, has more than a commercial 
aspect —it is vital t humanity. 

Now is the time to be careful to guard your fect and 
those of your children against the little ill, that so fre- 
quently grow into calamitics. 

Nothing takes the place of warm dry feet in winter for 
health. And nothing takes the place of leather tor this 

» There is no substitute. 

Good, tou shoes of leather gen an te are the only 

Known scentiie protection for the foot where hs start 
waty tex ort fo we drsagre athe 


* 
1 curd wp om the sakes. They hall the feet tirwely in 
ot tet distort So tes and 


\ Anything that fails we retaen the chean lines of teather soles, oF to heave 
rugs and floors clean, is shouds Amd that 6 net style. 
ad Eweryone who want te be carctul about health, comfort, vigor and 
style knows chat — 


Nothing takes the place of 


























It never takes the American People 
long to get an idea 


Note, for instance, the increasing vogue for 
all-leather shoes—soles and heels of leather— 
for both dress and sport wear. 

The American people -have learned the 
truth about leather—about shoes—about 
foot health—and they are acting upon the 
facts that have been given them. 

Advertising is largely responsible for this 
“change of heart” on the part of America’s 
shoe-buying millions 

‘‘Nothing takes the place of Leather’’—is 
their buying slogan. That slogan is the back- 
bone of a great national advertising cam- 


paign—running in large space—often pages— 
in a formidable list of newspapers—and 
in full Saturday Evening Post pages—reach- 
ing 5,000,000 shoe-buying, shoe-wearing 
families. 

And dealers everywhere—determined to 
make their stores leather headquarters— 
capitalizing to the limit the opportunities this 
great campaign opens up for them—are ‘ elling 
the story in theirown advertising—in their own 
show windows. 

What have you done to make this advertis- 
ing your own? 


Nothing takes the lace of (other 


Leather is fibrous with millions of tiny nostril-like air spaces which in- 
hale and exhale with every step. This allows the feet to breathe and 
moisture to evaporate. Air is also a non-conductor of heat, hence with 
leather soles your feet are cooler in summer and warmer in winter. The 
reverse is true with substitutes, as they are non-porous. 


AMERICAN SOLE AND BELTING LEATHER TANNERS, INC. 
ONE MADISON AVENUE, NEW YORE, N. Y. 
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BOOT AND SHOE RECORDER May 2, 1925 





Enlarge Your Sales of Children’s 
Shoes by Getting 


In Or any of the fol- 
SPORT lowing colors: 
COF F EE , Red Dark Gray 


White Dark Smoke 
Blue Almond 
Green Cocoa 


LIGHT SMOKE Chocolate Pearl 
Light Smoke Coffee 

or Log Cabin Tangerine 
Beige Black 


ALMOND Silver Gray Olive 
WHICH ARE CARRIED IN STOCK 


REG. U.S.A. 


The store that makes a specialty of featuring SPORT 
WILO in its women’s sport shoes and children’s shoes 
has a big talking point that not only helps to sell shoes 
but makes customers come back when they need new 
ones. 

Our COFFEE and LIGHT SMOKE shades" have 
proven so generally satisfactory that we consider 
them permanent steady sellers. At the same time, you 
will always find included in the SPORT WILO line 
every new shade that fashion demands. 


The three essentials to a perfect leather for children’s 
shoes and sport shoes, rugged wear, extra softness and 
perfect foot ventilation, are ideally summed up in 
SPORT WILO. 


You are missing a big advantage over competition if 
you are not featuring SPORT WILO in your shoes. 


Be sure you get 
the genuine 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Ve i L Oo Leathers 


Reg. U. B.A. 


10 Spruce Strest, New York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
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Exclusive ‘The ‘World’ 
Aaonces Now \ INCOMPARABLE 
Open. First HI-CUT 


Come, First 


Served. 








| Co —“se ® 








MANUFACTURED EXCLUSIVELY BY 


THE MENZIES SHOE COMPANY 
FOND DU LAC WISCONSIN 


THE BUSIEST SHOE COMPANY IN THE WORLD 
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A bottle of REPCO 
— with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 
This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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D103 — Brownbilt patent 
Hytone strap, as illus- 
trated, grey kid trimming, 
plain toe, single sole, 12/8 
covered wood Cuban heel, 
imitation turn, French last, 
AA, 4-8; A, 3%-8, B, 3-8; 
C, 2%-8 “cccssaveses $5.00 


D100—Same in black satin, 
black suede trimming $4.85 


D101—Samein blond satin, 
Sudan kid trimming $5.00 


D102—Same in patent, Su- 
dan kid trimming $5.00 


D105—Same in white cloth, 
white kid trimming $4.25 


E many thousands of retailers who 
constantly rely on us to furnish them 
the newest styles in women’s footwear 
are never disappointed. 


They have learned to respect the judgment of 
our style experts because experience has proved 
that the patterns offered them are sure to meet 


popular favor. 


Our 1925 Spring and Summer 

Catalog No. 56 has been mailed. 

If you have not received a copy, 
please write to us. 


- Brews Gw0e Gowan, 


Standard Since 1878 


Manufacturers ST. LOUIS 
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Some Friendly Suggestions 
to Makers and Retailers of Gored Shoes 


The following sketches illustrate a few vital points about the proper use of 
goring and especially emphasize the cardinal fact that in making gored shoes 


the goring should be given room to stretch. 


Goring Patterns Should Allow at 
Least an Inch in Length Between 
Stitchings. 


GOR This point is brought out by 


; figures one and two, the first 
: ya fig 1 
™ “noes” 


illustrating a strap pattern with 
only a half-inch goring to be 
GOD 


covered by a buckle or orna- 
ment. This tiny piece of elastic 
must soon weaken under the 
a nents fg2 strain, especially if the wearer 
at least should beallowed has a high instep. Pinching re- 
sults, to say nothing of breaking 
liability. Figure two shows a pattern which permits the 
wearer ease of access and a reasonable opportunity for 
the gore to comfortably, yet firmly, hold the shoe 
always in place, with no danger of the elastic losing 
its stretch during the life of the shoe. 


A Quarter Inch Margin Should 
Be Allowed Outside the 
Stitching. 


When _insert- 
ing the gore 
between the 
outside leather 
and the lining 
a quarter inch 
j— margin should 
ye / feel Eerie 
ner all three sides. 
— an nd the lop gerne Goring sewn 
closely to its 
edge is liable to fray and tear away from the leather. 
Figures five and six illustrate this point—also bringing 
out the fact that a slight flare should be allowed at the 
top in order that the thread may be kept away from 
the top corners. 
Figure five shows how, when goring is cut without a 
flare at the top, the stitching runs to the very edge of 
the top corner so that only the French cording holds the 
stitch. Figure six points out that a flare pattern allows 
room for the stitching to follow on beyond the top 
corner, giving substantial margin of safety for breaking 
away. 


iny Cut without 
lare permits 
hance to 


Triangular Goring Patterns Permit 
No Stretch at the Apex 


ig4 


Figure three 
illustrates a 
triangular 
throat ring 
pattern. Mani- 
festly, (even if 
an. inch is al- 
lowed at the 
top) practi- 
cally no stretch 
is permitted at 
the point of the triangle. 

Pinching of the flesh is a natural result; moreover, the 
goring, having no chance to give and take at this point, 
is liable to break out from the leather. Figure four 
illustrates a ““U” shape pattern which permits a more 
even stretch from top to bottom. 


Too Many Stitches Cut the Gore 
and Lessen Its Stretch 


Figure seven 
pictures a side 
gore pattern 
with straps of 
leather _—run- 
ning from top 
to bottom. Ob- 
serve the 
double rows of 
stitching on 
each strap 
which not only increase the chance of cutting the rub- 
ber, but also create three non-elastic panels in the goring, 
none of which is wider than an eighth of an inch. 

On the other hand note in figure eight that the straps are 
stitched in one row down the center—twelve stitches 
to the inch—resulting in far less chance of cutting the 
gore, and also increasing the opportunity of the gore to 
give and take. (This last pattern is taken from a shoe 
by a very high-grade Brooklyn manufacturer.) 


rable rows of 
titching mot 
hable to cut 


ceruter stitc 
wtolinch 


As the largest makers of elastic webbing in the world and of HUB GORE, which for thirty-five 
years has remained the standard elastic goring for shoes, we offer these hints with the sincere desire 


to serve our mutual interests. 


HUB GORE MAKERS 


CHELSEA, MASS. 


Branch of Everlastik, Inc. 
1107 Broadway, New York 


FINALL Y—SPECIF Y HUB GORE IN YOUR ORDERS—AND;RECEIVE THE 
PROTECTION OF OUR TWO-YEAR GUARANTEE. 





When writing te advertisers please mention Boot anv Suox Recorver 








May 2, 1925 








May 2, 1926 BOOT AND SHOE RECORDER 


No. 410—Black Kid, 12/8 
Heel, Rubber Toplift. 
Turn. Widths: D-E-EE 

Sizes 2%-9......Price $3.60 


A erty “ 
(om park th 


No. 513 
pak Kid, 11/8 Heel, Rub- 
ber Toplift. Turn. Widths: 


A-B, 344-9; artes WY 


In Stock 


Extra Wide 

No. 412—Blk. Kid, 

Hl., extra full Bal 
Instep. Turn. Widths: 
D-E-EE; 2%4-10........ $3.35 


low shoes with a full measure of 

quality, character and dainty 
attractiveness—shoes that you can 
sell profitably. Order these models 
now. They are in stock. 


N GROUP of Martha Washington 


| FMayer Boot & Shoe ©. | 


fartha ‘eiidinaaee 


Dress and Comfort Shoes 
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How About Your Trade 
on Workingmen’s Shoes? 


HE “AERO-LINE” of work shoes is a profit- 

able proposition. A\ll solid leather. First. class 
workmanship. Comfortable fitting lasts — altogether 
the kind of shoes you and your trade are looking for. 
They are virtually masterpieces in work shoes. 





Two Advance Styles in “Aero-Line” Work 
Shoes for Fall 


Our distributors are now show- 
ing samples of these and many 
other styles. If you have not 
already seen the “Aero-Line” 
write us today, and we will 
have our local distributor for 
your section call with samples. 

Line up now with 

this fast selling 

“Aero - Line.” It 


means 


| 
! 
U 
7 


BETTER SHOES 
BETTER PRICES 


Stock No. 6065—Aero-Line Moccasin 16-inch QUICKER RETURNS 
high cut blucher with ‘“‘Paracord”’ soles and 
Aero Elk uppers. A substantial boot for hard 


Stock No. 6059—Aero-Line Moccasin Blucher 
with crepe soles. Aero Elk uppers. A sturdy 
flexible, comfortable work shoe. 





Selling helps furnished dealers who sell the ‘“‘Aero-Line”’ shoes 











186 LINCOLN STREET 


) AERO-LINE SHOE CO., soston, Mass. | 
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P Roy Eping's 
TUE Suede Calf 


NATIONAL GRAY 


The more you see of other suedes, the better you'll 
like Rue-Suede. A manufacturer’s salesman will soon 
be along with some sample shoes in Rue-Suede. 


Look at the long, silky nap—you’ll know that your 
customers will be won by its appearance and grati- 
fied with the way it cleans. Take this softest of 
suedes in your hands and you will agree that there 
is none more mellow to the feel. 

Specify Rue-Suede. You won’t necessarily pay more, 
but you'll get more for what you pay. 


Made in all standard shades. 


Write for color card 


FRED RUEPING LEATHER CO. 


Fond du Lac - - - Wisconsin 


Branches Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 





FRED RUEPING LEATHERCO. 
FOND DU LAC. WIS, USA 
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OSTON FIR] 














THE photograph shows the ruins 
of our original store at 72 Pearl St. 
near High St., when the entire Boston 
Leather District was wiped out in 
the great Boston Fire of 1872. The late 
Marcus Beebe appears in the fore- 
ground. 








LUCIUS 


129 South St. 
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pone (53 eat ago rm 18772 
HOW MANY 


leather firms are there on South Street 
today who were having the privilege of 
serving the shoe industry at the time of 
the Boston fire—fifty-three years ago? 


THERES A REASON 


why you shoe men have granted us this 
privilege so long and continuously— 
part of which may be found in our 
ancient rule that 
everything we sell in the name of BEEBE 
must always be the highest level 
of value tn tts grade. 


VICI kid CORONA 


“There is only one VICI kid. The Peerless Patent. 


There never has been any other"’ 


The BEEBE lines include VICI Kid, 
CORONA Patent, Suede Calfskin,. Black 
and Colored Grain Calfskin. 


Also Sheepskins, Side Leathers, Calf 
Linings, Splits, Satins and Cotton Goods. 


BEEBE & SONS, INC. 


Sif Boston, Mass. 
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A smart shoe made of Cedar 
Cliff Satin, ornamented with 
novelty stitching and hand- 
some buckle, made by 
Hartman Shoe Co. 
Haverhill, Mass. 








“CEDAR CLIFF’? SHOE SATIN 
always justifies the impression it 
makes of quality and superiority of 
wear—the practical basis of repeat 


sales. 


Build up your Shoe Business by speci- 
fying “CEDAR CLIFF’’ when you 


place your orders. 


CEDAR CLIFF 


PURE DYE 


SHOE. SATINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVE. NEW YORK 
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Steck 081-B — “Clod” Last. 
Circular-Seam Oxford. Black 
Boarded High-Polish Calf. 
Hem Tip, new perforation 
pattern. Bleached Calf quar- 
ter-lining. 13-iron edge. “No 
Buff” bottom. B, C and D 


widths. $4.40 


New Bright-Finished Blacks 


EN’S clothing fashions this Spring have brought into great popularity a 
smart new idea—bright-finished black Calf Shoes to be worn with grey- 
blue suitings. 

Bates Style 081-B, shown here, is the perfect type of high-finished Calf Ox- 
ford to meet this stunning style tendency. The shoe has the new full forepart, is 
conservative in pattern, and is made of the best bright-finished Calf we can buy. 

The best proof of its high salability this Spring is the rush of orders we have 
received for it from Bates dealers. 


WE CARRY IT IN STOCK. NOTE ITS FAVORABLE PRICE. 


Let us send you the new Bates’ portfolio- 
catalog, showing in full color the complete line 
of Bates’ In-Stock Shoes for this season. We 
supply newspaper cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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—— , ————— 
BURDETT 
The Growing House | 
jor Growing Gir 's Foolwear | 


LYN 








The ‘Burdett Plan 


N plain English, “The Burdett Plan’’ means “‘doing one 

thing well.’’ We make practically nothing but fast selling 
styles for Growing Girls, and it is our policy to carry in 
stock a few of the most popular numbers. 

The many expressions of warm approval we receive from an 
increasing group of active accounts is evidence that this 
policy of concentration is bearing fruit. 

It will pay you, too, to get acquainted with the “‘Burdett 
Plan.” 














FACTORY SALESROOM 
278 BROAD ST., LYNN, MASS. 183 ESSEX ST, BOSTON, MAS Z 
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Nunn-Bush 


Ankle- Fashioned 





The Blimp- In Stock 


No. 1149—$5.45. Ebony black, 
cross crease, flat black. eyelets, 
black welt, black separate stitch, 
flanged rubber heel. A to D. 





The Blimp - In Stock 
No. 2149—$5.45. Light tan calf, 


cross crease, brass eyelets, natural 


welt, fair separate stitch, flanged 
rubber heel. A to D. 





Nunn, Busu & WELDon SHoE Company, MitwaukeEE, Wis. 
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Profit Winners 


Mothers will be delighted with these 
new Acrobat “Double Welt” Sandals. 
Now is the time to feature the num- 
bers shown below: 


No. 1610 
Mahogany Barefoot 
Sandal 
Leather Quarter 
Lining 


ROBA? 
SHOES 


are steadily growing in popularity. 
And the new Acrobat Doll House Car- 
ton with sizes 5 to 8 is increasing 
sales faster than ever. Order the num- 
bers shown. Ask for Catalog 25-S. 


Shaft-Pierce Shoe Co. 


247 Third St., Faribault, Minn. 


Specialists in Children’s Good Shoes 
Since 1892 








IGHT, strong, fire-resistant— 
quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 


Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense 
and no upkeep. The Al/steel mark on shelving 
is your guarantee of permanent sati i 

* Write for a copy of ‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO. 

Youngstown, Ohio 

Dealers Everywhere + Canadian Plant: Toronto, Ontario 








/ 


ainda 
(LL A 
7 


Uy: : 


l] 


y: 
Vt 


y/ 


y 





J 
= j 
}) lia 

pfiffi, 
: ima 
ed 
L/Li 

@ Mii / 


Witt 











COD ME 
/]f 





a a aa 
te 
a 





MT; 


ff 





| 
i 


ql 

















Uh | 
A 


| 





an | | 
Li} | 
way, 


\ 
\ 


TWH 


RNY EF 


= Attach this Coupon to your firm ketterhead SSE 
The General Fireproofing Co., Youngstown, Ohio 


Please send me without obligation a copy of your book, “Saving with 
Shelving.” 
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$5.00 to *7.50 


The more you give in style and 
value in this range of price, the 
more your store will advertise 
itself. 


Pick Weser shoes for that un- 
varying value and “present mo- 
ment” style which we habitually 


SSRIS ES 


put into them. 





Style 720B 
Light Tan Scorch Grain 


Me Blacher Onion WEBER Bros. SHOE Co. 


Raglan Last 


Bleached Calf” Lining North Adams, Mass. 


Heavy Single Sole 
Shoulder Roll Heel 
: New York Office: 1328 Broapway, Marsripcs Bipc. 


H. Harris, Rep. 
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Stop Losing Sales— 


because buyers cannot locate your store. Try it 
yourself. Approach your own store and, when half 
a block away, try to pick it out from the others 
near by. 

A Flexlume Electric Sign will make your store stand out 
and be seen far and near. Buyers will have no trouble 
locating your business. 

Your message, built into a Flexlume sign, will be far 
reaching and will produce for you both day and night. 
Flexlume’s power to attract is as great by day as by-night:— 

Thousands of merchants since 1910 have found Flex- 
lumes profitable. 

Write now for literature and photoprints showing 
Flexlume serving other shoe dealers, and information as 
to how it can profitably serve you. 

We also build exposed lamp and other types of 
signs, for those who prefer or require them. 


FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 
Phone: “Flexlume”—All Principal Cities 


Factories also at Detroit, Los Angeles, Oakland, 
Calif., and Toronto, Can. 
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YOUNG MEN’S 


EDUCATOR SHOES 


Daford pin Tan Boarded Calf- 
Foxed Golf Ont ——" and harness- 
feted, Plantation spring heels, 
soles and heel-seat white scl an With a vamp 

constructed to give freedom to the ball-joint 
and support to thefoutside of the foot. 


Sane 1740— Men 


The largest retailers of shoes in 
the country are featuring Young 
Men’s Educators as _ correct, 
high grade, stylish Men’s foot- 
wear. They realize the value of 
such merchandise with a tre- 
»mendous organization and a 
strong, nationally advertised 
name back of it. The menjof 
every community know of Young 
Men’s Educators. The many in- 
quiries from men in response to 
our vo Peay By the biggest 
w that if you 

are taper handling this line you are 


a oe age high grade, profit- 


Style 1736—TanYRussia Calf Educator Ox- 
ford. and perforated and vamp. 
wade. 


Style 1737—Same style in black smooth calf. 


SELL 


DUCATO 
. SHOE® 6 


All Numbers Are 
in Stock Now 


OU can order now and 

reorder anytime to 
supply the demands that 
will be made of you when 
the men of your town learn 
that you have Young Men’s 
Educators in stock. 





SCHEDULE OF 
SIZES 


B WIDTH, Sizes, 6 -11 
C WIDTH, Sizes 544-11 
D WIDTH, Sizes, 5 -11 
On all styles illustrated 














WRITE FOR OUR 
BOOKLET 
ON COMPLETE LINE 
of 
YOUNG MEN’S EDUCATORS 











national popularity almost over- 
night, there are ten live styles. 
They are the styles that men 
and young men want. They are 
the development of a study of 
what men in the style centers are 
wearing. Every shoe is made 
right. The quality is decidedly 
apparent and the prices are sur- 
prisingly low for such shoes. You 
can retail them at $7.50 to $9.00 
and realize neat profits. Write us 
today for our booklet and further 
information. 


Style 1715—Black Gun Metal RB I ~~ ~ 
Seam Educator Oxf 


lord. 
rated tip. Invisible dee tele Rubber nm 
Style 1716—Same as above in tan Russia calf. 


RICE & HUTCHINS 


13 HIGH STREET 


Rice & Hutchins Chiease Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins Atlanta Co. 


INCORPORATED 


—— Distributing Branches —— 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins New York Co. 


BOSTON, U. S. A. 


Rise & Betchioss St. Leute Co. 
as Bosto ass. 
Jos. I. Meany & = Phila. Pa Pa. 
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SHOE WEEK 


ESTABLISHED APRIL ! 
1882 





Vol. LXXXVII 


Boston, May 2, 1925 





The Birth of a Retail Shoe Store 


The first of a series of inspirational arti- 
cles. The BOOT AND SHOE RECORDER 
believes that this series may be the means of 


Article No. 1. 
Salesmen’s 


Preparation 


laying a solid foundation for new businesses 
being contemplated and as a “tonic” for some 
already established. These articles are from 
the pen of an active shoe man who has seen 
a quarter of a century of shoe activity in all 


Next Week. 


How to Finance 
the Store 


its branches, and the subjects, some twelve in 
all, are taken from actual experience. 


tion laid by a young man with the intention of 
going into the retail shoe business for himself. 
He had a definite purpose. 

To .enter the retail shoe business, or in fact any 
branch of the shoe business, a man should love shoes. 
He should be so enthused about them that he will rave 
over every curve, stitch and perforation. And before 
risking his capital and judgment, he should have some 
four or five years or more experience in this particu- 
lar line. Above all, he should be properly trained by 
associating himself with those who know. Factory and 
traveling experience are great helps to a retail man 
because they give him a broader viewpoint, and he has 
some conception of what the other fellow ‘in the other 
end of the business is trying to do. 


NIRST you are going to hear about the founda- 


Qualifications for Success 


He should be, and usually is, the leader of the boys 
on the floor; the fellow who took hold, saw what to do 
and did it. He applied himself to every opportunity ; he 
learned to read character and disposition and catered 
to the whims and fancies of his customers; he called 
them on the telephone when new things came in; kept 
a record of sizes; knew their names and addresses; 
learned to know their relatives and other members of 
their families; was spoken of by friends in parties 
and gatherings, and referred to as an ideal shoe man, 


painstaking and careful. Everybody knew him and he 
always got a boost and deserved.-it. 

He learned to watch the front door; stepped up, 
greeted and seated customers. He said “How do you 
do” to everybody he passed in the store and perhaps 
discussed the weather. He always. wore a smile. — 


Not Afraid of Details 


He kept his stock in nice shape, never left any shoes 
on the floor or on the seats when finished with the 
customer. The shoes he put away. had the laces drawn, 
tied and tucked inside just like a fresh pair from the 
factory. 

He always arranged the tissue paper in the 
cartons so that the shoes were protected from dust. 
He checked in new merchandise, suggested selling 
prices and reminded the management of slow selling 
styles. He pushed P. M.’s., shoe trees, findings and ho- 
siery. He learned about the bones of the feet so he 
could fit foot appliances intelligently, thereby giving 
the trusting customer a large measure of relief. 

He would say “Let’s trim a fresh window,” or he 
discovered a shoe that had slipped out of place in the 
present display. He learned to sell all over the house 
so he was of help in all departments. He gave his time 
freely, nights and Sundays when buying was done 
in sample rooms. He watched advertising columns, 
noted the good and bad copy. He was familiar with all 
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forms of competitive advertising, whether it was bill- 
boards, circulars or direct by mail. 


Keeps His Own Sales Records 


He took sufficient interest in his sales to keep for 
his own information a daily, weekly and yearly record 
of his accomplishments, always trying to beat the 
corresponding periods of the past. 

He opened and closed the door for his customers; 
helped them locate the telephone; directed them to ad- 
dresses inquired about; the right street car, and 
changed large bills for them; he offered to put in shoe 
laces when such purchases were made through him. 

To those suffering with foot perspiration, he had 
a remedy to suggest; like- 
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made or distributed high, medium and low grade 
shoes; what kind of shoes the various wholesalers fea- 
tured because he developed the acquaintance of the 
traveling representatives. He learned values, shoe con- 
struction, how to combine lasts and patterns into 
pleasing effects. 


How He Can Help Customers 


He got to be known as a successful style picker. He 
predicted with unusual accuracy the trend of public 
demand three to six months hence. He exchanged 
ideas with other successful shoe men. He read his 
trade magazines from cover to cover, advertisements 
and all; nothing escaped him. He could stop low shoes 

from slipping in the heel and 





wise for corns, callouses, 
blisters, etc. He would slip 
across the street to the drug 
store for an article of foot 
relief when necessary. He 
knew the best way to stretch 
shoes; learned to adjust 
complaints; took special or- 
ders and measurements; 
built lasts when necessary; 
padded or shaved off lasts of 
regular measurements where 
needed; he was prompt in 
offering to put on hooks if 
customers preferred them 


ably discussed: 


SERVICE, 





In succeeding articles, “The Birth of a 
Retail Shoe Store,” these subjects will be 


FINANCING, LOCATION AND OPEN- 
ING, INTERIOR PLANNING, PLANNING 
WINDOWS AND TRIMMING, STORE 
ADVERTISING, 
SELLING, REGULATION OF SIZES AND 
STYLES, STORE ATMOSPHERE, PER- 
SONALITY AND COMPLAINTS. 

These articles are being prepared by the 
RECORDER at a great expense. Watch for 
succeeding series of “The Birth of a Retail 
Shoe Store” in the RECORDER. 


keep long vamp shoes from 
developing deep wrinkles. He 
could also make suggestions 
that would prevent shoes 
from running over. He 
trained himself; he knew his 
work and had confidence to 
go ahead. When time brought 
an opportunity his way he 
was equally quick to grasp 
it; the opportunity might 
come to him when a good lo- 
cation presented itself or 
some well established busi- 
ness had a desire to sell out. 


BUYING, 








over blind eyelets or vice 
versa. 
The Value of Knowing Leathers 

He could explain the value and advantages of every 
leather; he had a reason for every shoe he showed; he 
gained the customers’ respect and confidence so that 
he rarely missed a sale; he always had time to serve 
them in every detail; he could wait on three or four 
at a time with satisfaction when necessary in rush 
periods. 

He learned to judge business locations, and would 
silently make his prediction of success or failure of 
every new venture in his community, thereby testing 
his judgment. He grew to know rental values. He 
studied display effects, lighting systems, both interior 
and window. He helped fill the mail orders, learned to 
write sales letters, to judge credit risks and how to 
handle collections. 

Tried His Hand at Advertising 

He could say “Boys, let’s go” and they all pitched 
in and put over some neglected or special job because 
he possessed leadership. He tried his hand at writing 
advertisements, persuaded the “make up” man in the 
newspaper work room, by his congenial methods, to 
get preferred positions of his advertisements in the 
newspaper. He accepted “Turn-over” customers cheer- 
fully and made more friends for the store, with sales 
that resulted. His salary leaped; other stores solic- 
ited his services, and spaces will not permit a full 
description of his ambitions. 

He knew the manufacturing centers for men’s, ladies’ 
and children’s shoes. He was familiar with those who 





He could visualize and see 
possibilities, or his training would cause him to reject 
the proposition as impossible. 


Too Little Training Is Dangerous 


In a general way and with considerable detail, it has 
been explained to the reader, many of the things that 
are necessary to lay a foundation for the starting of a 
new retail shoe store, in other words, it is “The prepa- 
ration of the salesman.” It is impossible today for an 
untrained man personally to assume the management 
of a retail shoe store and to do so successfully. An un- 
trained man may furnish capital and with the aid of 
a trained man make progress, but he will have to give 
the trained man full authority and responsibility with- 
out any interference. 


Planning a Budget 


With a fixed amount of capital, a trained man can 
so regulate his buying that he can accurately plan on 
a definite inventory. Likewise he can budget his vari- 
ous expense items and keep within that budget. He 
determines the average “mark-up” required to meet 
his percentage of expense plus the anticipated profit. 
His wisdom does not stop in turning his capital once 
during the year and allow one margin of profit, that 
is not his way of doing business. He realizes by proper 
merchandising that he can make four, five or six 
profits and some of the “smart” ones turn their stock 
as often as eight or nine times, which means that 
many profits. In this one angle of store management 
lies the greatest possibility of profitable operation. 
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In This Store the Men’s Trade Is Good 


‘‘Bud” Kahn Tells How He Has Built Up and Holds 


a Three-Time Turnover 


Two distinct theories he 





ERE is a man who 
H thoroughly-loves the 

retail shoe business. 
What he enjoys most about 
it is the fight there is in it, 
every minute of the day. He 
also believes that this busi- 
ness of ours is the most in- 
teresting one a person can 
enter, either from a business 
point of view or that of an 
amateur anthropologist. 

Few people recognize the 
name of I. K. Kahn, but 
everyone knows “Bud” Kahn 
of Dallas, Texas. It is mighty 
hard to get Mr. Kahn to 
talk about his methods, 
ideals or himself. He will 
talk more about shoes and 
will interview you more 
than you will him, for he has 
a questioning mind. To say 
that. he is a progressive 
fighter, rather than an ag- 
gressive one, tells the story. 


The young 
bloods will 
appreciate 


KAHN’S 
DOGGY 
SHOES 


They're Different 


‘7 to * 


Spotting Leaks By Reading 
the Mail 


“Keep your finger on the 


LEON KAHN SHOECO 


Highest Standard of Quality 


04-06 iB ay Elim Ste 


advances as to why this will 
be a good profit-making year. 


Why Mr. Kahn Believes 
Prosperity Is Near 

First, it is seven years 
after the war, the time it 
takes to get back to nor- 
malecy. Second, there are no 
such “animals” as old men 
and women any more. The 
return of this store to nor- 
malcy is proven by the fact 
that it is doing 25 per cent 
more business, on 30 per 
cent less stock, through bet- 
ter merchandising methods, 
than a year ago. Concentra- 
tion of lines and prices has 
been rigidly adhered to, for 
during the war, too many 
angles were covered. Things 
were too easy then. 

The Kahn system is to se- 
lect a manufacturer in whom 
they have confidence, then 
work with him. The returns 
are much greater in the long 
run, than by the sharp- 
shooting system of buying 
here and there, trying to 





store’s pulse by watching 








save ten or fifteen cents, 





the details,” says Mr. Kahn. 
This takes time, but he finds 
that it pays to go over every 
piece of mail, incoming and 
outgoing. As an example, a customer returned : a pair 


of shoes, asking for a refund, as the shoes were fitted - 


too short. The credit man answered that a cash re- 
fund could not be made, as the shoes had been worn, 
but issued a credit slip, good in merchandise only. 
Upon investigation, Mr. Kahn gave instructions that 
a cash refund be made to the customer, with a letter 
of apology, as the policy of the house is to return 
money as cheerfully as it is taken. 

Mr. Kahn started in the retail shoe business 39 
years ago, when he was thirteen years of age, so be- 
longs to the old guard, that will still believe that cus- 
tomers appreciate quality and service. His father, Leon 
Kahn, who is in his eightieth year, and still active in 
the store, established the business in 1875, so the 
responsibility of upholding the standard of fifty years 
of uninterrupted business is by no means a small 
one. 


See how cleverly this advertisement makes its 
appeal to the young bloods of the town. In Texas 
they call them “Jelly Beans.” 


which in the final analysis, 
means a loss rather than a 
saving. 

Men’s Shoe Business Good 

The entire men’s business is covered by four manu- 
facturers. A high-grade line, retailing from twelve 
to sixteen dollars, one at ten dollars, then a couple at 
seven and eight. That will cover the field of the average 
store. Few lines, few prices, plenty of styles, plenty 
of sizes, will help solve the volume and turnover ques- 
tion. By adhering to this policy, good money is made 
in the men’s department, for a three-time stock turn 
is maintained, with the stock so fresh that 95 per 
cent of it could be sold at a forced sale, in sixty days. 
Men’s styles are .closely watched. If a shoe does not 
show action in thirty days, it is “P. M. ed,” or the price 
changed so that it will move. 

Both the manufacturer and the retail merchant are 
at fault for allowing the men’s trade to slump, Kahn 
says; the manufacturer, by not showing enough new 
styles, to cause the men to feel the need of more than 
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I. K. (BUD) KAHN 
He concentrates on four manu- 
facturers for his men’s shoes— 
and no more. 


one pair of shoes at a time, as witnessed by the dark 
tan shoes that dominated the trade for several years; 
the merchant, by paying too much attention to the 
women’s trade. If one-third of the time and effort 
had been spent in improving men’s styles, the men’s 
trade today would equal that of the women’s, he be- 
lieves. The big mistake was that they did not keep 
up with the younger generation. When women’s skirts 
were shortened, bringing pretty footwear into promi- 
nence, the lesson taught was not translated into men’s 
wear, until this last season. The young generation 
wants style and pep. The volume in any store is kept 
up by knowing what the “Jelly Bean” boys will want 
next. At least 95 per cent of the heads of retail con- 
cerns, do not get close enough to the men’s business, 
to sense style changes, Offices are too comfortable and 
golf courses too attractive. 


Colors A Big Factor In Men’s Style 


Men’s styles have already gone to the extremes, so 
the swing now will be back to more normal styles, with 
colors the big factor, in keeping up the pair volume. 
The men’s business is there, if one goes after it right, 
but Mr. Kahn urges all not to make the mistake of 
centering attention solely on the price appeal. Stress 
style and quality for a change, for real results, he 
says. 

Take, for instance, the recent publicity given to 
telling the young fellows that the Leon Kahn Shoe Co. 
had something that they wanted. A real stuffed bull 
dog was the point around which the advertising re- 
volved. This dog was placed in the center of the 18- 
foot island showcase. Only men’s style shoes, priced 
from seven to ten dollars, were shown. ie window 
cards read “Kahn’s Doggy Shoes.” This was tied up by 
newspaper copy of ten-inch, three-column advertise- 
ments, in which a drawing of a “Jelly Bean” with 
the dog, was shown, together with the wording “The 
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LEON KAHN 
“Bud's” - father, who estab- 
lished the store and who is 

still actively interested. 


young bloods will appreciate Kahn’s Doggy Shoes 
They’re different, $7.00 to $10.00.” 

Then 1500 post cards, showing the cut of a doggy 
shoe, were mailed to the fellows around town. 


Selling Men’s Shoes By Phone 


One other means of arousing customer’s interest, 
is by the telephone. Customers are all listed, so that 
each day, the credit man, or one of the salesmen, talks 
with about fifty customers, telling them of something 
that might appeal to each one. Occasionally real or 
fancied complaints are discovered, during the phone 
conversation, that are speedily adjusted. 

This establishment has had a steady growth for 
the last fifty years. It started as a little one man shop. 
Now it occupies a three story building and employs 
48 people. There must be something ‘in the ideals of 
this father and son to have survived this long period 
of happy and profitable years. , 





Walter J. Booth to Direct Beals-Pratt 
Re-Organization 


Milwaukee, Wis., April -28—Walter J. Booth, first 
vice-president and general manager of Weyenberg 
Shoe Manufacturing Co., of this city, manufacturers 
of men’s and boys’ shoes, will leave that concern on 
May 1, to become president of the Béals-Pratt Shoe 
Manufacturing Co., with plant at Watertown, Wis. 
The Beals-Pratt Co. makes men’s shoes... 

Mr. Booth will direct a re-organization program in 
his new connection. He is particularly well qualified 
for his new duties, as evidenced by his 17-year associa- 
tion with the Weyenberg Co. He commenced as a sales- 
man and subsequently was advanced to first vice- 
president and general manager. 





May 2, 19265 


BOOT AND SHOE RECORDER 








LA 





Half a Dozen High-Lights in Next Week’s 
Boot and Shoe Recorder 


Survey of Leather and Shoe Production 


A complete survey of the leather industry, 
the rise and fall of prices, the liquidation of 
stocks, the marked curtailment of production 
of sole and upper leather; followed by a survey 
of the shoe industry with the statistical out- 
line of the reduction in production and exports 
and the increase in imports—in fact, a picture 
of the industry from its producing side. . 


No retail merchant can afford not to know 
these vital present-day facts affecting his 
business. 


How Co-operative Community 
Shoe Advertising Works 


Description of an orderly plan of co- 
operative merchandising whereby any given 
community can automatically take up the 
scheme of centering on one type of shoe, em- 
phasizing it in window and newspaper and 
making that community conscious of its foot- 
wear. 


Light Colored Tan Shoes for Men. 


A national survey of men’s shoes reveals 
what merchants think will be salable from 
July to December, prefaced by high-lights of 
men’s styles indicating that light shoes for 
summer wear have actually made an impres- 
sion on the American public. 


Going After Mid-Summer Trade 


How Alfred J. Ruby opens up a shop at 
Edgewater Beach, Chicago, to get the full 
benefit of mid-summer trade. We show this 
store, type of advertising and its manager. 


Comparison of Shoe Advertising 
in 1905 and 1925 


Albert W. Frey, instructor in Marketing in 
the Amos Tuck School of Business, Dartmouth 
College, contributes an enlightening article 
comparing shoe advertising today and twenty 
years ago. The price comparison alone is 
highly interesting. This exclusive contribution 
is a valuable study in retail shoe publicity. 


What Are the Two Best Months In 
Which To Sell Double-Headers? 


Read the answer_in the account of Carl H. 
Mueller’s store methods, down in Austin, 
Texas. He also tells how he utilizes letters to 
customers and prospects. 


All the important current news and views 
on styles, markets, conditions and trade 
trends, folks’ doings. 


The Recorder of May 9 will be of the greatest 
interest and utility to every one of 
its 11,500 retail subscribers 
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Hold Off General Clearances 


EEP to present prices through May and June 

if you want to make the first six months of 

the year show a profit. The merchant who first 

rushes into general clearance sales is not only do- 

ing himself injury but is demoralizing the busi- 
ness of his community. 

Price cutting is undesirable, except at certain 
seasons when it may be absolutely necessary for 
the clearance of “left-overs.” Also cut price sales 
should be regulated as to time and discounts by 
the general consent of the shoe retailing frater- 
nity in each locality. It is to be regretted that 
many merchants will not be governed by regula- 
tions made by their brother merchants in associa- 
tion, for the benefit of the trade generally. 

Too many do business on a permanently cut 
price basis, and others periodically sacrifice their 
merchandise at or below cost. 
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This is not getting more shoes sold “right,” for 
any system of merchandising which robs anyone © 
connected with the manufacture or distribution 
of a product of a proper living wage and profit de- 
serves to be characterized as immoral merchan- 
dising. Merchants who do business on a permanent 
cut price basis not infrequently rob themselves, 
and often their help, of a proper legitimate return 
on the investment and labor, and those who make 
a practice of frequent bargain sales demoralize 
the business. 

No man has a right to do this, no man has a 
right to do anything which makes it almost im- 
possible for his neighbor to live. The frequent 
bargain sale merchant is probably getting an un- 
reasonable profit from some of his customers, and 
creating a bargain-hunting class out of the bal- 
ance, or he is not offering bargains at all. This is 
a pernicious and, morally speaking, illegitimate 
system of doing business which should not be 
encouraged. 

You must do business fairly, squarely, legiti- 
mately, having regard to the best interests of all 
concerned, and only by doing this can you con- 
serve your own best interests. The efficient mér- 
chant’s business will grow because of his efficiency. 





Competition of ‘‘Instalment 
Plans” 


UCH unwarranted criticism is being di- 
rected at President Coolidge on the score 
of “Yankee economy.” His preachment of govern- 
mental economy is taken by many merchants as a 
recommendation to the public to practice personal 
economy. If the merchant of general apparel feels 
that the president is interfering with popular ex- 
travagance in setting an example of getting value 
for the dollar he spends, that is another story. 
Edward A. Filene of Boston comes out with an 
endorsement of the Coolidge brand of economy 
and indicates that: 


“One of the outstanding phenomena in American life to- 
day is the growth of instalment plan banks. Not only 
houses and furniture and equipment of them are being 
bought on the part-payment plan, but automobiles and ra- 
dios and phonographs, clothes and many other things. 

“I heard of a workman the other day who got in finan- 
cial trouble and friends looking over his affairs to pull him 
out found that with an income of $60 he actually had 
definite payments due every week of $72 for house, auto- 
mobile, furniture, radio, etc. 

“The average income of our citizens is under $2,000, 
and of those incomes, ordinarily, rent would be in the 
neighborhood of 20 per cent, and food about 40 per cent. At 
present rents are nearer 30 per cent of the income and 
food, say, 50 per cent. That leaves about 25 per cent for 
all the other expenses, education, recreation, clothing, 
health—doctors and medicines—savings, etc. All these 
things will be unwisely or, perhaps, wrectaneid skimped 
unless wise economy is practiced. 
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“Economy will not hurt legitimate business. It will help 
it because the things that wise economy make possible— 
education, good health, recreation, sufficient proper food, 
ease of mind and savings—will not only finally stimulate 
the whole volume of business but also greatly increase the 
production and earning power of our people. 


The RecorDER has long maintained that shoe 
stores are not in competition so much with one 
another as with extravagances in automobiles, 
instalments, radios, high rents and high living. 
The public purse is drained by the purchase of less 
useful and possibly unnecessary things and such 
necessities as good shoes for women and children, 
and particularly men, suffer accordingly. 

The credit system is so far extended that shoe 
stores report exceedingly slow collections on what 
is comparatively speaking “little bills.” The sit- 
uation is so perverse that occasionally we hear of 
shoes that are sold on the instalment plan, “$1.00 
down and catch me.” The sooner we come to an 
individual system of budgeting, spending as we 
earn, rather than mortgaging the future, the 


sooner the Shoe business will get its proper portion | 


of the public purse. 





Balance Your ‘‘Buys’’ for Fall 


HIS summer may be overwhelmingly a silk 
period in feminine dress, thereby emphasiz- 
ing light construction in pretty footwear, but the 
farsighted merchant who is already looking to 
Fall demand knows that wool and flannel point to 
wool hose and a more substantial type of footwear. 
It was a pity that the Style Conference in New 
York emphasized so heavily in its portrayal on 
living models the place of silk in dress and hose, 
and forgot to picture seasonable clothes—fiannel, 
wool, coats and furs—for Fall and Winter wear. 
We remedy in part that oversight by emphasizing 
here that well balanced store stocks ought to have 
footwear suitable for not only silk and cotton 
dress, but certainly for flannel and woolen attire. 
The women of this country in selecting the en- 
semble idea (which means that the costume is 
“completed”) know that there is a place in the day 
for a heavier-fabric costume, and that with it 
goes wool hose and more substantial looking shoes. 
Not every girl will step out in the morning with 
evening clothes. Some will wear tailored costumes, 
needing tailored shoes. 

The leather man will more economically serve 
if he can move all weights of leather; the manu- 
facturing trades will more completely serve if 
there is a place for welts, McKays and turns and 
the store will sell more shoes if it gives the variety 
that a day’s costuming warrants. Certainly the 
woman in her dress selections is aware of the 
appropriateness of having footwear in keeping 
with her dress. 
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The shoe man is out of the picture when he pro- 
poses cut-out sandals to a customer wearing a tail- 
ored, woolen suit with woolen hose. Let the shoe 
trade fit into the picture of the proper costume 
instead of playing the part of adding discord to 
the symphony of dress. 





Second Sale of Contrast Shoes 


DUCATE your customers to purchase more 

than one pair of shoes at a time, so that 
they may obtain better service from the shoes, 
and incidentally that you may increase the volume 
of your sales. 

Educate them to buy suitable shoes for the 
various services for which shoes are made. If a 
woman purchases a pair of shoes with satin bro- 
cade quarters, or made of some delicate material 
which rain would ruin, remind her of the fact, and 
find out whether she is in the market for a wet 
weather shoe. 

Whenever you sell a pair of shoes, make a prac- 
tice, after the sale is made, of showing something 
attractive and suitable for some purpose other 
than the one which the shoes purchased are in- 
tended for. 

Remember that a suggestion skillfully made, to- 
gether with the showing of an attractive sample 
very frequently creates the desire to possess it. 





Consider Profitable Side Lines 


HE shoe merchant who is merely a hander 

out of goods called for is doomed to failure. 
To be successful he must be a shoe specialist, thor- 
oughly conversant with everything to do with 
shoes and shoe fitting, he must be an authority 
on footwear. He must understand the needs of 
feet so that he can supply every customer with 
just the right kind of footwear. The man who can 
do this will impress his trade with the fact that 
he is a shoe specialist and that he is the right mer- 
chant for them to deal with. You cannot be a shoe 
specialist without making a constant study of 
shoes and feet, and though the necessary study 
may be a tax upon your time and strength, it will 
prove the most valuable of all business assets. 
Study the anatomy of the foot, study the ailments 
of feet, study scientific shoe fitting and your trade 
will grow in proportion to, your ability to prescribe 
and supply the right kind of footwear for each 
kind of foot presented to you. That is service 
which will hold your customers’ trade. 

Consider the desirability of adding to your prof- 
its by carrying and prominently displaying or- 
thopedic specialties and findings, by handling and 
featuring athletic shoes, and various side lines 
which can consistently be sold in a shoe store. 
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Trend of Styles in Women’s Footwear 
Eastern States 


The national styles program, as prepared al the shoe styles conference 
last week in New York, was built on information oblained from representa- 
tive merchants in all parts of the country. The national style program is 
subject to such variations as merchants in communities may need to cover 


the particular demand locally. 


WELT TYPES FOR GENERAL USE WELT TYPES FOR SPORT WEAR 








Patterns 


Lasts | Heels Materials Patterns Lasts Heels Materials 





| Patent 


NOLIN BROS. Straps | Medium Rubber Black Calf Plain Toe 
Oxfords | Round Cuban and Kid Cap Toe 


St. Johnsbury Vt. Brown Calf 








Black Calf 


Ww. O. KIRTLAND i 
8/8-12/8 , Full Toe 8 /8-10/8 Brown Calf 
Tan Calf 


Northampton, Mass. 














J. L. PATTON Kid ; Norwegian 
2 Wide Toes Tan 
Schenectady, N. Y. 


70% Oxfords | Medium and 
30% Straps Wide Toes 











JAMES M. KELLEY 90% Pumps : 
60 Main Street, 10% Oxfords 8 /8-13/8 


North Adams, Mass. 














A. H. HOWE & SONS 
=} Celt 

Boston, Mass. G 9/8-14/8 4 y 
. ass / White Calf 

















WM. T. BRYAN 
Philadelphia, Pa. 


12/8-14/8 

















SULLIVAN CO. 75% Straps | Medium and Low 60% Straps Broad and 
25% Oxfords Broad Military 40% Oxfords | Medium Toes 
Providence, R. I. 














Ww. J. CLARK Med. Round Tan Full Square 
Square Toe 13 /8-14/8 Black Toe 
Plainfield, N. J. Calf 














Patent 
WILLIAM F. TOBER Ki 


id 
CONNIFF & TOBER Medium 12/8-16/8 Snede 
a, Y. Calf 


8/8 and Lower 

















EUGENE B. WARD i Black Kid 
MORSE, HAYNES CO., 9/8 to 13/8 Bla k Calf 
Springfield, Mass. Tan Calf 











M. F. MURRAY xfords 
8/8 to 14/8 8/8 to 10/8 
Wilkes Barre, Pa. 








Box 


Ww. C. GOODWIN Pumps Cuban 
Low i Scotch Grain 
Fitchburg, Mass. 8/8, 12/8, 14/8 





FRED A. MOORE, 


Exeter, N. H. ae ; | 12/8 to 13/8 Tan Calf 

















J. C. AMEY 
AMEY & REED, One Medium Short! 10/8 to 13/8 
St. Johnsbury, Vt. Cuban 
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Six Months Commencing in July 


Eastern States 
ion of Harry C. McLaughlin, chairman of the 


——— 
———— = 
—_—_— _ 


aterials 


ck Calf 
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in Calf 


Through the co-operal 
National Shoe Retailers’ Style Committee, we are permitted to feature this 
detailed style questionnaire report. This guide, supplemented by the 
national report published last week on pages 40 and 41, gives a more inli- 
mate understanding of the effort being made to lengthen out the style season. 





TURN TYPES FOR GENERAL WEAR AND 
INFORMAL WEAR 


EVENING SLIPPERS 





— 


Patierns 


Lasts 


Heels 


Materials 


Patterns 


Lasts 


Heels 





Patent 75% 
Satin 15% 
Calf 10% 


Plain Str. 
Few Cut-Outs 


Medium 
Round 


Cuban 


Fee 


Satin Black 


NOLIN BROS. 
St. Johnsbury, Vt. 











AS WELTS F 


OR GENERA 


L USE 


Very Narrow 
traps 


14/8-16/8 
Spike 


W. O. KIRTLAND 
Northampton, Mass. 








Any Number 
of Straps 


One-Strap 


J. L. PATTON 
Schenectady, N. Y. 














Medium Toe 
3%-inch Vamp 


14/8 Cuban 


Gore and 
Strap Pumps 


12/8-14/8 


Silver Cloth 
Satin 
Gold Cloth 


JAMES M. KELLEY 
60 Main Street, 
North Adams, Mass. 











Straps 

Gores 

Pum 
Colontals 


10/8-15/8 


14/8-17/8 


Brocades 


Gold and 
Silver Kid 


A. H. HOWE & SONS 
Boston, Mass. 














One-Straps 
Pumps 


Straps 
Plain Fengs 


15/8-16/8 


15/8-16/8 


Silver 
Gold 
Satins 


WM. T. BRYAN 
Philadelphia, Pa. 








12/8 Spanish 
Militery 


14/8 Spanish 


SULLIVAN CO. 
Providence, R. I. 














One-Straps 
Three Straps 


12/8 Cuban 
13/9 Spanish 


ike and 
ine Military 


Black Satin 


W. J. CLARK 
Plainfield, N. J. 

















Straps 
Low-cut 
Step-Ins 


pe tam 


Spanish 


WILLIAM F. TOBER 
CONNIFF & TOBER 
Oneida, N. Y. 














10/8 to 13/8 
Cuban 


igh 
Instep Straps 


13/8 to 16/8 
ish and 
Cuban 


EUGENE B. WARD 
MORSE, HAYNES CO. 
Ss » Mass. 














Straight 
9/8, 12/8, 16/8 


ME TYPES 


AND MATER 


M. F. MURRAY 
Wilkes Barre, Pa. 





Medium 


12 /8,14/8,15/8 








12/8 to 15/8 


FRED A. MOORE, 
Exeter, N. H. 





Medium Short 





14/8 Cuban 
14/8 Spanish 























- C. AMEY, 
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May 2, 1925 


Trend of Styles in Women’s Footwear 
Middle-Western States 


It’s a toss-up, Middle Western style prophets say, between black satin and 


patent leather as leading material for turn footwear. Eastern shoemen 


agree in the anticipated strength of patent; and predict tan calf to be very 


good. 


Middle-Western men choose the medium-toe last for all occasions. 





WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 





Patterns Lasts 


Heels 


Materials 


Patterns 


Lasts 


Heels Materials 





Cc. E. PETOT 
Cleveland, Ohio 


8 /8-13/8 


Brown and 
Black Calf 


Calf and 
Combinations 


of Two Tones 


8 /8-10/8 





R. S. MOORE 
BOOTERY 
* Waterloo, Iowa 


Oxfords 
One, Two, 
Three Straps 


ye 
uban 


Brown Calf 
Patent 
Black and 
Brown Kid 


ide One- 
Straps 


MostlyOxfords 


Tan Calf 
Paten: 
Tan and 
Gun Metal 
Calf 





10 /8-12/8 
uban 





JOE LANGLEY 
MANNHEIMER BROS. 
St. Paul, Minn. 


Straps 
Oxfords 2 and 

Cut-Out 

Effects 
Gore Effects 


te 
uban 


Brown and 
Tan Calf and 
Kid 


SE NOW PR 
SSIBILITY O 
-INCH BOOT 


EVAILING WITH 
F INTRODU|CING 
OF SOME SO/RT 








GEORGE A. PIERCE 
Minneapolis, Minn. 


Tongue Effects 
wo, 
Three Straps 
Lace Oxfords 


8 /8-10 /8-12/8 


«Tan Calf 
Smoked 


Elk 
Kid, Patent 
Gun Metal 


8 /8-10/8-12/8 








0. G. ADAMS 
c. P. S. & CO. 
Chicago, Ill. 


Straps 
Gores 
Few Oxfords 


a 
uban 
14/8 Cuban 
and nish 
16/8 nish 


Elk 
Grain Leathers 
White Buck 


8/8-12/8 








WALK-OVER BOOT SHOP 
South Bend, Ind. 


9 /8-12/8-14/8 





LOUIS BOWLIN 
Columbus, Ind. 


Brown and 
Black Calf 
Combinations 





16/8 Louis or 
e 
14/8 Cuban 





J. W. RUBY 
Cambridge, Ohio 


8/8-14/8 





ELWYN POND 
HUB SHOE STORE 
Flint, Mich. 


8 /8-10 /8-12/8 
Box 


Colored Elk 


6/8-10/8 Buck 
Light Calf 





THOMAS BAILEY 
VER BOOT S 


WALK-.O HOP 
Lima, Ohio 


White Buck 
and Tan Calf 





GERHART SHOE CO., 
Bloomington, Ill. 


Wide Straps to| Medium-not 
Sept. 1 too Short 


8/8 to 12/8 


PE AND LE/ATHER SOL 
IN CO|MBINATION 





W. J. COLEMAN 
Idaho Falls, Idaho 








8/8 to 13/8 














8/8 to 12/8 




















Ma 


a ee 


hy 
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For Six Months Commencing in July 
Middle-Western States 


Strap styles are first in patterns in Middle-Western selections—straps 
also are chosen by Eastern merchants to be strongest. Step-ins and gore 
types are placed subordinate to straps. The trend is toward plainness in 
body lines. The spike heel looks particularly good for ‘‘flapper’’ trade, 


Materials 


Calf and 


ombinat ions 
wo Tones 


Tan Calf 
Patent 

Tan and 

mun Meta! 
Calf 


lored Calf 

n0ked Elk 
ans 

Patent 


-~-—EIk 
in Leathers 
lite Buck 


ywn and 
ick Calf 
binations 


le Buck 
Tan Calf 








ae 


EVENING SLIPPERS 





TURN TYPES FOR a USE AND INFORMAL 


Patterns 


Lasts 


Heels 


Materials 


Lasts 


Heels 








— 


Stra 
Step-Ins 


Same as 
Prevailing 


Black Satin 
Patent 
Two-Tones 
Colored Sati 


Silver Brocades 
a 
Satins 











Narrow One- 
Stra 
stepiene 


Medium 
Full 


Spani 
ntti 
17/8 


3 


oe 
ike 





Gold and Silver 
Brocade 
Black Satin 








10 — /8 
uban 
Straight 
Back Types 


Brown and 
Tan Calf 
Kid 
Patent 


10 /8-18/8 
Cuban and 


Straight Back 


Silver andGold| 
Plain Satin 


Ki 
Some Brocades 








8/8-10/8 
12/8 


Satins 
Suedes 
Kid 
Patent 
Tan 


or Spanish 


10/8-16/8 Box) Gold or Silver 
S Cloth 


Satins, Kids 


R. S. MOORE 
T. & M. 
Waterloo, Iowa 





JOE LANGLEY 
MANNHEIMER BROS. 
St. Paul, Minn. 





GEORGE A. PIERCE 
Minneapolis, Minn. 











10/8 Cuban 
14/8 Cuban 
14/8-16/8 
Spanish 


Patent 
Black Satin 
Patent with 
Alligator and 
Colored Kid 

Quarters 
Tan and Black 


Black Kid 


14/8-16/8 
18/8 Spanish 





Gold and 
Silver Kid 
Brocades 
Black and 
White Satin 
Bronze Kid 





Straps 
Gore Pumps 
Buckle Pumps 


14/8-16/8 


Patent 
Black Kid 
Satins 


| and Spanish 


Oo. G. ADAMS 
Cc. P. S. & CO. 
Chicago, Ill. 











Patent 
Satin 
Kid 


WALK-OVER BOOT SHOP 
South Bend, Ind. 














16/8 Spanish 
or e 
14/8 Cuban 


LOUIS BOWLIN 
Columbus, Ind. 








14/8 and 15/8 
Box or 


15 /8-16/8 


J. H. WISE 
Akron, Ohio 








10/8-16/8 
Spanish 








14/8 


Patent 
Black Satin 
Combination 


of 
Patent & Kid 


J. W. RUBY 
Cambridge, Ohio 





ELWYN POND 
HUB SHOE STORE 
Flint, Mich. 








s 
_ 








topo 48 
13/8 to 1 
/8 to 16/8 


Patent 
Satins 
Tan Calf 


Louis 
13/8 to 16/8 


GERHART SHOE CO. 
Bloomington, Ill. 








12/8 to 14/8 

















seer 











W. J. COLEMAN 
Idaho Falls, Idaho 
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Trend of Styles in Women’s Footwear 
Middle-Western States— Continued 





WELT TYPES FOR GENERAL USE WELT TYPES FOR SPORT WEAR 





— 


Patterns Lasts Heels Materials Patterns Lasts Heels Materials 





— 


12/8 to 15/8 Oxfords 8/8, 10/8, 12/8 Elk 
Cuban Wide Straps Spring Two Tones 
White Buck 


Pu 
Simple Straps 








— 


ten: Oxfords with Combins tions 

MILO A. SLADE, Plain Toes of White and 
THE UTICA, 8/8 to 13/8 Kid and Saddle 4/8 to 10/8 Tan 

Des Moines, Ia. , Effects Brown and 

; Tan in Elk 











Oxfords 
WILLIAM N. SECHLER Round Toe Straps with 
Medium Vamp)j8 /8,12/8,14/8 Patent Heavy Perfor- i 8/8 to 12/8 
Fort Scott, Kans. ations Round 





























Southern States 


The selection of patent leather as the favored material for turn shoes is the 
marked feature of the Southern merchants’ style forecast. Patent is also 
picked to be strong in welt shoes for general wear. Styles—straps, tending 
toward plainer lines, step-ins and gores. 





WELT TYPES FOR GENERAL USE WELT TYPES FOR SPORT WEAR 





Patterns Lasts Heels Materials Patterns Lasts Heels Materials 








. BROWN HAYES Kid Military Tan Calf 
WV. BROW Military Tan Calf Low and Elk 


Atlanta, Ga. Trimmings 








Gores 10/8-13/8 Bro 8/8-10/8 Tan Calf 
Step-Ins Leathers Combinations 


Straps 








Tan Calf 
Black Calf 


J. P. BELL Four and Five Tan Calf One, Two, 

BE BOOTE: Eyelet Ties 10 /8-14/8 Brown Ki Three Eyelet 8/8-12/8 

Nashville, Tenn. Black Kid | Snappy ‘Ties with Ligh'e 
aterials 








Tan Calf 
WILL J. KING South Patent with White 

Med. Round Satin 8/8-10/8 Buck 
Birmingham, Ala. Tan Kid Styles Trimmings 





1. R. JACOBS hite Buck White Buck 

Straps, 1, 2,3 12/8-14/8 i i Elk with Tan 

New Orleans, La. Oxfords Few 8/8-9/8 Black Kid or 
Alligator 





Tan Calf 
Tan 

9/8-10/8 a 

Combinations 





SUMTER DRY GOODS CO. 
Sumter, 8. C. Straps i 10/8-12/8 








JAS. F. CONDON & SONS 
Charleston, S. C. 


8/8-12/8 
































ra 


\| 


| ¢ 


May 2, 1925 BOOT’ AND SHOE RECORDER 


For Six Months Commencing in July 
Middle -Western States— Continued 








a ———_ 
TURN TYPES FOR GENERAL USE AND EVENING SLIPPERS 














ities RMAL WEAR 
— Patterns Lasts Heels Materials Lasts Heels 
Elk ae ¢ 
Two Tones Pumps 16/8 to 19/8 A. W. NOPIG 
White Buck Simple 15/8 to 18/8 i 
Straps Spike unior Omaha, Nebr. 
a Cuban Louis 
bi Cuban 
Lom une t 
of White ~ 
an 
Tem and Black Satin MILO A. SLADE, 
im in Elk Straps Patent E UTICA, 
— Tan and Brown} a Moines, Ta. 
White Kid 
Coffee Elk 


Pumps with 
Buckles 
Straps 
Sandals 





14/8,16/8 18 
as = /8 





White Kid 
Blond Kid 
Satins 





Patents 
lored Ki 











13/8 16/8 18/8 








WILLIAM N. SECHLER 


Fort Scott, Kans. 





silver brocades, colored satins and kids are selected—heels 14-8 to 17-8. 


Southern States 


For all occasions Southern merchants pick the medium toe last; some say 
vamps will tend toward slightly longer lengths. For evening wear gold and 





TURN bales FOR GENERAL USE AND 


FORMAL WEAR 


EVENING SLIPPERS 























3 Patterns Lasts Heels Lasts Heels 
Tan Calf 
and Elk “dl 
rimmings 
einen: Stra) Stra W. BROWN HAYES 
— FE step-Ins tep Ins 
Atlanta, Ga. 
Elk 
“an Calf 
mbinations Silver andGold 
Simple Straps Louis Kid Cc. E. GIBBS 
‘an Calf Sele White and BYCK BROS. CO 
Colonials 14/8-18/8 |Colored Satins’ Atlanta, Ga. 
ack Calf B x ba 
al eocm 
b Lig! Lightee ‘ 
faterials DOmsientl 3” wk” mae (fe J.P. BELL 
7 12/8-16/8 Strapless |Vamp Medium| 14/8-17/8 | Black, Blond BELL’S BOOTERY 
an Calf Colonials Styles Pointed Fallow Satin Nashville, Tenn. 
h White 
Buck 


Ty st 3s 


a ot oa 


Gold and 
Silver Satins 


WILL J. KING 
Birmingham, Ala. 








One-Straps 
Step-Ins 
Side Gores 


2/8 Cuban 


‘eect 


Patent, White 
Kid, Black 
Satin, Some 
Colored Kid 


Narrower 
but Wide Toe 


13/8-11/8 
pike 


Silver Bresate 


and Kid 
White Satin 


I. R. JACOBS 
New Orleans, La. 








P 
Fancy Straps 


15 /8-16/8 


BOSTON SHOE CO. 
Louisville, Ky. 








neue 
Spanish 


SUMTER DRY GOODS CO. 


Sumter, S. C. 








11/8-16/8 

















16/8-18/8 








JAS. F. CONDON & SONS 


Charleston, S. C. 
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Trend of Styles in Women’s Footwear 
Southern States— Continued 





WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 





Patterns 


Lasts 


Heeis 


Materials 


Patterns 


Lasts 


Heels 


Materials 





ROSENTHAL’S 
Hot Springs, Ark. 


Ties and Ox- 
fords 


6/8 to 8/8 





Fancy Oxfords 





Shorter Vamps 
Rounder Toes 


6/8 to 8/8 


White Eik 
White Kid 
Patent Trim. 
mings 
Crepe Soles 





JOE W. MULLEN 
Moberly, Mo. 


8/8 to 12/8 





CARL S. BLOXOM 
Bloxom, Va. 


Military 





THOMAS LIVINGSTONE 
Clarksburg, W. Va. 


11/8 to 13/8 


Brown Kid 


Fancy Oxfords 
One and Two 


Straps. No 
Shield Tip 


Spring 
8/8 and 10/8 








ALBERT WACHENHEIM 
Imperial Shoe Store 
New Orleans, La. 


Oxfords and 
Two-Straps 


12/8 Cuban 


Tan Calf 
Brown Kid 
Black Kid 


Oxfords 
trap Effects 


Medium 
Round Toe 


Tan Calf 
Elk 
White Calif 





JOHN H. BREFFEITH 
— SHOE STORE 


, . 


8/8 to 10/8 


Black Kid 
Patent 
Tan Calf 


Combinations 





N. J. PARKS, 
Parksley, Va. 


12/8 to 13/8 


Patent 
Medium Tan 
Shades 


Medium Tan 
Black Cali 





HOWARD W. BERGMAN 
reenville, Miss. 


‘One Strap 60% 
ce 40% 








8/8 to 13/8 





Tan Russia 
Patent 





Oxfords 
Straps 
Two Tones 





7/8 to 12/8 








Light Shades 
of Horse 














Western States 





WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 





Patterns 


Lasts 


Heels | Materials 


Patterns 


Lasts 


Heels 


Material« 





WILL A. KNIGHT 
Portland, Ore. 


10/8-15/8 


Tan Calf 
Patent 
Two Tones 


Oxfords 
Bal and 
Blucher 


Calf 
Elk 





HARRY A. GIBSON 
San Francisco, Cal. 


Medium Toe 


8/8-14/8 


Oxfords 
Plain Toes 


Wing Tips or 
Ss 


Tan Leathers 
Elk 
Elk in Combi- 


nations 
Tan, White 
Black 





CHESTER HEROLD 


12/8-14/8 


Oxfords 
Eyelet Tie 








. 
8/8-10/8 


Tan Calf 





c. R. GARWOOD 
Berkeley, Calif. 











10/8 to 14/8 














8/8 to 12/8 





Tan Calf 
White Calf 
Combination 
of Materials 











Ma 


ll ~we 


Materials 


White Lik 
White Kid 


an Calf 
Elk 
hite Calf 


binations 


lium Tan 
ck Calf 


Shades 
Horse 
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For Six Months Commencing in July 
Southern States — Continued 
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TURN TYPES FOR GENERAL USE AND 
INFORMAL WEAR 


EVENING SLIPPERS 





Patterns 


Lasts Heels 


Materials 


Lasts 


Heels 





— 


15/8 to 16/8 


Patent 
B 


lond and 
Black Satin 
Colored Kid 


12/8 to 14/8 


Brocades 
Silver Kid 





Straps 
(no cut-outs) 


12/8 to 16/8 


14/8 to 16/8 


JOE W. MULLEN 
Moberly, Mo. 





CARL S. BLOXOM 
Bloxom, Va. 





Ankle Strap 
Tongues and 
Buckles 


anal Strap 
Patterns 


10/8 13 
_~ 1 


Medium Toe x 
14/8 to 16/8 
Spanish 


ms to 16/8 


THOMAS LIVINGSTONE 
Clarksburg, W. Va. 





14/8 to 16/8 


16/8 to 17/8 


— hf ay targa 
mperial Shoe Store 
New Orleans, La 





JOHN H. BREFFEITH 
IMPERIAL SHOE STORE 
Shreveport, La. 





Gore Pumps 
Step-Ins 


N. J. PARKS, 
Parksley, Va. 





Buckles 60% 
Straps 40% 











“= to 16/8 Patent 
i M 





Step-Ins 85 
Fe ta eal 








15% 





14/8 to 16/8 


Silver 
White Satin 
Gold 


Brocade 


Brocade 





HOWARD W. BERGMAN 
Greenville, Miss. 





Western States 





TURN TYPES FOR GENERAL USE AND 
WEAR 


INFORMAL 


EVENING SLIPPERS 





Patterns 


Heels 


Materials 


Lasts 


Heels 


Materials 





15/8-17/8 


Blond and 
Black Satin 


Penny Satin 
Colored Kids 


os =o 


Gold and 
Silver Kid 
White Satin 
Patent 


WILL A. KNIGHT 
Portland, Ore. 





Block 
ee 
reasted 


or 
Full Louis 
13 /8-17/8 


= with 

lency 
Toward 

Narrower Toes 


Mostly 
Louis 
14/8-17/8 


Silver and 
Gold Kid 
and Brocades 
White Satin 


HARRY A. GERBSON 
San Francisco, Cal. 





Cuban 
12/5-14/8 
nish 
15/8 to 18/8 


Silver and 
Gold 


Brocades 
and Kids 


CHESTER HEROLD 
San Jose, Cal. 





8 
Step Ins 





wo 14/8 16/8 
Suban and 
Spanish 























c. R. GARWOOD 
Berkeley, Calif. 
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A New Generation of Shoe Men Springing Up 


What John A. Bush, President of the Brown Shoe Company Had to 
Say to the Shoe and Leather Association of Chicago 


HERE are two features of the 
shoe business at the present 
moment that are very prom- 
inent. They stand out so strongly 
that I am sure they are having the 
consideration of everyone from hide 
tanner to retail merchant. First is 
the period of hand to mouth buying 
which is everywhere prevalent, not 
only in our business but in other 
businesses, and second, the style de- 
mand. 

The hand to mouth buying is, as 
Mr. Kiddell just said, a great bless- 
ing to the merchandising business 
as a whole. We, in St. Louis, have 
always preached hand to mouth buy- 
ing. I mean by we in St. Louis, the 
shoe manufacturers of St. Louis. Al- 
though we did our business for many 
years by selling in the southland 
largely bills of shoes months in ad- 
vance, today that has been entirely 
eliminated and our buying is almost 
altogether of the hand to mouth 
variety. I am very keen that it is the basis of proper 
distribution, and when you consider the second factor 
prominent in business, namely, the style demand, it 
becomes absolutely necessary, to do a successful busi- 
ness. 

I had the pleasure, in January, to travel to the 
western coast on a semi-business trip. Starting in at 
Bellingham, Washington, and journeying south to Los 
Angeles, we made over forty stops to see forty repre- 
sentative dealers handling Buster Brown and Brown 
Shoe Company products. I was very much heartened to 
find out that the retail merchant is not altogether in 
the doldrums. Just like other businesses, there is a 
new generation of merchants springing up who are 
playing the game the way it should be played, devoting 
most of their time to merchandising what they buy 
and not so much time to actual looking over lines in 
purchasing. 

Two Men “Who Did It” 

I call to mind two young men in the City of Sacra- 
mento who happened to be handling entirely shoes 
made by the company with which I am associated. They 
have not bought a dollar’s worth from any other shoe 
manufacturer. Their purchases from us the past year 
at cost amounted to a trifle over $100,000. Their aver- 
age stock for the year has been $20,000. Three men 
in that business drew out as a salary $400 per month 
and at the end of the year split $16,000 net profit and 
were in excellent financial shape to withdraw that 
amount from that retail shoe store. So when you say 


With the style situation as it is to- 
day, says Mr. Bush, hand to mouth 
buying is the best possible policy 


the retailers as a whole are busted, 
it is a mis-nomer and a mis-state- 
ment. 

We are living in a new era and 
business must be done in a new way. 
The hand to mouth buying is the only 
way for a retailer to play the mod- 
ern style game and turn his stock as 
often as it is necessary in order to 
give to the consuming public values 
that will compete with even your 
vice-president’s great institution. 


Style Demand Variable 


The second big feature of the mod- 
ern shoe business is, as I have stated, 
the style demand, and I see nothing 
to change that demand. To be true, 
what is style today may not be style 
tomorrow and it is a most risky 
business. 

I believe the style demand is not 
only the curse but the salvation of 
the footwear business, and while I 
see some who shake their heads and 
while I realize it is perhaps not altogether economic, 
still, it is the salvation of the shoe business to cater 
to the style demand,of the American public. 


Fraternity of Markets 
I want to say a few words about St. Louis, the shoe 
city. I feel that Chicago and St. Louis have much in 
common. I do not mean in the shoe manufacture but 
in the entire business of tanning leather, shoe manu- 


.facture and distribution, because you folks have the 


biggest market for hides, and tanning the volume of 
leather you are, and St. Louis manufacturing the 
largest number of shoes of any one city in the United 
States, are naturally very much interested in a mu- 
tual business. 

As I look over the records of the Department of 
Commerce for the past year, I find that there were 
made in the year 1924, 36,000,000 less pairs of all kinds 
of shoes than in the year 1923. And then when I begin 
to look up the statistics of the St. Louis shoe manu- 
facture, I find that St. Louis increased her pairage 
production in the year 1924 over 1923. There must be 
a reason. 

How Conditions Change 

I was also greatly impressed with the statistics giv- 
en by Mr. Irvin Paull of the Department of Commerce 
before the last shoe manufacturers’ convention, which 
I did not attend but the minutes of which meeting | 
read with interest, when I found that there is one 

(Continued on page 48) 
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Favorable Beginning Marks Men’s Sport 


Shoe Season 
Appearance of Light Perforations on Summer Weight Oxfords 


Manufacturers’ names on request 


An oxford, possessing a unique feature— 

rubber knobs on the sole and heel may be 

temporarily detached and in their places re- 
main spikes. 


ARLY reports indicate men’s sport shoes sold 
Hee well during the final stages of the Easter 
season. One large shoe department, carrying an 
extensive line of sport styles, reported men responded 
very favorably to shoes for sport and outing occasions. 
Another feature pertaining to the trend in men’s 
shoes for summer wear developed when a shoe manu- 
facturing company, making a high-grade shoe for men, 
detected growing interest in its summer weight pat- 
tern. Re-orders were received on a style that was sent 
out to “feel out” the public sentiment to a lightweight 
shoe for the mild seasons. Unlike most of the summer 
weight shoes for men, this particular pattern was 
neatly perforated on the tip, vamp, lace stay, quarter 
and vamp top. The perforations were not too heavy to 
detract from the light appearance of the shoe; yet 
they harmonized very nicely with the lines of the shoe. 
The material used was 
a nut brown calf. 
General reports state 
men’s stores are doing 
very well with summer 
weight shoes. It is early 
yet to determine ac- 
curately just how strong 
these types of shoes will 
become as volume sellers. 
However, the. industry 
seems to have done very 
well in broadcasting 
plans for marketing 
lighter weights for the 
mild season. One large 
shoe manufacturing “ 

2 summer weight ox- 
company, making the ford met with an 
highest quality shoes for - instantaneous de- 
men, put a lot of em- mand from Chicago 
phasis behind its pro- men. 


This particular 


A sport shoe made over a very comfortable- 
fitting last. Made of dark brown calf; has 
a.leather latex sole. 


gram to sell summer weights by outfitting all of its 
salesmen with the new shoes. The sales manager con- 
sidered the movement a worthy one and appreciated 
the value of impressing the retail shoe merchant with 
the idea that the company believed in the soundness 
of the new plan to the degree that its salesmen wore 
the shoes. 

It is apparent that manufacturers have recently put 
out much more attractive summer weight shoes in 
comparison with those made early this year. Some 
summer weight types were made over very narrow 
pointed toes. They resembled too closely a shoe for the 
dance floor. Now, however, there are many summer 
weight styles for men that are made over medium 
and fairly wide toe lasts; and they are light ap- 
pearing because of the skillfull shoemaking applied 
in finishing. As long as the lighter weight shoes are 

not carried to the ex- 

ae : tremes in regard to ob- 
Application of light per- cm . 

forations is the newest > ta lightness, and at 

note in dressing-up men’s the same time a 

summer weight shoes.  Pable of giving rea- 

sonable wearing quali- 

ties, it is a constructive 

movement to the shoe 

trade. 

For use in making 
golf shoes, a new leather 
finish is being used by 
several makers of men’s 
sport shoes. The smooth 
calf finish is buffed off 
so that the leather, used 
in combination with a 
smooth brown calf, 
looks like a cocoa brown 
buck. It makes a smart 
looking golf oxford. 


Manufacturer's name 
on request 
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Unty a few shoes are visible as one enters the new shoe shop in Cleveland, recently opened by Ed H. Aymar 
and Miss Hope Yeager. 


Reception Room the New Note in This 


Store for Women 
In Facet, It’s All Reception Room 


many years been among the leading merchan- 

disers of shoes in Cleveland, have given to this 
city a shop that is entirely different from anything the 
city has had. From the standpoint of beauty, appoint- 
ments, atmosphere and originality of design, sales- 
men, whose territories extend from coast to coast, say 
that it will compare favorably with the very finest re- 
tail shoe stores in the country. 

The average store can be marked at once as a retail 
establishment on account of the presence of stock, of 
rows of chairs, etc., but the new shop operated by Mr. 
Aymar and Miss Yeager is like the parlor or the re- 
ception room of the mansion of a wealthy Clevelander. 

The shop is richly furnished. 

Fixtures and furniture are what 

might be expected in the parlor 

of a wealthy home. Reed chairs, 

richly upholstered, are placed 

about as they would be in a 

home—not down the center of 

the room. There are chairs in iN 

each corner, several at the sides 
and ends of the room, and in 


H:: H. AYMAR and Hope Yeager, who have for 


ED. H. AYMAR 


front of mirrors that are placed in panels. The women 
sitting in these have the appearance of women at a 
reception or other social event. The salesmen are at- 
tired quite differently than are those in the average 
store. Their frocks are modish and quite in keeping 
with the atmosphere. French gray, blue, old gold and 
cream are the colors used throughout the shop. 


Few Shoes Are in View 


In the minds of the promoters of the shop, how- 
ever, was the thought that while they wanted some- 
thing different, they would not go to the extreme. 
While the appearance is impressive, the atmosphere 
is such that it does not create the impression that the 

shop is for only the ultra-smart, 
but that it really is a place in 
which the average person may 
fee! at home. 

There are no shoes on display 
in the room except in two small 
cases that are so attractive they 
ornament the shop. A vanity 
compartment is fitted with the 
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nine sex would expect to find. This booth is hung with 
silk tapestry and drapes. 

Reed furniture is used with special upholstering to 
complete the color scheme, but with contrasting color 
effects. The ceilings and walls are of light cream, with 
panel effects and French mirrors that extend to a 
height of seven feet around the parlor. The lighting 
fixtures are of antique design with decorations in 
keeping with the room. The carpet is of old gold taupe 
with a blue figure. There are only a few pairs of shoes 
exhibited in each window, and these are set on blue 
mats edged in old gold braid. The valance and drapes 
here correspond to the color scheme of the shop. 


Stock Kept in Compartment 


The stock is carried in a compartment separated 
from the shop proper by a partition. The partition is 
arranged so that without much difficulty the selling 
space may be greatly enlarged. 

The shop has frontage of 17 feet on Euclid avenue 
and depth of 100 feet. It has perfect natural light. 
Patronage has been excellent since the recent opening 
of the store. A complete line of hosiery is in the stock. 

The philosophy of Aymar, who is one of the keenest 
merchandisers of shoes in this city, is about as follows: 
“The shop is one for smart footwear. I felt there was 
need for such a place in Cleveland. The service must 
be superior to make such a place popular. It must have 
an entirely different atmosphere than is found in the 
usual store. It must be beautiful, for women like to 
shop in beautiful places.” 

Aymar is a veteran of the shoe industry. He helped 
Al Berry open the original shoe department of the 
Marshall Field store in Chicago in 1889. For eighteen 
years he has been manager of the shoe department of 
Halle’s. 

Miss Yeager has for fourteen years been associated 
with Mr. Aymar at Halle’s. Aymar says the service in 
the new store is superior because Miss Yeager is a 
super-saleswoman. Miss Bertha Heinen, who was at 
Halle’s with Mr. Aymar and Miss Yeager, is employed 
in the new shop. 





Aging Has Little Effect on Leather 
Strength 


Washington, April 21—Government experts have ex- 
ploded another theory regarding shoe merchants’ 
products. 

It is customary with the buying public to refuse 
shoes which are known to have been in stock any 
length of time on the theory that the leather has de- 
teriorated. Even those purchasers who buy the same 
design of shoes each year without regard to changes 
in styles are influenced by this popular belief. The re- 
sult is that shoe merchants are obliged to sustain 
heavy losses in a mark-down on their stocks. 

Now that the Government, through the Bureau of 
Standards, which is the Federal testing organization, 
has put this pet theory to rout, it is up to the mer- 
chant to convey the facts to his customers. The Bureau 
points out that “normal aging has but little effect on 
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the strength of leather, according to tests recently 
completed in the leather laboratory. Twenty samples 
of belting leather showed an average original tensile 
strength of 5045 pounds per square inch. Adjacent 
samples, recently tested after ten years aging, showed 
an average tensile strength of 4515 pounds per square 
inch, a decrease in strength during the ten-year period 
of approximately 15 per cent.” 

“Tt-is of value to note,” the Bureau says; “that no 
special storage conditions were created, the leather re- 
maining in the laboratory under normal] atmospheric 
conditions and at room temperature. As indicated by 
these tests, leather may be satisfactorily stored under 
ordinary conditions of humidity, temperature, ventila- 
tion, and light. Extreme dampness and exposure to di- 
rect sunlight should be avoided. 

This property of leather is advantageous when it is 
remembered that shoes, luggage, and other articles, 
may be from one to three years old before reaching 
the consumer and after that time, in the case of many 
leather products, years of satisfactory service are 
secured. 





H. A. Rosenbach with Concord 
Shoe Company 


H. A. Rosenbach, recently N. S. R. A. vice-president 
and for six years a director of that association, has 
moved from Chi- 
cago to New York 
City, where he is 
now general man- 
ager of the whole- 
sale shoe firm of 
the Concord Shoe 
Co., with headquar- 
ters at 116 Duane 
street. 

Some 21 years 
ago, Mr. Rosenbach 
started his first 
shoe store, and 
quickly expanded 
his business until 
he had a chain of 
thirty stores spread 
from Chicago to St. 
Louis doing an an- 
nual business of 
over $3,000,000. To- 
day he has no 
financial interest in any retail store. 

The Concord Shoe Co. was founded a quarter of a 
century ago by Bernard Lebovitz, who is still actively 
interested. The other officers of the concern are Sam 
J. Lebovitz, vice-president, and George Balsam, secre- 
tary. The Concord Shoe Co. has always made a spe- 
cialty of misses’, children’s and growing girls’ welts, 
and women’s high style McKay lines. It will be the aim 
of Mr. Rosenbach to build up the women’s line, as well 
as to maintain the strength of the younger folks’ lines. 


H. A. ROSENBACH 
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Interior view of the Imperial Shoe Co., Beaumont, Texas. Two attractively- 
arranged show cases near the entrance are always brightened with dis- 
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plays of the newest footwear creations. 





The Representative Who Oversells 


In St. Louis, recently, there was a trustees’ auction 
sale of a bankrupt retail shoe store stock inventoried 
at nearly $80,000. The failed store was in an Illinois 
town of about 13,000 population. Trustees’ bankrupt 
sales are common enough these days, but what makes 
this particular sale of more than usual interest is the 
size of the stock. 

There was a small town retail shoe store that, at the 
end of its rope, had nearly 20,000 pairs of shoes on 
hand. Conservatively estimated, this was two or three 
times too much. Somebody “sold” this store these 
shoes. Most of the creditors are manufacturers with 
some of our representative houses in the list for large 
amounts. Somebody oversold this store in a magnifi- 
cent way. 

Isn’t it a bit astonishing that any manufacturer or 
wholesaler could extend such credit? How could they 
do it if they knew the condition of the dealer’s stock? 
If they did not know that vital fact, on what basis 
was such credit allowed? 


It gets down to this: 


Traveling salesmen, or direct factory represen- 
tatives, possibly firm executives themselves, certainly 
oversold this account. The inevitable day of reckoning 
came and this stock is dumped on the market to com- 
pete with shoes in stores operated on a safe and sane 
basis. 

Competition for the dealer’s patronage is of course 
terrific, as it is bound to be a buyer’s market, in an 
industry that is over-factoried. On what basis of busi- 
ness reasoning can any traveling salesman, the man 
on the ground, or any factory executive, justify the 
solicitation of orders, or the acceptance of business 
from an account, without knowing such a vital fact 
as was easily available in the case we are discussing? 





Special Hotel Rates for California 
Convention 


Los Angeles, Cal., April 22—The April bulletin of 
the California Shoe Retailers’ Association, issued by 
Manager F. A. Rittigstein, contains several interest- 
ing notices. It dwells at length on the progress of plans 
for the Seventh annual association convention to be 
held at Santa Barbara, Cal., May 25, 26 and 27. Special 
hotel rates will be granted to members attending. The 
Arlington, Carillo, Samarkand and El Encanta and 
other hotels have issued special rates. Reservations 
should be made with E. D. Holt, 738 State street, Santa 
Barbara. 

Members have been urged- to suggest subjects 
worthy of discussion for the round table discussions 
at the convention. Paul Jesberg of Jesberg’s Walk- 
Over Shops, Los Angeles, Cal., is chairman of the com- 
mittee and is receiving suggestions. 





A New Generation of Shoe Men 
Springing Up 
(Continued from page 44) 

group of shoe manufacturers in the United States, 
consisting of 14% per cent of the number of shoe 
manufacturers, who produce 65142 per cent of all the 
shoes made in the United States, and who employed 
60 per cent of the employees engaged in shoe manu- 
facture. There is another group of 38 per cent of all 
the shoe manufacturers of the United States who pro- 
duced 2% per cent of the shoes manufactured and who 
employed 4 per cent of the operators. I have been 
studying those figures a great deal and it is very in- 
teresting. I think, as tanners and shoe manufacturers, 
it would pay to give consideration to what those fig- 
ures foretell as to what the future is to be. 
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Allen-A hosiery as 
displayed by the 
PalaceClothingCo., 
of Kansas City. 


HOSIERY SECTION, 


How the Palace Clothing Co. 
Sold over 2,000 pairs of Allen-A Silk Chiffons 





2, 
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Hosiery 


For Men, Women and Children 


Underwear 
For Men and Boys Only 


in One Day! 


greg the Palace Clothing Co., of Kansas City, decided to feature 
Allen-A hosiery. They adopted a simple, practical plan suggested by 
the Allen-A Company. Asa result they sold over 2,000 pairs of Allen-A 
silk hosiery in just one day. And price was not sacrificed. Every pair sold at 
full retail mark-up. “..... the largest response we have ever to any 
sale,” writes Mr. Arthur A. Guettel, President. 

Nothing could show more strikingly the great demand for Allen-A hosiery. 
Hundreds of other leading stores, in cities of all sizes, have used the same 
plan. With equal success. The growing consumer demand for Allen-A 
hosiery is nation-wide. As a leader it is making phenomenal records every- 
where. We can cite hundreds of cases if you care to write us. 

If you are interested in this retail sales plan that is cashing in on the grow- 
ing demand for Allen-A products, write us for details. 


Allen A | 


LY 








THE ALLEN A COMPANY « KENOSHA « 


WISCONSIN 
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‘) They are always singling out 
one a from the many; the store that 
carries something exceptional. 


The store that carries DUBBELIFE 
Hosiery is quickly singled out. For 
DUBBELIFE Hosiery is so outstanding 
a value, that no woman fails to make it 
her favorite after she has bought her 
first pair. 


It is the sheerest of silk hose toughened 
for wear. ‘The fabric is chemically treat- 
ed to give from 2 to 4 times the wear of 
untreated silk hosiery. * 
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If you haven’t seen this wonderful stock- 
ing, ask us to send you a sample. 














Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA. 


Sole Selling Agents: A. L. ULLMAN, 389 Fifth Ave. 
New York 
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-esereranee 4 


i 


OOOO 


*Chemical and wearing tests made by the United States Testing Co. 
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= “Dubbelife “Hlosiery 


The Sheerest of Silk Hose Toughened for Wear 
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HE last word in 
style distinction 
and lasting loveliness 


HOSIERY SECTION, 


SILK HOSIERY 


Holyoke clocked silk hos- 
iery provides women who 
demand true exclusiveness 
exactly what they require 


We offer forty-eight origi- 
nal clocking designs in this 
finest of all silk hosiery in 
any color design or con- 
trastingly harmonious col- 
or scheme desired 


At $33, $36 and 
$39 per dozen. 


For the store that special- 
izes in footwear of exclu- 
siveness the Holyoke Silk 


Each pair of Holyok 
Clocked Silk Hose is in- 
dividually boxed so that 
your order may be as small 


Hosiery is the most prof..- 
able answer. 


Illustrated reading from left to right 


Pattern $0—Embroidered in Pattern 485—Embroidered in 
Cordovan and Burnt Orange Russia on Tortoise Hose 


Pattern 75—Embroidered in 
self bars and green dots on 


on Chamois Hose 


Tortoise Hose 


as one pair. 





467—Gauzette, All Silk 


$22.50 per doz. 


COLORS: 
Aurora Moonlight 
Black Morille 
Rose Beige 
Rosee 
Shell Pink 
Silver 
Gun Metal Sudan 
loncy Tea Rose 
Light Blue Tortoise 
Mauve White 
Zinc 


$30.00 per doz. 


COLORS: 
Black Rosee 
Gun Metal Shell Pink 
Mauve Tea Rose 
Morille Tortoise 
Moonlight White 





464—Chiffon, All Silk, “Picot Edge." 


Order Sample V4 Dozens 
of Any of These Numbers 
Packed 3 pair to Box 


462—Chiffon, Very Sheer, Sandal Hose 
worn with Sandal Shoes. 


$27.00 per doz. 
COLORS: 


Aurora 
Beige Blonde 
Black 


Blush 

Buff 
Cinnamon 
Gun Metal 
Gold 

Grey 31 


Honey 
Mauve 


Morille 
Moonlight 
‘olo 
Rosee 
Rose Beige 
Shell Pink 
Silver 
Tea Rose 
Tortoise 
White 
Zinc 


405—All Silk, Heavy Weight, Very 
Durable, plaited in the heels, toes and 
soles with heavy mercerized lisle, 
which adds to the durability of the 
hose. 


$22.50 per doz. 


COLORS: 
African Moonlight 
Black Morille 
Chamois Navy 
Cinnamon Nude 
Cordovan Rosee 
Dove Rugby Tan 
Fawn Russia 
Gun Metal Shell Pink 
Gold Silver 
G. Ooze Stone Marten 
Haze! Tortoise 
Mandalay White 
Mole Zinc 


Black made with Americas Beauty 
Tips, Silver Tips, Roya! Tips at same 
price as plain. 








Send for our clocking chart 
(free on application ) 


HOLYOKE 
SILK HOSIERY 


COMPANY 
Holyoke, Mass. 


358 Fifth Ave., New York 
453 Washington St., Boston 
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En Glish ib tem tom eye 
Sport Hose 


Wanted Shades 
No 883 Black 


a No 883 R [Russian / 
HOSE in great demand for Motor- ~ 2 
ing, Golf, Tennis, Hiking, and "Na883 EN Freuch Nude 
other Sports Wear because it portrays ~ 4. 
a newest Style in all wanted colors No8&83 Blonde Blonde 
cleverly combined with the well-known 
IRON CLAD durability. 


No. 883 is an English Rib to The Toe 
Sport Style of Artificial Silk and Mer- 
cerized yarn. Comes in sizes 8% and 
10%, packed one-half dozen to the box. 


$7.50 doz. 


If you haven’t No. 883 in stock Wire 
or Write TODAY for a sample half 
dozen . . . when they arrive make a 
comparison for style and value. Offer- 
ing them to your trade will prove your 
judgment was very sound. 


COOPER WELLS & CO. 


250 Broad St. St. Joseph, Mich. 
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A Successful 
Business 


A woman appreciates something 
more than price bargains. 


Her growing approval of the store 
that sells her dependable merchandise 
is the substance upon which a success- 
ful business is built. 


Every keen merchant knows this 
and is constantly striving to build this 
kind of reputation for his store. 


That is why the Brown Durrell 
Company has never wavered from its 
policy to offer only the best that can 
be made. 


Compromises to meet a price are 
easy to make, but such compromises 
help no one. 


HOSIERY SECTION, 


To make a silk stocking to sell for 
two dollars that is far better than the 
average is a matter that requires only 
the decision to do it, plus sticking to 
the decision against the unthinking de- 
mand of the short-sighted buyer to 
cut the price. 


Unthinking and short-sighted be- 
cause to cut the price means to cut 
the quality, which is also an easy mat- 
ter to do. 


There is never any necessity to of- 
fer Gordon Hosiery at bargain prices. 
Gordon Hosiery is always worth the 
full price and the full profit to the 
merchant, and for generations women 
have known this. 


There is never a necessity to over- 
stock Gordon Hosiery, for our re- 
serve stock, larger than any single mill 
can afford to carry, is behind the 
Brown Durrell unequalled service to 
merchants. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York 


11 West 19th Street 


Gordon Underwear 


Boston 
104 Kingston Street 
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Hosiery Matching the Shoe to Be More 
in Evidence Next Fall 


iE is, perhaps, just as well for 


our peace of mind that, in the 
conduct of our hosiery busi- 


ness we do not have to work 


too closely with the shoe trade in its ambitious pro- 
gram of forecasting styles six months in advance. 


It will be some time 
before the retail shoe 
merchants of the 
country will be called 
upon to decide on 
their hosiery needs as 
far in advance as that. 

But at the present 
moment a trend is 
making itself mani- 
fest which should be 
watched. There are 
indications that the 
era of contrast be- 
tween hosiery and 
shoes is nearing an 
end. It certainly will 
not be strongly no- 
ticeable before Fall 
and may not develop 
to any great extent 
even by that time, but 
it is generally be- 
lieved that the trend 
in hosiery will be 
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New Nudes and Beiges 


for Black Footwear 


away from the present vogue. 
The foregoing, it must be un- 
derstood, does not apply to black 


shoes, but only to those lighter 
colors of leather, and fabric which have been 
sponsored by the allied trades style conference. 


Leading Hosiery Colors 


The colors given below were sold in the order 
named in the Gotham hosiery shops during the 
week ending April 20: 


Now listing Standard Hosiery Color Names. 


Forme: 


REGULAR 
Black (1) 
Beige (Buck) (2) 
Grain (3) 
French Nude (Skyn) (5) 
Med. Gray (4) 
White (6) 
Piping Rock (10) 
Dark Gray (8) 
Sandalwood (Caramel) (7) 
Gravel (14) 
Zinc (Pussywillow) (12) 
Cinnamon (Bobolink) (9) 
Med. Brown (15) 
Cordovan (Dark Brown) (11) 
Reindeer (16) 
Sunburn (Cedar) (13) 
Flesh (Shell) (17) 
Acorn (20) 
Bran (18) 
Champagne (Nu) (19) 
Russet (Lt. Brown) (21) 
Sunset (22) 
Gray 31 (Suede) (23) 


NAM wWDR— 


ao 


9 
10 
11 
12 
13 
14 
15 
16 
17 
18 
19 
20 
21 
22 
23 


Gotham names are shown in parentheses. 


SHEER 
Beige (Buck) (1) 
Grain (2) 
French Nude (Skyn) (3) 
Cannon (Graphite) (5) 
Flesh (Shell) (4) 
Dark Gray (7) 

Black (6) 
Piping Rock (11) 
Sandalwood (Caramel) (8) 
Gravel (12) 
Med. Gray (9) 
Sunburn (Cedar) (14) 
Zinc (Pussywillow) (15) 
Silver (17) 
Champagne (Nu) (20) 
Harvest (Sahara) (10) 
Bran (21) 
Reindeer (18) 
Sunset (19) 
White (16) 
Cinnamon (Bobolink) (13) 
Acorn (22) 

Russet (Lt. Brown) (23) 


Figures after names indicate place in last week's list. 


Colors 87% 


Black 13% 


Light-colored hosiery 
will continue without 
doubt to be worn with 
black shoes and the 
only expected change 
will be a diminution 
in the demand for 
the rosy nudes and 
an increase in the 
demand forthe shades 
which more nearly re- 
semble real flesh. 
This is a logical de- 
velopment and in 
tune with the season. 

Of more immedi- 
ate importance to the 
retail shoe merchant 
is the hosiery which 
he will sell during 
the warm months of 
summer. It is safe to 
say, of course, that 
the light shades will 
continue in demand. 
But what of whites? 
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Ought to Be Good White Season 


Throughout the South there is reported to have 
been a good demand for white hosiery to wear, of 
course, with white shoes. But white, by itself, is a 
monotonous looking color, and predictions are 
freely made that we will see a considerable demand 
for white hose with contrasting clockings—white 
with black clocks to be worn, either with all white 
shoes or with white shoes themselves, trimmed 
with black. Open-work clocks and embroidered 
clocks also have their place. In fact, two of the 
highest grade silk hosiery mills in the country 
report that they have large orders on hand for em- 
broidered clocks. These, of course, are for the 
high-grade trade. Open-work clocks will be found 
in almost all grades. Nudes also will be worn with 
white footwear. 


A Riot in Sport Footwear 

In sport footwear, diamonds, checks, plaids and 
stripes (running either way), are very much in 
vogue and are expected to continue good through- 
out the summer. To attempt to list the color com- 
binations would be hopeless. In general they are 
designed to be worn with sports costumes of the 
pastel shades first noted in the so-called kasha 
cloth garments. In this department of the game, 
lisle hosiery is most ‘frequently seen, also very 
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light weight wool, silk and wool and combinations 
of artificial silk and lisle. 

Novelties in the market include the new rolled 
top hosiery for flappers on which a good business 
has been booked by many of the mills. 

Then there are the painted or stencilled designs, 
many of them guaranteed to wash well which 
should serve to enhance their salability. All sorts 
of patterns are seen in this new merchandise. Even 
snakes have their place, but most of the designs 
are conventionalized flowers. 

And as for men’s hose! It used to be that men 
bought plain blacks, tans, navy blues and grays, 
and called it a day. Not so now. There are almost 
as many varieties of fancy half hose for men as 
there are of the fancy full-length hosiery for 
women. Men have taken to fancy jacquards, drop 
stitch effects, stripes, checks and plaids with avidity 
and merchants with quick brains are making these 
the basis of extra pair sales on top of the plain 
colors. 

There is no indication of any falling off in the 
demand for this type of hose as the summer wanes 
and fall approaches. The only change will be one 
of weight and material. Silks and wools will be- 
come stronger in demand and light weight lisles 
will give way to the same material in a heavier 
weight. Golf hose is always good. 


Ten Rules for the Care of Hosiery 


(Published by courtesy of the J. R. Beaton Co.) 


There is a little phrase among the circus girls 
which accounts for a great deal of the beauty of 
their costumes. This saying is “The wear depends 
upon the care.” 

Care and attention is the entire secret. Take for 
example, their beautiful silk hosiery. How do 
they manage to keep it looking so spic and span 
and beautiful despite the wear and tear of circus 
life? 

With excellent quality as a bas, the circus girls 
give their hosiery the best of care, always remem- 
bering that the solution of the silk stocking prob- 
lem is proper care. They obey ten rules. If fol- 
lowed anyone can get the same excellent results. 

1, They never wear a stocking twice in succes- 
sion without washing it. 

2. They never pull on a stocking. They draw it 
up carefully. 

3. They never fasten garters to any part of the 
stocking except the garter band. 

4. When a circus girl has pointed nails or is 
wearing rings, she always removes her rings or 
turns them around with the stones inside before 
running her hand in the stocking. This avoids 
catching the fine silk threads. 
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5. They examine the inside of their shoes so 
that there are no rough places or eyelets or lacings 
that might tear the delicate silk threads. 

6. They are careful never to wear a stocking too 
small or too tight. 

7. They never wear one pair too frequently. 
They have a pair for each day of the week and 
wear them in rotation. 

8. When their feet are perspired they do not 
try to put on a stocking without first using talcum 
powder. 

9. They are careful not to have supporters so 
tight that when doing their circus acts or bending 
their knees they might strain the silk too much. 

10. And last of all, they remember that if they 
always keep in mind that “the wear depends upon 
the care,” their stockings will last indefinitely. 

No matter how busy they are, the circus beauties 
always find time to wash their own silk hose. They 
are careful to use lukewarm water and soap that 
is not too strong. Then they let their stockings dry 
carefully—not too close to extreme heat. Result: 
The beauty and style that you always see adorning 
the limbs of every young lady of the circus. 
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How to Make Your Hosiery Displays Influence 
Sales of Footwear 


Some Rules to Observe in Increasing Your 
Hosiery Turnover 


T the recent conven- 
tion of the Pennsyl- 
vania Shoe Retail- 


ors’ Association, at Atlantic 
City, N. J., Max D. Kell- 
ner, of the Society Maid 
Hosiery Company of New 
York, N. Y., delivered an 
interesting address con- 
cerning the retail shoe mer- 
chants’ problems in selling 
hosiery. The speaker de- 
clared that a recent 
survey showed that more 
than 77 per cent of retail 
shoe merchants operated 
hosiery departments. 

Mr. Kellner stressed one 
important fact—that shoe 
merchants do not take ex- 
treme risks in stocking 
colored hosiery, even if 
fashion decrees the colors 
are no longer in vogue. 


she sees the stocking per- 
fectly matched to it. 

“Let us, however, com- 
pare the jeopardy of 
carrying a hosiery stock 
with that of carrying a 
shoe stock. Several of my 
friends in the shoe busi- 
ness tell me that when a 
number has died and is 
discontinued, about the 
most you can expect to get 
for it is 50 cents a pair. 
That is, regardless of what 
the shoe has cost you, and 
in many cases you have 
spent $5, $6, $7 and $8 a 
pair for them. To unload 
this stock and at a mini- 
mum loss is indeed a prob- 
lem. 

“However, let us as- 
sume, that you have 
bought several styles and 


He said the way out is to Men’s domestic woven patterns, full-fashioned feet. Shown odd colors in hosiery, 


have the hosiery dyed. 

In part Mr. Kellner said: 

“Tt is important that you know to what extent 
your hosiery business will improve your shoe sales. 
Do you not know, gentlemen, that every time you 
display your novelty shoes along with beautiful 
hosiery to match you are enhancing the value of 
that display enormously? It is a well-known fact 
that the combined display of shoes and hose to 
match automatically sells the shoes and in turn 
the shoes help sell the hosiery. 

“How many of you have lost sales time and 
again of odd colored shoes for the lack of hosiery 
to match? This, no doubt, has happened to you 
time and time again. 


Matching Hosiery with Shoes 

“Practically, how does hosiery improve your 
shoe sales? We all look forward to making as many 
shoe sales as possible and we are anxious to know 
how we can constantly improve on that. You in- 
crease your shoe sales by your displays of hosiery; 
by the constant talking of hosiery with your shoes 
to match it impels a woman to buy the shoe when 


by Kramer Bros. 


which fashion dictates, and 
at the end of the season you hadn’t sold them out 
100 per cent. 


Colors May Be Re-Dyed 


“There is no need at any time, gentlemen, for 
you to lose any money on your ladies’ silk hosiery 
department for the reason that you guessed wrong 
in picking colors. You always have the alternative 
of re-dyeing them black and putting them into 
salable merchandise, and at all times keeping your 
stock in a good, clean shape. 

“Tf a shoe is made red, it is going to stay red 
until it is sold and worn out. There is where your 
loss comes in; but you don’t have this loss in 
hosiery. There is no need for it. 

“With the modern methods of operating a 
hosiery department today, it is almost unnecessary 
for a merchant to carry over a two weeks’ supply 
of hosiery on hand. Some merchants have the mis- 
taken idea that they must carry a tremendous re- 
serve or otherwise lose sales. Your hosiery factory 
is in a position to supply you almost at a moment’s 
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notice with any colors or sizes that you may desire. 

“Now that we have established ‘hosiery depart- 
ments, the great problem is: ‘How can we get 
maximum sales with minimum troubles?’ Are you 
merchants employing clerks on a flat salary basis 


Interesting imported children’s hose with full-fashioned 
feet. Courtesy of Krueger Tobin Co. 


to sell these goods for you? Or are you interesting 
them in the profits in the hosiery by dividing same 
with them at so much per pair and so much per 
box on each individual sale? Every clerk is inter- 
ested in knowing what there is in it for him. Hosiery, 
after all, en be put in the same class as your 
usual p.m.’s. When you have anything that you 

want to alia quickly, there a p.m., put on it for 
the clerk. Put yourself in a clerk’s position. Let’s 
assume you are a clerk in Mr. Jones’ shoe store. 
How eager would you be to sell every shoe cus- 
tomer a pair of hose if, after your sales effort 
and the sale had been made, you found that there 
was no remuneration in it for you? No compensa- 
tion at all for the added inducement of making 
the additional sale? 


Advocates Bonus on Hosiery Sales 


“Make your clerks co-operative partners in your 
hosiery business, give them an interest in every 
pair of stockings they sell, give them those few 
cents that make them happy and increase their 
earning power. It keeps them satisfied. 

“Another thing, gentlemen, conduct your ho- 
siery departments on the same high plane that you 
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do your shoe business. Don’t let some petty claim 
of an individual in your hosiery department af- 
fect the net results at the end of a season. Remem- 
ber that you are spending thousands of dollars an- 
nually to buy the good will of Miss Consumer and 
when the opportunity presents itself to purchase a 
part of that good will through a complaint of a 
pair of stockings, remember that you can purchase 
a good part of it for the paltry sum of a pair of 
hose, and that should not be neglected. 

“There is not one of you who has ever let a cus- 
tomer walk out of your store dissatisfied who has 
not felt at heart that it was poor business judg- 
ment to do so. Conduct your hosiery department 
on the same plan that you do your shoe business; 
regard it in the same light. It’s just as important 
to have a satisfied hosiery customer go out of your 
store as it is to have a satisfied shoe customer, be- 
cause a dissatisfied hosiery customer loses a shoe 
customer. 

“It is not necessary to guarantee a woman un- 
limited service on a pair of stockings. You 
wouldn’t think of doing it on a pair of shoes be- 
cause they wear out sometimes. It is also unneces- 
sary to promise Miss Consumer a new pair of 


L 


A novel raised bracelet design, hand-painted in a full- 
fashioned all-silk chiffon. Created by the Holyoke Silk 
Hosiery Co. 


stockings free after the sale has already been made, 
simply to gain that much more confidence. 

“Teach your clerk that important self-restraint 
—to know when to cease talking.” 
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Handsome hosiery department in the Worcester, Mass., store of the Heywood Boot & Shoe 
Co. The visible stock compartments make it easier for an inexperienced saleswoman to find 
what is wanted quickly. 


Four Stores Are Slowly Driving the Canvasser 
Out of Knoxville, Tenn. 


petition of house-to-house canvassers four of 

the larger department stores at Knoxville, 
Tenn., have been recently co-operating in the pub- 
lication of a series of double-page advertisements 
in the Knoxville daily newspapers, and with such 
very good results that the method commends 
itself as one worthy of attention. 

The campaign is strictly an educational one, de- 
signed for the two-fold purpose of creating pub- 
lic sentiment favorable to the “trade-at-home” 
idea, and to offset some of the rather exaggerated 
claims that oftimes are made by house-to-house 
salesmen, by presenting to the buying public the 
real facts as they exist. 


ie order more to effectively combat tne cum- 


Use Your Reputation as Ammunition 


And because these stores have been long enough 
engaged in the retail business to have established 
reputations for honesty and integrity, what they 
have to say about the matter in these advertise- 
ments quite naturally carries weight, and hence 
creates favorable sentiment in the public mind. 

A careful investigation of the situation as it ex- 
isted prior to the time this campaign was in- 
augurated indicated that house-to-house canvas- 
sers were taking hundreds of thousands of dollars 


out of Knoxville every year, and that in many 
cities larger than Knoxville this annual total would 
undoubtedly reach $1,000,000 or more. And the 
reasons for this large patronage were easily ascer- 
tained. 

Canvassers Usually Good Salesmen 


First, the salesmen and saleswomen engaged in 
house-to-house canvassing were generally men and 
women of unquestionable sales ability. 

Second, many of the lines thus sold were na- 
tionally advertised in the standard periodicals. 

And third, the claims these salespeople made 
usually were that their merchandise was of su- 
perior quality, and their prices less than in the re- 
tail stores. 

A Campaign of Facts 


The three of these combined, naturally would 
have the effect of overcoming sales resistance on 
the part of the potential customer, in that good 
salesmanship would serve to convince the customer 
that the merchandise really was better and cheaper, 
while the national advertising also would have a 
similar influence on her mind. And thus would 
many sales be made, and business that logically 
belonged to the retail merchants of the city would 
find its way into the coffers of an outside concern. 


Issue of May 2, 1925 











62 HOSIERY SECTION, 


Hence, the necessity presented itself to these 
Knoxville merchants of presenting facts in their 
co-operative advertising that would serve to offset 
these claims of house-to-house canvassers, and this 
has been the whole basis of the campaign. 


Costs More to Sell House to House 


Economical distribution is one of the primary 
points in the sales talk of every house-to-house 
canvasser, and the average person is easily con- 
vinced that a manufacturer selling directly through 
canvassers is able to sell the same quality mer- 
chandise cheaper than the retail stores can sell it 
for this reason. But the truth of the matter is that 
this method of distribution is no more economical 
than distribution through 
the regular channels of 
retail commerce, and this 
group of Knoxville dealers 
were easily able to prove 
this to the satisfaction of 
the public in their co-op- 
erative ads. It merely re- 
quires a word or two of 
explanation to bring these 
facts home to the public. 

In the first place, your 
canvasser draws down a 
liberal commission, and as 
ordinarily these people 
work in crews there is a 
double commission to be 
paid—one to the manager 
of the crew, and a second 
to the actual canvasser. 
Thus, it is pointed out that the channel of dis- 
tribution is from the factory to the crew manager, 
from the crew manager to the canvasser, and 
thence to the customer. Wherein lies the difference 
when comparing this method to the ordinary chan- 
nels through which merchandise reaches the ulti- 
mate consumer? Factory to jobber, jobber to re- 
tailer, and thence to the public. 


stick to them. 


near the entrance. 


tunity. 


@ Display hosiery 


Points in the Merchants’? Favor 

And yet, there is a difference here, and an im- 
portant one, too, distinctly favorable to the re- 
tail merchant when the facts are explained. For not 
only does the crew manager draw down a liberal 
commission, but the canvasser gets a liberal one, 
too. But your jobber and your retailer operate on 
comparatively narrow margins of profit, so all 
things considered the latter method is assuredly 
the most economical of the two, and it is no diffi- 
cult matter to prove this to the public when the 
facts are thus explained. 

Hence, instead of giving better values for less 
money exactly the contrary would appear to be 
the case in house-to-house selling, and by compari- 
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Make This Your Hosiery 
Department Creed 


@ Concentrate on a few good lines— 


@ Feature the hosiery department 
prominently in your store, preferably 


@ Instruct every one on the floor to 
suggest hosiery at every possible oppor- 


@ Buy frequently—it means rapid turn- 
over and small investment. 


the store and in your windows. Talk 
about it in your advertising. 


son the customer can easily prove it. If, when a 
lady buys a pair of hose from a house-to-house 
canvasser, she actually knew how large a part of 
what she pays went into the pockets of the can- 
vasser and the crew manager, she would quickly 
realize that the amount ultimately reaching the 
factory could not buy quality. For the manufac- 
turer, too, must pay expenses and make a profit 
on the deal. 


Comparative Shopping Urged 

Comparative buying is stressed throughout in 
these advertisements. That is, people are urged to 
compare the merchandise offered by the canvasser 
with that at the same price offered by the retailer, 
and only to make their 
selections when they have 
done so. The result of such 
a method is always dis- 
tinctly favorable to the 
merchant. 


Quoting from a Recent 
Advertisement 

“Tf a hosiery canvasser 
should call upon you— 
Listen to his story of “Bar- 
gain” hosiery and notice 
the product carefully. 
Then, before you part with 
your money—call on any 
of the merchants repre- 
sented in these advertise- 
ments and compare qual- 
ity and price. We ask you 
tq do this for your own protection. We shall leave 
it to your own good judgment as to which hosiery 
you wish to buy. The reason that we give better 
quality merchandise at the same price you are 
asked to pay to the canvasser is easily understood, 
and a simple problem to solve when the facts in the 
case are known. The merchant’s cost of doing busi- 
ness is distributed over many sales and many 
articles rather than over a few sales on one article, 
as is the case of the canvasser.” 


Reason Why Copy Used 


The average person buying hosiery, or anything 
else for that matter, from a house-to-house can- 
vasser does not stop to consider these facts, and 
actually believes she is getting better value for less 
money. But when the matter is explained in this 
simple manner she can readily see that the house- 
to-house method of distribution is much more the 
costly of the two, and naturally she is much less 
likely to buy the next time a canvasser stops at her 
door. The effect of this type of advertising is, of 
course, cumulative, and for that reason it is ac- 
complishing good results for Knoxville dealers. 


prominently inside 
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“The 
ZEBRA HEEL 


Style No. 58 Z. H.—A beautiful silk and art silk 

stocking with a patented printed heel design that is 

a vast improvement over the old solid — heel, S 

being far more graceful and appealing. The design TU CO TI 

poe | be washed & and mending, FP ever 4 will “be C TCH 

unnoticed through the zebra effect, and the stocking will con- 

sri aeeeraiy man ie dhocsance’whent's‘hale sopccrs; -—~—«Style No. 64—A silk and fibre stocking in an 
Price $8.75 per dozen exclusive novelty stitch which is not only 

attractive but very much in demand. 


Colors with Black Stripe Heels ‘ = 
All leading spring and early summer colors. 


Airedale Lariat Tan Bark Blush Silver P 
Russian Calf White Black with Grey Heels Price $6.75 per dozen 











A Sensational Dollar Retailer 


Style No. 79 C. C. is made of a combination of silk and new process art, giving greater elasticity, 
better fitting qualities and a very soft feel to the leg. The “C. C.” stands for the embroidered 
embossed ravel stop stripe in contrasting color that positively stops runners starting in the welt. The 
ankle and foot are so constructed as to give a trim, clean-cut appearance with pumps and low-cut 
shoes. The toes and heels are so reinforced as to give the maximum of wear without thickness. 


Immediate delivery in all popular shoe store shades. 
Price $7.85 per dozen 


























Robischon Sales Co., Inc. 
389 5th Avenue, New York 


Manufacturers—Starkist Hosiery Co., Reading, Pa. 
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Following are other excerpts from some of 
these advertisements that have proven effective: 

“Quick sales mean a small cost of handling and 
a low overhead. A large, centrally located Retail 
Store will make more sales during the day at a 
lower expense per sale, than any other method yet 
devised.” 

“Has it ever occurred to you why practically 
all of the out-of-town concerns selling ‘door-to- 
door’, and by agents, demand 25 per cent or more 
in advance? The answer is—because you may 
change your mind before the goods get to you.” 


Why “Cash on Delivery?” 


“Do you ever stop to consider why you must 
pay ‘Cash on Delivery’ when the postman de- 
livers your order? The answer is—because you 
may not keep the goods after you see them. 

“Have you ever got your money back from the 
out-of-town concern? The canvasser collects 25 
per cent or more, his commission, in advance. Then 
you pay the postman the balance, C.O. D. Then 
you look at your goods! Suppose you are dissatis- 
fied? You can’t exchange for other merchandise— 
and how often do you get your money back, even 
if you insist upon it?” 

“It cost one of the largest door-to-door selling 
companies in the United States, according to its 
own president, $4 to sell you direct an article cost- 
ing them $1 to make in their own factory in 
this country. The agent gets $1 as his or her 
commission; but there is 
still $3 somewhere be- 
tween you and the factory 
for selling expense. When 
the smooth canvasser tells 
you about his selling 
cheaper because he elimi- 
nates the retailer he is not 
telling the truth. Door-to- 
door selling, piecemeal, is 
the most expensive dis- 
tribution method in the 
world.” 

These are but a few of 
the many facts these mer- 
chants have advanced in 
their advertising to prove 
their claim that it is more 
economical by far to buy 
from the local dealers 
than it is from the house- 
to-house canvasser, and 
they are all facts that any 
person can recognize as the 
truth. Hence, the cam- 
paign is accomplishing 
very good results for these 


Te ee 


The rolled stocking promises to be responsible for a nice 
little business this summer. The photo shows one of the 
“Rose Marie” show girls wearing Kayser “Rolettes.” 
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dealers—for all the merchants in Knoxville, in 
fact—and every day house-to-house sellers are 
finding it less profitable to operate in Knoxville. 
Ultimately it is more than likely that the cumu- 
lative effects of this advertising will almost do 
away with house-to-house canvassing in Knoxville, 
and that the hundreds of thousands of dollars in- 
vestigation showed was finding its way every year 
into the coffers of outside concerns, will find its 
way into the coffers of the local merchants, as it 
should. 


How You Can Do It 


And if co-operative advertising of this type is 
accomplishing this result in Knoxville, Tenn., is 
creating public sentiment favorable to home 
patronage as opposed to the canvasser, is educating 
the buying public to the fact that the real economy 
lies in the patronizing of the local stores, then a 
similar campaign, or one founded upon these same 
precepts, will doubtless accomplish the same re- 
sults elsewhere. 

The stores that are taking part in the Knoxville 
campaign include the Miller Department Store, 
Webb’s Department Store, the department store 
of S. H. George & Sons, and the Style Shop. 





Here’s a Sales Stimulant 


San Antonio, Texas—Every time a salesman in- 
troduces a customer to the girl at the hosiery de- 
partment, in the Senack 

Shoe Co., store, he gives 

the hose girl a slip of 

paper bearing his number. 

Each day these slips are 

tabulated. At the end of 

the week the man who has 

the most slips to his credit 

is given a bonus of $2.50. 


Hosiery girls have been 
instructed to suggest to 
customers that more than 
one pair be bought at a 
time, giving as an argu- 
ment that the sheer silks 
will give more service if 
changed often. Special in- 
ducements are offered in 
the shape of selling three 
pairs of $2.25 stockings 
for $6.00; three pairs of 
$1.95 for $5.50, etc. 


The Senack Co. reports 
it more than makes up in 
profits for the bonus com- 
pensation it awards. 
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Fast Selling— Fast Colored Novelties 


To Retail for $1.00 — Immediate Delivery 
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Style No. 405—Ladies’ Silk and Fibre Hose. Packed 
assorted three designs to the box. 22-inch boot. Guar- 
anteed fast colors and fast sellers. 


Colors 
White Silver Grey Tanbark 




















The “CROSS-WORD PUZZLE” 
And Other Designs 


Style No. 719—Ladies’ Fibre plaited over mercerized 
Hose. 22-inch boot. Cross-word puzzle design packed 
assorted, three designs as illustrated, to the box. 


Colors 


Peach Nude 
Assorted Shades of Grey 


Airedale 


390 CENT RETAILERS 





No. 1233 


2 Patterns to the Box 
Colors: Black, Cor- 
dovan, Navy, Beige, 
Palm Beach, Log 
Cabin, Smoke. Sizes, 
9% to 11%. 


No. 2325 

3 Patterns to the Box 
Packed in %-dozen 
boxes. Colors: Black, 
Cordovan, Navy, 
Smoke, Beige, Palm 
Beach. Sizes, 9% to 
11%. 


And also a full line of domestic woven novel- 
ties to retail at 75 cents and $1.00 


MA-RO HOSIERY MILLS CO. 


Main Office: 27 N. 3rd St., Philadelphia 
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Things to Tell Your Customers 


Here is the way the Halle Bros. Co., Cleve- 
land, make certain their hosiery salespeople are 
well “up” on the points of their merchandise. It 
is brief, but covers valuable ground. 


HALLE BROS. QUESTIONNAIRE 


What is the best way to present the selling 
points of your hosiery? 

Ans.—Run the hand down well into the hose, 
calling attention to 


(a) Seams 

(b) Narrowing 

(c) Special features 
1. Double heel 
2. Toes 
3. Panel back 
4. Embroidery 


Why is it important for the salesperson to do 
this? 

Ans.—Because her thorough demonstration of 
the hose reduces the customer’s desire to investi- 
gate for herself. 

Name several points about hose that women are 
specially interested in when purchasing. 

Ans.—That they will not lose shape when 
laundered. 

That they have comfortable well fitting feet. 

That they are made of good quality lustrous 
silk. 

That they are dyed a permanent color. 

That they are the correct shade. 

That they are the prevailing style. 

W hat is meant by “outsize”? 

Ans.—Hose that are made larger in the leg 
than the regulation size. 

What is meant by “slenders”? 

Ans.—Slenders are made smaller in the leg 
than regulation size. 


What different factors enter into the wearing 
qualities of silk hose? 

Ans.—The weight and quality of the thread 
used. The weight and wearing quality of the hose 
is gaged by the number of strands to the thread— 
the higher the count the better and heavier the 
hose. This varies from that which is 6 or 8 strands 
to heavier qualities of 12 strands. Also in the ac- 
curacy of the knitting, particularly where the foot 
and leg join. 





Hand Painted Hose to Order 


Los Angeles—Bullock’s are introducing “chif- 
fon voile” stockings for summer wear. These are 
cotton hose of finest construction, made in a wide 
range of pastel shades and with delicate lace 





clocks. They are selling at $3.25 a pair, and are 
reported to have sold well for a novelty. 

A new service which has just been introduced 
in the hosiery section of this shop is the hand- 
painting of evening chiffon stockings. Rather large 
flowers are painted on the instep or front of the 
ankle, or long slender flower sprays placed as 
clocks. A charge of $1 or $1.25 is made for paint- 
ing a pair of hose. This has only been a feature in 
the department for a week, so no large number of 
orders have as yet been taken, but it is said that 
interest in the painted stocking is growing daily. 

“Dust” is the name of the hosiery shade that is 
reported in three of the largest department stores 
here as leading all other dark colors. It looks well 
when worn with shoes of black, gray or Russian 
calf, and is said to be rapidly replacing gun-metal 
as a utility color. The biggest call is still reported 
as being for the shades that approximate flesh 
tones, and for the deep creams and beiges. 


The better shops report a call for heavy ribbed 
silk sports hose. The gaily colored sports hose in 
lisle, and lisle and silk are selling fairly well, but 
apparently for out of town wear, for they are 
seldom seen on the streets or in restaurants and tea 
rooms, though Los Angeles women are noted for 
being in country club styles downtown. 











Hosiery — Is Best Displayed 
On a ‘Display Limb 


. No. 88/199 
For Display Equipment of All Kinds, Consult— 
J. R. PALMENBERG’S SONS, Inc. 
Founded 1852 
63-65 West 36th Street, New York 
BALTIMORE CHICAGO 


122 W. Baltimore St. 204 W. Jackson Blvd. 


BOSTON SAN FRANCISCO 
26 Kingston St. 11 First St. 
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At Last! 


The Chiffon Every 
Retailer Is Looking For 


HE sheerest and clearest of texture, 

full-fashioned of pure thread silk 
with extra patented reinforcements in 
heel and toe for greater service and the 
finest mercerized lisle top of any stocking 
made today. A vastly superior chiffon. A 
quality product for the discriminating 
buyer. Our number 570, in all the sea- 
son’s popular shades. Per dozen, $14.75. 


—D> 


Our Famous 


One Lwenty Give 


Trade Mark 


Made of double cracked extra pure thread 
silk every inch guaranteed against all irreg- 
ularities. Tailored beautifully on a fine 
gauge Spring Needle Machine with rein- 
forced feet and full elastic tops. A stocking 
widely imitated but never equalled for value. 
A great “leader” in the principal stores of 
the country. Lower in price than any good 
full-fashioned stocking that compares with 
it and higher in quality than any mock- 
fashioned stocking. All Spring shades. Price 
per dozen $9.00. 


Both packed in beautiful olive, red and gold 
packing—a big attraction in itself. 


Two stockings that make a store famous 
for value. 


We are making immediate deliveries. 











| 





Full Fashioned Hosiery 


FOR 
Immediate Delivery 








No. 9000 (Illustrated Above)—Full-fashioned, medium- 
weight silk hose with a utiful and neatly em- 
broidered two-color contrasting flower at the knee. 


Colors: 
Black Goamerene Nude 
Amber Blush Skin 
Price $16.50 per dozen 


The Garter-Clox—“Adding the touch that means so 
much” —a beautiful all-silk, full-fashioned, chiffon 
with the exclusive Garter-Clox top. Colors: 

Black Airedale Amber 

Blonde Satin Gold Gun Metal 

Neutral Nude Rose Blonde 
Russian Calf Shell Silver 

Skin Cham:arne Harvest and White 


Price $19.50 per dozen 


No. 760—Finest all-silk chiffon, full-fashioned, 42- 
oe. A particularly fine stocking for high-class 
trade. 


Price $15.50 per dozen 


No. 1208—Sheerest of full-fashioned, lisle top chiffons, 
42-gauge, silk foot. 
Price $13.50 per dozen 


Non-Run—42-gauge, full-fashioned, all silk chiffon 
with a green embroidered picot stripe at the hem. 


Price $16.50 per dozen 


No. 1925—Full-fashioned, heavier weight, pure thread 
silk, lisle top. : 
Price $14.50 per dozen 


No. 1425—Pure silk, 10-strand, 260-needle, made on 
Pigeon Spring Needle machines. 
Price $8.50 per dozen 


All these styles are pure dip dyed silk. The finest of 
silk thread only is used in making these stockings. 
They are available in all the latest spring and sum- 
mer colors. Samples and color card gladly submitted. 
Numbers listed are for immediate delivery. 


TERMS 1 PER CENT 10 DAYS, NET 30 DAYS 
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H. HILLELSON & SON, Inc. 
"3-5-7 WEST 22nd ST., NEW YORK 


Established 1888 


RAY-MOND HOSIERY Co. 
373 Fourth Avenue, New York City 
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The hosiery department of the Walk-Over Boot Shop, 807 Canal street, New Orleans, 
La. All the stock is visible because of the glass compartments. Woodwork is of a dark 
color, offering a dignified appearance. 


Be Specific in Your Advertising to Men 


“Reason Why” 


E quote the following Weber and Heil- 
broner ad of April 22, because it is an 


unusually intelligent hosiery job. Weber 
and Heilbroner used a full page ad to put across 
their message to men about an improvement in 
their special brand of silk sock. The quality of 
the hose and the importance of full fashioned (on 
the latter point men have not been as well edu- 
cated as women) was first established. 


“The makers of-——import the finest grade of 
raw silk in bales from Japan. 

“When the silk is thrown, twisted and dyed, it 
is fed to knitting machines of uncanny ingenuity, 
and, under the supervision of expert workmen, 
fashioned into men’s hose. 

“The full fashioned knitting machines shape 
the sock as it is being knit, so that the finished hose 
fits the natural curves of the foot and ankle. No 
amount of laundering can alter the fit of a full- 
fashioned sock. 

“The toes, heels and cuffs of 
fine quality of lisle for extra wear. 

“No short cuts are taken in the manufacture of 

hose. Every operation is complete. Materials 
are of the finest. The finished product is worthy 


are made of a 


(opy che Best Bet 


of the high standard of quality which distinguishes 
all Weber and Heilbroner merchandise. 

“Two years ago we made an effort to provide 
our customers with the best value in full- 
fashioned silk hose we could find in America. 

“Today we're glad to announce that is a bet- 
ter hose than ever before. It is not only better 
looking—it is longer wearing. 

“The reason? A new toe. An extra interweaving 
of strong lisle at the point where all socks wear 
out first—the point where the big toe usually 
rubs a hole through the fabric. 

“Not a big patch. Just a neat rectangle of re- 
inforced strands—barely large enough to be seen, 
yet plenty strong enough to make the sock last 
about twice as long. 

“We think that a pair of——is about the 
biggest dollar’s worth now being offered in silk 
hose. We know that you'll think so too.” 

The method of the ad writer is the method of 
true salesmanship. Tell your customer something 
about the merchandise, something he can hold on 
to, something he can bite into. Don’t say “It’s 
good value,” and expect to make a sale. “It’s good 
value because” and state reasons 1, 2 and 3. 
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Where Suggestion Alone, Without Frills, Sells 
$12,000 Worth of Hosiery 
NO Showcase, No Special Salesforce 


ITHOUT any fuss or frills, two part- 

W ners down in Texas are paying most of 

their rent by their hosiery department. 
There is no hosiery show-case, no special salesgirl, 
not even any display such as most merchants feel 
is necessary, to awaken in the customer the desire 
to buy hose. 

Weaver & Reese of Corsicana are doing a vol- 
ume of $12,000 in hosiery alone, on an average 
stock of $600. Their peak investment is never over 
$750 and is often as low as $250. This is not a 
large store, as stores go, but a fair sized two-man 
concern, selling the better grades of shoes. 


One Pair of Hose With Every Pair of Shoes 

One pair of hose is sold on an average with 
every pair of shoes. This means that the customer 
buys hose with shoes in 80 per cent of the sales, 
and 20 per cent buy more than one pair. In the 
case of chiffon hose, Mr. Weaver says that most 
every customer buys two pairs at least. 

Size up orders are placed every Monday morn- 
ing for fresh goods, from the few houses that the 


Jacquard designs cannot be turned out in a day. This design 
is for early fall delivery. From the line of the Raymond 
Hosiery Co. 
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firm deals with regularly. Sales are principally 
confined to the new shades in chiffon stockings 
which retail at $2.50. 


All silk, full-fashioned, woven design hosiery, reported to 
be a popular number in the line of the Lehigh Silk 
Hosiery Co. 


There is no high powered salesmanship em- 
ployed to force customers to buy shoes and hosiery 
together. Just a simple friendly way of placing a 
couple of pairs of stockings in the customer’s 
hands, after the shoe sale has been completed, with 
the statement: 

“Here are the stockings you will want to go 
with your new shoes.” 

See the reasoning of it. It is taken for granted 
that the customer will need new hose, so they are 
placed right in her hands for examination. There 
is your attention, interest and desire, for what wo- 
man can resist buying pretty new stockings? 





Devices for the display of hosiery are many— 
high T-shaped stands on which a wide range of 
colors may be draped; ring-shaped stands for one 
or two pairs, and a host of others, of metal or of 


wood. 
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ST | Actually KNIT to 
Fit the 
: FOOT 








The First 


HOSIERY RE-DYEING 
SERVICE 













Still sets the standard for 
All The Rest 







When you send your soiled or 
faded hosiery to Peerless, you know 
that 















1—Yoir hosiery will be re-dyed 
by the firm with the longest 
experience. 












2—Peerless leads in the most up- 
to-date facilities and most efh- 
cient, economical methods. 










Selling Points Which Make 
Customers and . 


Bring Them Back 


Double elastic ribbed top that stretches beyond 18 

inches, no cutting of the calf. 

The only elastic Accordeon Rib knitted leg, practically 

indestructible and extra long. 

The heel is knitted to conform to the shape and 

rounding of your heel. 

The only stocking having an Arch—therefore is built 

just like a shoe. 

The Accordeon Rib extends to the end of the Arch 

and at least a half inch below the top of an oxford 

shoe, insuring a neat appearance and comfort since 
no impress of the Accordeon Rib can be left under the 
lacing. 

6. The top of the foot and toe is no longer than the sole 
and toe—that’s why they do not hang like bags, but 
fit at right angles to the leg. 

All silk tram, silk and lisle and silk and wool in 

attractive two color combinations from $11.00 to 

$22.50. 


ROBISCHON SALES CO., Inc. 


389 FIFTH AVE., NEW YORK 


HIRNER HOSIERY COMPANY 


ALLENTOWN, PA. 















3—Peerless’ exclusive process 
assures better results, and posi- 
tively does not alter the lustre 
or softness of the fabric. 


~~ ea. = eS 
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Ask us to send you full details and 
prices. 


PEERLESS 
Hosiery Dyeing Co. 


Pleasantville, N. J. 
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We are able to give you 
better service than any 
other hosiery concern 
because we carry com- 
plete stocks of silk ho- 
siery in five centrally 
situated cities— 





NEW YORK 
CHICAGO 
ATLANTA 
BOSTON 
SAN FRANCISCO 











and our latest price 
list and color chart. 


Write for more de- 
tailed information 


J. R. BEATON COMPANY, Inc. 


331 Fourta Avenug, New York 


CuicaGo—227 West Jackson Blvd. Boston—gg Chauncy Street 
ATLANTA—246 Peachtree Arcade San Francisco—133 Kearny Street 
Issue of May 2, 1925 
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IN STOCK . / 
D Width MAIL ORDER NOW. 


No. 7812—Men’s Light Tan Bal Oxford, Goodyear le Six Row Space Stitched Tip, 
Stitched Va mp and Lace Row, Rolled Tip, Blind Eyes. Sizes 6 to 12. Price $3.40 


Write for our New Catalog—We are makers of Men’s a: Boys’ Dress and Work Shoes 


Arges is SHOE MFG. CO. 


MILWAUKEE, WIS. 


When writing to advertisers please mention Boot anv Suor Recorper 
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And remember that “U.S.” Spring-Step 
Heels are the only fit companions for 
USKIDE Soles 


Sole and heel stocks in our following branches: 


Boston Chicago ‘*Cincinnati New Orleans 
New York St.Louis Pittsburgh Portland, Ore. 
Los Angeles San Francisco 


* Stock for shoe manufacturers only 
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Get the Lion’s Share 
of the Work Shoe Business 


} the reports now coming in from shoe stores featur- 
ing USKIDE soled shoes, there is a live tip for every 
alert shoe merchant. 

USKIDE is building sales. 

In many localities, the stores that are carrying USKIDE 


soled shoes are the ones that are getting the lion’s share 
of the business from hard workers and hard walkers. 

““USKIDE is a very big asset to us,” says one report, 

ind we are going over big. In the Cleveland district 

done our sales for the first week were 700 pairs.” 

Everywhere the story is much the same—the big de- 
mand is for shoes with genuine USKIDE Soles. 

Dealers who have stocked USKIDE soled shoes for 
several seasons know what USKIDE can do to build sales. 
USKIDE has proved its ability to build repeat business. 
It will do it for you—in your store. 

Take advantage of the USKIDE advertising now cov- 
ering the country. Stock shoes that carry this “Wonder 
Sole for Wear”. 

Specify USKIDE on your heavy service shoes and be 
sure that you get genuine USKIDE. 

Your customers will look for the name USKIDE em- 
bossed on the sole. 


United States @® Rubber Company 


1790 Broadway New York 


USKIDE Soles 
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THE WALES-—In Stock 


The Florsheim dealer can do the men’s business of his community. 
Prompt service keeps his stock in shape. Steady advertising keeps his 
trade favorably impressed. Fine style and real quality make The 
Florsheim Shoe and the price both attractive to the public. 
Style S-112—Wales, Black Box Calf Oxford, as illustrated. 
Style S-106—Same style in Russia Calf (light tan shade). 
Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


World's largest manufacturers of men’s fine shoes 
ADAMS AND CLINTON STREETS 


: CHICAGO 
A ATE EE RS LL 


When writing to advertisers please mention Boot AND Suoz Recorpser 
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> QuaAL IY SHOES a 
| POPULAR PRICES 


‘| In Stock $340 
FREEMAN SHOE M °G.CO. 
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Smart new street 
shoe of Skinner’s 
Satin with straps 
of gilt kid across 
instep. 





Concentrate on the 
Right Shoe Satin 


NCREASING production in the shoe business 
has brought so many inferior shoes and shoe 
materials on the market that it pays to concen- 


trate on quality goods. 

Specify Skinner’s Shoe Satin in your satin shoes and 
make sure your customers know you have it. 

There is selling power in the Skinner name. Every woman 
knows it stands for unequaled wearing quality. 


WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


Skinner's 
Shoe Satin 


ee vee NAME T 


Open - shank 
D’Orsay 
of Skinner's 
Satin with 
quilted or 
plain sole. 
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36 inches wide and supplied in 
four different qualities to meet 
all the requirements of the trade. 


HE 


SELVAGE 


, 
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: a THE QUALITY SHOE ej MARKET OF AMERICA 


It is signi ficant— 


that rarely if ever do you find a prominent 
successful shoe store but what handles 
one or more lines of Cincinnati shoes 
consistently season after season. 





THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTENHOFER 
HOFER SHOE CO. SONS CO. 


THE HOLTERS CO. THE KRIPPENDORF-DITT- 
THE MANN CO 
JULIAN & KOKENGE CO. 0. 


THE 
, THE 
CHARLES MEIS SHOE CO. THE ROTH SHOE MBG. CO. VOLLMAN, LAWRENCE CO, 
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THE MEOTA 
No. 1106—A semi-Colonial patent with concealed goring, buckle and cut-out. An “in process” shoe - $5. 35 
in AA to C widths. Ready to ship in 10 days....... ° 


Taking the “Price Corner” on High 


Many a sale runs smoothly till it reaches the “price corner — 
then it slows down and frequently comes to a dead stop. But with 
these Holters’ Style McKays you take the “price corner’ on 
high. The “Meota,” for instance, is a trim, fashionable Colonial- 
gore effect that every woman will like. And it’s made to retail at 
from $6.00 to $8.50. The price closes the sale. 


THE LADDIE THE HOLTERS COMPANY 


No. 1018—A sandal effect in patent colt with a 


0/8 wood ed military heel. Ready to ship The 
fay a ae ‘ . $4.60 Branch of the United States Shoe Company 


No. 1019—The “L eddie” in genuine white kid. . J " - . 

wich tc ns military hee ears Sixth and Sycamore Streets, Cincinnati, Ohio 

Size Range_ Chicago Office Minneapolis Office 

AA. Ah wos BR. 28 210 Security Building 723 Boston Block 
Terms: Net 30 days 


















May 2, 1925 BOOT AND SHOE RECORDER 81 


C 1 id Os Ee” ee es 


ay 2, 1995 


I ¢ 


—— 








0 






Prominent merchants 
are writing these editorials. 






INCE the inception of the industry nearly a 
century ago, Cincinnati shoes have been made 
with infinite care and honesty. 







Hundreds of prominent merchants tell us they be- 
lieve in Cincinnati made shoes as trade builders and 
profit-makers. They show this faith in Cincinnati 
shoes by handling them season after season. 








Here is an example: 










Allan Meadors, prominent merchant of Nashville, 
Tenn., says: 










“T am glad to say that fer.over thirty years 
there has not been a season that we have 
not used Cincinnati shoes. | believe in them 
because I know they are good merchandise, 
and are certainly trade builders.’ 
























,) . 
. 
with 
on 
nial- , 
From time to time we will present in these pages the interesting ex- 
il at periences of prominent merchants who have built successfully over a 
term of years with Cincinnati shoes. 
Mr. Merchant: 
If your experience with Cin- 
cinnati shoes has been interest- 
ing write us. Address Cincinnati 
> Market Headquarters, 1001 
110 Second National Bank, Cincin- 
‘ nati, Ohio. 
ffice 
lock 
aa 
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Ready to Ship 
In 10 Days 

















..-. In Process’ Shoes 


ROM the welcome which our ‘In Process’ shoes 

have received from dealers throughout the country, 
we are certain that this ‘quick service’ department is 
filling a real need. “In Process’ shoes are ready to ship 
to you in 10 days after the receipt of your order. So 
when you order you know almost to the day exactly 
when you will receive the shoes. 


They are well-styled, up-to-the-minute shoes, too, that 
The Doris—a one-strap with novel will “turnover” rapidly. ““The Doris,’ for instance, is a 
peteeation tetanaing. one-strap with a novel perforation trimming—light, 
No. 1100—in patent colt with 14/8 ‘ : age 
wood-covered Spanish Louis heel. $5.35 fashionable and charming. And it is but one of many 


No. 1101—in genuine white kid, with trim, “In Process’ models. 
same heel as No. 1100 $5.85 


Sizes AA to C Remember—shipment in 10 days after your order ar- 
Terms: Net 30 Days rives. Quick service on shoes that move just as quickly . 


The Val Duttenhofer Sons’ Company 


Branch of The United States Shoe Company 





Sixth and Sycamore Sts., Cincinnati, Ohio 





THE QUALITY SHOE 
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“‘Ah! These are nice!”’ 


Isn’t it sweet music to hear the lady say something like that right 
after you slip the slipper she ‘‘saw in the window” on her dainty 
(sometimes) foot? Yes, and the music that follows—the ring of the 


cash register, 
music-maker ; 


is still sweeter. This ‘“Maytime” pump is a real 
it is making an instantaneous hit with women of 


fashion; it should go in your window—in your stock—right away. 


*‘Maytime’’ 
IN WHITE-- 


No. 4467 
Genuine all-white Kid Step-In 
Pump with 15/8 covered Spanish 
heel; ‘perforated as shown with 
fancy side ornament. Imt. Turn 
sewed. C, 3 to 8. 


$3.75 
SAME a i CUBAN COV'D 
HEEL. C, 3 


**Maytime’”’ 
IN PATENT -- 


No. 4327 


All black Patent Chrome Step-In 
Pump with 15/8 celluloid covered 
Spanish heel; perforated as shown 
with fancy side ornament. Imt. 
Turn sewed. C, 3 to 8. 


$3.35 


SAME IN 13/8 CUBAN COV'D 
HEEL. C, 3 to 8 


‘‘Maytime’”’ 
IN SATIN-- 


No. 4377 


All Black Satin Step-In Pump with 
15/8 covered heel; dainty 
braid trim (instead of perforations) 
patent side ornament, Imt. Turn 
sewed. C, 3 to 8. 


$8.35 
SAME IN 13/8 CUBAN COV’D 
HEEL. C, 3 to 8 
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IMMEDIATELY 





If you order at once you are certain to receive a complete shipment 
without delay. 





THE QUALITY SHOE 
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TRADE BUILDERS 


ee HE LADDIE—A sandal effect i tent 

c+ 1E AVON Pump in black satin over 105 colt with 10/8 cavbammad albawe hed 

last. A style Mc Kay made in all leathers Also in genuine white kid with 9/8 wood- 
= “emcee The Stanley Duttenhofer covered military heel. The Holters Company. 


O. 4317—All white Polar cloth pump 
with kid trim; concealed front 
goring ; 15/8 Spanish heel. Flexible sewed. 
B, C, widths. No. 4318—Same with 13/8 
Cuban heel. B, C, widths. The Charles 
Meis Shoe Co. 


HE FAUN—Patent leather step-in gore 
pump, cut-out side, imported buckle. The 
Krippendorf Dittmann Co. 


O. 1459-R—Made in the Fallor Satin with 

Moire quarter to match and gimp stitching. 
Coolidge gray, moonstone, fallor, gunmetal and 
blacks. Heels, 13/8 and 16/8 
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REAL PROFIT MAKERS 


"THE DORIS—A one-strap with novel per- 
foration trimming. In patent colt with 14/8 
uvod covered Spanish Louis heel, also in genuine 
white kid with same type of heel. The Val Dut- 
tenhofer Sons Company. 
HE ESTRELLA—AI black satin, light 
gray fitted balloon last with 18/8 heel. 


ATENT leather gore oxford with cut-out HE DRAKE TIE—A May Manton shoe 
front. The Julian and Kohengs. Company. distinctly smart in every line. “Note the 
artistic gore effect. Covered heel. 


STABILIZE YOUR BUSINESS WITH CINCINNATI SHOES 


























THE QUALITY SHOE } YY MARKET OF AMERICA 
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USINESS that is done on 

a style basis only, is as 
shifting and unstable as the 
sands of the sea. 


» 


pam 


The ebb and flow of the tides 
of fashion often undermine 
profits and sometimes wash 
away the footprints of sound 
policies that mark the paths 
of real progress. 
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Women will always shop around for styles to suit the 
whim and fancy of the moment—you have no assurance 
of repeat business on style sales. But shoes that are bought #& 


for their inherent worth—shoes that perform an unusual & 


service—always make friends for your store that are not =... * 


easily taken from you. 


J & K arch fitting shoes are scientifically constructed 
with distinct inbuilt features that give a foot relief that 


. women appreciate. 


J & K arch fitting shoes are known to the women of your 
community—there is a universal acceptance for these 
wonderful shoes that will bring permanent customers to 


your store from the very start. 


And, J & K shoes also have good style—they include the 
smartest patterns of the prevailing mode, always. 


Write us—get all the facts. With the J & K proposition 
you will ride high on the waves of women’s preferences 


and enjoy a sound, substantial business besides. 


THE JULIAN @ KMOKENGE CO. 


Makers of the famous ‘‘} & K"* Arch Fitting Shoes for Women 
E. Fourth Street, Cincinnati, Ohio 


UNMEORASPPIGOATASUOORADAESROGPEOSSSTABSOGOOSAAAPTER SS A 
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“Salt of the Earth” 


—steady, sane, reliable, salable is the B-W (Business 
Woman) Shoe. Like a good friend, it can be depended 
upon year in and year out, regardless of seasons or 
conditions—“always in good taste.” 


And it contrasts sharply with frothy novelties and 
freakish styles which are promising today and men- 
acing tomorrow! Better be safe and tie to the B- W shoe. 
IN STOCK. 


B. W. OXFORD B. W. 4-STRAP 


ROTHS 


B-W 


BUSINESS WOMAN 








SHOE Drake Tie 


—a May Manton shoe, dis- 
tinctly smart in every line. 
Note the artistic gore effect. 





Trade Mark 
Reg. U. S. Pat. Off. 
$ 500 with covered 


Order Small Lots—Order Often ee 
—Keep Your Cash Turning! 


In stock, ready to ship, net 30 days 








B. W. OXFORD 


No. 8-406 No. S-407 No. 8-409 
Black Kid Oxford 


No. 8-408 
* ; Brown Kid Oxford B. W. 4-Strap 
Black Kid Oxford (Areh ner ie * (Arch-Corrective) (Arch-Corrective) 





AAA - AAA 
AA - AA 


afk 


$5.20 el $5.20 


Sj ROTH SHOE”4@ 


PMB FEB Ku NAT I 
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The mode of today calls for marked simplicity 
and beauty of line. 


Our Avon Pump is designed particularly . for 
the most fashionable women of your community. 
It is a very smart pattern; one that is filling a 
steady demand. 


Like all Stanley Duttenhofer Style McKays, it 
reflects unusually high standards of manufacture. 


Herein lies the reason why our customers are 
merchants who demand shoes with an estab- 


“AVON PUMP” lished reputation for consistent salability. 
Black Satin Style McKay over our 105 ; . 


last. Made in all leathers and combinations» 





: ~The Stanley Duttenhofer Shoe Co. 
ST ANLEY Manufacturers of Fine Welts and McKays 


DUTTENHOFER SHOES Cincinnati, Ohio 
are... 


tualable 10 the Last patr 
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THE QUALITY SHOE MARKET OF AMERICA 
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PROFIT BUILDERS 





Prominent retailers from coast to coast are buying 
“Cahill’s Catchy Creations,’ and with them are satisfying 
definite need in their communities. 


If you are not now handling them you are passing up 
real profit makers. 

They are fashionable shoes, but not exaggerated, and 
moderately priced. 


THE CAHILL SHOE CO. ‘The Perfect One-Strap of Today 


n Pat ith, Coles 
CINCINNATI got Seles 1. aeneaetil 
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DEPENDABLE 
Styles 


A STEP OR TWO AHEAD 
A dependable style is one of real 


utility as well as one of good taste. 


The dependability of KD styles is 
Neat ng being recognized by the steadily in- 
pump. cutout side, imported creasing volume of business we are 
—— doing on style footwear. 


Each number is built with careful 
consideration of its adaptability to 
the mode of the day. 


The Krippendorf-Dittmann Co. 
Cincinnati, Ohio 
Style Quality Service 


“FAUN’’ 


“Patent Leather Gore Step-in’’ 
Tan and gray silk fitted, French “DAPHNE” 
gray calelaame which we In Sudan kid, one strap, trimmed 
ceca igniy. in Vassar tan. Made also in 
many other combinations 
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THE ESTRELLA 


All Black Satin, Lite Grey Fitted 
BALLOON Last with 18/8 Heel 


Keen Merchandisers and Volume Buyers 
have discovered the tremendous selling power 
and long profit possibilities of our line. 


As an example of their knowledge and faith 
in ouf product we are turning out daily the 
greatest volume in our history. Our entire or- 
ganization is especially formed for big business 
and hitting on all Eight continuously. 





THE VOLLMAN LAWRENCE CO. 


CINCINNATI 
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Bases Price on Style 


San Marco, Texas—J. H. Tan- 
ner, a young shoe merchant, be- 
lieves that shoes should be mer- 
chandised in the smaller cities, the 
same way that they are in the 
larger ones. Mr. Tanner has proven 
to his satisfaction that it is a ques- 
tion of style, rather than price, 
that determines the value of a pair 
of shoes. This, in his opinion, is 
something that the big majority of 
small town merchants do not real- 
ize. Furthermore, small town mer- 
chants can not cover too wide a size 
range, but they can cover the style 
situation, by not spreading over too 
large a field, and by sticking to a 
few grades. His own price range is 
from $6 to $10.50, with 80 per cent 
of his sales around the $8 mark. 

He finds that he cannot get vol- 
ume by concentrating on a few 
styles and a few houses. “Buy 
where you want, when you want it,” 
is his motto. By playing the novel- 
ties strong, he has shown remark- 
able increases for the past year. He 
has turned his stock regularly, 
every sixty days. 


New Shoes Returned 


Mr. Tanner does not believe in 
frequent sales. His short lines, and 
those styles that have lost their 
freshness, are quietly reduced in 
price until they are closed out. 
Shoes are priced at what they are 
worth to the customer. In a small 
store such as is operated here, cus- 
tomer reaction to styles, is quickly 
sensed. By doing business on a cash 
basis, he finds that he has very few 
returned goods, only an average of 
less than one per cent. 





Miller Sells Novelties at 
Three Prices 


Ned Miller, when manager of the 
Globe Shoe Store, Cordele, Ga., de- 
cided he could do better by opening 
a store of his own in some other 
town. In checking up the various 
towns, he finally decided on Talla- 
hassee, Florida. The Florida State 
College for women is located here, 
and there are more than two thou- 
sand girls enrolled from 18 to 22 
years of age. 

His store is right in the center 
of the town. He opened up August 
15, 1924, with a stock of about 
three hundred pairs of extreme nov- 
elty shoes. He has only three 
prices, $8.50, $9 and $10. The shoes 
are priced, however, on what he 
considers what they are worth at 
retail. Shoes that cost him $4.50, 
may sell at $8.50 or even $10, de- 


pending wholly on how the shoe 
looks when it comes in. 

So far he has averaged a 50 per 
cent profit at retail, and has main- 
tained an average net profit of 18 
per cent. Every Saturday night 
sizes are taken off, and new shoes 
are bought to replenish those sold 
during the week. In this way he 
keeps his stock fresh and active. It 
is also the reason for his getting 
an eight times stock turn. 

Every foot is measured by a Ped- 
ograph machine, and a record is 
filed. Then four weeks afterwards 
a letter is sent to the customer, tell- 
ing of some new style—something 
he thinks will appeal to her. 





This Merchant Buys Hosiery 
from One House 


Shreveport, La.—‘We have been 
checking up on our shoe and hosiery 
sales, and have found that if a 
woman pays $10 for a pair of shoes, 
she will spend ten more dollars for 
stockings before that pair of shoes 
is discarded,” said Frank Baird of 
Shreveport, La. “Our hosiery busi- 
ness has shown a good steady in- 
crease the past three years. The rea- 
son as we see it, is that during 1923 
colors stimulated sales, while in 
1924, sales were further stimu- 
lated by the aimost universal wear- 
ing of chiffons. We have found it 
advantageous to confine our pur- 
chases to one house, also to stock as 
many as 150 shades; consequently, 
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we are able to satisfy almost any 
customer.” 


If several friends are accompany- 
ing a customer that is buying shoes, 
Mr. Baird sees that every woman 
is handed a pair of stockings, just 
for examination. No attempt is 
made to sell the friends, but they 
usually buy. One other idea prac- 
ticed, is that of saying to a cus- 
tomer, “You have not bought these 
stockings before, so we ask that you 
keep a record of how long they 
-wear.” Many customers have come 
back to favorably comment on the 
unusual wear the stockings gave 
them. 





New Shoe Store at Austin, 
Texas 


Austin, Texas—Matt S. Spires, 
president of the French Boot Shop, 
and E. M. Boyd, will open a new 
French Boot Shop here on May 1. 
Mr. Boyd is secretary-treasurer of 
the concern. The store is being 
equipped with wicker furniture and 
a gold and rose color scheme. Shoes 
for women from $7.50 to $15 will 
be featured. 

The French Boot Shop is plan- 
ning to issue an artistic six-page 
folder, together with an invitation 
to the women of the city to attend 
a reception on opening day. Fancy 
cigarette holders and miniature 
brass slippers as pin cushions will 
be distributed to ladies. 





































During an entire month, T. L. Jordan, manager of the Kinney store, in 

Waco, Texas, gave $1 discount to every customer who left.old shoes when 

they bought a new pair. These old shoes were piled in the center window, 

with a sign announcing the offer, also that the shoes received would be 
given to the Salvation Army. All kinds of shoes were left. 
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Strong Talking Points 


The public appreciates good leather. Buyers 
of shoes are becoming leather-conscious, and the 
strongest talking point to your trade is the quality 
of leather you use. 


© 


Our special tannages of sole leather, known 
for their constant quality, plus the service we 
extend to our many customers, have maintained 
our leading position in the industry. 


Our interest is the same as yours, to main- 
tain that high standard of quality for which the 
American shoe is famous. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 


THE UNITED STATES LEATHER CO. OF MASS. 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 
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TO, 
Seated 44 DAVIES 


In line with the popular spring and summer demand for Men’s Light 
Tan Stylish Oxfords we present herewith one of the most notable 
values in oxfords of quality ever offered the trade. 


A Real Trade Winner Specially Priced at 














ln Stock for 
Lnmediate Delivery 


D WIDTH SIZES 6-11 
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LORD JEFF 


N introducing a new shade— 

“Lord Jeff’—we suggest it asa 
worthy successor to the light and 
yellow shades of calf which have 
been so popular this season. It is 
of the Aztec Tannage and its num- 
ber is 29. 


AXV@\ i YaNiv@NtYerivavil7a\ fay avi 


“Lord Jeff’—or “Number 29” as 
you choose to call it—is a clear 
light shade, a real brown, free of 
olive and free of red. 


ONION IYa\ it @\1\/a\t 7@\1l7@\ 1 Ya\t Ya\l\ eX fav f@\ ll aX Ya\0 /@\) aX el 


— 


YZ NEHNZ VER NEN NG 





It is the nature of man to like 
change and variety. This new 
shade should cast by the 
therefore large number 
prove partic- of prominent 
ularly accept- makers who 
able. Its pop- are showing 
ularity is it in their 
clearly fore- sample line. 





VIN@\IY@NIYaN aN ay Yaxiivanlv@\ eri ra\ive\l 
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A. F.GALLUN & SONS CO. 


MILWAUKEE, WIS. 
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Have you a Little 
Mongoose in your Home? 
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oA TOTTERING 


gentleman, loaded within 

with liquor and without 

by a large, awkward bun- 

dle, puffed his way into 

an English railway com- 
partment. Carefully and 
painfully stowing his bun- 

dle in the rack over his 

seat, he sat down. But as 

the train rolled on, he continued to cast bleary 
and anxious glances at his package. 

In the seat opposite sat the Inquisitive 
Party, usually found in any car. He watched 
the drunk eye his precious package as long as 
he could stand it and then, leaning over, said: 

“Excuse me, Mister, for. intruding, but I 
noticed you watching that there bundle and I 
wondered what was in it.” 

“Oh! Tha’s all ri’, old top—hic!” said the 
bundle’s owner. “I’ll tell you wass in zat 
bundle—it’s a mongoose!”’ 

“A—a what, sir?” stuttered the other. 

“Mongoose! Li’] animal wot eats snakes! Yes 
sir! Fights ’em! Eats ’em up!” 

“And why do you carry it around in that 
bundle?” 

“Good reason! Darn good reason! You see 
I’m a good feller. Like good fellers, like a lil 


| | WL 


drink. Fact, often like a 
lot of ’em. Sometimes | 
get sort o’ sasserated with 
alcohol. Then have hellof- 
time! See snakes! Oh! 
Terrible green, red, pink 
snakes! So I just turn my 
mongoose loose on’em— 
and he eats them all 
up! See?” 

The inquisitor leaned back with a large, 
tolerant smile and said. “But that’s out of the 
question, my dear sir! Your mongoose couldn’t 
kill those snakes because they are only 
imaginary!” 

“Sure, that’s right,” drawled the drunk. 
“‘An’ there’s only an imaginary mongoose in 
that bundle.” 

Everybody needs a mongoose these days. For 
the woods of business are full of pink and yellow 
serpents—90 per cent of them imaginary. As the 
fellow said “I’m an old, old man an’ I’ve had 
lots of troubles—most of which never happened.” 

The name of this handy mongoose is “State of 
Mind.” We are doing business in the richest, 
most prosperous country on earth. While today’s 
business conditions may be temporarily uneven, 
tomorrow’s outlook is splendid—to every man 
of quiet confidence and ceaseless industry. 


S: A ott Ae rs 
ee 
Treasurer and General Manager 
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N.S. T. A. Executives Report Increased Activity 


President James L. Scanlon and “‘Cabinet’’ Meet in New York to Discuss Promotional 
Plans—N. S. T. A. to Conduct Educational Campaign 


lon, Vice-President Charles 

W. Evans, Secretary T. A. 
Delany, and Frank B. King, chair- 
man of the N. 8. T. A. Women’s 
Style Committee, and other N. 8. 
T. A. officers, met in New York 
during the week of the Joint Style 
Committee meeting to discuss plans 
for N. S. T. A. advancement. Most 
favorable statements were made on 
the extension of membership 
throughout the country and the 
general shoe traveler activity which 
is very pronounced. It was learned 
that the membership committee will 
undoubtedly soon report the forma- 
tion of new associations in the vari- 
ous sections of the country; the af- 
filiated locals are showing increases 
in their membership lists. 

It was learned that shoe manu- 
facturers are using the office of 
the N. S. T. A., at 183 Essex St., 
Boston, as the main salesman’s 
clearing house of the industry, and 
that the manufacturing and whole- 
sale trade are practically unani- 
mous in their decision to investi- 
gate all shoe travelers through 
their membership in the National 
Shoe Travelers’ Association. 


Secretary Delany Talks 
“Salesmanship” 


As one in a series of talks on 
“Salesmanship,” in an educational 
campaign, started by the National 
Shoe Travelers’ Association, Secre- 
tary T. A. Delany, gave an inter- 
esting and instructive two-hours’ 
talk to the members of the Shoe 
and Leather Continuation Class at 
the rooms of the New England Shoe 


Pree. vices James L. Scan- 








Shoe Style Telephoto- 
graphed to “Solly” 
Schweitzer 

To a woman’s shoe goes 
the honor of being the first 
merchandise to be telephoto- 
graphed. This was a one-strap 
style, with attractive pattern 
on vamp and quarter, medium 
heel, one of the new models 
for spring and summer. This 
photo was transmitted from 
New York, on the morning of 
April 17, over the wires of the 
American Telephone and Tele- 
graph Company, by Claude H. 
Daniels, head of the firm of 
Prouty-Daniels Co., to his 
Pacific Coast representative, 
“Solly” Schweitzer. Mr. 
Schweitzer received it at his 
sample. rooms in the Pacific 
Building, San Francisco, the 
same morning. 


A Perfect Picture 

Mr. Daniels is in receipt of 
a letter from Charles H. Ful- 
ler, general commercial repre- 
sentative of the American 
Telephone and _ Telegraph 
Company, stating that the re- 
port from the office of the 
company in San Francisco in- 
dicates that a Grade A pic- 
ture of this shoe was received, 
and that this is the first style 
picture of any kind of mer- 
chandise transmitted since the 
beginning of the commercial 
operation of telephotographs 
on April 4, 1925. 








and Leather Association on Friday, 
April 17. This formed one of the 
lessons of the course, on which they 
will be obliged to write a thesis. Mr. 
Delany took for his subject “Sales- 
manship Success Through Ability 
and Hard Work.” He told the young 
men that they must thoroughly un- 
derstand the line which they are to 
sell; that they must become familiar 
with their competitor’s lines; that 
they must have a wide knowledge 
of shoes in general, and shoe ma- 
terials; that they must constantly 
strive for self improvement; build 
up a good personality, display 
alertness, initiative, honesty, and 
practice common sense. At all times 
to remember that their acts and 
appearance reflect the policy and 
merchandise of the houses which 
they represent. He quoted the 
words from one of the Spanish 
Primers—“Los Americanos Son In- 
dustriosos—” “The Americans are 
Industrious,” and urged the young 
men to live up to this reputation, to 
“carry on” and preserve the Ameri- 
can spirit of doing, not all that he 
can do, but all that can be done. 


McDonald on Southern Trip 


N. M. McDonald, who travels for 
Kimball & Sherman Co., left the Hub 
last week for a southern trip with 
what he terms “A very attractive 
line of novelties.” His first stop 
was at Richmond, Va. He will plan 
so as to be in Savannah, Ga., early 
June, so as to be present at the 
Southeastern Shoe Dealers’ Asso- 
ciation Convention at the Hotel De- 
Soto, June 8 to 10. 
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Banker 
Last 


878 
Black, Vici Kid, Bal 
Oxford, Tan Kid Quar- 
ter Lining, 12 Iron Sole, 
Rubber Heel $5.50 
879—Same in Tan Vici 
Kid $5.75 














The Original Straight Last 
and More Popular Than Ever! 


An instance of the Merchandising-Sense 
behind each Stonefield- Evans Model 





You know the BANKER, the original’ straight last that is known the 
length and breadth of the land, and you will not be surprised to learn that 
its sales are showing greater strength than ever. Like all the leaders in the 
Stonefield-Evans line it is carried IN STOCK. With all due modesty we 
wish to point out that the success of this last is but an instance of the 
Merchandising-Sense that is characteristic of this organization. 





Just bear in mind that our extensive line includes the well-known 
CERTIFIED SHOES, with their quick appeal and certain, dependable 
“turn over,” and the PROVEN ARCH SHOES which have proven to the 
trade at large that a Comforting, Cozy Shoe can have 100 per cent Style. 


We'd like to send our new catalogue—it’s a beauty. 


Stonefield-Evans Shoe Company 
Rockford, Illinois 


CHICAGO SALES OFFICE PHILADELPHIA, PA. KANSAS CITY SALES OFFICE 
410 Security Bldg. J. Wuarmser 513 Denkla Bldg. Walter Yost 444 Sheidley Bidg. R. W. Martin 
LOS ANGELES SALES OFFICE, 325 Consolidated Building, A. L. Sendall 
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WILLIAM MEADE 


Who covers the Pacific Coast 
for Wichert, Inc., Brooklyn. 


William Meade, known every- 
where to the shoe fraternity inter- 
ested in women’s fine footwear, as 
“Billy,” recently joined the sales- 
force of Wichert, Inc. Mr. Meade 
left yesterday, May 1, for the Pa- 
cific Coast, where he has many 
friends, whom he is satisfied will 
enthuse over the new Wichert line. 
Mr. Meade intends to so plan his 
trip that he will attend the conven- 
tion of the California Shoe Re- 
tailers’ Association, at Santa Bar- 
bara. . 


Craddock-Terry Semi- 
Annual Sales Conference 


The Semi-Annual Sales Confer- 
ence of Craddock-Terry Co., and 
Geo. D. Witt Shoe Co., Lynchburg, 
Va., was held at the Virginian Ho- 
tel on April 15. The meeting was 
attended by salesmen and officials 
of the company, numbering 125. 

The opening address was made 
by President Chas. G. Craddock. 
Other addresses were made by 
John W. Craddock, Chairman of 
the Board; W. D. Hogan, of the 
Style Department; John W. Crad- 
dock, Jr., Director and General 
Manager of Craddock-Terry Co. 
Branch, Baltimore, also made a 
talk. Luncheon was served, after 
which the salesmen. returned to 
their respective distributing houses 
for other meetings and to get new 
samples. 

All of the salesmen have left for 
their respective territories with 
one of the most attractive lines of 
shoes ever offered by this concern. 
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Kandel with Union Shoe 


A recent addition to the travel- 
ing force of the Union Shoe Co., 
Brockton, makers of men’s welts, is 
J. Kandel, who will cover New Jer- 


sey and New York State. Mr. Kan- 
del has been for 14 years looking 
after this territory, also New York 
City. He is now calling on the trade 
with new samples of the Union Shoe 
Company’s line. 


Evans to Go to Florida 


Charles W. Evans, Vice-President 
of the National Shoe Travelers’ 
Association, who travels for La 
Valle & Lo Presti, New York, is 
contemplating a trip to Florida, 
and thereabouts, in the near fu- 
ture. Mr. Evans wishes to look over 
this part of the country when the 
“winter resort” folks are not 
around. He wants to see it minus 
the crowd, and “size up” the situa- 
tion from the business standpoint 
and general aspect of the country. 


King “Off” for the Coast 


Frank B. King, Chairman of the 
N. S. T. A. Women’s Style Com- 
mittee, who travels for Wm. Gold- 
stein, Inc., New York City, is now 
en route to the Pacific Coast. Mr. 
King is accompanied by Mrs. King 
and is combining pleasure with 
business. He will take notes on all 
the new effects in footwear fash- 
ions in the many big cities visited. 


Vegiard Covers New York 


Charles J. Vegiard, First Vice- 
President of the Rochester Associ- 
ation of Shoe Travelers, covers only 
New York State for the Imperial 
Children’s Shoe Corporation, in- 
stead of the territory mentioned in 
connection with his sales activities 
for the Blum Shoe Mfg. Co. This 
is a correction of a former news 
item in regard to this popular 
Rochester “Vet.” 


Lennox on a Trip 


“Larry” Lennox is covering the 
big cities, with samples of fine Mc- 
Kay shoes from the factory of Mer- 
rill, Porter & Co. He has estab- 
lished -a new salesroom at 111 Lin- 
coln Street, Boston. 
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(Photo by Waid) 
WILLIAM E. ROBEY 


William E. Robey, for many 
years retail shoe salesman at Jor- 
dan Marsh & Co. and before that 
in the retail shoe business, has 
joined the salesforce of George J. 
Kelly, Inc., of Lynn. Mr. Robey is 
making a country-wide trip to San 
Francisco, and then North to Al- 
berta. He left Boston April 3, stop- 
ping at Detroit, Chicago, Omaha 
and other Nebraska cities, Colo- 
rado cities, Utah cities, Nevada and 
parts of California, with a four 
weeks’ stay at San Francisco. He 
will also cover Mexico. 

Mr. Robey reports good business 
booked by him on the Kelly polish 
line, over which he is an enthusiast. 
He sells to the retail, jobbing and 
findings trade. 


Helmholz Hold Sales 
Conference 


Nineteen salesmen of the Helm- 
holz Shoe Manufacturing Co. gath- 
ered in Cudahy, Wis., for the an- 
nual sales conference of the com- 
pany which closed with a banquet 
at the Milwaukee Athletic Club in 
Milwaukee. The conference was for 
the purpose of bringing the men 
together to discuss business in the 
shoe trade before they left on the 
road with the new fall line. W. R. 
Helmholz presided at the banquet, 
and Vogel Helmholz was one of the 
principal speakers. S. P. McClana- 
han, salesmanager, also addressed 
this meeting. Following the con- 
ference W. R. Helmholz stated that 
business had been good for the past 
few months, and that the salesmen 
were looking for a big fall demand. 
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UST as the most truly beautiful colors in 
J dresses require the finest of fabrics to bring 
them out—so the choicest raw stock that grows 
can only be used in producing NEW CASTLE 


COLORS. 


That is why NEW CASTLE COLORS best pro- 
vide that vital color background on which the sell- 
ing force of modish shoes so largely depends. 


Fall Colors Recom- 


py cNew Castle lors Number 
wns | AUTUMN BLONDE 
wot { INDIA TAN - 
rosewoorn +f RESEWOOD 
“mow 4 HARVEST BROWN 


‘= { ROYAL BROWN 
“asx —-{ NATIONAL GRAY 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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A. C. LEBLANC 


Who travels from the Cleveland 
branch of Rice & Hutchins, Inc. 


A. C. LeBlanc, who has recently 
become connected with Rice & 
Hutchins salesforce, traveling from 
the Cleveland branch, was for- 
merly manager of the Linehan Shoe 
Company, at Newark, Ohio. Mr. Le- 
Blanc is an aggressive, wide-awake 
young man, with fine personality, 
and has made a very good start. 


Pruitt Has Nashville 
Headquarters 


T. E. Pruitt, one of the Southern 
representatives for the Roberts, 
Johnson-Rand Branch of the Inter- 
national Shoe Company, has taken 
over the territory formerly handled 
by Luther McNatt, in the central 
portion of Tennessee. His perma- 
nent headquarters are at Nashville. 


Harry Dodge on Trip 


Harry P. Dodge left Boston right 
after the April 19 holiday for a few 
weeks’ trip through the West. He 
will travel as far West as Chicago 
and will cover St. Louis, Cincinnati, 
and other large cities. He will show 
all brand new patterns in the Dodge 
Bros. Line. 


“Joe” Jellerson Moves 


“Joe” L. Jellerson, who sells the 
children’s lines of Fred W. Bart- 
lett Shoe Co., Wright Bros. and 
Kalb Shoe Mfg. Co. to the “case 
lots” trade, recently moved his 
sample room from Room 202, 
United States Hotel Building, Bos- 
ton, to Room 212, where he is “on 
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Charles MacLaughlin 
Forecasts Styles 
Charles MacLaughlin, of 


the MacLaughlin Shoe Co., 
Lynn, started on another west- 
ern trip this week. He was 
among western buyers just 
before Easter. He foresees, in 
fashions, patent leather shoes 
in continued favor, with fancy 
stitching on vamps and quar- 
ters, in colored threads, and 
a growing interest in colored 
kid shoes, which will gain im- 
petus as buyers place orders 
for fall. Kid shoes will be 
made in tan and like colors, 
according to the color card, 
in one and two-tone effects. 
White shoes will sell during 
the summer. 

Eighty per cent of the shoes 
made in his factory during 
April have high Louis heels, 
which is quite a change, for 
a while ago 80 per cent of his 
shoes had Cuban heels. This 
unusual demand for high heels 
is caused by the fashion of 
short skirts. 











the job” every day to greet the 
visiting buyers. “Joe” is 71 years 
old and is just as much interested 
in shoe selling now as 50 years 
ago. He comes to his office every 
day, rain or shine. He is accredited 
with being. one of the oldest active 
salesmen in the Boston market. 


Felt Slippers Selling Well 


“Chris” S. Briel, who travels the 
south for C. A. Grosvenor Shoe 
Co., and Arthur L. Kenney, who 
travels New England, New York 
State, Pennsylvania, and Ohio, with 
headquarters at the United States 
Hotel Building, report much activi- 
ty in the felt slipper lines of this 
house. 


Jones Reports Favorably 


Fred E. Jones, formerly of Brock- 
ton, transferred his shoe selling 
activities to Cudahy, Wisconsin, 
some months ago and is now with 
The Federal Rubber Company, 
Cudahy, Wis. Mr. Jones has_ been 
studying the development of liquid 
rubber products, including factory 
cements. Mr. Jones states that it 
is the intention of the company to 
sell one reliable distributor in Bos- 
ton, who will take care of all of 
New England. 


























HUGH J. NICHOL 


Who represents the Rickard 
Shoe Company in the Middle 
West. 





Fraser with A. M. Creighton 


R. A. Fraser, of Calvert, Texas, 
who sold the former Zeigler Bros. 
line in Texas, has recently made ar- 
rangements with A. M. Creighton, 
to travel the same territory. He is 
now actively covering the “Lone 
Star’ State. Mr. Fraser is a member 
of the Southwestern Shoe Trav- 
elers’ Association. 


Staps with J. J. Grover’s 


Irving F. Staps of Minneapolis, 
Minn., is to represent the J. J. 
Grover’s Shoe Company of Lynn, 
Mass., in Wisconsin, Minnesota 
(outside of Twin Cities), North 
and South Dakota, Nebraska (out- 
side of Omaha and Upper Michi- 
gan). Mr. Staps is very enthusi- 
astic over his line. He is well ac- 
quainted in that particular terri- 
tory, having covered it for some 
time for the Weber Bros. Shoe 


Company. 


With Craddock-Terry 


Fred Snyder has recently joined 
thesalesforce of the Craddock-Terry 
Company. He covers Iowa, Mis- 
souri, Kansas, Oklahoma, Colorado, 
Nebraska, Utah and the Dakotas 
for the Universal Line of Women’s 
Shoes (Special Branch) of the 
company. Mr. Snyder is one of the 
young, hustling type, full of “pep” 
and a very good style maker. He 
was formerly with Watson Shoe Co. 
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Because MAXIMUS is far 
more than a Patent Leather 


T IS today a most impressive example of progress in 

“shiny leather” making, the reward of our untiring ex- 
periment for something better—something outstanding in 
patent leather, as it is generally known. 

In MAXIMUS our aim is to have a balanced finish in 


which the hide and enamel will “give and take’’ together, 
and a leather that will insure greatest comfort and lasting 


beauty when worn in shoes. 


Naturally MAXIMUS makes the long continued friend- 
ships which we intend all Evans Leathers shall. 


John R. Evans & Company 
CAMDEN, NEW JERSEY — 


(Branches in all Principal Shoe Centers) 


7 tandardize on " 


Evans Brands 
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BLONDE AND PEARL GRAY 
KIDSKINS 


One Strap $3.90 


High Grade Turn 
Shoes — Kidskin 
Quarter Lined. All 
French Corded. 


We also have these 
shoes in White Kid, 
Patent and Satin. 


Terms 2%—10 Days 
Net 30 Days 


No. 118—Blonde Opera, 16/8 Spike No. 111—Blonde One-Strap, 16/8 
Heel. Spike Heel. 

No. 1118—Blonde Opera, 13/8 Mil. No. 1111—Blonde One-Strap, 13/8 
Heel. Mil. Heel. 

No. 128—Pearl Gray Opera, 16/8 No. 121—Pearl Gray One-Strap, 
Spike Heel. 16/8 Spike Heel. 

No. 1128—Pearl Gray Opera, 13/8 No. 1121—Pearl Gray One-Strap, 
Mil. Heel. 13/8 Mil. Heel. 


Mr. Emil Lublin is a recognized style expert on $5 and $6 
retailers. He offers each of our customers a special, helpful 
service of personal supervision on every order coming to this 
company from this advertisement. You can use his wide ex- 
perience profitably to pick the fast sellers in your particular 
section. 


OUR MAIL ORDER DEPARTMENT IS AT YOUR SERVICE 


EMIL LUBLIN, Inc. 


143 West Broadway New York 











, 1925 
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Step-Ins and Gore Pumps 
Best Bets in Chicago 


CHICAGO—The  after-Easter 
business in Chicago is proving to 
be almost as interesting as the week 
before. The choice of pattern and 
style variety still continues to be a 
wide one and there is little in any 
one style that could be called lead- 
ing since there are elements of all 
patterns in each. 

The vogue of plainer shoes, how- 
ever, seems to grow steadily if not 
in any great volume and the step-in 
pumps and tongue-gore oxfords 
with buckles and bows are by far 
the most popular patterns among 
the many hundreds that are shown, 
but among these the variation is so 
great that there is difficulty in pin- 
ning the style down to any individ- 
ual treatment. 


New Foster Pattern 


The F. E. Foster stores have 
again achieved a style sensation in 
a beautiful combination of white 
calf and amber kid particularly in 
the sabot pattern and as well in a 
dainty one-strap and a gored pump 
effect. The new color combination 
is very effective. 


Gold Trimmings 

O’Connor and Goldberg’s cos- 
tume bootery is showing some 
dainty and effective models of col- 
ored suede with gold top facings 
and trimmings that are attractive 
especially in the soft rose and wood 
shades. These are extreme novel- 
ties, but they forecast a develop- 
ment of the season’s colorings. 


Trend on Heels 


The demand for spike or Spanish 
heels seems to be increasing espe- 
cially in the costume booteries and 
there are many of the newer strap 
and step-in models that are being 
shown with this type of heel. 


Wholesale Trade Lets Up 


There has been a lull in the 
wholesale business and it was at- 
tributed as a normal after-Easter 
development in the wholesale trade. 


Novelty Leathers for 
Trimmings 
The gun metal satins are gain- 
ing, and there evidently will be a 


growing call for this fabric through 
the season. Some of the novelty 
leathers are being used, pigskin 
and alligator and lizard, to create 
some fanciful combinations that at- 
tract the eye of the seeker of the 
“different.” Many of the models 
have this novelty leather as a top 
trim and to break the line of vamps 
and quarters. Pigskin is being used 
in combination with black patent 


in some effective models at Hanan 
and Son and at Chas. A. Stevens. 


Retail Trend Is Upward 


The after-Easter sales apparently 
are fairly well attended and the 
State street merchants are very 
well satisfied with the buyers who 
are attending them. There has been 
a pleasing willingness to buy the 
better grade of footwear shown in 
the sales and a little more attention 
to style—and less to price and this 
means better sales volume—even if 
the total number of pairs is not as 
large. 





Patent Leather Patterns 
Very Active in St. Louis 


ST. LOUIS—The cold weather 
the early part of the week ending 
April 25 changed into warm, balmy 
days during the latter half for 
which the retail shoe merchants 
cheered lustily. The week in prac- 
tically all stores will run behind 
that of a year ago. This is ac- 
counted for in that Easter last year 
was a week later. From early re- 
ports and as the volume stands at 
present, practically all stores are 
running ahead of last year’s figures 
for the month. Every -indication 
points towards increase gains as we 
approach May. ‘ 

Whites are selling in those stores 
where they are being displayed. 
However, no store is making any 
effort to push this type of footwear. 


Saturday was particularly big in 
the department stores. Special sales 
were conducted by the class A 
stores, one using eight full pages 
of newspaper space in one paper; 
another used six pages. The drive 
for business by these big stores had 
its effect on the exclusive shoe 
stores. It retarded business for the 
smaller merchant to a considerable 
degree. 


Patent and Black Satin Strong 


Interesting in the style field was 
the activity of patent leather. Dur- 
ing the past week it has shown in- 
creased prestige, which is also be- 
ing shared by black satin. Blond 
kid also is having some favor. Batik 
quarters, which started with some 








F. L. Oberwise, proprietor of the shoe store bearing his name at Aurora, 
Ill., carries only one line of shoes. It is a family store and the second 
operated by Mr. Oberwise. 
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C.H.ALDEN Ca 


¥.5.% 


Sie ALDEN PLAN is a success because, 


by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 




















Made with genuine 
Barbour Storm Welt 
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gusto, have met with opposition and 
recent reports are not encouraging. 


Senac Officials in South and 
East 

J. J. Sensenbrenner, president of 
the Senac Shoe Company, has just 
returned from a trip covering their 
stores operated in the South. John 
H. Schrader, secretary of the com- 
pany and hosiery buyer, is in the 
East, where he will remain ten 
days going over new lines. When 
questioned on the hosiery situation 
for summer, Mr. Schrader stated 
with patent and black satin shoes, 
contrasting colored hosiery would 
be worn. With white shoes his opin- 
ion was that white hose would be 
used in a majority of cases. He 
buys for the 12 departments oper- 
ated by the company. 


Ornaments Selling Freely 


Rhinestone slips and buckles are 
receiving much attention in the de- 
mand for shoe ornaments, according 
to a statement by O. H. Brightfield, 


assistant manager of Brandt’s. The 
cheaper grades are having a heavy 
demand, with fair sales being re- 
ported in the higher priced styles. 
Miss Gloria Simpson in charge of 
the hosiery department has inaugu- 
rated a unique display of hose. In 
the display case on a form she has 
attached a garter using a small 
rhinestone buckle on the front. 


Whites Are Active 


White shoes have been selling un- 
usually heavy, according to Paul 
Allen Ebbs, advertising manager of 
the Swope Company. Kid has re- 
ceived preferred choice in the de- 
mand. 


P. S. Taft in Charge 


The shoe department of the new 
Lane Bryant store here is being 
temporarily managed by P. S. Taft 
of the New York organization. In 
connection with the shoe section 
the store operates a chiropody de- 
partment. 





Straps and Step-Ins Are 
Leaders in Cincinnati 


CINCINNATI—Business during 
the week ending April 25 was re- 
ported fair by most merchants, but 
exceeded the volume of business 
done the corresponding week last 
year. We had considerable rain the 
first part of the week, which prob- 
ably accounts for the slight decline 
in business. 


Strap patterns are selling most 
freely in the medium-priced shoes, 
with step-ins not far behind. One 
of the stores selling $6 shoes, re- 
ports straps are selling 75 per cent 
of the volume. Another store, deal- 
ing in higher-priced shoes, reports 
that step-ins are selling 60 per cent. 


Patent and Tan Lead 


In the materials, patent leather is 
leading the field, with satins and 
tan calf second. Blond satin is pick- 
ing up somewhat, and black satin 
in selling exceptionally in some 
high-priced stores. Combinations 
are still very good. The Potter Shoe 
Co. has quite a variety of novelty 
and fancy shoes, which it reports 
is moving freely. 


Reports from Factories 


The Vollman-Lawrence Co. re- 
ports its business for April was 


more than double that of last year. 
Also that the first four months of 
1925 show a very satisfactory gain 
over 1924. 

The Stanley Duttenhofer Shoe 
Co. recently completed alterations 
on its factory made necessary by 





The wide lobby is a noticeable feature of the Beacon Shoe Co. store at 
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the addition of their styleful Mc- 
Kay line. The Duttenhofer sales- 
men departed for their territories 
last week with a new line of sam- 
ples. Stanley Duttenhofer, pres- 
ident, states that business so far 
this year has been more than satis- 
factory. 





Doeskin Shoes 


The Smith Kasson Co. recently 
received a small stock of doeskin 
pumps, with a small fancy doeskin 
bow on the front. This style is 
shown in nile green, powder blue 
and banana. 


Potter Meeting 


Hosiery was discussed as to the 
various processes of manufacture, 
etc., at a recent meeting of the 
Potter Shoe Co. The difference be- 
tween full-fashioned, mock seam, 
and seamless was pointed out. Then 
color combinations were discussed, 
that is, as to what hosiery and shoes 
to wear with certain gowns. 


Publish “Selby Leader” 


The Selby Shoe Co. publish the 
“Selby Leader” for its employees 
each month, and explains its pur- 
pose as follows: “Published month- 
ly by the Selby Shoe Company’s 
Family at the Selby Shoe Factory, 
Portsmouth, Ohio. A paper pub- 
lished for the sole purpose of mak- 
ing its members better acquainted 
with each other, and better ac- 
quainted with the principle that 
underlies all our efforts.” The mag- 
azine is given over almost entirely 





ERR Om 


Beaumont, Texas, and is one of the reasons why the windows always 
attract attention. The window background is light and panels add 
distinctiveness. 
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Admittedly The Au thoritative Second only to TONY GOLD now. 
Light Tan Calf Watch it come for Fall 


The demand for TONY GOLD proves that it has 
taken its place as the admitted criterion among 
light tan calf skins. 


TONY TAN is second only to TONY GOLD in 
popularity, and we are told by many prominent 
retailers, who are noted for their judgment of the 
public’s preference, that TONY TAN willbe as 
pronounced a leader for Fall as TONY GOLD is 
now for Spring and Summer. 

















We urge all i users of TONY 
leathers to gov Mapa «= ern themselves 
accordingly. ACTOS NE 


CREESE & COOK COMPANY 





SALESROOMS 
95 SOUTH ST., BOSTON TONY AUBURN TANNERIES 


TONY GOLD DANVERSPORT, MASS. 
P. A. HENRY & CO. TONY TAN 
706 Broadway, Cincinnati, O. TONY BROWN SAMUEL WOLFENSTEIN 


Leather Trades Bidg., TONY RED 39 SPRUCE STREET 
St. Louis, Mo. TONY BLACK NEW YORK CITY 
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to factory news, personal notes 
about employees, and reports of the 
various activities. 


Federal Reserve Report 


The most recent issue of the 
Monthly Business Review for the 
Fourth Federal Reserve district de- 


clared there was renewed activity 
in the shoe industry. In part the re- 
port follows: “The approach of 
spring has brought renewed activ- 
ity to the boot and shoe trade, the 
usual pre-Easter demand keeping 
many factories well supplied with 
orders. In the Fourth District, are 
spotted.” 





Milwaukee Buying Covers 
Broad Field of Styles 


MILWAUKEE — Business has 
been quiet in Milwaukee shoe stores 
during the final period of April, due 
principally to showers and cooler 
weather. But despite this drop in 
business, the majority of merchants 
are optimistic about the outlook for 
May, believing that the rain was 
needed and that business would 
pick up satisfactorily with the first 
indication of warm weather. 

The trend of buying is still scat- 
tered over a wide field, with patents 
and tans leading, and a general as- 
sortment of styles and materials 
following. There is some mention 
of activity in blond satins, light 
kids, combinations and tans and 
patent and a number of others. The 
demand as to styles is equally 
varied. 


Young Men Want Leather Heels 


Men’s business also dropped off 
as a result of weather conditions, 
but there is a good call for light tans 
with broad toes. One store notes a 
demand for leather heels, which is 
a departure from the usual, as rub- 
ber heels have been required on al- 
most every style during the past 
few seasons. This merchant states 
that boys and young men from sev- 
eral schools of the city have adopted 
the idea of leather heels, and 
nothing else will suit them. 


To Open New Store 
F. F. Shippy, of Stevens Point, 
Wis., has announced plans for open- 
ing a new shoe store in M&rshfield, 
Wis., in the near future. 


Plan Another Store 


A shoe store will be opened soon 
at Houghton, Mich., under the 
name of Tom Dwyer, Inc. 


To Retain Store 


Stein Bros., a shoe firm of Madi- 
son, Wis., which has been holding a 
closing-out sale at one of its two 


stores following the resignation of 
William Stein from the firm, has 
announced that the South Park 
street store will be retained as a 
result of changed plans. 


Meeting of Rueping 
Foremen 


About 75 members of the Fred 
Rueping Leather Co. Foremen’s 
Club gathered for their monthly 
dinner meeting to hear an address 
on “Practical Foremanship” by 
Glen L. Gardiner, employment man- 
ager of the Wisconsin division of 
the Chevrolet Motor Co. The speak- 
er dwelt principally on the methods 
used by industrial employment de- 
partments in selecting men for the 
jobs in their respective plants. 


Rueping Gives Talk 


F. J. Rueping, head of the Fred 
Rueping Leather Co., of Fond du 
Lac, Wis., gave a talk on conditions 
which he found in Europe on his 
recent tour before a meeting of the 
Rotary Club at Fond du Lac. He 
stated that the leather business was 
quiet in England, but that his firm 
was doing its business in specialty 
leathers. In France the leather busi- 
ness was characterized as “practi- 
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at 


187 Grand Avenue, Milwaukee, 
Wis., employed a unique way of 
circularizing the men on its 
mailing list. The above illustra- 
tion is a reproduction of the 
front cover of a folder advis- 
ing men that new spring styles 
were in stock. A very personal 
touch was incorporated because 
the name of the individual re- 
ceiving the circular is typed on 
the front cover. 





cally nil” because of high duty. At 
Milan, Italy, which he says is the 
principal commercial city of that 
country, shoe factories are making 
cheap shoes and using cheap 
leather. 


Buys Shoe Business 


William C. Laing, who has been 
employed by his brother Jay Laing 
in the Laing Clothing.Store for the 
past 10 years, has purchased the 
Quality Shoe Store at Waukesha, 
Wis. The store carries a line of 
men’s, women’s and _ children’s 
shoes. 





Women in Buying Mood 
Minneapolis Stores Report 


MINNEAPOLIS — Business _ in 
shoe stores continued at a good rate 
after Easter. From present indica- 
tions, the post Easter buying is go- 
ing to be very satisfactory. Vari- 
ous materials and styles are selling 
in women’s departments. Patent 
leather oxfords in low-heeled types 
are selling freely to young women. 

White kid patterns are being 
shown in strap models. Doeskin 
material is used in some of the lat- 


est shoes for women to wear in 
summer. 


Style Committees 


President W. N. Comer, of the 
Northwestern Shoe Retailers’ Asso- 
ciation announced his fall and win- 
ter style committees as follows: 
Men, C. V. Knight, Palace, Minne- 
apolis; Harry Kjellberg, Florsheim, 
St. Paul; Harry Donnelly, Don- 
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It’s golf oxford time. 





| 





One of 38 styles in-stock—ready for shipment. The 
“Buckminster” Stock No. 08! Combination Smoked and 
Tan Golf Oxford. Sizes 6—12. Widths A—E. 











Are you interested in selling the 
best shoe trade in your city? 


The big difference between the group of men you sell, and 
the group of men you don’t—is that the former come into your 
store to buy, the latter go somewhere else. 


The NETTLETON PLAN shows you how you can profit 


on a reasonable share of the business you’re not getting now. 


A word from you will indicate your interest in developing a 
following which will be the dest shoe trade in your city. 


SHOES O]JF WORTH 


A. E.. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE NEW YORK 


HW OUMOUMOK OU OOOOUOMOEOO 





When writing to advertisers please mention Boot anv Snox Recorper 


= 
Q 
5 
= 
: 
5 


‘7 





a i tl eee ee ea, ie 








2, 1925 











May 2, 1925 


nelly Boot Shop, St. Paul. Women, 
D. D. Bryson, Schuneman & Evans, 
St. Paul; C. M. Stendal, Stendal’s, 


Minneapolis, and M. O. McLean, ° 


Family, Minneapolis. 


Eckstrom Is Manager 


F. R. Eckstrom, who has been 
identified with the shoe business in 
Minneapolis for 12 years, is man- 
ager of the Newark Shoe Store. He 
succeeds H. J. Lorch. Plans are 
under way for remodeling the 
store at 312 Nicollet avenue and 
increasing the stock of men’s and 
women’s shoes. 


Keith Sells Out 


George M. Keith sold his Min- 
neapolis and St. Paul shoe stores 
to the George E. Keith Company, 
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Campello, Mass., men’s shoe manu- 
facturers. Charles E. Helmbacker, 
of Milwaukee, who was in charge 
of the Walk-Over Shoe Store there, 
has taken charge of the two Twin 
City stores for the company. Mr. 
Keith was one of the best known 
shoe men in Minneapolis and he re- 
tires after many years of success- 
ful retailing here. 


Kinney Store Remodeled 


The G. R. Kinney Shoe Store has 
been remodeled. Clarence A. Weed 
is manager. 


Kimball Store Moves 


Arthur A. Kimball, shoe mer- 
chant, has moved to Marquette ave- 
nue. The store is very inviting. 





Black Materials Selling 
Best in Cleveland Stores 


CLEVELAND—Black materials 
are selling best in shoe stores car- 
rying women’s shoes. Merchants 
were unanimous in reporting that 
Easter Saturday, April 11, was the 
best single day ever experienced in 
the retail shoe trade. People com- 
menced to buy very early in the 
morning, and the demand for shoes 
continued until late at night. Extra 
salesmen were employed in most 
stores. 

During the Easter trade, the 
great demand was for novelties. 
Two-tone combinations, with gored 
effects and stitchings were very 
popular. Brown shoes were popu- 
lar and the copper colored had 
quite a run also. Merchants sold a 
great stock of hosiery. 


The Economic Situation 


Cheering news is given in the re- 
port of the Industrial Development 
committee of the Cleveland Cham- 
ber of Commerce. That board says 
that business here is on the up 
trend. Building construction here 
is reported to be booming; more 
men are being employed at slightly 
higher wages, and business failures 
as a whole are decreasing. Based on 
statistics of the various phases of 
industries, a clear cut promise of 
better times is evident. 


Miss Urdang Opens Store 


Miss Gertrude Urdang, a daugh- 
ter of D. Urdang, a well known 


shoe merchant of this city, has 
opened a store at 1797 Coventry 
road. The new establishment is 
known as the Urdang Heights 
Bootery, and it is situated in the 
heart of a business section that 


caters to the residents of one of - 


the wealthiest and most exclusive 
populations in the state of Ohio. 
The site was selected with excel- 
lent judgment, and in order to 





Patents and Satins 
Gaining 

Black patent leather and 
black satins have forged to 
the front and are being sold 
at a greater rate than they 
were a year ago. Straps and 
stitchings and other forms of 
decorations, that are used to 
brighten up the models and 
make them more striking, are 
in demand also. 











maintain a store in keeping with 
the neighborhood quite a sum of 
money was expended in equipping 
the store. 


Third Shoe Store 


A new store has been opened on 
Euclid avenue near East 105th 
street, under the name of Proper 
and Weiman. I. J. Proper, who now 
has three prosperous stores in 
Cleveland, and Charles Weiman, his 
brother-in-law, who has been with 
the Proper organization for many 
years, are the proprietors. Mr. 
Weiman will be in charge of the 
store. 


Hooper at Ames Co. 


Charles Hooper has come here 
from Chicago to take charge of the 
shoe department in the Ames Co. 
store on Euclid avenue. 





Detroit Stores Doing Very 


Well on 


DETROIT — Encouraging __re- 
ports have been received concern- 
ing post Easter business. Fair, 
warm weather brings out the shop- 
pers and buyers in large numbers 
while the colder and duller days are 
manifest by a slowing up of busi- 
ness, showing that the weather has 
its effect on business, just as much 
as ever. 

Blond satins and kids continue to 
hold popularity, tans and black and 
tan combinations also being good 
sellers. In spite of this report, the 
windows of the down town stores 
are showing more black shoes than 
for some weeks. This hint of the 
trend of sales was made the subject 
of special inquiry and it was found 
that, in some stores at least, blacks, 
and especially patent leathers are 
holding their own in the demand of 


Black Patterns 


the customer. In one store it was 
stated that about fifty per cent of 
the business is being done on patent 
leather lines. 


Just how far the continued de- 
mand for black patent leather will 
go is a problem that some of the de- 
partment managers are asking 
themselves. It is suggested that the 
wide purchase of light hose is re- 
sponsible for the sale of black foot- 
wear, even though the blond shades 
continue to be in good demand. 

Grays have not shown much ac- 
tivity as yet, possibly because of the 
small stocks of gray that are on the 
shelves of most stores. 


Whites on Display 


With the approach of the sum- 
mer season the merchants are 
(Continued on page 126) 
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Reproduction of a letter actually re- 
ceived from a boy in Richmond, Va. 


ERE is one boy who knew what to look for. He knew 
that unless he saw the name Keds he was not getting 
real Keds. And the dealer who offered a substitute lost a sale. 


How about your customers? Do you show them how to 
tell Keds from ordinary canvas rubber-soled shoes? Do you 
prove to them that you sell true Keds? It is in your interest, 
as a Keds dealer, to teach them to look for the name Keds. 
As soon as your customers know that they get real Keds 
from you — with the name Keds on every shoe—you will 
gain their confidence and their repeat business. 


United States Rubber Company 


May 2, 1925 











Keds 


TRADE MARK REG. U.S. PAT. OFF._ 
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NEW YORK—The retail shoe 
business here suffered some let- 
down during the week ending April 
25, following good business during 
the two weeks immediately preced- 
ing Easter and the week imme- 
diately following. Merchants are at 
somewhat of a loss to explain the 
drop in shoe buying as weather 
conditions have been favorable. An 
increase in the number of special 
sales may have had something to do 
with the drop in demand for reg- 
ular footwear, but this does not 
entirely explain the new phase of 
business. Merchants, as a rule, 
however, are still optimistic and 
most of them feel that business will 
improve if the cut price sales can 
be held within rather close limits. 
It is realized, however, that any one 
of the big retail merchants can 
start a general wave of sales, and 
the situation is being closely 
watched. 

The higher grade stores appear 
to be getting more business pro- 
portionately than those carrying 
the medium and lower grades of 
shoes. In the top grades the fine 
kid and doeskin shoes are selling 
rather good volume. The fact. that 
both are high-priced materials 
tends to give them some exclusive- 
ness. Doeskin is being shown, not 
only in the pastel shades for sports 
wear, but in more serviceable 
shades of light tone and even of 
gray. 

Grays Selling Well 

Gray as a shoe color is gaining in 
importance steadily, and some retail 
shoe merchants who merchandised 
cautiously on gray earlier in the 
season have been forced to place 
rush orders recently. In satin and 
kid, gray is a good seller. Some de- 
mand in the medium and lower 
grades has sprung up for gray 
suede. Some success is reported on 
gray suede and gray buck in sports 
shoes, principally along the line of 
the Peale oxford and adaptations 
of this pattern. 


Leather Bows Used on Strap 
Types 

Some combinations of gray and 

champagne kid are being shown 

and are meeting with a good re- 

sponse from the high-grade trade. 

There is a noticeable trend toward 


the use of leather bows on the nov- 


Kid Patterns Meeting with 
Favor in New York Stores 
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elty strapped pumps that are being 
shown along Fifth avenue at pres- 
ent. The finely-strapped .moderate 
cut-out pumps of kid, with lighter 
contrasting straps, either of the 
same material or of lizard, are par- 
ticularly good when finished with 
these leather bows. Franklin Simon 
& Company are still stressing the 
leather bows finished with small 
metal clips. These clips are also 
used on the turn over tongue on 
some of the goring shoes. 


Many Sport Shoes Shown 


Novelty sport shoes are begin- 
ning to appear in the retail shops. 
The woven sandal is shown in pro- 
fusion and variations of it are be- 
coming more common. One of the 
upper Fifth avenue stores last week 
introduced a black and white tightly 
woven sports shoe that attracted 
considerable attention. 


Slater Moving Men’s Shop to 
Hotel Biltmore 


J. & J. Slater soon will move their 
men’s shoe shop from 539 Fifth 
avenue to Madison avenue in the 
Hotel Biltmore. Madison avenue is 
rapidly pushing Fifth avenue for 
first honors as a high-grade retail 
thoroughfare. Several new shoe 








Lighter Shades of Blond 
Satin 


The extremely light blond 
shade, referred to as “French 
blond,” or as simply “cham- 
pagne,” is coming in for 
greater style importance. Saks 
& Company in an ad last week 
quoted a fashion despatch 
from Paris reporting cham- 
pagne satin combined with 
silver or gold. kid as a leader 
in evening footwear and cham- 
pagne colored kid or lizard 
for daytime wear. Late last 
week this store made a spe- 
cial offering of six models of 
shoes at $12.50, featuring a 
variety of styles from the 
Peale oxford to a spike heel 
opera pump in a wide variety 
of materials, including kid 
skin, black and brown calf, 
patent leather, suede and 
satin. 











stores have been opened on this 
street recently, the latest being the 
Nancy Haggerty Shop, conducted 
by Mary Haggerty, formerly with 
John Wanamaker and Saks & Com- 


pany. 


Kramer Brothers Move 


Kramer Brothers, specialists in 
novelty hosiery, announce that after 
May 1 they will be located at 331 































A simple, yet commanding trim featuring men’s shoes. Only six pairs of 
shoes are displayed, but they are different types and are well arranged. 
This is an example of how many stores avoid the possibility of confusing 
the public by crowding too many shoes of unrelated character into one 
window. This trim was arranged by the Rogers, Peet Co., New York City. 
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DA RBROOK 


hr ton ARBROOK SHOE SATINS are in 
Lar oy 2! complete harmony with Fashion’s 
ie; x endorsement of satin material for 


An, 
dress and outer wear. 
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DARBROOK SHOE SATINS are made 
expressly for shoes, combining with rugged 
strength the essentials of lustre and 
uniformity demanded in footwear of dis- 
tinction. 


DARBROOK silks and fabrics are known 
by name and quality to millions of women. 
Their satisfaction is the best endorsement 
of DARBROOK SHOE SATINS. 





Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


D. J. Finn T. F. Leary Henley & McGaghey G. Fitzgerald W. A. Gallup 
Philadelphia Boston St. Leuis New York Cincinnati 


SHOE SATINS 


When writing to advertisers please mention Boot awn Suon Recoapen 
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Fourth avenue, where they will oc- 


cupy an entire floor. Several in- 


genious features will be incorpor- 
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ated in the layout of the offices, 
among which will be a miniature 
store. 





Brooklyn Reports Frequent 
But Small-Lot Orders 


BROOKLYN — Business among 
Brooklyn shoe manufacturers con- 
tinues spotty but, in the main, can 
be classed as fair. The Easter rush 
is over and new orders are needed. 
Most of the salesmen representing 
the Brooklyn houses have gone out 
on new trips in an effort to fetch 
in additional business, or will leave 
for trips within the next week or 
two. Orders are coming in in small 
lots, but most retail merchants are 
reported to be buying rather fre- 
quently, and, in some cases placing 
re-orders and sizing-up orders. 


White Buying Developing Slowly 


White business is coming along 
slowly, the Brooklyn manufacturers 
say, and some of them are not as 
enthusiastic as they were a short 
time ago over the outlook for whites 
this season. The light colors in kid 
and satin have cut into the white 
business to some extent. Blond 
satin, particularly the new ex- 
tremely light shade of French 
blond, is being cut ih rather gen- 
erous quantities. The plain satin in 





Satin Styles Very 
Popular 

The call for satin shoes is 
about as strong as ever and 
Brooklyn manufacturers are 
figuring on satin to carry 
through the summer and fall 
seasons. In addition to blond 
satin, which remains strong, 
there is a good demand for 
shoes made of gray or moon- 
stone colored satin. Kid in 
the moonstone shade also is 
in good demand at present, 
and altogether, gray is one of 
the important colors in high- 
grade footwear at present. 

Some gray suede is being 
cut in Brooklyn, but the ma- 
jority of calls for gray are 
confined to kid and satin, with 
some gray tones in batik in 
demand. Gun metal satin is 
being tried out by a number 
of manufacturers here, and it 
is given some importance in 
plans for the fall season. 











this shade is often combined with 
brocade of matching shade for 
shoes that have been ordered re- 
cently. With many houses the light 
blond satin is the best seller of all 
materials. 

Doeskin is being worked more 
frequently, both as a material for 
entire shoes and in combination 
with batik leathers. One concern is 
putting through some orders for 
pastel shades in doeskin ankle 
straps, with open shanks, with a 
little quarter and toe trimming of 
batik leather in matching tones. 

On patterns the strapped models 
seem to be in the majority. 







Kid Used Freely 

Kid is still a favored material, 

both in the light and dark brown 

shades. Some dark brown kid is 

being trimmed with light shades 
of lizard and pigoat. 


Wolfelt-Weil Firm Getting 
Under Way 

Progress in reorganization of 
the physical plant of Wolfelt-Weil 
is reported. The plant is rounding 
into shape and a studio and sales 
office in the Marbridge Building in 
New York is being put into shape. 
The old S. Weil & Company office 
on the sixth floor of the Marbridge 
Building is being given up and 
large quarters on one of the upper 
floors have been leased. 


Miller Joins Albert & Son 

Julius Miller, formerly with 
Benjamin Rothman, has become 
associated with J. Albert & Son as 
style man. 





Advocates More Novelty 
Types of Shoes for Men 


BROCKTON—“The question so 
frequently asked,” said a local man- 
ufacturer, “‘Why don’t men buy 
more shoes?’, is capable of various 
interpretations. Manufacturers as 
well as merchants are quite well 
agreed on the fact that men do not 
buy as many shoes as they should 
in order to maintain an appearance 
which corresponds to other parts of 
their apparel. Good looks in hats, 
coats and suitings are indispensable 
for the well-dressed man. Is it be- 
cause shoes are less conspicuous 
that less attention is paid to their 
appearance? I think that is an an- 
swer, although it is no excuse. Men 
who are well able to afford several 
pairs of shoes a year are willing to 
get along with two pairs, or often 
one pair of new footwear in the 
course of a year. The fact is fre- 
quently noted that men, who are 
best able to indulge in a dozen pairs 
of shoes a year are least interested 
in diversifying their footwear in 
this way. 


Millionaire Owns Two Pairs 


“In this connection,” continued 
the manufacturer, “can be quoted 
a@ paragraph which I recently read 
in a daily paper regarding a mil- 
lionaire who, in consulting with his 
architect as to closet room in a new 
mansion, was asked by: the de- 


signer how much space should be 
provided in his chamber closet for 
shoes. Upon asking the architect to 
explain, the latter said that in the 
more modern type of houses, special 
compartments are made for shoes; 
adding, that in some houses space 
for as many as 50 or 60 pairs of 
shoes is provided. The story goes 
on to say that the millionaire re- 
plied to the architect: ‘I have only 
two pairs of shoes, and that is 
enough for any man.’ The writer 
of the article goes on to say that a 
man can exist on only two pairs of 
shoes, or with only one pair, but 
that this is not enough for a mil- 
lionaire or for any other well- 
dressed man. 

“I believe that if men’s shoes 
were made more attractive to the 
eye that more of them could be sold 
than at present. If we introduced 
eye-catching effects in the uppers 

-in the way of combinations of col- 
ored leathers, fancy weltings, and 
above all, novel varieties of pat- 
terns, that such shoes displayed 
in an attractive manner in manu- 
facturers’ samples and later in 
store windows, would bring favor- 
able reactions from men. To please 
the eye with a novelty is the aim, 
and end of all apparel makers. Why 
should not it be extended to men’s 
as well as women’s shoes, and thus 
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264 Last 12/8 Wood Cuban Heel (Wilson Process) 
Cord Stitching 263 Last 16/8 Spike Heel 


AAA,4%to9 ~=—-&B=B to Terms: Net 30 Days Blonde Kid Underlay 
AAA, 4% to9 B,3 to9 

AA,4 to9 C,2%to9 AA.4 to9 C,2%to9 
A,3% to9 D,3 to8 A, 3% to9 D,4 to7 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 


. | 
| Patent Leather and Black Satins 

| IN STOCK | 

No. B358—$4.35 No. B359—$4.95 F 
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is worth having. Go after it on a qual- 
ity basis. Show better boudoirs and bet- 
Manufacturers of ter prices come easily. My Boudoirs are 


Fine Calf Leathers Boudoir Business 


built up to a standard of quality that 


Velvetta Calf— will set any -store’s sales 


ahead. If you have not 
seen them, you are not 


Tuscan Calf— familiar with the best in 


Boudoirs. Write for sam- 
ples and prices today. 

Russia Calf— Choice of black or colors, 

leather or rubber heels. 


Strictly Fine Full-grain Calf Leath Bice sagan At Once 
jobber cannot supply you, me 

Wied Shee || ee A. W. GREELEY | 

’ ’ » U.S.A. peti2 Duncan St. - - = Haverhill, Mass. S5¢ 
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make the proposition complete? It 
might help to answer the question, 
‘Why don’t men buy more shoes?’ ” 


Men’s White Shoes 


It is the trade opinion that more 
white shoes for men will be made 
and sold this year than ever before. 
Following this idea Churchill & Al- 
den Co., makers of Ralston shoes, 
introduced as an in-stock proposi- 
tion a men’s white buckskin oxford 
carrying solid black rubber soles. 
As white and striped flannel trou- 
sers are to be worn by men during 
the coming summer, reflecting the 
style set at Palm Beach and other 
southern winter resorts, the white 
buck shoe is probably in line for 
an extensive sale. Merchants who 
follow developments in sport foot- 
wear for men, thus have added op- 
portunities for increasing their 
sales during the next few months. 


Output for First Quarter 


The Bridgewater Workers’ Co- 
operative Association, manufactur- 


ers of men’s and women’s welts, in 
Bridgewater, during the first three 
months of the year manufactured 
more than 90,000 pairs of shoes. 
This concern, as its name implies, 
produces goods on a co-operative 
plan, with practically all the factory 
workers financially interested. Offi- 
ces are maintained in Boston, New 
York City and Akron, Ohio. 


Death of Manufacturer’s 
Widow 

The recent death of Mrs. Mary 
Cobb Howard at her residence in 
Brockton, at the advanced age of 
more than 80 years, recalls the 
name of Daniel S. Howard, pioneer 
shoe manufacturer and Brockton’s 
first millionaire. Mrs. Howard, 
widow of the late Daniel 8. Howard, 
outlived him by many years. She 
died possessed of a large fortune, 
which is left by will, equally be- 
tween her daughter and two grand- 
sons, the latter, sons of the late 
Daniel S. Howard, 2nd, formerly 
of Brockton, and also identified 
with local shoe manufacturing. 





Haverhill Manufacturers 
Want Less Interference 


HAVERHILL—Joseph C. Kim- 
ball of Kimball & Sherman Co., shoe 
manufacturers, writes in the Hav- 
erhill Gazette asking support for a 
plan whereby the employers may 
run their own business for one year. 
Inasmuch as Haverhill has been un- 
der union rule the past five years 
this request seems fair enough. 
Quoting figures of the United 
States shoe production, showing 
that 24,000,000 pairs of shoes were 
made in January -and about the 
same number in February of this 
year, brings Mr. Kimball to the 
conclusion that the shoe business 
is about normal all over the coun- 
try except in Haverhill. Alluding 
to the peace pact existing between 
the Shoe Workers’ Protective Union 
and the Haverhill Shoe Manufac- 
turers’ Association, Mr. Kimball 
says that the trustees of the latter 
organization propose to stand by the 
contract until its expiration in Jan- 
uary, 1926. Along this line, he re- 
ferred to the conference which was 
held several weeks ago between of- 
ficials of the Shoe Workers’ Pro- 
tective Union and Trustees of the 
Haverhill Shoe Manufacturers’ As- 
sociation at which the latter offered 
several suggestions which they be- 


lieved would help the local business 
situation. 

The rank and file of the union, 
adds Mr. Kimball, when called to- 
gether and advised by their agents 
to adopt these suggestions, were 
only partially interested and later 
turned down the proposition to let 
the Haverhill manufacturers run 
their own business. 

Coming to the point of his argu- 
ment, Mr. Kimball says: “What is 
the practical objection to giving 
the Haverhill Shoe Manufacturers’ 
Association a chance to operate its 
factories one year on its own plan, 
unhampered by any outside inter- 
ference, with the distinct under- 
standing and agreement that the 
workers shall be protected against 
unfair treatment through the shoe 
board? Under the able leadership 
of President Rickard, whose fair- 
ness in the past is a guarantee for 
the future, the Trustees of the 
Manufacturers’ Association would 
like to work one year to demon- 
strate to everybody that the city 
can be greatly improved. For five 
years the manufacturers have been 
doing business under rules, regula- 
tions and restrictions of the Shoe 
Workers’ Protective Union, with 
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resulting decline in business and a 
tremendous capital loss. 


Wants One Year Trial 

“Is it too much to ask of all citi- 
zens of every kind, in every club, 
in all street discussions, in all pub- 
lic addresses, to advocate just one 
year’s trial of giving to those manu- 
facturers, who are furnishing the 
capital, the management, the pay- 
rolls, the very livelihood of the 
whole city, a fair chance to pre- 
scribe to the union, the rules, regu- 
lations and restrictions with the ap- 
proval of the shoe board and there- 
by enable them to run their own 
business? 

“The answering of this question 
may solve the problem of more busi- 
ness and an increase in yearly 
earnings, or of less concerns con- 
tinuing in the shoe industry here.” 


Turn Shoes for Street Wear 

Light dainty effects in women’s 
footwear, which are so popular for 
street use, not more than twenty 
years ago, were produced only for 
indoor use. No woman considers 
this class of shoes except for wear- 
ing at receptions, balls, and other 
strictly dress affairs, held indoors. 
According to Sherman H. Marshall, 
of Marshall-Harris Co., Haverhill, 
the firm of Emery & Marshall, with 
which he was formerly connected, 
introduced, about 1905, the turn 
shoe for street wear. 

This was done, Mr. Marshall says, 
by showing and utilizing dainty 
effects in uppers in connection with 
a more substantial sole, at the same 
time retaining the appearance of 
the party shoe. The idea caught on 
with Emery & Marshall’s cus- 
tomers. Turn shoes for street wear 
were soon being produced in large 
volume by that concern as well as 
by many others. Today, the turn, 
as well as the McKay shoe and the 
lighter forms of welts, are made up 
with all possible daintiness of up- 
per stock to please the eye of the 
critical female. Haverhill manu- 
facturers have built up a country- 
wide reputation for dainty effects 
in women’s footwear, which while 
having all the desired lightness of 
the upper, carry soles which give 
the wear necessary for outdoor use. 


Increasing Output of 
McKays 
Chesley & Rugg, one of Haver- 
hill’s long-established shoe manu- 
facturing concerns producing wom- 
en’s turns and McKays, is enlarg- 
ing the latter product by the addi- 
tion of a new line of machinery. 
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ou can stretch shoes safely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 


39 WARREN STREET, NEW YORK 
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New Business Coming in 
Slowly at Philadelphia 


PHILADELPHIA —The — shoe 
factory situation is unchanged. 
New business developed slowly and 
the work done by the factories con- 
sists almost exclusively of small at- 
once orders and the replenishing of 
the stock depleted by the last- 
minute Easter buying. Factory 
samples are in the hands of the 
salesmen out on the road, but the 
trade is too uncertain about every- 
thing—whites, materials, styles, 
spring and summer goods, and 
footwear for fall—for any real buy- 
ing to take place. It is generally 
felt that blacks will be good in fall, 
but the conviction is not yet strong 
enough or definite enough to induce 
the jobber or the retail merchant 
to do any buying that far ahead. 


More Employment and 
More Wages 

From February to March a slight 
increase in employment and wages 
occurred in Pennsylvania and New 
Jersey, according to a report made 
by the Federal Reserve Bank. In 
the former state a gain of .1 per 
cent was reported by 647 firms and 
in New Jersey 326 firms employed 
.3 per cent more workers than in 
February. Total wage payments in 
Pennsylvania were .4 per cent 
heavier and increased .7 per cent 
in New Jersey. In spite of the very 
slight net change, however, large 
fluctuations occurred in some of the 
individual industries. 


New Slipper Featured 


The John Wanamaker store is 
featuring a new slipper of patent 
leather with alternate rows of gray 
and tan stitching forming a dia- 
mond-shaped tip on the toe, out- 
lining the vamp edge and covering 
the quarter. It has an ankle strap, 
high Spanish heel, and hand-turned 
sole. It is priced at $15. 


Crepe Soles Active 


Frank A. Hoffman, well-known 
wholesaler, reports that trade is 
rather quiet. Buying continues on 
a hand-to-mouth basis. There is, 
however, good demand for crepe 
soles on boys’ shoes, the call for 
them outstripping the business 
done last year by 3 to 1. Early in 
the season there was a shortage of 
crepe soles but the supply is now 
adequate. This firm handles only 





Patent Styles Strong 

At present patent leather 
seems to be as active as any 
material. There is also some 
call for tan calf and some for 
lizard shoes, but the demand 
for these two leathers is not 
general or by any means spec- 
tacular. While some brown 
will be worn in fall it is felt 
that the bulk of the demand 
will probably be for black in 
satin, suede, and in glazed kid. 











men’s and boys’ footwear. It re- 
ports that the demand for tans still 
leads the call for blacks by a con- 
siderable margin. There is good 
call for fancy shoes as compared 
with the demand for conservative 
patterns. This firm is of the opinion 
that stitching and perforations will 
sell well on into the fall. Plain toes 


BOOT AND SHOE RECORDER 121 


are dead. This firm reports that it 
is able to get concessions here and 
there. It says that if a jobber is 
ready to talk business the factories 
will make the price right. 


Leather Prices Same 


There has been no change in the 
price level on glazed kid for some 
time. In the face of the sluggish 
demand for this material, it has 
been impossible to get any more 
money for it. It is the opinion, also, 
that even if prices could be reduced 
there would be no additional buying 
as it is the popularity of other ma- 
terials and not the price situation 
which stands in the way of greater 
activity. 

One upper leather merchant finds 
a fair amount of activity resulting 
from the replenishing of the fac- 
tory stock. Many of these factories 
who had some stock just before 
Easter did good business in and are 
now replenishing it. The most ac- 
tive material at present seems to 
be patent leather, though there is 
also considerable call for tan calf. 





Shoe Store Buying in 
Baltimore Reported Good 


BALTIMORE — All merchants 
agree that the pre-Easter selling 
was good and that shopping 
reached its peak on Friday and 
Saturday. Where figures were re- 
vealed, they exceed those of last 
year. Stores were unable to accom- 
modate the crowds on these days, 
and in some cases the salesforce 





Straps and Gores 


One shop reports a ten- 
dency toward higher and nar- 
rower heels in the spike style 
and medium narrow toes. The 
gore and strap pump are very 
popular, while the sandal ef- 
fect with flat heel and cut-out 
vamp is selling big in almost 
any color or material. 

Some few gray combina- 
tions are making their ap- 
pearance. Doeskin in Nile 
green, banana, canary, sal- 
mon, peach, powder blue and 
lemon are found in _ shoes 
priced from $12.50 to $20. 
These are in the opera or 
strapped pump. 











proved inadequate to handle cus- 
tomers. Business is continuing with 
a definite upward trend. 

As to style leaders, store reports 
differ. Tan calf and kid still take 
the lead, although one first class 
store reports that in the past few 
weeks, the tables have turned and 
patent is selling better than tan in 
the percentage of sixty to forty. 
Up to this time, black satin has 
been a next best seller but now 
blond, fallow and the lighter col- 
ored satins predominated and even 
surpass the black satin. It is ex- 
pected, however, that as the season 
progresses, black satin will again 
resume its place. 


Hahn’s Display Attractive 


An interesting display of shoes 
for various occasions was seen at 
Hahn’s, in three display cases at 
the entrance. The first case con- 
tained colored doeskin slippers in 
opera and strap effects displayed 
on colored doeskin leathers. Buckles 
and flowers also formed part of the 
decoration. Another case consisted 
of bench made shoes of exclusive 
models, which included black and 
blond satins, patent with gray 
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PORT ena cay 


TAN STITCHDOWN 
PLUG OXFORDS a 


90c. -- *1.10 


WITH HALESOLE BOTTOM ti 


Looks like leather, S 
but wears twice 
as long as thebest 
leather tanned. | 


Se 





Is tan colored—won’t rub off on polished floors. 
The only line of stitchdowns we know of that: 
gives these real wear values. 


In view of the low price quoted for the quali- 
ties offered, only case lot (36 pair) orders will 
be accepted. 


MERRY-GO-ROUND || fs et 
SHOE SHOP es 


Patent Applied for 


This is the unique fitting fixture that you have e 
heard about and have probably seen in some of the When in New ork 


many prominent shoe and department stores. It 


has proved itself a lasting attraction for the little LIVE RIGHT at the 
‘ 


folk. It does away with the need of fitting stools 


—saves aisle space—speeds up service. RIGHT PRICE ! | 


Animal Chairs may be had separately or on plat- 


forms, eight feet long. HE next time youvisit New York, 
stop at the popular Hotel Mar- 

duubes tinique. Amodern, fireproof build- 
x Write for full particulars ing, in the very midst of the shop- 

ping, theatrical and business dis- 

“The Best tricts, the Hotel Martinique offers 
Without every convenience to the busy | 
Extravagance” visitor. | 

The rates at the Hotel Martinique are 

as low as $2.50 per day. Club breakfast 

45c—delightful table d’hote dinner at 


$1.25. Special luncheons are also served at 
the most moderate prices possible. 
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We are the originators and manufacturers of this 


Investigate the extraordinary service 
and economy of the Hotel Martinique, by 
stopping here on your next visit. 


A. E. SINGLETON, Res. Mgr. 


cet eit eh eels Ketan oom en|.| “HOTEL MARTINNOUE 


add interest to your window or interior displays of children’s shoes. 


natn Ainted wih Hater Bekigen 
Broadway— 32nd to 33rd Streets 


Merry-Go-Round Shoe Shop New York 


858 So. 18th St., East CEDAR RAPIDS, IOWA 


When writing to advertisers please mention Boot anv Suor Recorver 
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trimming and two-tone tan combi- 
nations. A third case devoted to 
sport styles was dressed- with a 
flooring of grass, with golf balls 
and sticks scattered about. Here 
golf shoes and hose were attrac- 
tively placed. Sport styles were 
priced at $11. 


Hosiery Selling Freely 


The hosiery business is picking 
up and some shops report an in- 
crease in sales amounting to 20 per 
cent. 


Men’s Business Better 


Men’s shoe business is reported 
more favorable. Light shades of 
tan in the lighter weights are good. 
Sport shoes in either rubber or 


crepe soles are selling well. N. Hess 
& Son has an imported golf shoe 
with a corrugated rubber sole in a 
medium weight leather, plain blu- 
cher. Winged tips seem to be on the 
increase and are being displayed 
in greater numbers. 


Dechter at Wise Co. 


S. Dechter, formerly with the 
Wise Shoe Co., Philadelphia, has 
been transferred to the local Wise 
Store. 


Smith Opens Store 


Frank P. Smith, formerly with 
the Hub and Regal Shoe Co., has 
opened a shoe store at 2 N. Howard 
street, to sell men’s shoes which 
retail at $6.40. 





Lynn Notes Increases in 


Orders for Colored Kids 


LYNN—Business here continues 
on a steady basis. Orders show a 
proper regard for the prevention 
of sacrifice sales in June, and, also, 
a desire to secure a wide distribu- 
tion of present styles. 


Comments on Styles 


Patent leather continues as the 
leader. Fancy stitching, in fine de- 
signs, on vamps and quarters, en- 
hances the shiny leather. 

Colored kid shoes are gaining, 
with blond bidding strongly for 
favor. 

Tans, grays and whites are sell- 
ing as expected. So are satins. 

To bring in the short looking last 
a new effort is being made. 

More strapless pumps are being 
cut. 

Reports on heels vary, the com- 
mon story being that high heels 
are selling better than expected, be- 
cause of short skirts. 

Designers are featuring fancy 
stitching, of Roman stripe, gimp, 
stagger, double curve and like pat- 
terns. 


$50 a Day for Style 


A Lynn firm spends at the rate 
of $50 a day for patterns, forms 
and other style designing equip- 
ment. This is at the rate of $15,000 
a year. 


French Cording 


Mitchell-Welch. Co. are featur- 
ing French corded shoes, and at 


popular prices, too. Time was when 
French cording was done by hand, 
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and French corded shoes were ex- 
pensive. But Mitchell-Welch Co.. 
has a new machine equipment that 
French cords shoes excellently. 


The Style of Patches 


Patches, once a sign of thrift in 
footwear, will be a sign of-style 
soon. At least, new models, in Lynn 
factories, show patches, of artistic 
design, sewn to vamps and quarters. 


Light Shoes 
Women’s shoes are running at 
the rate of 1144 to 12 and 13 ounces 
to a pair. 


Adds Blond Kid 


T. J. Kiely is adding blond kid, 
and reports good sales of patent 
leather and white kid shoes, for 
growing girls, misses’ and children. 


A Thriller 


A. E. Little & Co. has a “Holly- 
wood Thriller.” The back stay rises 
in a point, like the figure in the 











Front of the G. R. Kinney store, at Dallas, Texas. There is a most en- 
thusiastic bunch of salesmen in this new store. A great deal of credit is 
due to Manager R. W. Heuser, for his selection and training of his sales- 
force. It is his rule to hire only men of pleasing personality. An applicant 
for a position as salesman is judged by the way he is dressed, intelligence 
revealed by his features, and the manner in which he approaches the 
manager, which probably indicates the way he will approach a customer. 
Monthly store meetings are real friendly affairs and promote enthusiasm 
by keeping them sold on the store’s merchandise and policies. 
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A New Color for the Season 
that is Beautiful and Irresistible 





No. 3530—Fallow Blonde Kid, Button One-Strap, 15/8 Full 
Spanish Heel — cove $3.85 
Also made in Fallow Blo nde Satin - eee 3.85 


A. E. WESSEL & SONS #¢27u.74, 5 
Better Grade McKays ee 





BRANCH OFFICES 
Ne mo | rk City 


SILOS” a 


Oh aes 
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A Murphy Moccasin for Every 
Outdoor Need 


No. 336—Pfister & Vogel Tan 

Lotus Upper, Full Leather IN STOCK 
Quarter Lining, Tip, Semi- for Immediate 
Soft Toe, Royal Last, Planta- Delivery. 
tion Crepe Sole. Sizes 5-11. Write for 
In Stock $4.00 Catalogue 


J.D.MURPHY SHOE CO. 
NATICK, MASS. 


Terms 2/20 Net 30 Days F. O. B. Boston 





Know Them @}2 » by This Mark 











When writing to advertisers please mention Boot anp Suor Recorper 
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heels of stockings. One pattern is 


-,r 











made of patent leather, with linings 
of red kid. 


“Three Point” Tread 


J. J. Grover’s Sons are booking 
re-orders, in substantial volume of 
their “Three Point” shoe. This is a 
stylish health shoe. As its name 
implies, its tread bears on three 
points. 

To facilitate the sale of the shoe, 
representatives of the firm trained 
in the anatomy of the feet, as well 
as in the fitting of shoes, are visit- 
ing retail stores. Here they advise 
people about the proper care of the 
feet, as well as what shoes to wear. 


M. & P. Styles 


Merrill, Porter & Co. are in- 
creasing on high-grade McKays. 
Sales are largest on patent leather 
and white kid. Heels 13/8 high are 
in favor. One strap patterns are 
mostly wanted. “Larry” Lennox, 
home from a trip among big cities, 
reports that buyers received the 
new McKay line with much appre- 
ciation. 


New Shoe Stores 

M. E. Smith, Leon, Iowa. 

Leslie Angle, Bixby, S. D. 

J. N. Zurlinden, Kenton, O. 

G. N. Kasun, Phoenix, Ariz. 

Geo. K. Hovian, Delano, Cal. 

Herbert Lynch, Boone, Iowa. 

Nystrom & Olson, Mason, Wis. 

John Kallinger, Fullerton, Neb. 

F. F. Shippy, Stevens Point, Wis. 

E. A. McSwiggin, Walker, Ariz. 

A. W. McDougall, Seattle, Wash. 

George Nimee, Leominster, Mass. 

W. R. Berger, Great Falls, Mont. 

Frank Karnosky, Rhinelander, 
Wis. 

United Shoe Store Co., Paterson, 
N. J. 

Tom Dwyer, 
Mich. 

Miller’s Shoe Shop, Harrisburg, 
Penn. 

Consumer’s Shoe Co., Alexandria, 
Minn. 

Joseph Hillis, 
Glendale, Cal. 

Frank P. Smith, 2 No. Howard 
street, Baltimore, Md. 

Urdang Heights Bootery, 1797 
Coventry road, Cleveland, O. 

Proper & Weinman, E. 105th 
street and Euclid avenue, Cleveland, 
Ohio. 





Inc., Houghton, 


322 Broadway, 





(Photo by Waid) 
CLARENCE A. WHEELER 


New manager of the New Eng- 

land Branch of The Beacon 

Falls Rubber Shoe Co., 241 
Congress Street, Boston. 





C. E. LITTLE 


President of The Beacon Falls 
Rubber ShoeCo., who announces 
appointment of Clarence A. 
Wheeler as manager of New 
England Branch. 





Rochester Factories Note : 
Strength of Patent Types 


ROCHESTER — Shoe manufac- 
turing firms report retail shoe mer- 
chants are showing great interest 
in patent leather and black satin 
styles for late spring and summer 
wear. This fact is indicated by or- 
ders now being received. From the 
southern shoe stores, shoes made 
over lasts with the medium round 
toe are most popular while stores 
in eastern cities prefer a narrower 
last. 

One shoe manufacturer reports 
his best pattern to be a patent 
leather three-strap style. 


Johnson in Business 


O. K. Johnson, for eighteen years 
connected with the Eastwood stores 
as advertising manager and in an 
executive capacity, will open an ad- 
vertising copy seryice of his own. 


New Arch Aid Store 


That more younger women and 
misses are becoming interested in 
corrective footwear, the type carry- 
ing plenty of style, is the opinion 
of G. W. McCarthy, of the new 
Arch-Aid Shoe Shop, 86 East Ave- 
nue. “Although this is. our - first 
Easter season in Rochester,” said 
Mr. McCarthy, I have been partic- 
ularly impressed with the fact that 


the younger set is paying more at- 
tention to securing the proper kind 
of shoes and seems to know more 
about the foot than we ordinarily 
would give them credit for.” The 
store sells Menihan Arch-Aid 
shoes exclusively. 


William H. Steele Dead 

William H. Steele, 76, former 
shoe manufacturer connected with 
Williams, Hoyt & Co., died recently. 


Friedell Is Optimistic 

Herman Friedell, owner of the 
Culture Boot Shop, looks forward 
to a big business in May and June. 
Mr. Friedell is of the opinion that 
the real shoe business has not as yet 
opened up and that a stretch of 
good weather will help more than 
anything else to boost the sale of 
shoes. 





George S. Peterman 
Succeeds Father 

Royersford, Penn.—George S. 
Peterman recently succeeded Jacob 
W. Peterman, his father, as pro- 
prietor of the Service Shoe Store. 
Jacob: W. Peterman has been a re- 
tail shoe merchant for 40 years. 
George S. has been buyer and store 
manager since 1912. 
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Detroit > 
(Continued from page 113) ’\ 
showing white shoes. These are few » 
up to the moment, but they are be- { y 
ing shown in advance of sales for © OSS 
the purpose of keeping the cus- 
tomer’s mind engaged with the fact 
that white is the summer shoe. SNAPPY SHOES 
wer FOR YOUNG MEN 
Golf Shoes Going Freely to the minute Styles. Selling 
Golf shoes for women are begin- Investigate. 
ning to sell in larger numbers as 
the season advances. At the store 
of R. H. Fyfe & Co., the women’s 
golf footwear has been given a de- 4; > BRIDGEWATER 
partment on the second floor in con- Sa aran WORKERS’ 
nection with the low heel lines of HiT Ph\\f) CO-OPERATIVE 
growing girls. It is felt that the we ASSOCIATION 
=, heel types of both shoes make this 
és ns the logical place for the golf shoes. 
HIGHEST GRADE ONLY R. F. Barnum, treasurer, who is 
EAST WEYMOUTH, MASS. U.S.A. ° 
also manager of the children’s and 
growing girls’ department, has 
taken charge of the women’s golf 
footwear as well. 












































Children Buying Patents 

In children’s and misses’ shoes the 
general demand is for patents. This 
is undoubtedly due to the method of 


NETTLETON buying children’s shoes that has be- 


come a habit in many families. 


Shoes of Worth When a pair of shoes becomes too 


A. E. NETTLETON CO. shabby for dress wear a new pair 
Syracuse, N.Y., U. S. A. is purchased and the old ones are 
pressed into service for school wear. 
Light tans, broad toes and lighter 
soles are the chief features of the 


men’s shoe departments at present. 





M.A.PACKARD CO. Makers 
BROCKTON 




















Regal Store Moves 


The Regal Shoe Company moved 
from 1522 Woodward avenue to 
1554 Woodward avenue. Extensive 
alterations are going on, but “Busi- 


ness as usual” is the sign on the | STOCK DEPT.5 

















glass of the window. SNAPPY SNAPPY 
ACTION! STYLES! 
Reet Got, Fao sae 
Atlantic City Association | tye sretson SHOE CO., Ine. 
Style Review 


Atlantic City, N. J., April 30— 
Plans are completed for the Frolic 
and Style Review to be presented by 


BOSTONIANG the Atlantic City Shoe Retailers’ /4 ; 
a Association, May 12. It will be held 

Commonweatrn Snot & Learner Co. at Hotel Ambassador. Twenty-five 
WHITMAN, MASS. pretty models will display shoes of 


latest designs. Officers of the as- 
sociation include: W. Githens, pres- 


f Carried Stech| ident; L. Shapiro, vice-president; - 
1 Seth St Dr. Herman Staller, secretary; : 
Meyer Marks, treasurer. 
Jack Segal and Al Freedman are Wits 
oe in charge of the Style Review; Her- Carried in Stock and Di Ouildron, tod 
FOR MEN 


‘ man Schwartz, publicity; and * * 
eg George Barnett, entertainment. ame & Richardson Shoe Co. 
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RO. MASS. 


PARISTYLE FOOTWEAR MFA. CO., INC. 


41-45 Washington Ave., Brooklyn, N.Y. 
Chicago Office, Security Bidz. 189 W. Madison St. 
HIGH GRADE MULES and D’ORSAYS 

















Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








FO 1, ae, 


REGISTEREO 





The Quality 
Pullman Slipper 
RED BLACK TAN 








SWAN SHOE CO. Baltimore, Md- 























Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
















The Buckley Shoe Co., of Houston, 
Texas, made a pair of cowboy boots 
which George M. Spangler, man- 
ager of the N. S. R. A., will wear 
at the January convention in Chi- 
cago. The legs of the boots are so 
fashioned as to show real expert 
workmanship, and the Lone Star 
design is worked into the tops. The 
ornamentation is cut-out work, 
underlaid with red and white kid. 
Mr. Spangler was presented with a 
cowboy outfit at the recent Texas- 
Oklahoma convention, and promised 
to wear the full regalia of .Texas in 
Chicago. 





A. B. Young Opens 10th 
Men’s Store 

Los Angeles, Cal., April 30—The 
Young Shoe Company recently 
opened its 10th men’s shoe store. It 
is the third new Young store to 
open within the last 90 days. The 
newest store is at 223 West 7th 
street. A. B. Young is president of 
the concern and reports good busi- 
ness in all of his stores. 

The three newest stores are al- 
most identical in size and appear- 
ance both inside and out. The fronts 
also are identical, with two win- 
dows, zig-zag glass line and marble 
base and Cain stone background. 
This chain of stores covers every 
cross street from fourth to eighth 
street in the men’s section just off 
Broadway. 


Fink Buys Out Bloom 

Brooklyn, N. Y., April 29—The 
Fink Shoe Co., Inc., of which Henry 
Fink is president, has taken over 
the shoe store at 289 Livingston 
street, formerly operated by Samuel 
Bloom, under the style of Bloom 
Sublyme Shoe Co. 
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SHOE FINDIN 
147 Duane St., New York. N. ¥. 






ING CO., INC. 

















BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 





Athletic Shee Mig. Ce., 124 N. Third St., Philadelphia 







Be Shoes No. 116 
24 w7 $1.00 












Ballets No. 
6% toll..... Re 


Men's Leather House 
Slippers In Stock 
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Alse Men’s and Wemen’s Slippers of every poo. § 
METROPOLITAN SLIPPER CO. 
134 W. Bway, near Duane St. 















New York 











“IN STOCK BLACK KID 
SLIPPERS” 





Ours Stand the Strain 


isd Wh? "Ae 
THE KAY JAY SHOE CO, 
Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 
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Send for 
Price List 


325 W. Monroe St., Chicago, Ill. 
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MANHATTAN FINDINGS CO. 


WHOLESALE SHOE STORE SUPPLIES 
107 Duane St., N. Y. 


BENCH MADE BALLET SLIPPERS 
hilds’........... 1.15 Mines soeseee $1.20 


We cin amy OS ea Coen connd 
and are toe ballet sli; 
owere ippers. 
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INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ~ ey so that he who 
ee 






pages may read 























In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 
“Nu’’Baby Shoe Co. - - East Lynn, Mass. 











“ELAM” 
Flexible Turn Shoes 
Fer the Jebbing Trade Exclusively 
F. 8. ELAM SHOE Co. 
BOCHESTER, N.Y. 

Besten Office, 183 Essex Street 
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CHILDREN'S HG HIGH-GRADE FLEXIBLE 


b Vedi Siete Hen In Stock 
11-18 Sterling Place Brooklyn, N. Y. 














‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Cota 
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America’s Favorite 


NU-SHINE 


Restores Color 

Preserves Leather 

Beautifies Footwear 
Makes Old Shoes Look New 
NE Co. 


THE NU-SHI 
Mkt. St. Reidsville, N.C. 











Where to Buy 
Wanted Styles 
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Do You Know James 
Black—a Shoemaker? 


The following letter has 
been received by the Boot and 
Shoe Recorder: 

“Gentlemen: 

“About twenty-five years 
ago James Black was em- 
ployed in a shoe factory at 
Lewiston, Maine. He left 
there about that time, going 
to Cochituate, Mass. Later on 
he wrote to one of his rela- 
tives, but at this time he was 
employed in a factory in Bos- 
ton or vicinity. Nothing has 
been heard from him since 
then. He is now entitled to a 
small inheritance, and if you 
will publish this letter it may 
come to the notice of someone 
who can give us information 
concerning him. 

“Particulars should be sent 
to the undersigned without 
delay. 

Yours truly, 
JOHN J. DWYER, 
40 Wall street, 
New York, N. Y.” 


May 2, 1925 
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F. B. JONES, Treas. 
w.G. JONALD, Vice-Pres - 


F. E. JONES co. 
FANCY COLORS 


MAT KID 
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OFINg .2i:. 


Russell ManufacturingCo. 
Middletown, Conn. 














In Display Business 


New York, N. Y.—Paul Musin- 
ger, for ten years display manager 
for Wildfeuer Brothers, recently 
commenced business on his own ac- 
count. Mr. Musinger carries a full 
line of window decorations, such as 
flowers, valances, novelty signs, 
fancy papers, etc. His company is 
known as the Decorative Fixture 
Display Co. and his show room is 
at 118 W. Broadway. 





Uses Mails to Suggest - 
Buying 

San Antonio, Texas—The Man’s 
Boot Shop, files its customers card 
record under the type of shoe they 
buy. About six months later, a pos- 
tal card showing a line cut of simi- 
lar shoe, is sent with this message 
“How about another pair of these? 
We have a record of your fitting.” 


Frank M. Spaulding Is 
Dead 


St. Albans, Vt., April 29—Frank 
M. Spaulding, 70, operator of a shoe 
store here for years, died recently. 
He was one of the veteran business 
men and was a successful shoe mer- 
chant. For 30 years he conducted a 
shoe store. 








The One 
Waterproot 
ther That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 














ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South paws: Boston, Mass. 
hone, LIBerty 8673 








MULTIGRAPH PLATES 


Signature Cuts, Rule Forms, 
Composition, and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 

















2, 1925 
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DR. CAMPBELL’S 
HEALTH SHOE 
IN STOCK 
Ask for New 
Catalog 
Powell & Campbell 


122-124 Duane St., 
New York City 


































7540 | 


1612 : 
* Summer St. BOSTON: \7ser/ 











ARLE 


shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 

















EMIL RUBLACK 


Meaker of Artistic 


PRICE TICKETS 
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Men Buying Freely in San 
Antonio 

San Antonio, Texas—In men’s 
shoes, most stores are featuring the 
balloon type oxfords at prices 
around $10. Washer Bros. have 
been running quarter-page adver- 
tisements telling of the advantages 
of these shoes. On the other hand, 
Charles Staudt is specializing on 
the featherweight. Mr. Staudt 
states that it took considerable time 
to get men started to wearing these 
summer weight shoes, but now that 
they are established, he is experi- 
encing good results. He warns other 
merchants that they must carefully 
explain the construction of these 
shoes to their customers, even to 
the hollow heels. Another good 
thought is that merchants are not 
wise in trying to hold feather- 
weights back for warm weather, for 
they are missing the best extra pair 
producer the trade has seen in 
years. 

Frank Bros. are showing a high 
yellow calf oxford for men, with a 
very broad tread. These are es- 
pecially for the boys that wear 22- 
inch bottom trousers. 





Moving to Maine 


Bell Bros. Shoe Co. is moving its 
business from its Salem, Mass., fac- 
tory to its factory at Biddeford, 
Me. Some shoes, in process of 
manufacture in the Salem factory, 
have been transferred to the factory 
of Wood, Stevens Co., Salem. The 
Wood, Stevens Co. is liquidating, 
and will close its factory soon as the 
shoes that have been transferred to 
it are completed. 





Moving to Derby 


The Woodbury Shoe Co. is mov- 
ing its business from its Beverly, 
Mass., factory to its factory at Der- 
ry, N. H., where it will increase its 
output of women’s McKay shoes. 





Borden in Charge 
Waco, Texas—P. N. Cohen of the 
Cinderella Boot Shop has branched 
out with a new store in Temple, 
Texas. Roy N. Borden is in charge 

of this new Cinderella Shop. 





New Slipper 

The United States Rubber Co. 
has placed on the market the new 
Luminous Button slipper, carrying 
an attractive ornament which can 
be seen in the dark, making it easy 
to locate bedroom slippers in dark 
places. 








J. R. BEATON COMPANY, ine. 


831 FOURTH AVE., NEW YORE 


iain ATLANTA 
BOSTON ~. SAN 
UKE TT) FRANCISCO 





















~ Many dependable and 


profitable styles constant- 
ly In Stock. Send for latest price list. 








H. K. GARDINER CO., PITTSFIELD, N.H. 















Triumph Hosiery Co. 
Expands 


Philadelphia, Penn.—The Tri- 
umph Hosiery Mills, Inc., Third and 
Cumberland streets, will install 28 
42-gauge women’s full-fashioned 
hosiery machines at their branch 
plant, Ontario and I streets, that 
city, where their finishing depart- 
ment is located at present. At the 
latter address they have about 
12,000 square feet of floor space 
and their plans call for the installa- 
tion of 20 machines there this year, 
and the possible removal of the fin- 
ishing plant to another location, 
when the knitting machinery is 
fully installed. At present they 
operate about 155—260 and 280 
spring needle knitting machines at 
the Third and Cumberland streets 
mill, making women’s seamless silk 
hosiery. 





B. Katschinski Retires 


San Francisco, Cal.—B. Kats- 
chinski, for 45 years in the retail 
shoe field, recently retired. He has 
turned over the business, two shoe 
stores, operating as the Philadel- 
phia Shoe Co., here and in Oakland, 
to his two sons, Al and Harold. The 
former is successor to his father as 
president; and Harold is secretary. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Mn ger vf ae for space less than one-eighth Garrone | WANTED—Four cents a word 
Space ltime 7times 13times 26times 652 times 
1 in $5.00 $4.00 $3.50 $3.00 $2.50 
2 in 10.00 8.00 7.00 6.00 5.00 
8 in............15.00 12.00 10.50 9.00 7.50 
4 in... 20.00 16.00 14.00 12.00 10.00 





address, each word 
tisement and paid for accordingly. Answers to ads must be sent 
under letter postage. 





Puneet in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





a WANTED—We have openings in 

» Oklahoma, Arkansas, isconsin, 
ote, Indiana, Iowa, Nebraska, Colorado, 
Wyoming and New Mexico for high class, ex- 
perienced shoe salesmen having established 
trade. We manufacture for the retail trade ex- 
clusively, the extensively advertised line of 
Bepyecs First S Turns made in sizes 1 to 5, 
and Hapytoz Flexible New Process Welts made 
in sizes 2 to 5, 5 to 8 and 8% to 12, 100 num- 
bers being carried In Stock for immediate de- 
livery. Samples packed in two compact grips 
furnished by us. Highest rate of commission 
paid. paberenees E Sounteet » een Children’s 
Shoe Corp., hester, N. Y. 


WANTED « salesman with ar gre and 
following in Greater New York territory 
to assist in sales from New York office of 
prominent and well known line of women’s 
novelties and welts in medium price range car- 
ried in stock. Address with full details as to 
experience, qualifications and drawing account 

-788, care Boot and Shoe Recorder, 
127 Duane St., New York. 


ANTED—Resident salesmen in the follow- 
ing cities by by ty specialty jobbing 
house, shoes to retail from $5.00 ey 
to-the-minute styles = in ot = ety 
commission basis: Philadelphia, Baltimore, 
Washington, Norfolk, Pittsburgh, Cleveland, 
Chicago, Detroit, Minneapolis, Atla’ De 
ver, San Francisco, and Los 
writi . give reference. Address 
eae Ss Recorder, 207 South Street, Sanus 











GALESMAN WANTED covering the larger 
cities to carry well known English line 
high-grade men’s shoes. Straight commission. 
Please state full particulars in r first let- 
ter. Address B-431, Boot and S Recorder, 
207 South Street, Boston, Mass. 


GFPLENDID OPPORTUNITY for young, capa- 
ble ; large shoe factory. from abroad; 
men’s, ladies’, children’s shoes. Want represen- 
tative with security. High commission. B 432, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 


E,XPERIENCED SALESMAN WANTED—We 
are realigning our sales territory and have 
an opening for two men that can sell chain, 
department store and large retail trade. Will 
consider only a high grade experienced man, 
one that will carry our line caatesteely and 
cover the territory Central West, also an 


arrangements 
made and commission will be paid straight 

per cent. For further particulars. Address 
Blea, care Boot and Shoe Recorder, 207 South 
Street, Boston , Mass. 











We want an expe 





PHILADELPHIA PITTSBURGH CLEVELAND DETROIT 
and BROOKLYN 


rienced City Salesman in each of the above cities to sell our Union Stamp 
GOODYEAR WELT and NAILED Work Shoes. Write for particulars, giving 
NORTH LEBANON SHOE FACTORY 


references. 








SALESMAN WANTED—Lynn manufacturer 
of women’s McKays wants a side-line hus- 
tler who covers retail and jobbing trade in 
Illinois, Wisconsin, Michigan and Pennsyl- 
vania. Address B-433, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





G ALESMEN WANTED: Experienced men 
wanted to represent our line children’s 
turns and stitchdowns in the following states: 
Pennsylvania, Ohio, Indiana, Michigan, Flor- 
ida, Missouri, Nebras' Kansas, Oklahoma, 
Montana, Idaho, Washington, Oregon, Utah, 
Nevada, Colorado, Arizona, New Mexico and 
Texas. Stock proposition. Samples ready, 7 
per cent commission. The Re' Shoe Co., 
Orwigsburg, Pa. 


;LXPERIENCED SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’ Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan; also for New 
York and New Jersey territory. Address with 
ae The Kepner-Scott Shoe Co., Orwigs- 
urg, Pa. 





A Middle West manufacturer of men’s 
and boys’ dress welts wants high-grade 
experienced salesmen familiar with the 
following territories: 

MINNESOTA, MISSOURI, MICHIGAN, 
OHIO, EASTERN PENNSYLVANIA, 
NORTHWESTERN 





ESIDENT REPRESENTATIVES wanted on 

a commission basis in the important shoe 
cities. Must be experienced in salesmanship, 
acquainted with the shoe trade, and able to 
invest $500, receiving a permanent interest in 
the company and a share of net profits that 
should yield more than 25% annually on the 
investment. Ad with details and refer- 
ences, B-423, care of Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMEN WANTED to carry eight snappy 
in-stock styles of men’s oxfords ; 12-cylinder 
men with pep can clean up. Write, giving ex- 
perience and territory to. manufacturer. Ad- 
dress B-422, care Boot and Shoe Recorder, 207 
South Street, Boston, 








SALESMEN 


If the a. specifications of men’s 
good 


Stock 
5% discount. Straight 6% commission. 


COBLE SHOE COMAANY 
Hamboldt, Tennessee 








SALESMAN WANTED—West of Mississippi 
River. Commission basis. On medium-grade 
Goodyear Welts in Infants’ and Children’s 
sizes. Can be sold as side line. Men with es- 
tablished trade ply. Address B-407, 
rder, 207 South 





MANAGER WANTED 








SOFT-SOLE SIDE-LINE SALESMEN 


Manufacturer of most complete line of LEATHER SOFT SOLES featuring 
and Felt lini: 


Splits. Sheepskins with Satin 
tion to 


salesmen. Advances 
corder, 189 W. Madison Street, Chicago, I 











RESIDENT SALESMEN WANTED 


ILLINOIS 


INDIAN 
MI URI, KANSAS 


We want four experienced salesmen calling on the large accounts in the above territory. 
Mast have established business. Strictly commission basis. the 

and Children’s Geodyear W: 
references and names of at least two manufacturers you have 


price line eof Women’s, Misses’ 


Yungel Shoe Mfg. Co., Harrisburg, Penna. 
—s 


WISCONSIN, MINNESOTA 
COLORADO, UTAH 


basis. We Wartctere strongest 
elt shoes in the country. 
Devine & 











Shoe Store Managers 


Large corporation has positions 
open for experienced retail shoe 
men to manage shoe stores. Ex- 
cellent opportunity for the right 
man. Write at once, stating fully 
all qualifications, experience and 
salary expected. Address B-437, 
care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 
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POSITION WANTED 








POSITION WANTED 





FOR RENT 





The Services of an Unusually Fine 
Superintendent Are on the Market 


An unsual opportunity for some large shoe manufacturing interest to obtain just 
that type of superintendent which is usually unavailable. A combination of cir- 
cumstances entirely outside his influence, have put his services on the market. He 


comes from a shoemaking family whose 





b are notably successful. For the 


past four years he has had complete management in a factory of a famous group 
of a large organization. Business reorganization has now unexpectedly closed this 
factory. Previous to this connection he had high success in managing, buying, shoe- 
making and organizing another factory of the same organization near Boston. His 
general experience has been with welts, turns and stitchdowns, in all branches, 
as well as in McKays. 


This man is young, keen, aggressive and his record is clean and especially credit- 
able. It will pay any volume manufacturer to look him up by addressing B-419, 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 


WANTED— Executive position by man thor- 
oughly familiar with manufacture of 
turned hoes also McKay shoes, from stock- 
fitting to salary. Refer- 
ences. Address B-439, care Boot and Shoe Re- 
corder Publishing Co., 207 South Street, Bos- 
ton, Mass. 


WwHe NEEDS a style picker? Energetic, suc- 
cessful merchandiser, window trimmer, ad 
writer and manager ; twenty-five years old, 
single, employed at present. Will go any place. 
Address B-440, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 














BUSINESS OPPORTUNITY 


PLAINFIELD shoe store, $40,000 bontnens, 
established 1914, must have cash. Will sell 
good will and fixtures including $7,000 on 
all for $4,500. Will a terms. (Not for 
sale to auctioneers.) J. J. Schwartz, 240 W. 
Front St., Plainfield, N. «> phone 3777. 








Shoe Manufacturers Can Cut 
Production Costs and Abolish 
Labor Worries 


A public utility, controling power and 
railway lines in a large manufacturing 
territory is interested in building up 
shoe manufacturing in the municipal- 
ities served. It is located near the Pitts- 
burgh district, where freight rates are 
favorable, and exceptional labor condi- 
tions prevail. Intelligent labor, men and 
women, 90% American, unlimited cheap 
pewer from a superpower system, 
transportation by B. & O. and N. Y. C. 
Railroads to the great distributing cen- 
ters, wonderful living conditions. 


Communities served will financially 
underwrite manufacturing enterprises 
which on investigation prove sound and 
attractive. Address “New Territory,” 
Box 348, Fairmont, West Virginia. 














LINE WANTED 


SALESMAN four years on the west coast 
wants medium priced line of fast pattern 
McKays from Denver west; uarters Los 
Angeles. If you have the goods, patterns and 
prices address B-438, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


SHOE MANUFACTURERS. I want line of 
shoes for New York. Address K-782, care 
ome 3 and Shoe Recorder, 127 Duane St., New 
ork. 











LANSING. MICHIGAN, 305 S. Washington 
Ave. Wonderful location R.. Be age amy 
shoe store. Good lease P ae 
Communicate with S. ~ Ral port, 1 
Washington Ave., Lansing, Mich. 





FOR SALE 





First CLASS popular-priced shoe store 
on best business street of East St. Louis, 
‘ood long lease, clean stock and new fixtures. 
15,000 will handle. Owner engaged in other 
business and must sell. T. J. Bloomer, 101 East 
Broadway Alton, Til. 








Boys’ and Youths’ 
Lasts for Sale 


A Western manufacturer has for sale 
an equipment of Boys’ and Youths’ 
Lasts, used only a few weeks, some 
never out of the bins. They consist of: 
UNIVERSITY, a Snappy Medium 
Brogue Last, sizes 12 to 2 and 2% to 6, 
widths B, C and D. 

COLLEGE, a Staple Round Toe Last, 
sizes 2% to 6, widths C and D. 
WHIZ, a Beautiful Modified Foot-Form 
Last, sizes 12 to 2, width D. 

ALL THREE LASTS MADE WITH 
CORRECTIVE BOTTOMS 
Equipment includes Wood Insole Pat- 

terns and Tree-Feet. 

If interested address B-441, care Boot 
and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





I CAN SELL 
McKay Novelties 


I am familiar with the whole depart- 
ment store, basement and jobbing 
trade in Ohio, Indiana, Michigan, Illi- 
nois, Wisconsin, Minnesota, Nebraska, 
Colerado, Kansas, Oklahoma, Northern 
Texas, Missouri, lowa and Pennsylvania 
trade. Or any other line you want to 
put a-go-getter back of. Ready to go 
now! Address R. N. Rhoades, 397 Ferry 
St., Malden, Mass., or the Boot and 
Shoe Recorder, 207 South St., Boston. 











Baby Moccasins 


5000 pairs in stock. Elk skin turns, all 
shades. Sizes 1-6. Price $6 per dozen. 
Contracts made with chain stores. ORI- 
ENTAL BABY MOCCASIN CO., 10 
School Street, Brockton, Mass. 











WANTED TO PURCHASE 








THE NEW YORK EXPORT. 
PURCHASING CORPORATION 
596 ——, NEW Toes, N.Y. 


WiLL | SUP EEE, | To 
ENTIRE 





Lines Wanted for Cuba 


on commission basis. Fifteen years’ experience in 
the footwear line. Gank and other American ref- 
erences. Cuba is the best market in the world fer 
American shoes. Market reports given te these ask- 
can Sie Rom. We cust cay Bese wee ae jeed 

in 330, 











Best ane Shee oor ‘Date st Boston, 
FOR RENT 











LINE WANTED 


WANTED LINE—For Northern Wisconsin ; 
men’s or women’s medium priced shoes. 
Best of references. W. P. Engman, Chetek, 
Wis. 








GHOE ROOM FOR RENT IN MARION, 0.— 
Desirable location, complete fixtures it you 
want them. Room 45 x 12 feet. Ideal for spe- 
cialty shop. C. J. Watrous Co., Marion, Ohio. 


EXCELLENT LOCATION for rent in Erie, 
city of 128,000. Fifteen year lease ; building 
20 x 100; located in same block with Erie Dry 
Goods Company. P. C. Cunningham, 704 Palace 
Bidg., Erie, Pa. 











WANTED TO BUY SHOE STORE IN 
THE VICINITY OF NEW YORK CITY 


P. 8. Salesman who knows of 
SS ee = 


corder, 127 Duane 8t., New York. 











CASH a. 


ee Se ee am 
shoes y quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 , New York, N. Y. 
Phone Spwing 1405” * 











ARNT aie me 
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WANTED TO PURCHASE 





MISCELLANEOUS 








CASH PAID 


Kalter Cerf. Mercantile Co, Inc. 
591 Broadway, New 
Phe Seeing clee-sielsied. 








We bu and pay highest cash price 
for retail « wholesale stocks of shoes or any 
other merchandise. Guaasiy no object. 


BROOKLYN PURCHASING SYNDICATE 


gy tee WALKER, Proprietor 
610 Broadway, way, roakive 
Phone Pulaski 








HIGHEST = PRICES PAID 
also bu 











MISCELLANEOUS 





Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar Onxen Co. 
611 Ww. FOURTH ST. 


ee oO. 


not make 
Merat Fiatures or Show Cases 


ESTABLISHED !I880 




















WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 


Send for Catalog and Prices 


ATTRACTIVE 
SHOE CARTONS 


e exclusive shoc trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


© Bos. 
Semen srs amma 


2G4-27% LEXINGTON AVE 
BROOKLYN N.¥ 
4t ric GRA T ne An 











Gi ae 
DIES 


% inch at 12 cents per 
running inch. 
1 inch at 17 cents per 


running inch. 
Minimum 15 inches 


Peony ALITY 


GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 
mo) 


Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, —_ 
the wear and tear 

the a shelving, and help 


ipped subject Sits te 
pak and por 77 to 
tion guaranteed. 
Write for our latest cata-- 
log eS oe styles of 


ae _ 
a ae 
as ati 
go Gua” 
aan 


wnat 
oss 
eet 
1 Tt 


store 


a. 


-_ : r at 
7 ae 
abbada e* : 


Milbradt “ 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 


5 wer ne 

\ yea 

. “EERE, 
Ba 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid 
statement likely to 
reserve 
advertising or reading matter which is not tim 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
Ce ma, Morena: 224 - ny I | Geo. 


CHICAGO OFFICE: 189 West PS lndison St. 

ne Maine 1089. B. C. Bowen, Manager. 

UIs OFFICE: 1627 Locust St. H. M. 

et (B. C. Bewen, Manager). Telephone 
Olive 6130. 

NEW Re OFFICE: Room 101, Graham 

sy St. H. ond Seott, Mana- 


Whitehall 7 
PHILADELPHIA OFFICE: » 616 corey 

ee =, Chestnut St. H. ~ 

Telephone Rittenhouse 
HAVERHILL OFFICE: Chamber = *Com- 
Rooms, Haverhill National Bank 
Bldg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
idg. H. M. Bowen (B. C. Bowen, Manager). 


626 Powers Bidg. 
York Rep- 
Stone 1133. 


‘elephone Broadway 1827. 
ba enon | OFFICE: William ‘. Daley, 
Investment pats, 15th and K Sts., w. 
PARIS eveuss 2 Rue des Italiens. i Hub- 


bard, Manag 
eg OFFICE: P. Vs aa Manager. 
1 Haymarket, London, S. W., 1 England. 
AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 
ag ty OFFICE: William Salzman, 


Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721 
P. Sabazzina, Gerente. 

BRAZIL: Gerente, John 8S. Fitch, 33 Rue 
General Camara, 88 » 

CHILE: Santiago, Las Rosas 1123-1127, Otte 
Fuhrimann, Gerente. 

ba = Mr. H. Gomez, Corrales 2A, Havana, 
a! 

—- OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de nee Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 

















IDEAL ROLLING 
LADDERS 


are 
Cheaper 
Ay ~~ 
for Catalog 
os Furniture 
St. Louis 

















irkweed, Mo. 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


Catstog THE CHICAGO 
Poewe WIRE CHAIR CO. 


621 N. La Selle Street, Chicago, Mi. 
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BUSINESS REVERSES 


Los Angeles, Cal.—H. H. Bell & Co., 746 Los 
Angeles street, wholesale and retail shoes, 
reported assigned. 

Live Oak, Fla.—Moses Ktite, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptey. 

Athens, Ga.—Sam H. Bailey, shoes, reported 
petitioned or petitioner in bankruptcy. 

Chieago, Ill.—Joseph Barris, formerly of May- 
wood, Ill, 5224 W. 25th street, shoes, re- 
ported meeting of creditors called. 

Freeman & Tucker, 2408 Lincoln avenue, 


Harrisburg, La.—Hackney Bros., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Brockton, Mass.—Singer Shoe Co., Samuel 
Singer, proprietor, 71 Montello street, whole- 
sale shoes, reported petitioned or petitioner 
in bankruptcy. 

Quincy, Mass.—Israel Weinberg, 11A School 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Salem, Mass.—Cass & Daly Shoe Co., shoe 
manufacturers, reported petitioned or peti- 
tioner in bankruptcy. 

Hudson, Mass.—Chandler & Patton Co., shoe 
manufacturers, reported receiver appointed. 

Milford, Mass.—Dominick Coletti, 17 Main 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Worcester, Mass.—Bemis & Co., Inc., 536 
Main street, shoes, reported petitioned or 
petitioner in bankruptcy. 

Red Wing, Minn.—F. W. McNeil, shoes, re- 
ported petitioned or petitioner in bank- 
ruptey. 

Bayonne, N. J.—David Walsdorf, 479 Broad- 
way, 8 . reported meeting of creditors 


called. 

— N. J.—Jacob Fisher, 4 E. Broad 
shoes, ete., reported petitioned or 

pos» in bankruptcy. 

Brooklyn, N. Y.—Engel Shoe Shop, 88 Tomp- 
kins avenue, shoes, reported meeting of 
creditors called. 

New York, N. Y.—Friedman Bros., “Fried- 
man’s Bootery,” “Riverside Shoe Shoppe,” 
70 Clinton street and 2583 Broadway, re- 
ported petitioned or petitioner in bank- 
—_ and receiver appointed. 

Buffalo, Y.—Orlando Bros., shoes, re- 
ported gt im or petitioner er _ 


ruptey. 

Hamlet, N. C.—K. C. Garner Co., Inc., shoes, 
ete., reported offering to compromise at 25 
per cent. 

Rosemary, N. C.—Max Frank, shoes, etc., re- 

ported petitioned or petitioner in bank- 


ruptcy. 
Wilmington, N. C.—Boylan & Hancock, shoes, 
reported offering to compromise at 10 per 


cent. 

Cleveland, O.—A. Glick, Woodland Depart- 
ment Store, 5026 and 5426 Woodland ave- 
nue, ete., reported petitioned or pe- 
titioner in *pankruptey. 

Mount Vernon, O.—H. C. Parker, Parker's 
Cash Shop, shoes, reported assigned 
Springfield, O.—-Harry L. Levy, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 
Lawton, Okla.—George’s Booterie, Inc., shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 
Erie Penn.—John Kalinowski, 1304 Parade 
street, reported 


etc., petitioned or 
petitioner in bankruptcy. 

Forest City, Penn.—M. J. Gorman, Gorman’s, 

, ete., reported offering to compromise 
at 30 per cent cash. 

Washington, Penn.—Israel J. Saul, shoes, etc., 
reported offering to compromise at 25 per 
cent. 

Providence, R. I.—Bon Ton Boot Shop, Inc., 
125 Mathewson street, shoes, reported re- 
ceiver appointed. 

Danville, Va.—K. Silverman, Inc., shoes, etc., 
reported 


EOOT AND SHOE RECORDER 


Ehrlich & Malkin, K & K Bootery, 6814 


Stony Island avenue, South Shore, shoes, 
reported discontinued. 
North Chicago, Il._—Lebow & Rose, 1732 
Sheridan road, shoes and _ repairing, re- 


ported succeeded by Louis Rose. 

Brooklyn, N. ¥.—Olympic Shoe Mfg. Co., Inc., 
441 Blake avenue, manufacturer of shoes, re- 
ported sold or — out. 

New York, N. Y.—Eliza Saltzman (Mrs. 
David), 1006 Intervale avenue, shoes, re- 
ported sold or selling out. 

Rochester, N. Y.—Charles Pelis, 696 South 
avenue, shoes, reported discontinued and 


Long Island City, 'N. Y.—Joseph Bernstein, 
275 Steinway avenue, Astoria, shoes, re- 
ported sold or selling out. 

Mt. Pleasant, Texas—M. Levinson, shoes, etc., 
reported succeeded by Margutes & Levinson. 

Milwaukee, Wis.—William J. Letcher, Downer 
Shoe & Repair Shop, 60144 Dowmer avenue, 

rted succeeded by Downer 





How Langston Chooses His 
Salesforce 


L. E. Langston, who looks after 
the Beacon stores in Texas, has 
been working out the “new blood” 
theory for the past few years, in 
this way—he is recruiting his sales- 
force from high school graduates, 
who do not enter college. Young 
men who were prominent in ath- 
letics are given preference. The 
reasoning is along these lines: these 
boys, due to their mental and physi- 
cal training, are keener, more alert, 
with plenty of “pep.” 

The average young fellow, when 
he gets a few rebuffs, is ready to 
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quit, but not so with these athletic 
chaps, they come right back with 
fresh ideas for overcoming the 
problem. 

Mr. Langston has three managers 
who are showing particularly good 
results, and not one of them is more 
than twenty-two. He finds, too, that 
customers like to be served by will- 
ing young men who are “right on 
their toes.” This type of salesforce 
attracts the younger trade who buy 
new shoes very often. Mr. Langston 
is well pleased with the success of 
his experiment. 





New Shoe Department 


San Antonio, Texas—The Rob- 
erts Booterie recently opened a new 
department in the Emil Blum Com- 
pany’s store on Houston street. The 
department is finished in mahogany 
with parlor type fixtures. The stock 
is hidden from view. There are 
seven full length, French-bevel mir- 
rors, built into the panelling. Seven 
display cases are built into the 
walls. 

The Roberts brothers were con- 
nected with one of the local shoe 
stores for 23 years. 





Jones and Lantz Form 
Partnership 


Port Arthur, Texas—W. E. 
Jones, formerly of the Keith Shoe 
Co., this city, recently formed a 
partnership with C. A. Lantz, of 
Omaha, Neb., under the name of 
the Jones-Lantz Shoe Co. They sell 
women’s and children’s shoes. 























































assigned. 
Dallas, Texas—Corbin’s Shoe Store, shoes, re- 


ported ass J. C. Cole, manager of Perkins Bros., merchants of Longview, Texas, 


created much interest by displaying the photographs of the high school 
graduates. It established much good will and is applicable to shoe stores. 
It was the best attention getter in a long while. The boys’ pictures were 
grouped on one side, and the girls’ on the other. Adjacent to each group 
were suitable suggestions for graduation. 











BUSINESS CHANGES 


Santa Monica, Cal—Gilham & Spriggs, 303 
Monixa boulevard, shoes, etc., re- 
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| YOUNG MEN HAVE BEEN QUICK TO BUY THIS SHOE. HAVE 
YOU SEEN IT? DO YOU HAVE IT IN THE STORE? 


DON’T OVERLOOK THIS SELLER! IT WILL PUT MONEY 


IN YOUR POCKET EVERY DAY. 


T was selected from our line, put in stock at five dollars, and is every way 

representative of the men’s fine welt shoes being made by us, in volume. 

The trade responded immediately. The number of orders sent in indicate 
that the value is there and appreciated. Many stores reached by this paper, 
have bought sizes of this one shoe. Why not give it a trial? It will pep up 
the stock, and add dollars to the business. 


This shoe is stock No. 241. Imported No. 85 Tan Collis calf oxford, 
in the popular short vamp pattern. It is made over our new Prince- 
ton last. The construction is the same as that of all our shoes—solid 
leather throughout—calf lined quarter and tongue. Fine back sole. 
Wingfoot rubber heel. It answers our slogan— 

“IF IT’S RIGHT, WE HAVE IT” 
Stock No. 241 
Price $5 

















C—6 to II 


A—7\% to II 
D—4 to 11 


BT wll reruns: 2-10 net 30 days 




















A Beautiful 
Shoe In Im- SCHWARZ-RUGGLES, Inc. 
ported Tan MANUFACTURERS 
Collis Calf BROCKTON, MASS. 
we aan 
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NEW SERIES 


FOURTH YEAR Se ak Sa 





To know styles in shoes it is necessary 
to study Parisian Fashions, and the 
best means of knowing them is to send 
your subscription to 


LA CHAUSSURE FRANCAISE 


141, Boulevard de Sébastopol, 141— 
PARIS, (2°), FRANCE 


SHOE STYLE ALBUM 


CREATIONS 


for their 
INEDITES cist steve 
CREATIONS INEDITES 
PARIS pe PARIS 


which creates the Mode and publishes 

the Models that will be in fashion, 

showing the newest materials, leathers, 

buckles and heels. 

SUBSCRIPTION, $25.00 THE YEAR 
Send $2.50 for a sample copy 


Album de Luxe, appearing 12 times a 
year. Each number contains 4 original 
plates in colors, beautifully prepared. 
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The genuine Diamond Brand 
(Visible) Fast Color. Eyelets 
can be identified by the two 
tiny raised diamonds on their 
celluloid surface. 


Fair Colleen! 


Colleen Moore, First National star, is an actress of great feeling and fine dis- 
crimination. She displays her evident good taste in her every action, every 
mannerism, every article of clothing that she wears. On and off the screen 
she is always correctly costumed for the occasion. 


When lace shoes are the correct footwear for the completion of her costume 
Miss Moore wears shoes that are finished with visible eyelets because visible 
eyelets are fashionable, decorative and practical. They are one of those niceties 
of footwear construction that are always evident on the shoe of quality, fashion 
and good taste. Without visible eyelets to adorn and protect it no lace shoe 
can be absolutely stylish, correct and finished in appearance. 


Always insist on Goodyear Welt shoes with Diamond Brand (Visible) Fast 
Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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GOOD SELLERS 


THE QUESTION OF WHAT MAKES ONE SHOE SUPERIOR TO 
ANOTHER IS MOST OFTEN ANSWERED BY THE MERCHANT 
HIMSELF. 


ONE HELMHOLZ DEALER RECENTLY SAID “THE THING I 
LIKE BEST ABOUT THE HELMHOLZ LINE OF CHILDREN’S 
FOOTWEAR IS THAT THE WHOLE LINE.IS A ‘GOOD SELLER’— 


AND THAT’S WHAT I’M INTERESTED IN.” 


EXCELLENT MATERIALS, THE BEST WORKMANSHIP AND 
ATTRACTIVE STYLE ARE THE ELEMENTS THAT MAKE 
HELM HOLZ CHILDREN’S FOOTWEAR “GOOD SELLERS.” 











WRITE US FOR SALESMAN OR SAMPLES. 


HELMHOLZ SHOE MFc.Co. 
HIGH GRADE SHOES FOR CHILDREN 


MILWAUKEE. Wis. 


J. K. ORR SHOE CO. HERBERT L. MARX CO. 
Atlanta, Georgia e Albany, N. Y. 


Exclusive Distributors Distributors 
Georgia, No. and So. Carolina New York State Exclusive of 
New York City 


SIMMONS-BRAMHALL CORP. PACIFIC COAST STOCK 
Belfast, Mai B 


ne RANCH 
Exclusive Distributors 133 E. Sixth St. 
Maine Les Angeles, Calif. 
and New Hampshire 








« TFDheyre Better Stitchdowns + 
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OU can paddle your 
business canoe with 
or against the current. 


Long {headed buyers have 
learned it is easy to sell 
footwear made of perma- 
nently white and easily 
washable leather like the 
Whitest Whites. It has 
won their confidence by 
performance year after 
year. 





Tanners 
Ale Onhite Neuse of Dmurica 


WHITE LEVOR 
GRAHN KID 


QuorV GS. 





May 9,°1925 


Boston 





Gloversville 
New York (ity 
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WHITE LEVOR 
GRAY GOAT 
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Good Workmen| 
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LION BRAND FACTORY 
AND 


HARDY HIDE TANNERY 
MILWAUKEE WIS. 


CRADDOCK 


LYNCHBURG 


Mc ELROY- SLOAN SHOE CO. GEO. D. WITT SHOE CO. 
ST LOUIS MoO. LYNCHBURG VA. 
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t loWear 
Work Shoe! 








Are you fitting inadequate dress shoes on feet which call for 
sturdy, comfortable and styleful work shoes? Are you letting this 
fine extra-profit business slip away for lack of a suitable line? 
Consider these lines: 


“LION BRAND” “EVERY DAY” “DOUBLE LIFE” 
Made in the Milwaukee factories of the Craddock-Terry Company 


These are Workers—with the fine qualities of a Gentleman. 


Made of the Famous Hardy Hide—One selection and quality of hide. One 
process of tanning—our own and the best. Waterproof, acid proof and manure 
proof. 


Standardized All Through—Simplified shoe manufacturing—standardized 
patterns—uppers cut with ‘“‘clicking dies’”—shoe making processes reduced to a 
minimum. Shoes put through the factory in case lots of each size. Every factor 
of economy and efficiency applied to produce the best shoes of a type which are 
made in this country. 


Until you see these, you cannot know how good a work shoe can be. 


TERRY CO 


VIRGINIA 


CRADDOCK~-TERRY CoO. 


BALTIMORE MD. MILWAUKEE WIS. 














HARSH & CHAPLINE SHOE CO. 
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Annual Customers 


I‘ takes only one pair of F. B. 

& C. White Glazed Kid shoes 
to teach a woman that she has 
found the most perfect white shoe 
material. 


Hundreds of stores which base 
their white kid shoes on F.B.&C. 
White, do so because they have 
learned that it makes annual 
customers. 


F. B. & C. White Kid makes 


bigger white shoe sales each year 
for retailers who specify it. 


Amalgamated Leather Companies 


INCORPORATED - 


22-24 North 5th St. Philadelphia, Pa. 


Factories, Wilmington, Del. 





L) 


K | 














‘‘The Glaze 
That Stays’’ 
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OUR NEWEST STOCK STYLE 


And One That Will Prove Popular With Those 
Dealers Who Cater To The Better Trade 


yy, 











4 PRUAGRAAOLAUAGRGRGRLEARULAGARDIEL 





Style B1417H Price $4.60 
Net 30 days 
Telegraphic Code Word “Pistol” 


All Patent One-Strap Emir Pump, black zig- 
zag stitching on quarter and vamp, McKay 
sole, Aleazar last, 2 1/8-inch covered Spanish 


Louis heel. 
AA,5 to8 B,4 to8 
A, 4% to 8 C,3% to7% 





There is no indication of a let-up in the sales of Patent 
Shoes. In fact, the demand is greater than ever. And this 
pattern will prove as popular as the material. 


UTZ # DUNN CO. 
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=/ ROCHESTER, NEW YORK 

= DENVER OFFICE a YORK ato LOS ANGELES OFFICE 
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AT THE RECENT SEMI-ANNUAL CON- 
FERENCE OF THE JOINT STYLES COM- 
MITTEE, IT WAS POINTED OUT THAT 
SHOES OF COMPLICATED CUT HAVE 
PASSED AND THAT THE PRESENT 
SHOE FASHION CENTERS ON COLOR 
SUBTLETY IN LEATHERS. 


ie THIS scheme of things the superiority of New 
Castle Colors becomes increasingly evident. 


For it is impossible to duplicate in less expensive 
skins that marked subtlety and richness which 
characterizes New Castle Colors and which is ob- 
tained by using the choicest raw stock that grows, proc- 
essed by the hands of veteran artisans. 





Son Come  CNewCastle Clors on of 
ssf ALITTUMN BLONDE 
non 4 INDIA TAN f 
roewoon =f ROSEWOOD 
“mon” = HARVEST BROWN * 
‘a 4 ROYAL BROWN ; 


“iar +4 NATIONAL GRAY 7 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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MANY MARVEL AT WALK- 
CROFT DELIVERY SERVICE. 
ONLY A FEW KNOW OF THE 
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A ADVANCED ENGINEERING 

|“ PRINCIPLES AS APPLIED TO 

| 4 THE SHOE INDUSTRY 

hm THAT MAKE IT POSSIBLE. 
Bie” 


Walk-Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 
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With DRYDEN ATHLETIC SOLE 
and Washboard Heel 


The boy is the mainstay of our future 
TYP MRRETPAT es U7] Ft) Veet MLA MH UAC AOL 
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Swat king 


The SWAT KING is a lime tested play 
shoe. There’s a big year of success 
behind it and many bigger ones ahead. 


This shoe deserves being called a SWAT 
KING for wear. No bottom wears as 
well as this DRYDEN Athletic Sole 
and Washboard Heel, and all other 
parts are in keeping—a regular Teeple 
Quality Product. 

SWAT KING—Style 19 


Upper of Rueping’s Kin Kin Khaki 
Brown Elk, trimmed with Black Calf: 


Boys’ 2% to 6, C and E...... . $2.95 
Youths’ 1 to 2, CandE........ 2.75 


Little Men’s 10 to 131%, C and E 2.45 
Terms 5:8 10 Days 


As a business builder the SWAT KING 
is unrivaled among play shoes. It fits 
in a way that safeguards the shape and 
condition of the growing foot. Though 


these Dryden Athletic Soles are of 


rubber compound, they cannot draw 
or heat the foot as this shoe is a Good- 
year Welt, with a heavy leather insole 
and cork filler. 


» Make sales that make customers. 


IN STOCK TILL JULY 15th 
6 ‘‘Mighty Good’”’ Oxfords in Stock Also 
SEND FOR FOLDER 


TEEPLE SHOE Co. 


WAUPUN 








Y ™eEeLe y 
SHOES» BOYS MMM TUM AMIE 


WISCONSIN 
He should be well shod 
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Back of the organization responsible for this 
advertisement are ten years of successful man- 
ufacture of MEN’S FINE DRESS WELT 
SHOES. 


A reorganization has taken place with a change © 
in management and we are entering concen- 
trated production of 


Mens Dress Welts 
RETAILING AT 


3.896 


Our selling price will allow merchants to make 
a very satisfactory profit—the shoes will 
measure up to the highest standards. 





Salesmen will have large territories on a liberal 
commission basis—and we want GOOD MEN. 


If you are interested in a real money-making 
line on a commission basis—and have the ability 
to PRODUCE in volume— 


IT WILL PAY YOU TO GET IN TOUCH 
WITH US IMMEDIATELY 


PRACTICALLY. EVERYTHING WILL BE 
CARRIED IN STOCK 


Men’s oa Dress Welts 


retail ing at 


$5 6386 


BEALS-PRATT SHOE MFG. COMPANY 


MILWAUKEE, WISCONSIN 
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Wearigge.| recent Allied Style Conference in 

i New York are an approval of the 
materials and color range avail- 


able in Darbrook Shoe Satins and Fabrics. 


Miss Carmel White, Fashion Editor of 
Vogue, stressed the trend toward greater sim- 
plicity in style and the increasing interest in 
materials. 





Darbrook Shoe Satins and Fabrics, woven and 
styled for footwear, meet every fashion 
demand. 


As leaders in Silk Fabric Production, our 
facilities here and abroad are at the service of 
the shoe industry. The inquiry of your stylist 
is solicited. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 
D. J. Finn T. F. Leary Henley & McGaghey Desmond & Hottinger, Inc. W. A. Gallup 
Philadelphia Boston St. Louis New York Cincinnati 


HOE SATINS 
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“<One good turn 
sells another’? 


























FP qq 
9 «Made in Patent Leather or 
4 Teddy Pump Black Satin with scallop stitch- 
ing in any desired color. 
e3 






















\ereie THINK it very significant-that our factory 
Wa continuously operates practically at capacity. 


The uppers of Bliss & This indicates that value in shoes is 


Perry Turns never rip away . 
from the sole. app reciated. 

ante: te Demin ae We have our own ideas about how fine turns should 
special weight soles we use egy sees : 
which permit of an extra be made—principal among which is the belief that no 
pel a ine ning detail which will add to the service and pleasure given 


stitches are applied. a ; 
ae the wearer is too small or unimportant to be overlooked 
This is ome of the many 


precautions we take in build- 
ing unusual service into our 


we BLISS & PERR;:Y COMPANY 
Makers of WOMENS TURNS Exclusively» 
NEWBURYPORT, MASS. 





fe... OUR SHOES ARE MADE FOR RETAILING at from EIGHT to TEN DOLLARS | 
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“THINKING OF THE CUSTOMER FIRST” 


Sterling gives manufacturers and retailers a standard of 

quality for every kind of shoe, from the selection of skins, 

| through every process of conversion into Sterling Patent 

ip Leathers—hence the customers’ satisfaction is assured in 
. specifying : 


Sterling Golt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY BOSTON,MASS. 


_» By Be + 3 + Be ~ Be} ee ~~ + 2 * ee ~~ Oe 
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«qe Comfort in ‘emis hidden, 
ae - wear tobring G it out:-- 
and it does. invariably” 
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PS cea asco authority in a leading 
magazine says, ““There are many good- 
looking, scientifically built shoes in the 
stores today.” 

The Luxurest Shoe has contributed its 
share to this opinion. Women appreciate Z 
the idea. And they don’t experiment be- 
yond the wearing of a Luxurest. It doesn’t 
look “corrective.” 2 








The authority forgot to mention that, - 
some shoes are remarkably low-priced. 
Illustrated is our 054 Oxford in Black or Very likely because they a// seemed high- 
Tan Vici. Special inside construction. priced. Luxurest is an exception. It’s low- 
: "Sizes and Widths: EEE—+ to 9 priced. 

Se ninaalies You ‘might just as well consider the : 
; proposition of dipping up and - throwing © 
: $2 35 ‘ back. the waters of Niagara as to try get- 

: ting along without them once you’ve sold 
Terms: 5% 30 days a few pair to women who are hard to fit. © 
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LYNN, MASSACHUSETTS 


Boston, Office: 216 Lincoln Street Chicago Office: 45 So. Wells Street 
Philadelphia Office: 44 N. 4th Street, Merchants Building 
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HERE IT IS! What every Live Shoe 
Merchant has been looking for: 


“An ‘up-to-the-minute’ line of full-grain Calf and Kid 
Shoes in latest Shades, Styles and Patterns to retail at 
$6.00 or $7.00.” 


The 
A R D Mi O R E BARNET’S finest full-grain Calf Leathers 





—“Yellowstone” and “Marigold”—the sea- 
son’s leading shades of light tan are 
$3 85 featured in this new line of Retail Profit 
a Makers. 
Thirty Day Delivery 





No. 5280—Men’s Tan Bal, BARNET’S Yellowstone Calf, Goodeese Welt, 

Soft Toe, Stitched Vamp and Panel, Rounded Edge on Sole, d Eyes, 

Single Oak Sole, % Rubber Heel, Calf Leather Lined Quarter, Sole Leather 

Counter. Sites 6 to 12. B-C and D Widths. In Stock for 30-day delivery. 
ice, $3.85. 
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In addition to our already popular and profitable line of $4.00 and 
$5.00 retailers in men’s latest dress oxfords and shoes, we are now 
offering to the “live wire” shoe merchants the greatest line of 
profitable $6.00 or $7.00 retailers in America. 


Write for our New Style Book. 


The 
RADISSON 


$3.85. 


Thirty Day Delivery 












No. 5680—Men’s Tan Blucher, BARNET’S Yellowstone Calf, Goodyear 
Welt, Soft Toe, Perforated and Scalloped Tip, Stitched Panel, Grooved 
Edge, Flat Nickel Eyes, Calf Lined Quarter, Single Oak Sole, Sole Leather 
Counter, % Rubber Heel. Sizes 6 to 12. B-C and D Widths. In Stock for 
30-day delivery. Price, $3.85. 
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This special Grip Sure Sales plan 


Fite) 
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n | puts punch in your 
Sports Shoe business 


Riese something stirring in Grip Sures this Spring. 

You can’t afford to miss it! With a firmly-established 
demand greater than that of any other canvas rubber-soled 
shoe, we are putting behind them a special sales and 
advertising drive that will make the demand even bigger 
than ever. 

Grip Sure advertising is running regularly in boys’ 
magazines and leading newspapers. But this Sales Plan is 
entirely in addition to that—it is something special that fits 
right into your store and brings in Grip Sure buyers. 


Exclusive features found in no other shoe 





Grip SuRES give you a rubber soled canvas shoe that 
is absolutely distinctive. They have exclusive features and 
wearing qualities that help your reputation for the most 
dependable footwear. There is no substitute for them. Their 
famous Suction Cup Soles are patented, and customers 
instantly identify them by these soles and the Top Notch 
Trade Mark. 


Write to our nearest branch office for details of the 
Special Sales Plan. Don’t delay—the big selling season is 
at hand. You will want to get this campaign under way 
at once. 





THE BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber and Canvas Rubber Sole Footwear 
Dept. E3, Beacon Falls, Conn. 


osenttten 
NEW YORK, N. Y. CHICAGO, ILL. 
106 Duane Street wi pte =. 208 So. Jefferson Street 
MINNEAPOLIS, MINN. KANSAS CITY, 4 SAN FRANCISCO, CAL. 
246 Second Avenue, North 926 Broadway 530 Howard Street 


TOP_NOTCH 





The All-Sports Shoe with the famous Suction Cup Soles 
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Here is the board coming from 
the Calender. Sheets of equal 
weight are by this process cal- 
endered to uniform standard 
thicknesses. 











Where Competence Wins 


It requires a highly organized plant to turn out a product of the uni- 
form quality of West Virginia Fibre Board. 





Under the West Virginia code “uniform” means equal thickness, 
equal weight, and even quality of material in each sheet in a bundle, 
so that no re-sorting is necessary and no unpleasant surprises are in 
store for the counter manufacturer. 


The use of West Virginia Fibre Board for your counters is an 
assurance of durability and also a practical economy. 







Palp Products Department 








West Virginia Pulp & Paper Company 


200 Fifth Avenue 505 Dime Bank Bldg. 732 Sherman Street 
New York, N. Y. Detroit, Mich. Chicago, III. 
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May 18th to 23rd, inclusive, is Goodyear Wing- 
foot Rubber Heel Week all over America. By 
special advertising,* window displays and other 
intensive effort, Goodyear will endeavor during 
this period to give nation-wide publicity to the 
superior quality of Goodyear Wingfoot Heels. 
The merits of these heels as they are known to 
the manufacturers and retailers of good shoes 
will be impressed on thousands more of your 
customers, men, women and children. 
***Get in Step with Spring,” a full-page advertisement of 


Goodyear Wingfoot Heels will appear in The Saturday 
Evening Post for May 16th. You will want to read it. 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


GLASS CALF altho’ suggesting the “doggy” 
effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


GLASS CALF does not “pull out” at the toe. 


GLASS CALF is full aniline dye, with no pig- 
ment whatsoever. 


GLASS CALF has a rich, full lustre—and retains 
this bright appearance thru strenuous wear. 


GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


BARNET 


Lynn Leathers 
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Ohe FLORSHEIM SHOE 























i 

ae 4 

Be i 

rae 
| 








i Mil Nt i 


ee, 








THE RIALTO—In Stock 


The Florsheim line has the strength—the prestige—the selling features 
that give one live merchant in each community a long stride ahead 
of competition. Write for booklet “Stock Styles” or for salesman to call 
. with the complete line if there is no Florsheim dealer in your city. 
Style S-113—Rialto Black Calf Oxford, as illustrated. 
Style S-109—Same style in Willow Calf (light tan shade). 

Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 
World's largest manufacturers of men’s fine shoes 


ADAMS AND CLINTON STREETS : 
CHICAGO 
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Greater Gaabiies “stele 
with American Interlocking Shoe Store Chairs 


Some of the advantages over settees and individual wooden legged chairs are: 


GREATER SEATING CAPACITY SUPERIOR DESIGNS 
(Chairs interlock) 


INDESTRUCTIBILITY 

GREATER COMFORT (American Interlocking Shoe 

(Spring, stuffed or full roll plain Store chairs guaranteed against 

seat) breakage. baer a chairs 
ECONOMY and settees break easily) 

(Plain wood or upholstered opera RIGIDITY 

chairs cost about one-half price (American Interlocking Shoe 

of corresponding wooden legged Store chairs have heavy metal 

chairs) uprights fastened to the floor) 





OY -< 
ASS, 

















General Offices: CHICAGO, 1016 Lytton se 
NEW YORK PHILADELPHIA 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. 





> 
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Shoe by I. Grossman, Inc., Chicago. 
Circle shows actual size of grain. 


Shade No. 517 


A Calf Leather with Unique Graining. 


As a dress shoe upper leather, used in combination with patent or 
any contrasting trim, this new grain calf is especially commended 
to dealers who pride themselves on their style leadership. 

As an all-over leather for golf shoes (men’s as well as women’s) it 
is ultra modish and practical. 





Available for orders placed now. 
Specify it. 


Swatches On Request. 
FRED RUEPING LEATHER CO. 






FondduLac - - - Wisconsin 
Branches Boston Cincinnati Milwaukee St. Louis New York 
Chicago SanFrancisco Montreal Northampton, England 














Every Year Is A Calf Year With Rueping 






of eC actece 








BOOT AND SHOE RECORDER 





May 9, 1925 





































































































Write for Saleseman—TO DAY 


If You 


Called All the Shoemakers 
In the World Together 


—to build a line of Women’s and Young Women’s Shoes for 
you, without any thought of expense— 


This congress of shoemakers could not give you a line or a service to 
parallel the results of concentration on QUEEN QUALITY, 


Because— 


The QUEEN QUALITY organization not only builds, but has ESTAB- 
LISHED, a consistently balanced line on which you can concentrate, 
now, for your greatest volume and turnover; 


And Because— 


QUEEN QUALITY has established a DIRECT CONSUMER-CONTACT 
of enduring influence in attracting and holding wearers to merchants 
who are PREPARED to SATISFY them in their own reasonable choice. 
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What Does YouR Business 
Need MOstT—Today? 


AUR RSR SE SEH 


ft 
\ 


— WIN NEW CUSTOMERS through progressive and satisfying QUEEN : 
== QUALITY service? ‘ 3 
== = This is the essence of QUEEN QUALITY —its goodwill value built up : 
—_ == through OUTSTANDING SERVICE to and through retailers; and # 
= f= CONTACT WITH CONSUMERS, maintained by the Trade Mark which i 
== i identifies the product and service to every wearer. : 
:= == The new order of things calls for methods and merchandise on which rf 
== = to build a PERMANENT FOUNDATION— for men of open minds to 
= “= prove the success of concentration, and utilize the CUMULATIVE # 
oa “= FORCE of the consumer-contacét maintained by QUEEN QUALITY 4 
== shoes and service. i 


3S f=: NEW YORK BOSTON 30, MASS. CHICAGO 
ee = Famous Shoes for Women and Young Women Since 1891 
2i= “They FIT Where Others Fail” 





ALL SHOES gos, 4 STAMPED 








Isn’t it the EXTRA drawing-power of America’s best-known make — 
known to the greatest number of wearers — with the DIRECT CONTACT it 
. maintained by the Trade Mark to hold them loyally, and the ability to 3 


THOMAS G. PLANT COMPANY 
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KAEFOR KID &%z: 


J. L. BALMAT 
Balmat-White Shoe Co. 
St. Joseph, Mo. 





Alay leading shoe merchants of America have endorsed 
By KAFFOR KID leather for every style purpose. 

These merchants recognize the splendid adaptability 
of KAFFOR KID to the ever-changing style modes of the day. 
They recognize its fine texture and light weight, the result of 
exclusive tannage processes, as a correct adaption for the needs of 
fine footwear. They know that the fine grain and non-scuffing 
qualities mean better fitting and additional wearing service. 

They know that KAFFOR KID, with its mellowness and finish, 


assure the utmost in comfort and shape retaining values. 
—And that the particular customer will be satisfied. 


Write for your copy of “The Story of Leather” 


sent free on request. 
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The OHIO LEATHER COMPANY 


GIRARD~OHIO 
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Scheduled to Smash ALL Records! 


THIS PICKED NUMBER 
IN BLOND KID 


In Stock For Immediate Delivery 
FROM 


The Merchants Unlimited Line 


Authentic— 
Beautiful— 
; , : Well made— 
Blond Kid Step-in Pump, Kid For high-class patronage— 
Linings, French Corded, Block 
Heels. A fine McKay, high grade B Limited in Quantity. 0 
in every particular. ULl'—Don't Delay Ordering. ¢ 


Widths Sizes 








SEND ORDER NOW 


to 


PB a Merchants Shoe Co. 


Made at the factory of 57 LINCOLN STREET 


Hennessey, Maxwell 9 Hennessey Boston Massachusetts 
Lynn, Mass. 














The Famous Modernity 
AND 


Shoe AGN — Substantiality 


UNION MADE 


yo SHOES change in only 
one respect--their style— 


To Retail At 
$5.00 10 $7.50 In this they always express the 
height of modernity. 
Weper value standards never change. 
They have the same quality permanence 
which we have maintained ever since 
we started making them. 


Weser Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsripcz Bipo. 
H. Harnis, Rep. 
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PARACORD SOLES 





PARACORD Soles are made for 
all kinds and styles of shoes 
for men, boys and girls. For 
work or for play. For indoors 
or outdoors. 

They are comfortable be- 
cause they are flexible and 
because they will not burn 
the feet. 

They are made of new live 
material that you can be cer- 
tain will not harden nor crack 


What kinds of shoes 
have Paracord Soles? 


EASY TO WEAR — HARD TO WEAR OUT 








during the life of the shoe. 
They will wear! To that 
fact hundreds of thousands of 
persons already wearing 
Paracord Soles can testify. 
Selling a customer his first 
pair of Paracord Soled shoes 
is invariably the beginning of 
business friendship that your 
competitors will find hard to 
break. So insist on Paracord 
Soles on the shoes you buy. 


We will be pleased to send you further information 


THE PARACORD COMPANY, INc., 


Johnson City, N. Y. 
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In a Line the 
Nation Knows 
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ABOVE: The Armstrong Box Toe showing how the 

edges are skived to permit working the toe into the 

shoe, and preventing also a ridge across the toe. RIGHT: 

A full page advertisement which appeared in “The 

Ladies’ Home Journal.”” INSERT: Photograph shows 

several of the styles in the Arch Preserver Line. 

 eeayecnn advertising has made famous the 
Arch Preserver Shoe manufactured by E. T. 
Wright & Company, Rockland, Mass. The comfort, 
quality, and style of this shoe have made it popular 
especially among women who demand that style in 
shoes be combined with common sense, comfort, and fit. 
Instead of a hard, unyielding box the E. T. Wright 
Company use in the Arch Preserver Shoe the Arm- 
strong Cork Box. They, too, like other manufac- 


turers of fine shoes, have found that it works well 


Armstrong Cork Company, -_ - 


Shoe Products Division, - 
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in the factory, and takes well with the customers. It 
is soft, yet it preserves the lines of the toe. It can be 
crushed down yet it springs back into its original 
shape quickly and surely. 

The Arch Preserver Shoe is one of the lines of 
fagnous American shoes equipped with the Armstrong 
Box Toe, further evidence of its popularity among 
manufacturers who know how to make the best in 
shoes. More than a hundred manufacturers are now 
using the Armstrong Box Toe. 


Lancaster, Pa. 


Armstrong 


Circle 


Cork Box Toe 


B21 
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OUR NEW CATALOGUE 
SHOWING COMPLETE 


- 


VE 
A COPY, WRITE US. 
a 


ADDRESS ALL COM. 
MUNICATIONS TO THE 
FACTORY. 











HOWARD & FOSTER SHOES 
IN STOCK 


Ready for At Once Shipment 


“BERWICK’”’ — $6.00 
No. 169—Light Color Tan Calf Lace Oxford. 
A,7 toll C, 5% to II 
B, 6% to II D,6 to 10 
No. 279—The same shoe in Black Calf. Sizes and price same as 169. 


‘“THE HUDSON’’—$5.75 
No. 165—Golden Tan Boarded Calf Brogue Lace Oxford. 
A, 8 to 9% C, 5% to 10 
B, 6 to 9% D, 5% to II 
Thirty-eight years of experience and dependability 
is built into every pair. 


BOSTON OFFICE 


Howard & Foster Co. °°" 


(Manufacturers of Goodyear Welts of Stability and Service)  MARBRIDCE BUILDING 


-_——— 


Brockton, Mass. ss GHICAGO OFFICE 








a 
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ADVERTISED TO 
3% MILLION PEOPLE 
in these 3 great national magazines 
LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING 
VOGUE 





In 





Stock— 
Immediate 
Delivery 











a | . 
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Feeture Arch Shoes 
WITH THE FEETURE-FIT HEEL 


Caol comfort; smart style! Does summer's heat 
punish your feet? It needn't! No matter how blaz- 
= weather, or how much you walk or stand 





Johansen Feeture Arch shoes, in cool, lovely 
white, will keep your feet healthy, comfortable 
and exquisitely stylish. They support the arch, yet 
they are flexible. The Feerure-Fit heel hugs your 
heel closely, comfortably, correctly. Write for free 
booklet ‘Ending Foot Troubles” and 








RIGID 





nearestdealer’sname.JobansenBros.Shoe — Tesepport ihe 
Co., 3662 Laclede Avenue, St.Louis, Mo. } 


They Have Made Fashion Comfortable 

















F-211—(to the left). 
All white reignskin 
lace oxford, stock 
tip, Matron Feeture- 
Fit last, ivory welt- 
ing, ivory heel, rub- 
ber top lift. Sizes 
AAAS5/10, AA 4/10, 
A 3%/10, B 3/10, 
C3/10,D3/10. Price 
$4.75. Sizes 9% and 
10, 25c extra. 


F-239—(tothe right). All white 
kid, two-strap style, imitation 
tip,Ritz re-Fitlast,13/8 full 
breast eel. Sizes AAA 5/9, 
AA4/9,A3% /9, B3/9,C3/9. 
Price $6.50. Style F-240 is the 
same pattern in white reignskin, 
kid trim, imitation tip, Ritz Feet- 
ure-Fit last, 13/8 full breasted 
heel. Sizes AA 4/9, A3%/9, 
B 3/9, C 3/9. Price $5.50. Sizes 
9% and 10, 25c extra. 


TERMS 2% 10 DAYS 
NET 30 DAYS 
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‘firiin- Grip 


GOLF SOLE 


PAT APPLIED FOR 








A NEW GOLF SOLE 


with interchangeable steel spikes and rubber studs 


Both studs and spikes lock securely in: same 
socket (inserted in heavy leather sole). Can 
be interchanged in less than five minutes. 
Every golfer who wears “Twin-Grip” soles be- 
comes an enthusiastic advertiser. The increas- 


ing number of men who play golf in your city 
offers you a real profit by featuring this new 
sole. Tool for changing studs or spikes supplied 
with each pair of soles. Extra studs and spikes 
in quantity as desired. 


We will be glad to give you further information upon 
request—also to arrange with golf shoe manufacturers 


to make their own “Twin-Grip” 


soles under license. 


The TWIN-GRIP Sole Co. 


300 “‘A”’’ Street - 


- Boston, Mass. 


Two of: the new French, 
Shriner & Urner golf shoe 
models equipped with “Twin- 


Grip” soles. 








LEATH ER 
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Composite View of Our 14 Factories and General Office Building 
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30% GAIN FOR CENTRAL 


R the first four months of the calendar year of 1925, the sales of Central Shoe Company 
have increased more than 30% over the corresponding months of 1924. 








Why this tremendous increase? 


First — Owing to our large manufacturing facilities, we are able to carry a large 
floor stock of shoes and are therefore in position to supply our customers 
with the kind of shoes they want when they want them. 


Second — Central Shoes are produced in volume. Volume production means lower 
cost, which is passed on to our customers. 


Third — Our corps of style experts are ever on the alert: Giving our customers the 
very latest styles and patterns which means more profit and quicker 
turn-over. We attribute our success in a large measure to our style ex- 
perts who have been a step ahead on lasts and patterns. 





The progressive merchant today is concentrating his buying with a manufacturer who can 
supply his needs for every occasion. . 


If you aren’t handling Central Shoes, write us and we will send a salesman to show you the 
Central line. Start now to increase your business and profits along with the fastest growing shoe 
house in America. 


“Shoes you want when you want them”’ 
Visit the salesroom nearest you—located in the following cities: 


Omaha, Nebr. Indianapolis, Ind. Raleigh, N. C. Seattle, Wash. 
406 Arlington Block 833 Meyer-Kiser Bank Bldg. Shepard Building 312 Denney Building 
Chicago, Ill. Knoxville, Tenn. Birmingham, Ala. it, Mich, 
406 Security Building St. oo Hotel 402 Lincoln Life Bldg. 408 Leteoetee Building 
Mem Tenn. Dallas, Texas Cincinnati, Ohie Los Angeles, Cal. 
227-8 Winfry Building Waldorf Hotel 68 Wiggins Block Hotel Angelus 
Cleveland, Ohio Pittsburg, Pa. Kansas City, Mo. San 
287 Arcade Building Hotel Henry 817 Central St. Stewart Hotel 








& CENTRAL SHOE Co. <i 


Manufacturers St. Louis, U. S. A. 
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MISS SPRINGTIME 


—Our New Model— 


IN STOCK NOW 


8. As illustrated. Women’s “SPRINGTIME” Patent 
One-Strap, Cut-out Vamp and Collar, Blonde Stitch- 
ing, 14/8 covered Cuban heel 

4. As above in 16/8 full breasted spike heel....$3.65 

Nos. 83 and 4 in B and C widths; sizes 3-7 and 3-8. 

5. Women’s “SPRINGTIME” Blonde Cabretta One- 
Strap, Blonde Stitching, no cut-outs, breasted 
16/8 spike heel.. J 

6. As No. & im Cuban heel...................c.ccccescessesenenees $3.16 
Nos. 56 and 6 C wide only; sizes 3-7 and 3-8. 























As illustrated. Women’s 
“SPRINGTIME” Patent Pump 
Orange Stitched, full breasted 16/8 
" eee eae $3.6 

2. As above in Cuban heel... ~ Po 
Sizes, 3-7, 3-8, B and C wide 


These dainty patterns will be a profitable 
addition to your line. 
Also 


The “Grecian” 
A sandal approved by careful buyers 






























7. As illustrated. Women’s Patent “GRECIAN,” 
16/8 full breasted spike heel .......................:cccccccceeeee $3. ~ 
. As above in 13/8 Cuban heel ree $3.5 

Women’s White Levor’s Se full breasted 
16/8 spike heel........ $3.6 


10. As No. 9 in 13/8 Cuban ‘heel. ‘Sdnineaniatiantdhi com 

11. As No. 9 in 8/8 covered heel... csseseee B60 

All above shoes white kid lined. Sizes 3-7, 8-8, B 
and C wide. 











Shipments, not promises! 

They leave here the day 

the order is received. 

Sold only in 18-pair cases 
on a width. 

Write or wire direct. 


























ATKINSON SHOE CO. 


170 LINCOLN STREET, BOSTON, MASS. 
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OUCHLESS SHOES 


For the “Kiddies” 








lh 











SKooRUMS 


(INDIAN FOR GOOD) 























Papoose Last 


OUCHLESS) 


Sawyer’s Papoose Last 
gives EACH TOE A 
CHANCE to be com- 
fortable and happy. 





CHILDREN’S FEET in 











shoes made on our Pa- 
poose Last grow 
STRONG, 
STRAIGHT and 
STURDY 











We offer these styles in 
fine durable upper stock 
—English Crepe, Korry 
Krome or Oak Soles. 
Oxfords and Ties at de- 
sirable prices. 


“good.” SKOOKUMS in shoe language 
means—good shoes. 


SKOOKUM in Indian language means 


In Stock 


= 





4101—Misses’ Sport Wilo Oxford, Crepe Sole, 
| Ineo D4 ET BM $2.80 
3101—Child’s, same as 4101, 844-10%....... $2.50 
4102—-Misses’ Sport Wilo Oxford Korry 
oS es 
3$102—Child’s, same as 4102, 814-10%........ $2.25 


OUCHLESS) 





Goodyear Welt 


4103—Misses’ Tan Moose Ox., Oak Sole....$2.30 
3103—Child’s Tan Moose Ox., Oak Sole....$2.10 





Goodyear Welt 
Misses’ Sport Wilo 3-Eyelet Tie, Oak 


4107 
3107 


ole : caaeandll Ban Ss Bi, $2.50 
Child’s Sport Wilo 3-Eyelet Tie, Oak 
Sole “ sdstneshiie $2.25 


Sawyer Boot and Shoe Co. - - Freeport, Maine. 
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Crossett Shoes 
Are Shoes of Today 
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NEW—IN-STOCK 





No. B 3031—Light Tan e! 
Calf. French Brogue Last, pl 
Rubber Heel. A Spring pe 
Style. ne 
le 
fc 
cl 
, th 
at one can look over the CROSSETT line without remarking st 
the modernity of our styles. fc 
ed > — di 
Recognizing that all men are younger than ever in spirit and jc 
wish to express it in their dress—we give CROSSETT shoes bi 
that smartness and youthfulness that most men are seeking. 7 
es sa at |? 
The Crossett salesman in your territory will w 
receive with pleasure your invitation to call ac 
and submit our merchandising plan. pe 
a 
LEWIS A. CROSSETT COMPANY w 
North Abington, Mass. 
cr 
T 
te 
fe 
di 





QUALITY SHOE MAKERS FOR 40 YEARS | ° 
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Originality in Collective Advertising 


Patterning After the Milkman in Creating an Increase 
in Consumption Per Capita 


U. S. gives an increase during three years of of everyone. 
more than 1,000,000,000 gallons, an increase How To Apply This Principle 
directly traceable to advertising. The individual milkman could have done little 
When the low consumption of milk became serious toward directing attention to the unusual value of 
the dairymen and handlers sought the creative power milk. The individual shoe merchant is in a similar 


\ REPORT on the consumption of milk in the broader appreciation of the value of milk on the part 





of advertising. 

A National Council 
was formed and the ad- 
vertising planned cov- 





position. If the individ- 
ual dairyman set out to 
improve the quality and 
the cleanliness of his 


K 

in ered the whole field of product his individ- 
t, publicity ; dealer service, ual cost of production! 
1g posters, leaflets, recipes, would have jumped to a 


&H 





newspaper ads, public 
lectures, demonstrations, 
formation of mothers’ 
clubs, etc. The ideas in 
the advertising were not 
striking nor spectacular 
for this was no new pro- 
duct. Rather it was a 
job of helping a food 
break the confines of the 
nursery, and giving it 
the man-size job of 
which it is capable. The 
advertising simply made 


people think of milk as’ 


a food for men and 
women. 

Co-operation has in- 
creased the sale of milk. 
The product itself is bet- 
ter. The individual works 
for the good of an in- 
dustry rather than for 
self and the result is a 














































































































point where increased 
prices would have to be 
levied in order to meet 
the increase. Competi- 
tion operating entirely 
on the old plan would 
undersell the progressive 
dealer, and price usually 
wins where the change 
in quality is not revolu- 
tionary in nature. Where 
is the individual dairy- 
man who can draw upon 
all forms of advertising 
to increase the sale of 
milk? Practically, 
nothing can be done: by 
the individual in any in- 
dustry to change from 
old routine ideas and 
methods to new and bet- 
ter ones conducive to a 
greater and more intelli- 
gent use of its product. 
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A council such as the milkmen appointed might lead 
to the bringing of many things needing correction to 
light; it all rests with the ingenuity of associated mer- 
chants. Having found weaknesses these may be cor- 
rected and made the basis for advertising a theme. 
Something constructive must be offered along with 
the idea of wearing more shoes, if possible. Nothing 
should be overlooked. A committee of merchants will 
find time to do this; a combination of merchants will 
find it profitable also. 


Bigger Space To Compel Attention 
Bigger space is used 
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In the working out of advertising for the “type shoe 
idea” the following ideas will be helpful. 

Take the shoe that is called tailored as the first ex- 
ample of advertising a particular type of shoe. 

First this must be given a name that will identify it. 
Call it, “The Day Time Shoe” and run copy something 
like the following, each merchant picking his best 
style of that type for display in advertisement and 
window: 

Cut and not color is first in footwear for daytime 
wear this summer. 

The straight-line dress 





which in itself empha- 
sizes the message. Big- 
ger space allows the in- 
sertion of the names of 
those contributing to the 
idea. Bigger space gives 
an opportunity of the 
special message, and the 
cost is divided by the 
number of concerns as- 


[v 





YU 


is particular about the 
kind of shoe with which 
it is to be worn. The 
dress reserves the right 
to the color in the cos- 
tume; the shoes make 
themselves as inconspic- 
uous as possible lending 
their charm with their 
daintiness. 





Everyone needs torSymmer 





sociated in putting the 


One fashion authority 














idea over. 


likens the legs and feet 














to the stems of gay flow- 





To carry out the idea 











of bigness a seal might 


ers. 








Ill 





be adopted into which is 


] 


The blond shoe be- 














worked a slogan some- 


cause of its neutrality is 














thing along the order of, 


gaining a steady vogue 





ll 








in centres of fashion. 





“Better Feet, Better 











Health,” or “Organized 


Blond is either kid or 

















Footwear Service for 


satin. Patents and blacks 











Blanktown,” or “Res- 


with a few light tans are 











ponsibility Our Watch- 
word—Better Footwear 


the leathers that fit the 





vogue. 
Heels are lower. The 





the Goal,” or “We Gua- 


Cuban type is correct. 





rantee ‘Survival of Fit’ 








in Footwear.” 


Toes are a little 








The seal might be 


rounder. 








worked up in stencil or 








. he 


And turns are the 








decalcomania for pas- 
ting on display windows. 
Such things just form a connection and give some 
“body” to the idea of co-operation. 

The “Giant Ad” for window display is another fea- 
ture for connecting windows with newspapers. The 
advertisement as it appears in the newspapers is en- 
larged to twice its original size by a process of photog- 
raphy quite generally used today for window ‘dis- 
plays and there is no more economical method of get- 
ting a continuity of thought. The giant advertisement 
might be used to mail out to each store’s customers. 


Concentration on Shoe Types Best 

The simpler a thing is kept the stronger it is. This 
applies particularly to ideas that must be put into the 
reading public’s mind. Therefore taking up types of 
shoes and going into detail on the uses and abuses of 
each type is a very fine method of getting folks to 
really think that in their feet they have a very deli- 
cately built piece of mechanism that must stand tons 
and tons of pressure during a lifetime and which usually 
falls down on the job because of the owner’s neglect. 


kind to purchase. 

There are several in- 
teresting variations of the “day-time shoe.” Gorings 
at the sides or front covered with rosettes give us 
what is known as the “step-in” pump. The effect is 
sometimes like the colonials of other seasons. 


Selling Three Pairs 

To really get the most out of these shoes one should 
have three pairs . . . the blond for informal occasions, 
the light tan for business, the black for general wear. 
With these styles in one’s wardrobe, hours that are now 
spent wondering what to wear may be enjoyed in the 
right shoe. And when selecting shoes be sure to get a 
satin, a kid and a suede. Your feet will appreciate the 
difference in having a fresh, clean, airy shoe each 
morning. Any foot will rebel at being forced to work 


- in a shoe that’s worn constantly. And there’s nothing 


that hurts the style of a shoe more than never getting 
a chance to regain its original shape on trees between 
times of use. 

Select your “Day Time Shoes” from among the 
types shown by these stores. 
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Anothef advertisement idea would be something like 
this: 

“WHEN LIGHTS ARE BRIGHT’—BROCADE. 

The brocaded shoe reigns with a queenly grace and 
dignity when the lights of evening cast their glow. 

For brilliance the brocade shoe, BUT NOT FOR 
DUTY. You wouldn't think of putting a Queen to work, 
would you? 

The shoes you wear in the evening should be as 
different from your other shoes as day is to night. 

This week there is a 
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ber sole and wedge heel shown at these stores repre- 
sents the country’s best ideas on what constitutes snap 
in such shoes. 

Stop in at any one of these stores to try on a pair. 
You’ll give your feet a surprise, and you’ll wonder why 
it took an advertisement this size to convince you of 
the fact that you don’t really give your feet the atten- 
tion they ought to have in order to keep you up to 
“snuff” in style, in health, and it isn’t too much to say 
beauty, also. 


*_ * * * 





special showing of eve- 
ning shoes at the stores 
whose names appear in 
this advertisement. The 
very best from the mar- 
kets of the country is 
placed on display for 
your selection. The most 
beautiful weaves in sil- 
ver and gold. 

Every woman will 
want a pair, and we have 
made it possible for 
everyone to enjoy the 
luxury of evening slip- 
pers by making prepara- 





AMané Shoe 


a regular DrJekyll and MrHyde 


Shoes! 
everyone needs 
for Summer 


The Summer shoe is 
on display at the leading 
shops. Just at the time 
when burning pavements 
and increased outdoor 
activities are taxing the 
feet of Blanktown to the 
limit of their endurance 
relief appears in the 
shape of an exposition 
on what to wear if the 
feet are to join in the 
fun of Summer time. 


| mf 
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And who ever heard 





tions for a price range 











that will hit every purse. 


of anyone enjoying any- 














At no time during the 


thing that their. feet did 

















coming season will there 


not enjoy? 








be such a widespread op- 


In the morning an ox- 











ford of kid with a flex- 





portunity for selecting 








ible or stiff arch as your 





this type of footwear. 











Experts in the care of 


feet may require. This 





this type of shoe will be ( 
in attendance at all these Lac SN 


stores to advise pur- 


is the business shoe to 
wear in the business of 
keeping house or keep- 








chasers on the way to 


ing some business man’s 








office straight. The kid 





care for this most deli- 











cate and beautiful foot- ’ 


stretches, is light and 








wear. 
* * * 


Text for Ads Pictured in This Article 


The “Sport” Shoe 
has its “innings” in Blanktown 


Fore!—Batter up!—Love 15!!! 

That’s the summer chorus that takes up the refrain 
started in the shoe stores of Blanktown. 

The Sport Shoe is King. 

If you don’t believe it look at our windows. 

There’s one style of sport shoe that everyone ought 
to wear. It fits with any sport costume. 

We call it the “Spectators’ Shoe” because everyone 
is wearing it whether they play or not. 

The style has literally captured the country. For 
years the wave has been growing. Each year more 
sport shoes have been sold than the year previous. 

This year promises to eclipse all the rest. If you 
haven’t at least one pair of sport shoes in your closet 
you are going to miss them. 

The white shoe with tan or black kid trim—the rub- 


porous allowing the foot 
to breathe, the heel is set right and the foot “exer- 
cises” as it works. 

If you can change there is the canvas shoe for the 
afternoon. In white, it’s the coolest proposition this 
side of the Arctic. It’s hard for a foot to perspire in 
this type of shoe. 

If you can’t change from your business shoes in the 
afternoon you will appreciate all the more the change 
into sport shoes after you come home from work. Just 
that change of position in your foot will afford all the 
relaxation needed to make you want to play a game 
of tennis or take a long walk. 

And therefore the shoe stores of Blanktown are ad- 
vocating three changes of shoes a day for those whose 
duties are at home and at least two daily changes of 
shoes for those who work away from home. This is not 
a fantastic theory. It is based on facts gleaned by 
reputable shoemen over a long period of years. 

Our slogan is “Two or three changes a day keeps 
Wrinkles away.” 

(Continued on page 53) 
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HE leather industry is 
in a more favorable 
condition than it has 
shown at any other time 
since the general industrial 
and trade depression of 
1920-21. The chief factor in 
the marked improvement 
during the last year has 
been the liquidation of surplus stocks of hides and 
leather in this country. Although both the production 
and export of shoes, representing the largest single 
use of leather, were somewhat less in 1924 than in 
1923, the reduction in leather output was much more 
pronounced. Domestic consumption other than in the 
shoe industry was fairly well maintained. 

Fewer hides were imported last year, while exports 
of domestic hides and skins greatly exceeded any other 
year’s figures. Exports of finished leather also in- 
creased. These broad changes in the statistical posi- 
tion of the industry were clearly reflected in values. 
Prices of hides and leather advanced materially in the 
latter half of 1924 and their average remains well 
above that of a year ago. The situation both in this 
country and abroad warrants the expectation of fur- 
ther progress toward stabilization. 

Although leather prices do not always fluctuate di- 
rectly with hide prices, they tend to do so when stocks 
of leather are approximately normal. 

Last year, in keeping with the reduction of stocks, 
leather prices also advanced. Prices of sole leather in 
March were about 22 per cent above the average of 
last June and July and prices of upper leather about 
16 per cent higher than they were last summer. 


A Rule of the Trade 


As shown in chart A, the prices of representative 
grades of sole leather per pound and chrome calf per 
square foot are now nearly identical. They have main- 
tained a close correspondence since the closing months 
of 1923. For two years preceding, sole prices were con- 
sistently the higher of the two. The spread then ob- 
taining was more nearly representative of the usual 
relation between these prices than are the present 
levels. Sole and chrome calf prices in the five years 
1909-13 averaged 41.6 and 24.0 cents respectively. 
Compared with these pre-war averages, sole prices are 
now about 25 per cent and chrome calf more than 100 
per cent higher. 

This shift in relative values is due to conditions 
which affect both the domestic and the foreign de- 
mand. Since 1919, sole leather exports have been much 
below the pre-war average, while upper leather exports 
have been comparatively well maintained. It appears, 
too, that the domestic use of substitutes for sole and 


the year.—Editor. 


The banker asa student of industry deals with 
fundamentals, and he bases his investments 
and recommendations for others to invest, 
upon statistical fact rather than trade opinion. 
This all-inclusive survey is the best index of 


Leather Trade on Firm Foundation 


A Comprehensive Analysis of Tanning.and Manufacturing Facts 
Interpreted by the Guaranty Trust Company of New York 


belting leathers is more 
widespread than for uppers. 
It is significant that the pro- 
duction of sole leather in 
this country recently has 
been approximately the same 
as it was twenty years ago, 
notwithstanding the largely 
increased population. 

Some weakening of hide prices has been noted since 
January. In part at least, this may be explained by the 
seasonally lower quality of hides coming on the mar- 
ket. It is possible, however, that the sobering of ex- 
pectations concerning the outlook for the leather 
trades, as for industry in general, is a contributing 
factor. The declining number of cattle on the farms in 
this country—the reduction amounting to 1,578,000, or 
2.4 per cent, last year—is an influence which will tend 
to sustain hide prices. 


Stocks of Hides and Leather 


The liquidation of stocks of hides and leather, es- 
pecially that effected last year, has been the outstand- 
ing factor in the betterment of the statistical position 
of the leather industry. In chart B the trends of stocks 
are shown by months for the last four years. 

The data for the raw material include cattle hides 
and calf, kip, sheep and lamb skins. Of the miscella- 
neous classes not included in this summary, goat and 
kid skins are the most important. Of the total stocks 
reported by tanners, packers, importers and dealers at 
the end of 1924, tanners held about 40 per cent of the 
cattle hides and 70 per cent of the calf and kip skins. 
The ratios of their holdings to the total are variable, 
of course. 

Stocks of hides and skins reached the low mark of 
245,000,000 pounds last August and increased there- 
after. For the year 1924 as a whole, the decline in 
stocks was 30,000,000 pounds, or 10 per cent, as com- 
pared with a reduction of 18 per cent in 1923. Stocks 
in December were equal to less than 60 per cent of 
those reported at the end of 1920. Figures for the first 
two months of this year, currently reported by num- 
ber of hides, show that some classes of stocks have 
continued to accumulate moderately, with others de- 
clining. The number of cattle hides in stock at the end 
of February was 163,000 more than at the end of De- 
cember, but there were corresponding declines of 
92,000 calf and kip skins and 746,000 sheep and lamb 
skins. 


Reduction of Finished Stocks 
Stocks of upper leather have been declining through- 


out most of the period since the spring of 1922, but the 
principal reduction took place in the latter half of 
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1924. In this brief period the decline in stocks 
amounted to 70,000,000 square feet—from 381,000,000 
to 311,000,000—as compared with a net decline of only 
45,000,000 in the preceding three and a half years. If 
hides in process of tanning are added to stocks, the 
reduction in indicated supply last year was 17 per cent. 
The number of hides in process changes less rapidly 
from month to month than does the stock of finished 
leather. They increased moderately from last October 
to January of this year, although finished stocks were 
still declining. 

Practically the entire reduction in stocks of sole and 
belting leather in the four-year period took place in 
1924. The uninterrupted de- 
cline last year brought stocks 
down by 55,000,000 pounds, 
or 30 per cent, while at the 
beginning of the year the 
supplies were actually high- © 
er than at the end of 1920. 
Hides of this class in proc- 
ess of tanning are fewer 
than a year ago. 


Cents 
70 


40 


Leather Production 30 


The reduction of the sur- 
plus stocks has not repre- 
sented a corresponding ex- 
pansion of consumption. It 
has been necessary to curtail 
production. In contrast with ° 937 1922 
the record for 1922 and 1923, 
in each of which years the 
finished leather output increased, production last year 
declined materially. 

The following table shows production of two main 
varieties in the years 1921-1924: 


10 


Sole and 
Belting Leather Upper Leather 
Year Pounds Square Feet 
ae ees 307,884,000 695,832,000 
1922 . ....+.-294,684,000 875,556,000 
a ......828,982,000 936,222,000 
ee ...259,974,000 769,410,000 


It will be noted that the output of sole and belting 
leather last year was less than in 1923 by 69,000,000 
pounds, or 21 per cent. The reduction in upper leather 
output was 167,000,000 square feet, or 18 per cent. 


Consumption of Leather 


The statistics of production and stocks together in- 
dicate, if no account is taken of imports and exports, 
an apparent consumption of 315,000,000 pounds of 
sole and belting leather in 1924, as compared with 319,- 
000,000 pounds in 1923. The apparent consumption of 
upper leather in 1924 was 843,000,000 square feet, 
against 946,000,000 in 1923. The value of exports of 
leather in 1924 exceeded that of imports by $32,- 
000,000. The corresponding figure for for 1923 is 
$26,000,000. The valuation of imports and exports do 
not make possible detailed comparisons on a quantity 
basis. But the combined figures indicate a slightly 


Prices or Hwes anp LEATHER 
(Chrome calf leather in cents per square foot.’ Other prices in 
cents per pound) 





1923 1924 1925 
Chart A 
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lower total consumption of leather last year than in 
1923. 
Shoe Output Declining 


The most important single use of leather is in the 
shoe industry. The output of boots and shoes in the 
United States last year was 313,000,000 pairs, as 
against 351,000,000 in 1923 and 285,000,000 in 1921. 
The most marked decline was in the production of 
men’s shoes. The output of women’s footwear regularly 
exceeds that of men’s. The relatively stout and rugged 
types of men’s shoes are more durable than the lighter 
qualities worn by women. Rapidly changing styles, too, 
greatly affect the trade in 
women’s footwear, inducing 
a larger total consumption 
than would obtain if fash- 
ions were more stable. The 
trade in men’s shoes is af- 
fected in lesser degree by 
similar influences. 

But the output of all 
classes of shoes declined last 
year. In part, it appears, the 
falling off was due to the 
general recession in business 
activity, which was marked 
for several months. Possibly 
to some extent the prevail- 
ing practice of hand-to- 
mouth buying has been re- 
sponsible for the recently 
reduced output; but this is 
probably an over-worked explanation for trade difficul- 
ties, in this as in other branches of business. The 
most significant factor in the comparison with the 
1923 figure is the unprecedented volume of that year’s 
output. 

Exports Decline—Imports Increase 


Exports declined rather sharply last year, while im- 
ports increased greatly. These changes are in line 
with others noted above. As a generalization it may 
be said that this country has recently been exporting 
increased quantities of the raw material to be turned 
into leather and leather products abroad, while ex- 
porting less of finished products than formerly. In 
turn, more finished products are being imported. 

The table below shows for recent years the produc- 
tion of shoes in this country, with exports and im- 
ports. In order that the figures for the last two years 
may be comparable with those for earlier years, cer- 
tain types of slippers, etc., which were not formerly 
differentiated in the import figures have been omitted. 


LEATHER BOOTS AND SHOES 


Production Imports Exports 

Year Pairs Pairs Pairs 

1919 331,224,000 62,000 21,683,000 
1920 iid NEMA Ie 191,000 17,069,000 
1921 285,516,000 191,000 9,019,000 
1922 323,876,000 199,000 5,533,000 
1923 351,114,000 399,000 7,581,000 
1924 813,230,000 587,000 6,464,000 
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Compared with domestic production, or even with 
exports, the imports of footwear are negligible. But 
their rapid growth, in connection with the recent de- 
cline in exports, is suggestive. The value of all manu- 
factures of leather exported last year was $19,835,000 
—of which 78 per cent represented the value of leather 
footwear—as compared with $22,244,000 in 1923. 


Cuba Our Biggest Customer 


Cuba remains our principal foreign market for 
shoes, having received last year 53 per cent of the 
total exports. The quantity shipped to Mexico, the next 
largest consumer of American shoes, was less than 
one-sixth as much as the exports to Cuba. In each of 
these, as well as in others of the more important mar- 
kets, sales have averaged in recent years considerably 
less than before the war. In the five years ended June, 
1914, the annual average of exports was a little more 
than 9,000,000 pairs. In no year since 1920 has this 
average been reached. 

The export of American shoes was rapidly expand- 
ing before the war. And for a time during the period 
of hostilities sales abroad were extraordinarily large. 
Yearly exports reached a maximum in 1919, with dis- 
tress or speculative buying in Europe, when 21,683,- 
000 vairs were shipped. Because the producing capa- 
city of the shoe industry is greatly in excess of the 
requirements of the domestic market, a resumption of 
the growth in foreign business which characterized 
the industry on the eve of the war would be especially 
gratifying. But there is little in the record of the 
year since 1919 to support the expectation that the 
American export trade in shoes can readily regain its 
former volume. 


General Business Conditions 


So much for shoes and leather. How about general 
business conditions? The business summary prepared 
by the United States Department of Commerce, says: 

“Production of manufactured commodities in Feb- 
ruary as measured by the index of 64 commodities, 
based on the 1919 average as 100, stood at 115 as com- 
pared with 121 in January 
and 117 a year ago. When 
account is taken of the dif- 
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ber, boots and shoes, copper, lead, brick cotton goods, 
etc., recorded increases over the previous month. 


Some Increases Noted 


“The index showing the output of raw materials 
declined seasonally to 95 as compared with 120 in 
January and 100 a year ago. Compared with a year 
ago there were increases in the production of copper, 
lead, and zine and in marketings of cattle and calves, 
cotton, eggs, and fish. Declines from February, 1924, 
took place in the production of coal, petroleum, iron 
ore and pulpwood, and in marketings of wool, hogs, 
sheep, grains, and fruits. 

“The index of commodity stocks as adjusted for 
seasonal tendencies, stood at 148 in February as com- 
pared with 154 at the end of January and 135 a year 
ago. All of the main classes of stocks entering into this 
index showed increases over February, 1924, except 
raw foodstuffs, which remained stationary. 


Wholesale Trade Declines 


“Unfilled orders, according to the index of eight 
basic commodities in the iron and steel and building 
material industry, stood at 63 in February which was 
practically unchanged, either from the previous month 
or a year ago. Wholesale trade showed a further de- 
cline in February, standing at 75 as compared with 78 
both in January and a year ago. A decline in wholesale 
trade in groceries and drugs more than offset in- 
creases during the month in sales of hardware, shoes, 
and dry goods. 

“Sales reported by mail-order houses showed a slight 
decline from the previous month but were 9 per cent 
greater than a year ago. Sales reported by the five 
leading ten-cent stores and by chain stores specializing 
in music and in candy were larger than for either the 
previous month or a year ago, while sales of grocery, 
drug, and shoe chains were smaller than for the pre- 
vious month but larger than in February, 1924. De- 
partment store sales stood at a lower level than for 
either the previous month or a year ago, while depart- 
ment store stocks were much higher than for either of 
the periods with which specific comparison was made. 


Prices Hold Firm 
“The price index for all 
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“This chart,” says Mr. Hill, “depicts the changes in the boot and shoe industry 
over a long period of years. It is evident that the value of shoes, or prices, has 
advanced much more rapidly than production through this period. Apparently 
during a period of about 20 years from 1879 to 1899 shoe prices changed but: 
little. During the next ten years a gradual increase was noted but a decided ad- 
vance has occurred since that date, especially from 1914 to the present. The unit 
price obtained by dividing the value of products in 1919 by the production that 
year was $3.49. This compares with $1.19 twenty years previous, or an increase of 
193 per cent. This increase has been brought about by higher material and higher 
labor costs, but mostly the latter. It is interesting to note that over a long period 
of years the line representing salariés and wages advanced much more rapidly 
than did materials production, or even the value of products. This indicates that 
if the industry had not become more efficient by reason of machinery improve- 
ments, shoe prices would be materially higher due to advanced labor costs. Ap- 
parently material costs have kept parallel with the value of products during the 
period under discussion. The B line representing production will probably con- 
tinue gradually upward. The other three lines will tend lower during the next 
few years.” 





| little 


change from January but were 6 per cent higher than 
a year ago, the chief increases from February, 1924, 
being in farm products and food, while clothing, fuel, 
metals, and house-furnishing goods declined. The com- 
mercial index numbers showed decreases as compared 
with January but increased over a year ago. 


Food Prices Slightly Lower 


“Retail food prices, based on 1913 as 100, stood at 
151 in February as compared with 154 for the previous 
month and 147 a year ago. The cost of living index 
based on July, 1914, as 100, stood at 165 in February 
as against 167 in January, and 164 in February, 1924. 
All of the groups making up the cost of living index 
either declined or remained stationary as compared 
with the previous month, but as compared with a year 
ago food and shelter showed increases while clothing 
and fuel showed decreases. 


Employment Shows Improvement 


“Employment conditions in February as shown by 
the index of factory employment, based on the 1923 
monthly average as 100, showed improvement over 
the previous month but were not so good as a year ago. 


The index number for all classes stood at 92 in Feb- 
ruary which compared with 90 for the previous 
month and 97 a year ago. The largest gain over Jan- 
uary was recorded in the nonferrous metal trades, 
smaller increases taking place in all other industries 
except food products and paper and printing. Com- 
pared with a year ago the paper and printing index 
also remained stationary while employment in all other 
groups declined, the largest declines being noted in 
the nonferrous metals, vehicle, and chemical indus- 
tries.” 





Here’s Copy for an Ad 


_ How many times in the last month have you wished 
you had a patent leather pump? How many times has 
that pet corn twinged? How often have you sworn to 
get those shoes? 

Now is the time when we are putting our best mer- 
chandising thought into placing on our men customers’ 
feet the right shoe for the occasion, health, and general 
appearance. 

If a shoe is right to work in how can it be fit to 
play in? That’s the question being solved right now 
for the men of this town. Are you one? 
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Getting a Community “Style” 
Profit 


HE present style value of footwear can be 
made and is being made by capable merchants 
the most profitable feature of shoe retailing. An 
efficient merchant is able to gauge approximately 
the quantity of the latest styles he can dispose of, 
and he must make the necessary effort to present 
them attractively. “Fashion in footwear” is the 
sign which gives a store distinction and which has 
the strongest drawing power. It is true that “nov- 
elty in footwear” has often wrecked a business, 
but that has usually been owing to the merchant’s 
inefficiency. He bought “not wisely but too well,” 
or he had not the courage to ask proper prices. 
Always buy the newest styles, but for your 
store’s sake, buy conservatively. The man who 
buys largely of an untried style deserves to suffer. 
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He is a business gambler and sooner or later will 
meet the gambler’s inevitable fate. Buy new styles 
with care and take care to get a right margin of 
profit on them. Fashionable dressers should be 
made to pay prices commensurate with the deal- 
er’s risks, and consumers who want the latest 
styles are usually willing to pay right prices for 
them. Generally speaking, shoe merchants should 
get 40 per cent (and upwards) gross profit on 
their styleful shoes. Some will say that the mar- 
gin of profit is limited by competition. Un a style- 
ful shoe ignore cutthroat competition entirely. Let 
the other fellow commit suicide if he is fool 
enough to do so, and he must either do that or 
sell inferior merchandise. From legitimate com- 
petition you have nothing to fear if you will get 
together in your associations and regulate busi- 
ness for the best interests of all concerned. The 
shoe retailers’ associations are a great and grow- 
ing power for good. Every shoe merchant should 
be an active, enthusiastic member of a local as- 


sociation and of the National. He should learn 
“to co-operate.” A great example of co-operative 


advertising was achieved for Easter selling by the 
shoe merchants of New Orleans. 

Merchants in Pennsylvania and in Minnesota 
have been using co-operative publicity—in news- 
papers and in windows—for over two years to the 
great benefit of all concerned. The theme of sell- 
ing, once selected, is pushed by all the affiliated 
merchants and soon becomes a public acknowledg- 
ment that “in these stores a standard is set for 
merchandise and service.” 

A series of advertisements appears in this issue 
based on the resolution adopted by the N. S. R. A. 
as follows: “Collective merchandising is the new 
instrument of efficient distribution, and we urge 
merchants in cities and towns to co-operate in sea- 
sonal campaigns and to unite in getting more 
shoes sold right, for by such an effort a union of 
purpose is achieved. 

Our theme is built around summer styles and 
will help a group of merchants to do collectively 
what individually they couldn’t hope tp accom- 
plish, namely, center attention on shoes at a time 
when regular prices should prevail. 





Retail Business Is All Right 


HOES are as staple as bread. Every one of the 
one hundred and thirteen million of our popu- 
lation needs shoes. It will take many thousands 
more pairs of shoes to supply the demand tomor- 
row than it does today, and the demand is increas- 
ing every day at the same rate. 
The retail shoe business is all right. The trouble 
is that some of the retail shoe merchants “are all 
wrong.” These calamity howlers are so only be- 
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cause of their ignorance of changed conditions in 
the shoe business; only because they have not 
kept abreast of the times; only because they are 
inefficient and do not know how to conduct their 
business to a successful issue. 

One of the first things shoe merchants of today 
should realize, and prepare themselves to cope 
with, is that shoes are now subject to the vagaries 
of fashion, just as are most other articles of wear- 
ing apparel. It has not come by reason of the 
efforts of the last makers or shoe manufacturers, 
but because of an inevitable natural development. 
In other countries the same conditions prevail. 
The fact that so many of the latest style ideas are 
importations proves this. It would be out of all 
reason to wish the United States to be behind 
other shoe nations in this matter. We cannot stand 
still in the shoe industry while other lines of busi- 
ness are keeping abreast of the times. The shoe 
merchant should remember that a considerable 
proportion of: his customers demand the latest 
styles and he must govern his business accord- 


ingly. 





Too Short on Sizes 


T is possible to carry a good thing too far. The 
store that makes a scientific chart of sizes 
and discerns that size 12 is bought once to 18 pairs 
of size 8, and then proceeds to throw out that size 
completely may be follow- 
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too small a stock, or one which is not kept sized 
up all the time, is even more fatal than being over- 
stocked. Be ready at all times to supply all reason- 
able demands. Do not buy too close to actual 
mouth, or you are certain to miss any number of 
needs in the course of a year. Buy with discretion, 
but buy sufficient to supply every reasonable 
expectancy. 





Every Difficulty Has Its 
Solution 


HERE was a time when shoe retailing was 
comparatively easy, but that time has passed. 

The man who thinks he can make good in the 
shoe business today without constant study and 
constant effort had better quit. Moreover, the 
study and the effort must be along rightly di- 
rected, practical and scientific lines. The shoe 
merchant of today must be a real merchant. He 
must be a capable, well-informed, hard-working, 
wide-awake business scientist. No line of business 
calls for higher merchandising powers than does 
shoe retailing. Shoe retailing is not for the lazy 
man, it is not for the incompetent, but for the 
busy student of conditions, for the constant ob- 
server, for men who have business appetites 
which are never satisfied unless they are con-- 
stantly procuring and assimilating the latest and 

best merchandising food. 
The man who does not 








ing the best principles of 





stock control — but what 
about every nineteenth 
customer ? Is a short stock 
always the best way to a 
profit? Is a full suit of 
sizes worth anything? 

Is it a good feature of 
service to be able to sup- 
ply your customer’s 
needs? This means that 
your stock must be sized 
up continually. Every 
time you allow a customer 
to leave your store with- 
out the goods, he will 
probably go elsewhere for 
them and you thereby give 
your competitor a chance 
to secure his permanent 
trade. There is a_ ten- 
dency nowadays to try and 
do business on an inade- 
quate stock. Many mer- 
chants are relying too 
much upon the in-stock 
departments of the houses 
they deal with. To carry 





Warning 

The BOOT AND SHOE RECORDER 
has no representatives calling on its sub- 
scribers for the purpose of securing the 
renewal of their subscription. Any man 
who asks you for the renewal of your sub- 
scription does so without authority from 
us. In paying such a man you are simply 
out the money paid him. 


Complaints have come to us of the oper- 
ation of several men calling on our sub- 
scribers and soliciting the renewal of their 
subscriptions. PAY NO MONEY TO ANY- 
ONE CALLING UPON YOU FOR THE 
RENEWAL OF YOUR SUBSCRIPTION. 


Stores in Ohio are especially warned 
concerning the operations of one H. F. 
Bradley, weight about 180 pounds, about 
6 feet tall and dark complexioned, claim- 
ing to represent Compton Brothers or the 
Standard Magazine Company of Findlay, 
Ohio. 


The BOOT AND SHOE RECORDER has 
several field representatives calling on the 
trade and discussing business conditions, 
but none of these representatives has any 
authority to collect for the renewal of any 
subscription. 








wish to work at his busi- 
ness, who does not care 
to live, first, foremost 
and nearly all the time for 
it, will never attain any 
measure of success worth 
speaking of. At the same 
time business rightly 
handled is so fascinating 
that it quickly becomes a 
man’s greatest pleasure 
and the effort it demands 
of him will not be slavery, 
but zest and interest. 

To “Get More Shoes 
Sold Right” you must be 
men of untiring energy. 
You must not sit in the 
store and deplore condi- 
tions; you must be up and 
doing; for the conquering 
of difficulties is the only 
road to success and there 
are no difficulties in the 
retail shoe business which 
capable men cannot over- 
come. , 
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THIS WEEK Pe | 
Financing the ‘ 
Store 1 -Pyr [2 


IRST, let it be said that a clean 

reputation in financing any busi- 

ness can be considered, and is, 
looked upon as seventy-five per cent of 
one’s assets. A person of good habits 
with a record for punctuality, one who 
has always discharged his obligations 
without dispute, who gives close atten- 
tion to the affairs of business and with 
good training in his line, can get more 
credit with small capital than a person 
with larger capital who does not meas- 
ure up. 

In the first article of this series it 
was shown that many details go into the proper train- 
ing of one who proposes successfully to operate a retail 
shoe store. Assuming that one has attained proper 
training, it is not difficult for him with his knowledge, 
to select a store location and lines of shoes in keeping 
with the type of business to be conducted. 


Average Store Requires $10,000 


An average-sized shoe store can be operated on a 
capital of $10,000 and this figure will be used as a 
basis to explain how such businesses can be financed. 
Many persons have started in business with smaller 
capital, and references to such cases will also be made. 
There are also ways of starting with a $10,000 capital- 
ization when a person only has part of this sum avail- 
able. Far-sighted men who have made real estate or 
insurance investments, can easily borrow on their 
equities. Bankers will lend to a person of good reputa- 
tion $2,500 if the applicant has $7,500 in cash and 
other good prospects for success. Manufacturers have 
been known to lend reasonable sums of money at a fair 
interest rate if their lines are to be carried extensively. 

Definite cash capitalization should be established 
so that discounts can be taken, and a reputation for 
prompt payment according to terms established from 
the beginning and maintained. 


Making Out Financial Statement 


A beginner in business will first of all be required 
to submit a financial statement in order to establish 
credit with his manufacturer and banking connection, 
and this statement should contain information of the 


This article, the second of 
a series, with others to fol- 
low, deals with the financ- 
ing of an average-sized re- 
tail shoe store. The amount 
of capital one has in estab- 
lishing a new business va- 
ries; likewise banking con- 
ditions and liberality of 
manufacturers and whole- 
salers in extending credit. 
But ways to greater ac- 
complishment with mini- 
mum capital will be dem- 
onstrated in this article. 
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following nature: Name, address, age, 
nationality, married or single, number 
of children, if any, previous business 
connections with details, name location 
and capacity of employment. To this 
should be added, names and addresses 
of responsible business people who can 
give personal references as to your past 
record and history—not relatives, but 
bankers, manufacturers, clergymen, 
and others of this type. Next, refer- 
ences should be made to any personal 
property owned such as home, other 
real estate and income therefrom, au- 
tomobile, life insurance (name com- 
pany, to whom payable, etc.), any encumbrance on per- 
sonal property should be referred to; the occupation 
of applicant’s parents and standing in the community 
in which they live, responsibility, etc., is also of in- 
terest on a financial statement. If‘ previously engaged 
in other business, an outline of same should be given 
in detail. Include any reference to financial difficulty 
with an explanation and reference to any losses by 
fire. Next the amount of cash available should be men- 
tioned and the purpose of the applicant stated. Where 
he proposes to go into business, the type of people he 
plans to cater to, the annual volume of business he 
plans to do and the details of expense, such as rent, 
light, heat, transportation, fixtures, advertising, help 
and proprietor’s salary. The statement should be dated 
and signed, and distributed voluntarily or when called 
for, to reliable reporting mercantile agencies, inter- 
ested manufacturers, and your banker. A statement 
made out after this outline, will show sincerity and a 
definite purpose. No misrepresentation must be made 
or serious trouble can result in such cases to the per- 
son applying for credit. 


How Much for Fixtures 


With $10,000 available, some $2,500 or so may have 
to be spent in fixtures. A good store front is often 
provided by the landlord or the tenant may have to 
improve same to his liking. Good show windows with 
plenty of lighting are of great importance. Next the 
fitting of shelving, chairs, carpets, office, safe, etc., 
must come in for their share of attention. 

A $15,000 initial stock can be purchased with safety, 











1925 





May 9,1925 


with the remaining $7,500. In the beginning it is not 
advisable to buy heavily of any one type so that it is 
possible to ascertain the kind of merchandise suitable 
for the store’s location. Extreme sizes should be at 
first avoided until it is known if you have use for ex- 
treme large or small sizes, narrow or wide widths. Ex- 
clusiveness of selection and taste should show in the 
result of buying. Merchandise well bought and profit- 
ably marked will turn with sufficient speed so that 
obligations as outlined above can be met. 


Frequent Stock Checking Important 


Semi-monthly, or even weekly, checking of stock is 
of great importance. Composites of sizes taken, other 
composites should be made of leathers, lasts, heels, etc., 
so one can tell that part of stock which is well balanced, 
selling well or needs pushing. See where the range of 
sizes has weakened, compare quantity on hand in every 
conceivable way and if a similar check of sales has been 
kept you can readily deter- 
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course, some dealers will elect to take a thirty-five per 
cent profit on selling price and perhaps his location is 
such that operating expenses are lower than twenty- 
eight per cent, but these figures are taken as an exam- 
ple and must be applied to circumstances. 


A $50,000 retail volume with forty per cent gross 
profits and a $15,000 inventory at the end of the year 
means purchases of $45,000 for the year of twelve 
months or $22,500 for each season of six months. To 
these figures can be’ applied the rule of sixty per cent 
advance buying in departments where it is possible 
to do so. 


How To Budget Expense 


Expenses and buying must be regulated or they will 
get beyond control, like a runaway horse with the 
usual result of a “wreck.” Expenses should be budgeted 
in advance. A definite amount set aside for advertising, 
selling cost, salaries, etc., and then strictly adhered to. 

If any one item of impor- 


mine when ang where __x_———EEEE————————L_—_=>=|1"I~_—rEEEE tance starts exceeding the 


ther buying is necessary. 
Keep stock in balance and 
shoes coming with regular- 
ity in keeping with the vol- 
ume of business done except 
at the approach of inventory 
when preparations should be 
made thirty or sixty days in 
advance for the lowering of 


stock to a $12,000 or $15,- featured. 





figure and work towards 

that amount. Also set a peak figure on the amount of 
stock to be carried during the opening of each season 
and maintain same until the middle of the active sea- 
son when plans towards inventory should be laid. A 
complete careful inventory should be taken every six 
months, preferably January 1 and July 1. Sixty per 
cent men’s and children’s shoes can safely be bought 
in advance of the season, leaving forty per cent for 
re-buying of sizes or styles that prove most active and 
further adoption of new shoes that come to your atten- 
tion or are found necessary during the sedson. With 
the present style situation one cannot buy their ladies’ 
requirements in any definite quantity in advance. It 
will be found necessary to buy continually and be 
exceedingly careful in the selection of colors and styles. 


Working Up to a $50,000 Business 


With proper buying, merchandising and handling 
on amount of capital stated, a $50,000 annual business 
can be done, with a surplus of something like $6,000 
established for the first year. The first $7,500 cash 
investment in stock should bring a gross return of 
$12,500, which is on a basis of forty per cent profit on 
selling price. Proper application of details as pre- 
viously outlined, should result in a four time turn-over 
of the initial capital, which would mean $50,000 sales 
and $20,000 gross profit. Expenses we will say, total 
twenty-eight per cent of sales or $14,000, including 
proprietor’s salary, will leave the sunplus named. Of 


You Will Want To Read These 


Other articles will follow in the RE- 
CORDER’S “The Birth of a Retail Shoe 
Store” series. Location and Opening, In- 
terior Planning, Planning Windows and 
Trimming, Store Service, Advertising, 
Buying, Selling, Regulation of Sizes and 
Styles, Store Atmosphere, Personality 
and Complaints, are other subjects to be 


budget, you must investigate 
and stop the excessive ex- 
penditure unless the volume 
of business is exceeding the 
anticipation on which budget 
was prepared. 

Economies must be exer- 
cised until the volume of busi- 
ness is known. The proprie- 
tor should have a personal 
hand in all details until 
they can be left to subor- 
dinates. The cashiering, books, typing, and hosiery 
selling can at first be combined into one job. Carefully 
planned systems should be installed for the checking 
of costs, profits, and sales. A perpetual inventory of 
pairs and dollars should be kept so that the condition 
of the stock is known daily. This is easily done by 
adding incoming invoices and subtracting daily sales 
at cost and will prove worth while. A similar record of 
obligations can be kept. 


What Books Are Necessary 


A complete set of books is of great importance. Gone 
is the merchant who kept a money box, one spindle 
for bills and another for charges with no other record 
of detail. He never knew what it cost him to do busi- 
ness, and if he did, he based the percentage of expenses 
on the volume of sales and figured percentage of profit 
on the cost price, a comparative method that never 
worked. The merchant of today has learned to base all 
his percentages on sales so he has an equal basis for 
comparison of expenses and profits. 

New financial statements like the initial statement 
given to reporting agencies, interested manufacturers, 
and your banker, should be distributed without solici- 
tation, at every inventory period and if you are making 
progress and paying bills promptly, you will have the 
unlimited support of those you have chosen to deal 
with. It must be advised that you confine yourself to as 
few lines of merchandise as possible. It should not be 

(Continued on page 57) 
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Read in next week’s, May 16, issue of the 
BooT AND SHOE RECORDER all about this gen- 
tleman—who he is—and what he has done. 
We'll tell you now that he took over the man- 
agement of a good old family type shoe store 
just a year ago this month and by innovations 
built around devotion to the old-fashioned 
ideas of service, and building to an ideal, 
brought the business to over a million dollars. 
It is a sincere, fascinating account of his 
methods and systems that every retail shoe 
merchant and salesman will benefit by reading. 
So, next week you’ll know his name and the 
whole story. Illustrated. 


oe 2 = 


The Origin of the Size-Stick 

A thorough explanation of the familiar 
measuring device of the retail shoe store. How 
did we come to have thirteen shoe sizes and 
then begin all over again at a particular point 
to repeat the numbers? 

What is a barleycorn? 

Did you know that a monk invented the size 
stick? 

A most interesting article indeed. 


* ” * 


The Girl in White 
A four-page feature article of great prac- 
tical value to every retail shoe merchant who 
wants information and help in making profit 


In Next Week’s Issue of the Recorder 





in July and August, with smart seasonable 
footwear. Illustrated with a view of a hand- 
some R. H. Macy window. 





* * 


Harmony of Shoes and Costume 
ry 


Two-page spread crowded with the very 
latest on shoe style in relation to costume de- 
sign, color and material. Footwear has a con- 
spicuous place in the feminine ensemble as 
never before. An authoritative presentation of 
just the needed information to guide the 
buyer aright. 


* 








* * * 


Scratch-proof Leather 
Read about this late variation in golf shoe 
leather, typical of the style set by H. R. H. the 
Prince of Wales. What this leather is, how it 


is made. 
* * * 


The heaviest shoes in the world—women 
who wear men’s clothes—a radio set built in a 
shoe—something about Arthur B. Butman— 
AND six of the prettiest pairs of . . . ahem, 
nether appendages, selected by a Prince: all 
these in next week’s issue of the BOOT AND 


SHOE RECORDER. 
* * * 


The Ladder Club 
June program for Ladder Club meetings and 
news of the various club aetivities. 


* * 


The Retail Shoe Salesman 
Regular four-page monthly department de- 
voted to the retail shoe salesfolks. Brimful of 
practical, helpful material for the front-line 
folks. 


-. a, @ 


All the trade news, views, trends and data 


up to press time. 
co *- * 


May 16 will be an exceptional issue. 


May 9, 1925 
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Mueller Sees to It That Everyone Knows 
Him—Then ‘‘Cashes In’’ 


Here’s a Dozen Ways of Doing It 


postcard in your morning mail which read 

“Just what is your hobby?” with no name 
signed to it? Then at intervals of a few days apart, 
to receive similar cards with the questions “Do you 
find time for golf?” “How about going fishing?” “Did 
you see yesterday’s ball game?” Then after the curi- 
osity had been aroused, with men about town asking 
each other what it was all about, along came the last 
postal saying, “We all have a hobby. Mine is selling 
shoes.” Signed “Carl.” 

When the men of Austin, Texas, get a postal or 
letter signed “Carl” they know that it comes from Carl 
H. Mueller, for Carl belongs to everything and goes 
everywhere. 


OW would it strike you to receive a hand-written 


Really Interested In Civic Affairs 


It is Mr. Mueller’s belief that merchants should in- 
terest themselves in local affairs more, consequently 
he thinks nothing of driving twenty-five miles or more 
to attend school, farm or social gatherings. If there 
are to be children there, his pockets are loaded with 
some kind of advertising souvenirs. Kids come to 
recognize him as a sort of an everyday, personal Santa 
Claus. What Mueller can do at a country school picnic, 
in the way of creating good will, is marvelous. His 
understanding and friendliness is such that he is able 
to mix in any crowd, and be one of them. Personal 
contact, to his way of thinking, is far more valuable 
than cold type advertising. 


pert fitter, it gives the customers confidence that they 
will be well taken care of at all times. Then, too, it 
encourages the salesman to do a bit better. 

April and May are the two best months for selling 
double-headers, for then both men and women are in 
the market for an extra pair of white or sport shoes. 
The best plan is to sell the regular shoes first, then to 
show the whites next, says Mr. Mueller. Selling the 
extra pair is mostly a matter of training and team- 
work on the part of the management with the sales- 
force. Sales of slow-moving lines are speeded up by 
instructions from Mr. Mueller that every customer be 
shown one of these shoes, whether that particular type 
is asked for or not. A fifty-cent P. M. helps to keep 
the instructions in mind. 





Originality in Collective Advertising 
(Continued from page 43) 
A Man’s Shoe 
a regular Dr. Jekyll and Mr. Hyde 

This is a defense of the much abused shoe. 

The hat, the collar, the shirt, the suit have won their 
case in court. They have won on every count. Their 
hours have been shortened for each day; they are not 
kept in service beyond their usefulness; they are not 
kept on out of season. They are aristocrats. 

The shoe hasn’t had his day in court even. Nobody 
thinks it worth while to review the evidence in his 
favor. He remains in the 
“dirt” so to speak. with 





Personal Letters Play 


everyone walking on him 
willy nilly. 





Big Role 


Personal letters play a 
most important part in the 
advertising program. You 
see this is a sort of a “per- 
sonal” store. His letters are 
all well written, on good 
quality paper. Care is taken 
that when the names are 
filled in, that they are of the 
same type as the body of the 
letter. 


Turns Friends Over to 
Salesmen 


When friends come in to 
buy shoes, expecting the boss 
to wait on them, Mr. Muel- 
ler has found it advisable to 
have one of his salesmen do 
the actual fitting. The rea- 
son being, that as the sales- 
man is introduced as an ex- 





A Sample of Mueller Advertising 


Mrs. W. R. Hudson, 
1200 Lavaca St., 
Austin, Tex. - 


Dear Mrs. Hudson: 

For a shoe that will give SERVICE in the 
form of long, hard wear, against odds, Mrs. 
Hudson, come to us. 

GooD MATERIALS AND GOOD WORKMAN- 
SHIP, make the good looking shoe. It is not 
surprising then, that ours are recognized 
by discriminating people as the “real thing” 
in shoes. 

It is more important to buy the best in 
shoes, than in any other article of wearing 
apparel. Durability counts for so much— 
one doesn’t throw away SHOES before they 
are worn out. 

But after all “seeing is believing.”” Come 
in and see for yourself. 


Cordially yours, 
CARL H. MUELLER. 








And that’s why this adver- 
tisement is written. 

The shoe stores of this 
town have picked out their 
best for the men and they 
ask the men of the town 
to take a bit of time to re- 
view the evidence gathered 
against— 

The wearing of the same 
shoe every day— 

The wearing of tan shoes 
to select affairs— 

The use of winter shoes in 
summer— 

The determination to keep 
a shoe in service long after 
it has ceased to be an article 
of protection— 

Better let any of the stores 
whose names appear here 
take up the case for you. 
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LTHOUGH compari- 
A on are said to be 
odious, they are, ne- 
vertheless, at times interest- 
ing. In the hope that a com- 
parison of shoe advertising 
of twenty years ago with 
that of today may be of some 
interest, such a comparison 
is presented. 

The facts which follow 
are based upon a study of 
men’s shoe advertising in a 
national weekly during the 
first half of 1905 and the 
first quarter of 1925; it is 
believed that this basis is a 





Progress Made in Shoe Advertising 


Survey Shows Practice of Better Merchandising Principles 


By ALBERT W. FREY 
Instructor in Marketing 


Amos Tuck School, Dartmouth College 
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ment that carried this last 
statement another advertise- 
ment for a well known foot 
ease. In another instance, an 
advertisement stressing the 
health and comfort features 
of a certain brand of shoes 
was placed just above an ad- 
vertisement for a _ device 
which gave great relief to 
aching feet.) 

The second noticeable 
change over the twenty 
years has been the decrease 
in the amount of text in 
the advertisements or, con- 
versely, the increase in the 





sufficiently good one to give 
a representative picture of 
the shoe advertising of these 
two periods. In 1905, over 
the six months considered, 
there were sixteen different 
brands of shoes advertised 
and a total of seventy-nine 





amount of space devoted to 
the illustration. Whereas the 
average advertisement in 
1905 was made up of 70 per 
cent text or copy and 30 per 
cent illustration, the aver- 
age today runs 45 per cent 
for text and 55 per cent for 


advertisements. During the pe average advertisement in 1905 ‘aeatine up of illustration. 


first quarter of 1925, there 79 percent text and 30 per cent illustration, Mr. Frey 
were fifteen different brands has discovered. Today, however, the average runs 
advertised and a total of 45 percent for text and 55 per cent for illustration. 


forty advertisements. 


Less “Knocking” of Competition 


In reading the advertisements for the earlier period, 
one is at once struck with the fact that shoe adver- 
tising, like most advertising, is on a much higher 
ethical plane today than formerly. Exaggeration was 
the rule in 1905 rather than the exception; knocking 
of competition was quite the thing. Some examples 
taken from this early advertising bring out this point: 

“The public is familiar with the tricks of shoe- 
making that were exposed in 90 per cent of all $3.50 
shoes except the——.” 

“No other shoe sold at $3.50 and precious few sold 
at $5 and $6 approach the——in material and work- 
manship.” 

“Better than other makes at any price.” 

“No matter how high a price you pay, you can’t get 
better leather, better workmanship and style than you 
get in——for $5.00.” 

“In total disregard of the true curves of the human 
foot, every shoe, except the——, is made with an al- 
most flat and rigid sole.” 

“Most comfortable shoe ever built.” 

(Note: It is humorous to find under the advertise- 





Larger Space Now Used 


It should not be inferred 
that this change is neces- 
sarily a permanent one, since several factors could en- 
ter to make effective a swing back to more argumenta- 
tive, textual copy. 

A third difference is one that is general for adver- 
tising of most products, namely, a decided increase in 
the size of the space used. Reduced to a basis of column 
inches, the average 1905 shoe advertisement measured 
7.6 while the average for 1925 was 16.5, an increase 
of over 100 per cent. The 1905 figures include two back 


’ covers. 


Fourthly, we find an increase in the number of ad- 
vertisements using illustrations from 68 per cent to 
100 per cent. Evidently the illustration is of great im- 
portance. The situation for the two years has been: 


Advertisements with illustrations 1905 1925 
SRE lawmacii.3... wars 68% 100% 
Illustrations showing: 
Shoes alone ............ veceeeeee 46% YING 
RE cs 17, oc) ocemnsepsaqnanapecehan en 21%2% 


SUI e-pinersicsthectrstinsbtsciansingeoanteabanchen 4% 1% 


(In the present year, four advertisements, or 1 per 
cent, included pictures both of the “shoes alone” and 
of the “entire person.’’) (Continued on page 56) 
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Lobby show cases in the new Alfred J. Ruby store in the Edgewater 
Beach Hotel, Chicago. 


Ruby Aims to Get the Summer Trade 
by Going Where It Is 


UT on the exclusive north 

QO side of Chicago—at the 

Edgewater Beach Hotel—the 

painters and decorators have finally 

completed the last touches on what 

promises to be one of the most at- 

‘ tractive footwear salons in the 

country—the new Alfred J. Ruby, 

Inc., store. 

Probably there are few stores as 

D. F. CALAHAN well appointed—it is doubtful if 

Manager of new Ruby there will ever be any better ap- 

= pointed ones—and yet carrying the 

same air of dignified and dainty simplicity—such a 

harmony of environment that has been accomplished in 
this newest of the Chicago shoe stores. 

It is typically “Ruby” in its quiet air of elegance— 

it is typically “Ruby” in the unusual methods used to 
create an air of exclusive distinction. 





Concealed Illumination 


On the street side—and the side facing the lobby of 
the hotel—three beautiful individual glass display 
cases have been placed—lighted with concealed illumi- 
nation that sheds a soft light on the footwear beneath 
—something entirely new in window presentation of 
footwear and designed exclusively for the Ruby store. 

The store is not large and yet the arrangement of 
the interior has given it an appearance of spaciousness 
that is deceiving to the first observer. The interior 
color scheme is gray, and black and the twenty-four 


chairs have gray and black tapestry backs with black 
leather seats. 


Cartons Carry Out General Color Scheme 


The shoes are neatly racked in gray boxes along the 
walls and the monotony of the shoe boxes is broken by 
floor-to-ceiling glass cases where smart styles are on 
display. 

Particular attention, of course, has been given to 
footwear for women and children that ordinarily is 
demanded in an exclusive summer resort hotel, but 
the out of the hotel trade is not forgotten. An attrac- 
tive hosiery section is located at the right of the en- 
trance from the street and is the new type of visible 
stock arrangement. 

D. F. Calahan, who has been associated with Mr. 
Ruby for many years, will be the manager of the new 
store and under him, in charge of the children’s shoes, 
will be H. E. Mayer, formerly of the downtown store. 
Miss Margaret Burke will have charge of the hosiery 
department. 

Advertising Carefully Planned 


The opening of the store was made known through 
the medium of announcement cards, well illustrated, 
and mailed to a selected list of customers and pros- 
pects. 

The Ruby advertising has always been distinctive 
and carefuly planned to arouse the interest of the 
class to which he caters. A sample of one of his mailing 
pieces is reproduced on a page of this issue to illus- 
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Interior view of new Ruby store in Chicago. 


trate the changes which have come about in retail shoe 
advertising over a period of several years. There is 
more illustration than copy—the pictures are made to 
tell the story convincingly and well. 


Progress Made in Shoe Advertising 
(Continued from page 54) 

In the matter of mentioning price in the copy, there 
has been a slight change. Ninety-six per cent of the 
1905 advertisements mentioned price and 82% per 
cent of those in the 1925 issues included it. The fact 
is that practically every advertiser uses price; 

The findings as to appeal used in the examples ob- 
served show that in this respect, the advertising is 
about the same for both periods. But this word of cau- 
tion is necessary, namely, that another person check- 
ing these samples might secure somewhat different re- 
sults due to a different interpretation of the appeal. 
For instance, “fit,” “health” and “comfort” may mean 
practically the same thing as they are used in copy. 
So with “materials,” “quality” and “style.” In the 
present interpretation, those factors which seem to 
the writer to be most stressed were checked. Some copy 
made one appeal, some several. For this reason, total 


checks are given, not percentages. The comparison 
follows: 
1905 1925 
Style : 29 26 
Comfort ..... 34 20 
Wear (ae 15 
Health ‘ 26 
Material 5 
Workmanship . 4 
Price 10 
Reputation 5 
Quality 2 
as 6 

In summary, then, we may note the following 
changes in shoe advertising during the last twenty 
years: 

1. It has attained a much higher ethical plane, as far 
as telling the truth and knocking competitors is con- 
cerned. 

2. The relative space importance of illustration and 
copy has been reversed, making the former more im- 
portant and the latter less so. 

3. The size of space used has increased greatly. 

4. There is an increase in the use of illustrations. 

5. Price is mentioned slightlysless. 
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Southeastern Association Convention 
June 8, 9 and 10 


Charleston, S. C.—A style show with 25 models, dis- 
cussions of great interest to retail shoe merchants and 
many entertainments will be features of the fifth an- 
nual convention of the Southeastern Retail Shoe 
Dealers’ Association to be held at Savannah, June 8-10. 

Dne to a splendid convention organization built up 
by Moses Smith, of Savannah, president of the as- 
sociation, committees had the work well in hand two 
months before the meeting. 

Many phases of the retail merchants’ problem will 
be discussed by the best speakers obtainable. Arthur 
Levy, chairman of the speakers’ committee, is receiv- 
ing acceptances. He announces that W. S. Byck, of At- 
lanta, father of the Southeastern Association, will be 
a speaker. 

The style show to be presented by 25 models prom- 
ises to make a garden of beauty. No expense is to be 
spared in the showing of the latest the market affords 
in footwear. A. S. Sternshine heads the style show 
committee. 

An elaborate entertainment is being provided. There 
will be a shore dinner at Tybee, reached over the $1,- 
000,000 highway from Savannah. Ocean bathing and 
many other forms of recreation made possible by Sa- 
vannah being a port city will be offered the visitors. 
The Savannah Hotel is headquarters for the South- 
eastern meeting. Guy S. Lavender is chairman of the 

hotel reservations 
committee. 

A tentative pro- 
gram has. been 
announced. The 
convention will 
hold its business 
session at the Ho- 
tel Savannah. The 
style revues will 
be at the Hotel 
De Soto. Other 

‘ hotels in- Savan- 
nah include the 
John Wesley Ho- 
tel and the Hicks 
Hotel. 

The _ business 
session of the 
first day will be 
opened with an 
address of wel- 
come by Mayor 
R. M. Hull of Sa- 
vannah. On ‘the 

afternoon of the first day of the convention all attend- 

ing the shoe convention will enjoy an automobile ride 
through some of the most beautiful residential dis- 
tricts and suburbs in the country. 

The open forums will be led by prominent members 
of the organization and distinguished visitors. 

Chairman Byck announces that all sessions will be 

















MOSES SMITH 


President of the S. E. Association. 
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held in the morning hours, the afternoons and eve- 
nings being given over to entertainment. 

Arthur Sternshine, of Savannah, chariman of the 
style revue committee, is making great progress. Mon- 
day night’s revue will feature evening and dress shoes, 
and that of Wednesday evening will be devoted to 
shoes of the sport and dressy street types. 

Tuesday afternoon delegates will sail on the Clive- 
den of the Beaufort-Savannah Line for a water trip to 
U. S. Marine Barracks at Parris Island, S. C. 

The closing day of the convention will have two 
very interesting events in addition the usual business 
session in the morning. In the afternoon, delegates will 
ride through the Victory Drive on the automobile road 
recently completed to Tybee Island, a distance of more 
than twenty miles. At the beach there will be fishing, 
surf bathing and other water sports. 

Special provision has been made for golf players 
and they are urged to bring their equipment in order 
that they may enjoy this sport on one of the best links 
in the South. 

Up to the present time more than seventy-five res- 
ervations have been made. The hotel accommodations 
of Savannah are ample. Applications for accommoda- 
tions are handled with dispatch by the committee hav- 
ing that feature of the convention in charge. 





George A. Creighton Dead 

Lynn, Mass., May 4—George A. Creighton, 80 years 
of age, a retired shoe manufacturer, died May 3 at his 
home, 261 Ocean street. Mr. Creighton was the father 
of Albert M. Creighton of this city, head of the shoe 
manufacturing concern bearing his name. 

George A. Creighton retired in 1907. He had been 
a member of several firms, including Baker & Creigh- 
ton, which was later succeeded by Creighton Brothers 
and then by George A. Creighton & Son. He was a 
native of Warren, Maine, the son of George Y. and 
Keziah Creighton. Mr. Creighton was a charter di- 
rector of the Lynn Safe Deposit & Trust Company; a 
member of the Oxford and Park clubs and Odd Fel- 
lows. 

Besides Albert M. Creighton, he is survived by a 
widow, Ella H.; two daughters, Bessy E. Creighton 
and Mrs. Robert W. Armstrong, of Winchester and 
eight grandchildren. 

Funeral services were held at the Washington 
Street Baptist Church, Lynn, Monday afternoon at 3 
P. M. The shoe trade was represented by many friends 
and former business associates of Mr. Creighton. 


The Birth of a Retail Shoe Store 
(Continued from page 51) 

necessary for the average store to buy men’s shoes 
from more than two or three manufacturers or whole- 
salers. Children’s can easily be covered in two lines, 
and ladies’ from three to six sources. At no time should 
the average retailer doing $50,000 business have more 
than a dozen accounts of any consequence. Spreading 
purchases over too much territory means a stock of 
odds and ends eventually and is bad for financial rea- 
sons. (Next Week—Store Location) 
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Men’s Patterns Selected for Last 
Eastern States 


The following six pages are comprised of individual reports of retail shoe 
merchants concerning their anticipations on what will be good in men’s 
styles for siz months, commencing in July. The reports were presented be- 
fore the recent Joint Styles Conference in New York City. 





SHOES FOR GENERAL WEAR SHOES FOR INFORMAL EVENING WEAR 





Heels Colors Leathers Patterns Lasts Heels Leathers 





A. H. HOWE & SONS Calf 
7/8, 8/8 ight Tan Kid Oxfords Squ 8/8 to 9/8 
Boston, Mass. B , Brown Grain 3 Eyelet Ties 
Leathers 





Medium and| Norwegian Norw 


SULLIVAN CO. 
90% Oxfords - Tans Scotch rain 
Providence, R. I. 10% Boots | Broad T lack Heavy Calf Heavy Claf 





NOLIN BROS. Calf 
Nut Brown Kid Medium Full 
Black 


St. Johnsbury, Vt. Kangaroo 





J. L. PATTON ; 
Wide Square Light Tan | Notweeiam Iai. cx Oxfords 


Schenectady, N. Y. 








Light and Black Calf 
Medium Tans| Tan Calf Black Kid 
Black Boarded Cal 





WILLIAM F. TOHER 
CONNIFF & TOHER Oxfords 8/8 
Oneida, N. Y. 





me he 





Light Tan Calf 
Medium Tan lier 6/8, 7/8 


D. J. BURKE 
Oxfords Kid 
Black Scotch Grain 


Rochester, N. Y. 





Medium Scotch 
Oxfords Broad Ties Light Tan Grains 
lack = 

a 


ARTHUR BURT 
Washington, D. C. 





WOLF & REYNOLDS, INC. f to 5 eyelet rogu Light Tan 
rrr Southern Ties 7/8 Rubber | Sable Brown 

Johnstown, Penn. Moderately | N Black 
Light-weight 








Medium 
JAMES M. KELLY ee Medium a6 io Gun Metal 
Brogue Patent 


North Adams, Mass. an 
Few Black 











E. B. WARD Medium | French a . 
MORSE, HAYNES CO. Round Brogues for e and 8/8| Light Tan 
Springfield, Mass. Toes | Young Men ide Heels rown 





M. F. MURRAY Mostly Conservative cairn Ligheweight 
Wilkes Barre, Pa. Oxfords Custom Grains xfords 








Oxfords 
Blucher 
Ww. C. GOODWIN Oxfords Full Toe Medium Round Toe 
High Shoes Lasts Light Tan 


Fitchburg, Mass. for 
Older Men 








Calf in 


Oxfords and Grain 
Finishes 


FRED A. MOORE 
Exeter, N. H. 








J. C. AMEY Kid 
Amey & Reed Calf 
St. Johnsbury, Vt. 





GEORGE E. PEIRCE edi 2 
id No change Grains and 
Providence, R. I. Brown Calfs 
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Eastern States 


Representative merchants in every section of the country were asked to 
send in their men’s style nominations—the result being a thorough geo- 
graphical survey allowing one to compare sectional style tendencies. Mer- 
chants sending in these reports were requested to adhere to them as a measure 
for promoting style stability. 
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Six-Month Selling Period of 1925 





SHOES FOR FORMAL DRESS WEAR 


SHOES FOR GENERAL SPORT WEAR 
























































Patterns | Lasts Heels Leathers | Patterns Lasts Heels Soles Colors Materials 
Oxfords Oxfords Light Tans Calf A. H. HOWE & SONS 
—_ Square | 7/8 to 8/8 Patent Plain Toe Square Spring Crepe Gray Grains 
Plain Toes} Round Gun Metal or Tip Round 7/8 Composition} Combina- Horse Boston, Mass. 
tions 
Oxfords Broad ye Tans Scotch Grain SULLIVAN CO. 
++ 3 and Broad Low Oxfords Broad Low Lea Combina- Calf 
Plain Toe | Medium Composition tions White Buck Providence, R. I. 
NOLIN BROS. 
Oxfords Medium [|7/8Leather| Patent |Short Vamp Crepe Nut Brown Calf 
Cloth Tops Toe High Boots Composition| Light Tan Elk St. Johnsbury, Vt. 
High J. L. PATTON 
Oxfords Medium Leather Polished Oxfords |'Wide Round} Rubber Crepe Light Tans Schenectady, N. Y. 
r 
Gore and | Medium Lace and Medium WILLIAM F. TOHER 
Lace Round 6/8 Patent Blucher |Round and Low Crepe Tan, Smoke Calf CONNIFF & TOHER 
Oxfords Plain Dull Calf Oxfords Square Composition} Combina- Elk Oneida, N. Y. 
tions 
Moccasin Med. Tan Calf D. J. BURKE 
Oxfords Evening [7/8 Leather Patent Oxfords Full Wedge Cre Smoke Elk 
Pumps Last Blucher Low Leather Brown Grain Rochester, N. Y. 
High Shoes 
Medium 
Tan—Tan Calf ARTHUR BURT 
Oxfords Full Medium Patent Oxfords Broad Low Leather and White Elk 
Pumps Dull Calf Spring Crepe Black and Buck Washington, D. C. 
White Canvas 
, ight and Boarded 
Plain Toe Oxfords |Comfortable odiam Stocks WOLF & REYNOLDS, INC. 
Bal Medium |7/8Leather| Dull Calf | with Few Brogue 7/8 Crepe Tans Few Pigskin 
Gore Round Patent |Perforations Types Fibre Few Blacks| 22d Scotch Johnstown, Penn. 
Oxfords Grains 
se Light Tans JAMES M. KELLY, 
Oxfords Medium | Medium Calf Oxfords Medium Spring Crepe Elk Calf 
Toe Flange Patent Brogue 8/8 Composition} Combina- North Adams, Mass. 
° tions 
Lightweigh| Short Same as Crepe | Light Tan Elk E. B. WARD 
Oxfords Vam 8/8 Patent Oxfords | for General 8/8 Composition} Two Tones Calf MORSE, HAYNES CO. 
Wide Toes Wear Springfield, Mass. 
M. F. MURRAY 
Plain Toe Patent BROG|UES WITH] CREPE S/OLES 
Oxfords Medium 8/8 Dull Calf PREDOM|INATING Wilkes Barre, Pa. 
Oxfords Full Round Ww. C. GOODWIN 
Plain Toes Oxfords Toes Low Crepe Light 
Fitchburg, Mass. 
Plain Toe | Tan Calf FRED A. MOORE 
Oxfords Medium Leather Patent Oxfords Full Crepe Tan | Elk 
Ld } Exeter, N. H. 
Plain Bal | Medium Brown Calf j. C. AMEY 
Oxfords English |8/8Leather Plain Toe | Short Vamp 6/8 Crepe Smoke Side Amey & Reed 
| St. Johnsbury, Vt 
Patent Crepe and Grains in 
Leather Modified | Bevel and Rubber Medium | Plump and GEORGE E. PEIRCE 
Button | Medium | Nochange/ and Cloth Oxfords Brogue Square j|with Special Brown | Medium 
Top Breast Tread | Weights Providence, R. I. 
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Men’s Patterns Selected for Last 
Middle-Western States 
Surveys from the Middle-Western State merchants and Eastern shoemen 
correspond in their selection of light and medium tan shades as the colors 
for shoes for general wear. Eastern merchants favor wide, broguey toes; also 
the medium round last. 
SHOES FOR GENERAL WEAR SHOES FOR INFORMAL EVENING WEAR 
Patterns Lasts Heels Colors Leathers Patterns Lasts Heels Leathers 
‘Oxfords 85% 
Boots 15% 
A. E. TAYLOR Ducng July Brogue ight Tans Calf Closely Lightweight 
and August French As Before |Medium Tans Veal a Trimmed | Shapely8/8 | B Calf 
Chicago, UL ‘Oxfords 70% Custom Brown Kips xfords Brogues Patents 
Boot 30% Black Kids Custom 
in Fall 
A. C. GATES 
‘Oxfords 80% French Flat Medium Tan Calf Oxfords Medium Regular Calf 
Duluth, Minn. Boots 20% Wide Toes Black Kid Patent 
ELWYN POND Patent 
Hub Shoe Store (Oxfords 75%| Full Toes Leather Light Tans | Heavy Calf Oxfords | Medium Leather Kid 
Flint, Mich. Shoes 25% |(Brute Type) Black Grains | Full Rubber Light Calf 
Kangaroo 
—_—_——— —_—— 
J. H. WISE Medium Tan Calf 
Oxfords Broad Toes Rubber lack Kid 
Akron, Ohio 
eae *” Brogees 
THOMAS C. BAILEY Shorter Light Tans 
WALK-OVER BOOT SHOP Vamps Brogue 7/8 Flange |Medium Tans Calf Oxfords |Semi-Brogues 7/8 Black{Calf 
Lima, Ohio Toes Black Calf Patent 
Narrower 
J. R. CLOUSE Fancy and Smooth 
Broguish Broad 7/8 Broad Black and Boarded Plain Medium | 7/8 Rubber | Black Calf 
So. Bend, Ind. Plain Round | Rubber Light Tans Calf Plain Tip 
Grains | 
Medium | | 
R. C. MOORE Weights Light Tan Medium | 
T. & M. BOOTERY, Mostly Medium 8/8 Rubber |Medium Tan/ Mostly Calf Weights Medium | 8/8 Lihewelens 
Waterloo, lowa Oxfords Wide Brown and | Some Kid Oxfords Wide Black Calf 
‘Some Brogues| Black = 
Brogues ight and 
JOSEPH A. SCHUMAKER [Oxfords 75% Wide Low Flat edium !| Russia Calf ightweight 
Square Toes Flange Light Tans” | Scotch Grain ‘ords , Custom | 8/8 Patent 
Milwaukee, Wis. Boots 25% ustom lacks Cord 
aa eo ee SS ee Se Se ee Re BR 
90% | 
Oxfords to Smooth Calf 
GERHART SHOE CO. Oct. 1 Balloon Light Tan Kid | 
75% Brogues One Inch | Medium Tan| Few Boarded| | 
Bloomington, III. Oxfords Strong Black Leathers 
Rest of Year } 
WILL SECHLER i Hy = | 
on 7 Oxfords Medium Flange Light Tan Gun Metal Oxfords with Medium | , 
Fort Scott, Kane. Lace Shoes | Brogue Flat Black Calf Kid Ti English Medium Patent 
: ? Fat Een Patent 
W. C. COLEMAN Oxfords 75% |  Brogue Black Calf Medium Closely 
Idaho Falls, Idaho Boots 25% | Button 7/8 Broad | Light Tans | hs 4 Oxfords Round Toe | Trimmed Patent 
rowrm Ua 
Prevailing lasts, Western men say, will be medium wide, square-toed 
and some predict slightly narrower effects brought about by closely-trimmed 
edges. The light tan shades in calf for summer are nominated, as in other 
* sections and for fall the tones will darken toward brown hues. 
CHESTER HEROLD . Lighter 
peestly Slightly As Before Shades | Brown Kid | Oxfords | As Before | As Before 
San Jose, Cal. Oxf Narrower Brown Little Patent 
Broad and Tans Calf Medium Tan 
OES H. Els Oxfords | Medium | Flat Broad |MediumTaens| Kid Oxfords | Medium Flat Calf 
Yakima, Wash. Lace Boots Square Blacks Some Patent Round Toe Broad — at 
== 
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popular in Fall. Tan calf and elk are sport leathers. 
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Six-Month Selling Period of 1925 
Middle-Western States 


Smooth finishes in calf leathers, also some boarded finishes, Middle- 
Western merchants say will be most popular. Toes will be full; medium 
round and square. Oxfords in summer months 85% to 15% over boots; less 
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SHOES FOR GENERAL SPORT WEAR 






































































































































Patterns Lasts Heels Leathers| Patterns Lasts Heels Soles Colors Materials 
| 
Closely ! 
Oxfords in | Trimmed Low Patent id A. E. TAYLOR 
Light- Brogues Shapely Light- SELL WH/AT YOU H/AVE LEFT 
weights and Heels Weight Chicago, Ill. 
Custom Black Ca’ 
Black Tan A. C. GATES 
Plain Toe | Med. Toes| Regular Calf Brogues Wide Toes Composition| Smoked Grain 
Oxfords Patent Leather Black Duluth, Minn. 
Patent Two ELWYN POND 
Plain Full Leather | Dull Calf Tones - Full Broad Crepe Colored Elk Hub Shoe Store 
Medium Kid Browns Flange |Composition Elk Calf Flint, Mich. 
J. H. WISE 
Oxfords Medium Crepe |* Tan Calf 
Composition} Two Tones Elk Akron, Ohio 
Tan 
Elk THOMAS C. BAILEY 
Three Semi- 7/8 Calf Oxfords Brogues 7/8 Flange Crepe Black and Calf WALK-OVER BOOT SHOP 
Eyelet Brogue Patent Brogues Gray, Tan & ma, Ohio 
Alligator 
Medium J. R. CLOUSE 
Oxfords Plain Toe |8/8 Leather| Patent 
Round So. Bend, Ind. 
Medium Tan with Calf R. C. MOORE 
Pumps Narrow Light Patent Oxfords in Wide 8/8 Flange |Heavy Soles} Dark Trim-|Scotch Grain T. & M. BOOTERY 
Toes Leather Two Tones Toes repe mings Other Grain Waterloo, Iowa 
vathers 
Lightweight Patent Square Broad- Crepe and Tan White Buck JOSEPH A. SCHUMAKER 
fords Custom 8/8 Dull Calf Oxfords Effects Breasted |Compositio Smoke Elk 
Semi-Brogue White Milwaukee, Wis. 
CREPE |SOLE BRO|GUES IN T|ANS AND | COMBINA|TIONS GERHART SHOE CO. 
PATIENT DRE/SS OXFOR/DS UNTIL O/CTOBER 1 
Bloomington, Ill. 
Black and 
‘Galois’ | Dtcttam | Medtem [Gan Mics] Gutects | teapee | “Dae | Gene | Beem Buck ear igesee 
2um jum |Gun Me ords ir es at re) rown un 
Gore Pumps — _ Two Tones ‘alf Fort Scott, Kans. 
Medium Oxfords83%| Balloon Light and Vv. & oo AN 
Oxfords Round Medium Patent | Boots 25% | Munson 7/8 Broad Dark Tans Calf Idaho Falls, Idaho 
Crepe soles are big features of sport shoes in the West. All merchants place 
them above all other sales for sport wear. Sport lasts are broad, broguey 
types; materials, calf in combinations and colored elks. Saddles and wing 
lips stress style in shoes for outdoor wear. 
Oxfords CHESTER HEROLD 
Few As Before | As Before Patent CRE/PE SOLE |OXFORDS 
Pumps San Jose, Cal. 
Medium Medium 
Plain | Patiod | Regular | Patent | Oxfords | Medium | Broad Flat} Rubber |Tan Shades} Calf SOE 2. HAS 
Oxfords Toe Dull Calf Square Leather | Light Elks Elk Yakima, Wash. 
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Western States— Continued 
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SHOES FOR GENERAL WEAR SHOES FOR INFORMAL WEAR 
Patterns Lasts Heels Colors Leathers Patterns Lasts Heels Leathers 
WILL A. KNIGHT 
Oxfords Medium Low like Tans Calf Oxfords Round Low Black Calf 
Portland, Ore. lack Some Kid Patent 
Medi 
+ Kid French 
A. B. YOUNG Oxfords 80% | Wide ! Medium Tan Kid a - — French 
YOUNG SHOE CO. Boots 20% French 7/8 to 8/8 Brown Boarded lords Brogues 
Los Angeles, Cal. tive! Black Leathers Closely 
Custom Patent Trimmed 
FITHIAN-BARKER SHOE CO. 
Oxfords Rubber Light Tans | Mostly Calf 
Portland, Ore. 
The geographical location of shoe stores when men’s styles are considered 
seems lo be of little importance in comparison with its weight in the wo- 
men’s style subjects. Southern merchants pick the broad-toed and medium 
round lasts; also custom types. Light and medium tan shades are selected. 
Medium 
Weight 
Cc. E. GIBBS Oxfords. Broad Light Tans Smooth —-- w Dull Calf 
BYCK BROS. Few Medium 7/8 to 8/8 lacks Finishes ‘ords Medium 8/8 Patent 
Atlanta, Ga. Lightweight 
Shoes 
Tans in Light} Tan Kid 
FLORSHEIM SHOE STORE CO.}60% Oxfords French 7/8 to 8/8 | and Medium| Black Kid [Oxfords 80% French 6/7 to 7/8 Patent 
Birmingham, Ala. 40% Boots Custom Rubber Shades Tan Calf Boots 20% Custom Rubber Black Kid 
Brogue j|and Leather Black Black Calf Leather Black Calf 
BOSTON SHOE CO. Medium Rubber _— and Calf Patent 
Louisville, Ky. Oxfords Broad Leather |Medium Tans Kid Oxfords Medium Leather Dull Calf 
Toes Black 
J. F. CONDON & SON 75% Oxfords Square Broad Smooth Calf Black Smooth 
Charleston, S. C. 25% High Medium Full Medium [Scotch Grain Calf 
N. J. PARKS Black 
Bals Medium 7/8 to 8/8 | Medium Tan Calf 
Parksley, Va. 
EARL 8S. BLOXOM Black Pumps 
Broad Broad Tan Side Leathers} Oxfords Medium Broad Patent 
Blozom, Va. 
“Snappy” 
for Patent 
CHARLES LIVINGSTONE Young Men | Wide Toe Leather 4 Smooth Calf Oxfords Prevailing | 8/8 Leather Kid 
in Shoes alloon Rubber Light Tan irain High Shoes Types and Rubber| K 
Clarksburg, W. Va. for Le Medium Leather Gore Pumps Dull Calf 
tive Men 
ALBERT WACHENHEIM Oxfords Broad Tan Calf Oxfords 
IMPERIAL SHOE STORE Mostly Few Staples Low Light Tan Kid Plain Toes Medium Low Patent 
New Orleans, La lack C. 
Lightweights Light Shades 
MORRIS L. COWEN for Modified 35% of Tan White Calf Medium- Patent 
COWEN’S SHOES Sport Round and | All Leather | Black Calf | White Kid Oxfords pointed Toe | Leather Black Kid 
Miami, Numbers e in High Tan Calf Kangaroo 
Finis! 
JOE W. MULLEN 
Balloon Rolled = Calf Oxfords Medium Low Calf 
Moberly, Mo. Semi-Balloon Dn 
ROSENTHAL’S Oxfords Round and Rubber Patent 
Plain Medium Toes| Rubber Light Tans Calf Oxfords Medium Leather Calf 
Hot Springs, Ark. Stitchings 
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Six-Month Selling Period of 1925 


Western States—Continued 








































































































SHOES FOR FORMAL DRESS WEAR SHOES FOR GENERAL SPORT WEAR 
Patterns Lasts Heels Leathers Patterns Lasts Heels Soles Colors Leathers 
Oxfords Round Lo Patent Straight Full T Lo Cc Light | N —- ee 
oun w aten ‘ull Toes Ww orwegian 
Plain Toes Toes Spring Leather Grains Portland, Ore. 
Plain Toe | Medium Shapely A. B. YOUNG 
Oxfords Narrow Low Patent GO S|LOW IN S/PORTS FO|R FALL YOUNG SHOE CO. 
Wide Heels Los Angeles, Cal. 
FITHIAN-BARKER SHOE CO. 
Oxfords Leather | Black Kid Crepe All Colors Elks 
Portland, Ore. 
For dress wear patent leather is unanimously chosen first. Semi-wing 
lips will be seen on sport shoes, but some merchants detect the trend to be 
away from the full wing tips. As in other sections, calf combinations, elk 
and some buck are favored sport materials. 
= Brogue 
Oxfords ; Tan and Cc. E. GIBBS 
Oxfords Medium | 7/8 to 8/8} Patent Without Full Low _— White Com- Elk BYCK BROS. 
Plain Toe Wing Tips Leather | binations Calf Atlanta, Ga. 
some 4 wings 
Tans Combina- 
Oxfords French Ss 7/8| Patent Custom Low ol Blacks tions in Elki FLORSHEIM SHOESTORECO. 
95% Custom ther Brogue Lea Whites and Buck Birmingham, Ala. 
Boots 5% 
Tan Calf 
Oxfords Medium | Leather Patent Oxfords Brogues Spring Crepe Gray Elk BOSTON SHOE CO. 
Dull Calf Composition White Buck Louisville, Ky. 
Plain Toe | Medium Leather Patent Plain Toe Broad Flat Crepe Light Tan Elk J. F. CONDON & SON 
Lace Round Toe Oxfords Charleston, S. C. 
Oxfords 
Patent N. J. PARKS 
Oxfords Medium 7/8 Black Calf Parksley, Va. 
’ EARL S. BLOXOM 
Oxfords Medium Broad Calf 
| Bloxom, Va. 
) 
Oxf oe Cc 4 Black | Buck CHARLES LIVINGSTONE 
d aroo ny art repe an uc 
— Dress Last |8 /8 Leather Dull Calf Sport Medium Spring Combina- White Elk 
Plain Toes Kid Pattern tion and Tan Clarksburg, W. Va. 
Tan ALBERT WACHENHEIM 
Oxfords Medium Low Patent Oxfords Broad Low Crepe Fancy Calf IMPERIAL SHOE STORE 
Trimmings New Orleans, La. 
Elk 
ORMAL |WEA Nombers | Medi E Bock MORRIS L. COWEN 
EA FORMAL |WEAR— umbers ium very uc . 
—_ . ron ATENT of Newer Round Low Crepe Imaginable Suedes COWEN’S SHOES 
Designs Shade Calf Miami, Fla. 
Kid 
—— Tans and | _ Elk in JOE W. MULLEN 
Ties Narrow Low Patent Oxfords Wide Flat Crepe Comb Combi 
tion tion Moberly, Mo. 
Wide and Crepe T White Calf ROSENTHAL’S 
Conserva- . F 
Plain i Leather Patent Oxfords Medium Rubber y 
‘Tes —_ Leather = and | Some Buck Hot Springs, Ark. 
rown 
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Look Out for the Eighty Per Cent Fire 
Insurance Clause 
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Be Sure to Have the Company Explain Its Exact Meaning 


CASE which has just transpired makes me 
think that I should issue another note of warn- 
ing about the 80 per cent insurance clause 

which I understand is now put in practically all fire in- 
surance policies issued, whether for real estate or per- 
sonal property. 

You can lose a painfully large slice of your insurance 
money, in case of fire, simply by ignoring this clause. 

The 80 per cent clause follows different forms, but 
is practically always the same in substance. Here is a 
typical form: 

It is hereby agreed that the insured shall 

maintain insurance to the extent of at least 80 
per cent of the actual cash value of the prop- 
erty herewith insured, at the time of loss, 
and failing to do so, the insured shall be co- 
insurers to the extent of such deficit. 


Sometimes the policy says 80 per cent, sometimes 85, 
sometimes 90, never less than 80 to my knowledge. But 
the purpose is always the same, viz., to compel the 
policyholder to carry insurance to the extent of the 
given percentage of its value. For instance, on a build- 
ing worth $10,000, an 80 per cent clause would require 
$8,000 insurance to be carried, a 90 per cent clause 
$9,000 insurance. These clauses apply both to real es- 
tate and personal property, so that where the insurance 
is on a stock of goods worth $5,000, an 80 per cent 
clause would require $4,000 insurance to be carried. 

Where less than the required percentage of insur- 
ance is carried, and you have a loss, you will collect 
the same percentage of your loss as the percentage 
which the amount of your insurance is of the 80 per 
cent or 90 per cent of the value. To make that a little 
more intelligible, suppose you have a store building 
worth $10,000 and a stock of goods in it worth $7,000. 
You insure both under policies containing the 80 per 
cent clause. That means you must carry $8,000 on the 
building and $5,600 on the fixtures, or $13,600 in all. 
If you do that and have a fire costing $9,000, you will 
collect $9,000. But suppose you slip and carry only 
$10,000 on both. After your $9,000 fire, you will not 
collect $9,000, but only the same percentage of $9,000 
that $10,000 bears to $13,600, which is 25-32. There- 
fore you will collect but 25-32 of $9,000, or $7,031.25. 


How the Per Cent Clause Works 


A more concrete example of the way it works out I 
take from the case referred to in the first paragraph. 
The insured property was real estate worth $86,000. 
The clause in this case was a 90 per cent one, and 
therefore $77,400 insurance had to be carried. In spite 
of this the owner carried but $50,000 insurance, which 
was only about 65 per cent of the $77,400 that he 
should have carried. There was a fire causing a loss of 





about $38,000, and instead of collecting $38,000 the 
owner collected only 65 per cent of that or about 
$25,000. 

This is a very easy provision to forget. Very few 
men carry fire insurance amounting to anything like 
100 per cent of the property value, especially on real 
estate, because they figure that they almost certainly 
will not have a total loss. They also argue that a sub- 
stantial percentage of the property value is repre- 
sented by the lot which won’t be burned. They there- 
fore scale their insurance down as much as possible 
and very few insurance agents remind them of the 80 
or 90 per cent clause. I carry several policies on my 
own property holdings, and have had many more go 
through my hands, and I do not remember even once 
hearing the agent call attention to the need of observ- 
ing the 80 or 90 per cent clause. 

Then again it is easy to slip up in another way. 
Thousands of policyholders have started with enough 
insurance to satisfy the 80 or 90 per cent clause, but 
(especially in the case of real estate) the value of the 
property has increased. They have forgotten all about 
the necessity of increasing the insurance correspond- 
ingly and have had fires which they thought were 
completely covered by insurance, but in which they 
were able to collect but one-half or one-third the loss. 
(Copyright, April, 1925, by Elton J. Buckley, Esq., 

Counsellor-at-Law, 643 Land Title Building, 
Philadelphia, Pa.) 


John J. Heys Is Dead 


Boston, Mass., May 4—John J. Heys, for the past 
15 years manager of the Beverly, Mass., plant of the 
United Shoe Machinery Corporation, died May 4 at 
his home in Lynn, Mass. He was born in England and 
came to this country in 1881. He was associated in the 
machinery business in Lynn with Maurice V. Bresna- 
han and later entered the employ of the U. S. M. C. 
He was a member of the Oxford Club of Lynn and the 
Tedesco Country Club of Swampscott. Years ago he 
was prominent as a cricket player and bowler. 

Mr. Heys is survived by a widow, Mrs. Lucy A. 
Heys; a son, George H.; a daughter, Mrs. Arthur F. 
Pym, all of Lynn; and three brothers and three sisters 
in England. Funeral services were held May 5 in the 
Church of the Incarnation, Lynn. Burial was in Pine 
Grove Cemetery, Lynn. 








Jackson, Miss.—Graves’ Boot Shop alarmed the men 
here by mailing them what appeared to be at first 
glance, a court summons. This was the best advertis- 
ing stunt they had used for a long time. The men 
responded well, cleaning out the shoes that they had 
on sale in less than ten days. 
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ANNOUNCEMENT 


TO RETAIL SHOE MERCHANTS 
AND MANAGERS 





HE Retail Shoemen’s Institute was established in 
1919 with the endorsement, advice and co-operation 
of the National Shoe Retailers’ Association. 


Its sole purpose is the betterment of retail shoe sales- 
manship through the education and training of retail 
salespeople, to the end that this final, vitally important 
element of our industry shall be performed intelligently 
and correctly. 


The Institute is an altruistic trade institution, not de- 
signed or operated to make money: for anybody, but to 
benefit the retail shoe merchant and manager. 


In order that you may know what the Institute is, how 
it works and all about it, just sign the coupon below and 
mail today—it will cost you nothing to find out all about 
this unique co-operative service in your behalf. 











RETAIL SHOEMEN’S INSTITUTE, 
727 Atlantic Avenue, ; 
Boston, Mass. 


Please send us complete information regarding the Retail Shoemen’s Institute. It is understood that 
no obligation attaches to us in this matter. 


Name of firm............... a ac at gs a ond eaen iad 




















When writing to advertisers please mention Boot anv Suoz Recorper 
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“LE DERNIER CRI” 


“Lorraine” CAhite Calf 


Fashion's Favorite 


Sos, 2 


Genuine chromed tanned 
calf of the finest quality 


Its beautiful washable surface splendidly adapts 
itself to the fashionable footwear of milady. 





If you haven’t seen it in shoes, have your 
manufacturer show you a pair. 
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Send for sample cuttings 


mm OF Smo 





=> 


The HOUSE of “SUNSET” 
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Barnet Leather Co., Jue. 
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Makers of ER, “” “Lorraine Leathers” 
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360 Madison Ave. :: New York City 


Distributing Agents 
Milwaukee Cincinnati San Francisco St. Louis Rochester 
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Tanneries Boston Distributors 
LITTLE FALLS BARNET LEATHER CO., Inc. of Mass. 
New York 98-100 South St., Boston, Mass. 
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Create New York 
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RUE to long-cherished ideals and traditions of 

Quality, Brooklyn and Greater New York shoe 
manufacturers perform a unique and indispensable 
service to retail shoe mercnants and the public who 
appreciate and demand only the finest craftsman- 
ship and materials in footwear. 





ay 


Retail shoe buyers, great and small, everywhere 
recognize that true Style is exclusively allied with 
high Quality, and is the function‘only of specialists 
in these things, and never a‘by-product. 


Ue 


FR 


The Brooklyn and Greater New York shoe manu- 

' facturers whose devotion to Style and Quality made 

the reputation of this section are Style and Quality 

Specialists, first, last and always. They are today 

faithfully serving the trade and the public who rely 
on them for inherent superiority in footwear. 
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your flexible foot 


Natural lines, modishly rounded 
toes and close-fitting heels make 
the Cantilever Shoe fit with true 
comfort. Snug, flexible arches 
‘orm to the exact u 

of the foot, affording restful sup 
port without restricting the action 
of the foot or the ci 
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Cantilevers for Style? 
NewYork Women say“Yes!” 


WING down Fifth Avenue, round the 

corner at Fortieth Street, and there, directly 
opposite the classically beautiful New York 
Public Library, is the busiest of all Cantilever 
Shoe Shops. 


Women who are admired the world over for 
the perfection of their style, doall of their shop- 
ping here and hereabouts. Thousands of them 
know “Fourteen West Fortieth,” because at this 
address they buy Cantilever Shoes for all-day 
comfort and conservative smartness. 


Likewise in over 500 other cities, where 
Cantilever Shoes are being sold to the kind of 
clientele sought by every retailer of fine shoes. 
The Cantilever agency is an asset. If we have 
no dealer in your city, please write us. 


MORSE & BURT CO., INc. 
410-424 WILLOUGHBY AVE. 
BROOKLYN, N. Y. 
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The Lilac 


On the Hand 
of Fashion 


To Emphasize Its Great Beauty 
--the ‘Right Touch of (olor 


HE Wichert organization combines the practical experience of one great genera- 
tion of shoemakers with the abilities of the younger generation to put into a shoe 
that sparkle of style that makes it ‘‘first selection” in good stores the country over. 








Both generations are yours to command in Wichert Fashion Service. 


Practical shoemaking puts the right fitting last and pattern together with the skill of 
experience—while sense of style selects the right materials and knows precisely where 
the note of color should register. : 


In the Lilac you find white kid, lilac border in colors, hand painted, and a gore band to 
complete the creation. 





It is said, nationally, that women, in preference to buying anything 
else—select Wichert's wonderful shoes. Write to us and discover what 
will put a profitable sparkle into your business in June, July and 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 
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New York Office, Marbridge Bidg. 
34th and 6th Avenue 


Atlantic and Schenectady Avenues 
Brooklyn, New York 
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F These views of retail shoe stores in various 
cities in the United States indicate splendid 
appreciation of the importance of the style 
and quality appeal to the public taste in 
footwear. Such stores find the representative 
Brooklyn and Greater New York shoe manu- 
facturers true“sources of supply to meet this 
ever-increasing class of demand. 


it bt SS. 
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It isn't by any means the size of the store 
that determines its importance as a pur- 
veyor of strictly high quality footwear— 
Brooklyn and Greater New York footwear 
made by dependable houses serves retail 
buyers everywhere who are interested in 
handling strictly superior shoes of perfect 
design and craftsmanship. 
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And Now You Can Buy 
“Rauh-Craft” Slippers! 














Ladies’ full grain side leather boudoir—felt 
lined, suede sole. Black, brown and colors. 


We've made spats and leggings since 
1872, and we've waited to make 
slippers until we could make the best! 


And Rauh-Crafts are! 








Gsacemgaanamaiasas Soft LEATHER soles, attractive | 
leather uppers, in a variety of colors! 


They'll make friends for you and 





with you! 





To see them is to appreciate them, 


Men’s full grain side leather opera, felt lined, 
suede sole. Black, brown and colors. 





and to appreciate them is to sell them! 


Our representatives are now showing | 
them! 








cusses xem =~ || §. RAUH & COMPANY 


310-318 Sixth Avenue, New York 
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The Windermere 


No. 32-90-~-Cinder grey 
satin with black and white 
braiding, steel beaded orna- 
ment, Spanish heel. $8.75 
No. 34-90-~Blonde satin, 
gold beaded ornament, 
Spanish heel... . . $8.75 





The Curvinne 
No. 51-61~Tan calf, very light 
welt, slide ornament . . . $7.50 


No. o1-61~-Patent leather, very 
light welt, slide ornament $7.50 





No. 51-79~-Tan calf, very light 
welt strip covered front gore $7.75 
No. o1-79-~Patent leather, very 
light welt strip covered front 
rire ia ee $7.75 









The Windermere 
IN STOCK 


Windermere--a new I. Miller variation 
of the pump, has been established as the 
outstanding style for Spring. 


So popular is it that I. Miller offers it 
in-stock for immediate delivery, in the 
beautiful shade of cinder grey satin and 
in the popular blonde satin with beaded 
ornaments to match. Easy to fit! Easy 
to sell! A& now! Write, wire, or phone! 


I. MILLER & SONS 


Harris and Ely Aves., Long Island City 


75 
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Summer Whites --In Stock 


Brooklyn Made -- A Guarantee of Style and Quality 






hE ER 
9 sides $s 


For Children, ~~ and 
Young Ladies 








WHITE KID “DIANA” 


Infants’ Turn, a A 
Child’s Turn, 8% 


Misses! Turn, 1195.2 | Children’s whites that combine Brooklyn 
style-craft with Posner quality are your 
shoes for volume summer sales. 






Our In-Stock Department offers you 
every opportunity to do a volume business 
on a minimum investment. Let us carry 





WHITE KID “BETTA” the burden of the risk, and help you to a 
Misses’ Turn, 11%4-2 ‘ ° ’ . 
Growing Girls’ Welt, 214-6 bigger share of summer children’s busi- 


ness. 


This is only one branch of the most com- 
plete Juvenile Service offered. Stylishly 
and well made sandals and pumps for 
children of all ages are also carried in 
Ph cangh oY eng A stock. High and low shoes for Girls and 

Boys, from Tots to Teens, comprise this 
unusual line made by the “House That 
Specializes in Children’s Shoes Exclu- 
sively.” 





Write for samples to be sent you at once. 





WHITE KID “LEAH” 
Infants’ Turn, 4-8 OOd 
Childs’ ‘Turn, $¥4-11 oO 


Misses’ Turn, 11 
Growing Girls’ Turn (covered * eel), 2%-7 


Dr: A. POSNER SHOES, Inc. 


142 WEST BROADWAY 
NEW YORK CITY 





ePOSNER, | eee » 9 POSNER’. 
.) HOSIERY Ss Combine Good Hosiery with Good Shoes SHOES 
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ffgen feet smartly dressed woman of to-day is 
ai By \not only critical of line, last and color 

ate | Wak 

«) G 

Li ¢ay | 


costume. 


in her footwear. She demands that it 
complete the ensemble effect of her 





To obtain this ensemble effect, means to secure 
not merely pretty shoes, but shoes that in 
addition to originality of design, correct fitting 
qualities and perfect workmanship, must con- 
form to the style trend in gown and frock, hose 





and hat. This dainty model is 

made over our Gotham 
It is, therefore, not merely to make attractive Last, and it carries a 
shoes, that our designs are created, but to make 14/8 Spanish Heel. It 
attractive shoes that meet the mode. can be made in a vari- 


ety of fabrics and lea- 
thers with many strik- 
ing combinations. 


“Lox t% Abowitz 


17 Smith St. - - - Brooklyn 


“Footwear of Distinction” 
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In footwear of our grade, it is not common practice to stock 











shoes. Occasionally, however, we produce a pattern or two 
that for sheer beauty and diversity of design, is so unex- 
celled that we deaide to stock a limited number for the 
convenience of our customers. Such are the “Hannah” and 


“Regina” pictured here. 


In the “Hannah” we present a shoe 
that is absolutely perfect in line and 
proportion, with a subtle touch of re- 
finement added. Shown in all black 
satin with 14/8 Spanish heel. Stocked in 
36 and 50 pair lots. Widths, AAA to C. 
Price $7.25 


Significant also is the “Regina,” which 
we cannot recommend too highly as the 
right shoe for the woman of conserva- 
tive smartness. Shown in all patent 
leather with 14/8 spike heel. Cut-out 
quarter. Stocked in wathcsani lots. Widths, 
AA to C. Price.............. $7.2 


Both patterns carry imported French Buckles. 


PINCKNEY-HARDING CO., Inc. 


LADIES’ HIGH GRADE 





“Hannah” 








TURN FOOTWEAR 


39-41 YORK STREET 
BROOKLYN, N. Y. 
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Girls 


SIN CE the early days of the Republic, it has 

been the rightful heritage of the American 
girl to wear shoes that are not only dainty and 
pretty, but shoes that for quality, in fit and 
make, yield superiority to none. The American 
girl is and always will be the best shod woman 
on earth. 


It is to uphold these high ideals and traditions 
that we of the American Shoe Company are con- 
stantly striving. Every new style, every new 
leather or combination, every new last is adopted 
with one thought in mind—to give the American 














girl the best there is in footwear. “ PRISCILLA” 
Merchants with a similar interest at heart will . , 

4 . All white kid on our No. 808 
find the American line one of profit and style ° ° 
Sendeasiin. last with a 16/8 spike heel. 


American Shoe Co. 


New York Showroom 622 Marbridge Bldg. 
Broadway and 34th Street 


176 Livingston St. 
Brooklyn, N. Y. 
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“SANS GENE” 











No. 2009—High-grade turn blonde 
kid with square cut-outs around 
vamp, quarter and strap, buckle to 
match, 12/8 Military heel, meduim 
toe 4.85 


Ne. 2002— As above in patent 
leather : $4.60 


Ne. 2003—As above in Russia calf 
$4.60 





















New York’s 
Leading Stylists 


Single pairs 25c extra 


BLONDE AND GREY KID 


Sponsored by the leading shops as the 
season’s most popular sellers. 


PRESENTED HERE IN TWO 
CHARMING PATTERNS BY 


SAKS 


Widths and Sizes 
A—8% to7 
B38 to7 


Ne. 6! 
C—2% to7 kid, 12/8 
je. 


In Stock for Immediate Delivery 


M. J. SAKS SHOE CORP. 


157 Duane Street, New York 
‘SIF IT’S NEW, SAKS HAS IT’’ 


Ne. 630—High-grade turn, all pearl 
y kid, strap slashed on side. 
loped gimp stitching around 
heeg and quarter, 12/8 ey or 


Ne. 626—As above in blonde kid 

with 14/8 baby Spanish heel $4.65 
9—As above in genuine white 

Military heel...... 

As No. 














“ROMOLA” 





baby Spanish 9D cscempomneecl 
Ne. 62i—As No. 619 with 16/8 ) 
| Sees 8 

















VANITY 


Brooklyn’s Specialists 




















No. 2332 





No. 2347 
For good Leather Bows, Rosettes 
and Covered Buckles, refer your 
manufacturer to VANITY. 





| 


No. 2302 
1261 Atlantic Avenue 
N. Y. 





Brooklyn - - - 








“‘The Best 
Without 
Extravagance”’ 
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Don’t Overlook This 
in New York 


ISIT the Hotel Martin- 
V sue took the inviting, 

comfortable rooms over 
—note the genuine conven- 
ience of location, where you 
are right in the heart of the 
busy shoppi district and 
within easy o Ban of all 
business centres. 

You will be surprised at the 
unusual rates of this popular 
New York Hotel. You can 
enjoy all the comfort and 
convenience of the Hotel 
Martinique at rates as low as 
$2.50 per day. 

Club breakfast at 45c— 
table d’hote dinner at $1.25 
—also a la carte at unusually 
moderate prices. 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 
Broadway 32nd to 33rd Streets 
New York 
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ALL AT ONE PRICE 
$3.90 


TOP GRADE WORKMANSHIP 
FRENCH CORDED, ALL KID LINED 
BLONDE AND GREYS ARE GENU- 
INE KID. YOUR ORDER WILL HAVE 
OUR PROMPT ATTENTION 















As Illustrated. 
As Illustrated. 
. 613—Blonde Kid Opera, 16/8 Spike. 
611—Blonde Kid, 16/8 Spike. 1613—Blonde Kid Opera, 13/8 Cuban. 
1611—Blonde Kid, 13/8 Cuban. 623—Grey Kid Opera, 16/8 Spike. 
wr 1623 rey Kid Opera, ‘uban. 
€31—Pearl Grey, 16/8 Spike. 643—All Patent Opera, 16/8 Spike. 
1621—Pearl Grey, 18/8 Cuban. 1643—All Patent Opera, 13/8 Cuban. 
641—Alll Patent, 16/8 Spike. 673—All Tan Calf Opera, 16/8 Spike. 
1641—All Patent, 18/8 Cuban. 1673— n pera, n. 
691—All White Kid, 16/8 Spike. 693—All White Kid Opera, 16/8 Spike. 
1691—All White Kid, 18/8 Cuban. 



































1693—All White Kid Opera, 13/8 Cuban. 
612—-Blonde Kid One-Strap, 16/8 Spike. 

1612+—Blonde Kid One-Strap, 13/8 Cuban. 
692—All White Kid One-Strap, 16/8 Spike. 

1692—All White Kid One-Strap, 13/8 Cuban. 









610—Blonde Kid, 16/8 Spike. 
1610—Blonde Kid, 13/8 Military. 
620—Grey Kid, 16/8 Spike. 
1620—Grey Kiid, 13/8 Military. 
690—White Kid, 16/8 Spike. 
1690— White Kid, 13/8 Military. 


SPECIAL OFFERING 
to Case Lot Buyers 


Three Blonde Cabaretta -Pumps — Opera, One-Strap, Cut-Out 
Sandal, 13/8 Military and 14/8 Spanish Heel. 
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: EMIL LUBLIN, Inc. : 
Lgpocencisiencennnpitioeneracinmeroncicunetiinal 








When writing to advertisers please mention Boot and Suor Recorper 























° ° ° ° ° ° ° ° J ° ° ° ° ° ° ° J e J J J 9 J J J J ¥ J ° \ JABS JAAS JAB JABS TRIAS JAIN JA TRS JAN JABS J 


You Have Heard and Read! 


NOW SEE 


WHAT PRIMO IS DOING. 


Illustrated is “MA YTIME” 
One of the Season’s Outstanding Successes 


Even at our remarkably low prices, we 
are able to produce this pattern in the most 


ed 


Ivory kid trimm 
with apricot kid 
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wanted shades of kid: 


Ivory 
Blonde 


White 
Grey 


May 9, 1925 


and the staple colors, of course. 
Again You May Well Ask the Question 


“HOW DO THEY DO IT?’’ 


THE PRIMO SHOE MFG. CO., Inc. 


Chas. S. Heath 


@ Va ANA ONION ION ON aay ayant! 





BROOKLYN, NEW YORK 


New York Sales Office : 
Room 959 Marbridge Bldg. 


‘Beautiful Shoes at Reasonable Prices”’ 





te 


|The Cinderella’ 


Buckle 


Smart—Easily Ad justed—Practical 
are the three things which make the “Cinderella” a 
desirable addition to any buckle type of shoe. If you 
want a demonstration of these facts, ask for samples 
and try them out on some of your own shoes. 

Your customers will like them. f 


SPECIFY “CINDERELLA” BUCKLES 
WHEREVER BUCKLES ARE REQUIRED 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. 


- - BLOOMFIELD, N. J. 
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PN ANP Netty 




















Jack: “At last, boys, I’ve got a pair of shoes with good old convenieng lacing 
hooks. What a hard time I had finding them!” 

Bri: “ Just what I- want!” 

Tom: “Me,too. Where’d you get them, Jack? I’m on my way to get a pair.” 


Jack (watching Tom’s eager retreating figure): “I wonder why shoe men don’t 
realize that there are enough men who want shoes with lacing hooks 


to make it profitable and even necessary for them to carry good shoes 


with lacing hooks?” 


v 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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For more Keds business! 


OLORFUL shoe stands to boost your 
Keds sales. Sports figures, full of zip 
and action, to draw Keds customers to 


your store. These are Genuine 
Every shoe stand carries this line: “These K d 

are genuine Keds. The name Keds is on eC IS 

each shoe. Look for it.” That is the mes- ee 


sage every alert Keds dealer is putting 
across today. It is not enough that people Teo 
ask for Keds—show them the name Keds 

on the shoes they buy! That is the way 
you can gain the confidence of your trade 
—and a reputation for selling the best in 
canvas rubber-soled shoes. 


With these dealer helps you identify your 
store as the local home of genuine Keds. 
















United States Rubber Company 








If you have not received 
your set of this display These are Genuir 
material, you can get it from WwW . | a 
our branch or wholesale eC € ' y 
distributor from which you : shes 
order your Keds. 


yN 














Reg. U.S. Pat. Off. 





Keds .- 


‘ 


These are Genuin¢ 
" 
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Various Ways of Stimulating Interest 


LARGE shoe store in a mid- 
A dle western city recently 

devoted a  generous-sized 
newspaper advertisement to sport 
shoes for spring and summer wear. 
The advertisement was generously 
illustrated with line cuts, showing 
drawings of sport shoes for out- 
door wear. Two canvas shoe styles 
for men were among those illus- 
trated, which is indicative of the 
fact that shoe store proprietors in- 
tend to put some impetus behind 
canvas shoes for sport occasions. 

In recent years there has been a 
big gain in the number of mer- 
chants using newspaper advertising 
as a measure for creating consumer 
interest in canvas shoes; also the 
amount of space used has shown 
appreciable increases. 

Several shoe stores throughout 
the country had marked success in 
a publicity movement involving 
essay contests for school children. 
Prizes were awarded for the best 
essays submitted on the subject of 
canvas shoes for summer wear. In 
this way the attention of children, 
intent on winning a cash award, 
was focused on the practicability 
of canvas shoes for wear during the 
mild seasons. 


“Wingfoot Rubber Heel 
Week” To Be Held 


Alest advertising men have given 
us “Apple Weeks,” “Straw Hat 
Days” and a half a dozen other 
kinds of what might be termed 
merchandising celebrations. Now 
comes the Goodyear Tire and Rub- 
ber Co., Inc., of Akron, Ohio, with 
plans for a “National Goodyear 
Wingfoot Heel Week” to be held 
from May 18 to May 23 inclusive. 

Advertising will stress the fact 
that the quickest way to put one’s 
self in tune with spring is to in- 
vest in a new pair of Wingfoot 
heels. “We know that our advertis- 
ing has built up a great deal of con- 
sumer acceptance,” says a state- 
ment issued by the company, “and 
we thought that something out of 
the ordinary would bring this ac- 
ceptance into demand. We accord- 
ingly are going to run the enclosed 
advertisement in the Saturday 
Evening Post issue of May 16. We 
are going to mention this ‘ad’ in the 
BooT AND SHOE RECORDER, The Shoe 


in Canvas Shoes 


Retailer and the Coast Shoe Re- 
porter. We are going to have our 
500 general line salesmen, our spe- 
cial sole apd heel salesmen and the 
jobbers’ salesmen put up 50,000 
reprints in color of this ‘ad’.” 


Zipper Gaiter Made of All- 
Rubber 


The B. F. Goodrich Rubber Co., 
makers of the Goodrich Zipper, car- 
rying the automatic fastener, an- 
nounces the Zipper is now on the 
market in a complete range of 
styles, all of which employ its dis- 
tinctive feature, the hookless fas- 
tener. One recent style is entirely 
made of rubber. 





Sends Laces to Men 
Customers 


Memphis, Tenn.—About thirty 
days after a customer purchases a 
pair of shoes from the Oak Hall 
shoe department, he receives a pair 
of laces by mail. The laces are 
banded with the firm’s name on 
them and are attached to a card. 
Manager C. T. Caradine says he 


has many favorable comments on 
this scheme and cites instances 
where new customers are sent in 
by those who have received the 
laces. This form of advertising 
costs only five cents, 24% cents for 
the laces; two cents for the stamp 
and -one-half cent for mailing ex- 
penses. 

This firm does _ considerable 
newspaper advertising and also 
gets good results from personal 
letters. Instead of sending out a 
form letter to every name on the 
list, they find that it is better to 
send a selected letter to a carefully 
chosen list. 

The following letter is one that 
was recently sent to customers who 
had not been in the store for over 
six months: “Dear Friend: Where 
have you been? Come down to your 
old ‘stamping ground’ because we 
are prepared to fit you properly— 
and that means solid comfort for 
the coming hot months—in newer 
style shoes with broad toes, in light 
shades for the young man, and con- 
servative shoes for the man. 

“Look down at your feet; then 
look up.” 








A springtime Keds display recently shown in the window of the United 
States Rubber Company, 1790 Broadway, New York City. All of the 
principals are wearing Keds. 
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5 Million Peo 
These Adver 


They appear in the Saturday 
Evening Post, Sport Magazines 
and the leading newspapers in 
the country. Your own adver- 
tising will be worth double 
if run at the same time. 





“I always use Crepe Soles for Golf” 
The Prince of Wales Brith Empuze Exhibwson, 1924 
” COLES of Nenual Crepe Rubber, Plance- soles are far superior to spiked soles. Will 
fx for « prigce. Golf aot harm the finest curt 


wih Soles have bees = And on top of all this are these two im 
adopted by the bese golfers io poreent 








ay 


NATURAL CREPE RUBBER 
@ | ‘Plantation Finished | 


NATURAL CREPE KEEPS ITS SHAPE 
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»| ple will see 
r | tisements 


Window displays will show 
these readers that you have Py, 
the shoes they have been 
thinking about. Paste the 
latest advertisement on the 
window. 













Net oe ins prey TA . 
PP a ee | uch coward « good game of golf” 
ever worn before. 





What some of the Golfers vay: fort for screnuous tournament play 
Cruschshank, Shachamaree —~ 
tok Tose tem all he cnn They Wood mal wich Narural Rubber Soles. They will cose 











NATURAL CREPE RUBBER 
| “Plantation Finished | 


NATURAL CREPE KEEPS ITS SHAPE 
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Picleddes T.. Widoon Co., bx | 


82 BEAVER ST., 
NEW YORK CITY 


We carry stocks of all grades 
and thicknesses of 


J De 


for 


IMMEDIATE AND FUTURE DELIVERY 


Your name on our mailing list 
will assure you of receiving our 
periodical market reports. 


SAMPLES AND PRICES ON REQUEST 


SOLING 








NATURAL CREPE RUBBER 


“Plantation Finished | 
We Specialize in All Grades of 


Natural Crepe Rubber 


And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


Write for Samples and Quotations 


LITTLEJOHN & CO., Inc. 
137 Front Street 
New York City 


scremmencnanticmion 


20 

. 

: 

9 (Plantation Finished) 
: 

| 
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GEO. W. DE SMET 


offers 


NATURAL CREPE RUBBER 
{ ‘Plantation Finished | 
SOLES 


Immediate Delivery 


Write nearer office for further 
information. 


133 W. Washington St. 
CHICAGO 


666 Summer St. 
BOSTON 








DON’T MISS THE 


BOSTON SHOE 
AND 


LEATHER FAIR 
JULY 7-8-9 


Come where business is sure to hum. 
Make your reservation at the Essex 
NOW. If you saw the shoemen at the 
Essex during the period of the last 
show, you must have said—“Some 
popular place!” The Essex excels in 
what travelers expect. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T. A. McCarthy, Treas. 
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Proved as To 
RESULTS AND 
SERVICE BY THE 
MANY THOUSAND 
PAIRS delivered 
and commercially 
used DURING THE 
PAST YEAR. 


The first TAN 
COLORED COM- 
POSITION SOLE 
EVER PRODUCED 
that will not crack 
AND that will not 


mark floors. 


By the makers of 


Remember: 


RAJAH is 
UNITED 
STATES 
FINISHED 








ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 


Established 1837 


89 








When writing to advertisers please mention Boot awn Snor Reconper 











90 BOOT AND SHOE RECORDER May 9, 1925 Ma 


WOMEN: NOW EXPECT THEIR SHOES TQ BI 


y salinities 88 4 PN Po Nines May, 
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TQ} BE HARMONIOUSLY LINED WITH KID 


Our PEACOCK Colors 


protect the delicately shaded 
| hose of the moment 


i 


———See 
——_ ——7 

. _ —— 

_ —— —— 

——_ —_— 


| 

























Our PEACOCK COLOR Linings 

ARE MADE ON A STRAIGHT 
GOATSKIN 

ARE DRUM COLORED 

ARE DYED THROUGH AND 
THROUGH 


Peacock Colors 


for linings 
WHITE 


CHAMPAGNE 
Th ll “EVANS LEATHERS” j in 
bi fh ptord are made to help every p E yN R | ¥ 


user gain a reputation for leather 


value, beauty and service inside the (; R AY 


shoe as well as out. 


We Invite You to Make Them Your Fk | k BT) N [OUSE 


Standard Linings 


JOHN R. EVANS & COMPANY APRICOT 


CAMDEN, N. J. 
(Branches In All Principal Shoe Centers) 


They are made to blend with and 
also protect the delicately colored 
hosiery from staining by crocking. 
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NOW 


In the Shoe Fashion 
Center of the World 


ON May Ist we removed our NEW YORK CITY Office 
and Sales Room from 299 Broadway to our new 







z 






Style Studio in the 
Marbridge Building 
Broadway at 34th St. 


MR. W. D. F. GIBSON, our Vice-President and Director 
of Styles, and his staff, will be here to assist you in the 
selection of fashionable footwear. Here also will be created 
and designed Reed's distinctive models. Mr. Gibson will 


be aided by 
MR. R. E. BURKE, of Brooklyn, who comes to us with 


a wealth of experience and knowledge of lasts, patterns 
and fine shoe construction, and 


MR. JULIUS MARROCCO, expert designer, who will 
divide his time between the factory and the New York 
Style Studio. 


We extend to all buyers and friends a cordial, 
hearty WELCOME to visit our factory when in 
Rochester, and our New York Style Studio when 
in New York. 


EF. P. REED & COMPANY 


ROCHESTER, NEW YORK 


New York Style Studio, Marbridge Building: 
W. D. F. GIBSON, Sales and Style Director 


PHILADELPHIA OFFICE ' CHICAGO OFFICE 
325 Forrest Bldg. 1316 Republic Bldg. 
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New England Travelers Boosting Boston Show 


National Secretary Delany, Chairman of Hospitality Committee, Appoints Committees—Big 
Entertainment Planned for Visiting Buyers 


ECENT interviews with 
R many travelers going out 

from Boston brought forth 
the great enthusiasm with which 
they have already commenced to 
“sell” the Annual Midsummer Shoe 
Style Show of the National Shoe 
and Leather Exposition and Style 
Show, Inc., to be held in Boston 
during the week of July 6. “New 
England Hospitality will be at its 
best,” say one and all. Those shoe 
salesmen who have gone out from 
the Hub during the past few weeks 
to as far west as the Pacific, and 
from Canada to the Gulf, all have 
stated their intention to invite their 
customers to Boston during the 
first week of July that they may 
partake of the “grand good time” 
‘which the allied industries inter- 
ested in the Boston Shoe Style 
Show have in preparation. Said one 
of the good boosters. “The Shriners 
and the G. A. R. reunions will pale 





Summer-weight Shoe 
Day—May 15 


At the N. S. T. A. execu- 
tives’ conference in New York 
during the days of the Joint 
Styles Committee meeting, it 
was decided that the national 
office should send out a bulle- 
tin to members asking them 
to wear summer-weight shoes 
with their straw hats on the 
generally accepted date: of 
May 15. On Philadelphia’s 
official straw hat day, May 1, 
the Quaker City boys donned 
lighter weight oxfords and 
called the attention of their 
friends thereto. 











into insignificance beside the shoe 
and leather Boston “Get-Together” 
of July 6-10. The annual outing 
this year is going to be the best of 
all past fine events. 

T. A. Delany, secretary of the 
National Shoe Travelers’ Associa- 
tion, is chairman of the Hospitality 
Committee, and has already ap- 
pointed the following to serve on 
this committee: John J. Whalen, 
“Syd” L. Curry, George L. Ashe, 
H. M. Barnes, J. J. Berlin, Wm. W. 








GEORGE L. STARKS 
Member of the “Boosting Bos- 
ton” Shoe Style Show Commit- 
tee. Covers sections of South 
and Southwest for A. E. 

Little Co. 





Change Shoes Often 

The N. S. T. A. members have 
been asked by the national office to 
stimulate the sale of men’s shoes 
by talking the “sanitary angle’— 
in other words, to tell freely of the 
beneficial results as to health and 
economy of frequent alternating of 
shoes, thus avoiding perspiration- 
soaked footwear and giving the 
longest life possible to the shoe 
materials; to explain, therefore, 
that it is necessary that men should 
have several pairs of shoes con- 
stantly in readiness so that the 
same pair shall not be worn for two 
days in succession. 


Brandt, William P. Brennan, E. U. 
Burdett, A. E. Buckman, D. C. 
Carr, A. B. Clark, L. B. Cubbison, 
George T. Cummings, A. R. Derois, 
Fred Doherty, A. F. Doyle, Mark T. 
Emerson, Robert I. Emmet, G. R. 
Foster, C. J. Giles, H. P. Goss, D. 
J. Harkins, W. J. Howe, L. A. Hunt, 
W. H. Larkin, F. W. Lord, H. W. 
Le Favor, George J. Lovely, George 
Manson, T. E. Murphy, W. M. Oak- 
man, William Noll, C. E. Sawyer, 
F. W. Stanton, Chas. G. Walls, 
Charles W. Morrill, Robert Mills, 
J. F. Crehan, W. H. Dean, C. E. 
Gunn, Harry E. Lynch, Thomas 
Meade, J. E. O’Brien, A. E. Rankin, 
H. H. Ripley, G. L. Starks, E. A. 
Terhune, F. J. Slagle, Dave J. 
Tobin. 








Congratulations to “The 
National Shoe Traveler” 


The National Shoe Travel- 
ers’ Association, Inc., has re- 
cently issued, through its Sec- 
retary’s Office, 183 Essex 
Street, Boston, “The National 
Shoe Traveler.” The editor is 
T. A. Delany. This book con- 
tains a strong editorial by the 
president, James L. Scanlon, 
pictures of the first four offi- 
cers of the association, a list 
of the affiliated locals, an ac- 
count of the annual N. S. T. 
A. convention, and the legis- 
lative work accomplished. The 
book has 74 pages and cover, 
and contains a goodly amount 
of advertising. It is well ed- 
ited and reflects much credit 
on the Association. 
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Redwood || WEILDA CALF 











Maplewood National Grey 
Silverwood Autumn Blonde 
| Woodland Brown 
ss | India Tan 














Joint Styles Committee 





























Sample cuttings are most convincing 
May we send them? 


A. C. Lawrence Leather Company 


210 South ae Boston, Mass. 


When writing to advertisers please mention Boot anv Snoz Recoanper 
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“HARRY” HAMILTON 


Sales and Advertising Manager 
for Sawyer Boot and Shoe Co. 





Frank Kramer with 
Gregory & Read 


Frank Kramer, formerly with 
McElroy, Sloan Company, has 
joined the salesforce of Gregory 
& Read Co., and will cover the big 
trade of the Central West. Mr. 
Kramer will make Chicago his 
headquarters. He has a Coast-to- 
Coast acquaintance and friendship 
with retail shoe merchants. 


George Starks off on Long 
Trip 

George L. Starks, a big New 
England booster, and a member of 
the hospitality committee of the 
Annual Midsummer Boston Shoe 
Style Show, sells the A. E. Little 
Co. line of Lynn. He recently left 
Boston on a long trip to cover 
Tennessee, Alabama, Louisiana, Mis- 
sissippi, Texas, Missouri, Arkansas, 
Oklahoma, Kansas, Ohio, Macon, 
Ga., and Kentucky. He will be back 
in Boston in time to put in some 
good work in the entertainment of 
buyers visiting the Boston Shoe 
Style Show during the week of 
July 6, and in the meantime will do 
some active “missionary” work for 
the show en route. 

Mr. Starks, just before leaving 
the Hub, stated that his business 
during the last year had been a re- 
markably strong one; that he had 


shown an increase of nearly double . 


that of last year on his line 
of high-grade women’s fancy turn 
and novelty “Littleway” process 
footwear. 
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H. D. Hamilton Is Sawyer’s 
Salesmanager 


“Harry” Hamilton, the popular 
New England shoe salesman, with a 
host of friends the country over, is 
now sales and advertising manager 
for the Sawyer Boot and Shoe Com- 
pany of Freeport, Maine. 

Mr. Hamilton has had a three- 
fold experience that makes him par- 
ticularly well adapted for this po- 
sition. For some years he was in 
the sales department of the United 
Shoe Machinery Company. Later 
he was sales and advertising mana- 
ger for the Saco Shoe Company. 
For the last two years he has been 
New England sales representative 
for the F. Mayer Boot and Shoe 
Company. 

The Sawyer Boot and Shoe Com- 
pany has been making moccasins 
at Bangor, Maine, for nearly half a 
century. This company, now in its 
new factory at Freeport, has in- 
creased its facilities for serving the 
trade; it has added new and attrac- 
tive lasts and patterns and is plan- 
ning later to make a line of dress 
shoes. 

Mr. Hamilton takes up his work 
with the enthusiasm and zeal which 
has been characteristic of his shoe 
work for many years. 


McCormack Secretary of 
Craig, Reed & Emerson 


W. J. McCormack, formerly with 
the Great Northern Shoe Co., has 
recently become interested in the 
Craig, Reed & Emerson, Inc., of 
Campello, Mass., as secretary, and 
will look after the trade in his for- 
mer territory, the Middle West. Mr. 
McCormack has a wide knowledge 
of the needs of the trade on 
“snappy shoes for young men,” and 
is assured of the 100 per cent co- 
operation of his factory, which 100 
per cent co-operation he passes on 
to the merchant. 


N. S. T. A. Wants Members’ 
Addresses 


T. A. Delany, N. S. T. A. secre- 
tary, 183 Essex street, Boston, 
wants all members of the National 
to send to him their latest ad- 
dresses and names of houses which 
they represent—or whether or not 
they are now representing any 
house—that he may have his lists 
strictly correct. 

He also asks secretaries and 
treasurers of the local associations 
to send to him the names of all 
members in good standing up to 
April 1, 1925, and to forward the 





LOUIS STERN 


with headquarters at 312 Tyler 

Building Louisville. He repre- 

sents The Charles Meis Shoe 
Co. 


Louis Stern, with headquarters 
at 312 Tyler Building, Louisville, 
represents The Charles Meis Shoe 
Company of Cincinnati. His resi- 
dence is at 1638 Tyler Parkway. 
“Lou” has a splendid record with 
the Meis Company. He not only 
“knows his stuff” on shoe styles 
and values, but he also passes this 
advice on to his customers. He has 
a wide circle of friends and is a 
hard worker. In his leisure mo- 
ments he “chums” with his two 
splendid sons. 


Adrian Brooke Is Dead 

Adrian W. Brooke, who covered 
West Iowa, Illinois and Nebraska 
for The Tweedie Footwear Corpora- 
tion, is dead. He passed away on 
April 12, after a short illness, at 
a St Louis hospital. He had been 
with the Tweedie folks one season 
and was formerly connected. with 
another St Louis house. In the be- 
ginning of his shoe trade career 
he was with the Brown Shoe Co. 
He leaves his parents and several 
sisters. 


Manion a Benedict 

Thomas W. Manion, the genial 
New York and Brooklyn Salesman 
of the Barnet Leather Company, 
was married Saturday, April 18, 
to Miss Agnes Coyle. They are 
spending their honeymoon in the 
South. On their return, they will 
live in Brooklyn. 





per capita tax for first quarter, 
same being due April 1. 


95 


ia. 

































































smooth, 








BOOT AND SHOE RECORDER: 


Smith Smart Shoes 


for Women 


No. 382 $5.75 
Blucher Sport Oxford, 


Tan Hickory, 
Crepe Sole, Fibre Slip, 
Straight Breasted Heel. 


B, 3} to 8 


HEREwillbeanunusu- 

ally big call this season 
for high grade, smartly pat- 
terned shoes with low, 
broad heels and crepe or 
leather soles. In this type 
of footwear especially, the 


graceful fitting 


qualities of SmrrH SMART 
SHoes make for fast, satis- 
fying sales and encourage 
permanent, ‘booster’ trade. 


J. P. SMITH SHOE CO. 
671 N. Sangamon Street, Chicago 


West Coast: 
312 Forrester Bldg., Los Angeles 


A new folder of styles instock for 
Spring is yours for the asking 


(omplete Sizes 


No. 412 $5.15 
Blucher Oxford, 
108 Tan Hickory, 
7 /8 ‘Styline’ Heel. 
AA,5 to8 
A,4 to8 
B, 3 to 8 
C, 3} to 8 















Illustrating the 
DR. A. REED 


COMBINATION 
LAST 


’ 








Instock 


On the 
Combination 
Last 


On the 
Newgate 
Last 


$1092 [Shoe] 
Black Kid 


$1002 [Oxford] 
Black Kid 
Blucher 


$6.25 
$1152 [Shoe] 


Black Kid 
Blucher 


$7.10 
S982 [Oxford] 


Bal 
$7.10 
$1042 [Shoe] 
Black Kid 
Blucher 
$7.10 
$972 [Shoe] 
Tan Kid Blucher Tan Kid Blucher 
$8.15 $7.25 
J. P. SMITH SHOE CO. 
671 N. Sangamon Street, Chicago 
148 Duane Street, New York 








312 Forrester Bldg., Los Angeles 


A new folder of styles Instock for 
Spring is yours for the asking 
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LOUIS LELYVELD 


Covers parts of New York 
state and Michigan for The 
Emerson Shoe Co. 


Louis Lelyveld, who for some sea- 
sons past has covered New England 
for the T. D. Barry Co., is now rep- 
resenting the Emerson Shoe Co. 
in New York state, from Pough- 
keepsie up to Michigan towns. 


Howe and Lord on Trip 


Fred W. Howe and Frank W. 
Lord, the Cushman Hollis “Twins,” 
left the Hub recently—and together, 
as usual—for a trip. Mr. Howe will 
cover New York, Pennsylvania, 
Ohio and Michigan and will be 
away from three to four weeks. Mr. 
Lord will cover Indiana, Illinois, 
Missouri, Kansas, Minnesota, Ne- 
braska, Iowa and Wisconsin, and 
will be away from eight to nine 
weeks. Each of their grips was 
marked with the letters “F. W.,” 
and had in them the latest effects in 
women’s satin, white kid and can- 
vas shoes. Each of the “F. W.’s” 
was particularly enthusiastic about 
their new white shoe styles. 


Flautt with Tweedie 


John Flautt, formerly connected 
with the wholesale shoe trade in 
Ohio, will now represent the 
Tweedie Footwear Corporation of 
St. Louis and Jefferson City, in 
Illinois, Iowa and Nebraska. He 
will reside in Columbus. 





On Selling Trip 
Perley Randall of Hitchings, Inc., 
Lynn, is out with a new sample 
line entitled, ““They’re Sweethearts, 
one and all.” 
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H. C. Godman Co. Holds 
Sales Conference 


The H. C. Godman Co., of Colum- 
bus, Ohio, recently held its semi- 
annual sales conference. This com- 
pany operates nine factories in Co- 
lumbus and Lancaster and many 
were the style ideas in lasts and 
leathers discussed. The company is 
now preparing its campaign for the 
fall. An interesting talk was given 
by Salesmanager J. Elmer Jones. 


A. E. Little Salesmen on 
Trips 

Among salesmen for the A. E. 
Little & Co. who have lately started 
on trips are: C. W. Bennett, who 
goes to Los Angeles to cover the 
Pacific Coast trade; George Stin- 
son, who will take charge of the 
Chicago office, and travel in the 
Middle West; George L. Starks, in 
the South and Southwest; W. P. 
Dwinnel, the middle states from 
New York to Virginia; C. H. Oak- 
ley, in New England territory. 


“Ed” Mannheimer on Coast 
Trip 

“Ed” Mannheimer, now with the 
Unity Shoe Company of Brooklyn, 
is off for a trip to the Pacific Coast. 
Mr. Mannheimer has just returned 
from a trip through the Southwest. 
He reports business as fair. 


Zareck with Ogden 


A. C. Zareck, who has been con- 
nected with the retail shoe busi- 
ness in Milwaukee, has accepted a 
position with the Ogden Shoe Co., 
to cover Milwaukee and surround- 
ing territory. 


Dave Tobin Reports Good 
Business 


Dave J. Tobin, who covers the 
Middle West and New England with 
a line of shoes for Gray Bros., Inc., 
Syracuse, N. Y., recently returned 
to Boston from a trip through his 
territory and reports business 
enough to keep the wheels of his 
factory busily turning until the 
middle of June. 


Harold Meyers with Voll- 
man-Lawrence 


Harold Meyers, who formerly 
sold shoes for P. Sullivan Co. and 
the American Shoe Co., has recently 
been appointed the Pacific Coast 
representative of The Vollman- 
Lawrence Co., Cincinnati. 








A. R. TOFFLER 


In charge of Rice & Hutchins, 
Inc., Cincinnati Sample Room, 
1008 Edwards Building. 


H. A. R. Toffler is in charge of 
the Rice & Hutchins’ sample room, 
situated at 1008 Edwards Build- 
ing, Cincinnati, where he is open 
all day Mondays. 

Mr. Toffler was connected with 
The Central Shoe Company of St. 
Louis before coming with Rice & 
Hutchins and has proved his abil- 
ity as a salesman by being “top 
man” of the Cleveland branch sales- 
force for the past three or four 
months. 





Hemming Adds Territory 


Charles Hemming, who travels 
Indiana and Illinois for The Roth 
Shoe Co., will also take over Kan- 
sas and Missouri, formerly covered 
by R. H. Turner, who recently re- 
signed. Judging from the host of 
friends which Mr. Hemming has 
made in his old territory he will 
add many new ones when he travels 
his new territory. 


The Burdetts Travel 


The Burdett brothers set forth 
from Lynn recently with a new 
sample line of Burdett shoes for 
growing girls. They are traveling 
in the West and the South. 





A little system prevents a lot of 
bungling. 
—Walk-Over Factory Prints. 
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Hi ‘piu Mieth) Sport Shoe Demands 


Gro-Cord Soles meet every demand for sport shoe wear. For the 
Geller end diner tamee xf Geen Sew an cannot be excelled 


for comfort and flexibility. But that is not y are absolutely 
SKID-PROOF on all surfaces—will not even skid on wet grass. 
Gro-Cord Soles are made of finely com live rubber with 


FE ety oR RS EI tp come 


every inbuilt cord gum coated as in a Cord tire. This cord 
construction makes them wear long and the same cords serve as 
heat insulators assuring the coolest wear possible during the 
hot summer months. 


Sane 8 et yon Reve Benes Soled Goa shoes in stock. 
Send for the names of the leading manufacturers who produce 
pee thy aera ph page pregiyet: yee 
children e” to send you a sample showing 
the construction of Gro-Cord sport soles. 


ee" Northwestern LeatherCo. 
Distributors 14 South St., Boston, Mass. 


A. C. Morand Co. A.R. MuellerCo. EdwardC. Mueller 
204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 







OTE :—Those persons infringing on our patents or namin, 
N product to ae the Public fy the "GroCond® trade 
mark will be prosecuted. 


Cord Tire Wear The Lima Cord Sole & Heel Co. 
—e" Lima, Ohio 


When writing te advertisers please mention Boot ann Suon Reconven 
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Steady ‘Trend Marks the 
Retail ‘Trade in Chicago 


CHICAGO—The retail shoe trade 
has not been remarkable in volume 
of business, nor in the lack of it. 
Trade has been steady, but not par- 
ticularly brisk—good, but not good 
enough to cause any comment. 

Light tan calf leathers have been 
selling freely. Tan calf and patent 
combinations have sold better in 
the past week than they have for a 
month. Black patent and satins are 
steady in spite of the warmer 
weather and many two-toned com- 
bination models with blacks have 
sold well. 

Little change is noted in basic 
patterns. The high-throated pump, 
step-in, the gored and strap models 
continue to carry the large part of 





First White Display 

The Walk-Over Store, on 
State street, had the first 
white window. The new models 
follow very, closely the pat- 
tern trend of present style 
and not a shoe was seen that 
was trimmed, except one with 
a small patent leather trimmed 
bow. The combining of buck 
and boarded calf on one model 
of a gore pump was pretty. 
The real effect of the window 
was gained by a basket of sum- 
mer flowers and a sheaf of 
chiffon hosiery in soft rose, 
yellow, green and lavender 
shades that formed the back- 
ground of the window. 











the fashion call with, of course, as 
many variations as there are style 
minds in the trade. 

Blond and penny satins, too, are 
increasing in popularity and there 
is a little bit of apprehension that 
this fabric may prevent the sale of 
white footwear later in the season. 
Some especially striking models are 
seen in these two shades, espe- 
cially in contrasting combinations. 
One interesting model was seen in 
blond satin with a copper moire 
satin quarter extending to the 
throat where it was caught with a 
bronze fastening. 

Men are not buying very freely. 


Novelty Styles 


One extreme model in the O’Con- 
nor & Goldberg State Street store 


was made of brown and fawn kid 
triangles, sewed together, and the 
whole shoe was made in this effect. 
The result is novel. An effect quite 
similar is worked out in a sabot 
pattern with deep saw tooth trim- 


ming of the vamp and quarter’ and 
a top facing or collar all around the 
opening in the pump of a contrast- 
ing leather; another novel effect. 

Wollack and Bauer are. showing 
some dainty pumps in the doeskin, 
in all of the delicate shades of fawn, 
lavendar and rose colorings, and a 
particularly good looking sand tan, 
and pigoat step-in pump with a 
tie effect. 





Patent Leather Styles 
Rank High in St. Louis 


ST. LOUIS—There was an irreg- 
ular trend to retail shoe buying in 
most of the stores during the latter 
part of April. The quiet period was 
probably more noticeable due to the 
sharp contrast it offered between 
the marked activity of the final 
stages of the pre-Easter shopping 
season. 


Patent Leather Is First 


During the first part of May a 
period of warm weather developed 
and acted as a stimulus on white 
footwear. Patent leather, in spite of 
the hot weather, jumped into the 
lead in the race for style suprem- 
acy. Running well just behind, 
black satin is reported as scoring 
heavily. Blond satin and kid are 
third. Tan calf continues to sell 
but in a majority of cases in walk- 
ing shoes. Combinations of the very 
lightly-trimmed type remain firm. 
Pump effect patterns unquestion- 
ably hold the lead over those of the 
strap variety. This statement in- 
cludes not only strip pumps but 
gore, side and front as well as the 
tongue and cut-out types. 


Men’s Sport Shoes Displayed 


Huette’s Sixth Street store 
showed an exclusive line of men’s 
sport shoes. Every shoe had a crepe 
sole. White calf with tan and red 
trimmings is one of the attractive 
numbers. Robert Huette, secretary, 
reports a fair demand for crepe 


soled shoes in tan calf, and is of the 
opinion that a brisk call will exist 
as soon as the weather encourages 
the wearing of sport shoes. 


Whites Selling Well 


Al Pauley, manager of the shoe 
department of Stix, Baer and Ful- 
ler, reported that with the advent 
of hot weather at least 600 pairs 
of white shoes were sold. The ma- 
jority of sales were for kid. Paul- 
ey’s opinion, however, is that can- 
vas will show greater activity. 


Moder Made Assistant 


William H. Moder, formerly 
manager of the shoe department of 
Browning-King Company, is now 
associated with Boyd-Richardson 
shoe department as assistant to C. 
A. Lewis, manager of the depart- 
ment. H. H. Hoadley, formerly as- 
sistant, left to become manager of 
the shoe department of the National 
Clothing Company, Rochester, N. Y. 
This is also a Bostonian depart- 
ment as is the Boyd-Richardson Co. 


Swope Anniversary Sale 


Swope Shoe Company celebrated 
its 67th anniversary sale Wednes- 
day and Thursday, April 29 and 30. 
The first day sale was announced 
exclusively to customers through 
the mail. Paul Allen Ebbs stated 
that business was excellent during 
the sale. 





Cincinnati Style Trend 
Decidedly Favors Straps 


CINCINNATI—Business during 
the week ending May 2 was re- 
ported by the merchants as only 
fair. It seems that each week finds 
the style trend turning more and 


more to straps. In both high and 
low-priced shoes, strap slippers are 
leading the field. In one of the low 
and medium-priced stores, the mer- 
chant reports as high as 85 per cent 
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The Steady Selling Strength 


of “Q-SO-SNUG” and “O-SO-EZ-E” 


QSoSv, 


SUppoR® 





RBuvET soundly into every pair of O-So-Ez-E 
and O-So-Snug Shoes are tangible quali- 

ties and visible features that draw customers 

and have been holding them for many years: 


1. Leather Quality -- E. E. Taylor reputation 
for using the best black kid obtainable‘is con- 


ceded everywhere. 


2. Corrective -- Free from the unsightly appear- 
ance of a strictly orthopedic last. 


3. Reasonable Price -- which surprises many 
a customer who has been used to paying much 


more, 


Special Notice to Wholesalers: 


Ournew **Stamp-and-Ship”’ 
plan, in our In-Stock Depart- 
ment, is of vital importance'to 
you. No wholesale distributor 
of “O-So-Snug” and “O-So- 
Ez-E” shoes can afford not to 
take advantage of this valu- 
able new. merchandizing 
feature. 


Write us for full details. 





L.E-Taylor Company 


BOSTON, MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 





When writing to advertisers please mention Boot and Suoxr RecorpEer 
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straps, and 15 per cent pumps. In 
the high-priced shoes, the straps 
are ahead of pumps. Strap slippers, 
in many cases, are being made very 
attractive by the addition of a small 
ornament of some kind which slips 
over the strap. 


Smith Kasson Salesmen 
Meet 


Every Tuesday the salesmen in 
the shoe department of the Smith 
Kasson Co. meet for a discussion of 
the styles that are selling. At this 
meeting, if the employees have any 
suggestions to offer, they are con- 
sidered. 


Potter Employees Meet 


At the weekly meeting of the Pot- 
ter Shoe Co. employees, Tuesday, 
April 28, two sales bulletins which 
the employees are receiving were 
discussed. It was emphasized that 
the salesperson represents the store, 
and the impressions the salesperson 
makes determines the customer’s 
conception of the store. The second 
item discussed was the approach. A 
confident, intelligent approach, 
along with a smile, sets you on the 
right track to making a sale. 


May “Footsaver” Out 


Several instructive articles are 
contained in the May issue of.the 
“Footsaver,” published by Julian 
Kokenge Co. One subject was: “Do 
You Analyze Your Customer?” 
Another article gave interesting in- 
formation on house-to-house can- 
vassers, and pointed out that at a 
convention of specialty salesmen at 
Cleveland, Ohio, figures showed 
that more than $3,000,000 of their 
$300,000,000 annual business covers 
the sale of shoes direct to the home. 
“There is but one way to overcome 





Patent Styles First 

Patent leather is leading in 
both the high-priced and low- 
priced shoes, and satin, both 
black and colored, is second, 
with tan calf third. Black satin 
is reported to be picking 
up somewhat, especially in the 
high-priced lines. Blond satin 
in still very good in the high- 
priced shoes, but is falling off 
somewhat in the cheaper 
grades. Blond kid seems to be 
taking the place of blond satin 
in the cheaper grades. 
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Cincinnati Style Shoes 


(An error corrected) 


In our issue of May 2 were pub- 
lished two pages illustrating style 
shoes made in Cincinnati. Through 
some unexplainable combination of 
circumstances credit was omitted in 
the case of three shoes—the crea- 
tions of the Vollman, Lawrence Co., 
the Roth Shoe Manufacturing Co., 
and the Cahill Shoe Company re- 
spectively. Here are the shoes, prop- 
erly credited to the concerns which 
made them. — 





No. 1459-R 


Made in the Fallor Satin with 

Moire quarter to match and gimp 

stitching. Coolidge grey, moon- 

stone, fallor, gunmetal and blacks. 

Heels, 13/8 and 16/8. From the line 
of the Cahill Shoe Co. 





THE DRAKE TIE 


A May Manton shoe, distinctly 
smart in every line. Note the ar- 
tistic gore effect. Covered heel.From 
the line of the Roth Shoe Mfg. Co. 





THE ESTRELLA 


All black satin, lite grey fitted, bal- 
loon last with 18/8 heel. From the 
line of the Vollman, Lawrence Co. 





this, and that is to educate the pub- 
lic, and properly train the retail 
sales forces,” said the article. They 
also reproduced an advertisement 


written by the merchants in Salt 
Lake City, which shows one way of 
striking at house-to-house canvass- 
ers. 





May Commences Well in 
San Francisco District 


SAN FRANCISCO — May com- 
menced well in shoe stores. There 
was a revival of buying by women, 
following a brief lull coming after 
the Easter shopping period. The 
basic style features and materials 
remain the same in women’s lines. 
Strap patterns, step-in styles and 
neat-looking gore types are selling 
well. Tan calf, patent and colored 
satins are getting good demand. 


The white season, many mer- 
chants predict, will be good. Some 


white activity was reported during 
the last week in April. 





Second Clapp Store for Men 


De Witt C. Davis, president of 
the Davis Shoe Company, is back 
from the South and spending much 
of his time with the architect and 
contractor who are making the im- 
portant changes in the store on 
Powell street, near O’Farrel street, 
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You won't have to wait for your 
Crepe Soled Shoes, if you specify 


C2: @ 


PLANTATION FINISHED CREPE RUBBER SOLES 


UR foresight in securing 

large quantities of the finest 
plantation crepe rubber, enables 
us to make 


IMMEDIATE DELIVERIES 
of CLICO SOLES 


in any outsole or doubler weight 
desired 


and in the preferred close, fine 
firm grain. 


All previous crepe sole sales 
records will be broken this spring 
and summer. 


Don’t be caught unprepared. 


Order now — specify CLICO and 
have your shoes when you need jf. 
them. 


Clark Rubber Mfg. Co. 


Andover, Mass. 
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which will be the second Edwin 
Clapp shoe store here. 


Sommer a Vice-President 


Max Sommer, Sr., of Sommer & 
Kaufmann, was recently elected 
first vice-president of the Retail 
Merchants’ Association of San 
Francisco, one of the leading bodies 
of business men of the city. 


Second Regal Store to Open 
une 1 


The second Regal Shoe Company 
store will be opened at 136 Kearny 


street about June 1. Alterations are 
now being made at the store. It is 
being patterned after the original 
Regal store at 807 Market street. 
It will be exclusively a men’s store. 


Pienic Plans 


Sommer & Kaufmann’s Em- 
ployees’ Association is working on 
plans for the annual picnic, which 
will take place in June at a park 
across the bay. Families of the em- 
ployees are always invited to this 
affair, which is one of the features 
of the year. 





Shoe Men in St. Paul 
Re-organize Association 


ST. PAUL—Reorganization of 
the St. Paul association of shoemen, 
with retail shoe merchants, manu- 
facturers, jobbers and travelers 
joining in a strongly knit unit for 
the purpose not only of promoting 
the common cause locally, but of 
placing St. Paul in the limelight as a 
footwear center, is under way. One 
meeting, attended by representa- 
tives of every one of the four divi- 
sions taking part, has been held. 
Another session has been called. At 
that time officers will be elected and 
organization plans discussed. 

At the organization of the North- 
western Retail Shoe Dealers’ Asso- 
ciation three years ago, shoe men’s 
organizations of St. Paul and 
Minneapolis were disbanded and the 
united association expanded to take 
in the entire state of Minnesota and 
several adjoining states. However, 





“White Footwear Week” 
Commences May 18 


White Footwear Week has 
been proclaimed for the week 
beginning May 18 by the St. 
Paul retail shoe merchants. 
Last year in the face of un- 
favorable weather, the shoe 
merchants of this city got to- 
gether and set upon a fixed 
date for white footwear week. 
In the early fall they put over 
“Tan and Brown Footwear 
Week” in the same way. 
“Every woman should have at 
least one pair of white shoes” 
is to be the slogan. Window 
displays and special advertis- 
ing will be arranged. 











= 


St. Paul merchants have come to 
the conclusion that there is no rea- 
son why they should not have a lo- 
cal organization. There is no in- 
tention of withdrawing enthusiastic 
support from the larger associa- 
tion. 
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Those at Meeting 


Representatives of manufactur- 
ers and wholesalers attending the 
preliminary meeting were Louis 
Gish and Ray Rudberg, Foote, 
Schulze & Co.; Charles Patterson 
and H. Murray, O’Donnell Shoe 
Co.; C. Sparrow, Goodyear Rubber 
Co.; W. Enright, U. S. Rubber Co., 
and Frank Hess, Field Schlick Co. 
Retail: shoe merchants in attend- 
ance were Joe Langley, Mann- 
heimer Bros.; Fred Grauel, Hirsch 
Bros.; D. D. Bryson, Schuneman & 
Evans; Walter Peterson and H. 
Curren, Golden Rule; Walter Ad- 
ams, Ground Gripper; Fred Hohlt, 
Emporium; William Horne, Palace; 
J. B. Saint, The Booterie, and J. R. 
Jerabic, Panor’s. 


Ebbs Is Manager 


Harry Ebbs, formerly with Mann- 
heimer’s and The Booterie, is mana- 
ger of the Men’s Boot Shop, a shoe 
store for men recently opened at 
the site formerly occupied by the 
Jarvis Shoe Store. 





Patent, Satin and Tan 
Calf Leading Materials 


MILWAUKEE—B usiness is 
fairly satisfactory in the majority 
of stores, although it is said that 
there is room for improvement. 
Several merchants report they 
showed a satisfactory gain over 
April last year, while others ran 
about even. Rainy weather and a 
drop in temperature at the close of 
the month cut into business to some 
extent. 

Patents. or tans hold the lead in 
the majority of downtown stores, 
although there is also considerable 
activity in satins. Rather plain 
types are generally popular, such as 
pumps, tongue effects or Colonial 
styles in high-grade shoes. One de- 
partment store which reports ac- 
tivity in patents, satins and tans in 
the order mentioned, states there is 
now some interest in patents under- 
laid with white designs. Weddings 
are helping to increase the call for 
satins in lighter shades, while one 
stere reports black satins almost a 
staple number. 


Men Buying More Freely 
Men’s shoes have been moving 

satisfactorily during April, accord- 

ing to several reports. Light tans 


with wide toes are quite generally 
popular, although one high-grade 
store has been selling brown and 
black kids in their higher-priced 
lines. 


What Children Are Buying 

Children’s shoes have been ac- 
tive during recent business. Plain 
toed oxfords have been especially 
good in elks and patents. Crepe 
soles are also proving a very pop- 
ular feature in children’s patent, 
smoked and tan elk. For dress 
shoes, patents have been showing 
up very well in Colonial and nov- 
elty cut-out pumps with bows at 
the instep. At Gimbel Brothers, 
patents have been leading, with 
tans following very well. Sandal 
effects are mentioned at this store, 
but not the regular children’s san- 
dal fastened with buckles. 


Combine Douglas Stores 

The W. L. Douglas Shoe Co. has 
combined its two stores in the 
downtown district of Milwaukee, 
having moved its store from 122 
Grand avenue into new quarters at 
232 West Water street where the 
second store has been located. 
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Top View 
STYLE 5 REINFORCED 


Adjustable support at shank and 
ball. Removable pads in pocket 
at shank as shown in bottom 
view of Style 5 Standard, below. 
This style is for heavy weights 
or severe cases. A flexible steel 
reinforcement is riveted in place. 
Men’s shoe sizes, 6-7, 8-9, 10-11 
Women’s shoe sizes, 3-4, 5-6, 7-8 
Price per pair, $4.25 
Dealer's Discount 50%. 2% 10 
days. Net 30 days. 


Bottom 
View 
STYLE 5 STANDARD 
Adjustable at shank and ball. Re- 
movable felt and leather wedges for 
shank pocket. Wide trimming edge. 
Men’s shoe sizes, 6-7, 7-8, 10-11 
Women’s shoe sizes, 3-4, 5-6, 7-8 
Price per pair, $3.75 
Dealer's Discount 9 Mahal 10 days. 
Net 30 da 








SUREFIT 
NONSLIP 


CHT 


: PADS 


MAKE WALKING A PLEASURE 


You Never Heard an Objection 


to Arch Supports that will hold 
true against C. H. T. Pads 


Any rigid foot appliance or corrective shoe—also 
any flexible appliance or shoe that is not adjustable 
to the individual foot—can work harm to the wearer’s 
foot and lay the dealer open to criticism. 
C. H. T. PADS are not rigid and are adjustable at 
both shank and ball. With them an accurately ad- 
justed fit is not a hope but a certainty. The customer 
can do his own adjusting in a moment, and the de- 
gree of comfort will tell him when the fit is correct. 
They quickly produce muscular action and develop- 
ment through resilient, non-shifting support without 
pain or inconvenience. That means positive comfort 
and correction. 
Made in five different styles, suitable and accurately 
adjustable for all painful or weakened foot condi- 
tions, excepting, of course, deformed or crippled feet. 
Quickly fitted, easily sold and stay sold. Satisfied cus- 
tomers are boosters—and—you double your money. 
Write for complete illustrated Descriptive Circular 
and Price List. 


C. TRIESCHMANN CO., Mfrs. 
126-130 Reed St. -:- MILWAUKEE, WIS. 


Adjustable 
- at ball 


Adjustable 
ll at shank 


<< Cantslip 
Tack Holder 







Top 
: View 
STYLE 2 
Adjustable support at ball. This sup- 
port has no elevation at the shank. 
Men’s shoe sites, 6-7, 8-9, 10-11 
Women’s shoe sizes, 3-4, 5-6, 7-8 
Price per pair, $3.00 
Dealer's Discount 50%. 2% 10 days. 
Net 30 days. 


The Metatarsal Pad (un- 
der ball of foot) is ad- 
justed with a stout needle 
or pin to the exact loca- 
tion and elevation desired. 





This is the Metatarsal Pad 
—made of soft, durable 
rubber—rounded on top 
and flat on the bottom. 


°. 


The Patented Cantslip 
Tack Holder anchors the 
pad so that it cannot 


slide out of position. 





Bettom 
View 





STYLE 1 


Adjustable Metatarsal Pad for 
callous conditions. Adapted for 
extremely narrow and tight- 
fitting shoes. 

Men’s shoe sizes, 6-7, 8-9, 10-11 
Women’s shoe sizes, 3-4, 8-6, 7-8 
Price per pair, $2.75 
Dealer’s Discount 50%. 2% 10 
days. Net 30 days. 
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-Attracts Children 


The attention of many boys un- 
der 15 years is being attracted to 
the Brouwer shoe stores by an offer 
connected with the first annual stilt 
tournament to be held in this city. 
The Brouwer firm has offered a pair 
of bright red stilts of regulation 
size to any boy who brings to the 
store sales checks for purchases 
amounting to $15 from any of the 
three stores operated by the com- 
pany. The stilt contest which is 
scheduled for June 6, will determine 
stilt champion of the city for the 
coming year. 


Feature Corrective Work 


A recent window display featur- 
ing Dr.Scholl’s appliances, arranged 
by the shoe department of the Es- 
penhain Dry Goods Co., met with 
great success, according to L. B. 
King, who recently took over the 
management of the department. 


To Open Store 


Frank Shippy, who recently an- 
nounced plans for opening a shoe 
store at Marshfield, Wis., has se- 
cured a four-year lease on the build- 
ing now occupied by a hardware 
store, and will occupy the location 
about June 1, carrying a stock of 
women’s shoes. 


Give Outlook of Industry 


That the shoe industry is on a 
more solid, staple basis as a result 
of the changes during the past two 
years is the opinion expressed by 
J. C. Johnson, salesmanager of the 
Nunn, Bush & Weldon Shoe Co., in 
a recent statement on the present 
business outlook. Mr. Johnson 
stated that the reduction in leather 
stocks, with a tendency to avoid 
overproduction, and the elimination 
of large future orders which has 
resulted in purchasing shoes as 
they are needed, have all tended to 





Sport Shoe Trims 

Warmer weather has 
brought out a number of dis- 
plays of sport shoes in va- 
rious styles for golfing and for 
general sport wear. Golf shoes 
follow the oxford type with 
crepe or rubber soles. Other 
sport lines tend toward san- 
dal types, although this year 
Many are appearing with 
higher heels than they have 
previously. 
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strengthen the shoe business and 
place it on a sounder basis. He 
quoted figures showing the de- 
creases in surplus leather stocks, 
and mentioned his belief that prices 
of hides would average higher in 
1925 than in 1924. 


Booth Directing Sales for 
Beals-Pratt Co. 


Success often hinges upon a de- 
cision. Seventeen years ago Walter 
J. Booth, then with the James Clark 
Leather Company of St. Louis, Mo., 
which has since gone out of busi- 
ness, asked his advisor and friend, 
W. J. Battle, of the same concern, 
whether in his opinion he should 
accept the opportunity then offered 
to go with the Weyenberg Shoe 





WALTER J. BOOTH 


Mfg. Co., of Milwaukee, as a sales- 
man on the road. The Weyenberg 
Shoe Mfg. Co. at that time had not 
risen to its present prominence and 
leadership. It was a young, healthy 
concern eager for business, making 
about six hundred pair daily, and 
now, when he leaves, it has a pro- 
duction of twelve thousand pair. 
Mr. Booth was twenty-three years 
of age. He was eager to line up with 
a company with a future and of- 
ficered by young, aggressive men. 
However, he wanted to make no 
mistake in making a change. Mr. 
Battle believed in him, his ability 
and in the future at that time of 
the Milwaukee market for work 
shoes. Hence his advice to Mr. 
Booth to make the change. 
Seventeen years have passed, 
during which time Mr. Booth won 
his way to the salesmanagership, 
and in recent years has been gen- 


eral manager and first vice-pres- 
ident of the company. Many of the 
“boys on the road” who have served 
under his leadership during the 
past fifteen years have made money. 
The average of earnings is prob- 
ably larger than many would sup- 
pose, His advice and counsel have 
helped many salesmen to develop 
their ability to sell the merchant 
with an eye to the future growth 
and success of that merchant, thus 
increasing their own success over 
a term of years. 

Mr. Booth on May 1 left the 
Weyenberg Shoe Mfg. Co., and be- 
came the president of the Beals- 
Pratt Shoe Mfg. Co., of Milwaukee. 
His decision to get into business for 
himself was hooked up with a se- 
lection of a company making qual- 
ity shoes and known for such. Now, 
he is to ask other salesmen to make 
decisions, just as he made his years 
ago, and the men who join hands 
with his youth, experience and 
vigor in building the company he 
is reorganizing will share in the re- 
wards that come from work well 
done. Opportunities are being made 
every day, and men of vision, like 
Mr. Booth, lead the way. 





Rhode Island Association 
Meets 


Providence, R. I., May 6—The 


_ Rhode Island Shoe Retailers’ As- 


sociation held its May meeting 
Wednesday night at the F. E. Bal- 
lou shoe store on Weybossett street. 
A chicken pie supper was served 
prior to the meeting. The Ballou 
store was recently remodelled and 
members expressed approval over 
the arrangement of the interior. 





How Jackson Co. Keeps a 
Clean Stock 


Jackson, Miss.—A two-day sale, 
once a month, at $3.85 is sufficient 
to keep a very clean stock at the 
Cinderella Shoe Co. Shoes are 
priced from $7.50 to $12. A feature 
is that the sale attracts an entirely 
different class of trade than that 
which regularly patronizes the 
store. 





New Store Opened 


Barnard Franks, formerly a 
member of the firm of Cohn and 
Franks, with store on 125th street, 
New York City, has gone into busi- 
ness by himself. He has opened a 
sample shoe store for men and 
women at 2858 Third avenue, at 
the corner of 149th street. 
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That string in the corner of our new catalog has a 
meaning for every retailer. Those dealers who make 
the most money out of our catalog are the ones who 
go through it carefully and look for the many new 
items that it contains. Then, instead of throwing it 
aside, they hang it up near their desk, where it can 
be referred to frequently. 


Go through the new Daniel Green catalog with 
this thought in mind, ‘‘Couldn’t I make more money 
if I enlarge the scope of my Comfy stock this year?” 
This new catalog contains more new in-stock items 
than have been shown in our catalogs for ten years 
back. 


Our New Catalog Is Ready 


And above all, order early. The vacation season 
represents a rapidly growing sales opportunity. Now 
is the time to order your vacation stocks, and get 
those earlier profits that so many dealers are realiz- 
ing. Have you received your copy yet? If not, write 
us today. 


DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE, NEW YORK 


Sales Offices 


10 East 43rd Street 10 High Street 189 W. Madison Street 
New York City Boston, Mass. Chicago, II. 
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Some Stores Cutting Prices 
Sharply, New York Reports 


NEW YORK—The plea of John 
Slater, dean of the retail shoe trade, 
to call a halt on the continual cut 
price sales of shoes, particularly in 
New York, appears to have gone 
unheeded. Unless all signs fail the 
city is in for another orgy of cut 
prices in retail footwear that will 
take much of the profit out of the 
business. The most notable of last 
week’s sales was the throwing on 
the market by John Wanamaker of 
28,483 pairs of women’s shoes, orig- 
inally $6 to $9 retailers, for the 
flat price of $3.25 a pair. The sale 
was held in the Wanamaker base- 
ment store and drew record crowds 
for this year. Eighty different 
styles were offered, and included in 
the lot were patterns and styles that 
are among the best sellers in other 
stores. In announcing the sale the 
Wanamaker store used large adver- 
tisements in which 35 of the. pat- 
terns offered were sketched. 

James McCreery & Company also 
made shoe history in a sale of sev- 
eral thousand women’s shoes at 
$4.95, consisting of broken sizes 
from their regular stocks and rang- 
ing up to $13 values. The sale at- 
tracted one of the largest shopping 
crowds seen here in years and the 
doors to the annex shoe department, 
where the sale was held, were closed 
at times and lines formed outside. 
The annex department holds about 
800 customers and was crowded to 
the limit the first day of the sale. 
Over 1,000 pairs of shoes were sold 
from the time the store opened un- 
til 11 o’clock. Extra salespeople 
were commandeered for the shoe 
sale and additional clerks were used 
merely to write out the sales checks. 

There were several other cut 
price offerings during the week, 
but these two marked the high- 
lights and probably have pointed 
the way for a series of sales that 
most merchants expect from now 
on. 

With sale shoes occupying the 
chief interest of consumers, little 
has been done in the way of mak- 
ing style progress. The doeskin 
shoe is rapidly forging to the 
front as a good seller in sports lines 
and some of the retail merchants 
are predicting a brilliant future for 
it. Early last week James McCreery 
& Company showed an entire win- 
dow of doeskin slippers in several 
models and colors. 


The woven leather slipper also is 
commanding considerable attention 
at present. John Wanamaker made 
a special offering of three types of 
this woven slipper last week at $18 
and $22 a pair. One was a one- 
strapped pump of lizard grained 
calf, woven, and the other two were 
of white kid. 

Tan Calf Going Well 

Tan calf and kid are still good 
sellers in most stores. Satin is still 
strong and looks as if it will carry 
right through the season. Light 
gray and gun metal as well-as blond, 
champagne and black are the pre- 
vailing hues demanded in satin 
footwear at present. 


Powell & Campbell Show 
Increase Over 1924 


Powell & Campbell, jobbers of 
shoes, report an increase of 25 per 
cent in their sales for the first part 
of this year over the corresponding 
period in 1924. They attribute the 
increase to the fact that they de- 
tected a preference for style in 
shoes on the _ semi-conservative 
lines, incorporating style in wom- 
en’s new patterns with character- 
istics stressing simplicity. 

More style added to the boys’ and 
men’s lines and consequently they 
both showed a healthy increase in 
early 1925. 


New Method of Featuring 
Men’s Shoes 


The world, long used to the pre- 
servation of ‘costly articles under 
air-tight and dust-proof glass cases, 
is now called upon to look at the 
choice examples of the shoemaker’s 
art under the modern version of the 
glass bell that covered the wax 
flowers in grandma’s parlor. At any 
rate, at least two enterprising con- 
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cerns are treating men’s shoes in 
this method. One is the Regal Shoe 
Company and the other is John 
Ward. On Broadway, just a few 
blocks apart, New Yorkers may look 
at the “best bet” of both concerns 
set on satin or silken cushions in 
the show windows and covered over 
with glass cases. Extra lights 
throw illumination on the shoes. 
Last week the Regal store displayed 
one of its “featherweight” models 
in this manner and to heighten the 
effect placed a long bright colored 
feather across the shoes. 


Emerson Leaves Broadway 
Location 


The Emerson Shoe Company is 
giving up its store at 1381 Broad- 
way and directing its customers to 
its store at Broadway and 40th 
street, in the Emerson Building, a 
few blocks up the street. The loca- 
tion at 1381 Broadway will be oc- 
cupied in the near future by one 
of the Klein’s Rapid Shoe Repair~ 
ing shops. 


Federal Reserve Report for 
March 


Trade figures for the month of 
March in this district published by 
the Federal Reserve Bank of New 
York show but little change in the 
general trend in the shoe business. 
As in previous months sales of 
shoes in department stores show 
good gains over last year, while the 
sales in chain stores, although to- 
talling more than a year ago, show 
declines in individual store com- 
parison. Wholesale trade in March 
in shoes was less than in the same 
month in 1924. 

Sales of shoes in chain stores in 
March were 7.6 per cent ahead of 
last year, but there were 20.6 per 
cent more stores reporting. Sales per 


store declined 10.7 per cent. More. 


new shoe stores were opened in this 


district last year than any other - 


variety of chain store reporting to 
the bank. 





Fair Business Reported 
from Brooklyn Firms 


BROOKLYN—Fair business is 
reported by most of the Brooklyn 
shoe manufacturers. The manufac- 
turers here are still wrestling with 
the price problem and in recent 
weeks the pressure for lower prices 
has become intensified. The manu- 


facturers, however, do not see how 
they can produce shoes any cheaper 
than at present, unless the quality 
is to be brought down con- 
siderably. It is suggested in some 
quarters that the price pressure ul- 
timately will force a large increase 
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BUSINESS BUILDERS 


because they always bring “Repeat” sales 


For Fat Feet 


Style B245 is built for fleshy feet exclusively. Its 
short vamp round toe and full measurements make 
it a very comfortable fitter on fleshy, high arched 





Style B245—Black Kid Oxford, 465 last. feet. 
In Stock Widths D, E and EEE. Sizes 2% toll. 
Price $4.60 


An Always Salable Strap 


Style B980 is a staple arch supporting strap pattern 
on a conservative, comfortable fitting combination 
last. Cross straps can be adjusted to fit any instep, 
and B980 usually proves to be just what is wanted 
when shown to the conservative woman who is 
Style'B980—Black Glazed Kid cross strap, 305 last. about to consider straps instead of oxfords. 


In Stock Widths AAAAAA/AAAA to E/EEE. 
Sizes 21% to 12. 


Price $5.00 





A Dress Last that Conceals Enlarged Joints 


Style B965 is built over our new three width com- 
bination last; a last adapted to thin, (wide as well 
as narrow) bony feet with prominent great toe 
joints. Shoes built over this last fit comfortably, 
conceal the bunion, hug the heel, and because of their 
broad shank and tread, retain their shape for an un- 





Style B965—Black Glazed Kid Oxford. 354 Last usually long period. 
In stock Widths AAAAAAA/AAAA to D/EEE. 
Sizes 2% to 12. 

Price $5.00 


ao ROCHESTER, N. Y. 


Chicago Office: 189 West Madison Street 
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in the manufacture of McKay shoes 
in the section. It must be admitted 
that the few factories now produc- 
ing McKays are doing a relatively 
better business than the majority 
of turn factories. Welts are in a 
minor position so far as Brooklyn 
is concerned at present and the 
prospect of any real revival in the 
manufacture of welt shoes in this 

- section is remote, according to lead- 
ing producers. 


Strap Patterns Are First 


The style situation continues 
rather mixed. It seems safe to say 
that the majority of shoes now go- 
ing through the factories are of the 
strapped variety. The gored models, 
in the experience of some manu- 
facturers, are showing some slight 
let down in favor. This may be ac- 
counted for by the fact that in the 
hot weather women prefer shoes 
of the open shank variety and some 
sort of a strap is necessary to keep 
them on the feet. Light airy effects 
in semi-sandal types seem to be 
leading the van at present, partic- 
ularly in the light colored kid, doe- 
skin and satin, which most manu- 
facturers are cutting rather gen- 
erously at present. 


Miss Allen Candidate for 
European Trip 


Brooklyn’s shoe trade may send 
Martha Allen, who is well known 
to visitors to the Brooklyn style 
shows in recent years, to Europe. 
Following a rally of the entire 
working force of the I. Miller & 
Sons plant in Long Island City last 
week, Miss Allen was entered as a 
candidate for the pilgrimage to 
France next July in the campaign 
to raise funds to purchase Monti- 
cello, the old home of Thomas Jef- 
ferson. Interest in the campaign 
was stirred when Miller executives 
told the story of Jefferson, the 
manufacturer. It appears that the 
early patriot was interested in a 





Vamps Are Longer 


Brooklyn last manufacturers 
report that new lasts now be- 
ing bought are of the modified 
toe, little longer vamp and 
high-heeled variety. Despite 
some talk of medium height 
heels, the last manufacturers 
find that demand is strongest 
on last designed for the ex- 
tremely high spike heel. 











venture in nail manufacturing, the 
first enterprise of its kind in this 
country. Miss Allen, who was 
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selected by the Miller employees 
as their candidate is said to have 
the most perfect foot in America. 





Boston Notes Variety in 
Women’s Style Selections 


BOSTON—Varied reports were 
submitted from retail shoe stores 
during the week ending May 2. 
Merchants seemed to agree that 
April just about compared with the 
same month a year ago in regard to 
volume of business. But in contrast 
to last year, stocks are in much 
healthier condition. Gray and fawn 
and beige shades in suedes did not 
move freely a year ago, whereas 
merchandise on the shelves today is 
of a healthy type. Patterns are 
plainer; there are no dangerous 
materials on shelves. 

The same basic styles continue to 
sell in all grades of women’s stores. 
Almost every merchant declares 
that there is no specific pattern or 
material that stands out conspicu- 
ously. Tan calf, patent leather, 
black and blond satin and the pat- 
ent and calf combination are the 
materials favored. Blond, as yet, 
hasn’t reached its peak and is ex- 








Tlettleton 
Boots for Riding 





Besta 


The 
NETTLETON SHOP 
14 Milk Street 











Manager Frank J. Casey of The 
Nettleton Shop has done well 
with riding boots. The above 
illustration, a reduced repro- 
diction of a newspaper adver- 
tisement, is one of the reasons 
for his success with boots. 


pected to sell more freely during 
summer months. 

Several of the $6 stores, featur- 
ing high styles to the younger 
women, are showing’ broad one- 
straps, which are finished at the 
wide strap end with varied colored 
ornaments. This type originated 
only recently in several high-grade 
lines, and is just an incident in 
bearing out the trend toward more 
plainness in patterns. e 





Sport Shoe Trim 


The Queen Quality Shop on Tre- 
mont street had a very effective 
sport shoe trim in its window dur- 
ing the week. A heavy matted green 
carpet, an imitation of grass, was 
used as a base, on which several 
pairs of sport shoes for women in 
tan and white, black and white, all 
elk, all tan and other materials, 
were displayed. 

For a background, a tennis scene 
in the center and on each side a 
painting of a man and woman 
driving off a golf tee, were used. 
Some golf clubs were placed advan- 
tageously, adding to the sports at- 
mosphere. The effectiveness of the 
trim was noticed in the trade on 
sport patterns. 





Business Increases 


At Merrill’s Grover Shoe Shop, 
Inc., business has increased 65 per 
cent over the first four months of 
1924. The big sellers at this store 
are combination lasts in strap 
welts. The most popular heel height 
is 12/8. 


Solar Sails for Europe 

Barnard S. Solar, salesmanager 
of Bresnahan Shoe Company, sailed 
Saturday, May 2, on the Leviathan 
for several weeks’ absence in vari- 
ous important European centers. 

Mr. Solar’s trip is for the pur- 
pose of obtaining style inspiration. 
He will visit London, Paris, Vienna 
and other fashion cities. 


New Method for Showing 


Men’s Shoes 


In showing a pair of men’s 
square-toed oxfords on the balloon 
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The Finishing Touch 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 


For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 
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type, a shoe department manager 
of a men’s clothing store used a 
novel scheme, which commanded 
much attention. The oxfords were 
tan calf. A pair of men’s trouser 
pants, the wide-bottomed style, 
were cut off about eight inches 
above the cuff and dropped over the 


shoes. The interior of the trousers 
are shaped and held in place by 
cardboard. The broad trouser leg 
fitted in nicely with the wide lines 
of the balloon oxford. It was a 
clever way of convincing men that 
the broad-toed shoe is ideal to go 
with the broad-legged pants. 





E. P. Reed & Co., Rochester, 
Open New York Studio 


ROCHESTER—E. P. Reed & Co. 
announce the removal of their New 
York office from 299 Broadway to 
the Marbridge Building, 34th street 
at Broadway, where they have 
opened a_ salesroom and _ style 
studio. W. D. F. Gibson, vice- 
president and style director, is in 
charge of the new offices, which 
comprise four rooms; reception 
room, sample room, office and work 
room. With the completion of this 
new style studio, “Reed Styles” 
will hereafter be designed in New 





R. E. BURKE JULIUS MARROCCO 

York under the direction of Mr. 
Gibson. 

Robert E. Burke, former senior 
member of Burke-Barnett, Inc., 
Brooklyn shoe manufacturers, has 
joined the Reed staff of style de- 
signers and will assist Mr. Gibson. 
Mr. Burke was with E. P. Reed & 
Co. about twenty-five years ago and 
returns to them after many years 
of designing experience with such 
firms as J. & T. Cousins and Burke- 
Barnett. Mr. Burke is a specialist 
in lasts and patterns and has a 
broad knowledge of shoemaking. 

Julius Marrocco, for the past 
seven years with E. P. Reed & Co. 
as designer and assistant to Oliver 
DeRidder and M. J. Rickard, con- 
tinues in his present position, but 
will divide his time between New 
York and Rochester. Mr. Gibson 
will continue to direct the New 
York sales staff and will have as 
his assistants P. J. Watson, who 
covers New England and a part of 
New York State; E. J. Gray and 


Harry Silverstein, who will cover 
New York and Brooklyn accounts. 


Lease New Store 


Gould, Lee and Webster, Roches- 
ter’s oldest shoe store, announces 
that they have leased a new store 
to be built at 45-47 East avenue, 
which they will occupy for a term 
of years. The Gould, Lee and Web- 
ster incorporation is a direct des- 
cendant of the shoe store estab- 
lished 1n Rochester in 1819 by Gen- 
eral Jacob Gould. 

General Gould came to Rochester 
in 1819 from Massachusetts and 
opened a shoe store on the present 
site of the Corinthian street end of 
the Exchange Place Building, 16 
State street. In 1888 the store was 
moved to new quarters a short dis- 
tance to the south in the same build- 
ing, where it remained until 1905, 
when it removed to 146 Main street 
east. In 1906, on the death of Mr. 
Luce, R. H. Webster entered the 
firm and in April, 1915, the firm of 
Gould, Lee and Webster moved to 
the store at the corner of Elm street 
and Main street east, where it is 
now located. Ranney H. Webster, 
treasurer, is working on plans for 
the new store. 
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Announce Prize Winners 


In January, D. Armstrong & Co. 
conducted a prize contest for the 
best ideas on retail shoe salesman- 
ship, and offered ten cash prizes 
totaling $150 for the best letters 
containing the best ideas on selling 
shoes at retail. 

First prize of $50 was won by 
Alice W. Jones, with’S. I. Redmond, 
Baton Rouge, Louisiana; second 
prize $25 was awarded to Alice B. 
Wallace, Davis Shoe Company, New 
Castle, Pa.; third prize $25, George 
Combs, Eberhart & Miller, Warren, 
Pa. Other prize winners were H. J. 
Wolslayer, Easton, Pa.; G. J. Mar- 
der, the McEwen Halliburton Co., 
Oklahoma City, Okla.; James J. 
Murphy, Peters Bros. Shoe Co., 
Oakland, California; R. M. French, 
the Guarantee Shoe Co., San An- 
tonio, Texas; William P. Hogan, 
Fantle Brothers Company, Yank- 
ton, S. Dakota; Ora Friesner, Fells 
Shoe House, Van West, Ohio; S. D. 
Price, Peters Bros. Shoe Co., Oak- 
land, California. 


Thrift Shoe Store Opens 


The D. J. Burke Main street 
store, located in the Arcade build- 
ing was taken over last week by 
the Cummings Sales Company who 
will operate the store as a Thrift 
Shoe Store featuring men’s and 
women’s shoes at $4.00 and $5.00. 
L. E. Cummings, formerly buyer 
for the Kauffman Department store 
of Pittsburgh, Pa., is in charge. 


Wins National Prize . 


W. J. McVea, display manager of 
McCurdy & Company, won first 
prize in a recent nation-wide con- 
test for the best. window display of 
Humming Bird Silk Hosiery. 





Brockton Factories Note 
Increases in Men’s Orders 


BROCKTON—Reports from 
salesmen who are in their terri- 
tories with new samples from 
Brockton shoe manufacturing con- 
cerns are to the effect that retail 
business, following an after-Easter 
lull, is picking up; that men’s shoes 
are in better demand and that mer- 
chants are inclined to order for im- 
mediate, and to some extent, for 
future delivery. The general ten- 
dency, however, continues on a con- 
servative basis, with orders placed 
principally to fill immediate needs. 


Nevertheless, there is distinctly a 
healthier tone regarding the de- 
mand for men’s footwear of the 
better grades, which is an en- 
couraging feature. 

Samples of men’s sport shoes are 
meeting with a good response from 
buyers. Sales of this class of foot- 
wear are increasing and will this 
year, in the opinion of the trade 
here, reach larger proportions than 
ever before. The development of 
sport shoes has been such as to en- 
courage these sales through the at- 
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Adjustable Top Stands 


compel favorable notice 


One of the most effective fixtures for displaying 
shoes is the stand with adjustable top. Every shoe 
dealer should have plenty of these stands. 


They permit the 
showing of many 
shoes in small 
windows and 
store spaces with- 
out the appear- 
ance of crowding. 
Each shoe is of- 
fered, in effect, 
for the individual 
inspection of the 
passer-by. 


Period Style 
Designs 

The faithful incor- 
poration of Period 
Styles into display 
fixture designing gives 
Hugh Lyons’ fixtures 
a subtle but distinc- 
tive charm which 
greatly augments 
their sales creative- 
ness. 





The HUGH LYONS Line includes styles, de- 
signs and sizes to meet the display needs of 
shoe stores everywhere, large or small windows. 


Only through inti- 
mate acquaintance 
with this large and 
varied line of display 
fixtures can any mer- 
chant come to full 
appreciation of its 
comprehensiveness 
and many exclusive 
points of superiority. 
Years of successful 
experience in this 
unique industry en- 
ables Hugh Lyons’ 
designers to visualize 
the needs of mer 
chants, and meet 
them, artistically and 
scientifically. A Hugh 
Lyons’ display fixture 
is always correct. 


Send for Our 
Shoe Store 
Book 


Your copy is ready 
to mail any time you 
ask for it. A card will 
do—mail it today. 





Makes Buyers out of Passers-by 
HuGH LYONS & COMPANY 


Lansing Michigan 
SALES OFFICES 
SS TE 35 W. 32nd St. 
CS 217 W. Jackson Bivd. 
Se 1 N. Eataw St. 
i ccscmnedilivitinchethinitineantiinkinhtadh 52 Chauncy St. 








Retail 
Salesmen 


Wanted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 

Capable salesmen are ag el Ne | men between the 
ages of 25 and 35 years who have had thorough i 
in one or more of our lines, and who can give us the highest 
references. , 

Our company, which started in 1902 with one 
store, now operates 571 retail stores in 41 states. 
We sell dry | ge shoes, notions, clothing and 
furnishings for men, women and children. We 
do a strictly cash business. Our sales in 1924 
were $74,261,343.00. We opened 115 stores in 1920, 
59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 

By industry, study and determination your progress will 
be rapid in our ization. Under our experienced man- 
agers you are trained to become a manager. When you 
have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we 
need are young, healthy and capable salesmen who have 
had thorough experience in a small or medium-sized de- 
partment store, or are experienced in general store work 
in special lines. The investment of money is not neces- 
sary for your success with us. The financial backing of 
our company is ample. Briefly, this is our proposition— 
tested and proven over a period of 23 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 
J. C. Penney Company.” Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 

Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 
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tractive appearance and practical 
lasts and patterns which are 
brought out by local manufacturers. 


Old Colony Advertising 
Club Meets 


Walk-Over Club, Brockton, was 
the scene of the April meeting of 
the Old Colony Advertising Club. 
This organization, which is com- 
posed of men active in advertising, 
printing, and engraving, in the 
Old Colony District, is planning to 
enlarge the scope of its activities. 
President Burton L. Wales, who 
presided at the meeting, outlined 
the plans for the future. These will 
be more fully developed at the May 
meeting when officers will be chosen 
for the coming year. William T. 
Card, advertising manager of 
George E. Keith Company, was 
host of the evening. Walk-Over 
Club proved an ideal location for 
the dinner and subsequent events. 
These latter took the form of a 
bowling contest in which the 25 
men present, divided into teams, 
created havoc among the small pins 
on Walk-Over alleys. Prizes were 
offered by Treasurer Fred W. Spol- 
lett for strikes, spares, team scores, 
etc., all of which served to stimulate 
the skill of the bowlers. At the con- 
clusion of the evening festivities 
the club members declared “Bill” 
Card an ideal entertainer. 


“Dolling Up” Men’s Shoes 


With the desire and intention of 
increasing the sales of men’s shoes 
Brockton manufacturers are show- 
ing samples which are “dolled up” 
to a greater extent than for some 
time past. This is particularly true 
of the medium grade and so-called 
popular-priced lines, which are be- 
ing brought to the attention of 
buyers. Typical of this tendency is 
a line recently gotten out by Wall, 
Doyle & Daly, Inc. This concern, 
which makes for the volume trade, 
is showing men’s oxfords made up 
in various shades of tan leather 
ranging from light yellow to dark 
brown, also in black leather. Some 
of these shoes have parti-colored 
welting, stitching, or piping, which 
with unique perforated effects, 
gives this line a decidedly unusual, 
and at the same time, attractive 
appearance. Will Doyle, head of 
this concern, and the man re- 
sponsible for the new styles, is 
planning an aggressive campaign 
to attract the attention of the vol- 


ume buyers. One of the concern’s . 


representatives, “Timmie” Todd, 


Brockton’s youngest traveling sales- 
man, is making an eight weeks’ 
trip covering the principal cities 
east of the Mississippi, and also 
points in the state of Texas. 


Boots and Puttees for 
Foreign Trade 


In addition to the production of 
men’s shoes for the domestic trade, 
including a special stock shoe, 
Sehwarz-Ruggles, Inc., is producing 
other lines for foreign trade. These 
include puttees for South American 
countries, and high boots for Mexi- 
can trade. Both of these products 
are worn by men who spend the 
greater part of their daily lives on 
horseback in the wide open spaces 
of these lands. This business, which 
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comes through New York export 
houses, is showing a steady growth. 


Negotiate for New Labor 
Prices 


Several concerns in Brockton are 
seeking, through conferences with 
representatives of the labor union, 
prices on the so-called third grade 
shoe. No specific conclusions have 
yet been reached in this direction, 
but conferences between business 
agents and manufacturers have 
progressed to a point where de- 
cisions will soon be forthcoming. 
If these are favorable, there is 
every prospect of an important in- 
crease in Brockton shoe production 
through an increased output of 
men’s shoes. 








Lynn Firms in Favor of 
Lengthening Summer Season 


LYNN—May business is good as 
the shoe trade goes. Buyers are 
stocking up for summer sales. The 
proposition is heard that the sum- 
mer season be lengthened, and fall 
openings be not forced ahead un- 
timely, so that summer styles may 
have a chance for long life 

Chain stores continue to take 
more shoes from Lynn shops. It is 
reported that chain stores are 
spreading from big cities to smaller 
communities, with the consequence 
that big city styles at popular prices 
are being distributed over a wider 
territory. 


Variations on Heels 
Reports on heels continue to vary 


widely. One firm reports heels lead-" 





New Style Points 


The watch strap pump is a 
right-up-to-the-minute novel- 
ty. 
Black kid, and gun metal, 
too, is in some favor again. 

Plain patterned pumps, 
with fancy stitching for trim- 
mings, are gaining. 

Oxford patterns are being 
made up for fall. 

Step-ins and straps, colored 
kids and white shoes continue 
to sell, with patent leather 
and black satin as staples, and 
the probability of patent 
leather being the best seller of 
the year. 











ing at 16/8 and 17/8; the next firm 
reports heels leading at from 10/8 
to 14/8. Most of them are of wood; 
and they are graceful. 





White and Gray 


Travers Shoe Co. is making 
chiefly white and gray kid shoes, 
mostly in pump patterns, with 
single needle or gimp stitching 
on vamps and quarters. 


Watch Strap Styles 


Lynn has several variations on 
the watch strap style. Patterns pro- 
vide for a pump, with loops on the 
sides. Through the loops, or through 
eyelets in the loop, passes the watch 
strap. It fastens over the instep, 
with a buckle. 

Some buyers chose several straps 
for each pair of shoes, the straps 
being of different colors. This is to 
get two color effects. A popular pat- 
tern is that of a strap, wide in its 
middle, so that it will set smoothly 
over the instep. 


Stephenson in Europe 


W. R. C. Stephenson of Stephen- 
son & Osborne, Lynn, manufac- 
turers of cut soles, is in Europe. 





Sanity in Styles 
“It seems to me,” says a Lynn 
manufacturer, “that we are in a 
period of liberty in styles. As we 


are safely away from freaks, and 
extreme conceits, we have sanity, 
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FILL IN YOUR SIZES NOW 
In Stock 


Ask for Complete 


IN STOCK 


Catalogue and Price List 


N 






0. 
873 H 





873 H—Patent sandal, leather lined. 
5-8 8%-11 11%-2 2%-3 


773— $1.10 $1.20 $1.35 Broad Toe uaa onmen. ee ee 
773 H— 1.45 Broad Toe jal O Ol 8%-11 11%-2 2%-8 
873 H— $1.90 Modified Toe 85— $2.00 $2.25 $2.50 Broad 


185— 2.50 Modified Tee 


Our Stock Department is operated for your benefit. 
Prompt Shipment at all times. Order from us often. 


Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND 


May 9, 1925 
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They’re Good Fitting 
Quick-Selling Shoes— 
Dr. Darling Oxfords 


Dr. Darling Shoes have long since gained a 
reputation as good-fitting, quick-selling shoes. 
This statement is backed up by the fact that 
hundreds of well-rated and successful merchants 
buy them season after season, and replenish 


Arch Support Surgeon Oxford certain sizes week after week. 

Stock No. B-604—Black Glazed Kid, 12/8 

Cuban Heel, Rubber Top Lift, Perforated 

a snd | omtreang batty Sem po < 
ter 

inglShank, Willard Last. . 


Immediate delivery of the styles illustrated. 
Write for sample pairs, catalog, salesman. 








AA, 44-9; A and B, 4-9; C, D and E, 3-9. 
$4.60 


SHERWOOD SHOE COMPANY 


Originators of Quality MeKays 


ROCHESTER, N. Y. 


Stock No. B-606—Same in Brown Glazed 
eumeete ee 
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as well as liberty in our styles. 
We still have an abundance of 
styles, and from them women are 
free to choose, so that each may 
have a style according to her own 
liking, and good taste. This is as_it 
should be.” 


Patent Leather Leads 


In Peabody, patent leather is 
doubtless the leading product, with 
the tanneries and Japan stock run- 
ning briskly on the shiny leather. 

New ideas in its manufacture are 
being worked out. One of them pro- 
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New two color effects are sought, 


and some extraordinary work is be- 
ing done in getting out gold finishes 
that shine like new gold coins from 
the mint. 


Mr. Creighton’s Lion 
Albert M. Creighton has brought 


back from Africa a young lion, a 
cub. When “Mike” reaches the busi- 
ness age, Mr. Creighton will give 
him to the Franklin Park Zoo. For 


vides for the use of artificial sun- 
light machines, to get a finer lustre. 


Besides, it takes Old Sol six hours 


the present, canned milk is ““Mike’s” 
favorite food. Mr. Creighton also 
brought skins and curios. 





Haverhill in Favor of 
Campaign Featuring Turns 


HAVERHILL — “For genera- 
tions Haverhill has been known as 
the home of the turn shoe,” said 
a local manufacturer. “The reputa- 
tion which this city has obtained 
for excellence in the production of 
turn footwear has been secured 
through the efforts of skilled work- 
ers backed by good merchandise. 
This city and its neighborhood is 
the center of the turn shoe indus- 
try. Here, for generations, turn 
workmen have been developed. Skill 
has been passed on from father to 
son, until now there are thousands 
of expert workers in Haverhill and 
the district surrounding it; more, 
in fact, than in any other territory 
in the entire United States. The 
light, dainty effects in Haverhill- 
made turn footwear are recognized 
today as best sellers. 

“With cheaper shoes in active 
demand the turn shoe has to some 
extent been displaced in favor. 
There is no reason, however, why 
this condition should prevail, and 
in my opinion, the time is ripe for 
an active campaign by turn shoe 
manufacturers to impress upon the 
merchants the good points of turn 
shoes. Such a campaign in fact, is 
in progress, and merchants will 
have brought to their attention in 
the near future the advantagéds of 
the turn shoe, which they will be 
invited in turn to pass on to their 
customers.” 


Manufacturers’ Association 
Has 29 Members 


Following a reoganization of 
the Haverhill Shoe Manufacturers’ 


Association, it is announced that 
the membership is comprised of 29 
subscribers, including the follow- 
ing: Becker Shoe Co., Bradley 
Shoe Co., Brenner & Brody Shoe 
Co., George F. Carleton & Co., Inc., 
Chesley & Rugg, Inc., Claremont 
Shoe Co., B. E. Cole Co., Inc., H. 8S. 
Collins, Inc., Duane Shoe Co., Far- 
ber Shoe Co., Felsteiner Shoe Co., 
M. Garbelnick Shoe Co., Inc., H. B. 
Goodrich & Co., Harding Shoe Co., 
Inc., J. A. Jonas Shoe Co., Marshall- 
Harris Shoe Co., Moss-Seamans 
Co., M. T. Ornsteen Shoe Co., Phil- 
lips Shoe Co., Rickard Shoe Co., 
Slipper City Shoe Co., Edward E. 
Sullivan, Tessier & Bowdoin Co., 


116 


to sun patent leather, while the new Triangle Shoe Co., Wright-Gorevitz 
machines will sun it to a lustre in 
six minutes. 


& McNamara. 

Edwin M. Rickard is chairman 
of the board of trustees, and Fred 
L. Cooper is manager. The board 
of trustees include the following: 
Albert U. Bowdoin, Tessier & Bow- 
doin Co.; Colomon Bocholtz, Becker 
Shoe Co.; Everett Bradley, Bradley 
Shoe Co.; Edward G. Chesley, Ches- 
ley & Rugg, Inc.; B. E. Cole, B. E. 
Cole, Inc.; Joseph A. Jonas, J. A. 
Jonas Shoe Co.; Joseph C. Kimball, 
Kimball & Sherman Shoe Co.; Wal- 
ter C. Wright, Wright-Gorevitz & 
McNamara. 

The policy of the association is 
the same as in the past, all mem- 
bers of the concern being signed 
for a term of three years, beginning 
April 18, 1925. All of the members, 
present and former subscribers, 
are identified with the peace agree- 
ment in the local] industry until its 
expiration, December 31, of the 
present year. 


Adding Line of Stitchdowns 


F. E. Leavitt Co., manufacturers 
of misses’, children’s and infants’ 
shoes, is adding a line of stitch- 
downs. These are being made under 
the direction of R. F. Litch, and 
will be shown to buyers early in the 
summer. 


Louis Hartman Father of 
New Boy 
Louis Hartman, of Hartman 
Shoe Company, Haverhill, is re- 
ceiving congratulations on the re- 
cent birth of a son. 





Improvement Is Noted 
in Philadelphia District 


PHILADELPHIA — The local 
trade review of R. G. Dun and Com- 
pany states that while present busi- 
ness is not of large volume, it is 
improving and a good summer and 
fall trade is in prospect. The shoe 
business, while spotty, is said to be 
active. The review states that 
manufacturers of glazed and dull 
kid find that during the last two or 
three weeks there has been virtually 
no business to speak of and that the 
outlook for any life to their trade 
in the immediate future appears to 
be discouraging. 


Three-Button One-Strap 


The Niederman Store on Chest- 
nut street is showing a three-button 


one-strap in black satin with moire 
back and Spanish or Cuban heels at 
$10.50. The same pattern in blend- 
ing kid combinations is being fea- 
tured at $12.50. 


Various Models Featured by 
Hallahan Stores 


The Hallahan stores are showing, 
at $9.85, a one-strap cut-out with 
the quarter overlaying the vamp in 
satins and in patent leather. At the 
same price these stores are show- 
ing a new D’Orsay tie with perfor- 
ations and bow of silk, in patent 
leather, white kid, and satins. At $6 
these stores are featuring a D’Or- 
say buckle pump in patent leather, 
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IN STOCK 
Imported English 
Riding Boots 


MEN’S $16.50 PAIR 
WOMEN’S $14.50 PAIR 















The distinguished style— 
precise workmanship and 
high-grade, pliable willow 
calf—the comfortable and 
snug fit—the skilled crafts- 
manship of those trained for 
years in the perfection of 
bootmaking — will satisfy 
your most critical customer. 
that “COLT” IMPORTED 
ENGLISH RIDING 
BOOTS ARE BEST. 


Order them in 
tan or black. 


B2774 


Colt-Cromwell Co., Inc. 


ESTABLISHED 1899 


596 Broadway New York City 








—w 




















TAN STITCHDOWN 
PLUG OXFORDS 


90c. -- 1.10 


WITH HALESOLE BOTTOM 


_ | See $0.90 om like leather, 
eee 1.00 ut wears twice 
as long as the best 

Ee eee 1.10 leatienr tamed 





Is tan colored—won’t rub off on polished floors. 
The only line of stitchdowns we know of that 
gives these real wear values. 

In view of the low price quoted for the quali- 
ties offered, only case lot (36 pair) orders will 
be accepted. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 








PHILADELPHIA, PENNA. | 








if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 





BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 


It's the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorpgr is blooded-stock. An 
A BC statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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blond satin, and black satin with a 
new type of self-colored stitching. 


McKeon Predicts Good 
White Season 


John C. McKeon of Laird Scho- 
ber & Co., and president of the Na- 
tional Boot and Shoe Manufac- 
turers’ Association, states that the 
trade is looking forward to a very 
good white season. Demand, it is 
felt, will be largely for plain kid 
though there will also be some 
whites trimmed with lizard and pig- 
skin, both genuine and imitation, in 
light and dark tan. There will also 
be some call for whites trimmed 
with black and the usual proportion 
of white linen sold. 

For fall trading, Mr. McKeon 
predicts quite an active demand for 
patent, black satin, and for various 
tan leathers. There will also be con- 
siderable call for brown satin. 
While the manufacturing trade 
would welcome some life in the 
glazed kid situation in fall, Mr. Mc- 
Keon does not look for much activ- 
ity in this material. For evening 
wear in fall there will be quite a bit 
of trading in novelty materials in- 
cluding silver, gold and black. Com- 
binations of colors will also be an 
active factor in the style situation. 

Prices continue to hold firm. 
While there may be some dickering 
in raw stock in inferior grades, the 
top selections in any leather that 
is in demand are hard to get at any 
price. 

The tendency towards plainer 
patterns continues. Straps and gor- 
ing effects will feature the style 
situation in fall. There will also be 
a very strong demand for opera 
pumps. Another unusual feature of 
the fall market, Mr. McKeon pre- 
dicts, will be the unusual number of 
welts sold in imitation turn effects. 


Men’s Lines Quiet 

The Turner-Tompkins Shoe Co. 
reports that men’s lines are quiet. 
The bulk of the present demand is 
almost entirely for tans, although 
there is some activity in patent 
leather. There seems to be more de- 
mand for plain effects than for the 
fancy shoes with elaborate stitch- 
ing and perforations. 


Lull in Factories 


There has been no marked in- 
crease in the amount of factory ac- 
tivity here during the past week. 
Orders are spread over whites, re- 
placement work, and some little 
work for fall, although in the main 
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New Walk-Over Store. at Houston, Texas 





New Walk-Over Shoe Store, 618 Main street, Houston, Tezas. 


Houston, Texas—A new Walk- 
Over store was recently opened here 
at 618 Main street. The windows 
are finished in caen stone backs 
with American walnut trimmings. 
The entrance to the store has a very 
handsome tiled flooring correspond- 
ing in color to the base of the win- 
dows. American walnut was also 
used in fitting up the interior. The 
seating arrangement in the wom- 
en’s department is unique 

The hosiery department is just 
inside the door. 


C. B. Chase, manager, believes in 
showing plenty of shoes in the win- 
dows. Usually similar patterns are 
grouped, the idea being that if a 
customer is attracted by one partic- 
ular pattern, she may see all of the 
variations of that pattern at a 
glance. There is one exception to 
this, that is, when he senses that 
women are looking for new things, 
then, similar patterns are scat- 
tered, giving the window shoppers 
the idea of a big stock of many 
varieties. 





it is very hard to forecast anything 
as remote as the footwear which 
will be worn after the coming sum- 
mer. In spite. of the fact that there 
is not much snap to business at 
present the shoe manufacturers are 
looking to the future with a feeling 
of optimism. . 


Some Demand for Gray Kid 


Nathan Laveson, of the United 
Shoe Co., reports that he has 


bought some gray kid shoes in re- 
sponse to a demand which has been 
slowly developing for several weeks. 
He reports that there is some slight 
call for blond satin but that the 
outlook for whites is not very prom- 
ising. Strap effects and operas seem 
to be the present features of the 
style situation. There is some call 
for patent leather among the mate- 
rials which are selling now. This 
firm is looking for good trading in 
blacks in fall. 





White Season Underway 
in Atlanta Shoe Stores 


ATLANTA — General reports 
from the retail shoe trade for the 
month of April stated that April 
business ran ahead of the same 


month a year ago. Women are buy- 
ing almost equally well of all styles 
in patent leather, tan calf and black 
satin. 
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Houma & SHOES 


BROCKTON, MASS. 


FOR MEN 











Address all communications to the factory. 














“HIGHEST Parane ONLY” 


AST WEYMOUTH, MASS. U.S. 























® M.A.PACKARD CO. Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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New Shoe Store 


Edison Brothers, who operate a 
number of retail shoe stores in the 
city, recently opened a new store at 
811 Canal street, New Orleans, un- 
der the style of the Chandler Boot 
Shop. The new store is under the 
management of A. D. Boudousquie. 


New Department Store 


Dave Mattison and J. M. Rabkin 
of Laurel, Miss., recently opened 
a large new department store with 
a shoe department. 


Convention Plans 


Plans are getting along very well 
for the Southeastern Shoe Retail- 
ers’ Association convention to be 
held at Savannah, Ga., June 8 to 10. 

To insure a large attendance the 
officers are sending invitations to 
all shoe merchants in the south- 
eastern states requesting them to 
attend. Traveling salesmen for vari- 
ous jobbing concerns are personally 
soliciting dealers throughout the 
district, asking them to be present 
at this meeting. 

Present indications are that the 


1925 meeting of the shoe associa- . 


tion will bring together at Savan- 
nah, in June, the largest number of 
retail shoe dealers who have ever 
attended a similar meeting in the 
South. 


Macy Co. to Build 


Work on the new R. H. Macy & 
Co. department store building, 
which will cost $7,000,000, will be- 
gin in September. When completed 
it will be the largest department 
store in the South, and will have a 
large shoe department. 


Join Stewart Co. 


J. R. Arnold and W. E. Renfroe, 
formerly with Irving’s Boot Shop 
in Atlanta, which closed recently be- 
cause of the expiration of the firm’s 
lease, have joined the retail sales 
forces in the women’s department 
of the Fred S. Stewart Store. Both 
men have been identified with shoe 
stores in Atlanta for some years. 


$10 for a Name 


Labeck Brothers, of Knoxville, 
Tenn., are establishing an economy 
section in connection with their 
shoe department, and are offering a 
prize of $10 for the best name sug- 
gested for this department. Harry 
M. John is manager. 
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STOCK DEPT.5 


SNAPPY 

ACTION! 

“*They’ve Got to be Stetson 
to be Snappy” 


ie: 
THE STETSON SHOE CO., Inc. \ Ne 
Seuth Weymouth, Mass. 











SNAPPY SHOES 
FOR YOUNG MEN 
Up to the minute —. Selling 
Investigate. 
CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 


Bosten Office, 10 High St., Room 304 














BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 
Factory, Bridgewater, Mass. 
Beston Office, ‘inn Street 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 














FOR MEN 
THE SHOE Oo , 











No matter what policy you may 
cunecinniientetetnetann 
nevertheless you need the 


Beot and Shoe Reeorder 
ALL THE TIME 
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Boston Retail Salesmen 
Elect Officers 


The Boston Retail Shoe Sales- 
men’s’ Association, Inc., held its 
closing meeting of the season on 
Monday, May 4. After dinner, an 
elaborate entertainment of vocal 











MANHATTAN FINDINGS CO. 


WHOLESALE SHOE STORE SUPPLIES 
107 Duane St., N. Y. 

BENCH MADE BALLET SLIPPERS 
GR ccccecs basa $1.15 — oubacee $1.20 
We also carry a full line of professional round 

and omnes. yl. —* ippers. 





The Quality 
Pullman Slipper 
RED BLACK TAN 
SWAN SHOE CO. Baltimore, Md. 


Or a) Ba3$ 




















Satin, Felt and Leather 
Seft-Sole SLIPPERS BALLET SLIPPERS — IN STOCK 
fer the Egtire Family ane by Ballet Specialists) 


rE 


No. 73080 Satin in these 
colors 


Copen Old Rose, 
Lavender, B. Blue, 
Black, Tau 


NEW Bs Bs SLIPPER CO. 
ESTBORO. MASS. 


PARISTYLE FOOTWEAR MFG. CO., INC 


41-45 Washington Ave., Sookie. N.Y. 
Chicago Office, Security Bidg., 1 9 W. Madison 
HIGH GRADE MULES mal D’ORSAYS 


fe B102 Bik. Game 
_ -_ sry 
6-11 -2 
$1.30 $. 5 588 


<a SCHWARTZ HERDER 












Mfrs. of High- -Grade pa Shoes 
241 No. tith Street Philadelphia, Pa. 




















BALLET SLIPPERS in Stock 

Black and Pink Satin, Black Kid officially sdoptec 
as the best made professional toe and ballet slipper 
in America by I prs asters of 








Prices frem $23.00 per doz. up 
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Only one exelusive agency in 2 town 














(Photo by Waid) 




























Men's Leather House 


IN-STOCK 
or the eaten FRED N. GREENWOOD BLACK BALLET SLIPPERS 
ie ue 
Grade m ae and instrumental selections and Misses’ $1 
Panne Wr he readings were given by Miss Ruth “ 
. ey ey M. Brewer. r aan mn | Lat 
Write for Prices The election of officers for 1925- 147 ey New York, N. —— 
— BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 1926 took place. Fred N. Green- 73 aE 
wood, shoe salesman at Thayer Mc- BA TA GYM SHOES 
~ Neil Co., was unanimously re- ae we Gym Shoes Nev te 
2% t07....... $1.00 
£ ¢ Ballets No. 700 
aul 1.28 
He a 
» hae 





Slippers In Stock 
Athletic Shee Mig. Coe., 124 N. Third St., Philadelphia 


QUALITY BALLETS— o7'x 
Seft Tee Hard Tee 


6/ $1.15 
“ —* 


i ges 


Alse Men’s and Wemen’s Slippers ef every deseription. 
METROPOLITAN SLIPPER CO. 
134 W. Bway, near Duane St. New York 


“1M STOGK BLACK KID BALLET] 
SLIPPERS” 

















BOy’s FINE SHOES 
Reckiana, Mass., U. &. A. 


IN STOCK MADE TO ORDER 














ao a tke 


6to8 = 3 
$1.20 4% 


THE Kv 1aY SHOE CO. 


Manufacturers 
309-315 Findlay Street 
Cincinnati, Ohio 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ~ Ee so that he who 



































runs far Cee pages may read 
— and R. W. DALEY Suete 
Sum h 
9 elected president; Peter F. Girard, SALLETS 
Do You Know? salesman at J. L. Esart Co., vice- HARD AND 
That you can buy or coll t » | President, and Robert Wright, a Tees 
the “Where to Buy” iarheks , Tide salesman at Jordan Marsh & Co., STOCK ee 
feature in its quick service is a time were also unanimously re-elected to Send for SUMNER 
caver in mesting | liate : their respective offices. R. W. Daley Price List SMITH 
of Daley-Williams Co., was unani- $25 W. Monra- St.. Chicegn. MH. 
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‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Cate’ 


ALH.Martin@ 











Mehew ROCHESTER NY 














Flexible Turn Shoes 
Fer the Jebbing Trade Exclusively 
F. 8S. ELAM SHOE co. 


ROCHESTER, N. 
Sesten Otten 548 teen Guest 








at WatkRire Sensible 


Inc. 
CHILDREN’S HIGH-GRADE FLEXIBLE 
STITCHDOWNS 


A Variety of Styles Always In Stock 
11-18 Sterling Place Brooklyn, N. Y. 

















America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
-SHINE Co. 
Reidsville, N.C. 

















a 0 aye and 
profitable st: tant- 
ly In Stock. Send for latest pricelist. 








mously re-elected secretary for the 
tenth consecutive time. The fall 
meetings will commence in October. 





New Shoe Stores 


Hamilton’s Inc., 652 Market 
street, San Francisco, Cal. 

H. Liebes & Co., Grant avenue 
and Post street, San Francisco, Cal. 

Paul’s Custom Boot Shop, Chron- 
icle Building, San Francisco, Cal. 

William M. Gilbert, 1407 Penn 
avenue, Washington, D. C.. 

Harry Peresman, Marengo, Ia. 


Broadway Booterie, Rochester, 
N.. 3: 

Kundert & Holahan, Madison, 
S. D. 





Bates Joins Griess-Pfleger 


Sam B. Bates,.for the past 15 
years associated with the Boston 
office of the Barnet Leather Co., as 
salesman, and previous to that for 
14 years with Gallun Leather Co., 
has associated himself with the 
Griess-Pfleger Leather Co. in a 
similar capacity. Sam’s 29 years’ 
affiliation with the leather trade 
has enabled him to build up an ex- 
tensive acquaintance among shoe 
manufacturers, also to achieve pop- 
ularity and success. He begins his 
new affiliation with good wishes 
from many trade friends. 





Give Prize for Sign Idea 


Winston-Salem, N. C.—Hine’s 
Shoe Store recently held a unique 
contest which brought much pub- 
licity to the store. A prize of $10 
was awarded to A. G. Penry for 
submitting the best illustration 
from which a sign was made for the 
store. The sketch showed a line of 
people entering a store with the 
word “Hine’s” over the entrance. 
Daily newspapers generously 
treated the contest with editorial 
data. 





Pushing Lightweights 
for Men 

The most important devel- 
opment in the men’s wear 
business is the drive that re- 
tail shoe merchants are mak- 
ing to stimulate sales of light- 
weight shoes and of crepe rub- 
ber soled shoes. Both these 
ideas seem to be catching on 
well with the public and most 
of the window displays and 
advertising stresses these two 
features strongly. 
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The One 
Waterprooi 
Leather That 
Takes and Re- 
tains a Polish. 





CREESE & COOKE CO. 
Tanneries at Danverspert 95 Seuth St., Besteo, Mass. 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 











Tt. w. copees, iat, ee 5; oe ee Bene. 


F. E. JONES ‘CO. 
FANCY COLORS 


MAT KID 











96 SOUTH STREET = BOSTON, MASS. 
wibTis 


oring *:::. 


Russell ManufacturingCo. 
Middletown, Conn. 











MULTIGRAPH PLATES 


COMPLETE SERVICE 


ignature Rule F. 
Pm ag me pee | med Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 











"[ABELSY fj 
f 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Beston, Mass. 
Telephone, LiBerty 8673 











H. K. GARDINER CO., PITTSFIELD, N.H. 




















Mat 
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IN STOCK 
Ask for New 





DR. CAMPBELL’S 
HEALTH SHOE 


Catalog 
Powell & Campbell 
122-124 Duane St., 

New York City 

















1612 
Summer St. BOSTON sa) 4° 














ARLE 


shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 


























RoudP AES PF IG" NEw TORK, NT. 


EMIL RUBLACK 
Maker of Artistic 
PRICE TICKETS 
Shoe trade my specialty 
Samples mailed free on request 
Established 1963 

‘OADWAY 








Moss Shoe Co. Seeks 
Customers’ Advice 


La Crosse, Wis.—Moss Shoe Co., 
for 46 years one of the leading shoe 
stores of this city, recently adopted 
a novel scheme for deciding 
whether to move from its location 
it has occupied since its establish- 
ment. A half-page advertisement 
was printed in a daily paper, ad- 
vising the public that before it 
would move from its present home 
at Second and Main streets to 
Fourth and Main streets, it would 
allow customers to express their 
opinions. A coupon was inserted in 
the ad with the words: “Shall the 
Moss Shoe Co. move to Fourth and 
Main streets?” 

The company reported that for 
the first quarter of 1925 sales 
showed an increase of 51 per cent 
over the same period in 1924. E. W. 
Olds and E. P. Semsch are pro- 
prietors. ‘ 





Leon Kahn in Business 
50 Years 
Dallas, Texas—Leon Kahn re- 


cently observed his 80th birthday 
anniversary. He loves the retail 


shoe business. Every day, Mr. Kahn 


is in his store from noon until 
night, busily engaged in examin- 
ing new lots of shoes, watching the 
floor, advising in the buying and 
greeting old friends of the house. 

Mr. Kahn opened his shoe store 
50 years ago. He is one of the three 
oldest customers of the Stacy- 
Adams Co., Brockton, Mass. He 
states he has not missed reading a 
single copy of the BOOT AND SHOE 
RECORDER since its first issue, 43 
years ago. 





Buys Galveston Store 


Galveston, Texas—The Guarantee 
Shoe Store recently bought the 
Flato Shoe Co. Sol Nathan is presi- 
dent; J. B. Devoti, vice-president 
and manager; and E. Nathan, sec- 
retary. The store has been re- 
modeled. 





Consolidation at Lewiston, 
Montana 


St. Paul, Minn., May 4—The 
Bootery, an exclusive shoe store of 


_ Lewiston, Montana, was recently 


consolidated with the Fad Shoe & 
Clothing Co. of that place. A. S. 
d’Autremont, who has been with 
the Fad company for several years, 
is in charge. The same type of foot- 
wear that the Bootery carried is 
being sold. 
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J. R. BEATON COMPANY, Ine. 
831 FOURTH AVE., NEW YORK 


WOSIERY| = atianra 


AS You 
SAN 
UKE fr. | FRANCISCO 


























Obtained Publicity with 
Cross-Word Puzzle 


Mobile, Ala.—Shine’s Walk-Over 
Store ‘“doped-out” an original 
cross-word puzzle recently and 
gave prizes to the winners. Over 
500 replies were received, some 
very artistic, being done in colors. 
Office girls sent in some worked out 
on a typewriter that were clever. 
Mr. Shine was more than satisfied 
with the results and really sur- 
prised in the interest shown by his 
customers, as well as the general 
public. 





White Buck Oxford 


San Antonio, Texas—The Walk- 
Over store is having good success 
with a white Swiss buck oxford for 
men. This shoe is styled with a 
white deer tip and quarter. A light 
colored kid featherweight oxford is 
selling good, too. 





Douglas Store Moves 


San Antonio, Texas—The W. L. 
Douglas Shoe Co. recently moved 
from 116 W. Houston street to 219 
E. Houston street, its old location 
being taken over by E. J. & E. Wal- 
lace of Rochester, N. H., who will 
operate a $4.85 men’s store. 





Casin Leaves Miller Hosiery 
Department 


Jacob Casin, who for several 
months has been associated with 
the I. Miller & Sons wholesale ho- 
siery department established some 
months ago, has resigned, it is an- 
nounced. Previous to his connection 
with the Miller firm he was sales- 
manager for the Van Raalte Com- 
pany. There will be no successor to 
Mr. Casin at I. Miller & Sons, and 
Irving Miller will continue as head 
of the hosiery department. 
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for your 
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Ks The Betty — T 
4800—Growing Girls’ Patent . | 
| Leather, 2% to 7, C and D, low A Trade Marked Line = 
heel seneae ed | 
4840—Growing Girls? ‘Patent ——Z . | 
iS Leather, 2% to 7, C and D, rt — ae ne ag gy a 
ee Ace Ctok stein aneecacaian repe Rubber Sole. 
| ore) —Minses beend, toe Potent Samples Se SS NTT $1.90 | 
> ather, 11% to an rub- . 1918—8% to Ue ccccecceee 2.35 = 
ber heel 223 shipped atour 2918 11% to 2.0 2.65 | 
i, Dont potent Leather, oa 
eS to 11, D an rubber hee expense. “< 
Tan Calf, same as above, also car- P Tan ae oe ag Cpr d | 
| ried in stock. repe hubber sole. 
3 Hand turn patent leather 1723O—B to &..:.............00.....000.008 $1.90 - 
7004—3 to 8 $1.60 1920—8% to 11................00...... . 2.35 | 
6486—8% to 11 ... 2.00 2020—11% to 2.000.000... 2.65 | 
WEIMER, WRIGHT & WATKIN CO. 
39 South Second Street, PHILADELPHIA 
pp — 9 — 95 — os a a ea >—— 8 — FA RSA FR HS — J] 








Fine Calf Leathers 
“inde Calf 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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over big. Been 


brought a constan 
increasing business. 


Deliveries At Once 
If your jobber cannot supply you, write us 


A. W. GREELEY 











Profitable Business aK 


can be had on Boudoirs made by 
me. They are the goods that go 
ing Boudoirs 
for years and the standard of 
quality maintained has 


carry goods on the 
delivery. Sannl — 
e pie my ' 
STOCK — - EW 
98 Pele DP le ness it brings. 


12 Duncan St. - - - Haverhill, Mass. 4 














ON THE OCEAN FRONT CAPACITY 1000 


Che Breakers 


ATLANTIC CITY, N. J. 


AMERICAN AND 
EUROPEAN PLANS 


SEA WATER 


APPROVED BY 








When writiag te advertisers please mention Boor awp Sno Reconvea 


MEDICAL MEN 
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Mr. Shoe Merchant— 


Are you overlooking a good bet for 
“getting more shoes sold right” ?— 


You would not accept shoes with inferior soles. 


So why buy and accept shoes with inferior shoe laces? 


Because it has always been the practice to accept a shoe 
shipment with ordinary laces in the shoes, is there any 
reason you can give why you should continue, when 
you can have a lace that will outwear, by months, 


ordinary laces; stay tied, and never look shabby? 


Most shoe manufacturers are willing to equip the 
shoes with Cordo-Hyde laces if you will ask for them. 
So do not overlook a good bet for “getting more shoes 


sold right.” Put on every order: 


“USE CORDO-HYDE LACES 
IN THESE SHOES” 





| Shoe Lace Division 


O. A. Miller Treeing Machine Co. 


Brockton - - Mass. 






* . 

The Lace with the Better Loox. 
The Lace with the Betrer Wear. 
The Lace for Betrer Business. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 

Recorder rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each inser- 

per tesue: P= "Wants amount accepted, "Sonia ben i ck 

Bpace ltime times 18times 26times 52 times » wil be sestived ob the “ccs of the ‘Boot ane 

1 in..........95.00 $4.00 $3.50 $8.00 $2.50 ag my Py Seri 
Bh ncdin 10.00 800 7.00 600 65.00 8 ee ee See? 2 eee 

ff See 15.00 12.00 10.50 9.00 7.50 address, 1 word < the address mast be counted in the adver. 
6h ce 20.00 16.00 14.00 12.00 10.00 ee ee eee 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





Nimade in McKay women's high-grade line, 
made in Brooklyn. There is an ing for 
is — carrying a line 
, to carry 
our line in ee, Wonderful opportunity 
for a wide a e, reliable man, to increase his 
income. Address K-785, care & Shoe 
Recorder, 127 Duane St., New York. 





SALESMAN FOR LONG ISLAND AND CON- 
NECTICUT, to sell Women’s and Children’s 
up-to-the-minute novelties. Only wg who 
have an = trade and best of refer- 
ences need apply . Have established trade to 
offer. Apply by letter only, giving all facts. 
on Shoe Co., 159 Duane St., New York 





PHILADELPHIA 


We want an experienced City 





KANSAS CITY 
and BROOKLYN 


Salesman in each of the above cities to sell our Union Stamp 
GOODYEAR WELT and NAILED Work Shoes. Write for particulars, 

NORTH LEBANON SHOE FACTORY 
Lebanon, Pa. 


LOUISVILLE 


references. 











TRAVELING SALESMAN to cover Kentucky 
and Tennessee on strictly commission 7% 
basis, with line of high-grade ladies’ Novelty 
Welts and McKays, pular priced, manufac- 
tured in Cincinnati, by one of the oldest con- 
cerns. Prefer resident of territory. Give com- 
lete details in confidence and interview will 
arranged. Address 3601 Belle Crest Ave., 
Cincinnati, Ohio. 


GALESMEN WANTED—Fine established 
business on soft soles Infants’ and Chil- 
dren’s Turns and Flexible Welts will be turned 
over to the right men in South Dakota, Col- 
orado, Oregon, and Washington. Only men 
who have covered these states will be con- 
sidered. Liberal commission. New Fall samples 
now ready. Give full details -. first letter. 
H. H. Freeland, Inc., Rochester, N. Y. 


ALESMEN WANTED—Side line men to sell 

short line of Misses,’ Children’s and Growing 
Girls’ Stitchdowns, and Men's Slippers. Ad- 
dress, with references, and lines now carried, 
B-442, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ALESMAN for Iowa, Ohio, Eastern Penn- 
sylvania, Virginia, North Carolina, and 
Mississippi. Salesman securing this line will 
be in a ition to offer to the trade a strong 
qemuese ve line that will repeat in sales. 
Misses’ and Children’s Staple and Novelty 
styles 100 per cent all leather, price range 











1.00 pair up Ten styles, strong side line. 
aryland Shoe Manufacturing Co., Inc., 
Hagerstown. 





GALAN WANTED for very strong line 
of Women’s St. Louis Novelty McKays, for 
States of California, Oregon, and Washington. 
Only those with established trade desired; 
commission basis. Address B-443, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ALESMAN WANTED—For Pennsylvania, 

_, a Chicago, and vicinity. 
Short popaer priced Growing Girls’, 
Misses’ mos Chi o—, Welts. Applicant must 
reside on territory and have acquaintance with 
trade; can be carried with non-conflicting line. 
Give full particulars with first letter. All in- 
formation held strictly confidential. A 
B-444, care Boot and 3 Recorder, 626 
Powers Bidg., Rochester, 





ALESMEN WANTED: Experienced 

wanted to-represent our line children’s 
turns and stitchdowns in the following states: 
Pennsylvania, Ohio, Indiana, Michigan, Flor- 
ida, Missouri, Nebraska, Kansas, Oklahoma, 
Montana, Idaho, Washington, Oregon, Utah, 
Nevada, Colorado, Arizona, New yt and 
Texas. Stock proposition. 2 ee raw be 7 
per cent commission. 
Orwigsburg, Pa. 





EXPERIENCED SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’ Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan; also for New 
York and New Jersey territory. Address with 
gy The Kepner-Scott Shoe Co., Orwigs- 
urg, Pa 





MILWAUKEE WORK SHOES AND 
CHILDREN’S STITCHDOWNS 
Several Choice Territories Open 

gh ey | for Big Cali- ‘ 
esmen. If you can pro- 
yl, write 

STEVEN STRONG SHOE COMPANY 

Milwaukee, Wis. 








Salesman Wanted for Middle 
west or Southern 
Territories 
to carry exclusively well-known 
line of men’s high-grade shoes, 
manufactured in Massachusetts, 
but who reside within these ter- 
ritories. All applications treated 
in strict confidence. Address 
B-445, Boot and Shoe Recorder, 

207 South St., Boston, Mass. 











Resident Shoe Salesmen Wanted 


Experienced shoe salesmen wanted immediately for following states: North Dakota; South 
Dakota; Oregon; Washington. Nationally known as lowest-priced IN-STOCK quality line 
ladies’ Mackay novelties exclusively. If you are a hustler and producer of big results we 
urge you to join our sales organization, comprising over fifty active workers. Live-wire 
is assured handsome earnings on strictly commission basis, payable monthly. Non-conflict- 
ing side line optional. Please state full particulars first letter. Address Halpern-Navison 
Shoe Co. [Betty Bond of Boston]. 52 Lincoln St., Boston, Mass. 











ALESMEN WANTED to carry eight snappy 

in-stock styles of men’s oxfords; 12-cylinder 
men with pep can clean up. Write, giving ex- 
perience and territory to manufacturer. Ad- 
dress B-422, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





GALESMEN WANTED—We have openings in 
Texas, Oklahoma, Arkansas, Wisconsin, 
Minnesota, Indiana, Iowa, Nebraska, Colorado, 
Wyoming ‘and New Mexico for high class, ex 
perienced shoe salesmen having established 
trade. We manufacture for the retail trade ex- 
clusively, the extensively advertised line of 
Hapytoz First Step Turns made in sizes 1 to 5, 
and Hapytoz Flexible New Process Welts made 
in sizes 2 to 5, 5 to 8 and 8% to 12, 100 num- 
bers being carried In Stock for immediate de- 
livery. Samples packed in two compact grips 
furnished by us. Highest rate of commission 
paid. References required. Imperial Children’s 
Shoe Corp., Rochester, N. Y. 





SALESMEN 


If the following etieatine of men’s 
popular-priced dress welts look good to 
you apply at once. Three new 

Gallun’s Dixie calfskin, American 


young men’s snappy lasts, newest pat- 
terns. Stock carried on floor. $3.50, less 
5% discount. Straight 6% commission. 


COBLE SHOE COMPAN Y 
Hi haldae 











St. Louis Manufacturer of 
Novelty McKays 


Who has a line of up-to-the- 
minute patterns, needs the serv- 
ices of several Salesmen who 
have had experience in selling 
Novelty shoes. Have several de- 
sirable territories open. Write 
past experience; give references. 
Address B-446, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














POSITION WANTED 





Eiftving shoes, SHOE BUYER, Ae ag 
the Fg retail “s yy > ann 


a good proposition Marbridge 
Bids. 47 w ‘oath. St., Neo 'y York City, N. 
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POSITION WANTED 


FOR SALE 


WANTED TO PURCHASE 





YY ouNG MAN, 28 years old, experienced in 
organizing and operating chain stores. Is 
trained executive on store management. 
Would like a connection either as manager for 
chain store company or as ass buyer. 
Small compensation will not bar = con- 
nection providing the goat _® 
Best of references furnished. ess B-448, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


POSITION WANTED—Manager, shoe buyer, 

or assistant buyer, desires position ; over 12 

years’ experience in shoe retailing. A-1 refer- 

ences, would prefer New York, New Jersey, 

Penna. or Ohio states. Address B-449, care 

7 and Shoe Recorder, 207 South St., Boston, 
ass. 








WOULD like to connect with a high-grade 

(preferably) ladies’ shoe mfgr., who can use 
a dependable man as salesman. Would = 
sider any, territory. Am 25 years of age 
ten years’ shoe experience, single, coallae appear. 
ance, and rated as a producer. Address 50, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


POSITION WANTED—As buyer and sales- 
man in a progressive shoe store. Have had 
ten ,years’ experience in buying and — 
men’s, ladies’ and children’s shoes. 

window trimmer and card writer. Married. b.— 
furnish best of references. Address B-451, 

Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








BUYER WANTED 

















AN 


Unusual Opportunity 
For a Real Shoe Man 


A chain of women’s specialty shoe 
stores in New York needs an ex- 
perienced shoe buyer. He must be 
big enough to have sound style 
ideas of his own and energetic to 
follow thru on all details. 


He must be clean cut and aggres- 
sive—with a personality that wears 
well, and an ability to co-operate 
with the principals smoothly and 
efficiently. 


The man we are looking for is 
etme between 30 and 40. 
progress in this organization will 
be limited only by his oa. A 
very adequate salary will of- 
fered to start. Write in full ae a 
to K-786, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 














LINE WANTED 


L®E of snappy shoes to sell the jobbers, 
department stores, and chain stores, in the 
East. Priced three to four dollars. Made by 
reliable manufacturer who is willing to pro- 
tect me on my sales. I have had twelve years’ 
experience and can produce results. Room 452, 
_— Bidg., 47 W. 34th St., New York 
ity. 


ANTED—A line of men’s shoes for New 
York State. Have covered this rms 
for ten years and know the trade. 
B-447, care Boot and Shoe ioe. 626 
Powers Bldg., Rochester, N. Y. 











FOR SALE 


HOE STORES FOR SALE—Will sell both 
or either one. Located on main street of 
manufacturing town in Detroit. bat cw To- 
cation for live-wire shoe man. blished over 
10 years selling popular-priced and high-grade 
shoes. Our reputation in locality is known as 
a reliable store, and can also refer to manu- 
facturers who we buy from as to volume of 
business. Can show et we turn stock 
ter than four times leases 
both stores, stock is fresh. Tt It will take $15, 000 
to $18,000 to handle both stores. Do not an- 
swer this ad unless you mean business. Ad- 
dress B-452, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


For SALE—At a real bargain. Five sections 
Grand Rapids Show Case Co, No. 54 Shelv- 
ing. Each section 93% in. high, 14% in. deep, 
60% in. long—one oe! left end—2 gum wood 
right ends. Wood is birch finished in ma- 
hogany dull oil rub. Shelving used about two 
years and in excellent condition. List Price, 

$236.60. Can be bought for $125. Clark’s 
a & Sporting Goods Shop, Cooperstown, 








THE NEW YORK EXPORT 
ee 








WANTED TO BUY SHOE STORE IN 
THE VICINITY OF NEW YORK CITY 


P. 8S. Salesman who knows of anybody 
who wants to sell, b -¥" be id commis- 
sion after the deal 

Address K-784, care Boot and Shoe Re 
corder, 127 Duane St., New York. 








Fo! SALE—Hat, Shoe and Furnishing 

store, in a town of 3500, and a 
hed a of 400 boys. One of the best stores in 
the state of New Jersey. Established 20 years 
ago. New Grand Rapids fixtures. Control 
the best trade. Present owner must enter other 
business. Address B-454, care of the , i ane 
Shoe Recorder, 207 South St., Boston, 


Boys’ and Youths’ 
Lasts for Sale 


A Western manufacturer has for sale 
“an equipment of Boys’ and Youths’ 
Lasts, used only a few weeks, some 
never out of the bins. They consist of: 
UNIVERSITY, a Snappy Medium 
Brogue Last, sizes 12 to 2 and 2% to 6, 
widths B, C and D. 
COLLEGE, a Staple Round Toe Last, 
sizes 2% to 6, widths C and D. 
WHIZ, a Beautiful Modified Foot-Form 
Last, sizes 12 to 2, width D. 

ALL THREE LASTS MADE WITH 
CORRECTIVE BOTTOMS 
Equipment includes Wood Insole Pat- 

terns and Tree-Feet. 


If interested address B-441, care Boot 





CASH PAID 


for entire shoe stocks or 
merchandise. 


shoes or other y Ss 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phene Spring 1443 








CASH PAID 


Tin gee ti Eovestionss 
e a tative to ite 
end mnabodiiee pen cogent. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Cit 
Phone Spring 5160-5161-51 








ann : oe pat vee of _— or any 
other merchandise. Qo? no object. 
For 30 years our 
Bank and mercantile ~ 
BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone 1798 























HIGHEST CASH PRICES PAID 
also bu 








for entire stocks. We y 
and Shoe Recorder, 207 South St., Bos- eurpl slow sellers. Quantities no “lect. 
ton, Mass. Retail or whole . Short term leases taken 
off your hands. Wire or phone us. Correspond- 
ence > 1890. 
MAX GLAUBERG 
e 
EXCELLENT LOCATION for rent in Erie, 
city of 128,000. Fifteen year lease; building 
20 x 100; ae in same block with Erie Dry 
Company. P. C. Cunningham, 704 Palace MISCELLANEOUS 


Goods 
Bldg., Brie, Pa. 








TO LET 








Shoe Department To Let 


A large Ready Wear and Millinery 
store will sublet a space for a special 
shoe that will sell at one or two prices; 
excellent Main St. location, in Houston. 
Texas. Address I. Cohen, 507 Travis 
St., Houston, Texas. 














MISCELLANEOUS 





First CLASS og tlcations +> shoe 
store, one of the bes Penna. 
City of 22,000 sadiaiion” aaak clean 
stock, and good reasons for selling. Address 
B-453, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


OR SALE OR RENT—Women’s McKay 
.» modern, well lighted. Over 20,000 
eet of floor space. Strictly open 
Skilled ‘thos available. Middle west alte A 
dress B-455, care ~— and Shoe Recorder, 207 
Seuth St., Boston, Mass. 





WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 
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FAVORED FOR 
Footwear “ Parlors” 





NewYork's newest and most 

beautifully furnished hotel ~ 

accomodating 1034 guests 
Broadway ot G3* Street. 

TH PRIVATE 7 
go” $250 Me, 
ROOM WITH PRIVATE BATH- 
$350 
\ ALL OUTSIDE ROOMS 








—_ with the - 
ibre Furniture. We originated this 
equipment. Ask us. 





HEYWOOD-WAKEFIELD WAREHOUSES 
BAL 
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Heywood Wakefield 








Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar Onxen Co. 
6ll Ww. FOURTH ST. 
CINCINNATI, O. 


We do not make 
Metal Fixtures or Show Cases 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quality Shoes from 
$1.47 to $2.00 


Wrile for Catalog 








Reece Wooden Sole Shoe Company 


ESTABLISHED i880 Columbus, Nebraska 
























ATTRACTIVE 
SHOE CARTONS 


AND 
LABELS 
lov the exclusive shoe trade 


PRICE-SERVICE-OUALITY 
THAT SATISFY 


tae 
he ont 
ins wenger: Lear 


G $-275 LEXINGTON AVE 
BROOKLYN N.Y 
GR weet 





IDEAL ROLLING 
LADDERS 





are 
25% Cheaper 
and Guaranteed 
Write for Catalog 


Success Furniture 
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Shoe and Leather Class 
Graduates 


Boston, Mass.—The graduation 
exercises of the Shoe and Leather 
Continuation Class, maintained by 
the New England Shoe and Leather 
Association, were held at the as- 
sociation rooms April 27th, under 
the direction of the instructor, 
James W. Dyson, and Secretary T. 
F. Anderson. More than 300 have 
graduated from the class. 

The exercises included an address 
by Ralph B. Jones, of C. A. Good- 
now Shoe Co., Boston, president of 
the National Association of Shoe 
Wholesalers, who described in an 
interesting way the modern meth- 
ods of distribution of footwear, as 
compared with former practices. 
Mr. Jones referred to the remark- 
able development of the chain re- 
tail shoe store system during the 
past few years, and said that today 
about 10 per cent of the shoes pro- 
duced in this country are distrib- 
uted through large units. The fol- 
lowing young men were given cer- 
tificates : 

Stanley F. Alger, Leonard, Shaw 
& Dean, Inc., Middleboro, Mass.; 
Joseph G. Cassidy, Tomas & Cia., 
Boston; Louis Cohen, The Standard 
Kid Manufacturing Co., Boston; 
Charles A. Gill, Bunting Leather 
Co., Boston; Henry E. Hersey, The 
Stetson Shoe Co., Inc., South Wey- 
mouth, Mass.; John Mahon, Ash- 
land Leather Co., Boston; Joseph 
W. McPherson, Thayer-Foss Co., 
Boston; Seymour M. Niles, Excel 
Shoe Form Co., Lynn, Mass.; Bern- 
hard Phillips, Al. A. Rosenbush 
Co., Boston; William H. Swift, The 
Stetson Shoe Co., Inc., South Wey- 
mouth, Mass., and G. H. Weale, 
Kistler Leather Co., Boston. 

One of the most helpful talks 
given to the pupils of the 1925 Class 
was that by Thomas A. Delany, sec- 
retary of the National Shoe Travel- 
ers’ Association, April 17. In the 
course of his observations, Mr. De- 
lany said that every business man 
must be a salesman and every sales- 
man a business man, if success is 
to be achieved. 





Large Cuban Orders for 
Shoes 


A Brockton shoe manufacturer, 
who has connections in Cuba, says 
that some large orders have recently 
been received from merchants 
on the island. One order for men’s 
shoes recently received in Brock- 
ton from a Cuban wholesaler was 
for 500 cases of a line to retail at 
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popular prices. The manufacturer 
adds that reports from merchants 
are to the effect that while prices 
for sugar are low, a large amount 
of that staple has been sold, and 
ready money is in active circula- 
tion. Important in this connection 
is the fact that Cuba has had, dur- 
ing the past winter, the largest 
tourist season in its history, with 
much added money placed in cir- 
culation. A large proportion of 
these visitors come from the 
United States. New hotels are be- 
ing projected and built on the is- 
land, in anticipation of a further 
increase in the tourist trade next 
winter. 





How Modern Women Can 
Defy Fatigue 
In the old days when pleasant 
evenings were spent around a 
lighted lamp, the comfort and 
warmth found in slippers was well 
recognized. And in this day of ra- 


.dio, movies and jazz their impor- 


tance in relieving nervous strain 
and fatigue is becoming recognized 
by leading physicians. 

The need for relaxation is being 
especially recognized by women who 
have to keep going and fit under the 
many strains of modern life. Physi- 
cians who have made a careful 
study of headaches, backaches, di- 
gestive troubles and “rheumatism” 
have found that a not inconsider- 
able number of these ills can be 
traced to lack of proper rest and 
care of the feet. 

In order to show how many of 
these ills can be corrected a care- 
ful treatise has been prepared by 
Dr. Edwin F. Bowers entitled “Re- 
lief From Fatigue and Nerve Strain 
Through Relaxation” in which the 
subject is discussed under such 
headings as “The Necessity of 
Rest.” “The Two Fatigue Centers,” 
“How Fatigue Spreads Through the 
Body,” “Secondary Effects of Fa- 
tigue,” “The Delicate Foot Struc- 
ture,” “The Magic of Relaxation,” 
and kindred topics. It is being dis- 
tributed without charge to inter- 
ested persons by the Daniel Green 
Felt Shoe Co., of Dolgeville, N. Y. 





A corn syrup manufacturing 
company received the following 
letter: 

“Dear Sirs: I have ate three cans 
of your corn syrup and it has not 
helped my corns one bit.” 

—Farm and Home, 
(Vancouver, B. C.) 
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“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester” 
Trade Mark Reg. U. S. 
Pat. Off. 


nip) are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 


=_ P : 
sure and specify 
Genuine 


2 
i 
& 
7 


“MANCHESTER” 
curved jaw when or- 


— 


ering. 
Write us direct if your 
dealer cannot supply 





Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chi Branch 
Boston, Mass. 161 W Lake St. 











A SHOE STORE NECESSITY 


“VARNUM” 


(Trade Mark Reg. U. S, Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


*“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 


$1.50 Each 









“Varnum”™ Size Sticks 
are made of Extra 
Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify “VARNUM” 
To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. "cic:,."i 
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If you delayed buying Lightweight 
Oxfords for your Summer trade 
you can get these numbers now. 


Both Styles NOW IN STOCK 


This style shown exclusively in our 
Saturday Evening Post advertise- 
ment of May 9. 


BRISTOL Lightweight Oxfords will be the 
No. 695—Golden Calf Lenox Oxford, * 
A Bor feature of this season. Order today. 


No. 696—Same style and sizes in Black Lustre Calf. 


Telegraphic code—For 695, Golden Calf, “Beauty” 
—For 696, Black Calf, ‘Bright’ 


p M. A. PACKARD COMPANY 


Brockton, Massachusetts 
















Russell Moccasin Footwear 
Will Sellin YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you'll make 
profitable sales that you would otherwise miss altogether. 


ussells 


Neverleak Chief 


is a leader among single vamp boots—a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and ““Never-Rip” seams around 
the toe piece. All heights, 6 to 20-inches; all sizes; army last. 





Our catalog describes a — complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc.—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN CO. 
927 Capron St. - - Berlin, Wisconsin 








When writing to advertisers please mention Boot AND Snore Reconoer 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford: Shank,” said the 
clerk, and he explained it. 





|| 
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The Crawrorp ArcH Suprortinc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 





The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 


Shoes 

















Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


May 16 


—_—— 
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THE ADMIRABLE PER- 
FECTION OF ADAMS 
TURNS IS THE HERIT- 
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Think of Spring and Summer 
Creighton Whites as little master- 
pieces of fresh, glistening beauty. 




















ps: 
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New White Numbers 





IN STOCK 


the snowy marble block 
ah a; challenges the sculptor to 
MEGS): produce a masterpiece —so 
do white leathers dare Creighton 
Style Creators to bring forth some- 
thing just a bit more exquisite— 
just a little lovelier than the usual 


Creighton model. 


Not until you actually see the 
new Spring and Summer Creightons 
in their sheer purity and grace, can 
youshare our own conviction of their 
unusual superiority. 


A. M. CREIGHTON 


Lynn :: :: Massachusetts 





























No. 405 
Genuine White Buck 
“CLASSIC™ 
Goodyear Welt 


8/8 Wingfoot Heel 
Widths AA-C 


Price $4.75 


White Royal Kid 
“MAYFAIR” 
13/8 Covered Heel 


Widths A-D 
Price $4.50 
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Radds 


BRS 


Shoes by courtesy of 
A. B. Means, Inc 
484 Van Alst Avenue, 
Long Island City, 
New York. 


Patent leather vamps 
with quarters of Vou 
Kid, Color 71, NA- 
TIONAL GRAY 
quarter lining of the 
same—Morher of Pearl 
buckles. 


CARAT ARS 


4 


EER A SAA AEA 


Sv 

* 
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MELON CLE ELE AE 
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Women will not be denied in | 
their Preference for Colored 


Glazed Kid 


UR traveling representatives report interviews with 

many Southern dealers who admit that they have been 
unable to supply the demand for colored glazed kid shoes 
which they have thus far received this season. 









This is but natural in a season where colors are so em- 
phatically the keynote of style. 





In Vode Kid we still find an outstanding preference for 





Color 151 Color 71 Color 51 
Autumn Blonde National Gray and Ivory 







Our Color B Java Brown, a rich Coffee shade, shows a 
rapidly enlarging call for the very smartest footwear, and, it is 
predicted, will reach its highest popularity next Fall. 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 









Branch Offices 


100 Gold Street 
New York, N. Y. 








7° North 4th Street 
Philadelphia, Pa. 









Agencies 


Chicago Cincinnati 
Montreal St. Louis 
- Rochester 
and all leather centers 
of the world 
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Vode Kid Colors 


most popular at present are: 


Color 11 


RUST 


Color 112 


APRICOT 


Color 151 
AUTUMN BLONDE 


Color 71 


NATIONAL GRAY 


Color 170 


PEARL GRAY 


Color B 
JAVA 

Color 50 
WHITE 


Color s1 
IVORY 


Color 88 
BRONZE 


BLACK 


Quarter linings of our colors 50 
White, sx Ivory, 71 National 
Gray, 170 Pearl Gray, 112 
Apricot and 11 Rust, being 
aniline dyed, lessen crocking of 
hosiery. 
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Ramsey’s Triple Stitched 











CAN BE Built Up to the FAMOUS TRIPLE 
Ramsey Standard 
IN STOCK 


RESOLED 








STITCH PROCESS 

















MEN’S VENTILATED OXFORDS 

Sizes 6 te 11 Rubber 
No. 1996—Tan Spring Calf, oak sole, single stitch ° Sandals Unlined. Heel 
No. 905—Brown Lotus, oak sole, triple stitch... .. aoe oo we 5-8 8%-1l 11%-2 11%2 
Ne. 975—Brown Lotus, Hood sole, triple stitch . a — : ned , ond oa 1.00 $1.15 $1.30 $1.45 

No. 976—Tan Spring Calf, Hood sole, triple stitch . L 18—Brown Lotus Kips, Uskide 
. 1.15 1.30 1.45 
83—Smoked Elk, Chrome sole. ise 1.15 1.30 


Sandals Lined—all triple stitched. 
No. wei ~ « aa ~~ leather 
md oak sole 
FACTORY DAMAGED No. 3005—Oxblood Lotus Calf, leather 
Oak Soles Rubber Heels 2% to7 ined, Bend oak sole ..... 1.25 
ary Patent Leather Sandal, Patterns mT No. ae —~- y leather lined, 1.2 





-Patent Leather, Leather Lined Sandal, Pat- 
terns Nos. 1, 2, 3 1.35 

No. 692—Leather Lined Sandal, Assorted Colors, Gray, 
Tan, Dark Brown, Patterns Nos. 1, 2, 3 1.00 

No. 695—-Unlined Sandals, Assorted Colors, Brown, Gray, 
etc., Patterns Nos. 1, 3 

No. 694—Unlined Plug Oxfords, Assorted Colors, Brown, 
Mahogany 

No. 696 single stitched, all other numbers triple stitched. 














meat ~ 5 GIRLS’ AND LADIES’ SANDALS 
BOYS’ AND MEN’S FACTORY DAMAGED OXFORDS —a = . Leather Lined. pane 2% SY . 
; o. —Patent ther, 2-strap, oak sole, single stitc 

Single and triple stitched. No. 3169—-Patent Leather, 1-strap, oak sole, triple stitch 
Rubber Heels 2%teo5% é6to ll og oo a meage my ge oak — triple Fg : 
No. 990—Ventilated Oxfords $1.15 $1.35 o. 31 ray Spring Calf, 2-strap, oak sole, triple stitch... 

. 210 

Ne. 991—Blucher Oxfords 1.15 1.35 No. 21 a. Buckskin, > Sanat aa retan sole, ata 





Same Unlined 
No. 1117—-Tan Spring Calf, 2-strap, oak sole, single stitch 
No. 105—Tan Lotus, 2-strap, oak sole, triple stitch 
No. 1145—-Tan Lotus, l-strap, oak sole, triple stitch 
No. 1168—Black Lotus, 1-strap, oak sole, triple stitch 





MISSES’ AND CHILDREN’S FACTORY DAMAGED 
SANDALS 


Single stitched. 
2teo5 Steo8 S8%tell li%te2 
No. 500—Patent Leather, Un- 
lined $ 50 $ .60 $ .70 $ .80 
No. 501—-Sandals, Assorted 
Colors, Tan, Brown, 
Red, Green, etc. -50 .60 .70 


E. J. RAMSEY CO. rergamate sens ne ne i 


No. 205—Brown Lotus, Bend oak sole $1.05 $1.20 $1.35 $1.50 


347 RIDER AVENUE Rt ieRirieenvonaeee SE 
BRONX, NEW YORK CITY 9“ Ege SI 


1.50 
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IN IN = 
STOCK STOCK = 
NOW NOW = 
B1449G $4.50 =| 
Net 30 days = 
Telegraphic Code Word “Rake” | 
Women’s Russia Calf one-strap Bab sandal, cut-outs 4 
in quarter and my Orlando last, McKay sole, 1%- — 
inch covered Cuban heel. — 
AA,5 to8 B, 4to8 = 
A, 4% to8 C,3% to7% = 
STYLE B1447P—Same pattern in White Calf 000.0... $4.85 E 
STYLE B1419K—Same pattern in Patent 20000000... 4.35 E 
The value of any stock department depends a great deal on = 
service. = 
When you order stock shoes you want them quick—and when =|] 
you order them from us you get them quick. = 
UIZ # DUNN CO. 5 
ROCHESTER, NEW YORK 
DENVER OFFICE Pere an YORK OFFICE LOS ANGELES OFFICE = 
218 Charles Buildin erminal Sales Buildin 706 Forrester Buildi = 
TIGER & Me cure’. 130-132 West 42nd St, Room 15 6.C. McATEE 9 = 
Representatives FL.ARMSTRONG, Representative Representative = 
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NO LET UP IN RUSSIA CALF SALES 


Big dealers are still featuring Russia Calf and style authorities predict 
the demand will hold good throughout the entire summer. 
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In Stock: 5-8 D 
8%-ll D 
11%4-2 D 


No. 1674 


Smoked Elk Barefoot Sandal. Leather Quarter 
Lining. 


Neo. 1700 


Cc 
In Stock : 


hrome Patent One-Strap. Flexible Sole. 
3-8 CD reat aseteiciinetiae SE 


HAT’S what dealers are 

saying about the Acrobat 
line. And their judgment is 
proven by ever-increasing 
sales. Here are three season- 
able numbers that will make 
your children’s shoe depart- 
ment more attractive. 


This attractive playhouse is made 
from the standard Acrobat shelf 
carton, with extra parts furnished. 
Comes with sizes 5 to 8 only. Addi- 
tional cartons supplied for display 
purposes. 


Order the numbers shown, for 
immediate delivery. Ask for 
catalog 25-S. 


Shaft-Pierce Shoe Co. 


248 Third St., Faribault, Minn. 


Specialists in Children’s Good 
Shoes Since 1892 


When writing to advertisers please mention Boot anv Suoe Recoavea 
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Brophy Bros. 

















Will 


NULL 


























Wilson Pump 


CooncENTRATED buying is easy, if a buyer finds a line which is de- 
pendable—where order after order comes in up to standard. You 
can’t blame a merchant for spreading his buying over many sources, 
if he hasn’t found a line in which he can place complete confidence. 


Because Brophy Shoes are dependable—Brophy customers are concentrat- 
ing their purchases—in increasing quantities. 
Brophy Shoes are— 
Sincere Shoes— 
Quality Shoes— 
Duplicate Order Shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 


BOSTON SALESROOM 
89 BEDFORD ST. 
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LOTUS SHOES 


(Made in England) 
For MEN AND WOMEN 


Shoes of Standing 
Makers of the Best Known English Shoe in 


Makers of Summer weight shoes that really wear and 
are water resisting. 


Makers of the famous guaranteed Water-proof shoes 
from an oxford to a 17-inch boot. In stock now in 


Boston. 


Makers of the celebrated golf shoes, styles 774 and 


863. In stock now in Boston. 


Five styles of street shoes carried in stock in Boston. 


Lotus Shoes are sold by the leading retailers in America. 


THE TOOMAY COMPANY 


145 SOUTH STREET, BOSTON 


Sole Distributors for Lotus, Ltd., in the United States 








SOSOOSOOCOOOSOS 


the World. 
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Shoemakers 
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The “Scroll” 


Genuine Grey Kid. 
This pattern takes well 
in all leathers. 


OTM OOM ATT 


NOVELTY McKAYS 
MADE TO 
RETAIL AT 


$5.00 





AACN ARPA RNA ATTN 








Boston Orrice 


207 Essex Sr. 
Room 212 


















ON 


i) 


i 
a) 
hi (iil! ATHALTTNINUAVGAH L MAADMGD AYSIU SAU OUMIALL UAM/OSANASSASELOOR 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 


May 16, 1925 





For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 


When writing te advertiser: please mention Boot anv Suoz Recoaper 
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Ser te 


MOIST: 


No. 194 No. 112 
Price $4.55 : Som, Price $4.40 


hin Maik Sn , be ae : 
bg ec peng — = a } White Kid Marie Sandal, 9/8 Wood Covered 
‘ . P ‘ . Heel. Caprice Last, AA to C. 


Beacon Last, AA to C. 








—ii. 











No. 235 No. 239 
Price $4.40 . Price $4.40 





White Kid Rella, One-Strap, Imitation White Kid Anita Step-in Pump, Concealed 
Stitched Tip, Military Wood Covered Heel. Gore, Ornament, Military Wood Covered 
Boston Last, AA to C. \ Heel. Boston Last, AA to C. 


> 





Mon 


WHITE KID FOR MAY-TIME 


A stunning array of patterns and models in White Kid for every May-time occasion. Harmonizing 
with every costume and gown they make the one desirable and necessary shoe for mid-summer wear. 


The unusual early demand for whites has warranted us putting into stock several of the big selling 


numbers which are now ready for your selecting. 
“Buy fewer lines and make more money” 


Thomson-Crooker Shoe Co. 


18-26 Station Street Boston.Mass. 





No. 115 NS No. 272 
Price $4.40 ' SN . ™ Price $4.55 





White Kid Radiana Sandal, Cut-Out Vamp, White Kid Rella, One-Strap, Imitation 
+ Antecag Covered Heel. Caprice Last, AA Stitched Tip, Full Louis Spike Heel. Paris 
‘ Last, to C. 


A 





>. 
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DARBROOK 


4 in dress increasingly in- 

* fluence fashion and foot- 

"n2i wear. This is an advantage 

tomer to obtain shoes of 

fabric styled with an understanding 
of Fashion’s dictates. 


Darbrook Shoe Satins and Fabrics 


are an assurance of style value. And 
there is the additional assurance of 
material and weave, which makes 
for the highest degree of wear and 
service. 





Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 
D. J. Finn T. F. Leary Henley & McGaghey Desmond & Hottinger, Inc. W. A. Gallup 
Philadelphia Boston St. Louis New York Cincinnati 


SHOE SATINS 








© eae i* 


ee 


ME. 


Originated And Made Only By MUNROE SHOE COMPANY, AUBURN, 

















LEAT 


| | Htways Standards ( 
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THERE'S SAFETY IN 
ACID-FREE LEATHERS 


EET cannot be inflamed with that burn- 
ing acid itch unless there is acid in the 
shoe leather. 


Aztec leathers are made practically free from 
acid in the sane tradition that acids should be 
excluded from clothing and anyintimate con- 
tact with the body. Fifteen other tannages 
tested show from 2 to 6 percent of sulphuric 
acid with an average of 3% percent. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 








1 Of c Excellen ce - 
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A Summer Style 
for Summer Girls! 


There’s snap, smartness and style in 
this Tweedie number! It’s a real sum- 
mer style for summer girls—designed 
right, made right, priced right. It will 
be a winner with your trade. 


No. $8279-1—White calf vamp and quarter, patent 
leather collar strap and vamp overlay, 10/8 box heel. 


No. 8279-2—All patent meena 8/8 leather heel. Our 
116 last 


Vo Tootwear Crs 


General Offices and Sales Office, 
Factory, 1421 Olive Street, 
Jefferson City, Mo. St. Louis, Mo. 
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The Peg 


e 

on which 
Buck - El - On — 
shoedom’s sensa- 
tion—creates _ p Shoe Ornament 
selling possibilities and capital- 
izes the present vogue of shoe Sal 
ornaments. Instead of defac- es 
ing the <aanee . pump by roe 
stapling or stitching the ornament to the shoe— 
the ornament is attached to Buck-El-On, and Hang 
worn in the manner indicated by the illustra- 
tion. The effect is wonderfull The ornament is rigid—no wobbling 
or jarring to pry it loose. The wearer's instep is relieved of the pres- 
sure from the throat of the pump—the slack in the sides and back 
is completely taken up. Slip Buck-El-On into the pump—that’s all. 


Buck-E]-On Buckles are at- 
tached complete with fillers 
ready to slip into the pump 
at $6.50 to $9.00 per dozen 
pair in various styles of oval 
and square in finishes of 
Silver Oxidize, Bronze, Old 
Gold, Gilt and Rose’Gold for 


Blonde satin shoes. 







Please specify type of leather 
or fabric filler desired when 
ordering. 
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COMPANY 


Manufacturers and Importers 


PROVIDENCE, R. I. 


SHOE BUCKLES FOR MANUFACTURER, JOBBER AND 


When writing to advertisers please mention Boot anv Suox Recoapea 






Send us a few dozen pair of the buckles 
t ~ have in your stock.f{Allow us to 


atta 
with any Leather or Fabric filler desired 
and we will return them complete to you 
at cost of 25c per pair. 


RETAILER 






“A ship without a 
rudder 
A ship without a 
sail” 
—and a shoe ornament 
without a satisfactory means 
of display—without a bet- 
ter method of wearing—are 
equally misdirected. Every 
pair of buckles you attach 
to a pair of pumps creates 
the possibilities of disap- 
pointment — loss — dissat- 
isfaction. And the time 
consumed iin attaching 


buckles to pumps is costly— 
a needless waste. 
a much better way! 


There’s 















them to Buck-El-On complete 
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CULR¢NOIGE 


(SKIN OF SNOW) 


N SELLING white kid shoes this year, look 
forward and build a reputation for next 
year’s sales. 


If you want every customer who buys white 
kid shoes from you this season to remember 
them with complete satisfaction when next 
summer comes, call for CUIR DE NEIGE to 
be used in your orders. 


It is characteristic of EVANS LEATHERS 
that they are made to give the same service 
this year as they did last year and the same 
service next year as they did this year. 


Depend upon CUIR DE NEIGE to help 
you make a reputation for white kid shoes. 
“MAXIMUS” IT’S AN EVANS LEATHER. 


PATENT LEATHER 


Makers also of 


“RUBY” John R. Evans & Company 


BLACK KID 


“RAVEN” 


BLACK KID 


“PEACOCK” 


COLORED KID 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 
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What hav al 


HERE never has been a time so important to the 
shoe manufacturing industry as now. 





The buying public is becoming shoe-conscious. The 
retailer is being talked at about leather as never before. 
The public appreciates that good leather is the only ma- 
terial for shoe bottoms that is healthful, comfortable and 
stylish. Shoes that are style leaders show increasing lines 
carrying all-leather heels. Real golfers are demanding a 
solid leather sole, and representative golf shoe manufac- 
turers are rapidly increasing their all-leather production. 
W omen are dressing more ruggedly, desiring an outdoor, 
country-life appearance, and with this desire comes a 
demand for a sensible, serviceable shoe. Children’s shoes 
are becoming structurally more sturdy and are all-leather. 





The sole leather tanners have reached the public ear. 
These unmistakable trends are evidence of it. The shoe 
manufacturer producing a good leather-soled shoe, a 
typical piece of high-class American shoemaking through- 
out, can profit by co-operating with the tanners, who 
have been untiring in their effort and who have carried 
the cost of this campaign for over two years. 


Nothing takes the place of 


vos] FATHER= | 











1925 May 16, 1925 


BOOT AND SHOE RECORDER 





aYOU done? 


Advertise leather shoes. Emphasize the health, comfort 
and appearance of leather soles. Carry the message of 
health to your buying public. Tell them of the facts con- 
cerning the handicaps to bodily vigor by a lack of exercise. 
““W alk and be Healthy,” “Shoes for the Occasion,” “Noth- 
ing takes the place of Leather,” are slogans you can use in 
your advertising. 


Co-operation means strength. It means a broadening of 
the campaign and is profitable to all concerned in selling 
more shoes and more leather. 


So that you may be able to make your advertising coin- 
cide with the national campaign we will be glad to send 
you reprints of all advertisements as they are issued. 


Are you tying up with our country-wide messages? May 
we hope for your co-operation? 


AMERICAN LEATHER PRODUCERS, INC. 
ONE MADISON AVENUE, NEW YORK, N. Y. 


23 





NAME 


Send reprints of all advertisements to 





ADDRESS 





CITY STATE 

















Nothing takes the place of 


/, etttity 0 
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LEATHER2 
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Friendly to the Foot! 


“AA” Grade HE Goding NORMAL ARCH Shoe is a real friend, 


No. 600 providing ease and protection for the foot. 
iook: ‘A duntans cus with accbammeare 
ing steel shank, leather counter pocket. The instep is braced by the friendly snug fit of the upper, 
Sizes, 6 to 11. Widths, B, C, D and E. . 
Price $5.65 due to the anatomically correct cut of the shank—and the 
No. 800 arch is supported from below by an unbreakable steel shank. 
mealies ~*~ Made over the famous O’Brien Arch Last, with ready-broke 
sole—not flat like other soles, but moulded to fit comfort- 


Terms, 4 per cent 20 days——-net 30 days 
ably around the joints of the foot. 





The upper is of exceedingly smooth, soft KANGAROO—a 

leather with all the comfort of the best kid plus greater 

strength and firm resistance to scuffing and moisture. The 

lining and the wearer’s socks are protected by leather counter 
pockets. The shoe-making and material throughout 
are of a high standard. 


IN STOCK 


Exclusive Agency 
for this shoe available to live dealers. 


Write Now 
The GODING SHOE COMPANY 


833-855 W. Chicago Avenue - - CHICAGO 


All sample orders on the NORMAL ARCH Shoe (even for single pairs) promptly filled. 


The 


LER fd 
J LF kU 
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RUEPING’S 
SEMINOLE CALF 


WHITE 


HITE calf is fast gaining favor in fashion 
W circles, and now claims the careful 
attention of the shoe buyer. Already 
there is a marked demand for this leather—and 


a decided preference is shown for Rueping’s 
SEMINOLE CALF, White, because of its ex- 


ceedingly fine grain, mellow feel and snowy 
whiteness. 


In weights suitable for the daintiest of footwear. 


Write for 


a sample 


FRED RUEPING LEATHER CO. 


Fond du Lac - - - Wisconsin 


Branches: Boston Cincinnati Milwaukee 


St. Louis New York 
Chicago San Francisco ne Clikiat 


Northampton, England 


‘*This is a calf year’’ 


Ww 
FOND OV LAC WIS, USA 
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A Firm Profit Foundation 
This complete line of Baby Shoes—from the daintiest Soft Soles, through 


to sturdy First Steps—is the foundation of the success of many Children’s 


Departments. 
Your Request for Our Complete Catalog 
Is the First Step in the Right Direction 


2) 


No. 520—First step flexible stitch- No. 265—Soft sole, blucher low 


down process cut, white, tan, smoked and 
d pes waa champagne elk. Made on special 
and champagne elk quarter. Per  jasts which fit the chubby foot. 
dozen Aebad hiien cee $13.50 Per dozen ....... . $12.00 
In Stock In Stock 


MRS. DAY’S 
IDEAL BABY SHOE 


DANVERS, MASS. 
NEW YORK OFFICES CHICAGO OFFICE BOSTON OFFICE 


320 Fifth Avenue 325 West Jackson Blvd. 12 West St., Room 616 
387 Fourth Avenue Phone Beach 8060 


Murphy Moccasins 
Are Honest Values 


The original full white welt moccasin- 
type work shoe. Regular moccasin toe 
effect obtained by our special lock- 
stitched process. Will hold its shape. 


Write for catalogue 


Black ee geal Gleasonite or J ° D. MURP HY SHOE CoO. 


Cordwear Sole. Full white welt around 


heel. Cadet Last. Sizes 5-12 $3.75 ‘NATICK, MASS. 


In stock for Terms 2/20 Net 30 Days F. 0. B. Boston 
immediate delivery 


Know Them (}P » by This Mark 
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WINNERS» WHITE 
Tober-Saifer Creations in Genuine White Kid 


¥ SIGNS and forecasts point to a record demand for white 
footwear this season. Above are two clever white mod- 
els that will form the backbone of your white showing for 
this Summer's wear. 


2838 ... Elinor $5.25 2834 ... Treasure Island 
Dainty Quint-strap shown at left in The Treasure Island cutout one strap in 
genuine White Kid with 16/8 covered genuine White Kid 16/8 covered full 
full breasted spike heel. New adopted breasted spike heel. 
short vamp last. 
- 
2837 , “ White Kid * * Same as 2834 with 13/8 covered box heel. 
Same as 2838 allover black satin 16/8 
spike heel. 
Eachnumber comesin these sizes and widths 
4 ly to 8 Patent * * Same as 2832 with 13/8 box heel. 
.4 to8 
3 4 to 8 Same as 2334 in allover Blonde Kid with patent over- 
2% to8 lay. 16/8 spike heel. 


TOBER-SAIFER SHOE Co. } 723.0456 5 


Manufacturers and Distributors of our own St. Louis factory from 
the best of materials by skilled 





NOVELTY FOOTWEAR IN STOCK workers. They have the famous 


St. Louis process flexible sole. 


1312 Washington Ave. St. Louis, Mo. 


Whee writing to advertisers please mention Boor an» Snox Recovers 
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Uskide—the ideal sole for 


heavy service shoes 


UCCESSFUL shoe dealers everywhere 
who number among their customers 
hard workers and hard walkers are build- 
ing business with USKIDE soled shoes. 


No stronger proof of the increasing 
popularity of USKIDE as a soling mate- 
rial can be offered than its selection by 
several hundred shoe manufacturers as 
bottoming equipment for leading num- 
bers in their lines of heavy service shoes. 


One wholesale distributor has written 
us that, on the basis of sales already 
made, he expects to sell over 100,000 
pairs of the style illustrated above during 
the next twelve months. He adds, “The 
success which we have already had with 
this USKIDE soled number is a mere 
scratching of the surface.” 


Twenty million shoe wearers are 
reading the story of USKIDE, the wonder 
sole for wear, in their daily newspapers 
now. Let your trade know that you can 
supply them with USKIDE soled shoes. 


If you are in doubt as to where you can ob- 
tain USKIDE soled numbers, we will be glad to 
put you in touch with the many shoe manu- 
facturers and jobbers who will be glad to 
serve you. 


And remember—the ideal companion for 
an USKIDE Sole is the famous “U.S.” Spring- 
Step Rubber Heel. 


United States Rubber Company 


1790 Broadway New York 


Sole and Heel Stocks in our following branches: 


Boston Chicago New Orleans New York *Cincinnati 
St.Louis Pittsburgh Portland, Ore. Los Angeles San Francisco 


* Stock for shee manufacturers only 


USKIDE Soles 
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THE STADIUM—In Stock 


Having the line that sells easiest is a real advantage. Live merchandise means 
business. Good stores concentrate on Florsheims and get real results. The con- 
stantly increasing business of thousands of Florsheim dealers speaks for itself. 


Style S-105—Stadium, Nile Calf Oxford, as illustrated, 
a rich tan shade—medium heavy Calf. 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


World’s largest manufacturers of men’s fine shoes 


ADAMS AND CLINTON STREETS 
CHICAGO 


a nee ll 


When writing to advertisers please mention Boot anv Snoz Recorver 
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LEO Fok 
\"She walks. in beauty,” 
| MODEL 7583 


“VENETIAN” 


ANOTHER EXCLUSIVE 
BRAUER CREATION , 


THIS SMART SLIPPER COMES IN PATENT 
LEATHER WITH SYLVAN CALF TRIMMING— 
ON OURJ50 LAST—13/8 CELLULOID COVERED 
SPANISH HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO INJOTHER ATTRACTIVE LEATHER COM- 
BINATIONS AND LASTS WITH 9/8 TO 17/8 HEELS 


BRAUER BROS. SHOE @. 57540u" 


FASHIONERS OF WOMEN’S NOVELTY SHOES 














There’s Nothing Like 
— KNOWING 


To Retail At 
$5.00 to $7.50 that the firm which makes your 
shoes stands for value which it will 
not impair to meet a price. 


Shoes so built hold customers. 
Cheapened shoes kill confidence. 


Weber Bros. SHok Co. 
North Adams, Mass 


New York Office: 1328 Broapwary, Marsrivcs Bip. 


mated Ca Unig H. Harris, Rep. 


Style 734B 
Dark Tan Willow Calf 
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$5.00 Retailers*—With 
‘That $8.00 Look’’ 


F COURSE, in our $5.00 Re- 

tailers* there is not the material 
value that goes into shoes of higher 
grade. But they've got “that $8.00 
look” —for they come out of the case 
“standing on their own’—looking 
better than you ever knew shoes of 
equal grade to appear. 


Not only good lookers, but good 
fitters—a combination which makes 
them better than just 
‘good sellers.” 














*Sold in cases of 36 pairs 


on a width 








|| MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 
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In the recognition of Cedar Cliff Shoe 

Satin, we see the justification of our 

policy in maintaining our high quality. 

Your customer is inspired with confi- 

dence when she leaves your store with- 

out wondering whether her Cedar Cliff 
Satin Shoes will wear—she knows 
they will. 


" Attractive shoe of Cedar Cliff 

Shoe Satin; stitching and bow at 
side give smart finishing touch. 
Made by Hartman Shoe Co., 
Haverhill, Mass. 


CEDAR CLIFF 
SHOE. SATINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVE., NEW YORK 
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WhenYou Come ‘al 


Boston You (ome 
to The Center of 
The Shoe Industry 





A Shoe and Leather Fair 
That Will Surpass Any 
Ever Held 


The style revue will be held on absolutely 
original and novel lines — not for the pur- 
pose of advertising individual manufac- 
turers but with a definite ideal, which 
should benefit the entire industry. 


There will be fewer but exceptionally 
attractive models — presented in a beauti- 
fully artistic manner. 


This display will not be a conglomeration 
of dangerous and meaningless novelties, but 
a properly proportioned, well rounded re- 
view of correct and salable styles for Fall, 
shown in perfect harmony with correct 
apparel throughout. 


BUY EARLY AND BUY FREELY — 
NOW — but come to Boston to intelligently 
hil in, and correctly balance your stock for 


Fall. 


Dont Miss 





df vd 


pe 


Boston is where shoe- 
making as a national 
craft was born and bred to 
its present proportions. 


Boston 1s the place 
where all major shoe and 
leather interests have a 
common meeting place. 


Whatever you want to 
know about leather or 
shoes you can learn in 
New England and in 
Boston. 


Broaden your knowl- 
edge and gain that three 
days’ recreation which 
you need at the same 
time. 


Leathe 


JULY 7-8-9 
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VOGUE’S 


Fashion Editor 
Miss Carmel White 


and other Style Authorities Predicted at the Joint Style 
Conference these leathers for Fall Use 


TAN CALF 


of course 


BLACK SUEDE 
WHITE CALF 
PASTEL SUEDES 
FANCY LEATHERS 


injcombination 


PIG CALF 


“‘Plaza”’ or “‘Pigrayne”’ 





“TITTLE F te 
and in our [EATHER ) and “Lorraine” lines we have 
them all! Specializing in Calf Leathers, we have a 
product that will meet your every requirement. 





The leather buyer who talks his problems over with our 
sales organization saves time and is always well posted. 


Barnet Leather Co., Jue. 


Tanners of “‘Little Falls’’ and ‘‘Lorraine” Leathers 
360 MADISON AVENUE, NEW YORK CITY 


Distributing Agents 
San Francisco Milwaukee Cincinnati St. Louis Rochester 


Boston Distributors 
BARNET LEATHER CO., Inc., of Mass. 
98-100 South St., Boston, Mass. 


x om FOF Som FOF sma FOF 


Ot See er CO ee 
Te tO I T 
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ey White Shoes combine good taste, 
quality and service, and can be sold at 
prices that enable our customers to serve the 
great “popular-priced” trade that is the back 
bone of your business. 


INTIAL 


DINGLEY-FOSS SHOE COMPANY 


Fabric Shoe Manufacturers to the Wholesale Trade 
AUBURN, MAINE 


BOSTON SALESMEN'’S OFFICES - : : 54 LINCOLN STREET 
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for AT ONCE Shipment 


WARY 


Steck No. 019-B—‘“Goliath” last. 
Uppers of C. & C.’s Tony Gold 
Calf. Imported bleached calf 
quarter lining. Natural finish 


sole and heel with heavy stitch- 
ing and wheeling and copper $4 70 
heel-screws. B, C and D widths. e 


Our Famous “‘Goliaths”’ 


J te the present extreme vogue of wide-bottomed trousers no other group of shoes 
has quite the appropriateness of the several Bates “Goliaths.” 

Their stunning broad foreparts, special fittings and appearance of unusual short- 
ness make them keynote models in men’s footwear fashions today. 

Style 019-B is one of our types that made “balloon” oxfords famous. It is 
built of Creese & Cook’s Tony Gold Calf, with flexible toe box. It has a solid leather 
sole and heel, the bottom being rope-stitched and heavily wheeled. The heel is 
attached by copper screws. 

This “Goliath” is one of our fastest sellers. We carry it in stock. 


Let us send you the new Bates Portfolio- 
Catalog, showing in full color the complete line 
of Bates In-Stock Shoes for this season. We 
supply newspaper cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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FAIRW AY 


There’s an air of the country 
club lounge about the “Fairway” 
—an ideal sport oxford of trim, 
white Sea Island duck. The 
white kid trim adds the proper 
finish and the crepe sole the 
needed comfort. 


ECHO 


It’s a shapely little one-strap 
pump, here portrayed in white 
kid or white fabric, with a white 
kid trim. A white kid rosette, 
also. If you prefer it in satin or 
other leathers, you may so order. 


) 


SO a aac ais Tse 


CAPRICE 


This increasingly popular ec- 
centric strap, here shown in 
white kid, with its piquant gros- 
grain satin bow, is also offered in 
fabrics or leathers, and is kid 
trimmed in any case. It is a 
number especially adapted to 
white fabric shoes and is so 
recommended. 


Whites from 


CUSHMAN 
HOLLIS 
COMPANY 
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Y 


country 
fairway” 
of trim, 
sk. The 
© proper 
sole the 


ne-strap 
n white 
a white 
rosette, 
satin or 
© order. 


nt gros- 
fered in 

is kid 
It is a 
ited to 
| is so 


"Om 









FACTORY AND HOME OFFICE 


AUBURN, ME. 


SUMMER FROCKS 


MAKE PERFECT SETTINGS 
FOR WHITE FOOTWEAR 


ever women gather. 


White footwear was never more 
in the footlight’s glare. For whites 
are demanded by fashion. 


In designing the Cushman-Hollis 
line of white shoes for Spring and 
Summer, we have had the extra 
sale constantly in mind. We 
have never offered a more beauti- 
ful or varied line. It should be 
irresistible in every live shoe 
store. 


Gushman-Hollis Go. 


SALESROOMS— ALBANY BUILDING 
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RICE & HUTCHINS 


White. Shoes 


- 





PO me ee 








eT 


Style 6621 (19) Style 6420 (47) 

, ongz — White Kid “Pamela” one-strap pump, 
White Sea Island Duck Milady 
Tie."” 16/8 Angle Spanish Heel. Imita- ’ oom, OS ee B-C 
tion Turn, C and D wide. 2'¢-8. White Kid with 16/8 f 

Spanish Heel. 

Also Style 6419 (101)—White Calf 
“Pamela” pump. 
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HE time for white shoes is 


be prepared for the season’s demand. 
You cannot get alo oe 
beautiful white shoes suc 
Graduation exercises, ooo 
ments, afternoon affairs, the sea- 
shore, evening parties, Memorial 
Day, and countless other activities 
where women gather and where 
white is the vogue, will mean an 
outlet and many sales of white 
ison B&H white ches fu prec 
is an white or practi- 
= a scope cally every occasion, and a price for menenatingn spe 
White Kid “Fay” rump. 12/8 Covered everyone. Write us today. This is White Sea Island Duck “Pola’’ Gore 


Heel. Imitation B-C, 24-8. lf : 
” _ - the right time to place your orders. gy + Geueemellaaaanam 
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IN STOCK a = 
RIQE & HUTCHINS 


13 HIGH STREET Incorporated BOSTON, U.S. A. 


DISTRIBUTING BRANCHES 
Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins Cleveland Co. 
Rice & Hu St. Louis Co. 


Rice & Hutchins Chicago Co. 
Atlas Shoe Co., Boston, Mass. Jos. I, Meany & Co., Inc., Phila., Pa. 
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The Birth of a Retail Shoe Store 


This is the third of a series of articles being 
released by the RECORDER, which takes up in 
detail each necessary step for the preparation, 
starting and operation of a retail shoe store. Too 
much study and time cannot be given to the 
decision of a store location and many of the 
important details have been woven together in 
this article which will be of interest, not only 
to the beginner, but to those who may be facing 
the problem of changing locations or arranging 





Next Week: 
Planning 
the Store 


Article No. 3 
Store 


Location 





for a new lease. 


of today is the slave of the landlord. Whether busi- 
ness is good or bad, the rent must be paid. Occa- 
sionally nowadays a store is found operating on an old 
lease, but most establishments of today have had a 
taste of what a “new” lease means, which in every 
instance carries a substantial increase of rental. 
There was a time when rent was a trifling matter 
provided the tenant was enjoying a satisfactory vol- 
ume of business, but today the store location and its 
rental price is a very important factor in the success 
or failure of any retail business. Therefore anybody 
that is contemplating entering the retail field cannot 
give too much attention to the selection of a location. 
It is impossible to advise or describe definitely any one 
type of location. as being ideal for a retail shoe store, 
for many locations have merits. 


iz has been said that the average retail merchant 


Kind of Store Determines Location 


A person, about to engage in business, should first 
have a definite idea of the kind of a shoe store he wants 
to operate and then try to find a location in keeping 
with his merchandising plans. In his search, he may 
find a location not suited to the kind of store he had 
in mind, but with enough merit to cause him to change 
his policy. Some locations are good for men’s shoes 
only. Others for women’s shoes exclusively, while 
others lend themselves to a combination of men’s, 
women’s and children’s. = 


In the average sized town, office buildings are often 
good men’s locations because the tenants are largely 
men, and their business patrons are made up mostly of 
men folks. One ideal office building location recently 
taken over by an exclusive men’s store, is located next 
to a lobby entrance of the building and has, besides 
the usual front display windows and entrance, two 
beautiful display windows in the lobby and a lobby 
entrance. The opposite side of the lobby is occupied by 
a first-class cigar and news stand. The writer defies 
any man who purchases cigars or cigarettes at that 
stand, to miss seeing into the beautiful store room 
through the wonderful plate glass lobby display win- 
dows. The lobby traffic is really as important as that 
on the street; while not so heavy as street traffic in 
numbers, yet the fact that one is under a roof causes 
them to “ease up” and perhaps pause, as a relief from 
the traffic congestion on the street and they pay more 
attention to attractive interior displays, which event- 
ually help to make more customers for the particular 
store that attracts them. It is true that stenographers 
and female help in the office buildings buy shoes and 
lots of them, but they are glad to get away every 
chance they get, from their “Hall of Labor,” and shop 
in districts that are ninety per cent for women. 


Hotels for Men’s Stores 


Well-located hotels also offer good men’s location 
and, again lobby entranctés’are an aid. In the‘arger * 
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cities the office buildings and hotels do not always 
spell exclusive men’s business. It is frequent that such 
locations lend themselves equally to women’s business. 
The size of the city, the location of the building, the 
type of stores in the same block and across the street, 
etc., all must be taken into consideration. 

A man’s store recently complained of business. A 
new manager, after a careful analysis, decided the lo- 
cation was wrong. It took a great amount of argument 
to persuade the owner, who lived in another city, that 
the present location was 
once a good one for their 
business, but times had 
changed. Today their store 
was ideal for women’s shoes 
because millinery, ladies’ 
ready to wear, five and ten- 
cent stores and department 
stores had absorbed ninety 
per cent of the locations in 
the heart of that street for 
four blocks. 

There was practically 
nothing but that shoe store 
left for a man to visit, and 
it was found that the men 
were shopping on other 
streets around the corner 
near their favorite cigar 
stand, restaurant, club, ho- 
tel, office building, barber 
shop, pool hall, sporting 
goods store, or haberdasher. 
These kind of neighbors help to make a men’s retail 
shoe store, while millinery, ladies’ ready-to-wear, ho- 
siery shops, five and ten-cent stores, department stores 
and such neighbors, are an aid to ladies’ selling. Some- 
times you can get a combination of neighbors, mak- 
ing the location good for any or all kind of shoe sell- 
ing. But in the larger cities the shoe business is being 
specialized so that only a few of the shops carry both 
men’s and women’s with children’s shoes receiving no 
consideration at all. 


How to “Size-Up” Street Crowd 


You may find two locations ideal for your business 
and if it is difficult to decide which one to accept, 
spend a day or two on the streets, mingle with the 
crowd in the blocks that interest you. By rubbing el- 
bows with them, you will soon learn if they are “buy- 
ing” or “passing” throngs. The sidewalks of some 
streets may look busy, but the people may be using 
that block as a thoroughfare to get somewhere else. 
It is therefore important to know the kind of traffic 
you are sizing-up. You can also pause on a corner 
and take a look at the “heads” in the block you are 
considering. Your test may show two and three times 
the number of heads always in the same block, which 
may cause you to drop from consideration the location 
with the lesser traffic, providing you have found the 
busy block consists of shoppers and not just “traffic.” 

It is an advantage to be located on street car and 
bus lines. Transfer corners are especially good and 


upon, 


The 


If you have missed “Salesman’s Prepara- 
tion” and “Store Financing,” the first and 
second articles of this series, get out your 
old RECORDERS and catch up. Other subjects 
will follow at regular intervals, touching 
STORE OPENINGS, INTERIOR 
PLANNING, PLANNING WINDOWS 
AND TRIMMING, STORE SERVICE, AD- 
VERTISING, BUYING, SELLING, REGU- 
LATION OF SIZES AND STYLES, 
STORE ATMOSPHERE, PERSONALITY, 
AND COMPLAINTS. 


RECORDER is giving considerable 
space to these subjects and believes that 
such articles will be of special interest to 
anyone who contemplates going into the 
retail shoe business and will also give new 
viewpoints to those now engaged in this 
line. “Your Success is Our Success.” 
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central locations that are convenient to railroad sta- 
tions are an aid to developing transient and out of 
town trade. The best locations, and especially for 
women’s and children’s business, are in the depart- 
ment store districts. They are likewise the higher 
rentals but the pulling power of the department stores 
offsets the additional rental cost. 

Downtown upstairs stores have been tried with more 
or less success. They seem to prosper most in the 
larger cities, and with few exceptions they are low or 
popular-priced stores, cater- 
ing mostly to the $5, $6 and 
$7 trade and sometimes 
lower. Basements are used 
in similar ways, but mostly 
for men’s shoes, and in both 
upstairs and basement 
stores, display space on the 
street level is used to attract 
customers. The upstairs store 
can do much to attract at- 
tention with attractive illu- 
mination. Only a few of these 
stores continue to operate 
for any long period of years 
unless the location is just 
right, with “live” manage- 
ment and more than the or- 
dinary values given. 


Personal Acquaintance in 
Neighborhood Stores 


Then there is the neigh- 
borhood store. In the larger cities, there are usually the 
north and south side of the city; also the east and west 
ends. These sections are far enough removed from 
the center of the city to have a trading community 
with a good assortment of stores and shops. It is in 
these locations that many stores with small stocks and 
capitalization begin business and often develop into 
larger businesses with branches in all sections of the 
city. Few of the shoe stores in neighborhood districts 
are specialty shops exclusive for either men or women. 
They usually cater to a general trade of men’s, women’s 
and children’s. Rents in these sections are cheaper 
and a “live wire” with a good selection of styles can 
develop a substantial business. Frequently because of 
a lower operating cost he can undersell the downtown 
merchant. Personal acquaintance counts for a great 
deal in the neighborhood store and such trade devel- 
oped is the most loyal. Extreme styles are not so 
necessary and less money is lost on shoes of freak com- 
binations. 


Avoid Narrow-Front Stores 


Avoid narrow-front stores if possible. It is better 
to have a greater frontage and less depth than a nar- 
row-front store with greater depth. Of course, it is 
not always possible to find a room with the advantages 
mentioned, but a good picker of locations should keep 
this point in mind. It is possible to make your front 
too elaborate and expensive-looking, yet a cheap look- 

(Continued on page 63) 
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The Role Played by White Shoes in 


Your Summer Stock 


HITE for distinction. That is the keynote which has created a 

May flurry in ordering so that June, July and August may show 
to the merchant an extra profit through the extra sale of whites. There 
is a limit to capacity of factories equipped to make white footwear, be- 
cause it takes special care and extra cleanliness, and for that reason, if 
white looks good in your community, lay your plans immediately for 
an adequate stock to cover the demand. The picture shows about the 
correct relation to other materials of white kid, calf, fabric and ooze 
for an ideal mid-summer stock. 
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The Intelligent Merchandising of Whites Means 


a Good Summer Business 


7 


7 


style note for midsummer has an im- 

portant bearing on seasonable stocks. 
The old policy of letting July and August go 
their way and of selling shoes “on hand” or the 
leftovers of the season is scarcely good mer- 
chandising practice. Alert shoe merchants are 
now figuring that the months of July and 
August should bear not only their rightful pro- 
portion of store expense, but also should be 
cajoled into showing a perceptible profit. 


ee pe fashion turn towards white as a high 


It is for that reason that in the selection of 
footwear for those months the buyer is pre- 
paring for his proportion of whites in com- 
parison with other materials. Where he has se- 
lected a smart pattern he may diversify it on a 
number of materials, always including a fair 
percentage of whites for the strictly mid-sum- 
mer business demand. 


The all important style turn towards decora- 
tive footwear has made it possible for him to 
take an all white shoe and trim it with lizard, 
snake or alligator, or any one of a dozen fancy 
leather finishes, thereby creating distinctively 
new footwear for this summer season. No 
woman treasuring a pair of old whites from last 
year can hope to be in the social swim in the 
light of these newer types of footwear with 
fancy leather trimmings. 


Black as a trimming holds first position in 
popular grade footwear, and is closely followed 
by tan trimmings, but all white.exceeds them, 
both for style and for safety, as a stock to carry 
in an average line of shoes. 


The general characteristics of patterns for 
this period as outlined by the styles conference 
are as follows: 


“Footwear for smart dress—afternoon and 
informal—naturally embraces types in turns 
and light fashion welts and here also does the 
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New Leather Finishes Furnish Opportunity to 
Emphasize Design 









tendency toward straps predominate, with a 
close following of gore-fitted pumps with 
buckles or ornaments. Regent and opera pumps 
will be freely interspersed in the season’s de- 
mand and the smartly tailored oxford should 
by no means be overlooked. In the opinion of 
many as applying to lasts, while medium round 
toes in stock and on order are safe, there is a 
tendency toward slightly more dressy foreparts. 
In this class also, heels are open for some slight 
modifications as to height, the block heels now 
embracing a variety between 8/8 and 14/8 and 
the breasted or full Louis from 13/8 to the ex- 
treme of 18/8.” 




















On these pages we have illustrated in a bal- 
ancing variety of patterns, a range of footwear 
extending from actual sport, with crepe soles, 
to country club house wear. The trimmings are 
optional, but indications are shown as to where 
new leather finishes may be used to emphasize 
design. The big outstanding numbers of the 
season will be sport sandals, and the cut-out 
Deauville sandal has its biggest opportunity for 
the mid-summer months of the year. 

















Many striking new effects have been achieved 
without sacrifice in the simplicity of pattern 
through the use of white kid, white fabric, 
white calf and white buck. Some very extreme 
summer footwear is in very light tinted bucks, 
giving a colorful emphasis to white footwear. 
Patent leather as a trimming on white is shown 
in the use of basket-weave fronts, collars and 
foxings. Black stitching over white sharpens 
the design and makes the mid-summer numbers 
more readily salable. 




















Ornamentation goes two ways—the shoe 
either has a buckle attached at the factory or 
the store has an extra profit number in a more 
ornate buckle. Hand-made buckles for the 
throat, fashioned out of leather, give still an- 
other opportunity for ornamentation. 
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White in Combination with Tan or Black Most 


Y Yyy ESIGNERS of sport and outdoor styles 
y YYy YY for men have adhered very closely to 
Y Y Y - the conventions in patterning shoes for 
(eZ the 1925 summer and fall seasons. Now and 
> © i then some striking models, different from pre- 
a Z 
° - 


Popular with Men 


NX 


vailing types, appear, but what are termed the 


Y “bread and butter” sport styles are combina- 


‘ 
Z, 
4, 
YY tions of tan calf and white elk, tan calf and 


Y white buck, black calf and white elk, all tans 
: in calfskin with boarded and grain finishes, and 
plain white bucks, trimmed with tan calf. 





The shoe at the top of the page is made of 
white buck and tan calf, the tip and quarter 
being of calf. It has a felted fibre sole, made of 
75 per cent rubber and 25 per cent felt. It is 
very light in weight and will float in water. 
Some of its values, as mentioned by manufac- 
turers, are that it will not slip under the most 
slippery conditions; that it is not necessary to 
wear cleats; that its wearing qualities com- 
pare favorably with any other sole; that it 
doesn’t draw feet; that it is very flexible and 
resilient, and that it is very finished in appear- 
ance on sport shoes. 





Tan calf and white buck are the materials 
used in making the pattern in the center. It is a 
wing-tip style, a commonly-used model for 
men’s sport shoes. Wing tips are heavily per- 
forated and pinked. This style has a leather 
sole and heel. 


Black and white combinations were the best 
sellers to men attending the winter resorts in 
the South. Shoemen were influenced by the 
trend and have been doing well on black and 
whites. The pattern at the bottom of the page 
is made of black calf and white elk. Stitchings, 
shown in white here, are in black on the shoe. 

Coffee elk is used a great deal in combina- 
tions with tan calf. It makes a good-looking 


Yy , sport oxford, particularly when the new bis- 
Y P P y 
Gy cuit-flannel trousers are worn. The biscuit tone 
and coffee color match very well. One manufac- 
Y Vj turer reports a tan calf and coffee elk combina- 
Yj YY) tion as his best-seller. 
QM MMM 
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The issue of the BoOT AND SHOE RECORDER 
for the next week, May 23, is certainly a feast 
of facts and a banquet of benefits for the 11,500 
retail shoe merchant subscribers and their 
thousands of co-workers in these prosperous 
stores. To announce but a part of the tempting 
Bill of Fare: 


1. The Methods and Ideas that are Winning 
Business and Profit in Five Stores. 


A. Memphis, Tenn.—How one store does 10 
per cent of its business by mail; the fitting- 
by-mail problem solved; narrow widths. 


B. Memphis, Tenn.—How a high and medium 
grade newly established business on staple 
styles, with emphasis on personal contact and 
a weekly “facing of the facts” is proving suc- 
cessful. 


C. Yazoo, Miss.—How a shoe merchant of 
41 years’ standing plays the novelty game in a 
small city with profit to his business. 


D. Greenwood, Miss.—How a merchant here 
manages his “clean out” so as to have only 75 
pairs of “D and E” in 2700 pair stock. 


E. Shreveport, La.—How this store prac- 
tices concentration and co-operation and 
proves that it pays; how they sell 150 pairs of 
2B size in a year and never have more than 10 
pairs of this size in stock in any number. 


Next Week’s Recorder Menu 
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2. Turnover. By Harold B. Wess. 


The best article on this vital subject that 
we have ever seen. No retail shoe merchant 
ought to fail to read and digest it. Written by 
the man who organized the system of mer- 
chandise control for 45 departments of the 
R. H. Macy Store in New York. 


3. Complete Remodeling; Business as Usual. 


How Frank E. Ballou of Providence, R. L., 
transformed his big store in Providence, R. I. 
and never lost a minute in operation. All about 
the changes that were made and the “big 
time” on the “opening day.” 


4. Something Unusual from Portland, Ore. 

The Knight Shoe Co. does something out 
of the ordinary in its printed contact with the 
people. Watch out for this—it’s helpful and 
inspiring. 


5. Ali the News uf Real Importance to the 

Industry. 

What the tanners do in convention. The 
latest ideas and trends on Styles, Prices and 
Conditions; dozens of helpful and practical 
suggestions, ideas, opinions and experiences 
covering every department of shoe store man- 
agement. 
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Your Slice of Pie 


USINESS is as good as it ever will be. What 

more can we expect—production of boots and 
shoes in March totaled 29,926,513 pairs, against 
27,201,568 in February and 28,864,463 in March, 
1924. Comparative figures for January-March 
show 83,404,011 pairs produced in 1925 and 82- 
193,527 in 1924. 

And distribution has kept pace. One chain of 
stores took in $186,000.00 in the sale of shoes for 
one Saturday’s business. Some shoe stores in big 
cities have reported an increase in sales of from 
5 to 32 per cent over a year ago. 

Let’s look at it this way. If your wife baked a 
pie for the four in her family each person would 
get a generous slice, but if four visitors came to 
dinner and the same pie was cut into eight pieces, 
there would not be much for any one. Isn’t that 
the situation of the retailing and manufacturing 
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trade today? Too many in it. Those who find the 
secret of how to get the business take it away from 
others less fortunate. 

Look at the increase in number of shoe stores. 
In the city of Boston alone there are 80 per cent 
more stores selling shoes than were in the game 
five years ago. For every failure or retirement, two 
new stores are started to take the same chance. 

A good southern city of 230,000 can be cut up as 
follows: 50 per cent discount for negroes, leaves 
115,000 customers of which 50 per cent are chil- 
dren and old people, leaving 57,500. Not more than 
one-third of this balance can afford to pay $10. 
and more for their shoes. This brings the figure 
down to 19,133 that are being served by 18 stores 
whose prices are $10. and over. 

Take a look at your own town and see for your- 
self how the business is split up. You may have to 
give a little more, work a little harder, concentrate, 
specialize, fix up your store and advertise, to get 
the proportion of business you need to make a de- 
cent living and income for your capital. 

The shoe game is the greatest battle of wits, 
but it’s worth it. It is the most fascinating busi- 
ness in the country. Once in it you never will be 
satisfied with anything else. 

How much more can you expect the men, women 
and children (particularly women) of this country 
to consume in footwear, when we produced in 1924 
over 313,000,000 pairs; in 1923, 351,000,000 pairs, 
both totals divided by two exceeding the high peak 
of production of 1919 of 331,000,000 pairs, and re- 
member this doesn’t include rubber-soled fovt- 
wear, and through the lack of accuracy in all 
census figures it would be easy to add 25,000,000 
pairs of foot covering, bringing the total produc- 
tion of women’s, men’s and children’s footwear up 
to pretty close to four pairs per person per year. 
The men may buy shy on their quota but it is 
made up in the increased pairage per woman. 

Those who pray for better times are evidently 
thinking of an impossible situation when factory 
capacity and store capacity will be taxed to the 
limit. Those days will never come. Make the best 
of the situation as you now find it. The shoe busi- 
ness is good. It is particularly good for those who 
have solved the problem of getting the customer 
to buy, particularly from them. 

An observation made by A. M. Creighton, re- 
cently returned from trips to many countries on 
the face of the globe, indicates that one pair per 
person per year is more nearly the average in 
other countries, as evidenced by factory output 
and store distribution totals. The shoes in every 
other land are classified principally as articles of 
necessity because money is vitally needed for food 
and habitation. 

Let’s face the situation as we find it. A remark 
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ably prosperous country with an exceptionally 
good per capita consumption of footwear. The 
slice of pie is large or small, according to the effort 
made by each individual in the trade to get his 
share for his own factory or store. 


More Shoes for Men 


UMMER weight shoes for men are showing 

more strength than the most optimistic shoe- 
man anticipated. Most encouraging reports are 
coming in pertaining to the free selling of lighter 
oxfords for spring and summer wear. In view of 
the fact that this is only the first season that 
the industry tackled the summer weight shoe 
issue as a unit, the success greeting the shoe is 
interpreted as very significant of its place in the 
man’s wardrobe. 

It’s a very logical thing to presume that men 
will buy lighter shoes for the mild seasons. Per- 
haps the most recent development on this subject 
is that many manufacturers have struck a happy 
medium in the manufacture of an ideal summer 
weight shoe. Many extremely featherweight types 
came out at first; the sole being entirely too thin 
and fragile-looking to stand any fair amount of 
street wear. Now there are many patterns, con- 
spicuous by their lightness of appearance, and yet 
not so delicate-appearing as to look like a dancing 
shoe. This seems to be the type of summer weight 
oxfords that is going 
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wise ; rather consider the shoe from the point, “Is 
it suitable and acceptable to MY customers?” 

The style leader sets his styles by the trade that 
buys often and wants constantly changing effects. 
Mere copying goes on at a rapid rate by the trade 
catering to the medium priced grade. The result 
is, before long practically all the shoe merchants 
have an abnormal sense of the styles they think 
their customers will need. 

Sudden changes from the accepted standards in 
lasts are likely to be misunderstood and to make 
difficult fitting the first season out. The successive 
seasons demonstrate if there was any merit in the 
change. 

The leader may perhaps be catering to an aristo- 
cratic trade, where the majority of feet are AA 
and even AAA, and governs his style demands to 
considerations of the wants of the slim, trim foot 
usual to that class. It doesn’t pay for the popular 
class of American trade to follow the lead of the 
fine trade too closely. The average American foot 
is strong and broad and has some size to it, and 
styles should be bought for it and fittings made 
according to it. The prevailing lasts have so much 
of good fitting value in them that they deserve to 
be continued. Put the style in the pattern and 
materials and let a good last continue a permanent 
feature—for in the last analysis the “fit is the 
thing.” 








across most effectively. 
If the popularity of 


When Making 





summer weight shoes in- 
creases as steadily in the 
future as it has during the 
first few weeks it will no 
doubt develop into a con- 
dition whereby men will 
regard their change to 
summer footwear as seri- 
eusly as they adhere to 
changing felts to straw 
hats. That’s the goal at 
which to aim; it means a 
greater per capita con- 
sumption of men’s shoes. 


Hold to Proven 
Lasts 


OO close “following 

the leader” is a bad 
thing for the average shoe 
store. Just because the 
leader makes or breaks a 
style for his community, 
do not hasten to do like- 





Warning 


The BOOT AND SHOE RECORDER 
has no representatives calling on its sub- 
scribers for the purpose of securing the 
renewal of their subscription. Any man 
who asks you for the renewal of your sub- 
scription does so without authority from 
us. In paying such a man you are simply 
out the money paid him. 


Complaints have come to us of the oper- 
ation of several men calling on our sub- 
scribers and soliciting the renewal of their 
subscriptions. PAY NO MONEY TO ANY- 
ONE CALLING UPON YOU FOR THE 
RENEWAL OF YOUR SUBSCRIPTION. 


Stores in Ohio are especially warned 
concerning the operations of one H. F. 
Bradley, weight about 180 pounds, about 
6 feet tall and dark complexioned, claim- 
ing to represent Compton Brothers or the 
Standard Magazine Company of Findlay, 
Ohio. 


The BOOT AND SHOE RECORDER has 
several field representatives calling on the 
trade and discussing business conditions, 
but none of these representatives has any 
authority to collect for the renewal of any 
subscription. 








and Selling 
Meet 


HE volume of sales 

in retail stores in all 
commodities is above the 
level of a year ago. This is 
shown by the Federal Re- 
serve Board, as well as by 
our recent analysis of sell- 
ing from January first to 
date. Federal Reserve fig- 
ures show that people are 
eating more because groc- 
eries show a 21 per cent 
increase over 1924, while 
shoes rate but 8 per cent 
increase. 

Now, if selling is on the 
increase, and production 
on the decrease, are we not 
on the road to soon reach- 
ing the point when what 
we produce is more evenly 
balanced with what we 
consume in footwear? 
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Above we see a young man who used to be a prince 
—son of the dethroned king of Georgia, now a re- 
public. Serge M-Divani, that’s his real name, is 
busily engaged in trying to determine the prize win- 
ner in a shapely limb contest. Another kind of a con- 
test is pictured at the left. The handsome young 
lady, a Parisian, has challenged society with a new 
evening costume—a man’s tuxedo. Below is Arthur 
B. Butman, chief of the Shoe and Leather Division 
of the Commerce Department at Washington, en- 
gaged in examining shoes from every part of the 
worid, 
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You can do anything with a shoe now- 
adays, they make ’em so well. Above is a 
complete radio outfit built into a man’s 
boot. You tune in on the counter. Below 
are some more shoes—the heaviest in the 
world—which go down to the sea in ships 
and then down into the sea—made for 
divers. They weigh 150 pounds to the pair. 








Have you ever faced the all- 
inquisitive eye of this camera 
which Oran McCormick is point- 
ing at you now. It has pictured 
crowned royalty and uncrowned 
shoe royalty m nearly every 
state in America and every 
country in Europe. His neigh- 
bors in the photograph are 
both nationally and internation- 
ally known, 
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He Sold Himself to His Sales Force— Result: 
Sales More Than $1,000,000 


The Store Cabinet, Store Club and an Old-Fashioned Ideal 
Have Spelled Success for the Holden Store 
Under H. N. Emmett 


ROM clerk to man- 
ice: in fourteen 

years is in brief 
the history of H. N. Em- 
mett, now manager of 
the Holden Store—one 
of the biggest and most 
successful in the Loop 
district of Chicago. 

“One of the first 
things that I realized,” 
said Manager Emmett, 
“when I took over the 
management of Holden’s 
Store, was that a man 
cannot succeed alone,nor 
can a business be built 
around the ability of any 
one man and so one of 
my first acts was the or- 
ganization of what I 
call my ‘Store Cabinet’ 
which is composed of 
the various managers of 
departments. We meet 
and confer every week. 

“Next I organized our 
store club—every em- 
ploye of the store is a 
member and once every 
month meetings are held 
in which everyone takes 
part. 

“Then I sought an ideal for the store—a slogan that 
would embody the aim of our organization and so we 
called our store ‘The Store for Everyday Folks.’ .I 
believed that in the midst of the hustle and bustle of 
the Loop, a store could be run where all of the old- 
fashioned ideas of service could be still carried out— 
a good business built on the old ‘family shoe store 
idea’—on a confidence in the customer’s appreciation 
of interested serving. 

“In less than a year, the response to team work and 
our building to an ideal has been a business well over 
a million dollars. I have made every employe feel 
that he or she was working with me and not for me as 
the manager—and this is the foundation of the suc- 
cess that has followed our efforts in the past year. 

“Another problem that we had to dispose of was 
the distribution of our stock, which at the time 
I took charge ran the whole price range from 


“I have made every employe feel,” says Mr. Emmett, “that 

he or she is working with me and not for me as the manager, 

and this is the foundation of the success that has followed 
our efforts in the past year.”’ 


$5 up in men’s and wom- 
en’s shoes. It seemed 
logical to me that a fam- 
ily shoe store, to suc- 
ceed, must confine its 
price range in the prices 
that are ordinarily 
within the ability of the 
average man to pay—so 
we commenced eliminat- 
ing the higher and the 
lower values first. Today 
we sell shoes at four 
prices only in the men’s 
and women’s. depart- 
ments— $6.50, $7.50, 
$8.50 and $10.00. 
“Previously we car- 
ried all of our higher- 
priced merchandise on 
the fourth floor of the 
store and this depart- 
ment was eliminated 
and all our women’s 
shoes moved down to the 
first floor, where they 
were readily accessible. 


4 Big Orthopedic 


Department 


“I had a feeling, too, 
that the family shoe 
store had another 
function—that of fitting service and so, on the 
fourth floor, we established an orthopedic depart- 
ment for women. We placed this department under 
the management of a man who knew his ‘stuff’ and 
who was a ‘bug’ on shoe fitting and foot comfort, 
and today it is one of the best paying departments in 
our business. 

“Another rule that was established was the ‘month- 
end’ sale, and every last Wednesday and Thursday of 
the month is given over to the sale. Into this sale 
go the short ends of every style that we have in the 
house, for we believe that the profitable time to close 
out the odds and ends is while they are good style 
numbers, and it is seldom that we carry over from one 
month end to another any styles that we are short on 
or really anxious to clear out. The prices on these ‘end 
of the month’ items are not radically low, but low 
enough to insure their moving quickly. With consist- 
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ent and attractive newspaper advertising, these sales 
have been wonderfully well attended. 


Display of Dying Styles 


“No style today is good long. All of the styles, with 
few exceptions, are good while they last, and as quickly 
as a number has been sold down to the last fifteen or 
twenty pairs, it is tagged for the end of the month 
sale—and sold out. Working on this policy, we haven’t 
taken a dead loss on a single pair of shoes sold this 
year. 

“This policy is generally carried out in all depart- 
ments of the store with the exception of the ortho- 
pedic department, where naturally the footwear is of 
a very staple nature and good from one season to the 
next. 

A New Basis of Mark-Up 


“Our children’s department, too, is very complete 
with style and price variations for the kiddies, and we 
have established a special children’s hosiery depart- 
ment right on the same floor with the shoes. We also 
sell children’s fancy garters in this department and 
have added considerably to our volume in the few 
months that this department has been organized. 

“Another policy to which we hold closely is the 
method of marking up our prices. We do not work on 
any ‘rule of thumb’ basis—a mark-up of a fixed per- 
centage regardless of the shoe. In the first place, the 
old basis of a fixed mark-up is wrong because every 
pair of shoes is not sold at the full price and, therefore, 
any mark-up of a set percentage is a fallacy—in 
which the merchant is the loser. At the height of a 
style we may mark a given number up a hundred per 
cent—or sixty or forty—according to its salability. 
On the other hand we may mark another only twenty- 
five per cent because it doesn’t prove to be a very 
ready seller after it arrives. In the main, we plan to 
get a fair profit and no more on the shoes that we sell 
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—and in the end a forty per cent gross is averaged 
through our entire store. 


Give the Customer More Than He Expects 


“Our shoe values are always the very best that we 
can buy for the money. We try always to give the cus- 
tomer just a little more than they have reason to ex- 
pect in the way of value. The result of this is a com- 
plete confidence in any offering that the Holden store 
makes. Our customers, many of them, have bought 
shoes from this store for twenty-five years, and they 
have the utmost faith in our statements and in our 
advertising. And we shall see to it that they have 
every reason to keep that confidence in us. 


“Our hosiery department on the main floor does 
about a hundred thousand dollars worth of business 
a year, but we learned long ago that the successful 
hosiery department is the result of a study of the 
customer’s desires and so we carry little in hosiery 
above the two-dollar price—for our customers do not 
want to pay more. We carry a very complete stock in 
all shades and feature a $1.85 number that is a splen- 
did value. 

“Generally, through the store, we have averaged four 
turnovers of our stock yearly and in our orthopedic 
department we have six. This is the result of careful 
buying first of all—a short price range, only four re- 
tail prices, and our plan of cleaning up stocks once 
every month. 

“We do not buy any shoe that we cannot order in 
at least 150-pair lots. We do not buy many of the ‘end’ 
sizes, for it is here that the average merchant loses 
money. A careful study of our sales sheets told us just 
how many of the smaller sizes we are liable to sell in 
a given time and we buy accordingly. The month-end 
sale cleans up these and the short ends of our regular 
stocks and we have practically a clean sheet to work 
on at the start of every month.” 


Interior view of the Holden store in Chicago 
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Pump Types Still Lead in Style Parade 


Paris ‘Decrees Exclusiveness, Originality and 


is still the leader. For daytime 

wear there is the brown glace 
or the patent leather in different 
colors. Also the one-strap pump, 
either of kid or patent leather, is ex- 
tremely important. At present the 
chic pumps are trimmed on the out- 
side. This ornamentation is a motif 
just outside the instep on the right 
side of the right shoe and the left of 
the other. These decorations are 
usually of different color leather— 
the motif and the piping which out- 
lines the seams, matching. A good 
example of this is in the new show- 
ing of Saks—Fifth Avenue. A pump 
worth mentioning also for street 
wear is the bengaline shoe which 
Hennings is trying out. 


Doe-Skin for Afternoon Wear 


This season’s afternoon shoe has 
an altogether new air. A very orig- 
inal and especially popular style is 
that of the doe-skin pump or a one- 
strap, which are so delicate and de- 
lightful in the light summer colors to 
be worn with the quaint chiffon and 
georgette dresses. For sport wear, 
ideas in footwear show no signs of 
giving out. We find the sandals of 
patent and tan calf still popular, but 
the novelties are the beach 
shoes of woven strips of 
leather or the fancy 
knitted shoes. 


[: the world of shoes, the pump 


Satin for Evening 


In evening shoes, noth- 
ing is more popular at 
present than the satin 
pumps or one-straps. Some 
distinctive and fetching 
type of evening slippers 
have a crescent of straps 
on one side, gradually 
forming one strap on the 
other. A showing of this 
type can be found in 
I. Miller’s new assort- 
ment. 


Harmony with the Frock 


By NANETTE HUGGETT 


Gown, coat and shoe to match. This 
shoe is one of Saks—Fifth Avenue’s 
charming inspirations. The quarter and 
vamp are of gold kid with the design 
in color. The heel is the reverse; color 
with gold trimming. This shoe comes 

in all colors to match the frock. 


The Silhouette 


Which silhouette shall it be? 
There still is the struggle between 
narrow lines and fullness, and no 
change is in view. The narrow lines 
still prevail because the “fulls” are 
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In the fan (top left)—Modish style in this shoe is black patent 
leather and blond kid. The vamp is patent and the quarter is blond 
kid. The motif is cleverly appliqued in patent. Fastens with buckle. 
(Bottom center) —Champagne lizard and patent very effective for 
street wear. Vamp and quarter of patent with saddle of lizard. 
Fastens with buckle. (Top right)—Stunning oxford in brown kid 
skin with brown lizard trimmings. From Saks—Fifth Avenue. 
Outside of fan (at left)—To be seen for sport wear. Knitted shoe 
of tan silk thread with tan calf heel. (At right)—Walking shoe; 
champagne kid quarter and tan calf vamp. Both from J. @ T. 
Cousins & Co. 


trying to have plenty of width and 
yet look narrow. As for the length 
of skirts we cannot talk much of this 
at present because there is nothing 
left but shortness. However, skirts 
will be no shorter. They have gone 
the limit, and we will find ourselves 
soon again in the same old cycle of 
style—the short; then the long. Eve- 
ning dresses have already started to 
show this tendency in many cases. 
The skirt line at present for evening 
is a great variation and much dis- 


puted. 


Seen in Sport Land 

Formal afternoon dresses continue 
to be neglected and sport costumes 
still hold their high positions as the 
leading daytime frocks. A suit of 
prominence is that with the short 
cape. Both the cape and skirt are cut 
very circular. An elegant example we 
found of this at Jay Thorpe’s among 
the imports. The ensemble suit is still 
having its fling. It is used consid- 
erably for sport wear in a woolen 
material such as kasha, which is still 
the king of the woolens, without the 
slightest indication of decline and 
fall, Because of the popularity of 
kasha a new material is being tried; 
that is poplakasha — de- 
scribed as having in it a 
raised line, stripe, plaid or 
check, in silk. Then there 
is the square weave, called 
kashanette, which comes 
in all the new colors for 
sportwear. The beach pa- 
jamas which had such a 
run at Palm Beach this 
last winter are again 
forecasted for the coming 
summer season in various 
kinds of silks 

On the golf links or 
on the country club 
porches we will catch 
glimpses of the new tur- 
tleneck sweaters. These 
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Top—Very Parisian is this green 
doe-skin piped with white kid. 

Center — Exquisite for evening 
wear is this shoe of Titian colored 
velvet and metallic bronze kid. Shoe 
of velvet trimmed in bronze kid. 


Bottom—T his unusual shoe is very 
popular this season. Peach doe-skin 
with gold kid. All from Hennings. 


will be worn with suits or separately 
with the sport skirt ‘in many of the 
gay summer colors. This sweater is 
of a fine knitted yarn or jersey with 
a high turn-over collar. Some of the 
smartest of these are from Altman 
and The Tailored Woman. 
A new material that is being 
tried out in coats and suits is 
crepe vie. As the season goes 
on we will learn of its great 
popularity. Kurzman is show- 
ing this material to a great 
extent in their new chic coats. 


Sheer hosiery continues to 
dominate the mode with the 
so-called nudes in the lead. 
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The Afternoon ‘Dress 


The afternoon dress when worn 
should be of lace combinations or of 
the lovely printed chiffons and geor- 
gettes. A very effective dress is that 
of various shades of one color in a 
striped chiffon dress as seen in Frank- 
lin Simon’s French shop. 


In the Eventide 


The soft delicate dresses with 
much movement and grace are first 
in favor for evening. These gowns 
are often beaded, and although at 
present the smart gown spells sim- 
plicity, the more elaborate gown is 
coming in again. Paris, whose judg- 
ment is never to be disputed, claims 
this will also tend to bring back the 
tail coat for men. A characteristic 
of the new mode for evening is a 
plain flat back and a great deal of 
fullness and elaboration in the front. 
Even though the dresses are rather 
plain at present the evening shoes are 
very decorative. Oftentimes superbly 
enriched with embroidery -and some- 
times even jewelled. 


ecAccessories of Note 


Gloves should be worn most of the 
time during the day. The only really 
chic ones, doe-skin slip-ons, are worn 
a little too large and neatly wrinkled 
back. Sleeves at present are as a ma- 
jority long, and the short gloves slip 
over the cuffs. However, short gloves 
with short sleeves are correct. Per- 
forations on gloves have given way 
to embroideries in most of the new 
imports. For originality in gloves we 
have those with an embroidered rib- 
bon bracelet to bind them about the 
wrist, or those with a plain leather 
wrist band fastened by a buckle. 
That which rises far above the com- 
monplace is the cretonne parasol, 
delightful in its many lovely colors, 





In all patent leather is this clever shoe from Altman. 





Top—Combination of gray lizard 
and kid very effective in this shoe. 

Center—Attractive shoe of white 
buckskin with patent leather trim. 
Both from Frank Brothers. 


Bottom—All patent leather with 
tan lizard trimming. From Sommers. 


to be carried while wearing the gay 
cretonne coat. Both will be excellent 
for sportwear this summer. The close 
fitting felt cloche still finds ways of 
being new and attractive. Felt hats 
are not a new style but one that con- 
tinues to be in demand because 
“felts” are so becoming to the 
sleek and smartly shingled 
head. Last season felt hats 
were worn more for sport- 
wear, but now they are 
trimmed to perfection with 
quaint flowers and ornaments 
and are very appropriate to 
wear with the luring chiffon 
afternoon frocks. Jay Thorpe’s 
has brought forth some very 


interesting variations of felts. 
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Custom-made shoes, showing the use of scratch-proof leather in shoes for Harvard students. 


More Style—Through New Materials 


The Use of a Scratch-Proof Semi-Rough Unfinished 
Upper Stock Is Significant 


styleful. It took two years for the balloon last 
to develop from the trials made by a retail shoe 
merchant, George Pierce of Providence, R. I., to a 
point where demand could safely be said to be national 
in scope. 
It is a natural thing for men’s styles to de- 
velop slowly but surely. In comparison with 
the men’s business of five years ago, the 
present style speed of men’s shoes is remark- 
able. A new shade of leather, a change of per- 
forations, the use of pinking, and the call for 
light weight shoes for men, are the develop- 
ments of a season. 

A few years ago the evolution of as simple a thing 
as a creased vamp involved four or five seasons of 
talk before it was generally accepted as a feature of 
men’s style. 


G leenes but surely, men’s shoes are getting more 


Men’s Shoes Change Slowly 


The changes of a last may “go over” in a season. 
When it comes to patterns, men’s shoes are pretty well 
standardized. It is going to be difficult to incorporate 
any new pattern, other than the standard bals and 
bluchers, and so to get a touch of style the change is 
made in the pinking, perforations, saddles and aprons. 
Having gone this far, other changes come through se- 
lections of materials. The heavy grains have made 
possible a wide range of combinations with smooth 
finished leathers. The pebble effects have given a 
smartness to shoes for college men that have meant 
many extra sales. 

The division of sport shoes received an impetus 
when the crepe sole came into men’s footwear. All of 
these factors indicate the search for something new 
in men’s footwear classified under the title of “style.” 
It was left to the Prince of Wales to show the wide, 
wide masculine world that one step further was pos- 


sible through the use of a scratch-proof, semi-rough, 
unfinished, ooze-effect upper leather. 

Inasmuch as the college man is one of the big fac- 
tors in setting styles for men in America, as evidenced 
by the development of the balloon last, so too, this 
innovation of a scratch-proof, unfinished upper stock 
became interesting to the smart dressers. Custom shoe- 
makers such as M. P. Toohey of Cambridge, Mass., 
who builds shoes for Harvard College students, have 
been making models similar to those worn by the 
Prince for some time. 


Starts with Custom Trade 


The custom-made shoes illustrated in the center 
above are from his shop and illustrate the high cost 
of style. One man will cut and fit two and one-half 
pair of uppers a day at an expense of $3.00 per pair. 
To lay the sole of a pair of shoes requires nearly one 
and one-half days at a cost of $8.00. There you have 
a labor cost of $11.00 before figuring material or over- 
head, and if the shoes sell for $25.00 the margin 
of profit to the custom maker is far from excessive. 

This scratch-proof semi-rough-finished, leather- 
trimmed shoe, in contrasting tones for sport, golf and 
college wear, is considered by William Spalding, of the 
Columbia Leather Corporation of Boston, the latest 
thing for sport footwear for fall. He has followed the 
development of style since its first introduction by the 
Prince. 

The possibilities of a new leather finish for men in 
hastening an appreciation of style and in increasing 
the per pair consumption throughout the country, are 
interesting. A dose of the same medicine that has made 
women’s shoes popular and profitable is expected to 
increase activity on the men’s side of the store. As a 
fall sport shoe it logically follows the combinations of 
white and tan and white and black for July and 


August. 
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New England’s Survey on Shoes 


A distinet note of optimism was sounded in the re- 
port on the New England shoe industry made public 
Thursday by a special committee of the Boston Cham- 
ber of Commerce. The report recommends: (1) more 
co-operation by the community in which the plant is 
located; (2) better transportation rates for the short 
haul; (3) more scientific marketing methods; (4) a 
clarification of the labor piece rates and labor union 
rules and policies; and (5) more intelligent factory 
management. — 

The special committee appointed by the Boston 
Chamber of.Commerce consisted of: J. Franklin Mc- 
Elwain, chairman, J. F. McElwain Company; Thomas 
F. Anderson, Secretary New England Shoe and 
Leather Association; Albert N. Blake, Watson Shoe 
Company; Frank R. Briggs, Thomas G. Plant Com- 
pany; C. H. Jones, Commonwealth Shoe and Leather 
Company; Herman E. Lewis; Fred B. Rice, Rice and 
Hutchins, Incorporated; A. J. Sweet, Lunn and Sweet 
Shoes Company; Hovey E. Slayton, F. M. Hoyt Shoe 
Company; E. F. Abbott, Cushman-Hollis Company; 
Elmer J. Bliss, Regal Shoe Company. 

This committee had the technical assistance of Col- 
onel Sanford E. Thompson, of the firm of Thompson 
and Lichtner, Boston. The committee finds many hope- 
ful signs for New England. 





Edward N. Haag, Jr., Dead 


Boston, Mass., May 12—Edward Newton Haag, Jr., 
of Newtonville, Mass., member of the publication firm 
“Shoe and Leather Facts” of Philadelphia, and one of 
the most promising publicity men in the industry, died 
at his home after a two months’ illness. He was 37 
years of age and represented his own paper, The 
Canadian Shoe and Leather Journal and the American 
Export Age in New England. He organized the “Buy- 
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in-Waltham” movement, and each season operated for 
the New England Millinery Association its big fashion 
show. 

He was born in Philadelphia, and came to Boston 
about nine years ago, and had made his mark as a pub- 
licity man. He is survived by a widow, a daughter, his 
parents, a sister and a brother. His father, Edward 
Newton Haag, is the dean of the business paper world. 
The sympathy of the trade goes out to the family. 
Funeral services were held today in Newton and the 
burial took place in Philadelphia. 





Sends Letter 10 Days After First 


Purchase 

Memphis, Tenn.—Joe Graham, manager. of the 
men’s shoe department of Walker M. Taylor, is well 
satisfied with the response that he is getting from 
sending customers a letter ten days after they make 
a purchase, thanking them for the sale. The letter 
follows: 

“We were pleased to have you buy your Bostonians 
from us, and we know that they will give you lots of 
comfort and service. 

“Since you have commenced, we believe you will 
continue to wear Bostonian shoes, for they are 
built by the best workmen in the country and of the 
best leathers obtainable. They are always first in 
STYLE. 

“We have a record of your size in our files, and if 
you find it inconvenient to call at the store for your 
next pair, just phone or write us and we will send 
you a pair in a jiffy. We think you!” 


Children’s Styles—Next Week 


A two-page report on what looks good in children’s 
footwear styles had been prepared for this issue of 
the Boot and Shoe Recorder. Look for it next week 
as lack of space prevents us from using it in this 
issue. 











The shoe department of Levy Bros. Dry Goods Co. of Houston, Texas, is 
one of the largest in the South. 
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‘“A Morning Prayer” 


N my desk, under the 
QO glass that nearly covers 

the top, several years 
ago I placed a clipping entitled 
“A Morning Prayer,” which 
reads thus: 


“The day returns and brings 
us the petty round of irritating 
concerns and duties. Help us to 
play the man, help us to per- 
form them with laughter and 
kind faces, let cheerfulness 
abound with industry. Give us 
to go blithely on our business 
all this day, bring us to our 
resting beds weary and content 
and undishonored, and grant us 
in the end the gift of sleep.” 

Robert Louis Stevenson 
wrote that beautiful prayer— 
Stevenson who was beset by 
disease, and spent the years of 
his young life vainly seeking 
health; Stevenson, whose weak 
and broken body housed so 
sweet and kind and indefatig- 
able a spirit, that he has laid 
all the world under lasting obli- 
gation to him. 

Every morning this little 
message meets my eyes, and I 
humbly join him in this peti- 
tion. Under the same glass 
desk top is a picture of my 
mother: Six years ago this 
week I saw her for the 
last time on earth; yet 
every morning she speaks 
to me, and out of the full- 
ness of her life of great 
self-sacrifice to her chil- 
dren and to others, I can 
but feel that her message 
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May Intelligence Test 


. What is the salary of the 
President of the United 
States? 

. Who perfected the welt proc- 
ess of shoe bottoming? 

. What is a bond? 

. What is preferred stock? 

. When was Grover Cleveland 
President ? 

. Who is William E. Borah? 

. What makes water freeze? 

. What is chrome tannage? 

. What is a Creole? 

. Who is President of France? 

. When was the battle of Lez- 
ington and Concord fought? 

. What is a tariff? 

. Why is a filler not necessary 
in a turn or McKay shoe? 

. What is a budget? 

. What causes color in flowers, 
fruit, grass, etc.? 








is singularly the same as Stev- 
enson’s. So I keep the two to- 
gether. 

Possessing health, useful 
work to do, friends, and some 
who love you, what more would 
you? The rest is incidental. If 
you can gather riches and 
honors, all well and good; prog- 
ress, ambition, effort upward, 
these are worthy goals. But we 
cannot all be rich or famous. 

Some who attain these 
things pay heavy prices, and 
find them “dead sea apples” 
that turn to ashes in their 
mouths. Holding fast to our 
ideals, let us go as far as we 
can in our profession and busi- 
ness, but with all our getting 
or non-getting, shall we keep a 
blithe spirit? 

Thoreau, the eccentric philos- 
opher of Concord, said a true 
thing “Let thy getting a living 
be not a trade but sport.” 





An Ancient Art. 
History records that an Egyp- 
tian queen, Hat-shep-set (B. C. 
1600), was one of the earliest 
monarchs to foster the shoe 
trade—sandals in those days. 
On the walls of Thebes, one of 
her cities, are delineated sandal 
~ Makers plying their caft, 
and using hammers, awls 
and crescent knives not 
unlike those of the old 
English stitchmen, and 
hard by are the comb, 
wedge, mallet and grease- 
horn in which the awl was 


dipped. 
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Here’s the Prize Winning 
Article 


The winner of the April prize of 
$10 for the best article on sales- 
manship is awarded to Victor J. 
Marks of Marks Shoe Store, Dan- 
ville, Pennsylvania. 

The second prize of $5 goes to 
Clayette A. Trester, with the R. A. 
McConnell Co., of Frankfort, In- 
diana. 

Following is the article which 
won $10 for Mr. Marks: 


How I handle the customer who 
brings a friend to give advice? 


First: Treat them both as pros- 
pects. 

Second: Fit them both. 

Third: Sell them both. 

Treat them both as prospects, be 
as courteous to one as to the other. 


C3 




















**I got the shoe on her foot”’ 


Size them up as to similarity, also 
the kind of shoes they have on and 
to the kind they are interested in. 
If they are of the same type, they’ll 
be easy to sell. If the opposite, 
you'll have to sell them both. 

I had a very interesting sale the 
other day. Two girls came in the 
store looking for tan pumps. The 
one girl was a blonde, the other a 
brunette. The blonde was the buyer. 
She liked a 13/8 heel, while the 
brunette, who was the adviser, liked 
a 16/8 heel. I tried a pair of tan 
gore pumps on the blonde with a 
13/8 heel, fit her perfectly and she 
was well pleased with the shoes, but 
the brunette didn’t like it because 
it wasn’t her kind of a heel, and in- 
fluenced the blonde not to buy. The 
girls were ready to leave the store, 
when fortunately we found the 
same pump with a 16/8 Spanish 
heel. After a little persuasion the 
brunette consented to try the shoe, 
but under no condition would she 
buy a pair. 

I got the shoe on her foot, placed 
the mirror where she could see the 
fit and, after a good look she said: 


“That certainly is a good looking, 
good fitting shoe.” 

Then, by a little comparison of 
likes as to heels, I easily sold the 
blonde the shoes. The next day the 
brunette came in for a pair with 
the 16/8 heel. So if you treat them 
both as prospects, and fit them both, 
nine times out of ten‘ you'll sell 
them both. 


Answers to the Intelligence 
Test 

Here are the answers to the In- 

telligence Test in the March issue 

of this department. If you have 





Problem for May 


“What is the best method 

of retail sales compensa- 

tion— straight salary, 

commission or a combina- 
tion of both?” 


The BooT AND SHOE RE- 
CORDER will give a prize of 
$10 for the best answer to this 
problem and a prize of $5 for 
the next best. 

Articles submitted will be 
judged solely on the merit of 
the thoughts, ideas and ex- 
periences described, without 
reference to grammar, punc- 
tuation, spelling or penman- 
ship, although when two arti- 
cles are of the same value, 
preference will be given to the 
one best put together. Address 
your articles to the editor of 
“The Retail Shoe Salesman,” 
BooT AND SHOE RECORDER, 
207 South street, Boston, 
Mass. 

This contest is confined to 
actual retail shoe salesmen or 
saleswomen. The winning ar- 
ticle will be published in a fu- 
ture issue of this department. 











saved the questions proposed you 

can check your own answers with 

these. If you have answered 50 per 

cent correctly, you have done well. 
1. Betsy Ross made the first 
American flag. 

. The capitulation of Vicksburg 
and the battle of Gettysburg. 

. Charles Goodyear. 

. Plymouth, Vermont. 

. John Garabaldi Sargent. 

. John J. Baird. 

. New York, Chicago, Philadel- 
phia, Detroit, Cleveland, St. 
Louis, Boston, Baltimore and 
Los Angeles. 

8. Mt. McKinley, Alaska. 


“1D Om co nw 
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9. The electoral body chosen by 
plurality or majority by each 
state, to cast its vote for Presi- 
dent and _ Vice-President. A 
majority of the Electoral Col- 
lege chooses these officers, re- 
gardless of the number of pop- 
ular votes received, taking the 
country as a whole. 


‘10. A majority is more than half; 


plurality is the largest number 
of several, and may be less than 
half the total. 

11. Psychology is the science of the 
mind. 

12. Discounting a note is receiving 
from a bank or otherwise the 
amount promised to be paid at 
some future date, less the in- 
terest, for the period before 
maturity. 

18. Man cannot live in water, be- 
cause the filling of the lungs 
with water prevents the taking 
in of air necessary to sustain 
life. 

14. Anthracite is hard coal, bitu- 
minous is soft coal. 

15. Fermentation germs cause the 
multiplication and growth of 
cells, causing expansion of the 
dough. 


The Importance of the 
Salesman 


The chief function of a retail 
shoe salesman is to counsel the con- 
sumer. 

The retail shoe dealer has in his 
own hands the means of enlighten- 
ing the public. His salespeople are 
the key to the situation. 

The retail shoe salespeople of 
this country meet the entire adult 
population face to face. 80,000,000 

















Retail salesmen should counsel the 
Customer 


people come to the retail shoe sales- 
men to be fitted out with shoes. 
They are in the hands of the sales- 
man. Shoe prices are aften upper- 
most in their minds. 

















60 ‘ BOOT AND SHOE RECORDER 


What an opportunity for the 
salesman to explain convincingly 
the exact situation in which the re- 
tailer finds himself! He and he al- 
most alone can turn the antag- 
onism of the customer into appreci- 
ative sympathy. 

The retail shoe salesman is the 
most influential factor in the shoe 
trade today. In his hands the whole 
mass of mis-information and pro- 
test can be cleared up. He can com- 
bat fallacies. The dealer must in- 
form his salespeople of the facts. 
He can and should “sell” his own 
salespeople on the situation and 
make them a living wall of defense 
against these attacks. Through 
them he can meet and effectively 
disarm criticism, whenever it ap- 
pears. 


Healthograms 
No. 1. Teeth 
Bad teeth, poison, germs, indi- 
gestion, nervousness, upsets, various 


diseases. 
Brush, examine, X-Ray occasion- 











Counsel with the dentist 


ally, fill, counsel with dentist twice, 
thrice, four times annually. 

Prevention. 

Today. 

138 days of this year gone—227 
left. 


Here’s a Live Crowd 


Did you read in last week’s RE- 
CORDER about the annual meeting of 
the Boston Retail Shoe Salesmen’s 
Association annual election. There’s 
a great bunch, all right. This asso- 
ciation was formed about a dozen 
years ago and has had fine success 
and has done much for the better- 
ment of public shoe service in Bos- 
ton. Many things could be cited in 
proof of this, and many reasons 
given therefor, but it seems to me 
that the chief reasons are the splen- 
did spirit of fraternity among the 
salespeople in the different stores 


and the vital fact that the employ- 
ers join in with the association. 

President Fred N. Greenwood in 
accepting re-election, made a timely 
little speech that embodied much 
that is applicable to every retail 
salesman. He said: “We may have 
a badge or button to wear to 
show that we are members of the 
Boston Retail Shoe Salesmen’s As- 
sociation, but whether we do so or 
not, we must show by our actions 
and alertness that we are living up 
to our motto. We must make it a 
point to be on time in the morning; 
we must work on our stock, as we 
are supposed to do, without being 
asked; let us know our stock; let 
us meet our customers in the proper 
way. Let us have faith in our mer- 
chandise; let us believe that we 
have the best merchandise in Bos- 
ton. We know that sometimes buy- 
ing mistakes may occur, but we also 
make mistakes; so let us help our 
buyers and work all the more zeal- 
ously on stock that does not quite 
meet with our approval. Be loyal to 
your managers, your floor man, 
your buyer and your concern. By 
observing all these rules, you will 
show the rest of the boys and the 
non-members of the association 
what it means to be a member of 
this association.” 


Some Shoe Humor 


Some say that we are in a skin 
game, that there is no sole in the 
shoe business, that our tongues are 
unruly, that we are a straight-lose 
crowd, that we vamp the girls too 
freely, that we are often on our 
uppers, that we run counter to good 
sense, that we ought to be perfor- 
ated with a ball, that we stay out 
nights, that we deserve to be welted, 
that we are well heeled, that we 
stand on our own bottoms, that one 
good turn deserves another, that 
we will never last and that we ought 
to be a pattern for the business 
world. Well, we can’t please every- 
body, and anyhow we know this in- 
dustry never dies. Amen. 


The Ladder Club 


Lack of space prevents us from 
devoting in this issue the regularly 
scheduled two pages devoted to 
the activities of the Ladder Club. 
The subject suggested for discus- 
sion, however, is “Materials in 
Shoes.” Now, all together, for a 
good, helpful meeting. 
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The “Big Seven” 


Here are seven essentials for the 
retail shoe salesman to check him- 
self by if and when he may ever 
consider going into business for 
himself. 

. Know the customer. 

. Know the goods. 

. Know how to fit the goods. 

. Know the case, classification and 
control of stock. 

. Know how to advertise and dis- 
play goods. 

. Know the broad, inexorable 
principles of shoe retailing and 
their relationship to business in 
“general. 

7. Know how to make a profit. 
And the greatest of these is No. 7! 


Slip These to the Boss 


A few suggestions to pass on to 
the boss—maybe one or more of 
them will go over; a weighing ma- 
chine for customers’ use; a writing 
desk supplied with neat correspond- 
ence paper and envelopes, stamped 
maybe for customers’ convenience; 











Private telephone for customers 


private telephone for customers; a 
list of people you know or know 
about who do not patronize your 
store. 


Figure It Out 


In the March issue of this de- 
partment we propounded this store 
problem. “A retail shoe merchant 
bought a bill of goods for $3600. 
When he sold them all he found that 
he had made 25 per cent net on the 
transaction. He then bought an- 
other bill of goods for $3600.00 and 
having sold them found that he had 
lost 25 per cent in the operation. 
Query: Taking the two transac- 
tions, did he gain or lose, and how 
much?” ‘ 

Answer: He split even. 

Now try this one: This same mer- 
chant sold shoes to the amount of 














the 
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for 
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$3600.00 and found that he had 
made 25 per cent; he sold another 
batch for the same amount and 
found that he had lost 25 per cent. 
Did he gain or lose on the two 
transactions as a whole, and how 
much? 

The answer will be published in 
next month’s department. 


Brief Definitions of Hosiery 
Terms 

Cashmere—Fine knitted yarn 
spun from soft wool. 

Seamless—Knitted circularly in 


one piece. 
Full-fashioned—K nitted fiat, 
shaped in knitting, with seams 


where webs are sewed together. 
Double Sole or Heel—An extra 
thread added in knitting these por- 
tions; does not mean two thick- 
nesses of material as a rule. 
Lisle—Long fibre cotton, tightly 
twisted and nap removed. 
Spun Silk—Recovered from silk 

















A little exercise in the morning 
starts the circulation 


floss, in cocoons, husks and waste in 
reeling. 

Merino—Cotton and wool mix- 
ture. 


Five Kinds of Leathers 
By HERBERT L. KING 
Newport News, Va. 


1. Kangaroo leather is the strong- 
est upper leather used in shoes, but 
it is probably used less than any 
other well known leather due to the 
scarcity of the animal from which 
the pelt is taken. This leather is 
made from the skin of the kangaroo, 
found-mostly in Australia. It has a 
soft, smooth, grainy finish, and is 
porous, making it very comfortable 
to the foot. It is soft as kid leather, 
but will not scuff as readily. Kan- 
garoo is seventeen per cent stronger 
than goatskin which is one of the 
next strongest leathers used in 
shoes. 


‘ chrome _ tanned, 
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2. Kid leather is a soft, pliable, 
strong, chrome tanned leather, and 
is almost unequalled for ‘making 
soft, comfortable shoes. It is made 
into many very pretty styles as 














Make every effort to awaken on 
time 


well as in comfort shoes, and when 
made up in various colors it is very 
beautiful. Properly speaking, kid- 
skin is made from the pelts of 
young goats, but “kid” is now used 
to designate leather made from the 
skins of goats of all ages. 

8. Patent leather is made from 
either colt or goat skin, but the colt 
skin is used for making this leather 
more than the goat. These skins are 
degreased and 
dryed, after which the “Japan” or 
gloss is put on with a brush. The 
leather is then put in an oven to 
dry or “bake.” This gives it a very 
glossy finish which, when exposed 
to extreme cold and handled with- 
out first being warmed, is liable to 
crack on the surface. 


Talk Walk to Everybody 


Somebody made over 300,000,000 
pairs of shoes in the United States 














Talk walk to everybody 


last year. Somebody also bought 
’em, somebody also sold ’em. Allow- 
ing for local conditions, generally 
speaking we can say that if some- 








body did less business, somebody 
else did more. People buy goods 
where they feel they are best 
served. 


Leatherettes 
Patent Leather 


There are three general terms 
used in describing the appearance 
of patent upper leathers in shoe 
vamps after they have been worn. 
They are: Piping, Breaking and 
Checking. 

The terms Piping and Breaking 
are applicable to all kinds of upper 
leather. The term Checking applies 
to patent leather only. 

Piping 

This means the raising of the 
grain of the leather in little ridges 
or wrinkles. You can get an exam- 
ple of this on your own flesh by 


placing your thumb and forefinger 
on the back of your hand about two 
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Sometimes you can profitably sell 
from the odds and ends 








inches apart and moving them to- 
ward each other until the skin 
wrinkles up. 


Breaking 


This term should be applied when 
the leather breaks from the outer, 
or grain side, through, so that the 
fibre construction of the leather is 
seen. Breaking through would be 
when the leather broke from the 
outer or grain side right through 
so as to expose the lining of the 
shoe. 

Checking 


This term is applied practically 
only to patent leather and means 
the fine checking, crazing or break- 
ing of the Japan surface only. This 
term “checking” should not be con- 
fused with the term “breaking,” 
which occurs at times on all kinds 
of leathers and, as stated above, re- 
fers to the leather itself and not to 
the top, dressing. 
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What Was the Origin of the Size Stick and 
Why Do We Have 13 Sizes? 


By CARLISLE CLARK 





T is one of the legends of the trade that when accuracy in lasts was achieved by the develop- 
ment of right and left lasts, a committee of shoe men met in Boston for the purpose of laying 
out a standard size chart. As the story goes, the committee met at the United States Hotel in 
Boston, in 1886, and proceeded to debate the subject. Following the custom of all conferences of 
those days, argument was followed by liberal refreshments. Some time around three o'clock in 
the morning someone remembered that the committee had to prepare a report on sizes and it 
was left to a famous last maker to do the job. An immense sheet of wrapping paper was put on a 
big table and he proceeded to itemize from the smallest cack to the biggest men’s boot, the 
standard measurements of lasts in all sizes and widths—ball, waist, instep and heel. If trade 
legend is correct, standard measurements have not altered one thirty-second of an inch from 
that primary master sheet. 
Now we strive to find the origin of the size stick. A student of footwear, a certified foot 
specialist in Leicester, England, Carlisle Clark, indicates a possible explanation. Mr. Clark has had 
considerable experience, for he was technical director of the Belgian Boot and Shoe School in 











—— 
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Brussels, and his research has been extremely thorough. 





How did we come to 
have thirteen shoe sizes, 
and then start again at a 
particular point to repeat 
the numbers? 

The table of measures 
used by the inventor of 
the size-stick, and upon 
which shoe sizes are 
based, is now obsolete. I 
only quote that part neces- 
sary to assist us, which 
reads: “3 barley corns = 

Mr. Clerk hes been technica! | inch.” 


director of the Belgian Boot and This explains the ori- 
Shoe School and is now a certified gin of our shoe sizes. 


aan. te which are graded three 

sizes to the inch, and also 
provides the key to the whole matter in question, for 
if we work out the scales on the size-stick, by barley 
corns instead of by inches, the method of the inventor 
becomes clear, and the mystery vanishes. 


How the System Arose 


If we follow the same methods used in constructing 
the size-stick we shall discover these facts: 

The object of the inventor, in the first place, was 
to construct a convenient system for measuring the 
feet of adults, children and infants, by means of 
practical and reliable scales of measurements, and 
these on one and the same tool. The inventor had 


found from ex- 


the longest (normal) foot would be provided for by a 
scale covering 39 barley corns = (3 * 13) or 18 in. 

It appears quite natural that because 39 barley corns 
equals 13 in. that the size beginning at that point 
should be called size 13 men’s. 

Now, if we follow down the scale from size 13 
(Adults’) we arrive at size 1 (Adults’) at a point 
distant 26 barley corns, which equals (2 x 13) or 
82/3 in. This completes the scale of measurements 
for Adults’ (Men’s and Women’s) sizes. 


Children’s Sizes 


Here the question arises: Why did the inventor of 
the size-stick start again at this particular point to 
repeat the numbers, or begin the scale for grading 
children’s sizes with size 13? This is a new scale, and 
he might just as well have called the first size, size 13, 
as anything else. But the fact is that the starting 
point for grading children’s sizes equals (2 13) or 
26 barley corns or 8 2/3 in. 

A still better reason for calling the first size, size 13, 
is the fact that if we grade down the scale in the 
opposite direction we will find that size 13 children’s 
is size 13 and could be nothing else because it is 13 
barley corns (or sizes) below size 13 men’s. 

The chart at the bottom of the page shows the grad 
on the size-stick and the grade in the opposite direc- 
tion and illustrates what I have said above. 

The inventor proceeded in like manner to construct 
the scale for children’s, beginning at a point—26 barley 
corns (or sizes) from the end of the size-stick and 
grading down, 
three barley corns 





perience in meas- 
uring feet, that 
they could be 
classified, and that 


Opposite Grade—13, 12, 11, 


Size-Stick—13, 1, 2, 3, 4, 


12, 13 to the inch, until 
0 he arrived at size 
1 children’s sizes, 
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which we find is 13 barley corns from the end of the 
stick and equals 41/3 in. and thus the scale for grad- 
ing children’s sizes is provided for. 

The inventor left a blank space from size one on to 
the upright, again measuring 13 barley corns, or 4 1/3 
in., which provides for infants’ sizes and which, for 
obvious reasons, was not graduated. 

So the original size-stick consisted of three scales. 

The starting or ZERO point for size 13 men’s, be- 
ginning at 3 13, 13 in. = 39 barley corns, or at size 
14, or size one, men’s out-sizes. 

The starting or ZERO point for size 13 children’s, 
beginning at 2X13, 8 2/3 in. = 26 barley corns, or 
at size one Adults’. 

The starting or ZERO point for size 13 infants’, 
beginning at 13 sizes, 41/3 in. = 13 barley corns, or 
at size one children’s. 


A Monk the Inventor 


The inventor of the size-stick was a monk, who, I 
believe, was at St. Andrew’s, Northampton, or con- 
nected with one of the houses belonging to them. The 
inventor of the pantograph was Christopher Steiner, 
also a monk, who lived about 1631, at one of the re- 
ligious houses in the north of England. 

The fundamental principles of these two instru- 
ments are embodied in the modern last lathe invented 
by Thomas Blanchard, a native of Sutton, Mass., who 
lived some time during the latter part of the 1700’s. 

Within the last half century great advance has been 
made in the manner of grading shoe lasts and upper 
patterns. A complete list of standard measurements has 
been compiled by experts having a knowledge of the 
requirements of the human foot, and this they have 
built upon the foundation which those monks laid, so 
today we are provided with sizes and half-sizes graded, 
three sizes to the inch in length between sizes and 
fittings AAA, A, B, C, D, E, EE, EEE, graded one- 
quarter inch for adults, three-sixteenths inch for chil- 
dren, from size to size, and fitting to fitting, which 
enables the shoe man to fit any normal foot properly 
and correctly. 





The Birth of a Retail Shoe Store 
(Continued from page 42) 


ing front should likewise be avoided. Many people hesi- 
tate to patronize a store that looks “too fine,” in the 
belief that prices are too high. The “high brow” days 
have passed to a certain extent; there is more of the 
popular-price business to be had than just a few years 
ago when the very best was sought by most every one, 
whether he be a capitalist or a laborer. 

High-class stores for high-class people are still 
necessary and will prosper in the right locations in 
cities of the right size. Make your front look the part 
of the merchandise you are trying to sell. 

Ten years is the length of the average lease, and if 
the tenant is compelled to do extensive remodeling, this 
period should be insisted upon, and even a longer term 
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of years acquired if possible. Some leases are made 
on five-year terms, but the period is not long enough 
to make recovery of money spent on store front and 
interior fixtures. 

Frequent moving helps to interrupt the continuity 
of a successful business and has been known to cause 
failures. In some cases on long leases there is included 
an advance of rent at certain intervals, the amount 
and period being agreed and stated in the lease. 

Since the coming of higher rentals that seem “im- 
possible” in many cases, the landlord is willing to gam- 
ble with the retail merchant on the amount of business 
that can be done, in other words, a “percentage” lease 
is agreed upon. For instance $10,000 per year is asked 
for a certain room, the landlord has his doubts about 
getting a tenant, and the merchant doubts if he can 
pay the rent, they agree on a rental based on six per 
cent of the sales; in some cases it is five per cent, seven 
per cent and even eight per cent, with a minimum 
rental, say of $7,500 per year. 

The “percentage” lease is a newer type of lease, and 
is adopted where rentals asked are considered too 
high and in localities not fully developed where pio- 
neering on the part of the merchant is required, or 
where landlord and merchant cannot agree upon the 
amount of rental when both of them want to get to- 
gether. 


Right Location Often Spells Success 


A well-selected location means everything to the 
life and success of a business and we repeat again, that 
great care should be taken in making a selection; de- 
cisions should not be made hurriedly. Take plenty of 
time; leases are seldom cancelled out of sympathy for 
your poor judgment. Present rentals can break a mer- 
chant just as quickly as a bad selection of styles or 
over-stocking with merchandise. 





Death of Young Shoe Man 


Boston, May 13—Erwin M. Cone, son of Mr. and 
Mrs. Erwin W. Cone of Boston, died suddenly early in 
the morning of May 11 of pneumonia at the home of 
his parents. He had left Miami, Florida, where he had 
been spending the winter, arriving in Boston a few 
days previous to his death. 

Mr. Cone was 32 years of age. His shoe experience 
started with learning the business and every detail of 
manufacture by actual working at it in the factory of 
the Engel Cone Shoe Company, East Boston, Mass., 
where he rose step by step to the position of buyer of 
sole leather and then to factory superintendent. During 
the war he served as a soldier. 

Four years ago he organized the Erwin M. Cone 
Shoe Company for the making of women’s turn foot- 
wear and was president of that concern. Owing to ill 
health he wound up his business, and during the past 
winter had made his home in Miami, Florida, He is 
survived by his wife, parents, two brothers and two 
sisters. 
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The Gieselman Shoe House of Macon, Mo., recently had its front remod- 

eled. The lobby was increased in size and special attention was devoted to 

the arrangement of the shoe case dividing the two doors. Window trims 
are changed frequently. 


Program for California Convention 


the program for the Seventh Annual Conven- 

tion of the California Shoe Retailers’ Associa- 
tion, to be held at Santa Barbara, May 25, 26 and 27, 
has been completed. 

Delegates coming in Monday morning will register 
at Arlington Hotel, and the convention will formally 
open at 1:30, Michel A. Levy, convention chairman, 
presiding. President Harry A. Ballentine, Secretary- 
Treasurer Melville Kaufmann and Manager F. A. Rit- 
tigstein will submit reports on their respective offices. 
Committee appointments will be made. 

Several addresses and open forum discussions are 
scheduled for Monday afternoon. Speakers listed for 
Monday and their subjects follow: Dr. Edward K. 
Strong of Stanford University, “The Psychology of 
Selling”; D. A. Martin, editor of the Morning Press 
of Santa Barbara, “The Merchant’s Duty to His Com- 
munity.” 

Tuesday morning will be devoted to round-table dis- 
cussions on merchandising problems. Paul A. Jesberg 
is chairman of the committee in charge. Chester 
Herold of San Jose, Cal., will speak on “Standardizing 
Retail Methods.” 

James I. McGiffin of Innes Shoe Co., Los Angeles, 
will cover “Buying.” His subject will be divided into: 
budgets, style layouts, sizes vs. styles, concentration. 

Russell Williams of Weggenman Bootery, San 
Diego, Cal., will talk on “Expense Control.” Under that 
subject he will dwell on: compensation, proper rentals, 
etc., budgets and profits. 

“Advertising for the Retail Shoe Merchant” will be 
the interesting subject of R. L. Prather of the Prather 
Allen Advertising Agency of Cincinnati, O. An open 
forum discussion is scheduled to follow. 

Buford H. Jones, vice-president of Thomson- 


Mine several months of careful preparation, 


Crooker Shoe Co., Boston, Mass., is listed to deliver 
an address. 

Round-table discussions will be held Wednesday 
morning. Max H. Sommer of Sommer & Kaufmann, 
San Francisco, will talk on: “Publicity and Sales Pro- 
motion,” his topic covering display windows, adver- 
tising in newspapers and direct advertising. 

President Ballentine’s subject will be “Stock Con- 
trol.” Mr. Ballentine is with Hanan & Son of San 
Francisco. 

“Clearance Sales” will be covered by Frank More of 
San Francisco. He will advise “when and how often” 
it is advisable to hold clearance sales. 

Melville Kaufmann of Sommer & Kaufmann will 
handle the subject “Selling.” 

The final session on Wednesday afternoon will be 
opened with President Ballentine presiding. Profes- 
sor Tully Knoles of the College of the Pacific, Stock- 
ton, Cal., will deliver an address on “Ultimate Test 
of Democracy.” An open forum discussion will fol- 
low. “Principles in Business” will be the subject of C. 
A. Gummere of Metropolitan College, University of 
Southern California. 

A report on the morning round-table discussions 
will be submitted by Messrs. Sommer, Ballentine, 
More and Kaufmann. 

The announcement of the election of new officers 
will be made; report of the resolution committee and 
unfinished business will be handled prior to adjourn- 
ing at 5 o’clock on Wednesday afternoon. 

An entertainment program for women has also been 
arranged and includes many interesting events. 

Major Charles T. Cahill of the United Shoe Ma- 
chinery Corporation, Boston, Mass., will speak either 
Monday or Tuesday afternoon. 
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Featured by 


MELANSON SHOE COMPANY 
Lynn, Mass. 


“The Scotty~” 


The shoe illustrated is a Child’s Black Norwegian 
Blucher Oxford on the famous Kore X-ArcH Last 
made with 


GENUINE BARBOURWELT 


IN THE ZEBRA PATTERN 


Melanson Shoe Company have included BARBOURWE LT, both in 
plain colors and the Zebrawelt, in their complete line of Growing 
Girls’, Misses’, Childs’, Little Gents’ and Youths’ shoes. 


The same high grade construction, with its damp-resisting and shape- 
retaining features, that is incorporated in Men’s and Women’s shoes 
everywhere is now available in High Grade Shoes for the Youngsters. 


“MAKES GOOD SHOES BETTER” 


BARBOURWELT 


Mfd. Exclusively by 
BARBOUR WELTING COMPANY 
Brockton, Mass. 


Fully protected by U. S. patents _ 


When writing te advertisers please mention Boot anv Sno Racoavea 
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FOR WHITE KID SHOES | 


This is the finest preparation for keeping white | 
kid shoes looking new that you ever saw. Works | 
miracles in a moment. Buck, Nubuck, White 
Suede and Ooze Leather shoes can be treated 
with it. Use it freely and frequently as one likes, 
it cannot be made to crack the leather, harden it 

or turn it yellow. It’s a wonderful seller. We have 


Beenases 


customers who order by the carload. If you are 

selling white shoes you certainly can add to your 

sales and profits by selling “SHUCLEAN.” 
Have your store recognized as headquar- 
ters for Whittemore’s polishes, they sell 
steadily and pay best. Through national 
advertising and dealer selling helps, we 
make it easy for you to get a large turn- 
over. 


**MAXINE”’ 


Another up-to-the-min- 
ute, fast selling style. 


All kid lined, French Cord- 
ed, Pearl Bone Ornament 


614—Blond Kid, 16/8 Spike. 
1614—Blond Kid, 13/8 Military. 
624—Grey Kid, 16/8 Spike. 
1624—Grey Kid, 13/8 Military. 
644—Patent Leather, 16/8 Spike. 
1644—Patent Leather, 13/8 Military 
674—Tan Calf, 16/8 Spike. 











FOR THE NEW 
SHADES OF 
TAN SHOES 


Can be recommended to your customers with abso- 
lute assurance that results will measure up to 
and exceed all expectations. It is a cleaner, pre- 
server and polish combined in a single prepara- 
tion that may be freely used without the slightest 
harm to the most delicate shades of tan leather. 
Also Bostonian Cream for use on black kid or 
calf leather shoes. 
Jobbers ca stock of “Shuclean” and 
“Bostonian Cream” on hand, for your 
peeing orders. See your jobbers. When 
your jobber cannot supply you, write or 
wire us. 


WHITTEMORE BROS. 


I] Shoe Polish Manufacturers for Nearly a Century /f 


CAMBRIDGE, MASS, 


1674—Tan Calf, 13/8 Military. 
694— White Kid, 16/8 Spike. 
1694— White Kid, 13/8 Military. 


The knowledge and experience of Mr. Emil 
Lublin as a stylist and recognized expert on 
fast selling $5 and $6 retailers insures a 
unique and profitable service to all our 
customers. 


OUR MAIL ORDER DEPART- 
MENT IS AT YOUR SERVICE 


4 


EMIL LUBLIN, INc. 


143 W. B’WAY, N. Y. 





lin. 
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Brisk Trade on Men’s Summer Weight Oxfords 
S. Preston Moses Reports Good Business Conditions in South—N. S. R. A. President 


R. S. PRESTON MOSES, 
M. who travels the South for 

Edwin Clapp & Son, Inc., 
of East Weymouth, Mass., recently 
returned from a southern trip. 

Mr. Moses found a very pleasing 
condition of business throughout 
the South. One of the strongest in- 
dications of good business was the 
noticeably large amount of con- 
struction work which was being 
carried on in every section. 

‘While high-grade footwear has 
always been solid in the South, 
there seemed to be a renewed and 
even stronger interest shown every- 
where for men’s fine shoes,” said 
Mr. Moses. 

Several of Mr. Moses’ customers 


S. PRESTON MOSES 


Who travels South for Edwin 
Clapp & Son, Inc. 


Talks to Columbus Boys 


were receiving demands for sum- 
mer weight oxfords which exceeded 
by far their anticipation for early 
sales. Practically all Southern re- 
tail merchants are expecting a big 
business on this particular type of 
shoe. 


Columbus Opens New Headquarters 


The Columbus Travelers’ Asso- 
ciation Shoe and Leather Club had 
the honor of a visit and talk from 
John J. Baird, president of the 
National Shoe Retailers, May 1, on 
the occasion of the formal opening 
of its new shoe headquarters at the 
Chittenden Hotel. President Baird 
gave an interesting talk on the 
progress evidenced by the Colum- 
bus boys in getting such a splendid 
club started so quickly. He paid a 
glowing tribute to the work of the 
Ohio Shoe Travelers’ Association, 
the National, and its efficient sec- 
retary, T. A. Delany. 


Trade Are Welcome 


The Columbus Shoe and Leather 
Club extends a cordial invitation to 
all members of the Shoe and Leather 
Trade to make their headquarters 
at the club when in the city. The 
club starts off with a membership 
of over 200. Eighty-five were pres- 
ent at the big event of May 1. 
There are three large rooms, which 
can be made into one by the rolling 
back of folding doors. The decora- 
tions for the “house warming” con- 
sisted of potted plants and La 
France roses. A. V. Holbrook of A. 
V. Holbrook’s Bootery, and a Stet- 
son Shoe Co.’s representative, do- 
nated an attractive mahogany ped- 
estal. The Chittenden orchestra 
furnished both instrumental and 


vocal selections; there were also 
vocal selections by many of the 
members, and community singing; 
a buffet luncheon was served. 


Scholl Is Ohio Secretary-Treasurer 


George F. Scholl is the very ener- 
getic and popular secretary-treas- 
urer of the Ohio Shoe Travelers’ 
Association, with headquarters at 
the Chittenden Hotel, Columbus. 
He was one of the members of the 
reception committee at the big af- 
fair of May 1, and records all of the 
doings of the Columbus boys. He 
represents the Brockton Co-opera- 
tive Boot and Shoe Co., Campello, 
Mass. 


Secretary Scholl reports to the 


GEO. F. SCHOLL 


Secretary-Treasurer of Ohio 
Shoe Travelers’ Association. 
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All Black Satin 
MATRIX In Stock 














B520—All Black Satin “Elenor” French Bound top and 
cut-outs. 13/8 Satin Covered Box Heel. AAA to D, 3% to 9 


$6.10 


Exquisitely styled with Reed excellence of fitting and craftsmanship. 


Soles moulded to fit the bottom of the feet—an exclusive 
patented MATRIX feature. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 


ROCHESTER, N. Y. 
New York: 299 Broadway, W. D. F. Gibson 


Men’s Matriz Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 


PHILADELPHIA: “CHICAGO: 
325 Forrest Bldg. 1316 Republic Bldg. 
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FRANK KRAMER 


Who represents Gregory & 
Read Co. in Middle West, with 
headquarters in Chicago 


Recorder this week that all the boys 
in his section are out on their trips. 


F. E. Van Sickle Is Dead 


He also states that one of the old- 
est members of the Ohio Shoe Trav- 
elers’ Association, F. E. Van Sickle, 
has passed away. Mr. Van Sickle 
retired from the road three years 
ago and had divided his time be- 
tween his children in Columbus and 
Springfield. His son, P. S. Van 
Sickle, who travels for J. W. Car- 
ter & Co., of Nashville, left Colum- 
bus at once to make funeral ar- 
rangements. Burial took place at 
Springfield. 


Duncan Says White Shoes 
Selling 


A recent visitor to Boston was 
Frank D. Duncan of New York, 
with office at 426 Marbridge build- 
ing. Mr. Duncan travels for Halla- 
han & Sons, Inc., Philadelphia. He 
reports that white shoes are popu- 
lar numbers. He said, in talking 
with a number of merchants, that 
they reported Saturday, May 2, as 
being a very big “White Day.” Al- 
ready they are being worn on Fifth 
Avenue. He recently noted a very 
“smartly” dressed woman wearing 
a white turban hat, a powder-blue 
“ensemble” suit, white shoes and 
white silk hosiery. In the South, 
more white shoes and hosiery have 
sold this season, Mr. Duncan stated, 
than for a long while—both for 
street and dress wear. 


B.S. T. A. Membership 
Tournament “On” 


George J. Lovely, captain of the 
“Blues,” one of the membership 
drive teams of the Boston Shoe 
Travelers’ Association, has recently 
sent out a strong letter to members 
of his team reminding them that 
they are to keep right on fighting 
hard for a record-breaking mem- 
bership for 1925. “Captain” Lovely 
states: “Let’s sell ourselves to New 
England and New England to our- 
selves by bringing in three new 
members to the B. S. T. A. and 
making it the biggest and best Asso- 
ciation of the N. S. T. A.” He tells 
the members of his team just how 
to go about getting new members. 
He asks his men to write to him 
regularly as to their progress. 


“The Blues” and “The Reds” 

To stimulate interest, the Boston 
Shoe Travelers, immediately after 
the national convention, chose two 
strong membership teams. The “‘op- 
position” to Captain Lovely is led 
by Captain “Syd” L. Curry, who is 
doing valiant work with his “Reds.” 
Captain Lovely has flung forth the 
challenge that three years ago he 
entered on a drive for new members 
and his team “licked the other team 
to a frazzle.” He says that his team 
is going to win again this year, and 
if so, the “Reds” will have to give 
the “Blues” the best dinner ever. 


Iowa Boys Meet June 6 


The Iowa National Shoe Travel- 
ers’ Association will hold its next 
meeting in Des Moines, June 6. A 
one o’clock luncheon will be served 
at Hotel Fort Des Moines. All shoe 
travelers in Des Moines at that 
time, whether or not they belong to 
the Iowa Association, are welcome 
to attend the meeting. 


Sympathy to John Allen 


The many friends of John Allen, 
president of the Shoe Travelers’ 
Auxiliary of Iowa, and a represen- 
tative of the Juvenile Shoe Corpor- 
ation, are extending their sym- 
pathy to him in the recent death 
of his wife. Several members of 
the Iowa National Shoe Travelers’ 
Association, and the Auxiliary, and 
members of the trade, sent floral 
tributes and attended the services. 


Tremblay with Emerson 

L. A. Tremblay covers the Pacific 
Coast this season, from Denver, 
West, for the Emerson Shoe Manu- 
facturing Co. Mr. Tremblay was 
formerly with the C. H. Alden Co. 
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L. D. REAM 


Who covers Iowa, Minnesota, 
North and South Dakota for 
the J. P. Smith Shoe Co. 


L. D. Ream, membership chair- 
man of the Iowa National Shoe 
Traveler’s Association, travels for 
the J. P. Smith Shoe Co. He covers 
Iowa, Minnesota, North and South 
Dakota for this house. Mr. Ream 
reports that he finds business has 
been “picking up” in his territory 
this season, and that the merchants 
have been enjoying a good trade for 
the past two months. Mr. Ream 
predicts that 1925 will be a very 
successful year for him. 


George Lovely on Trip 


George J. Lovely, who covers 
New England and Canada for The 
Dalton Co., Inc., started out from 
the Hub, May 11, with his new line 
for fall. George has some snappy 
numbers and he feels sure that they 
will meet with 100 per cent success. 


Dopp with A. E. Little 


Frank Dopp has joined the sales 
staff of A. E. Little & Co. He was 
with Boyd, Welch Co. of St. Louis. 
He will aid in the development of 
Littleway process shoes. 


Larkin Adds Territory 


William H. Larkin, the popular 
past-president of the Boston Shoe 
Travelers’ Association, who travels 
for the Stacy-Adams Co. of Brock- 
ton, Mass., has added to his terri- 
tory this season. He will‘travel as 
far west as Denver. Hubert James, 
son of W. H. James of the firm, 
will cover the Pacific Coast. 
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Answer: 


Its ease of adjustment, 
perfection of fit and 
beauty of pattern. 








“‘ Babette” Model, by 


HIS is one of the most speak- 
BLISS & PERRY CO. 


ing examples we know of the 
preference which American women 
have shown and will continue to 


express for gored shoes. Bliss & Perry Company, makers of 
ladies’ turn footwear at Newburyport, 
Massachusetts, state that they have 


GORED STYLES ARE HERE TO STAY sold over sixty thousand pairs of 


because they have proven that they their BABETTE model illustrated 
“ above without a single returned case 


excel in that most important factor — me 
during the past two years. 


FITTING. 





The style is still a steady seller and 
one of their salesmen who visits the 


GORED SHOES can only fail to please sf 
‘ ° ° ° argest city stores says: 
if unserviceable goring is used. 
“I had rather sell this style 
Make sure on this point by call- to a new customer than 


ing always for HUB GORE in your any shoe we have or ever 
did have.”’ 





orders. 


' Bliss & ew) Say are firm be- 
. ’ ievers in gored styles. It is interesting to 
Our guarantee covering two years know that in order to make doubly certain 


service is vour and your customers’ of their customers’ satisfaction they not 
y y only use HUB GORE but also support 


protection. the outer panel with an under strap of 
goring. 


HUB GORE MAKERS 


Branch of Everlastik, Inc. 
CHELSEA, MASS. 


1107 Broadway, New York 
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J. S. SUHLER 


Who covers the “Panhandle” 
District of Texas for The Wohl 
Shoe Co. 


Tom Cahill on Eastern Trip 


Tom Cahill of The Cahill Shoe 
Company, Cincinnati, is spending a 
few weeks on an eastern trip. He 
is showing some smart samples 
which he has added to his line in 
gun metal satin with light stitch- 


ing. 


Levirs Rejoins Donovan 


George H. Levirs, well known 
Lynn salesman, is with John R. 
Donovan Co. again. He sold Dono- 
van shoes a few years ago. John R. 
Donovan Co. moved from Lynn to 
Salem a few months ago, and is 
building up a large production in 
Salem. 


“Charlie” Rogers “on Job” 
Again 

Charles W. Rogers, known to all 
the boys as “Charlie,” is once more 
on the road. Some weeks ago he was 
very ill with an attack of the “flu,” 
but is now entirely recovered. He 
travels the Northwest for A. M. 
Creighton. 


Rhoades with James Millar 


R. N. Rhoades of Council Bluffs, 
lowa, is to represent the James 
Millar Co., Inc., of Salem, Mass., 
with territory in the Middle 
West. Mr. Rhoades is calling on the 
jobbing department and basement 
store trade, selling the volume busi- 
ness. 


Suhler with Wohl Shoe Co. 


J. S. Suhler covers part of Texas, 
principally the “Panhandle” Dis- 
trict, for the Wohl Shoe Co., of St. 
Louis. Mr. Suhler was formerly in 
the retail shoe business in El Paso, 
and is familiar with the trade in 
the entire “Lone Star” state. 


Mountcastle Hill Add 
Salesmen 


The Mountcastle Hill Co., shoe 
jobbers at Knoxville, Tenn., re- 
cently added four new salesmen to 
the traveling forces, covering 
Southern territory, and have opened 
up new and larger territories as a 
result. The new men added to the 
roster include the following: B. C. 
Hammond, of London, Ky.; Guy 
Freeman, of Chattanooga, Tenn.; J. 
M. Dance, of Murphy, N. C.; A. D. 
Gray of Knoxville. 


Wardell Sales Director of 
Pedux Produx, Inc. 


W. L. Wardell, formerly in 
charge of the U. S. Rubber Co.’s 
jobbing sales department has been 
appointed sales director of Pedux 
Produx, Inc., an organization de- 
veloping a co-operative sales sys- 
tem in shoe findings lines. 

Mr. Wardell left New York re- 
cently for a month’s stay in Chi- 
cago, where he will work with the 
Pedux Agency for that territory. 


“Jimmie” Gorman is Edu- 
cator Demonstrator 


“Jimmie” Gorman of St. Louis, 
is country-wide demonstrator for 
the Educator line of Rich & Hutch- 
ins, Inc. Mr. Gorman has been 
doing sales promotion work for the 
Educator line for the last 20 years, 
and knows every retail shoe store 
in every nook and corner of the 
United States where children’s 
shoes are sold. 

Mr. Gorman attends to the intro- 
duction of the line, and the travel- 
ing salesmen assigned to that par- 
ticular territory do the rest. In a 
few of the large cities Mr. Gorman 
both demonstrates and sells. “The 
little folks of today are demanding 
grown-up styles,” said Mr. Gorman, 
“in fact, there is hardly a pattern 
worn by mother or ‘dad’ which can 
be adapted to the foot of the child 
which is not immediately translated 
into ‘kiddie’ shoe fashions. Strap 
patterns for the children are big 
numbers for spring.” 
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(Photo by Waid) 
HARRY DU BRIN 


Who covers Pennsylvania, New 

Jersey, Maryland, Delaware 

and other Eastern States for 
Menzies Shoe Co. 


Stone Turns to Real Estate 


Gregory O. Stone, who for 
many years has traveled the South, 
has changed his activities from 
shoe selling to real estate selling. 

Mr. Stone formerly traveled for the 
M. N. Arnold Shoe Co., before that 
he represented Upham Bros. Shoe 
Co., Lunn & Sweet Co., and way 
back before that, Churchill & Al- 
den Co. He is now secretary of 
the Eck-Cel Realty Co., 17 N. E. 
Second Avenue, Miami, a member 
of the Miami Realty Board, Miami 
Chamber of Commerce, and Na- 
tional Association of Real Estate 
Boards. He is also a member of 
the Boston Shoe Travelers’ Associ- 
ation, and in a recent letter to 
“Billy” Noll, secretary of the B. 
S. T. A., enclosing check for his 
dues for another year, extended a 
cordial invitation to all of his for- 
mer friends to come down to 
Florida to see him, “where realties 
are moving rapidly.” 





Murphy with Gale Bros. 


T. E. Murphy, recently with the 
Cahill Shoe Co., has made arrange- 
ments to represent Gale Bros., Inc. 
He will cover the larger trade from 
the East to the Middle West. 


“They conquer who believe they 
can.”—Ralph Waldo Emerson. 
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VICI KID 
Decidedly the 
Vogue in 
Women’s Shoes 
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This advertisement appears in ROBT H.FOERDERER INC. 
The Saturday Evening Post, PHILADELPHIA 
May 23, 1925; in Harper’s 
Bazar for May; in Vogue, 
May 15; and in Vanity Fair 
for June. 
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The Vici hid 
trade mark is an asset 


to manufacturer and 
retailer alike 


T IS to the shoe manufacturer’s in- 
terest to do everything he can to 
facilitate retail sales. For this reason, 
prominent manufacturers are offering 


shoes made of VICI kid and identified 
by the VICI kid trade-mark. 


The VICI kid trade-mark is a recog- 
nized factor in consumer acceptance. 
The retailer who features in local 
advertising shoes that carry this trade- 
mark will reap the full benefits of the 
VICI kid advertising in influential 
magazines. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


? Anche 
, 
is the sole manufacturer of 
the one and only VICI kid. 


When writing te advertisers please mention Boot anv Suoz Reconpea 
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Chicago Reports Patent and 
Satin Leading Materials 


CHICAGO—The past week has 
been characteristic of the season, 
with a few days of good buying and 
a few very quiet ones. The early 
part of the week was dull except in 
a few instances where sales were 
in progress that had a fair attend- 
ance. The latter part of the week 
the trade was brisk in spite of the 
fact that it was cold and rainy. 

Tan calf and patent combinations 
are selling freely. Black patent and 
satin, however, continue to lead all 
other materials in the choice of the 
buyers and quite a bit of black calf 
is also being sold, more particularly 
in the oxfords and gored models. 
The colored-stitched satins have 
found many buyers as well as the 
checker-board types brought out 
early in the season by O’Connor and 
Goldberg. 

The sabot pattern, originated in 
the F. E. Foster stores, is making 
appearance in other lines, on the 
street, and apparently is finding 
considerable popular favor. This 
model, built on normal strip pump 
lines, but with a straight cut throat 
or breast that cuts squarely up over 
the instep in the same lines as the 
wooden sabot, tends to overcome 
the binding of the pump and also 
makes for cleaner fitting and easier 
wear. 

Many strap models continue to 
be sold as well as the small-tongue, 
hidden gore patterns, and the latter 
with decorative buckles and bows 
of metal, leather and silk. 

C. H. Wolfelt is showing several 
pretty models, gore oxford and 
pump in a soft pastel tan shade 
that are especially dainty for sum- 
mer costumes but naturally fragile 
in coloring. 


Hanan’s Feature Pigskin 


The Hanan store had a very at- 
tractive display of pigskin foot- 
wear in light tans and nut brown 
for street wear and sport. In the 
pump models and straps this 
leather makes up into good-looking 
footwear and has all the novelty 
elements that ought to make for 
some popularity. 


Pumps and Straps 


Volume business in Chicago is on 
the patent, satin and two-toned 
types in strip pumps, small] tongue 
and gore models and one- and two- 
straps. These types, with all of 





Men’s Trade Improves 


The men’s business gener- 
ally has improved slightly, 
with a considerable demand 
for the lighter weight oxfords, 
although this demand has not 
yet approached a serious in- 
terest in the light welt foot- 
wear. Tans are good and have 
been marked for favor in the 
lighter shades. The demand 
has been for the broader-toed 
models and no great interest 
is shown in the soft-toed types 
that were scheduled for popu- 
larity this year. 











their variations, are probably car- 
rying 75 per cent of the business 
volume done, with the plain pat- 
terns leading as to style. 


Basic Styles Are Same 


Little has been seen that is new. 
There are many adaptations of the 
tie effects, the tongue and the gores 
and the straps, but generally fol- 
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lowing lines found universally .in 
most of the stores in the city. 


Tan Calf Good 


The copper and blond shades in 
any leather or fabric are popular at 
the present time and yet the sale 
offerings show many blond and 
penny satins on sale from $3.85 up. 
Tan leather seems to be generally a 
safe bet through the entire summer 
season and certainly patent stocks 
should cause no worry on the part 
of any merchant for they are the 
most salable thing in the retail 
stores at the present time. 


Narrower Toes 


There is a tendency at the pres- 
ent time toward a narrower toe 
that will bear watching through the 
next few weeks. So far this nar- 
rower last has only made its ap- 
pearance in the more exclusive 
booteries where as yet the demand 
has not sufficiently developed to 
warrant any prediction as to its 
appeal. o 

The general opinion among the 
stylists is that this last will not 
reach any degree of popularity 
until early fall, and these same 
stylists are also predicting a run 
in suede, especially blacks, with the 
coming of the autumn months. 





Women’s Style 
in St. Louis Are Varied 


ST. LOUIS—Cold weather pre- 
vailed during early May and caused 


irregular business in most shoe 
stores during the week ending May 
9. 

Patents, and black satin are sell- 
ing well. These two materials have 
gained an added impetus. Blond kid 
runs along at a good pace and many 
anticipate a big summer demand. 
Also blond satin has lost none of 
its prestige and likewise, is being 
predicted as an all-summer style. 

Trimmed patterns, however, are 
not selling as briskly as desired. 


Merchants expect whites to com- 
mence selling freely at the moment 
when warm weather makes an ad- 
vent. 


Gain for Brown Shoe Co. 


The Brown Shoe Company closed 
its first six months of the fiscal 
year April 30 with a gain over the 
same period of 1924 in sales of 
$1,931,200.86. The board of Direc- 


Selections 


tors met Tuesday, May 5, and de- 
clared the regular dividend on the 
preferred and common stocks. T. 
Frank James, salesmanager, de- 
clared that the company expected 
to show a gain of equal proportions 
for the final half of the year. 


Men’s Button Oxfords 
Shown 


Hanan & Son are showing a four 
butten oxford, the first to have been 
seen in many months. Two styles 
are being displayed. One tan and 
the other a combination of patent 
and mat kid. Fred Maxted, manager 
of the store, stated the shoe just 
arrived and no response could be 
expected as yet. 


Crepe Soles Selling 


Brandt’s are displaying a smoked 
elk sport oxford trimmed in tan 
calf, with a crepe sole. They have 
been selling better than was an- 
ticipated. 
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‘‘The Glaze 
That Stays’’ 


T° F. B. & C. White Glazed Kid is largely due 
the confidence with which white kid shoes 
are bought and sold in yearly increasing terms. 


To specify F. B. & C. White Kid 
is to make Annual Customers 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 
22-24 North Fifth Street - - - Philadelphia - - Factories, Wilmington, Del. 
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Slender One-Straps Best 
Selling Cincinnati Styles 


CINCINNATI— Several shoe 
stores have got away to an early 
start with their white stock. Most 
sales on whites have been on kid. 
Reports show that patent leather is 
the outstanding material today, and 
seems to have increased its prestige. 
Black satins are also sharing some 
of this increase in demand. 

Light, airy one-strap patterns are 
selling very well, and are being 
favored in preference to other 
types, with step-in patterns, second. 

Sales of men’s shoes have been 








“They who remember 
how to play, 
never grow old, 
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Potter's of Cincinnati printed 
the above advertisement in 
much larger sizes in the daily 
papers as a measure to stimu- 
late interest in sport shoes. 
The advertisement was very 
well laid out and drew much 
attention from the sport fol- 
lowers of the city. 





fair, and confined mostly to the 
light shades of tan calf. The broad 
toe is most popular. There has been 
a good demand for black shoes. 


Joins Rehbun Last Co. 


E. Clarksmell, who, prior to 1913, 
was with the Dunbar Pattern Co. of 
St. Louis for a few years, and later 
with the John H. Van Pelt Last 
Co. of Chicago, opened an office for 
the Rehbun Last Co. in Chicago. 
While with the John Van Pelt Last 


Co., Mr. Clarksmell traveled Mil- 
waukee and the North West. The 
Chicago office of the Rehbun Last 
Co., is located at Room 202, North- 
western Building, 208 North Wells 
street, and he will cover Chicago, 
Milwaukee, and the North West. 


Business Picking Up in 
Factories 

There has been an increasing 
volume of business being received 
by the Cincinnati factories during 
the past two weeks. Orders re- 
ceived by the factories show that 
there is a strong demand still for 
patent leather, and orders on black 
satin have been increasing. The fac- 
tories have been turning out a 
great many white shoes, and the de- 
mand is principally for white kid, 
although there has been a fair vol- 
ume of business done on white 
cloth. 
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‘Patterns going through the fac- 
tories are simpler and plainer ef- 
fects. The patterns now have other 
ornamentations on, which make 
them attractive, as buckles and or- 
naments. 

Factories that are carrying in 
their stock department the latest 
novelties in footwear, are the ones 
receiving orders, owing to hand-to- 
mouth buying. Many of the fac-. 
tories have taken inventory during 
the past week. 


Potter Meeting 


At the meeting of the Potter em- 
ployees May 5, a sales building 
bulletin pertaining to the customer 
was discussed. It was pointed out 
that the customer is the “big boss” 
who pays all salaries, makes all pro- 
motions, and determines all profits. 


The speaker was Miss Edna 
Strohm, of the League of Women 
Voters. Harry C. McLaughlin 


stated that they now have the new 
doeskin shoes. He also stressed the 
importance of the salesforce study- 
ing the windows. 





Strength of Blond Satin 
and Kid Detroit Feature 


DETROIT — Blond satins and 
kids have made a far better show- 
ing than many merchants thought 
possible, but a change is looked for 
in favor of gray as soon as the 
warmer weather becomes settled. 
In one prominent store black patent 
leathers. are selling most freely. 

Apparently all types of shoes are 
in demand, as pumps, plain and 
with buckles, gore types, strap 
types and oxfords are being sold 
in sufficient quantities to make it 
necessary to carry all of these types 
in stock. 


Stocks Are Low 


One thing is noticeable this sea- 
son, and that is that merchants are 
doing business on greatly reduced 
stocks. Perhaps this is largely due 
to the need to be ready to swing 
with the style trend, although in 
many cases business is reduced be- 
cause of demands that cannot be 
filled. 

Business in general is rather 
spotty. A few stores have reached 
last year’s high record for the first 
four months of the year, but many 
report a falling off of about ten per 
cent in sales as compared with the 
same period last year. 


Adds Men’s Hosiery 


The E. & R. Shoe store at 124 
Michigan avenue recently added a 
men’s hosiery department with satis- 
factory results. The new depart- 
ment is located just inside the door 
at the left. A hosiery cabinet with 
drawers, surmounted by a display 
case has not only added to the sales, 
but has given the store a better 
appearance. Silks, lisles, sports in 
wool and combinations are selling 
well in this department and bring 
customers into the store for shoes 
as well. 


New High-Grade Store 


The Wood-Levy Shoppe, a high- 
grade store was opened recently at 
1506 Washington Boulevard, oppo- 
site Hotel Statler. This is one of 
the prettiest high-grade shops in 
Detroit. The color scheme selected 
for the shop is blue and gold, and 
is carried out in all the furnishings 
and even in the announcements of 
the new firm. Fixtures are finished 
in blue and gold; the walls are 
tinted blue and shade to a light tint 
of blue in the ceiling, while the 
comfortable wicker chairs are in 
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Styles ay are as welcome as May flowers 


Dainty, attractive patterns, quick to catch 
the eye—from the KO-REC-TOE garden of 
distinctive footwear for children and 
growing girls. 

The KO-REC-TOE trademark makes cer- 
tain the correctness of the foot forming 
lasts—assures excellent workmanship and 
guarantees quality. 


Write us for samples—or salesman. 


t. 379——Patent Strap, Plain -- Toe, Fawn 
_— Lining, Flexible Sole, 4 


ou to 11%, C and D... 
No. 9141—-Patent Cut-out Strap, White Lin- In Stock—Deliver at Once 


ing, Goodyear Welt, 8/8 Rubber Heel, 410 Last. 
A, 3 to 8; B, 2% to 8; C, 2% to7 $4.15 


No. 377—All Patent Blucher Oxford, hex | 
Heel, Flexible Sole, 4 = 8, C and D... $2.10 
8% to 11%, C and D $2.45 
Also Carried in Stock in Smoked Elko (Neo. 
381) and Tan Elko (383), in same sizes, widths 
and prices. 


sTIcK o. 8432—Patent One-Strap, Ooze Quarter 


KO- EG TOE Lining. Flexible Sole, Rubber Heel, 11% te 2 


No. 8434—-Misses’ Patent Strap, Cut-out Vamp, 
. No. 7432—Child’s —., Spring Heel, — 
White Lining, | gto 148 waters Sole, 8% to 11, C and D Hy 


Last. 11% to 2; ” .00 
In Stock—Deliver at Once 


ae ‘Tue | .]).StTIcKLES SHOE (0. 


MANUFACTURERS 


RED WING, MINN. 
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gold and harmonizing upholstering. 

F. L. Wood recently ended his 
connection with Kline’s, where he 
has been manager of the women’s 
shoe department for seven years. 
Henry Levy was formerly Mr. 
Wood’s assistant at Kline’s, but for 
the past year has had charge of the 
shoe department at Kern’s. 


Dilon In Charge 


The shoe departments of New- 
comb-Endicott were recently reor- 
ganized. Leo Dilon, for some years 
in charge of the basement shoe de- 


partment, has charge of all three 
departments. His assistants are A. 
E. Richards, women’s; F. P. Van 
Buren, men’s, and J. G. Kolfage, 
the basement. Harry Rickenbach, 
formerly buyer and manager of the 
women’s department, is now as- 
sociated with the McBryde Shoe 
Company. 


Mason Is Manager 


S. V. Mason, formerly assistant 
manager of Kline’s shoe department 
has been made manager, taking the 
place of F. L. Wood. 





Cleveland’s Shoe Buying 
Progressing at Normal Rate 


CLEVELAND—Sales in shoe 
stores have been governed almost 
wholly by weather’ conditions. 
Weather conditions during April 
were not so favorable, as the tem- 
perature was below normal. The 
same conditions existed the first 
week of May. 

Business as a rule, however, is 
progressing at a satisfactory rate. 
There are no abnormal conditions, 
such as existed when everyone was 
making wads of money and scatter- 
ing it throughout the stores. Bank- 
ers say that the volume is about 
normal. 

There is plenty of money in Cleve- 
land, and this fact has been evi- 
denced in many ways. Deposits 
have increased greatly. 

Shoe merchants during the first 
four months of the year did a vol- 
ume of business exceeding that of 
the same period during the previous 
year, and there is every indication 
that 1925 will be much better for 
merchants than 1924. Stocks of 
goods that are held by merchants 
are probably lower than they were 


a year ago at this time for the sim- 
ple reason that buying has been 
done on a hand-to-mouth basis. 


Whites Slow to Start 


Although Decoration Day is not 
far away, few white shoes have 
been exhibited and practically none 
have been sold in this city. What 
few pairs that have been sold have 
been for weddings and church af- 
fairs. 

What's Selling Best 

Black patent styles are the stan- 
dard shoes sold in Cleveland. The 
demand for it exceeds sales of other 
models. Black satin is another one 
that is in popular demand. Tans 
come next. 

One-strap effects are coming to 
the front. Straps with bronze 
buckles on the sides have proven 
very popular with school girls. 

The blond models have been go- 
ing very well, but there is a doubt 
in the minds of some of the keenest 
buyers here whether the sales will 
continue as steadily. 





Many Styles for Women 
Selling in Milwaukee 


MILWAUKEE—Business in Mil- 
waukee shoe stores has shown a 
slight improvement since the begin- 
ning of the month, but merchants 
were up against the handicap of 
low temperatures, rain and other 
unfavorable weather conditions. A 
snow storm on the morning of May 
6 remains in the minds of many 
merchants as the peak of the gen- 
erally cool weather which prevailed 


during the early part of May and 
kept many people from buying their 
spring and early summer footwear. 

Tans and patents continue in the 
lead in women’s shoes, while satins 
are taking a less important place. 
Black and blond satins and light 
shades of kid are included in the 
assortment of styles that are show- 
ing some degree of activity in re- 
cent business. As one merchant 
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stated, “A little of this and a little 
of that” is the best description of 
popular patterns this season. There 
are no outstanding styles that have 
won special favor throughout the 
stores, but rather a wide range 
from gores to straps, ties and cut- 
outs have been selling as they hap- 
pen to appeal to an individual. 
There is also an opening demand 
for sport shoes, and a few calls for 
whites, according to several re- 
ports. In women’s shoes, sport types 
range from regular golf oxfords to 
dressier styles in cut-out effects 
which suggest the sandal. 

Men’s buying is also influenced 
by the weather, but there has been 
sufficient activity to determine that 
light shades of tan will predomi- 
nate throughout the _ season. 
Younger men are favoring the wide 
toes and balloon styles, while older 
men are selecting a more conserva- 
tive last. 


Sport Styles Selling 


The Walk-Over shoe store has 
noted the opening of business in 
sport types, resulting partly from 
a recent window display of these 
patterns. Among the more popular 
styles for women have been a group 
of smoked horse oxfords with trim- 
ming of blue or green kid or tan 
calf and rubber soles in a shade to 
match the trimmings. Plainer styles 
in tan calf with rubber or crepe 
soles are also shown, but women 
seem to prefer the novelties to 
match their costumes. Men are 
buying plain tan, or tan combined 
with smoked horse in crepe soled 
oxfords in preference to the rub- 
ber sole. 


Open New Store 


Two brothers, Alfred and Leon 
Zarne, have announced plans for 
opening a retail shoe store at 122 
Grand avenue in the location for- 
merly occupied by one of the local 
stores of the W.L. Douglas Shoe Co. 
The new store will be operated un- 
der the name of the Leedy-Alford 
Shoe Co., and will feature $5.50 
shoes for women. 


Final Plans for Banquet 


Two hundred or more people are 
expected to attend the banquet 
which is being held for members of 
the Milwaukee Shoe Retailers’ As- 
sociation and their salespeople in 
the Elizabethan room of the Mil- 
waukee Athletic Club, May 21, ac- 
cording to an estimate made by 

(Continued on page 94) 
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| MY (1925} 
GwEETHEART! 


ONS each season I pick a “Sweetheart” from the 
new creations. Here’s my choice this season. A 
wonderful new short-vamp cut-out style that has 
more snap and pep than you'll ordinarily find spread 
out over a half-dozen shoes! —W. B. L. 


i. 
tL 7 Look At These Prices! 
-_ 


Patent and Blonde Kid, blonde French corded, 
blonde leather lined, covered full breasted 16/8 
Spanish heel. Light, flexible sole. 


3347 (Cuban heel) $4 3346 (Flat heel) $3.85 


Allover Patent, French corded, covered full 
breasted 16/8 Spanish heel. 


3344 (Cuban heel) $4 3343 (Flat heel) $3.85 


Allover White Levois Cab., French corded, 
white leather lined, covered full breasted 16/8 


Suggestion: | . Spanish heel. 


3341 (Cuban heel) $4 3340 (Flat heel) $3.85 


Tear out this page 
Right Now so you 
won’ t forget to order! 


LIVE WIRE [| 
SPECIAL 4 | “we 
“a i ON THE FLOOR 


Immediate deliv- 
ery now, today, 
on both styles 
shown here in 
sizes 2% to 8, 


widths Béc. My Sweetheart 


: Bs ie 
CORONADO £ Say it with sizes Isn’t it a Dream? 
ee soe paper pe : for Immediate You never sce style like this at such a price. Just 
Indian Orange heed A teal Deli notice the sharp, clean cut-out pattern, note the tiny 
style hit, and the price is but cuvery perforations and the smart stitching. How many 
MR pairsdoyouneed? «© + + + © © @ »¢ 


‘3 T 


2165—Black Satin, full French ff 
corded, kid lined, covered full CREATORS 
breasted 16/8 Spanish heel. e 


é 
ae reine | 
Spanish heel. : : 
SHU-STILES, of course! § The Fastest Growing Shoe House in the West 
i SHU-STILES, Inc., 1422 Washington Ave., St. Louis, Mo. 








When writing to advert. please tien Boot ann Suor Recorpsa 
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Vogue for Matching Gowns 
in New York on Increase 


NEW YORK—While the retail 
shoe business here is not all that it 
should be at this time of the year, 
improvement is reported in many 
quarters and the outlook is encour- 
aging. The worst problem, with 
which retail merchants are wres- 
tling at present, is the flood of sales, 
most of which are offerings of sur- 
plus factory stocks. It is estimated 
that about 50,000 pairs of shoes 
consisting mainly of surplus fac- 
tory stocks have been thrown on 
the New York retail market in the 
last two weeks. Undoubtedly this 
has cut into regular business to 
some extent, and probably explains 
the complaints that are heard 
around the market. 


Matching Gowns with Shoes 


In high-grade footwear, however, 
conditions appear to be fairly well 
stabilized. Retail shoe merchants, 
who have had decidedly new things 
to show their customers, report 
good business, with little or no com- 
plaints about prices. The tendency 
for women to match up shoes and 
gowns is growing and this has re- 
sulted in more sales of several 
pairs to individual customers. In 
one of the high-grade shops it is 
estimated that fully one half of the 
customers now purchase more than 
one pair of shoes at a time, and 
sales running up to 10 pairs at a 
time, are of rather frequent occur- 
rence now. 

In women’s shoes, the doeskin 
slipper and the new variations of 
the sandal are attracting consider- 
able attention. I. Miller & Sons last 
week devoted considerable display 
space in both the Fifth avenue and 
42nd street stores to showings of 
doeskin slippers in pastel shades, 
along with a little powder case and 
puff, with which to keep them fresh 
looking. This concern has adopted 
the policy of supplying the proper 
shade of powder and a puff with 
each pair of the doeskin slippers 
sold. 

Crocheted Slippers 


The woven leather slipper con- 
tinues as an exclusive style, as does 
the crocheted slipper. Most of the 
Fifth avenue stores are showing 
these now, but their high price will 
prevent their becoming a volume 
shoe. 

Under the name of “Chantilly” 
these crocheted shoes are being 





Best Selling Materials 


Patent leather and satin 
are strong sellers. The de- 
mand for blond satin has 
shown some let-down, being 
replaced by calls for gray, 
champagne or French blond, 
and the new copper shades. 
Black satin sells well in the 
medium and cheaper grades, 
but has little call among the 
high-grade shops. Kid is still 
in brisk demand, particularly 
the light tan shades trimmed 
with lizard in contrasting 
color. 

White shoes have not yet 
begun to sell in any great 
quantity. The demand so far 
has centered on plain white or 
white trimmed with patent 
leather. One of the exclusive 
Fifth avenue shops last week 
devoted an entire window to 
white shoes, all trimmed with 
black patent leather. 











produced by J. & T. Cousins, Brook- 
lyn, under processes invented by T. 
R. Emerson, who has nine patents 
pending on them. The slippers are 
made with a single sole, channeled 
to permit lacing to the crocheted 
upper. They are being shown in all 
silk and in mercerized cotton. Rayon, 
or artificial silk was tried, but 
was found to be unsuitable for this 
purpose. The color range, of course, 
is unlimited except by the color 
range in silk yarns. Most of the 
crocheted shoes have a front verti- 
cal strap arid an instep strap. Usu- 
ally these are of gold kid for the 
black shoes, silver for the white, 
and other colors, with heels of 
matching kid. Capezio has the ex- 
clusive sale of them on Broadway. 


Use Telephone to Advise 
About New Styles 


In connection with the introduc- 
tion of new styles, several of the 
more exclusive shops here have 
found the telephone a_ valuable 
adjunct to their business. One store 
in particular, which numbers many 
of the moving picture stars among 
its customers has developed the 
practice of informing these custom- 
ers of the arrival of new styles in 
the store. From a third to a half 


of the monthly sales in this store 
are traced to these telephone calls, 
it is said. : 





Shoe Dealers’ Association 
Meets May 19 

The letters W. E. A. F., familiar 
to radio fans as the call letters of 
one of the big New York broadcast- 
ing stations, have a new signifi- 
cance In notices being sent out for 
the quarterly dinner of the Retail 
Shoe Dealers’ Association of New 
York, to be held at the Café Boule- 
vard on May 19, these letters are 
used to signify “We Eat and 
Fight.” The fighting will be con- 
fined to professional boxers, several 
interesting bouts having been ar- 
ranged by A. Gabriel, president of 
the association. In addition to this 
entertainment there will be at least 
two speakers who will discuss cur- 
rent merchandising topics and busi- 
ness conditions. Efforts are being 
made to turn out one of the largest 
gatherings of New York retail shoe 
men that has even been held. 


B. Friedman Adds to 
Personnel 
The B. Friedman Shoe Co. of 
New York, wholesale shoe distrib- 
utors, recently added to their or- 
ganization Robert Loew and Marc 
Schneider, both of whom were for- 
merly with the Crescent Shoe Co. 
The firm now is made up of Leon- 
ard Friedman, Milton W. Fried- 
man and the above named gentle- 
men. A _ popular-priced line of 
women’s novelties is sold. Business 
is reported to be active. 


Henderson Admitted to 
Firm 

H. H. Henderson, Inc., brokers in 
crude rubber in New York, an- 
nounce that H. M. Henderson has 
become a partner in that corpora- 
tion on May 1. H. M. Henderson is 
very closely identified with the shoe 
industry, because of his activity in 
presenting plantation finished crude 
rubber soling to the trade. 


New Shoe Stores 


Allston Bootery, 159 Brighton 
avenue, Allston, Mass. 

Newark Shoe Store, 510 Wood- 
ward avenue, Detroit, Mich. 

Leedy-Alford Shoe Co. 122 
Grand avenue, Milwaukee, Wis. 

Wood-Levy Shoppe, 1506 Wash- 
ington Boulevard, Detroit, Mich. 

Father & Son Shoe Store, State 
and Andrews streets, Rochester, 
N. Y. 
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aN 
C.H.ALDEN CQ 


6.5." 


‘THE ALDEN PLAN is a success bicatise, 


by permitting better value at no sacrifice 


of profit, it is distinctly in the interest of 
ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho” this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 




















Made with genuine 
Barbour Storm Welt 
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Boston Merchants Report 
Fair Retail Activity 


BOSTON—tThere is a unanimity 
of opinion concerning the trend of 
buying in shoe stores. Women 
bought fairly well during the week 
ending May 9, but most merchants 
reported they were not satisfied 
with volume. Since Easter there 
hasn’t been any briskness to the 
buying, and store managers are ex- 
pecting it to develop as soon as 
there is a reasonable period of 
warm weather to stimulate the 
opening of the white season. 

Whites are being shown, but as 
yet are slow to sell. One merchant 
expects May to be a big month in 
his department, backing up his pre- 
diction with the statement -that 
February was a good month in 
most stores. Women bought shoes 
in that month, he said, because 
there was little snow and unfavor- 
able weather. Those shoes are now 
ready for discard and will be re- 
placed by new models. 

Men Buying Summer Weights 

Managers of men’s stores report 
summer weights are selling well. 
They expect them to go well all 
summer. Several stores have pushed 
them in newspaper advertising and 
window displays. 


Pushing Blond Satin 


Two stores put some stress on 
blond satin styles for women in 
their advertising. The shoe depart- 
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ment at the C. F. Hovey Co. showed 
two line sketches, a slender one- 
strap with two simple cut-outs and 
a D’Orsay style, carrying an orna- 
ment on front. 

Jones, Peterson & Newhall Co. 
illustrated a step-in pump, orna- 
mented in front, made of blond 
satin. The same pattern also sold in 
gun metal satin and black satin. 
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For A Gentleman's Shoe? 


Tx foot encased in Kangaroo is gloved, rather than 
shod, so springy-poised, stretch-free and muscle-easy 
does this rare and remarkable skin feel. 


Kangaroo is the softest leather you know, made softer ; 
the smoothest leather, made smoother. 
comfort, calfskin for service, patent leather for shimmer, 


when polished. 


We show Kangaroo in a range of sizes and lasts, and we 
will be glad to have you see these famdus shoes. 


FLETCHER & CO., Ltd. 


2 School Street 


Why Kangaroo 


It is kidskin for 


Sole Drstributers in Greater Boston 
At Washington 








The above illustration is a re- 
duced representation of a card 
mailed to the mailing list of 
Fletcher & Co., Ltd., a men’s shoe 
store in Boston, selling Edwin 
Clapp shoes. The miniature Kan- 





The Arlace Boot Shop, selling high style footwear at $6 for women on 

Tremont street, Boston, recently featured a buckle display. It was very 

effective and stimulated interest in step-ins and plain patterns, appropri- 

ate for carrying buckles. Manager Richards expects buckles Will sell very 
freely in late spring and summer. 


garoo was cut from a Kangaroo 
skin with small dies and pasted to 
the card, offering a realistic touch. 
Besides stressing Kangaroo by 
using the mailing list, a special win- 
dow showing only shoes made of 
this leather was arranged. Also 
daily newspapers were used for ad- 
vertising. 

Several pairs of shoes made of 
Kangaroo were displayed in the 
window. Kangaroo skins were 
placed on the floor with a white calf 
skin in the center, making a pleas- 
ing contrast. Small Kangaroos were 
arranged on the white calf. 

A framed photograph of Edwin 
Clapp, founder of Edwin Clapp & 
Son, Inc., of East Weymouth, Mass., 
was in the background, accompa- 
nied by the card: “The Pioneer in 
the Use of Kangaroo Skins in 
Men’s Shoes.” 


White Footwear Displays 


The retail shoe stores and shoe 
departments are showing much 
white footwear in all white or white 
with dainty black trims. 

The Walk-Over Boot Shop, Tre- 
mont street, showed a very attrac- 
tive white kid style in a side gore, 
with “Bar” cut-outs from toe up to 
instep, and from shank up to top of 
shoe. 

At Gillett-Upton, Inc., and Jones, 
Peterson & Newhall Co., one of the 
new features was a women’s white 





BOOT AND SHOE RECORDER May 16, 1925 Ma. 








For more Keds business! 


OLORFUL shoe stands to boost your 
Keds sales. Sports figures, full of zip 
and action, to draw Keds customers to 
your store, ee ne 
Every shoe stand carries this line: “These m 
are genuine Keds. The name Keds is on ' 
each shoe. Look for it.” That is the mes- en cose Smarts ' be 
sage every alert Keds dealer is putting lo 
across today. It is not enough that people Tecan Bea _ 
ask for Keds—show them the name Keds w 
on the shoes they buy! That is the way er 
you can gain the confidence of your trade 
—and a reputation for selling the best in 
canvas rubber-soled shoes. 


With these dealer helps you identify your ——~ 
store as the local home of genuine Keds. a 5 is 





United States Rubber Company eH 4 uy 


If you have not received * \ 

your set of this display These are G ( 

material, you can get it from 

our branch or wholesale Keds ae sk 
distributor from which you ’ lo 
order your Keds. sk 








Reg. U.S. Pat. Off. 
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canvas oxford, with light pearl gray 
leather trim, and crepe rubber 
soles. 

At the women’s shoe department 
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of Jordan Marsh Co., some white 
kid patterns were featured, among 
them being a white patent turn 
pump. 





Lynn Reports Buying Is 
Close to Immediate Needs 


LYNN—May business in new 
style shoes for women continues 
good. Many buyers maintain their 
policy of ordering close to im- 
mediate needs. Yet some orders for 
fall footwear are being made. Mar- 
kets appear to be down to a rock 
bottom basis. Manufacturers are 
looking for a steady development of 
business. 

The range of styles continues 
wide, with variety beyond detailed 
enumeration. 


Survey of Styles 


Lasts are running from medium 
narrow to wide toes. 

That 25-cent toes will be in favor 
is one prediction. 

Vamps on some shoes are getting 
up to three inches or longer. 

Heels continue high, except for 
flapper and sandal styles, with sev- 
eral models being made of lasts to 
carry 19/8 heels. 

Patterns show plain pumps, step- 
ins, gores, buckle and bow-trimmed 
shoes, one and two-strap designs, 
look or watch-strap designs, open 
shanks, semi-open shanks, patch or 
applique patterns, many fancy 
stitched patterns, ties and some 
novelty and sport style oxfords. 


40 Per Cent Whites 


“Billy” Sullivan, of T. J. Sulli- 
van Co., predicts that 40 per cent 





Review of Materials 


In regard to materials, wide 
differences. of opinion in re- 
ports prevail. While colors are 
lightening up to the pastel 
shades, yet there is a current 
running in some strength to- 
wards black shoes. 

White shoes are gaining as 
summer approaches. 

Patent leather continues to 
hold its strong position. Often 
it is brightened up with light- 
colored trimmings of kid. Tan 
calf shoes keep on selling; so 
do satins, in blacks and colors. 








> 





of his June business will be on 
white footwear. The remainder will 
be distributed among shoes of pat- 
ent, satin, tan calf and tan kid 
leather. 


Light Soles and Smooth 
Pavements 


Many Lynn shoes are bottomed 
with soles of No. 6 or No. 6% iron, 
and the same is true of many other 
women’s novelty style shoes made 
elsewhere. So Lynn sole cutters are 
getting the bulk of this business 
on these light soles, with other and 


. heavier weights of soles sort of 


dragging along. 

Women’s shoes, generally speak- 
ing, have bottoms lighter in weight 
than before the war, a circumstance 
which seems to be due, not chiefly 
to shoe styles and shoemaking 
methods, but largely to the fact that 
sidewalks are so smoothly paved 
these days that women walk over 
them with as much ease and com- 


fort as over a hardwood floor. There 


is no complaint of feeling pebbles 
and rough spots through the soles 
of shoes. 


Shoes for Brides 


A Lynn maker of very fine shoes 
reports a fair demand for foot- 
wear for brides. He thinks this a 
detail of the shoe business that will 
stand bracing up. “We all speak,” 
says he, “of ‘Shoes for the occasion,’ 
and it seems to be that if any oc- 
casion demands shoes of dignity 
and rough spots through the soles 
wedding.” 


Belt Style Buckles 


Colella & Leighton are using a 
belt style buckle on their loop strap 
style pumps, the buckles clamping 
down on the leather to hold the 
strap. 


Lynn Will Exhibit 
A. F. Bancroft, president of the 


New England Shoe & Leather ex- 
position, visited Lynn last week, 








A. M. Creighton’s 
African Trip 


Albert M. Creighton, Lynn 
shoe manufacturer, Mrs. 
Creighton, and some friends, 
recently completed a journey 
of 25,000 miles, which carried 
them to the heart of Africa. 
They motored over the new 
automobile roads, built by the 
British government, through 
British East Africa. They 
hunted in Nairobi, where 
President Roosevelt made his 
famous expedition a few years 
ago. They brought down sev- 
eral lions, rhinoceroses, buffa- 
los and other animals. Besides, 
they captured three lion cubs. 
Mrs. Creighton brought home 
one of these cubs. It will be 
presented to the Franklin 
Park Zoo, in Boston. 

Mr. Creighton’s party also 
visited the temples and tombs 
of Egypt, sailed up the Nile 
to its headquarters, and tar- 
ried awhile in ancient cities 
along the Mediterranean. 











and discussed with manufacturers 
plans for the July fair at Boston. 
Lynn plans to make a substantial 
showing of its products at the fair, 
not alone of its shoes, but also of 
the goods that it makes to be put 
into shoes. 


To Far Countries 


The Ideal Machine Co. recently 
sent machines for tipping shoe 
laces to Brazil. 


Lynn—the Summer Capital 


Lynn will be the summer capital 
of the nation, for President Coolidge 
will spend his summer vacation in 
Swampscott, a suburb of Lynn, and 
the government has taken offices in 
the Security Trust Co. building, 
Lynn, for members of the Presi- 
dent’s staff. 


Takes a Tannery 


The Hygrade Tanning Co., man- 
ufacturers of fine calf leather, of 
Lynn and Peabody, have taken the 
tannery of the Lynch Bros. Leather 
Co., Skerry street, Salem, and will 
operate it. The tannery has a ca- 
pacity of 2000 calfskins daily. 
Abram Strauss is manager of the 
Hygrade Co. 
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The Shoe Store Beautiful 








Elliots’s 
Juvenile Shoe Store 


Frer the little folk it is worth while to have Cissslond, Obie 
chairs in which they can sit with comfort-— 

chairs which will help to prevent them getting 

restless. 


AMERICAN INTERLOCKING JUVENILE 
CHAIRS have the strength, comfort and beauty 
of the larger American Interlocking Chairs, 
and effect a harmony in the seating plan of the 
adult and juvenile shoe sections. 


The \chair illustrated is No. 400] Junior——just 
like our No. 4001 for adults, except in size. 
May be ordered in any desired finish or up- 
holstery 








‘Write for ‘The Shoe Store Beautiful’ 
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Brockton Factories Receive 
Good Calls on Lightweights 








BROCKTON—Light shades of 
tan leathers and light weight soles, 
in the opinion of the Brockton 
trade, are important factors in the 
development of added sales for 
men’s shoes. These have been 
worked out harmoniously in sam- 
ples shown by Brockton concerns to 
merchants in soliciting orders for 
spring and summer deliveries. Re- 
ports from merchants are to the 
effect that consumers are reacting 
favorably to these lighter shades 
and summer weights, and that a 
substantial business is being ob- 
tained through featuring this class 
of footwear in window displays, 
also newspaper and other local ad- 
vertising. 

One manufacturer, in speaking 
regarding this seasonabie trade fea- 
ture, said : “One of our large custom- 
ers, who some weeks ago received 
his first shipment of light tan shoes, 
was here yesterday for the purpose 
of placing additional orders for 
those goods. He says that practi- 
cally all the increase he has had in 
the business of his store during the 
past month has been on these light 
tan shoes. He has spent consider- 
able additional money in advertis- 
ing these shoes, with the result that 
he has attracted men to his store 
who formerly traded at other estab- 
lishments. These latter did not 
grasp the idea of merchandising 
their light shoes as early in the sea- 
son as he took hold of them. He 
says that he is just that much 
ahead of his competitors, and he 
intends to hold this advantage by 
continuing to feature and sell these 
shoes right through the summer 
season.” 

Other manufacturers in Brockton 
and the South Shore say that added 
sales of men’s shoes are being made 
by merchants through their appeals 
to men that light shoes should go 
with light clothing, light hats, and 
other light weight apparel, thus 
making their costume complete. It 
enables the merchant to sell two 
pairs of shoes where he sold but 
one before, and at the same time 
gives to the man who buys these 
shoes an added pride in his appear- 
ance. There is no question in the 
minds of the trade here that this 
move is a popular one, and should 
be fostered as much as possible in 
the interests of both manufacturer 
and merchant. 
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Bates Co. Makes New 
Specialty 

M. H. Bates Co., for many years 
associated with the production of 
shoe trimmings and similar goods 
in Brockton, recently placed on the 
market a new accessory for adding 
to the attractiveness of men’s shoes. 
This is called “Tiger Welt,” with 
piping to match. As its name im- 
plies, the welting has a colored 
stripe and is made up in various 
shades, contrasting with the shoes 
for which it is*designed. 


French Shoes Complete in 
Women’s Line 


Harold C. Keith and Charles E. 
Moore, respectively president and 
vice-president of George E. Keith 
Company, manufacturers of Walk- 
Over shoes, recently returned from 
a six weeks’ business visit to Eur- 
ope. Sailing from New York, they 
went direct to Paris. Speaking in a 
general way in reference to this 
trip, Mr. Keith said: 

“Mr. Moore and I visited the 
largest shoe factory in Paris and 
found them making elaborate and 
beautiful shoes for women. Many of 
these shoes are decorated with 
rhinestones. Various elaborately de- 
signed shoes from small strips of 
leather woven by hand. Wages paid 
in Paris shoe factories are very low 
and conditions entirely different 
than in the United States, thus sup- 
plying severe competition for wom- 
en’s shoes made in the United 
States. From Paris I went to Vienna 
and visited our Walk-Over cus- 
tomers in that city. In Brussels and 
Antwerp we visited customers and 
learned that business in these two 
cities is showing decided improve- 
ment. In London we found trade 
conditions different from those on 
the continent. While business in 
London is somewhat better, the 


cities in Northern England are suf- 
fering from poor conditions. We 
visited Leicester, England, where 
the plant of the British United Shoe 
Machinery Corporation is located, 
and inspected an up-to-date shoe 
tactory. We held a conference in 
London with our managers from 
England and Scotland, going over 
our sample lines, and discussing 
business problems.” 


Hosiery Department Opened 


A. Sandler Sons, Inc., operating 
one of Brockton’s retail shoe stores, 
recently opened a hosiery depart- 
ment. An extensive line of nation- 
ally-known guaranteed hosiery will 
be carried, including all colors. A 
large portion of the Sandler store 
is utilized for the hosiery depart- 
ment. It will be under the direction 
of Jack Sandler, who has been iden- 
tified for nine years with successful 
retail shoe selling. Miss Rhoda 
Orentlicher will be in charge of the 
hosiery department. Miss Orent- 
licher is well posted in the hosiery 
business, having had experience in 
a hosiery factory following her 
graduation from business college. 
She has also studied raw materials 
and been associated with large 
stores as hosiery buyer. She is one 
of the youngest buyers of this class 
of merchandise in New England. 





Old Concern Retires 

Reynolds, Drake & Gabell, Inc., 
one of the district’s old shoe manu- 
facturing houses, is liquidating its 
business at the plant in North Eas- 
ton. Shoe machinery, office equip- 
ment, and merchandise were dis- 
posed of at public auction last 
week. This concern was founded in 
1868 by Jonas Reynolds, and contin- 
ued to manufacture shoes in 
Brockton for many years. About 30 
years ago the style was changed to 
Reynolds, Drake & Gabell, follow- 
ing which the firm was moved to 
North Easton. Jonas Reynolds died 
several years ago at an advanced 
age. His son, Martin Reynolds, has 
since been the head of the busi- 
ness. 





Rochester Shoe 
Working on 


ROCHESTER—Business in shoe 
factories is showing a marked im- 
provement since the first of May. 
Following Easter there was a ten- 
dency on the part of merchants to 


Factories 
Busy Schedule 


hold up orders and as a result local 
shoe factories were running on a 
hand-to-mouth basis, but since the 
first of the month there has been a 
gradual increase in factory orders 





87 























» 









































BOOT AND SHOE RECORDER 


May 16, 1925 








Patterns can be imitated, but 
not the richness of New Castle 
Colors. 


HOE men will find New Castle Colors an invalu- 

able aid in carrying out the new style scheme 
of things, wherein fashion interest comes from color 
subtlety rather than pattern variety. 

In the new shoes of simpler cut, you can econo- 
mize by using New Castle Colors to gain true fash- 
ion individuality. F 

The choicest raw stock that grows, processed by New 
Castle artisans, is not to be imitated in less expensive 
skins. 


Fall Colors Recom- 


mended by the Joint cNew Castle Colors 


Styles Committee: 


sms ALTTUMN BLONDE 


BLONDE 
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Number 
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for late spring and summer delivery 
as well as for at once stock busi- 
ness. 

Shoe manufacturers are opti- 
mistic about the outlook for late 
spring and summer business and 
present indications are that Roch- 
ester factories will enjoy a fair 
share of business during the sum- 
mer months. 


Even With Last Year - 


Business is reported only fair by 
Rochester merchants. April brought 
a good shoe business but cold and 
rainy weather during May retarded 
business. 

Patent leather and black satins 
have been favored since Easter and 
most merchants report that patents 
and satins are selling freely. Blond 
satins continue in good demand, and 
there is some call for grays. 

White and sport footwear is 
being shown in practically every 
shoe store, but local merchants re- 
port that two or three weeks of real 
warm weather will be necessary to 
move these types of shoes freely. 


Second of Chain Opens 


The Father & Son chain store or- 
ganization leased a store at the cor- 
ner of State and Andrews streets. 
It was formerly occupied by Thing’s 
Shoe Store, and as soon as altera- 


tions are completed will open a new 
store at that address. This is the 
second shoe store to be opened by 
the Father & Son organization. 


McFarlin Departments 
Nearly Ready 

Lester Watson, manager of the 
McFarlin Clothing Company’s shoe 
department, is busy making prep- 
arations for the removal of the shoe 
department to the new McFarlin 
store, which will be ready for occu- 
pancy in about two weeks. 

In the new store, the shoe depart- 
ment will be divided into two sepa- 
rate sections. The men’s depart- 
ment will be located in the rear of 
the main floor, and will contain 26 
chairs and be furnished with the 
latest mahogany fixtures and chairs. 
The boy’s department will be lo- 
cated on the third floor which will 
be devoted exclusively to boys’ 
wearing apparel and will be one of 
the finest boys’ shoe departments 
in the country. 


Leases New Store 


The Union Clothing Company, 
one of Rochester’s oldest men’s 
clothing stores, has leased the store 
recently vacated by the National 
Clothing Company and will move 
across the street as soon as altera- 
tions are completed. 





Favors Development of 
More Style Permanency 


HAVERHILL—“The permanency 
of a certain style in women’s 
shoes,” said a Haverhill manufac- 
turer, “is governed to a considerable 
extent by the territory in which 
these styles are sold. A certain style 
may sell for a short time in the ter- 
ritory in which it is first shown, and 
then be replaced by another. The 
first named style, however, if it has 
elements of permanency, will sell 
equally well when it is shown in an- 
other territory, also for a reason- 
able length of time. In this way a 
style which is practical as well as 
novel in the course of a year can 
cover the entire country, and thus, 
from a sales standpoint, have a per- 
manent place in the trade. 

“The manufacturer’s problem, in 
my opinion, is to continually de- 
velop novelties, and at the same 
time to realize the fact that this is 
a large country and that a style can 
be shown and sold in more than one 
locality. The manufacturer whose 


trade which is restricted to the 
East, has not the same opportunity 
of developing permanent styles as 
one whose goods are also sold in 
western and southern territories. 
While tastes differ in different sec- 
tions, yet practicability is always 
recognized. Novelties are indispen- 
sable for the light type of women’s 
shoes made in Haverhill, but a cer- 
tain amount of style permanency 
can be developed by showing these 
novelties to merchants in widely 
separated parts of the United 
States.” 

“Never was there so much talent 
being employed in the designing of 
women’s footwear as at the present 
time,” remarked a Haverhill manu- 
facturer. “Novelties which are 
practical find immediate market. 
No expense is spared by shoe man- 
ufacturers to obtain designs which 
will catch the eye and appeal to 
the business sense of the buyer. 
Manufacturers and salesmen are 


BOOT AND SHOE RECORDER 





Advices from Paris are to 
the effect that the use of 
buckles on women’s footwear 
is extensive, and that designs 
are elaborate. A great deal of 
colored enamel effects are 
shown in oval, square, and 
elongated buckles, the latter 
being designed particularly to 
fit models of shoes which have 
straps up and down the in- 
step. Colors and shades are in- 
troduced in these enamel 
buckles to harmonize with the 
upper materials. Manufac- 
turers are utilizing ornaments 
in many new samples. While 
there are many plain shoes 
being shown, yet the ornament 
feature is one which promises 
to be of importance during the 
coming summer, as emphasiz- 
ing the eye-catching features 
of the light and dainty foot- 
wear for which Haverhill is 
famous. 











continually sketching out new va- 
riations of old patterns, for that 
is mostly what the new designs 
amount to, although once in a blue 
moon an original idea is developed 
which sweeps the country and cre- 
ates a sensation in trade circles. 
“It is interesting in this connec- 
tion to note that in a city famous 
for its production of women’s nov- 
elty footwear, 60 manufacturers 
each pay a high-class designer $12 
monthly for service. This gives to 
each subscriber but one new design 
each month, and if the manufac- 
turer needs more, he pays an added 
price. Haverhill designers are 
quick to sense the trade demand 
and even to anticipate it by work- 
ing out ideas of their own. There 
is a continued stream of new pat- 
tern combinations going out from 
Haverhill factories from which or- 
ders are quickly filled. The shoe 
salesman’s life is one continual 
round of trips between the office 
and his territory. As one member 
of the trade puts it: ‘In former’ 
years I traveled with a trunk and 
was gone for weeks at a time. Now 
I carry my samples in a small 
satchel and my trips occupy at 
most, but a week or ten days.” 


Increased Sales in Cuba 


Official figures of exports of 
women’s shoes from the United 
States to Cuba for the month of 
March, 1925, are 88,520 pairs. This 
is a substantial increase over the 
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number of pairs shipped for the 
corresponding month in 1924. Ha- 
verhill manufacturers have always 
been large exporters of women’s 
shoes to Cuba, and have a substan- 
tial share of this increased export 
trade to the Island. Haverhill- 
made shoes are favorites with the 
Cuban trade, not only in the pop- 
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ular-priced lines, but in the better 
grades as well. Many of the lasts 
and patterns are practically the 
same as those used in the United 
States, although the Cuban trade is 
inclined to the short vamp, round 
toe last, carrying higher heels than 
are utilized at the present time for 
the trade in the United States. 





Baltimore Merchants Note 
Popularity of Buckles 


BALTIMORE—tThe shoe busi- 
ness has taken on a more normal 
aspect. All types of shoes are being 
sold, women buying most any style 
which contains a new note in spring 
footwear. Although colored satins 
are increasing in popularity, tan 
calf and patent are still the best 
sellers. Combinations have a place 
in the style array. One merchant 
maintains that genuine alligator is 
selling freely. A number of cut 
steel buckles are being sold as well 
as colored buckles which either 
match the different materials or 
are used in contrasting shades. A 
new way of introducing color in a 
patent leather pump with cut steel 
buckle, is to insert a red or other 
colored filling in buckle in place of 
the usual self material. Buckles are 
used on straps to conceal the but- 
tons. The outlook for the white sea- 
son is good, most merchants expect- 
ing good selling, especially in white 
kid patterns. 

An attractive shoe on display at 
one of the better shops is a pat- 
ent vamp, piggot quarter and heel 
with baby Spanish 17/8 heel and 
sells at $16. Other shoes worthy of 
notice are: black satin one-strap 
pump, 17/8 spike heel, hand painted 
flowers at vamp; brown satin, blond 
moire satin quarter 16/8 spike heel. 
Pastel kids in blue, green, pink and 
other colors as well as irridescent 
gold and silver with 18/8 and 19/8 
spike heels are being shown for 
evening wear. 


Hutzler’s Show Whites 


Hutzler Bros. had an attractive 
window display of white footwear. 
Most of the styles shown were kid 
opera pumps and strapped pumps. 
The entire window was in all white 
with an attractive white kid pump. 
This pump was trimmed with nar- 
row tan strips of kid running par- 
allel from toe to heel and had a 
white kid braid arranged vertically 
at vamp and quarter, with a narrow 
strip of marble kid at collar and 


sides. The heel of marble kid was a 
17/8 spike. 


Gardner Makes Change 


Sylvan Gardner, formerly buyer 
at The Leader, is now buyer at 
Mayer’s Department Store on Light 
street. 


The Economic Situation 


The business situation in the 
Fifth Federal Reserve District was 
more favorable at the end of April 
than it was at the same time last 
year, especially in the outlook for 
the textile industry and agricul- 
ture. Labor is well employed and 
therefore the purchasing power of 





the public continues large. Retail 
trade in March was good, compar- 
ing favorably with seasonal aver- 
age, and wholesale trade was better 
in most lines than in March, 1924. 
The banks in the district are gen- 
erally in a strong position and are 
able to care for any legitimate 
credit demands that appear likely 
to arrive. 


Snitzer Opens Branch 


S. W. Snitzer, president of the 
Globe Shoe Market, Inc., opened a 
branch on Monument street and 
will soon open another branch at 
547 North Gay street. The Globe 
Shoe Market, Inc., is the only store 
in town which carries men’s shoes 
as large as size 15 and women’s as 
large as 12. 


Many New Industries 


The industrial report shows 41 
new industries for this city during 
the past year. Plant investments 
totals reveal a 31 per cent increase 
over 1923. Chief among the indus- 
trial acquisitions were the plants of 
Montgomery Ward & Co., one of 
the largest mail order houses in 
the world, and the Gold Dust Cor- 
poration, nationally known manu- 
facturers of soap products. 





Philadelphia’s Economic 
Condition Is Healthy 


PHILADELPHIA—tThe Federal 
Reserve Bank in a survey of trade 
conditions in this district, reports 
that business hesitancy continued 
during March and April. The past 
month saw further curtailment of 
production. in numerous lines, a 
slight reduction in factory forces, 
and widespread though moderate 
price recessions. The volume of dis- 
tribution during this period, how- 
ever, was nearly equal to that of 
the corresponding period of last 
year. The survey states that dull- 
ness continues to pervade the hide 
and leather markets with lower 
prices for many grades. The new 
season is just commencing in shoes 
and retail merchants’ stocks are be- 
lieved to be low. 


Trade Equal to 1924 


R. G. Dunn and Company’s 
weekly review of business condi- 
tions, says that trade in Phila- 
delphia is up to the average of a 
year ago with prospects of further 
improvement. The review states 


that most retail shoe merchants re- 
port better trade so far this year 
than in the corresponding period of 
1924. 


Cherry’s Gets Publicity 


Cherry’s store in Germantown got 
considerable publicity through its 
furnishing the shoes and hosiery 
for the Fashion Show held recently 
in the Colonial Theatre. 


Dan Hiker Stores Handle 
Women’s Lines 


The management of the Dan 
Hiker Stores has announced that 
women’s lines have already been in- 
troduced into five of the stores of 
this chain and that they are moving 
very satisfactorily. 


Factory Situation 
Unchanged 
There has been no change in the 
shoe factory situation. New busi- 
ness is developing very slowly. 
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Retail Merchants to 

Broadcast Speeches 

The speeches at the next 
meeting of the Philadelphia 
Shoe Retailers’ Association, 
which will be held on Thurs- 
day, May 21, in Gimbel 
Brothers Store, will be broad- 
casted through WIP. The 
chief speakers will be John C. 
McKeon, of Laird Schober and 
Co., president of the National 
Boot and Shoe Manufacturers’ 
Association, and Mr. Barnet, 
of the Barnet Leather Co. The 
affair will consist of a dinner, 
the speeches, and a program 
of entertainment. All Phila- 
delphia shoemen, whether 
members or not, are invited. 
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Salesmen are out on the road with 
their sample lines, but the wholesale 
and jobbing trades are more in- 
terested in getting rid of such 
stocks as they have and trying to 
find out what will be good in a 
month or six weeks hence than they. 
are in taking on any new stocks at 
present. Some factories are working 
on fall samples but there is no buy- 
ing that far ahead. Prices for the 
most part are firm though some job- 
bers report that certain manufac- 
turers are so eager to get a little 
business that they are willing to 
dispose of their merchandise at 
prices slightly under their current 
quotations. 


Patent Leather the Leader 


The Weber Shoe Company re- 
ports that the bulk of the demand 
at present is for patent leather. 
Tans are not especially active now, 
but better demand for them is ex- 
pected a little later in the season. 
There is some call for combinations 
ef tan and patent, but in general 
eombinations are not as active in 
the market as single materials, espe- 
cially patent leather. 


Pushing Hosiery 

The Gimbel Brothers’ store re- 
cently featured a number of pat- 
terns of women’s high-grade foot- 
wear in one of its newspaper ad- 
vertisements. A cut of each pattern 
was used in the advertisement so 
that the styles might be pictured by 
the public. Beneath each picture 
was a suggestion as to the proper 
kind of hosiery to be worn with the 
shoe pictured. In some cases where 
a choice of hosiery was possible 
several suggestions were made. For 
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example, one of the shoes pictured 
was the “Avalon,” a custom-made 
shoe of real crocodile with a spike 
heel. The stockings suggested to be 
worn with this model were of chif- 
fon-weight with French clocks. An- 
other suggestion, for a slight toning 
contrast, was a service-weight silk 


‘in banana. The prices of both the 


shoes and the hosiery were given in 
the advertisement. 


Blond Selling in Better 
Grades 


Monroe Brothers and Company 
reports that blonds are selling in 
the better grade shoes. In women’s 
novelty footwear tans, patents, and 
satins are selling fairly well. Men’s 
business, while fairly active, 
dropped off considerable after the 
early part of April. The tendency 
towards plainer footwear continues. 
This firm is not buying very heavily 
at present, being more interested in 
cleaning up its stock rather than 
taking on any great quantities of 
new footwear. 





Good Results from Sale of 
4B Shoes 





large number of customers wear- 
ing small sizes, the Buckley Shoe 
Co. was able to successfully mer- 
chandise 150 pairs of women’s 4B 
sample shoes. These shoes were 
bought from a high-grade manu- 
facturer. They were sold out with- 
out any advertising in a remark- 
ably short time at a good profit. 
By having such a variety of new 
styles many women bought several 
pairs. These customers told their 
friends and consequently many 
customers were added through this 
transaction. 

Buckley’s is one of the very few 
for many miles around that special- 
izes on small sizes. It also has a 
good proportion of large sizes for 
the better class of colored trade. 
The store buys from three manu- 
facturers. It gets a three and one- 
half time stock turn. 





Shoe Finders’ Convention at 
Buffalo 


St. Louis, Mo., May 11—Ar- 
rangements for the annual conven- 
tion of the National Leather and 
Shoe Finders’ Association were 
completed at a recent meeting of 
the executive committee. The con- 
vention is to be held at Hotel Stat- 
ler, Buffalo, N. Y., July 13, 14, 15 
and 16. 
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MANHATTAN FINDINGS CO. 


Wholesale Shoe Store Supplies 
107 Duane St.— New York 


We carry a full line of arches from $8.50 to 
$36.00 a dozen pair. We also carry a full 
line of polishes in stock. 
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Milwaukee 


(Continued from page 79) 
Clarence J. Bertler, chairman of the 
entertainment committee, who is 
in charge of the arrangements. 

The principal talks of the eve- 
ning include an orthopedic talk by 
S. J. Brouwer of the S. J. Brouwer 
Shoe Co.; an address on tanning 
leather by John Arthur Wilson, 
chief chemist of the A. F. Gallun 
& Sons Co., tanners, and a general 
talk on the shoe business by Sam 
Davis. Several musical numbers are 
planned for entertainment. 


Start Year at Capacity 

The factories of the Menzies Shoe 
Co., at Fond du Lac, Wis., started 
the fiscal year at the beginning of 
the month running at 100 per cent 
capacity, and 8S. D. Nichols, pres- 
ident of the company, announced 
that conditions were more satisfac- 
tory than at any time since the 
company was started. During the 
last six days of April, sales 
amounted to several thousand pairs 
more than capacity production, and 
April shipments have been esti- 
mated at $80,000 more than April 
of 1924. 


Shoe Plants Busy 


Both plants of the Davies Shoe 
Co. of Racine, Wis, are busy filling 
orders at the present time, the 
Raince plant running at 2,000 pairs 
a day, while the second plant is put- 
ting out 1,500 pairs a day. The de- 
mand for these shoes now comes 
from Australia, China, Japan, 
Africa and Egypt as well as all 
parts of the United States, it is re- 
ported at the factory. 


Take on More Help 


Due to depleted floor stock and 
satisfactory orders coming in from 
salesmen on the road, the Portage, 
Wis. branch of the Weyenberg 
Shoe Manufacturing Co. has been 
instructed to increase production by 
25 cases. As a result of this order 
a number of employes have been 
added to the force which has been 
working at this plant, according to 
word from this city. 


Will Jameson Is Dead 


Columbus, Ohio, May 12—Will 
Jameson, proprietor of the Walk- 
Over Shoe Store here, died recently. 
For many years he conducted a 
shoe store and was one of the most 
successful retail shoe merchants of 
Columbus. 
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How to Identify Artificial 
Silk 


Washington, April 29—With the 
retail trade interested in what con- 
stitutes artificial silk, the Bureau 
of Standards is offering a simple 
and effective method of identify- 
ing these materials. The Bureau 
states that there are _ several 
methods of identifying artificial 
silk by chemical tests, their effec- 
tiveness depending largely on how 
carefully the various reagents are 
prepared. 

It does not require a chemical 
expert to make these tests. In order 
better to distinguish between Vis- 
cose and Cuprammonium silks, 
which give a blue reaction with sul- 
phuric acid and iodine, it is neces- 
sary to treat these silks with con- 
centrated acid alone, which gives 
the fdllowing reactions after 15 
minutes: 

1. Viscose silk turns a red-brown 
color. 

2. Cuprammonium silk turns a yel- 
lowish-brown color. 

When small samples of artificial 
silk are treated with equal parts 
of concentrated sulphuric acid and 








I. Zesmer of 
Dallas, Texas, 
has enjoyed 
marked success 
in retailing 
women’s’ shoes 
at prices rang- 
ing between $5 


iF 


Va and $10. Com- 
u mencing five 





years ago with 
one small store 
in an upstairs location, Mr. Zesmer 
has branched out with four stores 
selling footwear between $7.50 and 
$10. Before establishing the price 
range between $7.50 and $10, the 
Dallas merchant sold shoes at $5, 
$6, $7.50 and for more than $10. 
Finally he decided that he would 
specialize between $7.50 and $10, 
declaring women were more willing 
to buy footwear in that class. 

Five years ago the first Zesmer 
store was opened, as a result of the 
conviction that women buy better 
in a shop exclusively their own 
where there is a short price range 
of styleful shoes. The first store 
was an upstairs $5 and $6 affair. 
Then, as this proved successful, a 
ground-floor location on a _ side 
street that was not considered a 
woman’s shopping street was taken. 
Prices here were at first from $5 to 
$10. The second store was a suc- 
cess from the start, but $7.50 and 
$10 proved to be the best selling 
grades, so the third store, pat- 
terned after the second venture, 
was opened on the main street. 
Further experiment was tried out 
in the opening of still another store, 
carrying shoes above $10. The re- 
sults here were not so good, so all 
three downstairs stores were put on 
the $7.50 to $10 basis, where they 
have stayed for several years. 


I. ZESMER 


AND SHOE RECORDER 


Zesmer of Dallas, Texas, Detected 
Best Price Trend 





Money is made by selling shoes 
and lost by having too many shoes 
on the shelves, Mr. Zesmer believes. 
All of these stores are small compact 
establishments, having seating ca- 
pacity for from 20 to 30 patrons, 
but they have not places for reserve 
stock. They are all operated, as far 
as the public is concerned, as one 
store. A customer may make an ex- 
change or get a refund at any one 
of them, regardless of where the 
purchase was made. Mr. Zesmer’s. 
overhead is small in all stores. 


Few Clearance Sales 


Twice a year, if necessary, all 
shoes that are not considered active 
are placed in one store, where a 
five-day half-price sale is run—if 
the shoes last that long. The other 
two street stores continue to show 
new goods at regular prices. Last 
year a few $5 Friday sales were 
run, but none this year; business 
has been too good. 

The goal this year is to sell one- 
third more shoes than last year, 
with the same amount of stock. 
Every indication points to its ful- 
fillment. 

Mr. Zesmer uses the newspapers 
considerably to tell the public his 
business ideals. Recently he ran a 


series of twenty-inch double column - 


advertisements on such subjects as 
service, confidence, reliability and 
sincerity that caused much favor- 
able comment. 

One side-light is that the store 
employs a doctor by the year. All 
of the employees are instructed to 
consult this physician, if not feel- 
ing well. Mr. Zesmer thinks it is 
good business to keep his sales- 
force feeling fit at all times. He 
also takes out group life insurance 
for his employees. 





iodine, the following reactions take 

place: 

1. Viscose silk turns a dark blue 
color. 

. Acetate silk turns a yellow color. 

. Nitro-Cellulose silk turns a violet 

color. 

. Cuprammonium silk turns a light 
blue color. 

. Gelatine silk turns a yellowish 
brown color. 


Retail Salesmen’s 
Executive 
Boston—In addition to the 
election of the president, vice- 


an -& Sn 





president, and secretary-treasurer, 
at its recent meeting, the Boston 
Retail Shoe Salesmen’s Association 
elected the following members of its 
executive board: Percy E. Thayer, 
chairman, with Thayer, McNeil 
Co.; E. A. Kuhlen, with Walk- 
Over Shoe Shop, Tremont street; 
H. E. Currier, with Walk-Over 
Shop; E. A. Bloomquist, manager 
of the Dorothy Dodd Boot Shop; 
Burton Murley, with Thayer, Mc- 
Neil Co.; Edward M. Rowell, with 
E. W. Burt & Co., Inc.; Frank 
O’Neill, manager of the Hurley 
Shoe Co. 
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Patent Leather and Black Satin 


Strap Pumps 
Re IN STOCK Pi 


No. B356—$5.15 
PATENT LEATHER PUMP 
(Wilson Process) 


266 Last 16/8 Spike Louis Heel 
Metal Ornament 


AAA, 4% to9 B,3 to9 
AA,4 to9 C, 2% to9 
A,3% to9 


Terms: Net 30 Days 


No. B350—$4.75 


BLACK SATIN STRAP PUMP 
(Wilson Process) 


263 Last 16/8 Spike LXV Heel 


AA,4 to8 B,3 to8 
A, 3% to8 C,2% to8 
D,4 to7 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 


Hard Toe 
Black Kid 
Women’s Misses’ Child’s 
$2.80 $2.70 $2.65 
608 Pink Satin 
Women's Misses’ Child's 
$3.40 $3.30 $3.25 


IN STOCK 








601 
Soft Toe 
Black Kid 


$1.35 


White Kid, 30c. extra 
BROOKS SHOE MFG. CO. 


6th and Montgomery Ave. 


PHILADELPHIA, PA. 
Western Distributing Branch, 631 Se. Spring St., Los Angeles 











TAN STITCHDOWN 
PLUG OXFORDS 


90c. -- *1.10 


WITH HALESOLE BOTTOM 
Looks like leather, 


Is tan colored—won’t rub off on polished floors. 
The only line of stitchdowns we know of that 
gives these real wear values. 


In view of the low price quoted for the quali- 
ties offered, only case lot {36 pair) orders will 
be accepted. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 
PHILADELPHIA, PENNA, 
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Open-shank D’Or- 
say of Skinner's 
Satin with quilted 
or plain sole. 





Shoe Satin that Helps 
Sell Satin Shoes 









Smart new 
street shoe of 





F you make sure your satin shoes are of Skinner’s Satin with 
Shoe Satin, and tell your customers so, they will Std ncetes 





instep. 


require no further assurance of service. 


All women know the Skinner name. They know it 
stands for unequalled wearing quality in all types of satin. 


Shoes made of Skinner’s Shoe Satin are easier to 
sell and eliminate complaints. 


WILLIAM SKINNER & SONS 


Chicago Boston 
Mills, Holyoke, Mass. Established 1848 


‘ ke a 9 
86 inches wide and supplied m 
« four different qualities to meet 
oe ati 4i all the requirements of the trade. 
All desirable shades in stock. 


“LOOK FOR THE NAME IN re. @ ' SEL VAGE’” 
3 










Philadelphia 





New York 
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; 
This New Wesson Style is Most Beautiful in 
the Simplicity of its Design 


Black Satin, beaded buckle — pump, 16/8 ae 
heel ore | \. .... $4.00 


White Satin, beaded buckle with pump, 16/8 Spike | 
heel | : $4.25 | 


White Kid, beaded buckle — pump, 16/8 Spike 
heel Ea : $4.25 


A. E. WESSEL & SONS bocmertixcts. Set 
Better Grade McKays Meyer Wessel, Sales Mer. 


BRANCH OFFICES 








| THIS BEAUTIFUL SHOE IN IMPORTED TAN 
COLLIS CALF, ONLY FIVE DOLLARS 


JUST WHAT THE YOUNG MEN WANT AND THEY ARE 
BUYING IT IN BIG CITY AND TOWN SHOE STORES 


ON’T overlook this seller. It will put money in your pocket. Sales will 
mount up and profits rise. Many new and steady customers for the store 
will be made, for this is a shoe to give service and satisfaction at a price which 
the present day buyer is willing to pay. It is in every way representative of 
the men’s fine shoes that we make on order in volume. This one style was se- 
lected from our latest line of lasts and placed in stock. It is the ONLY shoe we 
carry in stock. Demand for it is great. Why not give it a trial? Send a case lot 
order today. Make it less if you wish. Deliveries at once, on receipt of order. 


This shoe is stock No. 241. Imported No. 85 Tan Collis calf oxford, 
in the popular short vamp pattern. It is made over our new Prince- 
ton last. The construction is the same as that of all our shoes—solid 
leather throughout—calf lined quarter and tongue. Fine back sole. 
Wingfoot rubber heel. It answers our slogan— 

“IF IT’S RIGHT, WE HAVE IT” 
Stock No. 241 
A—7\ to Il Priee $S C—6 to II 
B7 ..0 I Terms: 2-10 net 30 days D600 1 


SCHWARZ-RUGGLES, Inc. 


MANUFACTURERS 
BROCKTON, MASS. 























When writing to advertisers please mention Boot awe Suoz Reconpen 
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IT’S GETTING TO BE A HABIT 


The ordinary fellow who buys work or sport shoes 

does his buying mostly from habit. But that habit— 

Is based on something more than the convenience of 

the shoe merchant’s store. It is based on sound value 

—good service rendered for the money spent. 

The Original Chippewas quickly become a “habit” of 

your customers for they give him the greatest 

pleasure in comfort and value. 

We build them to make your customers’ habits of 

shoe buying bring them back to your store. That’s 

the Chippewa policy and it’s been a policy that has 

kept the Original Chippewa name a leader. 

Make the Original Chippewas your “habit of sell- 

ing” and you'll change the “habit of buying” of your 

community. B50—Men’s Tan and Chocolate Elk Oxford, 
Goodyear welt. Machine sewed vamp. Pac 


style, single sole, rubber heel. Last 36, 
widths 1 to 5. In stock 3 and 4 wide only 


$3.35 
B50X—-Same as above with Uskide sole $3.35 


ny, 
s 


rae 


Ri saie >” f 
. 





B 40X 


B 45X 
B40X—Men’s Tan Oxford with Chocolate Sad- 
dle Strap, Goodyear welt, golf sole, machine B45X—Boys'’ | a a 
i Saddle Strap, year welt, golf sole, - 
sewed vamp. Pac style. Last 38, widths 1 to 4. dae Gauet panei Pac style. Last 38, 
In stock 8 and 4 wide onlly........ scesescoectull une widths 4 and 5 Pa) sok 
B45XY—Youths’, same as above............$2.60 
B60—Men’s Chocolate Iowa Calf Oxford, plain 
toe, single sole, Goodyear welt, rubber heel. 
Last 38, widths 1 to 6................. : $3.75 


B53—Women’s Tan and Chocolate Elk Oxford, 
Goodyear welt, machine sewed vamp. Pac 
style. Single sole, rubber heel. Last 40, widths 
1 to 5. In stock 1 to 4 omlly............0..........$3.60 


B53X—Same as above with Uskide sole... $3.60 


CHIPPEWA SHOE MFG.CO. 
CHIPPEWA FALLS WISCONSIN 














J. Gross FACTORY DISTRIBUTORS Simmons Bramhall Corp. 


P. 
301 E. 9th St., Los Angeles, Calif. . Belfast, Maine 
Se. ornia and Arizona Cc. M. Le Valley Maine and New Hampshire 
Henson Bro. & Fullbright 45 4th St., Portland, Oregon Hutchinson Bros. Co. 


A rgia No. Calif., Wash., Oregon, Idaho, Fort Smith, Arkansas 
Ga., Fia., No.’ at Se. Carolina 2 Utah and Nevada Arkansas and Oklahoma 
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Recorder rates for space les 
page per issue: 


1 time 
$5.00 
.....10.00 
3 in ...15.00 12.00 
4 in 20.00 16.00 


Payment in advance is required, 


7 times 


$4.00 
8.00 


Space 
1 in 
2 in 





-CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


13 times 
$3.50 
7.00 
10.50 
14.00 


th ighth 
s an one-elg tion. Mi seventy-five cents. For 


~~ other “Want” advertisements, seven cents per word for each 
insertion. Minimum amount accepted, $1.25. Ads under this 
heading will be received at the Boston office of the BooT AND 
SHoe Recorper up to noon on Tuesday of week of publication 
date. When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertisement for 
address. When advertisers desire replies forwarded direct to their 
9.00 7.50 address, each word of the address must be counted in the adver- 
12.00 10.00 tisement and paid for accordingly. Answers to ads must be sent 
. - under letter postage. 


except when regular advertisers, as amounts are too small to open accounts 





Pion Mint WANTED—Four cents per word for each’ inser- 


52 times 
$2.50 
5.00 


26 times 
$3.00 
6.00 














SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 





SALESMAN to carry nationally-known line 
of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles), also Ballet Slip- 
pers, soft and hard toes, also strap sandals, 
side line. Address B-456, care Boot and Shoe 
Recorder, 207 South St., Boston, " 


GALESMEN WANTED—For Central New 
York State, on commission basis, to carry 
snappy in stock line. Berkshire Shoe Co., 338 
North St., Pittsfield, Mass. 


‘ALESMEN to sell Retail trade in States of 

Ohio, Indiana, Illinois and Michigan or 
portions thereof, Rochester, N. Y., line of In- 
fants’ 2 to 6 Spring Heel Turns, First Steps 
with and without Outside Wedge Heels, sizes 
1 to 5. Soft Soles and ins, sizes 0 to 4. 
Seven per cent —- ae aged an 

compan n receive attention. 
Ae = B. care Boot and Shoe Recorder, 


Address B-457, 
207 South Sts; Boston, 


WANTED—High Grade Salesmen to carry 
our line of Infants’ and Children’s Fiexib'e 
Turn Shoes and High Grade Flexible Stitch- 
downs as a side line, over a hundred numbers 
carried on the floor. We pay Highest rate of 
Commission. Applications only considered from 
those having established trade and good 
records. Give all particulars as to territory, 
references, etc., to Staud Shoe Corporation, 


Rochester, N. Y. 

ANTED experienced Salesmen to sell a 
Ww line of Ladies’ Novelty McKays to the job- 
bing trade, on straight commission ; all terri- 
tory open. Address B-458, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
WANTED—Salesmen to sell high-grade line 

of Rubber Footwear in Michigan territory. 
Prefer salesmen with experience with Jobbers 
lines. Address B-459, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 
WANTED—Live-wire children’s shoe sales- 

man wanted to carry our line as side line, 
in North and South Carolina, Kansas, Missouri 
and Oklahoma. We have established business 
te turn over. Must be a worker and able to 
furnish the best of references. Straight com- 
mission. ‘““‘TOOTSIES” Infants’ and Children’s 
shoes. The Mater-Mack Co., Rochester, N. Y. 


Salesman Wanted 


Energetic representative for 
State of Pennsylvania te carry 
exclusively our medium price 
Welts and McKays for Women, 
Misses and Children. Will only 
consider man who knows the 
trade and has a well-established 
following in this state. Give 
references and complete details 
of past record also working ar- 
rangements preferred. 
THE CLEVELAND SHOE 
MFG. CO. 


Clark and 40th St. 
Cleveland, Ohio 

















‘ 

















PHILADELPHIA KANSAS CITY LOUISVILLE 
and BROOKLYN 


We want an experienced City Salesman in each of the above cities to sell our Uni St 
GOODYEAR WELT and NAILED Work Shoes. Write for particulars, giving selesenesn.” P 
NORTH LEBANON spon FACTORY 

anon, Pa. 











IGHLY attractive line of children’s flexib’e G!DELINE SALESMEN—Short, snappy, pop- 
** welts is offered on commission basis to a ular-priced line of Juvenile Footwear. In- 
live-wire representative on the Coast. Please fants to Growing Girls. McKays, Turns, Stitch- 
state im first letter your present connections, downs. In stock. Fall line ready June Ist. Give 
territory and references. Walk Rite Shoe Co., full details. Faust Shoe Company, 19 South 


11 Sterling Place, Brooklyn, N. Y. 





WANTED —Shoe Salesman to call on jobbing 
and mail order trade with a well-known 
line of ladies’ McKay’s. Only one who KNOWS 
this trade and has made good in a similar 
capacity will be considered. References re- 
quired. Address B-460, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





SWE LINE for shoe salesmen. New novelty 
sales fixture, very High Grade, no samples 
carried, just a photograph. Send full particu- 
lars and references. J. R. Walrath, Glovers- 
ville, N. Y. 





: ALESMEN—To sell New Process Welts in 

Children’s shoes, covering sizes from In- 
fants’ 2/5 to Growing Girls, in Missouri, Kan- 
sas, Arkansas, Texas, New Mexico, and the 
states east of Ohio. Address B-461, Boot and 
_ Recorder, 189 W. Madison St., Chicago, 





SALESMAN WANTED—Selling jobbing 
trade to handle low-priced line of Infants’ 
Soft Sole Shoes on commission. Address Baby 
Shoe Co., Newburyport, Mass. 


GALESMAN FOR NEW YORK, medium 
grade men’s shoes, salary and commission. 
Must have considerable experience and be not 
over 40 years old. Address K-788, care Boot 
and Shoe Recorder, 127 Duane St., New York. 








Salesman Wanted for Middle 
west or Southern 
Territories 
to carry exclusively well-known 
line of men’s high-grade shoes, 
manufactured in Massachusetts, 
but who reside within these ter- 
ritories. All applications treated 
in strict. confidence. Address 
B-462, Boot and Shoe Recorder, 

207 South St., Boston, Mass. 





Wells St., Chicago, Ill. 





Z ULICK wants more good men to carry as a 
side line our well-known children’s high- 
grade Turns and Stitch-downs. Eighty num- 
bers in stock. Straight 7 per cent commission. 
Openings in Wis., Mich., Ind., Ala., La., and 
Miss. Do not apply unless your trade is estab- 
lished. Give references, territory boundaries 
first letter. J. S. Zulick & Co., Orwigsburg, Pa. 





"TRAVELING SALESMAN to cover Kentucky 
and Tennessee on strictly commission 7% 
basis, with line of high-grade ladies’ Novelty 
Welts and McKays, ular priced, manufac- 
tured in Cincinnati, by 
cerns. Prefer resident of territory. Give com- 
plete details in confidence and interview will 
be arranged. Address 3601 Belle Crest Ave., 
Cincinnati, Ohio. 


GALESMEN WANTED—Fine established 
business on soft soles Infants’ and Chil- 
dren’s Turns and Flexible Welts will be turned 
over to the righ th Dak 





ion. New Fall samples 
now ready. Give full details in first letter. 
H. H. Freeland, Inc., Rochester, N. Y. 





ALESMEN WANTED: Experienced men 

ited to Pp t our line children’s 
turns and stitchdowns in the following states: 
Pennsylvania, Ohio, Indiana, Michigan, Flor- 
ida, Missouri, Nebraska, Kansas, Oklahoma, 
Montana, Idaho, Washington, Oregon, Utah, 
Tesae. "Sieik pelieition Sauphes sentye! 
‘exas. proposition. » 7 
= cent commission. The Rehr Shoe Co., 
rwigsburg, Pa. 
EXPERIENCED SALESMAN wanted to carry 

on commission line of Infants’, Children’s 
and Misses’ Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan; also for New 
York and New Jersey territory. Address with 
as The Kepner-Scott Shoe Co., Orwigs- 
jurg, 


ALESMEN WANTED to carry eight snappy 

in-stock styles of men’s oxfords; 12-cylinder 
men with pep can clean up. Write, giving ex- 
perience and territory to manufacturer. Ad- 
dress B-422, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














SALESMEN—Side line, solid leather Mil- 
waukee wns. case lots to de- 
partment stores and volume Liberal 
commission. Men with establ trade in 
fol'owing states: New York City, Pennsyl- 
vania, Michigan, Ohio, Montwaky, Minne- 
sota. Producers can only qualify for this 
opportunity. Address B-463, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








| MILWAUKEE WORK SHOES AND 
CHILDREN’S STITCHDOWNS 
Several Choice Territories 


for Big 


ag <a 
bre esmen. If you can pro- 
duce, write 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 




















, 1925 
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POSITION WANTED 


LINE WANTED 


FOR SALE 





\V ANTED—Position as buyer or experienced 
shoe-fitter. Now working in one of the 
leading shoe stores in his home town. Wishes 
to make a change; has been in the shoe 
game for the last ten years. For further in- 
terview Address B-468, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





MANAGER WANTED 


WANTED— For Detroit, Michigan young man 
who can take over the management of a 
high-class shoe shop, catering both to Men 
and Women. One who is a live wire, energetic 
and a capable organizer. Must be willing to 
build up the business. Should mean a splendid 
future for the right man. Address B-464, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


WANTED Manager for exclusive Ladies” 
Shoe Store, good salary and share of net 
profits. Middle or Northwestern man preferred. 
Marblestone Booterie, Valley City, North Dak. 











BUSINESS OPPORTUNITY 


ILL invest about $5,000 in paying fetail 
shoe store, within fifty miles of New York 
City. Full particulars first letter. Address 
787, care Boot and Shoe Recorder, 127 Duane 
» New York. 








If You Are a Shoe Manufacturer and 
Interested in Selling in New England, 
Read This 
A factory sales representative of long 
and successful experience among and 
practically complete acquaintance and 
contact with retail shoe buyers all over 
New England desires to talk with a 
manufacturer of medium to fine wom- 
en’s shoes who wishes permanent, in- 
telligent representation in this territory 
on a basis of complete mutuality of 

interest. 

The arrangement contemplated will, 
it is believed, prove of excellent advan- 
tage to the manufacturer. 

Full details will be placed in your 
hands by writing to the address below 
to indicate, without the least obligation, 
that you would care to receive. this 
information. Address B-470, care Boot 
and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











Lines Wanted for Cuba 


on commission basis. Fifteen years’ experience In 
= a a, a, ether American ref- 








wentats Cums Se c the best market me Sate 
tue tol themes We aceeat iy. 
in jon te dress B-330, 


te 


Shee » 207— St., Boston, 
Mass. 











AN OPPORTUNITY 
Salesmen wanted with a Shoe 


FOR RENT 





F ikst CLASS popular priced family shoe 
store, one of the best locations in Penna. 
City of 22,000 population, ¢ he clean 
stock, and reasons for Address 
B-453, care and Shoe Recorder. 207 South 
St., Boston, Mass. 


Boys’ and Youths’ 
Lasts for Sale 


A Western manufacturer has for sale 
an equipment of Boys’ and Youths’ 
Lasts, used only a few weeks, some 
never out of the bins. They consist of: 
UNIVERSITY, a Snappy Medium 
Brogue Last, sizes 12 to 2 and 2% te 6, 
widths B, C and D. 

COLLEGE, a Staple Round Toe Last, 
sizes 2% to 6, widths C and D. 
WHIZ, a Beautiful Modified Foot-Form 
Last, sizes 12 to 2, width D. 

ALL THREE LASTS MADE WITH 
CORRECTIVE BOTTOMS 
Equipment includes Wood Insole Pat- 

terns and Tree-Feet. 

If interested address B-441, care Boot 
and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 




















trade to carry side line of 
grade felt slippers. Resident men who 
can travel state in which they live. All 
territories open. Liberal commission. 
References required. Address K-770, 
eare Boot and Shoe Recorder, 127 Duane 
St., New York. 











OR RENT—Store. 100%, Richmond, Vir- 

ginia, 100%—Will bui a store to suit 
your business in the heart of the best retail 
shopping center of Richmond, Va. Heaviest 
traffic-bearing block, surrounded by our lead- 
ing department, women’s specialty and chain 
stores, or will lease you a department for your 
in a similar location. For further 





LINE WANTED 


GALESMAN of extensive experience and fol- 
lowing in New York, Philadelphia, and 
other large Eastern cities, open for connec. 
tion with ladies’ manufacturer of repute mak- 
ing medium or high-grade novelties. He is a 
good style man and can furnish the best 
recommendations from foremost retailers. Ad- 
dress K-789, care Boot and Shoe Recorder, 127 
Duane St., New York. 


EXPERIENCED SALESMAN for Southern 
territory. Wants line of women’s novelty 
McKays for case-lot business to the large re- 
tailers. Price range from three fifteen to three 
eight-five. Have efor following in this terri- 

r years. Can furnish best 


B-465, Boot and ghee Recorder, 207 South St., 
Boston, Mass. 


ANTED—Manufacturer’s lines of Men’s, 
Women’s, sw’ Children’s and Infants’, 
for Washington, D. North and South Caro- 
lina and Virginia. will open office May 15th in 
ing the well- 











sto 
ence as to ability and character. Address B-466, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Side Line 


Salesman traveling Georgia, 
Florida, Alabama and South 
Carolina, wishes to add non- 
competitive line to line of men’s 
better-grade shoes he is now 
carrying. Address B-467, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











information write Gordon E. Strause, Broad 
at Seventh, Richmond, Virginia. 


EXCELLENT LOCATION for rent in Erie, 
city of 128,000. Fifteen year lease; building 
20 x 100; located in same block with Erie Dry 
Goods Company. P. C. Cunningham, 704 Palace 
Bidg., Erie, Pa. 








FOR SALE 





. FOr SALE—One thousand pairs ladies’ high 


shoes, military heel, calf and kid—brown 
and black—for quick disposal of this entire 
lot will accept 75c the pair. Samples upon re+ 
quest. Address B-469, care Boot and Shoe Re- 
corder, 207 South Street, Boston, b 


GIMPLEX FOOT X-Ray Machine, cost $1000, 
in use one year, perfect condition. Make 
offer. The Style Shop, Ironwood, Mich. 


GHOE STORE—Atlantic City, N. J., location 
(next to busiest corner). Other urgent busi- 
ness compels sale at once. Stock, fixtures, 
lease, valued $10,000. Will accept half. Address 
Store, 1130 Atlantic Avenue. 


HOE STORES FOR SALE—Will sell both 

or either one. Located on main street of 
manufacturing town in Detroit. Wonderful Io- 
cation for live-wire shoe man. Established over 
10 years selling popular-priced and high-grade 
shoes. Our reputation in locality is known as 
a reliable store, and can also refer to manu- 
facturers who we buy from as to volume of 
business. Can show TS we turn stock _ 
ter than four times Good leases o 
— stores, stock is fresh. It It will take $15,009 

to $18,000 to handle both stores. not an- 
swer this ad unless you mean business. Ad- 
dress B-452, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


fr 1] 
FOR SALE 


A complete turn shoe factory in Brook- 
lyn. Two lofts—reasonable rent. Terms 
can be arranged for convenient pay- 
ments. For further information com- 
municate with Schoen Bros., Inc., 108 
Duane St., New York. 























WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N.Y. 

oan a kanal 4 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other oovehention. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO,, Inc. 
me 






# 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York 
Phone Spring s160-si6isi6e 








We bu and highest cash price 
for retail : me Ft mee om Bw of shoes or any 
other ise. Quantity no object. 

For 30 years our specialty. 


Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadwev,. Rronkivn 
Phone Pulaski 1798 














MISCELLANEOUS 


oa SALE OR RENT—Women’s Mc 
any, modern, well ted. Over 20 
of floor space. open 
Mlicd Inbor avaliable” Middle wast elty. A. 
B-455, care Boot and Shoe Recorder, 207 
Seuth St., ‘Boston, Mass. 
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MISCELLANEOUS 


MISCELLANEOUS 








WINDOW 
DISPLAY 
FIXTURES“ 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 


Send for Catalog and Prices 








CLICKER 
@ DIES 


% inch at 12 cents per 
running inch. 
1% inch at 17 cents per 
running inch. 

Minimum 15 inches 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 
we. ual we North 7th St. , 
NY 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 








PP THE CHICAGO 
and eee WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Mi. 














WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 


Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar OnKen CO. 
ineinwatiror” 


do not make 
erat Fixtures or etal Fixtures or Show ¢ 


ESTABLISHED I880 











ATTRACTIVE 
SHOE CARTONS 


*xclusive shoc trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


a 


77% LEXINGTON AVE 
BROOKLYN AN.Y 
GREAT | NOT « W >’ * 








MAX GLAUBERG 
436 Grand Street, mag York City 
We also purchase ing, hats, furnishing 
goods, etc. Dry Dock 0862 








Information for Shoe Merchants 


“Where = oy pe a source of 
knowledge so who runs through these 
pages may read—and learn. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates yy on application. For rates 
- Wants, For Sales, etc., see Want Page. 


7 procnntion is taken by the BOOT and 
SHOE RDER te avoid printing any 
ia? tie a oe re 
publishers reserve the right to reject 
advertising or reeding matter which is net ia 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
ty OFFICE: 224 my a Gee. 
W. R. Gill, Moneger, ae 
CHICAGO yo eg mi est Madison St. 
Leo Maine B. C. Bowen, Manager. 
ST. UIS OFFICE. 1627 Locust St. H. M. 
yl (B. C. Bowen, Manager). Telephone 
ve 
NEW YORK OFFICE: Room 101, Graham 
Bide., 127 Duane St. H. Walter Scott, Mana- 


HIA OFFICE: Room 616 Perry 
Paride — Le omy St. H. — 
ber of Com- 
Haverhill National Bank 
. Geo. W. R. Hill, Manager. 
ATI OFFICE: Second National Bank 
H. M. Bowen (B. C. Bowen, Manager). 
Canal 1560. 


OFFICE: 626 Powers Bidg. 
Rositer L. Seward, Western New York Rep- 
me Stone 1133. 


OFFICE: 
MILWAUKEE OFFICE 
B. C. Bowen, Manager), 
‘elephone Broadway 7887. 
ne OFFICE: William ." Daley, 
tment Bidg, 15th and K Sts., w. 
FFICE: 2 Rue des Italiens. i Hub- 


bard, Manager. 
LONDON OFFICE: P. V. Curtis, Manager 
1 ket, London, S. W., 1 England. 
FFICE: 439 Lit. Collins St., 


vis Manton, Manager. 
z ‘Willian Salzman, 
I. Adlergasse 12, Vienna, Austria. 
A: —— Aires, Rivadavia, 2721. 
P. Sabazzina, Gere 
BRAZIL: Gerente, John 8S. Fitch, 83 Rue 
General 88 Sob. 
CHILE: Santiago, Las Rosas 1128-1127, Otte 
Fuhrimann, Gerente. 
CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 





WANTED TO PURCHASE 








WANTED TO BUY SHOE STORE IN 
THE VICINITY OF NEW YORK CITY 








WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic information on current 
problems. 
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BUSINESS REVERSES 


Bakersfield, Cal.—William S. Choy & Co., 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Los Angeles, Cal.—Harry Stitch, 1414 E. First 
street, shoes, etc., reported assigned. 

New London, Conn.—Stanton & Cook, shoes, 
o— offering to compromise at 25 per 


oan Ind.—Otto Retter, 20 W. 17th street, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Welsh, La.—Rubin Smith, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Boston, Mass.—Mrs. Elizabeth Schwartz, 663 
Broadway, South Boston district, shoes, re- 
ported offering to compromise at 40 per cent. 

Natick, Mass.—Natick Shoe Co., shoe manu- 
facturers, reported petitioned or petitioner in 
bankruptcy. 

Worcester, Mass.—Max Sniderman, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Saginaw, Mich.—Nathan Sheyer, 2721 South 
Washington street, shoes, etc., reported pe- 
titioned or petitioner in bankruptcy. 

Bay City, Mich.—Leo Poll, Bay City Army 
Store, 610 Washington avenue, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Detroit, Mich.—Livernois Boot Shop, 9759 
Grand River avenue, shoes, reported offer- 
ing to compromise at 25 per cent. 

Hackensack, N. J.—Abraham Salton, Qualitce 
Shoe Shop, 131 Main street, shoes, rej orted 
meeting of SS called. 

Brooklyn, N. Y.—Lodin Shoe Stores, Inc., 
1690 Pitkin avenue, shoes, reported meeting 
of creditors called. 

Tip Top. Shoe Mfg. Co., Inc., 441 Blake 
avenue, manufacturers, reported meeting of 
creditors called. 

Dunkirk, Ny Y.—L. & W. Clothes Shop, 329 
Main street, reported petitioned or petitioner 
in bankruptcy. 

-~ N. Y.—Abraham Kushner, shoes, re- 

petitioned or petitioner in bank- 
pane wand 

Mrs. D. Silverstein, 520 Lenox avenue, re- 
ported meeting of creditors called. 

New York, N. Y.—lIsaac Steckel, 129 Second 

avenue, shoes, reported meeting of creditors 


ied. 

Jacob Weisberger Co., 1038 Westchester 
avenue, shoes, reported offering to compro- 
mise at 50 per cent cash. 

Fuquay Springs, N. C.—J. M. Goldberg, shoes, 
ete., reported petitioned or petitioner in 
bankru ruptcy. 

Smithfield, N. C.—Woodall’s, Inc., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Fremont, O.—Eugene L. Wasserman, shoes 
and repairing, reported petitioned or peti- 
tioner in bankruptcy. 

Philadelphia, Penn.—Joseph Shanefield, 7th 
and South streets, shoes, etc., reported pe- 
titioned or petitioner in bankruptcy, and 
receiver appointed. 

Columbia, S. C.—Nickerson’s, shoes, reported 
offering to compromise at 25 per cent. 


BUSINESS CHANGES 


Fordyce, Ark.—E. E. Harris, Harris Clothing 
Co., shoes, etc., reported sold or closed out 
business. 

Los Angeles, Cal.—Robert Nudelman, Nudel- 
man’s Bootery, 5167 So. Vermont avenue, 
shoes, reported sold out to Blank Rosen- 
blith Commission Co. 

N. Kosmos, 1804 Slauson avenue, shoes, 
reported sold out to Dominick Mandola. 

Hartford, Conn. aaa Shoe Store, shoes, 
incorporated res 

Bloomington, —Julius Abrams, Economy 
Store, shoes, etc., reported will be discon- 


Chicago, Ill.—William H. Kesten, Kesten Shoe 
Store, 3538 Irving Park Boulevard, shoes, re- 
ported liquidating. 

Max Rodnick, 1918 Milwaukee avenue, 
shoes, ete., reported succeeded by J. B. 
Levine. - 

Gold Shoe Co., 1545 Roosevelt road, in- 
corporated 

Louis Gotman, 1512 W. Chicago avenue, 
shoes, reported moved to Whiting, Ind. 

Dallas City, Ii.—C. A. Mendenhall, shoes, etc., 
agg succeeded by Ellison Dry Goods 


re. 
Maywood, Ill.—John Jenna, 1015 So. 17th ave- 
nue, shoes and repairing, reported sold or 
selling out. 
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oa Ill.—Kite Shoe Co., not incorporated, 
1400 So. 49th street, shoes, discontinued 
aera, moved to 2301 Madison street, Chicago, 


Fort Wayne, Ind.—Lorraine Bootery, shoes, 
incorporated $5000. 

Clarion, Ia.—Hugo Rohrbach, shoes, etc., re- 
tiring and liquidating business. 

Stuart, Ia.—Proctor Kein, shoes, etc., re- 
ported succeeded by E. R. Proctor. 

Belleville, Kan.—Duff & Moulton, shoes, etc 
reported succeeded by Strout-Gundy Cloth- 
ing Co. 
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Bangor, Me.—Guaranteed Shoe oe shoes, re- 
ported moved to Brockton, Mass. 

Lynn, Mass.—Fashion Shoe Co., manufacturers, 
Bernard Fierdman and I. Goldstein retired. 
Blooming Prairie, Minn.—Christian Mortenson, 
— aR reported succeeded by Fred Jur- 

gen 

ry "Falls, Minn.—Haagenson & Carlson, 
Home Trade Store, shoes, reported suc- 
ceeded by J. C. Muenzer. 

Brooklyn, N. Y.—Mrs. Lena Goldfarb, 419 
Livonia avenue, shoes, reported selling or 
sold out. 

Rubin Barsky, 1772 Nostrand avenue, 
shoes, repo: business to be discontinued. 

New York, N. Y.—Morris Sodickson, 2615 
8th avenue, shoes, reported sold or selling 


out. 
Melville Davis, 470 E. Tremont avenue, 
shoes, repo: sold or closed out business. 
B. J. Hoffman, 131 W. 45th street, shoes, 
reported succeeded by Hoffman Brothers. 
Thomas R. Walsh, Rutherford Shoe Shop, 
545 Madison avenue, shoes, reported sold or 
closed out business. 
Leopold Weinstock, 915 Dawson street, 


shoes, reported selling or sold out. 
& 





re 
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Schumacher’s Shoe Store, New Orleans, La. 


One of the Country’s Oldest Shoe Stores 


New Orleans, La.—One of the 
most interesting retail establish- 
ments, historically, is the shoe store 
of Frank M. Schumacher. This busi- 
ness was founded by Peter Schu- 
macher in 1852. Peter was the 
grandfather of Frank M. The first 
store was located at the corner of 
Royal and Esplanade streets, what 
was then the business center. Later 
the store moved into a larger store 
on Hospital street; in 1865, to 311 
Decatur street, the heart of the 
retail business in those years. A 
new four-story granite building at 
106 Royal street, near the corner 
of Canal, is the present home. 

It is claimed that more men pass 
this corner than any other place in 
New Orleans. Originally most of 
the shoes were custom-made. Many 
of Louisiana’s governors and other 


noted men have had their shoes 
made at Schumacher’s. Children, 
grandchildren and great grandchil- 
dren of these same men still trade 
here. 

The Creole last, which Peter 
Schumacher originally designed, is 
not to be found in any other store 
in the country. Features of this 
last are a rather short fore-part, 
very high arch and rather thick 
through the waist. Only plain toe 
boots are made on this style. It is, 
without doubt, the original rocker 
bottom effect, with the end of the 
toe a good half inch higher than 
the ball. This firm is the sole owner 
of these lasts and no one else is al- 
lowed to use them. 

Frank M. Schumacher, Jr., the 
fourth generation, is now associ- 
ated with his father. 
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BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H. 
Alden, C. H., Co., Abington, Mass. 
Athletic Shoe Mfg Co., Phila., Pa. 


Bates, A. J., Co., Webster, Mass. 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 
Blog Shoe Findings Co., New York City 
Brauer Bros. Shoe Co., St. Louis, Mo. 
Bridgewater Workers’ Co-operative Ass'n, 
Bridgewater, Mass. 
Brockton Co-operative Boot and Shoe Co., 
Broekton, Mass. — 92 
Brooks Shoe Mfg. Co., Phila., Pa. 96 
Brophy Bros. Shee Co., Boston : 9 
Burkley Shoe Co., Brockton, Mass...... 105 


Chippewa Shoe Mfg. Co., Chippewa Falls, 
Wis. sabibesinlibaanake 99 
Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin & Son, Inc., E. Weymouth, 
92 


Mass. . 
Commonwealth Shoe & Leather Ce., Whit- 


man, Mass. 92 
Craig, Reed & Emerson, Inc., Brockton 92 
Creighton, A. M., Lynn, Mass............... 2-3 


Cushman-Hollis Co., Auburn, Me. 38-39 


Dingley-Foss Shoe Co., Auburn, Me. 36 
Eiam, F. S., Shoe Co., Rochester, N. Y. 94 
Florsheim Shoe Co., Chicago, III. 29 
Ford, C. P., & Co., Rochester, N. Y..... 96 


Gardiner, H. K., Co., Pittsfield, N. H. 94 
Goding Shoe Co., Chicago, Ill. ‘ 24 
Greeley, A. W., Co., Haverhill, Mass. 105 


Hebert Shoe Co., Stoneham, Mass...... 11 
Howard & Foster Co., Brockton, Mass. 92 


Ideal Baby Shoe, Danvers, Mass. 26 
Laing, Harrar & Chamberlin, Phila., Pa... 96 
Lilly, Henry, New York City 92 
Lublin, Emil, Inc., New York City 66 
Martin, A. H., Rochester, N. Y. 94 
Metropolitan Slipper Co., New York City....93 
Mitchell-Welch Shoe Co., Lynn, Mass. 31 
Munree Shoe Co., Auburn, Me. 15 
Murphy, J. D., Shoe Co., Natick, Mass. 26 
Murphy & Osborne Shoe Co., Inc., Rock- 
land, Mass. 
Nettleton, A. E., Syracuse, N. Y. 
New England Slipper Co., Worcester, Mass. 
Nunn, Bush & Weldon Shoe Co:., Milwaukee, 
Wis. Front Cover 


Packard, M. A., Co., Brockton, Mass........ 92 


Paristyle Footwear Mfg. Co., Inc., Brook- 

lyn, N. Y. wassauapanelpiag ae, 
Posner, Dr. A., Shoes, Inc., New York City 94 
Powell & Campbell, New York City 94 
Ramsey, E., J., Co., New York City 6 
Reed, E. P., & Co., Rochester, N. Y. 68 
Reider Shoe Mfg. Co., Schuylkill, Pa. 
Reynolds, Bion F., Brockton, Mass. 92 
Rice & Hutchins, Inc., Boston 40 
Richards & Brennan Co., Randolph, Mass... 92 
Samuels Shoe Co., St. Louis, Mo. ......2nd Cover 
Schwartz & Herder, Inc., Phila., Pa............. 93 
Schwarz-Ruggles, Inc., Brockton, Mass. 98 
Shaft-Pierce Shoe Co., Faribault, Minn... 
Shu-Stiles, Inc., St. Louis, Mo. 
Smith, Wm., Sumner, Chicago, III. 
Stacy-Adams Co., Brockton, Mass. 
Stetson Shoe Co., So. Weymouth, Mass. 
Stickles, L. D., Co., Red Wing, Minn. 
Swan Shoe Co., Baltimore, Md. 
Thomson Crooker Shee Co., Boston .... 
Tober-Saifer Shoe Co., St. Louis, Mo. 
Toomay Co., The, Boston 
Tweedie Footwear Corp., St. Louis, Mo. 
United States Rubber Co., New York City 

28, 84 

Utz & Dunn Co., Rochester, N. Y. 7 
Walk-Rite Shoe Co., Inc., Brooklyn, N. Y..... 94 
Weber Bros. Shoe Co., No. Adams, Mass... 30 
Wessel, A. E., & Son, Inc., Camden, N. J..... 98 
Whitman & Keith, Brockton, Mass. 92 


HOSIERY 


Beaton, J. R., Co., Inc., New York City 93 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Company, Inc., 
Philadelphia, Pa. .... iad 76 
American Leather Producers, Inc., New 
York City 22-23 
Barnet Leather Co., Inc., New York City... 35 
Beggs & Cobb Co., Boston, Mass...... 95 
Cedar Cliff Silk Co., New York City... 32 
Creese & Cook Co., Boston, Mass......... 
Evans, John R., & Co., Camden, N. J. 
Everlastik, Inc., New York City........ 70 
Foerderer, Robert H., Inc., Phila., Pa. 72-73 
Gallun, A. F., Sons, Milwaukee, Wis. 16-17 
Hunt-Rankin Leather Co., Boston, Mass.....105 
Jones, F. E., Boston, Mass. ents ae 


New Castle Leather Co., New York City...... 88 


Rueping, Fred, Leather Co., Fond du Lac, 
Wis. plies erties ~aaainal ; 25 


Russell Mfg. Co., Middletown, Conn. 95 

Sehwarzenbach, Huber & Co., New York 
City 

Skinner, Wm., & Sons, New York City........ 97 


Standard Kid Co., Boston and New York... 4-5 


FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill. . 86 
Chicago Wire Chair Co., Chicago, Ill.............102 
Electric Window Salesman Co., Boston......... 94 


Manhattan Findings Co., New York City .... 93 
Meyer, Frank C., Co., Inc., New York City. 102 
Milbradt Mfg. Co., St. Louis, Mo. <Syeee 102 


Onken, Oscar, Co., Cincinnati, Ohio .............102 


Reynolds, Wm., Co., Providence, R. I............. 19 
Rublack, Emil, New York City 94 


Segall & Sons, Philadelphia, Pa. 
Success Furniture Corp., St. Louis & Kirk- 
wood, Mo. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Barbour Welting Co., Boston and Brockton. 65 
Earle Shoe Pattern Co., Brockton, Mass. 94 
Foley & Hallquist, St. Louis, Mo. peg 
Nu-Shine Co., Reidsville, N. C. seathiees, OG 


United Fast Color Eyelet Co., Boston 3rd Cover 
United Shoe Machinery Co., Boston, 
12, 106 


Whittemore Bros., Cambridge, Mass............... 66 


MISCELLANEOUS 
Atlantic Printing Ce., Boston, Mass...... 93 


Boston Shoe Style Show...... -.. 83-34 
Brooklyn Purchasing Syndicate, Brooklyn, 


Calderwood & Preg, Inc., Boston, Mass....-. 94 
Glauberg, Max, New York City...... 

Hotel Breakers, Atlantic City, N. J. 

Hotel Martinique, New York City 

Kalter Cerf. Co., New York City.................... 
Kirsch-Blacher Co., New York City 

National Association of Shoe Wholesalers, 


New York Export Purchasing Corporation. 
New York City shenesthoctee 101 

Tolman Print, Brockton, Mass. ....................... 93 

University Electrotype Foundry, Cambridge, 




















IES 


102 


May 16, 1925 





BOOT AND SHOE RECORDER 105 





If You Want Real Honest Value in Turns or Stitchdowns 
jes) for Infants, Children or “uv 


Misses 
_ See These ivade- Marked Lines 
Our stitchdowns have the appearance of Pay 
welts. The long wear completes the illusion. 
A complete run of sizes from infants’ to misses’. 
No. 1045 


One example of what a real turn can REIDER SHOE MFG. CO. This is the kind of a stitchdown we 


like to offer. 


2-3 WEEKS DELIVERY Schuylkill Haven - - - Penna. SEND FOR PRICES 





































Bx lity Boudoirs : 
Qualia: snes: | When in New York 


materials throughout. Leather or rub- 


ber heels. — and yy yA —— 
buy. ey are it to 
en and they are priced right. | IVE RIGH | at the 


Know them by trying them. 


A few pairs added to your 

store stock of shoes will ! 
prove beyond all doubt that 

a larger assortment will be * 


a paying investment. Drop 




















IN ae ‘ae eamaiee of HE next mane youvisit New York, 

STOCK — boudoirs.” I'll do the stop at th pular Hotel Mar- 

86 Pair Cases ee tinique. p ere ern, fireproof build- 

se puts Aili: euleind dhiuiiviicien. dadty ing, in the very midst of the shop- 

A. W. GREELEY ping, theatrical and business dis- 

58 Dolienn St. > « - Stavestill, Réess. “The Best tricts, the Hotel Martinique offers 

4 - x Without every convenience to the busy 
Extravagance”’ visitor. 

+ + .—~ — cs the a to are 

° as low as $2.50 per day. u reakfast 

45c—delightful table d’hote dinner at 

Fi n e Cal f Leath ers $1.25. Special luncheons are also served at 


the most moderate prices possible. 


Investigate the extraordinary service 
’ and economy of the Hotel Martinique, by 
Velvetta Calf— stopping here on your next visit. 
A. E. SINGLETON, Res. Mgr. 
Tuscan Calf— 


Russia Calf— HOTEL MARTINIQUE 
Affiliated with Hotel McAlpin 
Broadway— 32nd to 33rd Streets 

New York 


Manufacturers of 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 




















ON THE OCEAN FRONT CAPACITY 1000 


Che Breakers 


ATLANTIC CITY, N. J. 


AMERICAN AND 
EUROPEAN PLANS 


APPROVED BY 
MEDICAL MEN 


4s a sturdy support for the ankles of 
children and as & 


tated Foot Developer is unexcelled. 
Well known surgeons recommend its 


ase. 

Make your stock of 

rons children's shoes com- 

WENTILAT! plete by sending your 
order 


PATENTED today. 
Phone Brockton 2188 
for immediate action 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 





SEA WATER 
IN ALL BATHS 








Orchestra 
Afternoon Teas 
Therapeutic Baths 








Fire-proof Garage 







JOEL HILLMAN, 
President 











When writing to advertisers please mention Boot anv Suox RecorpEr 
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USC 


Tack Cutting 
Nippers 


Four thoroughly dependable 
nippers for tack cutting are G/C, 
Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
-isfactorily its specific purpose. 

The GAC Tack Cutting Nipper, 
which is probably the most gen- 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound MANCHESTER 
construction. 
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BERNARD 


Shs Tl) 





These nippers are made for cut- 
ting tacks only. There are other 
nippers in the G/€ line suitable 
for heel nails and the like. 





United Shoé Machinery Corporation 





' i 
BOSTON, MASSACHUSETTS ; 
Auburn, Me. 87 Main Haverhill, Mass. 145 Essex Milwaukee, Wis. 258 Fourth Philadelphia, Pa. 221 North 13th 
Brocktor, Mass. 93 Centre Johnson City, N.Y. 276 Main New Orleans, La. 216 Chartres Rochester, N.Y. 130 Mill i 
Chicago, Ill. 18 South Market Lynn, Mass. 306 Broad New York, N.Y. 37 Warren St. Louis, Mo. 1423 Olive 
Cincinnati,O. 708 Broadway Marlboro, Mass. 11 Florence J.K. Krieg Co. N.Y. 39 Warren San Francisco, Cal. 859 Mission 
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Cope mie ire tance naga ne " 
IE, CS et Pecan OP ONE te erasers aint ae 


3 No. 6059R—One of the Newest of & 
Be § _Fe Bi 
E the Grover In Stock Lines ee 
ea va 
be COMPANIONABLE, useful style for all-round as 
a 3 wear. A new pattern, a new last. Comfortable, good Bi 
EB , to look at. Just the thing for your late spring and summer wh 


trade. We can ship it today. 





It’s a black kid two-button strap. New No. 218 last. 


Lda okt et ae A 
Ba a See 








i t Modern round toe, short forepart. Perforated quarter, 

B- vamp and imitation tip. Turn sole, 13/8 heel with rubber 
a top. | ‘ 
pt Al ; , ' 
Fes IN STOCK: AA, 4% > hens Oe 10 bis 
b j B, 3 to9; C,2%to9; D, 2% to?9... ~ Bi. 





4) J. J. GROVER’S’SONS CO., Lynn, Mass. 
**Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 


Kesner 
NEW YORK OFFICE 5 North Wabash Avenue 
Marbridge Bidg., 47 W. 34th St. Corner Madison 
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Levor’'s Whitest Whites reflect the 
full glory ‘and beauty of white foot- 
wear at its best. Season after season 
they meet with increasing demands. 


Always popular—always right. 














Boston Gloversville New York 
yy 
— Ve DISTRIBUTORS 
= Ed. Zohrlaut, Milwaukee 
=— Sz — 2 N. W. & A. L. Fried San Franci 
= So = pmah A. S. Patton Leather Co., St. Louis 
—s ‘+ pea oe G. W. Newman Leather Co., Cincinnati 
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JOHN W. CRADDOCK 
Chairman of the Board 


CRADDOCK-TERRY COMPANY 
Lynchburg, Va. 
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HEN he was 
a young man 
John W. 


Craddock, now Chair- 
man of the Board of the 
Craddock-Terry Com- 
pany, discovered a 
great truth. It was this: 
“To do any uplifting, it 
is necessary to get under- 
neath.’ Only men with 
the modesty of great- 
ness are big enough to 
discover that truth and 
put it into action. 

Mr. Craddock and 
his associates have had 
the spirit to get under- 
neath and lift into ex- 
istence a consolidation of ten great shoe 
factories now turning out $20,000,000 worth of 
men's, women’s and children’s footwear each 
year and pricing it so that merchants may sell 
the entire output at a fair profit. 

Since 1889 the genius of John W. Craddock 
has been underneath and behind, steadily 
planning, forming and pushing to the front 
the vast enterprise he was building. Today it 
stands squarely on its own reputation—Crad- 
dock-Terry Company, landmark in American 
shoemaking. 

Mr. Craddock is not and never has been a 
““‘reformer."’ He is and always has been a 
‘‘Former."’ He starts four-square—and carries 
through. He helped formthefirst shoe factory in 
the Southland. Heformed its first working force 
from the natives of Lynchburg, Va., and the 
South and has always strictly maintained that 
family spirit in his factories. He formed of his 


THE MODESTY OF GREATNESS 


“Concentration 
ya" 


Co-operatton”’ 


“FT‘HAT means simply this: Ten 
Craddock-Terry Specialty Fac- 


tories —each the best of its grade. 
Each factory simplifies the mer- 
chant’s task — increases his turn- 
over—cuts down his loss and gets 
his profit on the right side of 
the ledger.” 


John W. Craddock. 





CRADDOCK-TERRY COMPANY, LYNCHBURG, VIRGINIA 





loyal employees a stock 
company and allowed 
400 of these employees, 
from stock boys to sales 
managers, to buy and 
hold 75% of the stock 
of the Craddock-Terry 
Company. 

He formed at the 
very beginning a creed 
of quality and work- 
manship which has be- 
come part and parcel 
of the Craddock-Terry 
business and _ reputa- 
tion. The personal in- 
tegrity of John W. Crad- 
dock wrote that creed 
and it is fabricated into 
every pair of Craddock-Terry shoes. And he 
has had a major part in the formation of a 
wide system of distribution which allows 
merchants everywhere to secure the Craddock- 
Terry brands as and when they will. 

Nestor, having outlived three generations, 
was reverenced among the Greek heroes before 
Troy for his wisdom, justice and knowledge of 
war. John W. Craddock, Nestor of all leading 
shoe manufacturers, is respected wherever 
shoemen gather for his wisdom, justice and 
knowledge of business. They pay this respect 
when they say, in the vernacular, ‘‘John 
Craddock—always just about three jumps 
ahead of the game!"’ 

Yet if Mr. Craddock were asked to define his 
own character and success, he would probably 
paraphrase Carnegie’s epitaph, written by 
himself, and say: ‘‘Here is a man who was able 
to enlistin his service men better than himself."’ 
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for The Young Bloods— 


PLENTY OF SPEED MEANS MORE SALES 


Those fellows who buy often will take to these styles at once. Show them in 
your window and lead the style parade. 


4 BIG NEW NUMBERS IN STOCK 








SOME BALLOON! STORM WELTS 
OUR LATEST SPEEDY STYLE 








No. 781 Golden Tan Calf $A .35 
No. 526 Collis No. 85 Tan Calf $A .90 Ne. 783 Black Calf 4, 
No. 527 Imp. Black Calf Hy-Way (119) Last 
Balloon (131) Last Soft Toe 
Soft Toe Tan Storm Welt; Rubber Heels 
Goodyear Rubber Heels B, C, D; 5% to 10 
B, C, D; 5% to 10 No. 782 Chestnut Brown Calf $4.15 





SOFT TOES 
DOUBLE SERVICE 
CREPE SOLES IDEAL FOR SUMMER 


No. 785 Golden Tan Calf 50 
Sandy (123) Last A, $4,-15 
Brass Eyelets No. 789 Black Calf 
Soft Box Toe Hy-Way (119) Last 
Crepe Sole and Heel Soft Box Toe 
B, C, D; 5% to 10 Rubber Heels 
B, C, D; 5% to 10 


No. 788 Golden Tan Calf 








Ask for Complete Stock Catalog 


Diamond HhozS 
196 CHURCH ST., NEW YORK 
All factories: Brockton, Mass. 





—S)y =» 
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: WITH WARM WEATHER COMES 
| THE DEMAND FOR WHITE SHOES 


| And As Was to Be Expected We Have 
IN STOCK the Style for the Occasion 















Style B 1449 F Price $5.00 


Net 30 Days 
Telegraphic Code Word “Walrus” 


Women’s White Kid one-strap Emir pump, perfora- 
tions on vamp and quarter, McKay sole, Alcazar 
last, 2-inch covered Spanish Louis heel. 
AA,5 to8 B,4 to8 
A, 4% to8 C,3% to7% 


a 








‘““WE STOCK THE STYLES 
THAT STIMULATE SALES”’ 








oe Send for Catalogue “Ra 





Our styles are constantly changing but our quality re- 
mains the same. We know that buyers depend upon us to 
furnish shoes that can be depended upon, and we don’t 
intend to disappoint them. Our reputation for making good 
shoes is to be lived up to rather than rested upon. 


UIZ # DUNN CO. 


ROCHESTER, NEW YORK 


——- 








i, 
{ 


(i 


DENVER OFFICE pd barn’ sitet LOS ANGELES OFFICE 
218 Charles Buildin Bush Terminal Sales Buildi 706 Forrester Building 
TIGER @ Ment a 130-132 West 42nd St Roorn 1584 6.C. McATEE 


Representatives F.LARMSTRONG, Representative Representative 


—_— ein oes 
TITITIITLIII 111) eee ee SOMMER ITI 
q (COO OS ESEY: 74¥¥, Oo NIM Dy 
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The shoe man who is aware that 

fashion now depends almost wholly 

on color, cannot go wrong if he uses 
New Castle colors. 


Cet atterns having been disregarded in favor of 
plainer effects, style individuality now depends largely 
upon, the leather colors used. 
If you use New Castle colors you will be sure of two things: 
1.—That the colors are authentic, 
2.—That they are not to be imitated in less expen- 
sive skins. 


Only the choicest raw stock that grows processed by the hands 
of skilled New Castle craftsmen can give the true New Castle 
color subtlety and distinction. 


Fall Colors Recom- 


mended by the Joint cNew la stle Colors Number 


Styles Committee: 


sows ef ALJTUMN BLONDE» 


BLONDE 


moa 4 INDIA TAN 98 
roewooo © 4 ROSEWOOD 


“mown” = HARVEST BROWN ~ * 
‘a +4 ROYAL BROWN 
“oar * NATIONAL GRAY _ » 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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Get in the Swim with the Shu-Stiles 


BOARDWALK 
BEAUTIES 


The Smartest Whites of the Season 


REN'T they clever? They're just as good as they 

CY | look, too. We have created these three dainty 
models so you can dominate the White Footwear 
business in your town. And you can want ‘em quick, 
too, for that’s the kind of service we give. Read these 
descriptions, get your order in the mail or wire today. 


3342 ... Sweetheart .......... $4.25 
Allover white Levois Cab., beautifully cutout and 
stitched. Full 16/8 covered spike heel. Widths BandC. 
3341 . Same as above,with 13/8 Cuban heel . $4.00 
3340 . . Same as above, with 9/8 flat heel . . $3.85 
2160 .. - Diamm ccc ccc cccce ce GOO 
Allover white Levois Cab., with cutout collar and smart 
white buckle. Covered 15/8 Louis heel. Widths BandC. 
2161 . Same as above, with 13/8 Cuban heel . $3.50 
5268 ... Boardwalk ......-2.+ + $3.85 
Allover white LevoisCab., with cutout collar. Full white 
French corded. Covered full 16/8 spike heel. Widths B,C. 
5269 . Same as above, with 13/8 Cuban heel . $3.85 


These exclusive creations of Shu-Stiles, Inc. 
are guaranteed exactly as illustrated and de- 
scribed. They all have feather-weight flex- 
ible soles and are all white leather lined. 


OUR SLOGAN © 
Say It W ith Sizes For Immediate Delivery 


We have live styles while they're “‘hot’’. We have the 
quality. We know the retailer's problem therefore we 
know the necessity of quick action. And we send 
mats free of charge with every order on request. 


BOARDWALK 
5268 


aes 


~ 


The Fastest Growing Shoe House in the West 
SHU-STILES, Inc. * ” 1422 Washington Ave. » » ST. LOUIS, MO. 


When writing to advertisers please mention Boot AND Sor RecorvER 
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Taylor-Made Shoes With 
The Armstrong Box 


2 HE Taylor Shoe Company, of Brockton, Mass., 
appreciates the sales value of improved findings 
in the shoes it makes. 

It features well-known leathers, eyelets, and soles. 
And because many Taylor-mades have the Armstrong 
Cork Box Toe this point is emphasized in Taylor 
advertising. 

The Armstrong Cork Box Toe is a real talking and 


Armstrong Cork Company, 


Shoe Products Division, 


selling point whether to the man who buys the shoes 
to sell or to the man who buys the shoes to wear. 
A good flexible box with springiness sufficient to retain 
indefinitely the style lines of the shoe pleases both 
retailer and customer. 


Add new selling points to your shoes by having 
them come through with Armstrong Cork Boxes. 


Lancaster, Pa. 


Branch Offices 


50 Church St., 
New York City. 


408 North Third St., 


197 South St., 
Philadelphia, Pa. 


Boston, Mass. 


1017 Broadway, 320 West Randolph St., 
Cincinnati, Ohio. 


204 South Third St., 


Chicago, Til. St. Louis, Mo. 


mstrong 


Circle 


Cork Box Toe 


B 22 
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‘One good turn 
sells another’’ 











FF 
«Made in Black Satin or in 


66 ‘Nannette”’ “ any desired fabric or leather 


combination. 








(e=2 





E BELIEVE the opportunity for shoe merchants 
Aq to enroll new customers is greater today than 

Wie ever, if they will meet the thousands of women 

Every BLISS & who are searching for value in shoes as they used to 


PERRY Turn has a find it. 

ee) wens tresten We cannot make enough BLISS & PERRY shoes to#* 
tubular steel shank ‘ 

sable renders it practi- begin to satisfy the demands of such women. But 
cally impossible for the what we can make will surely enable the merchants 
arch to break or warp who sell them to acquire many new and firmly abiding 


out of place. customerts. 


BLISS & PER.R-Y COMPANY 
Makers of WOMENS TUR:NS Exclusively» 
| NEWBURY POR.T, MASS. 








P. OUR SHOES ARE MADE ‘FOR RETAILING at from EIGHT to TEN DOLLARS as 
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Sold all over the World : 
CALF has made a hit! 


Those who have seen 
it are enthusiastic over its pos- 
sibilities in Fall Footwear. 


Made in Milwaukee— (Cate tas LOTUS 


It builds character into a shoe. 
Its rich golden brown tone 





which is distinctively different 
from all others, will please 
fashion’s demand. 


CORONADO LOTUS CALF 
is Chrome tanned and board- 
ed, and possesses the qualities 
which have made LOTUS 
Leathers renown. Write for 
a sample cutting today. 
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PIED PIPER w'stcc. 


For over ten years the Marathon Shoe Co. has designed and built sandals for foremost quality 
stores throughout the country. In these Pied Piper Sandals merchants are offered surpassing flexibility, 
smoothness and long wear. 

Pied Piper Sandals are built on specially designed sandal lasts (not boot lasts). As a result they 
have the reputation for being splendid fitters. The lasts are Foot-form Nature-shape, having full 
standard measurements. And Pied Piper Sandals have always been built in whole and half sizes (not 
merely stamped that way.) 

Pied Piper Sandals, like all Pied Piper Shoes, are made by the Pentler & Short Patented Improved 
Welt Process—THE GREATEST TRIUMPH IN PRESENT-DAY SHOE MAKING. They have one- 
piece solid leather insoles, best quality flexible oak bend leather outsoles. Made solid leather throughout. 
Uppers are of finest tannages. 





PIED PIPER TWO-STRAP BUTTON SANDAL 


A good looking number that does the work of a 
dress slipper or sandal. Made with leather counter 


pockets. 
IN STOCK, D WIDTH 

No. 9222—Brown Kip, 5% to 8....... ; $1.85 
No. 9223—Brown Kip, 8% to 11 2.10 
No. 9224—Brown Kip, 11% to 2... 2.35 
No. 9212—Smoke Elk, 5% to 8 1.85 
No. 9213—Smoke Elk, 8% to 11 2.10 
No. 9214—Smoke Elk, 11% to 2 2.35 





















B, C and E widths, as well as this same pattern in white 
elk and patent leather made to order. 


PIED PIPER ONE-STRAP SANDAL 


With Button 
IN STOCK, D WIDTH 
Sizes 2 to 5 
No. 8471—Patent v a 


No. 8481—Smoke Elk ............ —e 
No. 8451—White Kid .... i: * 




















With Buckle 
IN STOCK, D WIDTH 
Sizes 5% to 8 
No. 870—Patent r .... $1.75 
No. 880—Brown Kip . 1.65 PIED PIPER TWO-STRAP SANDAL 
IN STOCK, D WIDTH 
No. 8382—Brown Kip, 5% “ hy . No. 8072—Smoke Elk, 5% to . - 
a . 
No. 8383—Brown Kip, 8% to 11 No. 8073—Smoke Elk, 8% to 11 
POS PAs No. 8884—Brown Kip, 11% t3"" No. 8074—Smoke Elk, 11% to 2 
High shoes, boots, hicuts, oxfords, - pom So. “3a 25 7 eee — $2.25 
straps, cut-outs, —a- a oueg=<arome Patent, leather ned throughout, ox te it v2.8 
a oe P . 8364—C tent, leather lined throughout, 11% to 2.... F 
Little infants, infants, children, No. 8365—Chrome Patent, leather lined throughout ing girls’ 
: b ¥ growing girls 
misses, youths, growing girls. sizes, 2% to 8, IN STOCK B, C AND D WIDTHS, 
- I I nd. .51: 5s onanclacoantoushececianedtodes iecestnectonodes 3.15 
al ie eeeden mae a8 vebee WRITE FOR IN STOCK CATALOG 
7 * . 
See this wonderfully attractive 
Pied wigs line before placing your S 
fall business. 
WAUSAU WISCONSIN 
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y Study Your Customer 

















Put Yourself in Her Place! 


Tux what sHE thinks—KNow what sHE knows, reads, hears, and feels about shoe 
service, and QugEN Qua ity shoes in particular. When you associate with your store 
the acknowledged consumer-goodwill of QUEEN Qua.Liry—the result of CONTINUED 
CONSUMER-CONTACT through the Trade Mark, and the ABILITY To SATISFY HER in her 
choice of footwear—SueE will prove to you the advantage of CONCENTRATION on 


The Best staouis Shoes in America 
THOMAS G. PLANT COMPANY 


Famous Shoes for Women and Young Women 


Y Po a oo ea ££ 
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Means Something to Her 


Sue knows the name and standing of QuEEN Quatity shoes. All her life she has read 
QuEEN Qua.ity advertising in her favorite magazines. If she hasn’t worn them herself 
her friends have. She is already sold on QueEN Quatity. If you stock QuEEN QUALITY 
shoes AND LET HER KNOW IT— 


She Will Walk Into Your Store 
Instead of Walking Past It 


Retailers of QUEEN Qua.ity shoes find this powerful consumer-contact already built up 
for their advantage through many years of cumulative effort on the part of the makers. 
You may spend years and thousands of dollars and yet fail to secure an equal result. 


By concentrating on QUEEN QUALITY for your greatest volume and turnover you can avail 
yourself, Now, of the force which 


Attracts and Holds Customers Loyally to You 


—the power of QUEEN QUALITY shoes and service developed and maintained through 
the CONSUMER-CONTACT and the name which LINKs THE CONSUMER TO YOU. 


BOSTON 30 (Vtrerice ) MASS, 
Famous Shoes for Women and Young Women 


——— — ee eee 
SSF FF SRO SS SS FT ENS SSeS 
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Color § upremacy | 


CHESTNUT 
BROWN 


GOLDEN 
BROWN 


OAK LEAF 


CARAMEL 








TITIAN 
RED ASH 
THIRTY-ONE 


CHOW 


Kid 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 
22 N. sth St., Philadelphia 
Tanneries 
Wilmington, Del. 





“Every L. Miller Agency 
IS SUCCESSFUL!” 


An I. Miller dealer who wants a full share of 
business or a proper margin of mark-up may 
call on one of the greatest shoe makers and 
merchandisers the industry has ever known. 


Take the one advantage he secures in the 
I. Miller Stock Department. Never before 
has so huge an in-stock investment been made 
by a manufacturer in style shoes of high 
quality. With this stock department, plus a 
sympathetic understanding of retailing pro- 











blems, I. Miller affords a merchandise service 
that enables the retailer to handle a quality 
line---at a LOW investment in stock with a 
HIGH rate of turnover. 


The new magnificent factory where this 
season's shoes have been made now provides 
a greater Stock service on those principles 
which Have brought success both to I. Miller 
and his exclusive agenéies. 


The following pages show the type of shoes 
which makes I. Miller stock service UNIQUE. 





MINUETTE — Patent WINDERMERE — Patent 

Leather $7.50 Leather, New Metal 

Black Satin $7.00 Buckle 7.75 

Tan Calf $7.50 Black Satin, New Metal 
Buckle 7. 

Tan Russia Calf $7.75 


RIBBAND—Tan Calf 
with Tan and White 
Batik . $8.75 


CURVINNE — Doeskin in 
Colors, Lagoon, Blue, 
Waterfall Green, Jonquil 
Yellow and Mayflower 
Pink, Junior Heel....$9.00 


You will recognize many of these patterns as the 
outstanding successes of the season. But did you 
know they were carried IN STOCK by their creator 
subject to your order at a moment's notice? Did 
you know that there was no need to WAIT for 


them---or to buy a long line BEFORE they proved 


MINUETTE — Waterfall to be good sellers? Who but I. Miller would do 
Doeskin, also in Lagoon 


Blue, Jonquil Yellow and it? Batik--in stock! Alligator--in stock! I. Miller 


ae Ray eo? was first to present Blonde Satin---and it was IN 


STOCK before many shops had a pair! The same 
with Fallow Satin and Cinder Satin--- yes, they're 


IN STOCK---and now Doeskins, delicate Doe- 





‘ 


OPERA — In silver bro- 
cade, high or low Spanish 
heel $8.25 
Same in gold $8.25 
Same in white satin.$7.75 
Silver and gold kid, high 
heel $9 .75 
All bead edge, turn sole 





CURVINNE—W hite Calf, BA TEAU — Blonde SADDLETRIM—AIi Pat- 
Light Welt Sole ........$7.75 <uasnatunaunninG.50 ent Leather, Light welt 
White . Buck, Imitation White Kid Sole 

Wing Tip, Light Welt Tan Russia Calf. Lig 
Sole $7.75 Wal tele $6.25 
Patent Leather and Tan 


Russia, plain toe 








PIROUETTE 
Vo. 91-18—Silver Brocade 
anklette, bead edge turn, 
Spanish Heel; Widths 
AAA to C 7; 











WINDERMERE —Cinder INTERLOOP—AIll Patent 
GreySatin withBlackBraid- LeatherLight W eltSole$7.75 
ing, Beaded Buckle... $8.75 Black Kid, Brown Kid, 
Patent Leather, Beaded J White Calf. Light Welt 
Buckle $8.50 Sole, $8.00. Tan Russia 
Black Satin, Beaded 4 Calf. Light Welt 


Buckle . $8.25 OX. Sole $7.75 


Blonde Satin, Beaded _ 
Buckle $8.75 Ce” 


a 


x. 4 


CARMEN — Patent 


. Leather $7.50 
* Black Satin $7.00 
/ “sl CS Blonde or Fallow Satin$7.75 

Ae 
; j Cf CURVINNE — Doeskin in 
Colors, Lagoon, Blue, 
Waterfall Green, Jonquil 


Yellow and ni aeons 
: ‘ Pink, Junior Heel 9.00 
skins, for those few women who will pay ’ most 


anything--- who but I. Miller would stock them? 
An achievement, this, almost beyond belief when 


you count the element of quality. 


There is not a retailer in the country, with one or 

two exceptions, who cannot cover every need of MINUETTE — Waterfall 

his hist —y ‘th tl I. Mill F Doeskin; also in Lagoon 
is higher priced business with the I. Miller line. Blue, Jonquil Yellow and 

There is hardly a retailer who cannot make real Mayflower Pink .......$8.75 


money in I. Miller Shoes. 


A few cities are still open. Are you the right man 
to close one of them? -:- -:- -1-) st ste) te) st 


POINTAB—Patent 
Leather, Perforated. Light 
Welt Sole $7.75 
Tan Russia Calf, Perforat- 
ed. Light Welt Sole....$7.75 





A 


eS _ ya be 


WINDERMERE —White CARMEN—White SPIRELLA—AlI Black 


Kid, Junior Louis, Cuban Kid nh Te” orem S 


Heel, Turn Sole........$8.75 

CURVINNE — Patent 
Leather with Grey and 
White Batik, Turn Sole, 
$8.50. Patent Leather 
with Brown and White 
Batik, $8.50. Tan Calf 
with Brown and White 
Batik, $8.50. 














gas, Y 
-in brocades 





What I. Atiller Agencies} 
Say of 
I, Miller Advertising 


“Copy received today. Highly delighted. Opening date 
January fifteen. Your copy fills wants completely. It 
is greatly appreciated”’. 


“The advertisement you sent us produced wonderful 


results... . best week we have had since our business 
” 


opened 
“We have gone over copy furnished for Spring shoe ad- 
vertising and are unanimous in declaring it the best ever’. 


I. Miller advertising---like I. Miller shoes---has been a 


departure of radical nature from all shoe advertising. 


It combines the elements of SELLING and STANDING 
to a perfect degree. It has WORKED, as the I. Miller 
success during the hard shoe years has shown. 

I. Miller advertising methods are an open book to 
I. Miller agencies. Every successful innovation tested 
in his own Stores is given to his dealers. 
No wonder I. Miller agencies are successful. No wonder 
there is a waiting list in many cities for the I. Miller 


agency. No wonder dealers are writing in every day, 
saying, “Is my city open?” No wonder, also, that 


I. Miller wants the best dealer in each city---for his 
proposition is big enough to attract the big merchant. 


I. MILLER & SONS 


Harris and Ely Aves., Long Island City 


, + ose with it 


(Courter 


of smartest 
silhouette 


Here is a smart little 
model, which al- 
though only recently 
presented by 
I. Miller, has made 
a leading place for 
itaelf im the aty! 
procession for Spriy 


DEALER'S N 
ADDIE: Ss 


Sie ee Sahebene 


o* 
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F you can point to Goodyear Wingfoot Heels when 

you are selling a good pair of shoes, you have clinched 
the guafty argument right there. More of your cus- 
tomers know Goodyear Wingfoot Heels than any other 
kind. More of them walk on Goodyear Wingfoot 
Heels than on any other kind. They recognize instantly 
that the manufacturer has equipped these shoes with the 
quality heels that wear longer, fit better and look better. 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


ENGEOOT 
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Light welt “Step-in” 





Here Comes Good News! coor son. ts Shoes” 


LArE AND ADLER salesmen whose names you see reer rae 

here are now in their territories with a cheering, ' Dickerson, 
ag message for every retail shoe man whom Geeeae 
they visit. LaBonte, 
When you see this season’s beautiful new line of smart Lee, 
light welts and turn-type McKay shoes and find out EE ciie 
their low price, their long profit possibilities, you, too, " MeNierney, 
will surely say “Good News.” Thomas, 


° —T Thomason, 
Lape and Adler shoes are irresistible to women—they Talbott, 


are as close to their hearts and sell as fast as the fam- and Van Hoesen 
ily newspaper—Good News in Shoes, indeed. 


Better write or wire for definite appointment 





THE LAPE AND ADLER CO. 


Makers of 
“The L & A Shoe”’ 


COLUMBUS, OHIO, U. S. A. 





When writing to advertisers please mention Boot AND SHor RecorveR 
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Covering the Style 
Requirements 
for 


Summer and Fall 


HOLLYWOOD | 1925 


(tan) 

















SANDALWOOD 


(tan-brown) 











NACO is the ideal leather 
for light-weight shoes 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 











When writing to advertisers please mention Boot anv Snort Recorver 
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“Vanhly POW 


STEP-IN 





Matching the Mode 
in 
5 Different Colors No. 1093 Hand Turn 


No. 1090—Black Satin Steel Beaded Bow, 13/8 No. 1091—Patent Colt, Steel Beaded Bow, 13/8 
Cuban Heel $4.85 RID I Sncicenacecchtencechpsqgeiecsct . 4.85 


No. 1092—Moonstone Satin (Light Grey), Steel No. 1093—Gun Metal Satin, Steel Beaded Bow, 
Beaded Bow, 14/8 Dutch Louis Heel 5.00 14/8 Dutch Louis Heel es . 5.00 


No. 1094—-White Kid, White Iris Beaded Bow, 
13/8 Cuban Heel Peete 


The styles illustrated here are original creations de- 
signed and styled to lead retailers into a safer, saner 
market of beautiful, high-grade turn shoes that will 
bring volume turn-over at minimum risk. 


IN STOCK 


No. 1072 Hand Turn for 


No. 1075 Hand Turn 


No. 1075—Aufait Brown Satin, Gold 


No. 1072—Aufait Brown Satin, Topaz IMMEDIATE and Bronze Beaded Buckle, 14/8 Dutch 
Button, 14/8 Dutch Louis Heel....$4.85 Louis Heel 


No. 1073—Black Satin, Emerald But- DELIVERY No. 1076—Black Satin, ‘Steel Beaded 
ton, 14/8 Dutch Louis Heel $4.85 Buckle, 14/8 Dutch Louis Heel.... 4.85 


POWELL & CAMPBELL 


122-124 DUANE STREET, NEW YORK CITY 














When writing to advertisers please mention Boot anv Snort Recorver 
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Shee by I. Grossman, Inc., Chicago 3 
Circle shows actual size of grain 


Shade No. 


A Calf Leather with ie Graining 


As a dress shoe upper leather, used in combination with patent or 
any contrasting trim, this new grain calf is especially commended 
to dealers who pride themselves on their style leadership. 

As an all-over leather for golf shoes (men’s as well as women’s) it 
is ultra modish and practical. 


Available for orders placed now. 
Specify it. 


Swatches On Request 
FRED RUEPING LEATHER CO. 


Fond du Lac - - - Wisconsin 
Branches Boston Cincinnati Milwaukee St. Louis New York 
Chicago SanFrancisco Montreal Northampton, England 





Every Year Is A Calf Year With Rueping 
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PARACORD SOL 


EASY TO WEAR — HARD TO WEAR OUT 








They've gone 


A DISTANCE equal to that between 
New York and Yuma. That’s how 
far Arthur Vincent Roth, famous 
walker and Marathon runner, has 
hiked in a pair of shoes with Para- 
cord Soles. 


Yet he states, ““The Paracord 
Soles are little worn, still in good 
condition and I expect to get many 
more miles out of them before 
repairs are needed.” 


Before he learned of Paracords 
he wore leather soles. At the end 





2300 miles 


of 1200 miles those leather soles 
were usually completely worn out. 


Paracords are already on over 
two million pairs of shoes. Noth- 
ing like them for durability and 
comfort. Tough, yet flexible. 
Won't crack or harden during the 
life of the shoe. Moulded shank 
to fit the last, insuring better arch 
support. 

Insist on Paracord Soles on the 
shoes you buy and build a shoe busi- 
ness that stays with you. 


Write for further information 


THE PARACORD COMPANY, INc., Johnson 





When writing to advertisers please mention Boor AND Suor Recorper 
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Fahy 


SHOE 

















“Arch Solace” Shoes In Stock 


These three orthopedic styles combine neat, trim appear- 
ance with rea/ foot comfort. Made on a guality basis. 


The growth of our “Arch- We carry these styles In 
Solace” trade indicates Ps Stock to help our trade ob- 
that these foot corrective ha tain quick service on these 
shoes have merited the F shoes that mean so much 
confidence of our  cus- to those who are buying 


tomers. for foot comfort. 


No. 102—-Dongola kid three-strap, made on 139 last 
with 12/8 rubber heel. Price $4.10 


No. 100—Dongola kid oxford, made on 134 as No. 101—Dongola kid oxford, made on 139 - 
with 11/8 rubber heel. Price............... $4. with 12/8 rubber heel. Price.......... 41 


Sizes AA, 4%-9; A, 4-9; B, 3%-9; C, 3%-9; D, 3-9. 


When writing to advertisers please mention Boot AND Snot RecornpER 
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““PRIMO SHOES” 


Mean Profit * To You! 


BECAUSE 
They Are Styled Right—They Are Made Right 


and most important of all 


THEY ARE PRICED RIGHT! 


Once You See Them, You Will Want Them! 
Come and Pay us a Visit when in New York 


THE PRIMO SHOE MFG.CO., Inc. 


BROOKLYN, NEW YORK 


New York Sales Office: 
CHAS. S. HEATH Room 959 Marbridge Bldg. M. M. MASIA 


*‘Beautiful Shoes at Reasonable Prices’’ 














PEA PAPA DA PAA DDL 





Stability Is A Powerful 


Salesman 


UIRON MADE We have been building reliability 
into WEBER Shoes for over 
thirty years. 


To Retail At 
Ss.00 to $7.50 


Such Quality Permanence is a most 
powerful maintainer of confidence, 
which shoes cheapened to meet a 
west can never equal. 


Weser Bros. SHok Co. 
North Adams, Mass 
Beveled Edge 


Black Calf Lining New York Office: 1328 Broapwary, Marseipcs Broo. 
H. Harris, Rep. 


Gun a lf 
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IN-STOCK NO. 3029 
(telegraphic code RAY) 
Light Tan Calf (Gallun’s 
55 Mandarin), Rubber 
Heel, Haig Last. 





PORTY years of shoemaking finds CROSSETT 
shoes old in only one respect—their constantly 
conserved quality. 


We look upon the future with eyes of youth and 
CROSSETT styles reflect the youthful spirit that 
most men of today want in their footwear. 


The Crossett salesman in your territory will 
receive with pleasure your invitation to call 
and submit our merchandising plan. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


CRO | 
QUALITY SHOE MAKERS FOR 40 YEARS 


When writing to advertisers please mention Boot AND Suow Recorver 
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HE main problems ap- 
parently confronting us at 
present are to determine 
the best methods for us to pur- 
sue to put our industry back on 
a more profitable basis, and 
some of us are of the firm 
opinion that the stabilization of 
our raw material on a more 
uniform basis is very essential, 
and that we must continue to 
conform and regulate our pro- 
duction nearer to the actual 
needs of the consumers. This, 
we believe, in a very short time, 
will manifest itself in bringing 
about a more uniform price for 
our finished merchandise and 
in turn give us a proper return 
on the money which we have 
invested in our business and to 
which we are unquestionably 
entitled. 


A Tanning Industry Based on 
Actual Consumption 


From Address Delivered Before Tanners’ Council 
Spring Conference 


By JOHN C. LILLY 
President of American Hide and Leather Company 


In.the leading editorial in last week’s 
issue, “Your Slice of Pie’ we emphasized 
that “Business is as good as it ever will be. 
What more can we expect—production of 
boots and shoes in March totaled 29,926,513 
pairs, against 27,201,568 in February and 
28,864,463 in March, 1924. Comparative 
figures for January-March show 83,404,011 
pairs produced in 1925, and 82,193,527 in 
1924. And distribution has kept pace. 

“Let’s face the situation as we find it. A 
remarkably prosperous country with an ez- 
ceptionally good per capita consumption of 
footwear. The slice of pie is large or small, 
according to the effort made by each indi- 
vidual in the trade to get his share for his 
own factory or store.” 

Right in line with that thought of con- 
sidering present consumption, we present 
this remarkable survey made by a promi- 
nent tanning executive for with 85 per cent 
of all leather tanned going into shoes the 
foundation of the shoe business is in the 
tannery.—EDITOR’S NOTE. 





The most amazing thing is 
the methods used by some of 
the hide and skin merchants in 
trying at times to solicit and 
secure business. In reviewing 
some of the rapid advances and 
declines in the raw material 
market the past few years, I 
can not help but feel that on the 
first indication of a spurt, or a 
betterment in business, some of 
the members of the leather in- 
dustry allow themselves to be 
worked into a panicky frame of 
mind regarding the possible 
shortage of raw material and 
are easy victims for the shrewd 
operations of some of our 
optimistic hide and skin dealers 
and brokers. We usually find, 
after the flurry is over, that 
there was plenty of hides, skins 
and leather to cover all require- 








While our business has always been considered 
more or less speculative, the tanner, the past few years, 
has had to carry more than his fair share of the 
burden. 


An Abrupt Rise Did Harm 


We will take for illustration the prices paid for our 
raw material on calf leather during 1924. The market 
advanced from approximately 19c to 25c per pound, 
and no amount of extra economy or efficient supervision 
in both manufacturing and merchandising will over- 
come this advance and still allow you to make a profit. 





ments and that the raw material market has been ad- 
vanced out of all proportion to what our actual selling 
averages would warrant. On the other hand we do 
know that there are some very earnest hide and skin 
dealers who are far-sighted enotigh to be willing to 
co-operate with the tanners in trying to keep their raw 
material on a stabilized basis. 


What About Skins Going Out 


We have been told, the past month, that skins were 
being exported and that there was considerable danger 
of our raw material market becoming firmer. Now, 
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when we consider the amount of calfskins available 
for us from this country—approximately 14 million 
—we should not become disturbed at the amounts re- 
ported purchased for export. We all know that the 
general business today on calf-finished leathers, “both 
here and abroad, will not warrant our paying more for 
our raw material than we did last year at this time. 
It is generally known that there is a large volume of 
the entire shoe business, approximately 80 per cent, 
that must be done on a medium-priced piece of finished 
leather which will in turn enable the manufacturer and 
retail shoe merchant to sell their shoes at popular 
prices. So you can readily see that if we allow our- 
selves to be put in a position of having to pay higher 
prices for our raw material than the actual business 
of the country at the present time warrants, there is 
something radically wrong with our methods of pur- 
chasing. 

I feel that the heads of the companies, who are 
responsible for the buying of raw material, should 
have it become known that they can not possibly con- 
tinue to do a manufacturing business if they are to 
be forced into the position of hide and skin speculators. 

We feel that it would be to the interests or the 
seller of raw material, as well as to the interests of 
the tanners, to act with a more co-operative spirit in 
respect to this matter and to get together in trying to 
stabilize this end of our business. We also feel that 
anything that can be accomplished along this line will 
have far-reaching influence on the retailer of shoes. In 
other words, the retailer today is watching the fluc- 
tuation of the raw material market and is very reluc- 


tant to place any volume of business fearing that there 
will be a decline which will affect him in the sale of 
his shoes. I might also state that the upper leather 
tanners of hides have realized the danger of specula- 
tion on raw material and have benefited a great deal 
in the past twelve months by purchasing closer to 


their requirements. We also know what splendid 
results have been obtained by the sole leather tanners 


in this respect. 


On Actual Consumption of Leathers 


Regarding our operations, it would seem to me that 
it is very essential that we work out our costs of 
producing leather on a basis of giving us a profit on 
curtailed production, or, in other words, on the basis 
of the actual consumption of leather. In doing this, 
of course, we have to bear in mind that we should 
arrange to consider a normal production of shoes, say, 
for instance, 275,000,000 to 300,000,000 pairs per year, 
and not allow our ideas to go very much above this 
figure. If the proper thought and judgment is given to 
these matters there is no doubt that our industry can 
be put on a dividend paying basis in a short time. We 
are in much better shape in having reduced our inven- 
tories and also having watched our production more 
carefully in the past year. 


Rumor Raises Prices 
It might also be well to add that we should discount 


a great many of the rumors which drift through the 
trade and have a tendency to affect our general policy. 
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We hear, at times, of leather being sold at prices for 
which it cannot be replaced and would be suicidal for 
any of us to attempt. But on the other hand, on careful 
investigation of som> of these reports of low-priced 
sales, we usually find that the majority of these trans- 
actions are made up of either poorly tanned leather or 
low-grade selection. The balance of these sales may be 
made by tanners who are very much in need of ready 
money and are obliged to make this sacrifice. However, 
we do know that these reports are very annoying and 
have a tendency to lower the morale of some of our 
salesmen particularly if they are of the type of sales- 
men who are constantly striving to sell a large volume 
of business, regardless of whether it brings in a 
proper return to their employers. 

It is gratifying to see the increasing tendency among 
tanners as individuals to exchange views on market 
conditions both on raw material and finished leather. 
In the past, this has too often been looked upon with 
suspicion but I have found there are a great many 
men in the trade who are worthy of being trusted and 
are willing to give an honest expression and exchange 
confidences to help benefit the entire leather and shoe 
trade. As we all know an honest exchange between 
individuals tends to make each a better competitor 
and in a measure eliminate foolish competition. 


Two-Day Session in New York 


A two-days’ session of the Tanners’ Council was 
held at the Hotel Biltmore, New York, May 14 and 15, 
for the purpose of emphasizing a more intelligent serv- 
ice through leather in the shoe, bag and small wares 
trade. 

The remarkable thing about this conference was 
that it covered so wide a scope of every commercial 
use of leather and particular emphasis on this subject 
was stressed by Louis J. Robertson, Councillor of the 
Chamber of Commerce of the United States in his 
address “Truth in Labeling.” Pin seal doesn’t justify 
the price of the real seal, and the public would be 
better served by truth of presentation. 

The outstanding speech was by John C. Lilly, Presi- 
dent of the American Hide & Leather Company, given 
above, with other addresses by Fraser M. Moffat, presi- 
dent of the Tanners’ Council; Hiram S. Brown, presi- 
dent of the Central Leather Company, and Willard 
Helburn, chairman of the Trade Survey Committee. 

The tanners make it a point of breaking up into 
group meetings so that each classification of the 
tanning trade can get down to “brass tacks” on its 
own particular problems. (This is a very worthwhile 
point to other crafts, for one man’s interest may be 
entirely in men’s shoes and at a session he might 
through the ordinary method of procedure, be obliged 
to listen to hours of discourse on women’s shoes.) 


Officers of Council 


The officers of the Tanners’ Council are Cecil Q. 
Adams, chairman of board; Fraser M. Moffat, presi- 
dent; Willard Helburn, vice-president; Arthur T. 
Lynch, vice-president; John C. Lilly, vice-president; 
Laird H. Simons, vice-president; William Hatton, 
treasurer; Edward A. Brand, secretary. 
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Business in Houston Is Quiet, Generally 


Speaking— But Not at This Store 


The advertising destiny of the firm of Krupp and Tuffly, Houston, Texas, is presided over by 
one “Mike” Murphy and to the advertising which he turns out is credited much of the 
generous increase in business enjoyed by the firm during the last few months. We persuaded 


Mr. Murphy to write us a story on his time-tried advertising theories and you will see it in the 


May 30th Issue of the 
Boot and Shoe Recorder 


How to plan newspaper advertising; what kind of headlines to use; how to lay it out so that it 


will look well; how much space for illustration; and how much space for text—these are some 


of the points discussed. 


How’s Business the Country 


Over? 


Make Your June Window 
Pay Big Dividends 


Another May 30 feature—windows for June Nothing gives one a better idea of the trend 


and detailed instructions as to how to trim of business than a survey of the basic indus- 


them effectively and economically. And, an- tries in every part of the country. If they are 


other article on windows—this one covering 
the general principles involved in planning not 
only the contents of your windows but the 


sound, it is a sure sign of better times to come 
in retail trade. Look for this feature—two or 


three pages—also in the May 30 issue. 


windows themselves — height of background, 


size and shape, etc. 





And all the rest of the regular features which are part and parcel of every issue of the Boot 
AND SHOE RECORDER—all the legitimate news of the trade—styles that are selling best— 


little stunts which put money in the cash drawer—things doing here, there and everywhere. 
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Plus a Series of Charts Showing How You Can Make 


This Plan Effective 


By HAROLD B. WESS 


Managing Director, American Retailers’ Association 


HAT is turnover? We hear merchants talk 

W turnover among themselves, hammering away 

at turnover in their own stores, and yet the 
term at best has a very hazy meaning. 

No two merchants go about increasing turnover in 
the same way. In the minds of some, turnover as an 
objective is a very doubtful consideration. In fact, 
driving for turnover and turnover only is very often 
dangerous and unprofitable as well as an undesirable 
endeavor. Anyone, if forced, can establish almost any 
size turnover requested. 

1. By starving stocks; 

2. By excessive markdowns; 

3. By big job lot business; 

4. By a total disregard of the store’s good will; 

5. By overworking a few items in stock for the 
purpose of building turnover. 

The whole trouble is that the average merchant 
thinks of turnover in terms of two figures; average 
stock at selling, divided into total sales. What do these 
two figures conceal? It is not enough to say to a buyer 
“You must reduce your stock by $50,000 and get a 
better turnover.” It is enough to say to a buyer “You 
must increase your volume on the average stock you 
carry so that you may get a better turnover.” 

The writer knows of a merchandise man who in- 
creased the turnover of a department by increasing the 
stock. It is well enough for the merchandise manager 
or store owner to issue blanket instructions about 
increasing turnover. If this merchandise manager 
could actually increase the turnover of the department, 
not by reducing stock, but by increasing the stock, 
then we had better pause and carefully analyze the 
elements of turnover. 

The only correct method of approach to turnover is 
a consideration of each individual item as a unit and 
not the whole dollar and cents value of the stock. 

The same department in two different stores may 
have the same turnover so 
far as the figures are con- mo oc 
cerned, but what a differ- 
ence in the manner in which 
these turnovers were se- 
cured. In department store 
A for example, we may 
have 30 per cent “A” 
sellers, 40 per cent “B” or 

good sellers, 20 per cent 
“C” or poor sellers, and 10 
per cent “D” or non-sellers. 


TO MANAGER OF DEPT___ 





SLOW SELLING REPORT 


THE FOLLOWING (Teme HAVE Seen SSSERYTS we vour carantant 





In store B we may have 10 per cent “A,” 20 per cent 
“B,” 40 per cent “C” and 30 per cent “D.” In store 
B, therefore, what is happening is that the big volume 
of business is done in a few items, viz: the 10 per cent 
first rate and 20 per cent good sellers. These items are 
worked to death while the rest of the stock is sluggish 
or stagnant. 


In store A practically every item of stock moves at 
a fair degree of turnover. In the second store some 
move very rapidly while others hardly move at all. 
The chances are that the first store has a better lot of 
satisfied customers; that it is building up good-will; 
that its markdowns are considerably lower. There is 
only one effective way of controlling turnover and 
that is through the unit piece of merchandise. 

I like to leave the reader with this picture in mind. 
Visualize the traffic on Fifth Avenue in New York City 
with the traffic policeman perched high up in the air, 
who can see myriads of vehicles and whose business it 
is to keep them all moving. Visualize that picture in 
your own organization. Imagine that you have some 
unbiased machine, similar to the traffic tower whose 
business it is to keep things moving, and you will 
better be able to interpret the following helps or aids 
to turnover. 


First. The slow and non-selling report is your traffic 
tower for your merchandise control and your slow 
selling report is one of the signal lights reguiarly 
flashed on to keep merchandise moving. Your merchan- 
dise control clerk should, like clockwork, prepare from 
the merchandise control records described in the 
previous eight articles, two reports on Form 1 accom- 
panying this article. One is for merchandise that has 
not been selling for a period of two weeks. The other, 
prepared in the same form, is for merchandise that 
is slow selling up to the time of the preparation of the 
report. She is to list, as indicated, the manufacturer’s 
name, style number, the season letter, origina! sell- 
ing price, the present selling 
price, the number of pieces 
in stock when the item was 
first ordered; or where it 
has been reordered, she is 
to give the total number of 
items taken into stock dur- 
ing its lifetime. A copy of 
this is to be sent once a 
week to the merchandise 
manager, the other copy to 
the buyer, and the third 


OaTe____ 
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The Relation of Merchandise Control to 
Turnover and Profit 
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copy to the head of the merchandise control division, 
for any further analysis or consultation with the buyer 
and merchandise manager. 

The writer knows of some merchandise managers 
who religiously go over every one of these items as 
soon as they receive the report and they take imme- 
diate action to clear the stock at any cost. It is quite 
obvious that, if this is complied with regularly and 
without any exception, the turnover automatically will 
be increased and mark downs considerably reduced. 

Second. From the merchandise control records I have 
prepared a careful analysis, giving you (for the pur- 
pose of illustration we will use the men’s clothing 
department) how many business suits per thousand 
sold were sold in each size for regular, long, short and 
stout. A similar figure for the number sold in each 
a size for student, formal, golf suits and coats. A table 

Baureir 9 such as is shown in Figure 2 is used for the purpose. 
ree ee eee ee Eee If, as is shown in Exhibit 
ueeee " 2, you find out of every 
thousand business suits 
sold, 130 are sold in size 37 
regular, and if at any one 
time you line up your stock 
of business suits and you 
(Continued on page 49) 
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Exit—The Bell Ringer 
T last we have the vulnerable point, “the 
Achilles heel’ of the house-to-house canvas- 
sing business. 

The REcoRDER was the first publication in the 
field of business journalism to emphasize the men- 
ace to the retail store of house-to-house canvas- 
sing. 

Three years ago when it blossomed out as the 
one royal road to direct distribution we had oc- 
casion to investigate at first hand the practices of 
house-to-house selling. We went to a neighboring 
city, where we were comparatively unknown, and 
signed up to sell shoes from house-to-house and 
on our first day’s work sold eighteen pair with 
ease, to discover at first hand how it was actually 
done. The organizer of the business had sixty men 
covering a state and at that time he was doing a 
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land office business. Today his business is in the 
hands of a keeper. 

We have emphasized from time to time how the 
merchant could combat house-to-house peddling 
by constant emphasis on its unreliability and its 
lack of service in a product that must be fitted to 
be sold correctly. We have seen house-to-house 
canvassers develop in every state in the union and 
we now are ready to say that the system has 
reached its peak. From now on watch the reces- 
sional. 

The answer is given in the following paragraph 
and we want you to take it seriously to heart and 
to utilize it as the “killing thrust,” but first we 
will tell the story. 

A crook signed up as a house-to-house salesman 
and received from a big shoe concern (that ought 
to know better) samples, complete instructions 
and a thousand order blanks. For two weeks the 
smooth tongued salesman did a thriving business 
and established his reputation with the parent 
house as being a good operator. 

Then the dollar per sale didn’t look sufficient to 
the crook so he went to a small printer in a local 
town and had printed in red right over the former 
price of $8.00, “Special Price to New Customers 
$4.00” and on the receipt book again printed in 
red “For This Special Offer Pay to Agent. $2.00.” 
As a result, ih one city alone he netted 900 sales 
and skipped away with $1800. In about ten days 
the factory became aware of the fraud and inas- 
much as the authorities in that city said that “con- 
cerns are liable for the acts of their agents” the 
factory was forced to ship every pair of $8.00 
shoes, netting to the factory only $2.00. 

The word has been passed around in the under- 
world that the way to pick pockets today is not 
in crowded street cars, but to sign up as a legiti- 
mate doorbell ringer and get the money more 
easily. Pay a visit on any house-to-house canvas- 
sing concern and you will find that the habit is to 
give any agent that applies a sample kit and order 
book on payment of $5.00. Then that “authorized 
agent” can do as he sees fit. 

Before long no woman will dare open her door 
for fear of the criminal that poses as a house-to- 
house salesman. 

The scheme of selling is of a mushroom develop- 
ment and tremendously dangerous to the man that 
goes into it as an easy road to the distribution of 
his products. 

If the merchants in a community will lay the 
facts before the law enforcing body, the district 
attorney, or the local judge and will take it upon 
themselves to trace every case of fraud and to give 
publicity thereto, house-to-house selling will 
vanish as a serious competition to the shoe store. 

If ever there was a time when retail shoe asso- 
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ciations should and can function to the protection 
of their members, it is now. It is one of the big- 
gest issues before retail associations. 

The education of the public as to the dangers 
of house-to-house canvassing should be the basis 
of an educational campaign by Chambers of Com- 
merce and merchant associations, because this 
form of selling is based on the premise of attack- 
ing the retail store for the profits it makes. 


Almost any shoe sold from house-to-house is of 
poorer value to the consumer than shoes bought 
in stores because the costs of selling are not abol- 
ished by the lessening of overhead in distribution. 
The factors of expense in distribution, pair by 
pair, plus losses in embezzlement and fraud, in ex- 
cess postage through goods being refused—com- 
bine to make house-to-house selling more expen- 
sive to the consumer than selling through the 
natural functions of a store, which not only fits, 
but gives service until the shoes have proven sat- 
isfactory. 

We emphasize again the necessity of having 
city, town and community law authorities posted 
on the necessity of forcing concerns to be respon- 
sible for the acts of their agents and the RECORDER 
is going to post every business paper in this coun- 
try to drive out of the field this uneconomic and 
unsound method of distribution. We can only do 
this when we have the sincere co-operation of the 
merchant in giving best values for the money in 
the selections desired by the public. 

We have now reached that point when drastic 
methods are necessary if we are to preserve the 
retail institutions of this country. 





‘Right Across the Board” 


HE entire world has its finger in the factors 

that go into the price of an article. There are 
a million more bales of cotton than a year ago, 
and for that reason alone, price declines in every 
part of the world. The grower gets less for his 
product, no matter how high the cost of produc- 
tion might be. 

Crude rubber prices continue to advance; plan- 
tation first latex crepe is selling at 5414 cents, 
being 145 per cent above the price of a year ago. 
Heavy American consumption and shortage of 
stock in London has been instrumental in the 
great rises in this commodity. 

In the one case it is less consumption and in 
the other case more consumption. When cotton 
fabrics are made fashionable, then look for a rise 
in price. When rubber tires and crepe soles con- 
sume more than can be grown, there will be a rise 
in price until such time as more plantations are 
planted and the rubber supply is increased, be- 
cause of the profit in raising. 
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What about leather? We used last year over 
twenty-five million cattle hides and seventeen 
million calfskins, and the greatest part of these 
came from the United States. We are finding out 
that this country is a primary market for hide 
producing because we eat more meat here and the 
hide is the wrapper around the meat we consume; 
yet we are influenced in our hide prices by the 
cattle of Argentine and Australia. 

A year ago it looked like a shortage of calfskins 
in the raw material markets of the world, but 
today we know that the American take-off is ad- 
equate to the American needs, plus the finest selec- 
tions of skins that we must get from richer pas- 
ture lands in some parts of the world. 

A year ago it looked like an acute wool shortage. 
Today the difficulty in the woolen field is that the 
trades will not develop styles in garments in that 
material on a speculative market and are waiting 
for stable values. Australia feels a pinch when 
America won’t use wool. 


All of these facts have their bearing on trade in 
your store. If the textile mills are not busy, it 
means less payroll money and less pairs of shoes 
per person in that town. It isn’t possible to put 
your business on a wagon and move to a com- 
munity where the sun of prosperity shines be- 
cause of some economic advantage. The merchant 
who has a business in a place like Newark, N. J., 
or Worcester, Mass., where industry is so diversi- 
fied that business in a dozen trades may be off 
color, still has the benefit of five dozen more lines 
of business showing activity. There is a big les- 
son in diversification in such cities. 

If the demand were entirely for calfskins there 
would be a search all over the world for that 
leather and prices would rise proportionately. 
When all dresses are silk it means some degree of 
prosperity in China, and an uncomfortable busi- 
ness situation in the Cotton-South. If all coats 
were of fur, the wool raiser would be out of luck 
for a market. Fashion is a flexible medium that 
uses many materials. If the merchant in his selec- 
tions plays materials “across the board” he is help- 
ing preserve a better balance of business for all 
concerned by making a market for “many ma- 
terials.” 

The garment man should learn this because it 
means a greater selection of costumes and a big- 
ger average business for him the year round. The 
shoe man should learn it by utilizing calf and side 
leather, suede and kid. 

The more we look at the natural advantage of 
diversification, the more we realize that it has a 
place in the economics of every shoe store, be it 
large or small, and in every industry, be it local, 
national or international. Do your part in preserv- 
ing economic balance by a variety of selections. 
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She Birth ofa Retail Shoe Stove. 
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Store Interior 
Planning 


and centrally located in a city of 150,000, recently 
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NEXT WEEK 
Window Planning 


ning. First, the customer “browsing” down the street, 


\ LONG established shoe store very prominently patrons. It was all done by window and interior plan- 


underwent extensive remodel- 
ing. A complete new front and a 
wonderful system of window illumi- 
nation was provided. The proprietor 
was being complimented on his im- 
proved display windows and justly 
deserved it. 

He had done some good window 
planning, but inside, while remod- 
eled, there remained a prominent 
touch of the old days, one of those 
ledges extending out from the regu- 
lar shelving about eighteen inches, 
and about three feet from the floor, 
the “catch-all” for shoes the boys 
could not take time to put away; and 
the undignified lounging seat for the 
tired clerk or the loafing customers 
who are always with us. 

Some other good things for the in- 
terior were missing, and in summing 
up the effects it was very plain that 
the retailer did not get maximum 
results for the amount of money 
spent, all due to poor planning on his 
part. 


The Elements of Planning 


Careful planning will allow one to 
adapt all that is new and good from 
the experiences of many others and 
embody them into one establishment, 
often at a surprisingly low cost. 

Besides showing modern ideas, 
the planning of a retail shoe store 
should embody attractiveness, con- 
venience of both customers and sales- 
people, and simplicity. It should be 
planned to “sell” merchandise, like 
Henry Ford constructs his Fords; 
every move, every second, a step 
nearer a finished article, “another 
Ford.” 

Here is the idea applied to a retail 
shoe store that put through and 
made sincere customers of their 
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Showing the path taken by a 
woman customer in entering and 
leaving a store—thus automati- 
cally helping to determine the 
arrangement. See text for key. 


(See Figure 1) saw retailer’s sign 
“A,” was stopped by window “B,” 
inspected shoes and found door 
(trap) “C,” entered it and on spot 
“D” was met by pleasing proprietor, 
who led customer down aisle “E,” 
and seated the lady in section “F,” 
and called salesman who had easy 
access to stock “G.” The customer 
enjoyed privacy while secluded 
within a four-foot partition “H” and 
show cases “I.” When the sale was 
completed, salesman knew customer 
was going out door “C,” so led her 
in that direction to hosiery counter 
“J,” and while salesgirl was selling 
hosiery to the customer, the sales- 
man was wrapping the shoes at 
counter “K,” and salesgirl rang up 
the cash for both shoes and hose on 
the register. This had brought the 
customer to door “C,” out past win- 
dow “M” and center case “N” to 
sidewalk “O.” 


Making It Easy for the Customer 


What happened? First, the deal- 
er’s sign attracted attention, next the 
merchandise appeal of the display 
windows properly planned, the en- 
trance plan was magnetic and drew 
her to the door. When inside of the 
store, she did not have to climb over 
salesmen’s backs, hurdle fitting stools 
or beg the pardon of other custom- 
ers, but was quickly and easily led 
to a seat without the slightest dis- 
turbance. The absence of customer 
traffic in front of her, aided by the 
seclusion of panels back of her chair, 
helped her to concentrate on the 
shoes shown and fitted, together 
with the salesman’s advice and sug- 
gestions. After completing the shoe 
transaction, the customer did not 
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have to sit nervously waiting for package and change, 
but instead was led toward her natural retreat, the 
door, where she was next entertained at the hosiery 
counter while the salesman nearby attended to wrap- 
ping and cash matters. In the meantime the custom- 
er’s seat was available for others who followed, and in 
this well planned store, seats were in demand. We 
repeat, this in a way was Henry Ford’s successful 
simplicity and ingenuity applied to retail selling. 

“P” represents the men’s department; “Q” the en- 
trance at end of aisle to stairway to children’s depart- 
ment and stock room; “R” is a concealed passageway 
to back room; “S” is cage for reserve hosiery stock; 
“T” is the proprietor’s desk and bookkeeper’s counter, 
where customers can conveniently make inquiries 
about their accounts and make payments. The propri- 
etor’s desk was so situated that he could step on the 
floor at any moment and no customers entered or left 
without receiving proper greeting. 


The Limitations of Plan in Fig. I 
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The whole effect was so different from the average 
shoe store. 
How About the Parlor Store? 

The selling space of the main floor, with its high 
ceiling, made one think of a grand salon. It was not 
quite like the “parlor” shoe store, where the stock 
was concealed in a back room and there was always 
an air of mystery, the customer wondering if the 
salesman was in the basement, on the second floor, or 
somewhere around the corner. The “parlor” shoe store 
has lost its effectiveness, except in very exclusive loca- 
tions in large cities where only the very highest grade 
of merchandise is sold to customers who can and are 
willing to pay. The average shopper who does not 
belong to the “exclusiveness” mentioned above, has a 
desire to see the stock they are being served from, and 
in a way they want to form their own opinions of 
whether or not you are carrying a sufficient stock to 
please their particular tastes and requirements. 


Plan for Popular Price Stores 





This plan was carried out in a 
store room of 25 feet width, and is 
just one of many ideal arrangements 
that could be worked out in your in- 
terior plans. Figure 1, of course, 
cannot be applied to every sized 
room. Some narrow rooms must 
arrange seating like Figure 2, where 
only 14 feet width was available. A 
40-foot room was handled like Fig- 
ure 3 to good advantage. Parts of 
the seating plans shown in these 
three figures can be applied accord- 
ing to the size of the room to be 
planned. 


Unique Plan in Men’s Store 


A new men’s store recently opened 
in a large city, had a very unique 
floor plan. The front part of the 
store had no shelving at all. The 
seats were lined up against the wall 
and there was ample room for traf- 
fic down the center of the store. All 
stock was carried in the back half 
of the room, but the same was not 
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A very good floor plan was car- 
ried out by a popular price store car- 
rying “up-to-the-minute” styles and 
giving good values, by running one 
row of seats for men down the right- 
hand side of the store, facing the 
men’s shelving, while back of this 
row of seats, was an aisle which 
gave access to the ladies’ chairs, 
which were arranged across the 
store and back to back. This gave the 
advantage of seating the men folks 
entirely separate from the women, 
letting each have their own privacy. 
And it allowed for about three times 
the seating space in the women’s de- 
partment over the men’s. With but 
very few exceptions, a store cater- 
ing to both men’s and women’s shoes 
will find the women’s department 
three, four and five times more ac- 
tive than the men’s because the wom- 
en buy shoes more often and take 
more time in making their selection. 
This should be remembered in plan- 
ning your interior, otherwise you can 
crowd the ladies’ department and 
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secluded like the average “parlor” 
shoe store. The shelving was ar- 
ranged lengthwise of the store, back 
to back, with a series of aisles. This 
left the front part of the room ex- 
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have a lot of idle space in the men’s. 


Where Fitting Stools Are Too Much 


The writer knows of one rather 
narrow store that did a very large 
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clusively for selling, while the back 
half of the room carried all the stock 
of the main floor. Just above the 
main floor stock, was a balcony, ap- 
proached by a. wide, easy, orna- 
mental iron stairway, and on this 
baleony was a second selling room. 
This, however, was arranged with 
the merchandise shelved around the 
balcony with the seats in the center. 
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Figure 3 
Conventional plan for store with 
wide frontage. 


volume of business in the Southwest. 
It was found necessary to have a 
center aisle, and this made the space 
between the chairs and shelving so 
close there was not room for fitting 
stools on both sides of the store, 
consequently about fifteen or eight- 
een inches of space was cut off the 
men’s side and added to the women’s, 
thereby allowing the fitting stools on 
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the women’s side and space for salesman’s traffic. This 
left the men’s side of the house without fitting stools, 
but the salesman would make a practice of sitting be- 
side the customer, on the right side, pulling up the 
customer’s right foot and extend it over the sales- 
man’s left knee. In this way the salesman shared the 
customer’s view of the shoe. He had an opportunity 
to slap the heel with his hand, massage the shoe nicely, 
and lace it up just as the customer would, and when 
finished the salesman would release the customer’s 
foot and ask him to stand with his weight in the shoe. 
Strange as it may seem, this method worked very 
satisfactorily, and that particular store at that time 
enjoyed the largest volume of business in that com- 
munity and still holds it today, although they have 
since been able to make improvements which have 
overcome the crowded condition referred to. This 
method of fitting is mentioned so that if you are lim- 
ited on space in planning the floor of a store room, 
it can be taken into consideration. 
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less stock, thereby turning their capital oftener and 
showing a better profit on their balance sheet at the 
end of the year. 


Lower Shelving a Good Idea 


Consequently, with but few exceptions, the new 
stores of today are being planned with shelving no 
higher than the reach of a salesman. The walls above 
the shelving are left nicely tinted, or the plainness is 
broken up with potted plants or something of that 
nature. There have been numerous cases where old 
established stores, in making improvements, have 
taken out their upper shelving, but once in awhile a 
small store has so grown that upper shelving has had 
to be added. 

Much beauty can be added to the architectural lines 
of a store by avoiding a crowded atmosphere, and the 
store with shoe shelved no higher than a salesman can 
reach, is much more restful to the customer’s eye, than 

one crowded with shoes to the ceiling 





Single Shelving Best 


In the modern shoe store today, 
very few stores are planned without 
single shelving, by this it is meant 
that shelves do not carry cartons 
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and the proprietor will find it more 
restful to his pocketbook when it 
comes time to pay the bills. 

The Hosiery Department 


No shoe store should be planned to- 
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stacked one on top of the other; the 
cartons are “one” high. This makes 
it possible to keep the stock in much 
better shape, and the sizes are al- 
ways in their place where they be- 
long, which was not possible when a 
shelf would contain a layer of two or 
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day without a hosiery department. 
The buying of hosiery with shoes has 
become a matter of habit with 90 
per cent of the women, and is grow- 
ing with the men. There is no reason 
why the profits on hosiery should 
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not be considerable. There are ho- 





three or more cartons. Nearly every 
shoe store today has a system for 
shelving their sizes, and a size that 
gets out of place might mean a lost 
sale. It is also customary to leave the 
cover on the bottom of the carton 
from which the shoe has been re- 
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siery departments in stores through 
the West that employ five and six 
salesladies. One case is known, where 
a department, in a city of 30,000 in- 
habitants, employs one girl in the 
hosiery department who also acts as 
the store’s cashier, where the volume 
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moved to be shown, and the single 





shelf makes the handling of such 
cartons so much easier. 

Several years ago it seemed to be 
the desire of every shoe merchant to 
see how many pairs of shoes he could 
“Cram” under his roof, so he built 
shelving to the ceiling and then 
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of business was something like $15,- 
000.00 per year on hosiery, which 
paid the store’s rent, the cashier’s 
salary and left a little “‘velvet” for 
the proprietor. These departments 
are usually situated at the entrance 
of the store, where they are seen 
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added long ladders for the salesman 
to balance on in trying to reach the 
shoes in the high places. Later, 
stores commenced to discard ladders 
and added balconies. The ladders 
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when the customer enters and leaves. 
In a wide store room, successful 
hosiery departments have been built 
in the center of the store. 
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The Wrapping Counter 





were set in the wall so that the sales- 
man could climb with more sureness 
of limb and life through a hole in 
the balcony floor and then walk to 
all parts of the upper stock. It has 
been found that shoes in the “upper” 
stock were often neglected because 
they were hard to get down and put 
back. And the better merchants have 
also found they can do business with 


Figure 2 
Conventional plan for store with 
narrow frontage. 


Another matter that should re- 
ceive careful consideration in store 
planning are the facilities for 
cashiering and wrapping. Where the 
floor is crowded for space, it may be 
necessary to do the cashiering and 
wrapping on a balcony. But where 
space will permit time is saved if the 
wrapping is done from the floor. 
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L215 ALWAYS UNFAVORABLE 


“If you make money, you must make it in spite of 
herd times and unfevoredle weather. For times sre slwsys 
hard, and weether is Slweys toe wet, tee dry, too 
cold or too warm.” 


In spite of hard times, im spite of westher, sen 
make money - and succeed otherwise. Your fsir-westher 
enthusiast gets nowhere. The fellow who waits for 
“things to improve", waite slweys. 


If the human race hed peused in its march te weit 
for fevorable conditions, it would have perished long ego. 
Je have had floods and fires and hurricanes enough te 
have destroyed the rece, if it had waited. We have hed 

and pestilence and famines and disssters of s hun- 
stop the march of civili- 
s@tion, but for men's determination to go shead. 


But somehow the r@ce HAS gone forwerd. Hen HAVE 
succeeded; nations HAVE been bullé; civilisetion has 
Ggveloped - and IS developing. Times sre slweys herd, 
the weather °S ALWAYS UNPAVORABLE, but it is the best 
world we know anything Sbout - and it certainly is good 
enough for the bumen race. : 


Published for Fnight Shoe Conpeny. 


Advertising 
Which Does 


Not 


Mention 





TRREE CLASSES OF PEOPLE AND THREE CLASSES OF STORES 


The world hae at last discovered that the way to succeed, 
the wey te enjoy life, is to keep young. “o keep young in dress, 
im i@eas, in Sections end in spirit. Teke clothes, for instance, the 
dest sellers @re the gérments thet make you look younger than you 
reelly sre. 


Im mem Ond women todsy there sre only three cleésses. The 
young in beth years and spirit; the older in years but young in 
spirit; the old who have lost the spirit of youth. The first two 
elesses rule the business world es well es the world of sport, 
selenes, religion end society. The lest cless has lost #11 its in- 
fleenee, its happiness and its prospects for future usefulness. 


Im the e@me sense there sre just three kinds of stores. 
fhe young store; the old store with spirit of youth; the old store 
without the spirit of youth. It is needless to tell you that the 
lest mentioned store is losing business every yesr snd will finelly 
ge out of business, the virtues of its former successes being un- 
Knows to the younger generation of today. 


WHAT IS TRE LESSON TO BE LEARFED FROM TRIS? 


fo the Executives, it is -- keep yourself young -- xeep 
your a4dpartment young -- keep your store young. 


5t does not wetter how many years my cone 
keep the SPIRIT of youth elwsys. Of the three cl 
women, the OLD - YOUNG is by 811 odds the most veluadle. 


Of the three classes of stores the OLD - YOUNG is the one 
that hes the most friends, does the most business @nd mikes the most 
money. The thing that msekes them the best is thet they have the ex- 
perience end greining, thet age slone can give, coupled with - the 
spirit of youth. 


Whet is the Spirit of Youth that is so valuables it is 

the energy, the ambition, the initiative, the enthusiasm to work 
with eyes on todsy end tomorrow and not on yesterday. Youth of 
iteelf learns nothing from the pest, as it has no pest. It sinply 
Goes things todsy end hes big hopes for tomorrow. Experience has @ 
thousend lessons of the pest to guide in the sccomplishments of 

the future -- and when coupled with youth's vision to do big things 
today end still greater things tomorrow -- it has resched perfection. 


Published for Knight Shoe Co. 
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W. A. Knight, of the Knight Shoe Co., Portland, 

Oregon, has traced some good results to unusual 

advertising which he has been doing. These took 

the form of letters of an inspirational character 

having nothing whatever to do with merchandise. 
Here are three samples. 
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of Styles in Juvenile Footwear 


For Six Months Commencing in July 


Southern States 





FOR SCHOOL WEAR 


PLAY SHOES 





Patterns 


‘or 
Growing Girls 


Patterns 
for Misses 
and Children 


Leathers 
for 
Growing Girls 


and Children 


Patterns 





CHARLES LIVINGSTONE 
Clarksburg, W. Va. 


Straps for Early 
Fall—High Shoes 
Later 


Tan Calf 


Patent 
Satin 
| 


Tan Calf 
Patent 
Combinations 








EARL S. BLOXOM 


Bloxom, Va. 





ALBERT WACHENHEIM 
IMPERIAL SHOE CO. 
New Orleans, La. 





JOE W. MULLEN 
Moberly, Mo. 





ROSENTHAL’S 
Hot Springs, Ark. 


English Waiking 
Last 


Oxfords 
Straps 


Broad Toes 


Oxfords 


High Shoes in 
Cheap Lines 
Oxfords in Good 





Patent 
Black Satin 


Light Tans 





Patent 
Tan Calf 


Light Tans 
atent 


Moccasin 








Oxfords and 
Straps in 
Two Tense 





Straps with 


Patent 
Tan Calf 


Patent 
Tan Calf 





Sandals 
Stitchdown Oxfords 





Eastern States 





M. F. MURRAY 
Wilkes Barre, Pa. 


Straps 
Oxfords 


Elk 
Tan Calf 





Ww. C. GOODWIN 
Fitchburg, Mass. 


Oxfords 


Straps 
Pumps 
Oxfords 
Lace Boots 


Tan Calf 
Black Calf 


Tan Calf 
Black Calf 





E. B. WARD 
MORSE HAYNES CO. 
Spri , Mass. 





85% Medium and 
Wide Toe Oxfords 
and Pumps 
15% Boots 





75% Wide Toe 
Oxfords e 
Boots and Straps 
ps 
25% Boots 





Tan and Black 
Calf Boots 


Patent and Suede 
Pumps 





Tan and Black 
Calf, Patent 
Gray Elk 











Middle Western States 





WwW. J. COLEMAN 
Idaho Falls, Idaho 


Oxfords 
Straps 
Sandals 


Plug Oxfords 
Barefoot Sandals 


Brown and 
Black Calf with 
Heavy Sole 





GERHART SHOE CO. 
Bloomington, Ill. 


Southern Ties 
‘ords 


Southern Ties 
Oxfords 


Tan Calf 
Dull Leathers 
Patent 





WILLIAM N. SECHLER 
Fort Scott, Kan. 





Sandals and 
Cut-outs for July 
and August 
Pumps, Oxfords 
Later 








White Kid 
Patent 


‘ans 
Gun Metal 














Southwestern States 











, pony 
‘ancy Stra 
Roman Sandals 





Patent 
White Calf 
Kid 
Elk 
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National Survey Made by N.S. 


Selections of Representative Children’s Stores 


Southern States 





FOR DRESS OCCASIONS 





Growing Girls Boys and Youths 





No C . CHARLES LIVINGSTONE 


Follow Women’s Trend Follow Women's Trend Tan . 
Pa Black Calf Clarksburg, W. Va. 
Moccasin Patterns 





EARL S. BLOXOM 


Side Leathers 
Calf Bloxom, Va. 





ALBERT WACHENHEIM 
IMPERIAL SHOE CO. 
Patent New Orleans, 





JOE W. MULLEN 


Light Tan Oxfords and Shoes 
Moberly, Mo. 





ROSENTHAL’S 
Patent Tan and Black Oxfords 
Hot Springs, Ark. 


One-Straps 
Cutout Types Patent with Tan Trimmings 

















Eastern States 





M. F. MURRAY 


Patent 
Tan Calf Wilkes Barre, Pa. 





Ww. C. GOODWIN 


Patent Dancing Oxfords 
Fitchburg, Mass. 





E. B. WARD 
Patent Oxfords MORSE HAYNES CO. 
Springfield, Mass. 

















Middle Western States 





Patent WwW. J. COLEMAN 
Straps and Cutouts 70% Light and Dark Calf Patent and Calf 
Oxfords 30% Kid Idaho Falls, Idaho 





GERHART SHOE CO. 
Patents Dainty Strap Effects Patent Oxfords 
‘ew Pumps Bloomington, II. 





WILLIAM N. SECHLER 
Fort Scott, Kan. 

















Southwestern States 





M. D. FEZLER 
FEZLER’S BOOT SHOP 


Pump or Fancy Straps Black or Light Tan Calf Oklahoma City, Okla. 





Seto 78 Box Heal 


Patent 
Patent with Colored Kid Satin 10/8 Heel Broad Toe Oxfords in 
Trimmings, White 
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Selling Ideas from the Retail Field 


Gathered by the Recorder Field Editor 


Frequent Style Changes 

By C. R. Crull, Greenwood, Miss. 
HE greatest evil confronting the retail shoe 
dealer of the present day, is the frequent style 
changes in ladies’ footwear. This evil has grown 
at a most alarming rate the past few years, and if 


continued at the present rate a few years 
longer, will well-nigh wreck the retail 
shoe business. 

Let us see how it works. A few of the 
leading retailers in big cities go to the 
manufacturers and say: “We want you 
to make for us under our name, such 
and such a shoe, having distinctive fea- 
tures not borne by any other shoe on the 
market.” Of course these shoes may rep- 
resent the pink of perfection in shoedom, 
and carry one or more novel features, 
but they are really no better 
than other shoes not made with 
these distinctive features. What 
is the result? 

Milady from the lesser nearby 
cities sees these different shoes 
and goes back to the local dealer, 
asking him why he is letting 
the bigger cities get ahead of 
him in styles. Looks, quality, 
worth, cut no figure. It may be 
in the smallest detail, but it mat- 
ters not. The shoes are different. 

That is enough. 

Now what happens? The local 
merchant has to shelve his per- 
fectly good stock, probably of as 
good quality, by the same manu- 
facturer, for something that is 
entirely different, but which 
possesses no other merit. But 
mark you well, that difference is not in 
the make of shoe alone, but some particu- 
lar cut, pattern or gewgaw. The principal 
items of difference have not been men- 
tioned. They are in the difference in the 
cost of shoes to the patron and of doing 
business to the dealer. 

In the first place an expensive stock of 
shoes has been sacrificed from 20 to 60 
per cent of the cost, to which must be 
added the loss of the legitimate profit for 
every pair sold at a sacrifice sale. 

Now, who pays the losses? Not the big 
city stores who cause the trouble and dis- 
rupt the entire retail trade of the coun- 
try. Not the manufacturers. It is not their 


fault. It is the patron. What is the result? Why 
shouldn’t the merchants be regarded as profiteers? 
Isn’t the public absolutely justified in thinking either 


Milady from the 

lesser, nearby cities, 

sees these different 

shoes and goes back to 

her local dealer with 
a question. 


we are profiteering by selling goods at twice what 
they are worth, or poor business men in selling them 
for one-third of their original cost? Aren’t we injur- 
ing ourselves in the estimation of the public by these 


sacrifice sales, caused by daily 
style changes? Don’t we possess 
the power and means to remedy 
this trouble ourselves? All we 
have to do is to refuse to handle 
these freak styles. The remedy 
is simple and easy. 

The manufacturer, to begin 
with, must ask more for his 
product, when everyone is dic- 
tating new styles to him. The re- 
tailer formerly could place his 
orders several months ahead. 
Now the best he can do, is a few 
weeks. We should go back to the 
old plan where styles changed 











not oftener than once in six 
months. Anything beyond that 
is beyond the limit of reason, of 
fair prices and fair results. The 
change should be made in the 
interest of the customer first, 
and the merchant second. 

There is just one ray of hope 
at the present time and that is 
in the corrective shoe, which is meeting 
with such a hearty reception. That alone 
cannot get the results that concerted ac- 
tion will, on our part. 








I believe it would be practical to have 
a central clearing house, controlled by the 
N.S. R. A., for the purpose of disposing 
of odd lots to some foreign trade, thereby 
saving future sales on which we can show 
a profit. 


* * * * 


Building Trade on Staples 


Last fall two young men who had been 
connected with the retail shoe business in 
Memphis for the past sixteen years, de- 
cided that the town could support one 
more high-grade shoe store, so the firm 
of Cook & Love came into being. The suc- 
cess of this store from the start proves 
that their judgment was correct. Some 
extreme novelties are carried, but the 
major part of the business is being done 
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on so called staple styles, with a price range from 
$10.00 to $17.50. 

Many styles are bought over and over again. Me- 
dium toe, four-strap, light welt was bought last fall, 
in patent and black suede. This same pattern was car- 
ried through the colored kid season and is now good 
in whites. Many customers have bought from three to 
five pairs of this same style in various leathers. They 
find that the better grade of trade is demanding 
plainer shoes and has no hesitancy in re-buying the 
same patterns. The customers are more easily sold, as 
they are not confused by too many styles. Fewer lines 
with all sizes working out better, than many styles 
and few sizes. Something different from flapper shoes 
is being sought by the more conservative trade. 


The young men are taking to the more extreme 
styles as fast as they can be made for them. Personal 
contact with the trade is considered the best form of 
advertising, as this is a store of personal service. One 
partner is always on the floor to greet the trade, mak- 
ing them feel at home. 

Cook & Love say there is nothing like facing the 
facts, so they have devised a weekly summary that 
informs them of the exact condition of the business. 
Thus summary enables them to keep a close check on 
the store’s doings. 

* * * * 


How We Concentrate—And Why? 


By John H. Breffeith, Imperial Shoe Store, 
Shreveport, La. 


Co-operation and concentration are the 
two big factors in successful merchandis- 
ing. They are closely allied, having several 
interesting ramifications. Co-operation is 
vitally essential in a merchant’s three 
points of contact, with the firm from whom 
he buys the goods, the salespeople who sell 
them, and the consumer who wears them. 

Concentration is practiced by only hav- 
ing three grades of women’s shoes, and one 
brand of hosiery, in two 
grades. Only women’s nov- 
elty shoes are carried, that 
are priced at retail six, eight 
and ten dollars. Two manu- 
facturers supply the six 
dollar, one the eight and 
three the ten-dollar grades. 
The reason for having dif- 
ferent manufacturers in the 
various grades, is that the 
success of the specialty novelty busi- 
ness depends upon the variety of pat- 
terns shown, so by buying each man’s 
top grade, better results are obtained. 

In both shoes and hosiery, every 
line that comes to town has some 
tempting number in it, which if 
bought, would result only in a store 
full of odds and ends. By buying 
from one hosiery mill, the store’s 
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account is worth while. Furthermore, the customer is 
not confused through the showing of several brands. 

It has been found advisable to only deal with those 
firms whose integrity is unquestioned. If one buys 
from the fly-by-night factories and the goods go 
wrong, there is no redress, while a reputable firm will 
make good at any time. 

The best results are obtained from the store’s sales- 
men when they are happy and contented. In the face 
of quiet business last fall, the men were all raised 
$5.00 a week. They fully realized the conditions and 
appreciated what the management was doing for them. 
By driving the men during dull times they are con- 
stantly upset. Be business with them in the store, but 
meet them outside. Hire good moral men who pay 
their bills, treat them right to get the most out of 
them. It is not the salesman who turns in the largest 
book that is the most valuable, but the one who causes 
the most customers to come back. Every store loses at 
least one customer a day for some reason or another. 
Others must take her place, so that the salesman who 
sends his trade out smiling is most apt to have the 
greater number of come-backs. 

All stores pride themselves on treating their trade 
right. In a case where the customer is wrong, but 
honestly thinks herself to be right, it is often policy 
to give a new pair of shoes, or stockings, if the com- 
plaint is hose. Give her the old pair, too, telling her 
in a nice way that the manufacturer is in no way to 

blame, that the shoes are of 
no use to the store, and sug- 
gest that she make some use 
of them around the house. 
» It is the best way in the 
| world to settle unjust com- 
plaints. They never bother 
7 us with another, as_ they 
| know the store is the loser. 
e+ & * 


\" Selling Novelties in 
a Small Town 


Based on an interview with 
P. B. Powell, Yazoo City, 
Miss. 


The novelty game is a real 
life saver to the small-town 
merchant, if he runs it right. 
To those merchants who are 
kicking about frequent style 
oat changes, let them consider 

‘3 this. Where would their 
business be, if all the women 
wore sensible shoes that would last 
them a year or longer. The error that 
many buyers in the small cities make, 
is that of going to extremes, as though 
they were buying for large city trade. 
Country folks want style, but they do 
not want extremes. Good roads have 
put towns in close competition, to- 
gether with the fact that the big city 
(Continued on page 50) 
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THE LADDER CLUB 


An Organization Dedicated to the Improvement of 
Service in Retail Shoe Stores 
National Headquarters, 207 South Street, Boston, Mass. 


Arthur D. Anderson 


Director, ARTHUR L. EVANS 


Ezecutive Council 


Owen A. Thomas Helen M. Haney Charles K. Hickey 


Secretary, HARRY R. TERHUNE 


James F. Wells 
































The Slogan Contest 


CONSIDERABLE number of 
A slogans have been submitted 
in the Prize Contest for the 
purpose of securing and adopting 
a phrase or sentence that will cor- 
rectly represent the ideal and pur- 
pose of the Ladder Club. See the 
box at the right. 

The contest closes June 4; there 
is still just time to submit your 
ideas. Possibly the right one has 
been submitted; possibly it is hid- 
den away in some retail salesman’s 
mind and only needs to be put on 
paper and sent in to National Head- 
quarters, 207 South street, Boston, 
Mass. 

When the contest closes, all slo- 
gans sent in will be submitted to all 
the Ladder Clubs and they will vote 
on these and forward their deci- 
sions to National Headquarters. 
Ten dollars will be awarded the 
author of the winning slogan. 


Program for June Ladder 
Club Meeting 


The June meetings of Ladder 
Clubs in the respective stores will 
be held at times arranged by the 
respective organizations. 

For the June meetings National 
Headquarters names this subject— 
“Materials in Shoes”—as the chief 
feature of discussion. In addition 
each club will select another sub- 
ject of local store interest or pol- 
icy, such as “How Can We Secure 
the Best Possible Mid-Summer 
Business?” “Selling White Shoes;” 
“Lightweight Men’s Shoes,” etc., 
etc 


National Headquarters will send 
on or before June 1 to each Ladder 
Club a suggested “opening talk” 
and a questionnaire for his use in 
handling the Ladder Club subject 


=x A= 





New Slogan Ideas 

“Over the Top with Serv- 
ice.” 

“Can't Keep a Good Thing 
Down.” 

“Service First—Profits Fol- 
low.” 

“There is Room at the Top 
for a Climber.” 

“Service Finds a Just Re- 
ward.” 

“Not at the Top but Climb- 
ing.” 

“United Effort for Shoe- 
dom.” 

“Mount the Steps to Suc- 
cess.” 

“Ride with the 
Knowledge.” 

“United Effort to Serve 
Well.” 


Tide of 











assigned for June. Also some 
specific suggestions for the conduct 
of the meetings are to be included 
in this communication to leaders. 
Fhe program for the June meeting 
is as follows: 

1. Call to Order. 

2. Roll Call. 

3. Report of Secretary. 

4. Opening Talk by Leader. 

5. Discussion: Subject, “Mate- 
rials in Shoes.” 

6. Discussion: Any subject or 
subjects of local store interest or 
policy, proposed by the Officers or 
Executive Committee. 

7. Announcements. 

8. Adjournment. 

It is expected by National Head- 
quarters that the program sug- 
gested shall be considered as flex- 
ible, and can, and should be, varied 


to conform to local conditions and 
circumstances. However, it is felt 
that the main subject assigned 
should be adhered to, so that all the 
clubs shall be considering the same 
general topics. Suggestions to 


Headquarters as to topics for dis- 
cussion on any other matters are 
always in order and are welcomed. 


Send in Your Reports 


We wish to urge all Ladder Club 
secretaries or correspondents to 
send reports of meetings to Na- 
tional Headquarters promptly. 
Some of the clubs attend to this 
very nicely, and others are dila- 
tory, as is the way of some folks. 
A few do not send in their reports 
without reminders from us—please 
help by promptness and careful- 
ness. Blanks are provided for these 
reports. 


A Typical Ladder Club 
Meeting Report 


1. Name of Store—Herold Shoe 
Co. 

2. Location—74 South First St., 
San Jose, Cal. 

3. Date of Meeting—April 15 
(Wednesday). 

4. Number present—16. 

5. Number absent—none. 

6. Leaders Name—Wilbur Cauch 
(President). 

7. Subject discussed — “Retail 
Shoe Salesmanship.” 

8. Subject proposed for future 
meeting—“Advertising; also a talk 
on salesmanship.” 

9. Points brought out—A—Greet- 
ing customers properly. B—Service 
and courtesies. C—Comfort and 
health. D—Responsibility of a 
salesman. E—Shoe fitting a pro- 
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fession. F—Different types of feet. 
G—The ideal shoe salesman. 


(Signed) L. J. Morris, Secretary. 


Good Meeting at Syracuse 


Among the points brought out in 
the consideration of the subject of 
“Retail Shoe Salesmanship” as- 
signed for the April Ladder Club 
meetings there were prominently 
featured in the Worbass Walk- 
Over Boot Shop meeting at Syra- 
cuse, April 16, as reported by 
Harry C. Copeland, “Shoe sales- 
manship is more important than 
other salesmanship, because the 
health of the public is involved. 
Professional shoe fitters should be 
able to advise as to the correct type 
of shoe to be worn and the proper 
fitting thereof. 

“They must have a thorough 
knowledge of their lasts and of the 
customer’s foot in order to properly 
fit all types of feet; i.e., flexible, 
rigid, club, stout, thin, abnormal, 
etc. They must have a pleasing per- 
sonality, diplomacy, poise, neat ap- 
pearance, knowledge of their jobs, 
and show a willingness to serve. 

“Talkative—Strive at all times to 
direct the talk to shoes being 
shown. Silent—Take it for granted 
that your sales talk is favorably 
accepted and proceed to close the 
sale. Undecided—Make decisions 
for them—eliminate styles shown 
until attention is concentrated on 
one shoe. Customer with friends— 
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Direct sales talk to influencing the 
mind. Hurried—Show spirited ac- 
tion—be decisive and close sale 
quickly. Leisurely—Be master of 
the situation—pin her down to the 
particular shoe she shows interest 
in.” 

Experiences were related on how 
sales were easily made because cus- 
tomers were addressed by name. 


How to Organize a Ladder 
Club 


For the benefit of retail stores 
that have not yet organized a Lad- 
der Club, we are printing in this 
department a coupon to be filled out 
and sent to National Headquarters, 
which will immediately forward 
complete information with a copy 
of the Constitution. 


Summer Meetings 


If any of the Ladder Clubs are 
planning to eliminate meetings 
during any of the summer months, 
will they please notify headquarters 
just as soon as they know just what 
months are selected for this, so 
that we will be able to act accord- 
ingly. 

Some of the clubs will not meet 
in July and August; some will cut 
out July, some August. It is our 
opinion that if it is advisable to 
have a let-up in the meetings that 
July is the best month in which to 
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do this. There should be a meeting 
in August, preferably late in the 
month, to “tune up” for the Sep- 
tember business. Or, if this is im- 
possible, the September meeting 
should be held the first week of the 
month, for obvious reasons. Labor 
Day this year comes September 7. 
Memorial Day and July 4 this year 
fall on Saturdays. Labor Day, of 
course, comes on Monday. Thanks- 
giving Day is Thursday, November 
26, Christmas Day will be on a 
Friday. 


Suggested Topics 


Topics for consideration sug- 
gested by leaders: 


“Importance of remembering 
names and addressing customers 
by their names.” 

“How to handle turnovers.” 

“How to increase the sale of ac- 
cessories and hosiery.” 

“What I know about our stock 
system.” 

“Welt, McKay and Turn con- 
struction.” 

“Personal Trade.” 

“The telephone and our busi- 
ness.” 

“Personal appearance as a fac- 
tor in salesmanship.” 

“How to fill in the quiet sales 
periods of the day.” 

“Helping each other.” 

“How to improve the mind.” 

“Health and salesmanship.” 


Fill Out and Mail This Coupon Today 


This is a request 
for information 


To the Ladder Club, National Headquarters, 


207 South St., Boston, Mass. 


on how to organize 
a Ladder Club. 


We are considering the organization of a Ladder Club in our store. Will you please send us full informa- 
tion on this subject—what the Ladder Club is, what it does, how it operates, how to organize one, and a copy 


of the Ladder Club Constitution. 
1. Name of concern 
Location, town 


Type of store (please check) Family 


Number of executives and employees 


firm member or manager 
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Window trim of the F. E. Ballou Co., Providence, R. I., featuring men’s shoes. The background is Travatine 
marble and the baseboard is also marble. Bright colors in hosiery and cravats combine with the light tan 
oxfords to present an attractive trim. 


Ballou’s of Providence, R. I.,31 Years in Same 
Location, Remodels Store 


How Shoe Store Doing $250,000 Business Kept On Going While 
Alterations Were Being Made 


By HELEN M. HANEY 


Ballou, president and treasurer of the F. E. 

Ballou Co., Providence, R. I., as he greeted 
his many friend-customers on the occasion of the open- 
ing of his attractive and remodeled shoe store in early 
May. Five hundred pink and white roses were dis- 
tributed—and all the while, soft music gave an added 
note to the official “bow.” 

Above the strains of the music, quiet conversations 
could be heard from little groups—“The last word in 
a shoe store,” etc. Frank E. Ballou is a public-spirited 
man. He has lived in Providence for a long time; has 
been 45 years in the shoe business, and 31 years of 
this period at his present location, corner of Weybosset 
and Eddy streets. He started in 
the days of 1880, when, as he says, 

“the old omnibuses passed the 
door—later, the horse cars—now 
the electric cars and automobiles.” 


ce OME in and have a rose!” So said Frank E. 


Does $250,000 Yearly 
Business 


Mr. Ballou started his shoe 
store without a dollar. The trad- 


ing population of Providence and FRANK E. BALLOU 


its environs was then about 75,000 compared with half 
a million today. Folks bought their hosiery in depart- 
ment stores at 25 cents a pair and shoe store footwear 
consisted simply of boots and low shoes. Founder 
Frank frankly tells you: “I just kept shop the very 
best I could. I washed windows, swept the floor, dusted 
off the boxes and waited on customers.” He kept pace 
with the progress of the industry. At the end of a few 
years he was doing a business of $15,000. He is now 
doing a business of $250,000 yearly. He took an in- 
terest in association work, organized the Rhode Island 
Retail Shoe Dealers’ Association, serving “at the 
helm” for about 12 years. He served as a member of 
the Rhode Island legislature. 


Thousands of people paused to 
look at the store on opening day. 
Upon entering they observed a 
rubber tiled floor, in block mar- 
ble pattern; a new metal ceiling, 
in which the outlets of the new 
sprinkler system could be seen; 
new electric fixtures, fresh boxes 
on both sides of the aisles of the 
new, seven-foot high shelving of 


HAROLD F. BALLOU Circassian walnut. 








ve 
in 


\e 











May 23, 1925 


This shelving can hold 3,400 pairs of women’s shoes 
and the same number of men’s and boys’ shoes. 

The little folks are taken care of in a charming room 
in the rear. The dimensions of the entire store are 
35 by 80 feet. The store is well lighted, five indirect 
light chandeliers on either side. There are several foot 
mirrors and wall cases. The hosiery department, at the 
right hand side of the entrance, is refurnished with 
new trims in blending effects. Electric fans, four on 
either side of shelving, are installed. 

The front windows have clever juttings, “chimney- 
piece” style. The entrance is effected by a cleverly 
concealed door at either end of each window. The 





A cross-section view of the new Ballou Shoe Store. 


entire background is of Travatine marble, decorated 
with two twin candelabra, and a twin candelabra at 
the side, where both windows sloped toward the en- 
trance. The floors of the windows are of rubber tiling 
in marble mosaic effect on the brown and gray shades 
—the baseboards are of grayish-brown marble; the 
valances, draped to give the window a sectional effect, 
are of light beige. 

The most interesting feature about the remodeling 
was that all the time these extensive alterations were 
going on, business was transacted as usual. It is true 
that much night work was necessary, especially when 
the metal ceiling, the sprinkler system, and the rubber 
floor tiling were installed—the “evening before” ex- 
tending to 4A.M. of the morning of the opening. But 
all hands were on duty again, when the doors were 
flung open to the public at 8:30 A.M. Two months ago 
a “Remodeling Sale” was inaugurated, so that May 7 
not only saw an entirely new store, but an entirely new 
stock at the old stand. The “Remodeling Sale” was a 
financial success, and a good advertisement. About a 
week before the big event, 10,000 eight-page circulars, 
announcing the recently remodeled store, and inviting 
the public to call, were issued. 

The striking change in the physical appearance of 
the store proved a big trade-winning factor. Since the 
opening, Vice-President Harold F. Ballou reports a 
splendid increase in business. “It paid to fix up,” he 
said. Edward J. Burrill, formerly display manager for 
Thomas F. Peirce & Son, Inc., of Providence, arranged 
the window trims. J. Nelson Brown is also one of the 
personnel. 
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The Relation of Merchandise Control 
to Turnover and Profit 
(Continued from page 35) 


should find that you have 160 suits in size 37 regular, 
in a stock totalling 1,000 business suits, you will at 
once know you are overstocked in this particular size 
and that your turnover will suffer accordingly. 

Opposite each figure in Exhibit 2 (which is based 
on a season’s experience on the proportion sold in each 
size to the total) place either every month or two 
months, the proportion in stock of each size per thou- 
sand business suits, coats, etc. You will at once have 
a gauge as to whether your size-up at any one time, 
taken from your merchandise control records, is in 
accordance with their selling rates. 

The writer has prepared similar guides as to the 
proportion of size turnover of boys’ shoes, children’s 
shoes, misses’, women’s and misses’ one-straps, two- 
straps and evening slippers, women’s and misses’ welts 
and oxfords, women’s and misses’ boots, etc. With ex- 
perience tables such as shown in these exhibits for 
each type of merchandise you have a definite measure 
at all times as to whether your size-up is properly 
proportioned in accordance with the rate of turnover 
for each size per thousand. 

Third. Having established experience tables for size, 
establish similar experience tables for price. If out of 
a thousand business suits sold, you sell five hundred 
at $25 as shown by our experience tables developed 
from your merchandise control unit figures, it stands 
to reason that you should expect your stock at any one 
time to be similarly proportioned. On the other hand, 
if the table drawn up shows that out of every one 
thousand business suits sold over a period of a season 
fifty were sold in the $60 class and after an analysis 
of your stock from your merchandise control figures 
you find that for every thousand business suits in stock 
you have two hundred at $60, you will see that you are 
out of proportion in your $60 suits. 

A table like this showing the proportion of suits or 
whatever the items may happen to be sold in each price 
should be prepared similar to the table shown on sizes. 

Fourth. Your merchandise control clerk should pre- 
pare for you a series of experience tables by manufac- 
turers. Still holding to the example of business suits, 
an analysis over a period of a season for every thou- 
sand business suits sold wil show that one hundred are 
from manufacturer A and perhaps three hundred or 
four hundred from manufacturer B, etc. A combina- 
tion of this table with the one by price groups will 
show how wisely the garments, or in the case of other 
department, individual items, are proportioned in 
stock, depending upon the rate of turnover over sales 
resistance of each manufacturer’s product. 

Fifth. Experience tables should be prepared for 
colors to see whether it is proportioned in the same 
ratio as the trend of color movement to the total stock. 

In conclusion, it is safe to say that with all these 
signal lights available to the traffic policeman in the 
traffic tower, it should be possible to have effective 
control of the movement of merchandise to enable the 
average merchant to produce intelligent, self-directed 
and significant, as well as profitable turnover. 
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Selling Ideas from the Retail Field 
(Continued from page 45) 
daily newspapers keep them posted on the latest styles 
so the merchant, to keep alive, must be alert. 

A merchant can no longer sit at his desk all day. 
He has to be in touch with his trade, so that he can 
accurately anticipate their requirements. 

Small towns cannot specialize, neither can they make 
a success by carrying too small a stock. This may seem 
different from what is being preached today, but in 
my particular case, I am sure I am right. We cater 
to all classes of trade, having shoes that retail from 
$2.50 to $15.50. This necessitates a fairly large stock, 
but as this is the only exclusive shoe store within a 
radius of fifty miles, it is 
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letter stating that the store will do its utmost in 
supplying the right shoes, but in case the shoes do 
not suit, they may be exchanged or the money re- 
funded. 

Long practice has reduced the mail order fitting 
problem to a minimum, so that there are compara- 
tively few returns. It is very seldom that a prospec- 
tive customer can not be fitted. When one considers 
that approximately 10 per cent of the store’s business 
is done through the mails, it is not to be wondered that 
Mr. Sherron considers it worth his while to cultivate it. 

A catalog to the country trade, and letters to the 
city folks tend to keep Sherron shoes in the custom- 
er’s mind. Frequent style books are sent to the women 

customers who, as every one 





found to be profitable. 
Concentrations of lines 
and prices is practiced to the 
extent that we only have five 
prices on men’s shoes and 
ten on women’s, even with 
this wide retail range. Shoes 
are merchandised for what 
they are worth. If a shoe in 
stock cost $10.00 and is 
worth only a dollar, that is 
the price it is marked. By 
buying novelties, in small 


footed customers. 


He Can Always Sell Small Sizes 


The Imperial Shoe Store of Shreveport will s 2 € & 
sell more than 150 pairs of size 2B, in the 
course of a year. They never have over ten 
pairs on hand at any one time. As soon as a few 
new styles come in, a few telephone calls or 
some letters will quickly clean them out. These 
sizes never got to the odd lot section, nor do 
they have to be sold at less than the regular 
profit, on account of the demand of the small 


knows, are not such loyal, 
steady customers as the men 
since the fancy shoe vogue. 


Frequent Morning 
Meetings 

Corsicana, Texas. — When 
a new shoe comes in at the 
Big 4 Store, Corsicana, 
Texas, President George F. 
Baum makes a practice of 
first selling it to the sales- 





lots, and often, keeps the 
stock fresh and active. 

Often a farmer will want just a pair of cheap work 
shoes. By being able to serve him, we can get the 
trade of his entire family for the better shoes. Women 
in the country are buying just as many new shoes as 
those in towns, and are just as fussy about having 
the newest styles. In the old days the cross-roads 
store was able to supply this country trade, but now 
they come to town to do their shopping. 

A table in the rear of the store contains most of the 
store’s odd lots. Farmers and colored trade, through 
getting good bargains off this table, invariably come 


here first. 
om ~ * + 


Selling by Mail 


The Sherron Shoe Co. of Memphis has many cus- 
tomers all over the South that are being daily served 
through the mails. As the store carries both men’s 
and women’s shoes as narrow as AAAAAA, they are 
able to fit many feet that the average establishment 
would not attempt to serve. 

Customers in the store are always assured that their 
fittings are permanently recorded, so that it is not 
necessary to pay a personal visit to the store in order 
to purchase again. Shoes are fitted in such a manner 
at Sherron’s store that customers usually are anxious 
for the same size again and again. 

It is not unusual for someone to write in, inquiring 
if the store could fit them, as Mr. So and So of their 
town was so well satisfied with his purchase that he 
had urged the writer to buy there. In a case of this 
nature a measuring chart and a catalog goes with the 


men before it is put on sale. 

“A short morning meeting will work wonders in 
bringing out the good points of a new style,” said Mr. 
Baum. “I am a great believer in having frequent morn- 
ing meetings and an informal monthly supper, when 
store and general shoe topics are discussed. We have 
found it advisable to print a ‘Code of Ethics’ for the 
guidance of our salesforce. A letter is sent to every 
member of the store’s organization each week, in which 
we give some constructive thoughts. 

“Salesmen are instructed to sell our shoes and dis- 
regard what the other stores are doing. The styles 
that we have are the result of our best judgment.” 

Mr. Baum came to the Big 4 several years ago when 
a boy, and has seen the business grow ten times in 
volume. The concern values his services so much that 
they carry a $15,000 insurance policy on his life. 

The men’s department has picked up here consid- 
erably during the past year, due to a more aggressive 
merchandising policy. Lines have been concentrated to 
four houses, with the result of a smaller stock, more 
volume, more complete size runs, better turn-overs 
with good profits showing. 





Don’t Mix Window Shoes 


A small town merchant in passing advice along 
through the RECORDER to brother shoe men in other 
small towns says “Most merchants make the mistake 
of showing good and cheap shoes in the same window 
at the same time. The result is that the cheap shoes 
look cheap and so do the good ones. I find it best to 
show only good ones in the window, -for if the cus- 
tomer is looking for less expensive ones we can easily 
show them to her inside the store.” 
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Merchants to Boost Boston Show 


When such a veteran as Daniel F. Sullivan of Fall 
River takes over the leadership of the Massachusetts 
Retail Shoe Merchants’ Association it indicates that 
there is to be taken a big step forward in association 
work. He started right out in announcing that every 
merchant in Massachusetts would be given an invita- 
tion to attend the 
Boston Shoe and 
Leather Fair to be 
held at Mechanics 
Building, Boston, 
July 7, 8 and 9. The 
occasion that 
brought about his 
election to office 
was the annual 
meeting of the 
Massachusetts Re- 
tail Shoe Mer- 
chants’ Association 
held at the City 
Club last week. 

The speaker of 
the evening was 
A. F. Bancroft, of 
Bancroft - Walker 
Company, Boston, 
and president of the 
New England Shoe and Leather Exposition and Style 
Show, Inc. President Bancroft opened up with an 
explanation that if the shoe business is to continue a 
millinery one, it must be studied from a millinery plan 
of operation, and that every merchant and manufac- 
turer to be successful must understand the importance 
of the feminine angle in the selection of materials, 
colors and patterns. 

He promised a style show for July radically different 
from any presented heretofore—one in which the 
runway will give a balanced message of a stock of 
styles, the models showing precisely what well dressed 
men and women would wear in the course of a day, 
each style original with the show, and not credited by 
a sign carried by the model as to who was the maker— 
the runway to put over the message that a good bal- 
anced stock for fall should include the numbers shown 
in addition to which each merchant can amend or 
amplify according to the size of his business. 

The election put in office the following shoe men: 
President, D. F. Sullivan, of Fall River; First Vice- 
President, Harold F. McNeil, of Boston; Second Vice- 
President, C. J. Tetreau, Lawrence; Secretary-Treas- 
urer, Fred W. Small, Boston. Directors: Henry Hagan, 
Boston ; Irving B. Howe, Boston; Ira H. Morse, Lowell; 
George H. Wirth, Boston; Cornelius L. Mahoney, Law- 
rence; C. W. Pollock, Boston; Thomas S. Childs, Hol- 
yoke; and B. H. Bulestein, Boston. 

The joint style report was considered and a summer 
weight shoe for men was discussed. Applying a Calvin 
Coolidge method of economy, Vice-President Irving B. 
Howe brought about a change of dues from $10 to 


D. F. SULLIVAN 


Newly elected president of the 
Massachusetts Association. 
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$5 on the basis that cost of association management 
had been reduced and that the new rate would increase 
membership. 





Walter S. Roose with Piekenbrock 


Boston, Mass., May 20—Walter S. Roose, until re- 
cently with the A. J. Bates Company of Webster, Mass., 
has accepted the position of salesmanager of the 
E. B. Piekenbrock Shoe Manufacturing Company of 
Dubuque, Iowa, and has already left for the Middle 
West to take over the work. 

Mr. Roose, who served the Bates company as big 
city salesman outside of New York City, and who also 
styled the Bates line, has been connected with the shoe 
industry for 28 years, during which time he has been 
thoroughly schooled in all branches of manufacturing 
and merchandising. Prior to his connection with the 
A. J. Bates company he was division manager of retail 
stores for the F. M. Hoyt Shoe Company, of Manches- 
ter, N. Y. \ 





James P. Orr Honored by U. S. 
Chamber of Commerce 


Washington, D. C., May 18—James P. Orr, head of 
the Potter Shoe Company, of Cincinnati, Ohio, today 
was made a direc- 
tor of the Chamber 
of Commerce of the 
United States. He 
is the first shoeman 
to be so honored 
and his election 
shows that the shoe 
industry itself is 
considered of suf- 
ficient importance 
to warrant repre- 
sentation on the 
board with the 
representatives of 
other major indus- 
tries in this coun- 
try. 

Mr. Orr is one of 
the past presidents 


of the N.S. R. A. JAMES P. ORR 





New Tanner and Chemist for E. C. Mills 
Leather Company 


An announcement which will be of much interest to 
the trade is that just made by the E. C. Mills Leather 
Company of Boston, Mass., that they have secured the 
services of T. L. Rovelstad, as the superintendent of 
their tannery, at Middleville, New York. Mr. Rovel- 
stad is an eminent chemist and tanner and has been 
for the last several years employed in a similar ca- 
pacity by the Collis Leather Company of Aurora, 
Ontario. He entered upon his new duties May 18. 
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GOLF MOCS—In Stock 
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What is the best golf shoe? 
The one which sells—BEST. 


SKOOKUMS will sell BEST 
BECAUSE:— 


First—they are popular 
priced; 

Second—they are built on 
modified moccasin lasts 
and are comfortable; 


Third—they will wear at 
the rate of eighteen holes 
a day for a season. 


If you sold golf shoes to golfers 
only, you wouldn’t sell many— 
SKOOKUMS are ideal not only 
for golfing but for other sum- 
mer sports — camping, hiking, 
boating, tennis, canoeing, etc. 





Sawyer Boot and Shoe Co. 


When writing te advertisers please mention Boot anv Suot Recorver 


' 
THE MAINE DRIVE 
No. 9123—Men’s Northwestern Soo Tan 
Strap Golf Moc. Streamline Vamp, Perforated 
Vamp and Foxing. Black and natural zebra 
storm welt around the heel. English crepe sole 
with crepe discs to prevent slipping. Price $4.75 











No. 9124—Men’s Smoke Elk and Soo Tan 
Combination Strap Golf Moc. Streamline yo 
Plain English crepe sole 4.00 

No. 5110—Ladies’ Soo Tan Golf Moc. Smoke 
saddle, crepe sole 5 

No. 51@9—Ladies’ Monarch Brown Golf Moc. 
Crepe sole $3.50 
















No. 9106—Men’s Soo Tan Golf Moc. yo 


Boys’, 214-514, $3.50; Youths’. a. $3.10; 
Little Gents’, 9-13%, 

No. 9105—Men’s, Boys’, Yous” - Little 

Gents’ Monarch Brown Elk. Same prices as 

9106 and same construction. 

No. 9119—Men’s, Boys’, Youths’ and Little 
Gents’ Reuping Black Elk. Same prices as 
9106 and same construction. 

(Boys’, Youths’ and Little Gents’ styles deliv- 
ery in three weeks.) 


soie 










Freeport, Maine. 
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SCHMIDT'S ERIC CALF 


SABLE BROWN 


CARL E. SCHMIDT & CO. inc 
Janners of the Schmict Calf feathers 


DETROIT USA.~ BOSTON U.S.A. 
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le Correct Shade of the Indias ] 
- Color specified by the — 
d Joint Styles Conference 
F fi as a ine vogue for, jal 


CARL E.SCHMIDT & CO. inc 
cJanners of the Schmidt Calf feathers 


DETROIT USA.~ BOSTON U.S.A. 
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Seven Points of Merit to 
the consumer means Seven 
Pointsof Profit tothe dealer 


1. Cushion insole that conforms with 
the natural outline of the foot. 
Flexible sole insuring glove-like 
freedom for women’s active hours. 
Heavier sole for more comfortable 
walking. 

. A toe and heel that give plenty of 
room and graceful style. 

. Rubber heel to cushion every step. 

5. Reinforced moulded counter to pre- 
vent running over at heel. 

6. A rigid steel shank giving needed 
support to the sensitive foot arch. 

7. Tite-fit fashionable ankle, holding 
the heel snugly and the stocking 
smoothly; preventing slipping and 
gaping. 


bd 


~ 


r~ 











‘*A Foot of Comfort means Miles of Happiness”’ 





No. 502 





55°° Increase in Sales! 


That is the remarkable sales record of “Constant Comfort” 
Shoes during the first quarter of 1925. 


It proves conclusively that the policy of standardizing on 
turn shoes is a sound one. For more than ten years Ault- 
Williamson have specialized on conservative stylish turn 
shoes. They have never changed to McKays or Welts but 
have always maintained an unchanging standard. The “Con- 
stant Comfort” idea of “Seven Points of Merit” that com- 
bines comfort and style with economy is fundamental in its 
appeal. It aims directly at the actual need which creates 
demand and which will always exist as long as women con- 
tinue to wear shoes. 


That is why dealers who standardize on “Constant Com- 
fort” shoes are selling more shoes and making more money. 
You too can increase your turnover by concentrating on the 
sizes and widths that meet your market and in “Constant 
Comfort” styles that always predominate. Our IN STOCK 
service gives you the benefit of immediate delivery of any 
size or style so you can carry a small stock without fear of 
losing sales through lack of sizes. 


The coupon below will start you 
to a more profitable business. 


AULT-WILLIAMSON SHOE CO. 


Factory and Eastern Sales Dept. R, Auburn, Me. 
Western, Central and Southern Division, 414, R, North 12th Street 
St. Louis, Mo. 


MAIL THIS COUPON AND GET QUICK ACTION 





Ault-Williamson Shoe Co. (Mail to nearest Division. See addresses above.) 
Dept. R, Gentlemen: 


‘ n 
Send sample of 502 ..000..0............cccccccceeeeeee Have salesman call. o.............cccccceeeeeeeeee 














When writing to advertisers please mention Boot anv Suok RecorvEr 
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Why. 1 like 


KAFFOR KID has many praiseworthy qualities, because of its 
soft, silk-like tannage, lightness of weight and finish. The 
testimonial letter from Mr. Joe Langley on the opposite page 
goes straight to the high mark we have always set ourselves 
to: namely, the production of a fine leather in quality and finish 
adaptable for fine shoes. 

Style in fine footwear this season is centering upon materials 


rather than variety of patterns. Simplicity is the keynote of 
’ style. Kaffor Kid is the ideal light weight calf leather for finely 


pi... ll finished style footwear. 
Mannheimer, Bros. Shoe ‘Depart. Consequently, it meets with ready favor with men who prefer a 
(Former president, Northwest calfskin shoe with kid leather comfort. 
It also meets all requirements of the modish woman who wants 
a shape-holding, non-scuffing, highly finished shoe. 
Leading shoe manufacturers are showing a variety of new 


styles made of Kaffor Kid leather. Ask to see them, and note 
the beautiful effect of Kaffor Kid tannage. 


“The Story of Leather” sent free on request. 












One-strap slipper made of 
Black 
KAFFOR KID 
John S. Gray, Inc. 
Syracuse, N. Y 





The OHIO LEATHER COMPANY 


GIRARD~OHIO 


PORE Cay year 
oWVATIONALLY 
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Kaffor Kia 











A Store —§ 
specialized 
shops 


PAUL March 21, 19256 


Ohio Leather Coe» 
Girard» Onio. 


Gent Lemen: 


You may b® interested gn knowing that 
we have specified "Kaffor Kia" in our fine footwear 
for the past two years. 


The elegen¢ e and fi qnish and ogt | of 
"Kaffor Kid" which sombin nes the advan ee. both 
calf and kid Leathers constitute the 2 of * eather 
tannage of todays ani as the result of wert pro- 
ressive {deas 4+ has nelped us to sell more pairs 
of snoes of smoo oth finis shed Leat hers- 


Yours very +ruly» 











BRI es INC. 
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TRADE MARK 





TRADE MARK 


Four Dollar oxfords 


on Five Dollar lasts 


May 28, 1925 


— a 


Style B-775—Special Measure- 
ment Black Glazed Kid Oxford, 
Combination last. 12/8 Wing- 
foot Military heel. 


Style B-725—Special Measure- 
ment Black Glazed Kid Oxford, 
Combination last. 14/8 Wing- 
foot Cuban heel. 


Price $4.00 


In Stock Widths B to EEE 
Sizes 31% to 10 


Price $4.00 


In Stock Widths B to EEE 
Sizes 31% to 10 


Styles 725 and 775 are built over the combination lasts that made “Slender Foot 
Arch Fitters,’’ our five dollar line, an instantaneous success. 


Both are Goodyear Welts, cut from plump, firm grained black glazed kidskins; 
with leather counters, leather box toes, solid leather insoles, solid leather single 
lift heels, Diamond eyelets, Red-Line-In toe linings,, glazed kid quarter linings, 
and reinforced steel arch supporting shanks guaranteed against breaking down. 


They are labeled ‘Special Measurement Footwear,” and are In Stock, ready for 
immediate delivery. 


Oxfords at $4.00 are plentiful. There may be others built as solid and styled 
as attractively as these two numbers. But, we are sure that after a few fittings 
you will agree that you have never before handled oxfords that fitted as well as 
Numbers Seven Twenty-five and Seven Seventy-five. 


, Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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ARBROOK SHOE SATINS AND 

FABRICS are in complete harmony 
with Fashion’s endorsement of satin ma- 
terial for dress and outerwear. 


The assurance with which we make this 
statement is based upon facilities pos- 
sessed through contact with sources of 
fashion information that are unique. 


As leaders in Silk Fabric Production, our 
services here and abroad are at the dis- 
posal of the shoe industry. The inquiry 
of your stylist is solicited. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by 
D. J. Finn T. F. Leary Henley & McGaghey 
Phil A Iphi RD + St. Louis 

















D d & Hotting 
New York 


W. A. Gallup 
Cincinnati 


» Inc. 











DARBROOK 
SHOE SATINS 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 







tl 


| ue Woy, Wn, 










United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 






The Crawrorp Arcu Suprortinc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 





The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 


not 
Bm « 














Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 























, 1925 
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aoe IN STOCK 
Ready for At Once Shipment 


THE ZEV 








No. 164—Tony Tan Boarded Calf Blucher Oxford. Zev Last. 


A, 7 to 10% C, 5% to ll 
B, 6 to II D, 5% to I1 
Price $5.85 
er iss £506 i x SNRs 686540 bee eco wsesneviipe $5.85 





THE TRIPPER 





Stock No. 255—Patent Dress Oxford. Tripper Last. Flexible Sole. 
A, B, C, D. 
Price $5.25 
Also in Plug Pattern. 
Stock No. 257—Dull Calf Dress Oxford. Flexible Sole. 
A, B,C, D 


Price $5.25 
a tL oward & FosterCo, "S™ 
183 
nsox ee FIoward & rosterCo, °* 
ANE WRNE _ (Manufacturers of Goodyear Welts of Stability and Service) teenie Lipo 
MUNICATIONS TO THE B ck M CHICAGO OFFICE 
FACTORY. TO ton, ass. SECURITY BUILDING 


HOWARD & FOSTER SHOES | 
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OHANSEN 


FOOTWEAR FASHIONS 





You can imagine what a beautiful sample line we 
are showing now—these two numbers indicate the 
wealth of style to be found in it. But don’t wait 
for your Johansen salesman to arrive in ordering 
the Kolana and the Agna—get them into your 
window as fast as you can—they are not in stock, 
but we will rush your order if you write or wire 


now. 


The Kolana 

No. 8435—Front gore pattern, cut-out in- 
step band, artistic old gold sunburst orna- 
ment. No, 125 full round toe McKay last; 
16/8 Spanish heel. For Fall we suggest 
vamps of patent leather or tan calf com- 
bined with pigoat quarters, also good in 
two-tone colored kids or solid blacks. 


The A gna 

No. 8458—One strap pattern, new vamp 
and quarter design, underlaid with con- 
trasting material. No. 40 broad stage Mc- 
Kay last; 16/8 Spanish spike heel. Light 
shades of tan calf, patent leather and col- 
ored kids. Can be made over similar lasts 
in 16/8 and 14/8 heels. 





23, 192 





ay 23, 1925 
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Right Sales Tactics Get the Business 


Choose Your Own Boss—Have Confidence in Yourself and Your Line— Advancement 
S. T. A. President Scanlon Talks to" Pittsburgh Travelers 


Through Real Interest—N. 


Bulletin,” written by one hun- 
dred shoe sales managers, 
and compiled by C. A. Dickens of 
Chicago, we present this week the 
following thoughts in the cause of 
“Getting More Shoes Sold Right.” 
There isn’t a salesman in any in- 
dustry but who can improve himself 
if he sets out to do it. Some day, 
even the youngest salesman will be 
an old man. If he has gone along 
without improving, without making 
himself more necessary every day 
to the institution for which he is 
working, he is going to end in fail- 
ure. He will advance and improve, 
if he takes a re&l interest in his 
job. Genuine interest means hard, 
consistent and persistent work. 
There is no royal road to success. 


YROM the “Weekly Shoe Sales 


Watch Styles When Going Out 


To attain success, the clever 
salesman knows that he must have 
faith in his ability to find success. 
A salesman always travels in the 
direction of his faith. He must be 
alert to the style situation, and in 
this regard, it is more essential to 
know when a style is going out than 
to know when a style is coming in. 
It is important to select the line 
which you are best adapted to sell— 
in other words, “Choose your own 
boss—.” And once having made 
your selection, be loyal. 


Confidence Is Capital 


Self-Confidence is the First Fac- 
tor of Success. Self-Confidence in- 
spires the confidence of others, and 
unless you have the confidence of 
others you can not for the life of 
you succeed. Banks can not do busi- 


ness without confidence. Merchants 
must have confidence. Individuals 
are conspicuously dependent upon 
confidence. Confidence is Capital. 
Believe in Yourself, Make Good, 
and this will make others believe in 
you. 

There Is a Tremendous Power in 
the Conviction That We Can Do 
Things. Think yourself into big 
things. Raise your own salary, by 
first having enough self-confidence 








THOMAS W. FURLONG 


Covers New York State, Penn- 
sylvania, and Ohio for Lewis 
A. Crossett Company, of North 
Abington, Mass. He is Presi- 
dent of the Buffalo Association 
of Traveling Shoe Salesmen 
and is also charter member of 
that organization. 


to start you on the way up. If you 
are on the way down, you certainly 
can not expect more pay. 


Pittsburgh Boys Meet 


The Pittsburgh Shoe Travelers 
are holding a meeting this morning, 
May 23, at the Hotel Henry. On this 
occasion, James L. Scanlon, Pres- 
ident of the National Shoe Travel- 
ers’ Association, will be the chief 
speaker. It is President Scanlon’s 
aim to talk to as many traveler 
groups as possible and outline to 
them the aims and accomplishments 
of the National. No man is better 
conversant with the various angles 
of N. S. T. A. work than President 
Scanlon. 

The National Secretary has is- 
sued a letter to all Pittsburgh boys 
urging a large attendance at this 
meeting, for “at no time in the his- 
tory of the industry,” reads the let- 
ter, “is co-operation more essential 
to everyone of us than today. With 
all of the allied branches of the 
trade—tanners, shoe manufac- 
turers, retail shoe merchants, 
wholesalers, and salesmen, united 
as one great body, it behooves each 
branch to hold firm in this big, co- 
ordinated movement. 


Wagner Sells Two Lines 


H. J. Wagner, with Boston sales 
office at 183 Essex street, sells the 
Marshall-Harris Shoe Co.’s line and 
that of the Nestletoe Slippers, Inc. 
In the latter line, he has some in- 
teresting new effects in leathers— 
also in velvets and satin effects, 
with padded soles. 
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Cc. S. MARSHALL CO. - 


BROCKTON, MASS 


BLACK ROYAL CALF 


In its finest quality of 
a deep, rich finish for 


HIGHEST GRADE FOOTWEAR 


American Hide & Leather 
Company 


NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., LTD. 
Northampton and Leicester England 


CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Peabody Woburn Chicago Sheboygan Ballston Spa Curwensville 
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H. H. (“Hal”) FAIRFIELD 


Who travels the Northwest for 
the A. E. Nettleton Co. 


H. H. Fairfield, known to all as 
“Hal” Fairfield, and who sells A. E. 
Nettleton Co’s line in the American 
and Canadian Northwest, recently 
returned from his trip, only to be 
“off and away again.” But this 
time he traveled to “Somewhere in 
the Maine” woods. Here he will fish 
and enjoy life in the “open” until 
September. Mr. Fairfield has cov- 
ered this territory with the Nettle- 
ton line for the past ten years or 
more. He reports that conditions 
there are improving—that the out- 
look for business is the best for 
years; that the seed is up two weeks 
earlier than for years. 


Summer Weight Oxfords in 
Demand 

He also reports that there is a 
good demand for “Summer weight 
men’s shoes, in tan calf oxfords.” 

Mr. Fairfield is well posted on 
“what’s what” in the men’s shoe 
game, as he has been connected 
with the industry since a lad of 
seventeen. He started in at the bot- 
tom, as a stock boy in a jobbing 
house—after a short time, he com- 
menced his traveling shoe salesman 
activities and has been “at it” ever 
since. He is a charter member of 
the Boston Shoe Travelers’ Associa- 
tion. 


Case Sells Lynnway Line 


The Lynnway Shoe Co., Inc., is a 
new concern in Lynn. The Pres- 
ident, Frank Case, has charge of 
the selling of the output of women’s 
novelty shoes; the Vice-President 
is D. W. Shannahan; Treasurer, A. 
Freedman; Clerk, B. Freedman; 


BUFORD McWHIRTER 


Covering Southwest for the 
Interstate Shoe Co. 


Buford McWhirter, Secretary- 
Treasurer of the Southwestern 
Shoe Travelers’ Association, and 
Honorary President of the N. S. 
T. A., recently joined the sales staff 
of the Interstate Shoe Co. Mr. Mc- 
Whirter has had a long and valua- 
ble experience in the shoe business. 
He was associated for a number of 
years with the Middlesex Shoe Co., 
and is one of the most popular men 
who travels the “Lone Star State” 
and vicinity. 





General Manager, D. W. Shanna- 
han. 


Juvenile Shoe Corporation 
Holds Sales Conference 
The Juvenile Shoe Corporation 

of Carthage, Missouri, recently held 
its annual sales conference at the 
factory with the entire sales staff 
in attendance. One of the surprises 
of the meeting was a new line of 
children’s footwear that has been 
developed in the factory. 

On the first night of the confer- 
ence, the salesforce was entertained 
at Sagamount Inn in the Ozark 
Hills about 24 miles from Carthage. 
On the evening of the second day, 
a banquet was held in the Palmer 
Hotel in Carthage. The feature of 
the meal was the Kewpie motif that 
was brought about through the use 
of “Nigger” Kewpie in all sorts of 
costumes as place cards and deco- 
rations. 

Salesmanager Charles G. Sharp 
reports that the Juvenile Corpora- 
tion is looking forward to a banner 
year with the “Kewpie Twins” line 
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H. J. MANTHORNE 


Salesmanager of Kreider-Cross 
Shoe Co. 





and that there are many surprises 
in store for the many merchants 
who have brought the Juvenile line 
in the way of new patterns and ad- 
ditional selling value of the foot- 
wear. 


Kreider-Cross Increase 
Salesforce 

H. J. Manthorne, salesmanager 
of the Kreider-Cross Shoe Co., Le- 
banon, Pa., recently returned from 
a cross-country trip and reports 
good success in the introduction of 
the company’s line of new process 
McKay sewed shoes, also a strong 
tendency toward pretty styles and 
simple patterns. Mr. Manthorne 
states that the company’s line of 
welts and new process McKays are 
selling very well; that a number of 
smart styles have been added and 
that he anticipates doing a large 
volume business on colored - kid 
shoes, as well as trimmed patent 
leathers and satins. 

The salesforce of the house has 
been increased, and these “live 
wires” are putting forth an inten- 
sive effort to obtain business right 
through the summer months. 

The following are the additions 
to the sales staff: G. L. Studley, who 
will cover Indiana and Michigan; 
Frank Murphy, who will cover IIli- 
nois and Wisconsin; C. H. Duncan, 
who will cover Georgia, Alabama 
and Florida. 

Mr. Duncan reports that light- 
weight welts are moving fast to the 
Southern trade and that by actual 
weight, a McKay and a welt in this 

line are identical. 
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MAXIMUS 


Teaches its users a new lesson 
in what Patent Leather can be 


1925 





AXIMUS is made for shoemen who appreciate the 
advantage of having their customers say: 


‘*I never knew patent leather 
shoes could be like these.” 


MAXIMUS represents as much progress in patent leather 
making as the MAZDA lamp produced over the old carbon 
filament type. 


The MAXIMUS “balanced finish” whereby the hide and 
enamel “give and take” equally together, has created a new 
standard of service, comfort and beauty in shiny leather shoes. 


MAXIMUS, like all EVANS LEATHERS, is made to make 


long continuous friendships for our customers, and their 
customers. ) 





John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 
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THE HOLLY 


Beautifully Simple 
Simply Beautiful 


Sherwood shoes have won Success 
THE HOLLY 
Available in short, French toes or the more con- because they excell in Style and 


servative medium lasts, in all heights, Cuban or 
leather, black cr adeamh antin or ope Fitting Qualities. 
———— Write for Salesmen or Samples 
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Russell Moccasin Footwear 
will help your business — 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortabie slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 


service. 


Puss ells 


Tke Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 

“Never Rip” seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army iast. 


Write for catalog and dealers’ prices 
THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street 33 $3 Berlin Wis. 
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S-m-a-r-t-n-e-s-s is the 
word for this new model. 
Made of Creese & Cook’s 


TONY GOLD 


Barbour Zebra Welt, 

Armstrong Cork Soft Box 
Toe, 

Leather Heel and Sole. 











Shoes That Customers 
Can't Forget 


Something real to sell and 4uild on—that’s Taylor shoes. 

Leather that tells its own character. 

Soles that look their quality. 

Linings—fittings—every detail bears out the value 
impression. 

Style at its latest—new models constantly added. 

Yes—you build permanent volume sales when you retail 


Taylor shoes at $6.00 to $8.00. 


TAYLOR SHOE COMPANY 


BROCKTON, MASS. 





Means The Best 
That Brockton Shoemaking 
A ffords 
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Have You Seen Them? 


They're striking, nobby and likeable! 


Our men are now showing this line of profit-producing ties for late 
Summer and early Fall wear. 


Don’t miss the opportunity to see the VARSITY GIRL models. 


They’re Nifty! 
E. P. REED & CO., 


ROCHESTER, N. Y. 


Fashioned in Our New York Style Studio 


MARBRIDGE BUILDING 


W. D. F. GIBSON, Style Director 


CHICAGO PHILADELPHIA 


When writing to advertisers please mention Boor anv Suor Recorper 
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CHICAGO—A good healthy tone 
characterized buying on shoe stores 
during the week ending May 16. 
Style preferences are still spread 
over a broad range of patterns. The 
black and tan combinations seem to 
have reached a point where they 
are considerably stronger than they 
were sixty days ago, when it was 
predicted that they had reached 
their peak. 

The strip pump seems still to 
carry the greater portion of favor 
and the adaptations of this mode 
with all their simplicity create at- 
tractiveness in women’s footwear— 
and because of their simple lines 
and dainty curves should continue 
in high favor. 


Some New Patterns 


The Regal Store on Wabash Ave- 
nue is showing an attractive inter- 
pretation of the pump style. The 
shoe is of patent and at the throat 
has a three-cornered lapel effect of 
champagne kid. It fastens .at the 
side corners with a small button 
and opening down the vamp of the 
shoe in a V effect in which a 
“vestee’ of black and white check- 
ered fabric is set. 

Hanan and Son are showing a 
very dainty pump of the step-in 
variety with a golden tan pigoat 
quarter and a_ bronze _ buckle, 
through which a bow of the pigoat 
has been drawn. 

The Palmer House Boot Shop is 
showing some pretty adaptations of 
the step-in pump in combinations 
of black patent and blond shaded 
kid. The pump has a very thin 
strap leading from about a third of 
the way back from the throat on 
the inside to a fancy bow or jew- 
eled button just below the ankle on 
the outside. This model is also 
shown with a very thin strap 
across the ankle and one leading 
from the center of the throat up the 
center of the instep. 


Patent Alligator 


Wollock and Bauer are showing 
some pretty models in black patent 
with red silk thread trim on the 
vamps with the breast of the heel 
lined with red kid. They are fea- 
turing the patent and alligator 
combinations and a dark cocoa or 
chocolate kid and tan lizard in some 
especially effective strap numbers. 
C. H. Wolfelt is showing some 








Plain Patterns Winning 
Most Favor in Chicago 


dainty step-in pumps and small- 
tongue Colonials in white kid with 
startling effects at the throat in 
black and white enamel buckles. 
Another pretty. strap model in 
white kid has a triangular inset of 
black and white checkerboard pat- 
terning on the lower part of the 
quarter. 

Another dainty Wolfelt model is 
a step-in pump of white kid with 
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long narrow inlays and top facing 
of champagne kid. Whites featured 
in the costume booteries generally 
are offset with some sort of con- 
trasting trimming apparently indi- 
cating the hold that the two-tone 
effect has on present styling. 


Look for Good White Season 


Up to now, all white footwear 
shown has been in the kid, calf and 
buck leathers. Nothing has been 
seen yet of any other materials. 
Most merchants feel that the white 
season will be good. 


The men’s shoe business is fair. 





White Patterns Commence 
Selling Freely in St. Louis 


ST. LOUIS—Rain and continued 
cold weather prevailed during the 
early part of the week ending May 
16. The latter half, however, was 
graced with much sunshine and this 
brought forth smiles from retail 
shoe merchants. There was a notice- 
able increase in the business on 
Thursday and continued until Sat- 
urday when the majority of stores 
had a real test of the strength of 
the white season. 

Some doubt existed in the minds 
of many merchants as to what ef- 
fect patent and black satin, not to 
mention some colored kids, would 
have on the white season. But after 
a summary of what happened dur- 
ing the week all fear should be dis- 
pelled because whites were bought 
with zest and a briskness that de- 
notes customer confidence in the 
all-white shoe. 

Patent leather continues to be the 
best seller without exception. Black 
satin has passed blond satin in 
sales and is expected to hold its 
prestige through the best part of 
the summer. Blond kid and shades 
of this family are becoming more 
pronounced in the demand and some 
are of the belief that increased 
popularity will be manifested for 
this material as the summer ap- 
proaches. 

Saturday found all stores show- 
ing their full white line and the 
warm weather assisted in putting 
over the summer vogue footwear. 


New Store Opens 


The Shoeland Company, Inc., of 
St. Louis, opened a store here at 
410 North 7th street, J. B. Borland 
is president of the company which 
operates eight stores in St. Louis 





territory. The St. Louis store is 
headquarters and is managed by 
George G. Phillips, who has super- 
vision as well over the other stores. 
He was formerly connected with 
Dancer-Brogan Company of Lan- 
sing, Michigan, and has had a long 
retail shoe experience. The store - 
held its opening May 16. The fix- 
tures and shelving are finished in 
ivory. There is a seating capacity 
for fitting fifty customers. 


Leader Showing Doeskins 


The Grand-Leader shoe depart- 
ment is showing doeskin shoes in 
peach, banana and nile green. Nor- 
man Roth, assistant buyer, stated 
that they would sell well where 
footwear is desired to accompany 
light, filmy dresses. 


Crepe Soles Strong 


A. C. Lewis, manager of the shoe 
department of Boyd’s, is of the 
opinion that crepe soles will become 
popular and that at present they are 
selling well in his department. He 
believes the present men’s style of 
light clothes, fancy shirts and ties 
will have an influence in forcing 
more fancy shoes. “Doggy” shoes 
are at present outselling the more 
conservative types, states Lewis. 


Increases by Manufacturers 


According to the report on gen- 
eral business just issued by the 
Eighth Federal District Reserve 
Bank it announces that manufac- 
turers have shown a considerable 
gain in business. That section of 
the report pertaining to the shoe 
industry follows: “Sales of the 11 
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That string in the corner of our new catalog has a 
meaning for every retailer. Those dealers who make 
the most money out of our catalog are the ones who 
go through it carefully and look for the many new 
items that it contains. Then, instead of throwing it 
aside, they hang it up near their desk, where it can 
be referred to frequently. 


Go through the new Daniel Green catalog with 
this thought in mind, ‘“‘Couldn’t I make more money 
if I enlarge the scope of my Comfy stock this year?”’ 
This new catalog contains more new in-stock items 
than have been shown in our catalogs for ten years 
back. 

x. 


Our New Catalog Is Ready 


And above all, order eariy. The vacation season 
represents a rapidly growing sales opportunity. Now 
is the time to order your vacation stocks, and get 
those earlier profits that so many dealers are realiz- 
ing. Have you received your copy yet? If not, write 
us today. 


DANIEL GREEN FELT SHOE CoO. 
General Offices 
DOLGEVILLE, NEW YORK 


Sales Offices 


10 East 43rd Street 10 High Street 189 W. Madison Street 
New York City Boston, Mass. Chicago, Ill. 


- 
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reporting interests during March 
were 11.9 per cent larger than in 
March, 1924, and 77.8 per cent in 
excess Of the February total this 
year. Stocks at the end of March 
were smaller by 3.6 per cent than a 
month earlier, but 10 per cent 
larger than a year ago. While sales 
of women’s wear, particularly spe- 
cialties and novelties, continue to 
make the best showing, some im- 
provement is noted in distribution 
of men’s shoes. Novel styles in 
men’s shoes are being stressed to a 
greater extent than heretofore. 


Prices of finished goods and raw 
materials developed no change 
worthy of note as compared with 
thirty days ago. Factory operation 
was at from 85 to 100 per cent 
capacity.” 


Hoffman to Open Store 


J. Hoffman reports that he will 
open an attractive shoe store in his 
locality on June 1 at 1731 Franklin 
avenue. The store will operate un- 
der the name of the Cinderella Shoe 
Shop. 





Fort Worth Doing Well 
with White Footwear 


FORT WORTH, TEXAS—This 
is to be a good white season, ac- 
cording to the opinion of promi- 
nent Fort Worth retail shoe mer- 
chants. Virgil Garrett of the shoe 
department of the W. C. Stripling 
store expressed the idea that the 
demand for white footwear would 
steadily grow until sales reach a 
volume greater than the two previ- 
ous seasons. 

Due to unprecedented heat dur- 
ing the early part of May more 
white shoes were sold than the mer- 
chants anticipated. White kid 
pumps and straps are in demand. 
Some of the shoe men have bought 
white fabric patterns in anticipa- 
tion of the demand for a neat, in- 
expensive utility morning shoe. 
Tendency Toward Plainer Patterns 

All shoe displays reflect the ten- 
dency toward plainer patterns. 


D’Orsay pumps and one-strap pat- 
terns in colored satins, colored kids 
and whites are in favor. 


Satins Sell Freely 


Satins continue to sell freely in 
blond and black colors. Some mer- 
chants believe that black satin 
step-ins will be worn extensively 
with light hose during the warm 
season. Few low-heel types in sat- 
ins are being shown at this season 
and satins remain the dress shoe. 


Broad Toed Tans for Men 


While the men’s trade is not so 
active as women’s, a very satisfac- 
tory business is reported. Light 
tans with broad toes and rubber 
heels are leaders. A very good busi- 
ness in golf footwear is reported. 





Patent Styles Lead and 
Tans Follow in Milwaukee 


MILWAUKEE — Business has 
been running along fairly well in 
Milwaukee stores, and few mer- 
chants are complaining, although 
there is not much improvement in 
business over last year. The weather 
has been fair, but cool lake breezes 
have prevented any great interest 
in late spring and summer mer- 
chandise. However, should the 
weather turn warm for several 
days in succession, an improvement 
is expected. 

Patents are leading in the de- 
mand in the “majority of shoe 
stores, and considerable interest is 
shown in various styles of tans. 
The position of satins seems to 


vary with the store, but there is a 
steady demand for them in black 
and blond. Although popular styles 
are varied, plain pumps and gore 
pumps in various patterns are in 
the lead, while straps have less call 
than a year ago. In many stores the 
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tendency is to plain types, while 
cut-outs are shown in sport pat- 
terns. 

Slightly different reports come 
from shoe departments in women’s 
ready-to-wear shops. The I. Miller 
shoe department at Reel’s has 
found blond kids first in popularity, 
while blond satins follow. At Briet- 
haupt’s, blond satins have been 
leading, followed by black satins 
and then patents. Briethaupt’s was 
the first store in the city to adver- 
tise gun metal satins, which they 
are showing in D’Orsay and spi- 
rella strap patterns, and their im- 
mediate popularity has placed them 
after patents in the demand at this 
shop. 

Men’s business picked up slightly 
during the course of the month, 
according to local reports, but no 
change in popular styles or colors 
is noted. Light tans still predomi- 
nate by a good margin, while 
younger men continue to call for 
large toes. 


Move to New Quarters 


The Fox Shoe Co., formerly lo- 
cated on the second floor of the 
Matthews building, has announced 
its removal to the second floor of 
the Caswell block on Grand avenue 
and West Water street. 


Albert E. Austin Dead 


Albert E. Austin, formerly en- 
gaged in the shoe business in this 
city, died at his home in Madison, 
Wis., after a long illness. Mr. Aus- 
tin came to Madison in 1893, when 
he entered the shoe business with 
C. L. Gill. In 1900, he bought out 
Mr. Gill’s interest in the business 
and conducted the store at 13 S. 
Pinckney street until 1915. He is 
survived by his wife, a son and a 
daughter. 


Buys Shoe Store 


Carl Rosnow of Clintonville, 
Wis., purchased the Ferg Shoe 
store in that city, and has been 
making a number of changes prior 
to opening under the new owner- 
ship. 





Spotty Trend to Shoe 
Buying in Cincinnati 


CINCINNATI—Retail shoe mer- 
chants reported business for the 
week ending May 16 was spotty. 
There seems to be conflicting re- 


ports, as some of the merchants 
state that business is good with 
them, while others report it only 
fair. However, women’s buying 
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A Noteworthy Fashion Note 


Shoes of black kid, ornamented with 
narrow pipings or small inlays of white 
or grey are the newest feature for Fall in 
the lines of high-art shoemakers. 


Made on ultra smart lasts, these shoes 
have an individuality that 1s delighting 
Metropolitan retailers who predict an en- 
thusiastic reception for this new mode. 


In effectively carrying out the above outlined tendency, 
much depends upon the innate richness of the leather 


utilized. 

Most shoemen know the position occupied by 
SURPASS Kid—and that beautiful as it is in the skin, 
it takes on added beauty in the shoe. 





SURPASS LEATHER COMPANY 


NEW YORK 


IT TAKES ON ADDED BEAUTY IN THE SHOE 
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seems to move at a more steady 
pace than the men’s. Most of the 
merchants anticipate a good white 
season, and the bulk of the demand 
is expected to be on white kid, 
especially in the women’s end. 


Patents Selling Well 


Patent leather for women con- 
tinues to be the predominating ma- 
terial, although black satins are 
receiving a good call. Colored satins 
in the higher-priced stores are in 
fair demand. There seems to be no 
signs of any falling-off in the de- 
mand for patent leather at present, 
or black satins, but the demand for 
tans and combinations has eased up 
a bit. Colored kids are receiving 
favorable attention. 

Strap patterns continue to domi- 
nate the style field, but the step-in 
patterns are still popular, and are 
worn mainly with buckles. 

There is little change in the style 
situation in men’s footwear, and 
the broad toes and light shades of 
tan calf are still in vogue. 


Conduct Polish Contest 


The Smith Kasson Co. conducted 
a contest on the sale of polishes in 
their shoe departments. More than 
three times as much polish was sold 
than in any other week. The prizes 
were a pair of silk hose for the girl 
making the most sales in each de- 
partment, and a necktie for the 
man. 


Manager at Irwin’s 


H. Spiegel, who has been in the 
shoe retail field for more than 12 
years, and was with Irwin’s for a 
few years, has now taken over the 
managership of their shoe depart- 
ment. He succeeds R. Hoskins. 


Irving S. Paull Speaks 


The retail shoe merchants of Cin- 
cinnati recently gathered for a 
luncheon at the Business Men’s 
Club. The chief speaker at the gath- 
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Miniature stage built into Service Shoe Store at Huron, S. D. 


Huron, 8. D., Merchants Hold Style 
Exposition 


Shoe merchants in smaller cities 
who do not believe that the “big 
town” ideas can be adapted to the 
“little town” business can take a 
leaf from the book of experience of 
the Huron, South Dakota, mer- 
chants who recently inaugurated a 
“Spring Style Exposition” that 
brought trade from a‘distance of 
sixty miles around Huron. 

Individual stores conducted their 
own style shows. Harry C. Lampe, 
proprietor of the Service Shoe 
Store, chose to make his display 
particularly live and attractive and 
built into the entrance of his store 
a special stage. Live models showed 
his footwear. During the show he 


hired several children dancers who 
gave spring dances. 

In an upper window live models 
paraded before a curtain lowered 
just enough so that only the feet 
and legs of the models were visible 
and here the latest styles in shows 
and hosiery were shown. 

Every store gave an exhibition. 
The whole affair was made into a 
sort of a gala occasion for every- 
body in the city and was opened 
with an auto parade and decorative 
floats. Stores presented the show 
the second night in order to accom- 
modate the many folks who at- 
tended and were unable to take ad- 
vantage of the exposition. 





ering was Irving S. Paull, business 
analyst. He pointed out that Cincin- 
nati is and always will be in the cen- 
ter of the population, and 50 to 60 
per cent of the population of the 
United States is in easy access of 
the manufacturers, and that about 
20 per cent is in easy access to the 
Cincinnati retailers. 





White Season Progressing 
Well in San Francisco 


SAN FRANCISCO—Tan calf 
and patent leather styles are the 
best-selling shoes in women’s stores. 
Blond and black satins are also go- 
ing well. Black and white combina- 
tions, also tan and white, are get- 
ting a good response in sport types. 
White shoes commenced to sell in 


early May. Genuine alligator is fre- 
quently used in trimming whites. 


Sport Shoes Selling 


A big celebration to feature sport 
shoe styles was held by Sommer 
& Kaufmann during the week of 


May 3. The styles featured were 
oxfords, with crepe soles, and san- 
dals of the open type effect. 

Vacation season is now begin- 
ning at some of the city’s large 
shoe stores. Sommer & Kaufmann 
has its vacation schedule up. Em- 
ployes write down their names for 
the one or two weeks’ vacation they 
desire to take, with the date. An 
analysis is then made of the various 
requirements, in the vacation line, 
and, so far as possible, the date re- 
quests are complied with. 


New Clapp Store 


Work is progressing on the new 
Edwin Clapp Shoe store, Powell 
street, near O’Farrell street. This 
store will be opened soon. De Witt 
C. Davis, president of the Davis 
Shoe Co., is spending ‘practically all 
the month of May in San Francisco, 

(Continued on page 88) 
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QUAKER 


Color 22 


BROWN 


V oted—as shown by an undiminished 
demand—the most generally satisfactory 


MEDIUM BROWN SHADE in kid. 


**Not too light, nor yet too dark’’ 





| 


«Made in Black 
And the Following Standard (olors 


Color 22 QUAKER BROWN 
Color 17 HAVANA BROWN 
Color 25 GRAY 

Color 20 WHITE 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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Promising White Season 
Opens in New York Stores 


NEW YORK—tThe ushering in 
of the men’s straw hat season and 
of white footwear for women were 
coincident here. Retail shoe mer- 
chants here have been complaining 
some of the slow development of 
consumer demand for white foot- 
wear until last week. Whether there 
was any connection between the 
purchase of straw headgear by men, 
and real summer footwear by wom- 
en is an unanswerable question. 
It is more likely that warmer 
weather and sunshine had some- 
thing to do with the quickening in 
business in both lines. At any rate, 
from the response to advertise- 
ments and window displays last 
week, the retail merchants here 
seem convinced that a good white 
season has been started. The de- 
mand is mainly for plain white kid, 
white trimmed with patent leather 
and lastly for white trimmed with 
lizard, light tan or champagne col- 
ored kid, pig or other fancy leathers. 
There is little demand for colored 
trimmings other than those men- 
tioned. 


Doeskin Getting Stronger 


In the higher grade stores doe- 
skin is running well as a summer 
material for footwear. So far it has 
been shown mainly in simple one- 
strap patterns, but it is being 
worked up into other patterns. Mer- 
chants have suggested the shoe for 
sports wear, but like other things, 
it may develop into a street’ shoe 
before the season is over. Its com- 
paratively high price, however, is 
expected to keep it from becoming 
a common street shoe as blond 
satin did. 

The light kid leathers are coming 
into their own strongly. In both the 
high and medium grade shoes, and 
to some extent in the lower-priced 
lines, kid has a good call. In the 
highest grades some dark browns 
are moving well, but this tendency 
has not been noticed in the lower 
grades. 


Pushing Sharkskin Shoes 
for Children 


Gimbel Brothers, who are making 
a strong drive for the children’s 
business are featuring a child’s 
shoe made of sharkskin uppers, 
stressing its wearing qualities. The 
shoe comes in a regulation oxford 
with brass eyelets for both boys and 





Active Demand for 
Sport Shoes 


One of the brightest spots 
in the retail situation at pres- 
ent is the increasing demand 
for strictly sport shoes. The 
business has developed tre- 
mendously with the vogue for 
outdoor sports and the de- 
mand now is for practical 
shoes for active sports wear, 
rather than for street shoes of 
a sports cut. 

In women’s sport shoes, one 
Fifth avenue shoe merchant 
is selling the regular and 
crepe rubber soled shoe, with 
low or spring heel, almost ex- 
clusively. One of his best 
sellers is a rather dark brown 
buckskin with solid rubber 
sole and heel. In men’s shoes 
the trend toward practical 
sport types also is strong, and 
already there has been a good 
business done on both white 
and colored buckskin, light 
and dark elk and calfskin. 

















girls and also in a one-strap, fast- 
ening with a buckle for the girls. 
The leather is tanned in Newark 
and the shoes are also made in that 
city. They are priced at $4.95 up to 
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size 11 and at $5.45 in the larger 
sizes. 


Crepe Soles Selling Freely 


The crepe rubber sole isin better 
demand than it was a year ago, and 
retail merchants assert that ap- 
parently the problems in connection 
with the proper handling of this 
sole have been solved by the shoe 
manufacturers. There are no com- 
plaints now about the ripping of 
soles at the toes or the spreading 
of the soles beyond the welts. The 
crepe rubber sole is being exten- 
sively used by men for street wear 
as well as for sports wear. 


Kahn’s Anniversary Sale 


Alfred Kahn, Fifth avenue at 
42nd street, is celebrating his 20th 
anniversary in the shoe business 
with a special anniversary sale. 


Cambridge Rubber Sales 
Corporation Moves 


The Cambridge Rubber Sales 
Corporation, of which J. H. Willett 
is in charge, recently moved its 
office to the street floor at 125 
Duane street, at the corner of 
Church. The corporation combined 
office, salesroom and store with the 
Thomas G. Plant Co. 

The offices are well appointed and 
are of generous proportions. Mr. 
Willett reports business is very 
good in Greater New York, Eastern 
Pennsylvania and New Jersey. He 
is assisted in covering the above 
territory by five men. 





Boston Shoe Stores Doing 
Well with Buckle Sales 


BOSTON — Displays of white 
shoes became more common during 
the latter part of the week ending 
May 16, simultaneous with the 
showings of straw hats for men. 
However, the white trade is slow to 
open due to erratic weather condi- 
tions. Most merchants expect it to 
assume fair proportions a few days 
preceding Memorial Day. 

Fundamentally, the same styles 
and materials are continuing to 
hold the stage in women’s footwear. 
Patent, tan calf and satins in blond 
and black are selling best. Blond 
kid is becoming stronger. 

Merchants report the buckle and 
ornament trend is becoming more 
pronounced. Stores selling high 
styles at the $5 and $6 mark are 


pushing ornaments to accompany 
D’Orsay and plain strap styles. 

Broad one-straps, carrying orna- 
ments on the end of the strap, are 
more numerous in window trims, 
and reports state they are going 
well. They are consistent with the 
trend toward less cut-outs and more 
plainness in body lines. 

Men are responding very well to 
the lighter shoes in tan shades 
which are featured by most of the 
men’s stores. Lasts are broad and 
roomy, but volume sales show the 
medium round toe is most favored. 


Shoes for Every Dress 


The shoe department of the C. F. 
Hovey Co., in an advertisement, put 
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“Twin Scouts” 


‘The Smart Shoes for Little Folks" 





‘‘Standardized”’ 
for your profit 


and sold by 
Good Distributors Everywhere 
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stress on a shoe for every frock. 
The ad was about 50-50 illustration 
and copy layout, illustrated by a 
well-dressed young woman. A pair 
of black strap shoes was shown. “ ‘A 
slipper for every frock.’ What a 
typical I. Miller idea!’ ” was part of 
the copy. 


Bride’s Shoe Wardrobe 


One of the Jordan Marsh Com- 
pany’s windows displayed women’s 
shoes in connection with sugges- 
tions for a bride’s trousseau. At one 
corner of the window was a small 
dress-suit case, in which three pairs 
of shoes were placed—one black 
satin, with three silver beaded 
straps; a one-strap, with center 
strap, in copper colored satin; and 
a tan and white interwoven vamp 
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and quarter sandal. In front of the 
suit-case was a pair of white patent 
leather pumps and a pair of light 
blue doeskin pumps. 


Hartung at Thayer 
McNeil’s 
J. H. Hartung, salesman on the 
second floor of Thayer McNeil Co., 
is a new man in that department. 
He was formerly with Hanan & Son 
of Chicago. 


Seotch Grains Selling 


P. F. Girard, salesman -at J. L. 
Esart Co., reports that this store 
has been selling many Scotch 
grains. He also notes a good de- 
mand for crepe sole golf shoes. 





Lynn Report on Materials 
Places Patent as Leader 


LYNN—Business is starting on 
the summer schedule. Orders for 
May delivery have been filled. Some 
supplementary orders for summer 
shoes, and new orders for fall foot- 
wear have been booked. Volume of 
business, however, is not big. 

A feature of the moment is the 
demand for cheap shoes. Just how 
long this will run is uncertain. 
Hides are firm, and hide quotations 
are two or three cents a pound 
higher than a year ago. Tanners 
keep to their quotations on leather. 
So shoe manufacturers are caught 
between the comparatively high 
leather markets and the demand for 
low-price shoes. 

An exception from this report is 
to be made for the manufacturers 
of better grade shoes, who put 
quality in to their products, and get 
a proper price for them. 


Garden about Factory 


About the new A. M. Creighton 
ing. Plants, grass and trees make a 
pretty surrounding for the fine 
building. 


Drawings from Paris 


The United Shoe Pattern Co., of 
Lynn, who designs shoes for lead- 
ing manufacturers, has made a con- 
nection with a designer of Paris, 
France. It will receive each week a 
set of drawings of shoes, setting 
forth the new designs that are pre- 
pared for the custom shoe-makers 
of Paris. These designs will be 





adapted by the Lynn firm to Ameri- 
ean styles. 


Sheepskins Slip 


Peabody tanners say that pickled 
sheepskins have slipped off by $1 or 
more a dozen; but the quality is 
poor, and prices of good sheep 
leather continue firm. 


Little Witch Shoes 


The Little Witch Shoe Co., of 
Salem, is getting out samples of 
high-grade welt shoes for growing 
girls, misses and children. This is a 
new line with the firm. The com- 
pany is also increasing its output 
of high-grade stitchdown shoes. 


MacLaughlin Styles 
The MacLaughlin Shoe Co. has 
commenced cutting fall shoes. 
Charles MacLaughlin says that 
styles will continue light and dainty 
beyond a doubt. Lasts are graceful. 
Toes are mostly medium narrow. 





A Summer of Styles 


Fall shoes are being cut. 

White shoes are in brisker 
demand as summer comes. 

Lasts tend towards medium 
narrow toes, of the 25 cent 
style, with the balloon toe lasts 
for a feature. 

Vamps are a bit longer. 

Heels vary from 12/8 to 
16/8 high; with some up to 
18/8. 

Patterns are simpler, with 
strip and strap pumps, gore 
and buckle pumps, step-ins, 
open shank and some novelty 
oxfords selling. 

Materials seems to show 
patent leather a favorite for 
summer and early fall, white 
kid and calf for summer, 
black, gun metal and blond 
satin, tan calf, and black and 
colored kid, of the blond, apri- 
cot and pastel shades. 











Heels run chiefly from 12/8 to 15/8 
high. This is lower than the run on 
heels for summer shoes, with the 
McLaughlin Co. Materials show 
patents first, black and gun metal 
satin second, and colors third, the 
colors being tans, blonds, apricots 
and the like, on kid, calf and satin. 


Merrill, Porter Styles 


Merrill, Porter Co. has added 
some new lasts and patterns. One 
last, that looks unusually good, pro- 
vides for a medium narrow toe, and 
a 13/8 wood heel. Samples of fall 
shoes are out, and salesmen are 
sending encouraging reports back 
to the factory. 


Honor for Thomson 


Prof. Elihu Thomson, Lynn’s 
foremost man of science, has been 
elected president of the National 
Museum of Engineering and In- 
dustry. 





Rochester Factories Note 
Upward Trend in Orders 


ROCHESTER—tThere has been 
a slight improvement in Rochester 
shoe factories. While merchants 
are still buying cautiously and or- 
ders are not large, the volume of 
business going through the local 
factories is steadily increasing and 


the volume of bysiness on the books 
is very encouraging. 

Most of the orders now being re- 
ceived are for immediate delivery 
either from stock or for at once 
make up, and reports from local 
factories indicate that the volume 
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Style No. S-286—Gents’ and 
Youths’ 26 Tan Kip Blucher 
Oxford with tan cal 


Style No. 8-355—Boys’ and Big Boys’ ~ “ JUNIOR last with rubber 
ae : i ans spring heel and soft box. 


No. 6 Amazon Tan Calf Oxford; 
on Bobby Burns’ last. Good weight waster dew, ans, a4 
| = iw ~¥ Fa A Style No. S-354—Boys’ and Big Boys’ No. 26 Tan Kip Blucher in stock. Sizes: Gents’ 8 to 
i. BED wile in stock, Gees: Oxford on Haig last. A stunner with crepe sole and soft box. One 13%; Youths’ 1 to 2. 
Boys’ 1 to 6; Big Boys’ 6% to 8 of the best selling of all opeene, ‘enamas B-C-D widths in stock. Sizes: Gents ; x 75 ° 
cow... $3.45. Boys’ 1 S8: 6; _ Big Boys’ 6% to 8 Youths’ .... 3.15 
Big Boys ; 3.95 Big “Boye! oeccaaee Se aba Rtasichicgstattdhenes’ doen 4. 15 
Style No. S8-353—Boys’ and Big Boys’ Black Navy Calf Bal Oxford 
on the Haig last. Crepe sole, nickel eyelets, soft box—a woes winner. 
B-C-D widths in stock. Sizes: Boys’ 1 to 6; batnad basal 6% to 8. 
Boys $3.65 
Big | Boys’ . : ‘ i cove 415 
The books every boy 
wants—Excelsior Base- 


ball Books. They’re Here Are Profit Winners 


FREE. Send for your 
allotment and the 


profit-winning plan that Excelsior Summer Models 
brings the boys to 
YOUR store. Write OU know the average boy gets what he wants—and he will 


today. want a pair of these new Excelsiors the minute he sees them. 
They have the style he admires and the comfort and lasting quali- 
ties his parents demand. That’s why Excelsiors have been the 
profit pacemakers for thirty-five years. 


Cash in on this demand—these winners make it easy. They’re 
carried in stock. Get your order in today and ask for our FREE 
Dealer Sales Help Plan. 


THE EXCELSIOR SHOE COMPANY 
Portsmouth, Ohio 


EXCELSIOR MEDAL SHOES 


“The Kind the Boys Want” 


When writing to advertisers please mention Boot AND Suor RecorpER 
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of in-stock business is equal to the 
boom days of the war. 





Retail Business Spotty 

Continued periods of cool weather 
during the week ending May 16 
did not provide the necessary im- 
petus to bring the volume of sales 
up to expectations in retail shoe 
stores. The lull in buying, notice- 
able since Easter, continued, but 
merchants are confident that a de- 
cided change in the weather will 
provide the desired force to stimu- 
late buying. Both men’s and wom- 
en’s trade is similarily affected. 

In one of the high-grade wom- 
en’s departments, where prices 
range from $9 to $18, the manager 
reported he noticed a tendency on 
women to grade up on their choices. 
Some of the $5 and $6 stores on a 
few afternoons, did a good volume 
in women’s novelty shoes, but this 
condition applied to few houses. 





Ernest Otis on Good Shoes ~ 


Ernest Otis, as spokesman for 
the Park-Brannock-Stetson Shops, 
gives the following characteristics 
of a good shoe in a column which 
appears in the Park-Brannock 
newspaper advertising. Mr. Otis’ 
data follows: 

“Style can be maintained only 
when quality holds it. Flimsy stuff 
does not last, and the shoes that 
are not substantially made soon 
slump and become thoroughly un- 
satisfactory. The beauty and 
graceful lines of a good shoe are 
always pleasing to the wearer. The 
glove-like fit and the glove-like feel 
that stay as long as you wear the 
shoes not only mean greater satis- 
faction but actually the shoes cost 
less, since they render greater 
service. 
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FoR @ great many seasons 
Eastwood shoes have been 


That is why they are clearly and 
unmistakably fine shoes even 


when they are old ( 


Chiffon Stockings 
Not Just sitk stockings— 
but EASTWOOD | stockings, 

extremety sheer 
ie all the delightful [a4 
perfect the costume, $1 95, $2.50 
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Weber son. 


A well-balanced and attractive ad- 

vertisement showing three leading 

spring pumps on sale at the East- 
wood Store in Rochester, N. Y. 





“Every Park-Brannock shoe is 
skillfully made, accurately sized 
and great care is observed to cor- 
rectly fit every customer. After all, 
we buy shoes not for ourselves, but 
for our customers, and as your 
buyer we are extremely careful to 
completely satisfy you.” 

An interesting feature of the 
above is the combination of the 
first names of the two partners 
to create the name Ernest Otis. 
Ernest Park contributes the name 
Ernest and his partner, Otis Bran- 
nock, contributes the name Otis, 
giving the “character man” real 
authority as a style expert. 





More Style Is Being 
Applied in Men’s Models 


BROCKTON — “Novelties and 
more novelties,” is the watchword 
of Brockton shoe manufacturing 
concerns as regards the sales de- 
velopment of men’s shoe busi- 
ness. During the past few months 
this feature has become a recog- 
nized part of the policy of local 
concerns, with particular refer- 
ence to city trade. On this point a 
member of one of Brockton’s con- 
cerns said: “We regard it as in- 
dispensable to our business prog- 
ress to see that our salesmen are 


supplied frequently with new styles. 
Competition is so keen these days 
that the concern or its represen- 
tatives which gets the reputation 
of frequently showing new styles is 
one which, with other things being 
reasonably equal, gets business. 
“We all know how the women’s 
shoe game has been fostered and 
built up by a steady stream of nov- 
elties whereby to interest the fair 
sex in buying more footwear. I see 
every reason to believe that the 
men’s shoe trade can be profitably 
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engaged along similar lines. Fre- 
quent mention has been made in the 
BOOT AND SHOE RECORDER as to the 
desirability and importance of 
‘dolling up’ men’s shoes. I think 
this cannot be stressed too strongly. 
We are determined that our line 
will not suffer by comparison with 
any others in our class as regards 
the novelty idea. It is an age of 
rapid progress in shoe styles as in 
other merchandise. If this fact is 
not recognized, business will fall off 
in corresponding measure. Brockton 
concerns which are working along 
these lines are, in my opinion, mov- 
ing in the right direction, and will 
obtain added business. Merchants, 
we find, are appreciative of the 
work which is going on regarding 
the continued introduction of nov- 
elties in men’s shoes, and are re- 
sponding in a substantial way in 
the placing orders in Brockton fac- 
tories.” 


Purchases Factory 


The Philip Giard Shoe Company 
recently purchased from the Moses 
Arnold estate of Abington the fac- 
tory in Bridgewater, recently occu- 
pied by Baker-Field Corporation. 
The Giard Co. will move to its new 
location during the present season 
and begin to manufacture shoes 
there early in October. Bridgewater 
citizens have subscribed a portion 
of the money for the payment of 
the plant. The Philip Giard Shoe 
Co. was established about six years 
ago. It has been producing at its 
Brockton factory about 50 dozen 
pairs of men’s shoes, principally for 
heavy street wear. It is planned to 
increase the production at Bridge- 
water by adding a line of boys’ 
shoes. 


Change in Ownership 


The shoe manufacturing plant, 
formerly owned by the Progress 
Shoe Co., is now owned by the 
Brockton Standard Shoe Co. This 
is a new corporation formed to ac- 
quire this property. 


Chain Store Buyers Place 
Orders 


During the past week there were 
visiting Brockton several volume 
buyers of men’s shoes. Included 
among these were five representa- 
tives of a Chicago concern which 
operates a chain of 73 stores, cover- 
ing all parts of the United States. 
It is of interest to note that at least 
three concerns in Brockton partici- 
pated in the orders placed by these 
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Every year for eight years it has 
erown bigger and bigger until today | 


Dr Scholls 
Foot Comfort Week 


is the outstanding event in the 


retail shoe business 
Foot Comfort Week this year, June 20 to 27, is destined 


to go down in shoe history as the most successful and con- 
structive week during 1925. This will be due to several im- 
portant factors. 


First. The Scholl Mfg. Co. has, 
during the past twenty years,spent 


will appear in The Saturday Eve- 
ning Post on June 20 and a large ad 


millions of dollars in advertising. 
The cumulative effect of this 
publicity is extremely valuable. 


Second. This is the ninth suc- 
cessive year that Foot Comfort 
Week will be held and each drive 
has been more successful than all 
previous ones, 

Third. More advertising will be 
used for Foot Comfort Week this 
year than ever before. A full page 


in fifty of the leading Sunday news- 
papers with Rotogravure sections. 


Fourth. More than 50,000,000 
people will be reading these Foot 
Comfort Week messages. 

Fifth. With thousands of beauti- 
ful window displays and through 
the distribution of millions of 
booklets and inserts, shoe mer- 
chants will materially increase 
their sales and profits. 





Those dealers who tie up with Dr. Scholl’s Foot Comfort 
Week this year with local newspaper advertising, a window 
display, and distribute the literature furnished them, are going 
to be repaid many times for their effort. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller Street 62 West 14th Street 
CHICAGO, ILLINOIS NEW YORK, N.Y. 








DON’T FORGET THE DATE—JUNE 20-27 
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buyers, and that these orders fol- 
low previous purchases by this con- 
cern from the same houses. This 
Chicago concern, which handles ex- 
clusively men’s shoes to retail at 
popular prices, has built up a large 
business, and is placing an increas- 
ing amount of orders here. 


New Issue of Business Man’s 
Calendar 
An important addition to the 


publicity utilized by Geo. E. Keith 
Company is the Walk-Over Busi- 


ness Man’s Calendar, which was re- 
cently issued. It is the work of one 
man, William T. Card, advertising 
manager. Business maxims and 
philosophical sentiments reflect his 
personality and experience in a 
most convincing manner. Interpo- 
lated with advice and philosophy, 
are some facts regarding the Geo. 
E. Keith Company’s business, such 
as: “Shoes valued at $15,412,530 
were shipped from the United 
States in 1924. Of this amount 
$1,225,605 was paid for Walk-Over 
shoes.” 





Stresses Importance of 
Good-Fitting Qualities 


HAVERHILL —“Of vital im- 
portance to the prosperity of shoe 
manufacturer or merchant,” said a 
member of a Haverhill concern, 
“are the materials that enter into 
the shoes, and the fitting qualities 
of the patterns. In my contact with 
retail shoe merchants I find that 
these two points are always in mind 
when purchases are made. Many 
merchants are discovering that 
‘buying price’ in the long run, 
is an unsatisfactory proposition. 
Of course it is necessary to pay no 
more for shoes than will represent 
profitable selling opportunities. Yet 
there is much more than that to be 
thought of by a merchant. The 
manufacturer who, while keeping 
down so far as possible the cost of 
production, nevertheless always has 
in mind the fitting qualities and 
materials of his shoes, is the one 
who in the long run will register 
with the merchant. 

“It has been very well said that 
a well-fitted person, when leaving a 
shoe store, is the best customer 
that that store can have because he 
or she will come back again for 
another pair of the same kind. With 
good fitting, necessarily good mate- 
rials which will stand the strain of 
reasonable wear and thus co-ordi- 
nate as a whole to please the 
wearer. All talk about survival of 
the fittest in shoemaking and shoe 
merchandising simmers right down 
to good material and proper con- 
struction for the price that the cus- 
tomer is asked to pay. Selling right 
fitting shoes at fair prices enables 
a manufacturer or merchant to get 
business and to maintain his posi- 
tion in the trade. There never was 
a time when the consumer was so 
critical as at present. Keen compe- 
tition exists everywhere in all lines 


of business. The shoe trade is feel- 
ing it in all its branches. Shoes 
that fit and shoes that wear sell 
best, and price should be a second- 
ary consideration for the merchants 
long pull.” 


Long Established House 


Hazen B. Goodrich & Co., for al- 
most two generations have been 
identified with the production of 
footwear in Haverhill, are produc- 
ing goods which are maintaining 
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the prestige of this house. The con- 
cern has long specialized in wom- 
en’s high-grade slippers for eve- 
ning wear to fill the demand for 
this class of goods where the ut- 
most of style and value is required. 
Beaded patterns of unique design 
are a specialty. Another line which 
has been continuously produced for 
many years by the Goodrich con- 
cern is house slippers for men. This 
includes a great variety of pat- 
terns combining excellence in style 
with good fitting qualities. 

Frank J. Bradley, of this concern 
says: “During the past five years, 
with the industry passing through 
an economic revolution, those units 
which have survived and main- 
tained their standards have done so 
because of fundamental soundness 
and a faculty to adapt their 
methods to new conditions in 
styles and values. These play a vital 
part in the activities of today.” 


Opens Boston Office 


L. H. Hamel Leather Co., with 
sheepskin tannery in Haverhill, has 
opened a Boston office and sales 
rooms at 18 South street. This is 
in charge of Edward J. Blanchard. 
The business has shown a substan- 
tial increase since the company en- 
larged its facilities for production. 





Fair Tone Prevails in 
Philadelphia Stores 


PHILADELPHIA — Dun and 
Company’s survey of local trade 
conditions reports that business 
continues fair. While there are 
complaints of dullness in certain 
lines the increased sales and bet- 
ter conditions in other lines more 





Pennsylvania Conven- 
tion in 1926 at 
Atlantic City 


At a meeting of the execu- 
tive committee of the Penn- 
sylvania Shoe Retailers’ Asso- 
ciation on May 13, it was 
decided to hold the 1926 con- 
vention at Hotel Traymore, 
Atlantic City, on January 18, 
19 and 20. A prior article 
printed in the RECORDER giv- 
ing other dates and location 
for the convention was not 
correct. 











than compensates for the dull 
spots. Speaking of the shoe and 
leather situation, the survey states 
that there has lately been an in- 
crease in the number of inquiries 
for black kid, although no improve- 
ment in the volume of business has 
been noticed so far. The trade, how- 
ever, is looking for improvement in 
the next 30 or 45 days. One help- 
ful condition is a decline in goat- 
skin prices recently. Reports indi- 
cate that the increase in sales over 
the corresponding period of 1924 
is about five per cent. The shoe and 
leather business is said to be 
spotty, but manufacturers and 
others in the trade are looking for 
a steady increase in business from 
now on. 


Women Prefer Patent 
Leather Styles 
Bell, Walt & Co., Inc., reports 
that women will demand side bows 
in various materials, especially pat- 
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IN STOCK 
No. 802---The Doralyn 


A SPORT OXFORD made in Eton 
1A) \\) aX 5 Tan Calf with Eric Tan Calf K (a 
WOE ata, 4 a darker tan shade) waistband. 


"Waistband has three cut-outs and 
s: double row stitched panel. Vamp line 
and backstay has pinked edge. Made 
over No. 1350 Last with Crepe Rubber 
Sole and Wedge Heel. 


IN STOCK AA, 4-7 1/2; 
A, B,C, 31/2 to 7 1/2 
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ent leather and tan calf, Men’s busi- 
ness on tans is fairly active but is 
rather sluggish on blacks. There 
has been a marked decline in the 
popularity of perforations and 
stitchings, the plainer shoes gaining 
steadily in favor. Crepe soles are 
good in men’s sports shoes and 
active in boys’ footwear. 


Patent Leather and Satins 
Active 


The Bett Shoe Company reports 
patent leather is the most active 
material. The demand for it, how- 
ever, is followed closely by the call 
for black satin. There is also a fair 
amount of trading in blond kid, 
though most of the present busi- 
ness of this firm consists of black 
footwear. Tan calf is not as active 
in Philadelphia as it was, though 
up through the state it still retains 
its popularity. Step-ins seem to be 
in the lead as far as patterns are 
concerned. One-straps are also very 
good. There is some business in 
plain white kid and white cloth 
shoes, but it is nothing to get ex- 
cited about. Prices are stable. 





Plain Whites Favored 


While whites are not espe- 
cially active and indications 
do not point to a very busy 
season on them, the plain un- 
trimmed whites seem to be 
favored over those with col- 
ored leather as a contrasting 
factor. The whites with col- 
ored trim went very big in 
the Florida resorts during the 
winter, the trade here reports, 
but local demand seems to be 
breaking away from the prece- 
dent usually followed in favor 
of the untrimmed solid 
whites. 











Features Summer Footwear 


Robert Cherry’s Sons store in 
Germantown has sent elaborate 
folders to its customers, showing the 
lines of summer footwear it is fea- 
turing. Included in the models for 
men are oxfords in black and tan 
calf and in black and tan bordered 
leather in medium, full and brogue 
lasts; brogue oxfords in Scotch 
grain and Norwegian leather. For 
boys the store features brogue ox- 
fords at prices ranging from $3.50 
to $5.90 and tan calf oxfords with 
crepe rubber soles at $4.90. A 
prominent feature of the women’s 
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offerings is a Laird Schober pump 
in tan calf, black calf, and patent 
leather, and in black and brown 
suede. 


Price Recessions in Sole 
Leather 


The price concessions which be- 
came evident in the sole leather 
market here a week or two ago 
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have so far failed to stimulate buy- 
ing. It was expected in some quar- 
ters that a drop of a few cents 
would lead a number of buyers into 
the market to cover their require- 
ments beyond their immediate 
needs, but any such hopes have been 
dispelled. The trade continues to 
take only such quantities of sole 
leather as are needed for immedi- 
ate consumption. 





Spring Trade in Atlanta 
District on Good Basis 


ATLANTA—Sales in the Atlanta 
shoe stores during the first half of 
May were greater than during the 
corresponding period of last year. 
Regarding the spring season as a 
whole a gain this year of approxi- 
mately 10 per cent in the gross 
sales volume appears to be about 
the average over last season. 

The demand in women’s styles is 
for plainer patterns in patent, tan 
calf and satins. 

The white season opened well 
here with slendar strap patterns, 
made of all white, selling freely. 

The wholesale trade in shoes has 
here with slender strap patterns, 
seven or eight weeks, the current 
report of the Federal Reserve Bank 
of Atlanta, issued this month and 
covering March business of south- 
ern jobbers in the southeastern 
territory, showing a gain of ap- 
proximately 6 to 7 per cent in 
wholesale shoe business over the 
same month in 1924. 


Nisley Store Opens in 
Birmingham 

The Nisley Shoe Co., of Colum- 
bus, O., which recently opened a 
new shoe store in the downtown 
shopping district on Whitehall 
street, in Atlanta, announces the 
opening of another new store in the 
South at 220 Twentieth street, 
North, in Birmingham, Ala. Within 
the past few months the Nisley 
Company has opened nine new 
stores in various parts of the 
country. 


Look for Big Fall Season 

That late summer and fall busi- 
ness for retail merchants through- 
out the South this year gives 
promise of proving unusually good, 
is noted in a recent report to the 
effect that the cotton acreage has 
been increased approximately five 
per cent over last season, and that 


one of the best cotton years in the 
history of the South is in prospect, 
so far as financial returns from the 
staple are concerned. In the South 
the fortunes of business are always 
closely affiliated with the fortunes 
of the cotton crop, and if a heavy 
crop is produced this season at good 
prices, it is certain to mean one of 
the best fall business seasons in the 
past several years. 





Going to Convention at 
Savannah 


Atlanta shoe merchants who 
are members of the Southeast- 
ern Shoe Retailers’ Association 
got together recently and de- 
cided to make the trip to the 
annual convention at Savannah 
next month in a body. Mer- 
chants from Birmingham, 
Ala., will probably reach 
Atlanta in time to make the 
trip on to Savannah with the 
Atlanta merchants. 











Werner S. Byck Il 
Werner S. Byck, president of 
Byck Brothers Shoe Co., on White- 
hall street, in Atlanta, has been 
seriously ill, following his return 
recently from a business and pleas- 
ure trip to Europe. 


Issue Circulars 


Baltimore, Md., May 19—D. 
Myers & Sons recently sent out two 
attractive circulars, one featuring 
black, and the other, white shoes of 
the Hannahsons line; also a good 
quality turn. D. Myers & Sons is a 
growing house and report enlarging 
their salesforce by the addition of 
sales representatives in New Or- 
leans, Atlanta, Roanoke, Va., and 
Cleveland. 
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‘Little Falls Leathers’ 


When the dealer's greatest problem is the seasoning of his stock with the most 
wanted shades and he still does not want to order indiscriminately, he turns to 


“LITTLE FALLS LEAT HERS.” 
Whether it is“ETO N,” “MA YFLOWER,”“D U NDEE,” 


fancy leathers or suedes, he finds in the Barnet lines, a 
carefully selected calf leather adapted to just his needs 
and produced with the retailer’s problem in mind. 


EVERYTHING IN CALF 


Barnet Leather Co., Jue. 


Tanners of ‘‘Little Falls Leathers’ and ‘‘Lorraine’’ Leathers 
360 MADISON AVENUE, NEW YORK CITY 


Distributing Agents 


SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 
Boston Distributors 


Tanneries BARNET LEATHER CO., 


LITTLE FALLS, R ‘ of MASS, 


New York Sik Wes 98-100 South Street 


Boston, Mass. 
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Models and end of the runway used at the Style Show at Hornischer’s Shoe Store, Forest Park, Ill. 


Style Show Staged by a Community Store 


OREST PARK, Illinois, is 

| Eire forty minutes from 
- State Street. Most of the resi- 
dents travel daily to and from busi- 


ness in Chicago. Yet there are some 
prosperous stores in Forest Park. 


Hornischer’s Shoe Store is one 
of them. The fact that Hornischer’s 
recently staged a Style Show is es- 
pecially interesting on two counts: 

First, it is a suburban store with 
competition both at home and in 
the city. Second, it is not a high- 
priced shop but one catering to the 
middle class, with a price rahge of 
$5.50 to $10.00. 

The Recorder took note of the 
event at the time—March 26—and 
checked up with the manager of the 
store, Mr. A. E. Olson, just prior 
to the closing of forms for this 
issue. Mr. Olson reported that to 
date a considerable number of peo- 
ple had come in and asked for the 
particular styles shown on the run- 
way, and several of them had in- 
quired when another style show 
would take place. In view of this, 
the proprietors are well pleased 
with the visible results. 


Sixteen young people, well known 
in the community, were used as 


models. This is believed to have 
added to the general interest in the 


YOU ARE CORDIALLY INVITED 


Sie 


TO ATTEND OUR 


STYLE SHOW 


Thurs. Eve., March 26, at 7:30 





Dont Miss This Show! 


We have spent many 
months in planning this- 
Spring Shoe Event 
One of the most beautiful 
displays of Spring Shoes 
and Hosiery, that has ever 
been shown in this vicinity. 








Something New and Novel 


A Real Fashion Show with |5 Live 
Models right in our own Store, showing 
all the latest in Spring Shoes for the 
1925 Season. 

A Good Orchestra 


will hroughout the perf 


Show Starts 7:30 p.m. Sharp 











Professional Models 
Special Arrangements 
have been made with 15 
Live Models for one of the 
most unique exhibitionsever 
given in Forest Park. 
You can be assured of a 
real eventful evening. 


Hornischer'’s Shoe Store 


7403 Madison Street 





Forest Park, Illinois 


This is the ad that appeared in the local newspaper announcing the show. 
It drew .a large crowd and sales have shown a marked increase since 


the show. 
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Cos Shoe tea 


FOR MEN ~~~ 
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BROCKTON, MASS. 


Address all communications to the factory. 




















Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 

















event. The style show was held in 
the evening. There was «4 runway 
extending from the rear of the 
store up into one of the windows. 
Aside from the exhibition of styles, 
entertainment was provided by 
an orchestra and a professional 
dancer; also by two little girls 
(home talent) who danced very 
gracefully. 

Shoe styles for all occasions -vere 
displayed by the models. The store 
was filled to overflowing and the 
crowd extended out beyond the 
sidewalk. 

Mr. Olson and Mrs. N. Horn- 
ischer, present owner and widow of 
the founder of the store, feel that 
they have convinced the people of 
Forest Park that they can secure 
footwear of correct style at the 
prices ‘they want to pay, right in 
their own community, where it is 
most convenient to shov. Hence, 
they are satisfied that special “do- 
ings” such as this Style Show are 
highly profitable for stores of this 
type. 





San Francisco 
(Continued from page 75) 
superintending the work on the 
second Edwin Clapp store in San 
Francisco and the third in Califor- 
nia. Mr. Davis expects to return to 
the Los Angeles store about Decora- 

tion Day. 


White House Anniversary 


Crowds attended the shoe depart- 
ment of the White House on the oc- 
casion of the 7lst anniversary of 
the store. There were special offer- 
ings, very late styles being fea- 
tured. The anniversary opened on 
May 4. 





The Dalton Shoe Co. 
Consolidates 


The consolidation of Leonard, 
Shaw & Dean and The Dalton Shoe 
Co. at Middleboro, Mass., unites 
two concerns that have an excellent 
reputation in the trade for making 
good dependable smart shoes for 
men. 

H. P. Dalton is president and 
Samuel Shaw, treasurer of the new 
organization. 

The salesmen are now calling on 
their old friends and customers 
with the new samples representing 
the most recent lasts and patterns 
together with samples of the well- 
known lasts that have always been 
so popular in the line. 
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THE SHOE FOR MEN 





ELLIOT SHOE CO. BROCKTON, MASS. 








HENRY LILLY CoO. | 
88-90 Reade St. New York | 


AUCTION TRADE SALES 
of ! 


SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“*They’ve Got to be Stetson ve 


to be Snappy” 


THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 








SNAPPY SHOES 
FOR YOUNG MEN 


Ur to the minute Styles. Selling 
values unsurpassed. Priced to please 
investigate. 

CRAIG-REED & EMERSON, Inc. 

Brockton, Mass. 
Bosten Office, 16 High St., Room 304 











BRIDGEWATER 
> WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 
Factory, Bridgewater, Mass 
Boston Office, —~* oe Street 








TRADE MARK REGISTERED 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what 
you would like to know. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. %y. 
Office, Security Bidg., 189 W. St. 


HIGHS —— MULES and D’ORSAYS 
i Embessed 





For the 
Better 
Trade 


BEST-EVER 
Soft-Sole Leather 
B >udoirsand Novelty 
imono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 








Sorel: <) i, 
Pullman Slipper Gy 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md- 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Emtire Family 

No. pin vy 0 Satin in these 
Copen Blea’ Old oss, 
ue ose, 
Lavender, B. Blue, 
Black, h, Taupe and and —_ 
Send rice 








NEW ENGLANDSLIPPER C co. 
WESTBORO. MASS. 





[ABE LS7: afgjoe * 
~ CED, S 


ASK Ft wrt SS 
We & Zz. na « Su) most of fhem 


TOLMAN PRINT, INC. 





ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 


MULTIGRAPH PLATES 


COMPLETE SERVICE a 
Engravings, Signature Cuts, Rule Forms, 
Composition, Steel and Copper Face Electros 
Write for Prices 














UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 





Memphis, Tenn. Notes 


The Oak Hall store and the Cara- 
dine Shoe Co. are planning to start 
the work of remodeling fronts of 
their stores. 

The Bell Bootery of Nashville 
has recently signed a Main St. 
lease, and expects to open up within 
a few months. 

Phillip E. Frappier, who was 
with the Florsheim Shoe Co. for 
the past fourteen years, is manager 
of the Emerson Shoe Co. store. 

“Men are taking more pride in 
their shoes, consequently we are 
selling more pairs,” reports Rosen’s 
Boot Shop. “At the present time, 
light colors and light weights are 
going best. We believe if we ‘dog- 
up’ the men’s shoes, the older men 
will soon be buying as many pairs 
as the younger men. The men’s 
game is getting better, for they are 
asking for something new and dif- 
ferent every day. Sport shoes are 
helping out the pair volume won- 
derfully. Ninety per cent of our 
sales are on soft-toe patterns.” 

The fourth store in the Nisely 
southern chain was opened in early 
May at 7 No. Main street. Other 
stores are in Louisville, Birming- 
ham and Atlanta. 





Panco Rubber Co. Expands 


An increase in production of 50 
per cent is made possible by the 
added factory facilities provided by 
a new bulding on the property of 
the Panco Rubber Company, Chelsea, 
Mass. The new building comprises 
business offices and warehouse, and 
is of modern fireproof, steel and 
concrete construction. That part of 
the plant which was formerly the 
executive offices, has been devoted 
to production of Panco soling and 
strips which are the two products 
produced at the Chelsea plant. The 
factory at Stoughton, Mass., is kept 
busy on Panco heels exclusively. 
The improvements at the Chelsea 
plant have increased the plant in- 
vestment by $150,000. Fourteen 
new presses have been installed. 
Operations have been and still are 
at capacity, 180 workers being em- 
ployed. 





Samuel Bloom Retires 


Brooklyn, N. Y.—Samuel Bloom, 
president and treasurer of- the 
Bloom Sublyme Shoe Company, re- 
cently retired from business. The 
company was located at 298 Living- 
ston street and specialized in cus- 
tom shoes and corrective footwear. 





J. R. BEATON COMPANY, Ine. 


831 FOURTH AVE., NEW YORE 





ATLANTA 




















Seft Tee Hard Tee 


eit ~#h, 15 $ Ht. 
11%/2 .... 
hite 
Alse Men's and Women’s Slippers ef every po oll 


METROPOLITAN SLIPPER CO. 
134 W. Bway, near Duane St. 


Sumit 


HARD AND 
SOFT TOES 
IN 
STOCK wM. 
Send for SUMNER 
Price List SMITH 
325 W. Monroe St., Chicago, Il. 


New York 











MANHATTAN FINDINGS CO. 


Wholesale Shoe Store Supplies 
107 Duane St.— New York 


We carry a full line of arches from $8.50 to 
$36.00 a dozen pair. We also carry a full 
line of polishes in stock. 








SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
Style aise oe. gums 
a Soft 
6-11 vhs “: -8 
$1.30 1 145 $148 
SCHWARTZ &HERDER 
Inc. 


Mfrs. of High- Grade Athletic Shoes 
241 No. tith Street Phi fadeiphia. Pee Pa. 








IN-STOCK 

BLACK BALLET SLIPPERS 
Child's $1.20 
Sizes 7 to 11 
Misses’ $1 | 

cake 
ean 3 rm 
Sizes 2) to8 


SHOE FINDING CO., INC. 
147 Duane St., New York, N N. ¥. 


BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 


ve Shoes No. 116 
2% w7 $1.00 














Athletic Shoe Mfg. Co., 124 N, Third St., Philadelphia 











BOOT AND SHOE RECORDER 





ELAM 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 

Besten Office, 183 Essex Street 








Smartest Sensible 
Patterns LA LK- Lasts 


Sno Co. 
CHILDREN’S HIGH-GRADE FLEXIBLE 
STITCHDOWNS 


A Variety of Styles Always In Stock 
11-183 Sterling Place Brooklyn, N. Y. 
Boston Office, 139 Lincoln Street 











‘Bonita Shoe * Baby 




















America’s Favorite 


NU-SHINE 


Beautifies Footwear 
Makes Old Shoes Look New 


-SHINE Co. 
Reidaville, N.C. 
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4. K. GARDINER CO., PITTSFIELD, N. H. 








Atlantic City Merchants 
Present Style Revue 


Atlantic City, N. J.. May 18— 
The Atlantic City Shoe Retailers’ 
Association presented its first 
Frolic and Style Revue, May 12, in 
the Pompeiian Grill of the Ambas- 
sador Hotel. A runway was set up, 
on which pretty girl models pa- 
raded, wearing the newest in shoe 
styles. The models also wore new 
gowns, which permitted one to see 
the harmonious relation between 
shoes and costumes. 

Sport attire for men and shoes 
to match were also shown by young 
men models. 

George Barnett, of the M. E. Blatt 
Co. shoe department, was master of 
ceremonies during the fashion 
show; Jack Segal was general 
chairman of the entire affair, and 
the dance committee was: Russell 
Githens, Sr., Max Rubin, Herman 
Fisher, Herman Lenord, Jos. Atlas, 
George Barnett, Jack Rosen, 
George Olliwelt, Harry Guard, Sam 
Youtie, and Herman Schwartz. 





Retail Merchant Designs 
Pattern 


Detroit, Mich—An ankle strap 
pattern, called the sandalette ankle 
strap, was ‘recently designed by 
Jack Lubin, proprietor of Lubin 
Footwear, a retail store selling 
high-grade footwear to women on 
Washington Boulevard. The design 
is being offered in a banana shade 
of doeskin trimmed with kid in a 
batik combination of colors to har- 
monize. Other combinations of the 
same design are green doeskin with 
batik kid, Hollywood brown with 
blond kid and patent leather with 
white kid trim and heel. 





Drinkwater in South 

Horace R. Drinkwater of Edwin 
Clapp & Son, Inc., East Weymouth, 
Mass., is on a southern trip as far 
as Atlanta, Ga. Mr. Drinkwater is 
combining business with pleasure 
and is visiting some of the Edwin 
Clapp stores en route. 

Edwin Clapp Lincoln, also of Ed- 
win Clapp & Son, Inc., is traveling 
through New York, Pennsylvania 
and the Middle West in the interest 
of the firm. 


Men’s Shoes Added 
Des Moines, Ia.—E. G. Ander- 
son, manager and buyer of the shoe 
department of Oransky’s Depart- 
ment Store, selling women’s and 
children’s shoes, has added men’s 
shoes to his stock. 
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DR. CAMPBELL’S 
HEALTH SHOE 


IN STOCK 
Ask for New 
































shoe patterns 


ARLE SHOE PATTERN Co 


50 MAIN ST., BROCKTON, MASS. 























EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 
Shee trade my 
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Ge ALD, Vies-Pres 
F. E. JONES CO. 
FANCY COLORS 


MAT KID 











2 ALL 
WIDTHS 
oring <: 
i GRADES 
Russell ManufacturingCo. 
Middletown, Conn. 


The One! 
Waterproot 
Leather That 
Takes and Re- 


tains a Polish. 








CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 


Colored 
Chrome 
Sides 

Beggs & Cobb, inc., Boston, Mass. 


























Reckland, Mass., U. 8. A. 
IN STOCK MADE TO ORDER 














How Baum Cleans Up His 
Odds and Ends 


Houston, Texas—Many stores 
have tried the stunt of bunching 
their odds and ends together, but 
the methods of Vogel & Mintz are 
worthy of mention. Every line of 
from one to seven pairs is taken 
out of the regular stock and trans- 
ferred into the 99 section. Various 
materials are segregated under the 
99’s as follows, 99, all kinds of pat- 
ent leather and patent combina- 
tions; 199, black kids; 299, colored 
kids ; 399, colored suedes ; 499, welts 
section; 599, black suedes; 699, 
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Tells How He Makes Displays of Paper 
Maché for Windows 





By F. H. GEE 


A good window is one of the best 
salesmen a store can have, so it 
behooves the window man to do his 
best if his store is to stand out in 
his community. 

As a window trimmer in the 
Walk-Over Shoe Store of Jackson- 
ville, Fla., I have always tried to 
keep my windows above the aver- 
age by giving the public something 
new all the time in the way of 
window decorations. It is the good- 
looking window that first attracts 
customers to the store. 

A harmonious background, cou- 
pled with a few attractive display 
pieces, a bit of color here and there, 
is what raises the tone of a display 
above the ordinary. With this idea 
in mind, I began several years ago 
to experiment with making display 
articles of paper maché. Vases are 
so easy to make, so practicable and 
offer such a wide range of color 
and designing possibilities that it 
is surprising that they have not 
been more widely used. 

The vase illustrated is the result 
of a few hours’ time and cost about 
50 cents to make. It was used in 
connection with a sandal trim, giv- 
ing an Egyptian setting. 

In making articles of these kinds, 
the base of the form may be either 
wall-board or wood, but suggest 
that wall-board be used as it is 
much easier to handle. The color 
and glue is first mixed into a thick 
paste; then paper pulp is mixed 
with the paint, making a _ thick 
paste of the whole. This paste is 
then ready to put on the form. 
Newspaper may be used for the 
darker shades, but white tissue 
paper must be used for the lighter 
tinted shades. 

After the article is dry, flowers, 
figures and other trimmings may 
be added, unless they are to stand 
out in relief; then they must be 
set into the vase before the mixture 
on the vase is.dry. Designs being 
cut out of cardboard are pressed 


Walk-Over Shoe Store, Jacksonville, Florida 





into the plaster 
and when nearly 
dry are cut out, 
then placed upon 
the form. A wide 
variety of things 
may be used in 
bringing out the 
scheme, such as 
fine shells, flowers, 
leaves and orna- 
ments. The female 
figure on the pic- 
tured vase has 
several small glit- 
tering ornaments 
that materially 
add to the attrac- 
tiveness. 

The finishing 
steps are to add 
on the necessary 
colors and then to 
give the whole a 
coating of shellac. 

A very effective 
fireplace or stone 
wall may be made 
in the same way, 
and if made right 
will look as natu- 
ral as any real yage for win- 
stone wall out in gow trim made 
the fields. If a by Mr. Gee. 
new color or de- 
sign is desired, you may use the old 
vase, leaving it just as it is, work- 
ing your new mixture over the 
old. The more it is recovered the 
stronger the vase becomes. 

In making trees for the back- 
grounds, use the same material as 
used in making the vases, inserting 
the limbs, leaves and moss while 
the mixture is still wet. This makes 
a tree that is far ahead of anything 
turned out in the artificial line that 
one may buy. Flowers, figures, ani- 
mals and any number of things 
may be fashioned in this manner 
that will make the windows just 
stand out. They will cost much less 
than buying. 








whites; 799, black satins; 899, col- 
ored satins; 999, evening slippers. 

All shoes are racked together ac- 
cording to the new number, with 
the uniform selling price of $10, 
and a fifty-cent P.M. The average 
selling price of their regular shoes 
is around $13.50. If a salesman 


sells three pairs of No. 99 shoes in 
one day, he gets $3 for the three 
pairs sold. The result has been a 
clean stock at all times. It elimi- 
nates the chances of short lines be- 
ing overlooked or lost. The boys al- 
most “break their necks” to sell 
that third pair. 
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Stock Service on 3W’s onox 


Willing Workers 
for your 
Profit Column 
The Betty | 


4800—Growing Girls’ Patent * 
Leather, 2% to 7, C and D,, low A Trade Marked Line 


4840—Growing ~ Girls’ = | 
Leather, 2% to 7, C and D, 13/8 ie +“ oe 
repe Ru \ 
¢701—Misses’ pS — E, Tab. Samples 1718—5 to 8 aaananneatit 
ather, 11% to an rub- ° 1918—8% to 11. 2 
ber heel 2.2 shipped at our 2018—11% to 2. 
ieee potent Leather, by 
to 1 an rubber hee expense. 
Tan Calf, same as above, also car- P Tan Fs usher Ov ord 
ried in stock. repe hubber sole 
Hand turn ncaa leather 1720—5 to 8.......... 
7004—3 to 8 ...$1.60 1920—8% to 11 
6486—8% to 11... soneuy, Se 2020—11% to 2..... seseonennsannnnnnnt 


WEIMER, WRIGHT & WATKIN CO. 


39 South Second Street, PHILADELPHIA 








Hosiery Buyers 


In search of information for the 

solution of hosiery prgblems are al- 

ways welcome at any of our offices 

dear cat seo te pe te a Boston 

production increasing qualities for the fitting room 

worker that they have become standard with } New York 

HC. Godman Co, Selby’ Shoe Co. | Chicago 
Craddock-Terry St Louis 

Fie: J provide the right amount of comfort to best | - 

fst practically torerer, “une SAlEWS. Ther Philadelphia 
Write fer Our Catalog and Free Trial Offer Cincinnati 


Royal Metal Mfg. Co. Ranes: 7 by aes Rochester 
2827-29 8. Western Ave, CHICAGO, ILLINOIS *ane revsiving tyees where representatives of the Boot 


and Shoe Recorder will be glad to 
give 


“The Place to Sell Hosiery Is the Shoe Store” | 
New - yeaa “Hotere “i | INFORMATION 


ag mr get-go } regarding hosiery brands, hosiery 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants manufacturers and wholesalers, 


are putting in hosiery departments. Each | new styles, color information, etc. 
month the idea grows bigger. Written inquiries will have our 
So we say to you—the place to sell hosiery prompt and careful attention. 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
thio Bleslery cnstien, offers cies coment Hosiery Division 


2 ae ee py Fhe 1 Boot and Shoe Recorder 
Boot and Shoe Recorder Publishing Company 127 Duane St., New York 
Boston, Mass. 
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| a O N Admittedly 
The Authoritative 


Reg. U. S. Pat. Off. 


GOLD mee ss Sm 








Watch it come 
for Fall 


Now “Runner Up” | 
To TONY GOLD E A N 


CREESE & COOK COMPANY 








SALESROOMS TANNERIES 
95 SOUTH ST., BOSTON TONY AUBURN DANVERSPORT. MASS. 
TONY GOLD 


P. A. HENRY & CO. TONY TAN 
Soong TONY BROWN SILVEY & CHRISTMAN 
706 Broadway, Cincinnati, O. 
paren Page or, 82 GOLD STREET 
eS " 7 "aa g-. TONY RED NEW YORK CITY 
a TONY BLACK 




















When writing to advertisers please mention Boot anv Snore RecorvER 
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be LIGHT COLOR SHOES REQUIRE 
e LACES TO MATCH 


STOCK 


Salesmen “HUBTIP” “NO-METAL-TIP” 


Wanted 


eine SHOE LACES 


J. C. PENNEY CO. ile 


NATION-WIDE INSTITUTION OF LIGHT TAN, BROWN, BLACK 
~sacmaecnr elpatry e STRONG and DURABLE 


Capable salesmen are needed—young men between the 
ages of 25 and 35 years who hove tad thorough experience NO-METAL-TIPS 
in one or more of our lines, and who can give us the highest 
references. First quality, Fest Color Braid from 
Our company, which started in 1902 with one TIP-TO-TIP 
orm 8 aoe shy = oy 571 retail stores in 41 states. rn 
4 ng shoes, notions, clothing and “HUBTIPS” are packed in Striking Individual Cartons 
foralshing’ or men, women and children. We 72 Carton in Display Cabinet 
do a strictly cash business. Our sales in 1924 
were $74,261,343.00. We opened 115 stores in 1920, Specify ‘‘HUBTIPS”’ 
od stores in 1922, 104 stores in 1923 and 96 stores To your jobber or write us direct 
ast year. 
By industry, study and determination your progress will FRANK W.:WHITCHER CO. 
be rapid in our organization. Under our experienced man- 
agers you are trained to become a manager. When you Manufacturers 
have qualified 332 Albany Bldg., Boston, Mass. €hicero, it. 


You are Promoted to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. IN STOCK 


Experience has taught us that some of the greatest suc- 

am come —. =! me, of a. bog we Imported English 
are young, y and capable salesmen who have ; 

had thorough experience in a small or medium-sized de- Riding Boots 

nt store, or are experienced in general store work 

in special lines. The investment of money is not neces- MEN’S $16.50 PAIR 

sary for your success with us. The financial backing of 

our company is ample. Briefly, this is our proposition— WOMEN’S $14.50 PAIR 

tested and proven over a period of 23 years: 

You come to us first as a salesman in one of our The distinguished style— 

stores. During the period of proving your ability recise workmanship and 

you learn the greater possibilities of co-operative PI d ° . 

effort. Your progress depends upon your ability high-grade, pliable willow 

and effort. As our new stores are opened, man- calf—the comfortable and 
agers are selected from our sales force. snug fit—the skilled crafts- 

When you make a success of the management, manship of those trained for 
you are sold a one-third interest in a new store ears in the perfection of 

and become its manager. You may afterward ac- y ° per A 

quire a partnership in other stores which are the bootmaking Sapp will satisfy 

outgrowth of the one in which you first received a your most critical customer. 
financial interest. If you do not possess the capi- that“COLT” IMPORTED 
tal to purchase a one-third interest in a new store, ENGLISH RIDING 

the money is loaned you by the J. C. Penney Com- B 

pany, and you repay it from subsequent profits of OOTS ARE BEST. 

the store. 

Write today for our booklet, “Working Plan of the Order them in 
J.C. Penney mpany.” Give your age and number of tan or black. 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. B2774 
All correspondence strictly confidential. 

Address your letter to our nearest employment office: 


J.C. PENNEY CO,,Inc. || | Colt-Cromwell Co., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 596 Broadway New York City 


When writing to advertisers please mention Boot anv Suoe Recorver 
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RAMSEY’S 
FLEXIBLES 


Famous Triple Stitched Process 


Guaranteed Not to Rip 
Can Be Re-Soled 


IN STOCK 


Blucher Oxford Unlined, Cut No. 1 


Stock Rubber Heel 
No. Description 2-5 5%-8 8%-ll 11%-2 
416—Nut Brown Spring Calf $0.80 $1.00 $1.25 $1.55 


Blucher Oxford Lined, Cut No. 1 


2-5 
2416—Nut Brown Spring Calf 
2405—Brown Lotus Calf 1.05 
2404—Oxblood Lotus Calf ——* 
2409—-Patent Leather —_ 1.15 
2408-——-Black Lotus Calf 1.05 
2413—Smoked Elk 1.05 


Blucher Oxford Unlined, Fancy Trimmed, Cut No. 2 


Rubber Heel 
2-5 5%-8 8%-ll 11%-2 

484—-Oxblood Lotus Calf, Brown Lotus Calf 
Trimmed $1.10 $1.30 $1.65 $1.95 
485—Brown Lotus Calf, Mahogany Trimmed... 1.10 1.30 1.65 1.95 
496—Nut Brown, Smoked Trimmed 1.00 1.20 1.55 1.85 


Blucher Oxford Lined, Fancy Trimmed, Cut No. 2 
Rubber Heel 
2-5 54%-8 8%-11 
24#5—-Brown. Lotus Calf, Mahogany Trimmed $1.25 $1.45 $1.80 
2489—-Patent Leather, White Trimmed 1.35 1.55 1.90 
2484- — Lotus Calf, Brown Lotus Calf 
Trimmed 1.25 1.45 1.80 
2493— Smoked White, Sheep Trimmed 1.25 1.45 1.80 


Child’s Supreme Quality One-Strap Dress Sandals— 
Leather Lined, Cut No. 3 


; 2-5 5%-8 
3489--Patent Leather $1.00 $1.20 
3485—-Brown Lotus Calf .... } .. 1,00 1.20 
3484—Oxblood Lotus Calif 1.00 1.20 


Child’s One-Strap Sandals, Cut No. 4 

Rubber Heel 

2-5 5%-8 8%-1l 11%-2 

1409—-Patent Leather $0.75 x $1.25 $1.55 
1404 Brown Lotus Kips . 70 ¢ 1.20 1.50 
1405-—Oxblood Lotus Kips -70 d 1.20 1.60 
1413—-Smoked Elk -70 . 1.20 1.50 
1416—-Nut Brown Spring Calf -60 ‘ 1.10 1.40 


Flexible Moccasin Oxfords, Cut No. 5 
Rubber Heel 
51%-8 8%-11l 11%-2 


596—-Nut Brown Spring Calf, Retan Sole $1.05 $1.30 $1.55 
585——-P. & V. Lotus Calf, Retan Sole 1.15 1.40 1.65 


“C7 


“THE ONLY COMPLETED” 


STITCHDOWN” 
TRIPLE "en" WELT, 


347 Rider Ave., Bronx, New York City 





When writing to advertisers please mention Boot anv Suor Recorver 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each inser- 
accepted, seven 





tion. Minimum amount ty-five cents. For 
page per issue: other “Want” adve f 

insertion t 

Space 1 time 7 times 13times 26times 652 times — a roestnee at the Beswe = =< 4 a 

1 in $5.00 $4.00 $3.50 $3.00 $2.50 oo. Vos advertisers desire answers to a in Am &+ 
2 in 10.00 8.00 7.00 6.00 5.00 ice, twelve words m allowed 

dd: When advertisers desire lies forwarded di to thats 

3 in 15.00 12.00 10.50 9.00 7.50 sddrean, each wend of the adieow mast be csatted in Gur oiber. 

4in 20.00 16.00 14.00 12.00 10.00 tisement and paid for accordingly. Answers to ads must be sent 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





EXPERIENCED SHOE SALESMEN for 
greater New York and vicinity. Drawing 
account against commission at 4 per cent and 
5 per cent. Established, well known lines in 
leather shoes and Firestone-Apsley rubber and 
canvas footwear. Claflin, Thayer & Co., 58-60 
Reade St., New York, N. Y. 


GHOE SALESMAN for Pacific Coast. To rep- 
resent a Boston manufacturer making wom- 
en’s medium priced novelty McKays and Welts. 
Strictly commission. Give full particulars and 
experience, also references. All replies strictly 
confidential. Address B-471, care Boot and 

hoe Recorder, 207 South Street, Boston, Mass. 








ALESMEN WANTED—To sell as side line 
McDermott’s NA-TUR-ADE Foot Button, 
the most effective and easiest selling Foot Com- 





PHILADELPHIA 


We want an experienced City Sa’ 





KANSAS CITY 
and BROOKLYN 


lesman in each of the ahove cities to sell our Union Stamp 
GOODYEAR WELT and NAILED Work Shoes. Write for particulars, giving references. 
NORTH SS SHOE FACTORY 


LOUISVILLE 


Pa. 








SALESMAN to. carry nationally-known line 
of Turn in leathers and 
quilted satins (leather soles), also Ballet Slip- 
pers, soft and toes, strap sandals, 
side line. Address "B-i56 care Boot and Shoe 
Recorder, 207 South St., Boston, " 








fort device on the market. Libera 
McDermott Mfg. Co., 334 Mason “st., San Fran- 
cisco, Calif. 


YNN MANUFACTURER of women’s me- 

dium priced welts wants experienced rep- 
resentatives in Baltimore, Buffalo, Cleveland, 
Cincinnati and other Middle Western cities; 
25 numbers in stock; 6 per cent commission. 
Address B-472, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








SALESMAN WANTED—We desire to secure 
the services of a high grade shoe salesman 
in the state of Texas, who at the present time 
has established following of high-grade juvenile 
accounts, to sell our extensively advertised 
line of Hapytoz First Step Turns made in sizes 
1 to 5, and Flexible New Process Welts made 
in sizes 2 to 5, 5 to 8, and 8% to 12; 100 num- 
bers carried in stock for immediate delivery. 
We pay the highest rate of commission and 
will advance weekly drawing account to re- 
sponsible party. References required. Imperial 
Children’s Shoe Corp., Rochester, N. Y 


[EXPERIENCED SHOE SALESMAN for 
Pennsylvania coal regions and vicinity. 
Drawing account against commission at 5%. 
Should be resident in the territory and posses- 
sor of a car. Established trade in territory. 
Claflin, x ated & Co., 58-60 Reade St., New 
York, 
SALROMA WANTED for Florida, Ohio, 
Mississippi. Strong short side line of Misses’ 
and Children’s. Maryland Shoe Mfg. Co., 
Hagerstown, Md. 











|} ANTED-—-Salesmen on commission basis to 

sell our light weight style welts for women 
to retail at $5.00 and $6.00. Men with estab- 
lished business on non-competing lines pre- 
ferred. Good territories open. Give references 
and all facts in first letter. Correspondence 
— Address Gar Shoe Corp., Roches- 
ter, 


SALESMEN 


Carry one grip of work shoes 
with your present line—men’s 
and boys’ welt and nailed, high- 
grade, medium priced, carried 
in stock, about 15 samples, old 
established house, advertised, 
liberal commission, many terri- 
tories. For particulars write 
B-473, care Boot and Shoe Re- 
conte 207 South St., Boston, 
ass. 











GALESMEN to sell Retail trade in States of 
Ohio, Indiana, Illinois and Michigan or 
portions thereof, Rochester, N. Y., line of In- 
fants’ 2 to 6 Spring Heel Turns, First Steps 
with and without Outside Wedge Heels, sizes 
1 to 5. Soft Soles and Moccasins, sizes 0 to 4 
Seven per cent commissions. References must 
accompany application to receive attention. 
Address B-457, care Boot and Shoe Recorder, 
207 South St.. Boston, Mass. 





WANTED—High Grade Salesmen to carry 
our line of Infants’ and Children’s Fiexib'e 
Turn Shoes and High Grade Flexible Stitch- 
downs as a side line, over a hundred numbers 
carried on the floor. We pay Highest rate of 
Commission. Applications only considered from 
those having established trade and good 
records. Give all particulars as to territory. 
references, etc., to Staud Shoe Corporation, 
Rochester, N. Y. 


WANTED—Salesmen to sell high-grade line 
of Rubber Footwear in Michigan territory. 
Prefer salesmen with experience with Jobbers’ 
lines. Address B-459, care Boot and Shoe Re- 
corder, 207 South St., Boston, ‘ 


ANTED—Live-wire children’s shoe sales- 

man wanted to carry our line as side line, 
in North and South Carolina, Kansas, Missouri 
and Oklahoma. We have established business 
to turn over. Must be a worker and able to 
furnish the best of references. Straight comn:- 
mission. ““‘TOOTSIES” Infants’ and Children’s 
shoes. The Mater Mack Co., Rochester, N. Y. 


IGHLY attractive line of children’s flexibe 

welts is offe: on commission basis to a 
live-wire representative on the Coast. baaee 
state in first letter your present connectians, 
territory and references. Walk Rite Shoe Co., 
11 Sterling Place, Brooklyn, ¥ 














ULICK wants more good men to carry as a 

side line our well-known children’s hizh- 
grade Turns and Stitch-downs. Eighty num- 
bers in stock. Straight 7 per cent commission. 
Openings in Wis., Mich., Ind., Ala., La., and 
Miss. Do not apply unless your trade is estab- 
lished. Give references, territory boundaries 
first letter. J. S. Zulick & Co.. Orwigsbura. Pa. 


SALESMEN WANTED to carry eight snappy 
in-stock styles of men’s oxfords; 12-cylinder 
men with pep can clean up. Write, giving ex- 
perience and territory to manufacturer. Ad- 
dress B-422. cnre Root and Shoe Recorder, 207 
South Street, Roston. Mass. 








POSITION WANTED 


GALESMAN Young man, ten years retail 
shoe experience, wishes to connect with 
manufacturer or big jobber for New York 
City, also willing to travel for reliable house. 
Address K 790, care Boot and Shoe Recorder, 
127 Duane Street, New York. 








MANAGER WANTED 


W ANTED— Manager for exclusive Ladies” 
Shoe Store, good salary and share of net 
profits. Middle or Northwestern man preferred. 
Marblestone Booterie, Valley City, North Dak. 








LINE WANTED 


WANTED for California, on commission, 
good medium priced line of shoes for 
misses and growing girls or women’s novel- 
ties. Best of reference. Address B-474, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








7 ANTED—Popular priced line for New 

York City and vicinity. Have twenty-five 
years’ experience selling to jobbers, large re- 
tailers and chain stores. Address K-791, care 
Boot and Shoe Recorder, 127 Duane St., New 
ork. 





EXPERIENCED SALESMAN for Southern 
territory. Wants line of women’s novelty 
McKays for case-lot business to the large re- 
tailers. Price range from three fifteen to three 
eighty-five. Have large fcl’owing in this terri- 
tory working same for years. Can furnish best 
of reference. Commission basis only. Address 
B-475, Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Manufacturers’ lines of Men's, 

Women’s, Misses’, Children’s and Infants’, 
for Washington, D. C., North and South Caro- 
lina and Virginia. Will open office May 15 in 
the territory. Fifteen years selling the -well- 
rated shoe stores. Can furnish best of refer- 
ence as to ability and character. Address B-476, 
eare Boot and Shoe Recorder, 207 Sowth St., 
Boston, Mass. 





MILWAUKEE WORK SHOES AND 
CHILDREN’S STITCHDOWNS 
Several Choice Territories Open 
Real Opportunity for Biz Cali- 
bre Salesmen. If you can pro- 
duce, write 

STEVEN STRONG SHOE COMPANY 

Milwaukee, Wis. 











FOR RENT 


LIVE-WIRE Southern Specialty Store han- 
dling better grades of merchandise wil! 
consider renting shoe department, also apace 
for hosiery. Quick action necessary. Addres 
B-477, care Boot and Shoe ecerder, 207 South 
Street, Boston, Mass. 
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WANTED TO PURCHASE 








MISCELLANEOUS 





FOR RENT 


Foz RENT —Wheeling, W. Va., wonderful 
location for popular price Men’s Shoe Store, 
room 12x80. g lease to responsible party. 
Communicate with B-478, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





TO LEASE 


‘PACE TO LEASE—Space 28 feet square for 

the sale of ladies’ shoes in a high class spe- 

cialty store. Agreeable terms to the right 
party. The Muhlfelder Co., Inc., Troy, N. Y. 








FOR SALE 


QHOE STORE, doing close to $50,000 yearly, 
~ family trade. Beautiful corner store with 5 
display windows; good business location; in 
No. Philadelphia; well established, new stock 
and modern fixtures; 5-year lease and excep- 
tionally low rental. Will sell with or without 
stock; excellent reason for selling; offering a 
real opportunity. Address B-479, care Boot 
and Shoe Recorder, 207 South St., Boston, 


Mass. 








For SALE—First class popular-priced shoe 
store on best business street in Philadelphia. 
Established for 25 years, doing $75,000 busi- 
ness a year. Owner retiring. Apply Mrs. F. 
Kushner, 733 South St., Philadelphia, Pa. 





{OR SALE—Exceptionally good family shoe 

store established 20 years. No reasonable 
offer refused. Would consider part real estate 
= part cash. Want to retire. Box 750, Norfolk, 
a. 





FIRBst CLASS popular priced family shoe 
store, one of the best locations in Penna. 
City of 22,000 population, good lease, clean 
stock, and good reasons for selling. Address 
B-453, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 

Py ry 6874 
WILL ELLERS FOR 
BUY | ENTIRE STOCKS t CASH 


Bargains in shoes always on hand for 
special sales and bargain basements 


CASH PAID 


for entire shoe stocks or surplus stocks of 
or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y 
Phene ieving 1443 














CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken over 

We will send a representative to investigate 

and make offer upon cequest. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We bu ck and highest cash price 
for votall 2 whelesie aieian of eae or any 
Bank and padewobe «= sdivense. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER 
610 Broad wev. Rreoklwn 
1798 














Odd Lots Upper 
Leather Wanted 


Shoe Manufacturers, send 
lists of odd lots to B-480, 
care Boot and Shoe Re- 
corder, 207 South Street, 
Boston, Mass. Responsible 
manufacturer. We will fur- 
nish name on request. 








HIGHEST CASH PRICES PAID 
for eutire shoe stocks. We also buy your 
surplus or slow sellers Quantities no object 
Retail or wholesale Short term leases taken 
off your hands. Wire or phone us. Correspond- 
ence confidential. Established 1890 
MAX GLAUBEFRG 
436 Grand Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 
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Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar Onxen CO. 
GIT Ww. FOURTH ST. 


CINCINNATI, O. 


not make 
eS or Show Cases 


ONKEN 


ESTABLISHED !880 













we do 
Metal Fixtur 














ATTRACTIVE 
SHOE CARTONS 


AND 


eS = 5 ae 


lor the exclusive shoe trade 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 




















WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 














convenient Ids 
on both sides of ladder permit 
mounting or descending with ease 
Both hands free to remove or re. 

stock without of 

. Cushioned Tired Trolley 
and Wheels eliminate nose 


if 
: 
: 
: 





and 

} as simple as A, B, C Utilize 
small space. Make top shelves 
safely available for stock purposes One 
style—nent ol design —mecely fnchad— 

















NewYork’s newest and most 
beautifully furnished hotel ~ 
accomodating 1034 quests 
Broadway at 632 Street. 
ITH PRIVATE 7, 
go" g950 0 Le, 
ROOM WITH PRIVATE BATH- 


$350 
L ALL OUTSIDE ROOMS J 














IDEAL ROLLING 
LADDERS 





faeater 


are 
25% Cheaper 
and Guaran 
Write for Catalog 
Success Furniture 
Comps. St. Leais 
ed, Mo. 











































































































Imperial’s Method for 
Increasing Sales 


New Orleans, La.—The Imperial 
Shoe Store proprietors recently de- 
cided that they were not getting 
enough volume in their men’s shoe 
department, so, rather than run an 
out and out sale, the idea was con- 
ceived of taking all the $7.50 and 
$8.00 shoes, making a feature of 
them at one price, $6.60. In news- 
paper advertising and letters to 
customers, it was stated that The 
Imperial aspired to get 5,000 new 
customers, so was offering 20 
styles of quality shoes at one price. 
Comparative prices were not used, 
but the fact that the merchandise 
was of better than usual value, was 
brought out in the heads, as “Un- 
derpricing Quality Shoes.” 

Mr. Cahn was well pleased with 
the showing made during the first 
two weeks of the experiment. He 
states that nearly every day sales 
doubled and even tripled over the 
corresponding period of a year ago. 
Many new customers were added. 
This drive for new customers was 
started for the purpose of increas- 
ing the volume and getting more 
people into the store, so the shoes 
were priced on a very close margin. 

The cheapest form of advertising 
that this store does is the satisfac- 
tory settlement of all complaints. 
Records prove that it costs one- 
tenth of one percent to satisfy all 
reasonable and unreasonable cus- 
tomers. 





Moss Shoe Store to Move 


La Crosse, Wis.—The Moss Shoe 
Co., for 46 years doing business as 
a retail shoe store at 201 Main 
street, is soon to move to Fourth 
and Main streets. The store manage- 
ment decided to move as a result of 
receiving many requests. The com- 
pany resorted to a unique method 
in determining the attitude of its 
clientele concerning moving. Cou- 
pons were printed in the daily 
newspaper, appealing to the public 
to vote yes or no on the question of 
whether the Moss store should 
move. The company reported its 
patrons by a great majority fa- 
vored moving. 


The Color Chart 


The important question of color 
comes up again. The new openings 
show pastel shades to be very 
strong for spring with some of the 
vivid colors occasionally. Natural 
shades mingle with the woolens and 
navy blue is again having a run. 
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All the shades of beige appear 
often, but poor old black is seldom 
seen except when combined with a 
light contrasting color. A most pop- 
ular color established by Paris and 
seen a great deal in New York is 
violet and all its families. Green is 
good and is always a cool refresh- 
ing color for summer. Last there is 
white, the old standby, 
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Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 
Quali'y Shoes from 
$1.47 % to $2.00 


Wrile for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 














WANTED TO PURCHASE 








WANTED TO BUY SHOE STORE IN 
THE VICINITY OF NEW YORK CITY 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
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CAPITAL $156,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 


for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely te mislead its readers. The 
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BUSINESS REVERSES 


Anaheim, Cal.—M. W. Eagle, care Prince 
Store, shoes, reported assigned. 

Los Angeles, Cal.—H. H. Bell & Co., 746 So. 
Los Angeles street, wholesale and retail 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Atlanta, Ga.—Abraham Fleshner, 154 Decatur 
street, shoes, etc., reported offering to com- 
promise at 20 per cent. 

Champaign, Ill.—A. T. Lambert, shoes, re- 
ported offering to compromise at 33 1/3 per 
cent. 

Chicago, Il]l.—Samuel Edelstein, 1216 So. Ked- 
zie avenue, shoes, etc., reported offering to 
compromise. 

Alexander Kalmikiff, 3720 W. 16th street, 
shoes and repairing, reported assigned. 

Covington, Ind.—Albert Hegg & Sons, shoes, 
etec., reported assigned. 

Terre Haute, Ind.—-Myers Bros., shoes, etc., 
reported discontinuing business. 

Boston, Mass.—Connell & Carey, 80 Boylston 
street, shoes, reported offering to compro- 
mise at 20 per cent. 

Springfield, Mass.—-A. Louis, Louis Shoe Store, 
420 Main street, shoes, reported assigned. 

Fairmont, Minn.—Arthur T. Blades, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

St. Paul, Minn.—Isadore Pavian, 204 E. Fourth 
street, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Waseca, Minn.—-A. J. Elke, Elke Bootery, for- 
merly shoes, reported petitioned or petitioner 
in bankruptcy. 

St. Louis, Mo.—Harry Lipschitz, 722 No. 7th 
street, shoes, reported assigned. 

Jersey City, N. J.—Sterling Shoe Shop, 191 
Newark avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

Brooklyn, N. Y.—-Benjamin Lipman, 554 Pow- 
ell street, shoes and repairing, reported peti- 
tioned or petitioner in bankruptcy. 

New York, N. Y.-—Robert A. Goldstein, 180 
Rivington street, shoes, reported meeting of 
creditors called. 

Lispenard Export Co., Inc., 30 Walker 
street, also branches, wholesale and retail 
shoes, reported meeting of creditors called. 

S. Stein & Co., Inc., 107 Duane street, 
wholesale shoes, reported petitioned or peti- 
tioner in bankruptcy and receiver appointed. 

Philadelphia, Penn.—-George Fishman, 7222 
Woodland avenue, shoes, reported petitioned 
or petitioner in bankruptcy. 

Sourlake, Texas—-L. J. Cohn, shoes, etc., re- 

ported petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 


Tuscaloosa, Ala._Ambrose Driver Shoe Co., 
shoes, reported succeeded by Ambrose & 
Glenn. 

Oakland, Cal.__Ward & Armstrong, shoes, re- 
ported succeeded by Ward Shoe Co. 

Bristol, Conn.—I. S. Missal, 140 No. Main 
street, clothing, etc., reported will retire 
from business about June 1. 

Tampa, Fla.—Princess Boot Shop, Sandy Kirk- 
connell, sold interest to R. C. NeNab. 

St. Petersburg, Fla.— Roberts Boot Shop, Sandy 
Kirkconnell, sold interest to R. C. NeNab. 
Eldora, Ia.—MecNeil & Blackman, shoes, etc., 

reported succeeded by Blackman’s. 

Chicago, Ill—-Kasmer Bawolek, 1944 W. Chi- 
cago avenue, shoes, reported sold or closed 
out business. 

Blackman & Light, 2307 W. Madison 
street, shoes, reported sold or closed out 
business. 

Gorney & Spivak, 1536 W. Chicago avenue, 
shoes, reported partnership dissolved and 
succeeded by Adolph Gorney. 

Rm. a 3419 W. 16th street, shoes 

reported sold or selling out. 
nin i. Zuccarini, O. a ?_—— and 
io, proprietors, reported 

Z & B Shoe 


Estherville, Ia.—Raife’s Shoe Store, incorpo- 
rated $10,000. 

Louisville, Ky.—Quast Shoe Mfg. Co., Lev- 
ering Court, Magnolia, between 6th and 7th 
streets, manufacturers of shoes, reported 

liquidating. 


New Orleans, La.—Paris Shoe Shops, Inc., 
shoes, incorporated $50,000. 


Baltimore, Md.—Harry Heyman, Army and 
Navy Shoe and Clothing Co., 226 No. Gay 
street, shoes, etc., reported sold or selling 
out. 

Boston, Mass..-Wasser-Abraham Co., whole- 
sale shoes, incorporated $50,000. 

Boston, Mass.—-Commonwealth Shoe Stores, 
$50,000 capital; James P. Rounding, Dexter 
L. Pattison and David V. Carruth, incor- 
porators. 

Paris Shoe Shops, $50,000 capital; Harry 
Adler, David Estrich, Samuel Segal and 
Maurice J. Kaplan, incorporators. 

Boston National Shoe Stores (principal 
office outside of Massachusetts in Rochester, 
N. Y.), capital $50,000; Alfred L. Fish, 
Aaron Smith and Grace L. Phillips, incor- 
porators. 

Brockton, Mass._-The Gekco Co. of Spokane, 
Brockton, (principal office outside of Massa- 
chusetts in Seattle, Wash.), $35,000 capital ; 
Harold C. Keith, George H. Leach and 
Elijah A. Keith, incorporators. 

Orange, Mass.—Faneuf’s Shoe Store, shoes, re- 
ported succeeded by Fred M. Wheeler. 

Haverhill, Mass.—Thurston, Schlafman & 
Langland, Inc., slipper manufacturers, 
Charles A. Thurston retired. 

Salem, Mass.—-Nichols Leather Co., leather, 
incorporated $25,000. 

Detroit, Mich.-Lion Shoe Company, 3480 
Hastings street, shoes, B. Litinsky retired; 
Irving Litinsky sole owner. 

Detroit, Mich.-Irving Gould, 3921 Fenkell 
avenue, shoes, etc., reported sold out shoe 
department to Litman Gold—-continue men’s 
furnishings line. 

Grand Rapids, Mich._-Idea! Commercial Cor- 
poration, 615 W. Bridge street, shoes, etc., 
reported succeeded by Joseph J. Konwinski. 

Elsberry, Mo.—-Re'd & Miller, shoes, etc., re- 
ported succeeded by Reid Dry Goods Co. 

St. Louis, Mo.—Krelitz & Alper, 1315 Biddle 
street, shoes, reported partnership dissolved. 

Newburn, N. C.—Harry M. Jacobs, shoes, re- 


ported sold out branch store at Washington, 
N. C., known as Washington Shoe Store, to 
Bruce Tankard and Mack Robbins. 

Cleveland, O.—Levin & Tobacman, 420 Wood- 
land avenue, shoes, reported succeeded by 
David Tobacman. 

Vineland, N. J.—Peter Pennino, 602 Landis 
avenue, shoes, reported selling or sold out. 
Brooklyn, N. Y.—Harris & Form, Kingsway 
Boot Shop, 1410 King’s Highway, shoes, re- 
ported partnership dissolved and succeeded 

by Joseph Harris. 

Hyman Krichmar, Hyman’s Boot Shop, 237 
Barret street, shoes, reported selling or sold 
out. 

Gloversville, N. Y.—Isaac Cohen, 40 Church 
street, shoes, etc., opened branch at North- 
ville, N. Y 

New York, N. Y.—Elias Shoe Shops, Inc., 256 
E. Fordham road, shoes, reported selling or 
sold out. 

B. Levy & Son, 61 Reade street, wholesale 
shoes, reported sold or closed out business. 

Abraham Schwartzberg, Palace Shoe Shop, 
716 Third avenue, shoes, reported selling or 
sold out. 

Packard & Yarm, Strand Shoe Store, 156 
Clinton street, shoes, reported partnership 
dissolved and succeeded by Irving M. Pack- 


ard. 

Max Roth, 1304 Boston Road, shoes, re- 
ported selling or sold out. 

Maurice Weisberg & Co., 850 Westchester 
avenue and 137 Clinton street, shoes, re- 
ported sold or closed out businegs. 

Richmond Hill, N. Y.— Krieger Shoe Co., 8774 
109th street, manufacturers of shoes, re- 
ported succeeded by Krieger-Haunfelder, Inc. 

Springwater, N. Y.—Springwater Shoe Mfg. 
Co., manufacturers, incorporated $100,000. 

Pine Plains, N. Y.—Charles A. Kupperman 
Estate, shoes, etc., succeeded by Julius Bloch. 

Keiser, Penn.—Frank Lazzaro, shoes, etc., re- 
ported moved to Kulpmont, Penn. 

Sunbury, Penn.—Berman & Friedman, People’s 
Shoe Store, 428 Market street, shoes, re- 
ported sold or closed out business. 

Philadelphia, Penn.—Samuel Beletsky, 3011 
No. 22nd street, shoes, reported sold or 
closed out business. 

Reba Shestack, 267 So. 60th street, shoes, 
reported sold or closed out business. 

Mexia, Texas—I. Eberstein, shoes, etc., re- 
ported sold or closed out business. 

Milwaukee, Wis.—-Caswell Shoe Co., 122 Grand 
eg shoes, style changed to Leedy Alfred 
Ss Co. 

Richland Center, Wis. -Feeney & Bana, shoes, 
ete., partnership dissolved and succeeded 
by J. M. Bana. 
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A window trim showing men’s shoes for spring. Arranged by Lothar F. 
Dittman of The Union, Columbus, Ohio. Few shoes are displayed, yet the 
trim is very effective. He hooked up neckties, gloves and canes with the 


shoes. 
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No. 690 
Golden Calf 
Philadelphia Oxford 
A, B, 7-11, C, D, 6-11 
Brass Eyelets 









M. A. PACKARD COMPANY p 


Brockton, Massachusetts 


SHOE 











— No. 690 — 
Another new style for 
Spring. 

Now in STOCK 








Shown exclusively in our 
Saturday Evening Post ad- 
vertisement of May 23. 


A real live number. 


Code word for telegrams 
“SNAP.” 

































Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 


Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 




















xX Boudoirs In Stock K 


The benefits from buying from my floor 
stock are obvious. What I carry on the 
floor for immediate delivery are the 
same fine quality Boudoirs I would ship 
if made to order. Keep the quality up is 
treated seriously by me. 
Have been a long time 
making Boudoirs and I 
haven’t seen the day when 
I have had the desire to 
give my customers less 


















IN than the best that could be 
produced. Let me send you 
STOCK samples—and prices—on 





your requirements of black 
or colors, leather or rubber 
heels. 


If your jobber cannot supply you, write us 


A. W. GREELEY 
yel12 Duncan St. - - - Haverhill, Mass. SX 






36 Pair Cases 










































ON THE OCEAN FRONT CAPACITY 1000 


Che Breakers 


ATLANTIC CITY, N. J. 


AMERICAN AND 
EUROPEAN PLANS 






SEA WATER 
IN ALL BATHS 


Orchestra 
Afternoon Teas 
Dancing 


Fire-proof Garage 


JOEL HILLMAN, 
President 


Therapeutic Baths 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


ose 
Make your stock of 
nond children’s shoes com- 
VENTILA plete by sending your 


PATENTED today. 
Phone Brockton 2188 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 


ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 


May 23, 1925 





For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 


When writing to advertisers please mention Boot anp Suoz Reconver 
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BUILT ON THE LAST OF EX- 
PERIENCE—CREATED BY STYL- 
ISTS WHO ARE SKILLED IN THE 
ART OF STRIKING PUBLIC 
TASTE AT WHITE HEAT—SEA- 
BROOK CRAFTSMEN OF ADAMS 
TURNS. , 
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ADAMS TURNS 


F. E. Adams Shoe Compan 


Seskastel N. 1 
BOSTON CHICAGO 


NEW YORK 
215 Essex Street Marbridge Bldg., Room 433 Chicago Bldg., Room 81¢@ 


SALESMEN 


Pacific Coast—Geo. R. Rule New York—Frank Harris New Jersey and New York—J. F. Clark 
New England States—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Charles Reedholm 
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AT THE RECENT SEMI-ANNUAL CON- — 
FERENCE OF THE JOINT STYLES COM- 
MITTEE, IT WAS POINTED OUT THAT 
SHOES OF COMPLICATED CUT HAVE 
PASSED AND THAT THE PRESENT 
SHOE FASHION CENTERS ON COLOR 
SUBTLETY IN LEATHERS. 


[ NaTHIS scheme of things the superiority of New 
Castle Colors becomes increasingly evident. 


For it is impossible to duplicate in less expensive 
skins that marked subtlety and richness which 
characterizes New Castle Colors and which is ob- 
tained by using the choicest raw stock that grows, proc- 
essed by the hands of veteran artisans. 


Fall Colors Recom- 


Soles Commies New Castle Colors 
wmemy —-f AUTUMN BLONDE 
wor ff INDIA TAN 
rsewcon |©={ ROSEWOOD 


worse f HARVEST BROWN 
wer ROYAL BROWN '° 
wares NATIONAL GRAY . 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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Oe RLORSHEIM SHOE 














Designed by men who 
know how important 
proper shoes are to 
good golf. 


THE OLYMPIC —In Stock 


A modern golf oxford —smart, durable and made for com- 

fort. English grain, medium tan shade, plain toe with no box, 

crepe rubber sole and spring heel. One of many timely 
Florsheim styles ready to ship. 


Style S-119—OLYMPIC Tan English Grain Oxford, as above. 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


World's largest manufacturers of men’s fine shoes 


ADAMS AND CLINTON STREETS 
CHICAGO 


When writing to advertisers please mention Boot anv Snore Recorper 
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Pointing the Way 
to Many Extra Sales 


Bay breakfast slippers, D’Orsays and Mules, 
if displayed to catch the attention of your 
feminine patrons will surprise you in the amount of 
extra sales they will make almost without effort. 


Artist shoe manufacturers have given a new fashion 
flavor to this class of footwear by making them of 
VODE KID in the most delicate and strikingly 
beautiful colors. 


It is useless, however, to follow out this suggestion 
with any cheap grade of leather or materials that 
will quickly lose their beauty through wear or 
which cannot be cleaned. 


Insist upon VODE KID for true color liveliness, 
distinction and permanent beauty. 


THE STANDARD KID CO. 
100 Gold Street, New York City 


Branch Offices Agencies 
207 South Street, Chicago Cincinnati 
Boston, Mass. Montreal St. Louis 
Rochester 
7° North 4th Street and all leather centers 
Philadelphia, Pa. of the world 
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The following Vode Kid 
colors are especially recom- 
mended for 


D’Orsays 
Slippers and Mules: 


Color 38 
BLUE 


Color 46 
CARDINAL RED 


Color 61 
YU CHI GREEN 


Color 140 
DUTCH BLUE 


Color 147 
HELIOTROPE 


Color 340 
CLOISONNE BLUE 


Color 546 
CHINESE RED 


Quarter linings that harmonize 

with these colors, which are 

aniline dyed to prevent crocking 

of hosiery—Colors 50 White, 51 

Ivory, 71 National Gray and 
170 Pearl Gray. 
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Color Supremacy _ 


CHESTNUT 
BROWN 


GOLDEN 
BROWN 


OAK LEAF 
CARAMEL 
TITIAN 
RED ASH 
THIRTY-ONE 


CHOW 


Kid 
AMALGAMATED LEATHER COMPANIES 


INCORPORATED 
22 N. 5th St., Philadelphia 
Tanneries 


Wilmington, Del. 
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PATENT AND GUN METAL SATIN 


Today’s Most Wanted Materials Cut 
Into Patterns That Are Wanted Most 



















Another Indication of 



















Our Intentions to 
**Stock the Styles 
That Stimulate 
Sales”’ 
B 1490C — $5.00 
B 1402M ni iki $4.00 hs Telegraphic Code Word “Sachet” 

Telegraphic Code Word “Prodigy” gun ol — green cinching yeh, — 
ornament with puffed satin 


ening Uatncy ta? Sete ait ect | IN STOCK | Series ences nes a 

sti ng on vamp and q , Silver «@ t 

black ornament to cover button, Orlando last, I N S O fitting qualities. Aener Pe McKay ‘oa, 1% 
heel. 











McKay sole, 14-inch covered box heel. inch Spanish Louis 
AA,5 to8 B,4 to8 AA,5 to8 B,4 to8 
A, 4% to8 C, 8% to 7% A, 4% to8 C, 8% to 7% 


Don’t sacrifice the quality your 
customers expect in order to furnish 
them with the styles they desire. For the 
Utz & Dunn line consists of a big variety of 
models that will satisfy their style desires and at the 
same time meet with their expectations as to wearing qualities. 


UIZ # DUNN CO. 
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=i ROCHESTER, NEW YORK = 
= DENVER OFFICE oan he eta LOS ANGELES OFFICE = 
= 218 Charles Buildin ermins ildi 706 Forrester Buildi = 
’ = Thea @ ttm ~owe | 130-132 West 42nd St Room 152 6.C. MCATEE s = 
z Representatives F.LARMSTRONG, Representative Representative = 
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THAT your customers realize the superior 
qualities of the calf leather produced 
by the Barnet Leather Company. 


The inherent quality of 
“LITTLE FALLS LEATHERS” 


\> 


OK 


stands out pre-eminently 
after much continued service. 


‘‘LITTLE FALLS LEATHERS” lessen sales resistance. 


Barnet Leather Co., Jue. 


Tanners of ‘‘Little Falls Leathers’ and ‘‘Lorraine’’ Leathers 
360 MADISON AVENUE, NEW YORK CITY 





Re Ss 


——<a3|5- (Gs) 


Distributing Agents 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


Pl 


Boston Distributors 


Tanneries BARNET LEATHER CO., Inc. 


LITTLE FALLS, Re of MASS. 
3 h 98-100 South Street 


Dae! 
* Boston, Mass. 
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Brophy Lros. 
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66 
SINCE 1891.”-—Brophy Bros. have been developing shoe 
knowledge for 34 years. Their good name is the 
logical result of their quality standards. 


Never satisfied—always trying to improve—knowing that 
it is what we do today which counts most—we are 
working to merit the continued loyalty of our 


customers. 
If you do not know the Brophy Line— 


Sincere Shoes—Quality Shoes—Duplicate Order Shoes— 
You Should! 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 


OS 


eX 


fas 


3x0 





Px 2° SG 


BOSTON SALESROOM 
89 BEDFORD ST. 
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New Fall Shades 


approved by fashion authorities 


CHESTNUT 
FRENCH BLONDE 
RUGBY TAN 
EUCALYPTUS 
NATIONAL GRAY 
BLONDE 
MOLE 
INDIA TAN 
WOODLAND BROWN 
GUN METAL 
SILVER GRAY 


FALLOW 





Poe er. 7 a ne 
+ ‘ 


These colors will match the new 
Fall costumes and will add still 
further to the style supremacy of 
CEDAR CLIFF SHOE SATIN 








epan CLIFF 
E SATINS- 


The CEDAR ge, JF COMPANY, 251-255 FOURTH AVE., NEW YORK 
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“St. Louis-Made 
Style Shoes” 


For Immediate Delivery 


The shoe illustrated is Our New “La Petit” one 
of the smartest summer shoe styles and a big 
seller. 


No. 8002—“La Petit.”". White Kid (genuine kid), one- 
strap, black French binding, black stitching t-out 
in quarter (like cut), white kid lining, 16/8 
full-breasted covered spike héel. AA to C.. 


No. 8003—Same style as above, with 13/8 

covered Military beet. Be Fe etiersecnsintanal $5.00 
No. 8023—“La Petit.”” All Patent, same style as above, 
white kid lining, with 16/8 full-breasted $4 85 
covered spike heel. AA to C.... ° 
No. 8024—Same style as No. 8023, with 13/8 $4 85 
covered Military heel. AA to C e 
No. 8025—‘‘La Petit.” All Black Kid, style as above, 
with 16/8 full-breasted covered spike heel. $4 8 
BE GO anenicsisininmndal 

No. 8026—“La Petit.” Black Kid, same style as No. 
8025, with 18/8 covered Military heel. A, $4 &5 
| B, C os 
No. 8020—“La Petit.” Black Satin, style as above, 
with 13/8 covered Military heel. AA to $4.85 








Wohl Shoe Company 


| 1224-26 WASHINGTON AVE. 
ST. LOUIS, MO. 


The Shoe House You Hear So Much About 
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GOOD NEWS OF THE DAY 


L & A shoes are as up-to-date as your daily newspaper. They sell 
about as fast, too. And also like the newspaper, L & A shoes are 
worth more to your customers than they will have to pay— 

That is the “Good News” message, Mr. Merchant, that we want 
to tell you—and it is the one that you will read in the shoes them- 
selves when you see the samples. 

But “Good News” travels fast. These Couriers of Good News 
whose names you see here, must travel fast to meet all appoint- 
ments. 

Won’t you write or wife us? No obligation to hear this message 
of low prices, long profits and fast sales. Good News in Shoes, 
indeed! 


May 30, 1925 


The “Minerva” 
Light welt “Pump” 


Couriers of 
**Good News in 
Shoes”’ 


Messrs. Archer, Coens, 
Dickerson, Glascock, 
Keeffe, LaBonte, Lee, 
Miller, McGiffn, 
McNierney, Thomas, 
Thomason, Talbott, 
and Van Hoesen 





THE LAPE AND ADLER CO. 


Makers 
“*The L & A Shoe” 
COLUMBUS, OHIO, U. S. A. 





When writing to advertisers plerse mention Boot anv Snot Recorver 
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TizWeyenberg 


In Stock 


MAIL ORDER NOW ! TRAYMORE 
" D Widths S 5: 40 
a ‘ a a . 





‘Kee PR 
ftewauKes, 
Nationally Advertised 





No. 9274—Men's Tan Bal Oxf Goodyear Welt, Ooze Leather Lined Quarter, 
Lined Vamp, Felt Lined Tonges, a polded Edges, Single Oak Sole, 4% Rubber Heel, Teale 
Leather Counter, Blind Eyes, Perforated Vamp and Tip, Pinked Tip, Stitched jase 
Row. Sizes, 6 to 12. C and D Widths. In Stock for immediate deli 


No. 9374—Black Oxford, just like the above... Price ine 


WEYENBERG SHOE MFG. COMPANY. ~ 


MILWAUKEE, WIS. 


North Pacific Branch 
Weyenberg Shoe Mfg. Co. 
Portland, Oregon 
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Shoes 


5% 15 days 
net 30days 


No. 1 ORTHO—In Ma- No. 2 BROKER — Ma- 

hogany, Black and hogany, Black, Brown 

Russia Tan Calf. Black, and Russia Tan Calf. 

Brown and Tan Kid. — Brown and Tan 
id. 


On the floor—ALWAYS 


(Immediate Delivery) 

Stock No. Last Widths Sizes 
1 Mah. Calf Ortho A-E -12 
81 Black Kid Ortho A-E 5-12 
2 Mah. Calf Broker A-E 5-12 
12 Black Royal Broker A-E 5-12 
32 Black Kid Broker A-E 5-12 
55 Black Kid Wall St. B-D 5-12 
62 Brown Calf Broker A-E 5-12 
42 Brown Kid Broker A-E 5-12 

P511 Black Boarded Calf 
Police Spec. B-EE 5-14 


Distinctive- ‘‘Foot-Fitter’’ Feat- 

ures! Fine full grain calf upper 

ma leather. Black and all 

colors kid. Edmonds’ 

“SOLE OF COM- 

FORT” insole. Rock 

Oak outsole. Calfskin 

counter pockets. Khaki 
No. 3 WALL STREET twill lining. Sole leather < toes 
thn med a and long leather counters. Supreme 
sia Tan Calf. Black, Brand special long rubber heels. 
Brown and Tan Kid. Special Corrugated arch-supporting 
steel shank. Calfskin trimmings. 
Diamond fast color hooks aid eyelets. 


Edmonds 
Shoe Company 


Milwaukee Wisconsin 


EDMONDS FOOTFITTERS FIT ALL FEET 
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ITH simplicity of design—a con- 
stantly increasing factor in foot- 
wear modes, as evidenced at recent 
conferences in the shoe trade—material, 
in its style aspect, logically grows steadily 
more important also. 
DARBROOK SHOE SATINS AND 
FABRICS meet this condition in a man- 
ner satisfying to the manufacturer, the 
retail merchant and the ultimate shoe 
wearer. First, because they are made ex- 
pressly for footwear, and second, because 
they are styled in texture and color in 
accord with accepted dress modes. 


Schwarzenbach Huber & Cc O. 


470-478 Fourth Avenue 
New York City 


Represented by 


D. J. Finn T. F. Leary Henley & McGaghey 
Philadelphia Bosten St. Louis 


Desmond & Hettinger, Ine. 
New York 

















DARBROOK | 
HOE SATINS | 


When writing te advertisers please mention Boor anv Suox Recorper 
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No. 107—Ruby Kid, Three But- 
ton Cut-Out, Imitation Tip, 
Leather Quarter and Sock Lin- 
ing, 13/8 Heel. 

Price $3.75 


No. 502—Ruby Kid Side Gore 
Front Cut-Out Pump, Leather 
Quarter and Sock Lining, 14/8 
Heel. New Combination Last. 
Price $3.75 


No. 110—Ruby Kid Perforated 
Four-Strap, Imitation Tip, 
Leather Quarter and Sock Lin- 
ing, 13/8 Heel. 





Price $3.85 























a a 


The above pictured shoes are among the 
many styles made of RUBY KID by 
AULT-WILLIAMSON SHOE CO., 
and are carried in stock at AUBURN, 
ME. and ST. LOUIS, MO. 
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RUBY KID 


The Standard BLACK Kid with 
Ault- Williamson Shoe Company 


WE ARE constantly mindful of the many manufacturers and retailers 

who are standardizing their lines of shoes by the use of EVANS 
LEATHERS. It is our desire to lend them our co-operation wherever 
we can be helpful to them. 


The merit of standardizing on brands of leather must seek its true value to 
the retailer through the medium of the shoe manufacturer. 


It gives us pleasure to direct the retail trade’s attention to the line of 
RUBY KID shoes that has been and is being manufactured by the well- 
known corporation of 


AULT-WILLIAMSON SHOE CO. 
AUBURN, MAINE 


By this mutual co-operation it has become possible for RUBY KID to be 
definitely known both to the retailer and ultimate consumer, thus laying 
the foundation for a substantial and healthy growth of business on con- 
structive lines. 


JOHN R. EVANS & COMPANY 
CAMDEN - - NEW JERSEY 


(Branches in All Principal Shoe Centres) 


Stundandne on Fuans Brands 


Leathers 





4 
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Ramsey’s Triple Stitched 


RESOLED Built Up to the STITCH PROCESS 
Ramsey Standar 


IN STOCK # 


LADIES’ AND MEN’S PLUG OXFORDS 
° Ladies’ or 
MEN’S BLUCHER OXFORDS 6 to 12 Growing Girls’ 
2 
No. 800—Nut Brown Spring Calf, Oak Sole, Double Stitched... $2.00 No. 1700—Nut Brown Spring Calf, Oak Sole, 
No. 815—Brown Lotus Calf, Oak Sole, Double Stitched 2.25 Single Stitched , $1.45 
No. 825—Brown Lotus Calf, Cord Toe, Oak Sole, Double Stitched 2.25 Ne. 720—Nut Brown Spfing Calf, Oak Sole, 


Double Stitched 1.60 
No. 828—Black Lotus Calf, Cord Toe, Oak Sole, Double Stitched 2.25 No. 715—Brown Lotus | Calf, Oak Sole, Double 
tite 











o*, 
*. 

































FACTORY DAMAGED 


Oak Soles Rubber Heels 2% to 7 
No. 696—Unlined, Patent Leather Sandal, Patterns Nos. 
1, 2, 3 $1.20 


No. 690—Patent Leather, Leather Lined Sandal, Pat- 
terns Nos. 1, 2, 3 ; 1 





No. 692—Leather Lined Sandal, Assorted Colors, Gray, 
Tan, Dark Brown, Patterns Nos. 1, 2, 3 1 
Ne. ae Sandals, Assorted Colors, Brown, Gray, 
. Patterns Nos. 1, 2, 3................ 90 
No. 694— porte Plug Oxfords, Assorted Colors, Brown, 
ahogany 1. 
No. 696 single stitched, all other numbers triple stitched. 


PAR PLY 











BLUCHER OXFORD UNLINED 


Rubber Heel 


2-5 5%8 8%1l 11%2 . 
BOYS’ AND MEN’S FACTORY DAMAGED OXFORDS No. 416—Nut Brown Spring Calf.....$0.80 $1.00 $1.25 $1.55 fe 


Gtagte and tells attiched. BLUCHER-OXFORD LINED : 
Rubber Heels 2% te5% 6to ll Rubber Heel % 


Ne. 990—Ventilated Oxfords ............ ; $1.15 $1.35 2-5 5%-8 8%-11 
No. 991—Blucher Oxfords 00.00.00... MMB 1.35 No. 2416—Nut Brown Spring Calf.....$ .95 . 1.50 * 
No. 2405—Brown Lotus Calf... 1.05 1.60 or 
No. 2409—Patent Leather ..... viii . e 1.70 * 
No. 2413—Smoked Elk ; i 1.60 °, 


MISSES’ AND CHILDREN’S FACTORY DAMAGED . 
SANDALS te 
Single stitched. . 
2teS Ste8 S%toll 11% te2 

Ne. 50@—Patent Leather, Un- 
lined ‘ $50 $ .60 $ .7@ 3 2 . 

Ne. 501—Sandals, Assorted 

Colors, Tan, Brown, 

Red, Green, etc....... 50 60 -70 


FLEXIBLE MOCCASIN OXFORDS 


347 RIDER AVENUE as oe 


8%-11 


BRONX, NEW YORK CITY Ne 8s—P. @ V. Lotus Call, Ratan Sole 182401 


When writing to advertisers please mention Boot anv Suor Recorper 
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Registered 


Negistration of trademark applied for Mar.12,1925 


Reservation 
The name is protected for the use of re- 
tailers and manufacturers using genuine Figoat 





Sole Di stributing Agents 


Jt) oe ee 


4 East 37th eH New York 




















DIRECT FROM OUR PARIS WORKS 
TO YOU 


~ LEON WEIL, Inc 


MARBRIDGE et a W. 34th ST. LOUIS COBLENTZ, Mgr. WORKS—; RUE DES MARONITES 
NEW YORK PARIS—FRANCE 
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STYLE NO. 65—THE NEW 
LIGHT SUN GOLD 
IVORY. 

STUB LAST. WIDTHS A 

to D. 


Quality Shoes 


at Popular Prices 


In Stock $3.42 











FREEMAN SHO) 











KM 











IPG. 








“Beloit, Wis. eee 
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& Recorp 
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KAN NALLY'S 











———— 
— 


Wesson Style is 
Most Beautiful 








in th 
There is a substantial profit in boys’ shoes 
for you. Are you getting it? If not, maybe 
it’s because you have been too busy on your 


e e e + 
Simplicity of its 
men’s or women’s lines. ° 
Boys are mighty hard on shoes. They scuff Design 


"em, burn ’em, kick ’em and what not. 





_——c8e ee a a 


Therefore your problem is to find a boy’s 
shoe that will always stand the gaff. 


BOBS for Boys are doing it every day, be- 
cause they are built with the shoulder 
channel process—no cork bottom filler— 
carry 7 iron insoles and 9 iron outsoles; 
every pair is made with Ruepings calf. 





A245 


They are real shoes full of style and pep. 


6 292525525 


“Maola” 


Black Satin, beaded buckle 
Opera pump, 16/8 Spike heel. 
$4.00 


White Satin, beaded buckle 
Opera pump, 16/8 Spike heel. 
$4.25 


White Kid, beaded buckle 
Opera pump, 16/8 Spike heel. 
$4.25 


“BOBS” 


252 





———————————-— 2 
_——— a a a a a 


In Stock. 


Ne. T1686—In Stock. Made over a new broad toe last, 
of Ruepings Color 14 Spa Tan Calf. A smart, rugged 
pattern. Rubber heel. Full 7 iron insole, no cork bot- 
tom filler, full 9 iron American Oak “Rock Oak” out- 
sole. Shoulder Channel process. C and $3 40 
widths. Men’s sizes, 6 to 11 : 


Other sizes and leathers to order. 
Terms: 5% 10 days. 


A. E. WESSEL & SONS 


Better Grade McKays 


—— 
75 


252 


- 
cacti Ito 


KANNALLY - WICK CORP. 


Manufacturers 
HIGHLAND, ILLINOIS, near St. Louis 


Factory 
222-24-26 Liberty St. 
Camden, N. J. 


BRANCH OFFICES 


New York City 
935 E. 168rd St. 
I. L. Shapire 


—— a a 


Chicago 
500 No. American Bidg. 
R. B. Nicholl 
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SHOES THAT FEEL LIKE MEN 


When writing to advertisers please mention Boot anv Snor Recorver 
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Sinith Smart Shoes 





























CUSTOMER AND, BETTER, 
SALES 3152 THEY 


RESISTANCE The New MAKE REGULAR 


CEASES Bantam Weight Oxford REPEAT 
WHEN You in our SALES 
OFFER ‘H’ Russia Calf AS SURE 


the clearest, smoothest, 
J . P. SMITH smartest light tan color AS 
SHOES 


A,7toll C,5toll SUNRISE 
B,6toll D,5toll 
Hampton Last ee I 


*# 
‘ 





te 
#7 
‘ 


HIS shoe is a decided ‘hit’. De- 

spite its extreme lightness, the 
extra care we take in lasting, stitch- 
ing and finishing makes it “Stay 
Smart With Long Service”—like 
all J. P. Smith styles. 

The season’s trend is decidedly 
towardslight weight oxfords of this 
grade. The demand for them will 
increase as the mercuryclimbs. No. 
3152 will satisfy every demand be- 
cause the color is right, the shape is 
right, its bantam weight is refresh- 
ing and it fits to the King’s taste. 

We are prepared to ship as soon 
as your order is received. 


J. P. SMITH SHOE CO. 


671 N. Sangamon St., Chicago 
148 Duane St., New York 
312 Forrester Bldg., Los Angeles 


A complete booklet of styles Instock is yours 
for the asking 
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‘‘Nothing will turn women 
away from gored styles 
except poor goring”’ 








oe is the opinion of a noted retail shoe 

merchant who says also that he has never 

_ seen any type of shoe that pleases so many 

women so well from the standpoint of easy 

access and constantly good fitting as a gored 
shoe. 


Specify HUB GORE and be sure of 
constantly satisfied customers. 





The success of the Stetson Shoe Com- 
pany with the Stetson Snappy Tie is 
well known. 


In response to requests 
for a gored model along 


HUB GORE ~~ ade -.  Rigleal HUB GORE 


Every piece of 


is the one elastic +. , MISS MELBA is stamped with 


shoe fabric with a “Se ddihdei is cheneud Sachi our trade - mark 


: made in brown glazed kid : 
definite pledge of ‘oli Reid teeed of backer which means a 


service attached beaded Hub Gore. two-year guaran- 





, At the recent Sample 
to tt. Feste of the Stetson Shoe 
Company, “Miss Melba” 
was one of the most ap-* 
plauded new styles shown 
and present orders indicate 
certain success for it. 


tee of satisfactory 


service. 











HUB GORE MAKERS 
Branch of Everlastik, Inc. 
CHELSEA, MASS. 

1107 Broadway, New York 


When writing to advertisers please mention Boot anv Snot Recorper 
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Brownbilt styles are favorably known in all the metropolitan 
centers of America. Our large volume production and 
“in-stock” service place these popular styles in the hands of 
retailers everywhere, when and as needed. 


v 
| 


totale Shieh | 


The above illustration is our 


Brownbilt AA60 


Women’s Black Satin Camille Strap, plain 
toe, single sole, 16/8 covered wood spike 
heel, Thrill last, AA 4 to 8, A3™% to 8, B 3 
to 8, C 2% to 8. Price ... $4.35 


Your mail orders will receive our prompt and careful attention 


Www Vnos Gouger, 


Standard Since 1878 
ST. LOUIS 

















When writing to advertisers please mention Boot anv Suoe Recorver 
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1s yours ? 
You can get quick, lasting reliel this week! 


HIS is DR. SCHOLL’S FOOT COM- 

| FORT WEEK—the time when lead- 

ing shoe and department stores 

everywhere unite in a special way to end 

foot troubles, Millions of People will be 
benefited. 


There can be no such thing as perfect health and 
efficiency unless the feet are normal and furnish a 
natural and comfortable foundation for the body's 
weight. Seven out of every ten people suffer from— 

either tired, ach; 
like pains in the feet and legs—crooked or over. 
tors—hammer toe 
—callouses— bunions or big joints. 

Whatever foot trouble you may have, you can eet 
quick, sure, lasting relief this week. 

Relief that is Scientific, 
practical, complete 

Remember this No one remedy, device or shoe 
can be expected to ailments, * 
must be a special appliance designe. 
pared to definitely meet cach condition. 


Foot 


After 20 years of imenswe study and Practice, 
Dr. Wm. M Scholl has accomplished this. He has 


designed and perf 


Parate and distinct appli. 


ance or remedy that will relieve and correct each 
foot ailment, thus eliminating all guess-work through 
thods, 


his scientific met 


To make y Possible 
fits of his skill » Dr. Se 


mailed free on request. 


for everybody to enjoy the bene. 
I has also Perfected a highly 


THE SCHOLL MFG. CO 
rgest Makers of Fees Comfort Appliance, and Remedie; 


213 West Schiller &., 


0, 62 West 14th Se » New York 
ti 


112 Adelaide Street, East, Toronto 


z Scholls 


Comfort Week, 
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Weak Arches 
the cause of much suffering 


Men and women whe are active om their foet frequently suffer 
4 im the ankles and legi—gemeral bed; 
hen doen arches, t., 

twrthout knowing the Cause. 


Dr. Scholl's FOOT. EAZER remove; the straim and imme 
wing ankles, a 
feet and rests the hole boty. 


Light and springy. Worn inside any shee invisibly and com 
fortably. Price $3. SO per pair 


For Enlarged Joints 
Dn. Senos Bi Nton Rem cee 


For Pains Here 
De. Scmoun’s Amon ~PPORT oy 
(7% pate, colleen, 
ramps AT THe & 
heght ane mortals. 


Slipping at Heel 


Da. ScwOLL'S NU-Gaer Hee, 
LINER prevents thers, shippers 6 pump 
fm & 


For Bunion Pain 
Dm. SCHOLLS Zimo-Pane — Moaline 
tee 
Friction and previnre. iS: at drag ant 


hee sores 


For Callouses 


For Corns 
De. Smore’s Zmo-raps me th, 
fale af corms tm sme minute. Thin. on 
ep. wate, mre, Avating. 1% ae deme 
and the wore, 


Du. ScMOLE’s Foor Raise refines 
pate: giem the fon a cling, veatut 
fenling, relieving mrrmew, traderaen and 
writation. 35e per jas at drwg and 
ee teen. 
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More than Sixty Million people will 
read these Foot Comfort Week messages 


And they are the best people in the country—just the kind you and every 
other progressive shoe merchant desire to have as permanent customers. 
Many of them are located in the immediate vicinity of your store—suffer- 
ers who probably do not know that your store is headquarters for Dr. 











Scholl's Foot Comfort Service. 


Draw a mental picture, if you can, of this 
vast army of people opening up their favor- 
ite magazine and there finding a striking, full 
page Dr. Scholl Foot Comfort Week adver- 
tisement! In their Sunday newspapers, in 
the interesting Rotogravure section, they will 
be confronted with another big, strong foot 
comfort appeal! Then, when you figure that 
seven out of every ten of these readers do 
have foot troubles and do need some Dr. 
Scholl Foot Comfort Appliance or Remedy, 
you will find that there are 40,000,000 live 
prospects for the shoe stores co-operating in 
this all-embracing, concentrated drive. 


Full Page in the 


Saturday Evening Post 
On Thursday morning, June 18th, the Satur- 


day Evening Post (June 20th issue), will be 
on sale on all newsstands. The remainder of 
its 2,500,000 copies will be in the homes of 
its subscribers. Through this one medium 
alone some 10,000,000 readers will be made 
to realize that foot troubles are an unneces- 
sary evil. ; 
An analysis of this huge circulation shows 
that every section of the United States is 
covered by “Post” readers. 


Fifty Leading Sunday Newspapers 
Will be Used 

Every important Sunday newspaper in the 

country with a Rotogravure section will fea- 

ture, on Sunday, June 21st, Dr. Scholl’s Foot 

Comfort Week. Fifty Million more prospective 

customers are added through this source alone. 














All in all, this is the biggest and most thorough job of advertising Dr. 
Scholl has ever done in connection with a Foot Comfort Week Drive. 


There is no question about the demand which this advertising will create. 
No one will question its pulling power. But the dealer’s store is the con- 
necting link, the place where foot sufferers will go to seek relief and com- 
fort. A window display, local newspaper advertising, the use of booklets, 
inserts and moving picture slides will turn this new business into your store. 


THE SCHOLL MFG. CO. 


Largest manufacturers of Foot Specialties in the World 


62 W. 14th Street 
NEW YORK 


Dr Scholls 
_ Foot @mfortWeek, 


JUNE 20-27 


112 Adelaide Street E. 
TORONTO 


213 W. Schiller Street 
CHICAGO 
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In these days of keen competition it is necessary to do more than 
merely meet the prices of competitive merchants. You must lead in 
merchandise. You must lead in price. Davies Shoes for Men represent * 
the best values you can give your customers. Concentrate on one line of —\ 
popular-priced shoes—and make that linethe Davies line. Lead with Davies! 





In line with the popular Summer demand for men’s light 
tan stylish oxfords, we present our number 7370 illustrated 
above. A Tan Veal Bal Ozford. Balloon Last. 9-iron Oak 
Outer Sole. Grain Leather Innersole. Half Rubber Heel. A 
pattern that men like. A last that will fit feet. A real mer- 
chandising buy at $3.35. 


DAVIES SHOE MANUFACTURING CO. 


Racine, Wis. 








When writing to advertisers please mention Boot aNv Suor RecorvER 
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Wolnicar presents these Shoes 
In Stock for June Ist Delivery 


“HELEN”? 

16/8 Heel 
PATENT.............-.§6.50 
BLACK SATIN.......... 6.50 
WHITE KID............. 7.25 


“REGENT” 
16/8 Heel 
PATENT............---$6.00 
BLACK SATIN.......... 6.00 


CASE LOTS ONLY 


344 4 4% 5 5% 6 647 7% 





|1 


1 


2 


2 


1 


1 





1 


1 


1 











1 


1 














2 
2 
1 





2 
3 
1 





2 
2 
1 
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“STEPPER” 

13/8 Heel 
PATENT...............Q6.88 
BLACK SATIN.......... 6.35 
WHITE KID......... 7.10 


“RITA” 
13/8 Heel 
PATENT, MAT KID 
QUARTER AND HEEL $6.50 


WOLNICAR SHOE CO., INC. 
703 Marbridge Bldg., N.Y.C. 


FACTORY — 79 BRIDGE STREET — BROOKLYN 
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Always Standards 
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The 
“REGENT” 


Never out of style— 
Now stronger than ever 


Hand Turned 
French Corded 
Kid Lined 
WHITE KID—$3.75 
No. 298—16/8 Spike Heel 
No. 1298—13/8 Military Heel 
No. 2298—13/8 Spanish Jr. Heel 
PATENT LEATHER—$3.50 
No. 248—16/8 Spike Heel 
No. 1248—13/8 Military Heel 
No. 2248—13/8 Spanish Jr. Heel 
BLONDE KID—$3.90 
No. 218—16/8 Spike Heel 
No. 1218—13/8 Military Heel 
GREY KID—$3.90 
No. 228—16/8 Spike Heel 
No. 1228—13/8 Military Heel 
BLACK SATIN—$3.50 
No. 258—16/8 = Heel 
No. 1258—13/8 litary Heel 
B, C, D Widths 
No orders less than 12 pairs of a width 
2% 10 days—Net 30 days 
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EMIL LUBLIN, INc. 


143 W. B’WAY, N. Y. 


* 
— 
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Opening June Ist 


at 26 Lincoln St. 
BOSTON, MASS 


with new lines of 


ee ae | 


for 
FELT SLIPPERS 
and 


LEATHER SHOE TRADE 


also 
Felt Heel Pads and Cut Stock 


KENWORTHY & WOODS 

















Great Britain 


@ @ 
The Shoe Trades Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 





Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass. upon 
application. 


THE SHOE TRADES JOURNAL 


Leicester - - England 
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Write for these samples of 


Autumn Colors 


recommended by the 


Joint Styles Conference 


No. 47, Woodland Brown 
Resembling somewhat a dark 
mahogany, but is different in that 
it shades more into a brown. 


No. 48, India Tan 
A medium tan, shading into a 
brown. 

No. 49, Autumn Blonde 

A pastel tint of soft medium 
brown. 

No. 50, Rosewood 
A soft red brown in medium shade, 
distinct as a new color. 


No. 51, Rugby Tan 
A light tan, neither red nor yellow, 
but with a tendency towards 
brown. 





This is our first presentation to the trade of the five 
colors recommended by the Joint Style Conference. 
These shades should have the attention of every astute 
buyer. 

You are welcome to Seminole swatches of these; also of 
No. 46 Chestnut —a pleasing brown, well named, it 
resembling closely the color of a chestnut. 


Rueping’s Seminole Calf 


The smooth, soft calf with the exceedingly mellow feel. 
For either men’s or women’s shoes, Seminole is the calf 
that contributes most to the appearance, wear and com- 
fort of good shoes. 

Specifying it does not add to the cost but it does add to 
the wearer’s satisfaction and the dealer’s prestige. 


FRED RUEPING LEATHER CO. 
Fond du Lac - - + Wisconsin 


Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


Every Year Is a Calf Year with Rueping 


When writing to advertisers please mention Boor anp Suok Recorper 





RICE & HUTCHINS 


~ EDUCATOR 
SHOE® 


<P for every member 
of the family— 


OU, as a shoe dealer, are the logi. | 

cal source of supply for practical, 
comfortable and sensible footwear for | 
a field of trade requiring, if not de- | 


manding, a correct shoe. Consider then | 


EDUCATOR SHOE 
which is 
—made for men, women, growing girls, boys, 
children and infants- the biggest shoe market. 





—_made of selected leathers in boots, oxfords, 
pumps, play shoes and storm shoes. 


—the best fitting, wide in size range, and made | 
on a staple last- hence no sacrifice sales. 


—always in demand because of its popularity | 
and good wearing qualities. 
—nationally advertised, creating further de- 


mand thru an appealing story on comfort, 
service and economy. 


—over twenty years on the market and is now 


sold by more than 15,000 dealers. 
—quickly obtained when you want it from any 


Rice & Hutchins branch. 
pe —known as the fastest selling shoe stock in | 


the world. @ probl 

being 

mont! 

RICE & HUTCHINS ~— |= 
INCORPORATED put it 

13 HIGH STREET - - BOSTON, Ms S. A. print 


c ——Distributing Branches—— Rice Hutchins to be 
Rice & Fetch ine coreland Co. Rice & Hutchins Baltimore Co. . 
Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
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Loss Loss 


Keep the Business Up—Don’t Flop 


Now Is the Time to Plan Ahead, If You Want to 
Hold Your Own Profit 


months of July and August are to be classified as 

“clearance” months, “no-profit” months and “dull 
business” months. It is poor economics to throw two 
months’ business entirely away and at the same time 
take such a loss that it injures the profits of other 
months. 

I. B. Howe, of Boston, N. S. R. A. director, main- 
tains that a “budget is a brain on paper,” and that a 
merchant should plan his buying budget so that it 
will stimulate business each and every month of the 
year, and that planning now for July and August is 
the thing to do. 

Maurice Miller, of the I. Miller organization, New 
York, proved last year that a mid-summer period could 
be passed over without a loss by planning selling 
events well in advance to bridge that period. His 
problem was complex because of regular customers 
being away from the Fifth Avenue shop during these 
months. In early June he planned some remarkable 
merchandise that could be sold at a price slightly above 
cost of store operation. The only factor of expense he 
put into the sale was the cost of a one cent post card, 
printed with the announcement of the special service 
to be rendered during July and August and the special 


|’ is not an unchangeable economic fact that the 


price. The results were stupendous; customers were 
given a particularly good set of values in all sizes, and 
what is best the good service rendered brought in more 
customers in September, October, November and 
December, because of the extra mid-summer attention 
to styles, values and service. 


Increasing His Ability 


The story is told of an advertising manager of a 
newspaper who convinced a department store head 
in Detroit that instead of decreasing summer adver- 
tising by 40 per cent in space used, he should increase 
it 40 per cent. The prevailing theory was that every- 
body goes out of town for a vacation. The advertising 
manager proved to his merchant that far less than 
1 per cent of the people of Detroit were away in the 
summer. Only very few of them left town more 
than two weeks at a time, and a great majority of the 
people spent their vacation right in Detroit. 

His argument was “let the other fellows make the 
reductions—they think that the town moves away 
from this town for three months, just as you did. You 
increase your space and you will not only get the 
regular increase, but you will get added results from 
the business that the other boys are overlooking.” The 




















merchant said he would take 
a chance, and his profitable 
experience convinced other 
stores that they should make 
special efforts during the 
summer months to overcome 
the old drop in the curb that 
had once been accepted as a 
necessity. 


No “Dull Months” in 
Industry 


We are indebted to Merle 
Thorpe, of Washington, for 
the story just narrated. He 
furthermore says, “We have 
got to get it out of our 
minds that there are ‘dull 
months.’ You don’t see the 
steel mills shutting down, 
the shoe factories closing 
during these months. Gen- 
eral Electric, Westinghouse, 
and others, operate just the 
same. I am not sure that they 
don’t get as large a mass 
of orders in these months as 
in any others. The railroads 
are all busy—perhaps busier 
—both freight and pas- 
senger. 

“The selling that you do in 
these three months meets less 


competition than in any other month in the year be- 
cause the other fellow still believes they are the ‘dull 
months’ and, believing that he says, ‘What’s the use of 


trying to sell?’ 


When Do You Vacationize? 


“You have a better opportunity for comparative 
results in July, August and September, in my opinion, 
than in any other months in the year. I feel so certain 
of that that I am almost convinced that vacations in 


summer in the sales depart- 
ment are a mistake. It is 
unfair to the salesman, as 
well as to the organization. 
I believe you can make more 
progress in these months, 
due to dormant competition 
than you can when every- 
body is alive, in the fall and 
winter.” 


Give ’Em Values 


Here is a strong point on 
the public’s appreciation of 
values. The public does ex- 
pect to get more for its 
money during Tuly and 
August. It looks upon mer- 
chandise with a more criti- 
cal appreciation of values 
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The Thrifty Woman Is 
Always Delighted With 
the Wonderfut Values 
Found in Our 


“Jiggers” 


group is com- 

r* Many al shoes from our regu- 

lar stock as soon as their sizes are 

depleted. They are placed ree md 
ata low price for immediate clear. 


gains in our most popular ahoes at 
all times instead of waiting for 
periodical sales. 


AS the present time there are 
approxtmately 2000 paire— 
all desirable styles and tn 
size ranges that insure a {it 
for every foot. 


ls 4° 0 °y 2°>_— 


Just ask to be shown a “Jiggeet Shoe—you'll be surprised 
at the desirability and the low prices of these VOLK SHOES. 


ie VOLK S 











A Clever Way to Sell Bargains 


“dumping sales.” 
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during those months. There 
will be certain styles almost 
impossible to move at any 
price during July and Av- 
gust. 

The thing to do is to 
sense in advance the public’s 
viewpoint on the values of 
merchandise in those two 
months. The shoe is worth 
what the customer thinks it 
is worth, whether it is a 
brand new shoe or a “has 
been.” 


Bargain Merchandise and 
Methods 


One of the most serious 
errors in all merchandising, 
and this is not limited to 
shoes, is the feeling that 
July and August have got 
to be made months of clear- 
ance and sloppy merchan- 
dising. The public does not 
want merchandise thrown at 
it. It wants every possible 
refinement of service, par- 
ticularly at times when it 
senses the fact that stores 
are not as busy as in the 
peak of the selling season. 

There are too many 


When one bargain basement in Boston 
alone sells over a million pairs of shoes, rubbers and 
arctics in the course of a year (and so announces it) 


from its bargain tables, it points to two things—one 
that some parts of the public fit themselves fairly well 








Selling Short Lines Quickly— 
and in Season 


The big problem of getting rid of odds 
and ends has been solved by Volk, of Dallas, 
Texas, in the following manner. A special 
name, “Jiggers,” was coined and copy- 
righted by them, and has come to be known 
by everyone in and around Dallas, as a 
synonym for bargains. All the short lines 
are grouped together on the various main 
selling floors. This does away with any 
bargain department or basement depart- 
ment. If a customer wants one of these 
particular shoes, she simply asks to be 
shown a Jigger. Many women are sensitive 
about patronizing bargain departments, so 
in this way they can buy bargains, only 
under a different name. 











without professional shoe salesman service, and second 
that there is an anarchy in production and distribution 
that makes possible such distribution at such prices. 
There is growing up throughout the country a divi- 
sion of the shoe business that depends entirely on 


factory errors, factory can- 
cellations and over-produc- 
tion to satisfy a not-too-par- 
ticular public that will ab- 
sorb shoes from bargain 
tables. 

The merchant by his July 
and August acceptance of 
the end-of-season clearance, 
rather than clearing as he 
goes, has brought about 
this extremely uncomfortable 
situation where the public 
gets the idea that values in 
season are much too high as 
evidenced by the drop be- 
tween seasons. 

Of particular interest to 
(Continued on page 40) 
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She Birth ofa Relail Shoe Stove, 
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THIS WEEK 
Making the 
Store Window 
Show a Profit 








In this article, which is the fifth of a series being 
run by the “RECORDER,” with more to follow, the 
subject of window planning is taken up from various 
angles. There is nothing more important to a retail 
store than well-planned windows which, in a way, 
“label” the business. It tells the world the kind of a 
store you are running, and your success or failure 
can depend largely upon the type of windows you 
construct and how you maintain them. 


STORE WINDOW PLANNING 


Suppose you received a letter from a shoe manu- 
facturer soliciting business that was written in pencil 
on both sides of very cheap writing paper, the writing 
hardly legible and every other word misspelled. Your 
immediate impression would be that this manufacturer 
does not have the kind of shoes that would interest 
you, that his business ethics would not be of the 
best; in fact, you would in every possible way avoid 
him. : 

Then again, let us assume that you are seated at a 
desk and some traveling representative approached 
you from the rear while you were busy figuring some 
details, and extended a badly-soiled card, cheaply 
printed on inferior paper stock. If you looked up and 
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Figure No. 1. This is a type of front prepared 
with a very spacious shopping lobby. You will 
notice the display area on the sidewalk line is very 
small but the lobby is inviting and people step out 
of the traffic to look over the merchandise. Here is 
shown a type of front with two entrances having 
a small display window in between. This also 
illustrates an island show case. The windows are 
shallow, and while no measurements are given, 
can be applied to stores of various widths. The 
sketch was made from a building 22 feet in width. 





NEXT WEEK 


Buying—and the 
New Problem of 
Style Selection 








saw a clean, smart, intelligent looking business man, 
well educated and thoroughly familiar with his busi- 
ness, you would be surprised, wouldn’t you? 


First Impressions Count 


The manufacturer’s letter and the salesman’s card 
were to you the first impression of what to expect 
if you investigated the merits of their propositions. 
Your display windows are no different. They catch 
the attention of thousands of passers-by daily, if they 
are well planned and have that inviting appearance. 
Your windows label your store. 

High-grade windows installed at a great expense 
with much elaborateness would indicate that your 
particular store was selling high-grade merchandise 
and catering to only fine trade. This kind of a front 
is all right in expensive locations, but it might be too 
elaborate for the average shoe store that is aiming to 
serve the great masses who buy the medium or pop- 
ular-priced merchandise. 

An article of this kind is not intended to encourage 
cheap-looking fronts for the merchant who runs a 
second-hand store. That merchant has a sufficiently 
dilapidated front which advertises to the world that 
he has nothing but the cheapest kind of merchandise, 
so he needs no instructions or encouragement in 
regard to his store window planning unless he desives 
to elevate himself and carry a little better class of 
merchandise. 
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Figure No. 2. Here is the type of front with as 

much display area to the sidewalk line as space 

will permit. A fair-sized entrance admits the 

shopper to a very spacious lobby, and again two 

entrances with a small display window in between 
is used. 
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Location Fixes “Window” 


Ninety (90) per cent of retail shoe selling is 
done through the average store and in the average- 
sized city. All average stores do not carry the average 
store fronts. In the larger cities on prominent thor- 
oughfares where rents are very expensive the amount 
of effort and expense put into a store front should be 
greater than a merchant in a small town would dare 
to attempt. Therefore, the kind of business you are 
doing, the size of city you operate in and the promi- 




























































Figure 3. This was sketched from a store enjoying 
a thirty-foot frontage. Here the display area on 
the sidewalk is liberal, the lobby is spacious, and 
the natural tendency is for the shopper to merge 
toward the entrances. Again a small center display 
window is featured, and in this case it is situated 
directly back of a heavy granite column that was 
necessary to support the building. When the shoe 
store moved into this location these windows had 
a deep square corner, as shown by dotted lines. 
These corners were paneled off and the dead space 
has been converted into shelves for the storage 
of window fixtures. 


nence of the street you locate on should all be taken 
into consideration in determining how elaborate or ex- 
pensive you should make your display windows. 

Authorities differ on store front plans. Some prefer 
spacious lobbies which in most cases call for a small 
display area parallel with the sidewalk, while others 
insist that there shall be as much display area as 
possible parallel with the sidewalk, and perhaps both 
arguments are good. All authorities, however, agree 
that the long front with a small side door entrance is 
very poor. Practically all such fronts have been torn 
out and replaced with the newer types of windows. 
Whenever space will permit two entrances are pre- 
ferable, the doors usually being separated by a small 
display window, which in most cases is used to feature 
the arrival of new shoes as fast as they come in. 


The High Window 


Display windows should not be built too high. Ten 
feet from the sidewalk is the maximum height that 
should be used, and then the windows should be ap- 
parently shortened or brought down to the eye with the 
aid of a valance of sufficient depth. Any space left be- 
tween the ten-foot height and the second floor should 
be disposed of with false work, or the upper part of the 
window can be left open giving the windows a show 
case effect. In some instances an arched ceiling is 
provided for giving the entrance a dome effect. With 
the installation of proper lighting the dome can be 
made very effective. 

High windows are. hard to trim. They are less attrac- 
tive and they present difficulties in lighting problems. 
The use of valances with sufficient depth hide the re- 








flectors, they finish off the top of the windows, and 
by their depth they lower the tops of the windows, and 
right here is a good chance to insert the store name 
or emblem. 

It has often occurred that apparently effective 
windows, perhaps suitable for the predecessor, have 
been torn.out and reconstructed by the shoe man who 
was the incoming tenant. Many windows that are good 
for other lines of business are too deep to be good 
shoe windows. It has been found that the shallow 
window makes shoe trimming easy and effective. Often- 
times corners have been paneled off leaving a dead 
space behind the window, and this is usually an aid 
in making various parts of the window accessible. 
Deep dark corners should be avoided. Not only are 
they difficult to trim, but the problem of illuminating 
such windows becomes greater. 


The Window Constructed 


For some time many shoe stores finished window 
backgrounds in cream, light gray, or ivory colors, 
which is good so far as making the merchandise stand 
out prominently, but it has been used too much by all 
classes of stores so that today it has a tendency to 
cheapen the effect and is not advised. Wood finishes 
are not as great a contrast with the merchandise as 
the light shades referred to above but are more tasty 
and add a richness to the window, toning them up in 
an attractive way. Light walnut is being used in many 
new store fronts to good advantage; also light oak and 
some birch finishes. Dark cherry, dark oak and similar 
dark finishes should be avoided. 


Use of Parquet Flooring 


The average floors that a tenant will find in his 
windows, as left by the contractor of the building, are 
just plain boards requiring special floor construction 
in keeping with the other details of the store. One of 
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Figure No. 4. Here is an inexpensive front in- 
stalled by a Chain store where the room was very 
shallow, not more than fifteen feet deep so that it 
was not possible to allow the windows to extend 
back for display or lobby advantages. The glass 
line has a gradual slope towards the door, which 
is in the center, and above the windows an arched 
dome of pebbled stucco made a pleasing and 
different effect, yet not expensive. 


the most pleasing effects can be gotten out of a parquet 
floor, made of small blocks of grained hard woods, al- 
ternating light and dark finishes. Numerous designs 
can be worked out with beautiful borders, and when 
sanded and finished the effect is very striking, and it 
is the type of floor that will be attractive for a long 
time. 

A new type of flooring was recently introduced in 
the west by the use of fairly large square blocks 
laid loose so that any of these blocks could be lifted 
and covered with attractive silk or fancy paper, and 


May 30, 1925 









see eeeoes 





May 30, 1925 


when laid in place they help to feature the shoes that 
the window trimmer would play on these spaces. The 
color effect worked on these blocks could be changed 
with every trim, or the floor be left plain without any 
coverings any time the window trimmer so desired. 


More Light on Shoes 


Most careful consideration should be given to the 
illumination of your windows. It is hardly possible to 
have too much light. Use plenty. It will pay big 
dividends. A remodeling job was recently completed 
where outlets were placed along the ceiling on the glass 
line just as close together as it was possible to set 
the reflectors, and the result was a great flood of 
white light which makes that store front stand out 
above all others in that block. In some cases where 
100 watt or 150 watt lamps give insufficient light 200 
watt lamps are used. An expert on lighting should be 
asked to figure the number of outlets and the size of 
the lamps, and a man of experience should be employed 
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Figure No. 5. Here is a pleasing 
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windows, which in most cases results in large cracks 
within twenty-four hours. 

In connection with valances, it is often possible to 
have shades of the same material made for the front 
door. If some type of linen is used on the valances a 
shade with a similar fringe would look attractive on 
the doors. These shades can easily be removed and 
dry cleaned, and the same is true of silks. 


The Night Light 


Most stores employ a time clock, or a night watch- 
man to turn off their window lights at a certain hour. 
After that hour their store front is totally dark, and 
while there are many stragglers from eleven P.M. 
until five A. M. they have no opportunity of inspecting 
the merchandise in the dealer’s window. The writer 
of this article has always made it a practice in his 
retail connections to have one light in the center of 
the lobby that can be left burning all night. This light 
gives sufficient illumination to allow a fair inspection 
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Figure No. 7. Here is a store front 


front constructed on a fifteen-foot 
frontage, allowing the maximum 
sidewalk display area and lobby. 
Space did not permit of more than 
one entrance and a deep corner was 
avoided by a swinging door through 
which entrance for trimming the 
window was made. 


Figure No. 6. Here is a narrow 
front where the desire for two en- 
trances has been worked out to good 
advantage. There is a fairly spa- 
cious lobby and the small center dis- 
play window between the two doors. 
The windows are shallow and easy 
to trim attractively. 


where the owners have preference 
for as much display area on the 
sidewalk as possible. They were 
also confronted with a large granite 
pillar in front of the building, 
which could not be removed. The 
space to the left of this pillar was 
formerly a stairway. 


to adjust the reflectors, because if they are improperly 
adjusted the reflectors will cast shadows in the window 
and you will not get maximum results. 

There is a new reflector on the market with a stipple 
finish that seems to break up the distribution of light 
in such a way so that a minimum of shadows, or dark 
reflections remain. 

In the selection of reflectors care should be exercised 
to purchase only such reflectors with a copper treat- 
ment, to avoid tarnishing. It is a well-known fact that 
the dye from clothing and shoes will cause some makes 
of reflectors to tarnish in a short time and they are 
then beyond repair. 


A Point on Window Glass 


Another subject that may save the merchant one 
hundred or so dollars’ expense at some time is to never 
tighten the nuts on the inside of the window that 
hold the plate glass in place. Those experienced in 
setting plate glass tighten them just enough so the 
glass won’t crack, but oftentimes the merchant, or his 
window trimmer in trying to keep the windows from 
taking in the dust and dirt of the street will take 
pliers or a wrench and attempt to tighten these 


of the shoes and is well worth the small amount of 
electricity that is consumed. This one light spot on 
the street attracts attention of all people passing by, 
and it makes this particular store front stand out 
over all others that are dark. It gets to be known as 
the light spot on the street and it also helps to keep 
away burglars who are nifty at picking locks. 


Series of Switches 


A great saving in electricity and regulating the 
right degree of light can be accomplished by the use 
of more than one series of switches. It should be 
arranged so that you can light every other lamp in 
your windows, or every third outlet. In this way if, 
during the day, you need a small amount of light one 
switch will throw on every third fixture, then if at 
some other time you need more light a second series 
of lamps can be added to those already burning, there- 
by giving a double amount of light, and when the day 
is near its end and the full amount of lighting is 
necessary the third switch will bring on all lights. 

The numerous figures inserted throughout various 
parts of this article show outlines of window fronts 
that have proven to be the most attractive. Of course, 
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the amount of frontage has lots to do with the type of 
store front you can install, and in almost every in- 
stance where the room is big enough to be used as a 
shoe store the front can be worked out with sufficient 
display and lobby space so that customers will be at- 
tracted not only to the windows but through your 
doors. In some cases it is not best to have two doors 
and the small window in between, referred to in the 
earlier part of this article, but the effect of two 
entrances leaves an impression of spaciousness, and, of 
course, we all strive to give the impression to the 
public that we are just a little bigger than the size of 
our store would indicate. 


The Island Show Case 


The use of island cases adds a great deal to the 
attractiveness of a lobby. These can be built as high as 
the rest of the display windows, but those that have 
proven to be the most attractive are built low with 
glass tops so that the shopper can look down into the 
case as well as view the merchandise from the four 
sides which are constructed of plate glass. 

It is hoped that some good ideas can be gotten from 
the numerous sketches accompanying this article, be- 
cause your window planning will reflect itself in your 
business during the entire period of your lease. It 
should be remembered that any money expended on 
an attractive window will pay big dividends, and it 
should never be figured that $3,000.00 so expended 
is a dead expense for the year in which the improve- 
ment is made, but that instead, if a ten-year lease is 
held, those windows are costing you only $300.00 per 
year. 

It is impossible in any one article to cover all good 
details of window construction and planning, but these 
few that are given here cover the high points, and by 
giving careful study to your particular problem you 
can work out an effect that will pull customers into 
your store and result ih subsequent sales. 

Next week “The Birth of a Retail Shoe Store” will 
continue with the subject of “Buying.” 

The methods used by some of the successful mer- 
chants will be outlined in’ such a way that those 
who employ no system cannot help being benefited by 
studying this article, and others may find methods 
illustrated better than those they now employ. Every 
merchant should read carefully this series of articles 
which the RECORDER is preparing for the advantage of 
its readers in the belief that “Your success is our 
success.” 





Keep the Business Up—Don’t Flop 
(Continued from page 36) 
shoe merchants was the address of Robert R. Ellis, of 
Memphis, Tenn., before the Chamber of Commerce of 
the United States last week. 

“Frequent sales demoralize trade and under- 
mine the business integrity of the individual mer- 
chant. There are, of course, such things as legitimate 
sales, at which genuine bargains are offered. They 
do not increase business, they only delay business. 

“Many a man puts off buying a spring top coat 
which the merchant has just stocked because he 
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knows that a month later the same coat will be of- 
fered at an Anniversary Sale or an Inventory Sale 
at half price. There can be no doubt that the public 
counts on those sales and waits for them; and no 
doubt that the original prices appear to be exorbi- 
tant to the point of profiteering. Otherwise, the 
customer may ask himself how the store can afford 
to make such a radical reduction in price.” 

It was Mr. Ellis’s contention that—“Even more 
serious than the injury to the profit and loss. state- 
ment is the fact that the public has to a great extent 
lost confidence in the integrity and soundness of re- 
tail merchandising. Only well disciplined advertising 
copy and a united effort by merchants to set and 
maintain the fair price to which they are entitled 
will remedy this situation. And upon the Chamber of 
Commerce falls the burden of educating merchants 
to take the necessary steps and of spurring them to 
action.” 

It is extremely difficult to get any national plat- 
form or program on how to do business during July 
and August. In fact, one of the style conference ses- 
sions several years ago utterly ignored the months of 
July and August as having any style significance by 
recommending “sell what you’ve got.” That policy 
is all right for the merchant who is heavily over- 
stocked or for the merchant who considers July and 
August periods for a store loss. A live merchant who 
looks at one-sixth of the business year as a period that 
ought to bear one-sixth of the expense of doing busi- 
ness and bringing in a little profit as well, is thinking 
now in June of what special features he can develop 
to make this mid-summer a real opportunity for him. 

He is going to give his public a selection of styles 
at prices that are moderate, but at least profitable. He 
is going to work all the harder to get his share of the 
business during those trying months. He is looking 
for selling ideas from his own store staff, from travel- 
ing salesmen who show him lines and from advertising 
men so as to create for his store a profitable mid- 
summer period and a good running start on his fall 
trade. 





Convict Labor Competition 


Washington—Leaders of the American Federation 
of Labor have announced their support of an extensive 
campaign to eliminate competition of convict labor 
with private enterprise. The Executive Council of the 
American Federation of Labor pointed out this week 
that contract labor, through which convicts are em- 
ployed at a few cents a day in the manufacture of 
certain products, was said not only to be an abominable 
practice but was a detriment to the people generally. 

It is proposed that organized labor support a bill 
to be introduced in the next Congress providing that 
the products of convict labor transported into one 
state from another shall come under the laws of the 
former as if the products had been manufactured 
therein. 

The state-use system provides that all products made 
in the penal institutions of a state shall be for the 
use exclusively of the state or its political divisions. 
None can be placed on the market. 
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Crop and General Conditions Map 
As of Apcil 13, 1925 





























This is the original Douglas Condition Map, in use over thirty years for business purposes. Recent changes are 


due entirely to local happenings, such as betterment in Northern Arizona,resulting from plentiful rainfall there. 


No Lack of Buying Power 


By ARCHER WALL DOUGLAS 
In Co-operation with the Research Staff af LaSalle Extension University 


plaining current business conditions, as reported 


Soi of the everyday factors that count in ex- 
by special observers in every part of the country, 


are: 

First, the matter of a prevailing conservatism. 
Purchases are made almost exclusively for immediate 
needs. Higher prices for any commodity, no matter 
how logical the cause of advance, are firmly resisted. 
But bargain sales find many customers. It seems that 
there is no lack of buying power among both con- 
sumers and dealers, but lack of buying inclination. 

Next, the general and growing habit of saving and 
investment, expressed by increased savings bank de- 
posits and sustained demand for dependable securities 
for investment. 

In the third place, a feeling of uncertainty as to the 
future among all classes of people. This sentiment 
deters extravagance. It is especially noticeable among 
wage-earning and the lower-salaried classes. National 
happenings in politics and in social and financial life 
are fruitful of uncertainty. 

Then there are wide differences in local conditions, 
more pronounced than usual. One phase of local dif- 
ferences concerns time payments on purchases. 

Many observers report that a large portion of the 
American public are making time-payment purchases ; 
that this method of purchasing is growing rapidly. It 
enables a large number of those with moderate incomes 


gradually to pay for many of the necessities of life, 
labor-saving appliances, means of pleasure, amuse- 
ment, and education, which they would never other- 
wise be able to purchase. 

It is the abuse of this opportunity and lack of judg- 
ment displayed in estimating future ability to pay, 
as well as misfortune in some cases, that produces 
many domestic calamities which are sometimes mis- 
takenly cited in condemnation of all instalment selling. 
But when properly understood and handled on the 
part of the buyer, purchases on the instalment plan 
are highly commendable either as a means of enforced 
thrift or as a means of securing the immediate benefit 
of something useful in improving the lot of the pur- 
chaser. 

The story of the present condition of our leading 
industries take into consideration the importance and 
practical effects of the everyday matters above men- 
tioned. The time-payment plan, for example, is an im- 
portant factor in the stability of the building industry. 

The construction industry plays a dual part in the 
present economic situation. It provides the buying 
power of countless workers in the building trades and 
affiliated connections; and, second, through the wide- 
spread system of purchasing houses on time payments, 
it enforces economies in other directions on the part 
of many thousands of people who are buying homes— 
which is commendable thrift. 
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Is ‘‘Shoe Fitting’ Decreasing? 


HEN one bargain basement alone distrib- 

uted over a million pairs of footwear per 
year without fitting, without clerk suggestion and 
without any of the elements of service commonly 
expected with the sale of footwear, the trade has 
something to think about. Selling shoes over the 
counter, or from bargain tables, or by mail is on 
the increase. 

A man whose business it is to buy hundreds of 
thousands of pairs of shoes for bargain-table sale 
thinks that the service of the retail shoe salesman 
is much over-rated. He points to the figures that 
approximately one out of every four pairs of shoes 
sold is without fitting service. 

He maintains that the public knows its own 
foot, and given a wide enough selection, it can do 
its fitting almost as well as the most experienced 
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sales clerk. He also maintains that most stores are 
“short” on sizes because of their policy of selec- 
tion of stylish shoes ; that with a pattern pleasing 
the woman’s eye and no correct size being on the 
shelves, the clerk to get the sale will fit her in 
sizes “up or down,” the principal thing in his mind 
being the sale and not the fit. 

These are severe indictments in the methods of 
distribution in the shoe trade. The millinery shoe 
business must necessarily have millinery methods 
—plenty of variety, plus center sizes. The great 
difficulty is, however, that feminine feet haven’t 
changed or become standardized to the middle run 
of sizes. They range all the way from the very 
slim to the very wide, low and high arches and the 
combination of sizes needed are as varied as there 
are lasts, heights of heels, widths and lengths. 

If a customer wants a particular shoe and she 
has a peculiar foot, then your problem is a diffi- 
cult one. Some stores frankly tell her that nothing 
in stock will fit, and that a special order from the 
‘factory is the best service it can render. With the 
use of the new first-class parcel post (plus twenty- 
five cents) scheme of delivery, the shoes are avail- 
able in much quicker time than ever before. We 
appreciate the fact that factories do not want 
single order pairs, but if service is to be made a 
real word in shoe stores, some speedy adaptability 
of the factory system to fit in with the store’s 
policy is needed. 

There are enough inroads being made in legiti- 
mate shoe retailing by house-to-house selling 
without bargain counters and every other form of 
hand-to-hand shoe selling coming into practice. 

The shoe store bases its service on the fit of 
shoes. It is the keystone of the structure that 
holds up the system of asking from twenty to 
forty per cent on the selling price for the store’s 
operation. Good shoes warrant good service and if 
the public is drifting to shoes without service, it 
is leaving the trade empty consolation for its many 
labors in training store staffs and in developing a 
system of service that actually benefits human 
health. 

Nobody considers buying eyeglasses over the 
counter, neither should they consider buying shoes 
the same way. There is need for local and national 
campaigns emphasizing that shoes should be 
bought with fitting service if the American feet 
are to be properly supported and covered. The 
foundation is in the fit and not in the style. 





Competition of ‘‘Installment- 
Selling”’ 
ea get the price a commodity is worth is the 


paramount problem of the day. To get it in 
cash is still another problem. The answer to both 
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is not to be found until the American public gets 
back to a buying of commodities that it can pay 
for “out of purse,” and not in installments based 
on future “hopes to pay.” 

The shoe store is not only in competition with 
the other articles of wearing apparel for its share 
of the public purse but it is principally in competi- 
tion with installment-plan selling methods which 
pledge the customer to pay, week after week, thus 
taking out of the apparel budget. 

Tom Sherron, of Memphis, is a very deep student 
of business conditions. Here is what he thinks: 

“The reason of the present depression of busi- 
ness is due to the fact that the big insurance com- 
panies have so much money that must be kept ac- 
tive, so they are encouraging loan companies and 
banks to make building loans, on extremely easy 
terms. These loans are all safe as they are amply 
secured by the real estate. The trouble comes be- 
cause the terms are made so attractive that many 
people are buying homes who cannot afford to do 
80. 

“After the home is bought, more furniture is 
needed, which is usually purchased on the install- 
ment plan, which means that a very large portion 
of the family’s income has to go to meet these 
fixed expenses. The upkeep of one’s own home is 
always more than that of a rented place. Then 
comes the automobile, with its incidental ex- 
penses. 

“There is no difference in the actual savings of 
a man, whether he gets one hundred or three hun- 
dred dollars a month. His expenses are generally 
as much as his salary is. The result is that the big 
majority of people have their income spent or 
contracted for before they receive it, consequently 
they cannot spend so much on clothing and shoes 
as heretofore.” 


A New One—On Clearance 


O many clearance sales have exhausted the 

ideas of the “sale” operators that it is hard to 
find a new theme. When a fire sale doesn’t work, 
and fifty per cent off doesn’t move the shoes, then 
the going out of business (temporarily) sign 
goes up. 

But now we’ve got a new one. The big-face-type 
sign to the public reads “Notice to shoe dealers in 
town. It is impossible for me to quote a lower 
price than is given to individuals and I cannot 
reserve for you any of this bankrupt factory stock. 
The sale is open to anyone, all are treated alike, no 
special favors, first come first served.” 

That’s where you get off—neighbor. How do 
you like that sort of competition. A little kindly 
enlightenment on “how to advertise” might do this 
offender some good. Tell him to “stick to his own 
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shoes” and not to bring in the rest of the trade, 
even by inference. 





What the Customer Gets 


T has been said that “the consumer pays the 

cost of everything.” So he does; and so he 
ought! He GETS everything, does he not? Every 
factory in the world is working for consumer, 
and every retail dealer in the world is selling to 
consumer. Specifically—on shoes—he is getting 
more for the money he spends than ever before 
and by strange economics—the maker and dis- 
tributor is getting less for service rendered. 


Sell Extras with Shoes 


RGE customers to take proper care of their 
U shoes so that they may give them better 
service. This not only enhances the merchant’s 
reputation, but enables him to make sales from 
his findings department. With every pair of shoes 
the merchant should sell the right kind of dres» 
ing. Know what is the right kind of dressing, for 
there are many on the market of the wrong kind 
for the specialty leather surface which destroy 
the shoes and bring the merchant into bad repute. 
Get your shoe dressings and polishes from well- 
known reputable firms, whose goods have stood 
the test. When you purchase from new concerns, 
test the dressings yourself, and do not recommend 
them until you know them to be right. 


What Makes the Town? 


OBODY knows the standing of a town bet- 

ter than the traveling salesman who covers 
hundreds during the course of a season’s business. 
He can almost judge the business of the com- 
munity by the first remark uttered by the taxi 
man at the railroad station. 

We signal for distinction this week the town of 
Greenwood, Mississippi. Several traveling men 
have indicated that it was “deserving of men- 
tion” if for no other reason than this—every man 
in town boosts the town, telling what a good 
place it is to live in, to do business in, what fine 
schools it has and “they can’t see why every- 
one in the country doesn’t flock to their town.” 
There are many other towns in that section of the 
country with exactly the same advantages, but- 
they lack the “something alive” possessed by 
Greenwood. 

The wonder is whether the boosters make the 
town, or the town makes the boosters. We hope 
you are living in just such a town—and that you 
are making it a better place to live in, do business 
in, and for traveling men to visit in. 
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Newspaper Advertising as a Builder of 
Business for the Shoe Store 


Principles Laid Down, Tested Over Span of Years 
and Found True 


By MICHAEL MURPHY 
Advertising Man for Krupp § Tuffly, Inc., Houston, Texas 


RUPP & TUFFLY, INC., of 
kK Houston, Texas, are experi- 
encing the pleasure of 
“cashing in” on the many years of 
faithful, institution-building adver- 
tising this firm has done since the 
early days of retail publicity. 
Krupp & Tuffly are enjoying a gen- 
erous increase in their business 
over the same period last year. 
Advertising, an instrument of 
danger in the hands of the careless 
and inexperienced ; a builder of businesses in the hands 
of those who are scrupulous, careful and patient, can 
not be expected to create the almost miraculous con- 
dition of a crowded store the day after each advertise- 
ment is run in the papers. Yet some merchants would 
believe it so. 
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How Advertising Works 


Advertising, like the constant piling of sand on a 
beach builds slowly; slowly but surely. Its abuse can 
hurt—its correct use can do much for any man’s busi- 
ness. A bit of the advertising methods of this forty- 
three-year-old concern are given here with the hope 
that from it some other retail shoe merchant may find 
a helpful suggestion or two. 

Since we regard our news- 
paper advertising as the 
most important part of our 
publicity, we naturally give 
quite a bit of time and 
thought to it. 

We find that good cuts of 
the shoes being advertised 
bring better results than 
would be the case if we used 
any sort of make-shift cut 
we might have on hand. 
Every sample shoe when re- 
ceived is carefully drawn in 
an attractive way by an ar- 
tist whom we have engaged. 
The cut is made, filed away, 
and before the shoes arrive 
the layout is made and copy written for the advertise- 
ment. Then when the shoes are placed in stock there 
appears the advertisement, which has been written 
some time before. At thé same time there is placed in 
the window, a pair, or pairs, of these same shoes. The 


text. 


Murphy’s Principles in Daily 
Advertising 
@ Advertising will not work miracles 


over night. On the contrary, it builds 
slowly; slowly but surely. 


@ As soon as sample shoes are received 
cuts are made and filed. Newspaper adver- 
tisements appear simultaneously with 
showing of shoes in windows. 


@ Standardized border and _ signature 
plate used in every ad. 


@ Tries to make headline of ad inviting 
enough to lead reader into subordinate 


LL LS 


display cases in the women’s department are also used 
to show the advertised shoes. 


What Makes an Ad Pull? 


That, briefly, is our method of getting our shoes 
quickly into the public eye. Now, perhaps, we may 
consider the things that enter into the newspaper 
advertisements to make them as attractive and pro- 
ductive as possible. We have standardized our border 
and signature plates, which has an accumulative value 
in distinguishing our advertising from that of other 
stores. The border is small, but attractive, and the 
signature cut is easily read. 

Inside that border we allow enough white space to 
cause a contrast, to which the eye is unconsciously di- 
rected. Quite often the shoe illustration itself is used 
as the instrument of display by bigness, boldness, or 
beauty. Then comes the headlines, which have been 
found to be a most valuable part of an advertisement. 
The newspaper gets its stories read through the use 
of headlines with “punch” or curiosity-arousing word- 
ing, and the headline in a shoe advertisement does the 
same thing, if properly written. This heading should 
not be irrelevant, nor too long. It should serve as an 
invitation to the reader to read along right into the 
descriptive copy with keen interest. 


Avoids Generalities 


The time has passed when 
good shoes can be sold with 
the old, time-worn descrip- 
tions which are too general 
to arouse interest in one par- 
ticular shoe. Today we find 
it is necessary that descrip- 
tive copy be more than just 
a statement of the construc- 
tion and materials of a shoe. 
Where price is the only ap- 
peal, such descriptions are 
good, but where it is at- 
tempted to sell shoes which 
demand a certain price be- 
cause of their style appeal, 
a different approach must be 
made. We sell utility, style, serviceability, the pride of 
ownership—and the happy hours derived from the 
possession of a pair of our shoes. Not all of these ap- 
peals are used at one time, for collectively they would 
not be suitable for all types of shoes. 
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Changes Windows 
Frequently 

Next to our news- 
paper advertising, our 
windows occupy a great 
part of our time and 
thought. We make fre- 
quent changes, cleaning 
the floors and fixtures 
thoroughly each time, 
and arrange the fixtures 
in new positions to pre- 
sent the shoes in as many 
unique ways as possible. 
We clean the light re- 
flectors frequently, also 
change the light globes 
when they become too old 
to give good and strong 
light. We change the 
show cards frequently, 
having timely selling 
suggestions on each one. 
We use flowers in our 
windows to liven them 
up a bit. 
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~-One of the broad, comfortable 
types of Oxfords men take to so 
readily because of the fine appear- 
ance and great foot-ease. Can be 
had in 


Tan Russia Calf 


Black Cait $13.50 


OME new laste—some 
new patterns—some bright 
new shades of tan—the 


son conservatively designed 


types. 

7PAll of them have this one 
thing in common: The fine 
EDWIN CLAPP QUALITY 
of shoemaking which has 
made them natianally famous! 

Step out Sunday in your 
new pair. 


“PALM BEACH” 


—A conservatively shaped, digni- 
fied model of fine, dressy appear- 
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ren who visit our juve- 
nile department; send 
letters to parents of new 
babies asking that the 
youngster be brought in 
to receive the baby’s first 
pair of shoes free of 
charge. We also have a 
method of finding out 
about newcomers who 
come to live in Houston 
and we write them a 
friendly letter welcom- 
ing them to Houston and 
incidentally telling them 
of our service. 

We use direct mail 
matter to good advan- 
tage. We send out sev- 
eral folders each season 
to our up-to-date mail- 
ing lists, which bring us 
much business. We also 
use the letters with good 
results, sending them to 
a selected list of cus- 
tomers, in which they are 


told about some particu- 
lar shoe or shoes we have 
just received or that we 
are featuring. 

(Continued on page 47) 


Gives the Baby His = ¥ sae Ss . ‘N ance. Can be had in these leath- 
First Shoes won * 
You wt recetve ve 


th lit ti hh he hh hh hh 


We also use other 
forms of publicity and 
good-will builders, such 
as giving toys to child- 





KRUPP & TUFFLY 


; SHOES—ALSO HOSIERY ] 
fain At Pre 














Above we see the inviting head- 
line with the personal note incor- 
porated. There is about 50 per 
cent illustrative power and 50 per 
cent text; a well balanced ad. 


The “STRATFIELD” 


ee di i i LE i i i i i i tee 


A newly arrived Slipper in the 
very smartest of spring materials 


“GUNMETAL” SATIN 
and “BLONDE” SATIN 


—another of those 
snappy’ Re mae a 
& Foster . ° . p 
> fects. fen the - yount White space was Coney SENET 
man. uted in the “Stratfield” ad. It 
is very effective in making the 
text stand out and yet not appear 


too crowded and solid. PERFECT. FITTING Slipper of great 
uty—o. simple design—is cchieved 
soptpae we ct ma- 
terials which now hold the spotlight of favor 
with the smartly dressed woman. 
Perched atop nei Louis heels. 


STRATFIELD is another broad- 

toe model—one of those rare types 

of shoes that are comfortable from the 
first moment you try them on! 


respect. They're 
selling strong—men know a good thing 
when they see it! 
Handsomely finished — and made of 
that rich, new shade of 


The same border and firm sig- 
nature are used in all three ad- 

vertisements. On the right the fa mwa 9 one jut"a fat at tronnvrvee 
author’s point relative to adver- ing = steed tonto mth the ences nd te 
tising a new pattern as soon as _ Sy ee 

it is received, is illustrated in the Bt 


headline. 


8 ME Be i i 


ORANGE TAN CALF 


‘10. 
| Krupp &Tuffly 


SHOES—ALSO HOSIERY 
SHOES—ALSO HOSIERY 
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FIVE 
BIG 
FEATURES 


IN 
NEXT 
WEEK’S 
BOOT AND SHOE RECORDER 


Every retail shoe buyer, manager, owner and partner will 
find every one of these five great features brimful of inval- 
uable authentic forecast. 





COLOR PREDICTION FOR FALL. By Eugene Peirce. This great authority 
on Color and Costume writes a remarkable forecast on colors for Fall; of 
supreme interest to the shoe industry; exclusively for BOOT AND SHOE 
RECORDER. Be on the lookout for this feature. 


BASIC FAMILY TYPE STYLES. A careful sincere study of basic family 
types of newest styles developments for men and women. A scientific analysis, 


revealing intensely interesting conclusions of value to every reader. 


MATERIALS DOMINATE THE STYLE. All of the high points on shoe-making 
materials; the important place of materials in present-day footwear styling. 


Guiding facts clarifying style opinion. 


THE LATEST ON FIFTH AVENUE. All the world is interested in what Fifth 
Avenue is wearing. Next week’s RECORDER tells you the “Stop-Go” signals. 


SIXTEEN PAGES OF ACCEPTED FALL STYLE ILLUSTRATIONS. “Fore- 
warned is forearmed.” All that is “set” for the fall; a good part of the retail 
buyer’s advance decisions for autumn stock crystallized. Read this and know 





the true consensus of judgment. 


Also a thorough covering of all trade events, affairs, per- 
sonalities, with dozens of helpful data, ideas and suggestions 
for every store department, to help the retail shoe merchant 
do his business so as to make a profit. 


e) 
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New England Cities Arranging Sectional 
Displays for Boston Style Show 


Style Show Shoe Factory and Tannery in Operation Are Few of 
Highlights of Annual Exposition 


setts, has officially and cordially endorsed the 

Boston Shoe and Leather Fair, to be held in Bos- 
ton July 7, 8, and 9. Being a business man himself and 
a very successful one, Governor Fuller naturally sees 
the great benefits of these industrial expositions and 
style demonstrations, and in addition to giving his 
approval of the enterprise has promised to visit the 
Fair. His letter inviting the shoe and leather trade to 
come to Boston in July is as follows: “To the Shoe 
and Leather Trade: To the sixth annual Boston Shoe 
and Leather Fair to be held in Mechanics Building, 
Boston, July seventh, eighth 
and ninth, under the aus- 
pices of the New England 
Shoe and Leather Associa- 
tion, and conducted on a 
non-profit basis, will come 
to those who are interested 
in securing information 
about the product of one of 
the largest industries of 
Massachusetts and of New 
England. 

“Massachusetts for many 
years has been a leader in 
the manufacture of leather 
and footwear. The finest 
shoes in the world are made 
in Massachusetts. I have 
bought shoes in most of 
the European countries and 
—more than that—I have made the mistake of wear- 
ing them. Therefore, I reiterate—the finest shoes in 
the world are made in Massachusetts. 

“It is a pleasure for me, as governor, to welcome 
the delegates to this exposition of one of the great 
industries of the Commonwealth and to assure them 
of an interesting exhibit and the cordial co-operation 
of the Commonwealth in every way.” 

The management of the Fair is very much gratified 
at the interest that is being taken in the Exhibits De- 
partment on the part of New England manufacturers, 
and they have an additional reason for feeling opti- 
mistic in view of the reports that are being received 
from the New England traveling salesmen, indicating 
a large attendance of buyers. There are fully 1,000 
of these alert traveling men enthusiastically boosting 
the Fair. 

Following the example of Newburyport, the shoe 
manufacturers of both Lynn and Haverhill have 
rallied to the support of the Boston Fair in large num- 
bers. Meetings were recently held in both cities, ad- 
dressed by President A. F. Bancroft, of the Boston 


( ; OVERNOR ALVAN T. FULLER of Massachu- 


for the buyers. 


search Department. 


Features of Boston Show 


(1) A Style Show for the benefit of the 
trade at large with all personal advertising 
on the part of the manufacturers com- 
pletely eliminated and plenty of good seats 


(2) Private appointments for visitors 
to make use of the Harvard College Re- 


(3) The broadest and most interesting 
array of working exhibits ever held. 


(4) A shoe factory and a tannery in full 
operation and the weaving of shoe satin. 


(5) A real party when the business of 
the Exposition has been concluded. 


Fair organization, and Chairman Buford H. Jones, of 
the Exhibits Committee, with the result that there 
will be a big Lynn and Haverhill section at the Fair. 

Among the numerous features of interest and value 
to the visiting retail shoe merchants is the arrange- 
ment which the Fair management have entered into 
with the Harvard Bureau of Business Research, 
through the means of which the Bureau will place 
its cost-ascertaining facilities at the disposal of any 
retail merchant visiting the Fair. The Bureau will 
have a booth in Mechanics’ Building, at which the 
retail merchants can arrange their appointments, and 
also for motor transportation 
to Cambridge and return. 

No American retail shoe 
merchant needs to be re- 
minded of the great value to 
that branch of the trade of 
the Harvard Bureau, for the 
latter has given abundant 
proof of this during the 
several years that it has 
been making a study of the 
needs of the retail dealer in 
footwear. 

Buford H. Jones, of the 
Thomson-Crooker Shoe Co., 
chairman of the Boston Fair 
Exhibits Committee, ad- 
dressed the annual conven- 
tion of the California Retail 
Shoe Dealers’ Association 
in Santa Barbara, this week, and gave a cordial invita- 
tion to all retail merchants on the Coast in behalf of 
Governor Fuller, Mayor Curley of Boston, and Presi- 
dent A. F. Bancroft, to come on and attend the Fair. 
Major Charles T. Cahill, of the United Shoe Machinery 
Corporation, Boston, who is in charge of the working 
exhibit department of the Fair, also attended Santa 
Barbara Convention. 





Newspaper Advertising for Shoe Stores 
(Continued from page 45) 

Another bit of one-man publicity that is used in 
our men’s department with success is the distribution 
by one of our salesmen, Ben Emden, of a business card 
with a curiosity-arousing headline on the front. Inside 
is the answer, which is some clever witticism which is 
good for a laugh. These cards are kept free from any 
objectionable wording or references, as they are some- 
times given to women customers who shop for men. 
Only one man is allowed to give out this particular 
kind of. card. 
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How to Figure “High Style” Footwear 


What Will Sell Profitably—How, Why and What for 
in a Lot of 100 Pairs 


retail shoe business. He operates the biggest store in town; has just completed a four-story department 


J: KATZENSTEIN of the Regent Shoe Co., Shreveport, La., modestly admits that he is a success in the 


store, and owns considerable property about town. He has discounted his bills regularly for the past 
twenty years. The reason for all this preamble is to prove that he is a success. His retail prices are from 


$10 to $18.50, with an average price of $12. 


Listen to the secret of how he made himself what he is today: “Say, f’instance, I buy a hundred pairs of 
high-style shoes that cost $6, I have to pay the manufacturer $600. Then it is a safe bet that 20 pairs of 
this highly perishable stuff will eventually go to ‘the ash can,’ 15 more pairs will be sold at $5. 

“Now, this resolves itself into a simple problem that the remaining 65 pairs of shoes are obliged to carry 
the burden of the profit of the hundred pairs. If any money is received for the 20 pairs of end sizes, and if 
more than $5 is realized for each of the 15 pairs, that is all velvet. 

“Here is the way the figures look: 100 pairs cost $6 equals $600; 65 pairs sold $13 equals $845; 15 pairs 


sold $5 equals $75; profit $320 or 35.5 per cent. 


“High-style footwear must pay its way—such selection warrants a proper price per pair when it is “high- 


style.” 





How to Sell “‘Steady-Style’’ Footwear 


By DR. F. A. HUSK 


style game and as the BooT AND SHOE RECORDER 

has previously stated—the 12th pair of shoes 
is the one on which they make their profit. It would 
indicate that the style game is not always the profitable 
one because we see so many style shoes put on bar- 
gain counters which represent the 12th pair of shoes. 
The safest game, or the health game, is the one that 
brings the customer back to the store for that health 
service which, if these shoes have been sold right, 
and the importance of the health shoe idea has been 
sold with that shoe, has made a permanent customer 
for that store. This has been demonstrated to my 
satisfaction, as I have been following this game for 
several years. 

In selling the health idea there are three things to 
be taken into consideration—some of the finer points 
of salesmanship, which are composed of: 

(1) Selling to Satisfy Vanity. 
(2) For Health. 
(8) For Comfort. 


Customers do not come into the store because they 
love the merchant, or because they love the salesman, 
or, because they love to pay the prices they have to 
pay for good shoes. A new customer who enters a store 
receives an impression, consciously or unconsciously, 
for or against the store; that first impression which is 
influenced largely by the personality and approach of 
the salesman. 


[Ts average shoe merchant today is playing the 


The Right Impression 


Women are more susceptible to impressions than 
men. I have seen many a sale lost where a poor im- 
pression was left with the prospective customer due 


to confliction of personalities or the attitude with 
which the salesman approached the customer. 

We find, in human nature, that a woman’s BE- 
CAUSE means more than she can explain. 

In receiving your customer make that customer 
feel at home by asking her to be seated. I believe that 
no salesman should sit down in front of the customer 
without the foot being measured for three very good 
reasons: 


(1) It impresses the customer with personal 
service. 

It eliminates arguments in lengths and 
widths. 

It gives the salesman an opportunity 
of making an examination for defects 
in the foot which will influence him in 
selecting and making suggestions on 
the shoe that would be proper for con- 
ditions found in that particular cus- 
tomer’s foot. 


It has been proven that the sales can be increased 
very materially by using the power of suggestion in 
salesmanship. It has been known in cases where it 
has been put on for 30 days that there has been added 
to that business from $12,000 to $15,000 additional 
business within that 30 days in suggesting other mer- 
chandise than that which the customer intended to 
buy. 

Where the customer has been sold the style shoe 
it might be well to bear in mind that she is in the 
store with her shoe off and in the attitude of buying. 
Let the salesman bring out his health shoe and tell 
the customer of its advantages in health and comfort 


(2) 
(3) 
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to be worn as the every-day shoe to keep the feet in 
a healthy condition so that she may be able to wear 
the style shoe with more comfort. The hosiery should 
not be lost sight of in this instance, but hosiery and 
findings, polishes, etc., should have their place in the 
suggestive sale. It will be surprising to note the ad- 
ditional business that can be built on the lines men- 
tioned above. 


The same amount of money invested in 
health shoes, will bring far greater returns, 
than in shoes with the style appeal. The rate 
of turnover will not be so high, while the rate 
of depreciation will be much less. That is 
where the difference comes, making it more 
favorable to the family shoe store, catering 
to the better grade common sense trade. 
People will think more kindly of a store, 
where the health of one is considered of much 
more importance, than what is newest in 
style. 





Non-Interference with Private 
Enterprises 


Business men of the nation, as represented by the 
Chamber of Commerce of the United States, went on 
record this week as favoring conservatism in relations 
of Government to industry. John W. O’Leary, vice- 
president of the Chicago Trust Company, and di- 
rector of a number of manufacturing concerns in the 
Middle West, was elected president of the National 
Chamber. 

The Chamber in its resolutions denounced Govern- 
mental interference with legitimate private enter- 
prise; lauded the Federal Reserve System; advocated 
reduction of Federal income tax, urged repeal of the 
war excise taxes affecting particular businesses; ap- 
proved the recent action of the Federal Trade Com- 
mission, to the end that the reform within the Federal 
agency tended to constructive and effective help to 
American business; commended the efforts of the 
Department of Agriculture to bring about voluntary 
constructive action for the elimination of speculation 
in food stuffs; advocated rate making for railroads 
by the Interstate Commerce Commission rather than 
by Congress and referred a number of resolutions re- 
lating to cotton, resale prices, reclamation, etc., to the 
board of directors for such further action in the form 
of investigation and study as the Board may consider 
appropriate. James P. Orr is the director for dis- 
tribution recently elected from the shoe field. 





White, of Temple, Texas, Has Good 
Card Systems 


L. E. White of Temple, Texas, manager of the Jar- 
rell store, is one of those “show me” fellows, who is 
always opening the watch case to see what makes the 
wheels go round. Among the things he wants to 
know is the kind and type of customers that buy his 
shoes. He has designed a rather unusual file card to 
preserve this information for future use. 
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Temple, being a railroad town, the Jarrell store has 
many railroad men as customers, so with a card record 
of fittings, it is an easy matter to send the wife home 
a new pair of shoes, being sure of getting the right 
size. Then the cards are used for filling mail orders 
and determining dates in the adjustment of com- 
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Each week sales are charted like the above sheet, which 
was for the week ending April 4. Sizes on the sheet are 
totaled by the month and year. Past records show that 
some months have different size ranges than others. 
These charts show approximately what sizes should be 
on the shelves to properly take care of the trade. A 
master sheet of all sizes on hand is drawn off each 
month and compared as to selling sizes. This acts as 
a buying guide. 


plaints; also they show if customers are buying regu- 
larly. If they are not buying, a friendly letter is sent. 
The cards are filed under seven heads, male, female, 
children, three age groups, which makes six, and the 
important seventh one is lost sales, Letters go out to 
all customers, but different ones to each class, for that 
is the reason for the various groups. If a prospective 
customer has been looking for a particular type of shoe 
or certain size, which was not in stock at the time, and 
these shoes come in later, she is advised of the fact. 





To,Open Department at Elwood, Ind. 


Tipton, Ind.—Albershardt & Sons Department Store, 
doing business here for 21 years, is soon to close. The 
firm will open a department store at Elwood, Ind., in 
the Wiley Store building at Main and Anderson streets. 
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“To the Editor— 


AND SHOE RECORDER 


Your 
Sice 















“Your editorial in issue of May 16, 1925, BoOT AND SHOE RECORDER, entitled 


‘Your Slice of Pie,’ is the best editorial to my notion that I have seen in many a 
day. It pictures the exact condition in the shoe business of the United States 
today. It is also very truthful and to the point. It is worth the price of one year’s 
subscription alone and more. You dare come out and tell the truth of the whole 


situation. 


“Please write some more articles in a similar manner. Right from the shoulder. 


Let the chips fly where they will.” 


GEORGE REINHART, 
De Pere, Wis. 


(Editorial printed in issue of May 16) 


more can we expect—production of boots and 
shoes in March totaled 29,926,513 pairs, against 
27,201,568 in February and 28,864,463 in March, 1924. 
Comparative figures for January-March show 83,- 
404,011 pairs produced in 1925 and 82,193,527 in 1924. 

And distribution has kept pace. One chain of stores 
took in $186,000.00 in the sale of shoes for one Sat- 
urday’s business. Some shoe stores in big cities have 
reported an increase in sales of from 5 to 32 per cent 
over a year ago. 

Let’s look at it this way. If your wife baked a pie 
for the four in her family each person would get a 
generous slice, but if four visitors came to dinner and 
the same pie was cut into eight pieces, there would 
not be much for any one. Isn’t that the situation of the 
retailing and manufacturing trade today? Too many 
in it. Those who find the secret of how to get the busi- 
ness take it away from others less fortunate. 

Look at the increase in number of shoe stores. In 
the city of Boston alone there are 80 per cent more 
stores selling shoes than were in the game five years 
ago. For every failure or retirement, two new stores 
are started to take the same chance. 

A good southern city of 230,000 can be cut up as 
follows: 50 per cent discount for negroes, leaves 
115,000 customers of which 50 per cent are children 
and old people, leaving 57,500. Not more than one-third 
of this balance can afford to pay $10.and more for their 
shoes. This brings the figure down to 19,133 that are 
being served by 18 stores whose prices are $10 and 
over. 

Take a look at your own town and see for yourself 
how the business is split up. You may have to give a 
little more, work a little harder, concentrate, specialize, 
fix up your store and advertise, to get the proportion 


peor is as good as it ever will be. What 





of business you need to make a decent living and 
income for your capital. 

How much more can you expect the men, women 
and children (particularly women) of this country 
to consume in footwear, when we produced in 1924 
over 313,000,000 pairs; in 1923, 351,000,000 pairs, both 
totals divided by two exceeding the high peak of pro- 
duction of 1919 of 331,000,000 pairs, and remember 
this doesn’t include rubber-soled footwear, and through 
the lack of accuracy in all census figures it would be 
easy to add 25,000,000 pairs of foot covering, bring- 
ing the total production of women’s, men’s and chil- 
dren’s footwear up to pretty close to four pairs per 
person per year. 

Those who pray for better times are evidently 
thinking of an impossible situation when factory 
capacity and store capacity will be taxed to the limit. 
Those days will never come. Make the best of the 
situation as you now find it. The shoe business is good. 
It is particularly good for those who have solved the 
problem of getting the customer to buy, particularly 
from them. 

An observation made by A. M. Creighton, recently 
returned from trips to many countries on the face of 
the globe, indicates that one pair per person per year 
is more nearly the average in other countries, as evi- 
denced by factory output and store distribution totals. 
The shoes in every other land are classified principally 
as articles of necessity because money is vitally needed 
for food and habitation. 

Let’s face the situation as we find it. A remarkably 
prosperous country with an exceptionally good per 
capita consumption of footwear. The slice of pie is 
large or small, according to the effort made by each 
individual in the trade to get his share for his own 
factory or store. 
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Reed Shoe Store of Abilene, Texas 


Texas Store Laid Business Foundation by 
Concentrating on “Scientific Fitting”’ 


h FIT guaranteed if left to us. That is the slogan 


of the Reed Shoe Company of Abilene, Texas, 

and C. H. Reed, the owner, sees to it that the 
slogan is lived up to at all times. The slogan is not 
just a string of words, but it is carried out to the let- 
ter by the store located at Abilene, and likewise in the 
store located at San Angelo, Texas, a town of about 
the size of Abilene. 

“It is possible to guarantee a fit in shoes,” Mr. Reed 
said. “Because of the fact that we do guarantee a 
customer a good fit if the fitting of the shoe is left to 
us, we have been successful in increasing our busi- 
ness very much. No customer ever leaves my store 
unless he is scientifically fitted, and when he leaves 
he knows that our guarantee backs up the shoe and 
also the fit.” 

Mr. Reed has been in the shoe business for many 
years and has made an intensive study of it. In fact, 
he makes four trips a year to the Eastern markets in 
order to find out what is latest and best in the shoe 
line. 

The store at Abilene is only three years old, but it 
has already grown into one of the largest shoe stores 
in the town of 18,000 population. 

Mr. Reed maintains what he calls his “comfort 
shelves” in his store at Abilene. On these shelves are 
shoes which are designed solely for comfort, style 
being a secondary consideration. The sales from these 
comfort shelves have been large, and during the first 
three months of this year a total of $1,600 worth of 
these shoes was sold. The Reed store is the only one 
in town that maintains these shelves, but they have 


proved a paying investment. The store also has the 
latest styles in women’s and men’s shoes. 


Gained Confidence of People 


The success of the Reed stores has come about 
through the fact that the business has been built 
on the confidence of the people. “I want the confidence 
of the people more than I want their business,” Mr. 
Reed said. “Many of my friends do not buy their 
shoes from me but they send me customers because 
they know that we fit shoes scientifically here. I had 
rather fit a customer than anything else, and if I 
can’t fit them, I tell them so. If a customer comes into 
my store and asks for a shoe that I haven’t got, I 
tell them where they can get it. 

“I had rather fit a customer thar sell them a high 
priced shoe. I could easily make $150 more a day by 
having inexperienced employes, but I will not sacri- 
fice the principles on which my business is founded 
for a few dollars. Every fitter in my store is an ex- 
perienced. man and must give the public satisfaction. 
My stores are founded on the principle of the confi- 
dence of my customers and the general buying public.” 

Another principle which has been adopted by Mr. 
Reed, and one to which he attributes his success, is 
the fact that he keeps “personality,” as he termed it, 
out of his business. “Just because a customer may 
know me and be a good friend of mine is no reason 
why I try to sell them shoes. Of course, a great many 
of my friends do buy their shoes from me, but because 
I am their friend is no reason I try to force a sale 
on them.” 
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Seventh Annual Convention of California 
Retail Shoe Merchants 


Need of Aggressive Merchandising Methods by Merchants 
Keynote of Addresses 


HE Seventh Annual Conven- 

tion of the California Shoe 

Retailers’ Association was 

held Monday, Tuesday and Wednes- 

day of this week at Santa Barbara 

with a generous attendance of re- 

tail shoe merchants, salesmen and 

leaders in other branches of the 
industry. 

The most significant note com- 
ing from the convention was 
stressed in addresses by many 
prominent shoe men familiar with 
the economic conditions of the 


John C. McKeon spoke briefly and 
pointedly on the subject of: “Rela- 
tionship of the Manufacturer to the 
Retail Shoe Merchant.” He refuted 
the idea that there was anything 
wrong with the shoe business and 
quoted figures to show recently new 
shoe stores had opened and enjoyed 
large and profitable business from 
the first day. His talk was inter- 
spersed with facts and figures and 
was intensely interesting. He de- 
clared repeatedly that business was 
available to those who went after it 


sions were held in the morning. 
Max H. Sommer of Sommer & 
Kaufmann, San Francisco, talked 
on “Publicity and Sales Promo- 
tion.” President Harry A. Ballen- 
tine, with Hanan & Son, San Fran- 
cisco, talked on “Stock Control.” 

The subject of “Clearance Sales” 
was covered by Frank More of San 
Francisco: “Selling” was covered 
by Melville Kaufmann of Sommer 
& Kaufmann. 

On Wednesday afternoon, May 
27, Professor Tully Knowles of the 


country. The speakers in their own 
characteristic ways all touched on 
the point that the retail merchants selling shoes were 
doing a satisfactory business by applying aggressive 
and intelligent selling policies. 

John C. McKeon, president of the National Boot 
and Shoe Manufacturers’ Association, also a member 
of Laird, Schober Co, of Philadelphia Pa., in an ad- 
dress Tuesday afternoon cited facts showing that 
many new shoe stores are constantly opening and are 
enjoying good trade. 

The business sessions opened Monday afternoon 
with Michael A. Levy, convention chairman, presiding. 
Among the speakers on the first day were Dr. Edward 
K. Strong of Stanford University, who took for his 
subject: “The Psychology of Selling;” D. A. Martin, 
editor of The Morning Press of Santa Barbara, took 
for his subject: “The Merchant’s Duty to His Com- 
munity.” 


Round Table Discussions 


On Tuesday morning the round table 
discussion on merchandising problems 
commenced, with Paul A. Jesberg in 
charge. Chester Herold of San Jose 
spoke on “Standardizing Retail Meth- 
ods.” James I. McGiffin of Innes Shoe 
Co., Los Angeles, talked on “Buying.” 
Russell Williams of Weggeman Boot- 
ery, San Diego, talked on “Expense 
Control.” “Advertising for the Retail 
Shoe Merchant” was the subject of R. 
L. Prather of the Prather-Allen Adver- 
tising Agency, Cincinnati. A forum dis- 
cussion followed. Buford H. Jones, vice- 
president of the Thomson-Crooker Shoe 
Co., Boston, gave an address. Major 
Charles T. Cahill of the United Shoe 
Machinery Corporation spoke. 

On Wednesday, round table discus- 


aggressively. 


RUSSELL WILLIAMS 
New president of California 
Association 


College of the Pacific, Stockton, 
Cal., gave an address on “The Ulti- 
mate Test of Democracy.” An open forum discussion 
followed. “Principles in Business,” was the subject of 
C. A. Gunmere of Metropolitan College, University of 
Southern California. A report on the morning round 
table discussions was submitted by Messrs. Sommer, 
Ballentine, More and Kaufmann. 

The entertainment program for the ladies was a 
big success, as was also the golf tournament and other 
sports, in charge of a committee, of which W. D. V. 
Smith was chairman. 

Oran McCormick of Boston, publisher of Modern 
Shoemaking, spoke at the banquet Wednesday night. 


Russell Williams Elected President 


Balloting for directors resulted in the election of 
the following well known merchants: Russell Wil- 
liams, San Diego; Anson Thomas, Pomona; C. R. Gar- 
wood, Berkeley; Fred Broach, Sacra- 
mento; Fred Newcomb, Santa Ana; A. 
F. Musselman, Long Beach; J. E. 
Hirschfelder, Ventura. The new direc- 
tors, together with the hold-over mem- 
bers, went into executive session at 
5:00 P.M. and elected new officers as 
follows: President, Russell Williams; 
first vice-president, Harry Locey of 
Visalia; second vice-president, Frank 
More of San Francisco; secretary- 
treasurer, Caroll S. Wills of Oakland; 
manager, F. A. Rittigstein, re-elected. 

It will be noted from the selection of 
officers and directors that the policy of 
distributing honors more generally over 
the state has been endorsed by the 
merchants. Heretofore the larger cities 
have received the larger portion of 
honors in the selecton of officers. Now 
smaller cities have been recognized. 
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compare it to leasing a building, buying a bond 
or hiring a salesman, because the underlying 
principle is the same. 

When we consider a lease we investigate every angle 
of its possibilities. When we buy a bond we must 
know all about its real value, return and safety. When 
we hire a salesman we make sure that he can sell 
shoes satisfactorily and profitably. 

Investing in advertising should be as carefully 
thought out. No matter how great or how little an 
amount is to be invested we should take the matter 
seriously and thoughtfully. 

Let us take the smallest unit that should be consid- 
ered in advertising investment. Suppose you are buy- 
ing a space in a newspaper that measures six inches 
deep by two columns wide, 12 inches, or 168 lines, total. 
Suppose that space costs you $20. 

What are you going to make that $20 do? What is 
your aim? What do you expect from it? Is it your 
desire to get your money back tomorrow, plus 6 per 
cent, or do you hope to make the investment pay larger 
returns throughout the year? What can you expect in 
the way of tangible results? 

Let’s do a little careful thinking about this $20. 
We don’t want to waste it. We want to accomplish 
something with it. 


ET us view advertising as an investment. Let’s 






















Continuous to Be Effective 


In the first place, one advertisement cannot be ex- 
pected to set the world afire. People do not read an 
advertisement and rush to the store to buy the goods 
offered. Advertising must be continuous to be effec- 
tive. In the selling of shoes every store has the same 
competition in its advertising as it has in its window 
display. 

When a store endeavors to compete on the basis 
of lavish display it enters into a hard fight in which 
someone usually gets hurt in the bank roll. Many good 
stores see their profits absorbed in an endeavor to 
outdo competitors in the size of its advertisements. 

These are a few of the danger spots I wish to warn 
you away from. Don’t permit yourself to be stampeded 
into unwise expenditures or rash action because some- 
one else is foolish. Keeping up with the Joneses has 
broken many a good man. 

First, we must consider just how much we can afford 
to invest in advertising. We have taken $20 as the 
smallest unit. How many times can we invest that $20 
safely and sanely. 
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Tell the Public More About Shoes 


The ‘“‘News”’ of Shoes Will Sell Something Where 
“Blah Blah’”’ Won’t 


By RICHARD L. PRATHER 


Al California Shoe Retailers’ Convention 





What kind of trade do we want? What kind of goods 
have we to offer? What paper reaches the class of trade 
we want to sell? Do you see what a lot of careful 
thinking we must do? 


The Right Picture Needed 


We are going to invest twenty real dollars in ad- 
vertising space. What are we going to put into that 
space? Certainly not 20 cents’ worth of copy or 10 
cents’ worth of thought. Did you ever know of a man 
buying a $50 frame for a 50-cent picture? 

I am emphasizing these points because I know the 
tendency of many advertisers to neglect this most im- 
portant part of their advertising. I mean the thought 
that goes into the copy. A jumble of words, a smart 
sentence or two, a freakish set up or design, are only 
space fillers, not shoe sellers. 

If we are inviting women’s trade in our advertise- 
ment, the arrangement of type, illustration, order, etc., 
should have an appeal to woman’s instincts. The ad- 
vertisement should be neat, dainty, but not too fancy; 
clean-cut and written in woman’s language. 

An advertisement to men should be more mascu- 
line—bold, strong, regular “he copy,” avoiding, of 
course, vulgar slang or crudeness. Remember that 
our advertisements are all seen by all kinds of people, 
men and women. Avoid anything that might give of- 
fense to the fastidious. 

There is one sure way to the hearts of thinking 
people, and that is straightforward, honest simplicity 
of language. Use the same “talk” in an advertisement 
you use on the floor. Too many writers of advertising 
attempt too much. They may naturally possess a win- 
ning personality and an excellent sales approach, but 
when they begin to write copy they lose it all. 

Be natural. Be yourself in print. 


Write Selling Copy 

Write copy that will sell something NOT “Blah- 
blah,” which you may think looks “smart” and reads 
smoothly. “Keep off the junk” in illustrations. Avoid 
frills and decorations. Let the shoe cut speak for itself. 
Don’t blame the radio and auto men. You can learn 
a lesson from them. Car dealers and radio men have 
performed a wonderful job in selling. Retail shoe men 
and manufacturers have been too technical, too pro- 
saic, in their ads. They lack human interest—NEWS 
copy. Launch your “Ship of Advertising” well. And 
then keep your ads in good company. Insist upon a 
good position in your local newspapers. 
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McNab Pays His Salesmen on 


Commission Basis 


R. Calvin McNab, proprietor of the Princess Boot 
Shop, Tampa, Fla., has found that paying his sales- 
men on a commission basis is working out most satis- 
factorily. His budget for the past year allowed 10 
per cent for selling, but the actual cost worked out 
to be only 81% per cent. 

On Monday mornings every salesman is given a 
quota card that tells him what he is to be expected 
to sell for the coming week. These figures are based 
on the sales for the corresponding week of last year 
and are last year’s sales, plus an increase of 25 per 
cent. 

Salesmen are paid salary of $15 a week that is not 
deducted or considered as a part of the commission; 
neither are the P.M.’s. The amount paid to the man 
who turned in the above card would figure out like 
this: 

Salary 
5% on $500 
7% on $94.15 


$15.00 
... 25.00 
6.59 


Total salary ..... $46.59 


In 1924 the average sales were well over a 50 per 
cent gain of the set quota, so both the selling force 
and the management are well pleased with the results. 

Slow-moving and odd lines are treated in a like 
manner. The men on the floor are given a quota card 
that gives the style numbers and number of pairs of 
each line that they are expected to sell. Hardly a 
week goes by that most of the boys do not win the 
extra $5.00. 

Hosiery is not included in the quota, as a young 
lady does most of the selling, although if the men 
sell hose, findings, etc., they are paid the regular com- 
mission. 
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How McNab records his salesmen’s weekly sales. 
A goal is set and the boys “shoot at it” in order to 
swell their income. 





What Profit Per Salesman? 


The Paskowitz Fashion Shoe Store, of Galveston, 
Texas, finds that it is more profitable to carry more 
patterns on novelty footwear, with a limited number 
of sizes, than long runs, with few styles. Customers 
are encouraged to watch the windows, when they can 
see new styles each week. 


This store, which is only a year old; started with 
three prices, $5, $7.50 and $10, but soon found that 
it was best to carry only the ten dollar grade, using 
the short lines for the cheaper prices. 


Customers today, do not question price, but they do 
question style, so the game is to continuously feed the 
trade something and at the same time getting the 
profit that should be taken. Shoes costing $4.25 selj 
better at $10.00 than at $7.50, then if the style goes 
dead or a few pairs are left, they may be merchandised 
as low as $1 and still make money. 
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Each line, as it comes in, is given a progressive lot 
number, starting with No. 1. The highest numbers 
will naturally designate the later invoices. A perpetual 
inventory is kept, so close watch is maintained over the 
smaller numbers. 

In order that he may have daily definite information 
as to the financial condition of this store, Mr. Pasko- 
witz originated a sheet that tells him at a glance the 
result of the day’s business. Note that salesman No. 1 
waited on one less customer than No. 2, but that he 
made $6.50 more for the house. The summary at the 
left hand side gives the complete story of the store’s 
activity. By comparing the figures shown with the 
total expenses, the proprietor is able to note the exact 
daily profits or losses. 





Here’s a Tactful Way of Making a 
‘Turnover’ 


Shreveport, La.—The Phelps Shoe Co. of this city 
employs a smooth and tactful method for turning over 
customers from one salesman to another. Salesman A 
is waiting on Mrs. B. He cannot find what she wants 
so goes to the floor man, who assigns salesman C to 
the job. 

Mr. A goes back and seats himself in front of the 
customer and is soon joined by Mr. C. A turns to C 
and asks him if he has a certain size in a certain 
shoe, then C goes and gets a shoe and slips it on 
the customer’s foot. A, in the meantime stands near, 
or is seated beside the customer, talking with C about 
the fit, or about the kind of a shoe that Mrs. B. desires. 
In a quiet way C assumes charges of the sale, while 
A fades gracefully from the picture. 
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J. R. Dorlaque, proprietor of the Fashion Bootery in Carbondale, Ill., made 

an effective display by resorting to the use of a lattice-effect background. 

It was painted white. A center panel was arranged as an appropriate 

setting for showing a pair of styleful shoes. Two other pairs of shoes 

were given more than ordinary attention by placing them on plateaus and 
using oval decorative units. 


Annual Meeting of the Boston Whole- 
sale Shoe League 


Boston, Mass.—The Wholesale Shoe League held its 
first annual dinner at the Chamber of Commerce, May 
21, with an entertainment program that Ziegfeld might 
well envy. Robert Goldstein, chairman of the enter- 
tainment committee, gave to the 150 members and 
guests a vaudeville performance by the B. F. Keith’s 
exchange and by such shoe talent as Al Cohen, Henry 
Brilliant, Benj. Orlick, who furnished a natural and 
spontaneous selection of popular hits, song and 
repartee. 

President T. F. Atkinson turned the meeting over 
to Past President A. A. Bloom, who introduced as 
speakers E. P. Tuttle, of the Atlas Shoe Co.; Thomas 
F. Anderson, secretary of the New England Shoe and 
Leather Association; Ralph B. Jones, president of the 
National Shoe Wholesalers’ Association, together with 
speakers from the business papers. 

This live organization consists of jobbers and shoe 
style sharp shooters who pick up factory specialties, 
merchandising them quickly. There are nearly one 
hundred concerns in Boston who find an opportunity 
of service in picking up shoe factory opportunities and 
who specialize in merchandise at popular prices, but of 
speedy style salability. 





What Is Consumption and Capacity? 


Boston—Arthur B. Butman, chief of the Shoe and 
Leather Manufacturers’ Division of the Department 
of Commerce, is making a national trade survey. This 
survey when completed will prove of much help to the 
industry. The Division is co-operating with the Do- 
mestic Commerce Division of the Bureau of Foreign 
and Domestic Commerce. The object of this survey 
will be to procure information from the manufac- 


turers on the present normal and maximum capacity 
of United States shoe plants. 

To that end, the following questionnaire was sent 
to about 1500 shoe manufacturers. 

What was your average daily output of boots and 
shoes during 1924? 

What was your average daily output of boots and 
shoes for the first quarter of 1925? 

What is your average daily output of boots and 
shoes if factory is operating at maximum capacity, 
allowing for annual shutdown for inventory, repairs, 
etc.? 

Do you consider the daily average of 1925 above 
as normal? 

If not, what do you consider a normal output for 
your factory? 

Do you contemplate expanding your factory during 
1925? 

If so, what will be the additional daily capacity pro- 
vided by this expansion? 

This information is desired by the Department of 
Commerce in order to ascertain the present produc- 
tive capacity in the boot and shoe industry. 





Hold Annual Banquet 

Milwaukee, Wis., May 23—The Milwaukee Shoe Re- 
tailers’ Association gave its second annual banquet 
for members and their employes in the Elizabethan 
room of the Milwaukee Athletic Club on Thursday 
evening, May 21. This year the female as well as the 
male employes were guests, the first in 1924 having 
been a “stag” affair. For this reason the selection of 
Mr. Wilson of the A. F. Gallun Co., as the principal 
speaker, was particularly fortunate and the knowledge 
on leather he imparted to the owners as well as the 
employes of Milwaukee retail shoe establishments will 
be of transcendant value in every day business affairs. 
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Increase Your Income by Increasing Your Sales 


“Selling Is Telling’-—Show Merchant How to Make More Money—Current News 


‘ E are publishing herewith 
W a second installment on 

“Sales Stimulating” talks 
from “The Weekly Shoe Sales Bul- 
letin,’” compiled by C. A. Dickens 
of Chicago: 

In any calculation of the costs of 
producing, distributing, or proces- 
sing any kinds of articles, the vol- 
ume of work is of primary impor- 
tance. Henry Ford is the supreme 
example: we have seen him reduce 
the price of his traffic-congesters 
year by year, and turn out a car 
that is steadily improved. At the 
same time, wages and taxes and 
costs have been on the increase. 
How does he do it? By increasing 
output. Last year the public bought 
the cars at the rate of 250 per min- 
ute, day and night. The laundry 
finds that its costs decrease and its 
earnings increase, so in selling. It 
applies equally in all businesses. 

Many salesmen fail to recognize 
their present OPPORTUNITY in 
increasing their customers’ busi- 
ness, in opening new accounts, 
because opportunity goes around 
disguised as “Hard Work.” 

Henry Ford says: “Selling is 
telling. Shoot straight, hit hard, 
everlastingly hammer your story 
home and the sales will come. 

“There isn’t any luck in it. Work 
is the thing; good, earnest, honest, 
concentrated work, hard work ... 
work in the right direction... 
work with brains . . . but everlast- 
ingly, persistently, continuously 
work. 

“If it required no brains, no 
energy, no work, there would be no 
glory in achievement. Reinforce 
yourself with steel-hooped, copper- 


in Salesmen’s Activities 


riveted, well-directed energy and 
intelligence and knowing what you 
want to do, do it. Work wins... 
you can’t beat it.” 


Keep Eyes on Ball, Boys 


It’s nothing in golf to keep your 
eye on the ball because that is the 
first rule of the game. As somebody 
once remarked, if a golfer would 
tee his ball each time on a twenty- 
dollar gold piece he would not be 
looking up hurriedly to watch the 
ball! Your income as a salesman 
will depend very largely upon your 
ability to help other men succeed. 








WALTER L. PHILP 


Pacific Coast salesman of the 
Levie Shoe Co., Chicago. Mr. 
Philp’s Headquarters are The 
Imperial Hotel, Portland, Ore. 


Keeping this fact in mind will as- 
sist you in developing yourself and 
increasing the volume of sales 
from your territory. Every mer- 
chant is more interested in himself 
and his store than he is in you or 
your house. When you can show 
him how to make more money, he 
will take an immediate and growing 
interest in your proposition. 


J. Abowitz on Coast Trip 


J. Abowitz of Lax & Abowitz, 
Brooklyn,. N. Y., is on a country- 
wide trip, which will include the 
Pacific Coast and the southern 
states. 


Philp Is Levie’s Coast 
Salesman 


Walter L. Philp is one of the 
good shoe hustlers of the Levie 
Shoe Co. “Harry” T. Wright, vice- 
president and general manager, 
refers to Mr. Philp as “The Sheik 
of the Levie salesforce.” “It is 
understood,” said Mr. Wright, “that 
he has had some very attractive 
offers to sign up with some of the 
large movie houses. This refutes 
the charges that there are none but 
homely men in Portland.” The 
“boss” also says: “In addition to 
being a good looking young man, 
Mr. Philp is some salesman, as evi- 
denced by the bunch of orders 
which have just come to hand as a 
result of his recent travels through 
California. 


Order is the sanity of the mind, 
the health of the body, the peace of 
the city, the security of the state.— 
Walk-Over Factory Prints. 
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LET OUR STOCK DEPARTMENT SERVE YOU! 


Here are a few numbers for immediate shipment. 
Check your stock and mail us an order Today. 


No. 873 H 
IN STOCK 


2%-5 5%-8 8%-11 11%-2 
$1.40 $1.65 $1.95 $2.35 


Rubber Heel 8%-11, 11%-2 sizes 


6435 ). 
6475 


5-8 8%-11 11%-2 2%-8 773—Patent Sandal, broad toe. 
6435—Light tan calf, flex. sole, leather 


733—Tan Lotus Sandal. 
quarter lined. 773 $1.10 $1.20 $1.35 2433—Choe. Elk, Uskide sole. 
6475—Patent as above. 773 H ; 1.45 873H—Patent Sandal, modified toe. 
733-2433 .95 1.05 1.20 


873 H $1.90 


No. 25 Vex 
. —______ } 


IN STOCK 


5-8 8%-11 


... $1.25 $1.45 
25 Vox—Choc. Elk Ventilated Oxford. 
3739—Tan Lotus Moccasin oxford; Rubber Heel, 11%-2 sizes 7691 H—Choe. Elk Moccasin Oxford, 
treated chrome sole; unlined. Uskide sole. 
7191—Cherry Lotus, Uskide sole 


2%-6 6%-11 
No. 1197 25 Vox . $2.00 
7691 H aecaketanaed 2.00 2.25 


. ——_____ } 


IN STOCK 


a ‘ 1199—Patent cut-out strap, leather 
1197—Patent cut-out strap, ; saeresorarensetnwarentaire te ° . lined, 13/8 wood heel; C width. 
lined, 18/8 wood heel, C width. rnin nonbed . Side Bow. 


The profits today are made by those merchants who are 
getting Turnover. Are you getting it? 


Ask for our complete IN STOCK catalogue and price list. 
Prompt shipment at all times. 


Hagerstown Shoe and Legging Co., Inc. 
Hagerstown, Maryland 
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DAVE W. SAIFER 


Who will cover Middle Western 
territory for Geo. B. Leavitt Co. 





Eaton Salesforce on Trips 


The “line-up” of the Chas A. 
Eaton Co.’s salesforce is as fol- 
lows: M. W. Belcher, New Eng- 
land; F. S. Brill, New York and 
Western Pennsylvania; H. R. Levy, 
D. C., Delaware, Maryland, Eastern 
Pennsylvania and Southern New 
Jersey; J. J. Kaltenbrun, Indiana, 
Ohio,.and West Virginia; W. H. 
Reichel, Illinois and Michigan; S. 
G. Wright, Colorado, Iowa, Minne- 
sota, Nebraska, North Dakota, and 
South Dakota; W. M. Wiggers, 
Kentucky, Tennessee, Southern IIli- 
nois, Missouri, Arkansas, Oklahoma 
and Kansas; J. J. Anthony, North 
Carolina, South Carolina, Georgia, 
Alabama, Mississippi and Florida; 
Phil Harris, Washington, Oregon, 
California, Arizona, Utah and 
Idaho; A. A. Fineman, New York 
City, Long Island and Northern 
New Jersey. These men are now in 
their territories and report a good 
business. 


Wales Reports Good 
Business 

B. L. Wales, advertising manager 
of the M. N. Arnold Shoe Co., re- 
cently returned from a few weeks’ 
visit to “Glove Grip” agencies in 
Southern cities. He stated that he 
found business very good and that 
retail merchants have been buying 
well on in-stock shoes; also that 
sport shoes are in good demand. 


“Fight the good fight with all thy 
might.” 
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President Seanlon Talks 
“National” 


There was a well-attended meet- 
ing at Pittsburgh last week, when 
President James L. Scanlon was the 
guest of honor at the Pittsburgh 
Shoe Travelers’ meeting. President 
Scanlon talked on current condi- 
tions as he found them, and ana- 
lyzed current business conditions 
from the viewpoint of the shoe 
traveler. He also talked about the 
aims and accomplishments of the 
N. S. T. A., the necessity of local 
associations taking a more active 
interest in the National, and the 
need of an association such as the 
N. S. T. A. Certain specific sales 
problems were presented to Presi- 
dent Scanlon for elaborate discus- 
sion. 


McCarthy Reports Good 
Business 


R. B. McCarthy recently com- 
pleted a very good trip through 
Connecticut and Western Massa- 
chusetts. He sells the line of the 
Brown Shoe Co.; his headquarters 
are at 183 Essex street, Boston. He 
states that “Buster Brown” and 
his dog “Tige” have been “making 
the rounds” in his territory. On 
May 13, they held a reception at 
the Vogue Shoe Shop at New Brit- 
ain. So much merchandise was sold 
as a result that this concern wished 
to be booked for a similar selling 
stunt next year. On May 21, “Bus- 
ter Brown” and “Tige” appeared 
at Wise, Smith & Co.’s shoe store, 
Hartford, when *another record- 
breaking business was transacted. 
Still another reception, with big 
results, was held at The Outlet Co.’s 
big shoe department, Providence, I. 
S. Forbstein, buyer. An especial en- 
tertainment was put on in the big- 
gest theatre in the city, with a re- 
ception following. In the afternoon, 
activities were transferred to the 
store, where it took 16 policemen to 
keep the crowd moving. Colored 
balloons suspended from the ceiling 
proved a pretty and practical sales 
increasing feature, a balloon being 
given to each child fitted to Buster 
Browns. The Vogue Shoe Shop used 
rulers and pencils as souvenirs. 


Mrs. Frank Weber Is Dead 


The many friends of Frank J. 
Weber, one of the honorary presi- 
dents of the N. 8. T. A., are sym- 
pathizing with him in the loss of 
his wife, who recently passed away 
very suddenly. 








BUFORD H. JONES 


Vice-president and Salesman- 
ager of Thomson-Crooker Shoe 
Co. 


Buford H. Jones, vice-president 
and salesmanager of Thomson- 
Crooker Shoe Company attended 
the convention of the California 
Shoe Retailers’ Association at 
Santa Barbara. 

On his way West he was in con- 
ference with several of his sales- 
men in the big cities. Mr. Jones is 
well acquainted with the trade in 
California, as for several years he 
traveled this territory as a sales- 
man. He found many old friends at 
the convention and brought to them 
the story of the National Shoe and 
Leather Exposition and Style Show, 
Boston, the week of July 6, for the 
success of which he has been doing 
so much good work in the last few 
months. 


“Chan” Bearse with 
Dingley-Foss 

Chandler F. Bearse, who is well 
known in the shoe field, is now trav- 
eling for the Dingley-Foss Shoe 
Company of Auburn, Maine. 

“Chan” was for several years 
with Gregory and Read Shoe Com- 
pany of Lynn, Mass.; and has a 
wide acquaintance with the trade 
between Boston and Chicago. 

His boyhood home was in Au- 
burn, Maine, where the Dingley- 
Foss shoes are made, so that he 
feels much at home with this pro- 
gressive concern. 


“Enthusiasm is to a man what 
gasoline is to a motor.” 
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McMillan with Interstate 


Levi McMillan, of Wilmington, 
N. C., has recently made arrange- 
ments to represent the Interstate 
Shoe Co., in Virginia, North and 
South Carolina, Georgia and Flor- 
ida. Mr. McMillan was born and 
brought up in Wilmington. He 
stands “100 per cent” with the trade 
there and is considered one of the 
best shoe men in his territory. 


Satins Selling Well 


William F. Schoell, secretary of 
the Philadelphia Shoe Travelers’ 
Association, reports that satins are 
selling very actively. Black is in 
very good demand and present busi- 
ness on the new shade of fallow is 
very good. Indications point to a 
good demand for it all through the 
summer. In Mr. Schoell’s opinion, 
women will choose dark footwear to 
contrast with their light hosiery. 
Blond kid, he states, is coming in 
strong for immediate business and 
promises to be even more active in 
fall. 

As to patterns, Mr. Schoell finds 
a very good call for D’Orsay effects 
with collars. There is also a good 
demand for unusual effects in one- 
strap pumps and colored stitching. 
Prices, he says, while no longer an 
active factor in women’s footwear, 
show no general changes in either 
direction. 


Iowa Travelers to Meet 
with Merchants 


The Iowa Retail Shoe Dealers’ 
Association will hold its next 
“group” meeting the first part of 
June at Fort Dodge, Ia. “There is 
every indication,” says J. E. Wil- 
liam Prescott, Chairman of Publi- 
city Committee of the Shoe Travel- 
ers’ Auxiliary of Iowa,” that a large 
gathering of retail shoe merchants 
and members of the Travelers’ Aux- 
iliary, will attend. Mr. Prescott is 
one of the good workers for the 
merchants in the Auxiliary—and 
“lives up” to the duties of his office 
by frequently sending to the trade 
papers news about the merchants 
of Iowa. 


Slagle with Interstate 


F. J. Slagle covers New England 
and New York City for the Inter- 
state Shoe Co. He has been with 
this house since the first of March. 
He made a recent visit to Boston 
and reported that black patents 
and satins are big bets, with a little 
demand for gray kid and more for 





Sales Through Under- 
standing 


(From Weekly Shoe Sales 
Bulletin—Compiled by 
C. A. Dickens.) 


“Why is it you have so 
many accounts in this coun- 
try,” asked a prospective cus- 
tomer to our salesman. 

“I make my prospects and 
customers forget they are 
buying,” replied our sales- 
man. “My ability to convince 
them is no stronger than my 
ability to make them under- 
stand. If you can make them 
UNDERSTAND, half your 
selling battle is over. 

“I answer questions natur- 
ally and completely. I make 
homely, understandable com- 
parisons. Frequently, I forget 
I am selling. He forgets he is 
buying. I engage in friendly, 
earnest conversation. I explain 
with painstaking detail the 
reasons why it will profit him 
to use the things I sell. And 
I sell him.” 

“Just why is it that your 
accounts average so much 
larger than most other sales- 
men in this country,” asked 
this same prospect. The sales- 
man answered: “My plan is to 
call only on the logical buyers 
of my line. I always have a list 
of old customers and present 
active customers as well as 
the most logical prospects. 
Every mother’s son is a tan- 
gible sales possibility and 
that’s why I’m calling on you. 
Many prospects become buy- 
ers when they BELIEVE in 
me and the things I sell.” 











blond kids and tan leathers For fall, 
Mr. Slagle thinks that straps will 
come first—then gore effects wth 
buckles. Heels in 13/8 to 17/8 
heights are “best bets” now and 
will continue for fall. “The shoe 
business,” said Mr. Slagle “is one 
of percentages—in style, as well 
as in other factors. A retail shoe 
merchant should never lose sight of 
that fact.” 


Newton Elkins, president of the 
Elkins Turn Shoe Co. of Philadel- 
phia, was a recent caller on one of 
his big Boston accounts. Mr. Elkins 
“makes” some of the big cities and 
his visits to buyers are of social, 
as well as business, nature. 
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Cotterman with Harry L. 
Jones, Inc. 


Charles A. Cotterman, formerly 
with the Cotterman, Shoe Company, 
of Dayton, Ohio, has joined the 
sales staff of Harry L. Jones, Inc., 
Syracuse, New York, and will repre- 
sent this house in Ohio and Indiana. 

For the past twenty-five years 
Mr. Cotterman has been in the re- 
tail shoe business, and is well fitted 
to advise merchants on shoe styles, 
lasts and patterns. 

Until recently Mr Cotterman was 
secretary-treasurer of the Cotter- 
man Shoe Company, and previously 
a buyer for eleven years for a lead- 
ing shoe department in Dayton, 
Ohio. 

Mr. Cotterman is particularly en- 
thusiastic about the “Betty Leard” 
line manufactured by Harry L. 
Jones, Inc., and looks forward to 
meeting his many friends in Ohio 
and Indiana. 


Earle Celebrates 


“Arthur C. Earle, known to all 
the trade as “Daddy” Earle, who 
sells Laird Schober shoes in the big 
cities of the country had a birth- 
day, May 8. On the day of the “big 
event,” “Daddy” was covering Den- 
ver. The Dubs Club of that city, of 
which Mr. Earle is a member, held 
a luncheon party in his honor. Be- 
fore the luncheon, “Daddy” was 
presented with a number of little 
“presents” ; these presents consisted 
mostly of toys and the ceremony 
occasioned much mirth. A beautiful 
Spencerian pen was presented to 
him by Buyer Teats of Denver. 


Good Business 

“Daddy” reports a very good 
business since he left the Quaker 
City about a month ago. One of his 
orders was written in the thousands 
of five figures. 

“Daddy” sends through these 
columns his best regards to all of 
“his boys.” 


Whitman a Hotel Man 


Harry L. Whitman, who has been 
covering Pennsylvania and adjoin- 
ing territory for some time for the 
W. H. McElwain Co., and prior to 
that with T. D. Barry Company, 
has “opened up” the Hotel Long- 
wood at Onset, Mass., which he in- 
tends to conduct during the coming 
summer. “Harry” is a well-known 
shoeman and looks forward to the 
pleasure of welcoming some of the 
old boys as they go to and from 
Cape Cod. 








, 1925 


nerly 


May 30, 1925 


Orders by Air Mail 


Herbert S. Dalton, foreign Walk- 
Over salesman, entering the harbor 
of San Juan, Porto Rico, May 8, 
had a good opportunity to view the 
United States airship “Los An- 
geles,” as she circled over the city. 
Learning that the airship planned 
to carry mail to the states on her 


return trip, he arranged to send ~ 


orders taken from customers in 
Panama and Curacao by the air 
route. The orders arrived in Cam- 
pello, May 15, in good condition, 
having been post-marked at City 
Hall, New York City, at 4 P.M., May 
11, on the arrival of “Los Angeles” 
at Lakewood, New Jersey. 


Joy with C. P. Ford 
Harry M. Joy recently joined the 
sales staff of C. P. Ford Co., Inc. 
He will cover the Keystone State, 
where he has a host of friends 
among the retail shoe merchants. 


“Tex” Erwin Sells Johansen 
Shoes 


“Tex” Erwin travels for the Jo- 
hansen Bros. Shoe Co. He is as 
good a shoe salesman as he was a 
Texas League ball player, as his 
order book demonstrates. He re- 
cently showed his samples at the 
Hotel Seneca, Rochester. It was 
from this city that he formerly 
went out on his trips. His visit there 
was hailed with much enthusiasm 
by his many Rochester friends. 


Uhler with Rowen & Moore 


S. H. Uhler covers Western ter- 
ritory with the Rowen & Moore 
Shoe Co’s line of Calais, Me. Mr. 
Uhler’s Boston office is at 167 Lin- 
coln street. 


Lally Back from Abroad 


Everett Lally, who recently took 
a six weeks’ trip to Europe, has 
returned from abroad, and can be 
found daily at his Boston office. 


Wall Travels Pacific Coast 


R. L. Wall covers the Pacific 
Coast for the Sherwood Shoe Co. 
He recently made a visit to the 
Rochester factory and reports that 
the coast is in good shape, with 
promising crops. 


Seldon Selling Shoes 


F. W. Seldon, head of the Seldon 
Shoe Co. of Haverhill, is now on the 
road with his new line of McKays. 


GEORGE W. NETHERY 
Covers Western Texas for 
Joseph M. Herman Shoe Co. 








A Popular Woman Buyer 


Mrs. “Nat” Shine of Fort 
Wayne, Ind., who buys for her hus- 
band’s stores in that section, is a 
frequent visitor at 139 Lincoln 
street, Boston, one of the big 
wholesale shoe centers of The Hub. 
She spent two weeks in the Bos- 
ton market on her last visit, with 
headquarters at the Copley-Plaza. 


Maher Travels “Up-State” 
New York 

Frank Maher covers “Up-State” 

New York for Lunn & Sweet. This 


popular shoe traveler reports that 
he is getting his share of business. 





The Smallest Thing 


“A great deal of the joy of 
life consists in doing per- 
fectly, or at least to do to the 
best of one’s ability, every- 
thing which he attempts to do. 
There is a sense of satisfac- 
tion, a pride in surveying 
such a work... a work which 
is rounded, full, exact, com- 
plete in all its parts .. . which 
the superficial man, who leaves 
his work in a slovenly, slip- 
shod, half-finished condition, 
can never know. It is this con- 
scientious completeness which 
turns work into art. The small- 
est thing, well done, becomes 
artistic.”—William Mathews. 
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“Herb” Roosa with Menihan 


Herbert Roosa, formerly with the 
Wilson Process, Inc. owners of pat- 
ents on an improved method of 
shoemaking has joined the sales 
organization of The Menihan Com- 
pany, Rochester, N. Y., and will do 
special sales work on Arch Aid 
and other specialty shoes. 

Mr. Roosa has been in the shoe 
business all his life, with a long 
line of shoemen ancestors back of 
him. “Herb’s” birthplace is Lin- 
coln, Nebraska, and it was there 
that he learned the shoe business, 
both in the manufacturing and re- 
tail shoe business. “Herb” has al- 
ways been a student of better meth- 
ods of building shoes and in his 
new position expects to produce 
a line of specialty footwear that 
will be the talk of the shoe trade. 





J. Weil with Excelsior 


J. Weil, who formerly sold the 
L. A. Crossett line, recently joined 
the salesforce of the Excelsior Shoe 
Co. He covers Chicago, Minnesota, 
Wisconsin and part of Michigan for 
this house. His headquarters are at 
611 Great Northern Building, 
Chicago. Mr. Weil knows shoes 
from A to Z. In the old days he 
served his apprenticeship on the 
factory bench and later became as- 
sistant factory superintendent. 


“Jack” Gorman on Trip 


“Jack” Gorman, of Murphy, Gor- 
man & Waterhouse, started Satur- 
day, May 16, on a trip across the 
continent. He carries with him a 
new line of samples intended espe- 
cially for buyers along the Pacific 
coast. 


Harry Sobel, a Benedict 


Harry Sobel, on the sales staff 
of Frank & Hyman, San Francisco, 
recently joined the ranks of the 
benedicts. The honeymoon is now 
over, and Mr. Sobel is back once 
more “on the job.” 


Men who make the notable exam- 
ples in success have no office hours 
and are always studying how to 
render better service.—Walk-Over 
Factory Prints. 


“A stubborn mind conduces as 
little to wisdom or even to knowl- 
edge as a stubborn temper to hap- 
piness.”—Southey. 


“The great and the little have 
need of one another.” 
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E won't buy just any shoes, even if a dealer does say they 
are Keds. He knows what to look for; he knows that 


unless the name Keds is on the shoes they are not real Keds. 
And he knows it because a progressive Keds dealer has cau- 
tioned him always to look for the name Keds. 


Make your customers just as careful! Let them 
know you handle real Keds. Show them the 
name Keds on the shoes, and teach them to look 
for it. By doing so you gain their confidence, and 
build up for yourself a host of friends who will 
come to you for genuine Keds. 


The 
United States Rubber Company 
Keds are made only 
by the United States 
Rubber Company C 
K 
ob 
cai 
we 








Keds | : 


TRADE MARK REG. U.S. PAT. OFF. 
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Mirier’s, 
Indianapolis, Indiana 
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Clearfield Pennsylvania 
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“ ’ ” 
HEY, FELL’ERS!” 
You ought to see Nifty “Kede” they're showm’ ever at Lewin + 
store And they've askin’ real low prives for them. tee’ 
Yes, Boys, stop m and look these over, 
Bows Whee and Brown Kets 51.40 te S08 
Guts’ White and Brown Keds $1.90 te 8300 
Do you know that by cutting out the coupon you oil re 
cae FREE 2 Whistle and Ked Mandy Book” 
Boys and Girls, you better get one 
Real Keds Ow Sale ot 


? LEWIN’S 


vine SHOE STORE 


_s nut seo omits | Us WEST BROAD STREET 
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Lewin's Soe Store 
Tamaqua Pennsyloania 


P. B. Appetpoorn’s Sows Company, 


Freo S$ Srzwaar Company 
Atlanta, Ceorgia 














Kalama:oo, Miclhisan 





These advertisements appeared in daily newspapers as a 


measure to stimulate interest in Keds. They were picked 


by the United States Rubber Company as possessing exceptional merit. 





placed the newspaper adver- 

tisements illustrated above 
obviously express confidence that 
canvas rubber sole shoe business is 
worth going after in the same way 
a merchant seeks business on his 
leather types of footwear. The ads 
above, from every point of view, 
are much better than the average; 
in fact they were chosen as the best 
of many submitted to the United 
States Rubber Company. 


Soe store merchants who 


Many stores insert a little data 
and cut in one corner of their gen- 
eral store advertising as a method 
for advising the community about 
canvas styles. This plan, no doubt, 
attracts attention and is carrying 
out the idea of providing more im- 
petus in the merchandising policies. 
However, the trend toward devoting 
space to advertisement solely for 
canvas styles has developed exten- 
sively during the past few years. 

It is opportune to plan for can- 


Advertising Canvas Rubber Footwear in 
Daily Newspapers 


vas shoe advertising. An analysis 
of the reading matter of the illus- 
trated advertisements show that the 
merchants all stressed the fact that 
these shoes are ideal for vacations, 
baseball, outdoor sports, and gen- 
eral wear for the young folks in 
the mild seasons. 

All of the ads are well balanced; 
illustrations are generously, yet not 
excessively applied, in inviting at- 
tention. The copy is well prepared 
and placed. 
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86 inches wide and 
supplied in four dif- 
ferent qualities to 
meet all the require- 
ments of the trade. 
All desirable shades 
in stock. 


Skinner's 
Shoe Satin 


*“*LOOK 


FOR THE NAME 


It all depends on 
the Shoe Satin 


The appearance, the wear, the sal. 
ability of satin shoes all depend on the 
quality of the shoe satin used in them. 


Specify Skinner’s Shoe Satin. Then 
your satin shoes will look better and 
give better service. 


And if you tell your customers your 
shoes are made of this material, they 
will need no further assurance of wear- 
ing quality. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyeke, Mass. Established 1848 


IN THE SELVAGE’’ 


Boudoir mules of Shinner’s black 





thoe satin, lined with Skinner’s Satin 

in contrasting colors and trimmed 
with gold kid. By courtesy 
of Stone Shoe Company. 


When writing to advertisers please mention Boot anv Suox Recoaper 
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Come and Study the 
Methodsof Shoemak- 


ing and Tanning 


The biggest fair ever 


Is tanning a mysterious art to you? 

Is shoemaking in its many departments 
a closed secret to you? 

They need not be. 

There will be working exhibits of these 
two industries explained 1n detail by experts, 
which no well posted shoe merchant can 
afford to miss. 

In addition to the above there will be 
shown the actual. weaving of shoe satins, 
silk labels, linings and shoe laces, and the 
manufacture of cartons, findings, fancy 
leathers, ornaments and many other things 
of interest to the trade. 

They will fascinate you and educate you 
at the same time. They will make a better 
merchant of you. 

Don’t miss these wonderful features of 
the greatest Fair ever held for the benefit of 
America’s shoemen. 

Plan to attend — be sure to come. 


Dont Miss 





held. 


The largest number of 
displays we have ever ex- 


hibited. 


A golden opportunity 
to exchange views and 
rub shoulders with re- 
tailers from all over the 
world. 


A grand get together— 
meet your old friends 
and make new ones. 


A splendid chance to 
compare and investigate 
competitive lines with a 
minimum waste of time 


and effort. 


You can’t afford to 
miss tt. 
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NEW ENGLAND Built the Shoe Industry 
NEW ENGLAND Serves the Shoe Industry 


and the Following Pages Set Forth 
the Facts of Her Leadership and 
Capacity for Service To-day. - - 
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De ACT following of our 
customers’ orders ts a 
fundamental rule of thts 
business. 


All buyers of K NOX Shoes 

know by experience that the 
shoes they order will be the 
shoes they get in every detail. 


To retail at 
$7 to $8 


HUCKINS & TEMPLE Co. 


INC. 
Makers of the 


Factory Boston Office 
MILFORD > 135 
MASS. LINCOLN ST. 


Shoe illustrated made of 
GALLUN’S 48 AZTEC 
“KIPPY” Last 
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A WORD WITH A WORLD OF 
MEANING-T0 BUYERS OF 
SMART SHOPS FOR WOMEN 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 


A? THEIR FACTORY IN BOSTON ip . 
v 


a 














Pick A GOOD UNE AND STICK To IT 


COPYRIGHT 1925 BANCROFT WALKER COMPANY 
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Popular and Profitable 
White Numbers 


Merchants have no oper to invest in experi- 
ments. The season calls for proven successes. 


Here are three of them —Cushman-Hollis num- 
bers which have won the right to your complete 
confidence. We offer all three without reservation 
as absolutely safe and assuredly profitable. As a 
matter of fact, these three represent six instead of 
three numbers because they are sized for women, 
misses and children. 


Every one of our wholesale outlets can supply 
these models. Many jobbers already have them. 
Others have not stocked them, but can easily and 
quickly secure them at your order. 


YOUR JOBBER CAN GIVE YOU IMMEDIATE DELIVERY 
ON THESE THREE POPULAR NUMBERS 


Stock No. 150 


Stock No. 145 i Rene’ aa 
isses’ one-strap in white duck with 
Stock No. 212 white lamb oe Cat out. A white gros- 


White canvas one-strap with a white gimp grain bow conceals the button and gives a 
misses’ and children’s. The women’s sizes stitching. 12/8 leather heel and rubber =. youthful dash to the pattern. In the wo- 
carry an 8/8 heel—the others a 6/8 heel— lift. A decidedly styleful and practica men’s sizes the heel is 8/8. In the Misses’ 
both with rubber top lift. number. and Girl’s—6/8. 


Gushman-Hollis Go. 


SALESROOMS—ALBANY BUILDING 
BOSTON 


A white canvas one-strap with a front 
lattice of white lamb. Made in women's, 


FACTORY AND HOME OFFICE 
AUBURN, ME. 
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Most of the styles of 
Cushman-Hollis Co. are 
sold by the following 
distributors 









EASTERN DISTRIBUTORS Wampold-Loeb Shoe Co.. . Montgomery, Ala. 












C. A. Goodnow Shoe Co. . . Boston, Mass. M.C.KiserCo.. . . . . . . Atlanta, Ga. 

Greene-Anthony Co. . . . Providence,RI. J-K-OrrShoeCo.. . . . . . Atlanta, Ga. 

Wm. J. Kennedy Shoe Co., Inc.. New York City Gramling, Spalding & Collinsworth, Atlanta, Ga 

C. A. Goodnow Shoe Co . New York City AdlerShoeCo.. . . . . . Savannah, Ga. 
Merritt, Elliott & Co . . New York City Jolesch-ThomasShoeCo. . . . Dallas, Tex. ‘ 
Powell & Campbell Co. . . . New York City Given Bros.Co.. . . . . . «EI Paso, Tex. 

J. Weiss Shoe Co, Inc . . . New YorkCity 1-Kohlman . . . . . . New Orleans, La. 

BravShoeCo. . . . . . Philadelphia, Pa. 3B. Rosenberg & Son . . . New Orleans, La. 

DeCou Bros.Co. . . . . Philadelphia, Pa. Keiffer Bros.Co. . . . . New Orleans, La. 

Jantzen Shoe Co. . . . . Philadelphia, Pa. 

Monroe Bros. & Co. . . . Philadelphia, Pa. 

Weinstein & Shubin Co... . Philadelphia, Pa. MIDDLE-WESTERN DISTRIBUTORS 


Pod 













































American Wholesale Corp. . . Baltimore,Md. Whitney-Roth ShoeCo. . . . Cleveland, Ohio 
Baltimore Shoe House, Inc. . . Baltimore,Md. Simmons Boot &ShoeCo. . . Toledo, Ohio 
Cohen-Adler Shoe Co. . . . Baltimore,Md. Marks & StixShoeCo. . . Cincinnati, Ohio 
Dixon-Bartlett & Co.. . . . Baltimore,Md. Chas. MeisShoeCo. . . . Cincinnati, Ohio 
R. Jandorf & Co. . . . . . Baltimore,Md. Crowder-Cooper Shoe Co. . Indianapolis, Ind. : 
D. Myers & Sons . . . . . Baltimore,Md. Guthmann, Carpenter & Co. . . Chicago, Ill. ; 
H. Pretzfelder & Co. . . . . Baltimore,Md. Harper & Kirschten Shoe Co. . . Chicago, Ill. 
H. J. LangShoeCo. . . . . Pittsburgh, Pa. C.W.MarksShoeCo. . . . . Chicago, Ill. ; 
D. Mussoff Shoe Co. . . . . Pittsburgh, Pa. Smith-Wallace Shoe Co. . » « Chicago, Ill. 
W.H. Walker & Co. . . . . .Buffalo,N. Y. StamwearShoeCo... . . . . Chicago, Ill. 
Samuels Shoe Co. . . . . . St. Louis, Mo. 
Bode-Larson Shoe Co., Inc. . Keokuk, Iowa 
; SOUTHERN DISTRIBUTORS 
Norvell Chambers Co. . Huntington, W. Va. FAR-WESTERN DISTRIBUTORS 
Lynchburg Shoe Co. . . . . Lynchburg, Va. = f - : 
Roberts & Hoge Shoe Co. . . Richmond, Va.  7!00's Co-operative ~~~" ion 
Brand Shoe Co.,Inc . . . . . Roanoke, Va. ve 
: Jaffa Company . . . . . Los Angeles, Cal. 
Griggs-Paxton Shoe Co., Inc. . . Roanoke, Va. EY PS Ses ban te. 
: , is geles, i 
Semieowp@Ge . . . + 3 Nashville, Tenn. Buckingham & Hecht. . . San Francisco, Cal. f 
Mose Cohen Shoe Co.. . . «Nashville, Tenn. La M. Purcell Co De ae” 
, : wrence M. Purce: be nver, Colorado 
Murray-Dibrell Shoe Co.. . . Nashville, Teno. Krausse Bros. . . . . . Portland, Oregon i 
Pitts Shoe Co. . . . . . Montgomery, Ala. . ‘i q 
i 
a) 
. i 
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Trade Mark Reg. 


Three Distinct Types of Baby Shoes 
For Three Distinct Stages 


FIRST 
SOFT SOLES 


For the Infant-In-Arms. A 

soft foot covering, giving just 

the necessary protection. 
Oto4 


No. 265—Soft Sole, blucher low cut, 
white, tan, smoked and champagne 
elk. Made on special lasts which fit 
the chubby foot. Per dozen...... $12.00 


In Stock 


SECOND 


TODDLERS 
For The-Baby-On-The-Floor, 
just learning to walk. A semi- 
ard sole, for support. 
1 tos 


No. 363—“‘Toddler” (semi-hard sole). 
Made in white, smoked and tan elk. 
No. 364. Same, in white washabie 
kid. Per dozen.......... ; $13.50 


In Stock 


“THIRD 


FIRST STEPS 
For the “First Stepper.” A 
very flexible hard-sole, on 
roomy lasts. An ideal shoe 
for the beginner of “Life’s 


Journey.” 
2tos 


No. 520—First Step flexible stitch- 
down process one strap, patent 
vamp and champagne elk quarter. 
Per dozen . cnieheliees $13.50 


In Stock 


Your Request for the Catalog Is the First Step in the Right Direction 


IDEAL BAB 


DANVERS 


NEW YORK OFFICE 
387 Fourth Avenue 
Phone Madison Square 5896 


MRS. DAY’S 


CHICAGO OFFICE 
325 W. Jackson Blvd. 


Y SHOE 


MASS. 


BOSTON OFFICE 
West St., Room 616 
Phone Beach 8060 


12 
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“Opera Boot,” made famous 
was in evidence at every public and private 
function tended to his Highness. 


Since that day “Edwin Clapp” footwear 
has always been in evidence wher- 
ever well dressed men wish to look 
their best. 





6dwin Clapp Son Ine 
East WevymouTtnH,. Mass. U.S A. 





‘ 
SS OESLOSEACTT WRT perm ear he TW. or AS Ee” 


Lhe Ball to the Prince of ales -1860 - 


When the Prince of Wales (afterward King Edward 
VII) made his memorable visit to America in 1860, he 
was deeply impressed with the footwear worn by 
American gentlemen. In the great centers of fashion — 
Boston, New York, a and Baltimore — the 


y the Edwin Clapp Co, 1g 
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A NEW LINE OF ARC 
SELL A 


The Present Situation 


Men’s shoe business is slow, has been slow, and unless 

drastic steps are taken, it will be slow for some time to come. 

Competition is keen—prices and profits and volume have 

been cut. The process of eliminating the veak retailer and 
Preys 3 Re manufacturer goes on. The cold, hard facts indicate that 
Calf Oxford; Ohio Last, Price....... 86.00 only the fit shall survive. 





Style No. 620—108 Lotus Calf Oxford, 


ra RCS $6.00 The Record of the ecArch Preserver Shoe 


RED LABEL 





During this period the Arch Preserver Shoe has taken its 
baptism of fire. It has shown its merit as a comfort to man- 
kind, a quality shoe, and a profitable merchandising pro- 
position for retailers. 


In two short years the Arch Preserver Shoe has won for itself 
a definite acceptance by the trade and the public. Today 
there are more Men’s Arch Preserver Shoes selling than any 
other twelve-dollar line in the United States. 


This business on the Custom grade will continue to grow. 
Col Meh Chto Lasts Pelee. 0058 All orders can be confined to our Stock Department with 
Style No. 610—108 Lotus Calf Bal, Ohio its twenty-eight styles ready for immediate delivery. 


RED LABEL Red Label Line Broadens Market 


Having won for itself an ever-increasing sale in the twelve- 
dollar grade, the Arch Preserver Shoe now is ready to be- 
come the outstanding success in the vast field of popular- 
priced shoes. The new Red Label line will retail at $9 and 
$10. 





Style No. 465—Patent Dancing Oxford, 


Se ue E. T. WRIGHT & CO., Inc, 
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SHPRESERVER SHOES TO 
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Grade for grade, quality for quality, these new Arch Pre- 
server Shoes will compare favorably with ordinary shoes of 
the same price. Standardization is the answer. All shoes will 
be stocked—seven styles to start. 


National Advertising 


National advertising, which has played such an important 
part in marketing Arch Preserver Shoes, will continue—we 
are pledged to this policy. 





A survey of the market has been made. We feel certain that 
our present customers will double their sales on Arch Pre- 
server Shoes during the coming season. 


Where the Arch Preserver franchise is open, we solicit in- 
quiries from live retailers with vision and ability. With the 
co-operation of the better merchants in the United States, 
the Men’s Arch Preserver Shoe will become the controlling 
factor in the almost unlimited market of $8 to $14 shoes. 
Write immediately for full information. 


ARCH RRESETVER 


The Styleful Shoe on a Real Chassis 








Style No. 655— Black Kid Blucher, George- 
euemn Last, PuiRiiss. oso sccceseceiced $6.35 


RED LABEL 





Style No. 650—Black Kid Blucher Oxford. 
Georgetown Last, Price............- $6.00 


RED LABEL 
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Ohe NEW ) 
HERMAN IDEA, 


N presenting this new moccasin- 
type sport oxford— Herman again 
achieves the season's outstanding sport 
style at a really remarkable price. 
Wherever correct sport attire is wanted, 
you will see this distinctive model of 
Kepner’s Spartan boarded veal, with 
Crepe rubber sole and heel, worn by the 
best dressed men. 
24-hour service on this and other popular styles. 
You get them when the buying is at its best. 


JOSEPH M. HERMAN SHOE CO. 


Boston and Millis, Mass. 





Style No. 420 
Just out of our designer's hands 
—and one of the best of the sea- 
son's styles. Of Kepner’s Spartan 
boarded veal on the new State 
Street last—with grain leather 
counter and English kip quarter 
lining. Vulco toe box, single oak 
sole and Wingfoot rubber heel 
testify to its exceptional value. 


In Stock 
Sizes: B, 6to 10% 
Cand D, 5% toll 
Price, $4.00 


In Stock 
Style No. 418 
Sizes: B, 6% to 10% 
C and D, 5% to 11 
Price, $4.50 





Send for new illustrated folder of Herman's Spring 
and Summer styles. Also complete catalog of 
Herman's Army, Navy and Service shoes. 














1925 
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AN OPEN LETTER TO MR. D. F. SULLIVAN 


rene 











Neeser ~ 


Mr. Danist F. Sutiivan, President, 
Massachusetts Retail Shoe Merchants’ Association, 
Boston, Mass. 
Dear Mr. SULLIVAN: 

Your family shoe store must have footwear in which Style is an ever- 
present vital factor, buttressed by every possible limit of quality. You have 
made your fine success on that foundation of merchandise. We like to feel 
that a goodly part of your reputation and success has been made with New 
England footwear. : 

Shoe manufacturers of this. longest-established footwear producing 
section are equipped to serve you, and retail buyers everywhere, as never 
before—with an always complete skilled labor supply, with adequate re- 
sources and with knowledge, ability, capacity and will, generated by long 
experience. 

New England shoes help build the business and reputation of retail shoe 
merchants. 

Sincerely yours, 
Tue New ENGLAND SHOE AND LEATHER ASSOCIATION, 


Te FU atenaes. 


Secretary. 
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AN OPEN LETTER TO MR. CHARLES E. WILLIAMS 


2 Bi 


Mr. Cuarzes E. WiiiiaMs, President. 
Southwestern Shoe Retailers’ Association, 
St. Louis, Mo. 
Dear Mr. WILLIAMs: 

Here in New England are 150 tanneries making every kind and grade of good 
leather; most of the fabrics used in shoes are woven here. 

Welting, counters, box toes, blackings, stains, cements, stays, bottom fillers, 
eyelets, tacks, heels, steel shanks, outsoles, insoles, goring, shoe trees, laces, 
etc., etc.—all these are made here in great volume for the service of the industry 
everywhere. 

All these items reach you in your footwear. 

New England's capacity, capability and will to serve our industry were never 
more certain and sound than today, backed by high sense of honor, integrity 


and mutuality of interest. 
Sincerely yours, 
Tue New ENGLAND SHOE AND LEATHER ASSOCIATION, 


Yr FU cfectarane 


Secretary. 
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ox AN OPEN LETTER TO MR. M M. SMITH 








Mr. M. M. Smitu, President, 
Southeastern Shoe Retailers’ Association, 
Savannah, Ga. 
Dear Mr. Situ: 

Two of the prime elements in Style and Fit in footwear are of course Lasts and 
Patterns—you and all retail Merhants are keenly interested in the necessity 
for perfection in these things. 

There are 45 last manufacturing, last apparatus and equipment establish- 
ments, with most expert designers, in New England, supplying a very large 
percentage of the industry. There are many pattern works providing a large 
proportion of the style designs and needs of shoe manufacturers. The die makers 
in this section likewise widely perform their essential part. 

The traditional New England ingenuity, skill and ability works to the bene- 
fit of retail shoe buyers everywhere. 





Sincerely yours, 
Tue New ENGLAND SHOE AND LEATHER ASSOCIATION, 


( ear 


Secretary. 
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AN OPEN LETTER TO MR. H. A. BALLENT INE, S 


FP OE EOE Ee 


Mr. H. A. Batientine, President, 
California Shoe Retailers’ Association, 
San Francisco, Calif. 
Dear Mr. BALLENTINE: 

In a very true sense practically all the shoes that come into your store 
are ‘‘New England made’’—for the marvellous machinery that produces 
them, wheresoever operating, is in almost every case of New England in- 
vention and manufacture. 

Shoes, the most completely American product, are made as they are, 
with the utmost of economy and utility, because of the wonderful me- 
chanical developments of New England genius and capacity. 

Literally hundreds of kinds of machines performing every operation in 
shoemaking, originated here, amd are made here, to the advantage of the 
whole industry in America and abroad. 

Sincerely yours, 
Tue New ENGLAND SHOE AND LEATHER ASSOCIATION, 


Fr PU hicnacs. 


Secretary. 
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Corrective Footwear 


for Women 




















Made Complete Before Your Eyes 
at Boston Show in Fuly 





| 
| 

Since the beginning of the Boston Shoe and Leather Fair the 

production of shoes in a model plant has always been the center 

of great interest on the part of visiting dealers. 

At the coming show in July we plan to manufacture our famous 

Arch Support shoes in the basement of the Mechanics Building. 

From cutting room to packing room, all the operations of getting 

this popular Corrective Footwear ready for shipment, will be of 

interest each day during the fair. 

The growth of our Corrective Footwear department proves 

that these shoes have filled a decided demand on the part of pro- 

gressive merchants throughout the country. 





No. 460 Price $4.25 


Black Kid Two-Strap Claire, Imitation Tip, No. 450 Price $4.00 

Welt, 13/8 Rubber Heel. Combination Essex Black Kid Oxford, Tip, Welt, 13/8 Rubber 
Last, AAA to E. Heel. Combination Essex Last, AAA to E. 
No. 458—Same in Patent Leather. No. 451—Same in Brown Kid. 

No. 459—Same in Brown Kid. No. 452—Same in Patent Leather. 


Thomson-Crooker Shoe Co. 
18-26 Station Street 
Boston Mass. 
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“DECIDEDLY BROCKTON SHOES” 
MADE THIS RECORD POSSIBLE 


Our Comparative Sales for Four Months 
From January Ist, 1924 and 1925 


Note the Increase 


1924 1925 INCREASE. 





January $114,928.04 $187,428.92 $72,500.88 
February 142,979.32 174,993.73 32,014.41 
March 229,175.68 256,038.59 26,862.91 
April 230,565.47 268,029.74 37,464.27 





$717,648.51 $866,490.98 $168,842.47 


Why? Because our shoes look and wear like $10 


shoes. 


This is the reason why two large plants are 
humming with activity. 


Brockton Shoe Manufacturing Co. 


Makers of the Best Men’s Goodyear Welts in the World, to Retail at $4—$5 —$6 
BROCKTON, MASS. 


Boston Office and Sales Department, 117 Lincoln Street 


New York Office Stock Dept. Atlanta, Georgia San Antonio, Texas a Ii. Akron, Ohio ~ San Francisco, Cal 
127 Duane St. 15 N. Fourth St. 238 Peachtree Arcade 801 Russell Building 711 itimore 335 Walsh 526 Pacific Bidg. 
Philadelphia, Pa. Building 





When writing to advertisers please mention Boot anv Suor Recorper 








, 1925 May 30, 1925 BOOT AND SHOE RECORDER 88 


eZ 


E 






























MMM TT Radio Beats Tramping | 
WWM Out Nights | 
i) Slipper Sales Beat | 
A | Everything ! | 

| The Era of the slipper is here. 


























For 30 years we have been making 
them for men. 

Today we are the largest manufacturers of medium-priced 
Men’s McKay and Turned Sewed slippers, and we have never 
faced better prospects for their sale. 

Ask men customers what they are going to do for comfort 
later, and show them slippers—Luxurests preferably. 
There’s profit in the idea. 


Companions in Quality To— 





’ THE 


LUXUREST 


SHOE 











Trade Mark Reg. U. S. Pat. Off. 


‘ A Fronan Sie INC. 


| LYNN, MASSACHUSETTS 


i Boston Office: 216 Lincoln Street Chicago Office: 45 So. Wells Street 
: Philadelphia Office: 44 N. 4th Street, Merchants Building 
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Steck No. 075-B—‘“Clod” Last. 
Uppers of P. & V.’s 108 Light 
Tan Lotus Calf. Kumbac toe 
box and Dual Scallop tip. Genu- 
ine Plantation Crepe sole and 
heel. B, C and D widths. 


$4.65 


Another Real One for Golf! 


6 iene stunning golf oxford is one of the headliners in our strong group of 
sport shoes. It is not only a fine piece of footwear for the business of play- 
ing golf, but it is also a beauty with any style of Men’s sport clothes. 


The oxford is strongly built with Pfister & Vogel’s No. 108 Light Tan Lotus Calf 
for the uppers and the best quality of Plantation Crepe for the continuous sole 
and heel. It has the “Kumbac” semi-flexible toe box, and the tip is our new “Dual 
Scallop” pattern. 
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<A THIS AND OTHER SPECIAL SPORT MODELS ARE CARRIED IN STOCK 
WS Let us send you the new Bates’ portfolio- 

Fi catalog, showing in full color the complete line 

NA. of Bates’ In-Stock Shoes for this season. We 

Sy supply newspaper cuts free for most of them. 

WD 

ee 
Z A. J. BATES CO. 
eS WEBSTER - - - - MASSACHUSETTS 
we™ 
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More “Goliaths’’! 
— at the Boston Style Show 


ATES’ famous group of Goliath Oxfords for Men will be a drawing 

card at the Boston Shoe and Leather Fair! In this display, buyers will see 
“Goliaths” at their best—those sparkling models that have set the real fashion in 
shoes for wear with the popular wide-bottomed trousers. 
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No other style-note.in recent years has electrified the trade as Goliaths have. 
Their striking full foreparts, short vamps and special pattern-treatments give 
them a wholesome distinctiveness all their own. 


\ 





F 

Ae 
Z 
S 
STOCK NO. 2001-B NN 
Imported Huntley — 
Calf. Napoleon Tap i 3 
Sole. “7 





To Retail at $7.50 and $8.00 


E are rapidly producing new Goliath variations. Here, in No. 2001-B, 

is a stunning type, the uppers of which are genuine imported Tan Huntley 
Calf. The scheme of multiple upper-fittings is a combination of harness and sad- 
dle-stitching. 














The collegiate character of the oxford is emphasized by its stream-line effect with 
full wing tip, Jumbo white edge-stitching and groved edge-trimming. Ye 
The bottom carries a nailless Napoleon tap, solidly stitched and heavily wheeled. N 
The heel is solid-leather lifts, and is attached with brass screws. GQ 
Study the full line of Goliaths at the SS 
Boston Style Show, July 7, 8, and 9 — x 
BOOTHS 224 and 251 S 
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As Solid As 
New England 


Woc-O-Mocs 


and 


Rangeley Moccasins 


These two trade marks willbe found only on 
GENUINE MOCCASINS 











The word Moccasin is the most misused term in 
the shoe trade today. The market is flooded with 
imitation or false moccasins that are nothing but 
ordinary shoes made to look like Moccasins 


Don’t be Fooled—don’t fool your customers. 
Recommend and sell the Bass line of true Moc- 
casins. They are lighter, more flexible and more 
comfortable, because they are made with a single 
piece vamp extending entirely beneath the sole 
of the foot, thus doing away with the need for 
innersole, welt, or bottom filler. 


NEW IN STOCK CATALOG B 
FOR DEALERS IS NOW READY. 


WRITE FOR ONE TODAY. 


G.H.Bass «Co. 
Wilton Me. 











May 


YVAN VAY ey 
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“A ship without a 
rudder, 
A ship without a 
sail” 
—and a shoe ornament 
without a satisfactory means 
of display—without a bet- 
ter method of wearing—are 
4 equally misdirected. Every 
on which : pair of buckles you attach 
to a pair of pumps creates 
the possibilities of disap- 


YO U R pointment — loss — dissat- 
isfaction. And the time 

Buck - El - On er in attaching 
uck - El - —~ buckles to pumps is costly— 

shoedom’s sensa- a needless waste. There’ 

shoedom’s seass- Shoe Ornament «neces waste. Thre’ 

—. possibilities and wg we 

izes the present vogue of shoe 

ornaments. Instead of defac- Sales 

ing _ ee . pump by rar 

stapling or stitching the ornament tc the shoe— 

the ornament is attached to Buck-E]-On, and Hang 

worn in the manner indicated by the illustra- . 

tion. The effect is wonderful. The ornament is rigid—no wobbling 

or jarring to pry it loose. The wearer's instep is relieved of the pres- 

sure from the throat of the pump—the slack in the sides and back 

is completely taken up. Slip Buck-El-On into the pump—that’s all. 





Buck-El-On Buckles are at- 
tached complete with fillers 
ready to slip into the pump 
at $6.50 to $9.00 per dozen 
pair in various styles of oval 
and square in finishes of 
Silver Oxidize, Bronze, Old 
Gold, Gilt and Rose Gold for % 
Blonde satin shoes. a iar : Send us a few dozen pair of the buckles 

ag = that you have in your stock. Allow us to 
Please specify type of leather ; eee — * attach them to Buck-El-On complete 
or fabric filler desired when a Ma re with any Leather or Fabric filler desired 


: and we will return them complete to you 
ordering. dyes 2; } at cost of 25c per pair. 





Manufacturers and Importers 


PROVIDENCE, R. I. 
SHOE BUCKLES FOR MANUFACTURER, JOBBER AND R 


GE <n Aan Lh ln a» (an GB GR An ah» FRx ©» = 
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Bradley Shoe Co. 


RETAMERS OF GOOD 
SHOES SINCE 1661 


ATCHISON. KANSAS. 


Wm. Reynolds, Jr. 
Providence, R.I. 


Gentlemen: 


During six years experience in the shoe business, 
we have naturally handled, and looked at, a gocd many dif- 
ferent buckle attachments. We cannot recall of any one 
but what there were serious objections to them. Either 
they rattled, tore the hose, or some other complaint. 


Your Buck-El-On seems to have overcome all these 
complaints. we are frank to admit to you that this is the 
cleverest buckle attachment we have ever found. In fact, 
811 you have to do to sell them is to show them. Further- 
more, they live up to every claim you make for them. 


Youre very truly, 


BRADLEY SHOE CO. 


SPECIAL 


No. 575-S Imitation 


CUT STEEL BUCKLE 
Attached to! 


BUCK-EL-ON 


Complete with Leather Filler 
at $7.65 per dozen pairs. 


Other Styles in: 


MeV Genuine Cut Steel 
4rEP PROTECTOR Beaded, Rhinestone 


‘T, NOV. 25.1919 Vea Metal and Celluloid 


\ 
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MORE SALES OF SHOES, THROUGH 
MORE SALES OF SHOE TREES. 


THE SPLIT PACK FLAT TREE IS 
NEW-- NOVEL-- DEPENDABLE--SALABLE 


When Mr. Smith, Mr. Jones or Mr. Brown buys 
shoes of you, and you sell him Miller Shoe Trees 
for those shoes, he becomes firmly sold on the 
quality of those shoes because they hold their 
shape. 

He buys more shoes of you on the strength of the 
stand-up-ability of the last pair, not thinking 
that the shoe trees did much to make that pos- 
sible. 

The credit is all yours—none to the shoe trees— 
and that is as we want it. Our business is to make 
an article that will help your business—IF—you 
will sell it. 

We venture to say that a line of women’s and 
men’s Split Pack Flat Trees in your store will 
be sold in short order. 


(Two Sizes on Women’s) (Two Sizes on Men’s) 


No. 1, fitting Women’s sizes, No. 3, fitting Men’s sizes, all 
all widths up to size 5. widths up to size 8. 


No. 2, fitting Women’s sizes, all No. 4, fitting Men’s sizes, all 
widths, 5 up. widths, 8 up. 


Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton, Massachusetts 
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/ HAND TURNED FOOTWEAR 





HAVERHILL,MASS. 


Herman C. Lewis Inc 





MANUFACTURERS OF 

GENUINE HAND TURNED 

FOOTWEAR, EXCLUSIVELY 
SINCE 1899 | 
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Size your MAN UP 


SALESMANAGER: “That’s the kind of chap I like to hire. Doesn’t waste his own time, 
so he’s pretty certain not to waste ours.” 


STENOGRAPHER: “ How can you tell?” 


SALESMANAGER: “By little indications — you notice, for instance, he’s wearing shoes 
with lacing hooks.” 


If your customers are busy men, they will appreciate 
your showing them shoes with lacing hooks FIRST 


v 


ef When you order, specify visible $O 
if eyelets and lacing hooks 





TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 





When writing to advertisers please mention Boot anv Snot Recorver 





May 30, 1925 BOOT AND SHOE RECORDER 


‘fwrineGrip 


GOLF SOLES 


PAT. APPLIED FOR 


With Interchangeable Steel 
Spikes and Rubber Studs 


Live shoe dealers will recognize at once the un- 
usual selling features of “TWIN-GRIP” golf 
soles. It takes less than five minutes to change 
from spikes to studs or vice versa, whenever or 
wherever the wearer wishes. 














Every golfer who sees this sole wants it—every 
pair you sell brings additional customers. Plugs 
or spikes can be easily replaced with additional 
profit to you. 

Key for changing plugs or spikes sup- 

plied with each pair of soles. Extra 

plugs or spikes in quantity as desired. 


Make your store the first in the minds of YOUR golf- 
ing public by showing them shoes equipped with ‘‘TWI N- 


a GRIP” golf shoes. 
We will be glad to give you further information on request—also to 


4 arrange with manufacturers a license to make their own soles un- 
der “TWI N-GRIP” patents. 


TWIN-GRIP SOLE COMPANY 


300 “A’? STREET - - BOSTON, MASS. 








One of the new French, Shriner & 
Urner models equipped with “TWIN- 
GRIP” soles. 




















LEATHER 
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Is Business Good? 


Our factories are working to 

"EL the limit of their capacity, 

eens striving to satisfy the demand 

for the Groco and Twilight 

Soft sole and leather sole felt lines of Felt, Satin and 
slippers of every description. Leather footwear. 


The entire personnel of this Attractive styles in leather 
organization are so strongly and satin, one-straps and 
behind our product that boudoirs. 

dealers are assured of snappy 

styles of the highest quality. ° 

There is a distributor in your yW | LI GH 
territory who stocks these ba ae T 
popular brands. May we send 


you his name? COMFORTS 


REG. U.S. PAT OFF 


C. A. Grosvenor Shoe Co. 


FACTORIES 
WORCESTER and OXFORD, MASS. 


Boston Office, 139 LINCOLN ST. 





Murphy Moccasins 
Give Foot Comfort 


You know foot comfort is important to the 
man who must wear durable heavy-duty shoes. 
The wearers of Murphy Work shoes not only 
know it; they have it. 

Foot Comfort is constantly being discovered 
in the Murphy Line by men who have been seek- 
ing it for years. 


No. 500 Write for Catalogue 
Cordweer sole, full white welt aroind heel, Gadet J.D.MURPHY SHOE CO. 


last. Sizes 5 
cols, Cadet last. In stock snr. 94.08 NATICK, MASS. 


hem 7 Uskide woke, a $4.2 Terms 2/20 Net 30 Days F. O. B. Boston 





Know Them € » by This Mark 


—$$_—— 





A c 
SATICK MAS2 
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‘‘Know How’’ Is Back of 
These $5.00 Retailers* 


HAT great teacher, Experience, has 

shown us how to produce the exceptiona] 
values which are causing so much favorable 
comment. 


For. the combined experience of the 
principals of this firm covers fifty years— 
and is reflected in the mature /dea behind 
“the best $5.00 Retailers* the market affords.’ 


Made well, of worthy materials, according 
to these specifications——On pump lasts, 
assuring snug fit at heel.—Solid leather inner- 
soles.—Long counters.—French corded.—Full 
breasted and Cuban wood heels, with 
“ Uskide’’ toplifts. 








*Sold in cases of 36 pairs 
on a width 


MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 
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FOR YOUNG MEN 


We Never Show the Same Samples Twice 


The Looks that Get "Em —The Wear that Satisfies "Em 
The Price that Pleases "Em 
May We Have Our Salesman Call? Write Today 


CRAIG-REED & EMERSON, INC. 


MANUFACTURERS OF RAPID RETAILING GOODYEAR WELTS FOR YOUNG MEN 


BROCKTON, MASS. 


Boston Office, 10 High Street, Room 304 
New York Office, Marbridge Bldg., in charge of Lester B. Emerson 

























HIGH GRADE SILK RIBBONS — i bY 


Binding Ribbons 


Kos 


c=) 






FOR MANUFACTURERS AND RETAILERS 


Perfection Quality Ribbons Match All Shades 


LATEST WANTED PASTEL SHADES 


Tie Ribbons Bow Ribbons 
No. 3—5¢ in. No. 5—% in. No. 7—1}¢ in. No. 9114 in. 

















Widths 34 and 4 ligne 











Ivory Powder Blue Bois de Rose 
Gold Pea Green Ashes of Roses 
Silver Canary Yellow Sistene Blue 

Morette Geranium Red Meadow Green 























BOWS POPULAR THREE FOLD STYLE 
SATIN OR GROS GRAIN 
For Plain or Gore Pumps. Colors;—Satin, Black, White, Blonde— 


Gros Grain;-—Black, White, Tan Naco. 


PRICE—Satin or Gros Grain $6.00 Per Dozen 
[S* PROMPT DELIVERIES %{ 


W. K. CHANDLER, Inc. “ster’ BOSTON, MASS. 


Manufacturers and Dealers in Shoe Ribbons, Ornaments and Bows 
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A Safe and Snappy Line 
That Merchants Can Bank On 


Dealers who appreciate a line that combines stylish 
appearance with honest workmanship ean sell the 
Johnson line of women’s popular priced shoes with con- 
fidence and pride. 





No. 751—Patent gore step-in with front tive side ornament, 186° last, ‘mailitary 
ame y - ’ eo 
rubber top lift. ee a wood heel with rubber top lift. . 





No. 750—Patent four-strap cut-out, 135 N , ; , 

4 o. 711—White kid pump with patent 

last, 13/8 rubber heel. leather trim and pretty ornament, 135 
last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


“Made 9n the Pine ‘Iree State 
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The Wise Dealer 
Thinks of the Future 


And he judges rightly that the shoes 
most certain to help his business are 
those which have the strongest qual- 
ity foundation. 


WEBER SHOES to sell at $5. to 
$7.50 have an honest to goodness 


years. 


Weser Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsripce Bipc. 


| Mi 


value maintained for over thirty } Z 


a 

















MEN’S SLIPPERS 


In Men’s house slippers we manufacture 
a class of footwear unique in the industry, 
recognized all over the world as the high- 
est grade and of the greatest variety; 
made for gentlemen who appreciate a per- 
fect-fitting, splendid-looking slipper, and 
who enjoy their comfort while listening to 
the seductive voice of the radio, reading 
their favorite evening paper, or just rest- 
ing from a wearisome day spent in heavy 
street shoes. 


HAZEN B. GOODRICH & CO. 


Turns Exclusively 
HAVERHILL - - MASS. 


LARGEST MANUFACTURERS OF MEN’S FINE SLIPPERS IN THE WORLD 
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ET Steayon Snappy Gor; 33> 


is here to remind you that 


NEW STETSON SNAPPY LIES 


are to be added to 


DEPT. 5S oN JULY Ist 


BOSTON JHE STETSON SHOE COMPANY NEWYORK 














136 Boylston St 130 West 42nd St 














South Weymouth, Mass. 
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Answers the comfort appeal | 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
(OCKING SHANK 
TO INSOLE 

















“Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
ne 











0, 1925 





May 30, 1925 BOOT AND SHOE RECORDER 101 


Walk -Oler 


TRADE MARK REG. U.S.PAT. OFF 
i et i a eee 





iH 






a4 


te 


ee 
eT ee 


Man A a a 
a a a a 











= 
' Ma > 5 
—aane 


oi) i) a. 






One of Walk-Over’s 


Masterpieces of Comfort 


THE RELIEF is a style shoe built to 
give comfort to and hide enlarged joints or ) | 
slightly deformed feet. ( 

Hundreds of thousands of this model have 
been sold since its inception a few years ago. j 

{ 


The Wide-Toe Relief 





SZ 
















This wide-toe model gives additional width 
and keeps up with the style trend of today. 
STOCK NO. 10653 y) 


This model is stocked in 
other patterns and leathers. 















’ GEO, E.KEITH COMPAN Y | 
‘Mahers of Waux-Over Shoes for Iplen and Women 


CAMPELLO-BROCKTON, MASS. ST. LQUIS, MO. 


TIPTERESAGUR Fitters, 


WHiiuuueet om * 
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Two Most Popular Shades 
of TODAY 


TONY 


Reg. U. 3. Pat. Of. 














Reg. U. S. Pat. Of. 


TAN 


CREESE & COOK COMPANY 


SALESROOMS TANNERIES 
95 SOUTH ST., BOSTON TONY AUBURN DANVERSPORT, MASS. 


P. A. HENRY & CO bersee es ge 
A. & CO. 
106 Broadway, Cincinnati. O. TONY TAN 


62 Mason St., Milwaukee, Wis. TONY BROWN SILVEY & CHRISTMAN 


82 GOLD STREET 
Leather Trades Bldg., TONY RED NEW YORK CITY 
St. Louis, Mo. 


TONY BLACK 
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C.H.ALDEN CQ 
HE ALDEN PLAN is a success because, 


- by permitting better value at no sacrifice 


of profit, it is distinctly in the interest of 
ALDEN customers. 








Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. | 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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eX THIS NAME 


IN MIND! 


It Stands for First Quality SHOE 
ORNAMENTS and is the Buy- 


er’s Guide to Utmost Value. 


¢@ 





10,000 SQUARE FEET OF FLOOR SPACE 


Whether they be beaded or metal the new 
“Dalco” numbers will prove your best sellers. 


Our special six-pair assortment of beaded and metal buckles, all 
equipped with “Dalco” buckle attachment for only 


Six Pair $3.50 Six Pair 


> 





“DALCO” PUMP HOLDS ARE EASILY 
THE SEASON’S BEST NOVELTY 


Pattern No. 4589 
ONE DOZEN ASSORTED “DALCO” PUMP HOLDS at $7.50 
Variety of colors and patterns 
TWO DOZEN “DALCO” SILK RIBBON BOWS at $5.00 
Elastic loop on back of bows. Variety of styles and colors 


They sure do hold on the pumps and make satisfied 
customers. Order our special assortment of one dozen 
pairs for $7.50. 


DALRYMPLE-DUDLEY CO. 


Ornament Manufacturers for Fifty Years 


HAVERHILL, MASS. 














In Stock—Immediate Shipments 


The “Fifi” Sandal 


Stock 955. All Patent Leather Fifi Sandal 
90 it—medium toe—Open cut-outs 
9/8 Military celluloid Heel 
Widths—B and C 
Price $3.10 
Stock 956. All Russian Calf Fifi Sandal 
90 Last—Open cut-outs—9/8 Military 
covered Heel. Widths—B and C 
Price $3.10 
Stock 957. All Patent Leather Fifi Sandal 
63 Last—medium round toe—Open cut-outs 
12/8 Cuban celluloid Heel 
Widths—B and C 
Price $3.10 


Terms 2/10, net 30 days 
ELLIS-EDDY COMPANY 


Lewiston, Maine 


Crepe effect Sole Tennis 


Firestone-Apsley Tennis Shoes 
IN STOCK for Immediate Delivery 
Laced-to-Toe 
(Crepe effect —_, Outing “Peggy” Pump 


Men’s, 6 to 10 . , 
Boys’, 2% to 6. 84e | Women’s, 2% to 8 
Youths’, 11 to 2 78¢ | Misses’, 
= ns 8 i 74c | Childs’, 4 to 10% 
xtra Heavy Brown or 
White Duck Brown Duck Only 


Samples—if You Want Them 
J. A. KEMLER 
207 ESSEXIST. - - BOSTON, MASS. 


Get in“touch with me for special underpriced jobs 
always on hand 
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Headquarters for Men’s Quality Slippers --- 


“A bit early for men’s slippers”—perhaps—but not too early for the man who wishes to aug- 
ment his Summer Sales—as well as to increase his Fall Business. Many of our customers have 


already demonstrated this fact. 
If we do not have a representative in your territory let us send you our new slipper catalog 


listing a complete line of better grade House slippers for Men and Boys—with a price range 
of two to four dollars. We feel sure that your better-grade slipper requirements can be taken 


care of by Evans’ Standard Line. 
Complete line on display at Booth No. 302, Boston Shoe and Leather Fair, July 7-9. 








No. 302—Brown Cab Opera, Quilted Sock, Rub- No. 304—Brown Vici Opera, Kid Quarter and 
$2.00 E .... $3.35 


ber Heel. Sizes 6 to 12, E Sole. Sizes 6 to 12, 


No. 390—Tan Kid Everett, Full Kid Lined. No. 457—Tan Kid Columbia Flexible Juniper 
Sizes 6 to 12, C-D- $2.65 Sole. Sizes 6 to 12, D-E $3.25 


LB. EVANS’ SON COMPANY 
“The House of Sandals” 
WAKEFIELD - - ~ - MASS. 
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THE IDEAL LEATHER FOR CHILDREN’S SHOES 


SPORT 


WILO 


REG. U.S.A. 


We have never seen a pair of 
SPORT WILO uppers broken 
through in wearing by any child. 


Biren means to you that wherever you sell children’s 
shoes made of SPORT WILO you will know ‘that 


the uppers will wear until they are outgrown. 


Our COFFEE 
Light SMOKE 
and Dark SMOKE 


Continue to be the BIG SELLING 
STANDARD COLORS 


For unusual shoes, order any of the 


Be Sure You Get “ 
What You Order following shades. 
aw ua peelly Red Light Smoke Cocoa 


White Log Cabin Pearl 

Blue Beige Tangerine 

Green Silver Gray Black 

Chocolate Dark Gray Olive 
Dark Smoke — 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of VAS { & Oo Leathers 
| 


Re. 0.8 A 
1@ Gpruce Strect, New York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
231 West Lake Street, Chicago, Il. . 
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HANNAHSONS 
STYLE SELLERS 


IN STOCK 


Immediate Shipment 


Rev O ONE ever took a “flyer” in Han- 
TEN Shi nahsons’ Footwear, for the reason 
: that Hannahsons’ Styles are seldom 

a gamble. 

As a merchant, you are aware that we have 
built reputation and volume on certainties, not 
guesses—on sure-shot sellers at a price which 
sets the pace for volume turnover. 

Here is the “Estelle” illustrated above—a 
carefully tested Hannahsons’ number. We put 
our reputation behind it as a quick money- 
maker—a beautiful model which will come 
clean—and go clean. 


No. 947—All Cedar Cliff Black Satin, Gold 
Stitching, Pongee Sheep Lined, Ornament over 
Button, 12/8 Cuban Heel. B and C. Code 
“Custel.” 

$3.35 


No. 948—All Cedar Cliff Black Satin, Gold 
Stitching, Pongee Sheep Lined, Ornament over 
Button, 9/8 Flat Heel. B and C. Code “‘Lostel.” 


$3.35 


No. 347—All Patent, Gold Stitching, Pongee 
Sheep Lined, Ornament over Button, 12/8 Cu- 
ban Heel. B and C. Code “‘Cuespa.” 


$3.50 


No. 447—All Blonde Kid, Blonde Stitching, 
Pongee Sheep Lined, Ornament over Button, 
12/8 Cuban Heel. B and C. Code “‘Cuesblo.” 


$3.85 
No. 547—All Levor’s White Cab, White Stitch- 


ing, White Sheep Lined, Ornament over But- 
ton, 12/8 Cuban Heel. B and C. Code “‘Cuescab.”’ 


$3.75 





HANNAHSONS SHOE CO. 


HAVERHILL, 


MASS. 
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< 3 DON'T MISS THIS! — 
cf ' A NEW WOMEN’S SPORT 
SHOE FOR FALL 


S & R Quality, Solid Leather Construction. Three Weeks Delivery. 


We are rapidly coming to the front as producers of 

women’s welts. Our ladies’ shoes like our men’s welts 

are solid leather construction throughout, with calf — 

lined quarters and tongues. Unexcelled style, comfort 

and fitting qualities are our long suit. Here we show a 

woman's sport shoe on our “Playgirl” last. It is a two- 

tone brogue oxford with Scotch Grain vamp and top 4 

and a medium brown calf tip and trim. A splendid style. 

Very impressive in color and pattern. Leather sole. 

Flange heel. Price $4.50. Three weeks delivery should sla 4 50 

be considered in placing orders. Buy while this matter or . 

is before you. For Full Description Read 
REMEMBER—“IF IT’S RIGHT, WE HAVE IT” Entire Ad Carefully 


SCHWARZ-RUGGLES, INC., FACTORY, - - BROCKTON, MASS. 
NEW YORK OFFICE: 907 MARBRIDGE BLDG. 
Manufacturers of Men’s and Women’s Rapid Retailing Goodyear Welts 





° ) APPROVED BY 
Fine Calf Leathers MEDICAL MEN 


As « sturdy support for the ankles of 
growing children and as a fully 


Manufacturers of 


Velvetta Calf— Well known surgeons recommend 
“ Make your stock of 


= children’s shoes com- 
Tuscan Calf VENTHATIONS Diets by sending your 








PATENTED 
. today. 
Russia Calf— Pi Phone Brockton 2188 
q : BURKLEY 
Strictly Fine Full-grain Calf Leather SHOR CO. 


HUNT-RANKIN LEATHER CO. 1156 No. Main Street 
106 Beach St., Boston, Mass., U.S. A. Brockton, Mass. 


. 
- 




















GROPING IN THE DARK 


Are you getting your share? My bee Time was when the purchase of advertising space was 
dolrs are made to make. friends for a “blind groping in the dark.’’ Advertisers had no means 
your store. Every customer of checking a publisher’s statement of circulation and 
gets his money’s worth, and often these figures were unreliable. 
then some. For years I have In six years the Audit Bureau of Circulations has 
specialized on boudoirs and solved this perplexing problem. By a systematic analysis 
take pride in having the of distribution and methods this organization is able to 
IN = ee be made rey supply just the data an advertiser needs. The darkness 
a is dispelled and the bright light of verified facts takes its 


STOCK _ ation, place. Space buyers no longer find it necessary to grope 
86 Pair Cases At once deliveries. in the dark. . 
There are no dark spots in the Boot and Shoe Recorder 


If your jobber cannot supply you, write us circulation. Our records are audited by the Audit Bureau 


A. W. GREELEY of Circulations. 
12 Duncan St. - - - Haverhill, Mass. 35 
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BA Boudoir Business Is KX 
Good Business 
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Fashion Wears Out More Shoes 
Than Women Do 


Butterfly Footwear Leavitt Fashioned remains long in style, 
because it is so carefully conceived. 


Our Paris style service keeps us informed as to trend. We have 
our designers and make our own patterns. Our styles are, there- 
fore, distinct and different. 
We have increased our sales force so that we may better serve 
our customers. 


The Following Salesmen Carry Butterfly Footwear Exclusively 


Charles H. Phillips, with headquarters at 
Macon Georgia, will cover the Southern 


territory. 


Gene Ricker, with headquarters at Boston, 
will cover the East with the exception of 
New York City and Jersey City. 


James J. Bester, with headquarters in New 
York City will cover New York City and 
Jersey City. 


Sam D. McNaghten, with headquarters in 
Los Angeles, will cover the Pacific Coast 
from Kansas City West. 


Dave W. Saifer, with headquarters in Chi- 
cago, will cover the Central states. 


GEO. B. LEAVITT CO. 
FARMINGTON,N.H. 


Women’s Shoemakers Exclusively 
for 35 Years 


Boston Orrices 


163 Essex Street 
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New England Produces 


Nei} HOE manufacturing as an industry originated in New England, and 


te earn age 
Ke" notwithstanding its growth in other sections, New England, with seven 


DP) per cent of the population of the United States, makes at present over 
Ry Aga 35 per cent of the shoes produced. 

Different localities within New England specialize in different 
grades and kinds of shoes. Practically everything in footwear, except babies’ shoes, 
had its origin here, and is still produced here in styles and values unexcelled in the 
newer manufacturing centers. Production in the different states for the year 1923 is 
shown on this chart. 





U.S. PRODUCTION OF BOOTS & SHOES 
1923 © 
OF PAIRS 















































WE find that certain manufacturers in Ne® England, representing different 
grades of shoes and in different localities, have a thoroughly established, 
successful business. We find that these houses have developed sales policies adapted 
specifically to the special types of shoes manufactured by them, and that they have 
organized efficient manufacturing systems. In concerns approaching this ideal, pro- 
duction is controlled, losses on material are reduced to a minimum, plans of operation 
are perfected to avoid the idle time of operatives and «machines, contact between 
employees and management is such as to secure well-balanced piece prices. In such 
factories an intelligent effort toward standardization of styles is made, not with the 
purpose of eliminating the style factor, but rather to utilize it in a common-sense 
manner, reducing the number of styles to a reasonable maximum, and reducing as 
far as possible, the varieties of material handled in the factory. 


Industrial Survey made by the Boston Chamber of Commerce 


J. Franxuin McE twain, Chairman, J. F. McElwain Co., 
Nashua, N. H. 

Tuomas F, Anperson, New England Shoe & Leather Associa- 
tion, Boston, Mass. 

ALBERT N. Bake, Watson Shoe Co., Lynn, Mass. 

Frank R. Briccs, Thomas G. Plant Co., Boston, Mass. 

C. H. Jones, Commonwealth Shoe & Leather Co., Whitman, 
Mass. 

Herman E. Lewts, Haverhill, Mass. 

Frep B. Rice, Rice & Hutchins, Inc., Boston, Mass. 

A. J. Sweet, Lunn & Sweet Shoe Co., Auburn, Maine. 

Hovey E. Stayton, F. M. Hoyt Shoe Co., Manchester, N. H. 

E. F. Assott, Cushman-Hollis Co., Auburn, Me. 

Eimer J. Buss, Regal Shoe Co., Whitman, Mass. 











1925 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





Keep “Em Coming—and You Can 


Keep “Em Buying 


By A. V. FINGULIN 


Assistant Secretary-Director, Natianal Leather and Shoe Finders’ Association 


“ EEP the change” is, in- 
deed, a mighty good slogan. 


However, a certain 
shoe merchant over in a Mid- 
dle West city believes in go- 
ing just a bit further than 
that, and couples with the 
slogan the old saying: “A 
bird in the hand is worth 
two in the bush.” In other 
words, he believes in hang- 
ing onto the dime or quarter 
while he’s got it. 

He is everlastingly on the 
lookout for ways of adding 
just a little bit more to what 
the customer originally 
came into the store to pur- 
chase. And he finds there is 
a lot of profit in keeping 
a weather eye on the 
“change.” How he does hate 
to hand it to the customer! 
But, let’s see, does he hand 
it over? Not if he can help 
it. 

Suppose a customer buys 
a pair of shoes at nine-fifty. 
The chances are he will 
hand the clerk a ten-dollar 
bill. Orders to the cashier 
are: never send back the 
change in an even half-dol- 
lar. Split it up into a quar- 
ter, nickles and dimes—just 
like the waiter brings you 
your change when you pay 
the bill for the lunch, and 
he makes it “easy” for you 
to pay the tip. The barber 
“has the same idea.” 

But does the shoe sales- 
man turn the change over to 


and Editor of Shoe Repair Service 


the customer just as it is? No sir, 
again. If Mr. Customer has pur- 











Recorder Merchandising 
Calendar for June 


June 1 to 6—How does your stock size up? 
Go over the lines carefully and lay your 
plans now, enlisting the co-operation of 
the salesforce, to trim the stock down 
systematically, so that July 1 will find 
you with the slow sellers cleared out 
and very few odds and ends in the shelves. 
If there’s any accumulation of end sizes, 
make a drive on them now. 

June 8 to 13—Feature Vacation Needs in 
your windows and ads. Colleges close 
this week. The army of students, added 
to the usual industrial vacationers, 
makes this the logical time for a Sport 
Shoe Week featuring everything in the 
line of recreational footwear. Hosiery, 
too, of course. And don’t forget shoe 
ornaments. 

June 15 to 20—The children also want new 
shoes when school vacation starts. In fact, 
they want them for the closing exercises 
—especially those who are about to 
graduate. 

Time now to haul out the bathing 
slippers. Drug stores find these good 
“feeders” and profitable items in them- 
selves. Why shouldn’t you? 

June 22 to 31—White shoes are worthy of 
special attention. Give them either a 
whole window or a group display in a 
large window. 

The Glorious Fourth is just around 
the corner. Your windows and ads 
should be properly dressed up. 








chased a pair of brown low shoes 
the salesman reaches over to a 


handy box of shoe laces and 
approaches the customer, 
sort of holding back the 
hand containing the change. 
But he extends the hand 
holding a pair of 24-inch or 
27-inch brown laces. “A 
mighty good idea,” he would 
say to his customer, “to have 
an extra pair of them handy 
in case of emergency.” 

But he’s still hanging onto 
the change. Get that point. 
That’s the psychology of the 
thing, if you want to call it 
such. 

And, because the custom- 
er hasn’t at that particu- 
lar moment the “feel of the 
money,” it is much easier 
for him to say “Why yes, I 
guess you’re right,” espe- 
cially if the salesman is just 
careful enough to let him 
know he has the exact change 
handy, and there is no more 
waiting. 

In short, the salesman 
catches his customer “on 
the run,” so to speak. But 
just let that customer first 
pocket the change, and for 
the salesman to sell him that 
extra pair of laces would 
mean “starting from the be- 
ginning again.” It’s a little 
thing, but if repeated often 
enough it can mean big 
profits and a goodly part of 
the rent paid. 

(Continued on page 127) 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 
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dering an all-inclusive juve- 

nile shoe service, a department 
in which the volume of business is 
very large and an unusual number 
of styles are kept sized up, there 
is no place for guesswork in buying 
and no room for waste motion in 
selling. 

The Davis Drygoods Co., Chi- 
cago, successor to Rothschild & 
Co., recognized the following as 
primary elemerts of the successful 
operation of such a department: 

For safe buying—A complete and 
concise stock and sales record of 
each shoe by day and month. 

For quick and efficient service— 
A simple, quickly explainable ar- 
rangement of floor stock enabling 
new clerks and extras to find imme- 
diately the styles and sizes desired. 
In conjunction with this a seating 
arrangement designed to save steps 
and time and to conserve floor 
space. 

For customer follow-up—A mail- 
ing list of customers, recording 
styles and sizes bought and dates 
of sale. 

So much for a brief analysis of 
the want. But how was it to be 
met without cluttering the place up 
with systems? That, as Abe Pot- 


ik a big, busy department ren- 


Working to a System in the Children’s Shoe 
Department at Davis Store, Chicago 


ash would say, was “something else 
again, Mawruss.” Leo D. Lefly, 
shoe buyer, and Miss Marie Cos- 
tello, his assistant in charge of 
the children’s department, applied 
themselves to the problem and en- 
listed the aid of an expert whose 
services were offered by the makers 
of Dr. Posner’s Scientific Shoes, 
which are featured at this store. 
Together they evolved a new floor 
plan, a record system and a mer- 
chandising plan which in a short 
time have materially increased the 
selling efficiency and sales volume 
of the department. 

The stock and sales record sys- 
tem is graphic, complete and easy 
to keep up. There is one stock and 
sales record sheet for each style. 
This sheet shows the orders, deliv- 
eries and sales of each size by day, 
month and year. With this data so 
graphically compiled, the buyer can 
see at a glance which shoes it is 
safe to “play” heavily and which it 
is wise to clear quickly. He keeps 
his stock of quick sellers well sized 
up and minimizes the accumulation 
of short ends at the close of the sea- 
son. A single binder suffices for this 
record of the entire stock of the 
department. 

The stock boxes, which are of 
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Central entrance to the 
Children’s Shoe Depart- 
ment from the main aisle 
of the Davis Drygoods 
Company’s Juvenile Floor, 
Chicago, Ill 


uniform color and design, are 
equipped with metal slides, into 
which is inserted a card giving the 
style number, size, width and retail 
price. This, by the way, is all pre- 
pared at the Posner factory. At the 
end of each day, the data in the 
stock and sales record book is 
brought up to the minute by post- 
ing from these cards, the duplicate 
orders and vouchers of the receiv- 
ing department. 
Sends Birthday Cards 

These cards are then used to com- 
plete a consumer mail follow-up 
card, upon which is transferred the 
name and address of the child, 
which the clerk has entered upon 
the card at the time of the sale. In 
addition, the birthday of the pur- 
chaser is indicated on the mail fol- 
low-up card. The follow-up on these 
mail cards consists of a personal 
letter at the end of a stated period 
from the head of the department in 
cases where the purchase was never 
duplicated; also, a follow-up at the 
time of the child’s birthday with a 
card of greeting and a quarter- 
annual announcement of general 
interest to the whole mailing list 
and any other opportunity for call- 
ing attention to the purchasers that 

(Continued on page 117) 















































x 
S 
vo 
S 
me 
SS 
& 


14 BOOT AND SHOE RECORDER 


~ 


, 


Me enn 


: 
: 
: 
g 
5 
= 
= 
: 
: 
: 
= 
E 
2 
: 
5 
a 
2 
: 


Your 
equipment 
needs— 

What are they? 


Do you wish informa- 
tion bearing on them? 


| (ddttsanuenttlliliil Hh 


The coupon below is for your convenience 
in sending for manufacturers’ catalogs and 
literature on the items that you check. 


Apart from this, if you have some ques- 
tions to ask or want some suggestions on 
matters of equipment, feel free to write 
the Western Service Department of the 
Boot and Shoe Recorder. 

This individualized service is gratis to all 
Recorder subscribers. 
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Are You Interested in 
Window and Interior LIGHTING? 
Write for Interesting Booklets—FREE 














Mail This Coupon for Manufacturers’ Catalogs and Literature 


0 Window Lighting Decorations 

O Interior Lighting O Floral Decorations 

0 Color Reflectors 0 Special Backgrounds Remar ks 

© The Hosiery Survey OR 

© Booklets on Leather D Pillows 

Pt mer Ane 7 0 Valances 
tockRecord Forms D i h 

0 Sales Record Forms ee 


Store ipment 
0 Store Front Construction Office Equipment 
0 Show Cases oO Bookkeeping Systems 
0 Shelving 0 Check Protector 

0 Ladders © Sales Check Books 

© Seating 

o She = pa 

0 Cash Registers 

0 Cash Carriers 

O AutographicSalesRegisters 

0 Foot Measuring Devices 


Window Equi 


0D Permanent - aN 
0 Shoe Display Fixtures, 


Wood 
Oo oe — Fixtures, © Hosiery (kind) 
~ oO hath Cappers, metal 
oO Shoe Display Fixtures, 0 Arch Supports, non metal 3 
Metal ~ so 


0 Shoe Trees 
0 Hosiery Display Fixtures 
0 For Men . 
0 Advertising Novelties ° ~~ Women er 2/28/25 
or Children 
0 For Men Address Shoe Store Service Department, Boot 


O Souvenirs {3 a —— and Shoe Recorder, 189 W. Madison St., Chicago 
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From Boston, Mass. to Portland, Ore., from the Great Lakes to the Gulf, you 
will find many satisfied owners of Kawneer Store Fronts. 


They are realizing bigger profits, some in locations far off the main arteries of 


trafic. Kawneer Store Fronts have enabled these merchants to inject a stronger 
purchase urge into their merchandise. 

Typical of the reports from this great Kawneer “family” is the following 
from Talbot Co., Boston, Mass.: 


“We have merchants come in from Chicago on purpose to look at this 
front, and if any merchants are contemplating a new store front, we 
would strongly advise the Kawneer Front, as we consider it the 
greatest paying investment, and do not regard it as an expense. a 
Kawneer Company, 


It has been such a strong pulling medium in sales that we 
" ” 2413 Front St., 
more than paid for the new front the first year. Niles, Michigan. 


Please send me without obligation 


Let us tell you more, without obligation on your “Design Book” of Kawneer Solid Copper 
part, of what it will mean to have a Kawneer renee 


Front in your store. 








260,000 7 
Merchants are using z 
Kawneer 





SOLID COPPER 


STORE FRONTS 


“Because — 


They increase sales through improved appearance of 











the store; 


Of the maximum glass area they afford, thus_facili- 


tating ease of display of merchandise; 
They are made of solid copper; 


They are designed with consideration for appear- 
ance, spring-like glass grip, permanency, strength, 
ventilation and ease of installation— all essential 


in a modern store front; 


mw. \ 
\ \V) 


They enable owners to offset the argument of “choice 
locations” and high rentals; iS 








They pay for themselves through increased profits. AS > - fi 


Install . 


KAWNEER ..,,., STORE FRON 
© and increase your PROFITS 


5 GS 
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“Shoes” 
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(Continued from page 114) 
may present itself during the 
course of the year. 

Arrangement of Floor Stock 

As the line is rather varied and 
quite lengthy, it has proved diffi- 
cult for the shoe salesman to thor- 
oughly acquaint himself with the 
stock. In order to minimize delay 
in securing the shoes he wants to 
show his customer, the new stock 
lay-out is patterned along the nat- 
ural lines of division, simplifying 
the problem to a great extent for 
the salesman, making it possible 
for him to get any style he wants 
with the least possible delay, and 
thus render better service to the 
customer. The stock is divided into 
nine groups, each group containing 
high and low shoes as follows: 

Group 1—Cacks or no heels, sizes 
2 to 5. 


This card is taken from a card 
on the stock box when a sale is 
made. It is the source of the 
daily sales data on the stock 
and sales record sheet. The 
customer’s name is also marked 
on it, and this is transferred to 
the follow-up card shown on 
the right. 


Group 2—Infants, sizes 4 to 8. 

Group 3—Children’s, sizes 84% to 
11. 

Group 4—Misses’, sizes 114% to 
2. 

Group 5—Diploma Girl, sizes 
2% to 7. 

Group 6—Baby Gents’, sizes 7 
to 11. 

Group 7 — Little Gents’ 
Youths’, sizes 10 to 2. 

Group 8—Boys, sizes 2% to 6. 

Group 9—Specialties, including 
ankle brace shoes, fat ankle shoes, 


and 


Name 


Street and No. 


City and State 


DATE OF 
PURCHASE 


STYLE NO. 





—-_——+ ——$_—<—_—_}__ ———————————E 


| 


Se. 


This sheet gives a graphic 
history of a shoe style—the 
pairs and sizes ordered, re- 
ceived and sold by the day, 
month and year. 


and orthopedic shoes with ana- 
tomic heel. 

The stock is put into shelves ac- 
cording to these groups and a defi- 
nite space assigned to each group. 
A representative of each style in 
each group is visible to the clerk 
at all times by means of a clamping 
device which is placed upon the 
front of the box and at the same 
time there is in the center of the 
clamp an arrangement whereby a 
shoe is held under the shank; for 
example: If group 5, low, diploma 

(Continued on page 127) 


Boy or Girl — 
Age 


| i 


This follow-up card is an important factor in the merchandising 
plan. Davis customers are systematically followed-up by mail. 
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| The Shoe Store Beautiful | 


























Burney’s Shoe Store, 
Los Angeles. Calif 


AMERICAN INTERLOCKING 
SHOE STORE CHAIRS are in 
evidence in stores catering to ‘‘blue 
book” trade as well as to those serving 
the middle class and the laboring 
people. It is clear that they could 
not be so generally favored except 
through well known superiority in Beautiful 
design, finish, comfort and strength. 


The 
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ATuevicau Seating Company 


General Offices: CHICAGO, 1016 Lytton Bidg. 
NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 3 
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Figure 1—Example of a style of setting adaptable to almost 
any trim. It may be used for a display of shoes for the June 








Bride, and is equally suitable for a white shoe trim or shoes 
for occasion. A few appropriate accessories will help to 
bring out the “local color” of the tennis court, the golf links, 


UNE is the first summer 
J month and a great deal of 
business in summer lines of 
footwear is to be done in a short 
time, if at all. The unwise and un- 
fortunate custom of starting sum- 
mer clearance sales in July during 
the past generation has caused the 
public to look for cut prices early 
in that month. Even in the shoe 
store where this is not the cus- 
tom, the falling-off of business 
in July is noted. Hence, it is up to 
the shoe merchant to get the most 
business he can during June. 
Window displays of footwear 
have a great deal to do with get- 
ting business, even though the shoe 
merchant does not actually know 
that they have. Few shoe merchants 
have ever made a test of the value 
of window displays, but those who 
have are strongly convinced that a 
large volume of their business is 
created through attractive trims. 


Start with the Bride 


The June bride needs a complete 
outfit, and while part of these out- 
fits have been purchased during the 
month of May, there is plenty of 
business to be done with the late 
June brides. Wedding window dis- 
plays should .feature attractively 
the June bride. If it is not possible 





the ballroom or other proper environment for the shoes. 


Make June Displays Get the Business 


By A. E. EDGAR 


to present a wax model of a June 
bride arrayed in her wedding fin- 
ery, the shoe merchant can very 
easily add her picture to the dis- 
play, and symbolize the June wed- 
ding by doing so. Then there are 
the wedding veil and the bride’s 
bouquet which can be utilized in 
giving atmosphere to the display 
of the bride’s footwear. 


Now the Graduate 


June graduates are another class 
who will create additional business 
for. the shoe merchant who is alive 
to her needs. In some localities the 
graduation exercises are of more 
importance than in others, but if 
there is a graduating class at all 
there is need for the proper foot- 
wear for the occasion. Pictures of 
graduates and the symbols of school 
life, school books, school pennants, 
diplomas, and similar accessories 
may be used in the decoration of a 
display of footwear that is suitable 
for the graduate. Displays of this 
character not only appeal to the 
graduates themselves, but to all 
their schoolmates and relatives, and 
to grads of other years as well. 


School Vacation 


The masses of schoolboys and 
girls will be starting on their long 


summer vacations. Many of these 
will go away for the summer. They 
will require suitable footwear for 
July and August. The wise shoe 
merchant will try to supply these 
before they go away, because if he 
does not, there is little chance to do 
so after they are gone. A School 
Vacation display and a School Va- 
cation Exposition of suitable foot- 
wear may be made the means of 
many profitable sales in these lines. 

The public responds to advertis- 
ing and window displays, and by 
means of the latter the shoe mer- 
chant can appeal to a very large 
proportion of the possible custom- 
ers of his community. 


Specialized Displays Draw Best 


Every little effort to reach speci- 
fied classes of buyers means more 
business. The general display of 
footwear does not appeal half so 
strongly as the specialized display: 

This month the Recorder pre- 
sents a number of window display 
settings suitable for use during 
June. The shoe merchant may 
adopt them as presented, or adapt 
them in any way he chooses. They 
are given more to suggest methods 
of securing better returns from 
window displays, than as models to 
be followed without variance. 
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Keeping Within the Fixture Budget 


| 





Regardless of how large or how small the 
store fixture budget may be, New Way Shoe 
store equipment can be planned to come within its 


requirements. 
In fact, with such a wide range of utility re- 


uirements offered by the New Way line—from the 
y a obtainable to the lowest in price that’s good, 





—Grand Rapids and New Way Quality can 
be had throughout the entire line, the price de- 
pending upon the degree of utility, appearance 
and service required. 

An investigation of what the New Way system 
has accomplished for others and its possible appli- 
cation to your business costs nothing. 


Information, together with illustrations and prices, furnished upon request. 


GRAND RAPIDS SHOW 


CASE COMPANY 


World’s Largest Designers and Manufacturers of Quality Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. - 
BRANCH OFFICES IN MOST PRINCIPAL CITIES 


PORTLAND, ORE, : 


NEW YORK, N. Y. 
CONSULT TELEPHONE DIRECTORY 
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Figure 2—Any man with a saw can cut out the wall board 
panels for this easily-prepared setting, as there are no diffi- 
cultly-curved lines 


The setting: illustrated in Fig. 1 
is suitable for any style éxhibit. It 
may be used as the setting of a 
June Bride display of shoes and 
hosiery by the addition of a bridal 
veil and wedding flowers. It may be 
used as it is for a setting for white 
footwear. 

The back of the window is com- 
pletely hidden by wall board panels 
which form a temporary back- 
ground. In front of the center panel 
is placed a fancy placque or panel. 
This may be purchased in any de- 
sired color scheme from firms who 
make a specialty of supplying win- 
dow decorations. If it does not seem 
practical to purchase one of these 
fancy panels the shoe merchant may 
be able to make one that will an- 
swer his purpose. It is not neces- 
sary that the fancy cut-out top 
form be followed. Plainer effects 
that the shoe merchant can make 
himself may be used. For instance, 
here is an idea that may be fol- 
lowed with good results. A frame 
can be cut out of wall board with 
one side wider than the other, very 
much as shown. This may then be 
painted any color desired, or it may 
be covered with silk, velvet, felt, 
fancy paper, crepe paper, etc. A 
disk can then be made of the same 
material to fit back of the frame 
and finished in a similar manner. 
The pedestal and flower bowl may 
be omitted if desired. If the pedes- 
tal and flowers are omitted the 
center of the panel may have a few 
sprays of artificial flowers attached 
to it in any pleasing manner of 
arrangement. 





The side panels of this back- 
ground are shown with drapes 
hung in heavy folds. If these are 
not available at the store it may be 
possible to procure from the home 
a couple of archway curtains for use 
in this manner. The color scheme 
should be kept in harmony with 
each piece used in the setting, and 
with the footwear to be displayed. 

A simpler setting is illustrated 
in Figure 2, but one that with a 
properly-selected color scheme will 






































Figure 8—If you have not al- 
ready prepared a June Bride 
setting, here is one that can 
be turned out very quickly. 
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prove very attractive. This setting 
is made of wall board panels. These 
panels are made of wall board 
mounted on strong wooden frames 
to keep them from bending under 
their own weight. The narrow 
panels or pilasters may be made of 
wood if desired and the material is 
handy, but wall board is a much 
cheaper material for the purpose. 
The principal decoration of this 
setting is the disc or placque, which 
is mounted on the center panel 
against lattice strips, made of 
wood. These are usually painted in 
a darker color than the rest of the 
background. The fancy panel de- 
scribed and illustrated in Figure 1 
may be used for this purpose, or 
the simpler form shown may be 
employed. A plain circular disc may 
be used if a few artificial sprays 
are trailed over the lattice and al- 
lowed to droop partly over the disc. 


A Panel for the Graduate 


In the April 25 issue we sug- 
gested a June Bride display, with 
the chief point of interest concen- 
trated in a picture of the June 
Bride. In Figure 3 this idea is re- 
peated with the representation of a 
June Graduate. The symbolism of 
the setting is enhanced by the addi- 
tion of pennants (those of local 
schools being suggested as most 
appropriate), together with a huge 
representation of a rolled diploma. 
An attractive window card is also 
illustrated for use in this window. 
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Figure 4—Small background 
setting for a sport shoe win- 
dow. The central idea is the 
use of a poster depicting a 
summer vacation scheme. 
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To Sell More 
Shoes 


AND SHOES MORE OFTEN 
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Keen, clean and attractive show 
cards put the selling “kick” in your 
windows. 


They attract the attention and get 
the interest of the passer-by. They 
carry your message when and 
where it has the greatest effect. 


The much sought after “unit ef- 
fect” of your shoe displays is easier 
made possible by the use of well 
balanced display cards. 


The silent voices of the show cards 
call attention to the newness of 
your styles and the quality of both 
shoes and store. 








lettering price tickets. 


Every month: Sixteen hand designed card in- 

serts to slip into the mat board frames and easels 

with a generous supply of price tickets to match 

the cards with complete instructions as to the best 

as to get the most benefit from the service-selling 
ps, etc. , 


The Recorder Show Card Service 
Room 607, 189 West Madison Street 


CHICAGO 


The Recorder Show Cards 


SILENT SALESMEN IN YOUR WINDOWS 


HELP YOU SELL MORE SHOES 


What the Service Consists of 


With your order: Eight handsome display mat frames with your store name 
hand lettered. Four large 8” x 14” and four small 6” x 12”. You have a choice 
of two colors—blue or green. A generous assortment of blank price tickets to 
match the cards. Also special pen holder with pens and ink with instructions on 


$ 4° 


PER MONTH 








Make your windows pay for their 
way with the RECORDER SHOW 
CARD SERVICE. 


Designed by RECORDER experts, 
and copy planned and written by 
RECORDER merchandising men 
who know “what’s what” in the 
shoe world. 


Inexpensive, attractive and right 
up to the minute. Designed for the 
up-to-the-minute store. 


Several hundred good merchants 
now using the RECORDER SHOW 
CARD SERVICE will testify to the 


value of it. 
SEND THE COUPON. 





COUPON 


Recorder Show Card Service, 
Room 607, 189 West Madison St., 
Chicago, II. 


Please enter our order for the 
RECORDER SHOW CARD SERV- 
ICE for one year from this date. 
We agree to pay you $4.00 per 
month for this service. 

We carry Men's, Women's and 
Children’s Shoes and Hosiery. 

(Cross out lines not carried) 

We prefer the (Blue) (Green) Mat 
board frames. 

Letter our name on the mats as 
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“They Shall Not Pass”’ 


DAY or NIGHT 


Stop many estrians and motorists who 
now pass you by. Increase your sales by com- 
pelling their favorable attention far up and 
down the streets. Both night and day, a Flex- 
lume Electric Sign will fairly shout your serv- 
ice message and turn the tide of trade your way. 


Flexlume is as efficient by day as by night. 
It is decidedly not an ordinary sign, but the 
result of specializing in quality electrical ad- 
vertising since 1910. 

Flexlume’s power to increase business and 
profit has been proved by hundreds of shoe 
dealers. It will produce for you. Write now for 
photoprints of Flexlumes in use and informa- 
tion as to your own needs. 

We also build exposed lamp and 


other types of signs, for those 
who prefer or require them. 


FLEXLUME CORPORATION 
1220 Military Road, Buffalo, N. Y. 
Phone: ‘‘Flexlume”’ fa age yg ae a 


— incipal 5 
—— Oakland, Calif., and 
F Toronto, Can. 





What Shoe Buyers Want 
in Their Business Paper 





The Important News, When it is News. 
Reliable Information on Style Trend and Trade Conditions. 
Practical Ideas in Store Management. 
The Best Trade Opinion, Advice and Suggestions. 
. Continuous Directory of “Sources of Supply.” 





All These They Get Every Week in 
The Boot and Shoe Recorder. 
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Figure 5—Looking ahead toward the Fourth of July, it is 
well to prepare a good patriotic setting. It is surprisingly 
easy to fix up this one with wall board and crepe paper. 


See Figure 6, and the description 
in the last part of this article. 


Making Use of a Poster 


A sports and vacation setting is 
illustrated in Figure 4. A large 
poster of a seashore, or any other 
summer resort, or a poster depict- 
ing a sport event may be used by 
attaching it to a panel as shown in 
the illustration. Posters of this 
type may be purchased in any size 
desired. They may be painted lo- 
cally if an artist can be found equal 
to the task. 

If a large poster cannot be pro- 


Smart 
Footwear 


for 
Sar 
Graduates 








cured the shoe merchant may find 
many pictures of considerable size 
in some of the illustrated maga- 
zines that can be framed and made 
to serve his purpose, but in a differ- 
ent way. A smaller poster, or pic- 
ture, may be located on the panel in 
the same manner as the graduate 
picture in Figure 3. The main aim 
in using these decorations is to 
present the vacation idea and the 
resulting tie-up of the footwear 
displayed with vacations. 

It is permissible to show the im- 
plements of many sports, golf, ten- 
nis, baseball, football, etc., in any 


| fF | 


Summer 
Vacationing 


The new 


Smart Styles 


Just in 

















Figure 6—A setting for the 

graduate is not complete with- 

out a shoe card for the 
graduate. 


Figure 7—A_ style card that is 

easy to prepare. Straight type 

composition set off by a simple 
upright panel. 
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arrangement that will put the idea 
forth that the sports footwear dis- 
played is necessary to the proper 
enjoyment of the sport indulged in 
by the individual. 

In Figure 5 a suggestion is given 
that will prove attractive. The 
eagles may be painted on wall 
board and cut out, or paper-mache 
eagles may be used. Crepe paper 
makers have a number of painted 
patriotic designs for decorative 
purposes. 

Flag Day, June 14, is another 
occasion when it most appropri- 
ate to have a flag introduced inte 
the display. A very simple idea 
may be followed with a great deal 
of resulting interest. An American 
flag may be spread over a pedestal 
placed in the center of the display, 
with a card upon which the follow- 
ing words may be printed: “The 
Flag our Forefathers Adopted 
June 14, 1777, We Accept and Re- 
vere Today.” 


Making Show Cards Effective 


The window display is not com. 
plet: without its complement of 
show cards, giving information 
about the merchandise displayed, 
or advising its use. 

In Figure 6 an idea is presented 
for a Graduation Display show 
card. A roll of stiff white or cream 
paper should be tied with a dainty 
ribbon with long streamer ends. 
This should then be attached to the 
show card in the upper left-hand 
corner. 

A Summer Vacation show card 





White 
Shoes 
for 


Summer 
Wear 


er LooKs and 
Style ~~~ 











Figure 8—Another card idea. 
Notice how the copy is divided, 
the first part telling what kind 
of shoes, and the second part 
epitomizing their good qualities. 
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IGHT, strong, fire-resistant— 
quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 
Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense 
and no upkeep. The Allsteel mark on shelving 
is your guarantee of permanent satisfaction. 


Write for a copy of “‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant : Toronto, Ontario 











TAN STITCHDOWN 
PLUG OXFORDS 


Oc. -- *1.10 


Looks like leather, 
Tan Stitchdown 


aoe wears twice as 
on as the t 
Sandals—Halesole a tanned. : 
5 to 8 $0.85 Ds line of 
stitchdowns we know 
8% toll... 0.95 of that gives these 
ie a 1.05 real wear values. 


In view of the low price quoted for the quali- 
ties offered, only case lot (36 pair) orders will 
be accepted. 


Laing, Harrar é & Chamberlin 


RD STREET 
PHILADELPHIA, PENNA. 
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= Attach this Coupon to your firm letterhead == 
The General Fireproofing Co., Youngstown, Ohio 

Please send me without obligation a copy of your book, “Saving with 
Shelving.” Base. 
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WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 
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suitable for use in a display of 
vacation footwear is illustrated in 
Figure 7. This is of the all text 
order, no illustration being used. A 
panel border outlined in the center 
of the card and running through 
the text adds much to the beauty of 
this show card. 

A great many white shoe dis- 
plays will be shown during June 
and July. These displays should be 
made forceful by the use of show 
cards suggesting the advantages of 
wearing white. The show card.illus- 
trated in Figure 8 suggests white 
as the proper thing for summer, 
and comfort, looks and style. The 
illustration was clipped from a 
magazine advertisement and pasted 
on the card. 

Every effort to secure business 
through the medium of the window 
display during June will “carry 
on” during the entire summer 
months, in spite of the disrupting 
clearance sale reactions. Good dis- 
plays are remembered by the public. 





Keep "Em Coming— and 
YouCan Keep ’Em Buying 
(Continued from page 113) 

The white shoe season will soon 
be here. How can you sell white 
shoe cleaner? You, of course, are 
the logical man to sell the right 
cleaner for the right shoe (the left 
one, too, for that matter). Here is 
the way one shoe merchant did it 
last year. He advertised that with 
every purchase of white shoes of a 
certain price or over he would give 
a cleaning service. Each purchaser 
of such white shoes was given a 
card entitling him or her to bring 
those shoes to the store three times 
for cleaning, 

Now let’s see what happened. 
First of all, Mr. or Mrs. Customer 
bought the better grade of shoe in 
order to get that cleaning service. 

Second, the merchant had the 
chance of having that customer 
visit the store two and three times 
more often than otherwise. This 
meant that the retail shoe mer- 
chant had that many more oppor- 
‘ynities to appeal to the customer 
or catch the customer’s eye with at- 
tractive displays of merchandise. 

Third, each time the customer 
came in to have the white shoes 
cleaned the card was punched. 
When punch number three came 
along that was the signal for a sell- 
ing talk somewhat like this: 

“Madame, these shoes still have a 
lot of service left in them. Why not 
have handy some of this white shoe 
cleaner? (Shows package of clean- 
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er.) This is exactly what we have 
been using here on these shoes of 
yours, and the cleaner is so simple 
to use and so sure, that you, too, 
can get the same results very 
easily.” 

Because the customer does want 
to keep the shoes clean, and because 
he or she feels more or less obli- 
gated and grateful to the shoe mer- 
chant for the cleaning service, that 
white shoe cleaner will be bought 
at the shoe store instead of ‘at the 
“five-and-ten” or the drug store 
around the corner. 

As most of the progressive shoe 
stores maintain shoe shine stands 
for the convenience of their cus- 
tomers this white shoe cleaning 
service can be very nicely taken 
care of by the “shine” while he is 
“resting.” 

The logical place to sell shoe ac- 
cessories and shoe supplies is in 
the retail shoe store, and the logical 
time to sell the customers is while 
they are in the store. “Keep ’em 
coming” is the slogan of both the 
retail merchant who sold the extra 
shoe laces and the one who made 
his customers come to him for their 
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Working to a System in 
Children’s Department 


(Continued from page 117) 
girls, sizes 24% to 7, comprises eight 
styles of growing girls’ slippers 
and oxfords, a sample shoe of each 
of the eight styles would be visible 
in that section at all times. 

The seating plan is so arranged 
that customers may be conducted 
to seats near the particular row of 
shelving where the desired sizes 
are kept. At the main entrance to 
the department is a Merry-Go- 
Round Shoe Shop, flanked on two 
sides by rows of animal chairs sim- 
ilar to those on the merry-go-round. 
These seats being raised to a con- 
venient height, the clerks need not 
sit down to fit the shoes. Mr. Lefly 
says that besides having the aisle 
space that would otherwise be taken 
up with fitting stools, these attrac- 
tive seats keep the little folk from 
running around and facilitate 
quicker service. 

Mr. Lefly has informed the Re- 
corder that business has doubled 
in this department since the first 
of the year. 





white shoe cleaners. 





E. H. Sampson, manager and buyer of the shoe department of Harris- 

Emery Co., of Des Moines, Iowa, made a special bid for business during 

the period preceding “Mother's Day”, May 10. Mr. Sampson featured 

footwear for several days prior to May 10; he conducted clever newspaper 

advertising, and in his window showing women’s shoes, an attractive 

sign read “Mother Would Like a Pair of Shoes.” Mr. Sampson reported 
that the idea “went over big.” 
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Chicago Reports Step-In 
Pump the Best Seller 


CHICAGO — The week ending 
May 23 commenced well in the shoe 
stores here. The week preceding 
was one of the best since Easter, 
and these two encouraging inci- 
dents combine in putting an opti- 
mistic flavor to the general outlook. 

Tans continue to be in the popu- 
lar favor, and the varying shades of 
tan, from a nut brown down to the 
light fawn or champagne colors and 
the blond shades with their varia- 
tions are popular, more so now than 
a month ago. 

It seems an almost certain thing 
that patterns will hold steady with 
little variation around the pumps, 
straps and gore designs. Oxfords 
that were popular a year ago, the 
three- and four-eyelet type, have 
shown little, if any, sign of favor. 
Before a constantly changing treat- 
ment of the same designs in pumps 
and straps the step-in pump still 
continues to be by considerable the 
most popular seller in almost every 
leather. 

I. Miller’s store has a whole win- 
dow of the pastel-shaped doeskins 
in pale green, lemon, fawn, silver 
gray and shell pink, backed by some 
pale tinted chiffon hosiery that 
makes a very striking color spot. 
There is little in the way of pat- 
tern that individualizes these fab- 
rics since they are in the conven- 
tional pump and strap models, some 
with contrasting top facings 

I. Miller is also showing a very 
pretty sabot model in a step-in of 
light tan and quarter trimmed with 
brown and white batik or mottled 
leather that makes a very striking 
“bit” of feminine footwear. 

Another pretty model in the I. 
Miller display is a blond satin 
pump with a blond brocaded quar- 
ter fastened at the side with a long 
strap that buttons clear back on the 
quarter with an ornamented buckle 
placed midway between where the 
strap joins the throat of the shoe 
and the button at the ankle. 

Hanan and Sons have another at- 
tractive display of the pigoat mod- 
els in dark tans and light blond col- 
oring. This leather has been pat- 
terned into step-ins, gored effects, 
straps and oxfords and makes up 
into very attractive footwear. 


Tan Shades Good 


The grays and the blond shades 
bordering on the new India tan 





shades, both in whole leather and 
combinations, are apparently bid- 
ding strongly for the favor of the 
buyers. Black satins and patents 
still continue to be strongly sold 
and about the only variation in 
these models has come in the col- 
ored stitching across vamps and 
quarters. These have been very 
well received among the women 
buyers and have outsold the plainer 
models considerably. 


Men’s Buying Better 


The men’s business generally has 
improved. The demand for summer 


weight shoes has also shown a con- 
siderable increase and light tans 
are moving much better than they 
have at any time this year. Prob- 
ably sixty to sixty-five per cent of 
the men’s business now is being 
done in the lighter shades. 


The Wholesale Outlook 


The wholesale market is quiet. 
Future orders have been especially 
good at this season, but the imme- 
diate orders have been disappoint- 
ing to the manufacturers and 
wholesalers. Collections, on the 
whole, have been a little quieter 
this month than they were in April. 
The general feeling, however, is 
that there is a very sane and pleas- 
ing fall business to be expected and 
that merchants are in a better 
financial condition than a year ago. 





St. Louis Women Buying 
Patent and Satin Freely 


ST. LOUIS—Reports from many 
retail shoe merchants in the down- 
town shoe belt indicated that a 
lull is affecting the trade and the 
six days’ business ending May 23 
was not of the healthiest type. How- 
ever, the latter part of the week 
was active with warm weather 
stimulating the sale of white foot- 
wear. 

There were one or two exceptions 
in stores where increases were re- 
ported and business was pro- 
nounced as being better than fair. 
The month is holding well and the 
early gains are not likely to be cut 
down during the slight recession 
in the forward movement. 

Practically all merchants are of 
the belief that the biggest white 
season ever experienced is just 
ahead. 

Women are buying patent and 
black satin which as reported dur- 
ing the past three weeks leads all 
other materials in prestige. This 
statement applies as well during 
the past week and added to these 
style statistics can be mentioned 
blond kid which seems to be com- 
ing rapidly from the back stretch 
into a position where merchants 
are casting anxious eyes as it 
closes in on some of the preferred 
patterns and materials. 


Black Materials Strong 


Blond satins are selling well. 
However, in one store where five 
customers were being fitted, black 


shoes in every case were being sold. 

Crepe soles are receiving atten- 
tion in sports wear. Some late re- 
ports are to the effect that interest 
is being shown in black and white 
shoes, where the trimming in 
patent is slight. 


Drive for Canvas Footwear 
Sales 


A circular illustrating a large 
number of canvas shoes and some 
rubber footwear is being sent out 
by the C. E. Williams Shoe Com- 
pany to its mailing list of 20,000 
names. An order sheet and self- 
addressed envelope is inclosed with 
each circular. 


Kline’s Selling Pumps 

C. R. Williams, manager of the 
shoe department of Kline’s, reports 
that practically all sales in his de- 
partment are for pump effects in 
patent and black satin. Some sky- 
line strap patterns are popular but 
the percentage is small. 


Vogue Issues Catalogue 


The Vogue Boot Shop has issued 
a catalogue “Spring in Style with 
Vogue Short Vamps,” illustrated 
with a cover upon which a bathing 
beauty is diving into water. Many 
white shoes are featured as well 
as other types; all short vamps. 
The back page is detachable and 
can be used for order blank. 
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Smith Joins McCallum 


James Smith, assistant to Fred 
Maxted, manager of Hanan’s St. 
Louis Store, has resigned his po- 
sition to join the salesforce of the 
McCallum Hosiery Co. He will 
travel Oklahoma, Kansas and Mis- 
souri. -He will become associated 
with his new organization June 10. 


Carl Is Assistant Manager 


Andrew Carl, who has been con- 
nected with Hanan & Sons St. 
Louis Store for the past six years, 
has been made assistant manager, 
according to an announcement by 
Fred Maxted, manager of the 
store. He will assume his new 
duties June 1. 





Milwaukee Stores Report 
Patent Is Best Material 


MILWAUKEE—An improvement 
in business has been noted in Mil- 
waukee stores towards the latter 
part of the month, and merchants 
are encouraged by more favorable 
weather conditions which are bring- 
ing out late spring and early sum- 
mer shoppers. Both men and women 
are responding to the appeal of 
warmer weather, but the greatest 
activity has been noticed in the 
women’s department. 

Patents are the biggest item in 
women’s shoes, followed by tan calf 
or satins in the majority of stores. 
There is also considerable interest 
in light tan shades in kid and a 
small but increasing call for gray 
kid. Merchants also state that 
whites show a little activity on days 
that are warm, indicating that only 
favorable weather is necessary to a 
good white season in Milwaukee 
this summer. 

Crepe-Soled Patterns Strong 

Increasing popularity of golf on 
both public and private club courses 
has stimulated the demand for golf 
shoes of the crepe sole or rubber 
sole type. These are moving in 
smoked elk or horse trimmed with 
tan calf or a color, as well as in 
plainer styles of tan calf. Several 
prominent golf clubs have recently 
completed their new clubhouses. 
Clubs together with public courses 
at a number of Milwaukee parks 
have created a demand for all kinds 
of sport clothes. 

The demand in men’s shoes is fol- 
lowing two lines at the present time. 
Older and more conservative men 
are buying tan oxfords of a me- 
dium weight and conservative last, 
showing some tendency towards 
lighter shades. Younger men wear- 
ing wide trousers are showing con- 
siderable interest in wide-toed ox- 
fords with heavy soles. 


To Close Saturdays 
Shoe merchants have fallen into 
line on the question of closing re- 


tail stores in Milwaukee after 
1 o’clock on Saturday afternoons 
during July and August. This plan 
has been discussed for several pre- 
ceding years, without success, but 
this year the plan will undoubtedly 
go through as the five large depart- 
ment stores, jewelers and women’s 
ready-to-wear dealers, as well as 
shoe merchants have agreed to the 
plan. A. B. Caspari, president of the 
Milwaukee Shoe Retailers’ Associ- 
ation, was chairman of the Asso- 
ciation of Commerce Committee in 
charge of closing, and was very ac- 
tive in bringing about the satisfac- 
tory response this year. 


Hold Shoe Demonstration 


The Walk-Over Shoe Store at- 
tracted a great deal of attention to 
its display window by a demonstra- 
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tion of “Princess Pat” and “Relief” 
shoes. A raised platform occupied 
half of one of the windows, and on 
it was arranged a display of both 
lines of shoes. At three different 
hours during the day, a young 
woman gave a demonstration of 
these shoes, using placards in point- 
ing out the special features of each. 
She used a shoe with a removable 
sole so that the construction could 
be shown in detail. 


Ship Government Shoes 


The Menzies Shoe Co. has com- 
menced shipping shoes to the United 
States army depot at Chicago in 
compliance with the contract which 
the Fond du Lac firm secured this 
spring. Shipments are being made 
at the rate of about 800 pairs per 
day. 


Shoe Plants Report Increase 


An improvement in the shoe 
manufacturing field is reported by 
several Milwaukee plants. Orders 
are coming in very well and the out- 
look for the year is encouraging. 
No change in prices is noted despite 
the advance in leather prices. 

“Stocks are working toward a 
low basis and we look for a nice 
volume of business for the balance 
of the year,” stated Frank L. Wey- 
enberg, of the Weyenberg Shoe 
Manufacturing Co., voicing the 





- 7 


The important place that foot comfort and foot fitting takes in the success 

of the shoe store or the shoe department in the department store is shown 

in the display recently made in the Espenhain Store in Milwaukee of the 

products of a well-known manufacturer of foot comfort appliances. The 

public is interested in foot comfort for the Espenhain store sold more 

than $400 worth of comfort appliances the first two days that the display 
was in the window. 
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opinion of other manufacturers. 
“There has been no advance in 
wholesale prices even though the 
price of hides has had an upward 
trend. I feel that the good business 
that we are enjoying at the present 








time is quite general with other 
manufacturing plants in the same 
line in Milwaukee. Our plant is op- 
erating on a practically capacity 
basis and we are planning a little 
later on increasing our output.” 





Denver District Reports 
Great Industrial Activity 


DENVER—Generally increased 
activities in every line of industrv 
have resulted in the employment of 
practically every available skilled 
workman in the Denver district, 
and the surplus of common labor 
apparent for several months is 
rapidly being absorbed. Agriculture 
is awakening and giving employ- 
ment to a considerable number of 
workmen; mining is experiencing 
increased activity; railroad con- 
struction, roadwork and municipal 
improvements are on the upgrade 
in all of the mountain states, and 
lumber mills in the timber sections 
are increasing their output 


Fontius Employees Meet 


The employees of the Fontius 
Shoe Company, Denver, recently 
held a banquet in the Adams Hotel. 
F. W. Hirth, district representa- 
tive of the Alexander Hamilton In- 
stitute, gave a very interesting 
talk during the course of the eve- 
ning on “Personality.” Charles H. 
Spencer, of the Fontius Company, 
played selections on the banjo, and 
Francis Freedman sang. J. J. 
Fontius outlined the plans for the 
coming season. 


Shoe Mart Opens 
The Shoe Mart is the new name 
of the retail shoe store located at 
804 Fifteenth street, Denver. The 
store was formerly operated under 
the name of the Cross Boot Shop. 


Broadhurst Elected 


At the annual election of the re- 
tail merchants’ bureau of the 
Denver Chamber of Commerce, 
held recently, Ralph M. Broad- 
hurst, of the Broadhurst-Young 
Shoe Company, was elected third 
vice-president of the organization. 


Shoe Club Organized 
The Shoe Club of Denver was 
organized recently at a dinner 
served in the Alpine Rose Cafe. 
The purpose of the organization is 
purely social, to promote acquain- 


tanceship among various shoe men 
of the city. Wholesale, retail and 
traveling salesmen are eligible to 
membership. A good attendance 
was the result of the first meeting 
and great interest was shown in 
the new organization. 





BOOT AND SHOE RECORDER 131 





One-Strap Leading 

Patent one-straps with low 
heels are the leading sellers in 
Misses’ and women’s pumps, 
according to the Joseph P. 
Dunn Shoe & Leather Com- 
pany of Denver, with black 
satin slippers predicted as 
the favorite later in the sea- 
son. The black satin slippers, 
so fashionable in the East, 
are now beginning to move 
here, according to the jobbing 
house. Both strapped pumps 
and gored, cut-out pumps are 
going well in black satin, the 
straps, however, leading by a 
big margin. 





































Looking down into the interior of the high-grade Herold Shoe Store at 
San Jose, Cal. 


Sales Result from Wall Display Cases 


TOCKING foot salesman is 
what the Herold Shoe Co. of 
San Jose, Cal., calls the little glass 
display cases on the walls of its 
store which help sell many extra 
pairs of footwear and accessories 
while the customer is being fitted. 
“I know you will be interested in 
the new dancing slippers which 
have just come in,” suggests the 
salesman as he finishes fitting the 
customer in trim new crocodile 
pumps. And, of course, she wants to 
try them on, for she has already 
glimpsed some beautiful new mod- 
els arranged in the wall cases, while 
the salesman was bringing shoes 
for street wear. Stocks in the Her- 
old store are concealed in cupboards 
or kept on the mezzanine floor, so 
the display cases not only lend a 


note of interest to otherwise blank 
walls, but gives the patron some- 
thing to think about, too. 

The latest footwear and hosiery 
are always featured in the wall 
cases and with their potent sugges- 
tions do the preliminary work for 
the human salesman. 

The Herold Co. believes in selling 
by suggestion and shows hosiery 
and accessories in two places in the 
store; in front, and again in the 
women’s section, where stocks are 
kept. 

The wall display cases have 
proven so satisfactory after nearly 
two years’ trial that addition fix- 
tures of this same type were re- 
cently installed in the children’s de- 
partment. 
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New York’s White Shoe 
Business Developing Well 


NEW YORK—A decided im- 
provement in the retail shoe busi- 
ness was registered in New York 
shops, as a rule, during the week 
ending May 23. The demand for 
white shoes, which began to be 
marked in the previous week, ex- 
panded considerably and some of the 
retail merchants reported that the 
call for whites was stronger than 
it was at this time last year. More 
favorable weather conditions have 
been the chief cause, but in addi- 
tion to this there is a much 
healthier tone to all retail business 
in this season. 

Plain white kid shoes are lead- 
ing in the white business at 
present and most retail shoe mer- 
chants expect them to rule the 
favorites throughout the season. 
Some white trimmed with patent, 
light kid, pigskin or lizard, are be- 
ing sold, but the bulk of the busi- 
ness has centered on plain whites 
in neat strap effects, step-in models 
or plain pumps. 


Men’s Buying Decidedly 
Better 

The men’s shoe business is show- 
ing an improving tendency com- 
parable to that shown in the 
women’s trade. For the last two 
Saturdays the men’s wear stores 
have been extremely busy and dur- 
ing the week trade has been more 
active than at any time since early 
in the year. 

The new summer weight oxfords 








Sandals and Pumps Are 
Leaders 


The sandal effects and plain 
opera pumps are the leading 
styles in New York at this 
writing. Black satin and pat- 
ent, particularly, are good 
sellers in plain pumps, which 
have always been the favorite 
summer shoe of many well- 
dressed New Yorkers. The 
plain sandal effect in patent, 
white, ivory, or light colored 
kid, is in good demand. The 
best seller is a sandal with 
narrow vertical and cross 
straps. The woven leather and 
punched vamp sandals are go- 
ing fairly well, but the plain 
types are the leaders so far. 











appear to be making good gains in 
New York. New Yorkers, who usu- 
ally shy at the efforts of retail 
merchants to put across the lighter 
shades of tan are taking to them 
better this year than ever before. 
The lightweight shoes probably 
have had some effect in stimulating 
the sales of light colored tan 
leathers. 

The men’s sport shoe business is 
decidedly encouraging, particularly 
in crepe-soled footwear, which is 
going stronger than ever before. 


Plain Patterns First 


Some of the black patent sandals 
have a contrasting stitching around 
the straps and others have small in- 
lays or overlays in contrasting ma- 
terials. 

In general, the plainer types of 
shoes are getting first call here, 
except in the cheap lines, and even 
there the tendency toward conserva- 
tive patterns is more pronounced 
than it has been for some time. 


Closing Out Men’s Shoes 


The Triebitz Men’s Shoe Store 
on the Sixth avenue side of the 
Marbridge Building, which was 
established a couple of years ago, 
and which several months ago was 
made into an exclusive “Arch-Pre- 
server” store, is discounting the 
handling of men’s shoes, and will 
open about June 1, as a store for 
women’s high quality shoes. Pres- 
ent stocks of men’s shoes are being 
offered in a sale of $5.95 a pair. 


Real Silk Hosiery Co. Not to 
Sell Shoes 


A report from Chicago that the 
Real Silk Hosiery Mills, conducting 
a house-to-house canvassing busi- 
ness in hosiery, is about to enter 
the shoe field, also on the canvass- 
ing plan, was denied here by execu- 
tives of the Real Silk Hosiery Mills. 
The Chicago report stated that the 
Real Silk Hosiery concern was to 
link-up with Feltman & Curme. No 
officials of the latter concern here 
could be reached for a statement. 
The hosiery company announced, 
however, that it is considering add- 
ing a line of women’s dresses. It 
is felt in the trade that at some 
future time, the house-to-house 
company may add shoes. 

Retail merchants here assert that 
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Uses Mirror Stunt to 
Influence Men’s 
Buying 
Putting the plea of Bobby 
Burns anent seeing ourselves 
as others see us into effect, 
the John Ward shop on 
Broadway, near 39th street, 
has given New Yorkers a 
chance to inspect their own 
feet, and possibly to be dis- 
couraged with the vision and 
so replenish their footwear 
wardrobe. A mirror has been 
set at an angle below the dis- 
play window and running 
down to the sidewalk. The 
passer-by, who stops to look 
at the window, cannot help but 
notice the mirror and the re- 
flection of his own feet in it. 











there is considerable competition 
from house-to-house canvassers sell- 
ing shoes in this city. The down- 
town merchants do not feel it so 
much, but the practice is fairly 
general in the outlying districts. 
The subject has been discussed at 
recent meetings of the local shoe 
retail association and some means 
of definite action is being con- 
sidered. 


Retail Merchants Meet 


A real punch or, in fact, several 
hundred of them, were injected into 
the quarterly dinner of the Retail 
Shoe Dealers’ Association of New 
York at the Cafe Boulevard on May 
19. More than 100 of the New York 


retail merchants attended the 
dinner, which was restricted to one 
address and an_ entertainment 
consisting of a trio of three-round 
boxing bouts. It is the intention of 
the officers of the association to 
eliminate long speeches at future 
dinners and to provide some novel 
entertainment. The bouts were 
lively and were enthusiastically ap- 
plauded by the shoe man. The ref- 
erees included John Slater and 
Percy Hart. 

The one speech was delivered by 
David C. Lewis, an attorney, who 
in well-chosen words, delivered a 
message on association work. He 
drove home the fact that an asso- 
ciation can progress only so far 
as its individual members shoulder 
their share of the responsibility. 

A. Gabriel, president of the asso- 
ciation, presided at the meeting and 
all officers were present and seated 
at the speaker’s table. 
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Conservative Types of Shoes 
Lead in Brooklyn Output 


BROOKLYN—Following the let- 
down of a few weeks ago, there has 
been an upturn in business in the 
Brooklyn shoe-producing center. 
Few of the larger factories are run- 
ning to capacity as yet, but orders 
are coming in steadily and produc- 
tion has been increased to a meas- 
urable extent. A belated demand 
for white footwear has given busi- 
ness here an impetus and in other 
types of shoes the orders from re- 
tail merchants are coming in more 
briskly. 

The white shoes being cut in 
general in Brooklyn at present out- 
number those of a year ago. A large 
quantity of white and ivory kid is 
being put through the works and 
some white cloths are being used, 
although the white cloth business is 
usually a small part of Brooklyn’s 
production. 


Patterns Are Conservative 


The bulk of white shoes now go- 
ing through are of the sandal, 
opera pump or simple one-strap 
variety. Some fancy shoes are being 
made, but they are in the minority 
in comparison with the bulk of 
business. Some houses, of course, 
concentrate on fancy shoes and the 
bulk of their business naturally is 
of this type, but taking the in- 
dustry here as a whole it is safe 
to say that from 60 to 70 per cent 
of the white shoes are of the con- 
servative type. 

Patent leather continues as the 
leading material in point of volume. 
There has sprung up lately an in- 
creased demand for patent leather 
opera or similar pumps and for 
patent leather sandals. Black satin 
also is getting a share of this busi- 
ness. Blond satin has shown a de- 
cided let down, although there is 
still some business being done on 
the extremely light or French 
blond satin. Demand for shoes of 
kidskin, particularly in the cham- 
pagne and light beige shades is 
still strong and some gray kid is 
being worked, although not to the 
same extent as a few weeks ago. 


Retail Merchants Concentrating 

One of the best phases of Brook- 
lyn business, according to one man- 
ufacturer here is that retail mer- 
chants are now concentrating their 
lines more. “We find the bulk of 
our customers,” he said, “ordering 
fewer styles and a large range of 
sizes. Re-orders are better than they 


have been for some time. Also we 
find that the retail shoe merchants 
are limiting their sources of supply, 
and instead of buying from a half 
dozen or a dozen manufacturers are 
picking out two or three and placing 
their entire business with them. 
This means that while we may have 
our line thrown out by some retail 
merchant who has been doing only 
a small business with us, we will 
make up for this by getting a larger 
share of the business from some 
other customer who will eliminate 
one of his smaller lines. This will 
not mean more pairs of shoes, but 
it will mean longer runs on par- 
ticular styles and more stable 
manufacturing conditions in gen- 
eral. It also probably will curtail 
the business of some of the ex- 
tremely small manufacturers with 
which Brooklyn is dotted and which 





Looking Ahead to 
Patterns for Fall 


In looking forward to fall, 
the manufacturers here are 
considering the possibilities of 
patent black satin, ooze calf, 
Russian calf in darker shades 
than were used earlier this 
year, and to gun-metal calf. 

No radical style changes 
are being expected. The step- 
in models with buckles, and 
strapped patterns appear to 
be the lines on which most of 
the producers here are work- 
ing in bringing out new 
samples for late summer and 
early fall selling. 
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have been cutting into the business 
of the larger and older established 
factories here. In this respect the 
outlook is encouraging to the older 
and larger houses, but less encour- 
aging to the smaller men.” 





Upward Trend Prevails in 
the Boston Shoe Stores 


BOSTON—tThe trend of buying 
in retail stores during the week 
ending May 23 was upward. Sev- 
eral days of warm weather acted 
as a stimulus to business in most 
of the shoe stores. Whites sold very 
much better than the preceding 
week and merchants were opti- 


mistic concerning a very good sale 
of whites during the week ending 
May 30. 

Basic style tendencies in women’s 
shoes do not show any change. As 
has been stated in every city in 
the country these past few months, 
the style trend is decidedly toward 
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Interior of a new shoe store for women recently opened by Mark Isaacs 
at New Orleans, La. As evidenced by the illustration, the proprietor has 


ample room for interior displays. 
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plainer patterns. There are less 
fancy cut-outs in shoes regardless 
of whether the store is high, me- 
dium or low-grade. 

Favored materials, including pa- 
tent, tan calf and black and blond 
satins, are still selling best in order 
named. Blond and gray kid are 
commencing to show more strength 
and are expected to sell well as sum- 
mer shoes. 

Men’s trade has improved. The 
summer weight movement has 
taken hold very well in men’s stores 
here. Stores have put impetus be- 
hind the movement in their news- 
paper advertising and window dis- 
plays. 


Butman Visits New England 


Arthur B. Butman, Chief of the 
Shoe and Leather Division of the 
Department of Commerce, Wash- 
ington, D. C., was a visitor in Bos- 
ton and other New England cities 
last week. He was in conference 
with leaders of the shoe and leather 
industry. 


New Felt Goods House 


The house of Kenworthy & 
Woods opens for business at 26 
Lincoln street, Boston, June 7, 
and will specialize in lines of felt 
goods for the felt slipper and 
leather shoe trade. The principals 
of the firm are two well-known 
young men, Herbert F. Kenworthy, 
who has been for many years a 
member of the firm of Kenworthy 
& Bros., Stoughton, Mass., and later 
of Stroock & Company, of New 
York; and Percy E. Woods, who 
has had long experience in the wool 
felt business, notably with the 
American Woolen Company with 
whom he was connected for thirteen 
years. 


Co-operation of U. S. M. C. 
to Stabilize Conditions 


The report of President E. P. 
Brown to the annual meeting of 
stockholders of the United Shoe 
Machinery Corporation, stated in 
part: “The volume of business of 
the Corporation is governed largely 
by the condition of the shoe manu- 
facturing industry. Many difficult 
and serious problems have con- 
fronted shoe manufacturers, and 
your corporation, as well, during 
the last year, calling for sudden 
and expensive changes in plants 
and policies. Your corporation has 
co-operated with its customers in 
minimizing, as far as possible, 
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these difficulties and hopes that in 
the not-distant future stabilization 
of styles and conditions may bring 
about results mutually advan- 
tageous. 

“In the early fall, your president 
and vice-president Connor and 
Winslow made personal investiga- 
tion of the European affiliated and 
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subsidiary companies of the Cor- 
poration. They found factories in 
excellent physical condition and or- 
ganizations as a whole at a high 
point of efficiency. Records show 
that on March 1, 1925, there were 
18,966 stockholders, including em- 
ployees of the Corporation and sub- 
sidiary companies.” 





Making Men’s Footwear to 
Fit Into Scheme of Dress 


BROCKTON—tThe popularity of 
the wide-legged men’s trousers, 
which is expected to continue 
through the fall and winter months, 
has caused new types of men’s 
lasts, to harmonize with this ap- 
parel, to be brought out. Brockton 
manufacturers are appreciative of 
this opportunity for introducing 
new last effects, and the samples 
show many variations along these 
lines. 

A new type of this last is being 
worked out. It gives the effect of a 
chopped-off, square toe, carrying a 
very short vamp. The latter is from 
21/4 to 21/2 inches in length, giv- 
ing the shoe a very shot and snappy 
effect. This is in contrast to the 
round toes of this type which have 
been so universally shown during 
the past few months. For the young 
men who wear wide trousers, this 
short stubby last will no doubt fill 
a long-felt want. At all events, it 
is expected to bring added business 
to merchants who adopt it, and 
thus increase Brockton’s output of 
men’s footwear. 


Douglas Stockholders to 
Meet 


A special meeting of W. L. Doug- 
las Shoe Co. stockholders will be 
held June 4, to amend articles of 
organization in the interests of the 
company’s preferred stock. This 
stock, which was sold about 25 
years ago, has always paid seven 
per cent semi-annually. It is now 
proposed to make this stock conform 
to an existing custom by making it 
cumulative as regards dividends, 
the later being payable, after the 
present year, quarterly instead of 
semi-annually as heretofore. 

It is proposed that the company 
create a sinking fund by setting 
aside five per cent of the profits of 
the business annually. Out of this 
sinking fund the company will pur- 
chase preferred stock at market 
price or at any price not exceeding 


$105 per share, and gradually re- 
tire it. Also it is proposed to pro- 
hibit any mortgage or encumbrance 
on the company’s properties. Other 
details are to be considered, all de- 
signed to safeguard the preferred 
stock and to maintain its value. 


Balloon Footwear Poetry 


In a recent issue of the Brockton 
Enterprise there appeared an In- 
quiry, “If balloon tires are good on 
cars, why can’t they have balloon 
shoes as well?” An affirmative an- 
swer has already been made to this 
query, but the Enterprise poet takes 
up the topic in rhyme as follows: 
They make shoes now with rubber 

heels, 

Likewise with rubber soles; 

If they were the inflated sort 
What risk of punctured holes! 
Then every shoe store on the street 
Would have a pump outside, 

And offer customers free air 

In case they lost their stride. 


Granted a Patent on Cork 
Sole Welt 


The Hamilton-Wade Company 
has been granted a patent on a cork 
sole welt. This has been named Bi- 
welt, which as its name implies, 
gives the effect of two different 
styles by different method of at- 
taching. One presents a flat sur- 
face, and the other a receding sur- 
face, thus conforming to either a 
heavy or a light shoe. Various fillers 
can be used in the welt as desired. 


Exhibitors for Boston Style 
Show 

Brockton and the towns in the 
district will be well represented at 
the New England Shoe and Leather 
Exposition and Style Show to be 
held at Mechanics Building, Boston, 
July 7, 8, and 9. Organized effort is 
being put forth by President A. F. 
Bancroft and the members of the 
various committees to impress upon 
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local manufacturers the importance 
of putting New England shoes at 
the front through the impression 
made upon buyers who visit the 
Boston show. 

Keen competition from all parts 
of the country are bringing to shoe 
manufacturers in Brockton and vi- 
cinity a realization of the impor- 
tant part which this coming ex- 
hibition will play in their interests. 


Myron L. Keith Returns 
from South America 

Vice-President Myron L. Keith, 
of George E. Keith Company, re- 
turned recently from a_ several 
months’ visit to South America, 
most of the time being spent in Ar- 
gentine and Brazil. Speaking in re- 
gard to shoe productions in South 
America, Mr. Keith said: “I visited 
our store at Buenos Aires and 


found a very good business being 
done. In connection with our own 
lines we use some of the native pro- 
duction, which are very well made, 
especially in the women’s lines. 
Heavy duties restrict imports. The 
names “Walk-Over” and “Brock- 
ton” are well and favorably known 
in Buenos Aires. Factories there 
use the United Shoe Machinery Cor- 
poration’s machines, and the opera- 
tives are well trained in their use.” 


Excello Co. Liquidates 


The Excello Shoe Co., with fac- 
tory on Crescent street, and op- 
erated by New York parties, was 
closed several weeks ago. Creditors 
having decided that liquidation was 
the best means of settlement, the 
machinery, merchandise, and office 
equipment recently were closed out 
at auction. 





Haverhill Notes Tendency 
to Order Fall Shoes Early 


HAVERHILL—A Haverhill 
manufacturer, who has been mak- 
ing an intensive investigation of 
the retail shoe trade, with particu- 
lar reference to his line of women’s 
popular priced turns, says: “I find 
that our customers are desirous of 
obtaining their fall shipments at 
an earlier date than usual. Many, 
who have heretofore wanted de- 
liveries in September, are now 
asking to have these goods in their 
stores during the early part of 
August. The reason for this change 
appears to be that the merchant 
desires to commence his fall busi- 
ness earlier than usual and in line 
with that idea to show the new 
goods to the consumer well in ad- 
vance. 

“Keen competition among the re- 
tail shoe merchants is an important 
factor in this decision, and I be- 
lieve it is in line with good busi- 
ness. Live merchants appreciate 
today as never before the necessity 
of early action in regard to their 
seasonal styles. If these are in stock 
earlier than last year, a merchant 
argues that the consumer will get 
in a buying frame of mind at a cor- 
responding early date, that fall 
sales will get a good start, and that 
the season’s turnover will be corre- 
spondingly increased.” 


Plans for Boston Style Show 


As a result of a meeting held by 
the Haverhill Shoe Manufacturers’ 





Association, at which A. F. Ban- 
croft of Bancroft-Walker Company, 
Boston, was the principal speaker, 
the association voted to be respon- 
sible for 22 exhibition booths at the 
Boston Shoe and Leather Exposi- 
tion in Mechanics Building, July 
7 to 9, inclusive. Mr. Bancroft, who 
was formerly a Haverhill manu- 
facturer, is president of the exhibi- 
tion. Nearly 50 members of the 
Haverhill Shoe Manufacturers’ As- 
sociation were present. 

All were enthusiastic over the 
remarks of Mr. Bancroft as ap- 
plied to the advancement of Haver- 
hill’s shoe interests, as well as those 
of New England in general. It was 
decided to have one booth devoted 
entirely to the Haverhill Shoe 
Manufacturers’ Association as a 
special “boost” for Haverhill. Mr. 
Bancroft stated that the style show 
this year will be the greatest ever 
held in Boston, adding that the suc- 
cess of this show will be an im- 
portant factor in regard to the 
future of New England’s shoe in- 
dustry. Preliminary arrangements, 
he said, have aroused much curios- 
ity among the buyers throughout 
the country, and already a large 
number of trade visitors is assured. 

President Rickard of the Haver- 
hill association endorsed Mr. Ban- 
croft’s statements regarding the 
importance of this exposition. He 
stated that already 90 per cent of 
the floor space had been disposed of, 
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and that in his opinion this exhibi- 
tion will be the most unique shoe 
style show in trade history. 


Extensive Publicity For Show 


George W. Langdon, Jr., of Hazen 
B. Goodrich & Co., is chairman of 
the publicity committee of the Bos- 
ton show, and one of the directors 
of the association. Mr. Langdon is 
utilizing extensive plans for publi- 
city to bring the retail shoe buyers 
to Boston in greater numbers than 
ever before. Large space is being 
used in business papers, while 
through personal letters and other 
means of approach there is a close 
contact being developed between the 
publicity department of the show 
and shoe buyers in all parts of the 
country. This is the third year Mr. 
Langdon has been chairman of the 
publicity committee. Expected re- 
sults are that there will be more 
shoe buyers in Boston during the 
early part of July, and more buying 
done at the show, than any previous 
year since its establishment. The 
fact that the public will be excluded 
from the show except on the last 
day is a new departure and one 
which, no doubt, will meet the un- 
qualified approval of exhibitors. 


Machine for Shaping Wood 
Heels 

H. W. Russ of Haverhill has been 
granted a patent for a machine for 
shaping wood heels. Mr. Russ has 
been utilizing this machine in his 
plant for the production of a cuban 
heel on which he has previously 
secured a patent. The name “Mono- 
plane” has been given it. Mr. Russ 
has licensed other manufacturers 
to use the machine which shapes 
these heels. 


Former Shoe Man Now Oil 
Manager 

Charles Ellis, formerly of Hop- 
kins & Ellis, Haverhill shoe manu- 
facturers, is now Haverhill mana- 
ger for the Standard Oil Company 
of New York. Charlie has under his 
supervision a plant on the banks 
of the Merrimac River equipped 
with every modern device for the 
storing and handling of oil, a fleet 
of trucks, 25 or more employees, 
and all other accessories which go 
to make up a branch of the Stand- 
ard Oil Co. The way in which 
Charlie became acquainted with 
the Standard folks is interesting. 
He was out of the shoe business 
for several months and looking 
about for occupation. In the course 
of conversation with friends the 
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suggestion was made that he look 
for something big, and in that con- 
nection the name of the Standard 
Oil Company was mentioned. A 
day or two later Charlie called at 
the Boston headquarters of the 
company and made himself known. 
Less than a month later he re- 
ceived an appointment at the Ha- 
verhill plant. A few weeks after- 
ward the local manager made a 
slip which brought about his re- 
lease. Charlie was appointed to the 
vacant position, which he is filling 
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with efficiency, and incidentally, is 
proving to his friends the ability 
to land a job with a big concern. 


Collins to Remove to 
Vermont 


H. S. Collins, Inc., manufac- 
turers of children’s and misses’ 
shoes for the wholesale trade, will 
remove June 1 from the present 
location on Essex street, Haver- 
hill, to a factory at Windsor, Ver- 
mont. 





Lynn Plants Concentrating 
on At-Once Shoe Orders 


LYNN—Manufacturers are set- 
tling down to the summer schedule. 
This is traditionally quiet. Supple- 
mentary orders for summer shoes 
are being made up for at-once de- 
livery. Fall shoes are being made 
for future delivery. Development of 
new fall types goes on with the 
question of weight of shoes of 
growing importance. The coming 
Boston fair, and prospects of fall 
business, and fall styles, are get- 
ting to be the major topics in the 
Lynn trade. 


The Story on Styles 


Lynn’s style situation sums up 
thus, though some may criticize it 


for generality: Lasts, no great 
change; patterns, of accepted mid- 
summer models; materials, what- 
ever the buyer pleases; heels, all 
heights within reason; _ toes, 
modest; trimmings, smart. 


Stouter Bottoms 


Among some shoe manufacturers 
there is a growing opinion that 
shoes for fall will have stouter bot- 
toms. Heavier and firmer leather 
will be used for soles, to provide 
for more protection against the 
cold and dampness of sidewalks, 
when winter weather comes again. 
Makers of welt shoes are particu- 
larly inclined to this view. 


New Lynn Firm 

The Lynway Shoe Co., recently 
incorporated with a capital of 
$50,000, will make women’s nov- 
elty style McKay shoes, in the 
Hemingway building, on Buffum 
and Oxford streets. Frank Case is 
president. He was formerly with 
J. L. Walker Co. “Dan” Shanahan 
is vice-president. He was formerly 


with Mawhinney, of Lowell, and 
Cogan, of Stoneham. Abraham 
Freedman is treasurer. 


Gold Thread Stitching 


Some fine satin shoes have em- 
broidery stitches on the vamps, the 
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stitches being of gold thread, the 
metailic kind, like that of the gold 
thread in brocades. 


Butman in Lynn 
Arthur B. Butman, chief of ths 
shoe and leather division, U. S. De- 
partment of Commerce, was in 
Lynn the first of the week, talking 
over trade conditions with manu- 
facturers. 


Some Different Shoes 


A. Fisher & Son are making 
shoes that are different from the 
familiar run of Lynn footwear. 
They are making Woolskin boots 
for fall, and fleece-lined shoes, too. 
Tops of woolskin boots are lined 
with shearlings of sheepskins with 
wool on. Fleece-lined shoes have a 
lining of blanket-like fleece. Quite 
a contrast with light and dainty 
shoes are these which A. Fisher & 
Son are already making, which is 
a sign that winter is coming to the 
shoe trade. 





Gray and Blond Kid Show 
Strength in Philadelphia 


PHILADELPHIA—Business in 
general is reported as being satis- 
factory and conditions are said to 
be good, according to the weekly 
survey of trade conditions in this 
territory made by R. G. Dun and 
Co. Buying is still confined very 


largely to immediate requirements 
and there is a marked hesitancy 
when it comes to replenishing 
stocks. The amount of new work in 
the building trades continues to in- 
crease, it being almost evenly dis- 
tributed among industrial plants, 





Interior view of Ray’s Boot Shop, Memphis, Tenn. The store sells women’s 
novelty footwear at medium prices. 
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office structures, and institutional 
puildings. 


Featuring Doeskin Shoes 


The Geuting stores are featuring 
for afternoon and evening wear 
shoes of doeskin in the soft pastel 
shades of green, blue, peach, and 
banana, as well as in lipstick red. 
One of the models, a cross-strap 
effect, in this material is priced at 
$14. 


Demand for Kid in Gray 
and Blond 


John F. McIlvaine Company re- 
ports a considerable demand for 
gray kid. This firm also finds good 
trading in blond kid in immediate 
business and looks for it to continue 
for at least two months longer. 
There is also some demand for 
satins in black and for patent 
leather. There is a decided leaning 
towards plainer patterns, strap ef- 
fects with a minimum of cut-outs 
on the side being very popular. 
Prices on gray kid are rather high 
though on blonds there has been 
some slight recession. 





Retail Merchants Meet 


One hundred and fifty mem- 
bers and guests of the Phila- 
delphia Shoe Retailers’ Asso- 
ciation attended the regular 
May meeting of the organiza- 
tion held in the Gimbel 
Brothers’ store on May 21. 
The program consisted of a 
dinner and speeches ‘by a 
number of men prominent in 
the shoe and leather industry. 
The association was welcomed 
to the store on behalf of the 
firm by Nathan Hamburger. 
C. C. Bane, president of the 
association, acted as _ toast- 
master. The speeches were 
broadcasted through station 
WIP. 

The speakers were Sher- 
wood Smith, of Harper’s 
Bazar, who forecasted styles 
for fall; S. M. Barnet, of the 
Barnet Leather Co., who pre- 
dicted a growing demand for 
imitation alligator; George 
Geuting, who spoke on light- 
weight shoes, P. Churchill, of 
the Gimbel store, J. L. Lyon, 
of the Surpass Leather Co., 
George Hirst, and James L. 
Scanlon, president of the Na- 
tional Shoe Travelers’ Asso- 
ciation. 
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Sole Leather Dull 


The dullness which has pervaded 
the sole leather situation during 
the past few weeks continues. 
There was some slight increase 
during the week in findings 
leathers but it was not a very great 
improvement and has not caused 
any wave of optimism in the trade. 
Factories continue to take only 
such quantities of sole leather as 
their limited output requires and 
are unwilling to buy beyond im- 
mediate needs. 


Crepe Soles Active 


Frank A. Hoffman, well-known 
shoe wholesaler here, reports that 
crepe soles are still selling actively 
in men’s shoes though the demand 
is stronger in boys’ footwear. The 
bulk of the business in men’s shoes 
is for tan, there being only inci- 
dental call for blacks. While the 
call for plain toes without a tip 
has died out, the demand is still 





for fairly fancy shoes with plenty 
of perforations and _ stitching. 
There is considerable talk about 
lighter weight shoes for summer 
wear, but Mr. Hoffman reports 
that it has not yet produced any 
real amount of business in this sort 
of footwear. Prices are a little 
weaker and, Mr. Hoffman thinks, 
that if the trade were in a position 
to go to the manufacturers with 
any good-sized orders, still greater 
concessions could be obtained. 


Upper Leathers Quiet 

Dealers in upper leathers here 
report their trade is rather inac- 
tive. There is some call for tan calf 
and some business is being offered 
in patent leather but it is only in 
small volume. Some factors in the 
trade are predicting a demand in 
fall for blond, brown, and gray 
suede. Prices are unchanged, it be- 
ing impossible to reduce them and 
hard to get advances in the face of 
a sluggish market. 
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Some salesmen talk themselves out of a sale 
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Walk-Over Dealers Hold 
Meetings 

Boston, Mass.—The Walk-Over 
Dealers’ Committee, composed of 
retail shoe merchants selling Walk- 
Over shoes for men and women, 
made by the Geo. E. Keith Com- 
pany, of Brockton, Mass., held sev- 
eral meetings here and in Brockton 
recently. 

This organization is unique, 
most decidedly different, in that it 
represents an organization of re- 
tail shoe merchants who on their 
own initiative and at their own ex- 
pense came to the manufacturer to 
discuss the achievements and mis- 
takes of the past, and to plan better 
things for the future. 

The following Walk-Over men 
were present as members of the 
committee: 

President Sydney Stokes, New 
Haven, Conn.; Vice-President Al 
Stentz, Ft. Wayne, Ind.; Secretary- 
Treasurer Earle F. Woodward, 88-90 Reade St. New York 
Newark, Ohio; James C. Welton, AUCTION TRADE SALES 
Fairmount, W. Va.; Irving B. of 
Howe, Boston, Mass.; R. P. Mc- SHOES AND RUBBERS 
Cowan, Birmingham, Ala.; R. J. Every Wednesday and Friday 
Coleman, Akron, Ohio; Carl H. 
Fliessbach, Chicago, IIl.; Leo Gar- 
neau, Lawrence, Mass.; I. R. Jacobs, STOCK DEPT. 5 
New Orleans, La.; A. M. Dawson, SNAPPY SNAPPY 
Evansville, Ind.; Milton G. Harper, ACTION! STYLES! 
Philadelphia, Pa. Guests of the | “7 Got.to be Stetson 
committee and sitting with it were: THE STETSON SHOE CO.. Inc. 

E. L. Seaman, New York City; Seuth Weymouth, Mass. 
W. Leslie Seaman, New York City; 


Clyde H. Worbass, Syracuse, N. Y., 
and Fred T. Manning, Meriden, | SNAPPY SHOES 


FOR YOUNG MEN 
. HY the minute out. Selling 
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Coolidges Walk Several 
iles Daily 


Mrs. Calvin Coolidge, wife of the 
President, sets a good example for 
the women of the nation. She walks 
from four to six miles a day, al- 
though she has access to automo- 
biles. President Coolidge also walks 
daily. Mr. and Mrs. Coolidge do not 
permit unfavorable weather to 
keep them from their daily walk, 
and adhere to it rigidly as a meas- 
ure to keep in good health. 









































Buy $2 Hosiery for $5 Shoes 
Mf. A.PACKARD CO. Makers The Perkins Shoe Co., of Mem- 
phis, Tenn., carries a medium grade 
of shoes. They say that many cus- 


NETTLETON tomers will buy a pair of $3.95 
shoes and a pair of $2 stockings; 

Shoes of Worth then will make the remark, “Folks 
A. E. NETTLETON CO. can’t tell what price I paid for the 


Syrecuse, N.Y., U. 8. A. shoes, but they can tell what price 
MEN'S FINE SHOES EXCLUSIVELY I paid for the stockings.” 
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Blue, 
Lavender, B. 
Black, rengpend Pink. 

Send for Price List 
NEW ENGLAND SLIPPER CO. 
WESTBORO, MASS. __ 
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PARISTYLE FOOTWEAR MFG. 60., INC. 


41-45 Washington Ave., Seoskive -¥. 
Cileage Olen, Sonchy Bide.” 189 W. Madioce Se 
HIGH GRADE MULES and] D’ORSAYS 








For the 


Of the 1] Be? ERS rT] 
Better a ® Better 
G Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 








Sotpley, a 
Pullman Slipper ay 
RED BLACK TAN 








The Quality 
SWAN SHOE CO. Baltimore, Md- 











MULTIGRAPH PLATES 


Engra en te Rule Forms, 
Composition, and Copper Face Electros 
Write for Prices 


The Shoe Trade 
Candidate 


Miss Martha Allen, famous 
American shoe model, is “out” 
for a “Patriotic Pilgrimage to 
Europe.” This means _ that 
Miss Martha is one of the con- 
testants in the Thomas Jeffer- 
son Centennial Election to 
preserve Monticello, the his- 
toric Virginian home of 
Thomas Jefferson. Delegates 
will be elected by popular vote 
of ten cents each. Every dollar 
counts as ten votes ;$10 counts 
as 100 votes; $100 counts as 
1,000 votes. The money that 
you give helps to perpetuate 
the home of the author of the 
Declaration of Independence 
as a National Memorial, and 
advance the cause of Ameri- 
can footwear. Vote as often as 
you please, but vote. “Polls” 
close June 13. Send your 
checks to Alfred M. Barrett, 
treasurer Jefferson Centen- 
nial Committee, Liggett Build- 
ing, 14 East 42nd street, New 
York City. 

It is Miss Martha’s aim to 
be the leader of the delega- 
tion, for the leader is pre- 
sented with a gold meda by the 
President of France, and her 
portrait is to be painted by 
a noted artist. The leader of 
the delegation is the one who 
receives the largest number of 
votes. Every one of the thou- 
sands of members of the allied 
industries who has_ seen 
Martha Allen trip daintily on 
her “pilgrimages” of Ameri- 
ca’s shoe style runways will 
surely want to contribute at 
least $1.00. It was worth that 
amount every time you saw 
her come down “the boards.” 

















UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 





| TOLMAN PRINT. INC 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 





201 South Street Boston, Mass. 
Telephone, LIBerty 8673 








New Fixtures Installed 

Des Moines, Ia.—The Florsheim 
Shoe Co., formerly located between 
Fifth and Sixth streets on Walnut 
street, has moved to a new location 
in the new Equitable Life Building. 
This high class store has installed 
many new features. 





New Offices for Hosiery 
Firm 
O’Callaghan & Fedden, Inc., 
hosiery manufacturers, will move 
on May 31 to their new offices, 392 
Fifth avenue, northwest corner 
36th street, New York City. 








881 FOURTH AVE., NEW YORK 

















BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
Gym Shoes No. 116 


24 W7.....6. $1.00 
Ballets No. 700 

6% to ll...... 1.28 

ll Bicccece ii:3e 

24% w8B....... 1.38 





Men's Leather House 
Slippers In Stock 


Athletic Shee Mig. Co., 124 N. Third St., Philadelphia 








o/it — ....$4.15 


7 ‘s ie 


Seft Tee Hard Tee 





hite 
(Se extra 


Alse Men's and Wemon’s Slippers of every hn ewe 


METROPOLITAN SLIPPER CO. 


134 W. Bway, near Duane St. New York 





Seen 


a, — 
=o TOES 







ae for SUMNER 
Price List 


325 W. Monroe St., aati a: : 








MANHATTAN FINDINGS CO. 
Wholesale Shoe Store Supplies 
107 Duane St.— New York 
We carry a full line of arches from $8.50 to 


$36.00 a dozen pair. We also carry a full 
line of polishes in stock. 








BALLET SLIPPERS — IN STOCK 
Gm ly Se ane 
Style Bi62 Bik. Glazed 
et oy: 


$i lige aus 
SCHWARTZ AHERDER 
sa na te sont eh Orte Ale 











SHOE FINDING CO., INC. 
147 Duane St., New York, N. ¥. 
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Flexible Turn Shoes 
Fer the Jobbing Trade Exclasively 


F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 
Reston Office, 183 Essex Street 


“Bonita Shoe * Baby 


In Stock 


Send /tr Catalog 


Z7LH.MartinG@ 


Meher ROCHESTER NY 


“ELAM” a 
| 




















In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES 





“Nu’’Baby Shoe Co. - - East Lynn, Mass 





FWHERE TO BUY* 
oe 





America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
-SHINE Co. 
Reidsville, N. C. 





THE 
Mkt. St. 











< Many dependable and 


profitable a constant- 
ly In Stock. Send for letest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 








Believes in Cleaning Out 
Ends Quickly 


Greenwood, Miss.—“The biggest 
mistake the average shoe merchant 
makes is to wait until the end of 
the season to clean out his odd 
lines,” said W. W. Brown, retail 
merchant here. “I believe it best 
to keep the prices up as long as 
the style is good, then cut it way 
down for a quick clean up.” Mr. 
Brown has a stock of 2700 pairs of 
women’s and children’s shoes, which 
retail from $5.50 to $10, and has 
only 75 pairs of odds and ends. 
These odd lots are grouped under 
two prices, $1.00 and $2.50, so this 
proves that his method is correct 
in his store. 

Here is an illustration of how 
pricing a shoe too cheaply may 
ruin its sale. Mr. Brown had some 
black satin one-strap pumps that 
were going slowly, so he marked 
them down to $4.95. A good-sized 
advertisement and window showing 
didn’t sell a pair. Then he took 
them and put a little ribbon bow 
on the side, and priced them at 
$10.00, and sold every pair in three 
days. 





Lease Tannery 


H. S. & M. W. Snyder, Boston 
leather merchants, recently leased 
the Snyder tannery, Foster street, 
Peabody, which it recently remod- 
eled, to the Bell Leather Co. of 
Peabody, who will operate it in ad- 
dition to their main factory on 
Pierpont street. Messrs. Snyder 
will devote themselves to the mer- 
chandising of their well known lines 
of leather, including products of 
the Bell tannery. 





Patents Selling Freely 


Lynn, Mass.—“‘Tom” Welch of 
Mitchell, Welch Shoe Co., home 
from a trip among big cities, and 
bringing good orders, says that 
sales of summer shoes are well 
spread out over the style field. 
Patents lead, white follow, then 
come colored kids and satins, and 
tan calf. 





H. S. Firestone, President, 
Firestone-Apsley Company 


Harvey S. Firestone, president of 
the Firestone Tire & Rubber Com- 
pany, Akron, Ohio, has been elected 
president of the Firestone-Apsley 
Rubber Company, Hudson, Mass. 
He succeeds L. D. Apsley who re- 
cently died. 
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stylssh Comfort Shoes 








DR. CAMPBELL’S 
HEALTH SHOE 
IN STOCK 
Ask for New 


Catalog 
Powell & Campbell 
122-124 Duane St.. 

New York City 























shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 


50 MAIN ST., BROCKTON, MASS. 











EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 


























a Ootfta Kees ot ot 


co em 








May 30, 1925 








Colored 
Chrome 
Sides 


Beggs & Cobb, inc., Boston, Mase. | 


est Virginia 


Recommended for Counters, 
a and Heel Reinforcers, 
p Products Department 
WestVirwinia Pulp& FoperCompany 
Detroit New York Chicago 

















| ‘T. W. GODSO F.E. oe 
W.G. JON ALD. Vice- 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOS TON, MASS. 
* ALL 


oring WIDTHS 








ALL 
GRADES 
Russell ManufacturingCo. 

Middletown, Conn. 


The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 








CREESE S cect Ce 
ries at D: p 5 Sect Si, B Bestea, Mass. 

















New Road Opens in 
Orlando, Fla. 

Orlando, Fla.—H. S. Wilson, pro- 
prietor of Wilson Shoe Co., took ad- 
vantage of the opening of the new 
hard road, which was opened inearly 
1925, between Orlando and Indian 
River City. He distributed more 
than 1,000 well-written pamphlets, 
inviting all persons using this road 
to make his store their headquar- 
ters while shopping in Orlando. 
With the opening of this highway, 
15,000 new prospective customers 
are added to Orlando’s shopping 
district. Smooth roads now run 
through all this rich, fertile agri- 
cultural and tourist section, making 
Orlando the live business city of the 
center of the state. 

The Wilson Shoe Co. advertises 
freely, using the local and out-of- 
town newspapers. 
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How Hyatt Made Thursday a ‘“‘Regular 
Saturday” 


The Hyatt Shoe Co., of Lake 
Charles, La., discovered in going 
over their records of 1924; that 40 
per cent of its volume was done on 
Saturdays, also that 90 per cent of 
this total was done afternoons. So 
an effort was made to try to divert 
some of this business to the middle 
of the week, and to try to do more 
business as well. The amount of 
business concentrating on a Sat- 
urday, necessitated the hiring of 
extra help, which is no more satis- 
factory in Lake Charles than any- 
where else. 

The one off day in the week was 
found to be Thursday, so a special 
drive was made to get more busi- 
ness on that day. The idea that has 
been put across since February, is 
to call each Thursday a “Lucky 
Foot Day.” The result has been that 
each Thursday has shown from 
four to six times the corresponding 
amount of business of a year ago. 
In other words, Mr. Hyatt has 
worked his sales up to a point of 
having two “Saturdays” a week in- 
stead of one. 


Special Prices on Thursdays 

The theory that women have two 
weak points, one being a bargain, 
and the other a desire for something 
pretty, is the basis of the special- 
day sales appeal. The “Lucky Foot 
Day” idea is this in a nutshell: 
odd lines, good buys, and movers, 
are specially priced and displayed 
in the windows and in the store. 
The idea is further carried out by 
greeting the customer something 
like this, “Come in and see if you 
have a lucky foot,” or “I will see if 
I can fit you in these specially-priced 
shoes, and if I can you have a lucky 
foot.” 

Mr. Hyatt’s method of develop- 
ing his men on the floor is working 
out wonderfully well. His scheme is 
this—when one of the boys comes 
to him with a problem, that he 
thinks the salesman is capable of 
solving himself, he always says 
“Use your own judgment and go 
ahead.” 

Trims Windows Thrice a Week 

Windows are trimmed every Mon- 
day morning, Wednesday night, and 
Thursday night, for the reason that 
folks in small towns generally 
know what is in the windows better 
than the merchant. As a matter of 
fact, these shoes had been shown in 
the window before, but not in a 
prominent place. 





Good results are being obtained 
by newspaper advertising since he 
learned the value of linking the 
store windows with the advertising. 
Letters to customers play a promi- 
nent part in the advertising cam- 
paign. 

An Effective Letter 


The following is a letter Mr. 
Hyatt mailed as a measure to re- 
fresh the minds of his customers 
concerning new stock: “Your ac- 
count is in a mighty bad shape. We 
are writing you this letter to tell 
you that we do not like it a bit. 
The way it stands now—‘you don’t 
owe us a thing’—absolutely nothing. 
That’s what’s the matter. 

“We want you to owe us some- 
thing. 

“We have a wonderful lot of new 
shoes, that I’m sure you would 
like. Won’t you please come to see 
them, and use your account? 

“Please know that at any time 
that we can serve you in any way, 
we will indeed be very glad to do 


so. 





Repeat Orders on Whites 


Paul S. Lippincott, Jr., president 
of the Philadelphia Shoe Travelers’ 
Association, reports the receipt of 
some repeat business on whites. He 
reports that sports models are 
especially active in plain genuine 
white buck and in the same ma- 
terial with trimming of black 
patent leather, tan calf, or gray 
calf. There is also considerable call 
for white linen strap effects with 
trimming of white kid and with 
covered heels. Black kid oxfords are 
rather quiet though there is a fair 
amount of business in this material 
in plain one, two and three-strap 
effects. Mr. Lippincott reports that 
shoe prices show no changes. There 
has, however, been some slight de- 
cline in leather quotations. 


Effective Night Stunt 


Jefferson City, Mo.—The Shultz 
Shoe Store has worked out an idea 
whereby it adds an extra show 
window at night time. A lighted 
swinging box is fitted to the back 
of the front door. It has five 
shelves, and these are generally 
used to show some special feature 
of Arnold’s Glove Grip shoes. The 
average shoe store door looks dark 
at night, while this one being 
lighted, has a most attractive effect. 
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cVvyY HOPI 
BEAUTIFUL FOOQTWEAI 





One of the prettiest shoe shops in Detroit, Mich., 
was openetl recently when the Wood-Levy Shoppe 
opened its doors on exclusive Washington Boulevard. 
This shop is unique in its color scheme, blue pre- 
dominating throughout the entire establishment, from 
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floor covering to fixtures and walls. A band of gold, 
together with ‘the poster paintings and wicker fur- 
niture, gives additional emphasis to the blue color 
scheme. 


The illuminated sign over the door indicates its 
policy, “Creators of Beautiful Footwear.” The win- 
dows have gold hangings for a background and blue 
and gold-brocaded hangings at the glass. The fixtures 
are in blue and gold, the color scheme of the shop, 
while a blue kidskin is used as a floor covering adjunct. 


Tips on Merchandising Subjects Successfully 
Practiced by Retail Merchants 


OST stores place their 
clocks so as to be easily 
seen by the customers in 


the store and by employes. But it 
has been found that the most ef- 
fective use of the clock lies in its 
placement where passers-by can see 


Frequently the things that are 
fundamental and elementary get 
slighted in the retail merchants’ 
aim to concentrate on the bigger 
problems. Practices reported in 
this article may be applicable in 
part or whole in your store. 


with a good pencil instantly. The 
pencils are made with rings in the 
end, a good quality of elastic being 
used which is firmly fastened to the 
counter by a screw eye—out of 
sight. 

According to Davidson the plan 


it by a little neck stretching. 

People passing your place unconsciously form the habit 
of glancing in at your clock. It is an excellent advertise- 
ment and a large number of our stores are taking ad- 
vantage of it. The customers in the store and the 
clerks are left to their own devices when they want 
the time. The store that has no clock easily in public 
sight is overlooking a good bet. 

How much time do your sales people spend search- 
ing for pencils, when needed quickly? K. Davidson, 
of Kansas City, Kansas, has devised a system which 
is infallible. He has elastics firmly attached to counters 
and shelves at regular intervals all over his store. On 
the end of each elastic is a good, well-sharpened pencil. 
If any salesman hasn’t got a pencil at hand when he 
needs it he can reach out and find one within arm’s 
length. If his point breaks, he also can supply himself 


saves many hours a week in useless 


pencil searching, not to mention annoyance. 


How to Get People “Back” in the Store 


Many successful merchants believe that sales volume 
depends to a great extent upon the number of people 
you get into your store, and above all the number you 
get clear back in the rear of your store. One New 
York merchant has gone so far as to make an estimate 
of the average expenditures of customers who pene- 
trate certain distances rearward. 

He has adopted the following method of increasing 
sales by getting as many people as possible to pene- 
trate to the rear; he places a special in the window 
every day at a very low price—at no profit. The stock 
is in the extreme rear of the store on a table. When 
the customer steps in he is sent to the rear of the 
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store and more often than not he becomes interested 
in other goods on sale. 


Getting Names of Cash Customers 


A trick that has proved to be very effective in the 
past is being resorted to a great deal in the trade at 
present. Dealers are buying artistic calendars and 
pictures, at low prices in large lots, and are offering 
to send one to any cash customer who will give his or 
her name and address. There is no ad on the picture. 
This is an excellent method of building up a mailing 
list of people who can and will buy from you. These 
presents are for cash customers only. 


Comfort for Customers. 


“A great many of our retail merchants,” said Wil- 
liam Hockins, Syracuse, New York, “underestimate 
the value of offering comfortable seats for waiting 
customers. We provide stools and chairs for our help 
quite often and as a matter of course, but the day of 
the comfortable seated retail store is over, apparently. 
A customer called it to my attention last summer and 
I got busy. Now they can sit down here in comfort. 
They get restless less easily and while they are in- 
clined to linger, it is a good business to have them 
do so.” 


Set Courtesy Phrases Win Trade 


So varied are the conceptions of salespeople con- 
cerning just what common courtesy is, that one New 
York merchant has adopted a set of simple phrases 
for his help. They are required to use these stock 
phrases for their corresponding situations in dealings 
with customers. Here they are: 
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When out of goods wanted: “I regret to say, sir, that 
we are just now out of what you want. But an order 
has been placed and we will gladly phone you when 
the goods arrives. Or, would you prefer something 
else similar?” 


When a sale is made: “Thank you. We hope you will 
call again.” 


To an impatient customer: “In one moment, sir. We 
serve customers strictly in their turn here. You are 
next.” 


To a critic of service: “The manager always is glad 
to be told of a way to improve the service of the 
store. Shall I call him?” 


To a “new face’: “May we hope for a chance to serve 
you again? It will be a pleasure to do so.” 


Systematizing Your Cleaning 


The writer interviewed a retail merchant recently 
on another subject, but in the course of the talk he saw 
this merchant walk over to the wall and consult a 
rough chart with interest. Curiosity was aroused and 
the merchant was asked about the chart. 

“It is our cleaning chart,” he said, “and one of the 
things in this store that actually ‘work.’ It is my in- 
surance against lazy or careless janitors. You will 
note how the chart is laid out. It covers the main points 
of the daily and weekly cleaning operations in this 
store. I can glance at it at any time of the day or 
week and get a bird’s-eye view of the cleaning situ- 
ation here.” 








Something new in men’s shoes—goring attached 

to both sides of the tongue, insuring a snug-fitting 

oxford without tightly drawing up the laces. The 

shoe is also easily drawn on to the foot because of 

the application of goring. The eyelets in the illus- 

tration are cut away in order to permit a clear 
view of the goring. 





White Elk and Pigskin Sport Shoe 





White elk and pigskin are the materials used in 

this new sport shoe for men. The tan tone of pig- 

skin contrasts well with the white. The sole is of 

red latex. The panel-effect trimming on the vamp 

is something new. Perforations and pinkings are 
generously applied. 
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“Want” 
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under letter 


OSITIONS WANTED—Four cents per word for each inser- 
tion. Minimum amount accepted, seventy-five cents. For 


twelve words must be allowed in each 
advertisers des 


address, each word of the 
tisement and paid for accordingly. Answers to ads must be sent 
postage. 


its, seven cents per word for each 


ire replies forwarded 
address must be counted in the adver- 











SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 





WANTED—Top grade man to carry as side 
line women’s specialty line of turns manu- 
factured in Mass. Commission basis. Following 
territory open: Indiana, Illinois, Minn., Wis., 
Iowa, Pacific Coast. Address Marks Chandler 
Co., 47 West 34th St., New York, N. Y. 


ALLESMAN wanted for Iowa and Missouri 

to sell on commission “Kesco Children’s 
and Misses’ Turns and Stitchdowns.” Address 
with references: Kepner-Scott Shoe Co., 
Orwigsburg, Pa. 


S\owing os with a good reputation and fol- 
lowing among the trade, wanted to carry 

Babies’ Shoes 

as side line in New 
York, Florida, Georgia, Alabama, Mississippi, 
Louisiana, Texas, Arkansas, Tennessee and 
Kentucky. References required. The Mater- 
Mack Co., Rochester, N. Y. 


Z ULICK wants more good men carry as 

side line our wibinown @ children's high- 
Turns and Stitch-downs. Eighty num- 

in stock. St ht 7 per cent commiss' 

Openings in Wis., Mich., Ind., Ala., La., and 

Miss. Do not ap ly unless your trade is estab- 

lished. Give erences, territory boundaries 

first letter. J. S. Zulick & Co., Orwigsburg, Pa. 


ALESMEN to sell Retail trade in States of 
Ohio, Indiana, Illinois and Michigan or 
rtions thereof, Rochester, N. Y., line of In- 
‘ants’ 2 to 6 Spring Heel Turns, First Steps 
with and without Outside Wedge Heels, sizes 
1 to 5. Soft Soles and Moccasins, sizes 0 to 4, 
per cent commissions. References must 
accompany application to receive attention. 
Address B-457, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















For Salesmen Who Are Now 
Carrying Men’s Line or Line 
of Women’s McKays 


Since we are contemplating increasing 
our production, we find that we can 





THE SAM B. WOLF SONS CO. 
317 Vine St. Cincinnati, Ohio 








High-Class Salesman 


tory 


it 
BF iy 


FFF 
i 








i 








for particulars, giving ‘erences. 





Western Pennsylvania, Nebraska, lowa 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. Write 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 








ANTED—A salesman with some available 
capital for investment in women’s shoe 
factory. Estab business. Excellent oppor- 
tunity for right man. Address B-482, care Boot 
and Shoe Recorder, 207 South Street, Boston,’ 
Mass. 
pen gS ply ylinder 
in-stock styles of men’s a A iecyit 
men with pep can clean up. Write, giving ex- 
perience and territory to manufacturer. Ad- 
dress B-422, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








POSITION WANTED 


WANTED— Executive position by man thor- 
oughly familiar with manufacture of 
turned shoes; also McKay shoes, from stock- 
fitting to shipping. Reasonable salary. Refer- 
enees. Address B-484, care Boot and Shoe Re- 
corder Publishing Co., 207 South Street, Bos- 
ton, Mass. 








SALESMAN to carry tionally-known line 
of Turn Boudoirs, in aioe leathers and 
— satins (leather soles), also Ballet Slip- 
soft and hard toes, also strap sandals, 
bide "line. Address B-456, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


GUCCESSFUL, energetic style picker, buyer 
of ladies’ and children’s shoes, Want to 
change position; twenty-five years old, seven 
years’ experience, single, A-1 references. Ad- 
dress B-485, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





ALESMAN WANTED—We desire to secure 

the services of a high grade shoe salesman 
in the state of Texas, who at the present time 
has established following of high-grade juvenile 
accounts, to sell our extensively advertised 
line of Hapytoz First Step Turns made in sizes 
1 to 6, and Flexible New Process Weilts made 
in sizes 2 to . 5 to 8, and 8% to 12; 100 num- 
bers carried in stock for immediate delivery. 
We pay the highest rate of commission and 
will advance weekly drawing account to re- 
sponsible party. References required. Imperial 
Children’s Shoe Corp., Rochester, N. Y. 





E. J. RAMSEY COMPANY 


gue cuan it eenet wie Gave seni! 
trade and work their territory c 
following states: Florida, Ohio, Michigen, 


Avenue, New York City. 








We have a few choice Lion Brand ter- 
ritories for which applicants are being 
considered. Interested only in producers 
who have a clean record and want to 
connect permanently with nationally 
known organization. Give references 
and complete details. Applications 
treated in strictest confidence. Harsh & 
Chapline Shoe Company, Milwaukee, 
Wisconsin. 








| > WANTED — Progressive shoe 
buyer wants position as buyer and manager 
popular priced dept. store; active, alert, life- 
time experience, thirty-eight years of age, best 
of references. Address B-486, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





HELP WANTED 


ASSISTANT MANAGER WANTED—Rea! 
shoe salesman and window trimmer. Op- 
—— for advancement. Wire salary ex- 
experie mee, age, and reference. ‘Shoe 
Employer.” care Western Union, Champaign, 








WANTED 


Cost Accountant in large West- 
ern shoe factory. Must be able 
to manage large factory office, 
have good education and supply 
A-1 references. Address B-481, 
care Boot and Shoe Recorder, 
189 W. Madison St., Chicago IIl. 























POSITION WANTED 


young man, ten years of real 
, wishes to connect with a 
or big jobber for Greater New 
ddress K-792, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 




















Ifea uum ||) 0 eer. |) pesttn ll. watt an||oe 2 = she |: 











May 30, 1925 


BOOT AND SHOE RECORDER 


145 





LINE WANTED 


MISCELLANEOUS 


MISCELLANEOUS 





GALESMAN of extensive experience and fol- 
lowing in New York, Connecticut and Long 
Island, open for connection with manufacturer 
of children’s moderate priced welts. Can fur- 
nish best of references from foremost buyers. 
Was formerly connected with two of the 
largest manufacturers in New York and Penn- 
sylvania. Address K-793, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





FOR SALE 


IRST CLASS ular priced family shoe 

store, one of best locations in Penna. 
City of 22,000 population, good lease, clean 
reasons for selling. Address 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 


WILL ( SLOW SELLERS FOR 
BUY { ne. STOCKS CASH 
Bargains in shoes alwa hand 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phene Spring 1443 








CASH PAID 


- one s taken over 
e send a ve to ite 
and make offer agen coum request. — 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 








Phone Spring 5160-5161-5162 
We buy and pay highest 
for wholesale stocks of shoes or any 
For 30 years ae ta 
and mercantile solwenee. 




















MISCELLANEOUS 











IDEAL ROLLING 
LADDERS 








ieaeree 








are 
25% Cheaper 
Write fer Catalog 

Suceess Furniture 














Bt. Leuis 
a Me. 





WANTED—Space for shoe department in 
department store in or near Philadelphia. 
Address Box P-48, Boot and Shoe Recorder, 
616 Perry Building, Philadelphia, Pa. 





Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar OnKen Co. 
611 WwW. FOURTH ST. 
CINCINNATI, O. 


We do not make 
Metal Fixtures or Show Cases 


ESTABLISHED !880 


vn acres Rta 

















WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 




















beautifully furnished hotel ~ 
Accomodating 1034 guests 
Broadway st 63% Street. 


wiTH PRIVATE 7» 
goo” $950 ep 
ROOM WITH PRIVATE BATH- 








\ ALL OUTSIDE ROOMS p 











Metal Shoe Fitting Stools 


and Floor 







No. 141 
Write for 


estas, THE CHICAGO 
ond'pricee WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, Mi. 








Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
— shelving, amr help 

ap) ance of your 
store. Shipped subject to 
approval _-#, satisfac- 


litte my 

1 owing 8 

ladders as well as other 
fixtures. 


store 
Milbradt 
Manufacturing Co. 


2416 No. 10th St reet 
ST. LOUIS, MO. 


(CLICKER ) 
DIES 


% inch at 12 cents per 
running inch. 
1 inch at 17 cents per 
running inch. 

Minimum 15 inches 


PROMPT | QUALITY 


GUARANTEED 
FOLEY & HALLQUIST f 


* 
eb - 
\ 1 pas Orr th isiieie) re . 
ant Sein 
POG ERG OP anit iE 


eT 
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1313 North 7th St. 
a ST. LOUIS MO. 
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[hats Right with (his Picture? 
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A Composite Picture of the 11,500 Retail Sub- 
scribers of the Boot and Shoe Recorder 


What to Buy—the Right Style Information and guidance. 
When to Buy—the Right Advice to assure adequate turnover. 


Where to Buy—the Right Data on his every need; the sales markets 
brought to him every week. 


Hew to Merchandise His Stock—the Right Advice, practical, profit- 
assuring. 


How to Handle His Store Staff—the Right ideas, suggestions, practices 
and methods. 


How to Operate—the Right advice and experience in every department 
of store management. 


What’s going on—the Right news and views on trade conditions, events 
and folks. 


All this every week 
In the Boot and Shoe Recorder 
The Right Hand of the Shoe and Leather Industry. 
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BUSINESS REVERSES 


Bessemer, Ala.—Morris Green, shoes, ete., re- 
ported petitioned or petitioner in bank- 
ruptey. 

Hartford, Conn.—K. Mintz, 232 Windsor street, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Tallahassee, Fla.—Joe B. Deeb & Son, shoes, 
ete., reported offering to compromise at 
33 1/3 per cent. 

Herrin, IlL—Stein & Marcus, St. Louis Shoe 
Store, shoes, reported assigned. 

Clinton, Ind.—Zenor & Dick, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Fort Wayne, Ind.—Ben Falk Shoe Co., Inc., 
112 E. Main street, shoes, etc., reported of- 
fering to compromise at 25 per cent. 

Fort Dodge, Ia.—Katz Family Shoe Store, R. 
Katz, shoes, reported offering to compro- 
mise at 30 per cent. 

Kansas City, Kan.—Sam Daniels, 131/2 
Kansas avenue, shoes, etc., reported pe- 
titioned er petitioner in bankruptcy and re- 
ceiver appointed. 

Bangor, Me.—Mrs. Bertha Bolliver, University 
Shoe Store, Dexter Shoe Store, shoes, re- 
ported assigned. 

Oldtown, Me.—Nelson Latneau, shoes, etc., re- 
ported offering to compromise at 40 per 
cent cas 

Portland, Me.—Hanson’s Shoe Store, Grover 
Hanson, proprietor, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Lawrence, Mass.—H. Hayatian, 250 Hamp- 
shire street, shoes, reported assigned. 

Springfield, Mass.—A. Louis, Louis Shoe Store, 
420 Main street, shoes, reported petitioned 
or petitioner in bankruptcy. 

Friar Point, Miss.—J. P. La Vene, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Jersey City, N. J.—Michael Freeman, 242 
Newark avenue, 355 Montgomery street, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Brooklyn, N. Y.—Majestic Novelty Shoe Co., 
Inc., 260 Stone avenue, manufacturers, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Herkimer, N. Y.—Hyman Buff, shoes, e‘c., 
reported petitioned or petitioner in bank- 
ruptcy. 
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New York, N. Y.—Barnard Franks, 2858 
ed. 


a 


Third avenue, shoes, reported assign: 

Isaac 129 S avenue, shoes, 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Stylish Shoe Co., Inc., 959 Eighth avenue, 
821 Sixth avenue, shoes, reported meeting 
of creditors called. 

Tokio Boot Shop, Inc., 64 Clinton street, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Morris Shewitz, shoes, reported peti- 
tioned or petitioner in a ead: re- 
ceiver appointed. 

Rich Square, N. C.—M. E. Whitehead, shoes, 
reported assigned. 

Toledo, O.—Lena Pollock, 706 Summit street, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Cincinnati, O.—Kay-Jay Shoe Co., Inc., 309 
Findlay street, shoe manufacturers, re- 
ported receiver appointed. 

Blackwell, Okla.—Elmer R. Johnston, John- 
ston’s Bootery, reported petitioned or pe- 
titioner in bankruptcy. 

Belle Vernon, Penn.—Max Schloss, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Masontown, Penn.—Yanow Bros., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Mount Carmel, Penn.—Harry Kimmel, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Punxsutawney, Penn.—Harl Shoe Co., Harl’s 
Cash Boot Shop, Frank T. Harl, proprietor, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Harrisburg, Penn.—Morris_  B. Kleinman, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Milton, Penn.—Seidel & Spangler, shoes, etc., 
reported assigned. 

Pittsburgh, Penn.—H. Franz, 1405 Carson 
street, shoes, reported assigned. 

Norfolk, Va.—M. H. Siegel, ““H. Siegel,” 761 
Church street, shoes and repairing, repo 
paenes, or petitioner in bankruptcy. 

Hampton, Va.—W. P. Parham, shoes, reported 
offering to compromise at 20 per cent. 

Seattle, Wash.—Callahan & Schultz, C. & S. 
Boot Shop, shoes, reported assigned 





Interior of Murphy & Roff Shoe Store at Santa Cruz, Cal. Members of the 
firm are veterans of the retail shoe industry. A playroom for children, 
with colored pictures of animals on the walls, is one of the features. 
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by the 
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ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
oS OFFICE: 224 


W. R. ll, ° 

CHICAGO OFFICE: 189 West Madison 8&t. 
me Maine 1089. B. C. Bowen, Manager 
UIS OFFICE: 1627 Locust St. H. nM. 
8 ye x C. Bewen, Manager). Telephone 
ve 

YORK OFFICE: Room 101, Graham 
Bldg... iet Deahe Be. B. Water Sectt, Mans- 


Whitehall 7 
PHILAD HIA OFFICE: a 616 fy 
Bidg, 1530 Chestnut St. H. Walter 
lephone Rittenhouse — 
HAVERHILL OFFICE: Chamber of Com- 
Haverhill National Bank 
Bldg. Geo. W. R. Hill, Manager. 
CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager). 
e Canal 1560. 
OFFICE: 626 Powers Bidg. 
— L. Seward, Western New York Rep- 


tative. ‘ap Stone 1133. 

LYNN. OFFICE: A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer 

B. C. Bowen, ig 405 Broadway. 

‘elephone Broadway 7887. 

ASHINGTON OFFICE: William L. Daley, 

Investment mete, 15th my K Sts., N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 


bard, Manager. 
et pom OFv20B: do ‘3. We 1 England. 
mn . 
OFFICE? 439 Lit. Collins St., 
aan Manager. 
Pit goreice, item, Sec 
ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzina, Gerente. 
BRAZIL: Gerente, John 8S. Fitch, 83 Rue 


General Camara, 
CHILE: Santiago, Las Rosas 1123-1127, Otte 
Fuhrimann, Gerente. 
CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. 5. F. Wager, 


r. 
SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 





Features the Unusual in 
His Windows 


Cairo, Ill—The Stout Shoe Co. 
recently showed a pair of worn 
high-cut Russian boots in the win- 
dow with a sign “The kind worn by 
the flappers in Northern Russia. 
Do you think they would make a 
hit in Cairo?” Mr. Stout tries to 
have something out of the ordinary 
in his windows continuously. A 
number of pairs of rubber boots 
were sold recently through having 
a fisherman’s outfit displayed in 
just the manner that the average 
man arranges his stuff before go- 
ing on a trip. 
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Onken, Oscar, Co., Cincinnati, Ohio.............145 
Reynolds, Wm., Co., Providence, R. I. 88-89 
Rublack, Emil, New York City 


Scholl Mfg. Co., Chicago and New York....26-27 

Segall & Sons, Philadelphia, Pa...... lh 45 

Success Furniture Corp., St. Louis & Kirk- 
wood, Mo. eatatenien socinciiaesseee 


Weil, Leon, Inc., New York and Paris... 20 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass. 
Foley & Hallquist, St. Louis, Mo. 
Nu-Shine Co., Reidsville, N. C...............0...- 
Tubular Rivet & Stud Co., Boston.. 


Boston, 
100, 112 


United Shoe Machinery Co., 


Whittemore Bros., Cambridge, Mass. 


MISCELLANEOUS 
Atlantic Printing Co., Boston, Mass.............139 


Boston Shoe Style Show............ 
Brooklyn Purchasing Syndicate, ‘Brooklyn, 
i ci oll ill nets toss sacncnsindnsinsctninsexeoetenbteatendlibenimainanes 145 


Calderwood & Preg, Inc., Boston, Mass. 
Glauberg, Max, New York City 


Hotel Breakers, Atlantic City, N. J.............. 126 
Hotel Empire, New York City 3 é 


Kalter Cerf. Co., New York City 
Kirsch-Blacher Co., New York City 


National Association of Shoe Wholesalers, 
Boston 

New York Export Purchasing Corporation, 
New York City 45 


Shoe Trades Journal, The, Leicester, Eng... 32 
Tolman Print, Brockton, Mass. 
University Electrotype Foundry, Cambridge, 
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THE WAY TO INDIVIDUALITY 


SOMETHING A BIT BETTER IN THE WAY 
OF MATERIALS—AT NO EXTRA COST. 


SOMETHING A BIT FINER IN WORKMAN. 
SHIP AND FINISH. 


SOMETHING ABIT MORE DISTINCTIVE AND 
“DIFFERENT” IN THE WAY OF PATTERN— 


AND YOU HAVE INDIVIDUALITY IN CHIL- 
DREN’S FOOTWEAR. 


HELMHOLZ SHOES FOR CHILDREN HAVE 
THAT. 





HELMHOLZ SHOE MFG.CO. 
HIGH GRADE SHOES FOR CHILDREN 


HERBERT L. MARX CO. 
» N.Y. 


J. K. ORR SHOE CO. MILWAUKEE Mis. 


Atlanta, Georgia butors 
Exclusive Distributors New York State Exclusive of 


Georgia, No. and So. Carolina New York City 


SIMMONS-BRAMBHALL CORP. PACIFIC COAST STOCK 
Exclusive Distribute 133, E. Sixth St. 
ve utors 
. Maine Los Angeles, Calif. 
and New Hampshire 


« Theyre Better Stitchdowns + 











Vol. 87, No. 12. Published every week r uae Company, 207 South St., Boston, Mass. Entered as second-class ma 
ter April 15, 1922, at the Post Office at M r act of Congress of March 23, 1879. Subscription price $5.00 per year. Printed in USA 
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iY) NEWPORT Beans 


North, East, South, West—at the seashore, 
in the country, among the mountains every- 
where— 


are accepted and acclaimed because the 


chaste surface can be kept spotless and pure 
white by cleaning. 


This practical feature protects the beauty of 
Levor's Whitest Whites and makes a win- 
ning appeal right now, to smart, purse- 
careful women. 





TANNERS 


WHITE LEVOR 
GRAIN KID 


AND 


WHITE LEVOR 
GRAIN GOAT 
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The present finds all the energies, previously 
applied to volume production of white 
merging into the color situation—Levor's 
new colors— 


Beaver-Racquet No. 8 

Champagne No. 17 
Fall Blonde No. 18 
Moonstone Gray No. 23 
Forest Brown No. 51 
Bombay Tan No. 60 
Apricot No. 70 


bestow an air of dainty grace through their 
soft shadings that is certain to appeal to 
fastidious buyers. 


CS 


., QWne. 


TANNERS 





NEW YORK GLOVERSVILLE BOSTON 


Distributors: 


A. S. Patton Leather Co., St. Louis 

G. W. Newman Lea. Co., Cincinnati 

Ed. Zohrlaut, Milwaukee 

N. W. & A. L. Friedman, San Francisco 
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WARREN FINLEY McELROY 
McELROY-SLOAN SHOE COMPANY 
St. Louis, Mo. 
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THE STORY OF BILLIKEN 


MONG all 
the stories 
of Ameri- 


can Shoemaking 
achievement,few 
are as fascinating 
as the Story of 
Billiken. 


Like the pot- 
ter, who whirls a 
beautiful vase 
from a lump of 
clay, the unique 


O tell the story of Billiken is 

to tell of the genius of W. F. 
McElroy. He learned the lesson 
of thrift and industry on his 
father’s farm at Hannibal, Missouri, 
at just about the same time that 
another boy named Coolidge was 


learning the same lesson on a farm 
in Vermont. 

The practical idealism and skill of 
Mr. McElroy have won world-wide 
recognition for the city of St. Louis 
and for Billiken Footwear -- “Built 
for the’ new generation.” 


McElroy-Sloan 
Company creat- 
ed it. 


It was after 
Mr. McElroy had 
built, equipped 
and was manag- 
ing a group of 
the principal fac- 
tories of St. Louis, 
and turning out 
more of certain 
grades than any 





organizing and 
mechanical genius of W. F. 
McElroy took the unappreciated 
stitchdown method of shoemak- 
ing and revolutionized it. 


Today, in great modern fac- 
tories, by marvelous labor-saving 
machinery, by the most skillful 
hands and best brains money can 
secure, the stitchdown “Billiken” 
is made. It resembles a welt exactly 
and possesses a wealth of style for 
children, misses and women which 
has placed it apart from any other 
sort of footwear. 


There had never been a shoe 
like “The Billiken” until the 








CRADDOCK-TERRY COMPANY, LYNCHBURG, VIRGINIA 


other manufac- 
turer in the shoe industry that he 
came in contact with Mr. John W. 
Craddock of the Craddock-Terry 
Company. Mr. Craddock was at 
that time considering a Western 
connection for his Lynchburg 
business. 


The eventual result of this 
happy coalition was the remark- 
able development of the McElroy- 
Sloan Shoe Co. 


Thus were the two comin 
markets—the South and the Mid. 
dle West—linked and developed 
for the prosperity of every retail 
merchant in them. 
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oe 


Color § uprem acy | 


CHESTNUT 
BROWN 


GOLDEN 
BROWN 








OAK LEAF 


CARAMEL 





TITIAN 





RED ASH 
THIRTY-ONE 


CHOW 


Kid 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th St., Philadelphia 




















Tanneries 


Wilmiagton, Del. 
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Heel Huggers Are Different 


They fit ALL parts of the foot —the Ball— under the Arch 
—and at the Heel. They will eliminate your 
fitting problems. 
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Women’s India Tan Kid Quarter and Vamp, Sudan Kid 
Trim, One-Strap Demure Pump, Special Heel Hugger Pat- 
terns, Light Welt Sole, Perfect (680) last, 1%-Inch Covered 
Cuban heel. 

Not In Stock. Can Be Made in 30 Days. 


Also Made in Other Materials. 








Do not form the impession that 
Heel Huggers are orthopedic shoes. 
They’re not. While itis true they support the 
foot in the same manner as many so-called arch 
support shoes, we do not sell them as such. They are 


BETTER FITTING SHOES 


Valuable Franchise Offered to Responsible Dealer 


UIZ & DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE — YORK OFFICE LOS ANGELES OFFICE 
218 Charles Buildin Bush Terminal Sales Buildi 706 Forrester Bui 

TIGER @ Mc smn! 130-132 West 42nd'St Roon 1544 6.c. Mc a 
Representatives FLARMSTRONG, Representative Representative 
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Armstrong Box Stands the Anvil Test 


STONE-TARLOW shoe with an Arm- 
strong Cork Box Toe, which had been worn 


for four months, was placed on a blacksmith’s 
anvil. A six-pound hammer was brought down 
heavily on the toe and allowed to remain there 
a minute. It was removed and the toe sprang 
back into its original shape, immediately. 


Of course, no shoe in every-day use would 
receive a test like this. So it proves even more 
conclusively that the Armstrong Cork Box will 
not be broken by severe pressure or abuse. 


Armstrong Cork Company, . 


Shoe Products Division, . 


The illustration above shows how well the 
Armstrong Box has preserved the style lines of 
this Stone-Tarlow shoe. 


If the shoes you sell are equipped with the 
Armstrong Box you have several additional sell- 
ing arguments, for the toe will not lose its shape, 
it will not bulge, become hard and brittle, caus- 
ing discomfort to the foot. Because more than 
100 manufacturers are using this toe you will 
find it easy to order shoes with the Armstrong 
Box. 


Lancaster, Pa. 


Branch Offices 


197 South St., 
Boston, Mass. 


50 Church St., 
New York City 


408 North ThirdSt., 
Philadelphia, Pa. 


1017 Broadway, 
Cincinnati, Ohio 


320 West RandolphSt., 
Chicago, Ill. 


204 South Third St., 
St. Louis, Mo. 


Armstrong 


Circle 


Cork Box Toe 


B23 | 
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|| She FLORSHEIM SHOE 


[, SPORT OXFORDS 
| ee In Stock 


A finely styled sport oxford for the 
club or on the street. White Nu-Buck 
with black calf trim. The kind that snaps 
up your window displays and brings in 
men who want, the best. 
THE HENLEY 
Style S-121—In Stock 














‘. vi Witn knickers or flannels. A white Nu- 
a Se N Buck low shoe, trimmed in tan calf, is 
* just the thing. We have them in stock 
to help Florsheim dealers supply the 
demand for fine looking sport shoes. 


THE WALES 
Style S-122—In Stock 


Most Styles Retail at Ten Dollars 
Florsheim Stock Styles are regular quality and regular price 


THE FLORSHEIM SHOE COMPANY 


te, 5 : 
a t. ( World's largest manufacturers of men’s fine shoes 
| L ’ ADAMS AND CLINTON STREETS 
CHICAGO 
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S @LYAOUR styles in shoes for dress and 
; SNe? semi-dress must have more than 
#9 beauty of line and correctness of 
‘ fit. They must be made of ma- 
terials that appeal to the eye, and assure a 
satisfactory period of service. 







Darbrook Shoe Satins and Fabrics 






have those qualities. Woven for footwear 
exclusively, they are styled correctly to con- 
form to the mode, and have a uniformity of 
texture, a depth of color, and lustre that 
bring out to the utmost the pattern and 
beauty of the shoes in which they are used. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 








Represented by 


D. J. Finn T. F. Leary Henley & McGaghey Desmond & Hottinger, Inc. W. A. Gallup 
Philadelphia Boston St. Louis New York Cincinnati 
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4 Meict surest way to judge of how a line of shoes will help 
you to hold and increase your customers, is to note how 
that line holds and increases #ts customers. . . . . Our record 
in this respect is particularly impressive evidence of our abil- 
ity to develop your sales constantly and consistently 


BLISS &6 PERR-Y COMPANY 


Makers of WOMENS TUR:NS Exclusively» 
NEWBURY PORT, boa santieer 
we ——~ Set 


avnat 








<fANYSYYZNNYE 
vaviwsw! 
vi isvr3viee ravav3 nan v wy, be 
: VEWFAVVANTVLVEY VINVINOAUCEVPAIVVEVENYIIVO + VEVEVECUINYVANVANVAN 
= -74VNVAVEVANVENY NUP LW a va ATYLY FAV VETWINUTT VBE PTO [rinravyreyy:7 TUVTENVEVS 
aren wav and bd nA DA edd £0828 ALAA LAE ALI tv. Wa Nravvauvi Waray IVFANVIW 
wivay 























wWrat vs 
ts wie UNTEVENTATNVANNY: vat, 

vay pals TnrawariNe rs 
ayvvit 





4 peace atte FAWTIVTANVIENT | OIVIRWINYT Wavvatvante x Mt 
UP ANY 7 FERRNVENTAVECTEVPEROTENT ATS Aer 4 ive aati peaing ovr ERY AV AWIRVIVINGT AtUTS 
Treertese ive ~ zee ve : 





A 


. . 


A 


‘>_>, — 
a . 


— 


~ 
(A 


“- 
—— 


= 


oar 
. a 





a: 





12 BOOT AND SHOE RECORDER June 6, 1925 June ' 


















































1905 fy June 6, 1925 BOOT AND SHOE RECORDER 18 
Tite - —— AT TI maria 
= Tpit ATUL ULNS SY ae : ‘‘ a STAT a TINY 
= = 1 a0! 
aT jaaad2 gaged: NT woMeEN a1) ya) 113 Yo atti 
ym 1333 ida a SHOES ron iit qa: “ddd ee ; 1 qv 
A 22827 THOMAS, “sHOlS remem prt ee a0) 
3322 gies "ile aD UCTr D in 1" ae 
ond ww V “i 





5 1S SS 


of sy 


Hey yi oe 


EB One : ess 





REG. U.S. PAT. OFF. T.G.P. CO. 


“CONSUMER-CONTACT"” 


ESTABLISHED BY THIS TRADE-MARK 
AND MAINTAINED BY THE 

CONSTANTLY SATISFYING EFFECT OF THE SHOES 
AND SERVICE 

ENABLES YOU TO MEET THE NEW ORDER OF 

THINGS WITH ESTABLISHED DEMAND 
FOR MERCHANDISE KNOWN AND PREFERRED _ 
BY WOMEN AND YOUNG WOMEN 


THOMAS G. PLANT COMPANY 


FAMOUS SHOES FOR WOMEN SINCE 1891 
BOSTON 30, MASS. 


IN-STOCK BRANCH: 125 DUANE STREET, NEW YORK, N. Y, 
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The Feature of the WHITE SHOE Opening 
of the SHEPARD STORES, BoSfon, Mass. 


sale of white summer shoes, the 

Shepard Stores of Boston decided 
that instead of emphasizing shoes only, 
they would also lay special stress upon 
WHITE VODEKID 
as a leather which 
they could most em- 
phatically recom- 
mend to their cus- 
tomers for summer 
footwear. 

The Shepard 
Stores are the exclu- 
sive retailers of 
SOROSIS shoes in 
Boston, and in thus 
offering SOROSIS 
shoes made of 
WHITE VODEKID 
a happy union of two 
superior products 


I: preparing for its annual opening 


(Me 


was effected with corresponding selling 
success. 

The Shepard Sales Force were given in- 
struction as to the general basic reasons 
why the Shepard Stores chose VODE 
KID as the most desirable white shoe 
material, and it was found that customers 
appreciated and were impressed by this 
evidence of the Shepard Store’s will to 
give them the best. 

From the first week’s indications the 
sale promises to be the most successful of 
its kind ever held by the Shepard Stores. 
Correspondingly our sales of WHITE 
VODE KID the past season have been 
far in excess of those of any previous 
year since we started the manufac- 
ture of WHITE VODE KID five years 
ago. 

There is no secret about the ever in- 
creasing demand for VODE KID in white 
or colors. Intrinsic merit is responsible. 


THE STANDARD KID CO. 
209 South Street, Boston, Mass. 


Branch O fices A gencies 


100 Gold Street 
New York City 


70 North 4th Street 
Philadelphia, Pa. 


Chicago Cincinnati 
Montreal St. Louis 
Rochester 
and all leather centers 
of the world 
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PACE forbids showing as com- 
AY pletely as we would like, the 
ctensive window displays and ad- 
vertising which the Shepard Stores 
devoted to this sale. 


Three large windows were con- 
tantly given up to the sale as well 
as large space in the leading Boston 
newspapers. 

A window showing of WHITE 
VODE KID in various stages of 
preparation from raw stock to the 
finished product created much in- 
terest, 

Another most effective feature 
was the young lady pictured at the 
left who, dressed in a complete gar- 
ment of VODE KID, passed about 
the store directing customers’ special 
attention to the Shepard white shoe 
sale. 


The sale started Monday, May 25, 
and continues for three weeks. 
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! * Shepard hoon open the 1925 S 
Season with an unprecedented display of 
SOROSIS SHOES in 


White Vode Kid 


ee ¢ 


You are invited to attend 
the opening of the white shoe sea- 
son in Boston with all the cordial- 
ity that befits the great promise 
of bright, active- outdoor days. 

The Shoe Store has been 
transformed into a Mid-Summer 
garden of white shoes for every 
occasion. The time is ripe for 
choosing. You will find here not 
only the last and final decree of 
Fashion, but find it carried out in 
White Vode Kid which excells all 
other materials. 

\ 
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HOWARD & FOSTER SHOES: 
25. IN STOCK 


Ready for At Once Shipment 


‘“‘BERWICK’’— $6.00 


No. 169—Light Color Tan Calf Lace Oxford. 
A,7 toll C, 5% to Il 
B, 6% to II D,6 to 10 
No. 279—The same shoe in Black Calf. Sizes and price same as 169 


‘*THE HUDSON’’—$5.75 


No. 165—Golden Tan Boarded Calf Brogue Lace Oxford. 
A, 8 to 9% C, 5% to 10 
B, 6 to 9% D, 5% to Il 
Thirty-eight years of experience and dependability 
is built into every pair. 





BOSTON OFFICE 


Sowintc RP LETE H d 183 ESSEX STREET 
3 
nenee une ts, F1OWard & Foster Co. 
HAVE NOT RECEIVED NEW YORK OFFICE ‘ 
A COPY, WRITE US. (Manufacturers of Goodyear Welts of Stability and Service) MARBRIDGE BUILDING 


ADDRESS ALL COM- 
MUNICATIONS TO THE Brockton M ass CHICAGO OFFICE. 
FACTORY ’ . SECURITY BUILDING 
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T would not be possible to give the 
guarantee that goes with every pair of 
Goodyear Wingfoot Heels, if Goodyear 
W ingfoot Heels were not the very highest 
and finest quality on the market today. 
Read the Wingfoot guarantee again: 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels 


ENGEFOOT 
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| That special sales plan is helping ( 


—~ 


Fuel] 
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, | Grip Sures to go big right now! 


meys fast sellers at this time of year, Grip Sures are beat- 
ing their own records right now in hundreds of stores. Re- 
tailers who are looking for something distinctive as well as profit- 
able — something that will make their stores stand out from com- 
petitors — find it in Grip Sures. 


The famous Suction Cup Soles are patented. Grip Sures have ex- 
clusive features and wearing qualities that are not equalled by any 
other canvas, rubber-sole shoes. There is no substitute for them. 
Customers instantly identify them by the distinctive suction-cup 


soles and the Top Notch Trade Mark. 
















Put new punch in your sports shoe sales— 
get in touch with our nearest branch 






You will find that the striking, unique window display, featuring 
the offer of the 4-volume Top Notch Sports Library (“‘knapsack” 
or vacation edition) free with every pair of Grip Sures, will put 
new life in your sports shoe business. It appeals to both boys and 
parents. Backed up by our advertising in boys magazines and 
newspapers, it’s a plan that will make Grip Sure sales for you. 









Write our nearest branch for information. Also, if you are in need 
of anything in tennis or sports shoes, try our prompt service. 
Whatever your needs, we can take care of them quickly and 
completely. 










THE BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber and Canvas Rubber Sole Footwear’ 
Dept. E4, Beacon Falls, Conn. 







aseamintan 


NEW YORK, N. Y. — CHICAGO, ILL. 
106 Duane Street an Gale fone 208 So. Jefferson Street 


er CITY, ~ 
926 Broadway 


TOF _N OTCH 






The All-Sports Shoe with the famous Suction Cup Soles 
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Wi i  e re a Sport Shoe Demands 


every demand for sport shoe wear. For the 


Distributors 14 South Se., Boston, Mass. 


A. C. Morand Co. A.R. MuellerCo. EdwardC. Mueller 
204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 


OTE :—Those persons infringing on patents or namin 
be prodace to mislead the Public ob the "Gro Cort® trade 


mark will be prosecuted. 
Cord Tire Wear The Lima Cord Sole & Heel Co. 
eT. Lima, Ohio 
agora LL TS aT See 
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No. 9477—The Biltmore. Men’s Tan Bal Oxford Good- 
year Welt, Perforated Tip, Stitch Vamp and Lace Row, B TO D WIDTHS 


Folded Edges, Single Oak Sole, Rubber Heel, Sole 
Leather Counter, Blind Eyes. Sizes 6 to 12. 30 DAY DELIVERY 


No. 9577—Black as No. 9477. 


WEYENBERG SHOE MFG. COMPANY 


MILWAUKEE, WIS. 
North Pacific Branch South Pacific Distr. New England Distr. 
Dunham Bros. Co. 


Weyenberg Shoe Co. Weyenberg Shoe Mfg. Co. Gunnerson Shoe Co. 
Dallas, Texas Portland, Oregon Les A Brattleboro, Vt. 
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Carried 
A-—7 to 11 
B—6 to 11 
C—5 to ll 
D—5 to ll 


No. 3222—108 Tan Hickory 
Broadmore Last—$6.00 


7 pularity of our Broadmore Oxford is unusually 
cifying. It has proven our leading instock number and 
will certainly continue in favor during the entire year. 
Why? Because its smart, broad last harmonizes with 1925 
clothes—because it’s extremely comfortable as well as stylish 
and because this irresistible combination of qualities—easy 
fit and fine appearance—suits it to the taste of all ages 


It’s Right Styles at the Right Time 
That Make Your Business Hum 


wid gomy | 


ref 








J. P. SMITH SHOE CO. 
CHICAGO SB. NEW YORK 
o71 N-Seneamonst. | AOD | eeetieag] 142 Deane Soe 






















































































West Coast Salesrooms: 312 Forrester Bldg., Los Angeles, Cal. 














Write for complete Instock catalogues 
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What have you done? 


HERE never has been a time so important to the shoe-manufacturing 
industry as now. 


The buying public is becoming shoe-conscious. The retailer is being talked 
at about leather as never before. The public appreciates that good leather 
is the only material for shoe bottoms that is healthful, corfifortable and - 
stylish. Shoes that are style leaders show increasing lines carrying all- 
leather heels. Real golfers are demanding a solid leather sole, and repre- 
sentative golf shoe manufacturers are rapidly increasing their all-leather 
production. Women are dressing more ruggedly, desiring an outdoor, 
country-life appearance, and with this desire comes a demand for a 
sensible, serviceable shoe. “Children’s shoes are becoming structurally 
more sturdy and are all-leather. 

















The sole leather tanners have reached the public ear. These unmis- 
takable trends are evidence of it. The shoe manufacturer producing a 
good leather-soled shoe, a typical piece of high-class American shoe- 

making throughout, can profit by co-operating with the tanners, who 

have been yntiring in their effort and who have carried the cost of 
this campaign for over two years. 


Advertise leather shoes. Emphasize the health, comfort and 
appearance of leather soles. Carry the message of health to your 
buying public. Tell them of the facts concerning the handicaps to 
bodily vigor by a lack of exercise. ‘Walk and be healthy,” “Shoes 
for the occasion,” ““Nothing takes the place of leather,”’ are 
slogans you can use in your advertising. 


Co-operation means strength. It means a broadening of the 
campaign and is profitable to all concerned in selling more shoes 
and more leather. 
So that you may be able to make your advertising coincide 
with the national campaign we will be glad to send you 
reprints of all advertisements as they are issued. 
Are you tying up with our country-wide messages? May 
we hope for your co-operation? 


AMERICAN LEATHER PRODUCERS, INC. 
ONE MADISON AVENUE, NEW YORK, N. Y. 


Nothing takes the place of 


ATHER 


AMERICAN LEATHER PRODUCERS, INC. 
One Madison Avenue, New York, N. Y. 


Send Reprints of all advertising to 
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Patterns can be imitated, 
but not the richness of 


New Castle Colors. 


HOE men will find New Castle Colors aninvalu- 

able aid in carrying out the new style scheme of 
things, wherein fashion interest comes from color 
subtlety rather than pattern variety. 

In the new shoes of simpler cut, you can econo- 
mize by using New Castle Colors to gain true fash- 
ion individuality. 

The choicest raw stock that grows, processed by New 
Castle artisans, is not to be imitated in less expensive 
skins. 


Fall Colors Recom- 
mended he Join : 
Styles + wettlan cNew Castle (lors Number 
sxe = AUTUMN BLONDE 
m™ INDIA TAN 2 


roseworo -«f RESSEWOOD 

“eon” = HARVEST BROWN © 
‘a { ROYAL BROWN ; 

“Gar 4 NATIONAL GRAY ” 


NEW CASTLE LEATHER COMPANY 
NEW YORK 











ie ee 





se i | 


June 6, 1925 BOOT AND SHOE RECORDER 








Here are two typical Martha Washington models 
—hbeautiful, dainty, attractive—priced to permit 
volume sales—designed to out-live ordinary style 
shoes. In stock now—and in stock later when 
you will be needing sizes to keep your stock 
complete. 


Excellent twelve month sellers. Order 
them now—sell them next Saturday 


F. MAYER BOOT & SHOE CO. 
Milwaukee 


lartha Washington 


Dress and Comfort Shoes 


Trade Marks Registered U. 8. Pat. Office 
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Strong Talking Points 


The public appreciates good leather. Buyers 
of shoes are becoming leather-conscious, and the 
strongest talking point to your trade is the quality 
of leather you use. 

















Our special tannages of sole leather, known 
for their constant quality, plus the service we 
extend to our many customers, have maintained 
our leading position in the industry. 





Our interest is the same as yours, to main- 
tain that high standard of quality for which the 
American shoe is famous. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 

















THE UNITED STATES LEATHER CO. OF MASS. 


BOSTON 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 
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“QO- SO- SNUG" ana "0-SO- EZ-E”’ 


SUppoR® 7b 


Names of Selling Appeal 
Reinforced by Finest 
Obtainable Leathers and 
Brockton Shoemaking 








rs 


ye will seek in vain for shoes of this type to equal 
“Q-SO-EZ-E”’ and “fO-SO-SNUG”’ to retail at such 


an appealing price range. 


Corrective Free from the 
unsightly looks of a strictly 
orthopedic last. 


Leather Quality E. E. TAYLOR 
reputation for using the finest black kid 
obtainable is conceded everywhere. 


Reasonable Price Which 


surprises many a customer who 
oN has been used to’paying more. 
8 





Of Special Interest to 
Wholesalers 
Our new “STAMP and SHIP”’ plan 
now in operation in our IN-STOCK 
DEPT. offers a new advantage to 
distributors of “O-SO-SNUG” and 
““O-SO-EZ-E” Shoes. 


Write us for full details. 


E.E-TaylorCompangy. 


BOSTON, MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 
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ORG” that “Paris decrees still shorter skirts, 
shoes are more than ever in the limelight. 


Fabulously fancy footwear for after dark, but for 
daytime the trend is toward simpler strap ties and 
the perennially popular lightweight Goodyear 
Welt oxfords in patent, calf, or suede. 


To be smart, all lace models must be finished with 
visible eyelets. Always insist on Goodyear Welt 
shoes with DIAMOND BRAND V ible Fast Color 
Eyelets. 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufadurers of 


DIAMOND BRAND Viible FAST COLOR EYELETS 


LOOK FOR THE DIAMOND 
TRADE <@ MARK 





DIAMOND BRAND Visible 
Fast Cotor EYe.ets 
promote easy lacing and 
preserve the smooth style 
lines of the upper. They re- 
tain their original color 
and finish indefinitely and 
allually outwear the shoe. 
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An Alligator that 
never saw the 


South --- 


Showing the fallacy of 
‘“masquerading! ” 


\ You havelfseen him—we all have! He’s the “alligator” 

\) that goes into Miladi’s shoes looking “fine and dandy;” 
suddenly after a few days of wear he forgets what he is 
supposed to be, and straightway sheds that alligator 
look. Behold, just an ordinary piece of leather that had 
put on the alligator “mask.” 


Real, genuine ALLIGATOR will keep that Alligator 
look just as long as it exists. It cannot pull out in 
wear, because it is a natural grain, made in Nature’s 


way to cover one of Nature’s “animals.” 


Of course you want real ALLIGATOR. His head- 
quarters in the North are at ROBERTSON’S. 


Deliveries can now be Guaranteed 
for the next six months 


Made in three standard colors 
GOLDEN TAN, AMBER 
and GREY 
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ROBERTSON LEATHER CO. Inc. 
41 Spruce Street 
NEW rom CITY 
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PARACORD SOLES 


EASY TO WEAR — HARD TO WEAR OUT 


925 




















They've gone 2300 miles 


A DISTANCE equal to that between 
New York and Yuma. That’s how 
far Arthur Vincent Roth, famous 
walker and Marathon runner, has 
hiked in a pair of shoes with Para- 
cord Soles. 


Yet he states, “The Paracord 
Soles are little worn, still in good 
condition and I expect to get many 
more miles out of them before 
repairs are needed.” 


Before he learned of Paracords 
he wore leather soles. At the end 





of 1200 miles those leather soles 
were usually completely worn out. 


Paracords are already on over 
two million pairs of shoes. Noth- 
ing like them for durability and 
comfort. Tough, yet. flexible. 
Won’t crack or harden during the 
life of the shoe. Moulded shank 
to fit the last, insuring better arch 
support. 

Insist on Paracord Soles on the 
shoes you buy and build a shoe busi- 
ness that stays with you. 


Write for further information 


THE PARACORD COMPANY, Inc., Johnson City, 
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Fimo $5.00 
Shoe Fen to 


a $7.50 


To Retail At 


$5.00 to $7. . 
eae Consider well the Company from 


which you buy shoes to retail at 
these prices. 


Weber shoes for men have a value 
background, that makes perma- 
nent customers—not transients. 


WeseEr Bros. SHOE Co. 
North Adatns, Mass. ue 


New York Office: 1328 Broapwar, Marsaince Bio. 
H. Harazis, Rep. 
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FOURTH YEAR AS NEW SERIES 





SHOE STYLE ALBUM To know styles in shoes it is necessary 


to study Parisian Fashions, and the 
best means of knowing them is to send 
your subscription to 


CREATIONS | “wiscriseaea 
for their 
IN ED ITES SHOE STYLE ALBUM 


OF 


CREATIONS INEDITES 
PARIS pE PARIS 


which creates the Mode and publishes 
the Models that will be in fashion, 
, : showing the newest materials, leathers, 
Album de Luxe, appearing 12 times a buckles and heels. 

year. Each number contains 4 original SUBSCRIPTION, $25.00 THE YEAR 


plates in colors, beautifully prepared. Send $2.50 for a sample copy 


eT eM eliiiii els 
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LEXRI 
THE F ote DGE 





FLEXIBLE ehere ou want it 
RIGID where wou need it 


cf teably 


NEW SHOE 





Women have always 
wanted a shoe like this 


Up to now most feature shoes for women 
have been built around two widely differ- 
ent principles—the flexible shank and 


the rigid shank. 


Flexibility is necessary because it per- 
mits exercise of the foot muscles— 


B u t ompert for the arch is also 
needed—and the rigid shank 


gives it— 











‘Which is right?”’ 
asks the woman... 


She has had to choose one or the other 
to date— 


But now she can get both flexibility and 


rigidity in The Flexridge Shoe—a shoe 
she has always wanted. 


EXIB) 
LEXRIn< ee ke where you taunt it 
THE SHOE OGE RIGID whee yu nad it 





A new era in shoe history 


The Flexridge Shoe 


combines the advantages of flexibility 
and rigidity in a practical manner for 
positively the first time in shoe history... 





Flexridge features are found in no other 
shoe—they afford a combination that 
has never been used before. 


Of course the Flexridge features are pat- 
ented— 





























It is not just ‘“anothér shoe’’—if is a 
different shoe 


It ushers in a new/fera in th 
dustry. 


It is flexible where you 
want it....rigid where 
you need it... 





And no one but The United States Shoe 
Company has this 
patent. 


As a Flexridge deal- 
er, you will be the 
only merchant in 
your town to have 
the advantages of 
this patent. 





FLEXIBLE where yu want it 
RIGID wher you need it 





How is the 
Flexridge Shoe made? 











Most foot troubles originate 
with the longitud arch 
of the foot. 











The scaphoid bone is the 
keystone of this arc. 








—and there is where arch support is 
needed. It is not needed over the entire 
length of the arch. 


Supporting the arch with long steel 
shanks makes the shoe rigid from heel to 
ball of toe. The foot muscles cannot ex- 
ercise—and yet— 


Most feet MUST 
have some rigid 
support... 


EX 
re EXD 





In the Flexridge 
Shoe, a spring 
steel support ex- 


tends from under the heel to just beneath 
the scaphoid bone—the keystone of the 
arch where rigid support is needed. 


Yet nd the scaphoid bone the foot 
has full flexibility of movement. 


For remember.... 


The Flexridge Shoe is flexible where you 
want it—rigid where you need it. 


PLEXIBLE spore you want it 
RIGID where yu ned it 





The Flexridge Shoe has 


these other advantages 


You know theadvantages wherea straight 
line is built inside the shoes— 


The Flexridge Shoe has this straight 


line— 


Pee 


You know the advantages, too, of a shoe 
that gives the natural rotary motion to 
the foot in walking— 





The Flexridge Shoe does this— 





And in addition, the Flexridge Shoe 


..gives muscles full play 


..brings them back to 
normal 


..distributes the weight 
of the body evenly. 


LEXRI 
THE FcHoE OE 





You know the value of attractive mer- 
chandise with an exclusive feature— 


And remember—Flexridge features are 
exclusive in the Flexridge Shoe. 


They are features that are new—that are 
different—that will bring customers to 
your store and send them away satisfied. 








The Flexridge Shoe 


is your opportunity to give women 


what they want and n 


A shoe that is flexible where they want 
it—rigid where they need it— 


PLEXIBLE here wu want it 
RIGID where you need it 





The Flexridge Shoe is 


a style shoe -- in stock 


_ The Flexridge Shoe is offered in a wide 


variety of attractive models. 


It is comfortable—but it is not a “‘com- 


' fort shoe.” 


It is a “style shoe’ in the finest sense 
of the word. 


With its trim lines and correct styling, 
its appearance will recommend it to dis- 
criminating women, everywhere. 


LEXRI 
THE Fog UGE 





A majority of the Flexridge models are 
carried in stock—ready for immediate 
shipment. 


Every order will be shipped with the 
utmost promptness. 


Wa 
ND 


\ 


Think what Flexridge 
means to you... 


A shoe that combines comfort, style and 
quality—with an exclusive feature that 
can be found in no other shoe— 


A shoe that means more sales, quicker 
turnover, more profits— 


And best of all... 


FLEXIBLE ate you want it 
RIGID where wou ned it 








FLEXRIDGE 
DEALER 


Lt | PE. 
qh) 

















\\ 
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Only ONE dealer in your town 
can handle The Flexridge Shoe! 


So act now, 
and.... 








Write or 
wire TODAY 


for the exclusive franchise for 


THE FLEXRIDGE SHOE 
FLEXIBLE ahere you want it 
RIGID where you need it 


THE UNITED STATES SHOE COMPANY, Cincinnati, Ohio 
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FOR THE LADIES 


IN STOCK 


HOR) 


(INDIAN FOR GOOD) 






































Modern Modified Moccasin 
Lasts 








Dainty, Attractive, Welt 
Moceasins *No. 5113—Soo Tan Oxford, crepe sole $3.50 


*No. 5114—Monarch Brown Oxford, crepe 


for All Sports Wear sole naa 


Skookums are comfortable and 
durable, and yet are neat, attrac- 
tive and graceful and do not have 
that “pluggy” look so common 
with most moccasins. 


*No. 5102—Soo Tan Oxford, oak sole... $3.15 
*No. 5103—Monarch Brown Oxford, Bear- 
foot sole $3.15 
*No. 5125—Sport Wilo Elk, Korry ‘Krome 
sole, round toe, moccasin last $3.50 


*No. 5122—Egypt Veal Steno « and Buckle Ox- Pee harem bal Elk Barred pay 
a SSS _— *No. 5115 Egypt Veal Barred a No. 5124—Soo Tan auses Veal Saddle, — 
Oxford, crepe sole $3. sole $3. 


PE ee 2 ted ee Tan and Smoke oo, 
0. —Northwestern an and Smoke No. 5110—Soo Tan Oxford, Smoke Saddl eather sole . . 

Strap Oxford, Bearfoot sole $3.35 ems sole = ona $3.5 74 No. 5104—Monarch Brown Sandal ......... FE is 
No. 5108—Reuping Black and Brown 4 aa 5109—Monarch Brown Sandal, crepe 
Strap Oxford, Bearfoot sole. $3.3 * In Stock. Other styles 3 weeks. $3.50 


fal SAWYER BOOT & SHOE CO. 


FREEPORT - ~ MAINE 
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129 South Street 
Boston, Mass. 


Lucius BEEBE 
& Sons Inc 
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‘London Character Shoes— 
for MEN! 


London Character Shoes— 
for SALES! 


; = LONDON CHARACTER SHOE Company, in 
its retail department, sells more shoes per sq. foot, than 
any other dealer in the world! 





For two reasons! Styles! Values! 


And now the identical shoes that have been the basis of 
our business, are available for sale in your city in your 
own store, branded or unbranded. 


We built our retail business on one particular line! 
We tripled it on the same line! 


And now we offer that line to you! 


A representative is now in your locality! A wire, or a 
letter, will insure his visit! 


LONDON CHARACTER SHOE COMPANY 
110 Duane Street, New York 


Factory: Brockton, Mass. (Successors to C. S. Marshall Co.) 
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Adopted on 





That Monteux, the leading shoe manu- 
facturer of France, operating The Pinet, 
Raoul and High Life Shoe Shops is fea- 
turing Naco Calf in his latest shoes, is not 
only pleasing news to us, but it is a 
valuable style forecast to shoe manufac- 


turers and retailers in this country. 


Though we dislike to admit it—the Paris 


styles of today are our styles of tomorrow. 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 
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For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York, N.Y. 
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.RIDING BOOTS. 


FOR LADIES AND GENTLEMEN 











The boot illustrated is the 
work of skilled craftsmen 
trained in the West-end of 
London — the home of the 
finest bootmakers in Eng- 
land — and is made in a 
“Factory in a Garden” in 
Northamptonshire where 
the Quorn and Pytchley 
hounds pass almost by the 
door. 


al 


cal 


Tan Calf, top lined, closed-in tongue, 3 in. 
edge. Also in waxed calf, %4 in. edge. 


FREDERICK COOK, Ltd. 


1 South Place : NEW YORK OFFICE 
LONDON E. C. 2 — E. F. KEENE 
ENGLAND IN @) in Charge 
un 


and 
Long Buckby ROOM 609 


NORTHAMPTON MARBRIDGE BUILDING 


es 
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Forty years of successful shoe 
manufacturing is due fo the 
friendly co-operation and loy~ 
alfy of our many customers and 
friends throughout the world. 


Dealer ! Clerk! Consumer! 


We fake this occasion to thank 
each and every one of you 
for this trust in us and pledge 
our best efforts in the further 
ance of your success. 
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THE GREAT 


NATIONAL 


SHOE WEEKLY 


ESTABLISHED APRIL ! 
1882 
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Which Way Lies Success? 


‘‘What’s the Matter with the Shoe Business?”’ Should Read ‘‘What’s 
the Matter with Me?” 


By HARRY A. BALLENTINE 


(The following interesting analysis of conditions in 
the shoe industry forms a portion of a report made to 
the California Shoe Retailers’ Association by Mr. 
Ballentine at the recent convention in Santa Barbara. 
—EDITOR’s NOTE.) 


HAT is the matter with the retail shoe busi- 

W\ ness? 

This is a question I have heard asked many 
times, and it has set me thinking whether or not there 
is anything wrong with the retail shoe business. There 
are several things that appear to be wrong, but when 
analyzed they will be found to be specific cases rather 
than a general condition. 

We all realize that many new shoe stores have come 
into being and that the consumer demand has not in- 
creased in the same ratio. The final analysis shows 
that about the same number of shoes are sold each 
year, and for the past four years there has been a 
slight increase each year, but the business is divided 
into many more parts. 


How Many New Stores? 


Picture, if you will, the number of new shoe stores, 
or shoe departments, opened in your own city or town. 
Consider whether or not the population has increased 
in the same proportion. No fair-minded man denies 
the right of any man to go into the shoe business, or 
any other business, if he so desires. Regardless of these 
conditions you have the right and privilege to make 
a stronger bid for your share of the business. 

Your share of the business, whether it be 
large or small, depends absolutely and only 
upon your efforts to obtain and maintain 
what you consider to be your share of the 
business in your community. You cannot 
hope to secure and hold this business unless 
you are a progressive merchant in every 
sense of the word. 


A progressive merchant is one who is not drifting 
aimlessly, but who has a definite policy and plan for 
the future, and makes every effort to carry out this 
set plan and policy. If he is conducting a general shoe ~ 
store he should strive to have the best one in his city. 
If he is to specialize, either operating a one-price 
store, or operating a high style, exclusive women’s 
shoe business, then he should by service and good 
business principles, become the leader in his particu- 
lar type of business. 

But it must be kept in mind that good locations are 
a most vital factor in the success of any business. 


The retail shoe merchant of this day must not be 
afraid of hard work. He must be alert and aggressive; 
must be well informed on the needs of his community. 
He must be so competent that he thoroughly under- 
stands the principles of merchandising and financing, 
as well as all the other details of his business. 


Changed Buying Habits 


Just a few words about merchandising of years ago. 
As you well know, shoes were purchased many months 
in advance. In some instances shoes were bought for 
the entire season. Conditions have changed, and today 
buying is done on a thirty- to sixty-day basis, and the 
aggressive merchant is devoting his time and efforts 
to the selling end of his business, and turning his 
stock as rapidly as good business principles permit. 
Years ago, when shoes were bought for six-month 
periods, with no great style changes taking place, and 
the shoe business more or less a cut and dried affair, 
and when the shoe dealer was a storekeeper rather 
than a merchant, he believed that it was not necessary 
for him to know some of the new methods which we 
pursue today and find very necessary for the success- 
ful development of our business. In fact, merchan- 
dising has become a profession, so much so that great 

(Continued on page 51) 
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Fall Colors to Be Softer and Not So Vivid 


Dress Trend for Autumn Is Away from Primary Shades—Black 
Promises Again to Lead 


By EUGENE PEIRCE 


ference of the Shoe Industries at the Hotel Astor 

on November 11 last, the writer predicted a ren- 
aissance of simplicity in the world of fashion after 
a long vogue of extravagance in dress. Since that time 
expansion in the realm of simplicity in designing has 
been constant. Though retained for summer and win- 
ter sports, steamer and country club wear, large plaids 
and bold stripes have made room for dots, chevrons 
and for the pin check worn by our great-great-grand- 
mothers when gray-haired sires stropped their razors 
on the family Bible, and a man’s word was as good as 
his bond. With pin check taffetas has come a revival 
of homespuns. 


ik an address made before the National Styles Con- 


Colors Getting More Sober 


Significant of a sobering influence in the realm of 
fashion for women is the present vogue for what is 
known as balbriggans. Such, knitted by the way, look 
all the world like the undershirt of a peasant from 
which garment the name is derived, color and all. 
Still they are all the go. 

In colors the high priestess is sobering up after a 
long and hilarious night. The pictures of Watteau, an 
eighteenth century painter, are now coloring the for- 
mulas of dyers. Reds fading into palest pinks, butter- 
cup yellows, pale purples and soft browns were three 
of his favorites, each of which is now advocated by 
ail the color authorities. All the color cards from 
France stress orchid purples in pale shades grading 
into deep orchids instead of the assertive royal purples. 
The pale yellows of Watteau introduce the new nov- 
elty brown series of the French, which begins with 
pale straw, grades into leghorn yellow and deepens 
into browns having a yellow cast. 


Some Colors Which Will Be Good 


Further evidence of a renaissance of refinement in 
colors is presented in the adoption of the madonna 
blues chosen by Van Dyck, a celebrated painter of the 
sixteenth century. Finally the frescoes of Dyce, a nine- 
teenth century painter, have been drawn upon to 
rescue color from the influence of the cubist and his 
twin brother, jazz. 

Perhaps the best evidence of the sobering influence 
of historic painters in the world of colors at this time 
is the revival of blues from navies up to and including 
the lavender blues of Van Dyck. These, including 
men’s-wear blues, are all with us again, with sensible 
browns, myrtle greens, soft yellows, refined tans, dig- 
nified blacks, burgundy reds, shrimp pinks. 


This Summer—White 


Glancing for a moment at summer fashions, we see 
white looming large for coats, suits, skirts and for 
dresses, either in solids or as a base on which to ex- 
ploit embroideries or printings. Landscapes in color, 
too, have representation. Since practical fashions are 
now to have some attention, white shoes look promis- 
ing for summer wear. Who does not know that white 
shoes clean easily and look fresh as new, which cannot 
be said of tints applied to colored shoes. 


With a sobering influence apparent in 
fashions generally it is certain that black 
will again advance from the position of a 
staple to the rarified atmosphere of fashion. 
Of course, we all regret such a develop- 
ment, but it cannot be helped. 


Abundant grounds for a belief in the reinstate- 
ment of black .as a favorite are apparent to every 
student of color movement. Thus far black heads the 
list of colors ordered for fall and winter by makers- 
up of coats, both wool and satin, and not infrequently 
black coats trimmed with black fur. Again black is 
heavily employed in the deepening of colors. For one 
example African brown is reinstated. This color is 95 
per cent black, 3 per cent yellow and 2 per cent orange. 
Dark myrtle green with black for a base is another 
example and blacks with a purple cast may be men- 
tioned as novelties. 


Primitive Weaves Stronger 


In so far as weaves are concerned, the old-fashioned 
girl now dictates to women what is to be modish or 
chic. Fancy weaves in solids, follow fancies in colors. 
Primitive weaves are in the saddle. 

For something new, all of the crack designers in 
France have gone back to primitive designs, of which 
dots are first mentioned by historians, and so we have 
dots here and dots there, generally in reds posed on 
white grounds, although any dot in any sensible color 
combination goes over. Chevrons were the next things 
in designs to come along. Now we have chevrons in 
miniatures and on up to the yellow ones on the uni- 
forms of Uncle Sam’s fighters. 

And on answering the question “What’s new?” 
Paris replies “Armore Royal,” melrose, surah diag- 
onals, poplins, ottomans, diamonds and every other 
derivative of the primitive weave possible to develop 
on a modern loom and each older than the hills. 


More About Color 


Back to colors again, in addition to those already 
mentioned. 
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Hirondelle, as the French call it, more commonly 
known as chimney swallow blue, together with heron 
blue, which is a black with a strong bluish cast, are 
again championed in New York and in Paris for a 
return engagement, and navies have been reinstated. 


Important is the proposed elimination of such strong 
yellows as those of the sulphur variety and the sub- 
stitution of such refined yellows as old gold and soft 
autumn yellows, which naturally fall into the relative 
strength of the oncoming browns and blues indicated 
for acceptance. Civet cat is another example. 


Trend Toward Mannish Effects 


Of interest, too, is the present trend in fashions 
toward mannish effects in tailored coats, dresses and 
suits. To look the part, women adopting mannish ef- 
fects must give consideration to the conservative dress 
preferred by men, and partially forego the feminine 
idea. 

So far as possible, however, we seek to interpret 
the new color movement instead of giving a minute 
description of each shade and color, and to emphasize 
the main changes in color rather than to present a 
specific description of the market’s total offerings. 


The new season is opening with black a 
top-liner, followed by “cuckoo,” allied to 
rust; “tanager,” a soft, dull red; “sea swal- 
low,” a gray; “brown dove,” from the beaver 
family; “queen bird,” a very dark purple; 
“grackle head,” a dark navy; “falcon,” 
a gray; “plover,” an indistinct brown. 
“Troupial,” a soft brown, shows the 
strength of the brown series; “toucan” is 
the name of a bluish myrtle; “piranga” is 
a soft red; “manikin” is a dark tobacco 
brown. 

Boiled down, the 
coating and dress 
colors are black, as- 
sorted red and yellow 
browns, grays, navies, 
rusts, beavers, myr- 
tles and unobstrusive 
reds for daytime wear 
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cerulean blues, rose pinks, wild rose, shrimp, pale 
mint green, water green, pearl gray, apricot, orchids, 
pale violets and champagne. 

This is an assortment of fifteen evening colors, but 
chartreuse and turquoise are indicated for adoption in 
salons frequented by the exclusives. 


Which Way Lies Success? 
; (Continued from page 49) 
educational institutions, such as the Harvard Univer- 
sity, have established a merchandising course. 

You and I may not have had the opportunity of 
securing this educational advantage, but we have the 
same opportunity as the young men who are taking 
these courses. We do not have to go to college, but if 
we are to keep our place in the merchandising field 
we should read books and trade papers on the subjects 
of merchandising, accounting, financing, advertising, 
and any other subject that we may not be as well 
versed in as we should be. 








The Place of the Shoe in the Costume 


“We have all agreed,” said J. Sherwood Smith of 
Harper’s Bazar, at the recent allied styles conference 
in New York City, “that the shoe is now part of the 
woman’s costume. It is no longer a foot covering to 
be considered separate by itself and without relation 
to the remainder of a woman’s apparel. It must be 
considered a part of the ensemble. It bears a certain 
relation to the dress, coat or suit which is worn with 
it, to the design of that garment, the length of the 
skirt, the material used in the garment; it bears also 
a relation to the other accessories of the woman’s 
costume—her hat, her hose, etc. A woman thinks of 
her apparel in terms of ‘the composed costume’ as our 


it. The whole costume is a 
composition in which there 
is unity and harmony. 
“Having admitted this, 
it is then absolutely clear 
that the newly predicted 
shoe styles must have their 





and eighteenth cen- 
tury pastels for eve- 
ning functions prin- 
cipally. 











Passing from colors for 
daytime wear to evening 
shades, we find the same 
reactions from vivid colors, 
and a tendency toward the 
endorsement of pastels, al- 
though chartreuse and 
turquoise are advocated 
by the color authorities in 
Paris. 


Colors for Evening Wear 


The range of promising 
colors for evening wear 
runs thus: Porcelain and 


origination in the same 
places and at the same time 
that apparel modes are 
originated. 

“This carries us, whether 
we like it or not, straight 
back to Paris. It is true 
that we have splendid orig- 
inal designers of apparel in 
this country. There are 
purveyors of the mode who 
are capable of originating 
models acceptable to the 
smartest women and modes, 
which will later be accept- 
able to the masses. The 
same applies, I do not doubt 
for a minute, in the origin- 
ation of shoes.” 


fashion editors have termed 
7 
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Artful Simplicity Governs Vogue in Shoes 


‘Patterns and Materials (ontinue to Play the 208 Important Part with W hite 


HE adornment of the lower 
extremities adheres to the law 
of simplicity except for the 


subtle touch here and there which 
arouses much more interest by the 
elusive intricacies than could ever be 
hoped for by the bizarre. 

Shoes are trimmed with contrasting 
and harmonizing leather cut in mod- 
ernistic designs and they are also 
underlayed with many new materials 
and some are painted by hand with 
various kinds of paint, such as water 
colors and metallic glass (all shades, 
including gold and silver.) Most 
original is the new paint imported 
from Germany with which ground 
glass is mixed causing it to glow with 
an irridescence and making a most 
attractive decoration both for shoes 
and costumes. 


White Kid to the Fore 


White kid is at present the fa- 
vorite which is to be expected at this 
time of the year, with white calf and 
buckskin, black satin and patent 
leather taking second lead. Blonds 
and tans, however, are still popular 
in both kids and satins and a little 
gray is still being sold. Ivory kid is 
being featured by many of the smart- 
est shoe salons. 

Materials are of endless variety. 
Among the exclusives there 
are many novelties, including 
marbleized kid in pastel shades, 
which is combined with white 
kid to make a very smart shoe 
creation by Delman. Alliga- 
tor suede is another attractive 
feature from Delman’s, con- 
sisting of an ordinary alliga- 
tor, highly cultivated, first by 
having his scales buffed down 
to the smooth velvety under- 
coat, and then undergoing 
some bleaching process and 
finally dyed into beautiful 
pastel shades and also white. 

Reptile skins of all kinds 


are in high vogue, often serv- 


Taking the Lead at Present 


By BEATRICE BROWN 


Bridal shoe of white satin piped 
with silver and trimmed with pearls, 
with pearl studded bell. From Delman. 


ing as the only material in the shoe 
as well as being used for trimmings 
and as vamps and quarters in com- 
bination with other materials. The 
unique markings on some of these 
reptile skins are particularly inter- 
esting and when cut skilfully can 
be developed into a most distinctive 
shoe. Colored and irridescent patent 
are rapidly gaining favor and metal- 
lic patent leather is quite the sensa- 
tion among the new showings. 


Left—Blond satin and gold kid embroidered with orchid 
flowers and green leaves, piped with gold kid. Side buckle 
studded with topaz. Center—W hite calf sandal with Scotch 
tongue and trimming of patent leather. Right—White 
linen oxford, white kid trimmed. Bottom—W hite alligator 
suede quarter with white kid vamp. All from Delman. 


Doeskins continue to be worn fa- 
vorably and sandals are more popular 
than ever, especially the Deauville 
striped and woven sandals. 


For the Fune Bride 


The world of fashion is at present 
very much interested in what the 
June bride will wear, for even the 
bridal trousseau has become some- 
what capricious and does not adhere 
to old conventions and is susceptible 
to the changes of mode and fashion’s 
fancies. Sure enough there are the 
lovely filmy chiffons and tulles, also 
satin and crepe combined with lace; 
even elaborately beaded gowns are 
distinctly approved. As usual, white 
with its symbolic purity, is quite the 
favorite; but, frequently, indeed very 
frequently, we find the exquisite 
pastel shades stealing into even the 
traditional trousseau. 


Many of the smartest showings are 
of the conventional white touched 
and trimmed with color; then again 
the entire trousseau consists of one 
or more of the irresistible pastel 


shades. The most favored bridal 
bouquet consists of rare and highly 
cultivated orchids combined with 
lily of the valley and bound with 

ribbons of orchid and white. 


New (lors 
Appear 


This season’s displays as- 
sume an aspect which may be 
termed as a carnival of color 
representing all of the gar- 
den’s gayest hues, which is so 
characteristic of Parisian love- 
liness. 

Among the newest colors, 
and particularly prominent, 
is the rich bishop purple and 
thistle bloom while fuchsia is 
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T op—wW hite kid trimmed with black 
kid, pinking on collar and saddle 
strap. Black kid heel. From Slater. 
Lower left—Tan kid quarter collar 
and heel with patent leather vamp. 
Lower right—Vamp heel and motif 
of tan pigoat with quarter and strap 
of tan kid. Both from Hanan. 


predicted by the fashion forecasters 
to gain the greatest popularity. Vari- 
ous shades of violet and pansy are 
apparent in many collections. Can- 
yon, amber, maize and peach are 
indorsed by all of the fashionables. 
Turquoise blue is Rebous’ newest 
color. There are also much gray, yel- 
low, red and green being shown for 
immediate summer wear. White, 
both plain and color trimmed, is 
quite the thing for sports. Combina- 
tions of red and white are given due 
representation. 


Printed Fabrics for Dresses 


Prints are enjoying such an im- 
mense popularity and are more color- 
ful than ever, oftentimes giving the 
effect of a lovely soft bed of float- 
ing flowers. 

Hand-painted costumes are quite 
the sensation of the season. Many 
are painted with landscape and 
scenic effects while others are painted 
with flowers and modernistic de- 
signs, Hosiery, lin- 
gerie, hats and scarfs 
are also being painted 
in the most elaborate 
fashion. 

The two-piece 
frocks and tunic 
blouses hold an ex- 
alted place with the 
costumes that fashion 
favors and are shown 
to an advantage for 
afternoon wear in 
chiffons, georgettes 
and crepes; and for 
sports wear, in 
knitted materials, 


French flannels and Jerseys and are 
very often made of a combination of 
materials. Bonwit Teller has adopted 
a very smart model with a pleated 
Jersey skirt and balbriggan blouse. 
Balbriggan blouses and turtle neck 
sweaters worn with pleated skirts are 
the outstanding feature for extreme 
sports wear. 

Taffeta is evidenced in the show- 
ings of many of the most fashion- 
able houses, but chiffons, georgettes 
and crepes are the most favored 
fabrics for this season. Satins and 
ribbed materials are duly represented. 


(“che Hat Per sists 


Large hats are being shown but 
not sold as well as is expected, ac- 
cording to the milliners. The small 
cloche has become such a habit with 
the discriminating fashionables, that 
they are reluctant concerning the 
larger hats, but the small hat is des- 
tined to share its long lived popu- 
larity very shortly. Bankok and hair 
hats are the most favored and are 
trimmed with velvet, soft maline and 
flowers. Grosgrain and ribbon hats 
are equally smart. Some of the most 
advanced collections are showing 
Austrian velours in all the new 
shades, including thistle bloom. Bali- 
buntle hats are very smart according 
to information received from Paris 
by Franklin Simon. 


How Short Are Skirts? 


Afternoon gowns float with a 
lovely softness just below the knee 
and many of the evening gowns have 
the appearance of mist floating about 
the figure in the form of chiffons 
and tulle- with scallops, points and 


Left to right—All white buckskin, three buckle oxford. White kid quar- 
ter and heel with patent vamp and saddle. White kid, five-eyelet oxford with 
patent leather saddle and collar flap, small white buttons on collar flaps. All 
from Sommers. Extreme right—Red satin quarter with gold kid piping, also 
gold kid vamp and heel. Straps of gold kid with revers of red satin. Gold 
metal center buckle and small buttons. Imported by Franklin Simon. 


Top—All over white kid step-in. 
Lower left—Combination of black 
and white kid with black goring and 
black kid heel. Lower right— Tan 
pigoat quarter with white kid vamp, 
heel and strips. All from Slater. 


ruffles at the hemline. Flowers, petals, 
rhinestones, beads and beaded fringe 
are the decorations used. One of the 
most exquisite models is shown by 
Lichtenstein Millinery Company. A 
white chiffon gown with the entire 
lower half of the garment covered 
with several rows of crystal beaded 
fringe in points, giving a most en- 
ticing cascade effect. Fringe is an 
object of particular interest and the 
newest shawls which are indispen- 
sable for formal evening wear are 
bordered with glistening, rippling, 
beaded fringe. Feathers of all kinds 
and colors are another important 
factor in the decoration of both 
afternoon and evening costumes and 
a more flattering ornamentation 


could not be hoped for. 


Uivid (olor s in Bathing 
Suits 


Velveteen coats are being worn a 
great deal in brilliant hues, especially 
shades of blue. Box coats of woven 
yarn in unique designs and multiple 
colorings with the frock to match 
the most prominent 
color in the coat are 
equally smart for the 
street and shore. 

The bathing suits of 
this season are the 
most attractive ever, 
consisting of the 
most vivid colorings 
in prints and cre- 
tonnes and many are 
embroidered and 
painted in brilliant 
hues. Capes are ex- 
ceedingly smart and 
are most essential to 
the beach ensemble. 
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Fighting for Business 


HE month of June is a fighting month. It’s 
TV the sixth inning of the year. 

There is more good selling action in the sixth— 
because it is just ahead of “all stretch”—that’s 
why you sense the activity in stores in June. The 
game of business is to make the profit in the fat 
innings—“hold your own” during the lean months 
—and build up for a whirlwind finish of the year. 
We see much promise for profit in the month of 
June. 

We are just at that stage in the business year 
when immediate operations may not be as profit- 
able per sale as could be desired. Nevertheless the 
pressure put into selling in June, July and August 
determines in large measure the plans for fall. It 
is good merchandising practice to open a season 
with new types of footwear after having closed 
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out such typical summer footwear as cut-out san- 
dals, etc. 

We sense a feeling on the part of merchants tp 
be prepared for early fall openings. This means 
that in mid August the shoes should be in the 
store ready for the customer who steps ahead of 
the fashion. We have a very distinct feeling that 
after a midsummer splurge on sandals, the thing 
needed is steam-shovel sales to clear the way for 
some smart fall patterns. 

There are real changes ahead in both women’s 
and men’s footwear. We have assembled styles in 
this issue in what might be termed family types 
of patterns. The major illustration on the style 
pages pushes a little further into the fall season 
than any previous showing of styles and the com- 
panion illustrations illustrate how you can fit into 
your stock typical patterns, some of which may 
already be popular sellers with you. Never was 
there a greater need for a charting of stock to pre- 
vent duplication in the carrying of unnecessary 
and conflicting lines. It is possible today to con- 
dense a store’s stock on fewer lasts and patterns 
with a diversity of materials, thereby getting a 
wider range of selling sizes. 





The Merchant’s Place and Duty 


N all parts of the country there is a better out- 

look for the thinking, intelligent, real mer- 
chant of footwear. 

It isn’t the size of a store that counts so much 
as it is the vital spirit of the store, animated by 
real merchandising principles. 

These two plain statements hold more promise 
in them than any amount of scareheads born of 
platitudes, spread by an infernal plentitude of 
pestiferous cranks at work on hare-brained dis- 
tribution reforms—the merchant is, and will con- 
tinue, the logical distributor of the commodities 
to the public, despite all “fool’s logic” now being 
used to malign the merchant. 

A lot of short and ugly words, as well as longer 
and uglier words, have been tossed about in this 
not-over considerate age in the direction of the 
merchant for not buying more, anticipating more, 
paying more, etc. Let us broadcast the fact that 
any man in the trade with a modicum of sense 
must realize that the merchant to “protect his 
existence” is using precisely the tactics of the 
world at large, be it government, big business or 
baseball—playing safe. 

Our public “ain’t a going to” wear any more 
pairs per person—than it can afford, and it now 
buys more than three pairs per person—a greater 
comparative quota than in any other country on 
the face of the globe. Each man in business, be he 
tanner, manufacturer or merchant, to get his piece 
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of pie must fight for it. As a referee we are going 
to ask that each fight fair. 





A Great Leader Passes 


HE death of Louis A. Coolidge occasions sin- 
7. om regret in this industry where for sixteen 
years he had held conspicuous and influential 
places. 

A man of great talent, inspiring background 
and splendid equipment, an organizer and leader 
of high order, his capacity and unbounded desire 
for useful service found expression in manifold 
causes and activities. He achieved greatly as 
journalist, publicist, author, humanitarian and 
business man, as patron of art, music and litera- 
ture—in all these diverse fields he was a shining 
and inspiring €xample of what one man may ac- 
complish. As an advocate of sterling Americanism 
and defender of the Constitution he was the peer 
of the greatest in our time. 

We will long remember Louis A. Coolidge as the 
passionate devotee of causes enlisting his interest 
and as a man of surpassing courage in his opinions 
and decisions, and as a generous, genial, true 
gentleman. And best of all, we will remember him 
as a man of almost utter unselfishness, for he 
neither desired, sought nor wrought primarily for 
himself. 





Squeezing the Tanner 


HE pressure of price is squeezing the tanner 
dike no division of the industry feels it more 
The tanner cannot continue showing red ink figures 
forever. He must be given an opportunity to make 
a profit on his labors. The squeeze is always in 
his direction. When the call was for high grade 
leathers, he sold the 10 per cent top selection and 
stored up the low grades. Then came the call for 
C grade leather and by perverse faith he sold 
much less of the top grade. 

When a big retail operator yells for shoes at 
still lower prices it means tanning at a loss the 
leather that is wanted and holding against the 
future the high grades in the hopes of future 
profits thereon. The call for eighteen cent leather, 
when hides are twelve cents and it costs seven 
cents to tan, plus discounts and overhead, bare 
profit brings the leather up to twenty-one cents. 
Then comes about a situation where selling at a 
loss is a fact and not a fiction. As one tanner puts 
it, “Shoe manufacturers will before long, have to 
make their own leather in their own shop to get 
the delivery and the price that they want and then 
they must absorb their losses by some clever 
method of figuring.” 

All this applies to mass production leather—in 
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standard shoe material, and it is affected by the 
style, demand and colors. On the other hand, 
leathers that have special finishes and are luxury 
tannages are being used for trimmings in nearly 
all grades and command a better price. The ma- 
jority of tanneries however, cannot go into these 
special leathers, because they depend upon a de- 
mand for standard stock. 

The tanner is watching consumption and instead 
of six months’ supply ahead, he is making his pro- 
duction meet the demand. For that reason we find 
the tanner building an acquaintance with retail 
merchants throughout the country so that he can 
have information in advance of demand. 


The tanner has always been forced to be a very 
superior business man through the necessity of 
purchasing his raw stock months in advance and 
then putting the skins through the works with 
sufficient time for thorough tanning. This scheme 
has necessitated financial and credit strength. 

What will help the tanner and thereby help the 
trade at large, is a little further anticipation of 
what materials will be wanted and fewer radical 
changes in color because a sharp change from light 
tan to medium brown means an accumulation of 
finished stock and a loss if it cannot be eventually 
sold. 

Our industry has a situation due to this tanning 
complex that doesn’t exist in any other trade, for 
silk and cotton can be woven on order, whereas 
leather must be given time to tan to be of good 
service. 





A Free Trade Industry 


LL the world is looking at America with 
envious eyes pointing to our four million dol- 
lar export total. What are the facts? Almost 90 
per cent of this export is in raw materials that are 
fabricated abroad and sold the world over. We are 
a great nation for the exporting of raw stuffs. 
Many foreign countries fear a dumping of our 
surplus product, but their price levels are so much 
lower than ours that they have little to fear in 
that direction. In turn our tariff wall holds back 
much of the products made by low labor costs of 
other countries. 

The shoe industry stands conspicuous as being 
the one free trade major product of the entire 
country, with shoes and leather on the free list. 
Our industry has proven its ability to beat the 
world in the production of shoes and leather, by 
token of our sizable exports of finished leathers 
as well as by the diminishing imports of cheaper 
goods for European markets. We do find a place 
for some of the high grade specialties such as are 
not made here. The shoe industry certainly proves 
its competitive strength by its free trade position. 
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IN NEXT WEEK’S RECORDER 
\ 
, 


How Shoes Are Sold 
in the World’s Largest Country Store 


Somewhere in this country there is a “Country Store” that does an annual busi- 
ness of nearly a million dollars in a town of less than 1000 population. One of 
the best sections in that store is the Shoe Department. Where is that store? In 
next week’s issue the BOOT AND SHOE RECORDER will tell you where this store is 
located, who runs it, and how, and will give you a thoroughly clear account of 


the methods and principles operative in the successful shoe department. Quality 


| 


shoes are sold there. Illustrated. 


Every RECORDER retail subscriber will find in this unusual article a great 
deal of value and suggestion in conducting their businesses so as to make a profit. 


How Shoes Are Sold 
on Fifth Avenue, New York City 


Coincident with the publication of this “Country Store” story we will print an 
account of the Alfred Kohn retail shoe business on Fifth Avenue, New York 


City. A meeting of extremes and contrasts, so to speak. 


The Retail Ad-Visor 


A national survey of what retail shoe merchants are now advertising in all 
sections of the country. Best features in use of small space. Getting the most for 
your publicity money. Practical ideas. If you spend money advertising your 


store—and who does not ?—don’t miss this feature next week. 


Styles in the Southeast 


Next week the Southeastern Shoe Retailers’ Association will meet in annual con- 
vention. The Style Question will be pretty well settled then for that section. Full 
report in next week’s RECORDER. Compare the consensus of footwear styles down 
South with the California report just published in this paper. 


Also all the trade news and views with plenty of hints, suggestions, helps, 
ideas, and opinions, to help you “carry on” your store and make the money to 


K ) which you are entitled. 
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Traffic signal at Fifth Ave- 
nue and Forty-second Street, 
New York City. 
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Accepted Styles 





Type 1—The RECORDER an- 

swers the call for a new 

one-strap with this clever 

pattern, combining strap 

and adjustable fitting loop 
at side. 





A National Need for A New One-Strap 


HE subject of fashion in footwear is being 

studied more and more carefully. No longer is it 
“hunch” and “hope,” but orderly, natural expression 
of the preference of women as anticipated by mer- 
chants in their selections. We have designated eight 
family types of shoes to carry out the major theme 
of the accepted style trend for fall. 

Samuel Reyburn, president of the Associated Dry- 
goods Corporation, contends that merchants should 
study fashion as a practical, understandable thing 
which they can know in advance and make applicable 
to the purchase of merchandise. He has classified fash- 
ion into two considerations: first, predicted styles 
(prestige building styles), and second, accepted styles 
(profit building styles). The predicted styles are the 
styles of origination—the creation of expert designers 














—those individuals who understand the moods and 
desires of women, and who have unusually good judg- 
ment and good taste in catering to these moods and 
desires. 

Accepted styles are those of the predicted styles 
which “catch on” with Mrs. General Public. Obvi- 
ously there are much fewer accepted styles than there 
are predicted styles. Only those which appeal most 
and which fit in best with the preference of women 
become accepted styles. 

On this page we endeavor to point out the need 
for some clever one-strap for fall that will have in 
it the marvelous fitting values that only strap patterns 
can give to the merchant who cannot stock sizes from 
AAA to E in every style and pattern. Study this one- 
strap with its accompanying details, 











Fronts, sides and appliques for variety. 
[ Page 58 ] 
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New and fancy leathers to be 
used as trimmings on fall 
footwear for stylish women. 















Type 8—Patent, with ap- 

plique and trimmings of 

light pigoat to emphasize 
the new vogue. 


Trimming Opens New Field of Style 


HE possibilities possessed by new and fancy 

leathers as trimmings will be apparent in fall 
footwear. A smart pattern is made more salable by 
the use of a trimming that brings out the lustre or 
character of the basic stock. 

The introduction of pigoat by John Slater started 
this vogue for fancy leathers, and merchants found 
out that it was possible to use a high priced trimming 
material where all-over use of the same stock would 
make the cost of the shoe prohibitive. 

Blacks have the prominent place in style selections 
for fall. The first call is for patent leather, followed 
by black suede and then black satin. Patent leather, 
in plain solid effects, or with attractive trimmings or 
stitchings, comes in logical sequence after summer 
whites and the light tones of colored kids. There 














will be fewer cut-outs and more appliques in evidence. 

We emphasize on this page the demand for black 
because that is one of the family types in this series 
that is of major consideration. The merchant will need 
to be properly covered on his black patent, suedes and 
kid and should consider well the trimmings to go 
with them. 

The use of trimmings is not as dangerous as the use 
of combinations where vamp is in one material and 
quarter in another—because the eye sees the major 
material and accepts the trimmings as an additional 
emphasis rather than a sharply different color space. 
If the trimming is complementary to the shoe it makes 
a new selling feature. Take this suggestion with the 
caution of “local demand,” for what will sell in one 
place may “flivver” in another. 





























Tongues and Colonial effects for fall. 
[ Page 59 ] 
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Accepted Styles 





Type 2—A two-tone brown 
suede and calf, with gore 
and buckle band. 


High Cut Effects with Goring Concealed 


HE natural follow-up after sandals and low-cuts, 

open shanks and the like, is a proper place for a 
higher throat effect, obtained either by crimping or 
with a large U of gore. This is the page in the brown 
family, with walking types of shoes such as you will 
need for fall, particularly in mind. 

Tan calf and kid in a little darker shade than the 
prevailing tans, with and without trimming, will lead 
in this division. Look for good brownish wood shades. 
The autumnal season always brings in a demand for 
browns of a wood shade order. There is a place here 
for brown suedes and these should be trimmed with 
smooth or embossed leathers. 

Suedes are beginning to show their place in the 
scheme of dress, and in a limited way many stores 
will have them to show in late August openings. We 
particularly emphasize on this page what goring can 














do in making concealed fitting values and that there 
is a place in walking shoes for the darker tans for 
suedes and for utility heels from 8/8 to 14/8. 

Lasts are refining themselves—by demand. The 
broad, short-vamp French last is softening its lines 
so that the medium vamp, slightly narrow, is becom- 
ing universal. The thing to watch in lasts is the fault 
of under-measurement of the wood so as to get pump- 
fitting values on the size stamped. Lasts need to be 
classified correctly as to fitting values—and when a 
constant fitter is obtained—it should be retained as a 
permanent feature. 

There is no object, these days, in discarding a good- 
fitting last, because material and pattern can be de- 
pended on to give all needed variety. 

Too many good lasts have been sacrificed needlessly 
in the supposed interest of style. 





The waist line for fitting-grip. 
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NE of the most constant shoes in any store’s 

stock is styled in satin. There has been a na- 
tional demand for black, and as style progresses we see 
the coming of colored satin, particularly in autumn 
wood shades, medium light or medium dark. The very 
newest thing is gunmetal satin, and it opens up a 
brand new field for styles in this material. 

Fabric shoes are being sold in more orderly fashion. 
Stores are recommending that every woman should 
have one or more pairs and that they should be worn 
at the right time of the day, thus emphasizing shoes 
for the occasion. 

New pattern effects are being obtained in satin 
and appliques; borders and collars are used as trim- 
ming. The newest feature of all is the use of col- 
ored threads in stitching effects—zigzag, circular 
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New border and collar effects 
to be seen on fabric shoes for 


Satin Standard in Every Store 


Broad straps and bands for fall. 
[ Page 61 ] 








Type 4—A gunmetal satin 
slipper with adjustable belt 
straps. 


loops and spirals—giving a variety to a single pattern 
that is as great as the ingenuity of the creators of the 
style. 

In this classification consider the last, heels and 
vamps already owned and fit into the picture the new 
moderate length vamp, with possibly a narrower toe 
effect. Strap effects are much the best in this mate- 
rial because pumps and step-ins are difficult to make 
in popular grades and still retain good fitting values 
when made up in fabrics. 

If black suedes come in will it mean velvet to keep 
it company in the fabrics? The fabric side of the shoe 
business is so extensive that the trade has learned 
how to handle it intelligently—the stretch-values in 
making and fitting, and the talking points as well. 


Su p 
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Type 5—The Futurist shoe 
follows the “patches” in 
square—and this is a prac- 
tical number with three 
materials—suede, embossed 
and smooth calf. 








Ingenuity Has a Place in Fall Footwear 


HEN every boat on the ocean has at least one 

shoe man on it, either in search of design or 
coming back with it, we are bound to feel the enthu- 
siasms of the creator of style. 

One of the outstanding contributions to extra pair 
sales was the bringing into this country a year ago 
of the Peter Pan pattern with its triangular patches. 
This shoe, when looked at in the hand, was not par- 
ticularly interesting, but on the foot and worn with 
almost any costume it was a world beater. It had 
many possibilities in it because of that illusive “dif- 
ference.” 

The search now is for a pattern to take its place in 
fall business. Consider in your selections for early 
fall the need for an extra appropriation to cover fancy 














Dh. 


Novelty sells extra pairs. 


effects, those ingenious originations that sell extra 
pairs at a goodly profit and which, when bought in a 
few sizes, give a sparkle to the window and pleasure to 
the customer with the right-sized foot. 

In stylish turns and welts, daintier heels with finer, 
straighter lines are appearing. The heel tendency is 
slightly higher. The pump is particularly desirable in 
higher priced shoes because it isn’t possible in cheaper 
grades to put in the workmanship that will give the 
good fitting values. 

Elsewhere in this issue we devote quite a lot of 
space to the possibilities inherent in this so-called 
“futurist shoe.” It is an intriguing pattern because it 
lends itself to such a wide range of combination and 
design. It is even now being tested in this country. 
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The big thing is to get a pat- 
tern which is new and which 
makes the foot look small. 















Type 6—A D’Orsay cut, 

high-throat pump with ap- 

pliques and collar in gray 
alligator over gray kid. 


; Colors in Shoes of Distinction 
“ HE dress goods and hosiery industries have found The D’Orsay pattern is one that has a beauty of 
' that it is possible to bring out pastel colors and line which should be retained in good footwear. It 
g sell many more garments through unusual color com-_ cuts the areas so that the optical illusion is smallness. 
: binations. The difficulty presented to the shoe man The designer of shoes who can put newness into a 
to make shoes to harmonize is considerable. Never- pattern that also gives the appearance of smallness 
F theless, skillful tanning has produced kid and suede _ to the foot is serving the merchant with something 
. leathers in all the light and delicate colors. that he can sell at a profit and giving the customer 


There has been a high class selection of shades of 
gray and a particular interest in delicate shades of 
brown. Where it is possible to combine in an attrac- 
tive pattern a new shade of leather with an attrac- 
tive trimming there is extra profit in it for the 
store. 



































something that she can buy with pleasure. 

The D’Orsay pattern, and its various style deriva- 
tives, has been a favorite for some time and there 
seems no reason to believe that it will outlive its use- 
fulness in the near future, particularly when it can 
be made in so many materials and colors. 














High fronts and throats—a fall style trend. 
[ Page 63 ] 
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Type 7—Black suede with 

collar and trim of black 

calf and initialed orname;t 

in rhinestones and enamel 

—each initial for custom- 
er’s name. 


A Double Profit Thru Ornamentation 


HE outstanding contribution to the trade in 1924 

was the step-in gore-fitted pump. It was a blessing 
to the shoe man who had been through Grecian san- 
dais, fancy fronts, cut-outs and the like. It gave him 
a simpler shoe and retired to the closets the weird 
creations of the previous year. 

The merchant took to the step-in because it made 
two profits where only one grew before. He could 
make a profit on the original shoe with its simple 
buckle and leather pad, and another profit on an 
ornate buckle to go with it. Some stores made as much 
profit in their buckle department as they did in their 
hosiery department. 

When shoes are simple in line the embellishment 
should be put in the ornament. That gives the cus- 
tomer two shoes for the price of one. With the buckle 
off, it is stmple and neat, and with the buckle on, it is 














very ornate. Buckles dress up the plain pattern styles. 

Buckle pumps have brought the gore adjustment to 
the front, where formerly most of the goring used was 
at the side. Better fitting values can be obtained with 
goring than were possible in the plain pump, even 
though the throat was crimped. In some of the top 
grade shoes, throats are being made high, and this 
gives all the more opportunity for fancy buckles. 

There is even more excuse, if indeed any is needed, 
for buckles or other ornaments on high throats than 
on those which are cut low. And, also, besides serving 
as an aid to beauty in themselves, they hide the goring 
which ofttimes is essential to the fitting quality of 
this type of footwear. 

The merchandising beauty of this type is found 
in the opportunity for the sale of extras, interchange- 
able buckles and ornaments. 











Step-ins have the right of way for fall. 
[ Page 64 ] 
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Infinite variety in materials 
and colors for formal foot- 








Type 8—Pastel kid with 
tulip kid trim in color— 
stitching to harmonize. 





wear. 








More Elaborate Evening Shoes 


HEN gold and silver leathers came into evening 

footwear, it looked as though the very limit of 
expense was achieved. Now we have gold and silver 
kids, brocades, pastel shades in satins and brocades, 
special dyed metallic weaves, metallic finishes to kid, 
French blond satin, and more color in evening foot- 
wear than has ever before been tried. 

Now an evening shoe must have some motif to it. 
It must mean something more than a foot covering. 
Price is no object in the top grades of evening shoes, 
and in some of the lower grades from the materials 
bought it would seem that profit is no object to the 
merchant, because one seller of six-dollar shoes car- 
ried a line of evening slippers that cost him nine 
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dollars merely to round out his showings. He wanted 
to be ready to serve the customer completely and to 
do it right he had to have the evening slipper that 
fitted into the picture. 

Heels are either spike or straight Louis and are 
higher. The pump effect leads with some of the elab- 
orate one-strap patterns for dancing. There is more 
profit in evening shoes because the customer will pay 
the price for distinctiveness. There are more pairs 
worn because evening functions and dancing are on 
the increase. 

Most women when they buy an evening shoe nowa- 
days, buy it to wear with a specific evening gown— 
either in harmonious contrast or perfect match. 
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Stitching for elaboration and fancy throats. 
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Children’s Footwear for 


Fall and Winter 


Shoe Buyers Placing Orders Now for 


August Delivery 


T is right now that progressive shoe buyers the 
country over are placing orders on children’s 
shoes for fall. The delivery date is usually about 

the third or fourth week in August, so as to have the 
merchandise all ready for display when the folks get 
back from the country and seashore, right after Labor 
Day. About the first week in September, retail shoe 
merchants should start their newspaper announce- 
ments on children’s shoes for school and dress-up. And 
the shoe store windows should feature children’s shoes. 
Buy Staples Seven Months Ahead 

One of the encouraging features in merchandising 
children’s shoes is the fact that from 60 per cent to 
75 per cent of this footwear are staples. It is safe to 
buy on these numbers as far ahead as seven months. 
And even the “novelties” can be bought with perfect 
safety several months ahead. For patterns are never 





Pigskin trimmings over patent leathers no sooner appear 
in women’s shoes than they are duplicated in children’s. 























Trim patterns with new stitching and perfora- 
tions open up a new field of style for juveniles. 


extreme, and lasts are always built by reliable makers 
so as to take care of the every requirement of the 
growing foot and never show any radical tendencies. 
Men’s and women’s styles continue to exert a strong 
influence on children’s patterns. 
Light Tans Will Predominate 

It is the consensus of opinion that there will be 
many light tans shown in all leathers, with tan calf 
strong. Tan elk will also be a strong number, especially 
in the more rugged types. For early fall, the crepe- 
soled oxford promises to be a good feature. Patent 
leather for dress looks very favorable for fall, and 
grains in some of the better grade boys’ lines, with 
brass eyelets, have already begun to sell. Boots and 
oxfords for children and misses promise to be big 
numbers. 

Orders are now being placed on woolen hosiery for 


fall. 
A suggestion for fall window trims is the school 


and college footwear wardrobe, which should consist 
of several pairs of shoes—at least two pairs of high 
shoes for the little folks—house slippers, trees, over- 
shoes, rubbers and rubber boots for the boys. 


For School and Play Wear 


Children’s and Misses’— 
Patterns—Moccasins, lace and blucher oxfords in 
tip effects. Boots with plain or novelty tops, such as 
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It is safe to order well ahead 
on styles for your juvenile 











Sport footwear of a fall season type in two 
finishes of leather. 


patent with light leather, or two shades of tan. A few 
contrasting cloth tops. 


Leathers—Smooth leathers, with tan prominent; 
Elk, kid and grains. 


Growing Girls’— 

Patterns—Oxfords, straps and gore fitted pumps, 
with small buckle, bow, or other ornament. (Follow 
closely women’s trend.) 


Leathers—Tan and black smooth leathers, 
patents. 


elks, 


Little Gents’— 
Patterns—Boots, a very few oxfords. 


Leathers—Tan and black smooth leathers and elks. 


Boys’ and Youths’— 

Patterns—Follow closely the men’s style trend, with 
balloon last the new and most popular feature. Brass 
eyelets, sawtooth and pinked and perforated trims on 
sport lasts. Rubber heels a very strong feature. Crepe 
soles on some numbers for early fall. 

Leathers—Many light tans in smooth effects, elks, 
grains. 


For Dress Wear 
Children’s, Misses’— 
Patterns—Straps; some novelty top boots. 
Leathers—Patent leather, white and colored kids, 


stock. 














Leathers and Patterns 


Which Are Good 


Style Analysis Shows What Safe Bets 


Are for Dress and Play 


combination effects, a few white bucks for young chil- 
dren, a few black satins. 


Growing Girls’— 

Leathers—Patent, white and colored kids, some sil- 
ver and gold kid for party wear only, black suede, satin 
and some brown satins, a few velvets for later in the 
fall party wear. 


Patterns—Straps, gores, with dainty buckle effects, 
plain pumps. 


Boys’, Youths’ and Little Gents’— 
Patterns—Oxfords. Following men’s full 
styles. 


dress 


Leathers—Patent leather. 


(The above applies to dress affairs.) 





Smarter shoes for boys with stitching in rowe—and new 
colors in high finished leather. 
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Trend Toward Light Brown Leathers in 
Men’s Fall Footwear 


for Fall and Winter wear is getting a great 
deal of consideration from style authorities. With 
the present vogue for high yellow materials, many 
manufacturers and merchants are looking for a swing 
to light brown leathers. In fact, several firms have 
already put on the market, as feelers, light brown ox- 
fords, with no trace of yellow or red in the tone, and 
one, the manufacturer of a high-grade shoe, declares 
that tests show his “best bet” for Fall to be a shoe of a 
light brown boarded leather. 
However, a survey of the men’s style situation for 
Fall and Winter shows that the trade as a whole looks 
for a continuance of the popularity of tan shades in 


Ake question of leather colors for men’s shoes 


The sketch above is a detail, 

showing the tip and part of the 

vamp of the black oxford at the 
top of the page. 


Looking down at 
the last. It is me- 
dium round. 


oxfords. This probably means that the tan tones will 
not carry the high yellow coloring, but will be reddish. 

Most reports favor smooth calf finishes as the big- 
gest thing, but boarded finishes and Scotch grains are 
going to be very strong, the grain leathers going into 
oxfords of the heavy brogue type for younger men. 

Many oxfords in black and tan are being made of 
shiny leathers, giving a highly polished appearance 
when finished. 

In forecasting men’s styles for general wear for a 
six-month’s period, commencing in July, the Joint 
Styles Conference committee members reported 80 per 
cent oxfords to 20 per cent high shoes. 

Broad and medium broad toes will continue in 


A spade shank is a feature of 

this oxford. It recedes sharply 

from underneath the ball, ex- 

tending beneath the instep to 
the heel. 
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More toe spring is noted in 
both Blucher and Bal patterns 





favor. Lasts do not indicate that there is going to be 
any decided swing away from the present “big 
volume” sellers in every grade of shoes. However, a 
manufacturer of a top grade shoe for men, points to a 
logical trend that he has noted in style development. 
His statements, which follow, have been verified from 
other sources that concern the better-class of trade in 
men’s business. 


Detects Trend to Custom Type 


“There is a tendency on the part of the better trade 
to return to the custom type of lasts,” reports this 
7 manufacturer, “somewhat different in style from those 





Showing medium 
round toe and 
very fine teeth of 
pinking. Two 


style. 
rows of double 
stitching. 


Picked as a volume-seller to 
men who want a fair dash of 
Tan oxford, medium 
round toe; fine pinkings. 





for the Fall. 





which were sold a few years back, in that the recede 
on the toe has been considerably modified. The de- 
mand for medium and wide brogues is still strong, 
however, and in the young men’s and college boys’ 
shoes it is still the dominant feature. On this class of 
shoe, heavy stitchings or perforations are still re- 
quired, but on the custom type the shoes are much 
plainer, as would be expected from the class of people 
who prefer this character of shoe.” 

More toe spring is noted in many of the models 
going through factories for sale during the last part 
of the year. At the last meeting of the Joint Styles 
Conference in New York, the committee on men’s shoes 








The very broad 
toe—the type get- 
ting the call from 
young men and 
college students. 
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Accepted Styles 











reported well-styled bluchers would be good for the 
last six months of the year, mentioning the application 
of toe spring. Bal types are also being made with more 
spring. 

Edges are trimmed closer in many styles that carry 
the very round toe, thus keeping away from the ex- 
tremely broguey characteristics. 


Bluchers Are Good-Looking 

Blucher patterns are more attractive than ever be- 
fore. Pattern makers have put considerable style into 
the lines. The presence of spring in the last, allowing 
the toe and sole to swing slightly upward, adds much 
to the general appearance of the lines. It also serves 
to insure a better fit across the ball of the foot, off-set- 
ting creasing which very frequently develops when 
there is no toe spring. 





Medium round 
toe last with 
three rows of 
stitchings on tip. 


a 





Hand-made reversible welt 
to keep out water, of me- 
dium light tan calf. 


Except in the heavy broguey shoes, perforations in 
general are not heavy. Pinkings are also finer, and 
more distinctive. The vogue for several rows of stitch- 
ings, placed close together, is waning. Stitchings are 
used in most cases in double rows. The style of two 
rows of double-stitching, spaced about a quarter of an 
inch apart, is generously used in all grades. In sum- 
marizing the use of perforations, stitchings and pink- 
ings, it is obvious that trimmings on men’s shoes are 
not being applied with the object of creating an ap- 
pearance that will detract from the highly-finished 
lines of the shoe itself. 


Some styles carry perforations and pinkings on toe 
caps and vamps; others are perforated and have stitch- 
ings without any pinking. 


Black oxfords are expected to sell freely in the same 





binding 


French 
around top of 
vamp is brown 
kid. Two rows 
of spaced 
stitchings. 
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A manufacturer of shoes re- 

tailing around $10 reports a 

healthy increase in orders for 
Blucher styles. 








styles already described. The strength of tan and 
yellow leathers has helped the sale of black shoes to a 
big degree, inasmuch as the conspicuous tones of the 
light-colored shoes make them out-of-place in the eve- 
ning for the man who would be appropriately-dressed. 


As a whole, men’s shoes are skilfully made. It is ap- 
parent that the exacting workmanship necessary to 
manufacture high styles in women’s footwear is just 
as much present in the patterns selling to men. Ox- 
fords fit very much better around the ankles than here- 
tofore. Details, like finishing the heel, attaching the 
tongue to the lining beside the lace stay, are indica- 
tions that steady development in style lines is being 
made. Development in comfortable-fitting qualities is 












evidenced by the prevailing types of wide, round and 
roomy-toed lasts. 


Stresses the Comfort Argument 


A movement to increase the per capita consumption 
of shoes by men took shape in New York recently 
when the Joint Styles Committee members recom- 
mended that retail shoe merchants and their salesmen 





This is a well-styled blucher, 

the type picked as a good fall 

number. It is made in both 
black and tan calf. 


It possesses un- 
usual fitting 
qualities, particu- 
larly around the 
ankle. 


Pinking is applied only on 
the tip. Stitchings are ef- 
fectively used. 
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put more stress on the importance of “talking chang- 
ing shoes more often” to men customers. The recom- 
mendation as prepared by the committee follows: “Be- 
sides the importance of dressing for the occasion, it is 
of vital importance to shoe men who have their cus- 
tomers’ interests conscientiously at heart, to see that 
they and their shoe fitters know the importance of 
changing shoes as often as one changes hose or under- 
wear. It is a known fact that shoe linings absorb per- 
spiration, the acid from the body, and retain the poi- 
sonous element more than hose or underwear and 
therefore must be left off to be ventilated and exposed 
to fresh air. Pains, blisters and callouses and even in- 
fections are caused by wearing the same pair too often 
and for proper foot comfort and sanitation one should 
have enough pairs of shoes to change frequently. This 


For the golf links—vamp and 

quarter of dark brown scratch- 

proof leather; tip and trim- 
mings of brown calf. 


Plain perforating 
and pinking are 
applied, but they 
are very effective. 





important health idea, plus the importance of wearing 
shoes for the occasion, if properly fostered by retail 
shoe merchants, will sell more pairs of shoes for them 
and work to the real advantage of the consuming 


public.” 
Favor Making Another Division 


A style report submitted at the recent convention 
of the California Shoe Retailers’ Association recom- 
mends that the trade should differentiate in classify- 
ing men’s shoes for golf wear and general sport wear. 
The instance of a man wearing knickers for general 
outdoor recreation and a sport shoe to match was 
cited as indicative that many men will buy sport shoes 
when they are for outdoor wear—and not golf or 
athletics. The report refers to them as “knickerbocker” 
shoes. 


Saddle design of a sport shoe 
made of combination of coffee 
elk and tan calf. 
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From the futurist design in the 
center it is said a hundred patterns 
can be developed. They may be 
stitched, enameled, appliqued and 
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Shoes of the Future—and the 
Futurist Shoe 


By SANDALARI 


fashion have taken for granted the fact that 
women would want to dress themselves differ- 
ently and attractively, morning, afternoon, and eve- 
ning. There have been simple house dresses, ostensibly 
designed only for tasks of home, but actually visual- 
ized with a clever eye to the casual caller who might 


}~ years—centuries, indeed—the dictators of 


unexpectedly put in his appearance; gowns for 
luncheon, tailored costumes which might do for shop- 
ping excursions and the street, dainty frocks for tea, 
dinner and evening gowns, simple or gorgeous. No par- 
ticularly utilitarian purpose has actuated these de- 
signers. With the fact of them taken for granted, the 


men and women whose task it is to create striking and . 


unusual models have gone forward with but one ob- 
ject in mind: to make their wares so attractive that 
they could not be resisted. Thus, the gown is a crea- 
tion—after that, it is something to be worn for a 
particular occasion. 


Beauty as a Sales Promoter 


And with the milliners it has been the same. Hats 
have been designed for costumes which required them, 
and they have been largely purchased not because the 
particylar woman needed a hat, but because she was 
unable to resist a model which had struck her fancy. 

But a different psychology has actuated the makers 
of shoes. Until recently, we have taken for granted, as 
have the designs of dresses and hats, that women would 
want shoes to wear morning, afternoon, and evening. 


But there we have stopped. We have waited for the 
customer to come to the shop, under the stern neces- 
sity of purchasing, let us say, a pair of shoes for 
evening wear. Hers are much too shoddy looking, she 
has discovered that morning, in bringing them out to 
plan her attire for a soiree. She enters the shop. Yes, 
we have some slippers that will go very nicely for 
evening. Black, silver, or white? She makes her pur- 
chase, and goes out, not to return until the new pair 
has become shoddy like the old. She has been sold by 
formula—she wanted evening slippers, and she got 
them. But of the delightfully feminine thrill in her 
heart of something discovered—something to be worn 
and admired during the evening by.men and women 
alike—of that, she has none. She has shoes that will 
“go” with her gown—there will be no clashing of 
colors, no departure from taste. But she may be sure 
that during the evening, no voice will exclaim impul- 
sively: “That’s a stunning pair of shoes you have on. 
Where did you get them?” 


The Growing Importance of Shoes 


And the strange part of it is, that until a very short 
time ago, she wouldn’t have given the omission a 
thought. All her life she has purchased shoes which 
were smart, fitted her feet and “went,” so far as color 
was concerned, with whatever she was wearing. But 
the thought that her shoes should be as essential a 
part of her outfit’s originality and color as her gown 
has never once crossed her mind. 
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It is just beginning to occur to the shoe trade, ap- 
parently, that its wares may be sold under the same 
psychology that dresses and hats are sold, if only it 
will revise its point of view to take in the new formula 
that the foot should be dressed, as much as any other 
part of the woman, and as much care should be ex- 
pended in the art. 

For shoemaking is fast being lifted from a mere 
craft, to the glorification of an art, from which the 
foot emerges, clad in the loveliest, daintiest, most beau- 
tiful of designs. It is a far cry from the shoe of yes- 
terday, built for the special occasion and varying only 
slightly in minor particulars from the fixed design 
which has been the vogue for years, simply because 
designers have never before visualized the possibilities 
which the woman’s foot possesses. Instead of simple 
tans, whites, blacks, grays, with occasional variations 
of these solid serviceable colors, shop windows will be 
filled with shoes in every way fit to take their place 
beside the most gorgeous creations in gowns and hats 
which come out of the Rue de la Paix. Daintily em- 
broidered and enameled toes, heels and backs covered 
by the most delicate of traceries, designs and color- 
ings varied to fit the most exacting and discriminating 
of tastes, and all, all done in a variety of color which 
will have the inevitable effect of changing the woman’s 
point of view. 


Hereafter, she will come into the shop not 
because she needs a new pair of evening slip- 
pers, but because she has seen in the window 
such a gorgeous design that though she has 
fifty stored away in her closet, she cannot 
pass that one dainty pair which has arrested 
her fancy. 


The shoe has easily as many possibilities of varia- 
tion in style as has either the gown or the hat. It is 
simply a matter of acquiring the point of view: you 
must not simply fit the foot, you must dress it, create 
for it. That is the message which Paris brings to the 
American shoe trade, and it will do well to heed her 
warning. If Paris shoes are a real source of competi- 
tion, then Americans must adopt Paris methods, and 
pay their designers as adequately as fashion experts 
who spend their lives glorifying the figure or the head. 
For the artist in shoes, if he or she is to be a real 
artist, must do nothing else. She must study feet, of 
course, above all else—a dress which does not fit per- 
fectly may be altered and pinned to suit the needs of 
its wearer—but a pair of shoes must be perfect or it 
might as well be cast aside. 
And then, after she knows 
what she is to fit, she must 
go afield. She has learned 
her craft when her shoes are 
comfortable and lasting— 
she has yet to become an 
artist. 


How “Different” Shoes Are 
Désigned 

The art of designing “dif- 

ferent” shoes is of such com- 

paratively recent origin that 
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“It is just beginning to occur to the 
shoe trade, apparently,” says the author of 
this article, “that its wares may be sold 
under the same psychology that dresses and 
hats are sold, if only it will revise its view 
to take in the new formula—that the foot 
should be dressed, as much as any other 
part of the woman, and as much care should 
be expended in the art.” 
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I hesitate to discuss it. There are no books about it— 
no academician has taught where and how we must 
look for ideas. Ask a writer where he gets the ideas 
for his novels, his stories, his plays. Usually he will 
answer, “Oh, I don’t know; I just pick them up here 
and there.” 

Likewise, the designer of shoes. She doesn’t know 
where she will find just the suggestion, the combina- 
tion of color, the bit of embroidery which will mean a 
successful model for next season’s trade. Nor does she 
look for it, exactly. She depends upon her eye trained 
to take this combination from an old tapestry, or that 
design from the detail of a gown and carry it in her 
mind for days sometimes before suddenly she finds 
the shoe full-grown before she has ever touched brush 
to paper. Then it becomes a simple matter to transfer 
the design to the workshop, to be studied and experi- 
mented with until the correct ordering of materials 
brings forth just the suggestion which the idea carried 
to the designer. 


Where Designs Come From 


My own models are drawn from such a variety of 
different localties that I hardly know sometimes 
whence they come. Sometimes a stroll down the Ave- 
nue de |’Opera discloses a design in brocades upon a 
bag or purse. I buy it and take it home, to be studied 
and carried until the exact manner in which ‘the sug- 
gestion might be utilized works itself out in my mind. 
Sometimes it is more simple than that. For instance, 
I was sitting one day with my sister in the room of 
her school in Switzerland. She was having difficulties 
with history and showed me her textbook. I opened 
it at random, and my eye fell upon the figure of a 
Norseman standing in the bow of his ship, arms bare, 
chest covered by a protecting coat of heavy leather. 
But it was the helmet which caught my attention, and 
the two Mercury-like wings which rose gracefully 
from it. I’m afraid that history and the schoolgir| 
sister were forgotten, for the moment that my mind 
caught the vision of a dainty slipper, toe embellished 
by an embroidered design of that textbook drawing. 
It was the line of the sides which caught my par- 
ticular fancy, however, for I could see the spirit of 
Mercury, and of that old Norseman, carried out in the 
graceful spring of the line from the toe. From the 
wings, my thoughts traveled back to the detail of the 
ship. Perhaps a Norse ship could become a stately 
galleon as well, riding proudly upon silken waves over 
the dainty toe of an evening 
slipper. It took a month to 
work out the idea in all its 
detail, but there were two 
ideas—and from a history 
lesson! 


When “Different” Becomes 
“Bizarre” 


Of course, it all finally 
boils down to a simple mat- 
ter of taste. You must rec- 
ognize that the discriminat- 

(Continued on page 82) 
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Louis A. Coolidge Dies 


Louis A. Coolidge, treasurer of the United Shoe 
Machinery Corporation from 1909 until February, 
1925, died at his home in Milton, Mass., Sunday morn- 
ing, May 21. He had been unwell for several months, 
but no special apprehension was felt as to the recov- 
ery of his usual good health, until last Friday evening, 
when he was stricken. He failed to rally and thirty- 
six hours later he passed peacefully away. 

Mr. Coolidge was an important figure in this in- 
dustry for over fifteen years and for a generation he 
played a conspicuous part in the public affairs of 
Massachusetts and the nation. Born in Natick, Mass., 
October 8, 1861, the son of William 
L. and Sarah Washburn Coolidge, he 
came of a staunch line of American 
patriots reaching across the whole 
history of New England. He was 
eleventh in descent from John Cool- 
idge, who came to the Massachusetts 
Bay Colony in the seventeenth cen- 
tury, and from Mary Chilton, the 
first woman to step foot on Plymouth 
Rock from the Mayflower, December 
21, 1620. Henry Wilson, “the Natick 
cobbler” and Vice-President under 
U. S. Grant, was an uncle; another 
ancestor, John Coolidge, perished by 
a British bullet in the celebrated 
battle of Lexington, April 19, 1775. 


Classmate of Roosevelt 


After preparation in the public 
schools of Natick, he entered Har- 
vard College and was graduated with 
high honor in the class of 1883. 
Among his college intimates was 
Theodore Roosevelt, with whom he 
maintained a life-long friendship. For five years after 
his graduation he was on the staff of the Springfield 
Republican, resigning the night editorship to become 
private secretary to Henry Cabot Lodge, then a mem- 
ber of Congress, continuing this for three years and 
developing a close intimacy that endured until broken 
by the death of Senator Lodge last fall. In 1891, Mr. 
Coolidge became Washington correspondent for Bos- 
ton and New York newspapers and so continued until 
1908, when President Roosevelt appointed him Assist- 
ant Secretary of the Treasury. He performed the 
duties of this important public office with great fidel- 
ity and honor to himself, resigning in 1909 to become 
treasurer of the United Shoe Machinery Corporation. 

Meanwhile he had been president of the famous 
Gridiron Club of Washington, editor of the Congres- 
sional Directory, indexer of the Congressional Record, 
director of the literary bureau of the Republican na- 
tional committee in the 1904 campaign, and an impor- 
tant factor in the management of the Republican party 
in Massachusetts and the nation. 


Active in Civic Affairs 


Since coming to Boston in 1909, he had a large place 
in local public affairs as well as national. During the 


LOUIS A. COOLIDGE 
Born Oct. 8, 1861 
Died May 21, 1925 
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World War he served almost continuously in impor- 
tant capacities, notably as chairman of the Welfare 
Department of the National Civic Federation, chair- 
man of the national committee on welfare work of the 
Council of National Defense, member of the Federal 
Shipbuilding Wage Adjustment Board and member of 
the inter-American High Commission. He was direc- 
tor of the League for the Preservation of American 
Independence, director of the Constitutional Liberty 
League, director of the Community Service of Boston, 
chairman of the Massachusetts commission to welcome 
returning soldiers, sailors and marines, founder and 
president of the Sentinels of the Republic, vice-presi- 
dent and director of the Boys’ Club 
of Boston, director of the Home 
Market Club and member of the 
Board of Managers of the North 
American Civic League. He was 
president of the Middlesex Club 
from 1918 to 1923. He was a mem- 
ber and former director of the Bos- 
ton Chamber of Commerce; a mem- 
ber of the Massachusetts Committee 
of Public Safety during the World 
War; a former director of the New 
England Shoe and Leather Associa- 
tion and Boston Boot and Shoe Club; 
vice-president of the New England 
Conservatory of Music; president of 
the Beacon Society; former vice- 
president of the Boston Art Club; 
president of the board of trustees 
of Theodore Roosevelt Military 
Academy; a member of the Ancient 
and Honorable Artillery Company of 
Boston. 


Director of Many Companies 


At the time of the famous police strike in Boston, 
Sept. 9, 1919, he was the trusted chief counselor and 
staunch supporter of Police Commissioner Edwin U. 
Curtis. In 1917, he was elected a delegate-at-large to 
the Massachusetts Constitutional Convention, and in 
1920, was a delegate to the Republican National Con- 
vention. In business affairs he was director and officer 
in many industrial and financial companies. 

Mr. Coolidge found leisure to give expression to a 
splendid creative literary talent. He was the author 
of two fine biographies—the “Life of Ulysses S. 
Grant,” in the American Statesman series, no doubt 
the finest life of Grant yet written, and “An Old- 
fashioned Senator,” the life of the late Senator Orville 
H. Platt of Connecticut. He also wrote “The Show at 
Washington” and “The Klondike and Yukon Country,” 
besides contributing many papers and articles on 
political, historical, social welfare and business sub- 
jects to various magazines. 

Last year Mr. Coolidge was a candidate for the Re- 
publican nomination for United States Senator from 
Massachusetts. He made the campaign on a platform 
for the preservation of the principles of the American 
Constitution, which he deeply felt was being seriously 

(Continued on page 82) 
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One Last—One Pattern 


Diversity in Materials 
Giving Plenty of Sizes 


ORTUNATE is the merchant who can find a last that so 

satisfies his community that it becomes a constant feature 
of his store. Such a last is worth thousands of dollars to him in 
insurance in holding customers. He arrives at the selection of 
such a last only by the test of experience. Many a good store’s 
business is based on a few perfect lasts on which a great variety 
of shoes can be made. 
Black suede. The approaching fall season emphasizes the necessity of stick- 
ing to good fitting lasts, selecting a styleful pattern that is in 
keeping with the mode, and then letting the material play its im- 
portant part in making the shoes so attractive to the public that 
they sell to the last pair. 

Many merchants have signified their belief that the coming 
fall season will be conspicuous for the materials that enter into 
shoes. With them it is no longer a question of lasts, because they 
have solved it; no longer is it a question of patterns because 
they sense the need of those that are in good taste and not too 
elaborate. Now they sense the position of materials as a factor 
in making shoes salable. 

S. H. Sawyer, buyer for the shoe department of Lowenstein’s, 
Memphis, while not minimizing the value of good patterns, feels 
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that the material used comes first in determining style value. He 
illustrates it by the fact that when he went to market in January 
he saw all the new soft brown shades in dresses and realized that 
the harmonizing shoe would necessarily be of a lighter shade. 
With Rosewood, Blond and Fallow to choose from, he decided 
that it would be better to play the middle, so shot orders for 
2,500 pairs of blond shoes priced from $8.50 to $13.50. Now he 
has less than 200 pairs left, which are selling at regular prices. 

The fall season opens up opportunities for a wide selection of 
materials. We illustrate a few novelties on these pages, together 
with bindings, collars, straps and trimmings that are now being 
made up for the purpose of embellishing tried and true patterns. 

The use of appliques and overlays and trimmings opens up a 
brand new cycle of style without undue expense in the making 
of expensive dies in factories. One of the economies of the com- 
ing season is achieved by appliques and overlays and they are 
next in line in the style cycle, after having exhausted cut-outs 
and expensive handwork. 

It is wisdom to start the season with such a cross-section of 
new things for the early sales, then determine what materials 
sell best. The fact that merchandising this year to date has de- 
veloped more re-orders on good selling numbers than was the 
practice in the last four years, indicates that a basic principal 
such as we are here outlining has in it good merchandising prom- i 
ise. At the very beginning of a season, to lay your plans on such Es - 

a foundation, gives you an advantage over competition. Fabrics show 


every possible 
wear. 
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Balance Your Buying 


Start the Season with Shoes of a Type Which 
Won't Destroy What You Already Own 


HE opening of the fall season is a matter of careful advance 
or as to how each new type of shoe may fit in with 
what you have, and give promise of profit in the styles to follow 
later. There is not in sight any radical style movement that will 
make valueless all on your shelves, such as hit the trade when 
' the high boot died in 1920. 

a calf in We are in a low shoe period when pretty footwear is salable 

igh finish. . because of its style. Once there was a time in the shoe business 
f when rainy weather was a factor in determining types of shoes 
bought. Today no woman considers weather and shoes ruined by 
a nasty turn of weather are given the same treatment as a hat 
so damaged—discarded and not returned for credit. 

The opening of an early fall season warrants attention to the 
balance of the old stock with the new. No store automatically 
jumps into a season with complete new merchandise. The goods 
that are on the shelves have their influence on what is going to 
be bought, and rightfully so. What has sold determines in large 
measure the policy of what will be bought. 

The important thing today is to preserve the balance, not only 
themes. numbers of pairs, but in construction. If a shoe is built for 
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walking, let it be of a walking type, with materials in the proper 
weights and substance, rather. than “hen’s skin and fine fabrics.” 
The trade is beginning to sell its merchandise in keeping with 
the purpose for which it is worn. Leathers are finding their place 
in walking shoes and fabrics in afternoon and evening shoes, and 
the balance achieved is benefiting the merchant and helping the 
customer. 

In the fine art of shoemaking it is today possible to put into 
the trimmings that go on shoes some of the more expensive 
leathers, because the area used is measured in inches, rather 
than feet. These little touches help to make shoes more appeal- 
ing to the consumer. The little fancy leather bows and trimmings Stun onen.amh 
add to the salability of the shoe, and the merchant, if he desires, ‘ bossed. 
can make a double profit by substituting more expensive orna- 
ments from his own buckle case. 

To illustrate to what extent the material trades are co-operat- 
ing in making styles possible on one good and accepted pattern, 
we illustrate on this page decided novelties created by stamping 
and embossing leathers, by new colors in dyed leathers and by 
new weaves in fabrics. We have selected from the Rickard Shoe 
Company a range of shoes illustrating what can be done on one 
pattern, plus the use of an additional panel and these eight shoes 
represent but one-quarter of the shoes made up on this basic 
last and pattern. The designer could have gone still further 
because without duplication he could have used a hundred more 


materials, making each shoe appear distinctly different. Crimson and 
gold brocade. 
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Style Report of the California Shoe 
Retailers’ Association 


HE Style Committee of the CSRA submits the 

following report with the general observation 

that since style has become so complex in its 
scope, and since each retailer must specialize on the 
style requirements of his particular clientele, this 
report of necessity is general and makes no claim to 
settle with finality, but only points out certain ten- 
dencies in the style situation. 


Utility Footwear 


Under utility footwear is included staple and 
semi-staple types of shoes, which if merchandised 
efficiently, are the bread-and-butter of shoe retail- 
ing. In such types the value of good-fitting shoes is 
all-essential, and therefore, the Committee recom- 
mends high-cut strap patterns, oxfords and high- 
cut side gores. In this class of footwear the medium 
last, as heretofore, will prevail. 

Heels in utility footwear will be from 8/8 to 14/8, 
with demand centering around the 13/8 height. 

Black shoes of patent and kid, and tannish to 
brownish shades of calf and kid will form the bulk 
of this class of trade. 

Sports footwear will naturally decline at this time 
of the. year, but the universal interest in sports 
makes it possible to continue by limited size-ups 
such lines as proved acceptable to the trade during 
the summer. 


Informal Dress Footwear 


In informal dress footwear, style, which includes 
character of last, heel, material and color, is the 
chief consideration. Since style shows such a wide 
diversification depanding on the location and type 
of shop, the following general tendencies are recom- 
mended for consideration: 


Lasts—Medium-toe lasts of moderate length 
vamp, as heretofore, will dominate, but there is a 
tendency, especially in higher grades, toward nar- 
rower toes. The broad short-vamp French last is 
still desirable to certain classes of trade. The allied 
branches of the shoe manufacturing industry are 
petitioned to standardize the length of their lasts 
or adhere to such standards more rigidly in the 
interest of eliminating the evil of incorrect fitting, 
which now exists because of the general under- 
measurements of lasts. 


Heels—In stylish turns and welts, block heels 
of daintier, dressier type will predominate in 
heights from 12/8 to 14/8—demand centering 
around the 14/8 Cuban. Breasted heels show a ten- 
dency toward finer, straighter lines and will be 
slightly higher. Demand will be strongest in the 
17/8 height, but the range will be from 15/8 to 
18/8. 

Patterns—Strap patterns are being revived and 
undoubtedly ‘will predominate, closely followed by 
buckle pumps of the plain and fancier gored types, 
opera pumps, side gores, and a limited use of fancy 
ties of oxford type, either cut-out or trimmed. In 
strap patterns there is a strong inclination toward 
good-fitting types which emphasize the high-cut 
effects, although there will be a limited demand for 
D’Orsay and low-cut types, especially for the more 
extreme type of dressers. In high grades the Grecian 
or front strap effect is being revived in a limited 
way and should be watched. 

Patterns featuring tastily arranged cut-outs, not 
too profuse, which do not interfere w.th fitting, are 
recommended. 


Materials and colors are suggested as follows: 

Patent Leather in plain solid effects, or with 
dainty trimmings and stitchings. 

Tan Calf and Kid—Brownish shades, with and 
without trimmings and stitchings. 

Black Satin. 


Kids—Tannish and brownish wood shades, deli- 
cately trimmed, stitched or plain. 

Colored Satins in autumnal wood shades, medium 
light to medium dark. 

Suedes— Black and brownish shades, mostly 
trimmed. The development of suedes should be 
carefully watched for September and October use, 
as they are looming on the style horizon in a lim- 
ited way in high grades. 

These colors are in accordance with the forecast 
made in the dress goods and hosiery industries. 

The use of applique, of a delicate harmonizing 
character is recommended. 


Formal Footwear 


Evening slippers will follow the same last ten- 
dencies manifest in the formal types of footwear. 
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Effects are generally simple on pattern of the strap 
and pump variety. 

Materials—Silver and gold brocades and kids; 
white and pastel shades of satin (shades that can 
be supplied by dyeing), as well as silver, gray, yel- 
low gold and French blond satin are suggested for 
festive footwear. 


Heels will be 13/8 to 18/8 in height and gener- 
ally breasted, although the block heel variety is 
popular in some sections and some shops. 


*_ * * * 


Juvenile Styles 
For School Wear 


MISSES’ AND GROWING GIRLS’. Patterns— 
Oxfords and some straps, Broguish styles. Boot 
style tendency is for lace of modified height. (Some 
button up to Misses’)—not recommended. Leather— 
Tan and Elk of medium shades. Some blacks. Crepe 
soles will be an important factor for fall wear. 


Children’s Play Shoes 


Patterns—Shield tipped effects and Blucher style. 
Plain, semi-soft toe. Leathers—Elk and grain. 


As an important step toward the develop- 
ment of growing feet, we strongly recommend 
the use of flexible soles on all children’s welt 
shoes. We recommend that the retailers should 
work with the manufacturers as to changes in 
lasts for children’s shoes in respect to nar- 
rower heel seats and better arch fitting. 


For Dress Occasions 


INFANTS’. Patterns—No change. Leathers— 
Patent leather, pearl, some white—not recommended. 

CHILDREN’S AND MISSES’. Patterns—Boots 
and slippers. Leathers—Woody shades of tan for 
tops with style tendency to buttons with patent or 
tan vamps. Also patent leather slippers. 

GROWING GIRLS. Patterns—Strap effects. ox- 
fords, some step-in effects with applique or colored 
stitching. Leathers—Patent, tans. 

BOYS’. Patterns—Tendency is for rugged shoes, 
broad balloon lasts. Leathers—Gray, Elk, Black, 
oxfords and boots. 


The Most Pronounced Tendencies 
in Styleful Footwear 


Men’s Shoe Styles for Fall and Winter, 1925 
(July to December) 


Patterns—For staple or standard shoes (re-size 
lines) : 60 per cent high, 40 per cent low. For style 
Shoes: 90 per cent low, 10 per cent high, dependent 
on local conditions. 


Low Shoe Patterns—Retailing $11.00 up, straight 
tip lace, followed by an increasing demand for 
bluchers and wing tip brogue types. Retailing $6.00 
to $10,00, same tendencies as for higher grades 
except with more elaborate fittings and perfora- 
tions and more novelty effects. Semi-soft toes get- 
ting stronger. 

Lasts — Brogues, conservative medium-narrow 
toes, very few balloon types, some round, with toe 
spring. Retailing $6.00 to $10.00, Balloon types 
principally, some brogues and spring types. 

Heels —7/8-8/8. Rubber heels up to $10.00. 
Leather heels above $10.00. 


Colors—Tan and black, darker shades increase as 
season advances to emphasize the season. 


Leathers—1. Smooth calfskin. 2. Boarded calf- 
skin. 3. Grain. 4. Black and brown kid good in some 
communities. 


Shoes for Formal Wear 


Patterns—Plain toe oxfords and some dancing 
pumps. Lasts—Close trimmed, medium and wide 
toe. Leathers—Patent, bright finish calfskin. 


Shoes for Informal Wear 


Patterns—Light weight black and patent oxfords. 
Lasts—Close trim, medium round and brogue. 


Shoes for Sports Wear 


Patterns—Oxfords. Lasts—Brogue types. Heels 
—Regular and spring. Soles—Rubber, leather and 
some crepe. Colors—Tan and white. Some trimmed 
shoes. Material—Veals, grains, elks, bucks, canvas. 


The Knicker Shoe—To be worn with Knicker 
Costume for street wear. This type is separate and 
apart from the Golf Shoe as worn on the course. 
The fact that the shoe, when worn with knickers, 
is more prominent and the proper type of shoe lends 
a finish to the costume. 
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Shoes of the Future 
(Continued from page 74) 
ing woman possesses definite borders of fancy, beyond 
which the “different” becomes simply the “bizarre.” 
In striving for novel effects, this warning should act 
as a continual check, forcing the designer constantly 
to measure her ideas by the yardstick of her own 
emotions. If her models please herself, and if she 
is a designer worthy the name of “artist,” then they 
are sure to carry their appeal to a sufficient number 
of other women to be safely exploited. Never must 
she forget that the basic idea of design is to call at- 
tention to the foot only because it is beautifully 
dressed—not because of the vividness of the coloring. 
Thus, soft, melting, almost indeterminate effects are 
to be sought rather than vigorous ones, with a con- 
stant eye to securing a line which will shade off into 
the outfit itself, remembering always that the func- 
tion of the shoe is to top off the woman, every bit as 
much as is the hat. 


The “Futurist” Shoe 

The figure of the Venus de Milo, occupying its own 
particular corner of the Louvre, is the prototype of 
beauty which designers of dress carry in their minds 
as they visualize new creations. Just so, it is the foot 
of Venus which must inspire the creator of lovely foot- 
wear, and if the Goddess of Beauty had worn shoes 
(I am frank to confess that I do not remember) she 
must have chosen for her own particular wear, the 
shoe illustrated in the accompanying sketches. For 
that single model is Venus’ shoe, capable of alteration 
to suit her every whim. Call it the Futurist Shoe, if 
you will—it includes every line which the designer 
can possibly call into play. Carry up the line of side 
and back and of the strap across the instep: you have 
the high boot which has so mysteriously vanished 
from style considerations these past seven years; sim- 
ply carry up the strap and lower the heel: you have 
the oxford which has played such a serviceable part in 
women’s wear for two hundred years; move its lines 
up or down, this way or that—always you will find 
that extension or diminution, without actually alter- 
ing the essential character of the shoe itself, has cre- 
ated a different style upon the old base. 


And What You Can Do with It 

It is interesting to consider this “axiom” of shoe 
design, and I present the “Futurist Shoe” for what 
it is worth, as an obvious, but nonetheless interesting, 
base upon which the creator of artistic women’s shoes 
must work. After all, it is oftentimes the obvious 
which escapes us entirely simply because in searching 
for something different we look upon it as difficult, 
and its very simplicity causes us to overlook it entirely. 

One result of this augmented interest in dressing 
the woman’s foot with all the care which is given to 
the rest of her attire is increased flexibility in design. 
Hitherto, almost invariably a single model has served 
as the basis of a season‘s models. Think back over 
past seasons; manufacturers throughout the country 
who make any attempt to catch the vogue of the mo- 
ment have been directing their energies along vastly 
similar lines, with the result that, though you pass 
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from store to store and examine the models displayed 
by different makers, they are sure to be only slightly 
varied in form. But somewhere in the lot there is a 
departure from the general run—someone has caught 
something new. If its popularity is sufficiently marked, 
then manufacturers are quick to pick it up for study. 
They watch its success, take it to their bosoms, and 
the following season, one man’s lead becomes the vogue 
of the year. The “different” shoe becomes the com- 
mon, and its designer has already turned his atten- 
tion to creating something else which may set the 
wheels of shoemaking turning the following season. 


Wider Style Variety Coming 

Because the interest in making many “different” 
shoes for women has been so much neglected, a single 
model has usually sufficed to become the vogue of the 
nation. The increased interest will change all that. 
In the future, we may expect as many variations of the 
“Futurist Shoe” to put in their appearance each year 
as there are different models in the exclusive dress- 
making and millinery establishments. 

For woman is no longer to be contented with wear- 
ing her sister’s shoes. They may be attractive, service- 
able, even beautiful—but they are her sister’s. For 
herself, she wants something different, individual—a 
patent sign that she, too, can express herself as well 
by the shoes which dress her feet as by the dress and 
hat which set off the rest of her person so delightfully. 
And she will have them. The present is but a begin- 
ning, and forward-looking members of the trade will 
do well to heed this revolutionary aspect of the future. 


Louis A. Coolidge Dies 
(Continued from page 75) 
encroached upon in the tendency toward autocratic 
centralization of governmental power. Local political 
considerations served to defeat him in this three- 
cornered campaign, although he made a fine fight and 
finished a good second. 

A few weeks after the election he resigned as treas- 
urer of United Shoe Machinery Corporation and went 
to Augusta, Ga., for rest and recuperation. On his 
return, he went to a local hospital for further treat- 
ment, and it was felt that he was on the road to re- 
covery. 

Mr. Coolidge was a member of the Gridiron, Chevy 
Chase and Metropolitan clubs of Washington; of the 
Algonquin (of which he was president at the time of 
his death), University, Harvard, Home Market, City, 
Boston Athletic, Exchange, Middlesex and Republican 
clubs of Boston, and the Authors’ Club and Union 
League Club and “Amen Corner” of New York. In 
1923, Bowdoin. College conferred on him the honorary 
degree of Master of Arts. He was also an honorary 
member of Phi Beta Kappa at Harvard. 

He is survived by Mrs. Coolidge (Helen I. Pickerill 
of Washington), to whom he was married Jan. 2, 1890; 
two daughters, the Misses Helen Longstreet and Mar- 
garet Coolidge; one son, John Washburn Coolidge, a 
junior at Williams College, and one brother, William 
H. Coolidge. Funeral services were held from the New 
Old South Church, Boston, Friday, June 5, at 3 o’clock, 
and interment made in Natick. 
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An Alliance for Greater Shoemaking 


After a Year’s Planning Comes a New Consolidation Under The Name of 
McLaughlin-Sweet, Inc. 


the other? Is one ward competent and another 

not? Is one community capable of building shoes 
and its neighbor less fortunate? What logic! Given the 
same management and supervision, same or better 
machines, similar materials and the vital sparkle of 
style and shoe-making in a neighboring state can be 
made as good, if not better—for often the change 
stimulates accomplishment. 

When Charles D. McLaughlin (than whom there is 
none more styleful) put this stamp of approval on 
McKay and turn shoe-making of Auburn, Maine, after 
a year’s testing, then a new chapter in the book of 
style was ready for merchant inspection—for Lynn 
craftsmanship had been transplanted successfully. 

One June 2, an alliance of Charles D. McLaughlin 
and Alfred J. Sweet, two manufacturers of great 
vitality and accomplishment, consolidated their or- 
ganizations into McLaughlin-Sweet, Inc., of Auburn, 
Maine. Charles D. McLaughlin will do the styling and 
merchandising, and supervise quality and production. 
Alfred J. Sweet balances with general executive man- 
agement, financing and the purchase of all materials. 

By this consolidation of efforts the merchants will 
get the utmost in style and quality. A year’s testing 
made in Auburn will be supplemented by the addition 
of all the important heads of the McLaughlin Shoe 
Company of Lynn who will fit into the plan of in- 
creasing style capacity at Auburn. Volume production 
at a small profit cost is expected to keep six and one- 
half acres of floor space busy fifty weeks of the year. 

The capacity of factory No. 1 on high style shoes 
is from four to five thousand pairs per day and will 
be entirely on McKays. The capacity of factory No. 2 
for dress and com- 
fort footwear in 
turns will be from 
thirty-five hundred 
to four thousand 
pairs daily. Thirty 
salesmen cover the 
nation intensively 
and will sell shoes 
on a new selling 
plan whereby mer- 
chants will find it 
to their advantage 
to consolidate all 
of their purchases 
in one grade to the 
one concern. 


T one side of a street better for shoe-making than 


Department for 
Designing Styles 


An art depart- 


ment for the de- ALFRED J. SWEET 


sign and creation of new models, supplemented by a 
direct-from-Paris service, will give to the new organi- 
zation opportunity to create style patterns “ahead of 
the style clock.” The executive in charge of this de- 
partment has recently completed five years’ training 
in Paris. 

Charles D. McLaughlin started in a retail store in 
Grand Rapids, Michigan, years ago, so he has had 
sufficient background of experience, particularly at 
retail. He then became buyer of shoes in Rochester and 
from there went into the wholesale business. For 
twelve years he had general supervision of making 
and styling shoes for the Cotter Shoe Company. He 
later was treasurer and general manager of the Bres- 
nahan McLaughlin Shoe Company, and a year ago or- 
ganized the McLaughlin Shoe Company. He has served 
big buyers with phenomenal success to both himself 
and them, keeping his capital turning every ten days 
and never having an account on the books over fifteen 
days. When finishing cutting an order there were no 
supplies left over because his buying system kept 
within fixed limitations. 

Alfred J. Sweet always smiles when some veteran 
shoe man tells that he came from the hardware busi- 
ness into the shoe business, from horse shoes to human 
shoes. In 1903 he came to Auburn, Maine, with Lunn 
and Lynn Shoe Company and soon became one of the 
firm. This was changed in 1906 to the Lunn & Sweet 
Shoe Company with A. J. in charge of manufacturing. 
Later he had full charge of sales and purchasing, ex- 
changing jobs with Mr. Lunn in 1912, so that this 
gave him national experience in both selling and mak- 
ing. In 1907, the first factory was built; in 1910, its 
capacity was double; in 1912, it was pyramided once 

again. He is a di- 
rector of the Na- 
tional Boot & Shoe 
Manufacturers’ As- 
sociation and is 
known to shoe men 
the country over as 
a vigorous manu- 
facturer, buyer 
and salesman. 
These two com- 
paratively young 
manufacturers con- 
sider that they 
have hit upon an 
ideal combination, 
an alliance of tal- 
ents and resources 
that will give them 
superior design, 
capable plant and 


CHARLES D. McLAUGHLIN equipment § facili- 
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ties, excellent labor conditions in a thoroughly Ameri- 
can community and ample finances. To them the world 
is their shoe store. 





“Buy at Home” Campaign 


Beloit, Wis.—“Booster Week” was recently observed 
in this city. It was a movement fostered by the Lions 
Club to “sell” Beloit’s retail stores, as sources from 
which to buy merchandise, to Beloit residents. The 
campaign, part of the Atlas Boost Your Town-Trade 
at Home Campaign, the $1,000,000 national enterprise 
which is sponsored by twenty national concerns and 
associations, among them the Friedman Shelby branch 
of the International Shoe Co., is being put on in every 
city of 5,000 to 200,000 throughout the United States 
and Canada. Briefly, it is a campaign to persuade the 
public to buy in their own communities, rather than 
go into the bigger cities nearby. 

To a shoe merchant, Harry Bala- 
ban, owner of Balaban’s Walk-Over 
Boot Shop, goes a large share of 
credit for the greatest community 
celebration. He was chairman of 
the committee in charge. 

A feature of Booster Week was 
a big street parade through the 
business district. Elaborate prep- 
arations were made for this event 
and it was witnessed by an esti- 
mated 15,000. The streets were illuminated by red 
flares, spotlights and sunshine arcs and the marchers 
heralded by air bombs and a fire run. 

The fine support given Balaban and his committee 
was again reflected in the parade which was led by 
the mayor and city officials, motorcycle police, mounted 
officers of the Lions club, firemen, a company of the 
Wisconsin National Guard and the American Legion. 
In the march were every patriotic, fraternal, business 
and social organization from the Boy Scouts to the 
G. A. R. Every retail shoe merchant, business house 
and manufacturer in the city was represented. 

Elaborate floats were prepared by some, illuminated 
trucks and wagons were used by others, all auto mer- 
chants had trimmed cars in the march and the shoe 
men were right to the fore with a complete shoe shop 
rigged up on a flat truck. The parade required one 
whole hour to pass a given point. 

In the window trimming contest the shoe exhibits 
were particularly fine. The Balaban shop, with two 
large windows given over to men’s and women’s new 
spring modes in shoes, and a middle window to Buster 
Brown children’s shoes walked away with one of the 
awards. 

This same campaign has been introduced in Rock- 
ford, Springfield, Alton, Kankakee and a number of 
other Illinois towns, as well as in Indiana, Iowa, Mis- 
souri and Kentucky. In each instance Civic Booster 
Week follows a campaign of preparatory publicity and 
is followed up by further newspaper material in the 
same vein, “selling” the home town to the people. 


f 


HARRY BALABAN 
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The New England Industrial Situation 


The building industry is conspicuous as being one 
of the most active in the New England district, the 
Monthly Review of the Federal Reserve Bank of Boston 
reports in its June 1 bulletin. Concerning production 
of shoes, the report in part said: “Output during 
March of this year was approximately equal to that 
of a year ago, but in April it was below that of 1924.” 

“Prices of hides have been moderately steady in 
recent weeks, with a tendency for quotations to 
strengthen slightly as quality improves. Local leather 
markets are quiet, and trading continues on a strictly 
‘current needs’ basis. Prices have shown but little 
change in recent weeks.” 


Extend White Shoe Week. in St. Paul 


St. Paul, Minn.—Because of unfavorable weather 
conditions during the week ending May 23, “White 
Shoe Week” was extended during the week ending 
May 30 by retail shoe stores here. Despite the cold 
weather during the first week, buying of women’s 
white styles was reasonably satisfactory. 








A Merchandise Critic for 
Wolfelt-Weil, Inc. 


Brooklyn, June 2—A new executive position—that 
of merchandising critic—has been created by Wolfelt- 
Weil, Inc., of this 
city. The position 
has been offered to, 
and has been ac- 
cepted by, C. J. 
Stevens, for the 
last three years in 
charge of C. H. 
Wolfelt’s Chicago 
store. Mr. Stevens’ 
work will require a 
high degree of spe- 
cialized talent as he 
will be required to 
pass finally on the 
salability of styles 
created by the Wol- 
felt-Weil personnel. 

Mr. Stevens has 
had a remarkable 
career in the shoe 
tndentity. .Whan 0 Cc. J. STEVENS 
boy, although all his leaning was toward women’s foot- 
wear, he joined the O’Connor-Goldberg organization 
in Chicago, at that time specializing on men’s foot- 
wear. Later, when the first O-G store to feature 
women’s footwear was decided on, Mr. Stevens asked 
for and received the managership, where he remained 
for a number of years, leaving to take a similar posi- 
tion with the I. Miller store on State street. Three 
years ago he joined C. H. Wolfelt when the latter 
opened his Chicago store, from which he rises to even 
a higher level as the merchandise expert of this well- 
known style organization. 
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One week from today there will appear in this Trade 
Paper, a JUVENILE twelve-page insert, showing in 
natural colors, the most complete, novel and beau- 
tiful line of children’s footwear carried in stock by 
any house in the world. 


The exclusive designs shown next week are pro- 
tected by application for patents and all infringers 
of our designs will be prosecuted as vigorously as 
we have acted against corporate name and trade- 
mark “pirates.” 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE REPUBLIC 
All in the State of Missouri 





When writing te advertisers please mention Boot AND SHox Recorver 
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The Cordova Pattern over the 

58 last with a Kaffor Kid 

vamp and trimming. Ivory 

kid quarter and heel cover, 

14/8 box heel. 

Boyd-Weilsh Shoe Company ~ 
St. Louis, Mo. 


Summer Time Calls for Light - Weight Wearing Apparel 


HE month of June really ushers in the “good old summer-time.” It is the 

month of roses and weddings. It is also the month for donning lighter weight 
clothing, hats and shoes. Comfort results. 

The ideal summer weight shoe is obtained by using Kaffor Kid. It makes 
a beautiful lightweight welt, for men or women, and in McKays or Turns supplies 
just the finish required by the particular woman. 

We are the originators of Calf leather suitable for summer weight footwear. 

Kaffor Kid is made only in light weights. The distinctive tannage of this 
leather gives it strength of fibre and service not found in the usual light weights 

“ of Calf leathers. Its soft, silk-like tannage gives it a beautiful finish. 


4 
“ 
| One of Boyd-Welsh Shoe Company's snappy styles made of Kaffor Kid is shown 


on this page. It has all the beauty of pattern, fineness of contour and light- 
ness of weight which makes for fine shoes finely made. 


Names of manufacturers using Kaffor Kid in men’s, women’s 
and children’s shoes will be sent to shoe merchants on request. 


ie) The Ohio Leather Company 


Girard ~ Ohio 
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May 14th, 1925, 
To the Shoe Retailers, 
Ve wish to extend Our ®PPPeciation to our MENY go04 CUSt omerg 
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new Generation °f Shoe Tetatlers 
Tal Plann of merchandising, 

Your SUC Less in S@lling Our } ® the keystone °f our bUS iness 
2nd we shal) devote our *f forts in Continuing to cive you the king 
of "Shoes that Sell*, 
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The “Celeste” 
Turn-type McKay 


GOOD NE ws IS POPULAR Couriers of 
**Good News in 


Good news to be popular must be timely, up-to-date. 
Shoes” 
L & A smart light welts and turn-type McKays are popular 
because they are up-to-the-minute—the latest patterns and Messrs. Archer, Coens 
leathers are always shown in your store if you handle L & A Dickerson, Glascock, 


shoes—“Good News in Shoes,” because timely. Keeffe, LaBonte, Lee, 
aw t : “1: Miller, McGi fin, 
And L & A shoes are popular in price, too—retailing from $6.00 McNierney, Spurlock, 


to $8.00—right wh find the big vol f business. 
o $8.00—right where you fin e big volume of business Thomas, “Thomason, 


Hear this Good News Message these “Couriers” have to tell Talbott and Van Hoesen 
you. L & A styles are as popular as the family newspaper—Good 
News in Shoes, indeed! 


Better write or wire for definite appointment 





THE LAPE AND ADLER CO. 


Makers 
‘“*The L & A Shoe” 


COLUMBUS, OHIO, U. S. A. 


When writing te advertisers please mention Boor anv Suox Recorper 

















-_ SCHMIDTS 
PIN SEAL 


SABLE BROWN 


is the latest ——_* 
featured in high grade footwear, 
both in whole shoes and trimmings 
Nade in all colors and black. 
Ihe latest addition to 
The Schmidt Calf Leathers 


om 


Shoes by courtesy of 
I GROSSMAN INC 
Chicago 


—_ > 
~ - SS 
—_ ——— 


CARL E SCHMIDT & Co INC 


Tanners of The Schmidt Calf Leathers 
DETROIT USA~ BOSTON USA 























SCHMIDTS 
ERIC CALF 


SABLE BROWN 


Evic Calf gives to the shoe the sturdy 
appearance, plus quality, which aids the 
Shoe merchant in building customer- 
Satisfaction and repeat sales 

It gives just the proper background for the 
new patterns in men’s fine shoes 

Your manufacturer can Supply you 
also in Black and White Eric Calf 


Shoes made of 
ERIC CALF 


Manufacturers name 
on request 


CARL E SCHMIDT & Co INC 


Tanners of The Schmidt Calf Leathers 
DETROIT USA~ BOSTON USA 
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Reduced Interchangeable Mileage Measure Defeated 


Supreme Court Rules Adversely Because Congress Failed to Specify Lower Rate—Shoe 
Travelers’ Long and Good Fight Lost 


HE news that the former 
order of the Interstate Com- 
mission directing railroads to 
issue interchangeable mileage books 
in the denomination of $90 at 20 
per cent lower than the standard 
fare rate had been rescinded, was 
received with much disappointment 
and surprise by the boys of the 
N. S. T. A. Certainly the shoe 
travelers, and the other members 
of the allied trades, made a long 
and splendid fight to obtain re- 
duced interchangeable mileage. The 
reversal of the stand of the Inter- 
state Commerce Commission, espe- 
cially on top of the reserval of the 
decision on Pullman surcharge, is 
a bitter blow. 


Lost Through Technicality 


The original order of the I. C. C., 
for a 20 per cent reduced inter- 
changeable mileage rate was to 
have become effective May 1, 1923, 
but certain railroads obtained an 
injunction in the supreme court of 
Massachusetts, contending that the 
I. C. C., in directing that a lower 
rate be charged for mileage books, 
had exceeded its authority. There 
were numerous hearings in various 
parts of the country; all of these 
hearings were attended by repre- 
sentatives of the N. S. T. A., and 
its affiliated body—the Interna- 
tional Federation of Commercial 
Traveling Men’s Association—able 
legal counsel was secured. However, 
it would seem as if the travelers 
side of the case was not thoroughly 
understood by the Interstate Com- 
merce Commission; nor by the Su- 
preme Court; and the measure de- 
feated by a technicality. The latter 
body ruled that while the legisla- 


tion adopted by Congress favoring 
interchangeable mileage, owed its 
origin to the work on the part of 
the traveling salesmen and others, 
the object of the salesmen was de- 
feated because Congress failed to 
include in its legislation direction 
that a lower rate be allowed for in- 
terchangeable mileage and simply 
authorized the issuance of script 
tickets. The I. C. C. dwells at length 
on investigations commencing 
March 3, 1924, after the Supreme 
Court ruling. It states that: “Fair 
and reasonable rates, in the light of 
all the facts presented were con- 
sidered; and that it finally con- 





HARRY M. DRAKE 
With Alden, Walker & Wilde, 
Inc. Hecovers the big city trade 
from Pittsburgh and Buffalo, 

west to “The Twin Cities.” 


cluded that under the provisions of 
the law, and as a result of the Su- 
preme Court decision, there was 
but one course open—to rescind its 
former order and to direct that in- 
terchangeable mileage books be is- 
sued at the same rate as that fixed 
for regular passenger travel!” 

The I. C. C. further holds that 
it shall be left to the discretion of 
the management of any or all of the 
railroads whether their interests 
will be best served at any season 
of the year by the sale of mileage 
books at lower than the standard 
rates. 

The present order of the I. C. C. 
now directs carriers on and after 
July 15 to sell interchangeable mile- 
age books in denominations of $15, 
$30 and $90, at the standard rate 
of one way trips, good for one year 
from date of sale on all passenger 
trains operated by the said carriers, 
except extra fare trains, when same 
may be used by the payment of the 
extra fare—books may be used by 
one or more persons traveling at 
the same time. 


Drake with Alden, Walker & 
Wilde, Inc. 


Harry M. Drake has been en- 
gaged by Alden, Walker & Wilde, 
Inc., to cover the large city trade 
from Pittsburgh and Buffalo, west 
to St. Paul and Minneapolis. Mr. 
Drake, who is now out with his new 
fall line, has had extended factory, 
as well as selling experience, and is 
thoroughly qualified in all respects 
to give to merchants complete in- 
formation regarding the details of 
shoe manufacture as exemplified in 
his new line. 
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Nunn-Bush 
Ankle- Fashioned 


The Blimp-In Stock i | The Blimp-In Stock 


No. 1149—$5.45. Ebony black, . No. 2149 — $5.45. Light tan 
cross crease, flat black eyelets, As calf, cross crease, brass eye- 
black welt, black separate fais lets, natural welt, fair sepa- 
stitch, flanged rubber heel. A rate stitch, flanged rubber 
to D. heel. A to D. 


Nunn, Busp & We.tpon SHor Company, MILWAUKEE, Wis. 
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HARRY A. GOLLER 
With Lawrence Shoe Co. 


Harry A. Goller, who now repre- 
sents the Lawrence Shoe Co., of 
Lawrence, Mass., left Boston, June 
5, to visit all of his old Allen, Gol- 
ler customers. Mr. Goller’s new 
connection gives him a line of 
fancy flexible McKays, retailing at 
popular prices, over which he is 
very enthusiastic. He is well 
equipped to serve his customers, 
through the reputation for value 
and workmanship which the Law- 
rence Shoe Co. has attained. 


Leavitt Adds to Salesforce 


Three new salesmen _ recently 
joined the sales staff of George B. 
Leavitt Co., of Farmington, N. H., 
manufacturers of women’s novelty 
McKays. They are Sam D. Mc- 
Naghten, Dave W. Saifer, and 
James J. Bester. 

Mr. McNaghten, formerly with 
Rice & Hutchins Co., is traveling 
from Kansas City, west to the Pa- 
cific Coast, with headquarters in 
Los Angeles. 

The Central states comprise Mr. 
Saifer’s territory. His headquarters 
are in Chicago. 

Mr. Bester covers the New York 
City trade, and New Jersey, and 
has headquarters in New York. 


A New Shoe Man 


Salesmanager Frank Morrow, a 
member of the firm of Joseph I. 
Melanson & Bro., Lynn, passed 
around the cigars last week in honor 
of Joseph Melanson Morrow, who 
is a recent arrival at the Morrow 
home. 


CHARLES A. BOND 


Salesmanager of the A. S. 
Kreider Company’s New York 
and Chicago Distributing 
Houses. 


Charles A. Bond, who for many 
years was associated with the 
wholesale shoe firm of Nath’] Fisher 
& Co., as Director of Sales and Ad- 
vertising, and Assistant General 
Manager, has recently become af- 
filiated with The A. S. Kreider Co., 
as salesmanager of its New York 
distributing house, at 123-125 
Duane Street. Only a few days ago, 
the news was flashed to us that Mr. 
Bond has been given additional du- 
ties as salesmanager of the A. S. 
Kreider’s Chicago distributing 
house. Mr. Bond will divide his 
time between the two big cities. 

In this connection Mr. Bond 
states that the six Kreider fac- 
tories, located at Annville, Lebanon, 
Middletown, Elizabethtown and 
Palmyra, Pa., with their own dis- 
tributing houses located at Chicago, 
New York, Pittsburgh, Philadelphia 
and Seattle, all making shoes for 
the little folks, have a total capacity 
of 33,000 pairs daily. 


Lotspeich with Utz & Dunn 


Howard D. Lotspeich, of Chicago, 
recently made arrangements to 
represent the Utz & Dunn Co. in 
his old territory, the Middle West. 
For many years Mr. Lotspeich has 
been selling shoes on the road. He 
has a host of friends among the 
merchants in this section. He is a 
high-grade man and is considered 
an authority on footwear. 
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WALTER §8. ROOSE 


Salesmanager for E. B. Pieken- 
brock Shoe Mfg. Co. 


Walter S. Roose, formerly of Bos- 
ton, and A. J. Bates’ affiliation, is 
the new sales manager for E. B. 
Piekenbrock Shoe Mfg. Co., of 
Dubuque. Mr. Roose writes to the 
RECORDER that he likes the big Iowa 
city, immensely. He says that 
Dubuque, located on the Missis- 
sippi, with its “Seven Hills” 
adorned by beautiful homes, is in 
itself well worthy of a visit. He 
also reports that the Country Club 
and its golf course is charmingly 
situated. 

As to the House of Piekenbrock, 
its executives, and its heritage, he 
is most enthusiastic. He states that 
this business was founded by the 
father of E. B. Piekenbrock, in 
1860; it was started as a wholesale 
boot and shoe concern; that the 
name Piekenbrock has been all of 
that time most favorably known in 
Dubuque in both a business and 
social way. 

“Ww. S.” announces that he is “Up 
to the hilt in work” just now, get- 
ting the fall production ready, and 
that he is beginning to build a calf- 
skin line. He says “Hello,” through 
the RECORDER pages, to all of his 
Eastern friends. And his many 
friends on the Atlantic seaboard 
wish him every success in his new 
connection. Walter Roose is a 
thorough shoe man; he knows the 
retail end of the shoe game as well 
as the manufacturing. In the old 
days, he was, for many years, Di- 
vision Manager for the Beacon 
Shoe Stores, with headquarters at 
Manchester, N. H. 
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new in leather 
CHARACTER 


“BARLYNN’ 


A full ANILINE DYED 
Leather, carrying with it 
all the silkiness and _ bril- 
liance characteristic of 
aniline finish. 


Made in two shades of 
extreme beauty 


GOLDEN and 
MEDIUM BROWN 


J. S. BARNET & SONS, Ine. 


Tanneries at Lynn, Mass. 


Salesrooms, 75 South Street, Boston, Mass. 


BARNET 


Lynn Leathers 
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ARTHUR McDONALD 


Represents Stanley Dutten- 

hofer Shoe Co. on Coast. Head- 

quarters at 400-401 Lanker- 
shim Building, Los Angeles. 


Arthur McDonald, with head- 
quarters at 400-401 Lankershim 
Building, Los Angeles, has recently 
made arrangements to represent 
The Stanley Duttenhofer Shoe Co.’s 
line in the “Golden Gate” State, 
Oregon and Washington. Mr. Mc- 
Donald has a large following in this 
section. He is enthusiastic over his 
new line and the numbers carried in 
stock. His “Announcement” letter 
to the trade tells about the newly- 
completed factory of The Stanley 
Duttenhofer folks, with a 2500 
pairs daily capacity, and his 
“smart” patterns in women’s nov- 
elty styles, in the new flexible, Mock 
Turn process, and Goodyear welts 
with light weight soles and feather 
edges. 


Buford McWhirter a Golfer 


Buford McWhirter, who covers 
the Southwest for the Interstate 
Shoe Co., Manchester, although very 
modest as to his golf game, should 
be rated as “A professional”—at 
least, so says A. Lee Briggs of the 
firm. On a recent week-end visit in 
the big New Hampshire city, prior 
to starting on his trip, he made the 
difficult Manchester Course in a 
91 and 87—this in spite of the fact 
that he was “up against” some 
pretty good players. “He simply 
made us Yankees look foolish the 
way he drove,” said Mr. Briggs. 


“A wise man thinks all he says, 
a fool says all he thinks.”—From 
Walk-Over Factory Prints. 
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Frank King Returns from 
Trip to West Coast 


Back from the Wild West, and 
“tickled to death” with his trip— 
is the way Frank King answers a 
question as to his recent sojourn 
on the Pacific Coast, where he has 
opened his line in all of the large 
cities from Los Angeles to Port- 
land and Seattle, and in Salt Lake 
City, and Denver. 

Frank says that the Coast mer- 
chants are “up and coming” and 
that they are following the dictates 
of the joint style conference as to 
fall color purchases. Straps, pumps 
and gore models are just as strong 
on the West Coast as they are in 
the East, according to Frank, and 
he says that there seems to be a 
great willingness, on the part of 
the “live” merchants, to hold style 
variations on present patterns. 

Frank is getting ready to lend 
his picturesque personality to the 
annual deliberations of the South- 
eastern Retail Shoe Dealers’ Asso- 
ciation Convention, in Savannah, in 
the early part of June. He left 
Chicago a few days in advance, 
“working” his way down, making 
the busy centers meanwhile. Catch 
the “old war-horse” making any 
jaunts where he isn’t able to make 
his shoes pay the way. One thing at 
least may be said—Frank King be- 
lieves that the answer to business 
is in the order book—and he works 
his theory. 


Gregory with Jefferson 
Shoemakers 


The Jefferson Shoemakers is a 
Branch of the International Shoe 
Co., St. Louis, and with the Jef- 
ferson Shoemakers as designer, 
and factory salesman, is the well- 
known shoe style and quality man, 
George Gregory. Mr. Gregory will 
be pleased to give his personal at- 
tention to buyers in the St. Louis 
market, and will be ready to work 
out with them any especial pattern 
in women’s stylish, medium-priced 
shoes. James Brady, one of the most 
progressive and capable shoemakers 
in St. Louis, is factory superin- 
tendent. 


Goddard with Jefferson 
Shoemakers 


T. H. Goddard, well known to 
many buyers in the large cities of 
the country, will represent the Jef- 
ferson Shoemakers’ Branch of the 
International Shoe Co.’s line in 
Chicago and in the cities adjacent 
thereto. 





M. E. SCHAEFFER 


Represents Brockton Shoe Mfg. 

Co., Inc., in Pennsylvania, with 

headquarters at 14 N. 4th 
Street, Philadelphia. 


M. E. Schaeffer, one of the high- 
grade salesmen of the Brockton 
Shoe Manufacturing Co.,_ Inc., 
Brockton, who covers Pennsylvania 
for that house, recently returned 
from the factory to his office in 
Philadelphia. Mr. Schaeffer reports 
that his concern is putting out for 
fall the best line of shoes ever. He 
states that he is optimistic regard- 
ing fall business, and while his past 
sales record has been very grati- 
fying, he expects to “go over the 
top” bigger than ever this coming 
season. 

He has been with his concern for 
the past four years, during which 
time he has developed a very satis- 
factory business. He has a pleasing 
personality. He says: “I am en- 
thused and make others enthuse 
over the splendid values of my 
line.” 

M. E. Schaeffer, who has an able 
assistant in the person of his 
brother, Robert M. Schaeffer, is 
also in charge of the enlarged stock 
department which his concern con- 
ducts at 14 N. 4th Street, Phila- 
delphia, where an ample supply of 
popular-priced men’s novelties and 
staples are always carried on the 
floor. 

Charles H. Phillips, Southern 
representative for George B. 
Leavitt Co., of Farmington, N. H., 
manufacturers of women’s novelty 
McKay footwear, reports that he is 
meeting with good success in his 
territory. Mr. Phillips’ headquarters 
are in Macon, Ga. 


a 


























































































































































96 BOOT AND SHOE RECORDER June 6, 1925 
Jun 


WOMEN NOW EXPECT THEIR SHOES} 








WDOnNQ 






| 
Wi 


Ce Or VornfAVGr AGS SGNANSAENVGNANON 
=: 


onnssw 
S 
= 


> (Bra 


; tandardize on , 


Evans Brands 





1925 
June 6, 1925 BOOT AND SHOE RECORDER 97 


“S'| HARMONIOUSLY LINED WITH KID 


Our PEACOCK Colors 


protect the delicately shaded 
hose of the moment 

























Our PEACOCK COLOR Linings ‘ 

ARE MADE ON A STRAIGHT | Uae Veelel am Oke) fs) 2 
GOATSKIN > a 

ARE DRUM COLORED jor Li ani Ngs 

ARE DYED THROUGH AND , ; 


THROUGH 4 =WHITE 


They are made to blend with and 
also protect the delicately colored 
hosiery from staining by crocking. 


They are all “EVANS LEATHERS” 


and, as such, are made to help every p 2 aN Re ] 4 


user gain a reputation for leather x r 
value, beauty and service inside the ( J R AY 
shoe as well as out. 


We Invite You to Make Them Your }2 I k I D N IOUSE 


Standard Linings 


JOHN R. EVANS & COMPANY APR ICOT 


CAMDEN, N. J. 
(Branches in All Principal Shoe Centres) 
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A Real Corrective Line at $4.10 


These “ARCH SOLACE” numbers have enough of con- 


servative style to be attractive and yet they wear 


The growth of our “Arch 
Solace” trade _ indicates 
that these foot corrective 
shoes have merited the 
confidence of our cus- 
tomers. 


ALL 
IN-STOCK 


No. 100—Dongola kid oxford, made on 134 last 
with 11/8 rubber heel. Price $4.10 


well and fit with perfect comfort. 


We carry these styles In 
Stock to help our trade ob- 
tain quick service on these 
shoes that mean so much 
to those who are buying 
for foot comfort. 


ALL 
IN-STOCK 


No. 102—Dongola kid three-strap, made on 139 ne 
with 12/8 rubber heel. Price... $4.1 


No. 101—Dongola kid oxford, made on 139 last 
with 12/8 rubber heel. Price $4.10 


C, 3%-9; D, 3-9. 


ba Tree State. 


Sizes AA, 4%-9; A, 4-9; B, 3%-9; 





When writing to advertisers please mention Boot aNp SuHort Recoaver 
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CHICAGO—The week ending 
May 30 was one of the liveliest of 
the season and the shopping crowds 
in the loop were particularly will- 
ing to be interested in the latest 
in women’s shoes. So far compara- 
tively little sales have been reported 
in white footwear, although a few 
have been made in the more exclu- 
sive booteries. The weather so far 
has been anything but favorable to 
the sale of the “summer” types of 
shoes. The trimmed type of whites 
seem to be favored. 

Light tan shoes, the blond shades 
and the penny shade, are still the 
most popular of the colorings, and 
it’s fairly safe to assume that these 
shades will hold good through the 
whole of the summer. There’s some 
thought given by those merchants 
who study to the idea that whites 
will sell less in proportion to the 
quantities of the lighter tan shades 
of shoes sold. The softer-toned tans 
and grays, too, will take the place 
of many a pair of white shoes this 
summer, especially with the gen- 
eral reluctance on the part of the 
public to buy footwear with any 
enthusiasm. 

Wollock and Bauer are showing 
anew “wrinkle” in vamp and quar- 
ter trimming of small cut-out flow- 
ers and applique fiowers in some 
pretty white, gray, ivory and blond 
kid pumps that are attractive. 


Fancy Hosiery Strong 


Fancy-patterned hosiery in silks 
and woolens for sport and street 
wear have taken a strong hold on 
the younger folks, especially the 
school- and college-girl types. The 
designs in these hose are many and 





Patent and Black Satins 
Leaders 


Black patent and black sat- 
ins still continue to hold a 
very strong position in the 
sales records. Stocks in these 
numbers have probably been 
more often refilled than any 
other single type of shoes sold 
today—and there’s no indica- 
tion of a slowing down in the 
turnover. 
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More Force Behind Trade 
in Chicago Shoe Stores 


varied, ranging from cross-word 
puzzle types to zebra stripes, and 
apparently they all have some at- 
tention. 


Buckles in Demand 

Buckles are selling freely and 
many of the plain patterns are be- 
ing sold with the addition of these 
ornaments. No particular style is 
being developed in these accessories 
—the buckle in its variation, some 
of enamel and some of cut steel and 
bronze, being the most favored. 





Blond Kid and Satin Strong 
Materials Detroit Reports 


DETROIT—Shoe merchants re- 
port that May business was fair, 
many finding sales just a little bet- 
ter than in May of last year. In 
general, the business in women’s 
lines was better than in men’s. 

Blond kids continue to lead in 
the demands of the customer, al- 
though blond and brown satins do 
not seem to be as strong as for- 
merly. Black patents continue to 
hold their own, in spite of demands 
for blonds and tans, while gray has 
not developed as scme expected. 

Straps, gores and pumps of every 
description seem to be selling, 
which is probably a good thing for 
the retail merchant who has variety 
to offer in types, as well as in colors 
and leathers. 

Whites were pushed by some 
stores for Memorial Day with some 
sales reported. From now on the 
white business is expected to de- 
velop along conservative lines; 
many buyers are feeling their way 
with limited stocks. With costumes 
in all the colors of the rainbow it 
would seem that plain white foot- 
wear for summer should be the 
logical thing, although some buyers 
look for black to hold sway. 


Stocks in Healthy Condition 


Stocks of footwear are generally 
lighter than last year and. mer- 
chants are getting their volume by 
turning their stocks more fre- 
quently. There seems to be less 
plunging and more careful buying 
in selecting stocks. 

In men’s lines the footwear is 
both lighter in weight and in color. 
In one store a “featherweight” is 
being boosted as being “As light as 
a feather.” To demonstrate this a 
feather is attached to the glass of 
the window with oxford suspended 
from it. 


New Styles for Women 


Doeskins in pastel shades are 
being specially featured at the I. 


Miller Salon at Russek’s. Carring- 
ton, Inc., features a two-tone pump, 
patent leather vamps with blond 
kid quarters as a mid-summer 
model. The Lubin Shoppe, short 
vamp specialists, offer a satin strap 
slipper with blond vamp and black 
quarter. The McBryde Boot Shop 
features a small tongue pump in 
patent, tan and white with a small 
tailored bow. At Hudson’s, Deau- 
ville Sandals came in for consid- 
erable featuring for sports wear. 


Opens New Department 


The R. & H. Shoe Co., 340 Gratiot 
avenue, opened a separate Bargain 
Sales Floor for the sale of women’s 
shoes. The children’s department is 
now located in the basement instead 
of on the second floor. The men’s 
lines occupy the main floor and 
balcony, and the women’s popular- 
priced lines on the third floor. The 
Bargain Sales Floor is in charge 
of Clarence E. Price, formerly with 
Bartlett’s, Woodward avenue. 


Golf Styles Popular 


The continued demand for golf 
footwear in Detroit is evidenced by 
the sales made of women’s golf 
shoes, which R. F. Barnum, man- 
ager of this department at R. H. 
Fyfe & Co’s. store, states has al- 
ready reached the total of last 
year’s figures. 


Featuring Welt Shoes 


The United Shoe Machinery Com- 
pany is co-operating with R. H. 
Fyfe & Co., in an educational cam- 
paign in favor of Goodyear Welts 
for women. On the second floor a 
miniature exhibition is staged 
showing the various operations in 
making a Goodyear welt shoe. 
Photographic cut-outs are used to 
show the machines and the method 
of operating them, while shoes in 
various stages of completion give 
the customer a perfect conception 
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He knows what 


he wants/ 





E won't buy just any shoes, even if a dealer does say they 
H are Keds. He knows what to look for; he knows that 
unless the name Keds is on the shoes they are not real Keds. 
And he knows it because a progressive Keds dealer has cau- 
tioned him always to look for the name Keds. 


Make your customers just as careful! Let them 
know you handle real Keds. Show them the 
name Keds on the shoes, and teach them to look 
for it. By doing so you gain their confidence, and 
build up for yourself a host of friends who will 
come to you for genuine Keds. 


United States Rubber Company 


Keds are made only 
by the United States 
Rubber Company 








e 


TRADE MARK REG. U.S. PAT. OFF. 








', 1925 





June 6, 1925 


of the processes performed in each 
operation. Cards aid the customer 
who has no technical education to 
follow the process of making the 
shoe with perfect understanding. 
One of these cards states that there 
are 210 different operations in mak- 
ing a Goodyear welt, and that 174 
of these operations are made by 
machinery on 154 different ma- 
chines. 

Besides the thousands of general 
customers who visited this exhibit 
several classes from the schools of 
Detroit were given practical demon- 
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strations in manufacturing shoes 
by the aid of this exhibit. 
Together with this exhibit the 
fine collection of ancient and un- 
usual footwear owned by the United 
Shoe Machinery Company is shown, 
including over 160 different shoes 
which arouse the curiosity and ad- 
miration of the customer. 


Baird Makes Change 
H. H. Baird, formerly with 
Reynolds & Monro, Toledo, has 
taken up his duties as buyer for 
Bartlett’s, Woodward avenue. 





Fairly Good Trend Noted 
in Milwaukee Retail Houses 


MILWAUKEE — Business is 
fairly good in Milwaukee stores, 
although it is somewhat spotty due 
to sudden changes in weather. To 
have the thermometer climb 28 de- 
grees in 20 minutes one afternoon 
until it reached a record height of 
91 degrees, and then drop steadily 
the following day until it approached 
the freezing point does not result 
in a steady demand for footwear. 
However, merchants state that a 
warm, clear day brings out a good 
demand and the outlook for the 
month is good. 

Patents continue to hold the lead 
in the majority of local stores, while 
satins are taking a prominent place 
in both black and colors. One high- 
grade store notes activity in straps 
in patent and satin, while Colonial 
styles are moving in kid leathers. 
Another merchant finds patents and 
satins moving about even, with the 
demand for satins about evenly di- 
vided between black and blond. 
Pumps in plain styles, D’Orsay or 
gored effects are showing the most 
activity at this store. There has 
been some call for white, due in 
part to the Memorial Day appeal, 
and golf oxfords are showing some 
activity, though neither group form 
any great volume of business. 


Men Buying Better 


Men’s business is also moving 
along fairly well, although the 
weather has its effect on men as 
well as women. The majority of 
stores report the popularity of light 
tans, but one store handling a high- 
grade line stated that everything 
was moving from patents to tans. 
The general tendency at this store 
is to broader toes and shorter 
vamps, two features which have the 


approval of men wearing wide 
trousers. 


Observe Holiday 


The majority of stores in Mil- 
waukee and other large cities 
throughout the state observed 
Memorial Day by closing for the 
entire day. In cases where it is 
customary to remain open Saturday 
evening, the stores kept their doors 
open until 9 o’clock Friday evening 
for the benefit of their Saturday 
customers. 


Opens Shoe Department 


Popular-priced shoes for men and 
boys will be carried in the new shoe 
department which has been opened 
by Henry Weiner, who operates a 
men’s clothing store at 1038 Teu- 
tonia avenue. Both dress and work 
shoes will be included in the stock. 


Amend Corporation Articles 


As a result of the removal of the 
Superior Shoe Co. from its location 
in Milwaukee to Burlington, Wis., 
amendments have been filed to the 
articles of incorporation at Madi- 
son. In addition to the change in 
location, the firm has changed its 
name from the Superior Shoe Co. 
to the Burlington Shoe Co. The 
capital stock is set at $50,000, and 
the papers were signed by Henry 
H. Kersky, president, and Max H. 
Razewski, secretary. 


Move Into Addition 


According to announcement by 
H. M. Larson, the Teeple Shoe Co., 
at Waupan, Wis., is now moving 
into its new addition which was re- 
cently completed. Some new ma- 
chinery is being installed, and part 
of the old equipment which was 
crowded in the old building will be 
transferred to the addition. The ca- 
pacity of the plant will be consid- 
erably increased by the addition. 





Whites Lead Other Types 
in St. Louis Retail Sales 


ST. LOUIS—The five-day busi- 
ness week ending Friday, May 29, 
proved to be active, with whites 
leading the field. With the weather 
remaining normal sales _ leaped 
ahead as the end of the week ap- 
proached and a good volume was 
reached. Whites are the big bet, at 
least the business is being rushed, 
due to belated purchases from ear- 
lier in the month. Patent leather 
continues its popularity and the 
prestige for this material has not 
abated. 

One of the large operators down- 
town reported that 40 per cent of 
their business last week was done 
on whites. Another good style num- 
ber that not a few stores have over- 
looked is blond kid. Black satin 
styles are selling well. 


The Best-Selling Shoe 


The best selling women’s shoe in 
Webers Shoe Store at 414 North 


Seventh street was a white linen 
two-strap, 13/8 covered heel. This 
pattern outsold any other one style 
in the store. 


Record Sale Conducted 


The St. Louis store of the Clapp 
Shoe Company conducted a three- 
day sale, May 27, 28 and 29. The 
price established for the sale was 
$8.85 with values as high as $14 
and $15. E. V. Pike, manager of 
the store, stated that the sale was 
the best one ever held. Ninety-five 
per cent of the shoes sold were tan. 


Gun Metal Satin Selling 


Jack Winkler, house salesman for 
Hamilton-Brown Shoe Co., reports 
that a strong demand has been 
created for three patterns shown in 
gun metal satin. One number was 
sold up completely and the last of 
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Answers the comfort appeal } 
of the tired foot 


HE SHOE with the Crawford Arch Sup- - 
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June was the best deliveries to be 
made on the other numbers. The 
pump with box heel was the most 


BOOT 


wanted number, but a one-strap 
15/8 heel was gaining prestige in 
the call, Winkler said 





Black Materials Feature 
of Cincinnati Buying 


CINCINNATI—Cold weather re- 
tarded white shoe sales during the 
week ending May 30. Patent leather 
and black satin styles sold more 
freely than whites. Tan calf pat- 
terns, have lost some of their 
strength, and merchants expect this 
to be gained through a good white 
business. 

In the medium and lower-priced 
shoes, straps are selling at a ratio 
of about five to one over pumps. In 
the higher-priced footwear, straps 
and pumps are selling about equal. 
Ornaments are still playing a very 
important part in the sale of foot- 
wear, and are not only sold with the 
shoes, but are bought separately, 
and then attached to the shoe by 
the customer. 


“Selling” the Customer 


In the June issue of the Foot 
Saver, a house organ published by 
the Julian & Kokenge Co., an article 
“Some Don’ts” lists some of the 
things that the store salesman 
should not do when selling a cus- 
tomer. The general idea of the ar- 
ticle is to treat customers with ut- 
most respect; that is, respect for 
her, her opinions, and in all things 
in which she thinks she is superior. 
Also to give the customer a chance 
to voice objections so you can an- 
swer them instead of her keeping 
them secretly in her mind. 


Meiss Shoe Co. Issues House 
Organ 


TheCharles Meiss Shoe Co., issues 
each month, the Foot-Light, a house 
organ sent out to the shoe trade, in 
which it features cuts of shoes it 
has in stock. In the editorial col- 
umns an article stresses the im- 
portance and value of advertising. 


Potter Co. Sales Contest 
Is On 


Mobilization orders were given out 
at the weekly meeting of the Potter 
Shoe Co.’s employees, Tuesday, May 
26. These orders are to mobilize the 
Red and Blue Army for the big bat- 
tle that is on until July 3. It opened 
May 27. This is suggestion sales 





contest between two teams in each 
department, but, as they term it, it 
becomes a battle when the contest 
is on its way. The contest will wind 
up in a picnic July 11. 

James P. Orr, president of the 
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Potter Shoe Co., and commander-in- 
chief of the two armies, told of 
some of the workings of the Na- 
tional Committee on Domestc Dis- 
tribution, of which he was recently 
made chairman, and the manner of 
electing directors for the National 
Chamber of Commerce, to which he 
was recently elected a director. The 
“Potter Pep,” a “Periodical with a 
Punch,” issued especially by Pot- 
ters to convey the war news as the 
battle goes on, was published and 
contained the rules and all the dope 
on the contest and also the boasts 
of the various team captains. 





Good White Shoe Season 
Reported on Pacific Coast 


SAN FRANCISCO—The last 
half of May developed into a very 
satisfactory period in most shoe 
stores. The white trade in women’s 
styles was good. The plainer pat- 
terns sold most freely. Patent 
leather was the leading material 
and tan calf and black and blond 
satins also sold well. 


New Hamilton Store 


Hamilton’s, Inc., opened its sec- 
ond San Francisco store on May 
15 at 625 Market street, opposite 
the Palace Hotel. If it were not for 
the stock in the window and in a 
few illuminated display cases, it 
might be taken for a club. There 
are no shelves in the store proper. 
The walls are blocked off with a 
stone effect and warmth and color 
are given by large hanging tapes- 
tries. 

Windows are in six individual 
sections of leaded glass and oak. At 
the far end of the store are walnut 
arches, beyond which are curtains, 
and the stock. Customers are served 
just as fast as if the stock were on 
shelves. P. T. Jones is the store 
manager. 


Second Clapp Store Opens 


A new Edwin Clapp men’s shoe 
store, the second here, was opened 
in the middle of May at 209-211 
Powell street. DeWitt C. Davis, 
president of the shoe company op- 
erating the Edwin Clapp stores 
here and in Los Angeles, devoted 
much attention to incorporating all 
the good points of the other stores 
of the company with new and spe- 
cial features. Two entrance doors 
slide up and disappear, for warm 


weather, and are down and swing 
when it is cold. 

Black walnut is the interior and 
window finish. Oriental marble is 
the base of the windows and the 
floor of the lobby. Shadow boxes, 
in the windows, have a cathedral 
archway effect of carved walnut. 
Basket weave flooring is used for 
the bases of the windows. The in- 
terior has hanging lamps of cast 
bronze. Pillars are enclosed in wal- 
nut with a grandfather’s clock ef- 
fect, except that mirrors are used. 
The step-up fitting stools and com- 
fortable lounges are upholstered in 
a walnut shade of velvet, and the 
floor covering is taupe-colored Wil- 
ton. There is a full storeroom in 
the basement. 


Paris Department to Move 

Caroll S. Wills, proprietor of the 
shoe department in the City of 
Paris, states that he is preparing 
to move to the main floor of the 
big store. The department has been 
very busy. 





Increases Volume 25 Per 
Cent 

Nebraska City, Nebraska—Last 
fall the F. W. Cleveland & Son Co. 
decided to go after the younger 
trade in both men’s and women’s 
shoes, and as a result, its shoe busi- 
ness is 25 per cent better than it 
was a year ago. The firm found 
that it is profitable to keep a couple 
of tables in the rear on which their 
short lines are displayed at a price. 
Often times a customer will say 
“These are just what I have been 
looking for,” and pick out a pair of 
shoes that a salesman would hesi- 
tate to show on account of its style. 
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New York Notes Trend 
Toward One-Color Shoes 


NEW YORK — Cold weather at 
the beginning of the last week of 
the month and rain on the day be- 
fore Memorial Day gave retail trade 
here a rather severe check last 
week. A couple of days during the 
middle of the week, when weather 
conditions were favorable, however, 
were productive of good shoe busi- 
ness and led to revivals of the old 
prediction that once seasonable 
weather sets in, shoes will move 
rapidly. 

On the whole it seems that the 
weather had less adverse effect 
upon the men’s shoe business than 
upon the women’s trade. On Friday, 
before Memorial Day, several of the 
mid-town men’s stores were busy, 
although it was felt that a larger 
business would have been done with 
better weather. 


Light Shades of Kid Selling 
Well 


There is little doubt that the light 
colored kid and doeskin shoes that 
are being sponsored by leading re- 
tail merchants are cutting into the 
white business to some extent. Best 
& Company introduced a new line 
of beige kid pumps last week, in a 
plain opera pump and simple one- 
strap pattern. This type of shoe, 
according to Best & Company, is 
being sponsored by Perugia, Hell- 
stern, Julienne and other famous 
Paris bootmakers at present. 

Another angle on the kid prop- 
osition was opened by B. Altman 
and Company who brought out 
pumps of glazed kid in pastel tints, 
obviously as the next step in devel- 
opment from the vogue for pastel 
tinted doeskins. As in the doeskin 
slippers the best selling colors ap- 
pear to be the light green and pale 
yellow. The Altman collection was 
offered in pond lily, pale green, 
nude and baby blue. 


Trend Toward Solid Colors 


Another novelty idea that is be- 
ing shown by Shoecraft is a painted 
leather slipper, having the appear- 
ance of enamel. Indian decorations 
are used on blond, black or white 
kid. 

In general there is a distinct 
trend here, in high-grade shoes, 
toward the shoe of one solid ma- 
terial and away from combinations. 
Slight trimmings of a contrasting 
color or material are being used, but 





Pushing White Shoes 


The retail shoe merchants 
here made a strong bid for 
white shoe business last week. 
A considerable amount of ad- 
vertising space was devoted to 
the exploitation of white shoes 
and window displays were 
freely given over to them. 
Plain white kid, or kid 
trimmed with patent leather, 
were stressed more strongly 
than any other type of white 
shoe. For sports wear all white 
buck was suggested to some 
extent. 











the amount of this trimming is 


being substantially reduced. 


Federal Reserve Report 


Some interesting figures on April 
trade in shoes in the Second Fed- 
eral Reserve District are contained 
in the New Yerk Federal Reserve 
Bank’s bulletin for June 1. The fig- 
ures show that in department stores 
shoe sales were 5.5 per cent larger 
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than in April, 1924, and that shoe 
stocks on hand in department 
stores at the end of April were 3.8 
per cent larger than a year ago. 
The sales of shoes were in better 
proportion than the average of 
entire department stores, which 
showed a gain of but 2.6 per cent 
over April, last year. 

Sales of shoes by chain stores did 
not fare as well. Despite an increase 
of 18.3 per cent in the number of 
stores reporting to the bank be- 
tween April, 1924, and April, 1925, 
total sales dropped 0.2 per cent, 
while sales per store dropped 15.6 
per cent. The record shown by the 
shoe chain stores was the poorest 
of all varieties of chain stores re- 
porting to the bank, the general 
average for all chain stores, being 
a gain of 16.6 per cent in the num- 
ber of stores reporting, a gain of 
17.7 per cent in total sales and 0.9 
per cent in individual store sale. 


Beck Rents Store 


The store and basement at 486 
Fulton street, Brooklyn, has been 
rented by A. I. Namm & Son, de- 
partment store, to the A. S. Beck 
Shoe Company, which will open an- 
other of its chain shoe shops as soon 
as alterations are completed. The 
store has a frontage of 40 feet on 
Fulton street. 





White Styles Meet with 
Good Sales in Boston 


BOSTON — White patterns sold 
well in most shoe stores during the 
week ending May 30. Friday’s busi- 
ness was stimulated by the fact 
that Saturday, May 30, was a holi- 
day. From stores selling high style 
shoes around the $6 figure to the 
younger women, reports were made 
that step-in styles were selling best 
and consequently created a demand 
for buckles and ornaments to take 
away from the plain lines. 

Blond kid is getting more calls 
and gray kid patterns are being 
displayed in windows. Blond is sell- 
ing more freely than grays by a 
decided margin. Broad one-straps, 
about an inch in width, of the very 
plain type, are going fairly well. 
Slender strap types are finding 
good calls, as usual. 

With the advent of the white sea- 
son there has been no noticeable 
decline in the strength of patent 
leather and merchants feel this ma- 
terial will maintain its strength 


through the summer months. Black 
satin styles are also meeting with 
good sales. 


Men’s Business Good 


The trend in men’s buying dur- 
ing the holiday week was healthy. 
In fact, during the past three or 
four weeks, men have been buying 
much better. Light tan shades are 
going across well, as are the sum- 
mer weight oxfords. 

White shoes for the June bride 
and her attendants, with hosiery to 
correspond, were pleasingly featured 
in a wall case at the store of Jones, 
Peterson & Newhall Co. There were 
white satin pumps, with dainty side 
trimming of a rhinestone pin and 
orange blossoms, and many white 
kid straps and gore pumps. 

Across the aisle from the white 
shoe display was a men’s sport shoe 
and hosiery case with the stockings 
forming a pleasing “drapery” ef- 
fect between the shoes. Golf shoe 
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will increase your sales | 


ERE’S more than a clever idea. It’s a real 
profit-maker for the dealer. 


Now, more than ever before, women are selecting 
their lazy-hour slippers to match their favorite 
gown or negligee. 

Without this chart, you might sometimes lose a 
sale, because you couldn’t exactly match the color 
desired. With this new, scientific chart, you need 
never lose a sale. 

When you are unable to match some shade the 
chart enables you to satisfy the customer at once 
with a contrasting or harmonious color in the Daniel 
Green line. Once you explain the scientific basis of 


the chart you win the customer’s confidence in a 
way that makes the sale easy. 


Make this a Busy Comfy Summer 
Those dealers who are making real profits from the 
Comfy line long ago learned to get their stocks in 
early. They are prepared for the ever-increasing 
vacation demand for Comfys. Every year sees a 
larger volume of summer sales. Quick action now 
will mean greatly increased profits for you. 


DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE Sales Offices NEW YORK 
10 East 43rd Street 10 Hizh Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Ill. 
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patterns in light tan shades pre- 
dominated, some with crepe rubber 
soles. 


Confident of Good Business 


Arthur Bonisteel, president and 
tanning supervisor of the Collis 
Leather Company, Ltd., Aurora, 
Ontario, has been in the Boston 
market with his American represen- 
tatives, Day-Gormley Leather Com- 
pany. 

Mr. Bonisteel reports most satis- 
factory business already booked for 
fall, particularly in his new brown 
shades of calfskin and says he sees 
no reason to be other than confident 
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in the general business improve- 
ment. 


White Kid Display 
A. E. Little & Co. made the cos- 
tume for “The White Kid,” the girl 
who demonstrated white shoes in 
the Shepard store. The girl wore a 
coat and a skirt of white kid, as 
well as shoes of white kid. A. E. 
Little & Co. cut the leather accord- 
ing to dress patterns in its cutting 
room. Holes were perforated along 
the edges of the leather, and the 
several pieces were laced togther to 
make a costume. The laces were 
made of red narrow fabrics such as 

are used for binding shoes. 





Lynn Reports Some New 
Lasts and Style Patterns 


LYNN—Manufacturers are mak- 
ing up summer shoes on supple- 
mentary orders, and fall shoes on 
advance orders. No _ important 
changes in styles are reported. New 
models of fall shoes are held for 
the style show in Boston in July. 
Business is considered quiet; but 
markets are firm and things are 
well cleaned up, and there are no 
surplus stocks in sight. A healthy 
fall business is expected. 


Patterns and Materials 


White shoes are at peak in June, 
with white kid leading. 

Patent leather continues to be 
the most-used stock. 

Black kid, as well as black velvet, 
are getting more attention for fall. 

Doeskins, in pastel shades, are 
gaining. 

New models of lasts will be 
shown in Boston in July. 

Patterns show new developments 
of pump styles, gore styes and some 
new straps. 

Fancy stitching, of the single 
needle, gimp and embroidery styles 
is a leading feature of Lynn shoes. 


M. G. & W. Shoes 


Murphy, Gorman & Waterhouse 
are showing shoes of black kid, 
black velvet, gun metal satin, 
patent leather, black and colored 
satins, and colored kid and calf. 
Penny brown satin pumps are sell- 
ing. 

Patterns show some attractive 
pump styles, with ornaments con- 
cealing gores in the throats of 
shoes; also some pleasing designs 





in decorative stitching on vamps 
and quarters. “Jack” Gorman is 
sending back some encouraging re- 
ports from the Pacific Coast. 


A. E. Little Models of 
Doeskin 


A. E. Little & Co. are making 
shoes of doeskin, in the pastel 
shades, such as green, blue and jon- 
quil. These shoes are delicately 
adorned with fancy stitching, in 
colors to match the leathers of 
which they are made. They are 
lined with fine white kid. 


Golden Rule Shoes 


Daley’s Golden Rule factory cele- 
brated its first anniversary, with a 
dinner, a business meeting, and 
some entertainment, in the packing 
room, one day last week. “Jim” 
Daley explains that every employe 
is a stockholder in the company, 
and shares in the profits of the com- 
pany; so every employe is anxious 
that the shoes shall be made right 
in each detail. This Golden Rule 
factory plays the style game, and 
is just now making some doeskin 
shoes in pastel shades. 





Heels from 6/8 to 20/8 


Heels of wood are running 
from 6/8 to 20/8, the ex- 
tremely high heel being for 
the New York trade But 
height of heels go by the eye, 
rather than by measure these 
days. Few heels are actually 
measured for height, not even 
by particular buyers. It is the 
looks that count, and buyers 
take shoes according to 
whether heels look high or 
low. 

Heels tread so true, by rea- 
sons of improvements in both 
lasts and heel seats, that heels 
that once were called high, 
are now considered only a 
fair height. 

Nor are there complaints 
that heels wobble under the 
shoes, or that women wobble 
in high heeled shoes. 











Sectional Influences on 
Styles 


A Lynn manufacturer tells this: 
During the spring run his sales of 
a certain top notch style suddenly 
failed in the South. The style went 
dead there. But before he had a 
chance to discard that style sales 
of it sprung up in another section, 
and there went to a new high 
peak. 

This report may help to explain 
the conflict in reports, as sometimes 
are heard, as for instance, a report 
that a style is dead, only to be fol- 
lowed by a report that that same 
style is a best seller. 


MacLaughlin’s Styles 
MacLaughlin Shoe Co. is work- 
ing up some patterns to surprise 
buyers at the Boston show. It thinks 
patent leather will be first among 
fall leathers, with black and gun 
metal satin, and colored kid and 
satins and tan calf and kid follow- 
ing after. Incidentally, Charles 
MacLaughlin, manager of the com- 
pany, has bought himself a fine 

home on the Lynn Shore Drive. 





Brockton Plants Note Much 
Interest in Sport Shoes 


BROCKTON—Manufacturers of 
both men’s and women’s shoes agree 
that there is much interest on the 
part of shoe buyers in sport foot- 





wear. Many shoes of this type are 
being manufactured in novel pat- 
terns, in combinations of colors 
including the popular tan and 
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THE MEANING OF THE “STERLING” MARK 


Working quality in the factory, style quality in the store, ser- 
vice quality on the foot are established and assured by the 
Sterling Trade Mark on Patent Leathers. In whatever type or 
grade of shoes, Sterling Patent affords the Standard of Worth. 
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white, black and white, also gray, 
cocoa, brown, sunburn and tan 
buck. 

“The vogue of golf and other out- 
door sports, which has seen a tre- 
mendous growth during the past 
few years, offers remarkable sales 
opportunities for shoe merchants,” 
said a Brockton manufacturer. 
“Men and women who buy sport 
shoes are ready and willing to pay 
fair prices for this class of foot- 
wear. The more attractive to the 
eye such shoes appear, the more 
quickly they will sell and bring 
good profits to the retail mer- 
chant. The field for men’s and 
women’s sport shoes is constantly 
expanding. While the summer sea- 
son naturally sees more sport shoes 
worn than at any other time, yet 
in this big country sales of sport 
footwear are now made every 
month in the year.” 


Sport Shoes in Stock 


One of the leading Brockton ex- 
ponents in sport shoe production is 
Churchill & Alden Company, 
makers of Ralston shoes for men. 
This concern recently issued a 
folder showing nine styles of men’s 
sport shoes, seven of which are 
made to order and two are carried 
in stock. The latter include a white 
buck, plain toe oxford, and a white 
buck oxford with black trimmings. 
Other sport shoes include: white 
buck oxford with new Scotch wing 
tip, tan buckskin oxford with tan 
calf tip, gray buckskin oxford, 
white buck oxford with new “scuf- 
fer” toe cap, white buck oxford 
with tan trimmings, white buck ox- 
ford with black trimmings, white 
buck plain toe oxford, and a three- 
eyelet white buck tie on a special 
last. This concern also is showing 
a men’s oxford! of scratch-proof 
leather a “rough-and-ready” effect 
in sport footwear. 


Buys Factory 


The Gleasonite Products Co., of 
Brockton, manufacturers of rubber 
heels and shoe factory supplies, has 
bought the factory of the Bailey 
Rubber Heel Co., Beverly, Mass., 
and will operate it. 


New Sport Shoe for Women 


Schwarz, Ruggles, Inc., in addi- 
tion to the line of men’s welts with 
which they are identified, are pro- 
ducing a line of women’s welts. In 
this latter line they are showing a 
hew type of sport shoe for fall made 





Novel Window Stunt 

Baker’s Shoe Store is show- 
ing in its window display a 
novelty feature which inter- 
ests the public. A large mirror 
is placed on a stand, while 
in front is shown a woman’s 
blue satin boudoir slipper. 
Looking at the lettering over 
the mirror the observer sees 
his own face and above it: 
“Here is a picture of the per- 
son we want as a customer.” 











up on the “Playgirl” last, a brogue 
oxford with Scotch grain tip and 
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brown calf trimmings. This con- 
cern has recently opened a New 
York office at 907 Marbridge Build- 
ing where the complete line is 
shown to visiting buyers. 


Last Concern Adds Toys to 
Its Production 


The Mawhinney Last Co., well 
known as one of Brockton’s estab- 
lished last manufacturing concerns, 
has added to its production a line 
of patented toys. These, which are 
produced in the last factory, are 


being merchandised as novelties, . 


and are meeting with a favorable 
reception among wholesale and re- 
tail toy merchants. 





Haverhill Houses Plan to 
Show in Section at Boston 


HAVERHILL — Enthusiasm of 
the most pronounced type perme- 
ates Haverhill’s shoe and kindred 
trades, regarding the forthcoming 
New England shoe exhibition and 
style show in Boston July 7, 8 and 
9. A community plan is put over 
which will insure the largest repre- 
sentation of the Haverhill shoe and 
leather trade ever made at a shoe 
and leather exhibit in New Eng- 
land. An entire section has been 
reserved, covering 30 booths. All of 
these will be occupied by Haverhill 
concerns manufacturing shoes and 
accessories. Elaborate decorations 
will be utilized to enhance the at- 
tractiveness of these booths and 
surrounding aisles. Special samples 
are now being prepared which will 
bring before the shoe buyers the 
latest novelties in Haverhill-made 
footwear and put them in close 
touch with Haverhill capabilities in 
the production of shoes and kindred 
lines. 

Firms to Exhibit 


The following concerns have con- 
tracted for space in the Haverhill 
section: Haverhill Shoe Manufac- 
turers’ Association, Rikard and 
Claremont Shoe Cos., Hartman 
Shoe Co., Duane Shoe Co., Slipper 
City Shoe Co. H. B. Goodrich & 
Co., Bradley Shoe Co., Chesley & 
Rugg, Gilbert & Freedlander Shoe 
Co., Becker Shoe Co., Harding Shoe 
Co., Inc., Felstiner and Fairfield 
Shoe Cos., Tessier & Bowdoin Co., 
Kimball & Sherman Co., J. A. 
Jonas Shoe Co., M, T. Ornsteen 
Shoe Co., Edward E. Sullivan, 
Witherell & Dobbins Co., Moss- 
Seamans Co., Wright, Gorevitz & 


McNamara, Inc., B. E. Cole Co., 
Ruddock Shoe Co., L. H. Hamel 
Leather Co., C. W. Arnold Co., C. 
H. Hayes Corp., Dalrymple-Dudley 
Co., Wason Heel Co., Goldberg 
Bros. 


Quick Shipments 


In these days of hand-to-mouth 
buying and need of quick deliv- 
eries, it is interesting to note that 
Haverhill manufacturers are or- 
ganized to fit in with this plan. It 
is not uncommon for shoes of the 
plainer types to be shipped within 
a week from the time the order is 
received. This naturally applies only 
to orders of small volume, which is 
the usual way business is placed. 
One manufacturer of women’s nov- 
elty turns made an unusually quick 
delivery recently to a New York 
customer. The order was received 
on a Monday. On the Thursday fol- 
lowing, the goods were shipped to 
their destination. This is super- 
service. It is almost unnecessary to 
add that it was highly appreciated 
by the concern to which it was 
given. 


Want Reduction in Factory 
Wages 


The Haverhill Shoe Manufactur- 
ers’ Association has requested the 
Haverhill Board of Arbitration for 
an immediate adjustment of wages 
in the local shoe factories. The re- 
duction asked for includes every 
department of shoe manufacture. 
The association represents 31 Hav- 
erhill manufacturers. The request 
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Marigold 
Stock No. 275—Ladies’ Patent 
Leather, One-Strap, Flower 
Gimp Stiteh, in Military and 
Flat Heels. 
Sizes 3 te 7—D Width 


That's the story—‘“across the 
board’”—for these late model 
x numbers. 


One-strap, Gime ‘Sitehed. on The “King of Jobs” has done it 


Quarter, Military 


Sizes 3 te 7—D Width again for you—with spot cash. 





You can make a “clean-up” if you 
act NOW. 


WIRE YOUR ORDERS 
Don’t take a chance on writing 
FIRST COME—FIRST SERVED 


Stella Muriel 


Stock No. 1902—Ladies’ Patent Leather, = - 46 — Ladies’ Patent 
uart tary ne-Strap, Cut-Out Vamp, 
1 Pd llerapaatelimaes Miltary and Flat Heels. 


Sizes 3 to 7—D Width es 3 te 7—D Width 


See Us at Booth 104, Boston Shoe Style Show, July 7-8-9 


S. ROSENBERG & SON, Inc. 


144 ESSEX ST., BOSTON, MASS. 























When writing to advertisers please mention Boot anv Suor Recorpsr 
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is based oh a condition in the peace 
pact allowing a general readjust- 
ment of wages every six months on 
formal petition of either party to 
the agreement. Chairman Edwin 
Newdick of the Shoe Board has ar- 
ranged hearings on this petition. 


Think in Terms of 1920 


A visiting retail shoe buyer in 
Haverhill, recently, speaking of 
business conditions in general 
throughout the country, with par- 
ticular reference to shoe manufac- 
turers’ and retailers’ problems, 
said: “I think the trouble with 
many of us is that we are thinking 
in terms of 1919 and 1920 when 
business was booming and produc- 
tion was abnormal. Now that it is 
normal, or close to it, many of us 
complain because our business is 
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not being done in the same volume 
as it was five years ago. I figure 
that business is today normal and 
that it will continue along these 
lines. Many of the industries in this 
country expanded during the war 
and are now capable of turning out 
more goods than can be readily ab- 
sorbed. Thus, competition is keener 
than ever in order to get the busi- 
ness which is available. If condi- 
tions are now normal, with small 
volume for each manufacturer or 
merchant it is up to all of us to 
plan and conduct our businesses in 
a more intensive way than ever be- 
fore. Cutting down overhead ex- 
penses and making prices on our 
goods which will attract the buyer 
and the consumer, is imperative 
if we are to get our share of the 
present business in shoes or other 
lines.” 





Black Satin and Patent 
One-Straps Selling Well 


PHILADELPHIA—While trade 
in this vicinity is not marked by 
any great activity, according to the 
local weekly trade review of R. G. 
Dun & Company, it is not disap- 
pointing. Retail sales in general are 
about even with those of the corre- 
sponding period of 1924. The public 
seems to have plenty of money to 
spend, but special inducements in 
the way of unusual sales are fre- 
quently necessary to induce them to 
let go of it. Due to the completion 
of the early summer orders there 
has been some slowing up of certain 
manufacturing activities. This was 
especially noticeable in coats, suits, 
waists, and millinery. 


Black in Demand 


One wholesale merchant who 
handles women’s novelty footwear, 
reports that the bulk of the demand 
at present is for black satin and 
patent leather in very plain opera 
pumps and one-straps. These shoes 
are exceedingly plain having no 
perforations or stitching on the 
vamp. Some few of them, however, 
are being shown with beaded 
buckles. This firm reports, also, 
that there is still some call for the 
higher-priced lines for blond kid. 
Whites are selling very slowly. 


Improvement in Wholesale 
Trade 


The Turner-Tompkins Shoe Com- 
pany reports that business was 





slow ever since Easter until last 
week when more activity became 
apparent. Demand is about evenly 
divided between plain patterns and 
the more elaborate effects in per- 
forations and stitching. In men’s 
lines demand is about 60 per cent 
for leather soles and 40 per cent 
for crepe soles, while in boys’ foot- 
wear the demand is about 75 per 
cent for crepe soles and 25 per cent 
for leather soles. The bulk of the 
demand is for tan, though in some 
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sections of Pennsylvania there is 
considerable call for men’s black 
oxfords. 


Featuring Light Footwear 


The store of Hanan and Son, 
on Chestnut street, is making a 
drive on lightweight shoes for sum- 
mer wear. One style, which is being 
pushed, is an oxford in tan or black 
calfskin with light, flexible soles. 
It is called the Paddock. 


Some Buying for Fall 


While factories for the most part 
report that the trade is unwilling 
to look as far ahead as next fall, 
there are several factories which 
are getting some of this business. 
They are chiefly makers of chil- 
dren’s footwear and the orders they 
are getting call for high shoes in 
staple patterns. They are rather 
plain, stitching and other elabora- 
tions being missing. According to 
these manufacturers there is more 
call for fall footwear for boys’ than 
for girls’ lines. In immediate busi- 
ness the girls’ best seller seems to 
be black patent leather, while boys’ 
shoes are nearly all tan. Crepe 
soles are very active in both girls’ 
and boys’ footwear. Business in 
whites is dull. Prices show no 
change. 


One larger manufacturer of 


women’s footwear is looking for 
some business in suedes in the fall. 
This firm at present is still making 
quite a few shoes, white shoes in 
sports models. They are both plain 
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One of the commodious sections where women’s shoes are sold in store of 


Manfield & Sons, Philadelphia, Pa. The large display case in the back- 


ground, almost as large as a window trim, brightens the section. 
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DEAUVILLE SANDALS 


The Most Popular Of All 
The Season’s Novelties 
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Fill Orders Promptly On These 
IMPORTED 


ALL HAND-BRAIDED DEAUVILLE SANDALS 
WRITE -- or better yet -- WIRE YOUR ORDERS 





GOLO SLIPPER COMPANY 


129 DUANE STREET -- NEW YORK, N. Y. 


sas WHO BRINGS OUT THE NOVELTIES szazs 














Russell Moccasin Footwear 
Will Sell in YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you’ll make 
profitable sales that you would otherwise miss altogether. 


Russells 


Neverleak Chief 


is a leader among single vamp boots—a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describes a wonderfully complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc.—made for 


enduring service and extensioely advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN CO. 
927 Capron St. - - Berlin, Wisconsin 








When writing to advertisers please mention Boor anv Suoz Recorper 
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white buck and white buck trimmed 
with colored saddles or other con- 
trasting effects. This firm is also 
making some white kid sandals and 
some sandals in patent leather and 
in tan. It has not gone into the 
making of blond in either kid or 
satin. ‘ 

Another manufacturer of women’s 
footwear reports that present indi- 
cations point to a run on black in 
fall, especially black satin and black 
glazed kidskin. At present, he 
states, there is quite a demand for 
tan calf, as well as for patent 
leather. Some blond kid is being 
sold but it is not expected to be 
an active factor in the market very 
much longer. 


Optimism in Glazed Kid 
Circles 


Glazed kid firms here have in- 
creased their production during 
the past few weeks until now a 
number of representative plants are 
being operated in the neighbor- 


hood of 60 per cent of their full 
capacity. They report that both do- 
mestic and export demand have im- 
proved and that they are able to 
move out most of the material they 
are producing on their present 
scale of activity. 


Early Season Sale of Whites 


The Sorosis Shoe Store, on Wal- 
nut street, recently held a sale of 
500 pairs of white shoes at $3.85 
and $5.85. The lot included pumps 
and oxfords, in linen, buckskin, and 
washable kid. 


Brilliant Colors in Doeskins 


Several of the Chestnut street 
stores here are continuing to fea- 
ture doeskin shoes in green, blue, 
peach, banana, and lip-stick red. 
While it is believed that one or two 
stores which feature novelty foot- 
wear can sell some of these colors, 
the trade in general feels it wise to 
stay away from them. 





Patent Leather Patterns 
Leader in Baltimore Stores 


BALTIMORE—The shoe busi- 
ness during the early part of May 
was quiet, but improved during the 
last half. Patent leather is the best 
seller and although there was a lit- 
tle let-up for a while, it is now 
stronger than ever. Black satin has 
come into its own again and is ex- 
pected to continue through the sum- 
mer. Black in almost any material 
is good, especially patent, satin, 
gunmetal and kid. Tan Russia 
calf and blond satin are selling well, 
but patent and black satin are far 
ahead in sales. 

Kids in the lighter shades are 
selling fairly well, but merchants 
do not expect any volume along 
these lines. One retail merchant re- 
ports step-ins and opera pumps 
better sellers than strap pumps. 
White kid one-strap pumps are 
better than operas. Sandals can be 
found in nearly all stores. 

Plainer shoes are preferred to 
novelties in many shops, and at sev- 
eral stores proprietors state nar- 
rower modified toes are good 
sellers. Crepe sole oxfords have been 
selling very well, especially for 
children. 


Making Turn Shoes 
The Clement & Ball Manufac- 
turing Co. is making turned sole 


shoes. William Carfagno, formerly 
connected with Wichert & Gard- 
ner, of Brooklyn, the Merichan 
Shoe Co., of Rochester, and Car- 
fagno Turn Shoe Co., of Rochester, 
is supervising both the production 
of turns and welts. Mr. Putzel, 
proprietor, states that white kid, 
patent and black satin are most 
in demand. The greatest volume of 
business is done on corrective shoes, 
and has been running to capacity 
all season. Mr. Putzel states that 
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business has been very good, with 
plenty of business ahead. 


Men’s Black Calf Shoes 
Good 


Men’s black calf oxfords have 
been selling better than expected. 
One shop reports as many black 
shoes séld as tan and nearly all 
report black very good, as well as 
broad toes. Some are encouraging 
lighter weights in calf for summer 
use. A few stores indicate that 
heavy stocky-built shoes, in broad 
toes, are best sellers for young 
men. Another reports all weights 
good and that business is good. 


Uses Radio in Display 
The Traveler Shoe Store used a 
broadcasting Radio Set as part of 


a window display for the Radio 
Sandal at $5. 


Halle Closing Out Jobbing 


S. Halle Sons, Inc., are giving 
up the wholesale shoe jobbing 
business and will continue only in 
the shoe finding business. 


Honigsberg Is Manager 


S. Honigsberg is now manager of 
the Dr. Kahler Shoe Store, 128 N. 
Eutaw street, a branch of the Joel 
Gutman Co. Mr. Honigsberg was 
formerly with Hochschild, Kohn & 
Co., for five years. 


Hirsch Manager for Wise 
Co. 
Percy L. Hirsch is now manager 


for the Wise Shoe Co., West Lex- 
ington street. 





Rochester Retail Trade 
Shows Healthy Increases 


ROCHESTER — Business con- 
tinued to show improvement over 
previous weeks during the week 
ending May 30. A return to more 
seasonable weather stimulated busi- 
ness. 

Patents lead in most shoe stores, 
with tan following in popularity. 
Black satins are still strong, but 
the demand for combinations are 
reported to have fallen off a great 
deal. 

White shoes were displayed in 
every shoe store and the fine 


weather helped to “start off” the 
white season in good shape. 


Credit Men to Meet 


Charles C. Taft, credit manager 
for the Utz & Dunn Company and 
chairman of the shoe group of the 
National Association of Credit 
Men, announces an attractive pro- 
gram of six speakers for the shoe 
meetings to be held on Tuesday and 
Thursday afternoons, June 9 and 
11. The program as announced: 
“Relationship Between the Credit 
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White Nile Cloth Oxfords 


In Stock—A White Nile Cloth Dr. Darling 
Arch Support Comfort Oxford suitable for 


business women and nurses. 


. = ome Style patterns embodying Dr. Darling arch 
sali ft features are included in the Sherwood line, 
& enabling you to give your customers who 
Styte B-4i6 require arch support the advantage of comfort 
Dr. Darling Arch Support Surgeon Oxford, 


Nurses’ Special. White Nile Cloth.” 8-Iron in light stylish footwear. 
Edge, Ivory Welting.13/8 White Ivory Cuban 


Arch Supporting Shank KelsLat.” SHERWOOD SHOE. CO. 


| ae Kw . 
AA 5749 a ae h 749 D598 Originators of Quality Mc Kays 
i <f ROCHESTER, N. Y. 
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Willing Workers 
for your 
Profit Column 


me 


- 4800—Growin Girls’ Patent 
A Trade Marked Line Leather, 2% . 7, C and D, low 
heel $2.75 
| —— | 4840—Growing Girls’ 

Leather, 2% to 7, C and D, oh 

TE: . :liideatinttnan endubedeadteynsbtuneanel e 
— G701-“Miaay’irged tog Patent 
. a er, , an ’ ru a4 
shipped at our ee 2.95 
6702—Child’s Patent Leather, 8% 


eg: ea ee Reand E, rubber heel. 205 ‘Tan Calf Blucher Oxford 
ried in stock. Crepe Rubber Sole. 
Hand turn patent leather 
7004—3 to 8 $1. 
6486—8% to 11....................0..... 2.00 2020—11% to 2..............:ccccceeees 2.65 


WEIMER, WRIGHT & WATKIN CO. 


The Betty 


Tan Elco Moccasin 
Crepe Rubber Sole. 
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and Sales Department,” J. E. Nor- 
vell, Norvell-Chambers Shoe Co., 
Huntington, W. Va.; “An Unappre- 
ciated Friend, the Credit Man,” 
A. T. Woodward, United States 
Shoe Co., Cincinnati, O.; “Direct 
Exchange Inquiries,” A. C. Gib- 
bons, Johnston & Murphy, Newark, 
N. ¥.; “What Is the Matter with 
the Small Town Merchant?” J. C. 
locke, Mishawaka Rubber & Woolen 
Mfg. Co., Mishawaka, Ind.; “The 
Danger of Too Generous Credit 
fither in Time or Amount and With 
or Without Interest and the Style 
Slement As It Affects the Credit 
Department,” E. W. Kaltenbach, 
Johansen Bros. Shoe Co., St. Louis, 
Mo.; “How Can a Credit Man Help 
lo Make Better Customers?” R. C. 
{uth, Weyenberg Shoe Mfg. Co., 
Vilwaukee, Wis. 


Dixie Store Opens 


Another chain shoe store, a Dixie 
Store, featuring men’s shoes at $3, 
opened at 91 East Main street. This 
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is the first Dixie store to be opened 
in Rochester, but it is rumored that 
this chain is planning additional 
stores in the near future. 


New Family Store Opens 


A new shoe store, called the 
Family Shoe Store, formally opened 
for business at 1061 East Main 
street, on Thursday, May 26. John 
Zoltas is the proprietor 


Van Deventer’s New Sign 


The Van Deventer Florsheim 
Boot Shop installed a new electric 
sign last week. The sign is three 
stories in height, extends from the 
first floor to the top of the building. 


Hear Production Talk 


There was a large attendance at 
the May meeting of Rochester As- 
sociated Shoe Superintendents and 
Foremen at the clubroom at 115 
Mill street to hear a discussion on 
production methods in modern shoe 
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factories by D. S. Keogh, industrial 
engineer for the Charles E. Badaux 
Company, and a talk on tanning 
and finishing leather by Edmond 
Compton of the C. D. Brown Co. A 
general discussion of shoe shop 
problems followed. The guests of 
the evening were non-members, 
executives of the Rochester shoe 
factories. J. Austin Cox presided. 


Feature Featherweight 
Oxfords 

The Regal Shoe store is featuring 
men’s featherweight oxfords in its 
local store by means of a feather 
attached to the front of their win- 
dow on which is fastened a light 
man’s oxford. 


Lester Rapp a Father 
Lester Rapp, advertising mana- 
ger of the Utz & Dunn Co., is all 
smiles these days and is passing 
around large black cigars in honor 
of the arrival of a new daughter, 
Oria. 





This attractive window display was arranged by Gimbel Brothers, Milwaukee, Wis., in connection with a sale 
of Paradise shoes which proved very successful, according to C. E. Collar, buyer of the shoe department. The 
display showed some of the more popular style of these shoes, including patents, whites, satins in both blond 

and black. as well as a few blond kid. 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
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— Iheos SHOES 


BROCKTON, MASS. 


Address all communications to the factory. 


























Double Profit Through 
Ornamentation 


Shoes sell more readily when or- 
namentation can be made individual 
and distinctive to every customer. 
The shoe merchant today buys a 
step-in model with the expectation 
of making one profit on the sale of 
the shoe and another on the appro- 
priate buckle to go with the shoe. 

The latest note in giving indi- 
viduality to footwear is the creation 
of The Reynolds Company, Provi- 
dence, R. I. Mr. Reynolds creates in 
metal with enamel and imitation 
jewels, beautiful buckles that go 
with a wide assortment of patterns 
in footwear, making it possible for 
a man to use ornaments in the 
speedier sale of his stock, and to 
his great profit. The Reynolds Com- 
pany has just introduced the ini- 
tialed, jeweled buckle which comes 
in two forms—one in the jeweled 
pin and the other attached to the 
Buck-el-On. 

The national interest in a double 
profit, plus the style contrast in 
smart varieties through ornaments, 
indicates that the coming fall sea- 
son has greater opportunity in it 
for the shoe store than in any re- 
cent past year. The merchant has 
found a place for a profitable ac- 
cessory and the customer buys as 
many buckles in different designs, 
enamels and jewels as good taste 
warrants to harmonize with the 
many dresses. 





Stresses Need of Quality 
Shoes with Figures 


One of the arguments used to 
clinch the sale of better shoes in 
Homeyer’s Shoe Store, Nebraska 
City, Neb., is this: the average man 
weighs 150 pounds, and generally 
takes about 10,000 steps a day, or 
5,000 steps for each foot. Multiply 
150 by 5,000 and this will give you 
750,000 Ibs. that each foot carries 
every day. Imagine a trip hammer 
pounding 375 tons into your shoe 
every day, and it will give you an 
idea of the abuse a shoe receives. 
Shoes to stand this punishment 
must have quality. Quality and 
cheapness are not found together. 





New Shoe Stores 


Parisian Bootery, Kansas City, 
Mo. 

Marcovich Bros., Indiana Har- 
bor, Ind. 

George Sutton, 
Fort Wayne, Ind. 


Winter street, 
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SHOY 432 Marbridge Bidg., New York City 
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THE SHOE FOR MEN 
ELLIOT SHOB CO. BROCKTON, MASS. 














of 
SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 


THE STETSON SHOE CO., Inc. 
Seuth Weymouth, Mass. 








SNAPPY SHOES 
FOR YOUNG MEN 


to the minute Styles. 
unsurpassed. Priced to 
CRASS & Enaunsen, tne. 
Brockton, 
Boston Oden 10 Mich St. Roem 906 








INFORMATION 
for Shoe Merchants 
“WHERE TO BUY” constitutes a 
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Ie whale, a 
Pullman Slipper ee 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md 








Satin, Felt and Leather 
fer the Family 














PARISTYLE FOOTWEAR M8. 60, INC. 


41-45 Washin, . 
‘a gton bide: Broskize. it. 
H IGH GI GRADE MULES and DORSAYS 








Boudoirsand Novelty 
imono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 
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ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 


MULTIGRAPH PLATES 


ag SERVICE 
~ R 
Eaupestons, Stepsture Cuts. — Forms, 
Write for Prices 
UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 














Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what 
you would like to know. 
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Dayton Shoe Club Meets 


Dayton, O.—The week ending 
May 30 was “White Shoe Week” 
here. At the last meeting of the 
Dayton Shoe Retailers’ Club a dis- 
cussion was held concerning the 
outlook on whites. Some members 
declared that a year ago volume of 
sales was retarded by the great 
interest in blond and flesh shades of 
hosiery, which detracted from the 
vogue of matching white shoes with 
white hosiery. 

Members suggested that all mer- 
chants refrain from cutting prices 
on whites until after August 1. 

A committee including Ed. Hage- 
man, chairman; L. A. Miller and 
Harry Buck to audit the books, 
was appointed. Wyatt M. Walker, 
of the M. N. Arnold Shoe Co., gave 
a brief talk and stressed the value 
derived from frequent get-together 
meetings. 

Walter Haberer made a plea for 
better fitting, stating that too fre- 
quently ill-fitting shoes are sold and 
injure the good will of the house. 

Those present included: Harry L. 
Buck, Henry F. Hageman, H. E. 
Hughes, Theodore Gutwein, Allen 
Thirkield, H. D. Pepple, G. W. Rit- 
ter, John L. Schoenhals, Jr., Craig 
Thurmond, E. H. Dunlap, W. 
Haberer, Geo. R. Emary, Ed. Hage- 
man, Wyatt M. Walker, L. A. 
Miller, P. J. Myer, Paul E. Johnson. 





Every Man Needs Five 
Pairs of Shoes 


Kansas City, Mo.—The Feltman 
& Curme store has five pairs of 
shoes grouped around a sign which 
says: “Young men, to dress cor- 
rectly, should have five pairs of 
shoes—Business shoes for business 
wear; evening shoes for evening 
wear; sport shoes for sport wear; 
black shoes or oxfords after 6 P.M.; 
Scotch grain, for rugged wear. 
Aside from the comfort derived in 
alternating your footwear, your 
shoe bill will be much less per year. 

H. G. Wright, manager, attrib- 
utes his success in bringing young 
folks into the store, to the showing 
of proper shoes for proper occa- 
sions. 





Topper Manager of Ray’s 
of Memphis, Tenn. 


Memphis, Tenn.—Ben E. Topper 
was recently appointed manager of 
Ray’s Shoe Store. Mr. Topper has 
enjoyed much experience with St. 
Louis and Southern Illinois retail 
shoe trade. R. and J. Groskind are 
the owners of Ray’s. 









J. R. BEATON COMPANY, Ine. 
881 FOURTH AVE., NEW YORK 


ATLANTA 




















SHOE FINDING Sa INC. 
147 Duane St., New York, N. Y. 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOC 
Gym ‘Shoes No. 4 
% to7 $1.00 


I Men's Leather House 
Slippers In Stock 





Athletic Shee Mig. Co., 124 N. Third St., Philadelphia 








QUALITY BALLETS— srttx 


Seft Tee Hard Tee 


Alse Men's and Women’s Slippers of every presi 
METROPOLITAN SLIPPER CO. 
184 W. Bway, near Duane St. New York 


Sumith 
uate 


HARD AND 
SOFT TOES 
IN 
STOCK 
Send for 
Price List 

325 W. Monroe St., Chicago, Ill. 















MANHATTAN FINDINGS CO. 


Wholesale Shoe Store Supplies 
MOVES TO 145 WEST BROADWAY 
NEW YORK 
AFTER JUNE 15 
We carry a full line of arches from $8.50 to 
$36.00 a dozen pair. We also carry a full 

line of polishes in stock. 











BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
Style B02 Bik. Seana 
Kid, Soft T 
6-11 11%-2 "s -8 
$1.30 side sinus 


SCHWARTZ —eceneee 


Mfrs. of High- -Grade aaieel 
Philadelphia. Pa. Pa. 





241 No. (ith Street 
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Flexible Turn Shoes 
Per the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 











: WHERE 10 BUYS 


Findings. 
Fer re eA, 





America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











profitable styles constant- 
ty lo Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N.H 


dependable and 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











Three-Figure Stock System 


Many stores in the smaller cities 
have expressed the opinion that 
they would like to use a stock num- 
bering system, but could not find 
one suitable for their particular 
needs. Most of those seen were too 
complicated for the family store re- 
quirement. J. R. Dorlaque of the 
Fashion Bootery, Carbondale, IIL, 
has worked out a three-figure sys- 
tem that has helped him wonder- 
fully in keeping his stock straight. 

The first figure denotes the ma- 
terial, while the second and third 
designate the type of shoe. First 
numbers: No. 1, satins; No. 2, nov- 
elty colors and combinations; No. 
3, whites; No. 4, tans, No. 5, black 
kid; No. 6, patents; No. 7, black 
calf; No. 8, all suedes; No. 9, heavy 
grains. 

Second and third numbers—0 to 
10, pumps, no straps; 10 to 25, 
strap slippers; 25 to 40, oxfords; 
40 to 50, high shoes; 50 to 55, chil- 
dren’s sandals; 55 to 60, children’s 
fancies; 60 to 65, children’s ox- 
fords; 65 to 75, children’s boots; 
Mens: 75 to 90, oxfords; 90 to 99, 
high shoes. 

The smaller numbers denote the 
lighter weights, and lower heels. 
Examples: No. 525, a black kid, 
light weight, low heel oxford, in 
women’s; No. 624, a women’s pat- 
ent, high heel, strap slipper; No. 
465, a child’s tan boot. 

The stock on the shelves corre- 
sponds to the numerical arrange- 
ment, with the smaller numbers at 
the front of the store. Not much 
chance of a shoe being misplaced 
or forgotten. A new man or an 
extra salesman knows just where to 
find any shoe in the house. 





Takes Larger Quarters 


New York, June 4—Owing to 
a continued increase in business, 
the Manhattan Findings Company, 
large distributors of findings, has 
been forced to seek larger quarters 
and after June 15 will be estab- 
lished at 145 W. Broadway. The 
new location allows a great deal 
more floor space, and better facil- 
ities for doing business. A full line 
of findings and ballet slippers will 
be carried in stock. Charles Sundel 
is proprietor. 





Remodelling Huette Store 


Cairo, Ill.—The Huette Shoe Co., 
of which C. R. Aydt is manager, is 
being remodelled and will be com- 
pleted about July 1. 
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DR. CAMPBELL’S 
HEALTH SHOE 
IN STOCK 
Ask for New 
Catalog 
Powell & Campbell 
122-124 Duane St.. 
New York City 
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shoe patterns 


FOR MEN’S FINE SHOES 
ARLE SHOE PATTERN Co 


50 MAIN ST., BROCKTON, MASS. 











“*Your Name on Ticket’’ 


EMIL RUBLACK 
Maker of Artistic 
PRICE TICKETS 

Illustrated is 


Price Ticket No. 250 
Actual Si 











No matter what policy you may 
i to the shoe trade, 
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Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


GRSEES © CECE CF 
? ries at D sper South St., Besten, Mass. 











Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 


est Virginia 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 
Wi estVirginia ee er ae ge 
troit New York 




















T. W. GODSO! y* “gute 
w.G. JON ALD, Vice-Pres 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


| 98 SOUTH STREET BOSTON, MASS. | 





@ ALL 
WIDTHS 


Oring oss 

GRADES 

Russell ManufacturingCo. 
Middletown, Conn. 








Reckiand, Mass., U. 8. A. 
IN STOCK MADE TO ORDER 








Where to Buy 
Wanted Styles 
An extra Editorial Service to 
“Recorder” readers, free for the 


asking. Write and tell us what 
you would like to know. 
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This window trim, arranged by the Lincoln Bootery, Milwaukee, Wis., 
attracted much attention from children. The miniature automobile com- 
manded the interest of the young folks, and incidentally led to an inspec- 
tion of children’s shoes. The Lincoln Bootery operates two stores in 
Milwaukee, one at 597 Lincoln avenue; the other at 731 Lincoln avenue. 





United States Shoe Co. 
Reports Business Increases 


Cincinnati, O.— That “business 
is good” at the United States Shoe 
Company was evidenced by the re- 
port of President John G. Holters 
covering the fiscal year ending May 
2, 1925. With the termination of 
the recent litigation, the company 
has been able to devote its entire 
energy to manufacturing and sales 
problems. An immediate increase in 
business resulted from the return 
to normal conditions. 

The litigation growing out of 
the formation of the company was 
settled by a compromise agreement, 
which included all the points at 
issue between the contesting par- 
ties. With the suit now definitely a 
thing of the past, the United States 
Shoe Company is able to proceed 
under normal conditions. 

“We are thoroughly organized 
today,” said President Holters, “to 
meet the situations that are con- 
fronting us.” The four company 
plants, two in Cincinnati, one in 
Buffalo, and one in Louisville, have 
been rearranged and reorganized 
with the result that production has 
been materially increased. Feb- 
ruary, March, April and May have 
shown large sales increases over the 
corresponding periods of 1924. On 
the whole, the officers and em- 
ployees of the company are looking 
to the future with justified confi- 
dence.” 


A feature of President Holters’ 
report was mention of a new type 
of arch shoe, patents for which are 
controlled exclusively by the United 
States Shoe Company. During the 
brief period in which this shoe has 
been on the market, it has met with 
a most encouraging reception. 





Hungerfords in So. Africa 


Louis C. Hungerford, well-known 
Boston tanner, writes to Secretary 
T. F. Anderson of the New Eng- 
land Shoe and Leather Association, 
from London, under date of May 
19, that he and Mrs. Hungerford 
and their party are having a very 
enjoyable trip. They were to sail 
from England, May 21, for South 
Africa, where they will spend sev- 
eral weeks, returning to Boston 
sometime during the summer. 





Moving to Athol 


Marston & Tapley Co., Danvers, 
Mass., manufacturers of the Lin- 
coln shoe for boys, is moving to 
Athol, Mass., where it will occupy 
the brick factory that was used for 
many years by Lee Bros. Shoe Co. 





Julius Rosenburg and Maurice 
Greenspaw, both of Boston, have 
sold the Lee Bros. factory to the 
Athol Industrial Corporation, for 
$85,000. The corporation is made 
up of citizens of Athol. 






















































































BOOT AND SHOE RECORDER 


Two New Patterns—a Black Kid Strap 
Pump and a Patent Leather Gore Pump 


 & IN STOCK sft 


? No. B363—$4.90 


No. B362—$4.75 

TE EATHER GORE 

BLACK KID STRAP PUMP ges PUMP : 
(Welt) (Wilson Process) 


264 Last 12/8 Wood Cuban Heel Terms: Net 30 Days 264 Last _ 12/8 Wood Cuban Heel 
AAA, 4% to9 B,3 to9 
AA,4 to9 C,2% to9 
A, 3% to9 D,2% to8 


C. P. FORD & COQ., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 








Don’t Use an Old Directory 


One address taken from an old Directory may send you miles out 
of the way and waste a whole day’s time. You take pride in keeping 
a fresh stock of goods on your shelves; why not avail yourself of 
fresh information for your daily use? 

The 1925 issue of the Boston Directory will be ready late in July. 

Before publication price, $10 After publication, $15 

ORDER NOW AND SAVE $5.00 
SAMPSON & MURDOCK CO., 373 Broadway, BOSTON, MASS. 














ON THE OCEAN FRONT CAPACITY 1000 





APPROVED BY 


Che Breakers MEDICAL MEN 


turdy support for the ankles of 

ATLANTIC CITY, N. J. growing ong and os pally 
AMERICAN AND entilated i Se 

lated Foot Developer is unexcelled. 

EUROPEAN PLANS Well known surgeons recommend its 


use. 

SEA WATER Make your stock of 
children's shoes com- 

IN ALL BATHS gerTnanrend plete by sending your 

PATENTE order 

Phone "Breskton 2188 

for immediate action. 


BURKLEY 
SHOE CO. 


_ 1156 No. Main Street 


JOEL HILLMAN, 
President Brockton, Mass. 














When writing to advertisers please mention Boot anv Suok Recorper 
































June 6, 1925 


BOOT AND SHOE RECORDER 


The new Arcade Bootery conducted by Shubel Shoe Co. of Lansing, Mich. It is a branch of the Shubel store at 

210 North Washington Avenue. High-grade shoes and buckles for women are sold at the Arcade Bootery. None 

of the shoes are shown, the merchandise being concealed in stock rooms opening from the sales room. The com- 

pany, commenting on selling high-style shoes to women, says: “We have proven to our own satisfaction that 

there is a definite field in today’s merchandising for an old established store to maintain a novelty branch. This 

enables one to devote the time and energy necessary to promote successfully the novelty end of the women’s 
shoes, without disturbing the regular trade. 





Business Changes in Kansas 
City, Mo. 


Kansas City, Mo.—W. H. Toller 
is to close his 12th Street store and 
open a new Royal Shoe Store at the 
corner of 11th and Walnut streets. 
Mr. Toller plans to use the first 
floor for men’s shoes and the entire 
second floor for women’s. This will 
give him one of the largest women’s 
departments in the city, as the room 
is 48 by 110 feet. A fifteen-year 
lease has been signed for this 
property. 

The Square Deal Shoe Co. has 
moved from 929 to 903 Main street, 
where they will have a much larger 
store that will give them plenty of 
space for their new children’s de- 
partment. 

Blazers’ llth street store will 
soon be known as “The Marilyn 
Footwear Co.,” and operated by 
Carlat Booteries as a women’s $5 
and $6 store, making three Carlot 


stores, right together, but selling 
shoes at different prices. 


Says Style Is the Life of 
Business 

Falls City, Neb.—Edward Fisher, 
proprietor of the Fisher Booterie, 
is optimistic over local business 
conditions. He says that the novelty 
styles now being worn by the young 
folks, is “putting the life” into 
business. He does not try to cover 
every possible size, only buying 
those sizes in the middle of the 
sheet. For his small sizes, he has 
found it advantageous to buy 
samples. 

Shoes are priced at this store on 
what they are worth today. The 
way of determining that, is by go- 
ing through the entire stock every 
sixty days, revaluing every line, re- 
gardless of invoice price. 

Only three grades are handled, 
retail prices being $6, $7.50 and 
$10. Mr. Fisher has found that the 





people in his town like these prices 
best, so he has come to the conclu- 
sion that he should stick to these 
prices. 

A healthy business is being de- 
veloped in the children’s depart- 
ment. One of the good-will build- 
ers is that of sending to the parents 
of each new baby a pair of soft- 
soled shoes with his compliments. 

It seems that the sale of men’s 
work shoes has practically stopped. 
Men are buying light dress shoes, 
that they keep for best, until they 
need a pair for work, then they put 
these on for work, and buy another 
pair of dress shoes, 





Opens Boston Office 


Boston, Mass.—Robischon Sales 
Co., representing the Hirner Ho- 
siery Co., Starkist Hosiery Co., 
Bestheriz Hosiery Co., Markel-Hall 
Hosiery Co., and Dakin Mills, has 
opened a Boston office at 33 Bedford 
street in charge of H. C. Voss. 
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Imported English Field Boots | 
IN STOCK 


A timely purchase for 
R. 0. T.C. field and rid- 
ing. 

A boot made with that 


perfection of detail and TAN STITCHDOWN 


quality of material that 


has made the products of PLUG OXFORDS 


our English factory the 


best sellers of any mer- $ 
chandise of this nature. 

4 > = C 0 ee 
Price $13.00 per pair . * 


Also Looks like leather, 
Colt-Cromwell Co., Inc. but wears twice as 
Tan Stitchdown long as the best 

ESTABLISHED 1898 Sandals—Halesole leather tanned. 
596 Broadway ‘ - S...... $0.85 The only line of 
stitchdowns we know 


New York City 8% to 11 “ of that gives these 
11% to 2 real wear values. 


Batdieaus In view of the low price quoted for the quali- 
ties offered, only case lot (36 pair) orders will 


Puttees, Riding 
and Hunting be accepted. 


rary Hn Laing, Harrar & Chamberlin 


on request. 
PHILADELPHIA, PEN PENNA. 
































Fine Calf Leathers WRIGLEY’S SECRET 


Manufacturers of 


Velvetta Calf— William Wrigley, who makes 
Tuscan Calf— = gum, thirty, or forty million 
a dollars’ worth a year, says that 
the secret of his successful ad- 
HUNT-RANKIN LEATHER C ™ ase vertising is this: 
nob pen hea | “TELL EM QUICK AND 
TELL ’EM OFTEN”’ 


aK MONEY MAKERS xX He further says that “Adver- 


Boudoirs made by me are 7 . . . 
‘ ry nn a 
money-makers for retailers. tising Is ve like running 


Beautifully constructed. furnace—you've got to keep 
Priced to please. on shoveling coal. Once you 


Let Ine ~~ more stop stoking the fire goes out.” 
IN : 


STOCK colors. Leather or 


36 Pair Cases rubber heels. 





























If your jobber cannot supply you, write us This is good advice for Retailers, Wholesalers 


A. W. GREELEY and Manufacturers alike. 
x12 Duncan St. - - - Haverhill, Mass. SX ' 


When writing to advertisers please mention Boot AND Suor RecorpEr 























i” leaeeeaee high among the big 
volume and good profit months 

for retail selling--June offers a sale 

opportunity that invites action. 


@To assure full results in volume, 
profits and permanent stimulation 
to business your June sale needs the 
highly capable, expert direction 
that is offered only by Kelly 
Service. 


nOOr 





G. A. Dreka: ‘DeLand and its whole territory are filling up with 
new people. We must do something big to put our store across with 


them.” 


J. G. Dreka: “Yes and we have a pretty big stock here. It would 





[MR. G.A.DREKA]} 





GA. Dreka: ‘Right you are! 








be a good move to get it down.”’ 
Without saying anything about it I 





[MR. J.G.DREKA | 








have been in touch with the Kelly people of Minneapolis. From all 
my findings they’re the ones to help us on this job.” 


| J. G. Dreka: ‘Oh, you have! 


G. A. Dreka: Agreed! 


Well I've been on the same job and 
\ they certainly have a splendid record in Florida 


I say, get them.” 


j 





DVERTISING less than 
normal---sales $40,000! 


@That tells the story of Kelly 
Service at the Dreka Store, De- 


Land, Florida. 


GIn commenting on their Kelly 
campaign Mr. G. A. Dreka says, 
“We expected the advertising to 
be heavy but due to the increase 
in sales it actually was a fraction 
less in proportion to gross re- 
ceipts than it is in the regular 
course of our business. We sold 
just the merchandise we wanted 
to move and a tremendous num- 
ber of new customers attended 
the sale.” 


QNaturally, with a store reputa- 
tion established through 47 years 
of successful merchandising, the 
Dreka Store could not consider 
anything but the best in sales 
service. 


ee 


@The Portsmouth Dry Goods 
Co., Portsmouth, Ohio with its 
$50,000 Kelly drive--Hume & 
Company, Revelstoke, B. C.--- 
Weinsteins, Thetford Mines, 
Que.---The Rader Brothers, On- 
tario, Ore., are four more of the 
scores of recent Kelly clients all 
of whom can testify to exactly 
the same quality of results. 


Q@Now---the merchandise re- 
quirements of summer are to be 
met. Only Kelly Service can de- 
velop your opportunity for this 
big business to its fullest extent. 


@Let us explain how we will 
make June a record month for 
you and permanently stimulate 
your volume. 


@The coupon below brings you 
the information free. Your earli- 
est inquiry is invited. Kindly 
send us the coupon below. 





The T. K. Kelly Sales System, 
Minneapolis, Minnesota. 


Gentlemen: 

Please explain withou 
in June will produce a 
stimulate my business 
My stock inventories $ 


My business since January Ist totals $ 
Signed without obligation 


igati i i t my store 
t obligation to me how a Kelly Selling drive a 
big and profitable increase in my sales for the month and 


for the entire summer season. 























Firm name 
Individuals name and position 

















Address Town 
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It’s your idea — and it works amazingly 
This retail plan applied to national advertising has 


made sales records in over 2,000 stores 


For Men, Women and Children 


Underwear 
; For Men and Boys Only 


EAD the Allen-A advertisement in The 
Saturday Evening Post, June 27th. It 
tells the people of your city about three spe- 
cific styles of Allen-A hosiery that you carry 
(or should carry) in stock. 


This advertising doesn’t simply create con- 
sumer acceptance of a brand name. It creates 
actual demand for ific hosiery numbers 
that you have. It’s the same kind of advertis- 


ing you doyourself to get people into the store. 


All it lacks is your name at the bottom. And 
we have fixed that, too. Special tie-up deals 
are bringing an amazing increase in direct sales 
in over 2,000 stores. We can cite actual re- 
sults in dollars and cents if you care to write 
us. Merchants tell us this is the first real plan 
to give them direct sales from advertising. It’s 
worth investigating. 


THE ALLEN-A COMPANY, KENOSHA, WISCONSIN 
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Featuring IRON CLAD N°499 Will Prove Your Good Buying Judgement 




















HIS is real oxford time—with calls multiplying daily for trim, 
neat, silk Hosiery such as IRON CLAD No. 499 which has no 
unsightly frayed edges where the foot is spliced onto the leg. 


No. 499 is that style introduced last fall the trade “went wild” over 
—and which is selling in increasing quantities. 


No. 499 is a black, pure silk and artificial silk twisted style with 
mercerized ribbed top. Has a high spliced heel, double sole and 
extended toe. Sizes 9 to 12. Packed half dozen of one size to the box. 
Write or wire TODAY for a sample half dozen. 


. 499 W WHITE 
. 499 G GREY 
. 499 AB AFRICAN BROWN e 
. 499 N NAVY 
. 499 FT FRENCH TAN 
499 C CHAMPAGNE DOZ 


. 499 RT RUSSIAN TAN 





COOPER WELLS & CO. 
250 Broad St., St. Joseph, Mich. 





Mills at St. Joseph, Michigan 
and Albany, Alabama. 


*” 
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Below is one of a series of advertisements appearing in Ladies’ Home 


nt National Advertising of Journal, Woman’s Home Companion, McCall’s Magazine, Harper’s Bazar 


and Vogue. 
This continuous national advertising is making new friends for the thou- 


. 
Gordon Hosierv sands of merchants who carry this line, and the Gordon high standards of 
- quality at economy prices is bringing them back to these same stores. 











| @5he 
| Inevitable 
Choice 


To be well groomed for 
ill occasions, the hosier 
nust be in keeping wit 
he rest of the attire. 


The texture must be 
lawless—the knitting 
ibsolutely even—the fit 
perfect—the colors of the 
‘ight tone to harmonize 
with frock and shoes. 
(nd for the sake of econ- 
my these qualities must 
be combined with dura- 
bility and long wear. 





How natural then to 

choose Gordon Hosiery. 
Every Gordon stocking 
is full length, and its long 
silken leg is perfect in 
texture. The fine mate- 
rials used in its manufac- 
ture give it enough clas- 
ticity to be gracefully 
|form-fitting. It is skill- 
| fully dyed from the pur- 
jest dyes obtainable in 
all the newest Spring 
| shades. 


Made according to the 

highest standards, it will 
give wonderfully long 
|wear and throughout 
| repeated launderings re- 
tain its original lustre 
and beauty. 


That is why, for gene- 
rations, it has been the 
|inevitable choice of the 
woman who wants to 
combine smart appear- 
ance and economy. 


Gordon Hosiery for all 
the family is for sale 
almost everywhere at 
retail shops only, at 
popular prices to meet 
every demand. If you 
cannot get it at your 
favorite store, write us 
and we will see that you 
are supplied. 








ee BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 
3 New York Gordon Underwear Boston 

















== en a ee ee oe eee ee =a} 





CO —_=— 


> 


Boot and Shoe Recorder 








x 
S 
S 
S 
3 
a 
S 
x 











Issue of June 6, 1925 








Recorder 








—=— 





~ Gelling 
More Hosiery 
Sold Right 
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Retail Shoe 
Store 
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207 South Street, Boston 


The Color Outlook for the 
Present Season 


hosiery, manufacturers note that white is 

making rapid gains. The records of one large 
distributor traced an early rise in white interest 
in the April business finding at the end of that 
month a 4 per cent gain over last year’s business. 
Similar experience for the month of April was 
noted in the Gotham Hosiery Shops’ reports, white 
moving to sixth place on April 13, and climbing 
steadily upward. The latest advice, May 18, shows 
white as number three on the medium scale, and 
number 5 on the sheer scale. On this basis fore- 
casts of an unusually strong white season are 
already being made by wholesalers. Retailers, how- 
ever, have been too often fooled to have any as- 
surance that an early preference for white. has 
much bearing upon the public’s general choice of 
hosiery for summer wear. 


Light Colors with White Shoes 


Nude, French Nude, Flesh, Champagne, Peach, 
Pink, and Yellow, have been predicted by fashion 
experts for the acceptance of the smart woman 
with white shoes. The more subtle costume en- 
semble evades the obvious in accessories and it 
takes no skill at all to achieve white from top to 
toe, or to complement the white background of a 
vivid print with white stockings. A fine sense of 
color harmony, however, will welcome the oppor- 
tunity to repeat the accent of a hatband, tie, or 
boutonnier, or to harmonize with the facing of a 
large brimmed hat or to blend with one of the 


NOLLOWING the color trend in silk 


flowers in a variegated print. Summer street cos- 


tumes will continue as did the spring, to approve 
the soft neutral shades mentioned in the beginning 
of the paragraph. The girl who goes in for the 
slightly daring and the picturesque will turn to 
reseda green, copenhagen, orange, mandarin, and 
jadeite to accomplish a jaunty sports costume. The 
hosiery color card offers opportunity for a per- 
fect match with the pastel doeskin shoes—with 
turquoise, maize, lavender and nile, while the 
same shades again satisfactorily harmonize with 
porch garden and summer party frocks. 


Color Still Popular 


Considering the height of popularity to which 
color has risen—both by those who successfully 
use it, and those who abuse it, we may well expect 
color over all. A white season, yes!—for all 
women find white real relief in blazing weather, 
and many women wear it habitually throughout 
the season. But the smart woman and the flapper 
and the sports devotee will force white hosiery to 
share honors this season with neutral shades, pastel 
shades and sport shades. 


Fall Sport Hose 


The liveliest expectations are afoot concerning 
the fancy hose business. One of the largest im- 
porters of sports hosiery expresses the view that 
fancy stockings should no longer be considered 
novelties, for sports hose has come to stay. “The 
outdoor life of the country, demands,” says he 
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“an appropriate stocking.” School boys and girls 
are growing up accustomed to the sports of field 
hockey, tennis, baseball, basketball and football; 
they hike over the week ends and they spend 
whole summers climbing mountains and roughing 


The new “Harmony” full-fashioned, all-silk stocking 
from the Van Raalte line. The color shades from light at 
the top to much darker at the foot. 


it in community camps. Athletics and sports re- 
ceive a debatable interest in college life. In the 
business world amateur golf has already cast a 
shadow upon professional baseball and country 
clubs seem to spring up over night. In the winter 
Florida and California proclaim open season for 
the sports that are weather bound in the rest of 
the states and these pleasure areas yearly attract 
larger groups of people. 
Big Future for Sports Hose 

Given, more leisure and a greater per capita 
wealth, the out-of-doors has opened up to 
America; our country is well on the way of chal- 
lenging our English cousin’s reputation of sports- 
lover. 

Having developed the sports mood we express 
some of it in sports clothing. Note the emphasis 
creators of feminine fashion place on models “pour 
la sport.” In the male wardrobe the golf suit has 
won what looks like permanent acceptance, both 
on the part of golfers and those restless week- 
enders who prefer to take their exercise in speeding 
across country. 

Like a whiff of keen bracing air from the hills 
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is modern sports hosiery—as far removed from 
the staid unobtrusive dark heather mixtures of a 
few years back as day from night. As the seasons 
roll around footwear gains increasing dash, interest 
in it increases, and folks who wear a bit of fancy 
hosiery get the habit. 


Jacquards Look Good Again 


In the new fall lines now being assembled, fancy 
jacquards are holding the center of attention. Dia- 
mond patterns bid for attention and get it offering 
criss-cross effects, large open embroideries super- 
imposed over broad horizontal stripes, zig-zag 
diamonds arranged in vertical stripes, hollow 
diamonds where the background gives the diamond 
shape, inverted coinciding inter-locking, double 
ladder and spotted diamonds! In jacquards there 
is no doubt that diamonds are the thing! Stripes, 
checks, and plaids, refuse, of course, to be shelved 
from. the picture; in this category are the broad 
stripes offered as college socks with the character- 
istic colors of Dartmouth, Yale, Columbia, Syra- 
cuse, Cornell, and Princeton. In children’s socks, 
the Highlander plaids—Cameron, Campbell, Mc- 








An all-silk full-fashioned stocking with an embossed, hand- 
painted design, shown by Hapat, Inc. 


Leod, Stuart and McPherson, stand out as colorful 
novelties in the season’s present showing. A note- 
worthy novelty offered, both in socks and—in 
women’s hose, is an imitation of hand-loomed Fair 
Isle designs, in relatively inexpensive stockings, 
ranging in price from $16.50 per dozen to $28.00 
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Underwood & Undetwood 











feature, from Hillelson & Son. 


per dozen. These may be had in lisle and in wool, 
a production of German machines. Some of the new 
tweeds are in rainbow heather effects—playing up 
to purple, rose and light green. Noteworthy in 
men’s socks is the accent of red and orange that may 
be seen just outlining soft neutral broad stripes and 
giving thereby decided dash to the whole. Saxe 
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Men Continue to Knock Each Other Over in the 












| | 
A novel raised bracelet design, hand-painted on a full- 


fashioned, all-silk chiffon, from the line of the Holyoke 
Silk Hosiery Co. 


blue, Wedgewood and several other blues continue 
in fall patterns along with the more neutral grays, 
tans and browns. 

In regard to price, the talked-of increase in 
yarns does not seem to have affected hosiery prices 
materially; German wools appear to advantage in 
the lower price ranges of imports. 


Mad Scramble for Fancies 


EPORTS from retail merchants, wholesalers 
and mills selling direct to the retail trade, all 
reflect a continued and wholly unprecedented in- 
terest on the part of men in fancy half hose. To 
this type of hose, if the present demand continues, 
will go the medal for volume-producing business 
this year. There is no sign of abatement in demand 
and it seems certain that it will continue into the 
fall and until considerably cooler weather dictates 
a change to heavier hose. 
Chief among the materials in point of popularity 
is lisle, in two and three-tone combinations over a 
base of blue, tan, brown and gray—the four colors 
most attractive to men. When these first became 
the vogue, the louder they were the better they 
sold, is the report. Now, however, is detected a 
slight tendency away from the almost bizarre ef- 
fects and a swing toward the smaller, neater pat- 


terns—those which the average man thinks of as 
being in somewhat better taste. 


Solid Colors in Silks 


Next in volume to lisle are the combinations of 
lisle and fiber. Lisle and silk combinations in the 
better grades are moving more slowly. There is 
a diminishing volume of business on all-silk 
hosiery, except in the solid colors which are staples 
and which always have been good. Combinations 
of silk and lisle are fair. 

This newly awakened desire on the part of the 
male animal to decorate his lower extremities with 
fancy half hose presents an opportunity of selling 
him two pairs where but one grew before. He may 
want to wear his tan shoes after six o’clock and 
you can’t stop him, but it at least may be suggested 

(Continued on page 132) 
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He Boosted His Sales 400 Per Cent 


Milwaukee Merchant Offers Liberal Commission, Insists on Suggestion and 
‘Doesn't Even Have to Have a “Hosiery Girl” 


in a remarkable increase in the hosiery busi- 

ness done by Caspari & Virmond, one of 
Milwaukee’s oldest and most prominent shoe 
firms, in the three years since this department was 
opened. Without using a hosiery girl, this store 
has built up its hosiery business until figures for 
the past year showed an increase of four times 
over the business done the first year the depart- 
ment was opened. 


The plan followed at the store is to 
have each shoe salesman be a hosiery 
salesman as well. A commission of 15 
cents on each pair of hose sold affords an 
incentive which holds the interest of the 
salesmen. As a result, they are always 
ready to complete a shoe sale with the 
suggestion of hosiery to match the shoes. 


S UGGESTION from the floor has resulted 


Each man is familiar with the hosiery stock 
and the various colors to match the shoes so that 
he can wait on his customer in the hosiery depart- 
ment without difficulty. 

The advantage of this system can be easily 
noted. In one instance, a bride-to-be came into the 
store for shoes. Having fitted her, the salesmen 
immediately suggested hosiery. The bride had not 
thought of hosiery, appreciated the reminder and 
bought a dozen pair. 


Why No “Hosiery Girl” Is Employed 


Although there are some arguments for a 
hosiery girl, Claude Caspari, who is in charge of 
the hosiery department, stated that paying a salary 
to a regular hosiery girl would mean cutting down 
the commissions to the shoe salesmen and a con- 
sequent decline in their interest in suggesting 
hosiery if another shoe customer were waiting. 

Another plan carried out by Caspari & Vir- 
mond is the featuring of a special offer of three 
pairs of $1.75 hose in a box at $4.75, and similar 
offers on $1.95 grades. Although this cuts down 
on the profit on each pair of hose, it results in a 
much quicker turnover of the stock and encourages 
the purchase of odd colors and numbers which 
might otherwise remain in stock. These boxes are 
marked with the name of the firm, and each pair 
of hose is placed in a separate envelope,also marked 
with the firm name. This manner of doing up the 
hosiery attracts attention to the hosiery depart- 
ment, and also builds up the firm name rather 
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than calling particular attention to the hosiery 


itself. 
Only Two Lines Carried 

Since the beginning of the year, Caspari & Vir- 
mond have been confining their hosiery to two 
lines, in place of four or more, and the results 
have been extremely satisfactory, it is stated. Their 
business is divided between a local firm which 
can supply rush orders within a day and can pro- 
vide other special services, and one other firm. 
Claude Caspari states that this brings about closer 
co-operation between the store and the manu- 
facturer, and also enables the store to do the same 
amount of business on a much lower stock. By 
cutting down the stock on hand, it is also easier to 
eliminate odds and ends. 





Mad Scramble for Fancies 
(Continued from page 131) 


that he buy a pair of solid color silken hosiery to 
wear with them for informal evening occasions, 
using his fancies for day-time wear. 


Wide Price Variations Noted 


Prices vary widely. About the most that can be 
said is that they are far and away higher than the 
three-for-a-dollar combination which contributed 
the big volume a year ago. The really popular 
price seems to cling fairly closely to 60 cents a 
pair and this, it must be admitted, is close to the 
bottom, for prices as high as $2.50 and even $3 
a pair are being asked and obtained in some of the 
higher-grade stores. The average, however, is 
somewhere between the 60-cent price mentioned 
and $1.50. 

It is entirely safe to re-order, for late summer 
and early fall, on what prove to be the best num- 
bers this summer. 

When colder weather comes, however, fancy 
light-weight lisles are apt to give way to wool, 
silk and wool, and perhaps heavier lisles—but the 
point to be remembered is this—that men appar- 
ently have gone into this fancy hose thing seri- 
ously and with their eyes open. All that remains 
for the merchant to do is to continue showing them 
attractive patterns and they will sell. And so will 
the solid colors, too, for the reason mentioned 
before. 

It looks like a good year for the men’s hosiery 
business. 
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Where a wide ranze of 

color counts, no better ar- 

rangement can be found 

than in this visible display 

in the Heywood store in 
W orcester, Mass. 
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In the circle 
is shown an 
effective way 
of folding hose 


over shoes. 


To the right is an 
unusual display 
arranged by the 
Newt Edwards 
Drygoods Co., of 
Hutchinson, Kan. 
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Hosiery department in Rich Bros.’ Department Store, Atlanta, Ga. 


How Deserved Confidence Can Be Turned 


into Real Profit 


OSIERY sales of approximately half a 
H million dollars in one year’s time— 
Hosiery sales that have reached a to- 
tal of as high as $30,000 in a single day during 
a special selling event— 

Turnovers at the average rate of seven or eight 
per annum— 

These figures represent actual facts, for these 
very things are being done in the Hosiery Depart- 
ment of Rich Brothers Department Store at Broad 
and Alabama Streets in Atlanta. And although this 
is not a shoe store story, valuable lessons may be 
learned from it. 

The remarkable success this Rich Hosiery De- 
partment has achieved under the direction of Sol 
Rubin, its genial general manager, has given it a 
national reputation that has attracted the interest 
and attention of merchants in every part of the 
United States. 


First—Get Your Trade’s Confidence 


“We have been successful in the operation of 
this department,” said Mr. Rubin, “because we 
have gained the confidence of the public by giving 
it only the best brand of merchandise money can 
buy, whether that merchandise be of national 
character or under our own trade name.” 
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They have a method of adjustment here that 
is unprecedented in retail merchandising circles, 
for regardless of what the precise nature of the 
complaint may be, the customer is allowed to per- 
sonally adjust the matter to his, or her, own satis- 
faction. 


An Unique Adjustment Method 


For example, to better illustrate this policy, let 
us presume that a lady had purchased a pair of 
hose some four or five months ago, and that she 
had since worn these hose with more or less regu- 
larity and that they had developed a run. Now, 
the average lady customer is reasonable enough 
to ask for no adjustment in such a case, bearing in 
mind the fact that she has gotten her money’s 
worth out of these hose. But on the other hand 
there are some customers unreasonable enough to 
feel that they have not been given value for value 
received, and hence they will seek adjustment. If 
these hose were purchased at Rich’s this lady may 
adjust the matter to her own satisfaction without 
interference from a regular claim adjustor, and 
if she feels she is entitled to a new pair of hose in 
exchange she may walk out of the store with them. 


Backing up the quality of the merchandise in 
this unselfish manner naturally wins for the 
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Full-fashioned silk and lisle men’s half hose from the McCallum line. 


Rich store thousands of customers, a fact which 
accounts largely for the remarkable sales volume 
enjoyed by the hosiery and other departments in 
the store. 

At first thought it might seem to the average 
dealer that a policy like this would prove more 
or less ruinous, but it has been the experience of 
the Rich company that a great majority of the 
people are reasonable, and will adjust their com- 
plaints in about the same manner as would a regu- 
lar claim adjustor employed by the store. And 
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Children’s fancies are good bets in your hosiery stock. These 
patterns are from the line of Onyx Hosiery, Inc. 
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while there are occasional exceptions, of course, 
to this rule, the gain in custom is more than suf- 
ficient to offset any losses resulting from unfair 
adjustments on the part of retail customers. 


Specializes On One Number 
~The department specializes in one number in 
full-fashioned stocking with average sales of this 
line alone of about 100 dozen pairs per week, at 
a retail price of $1.11 per pair. 
They have in use a special lighting system and 








New patterns in children’s hose of rayon from the line of 
the Toewear Hosiery Co., Norristown, Pa. 
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This unique Humming Bird Display by Wilson’s Shoe Company, Orlando, Florida, won first prize 

in District 8, comprised of Florida. Over 4,000 displaymen participated in this contest which was 

national in scope, Humming Bird Display Week, March 16 to 21, inclusive. This display was 
productive of good business during inclement weather. 


no pair of hose is allowed to leave the department 
until it has been carefully examined for flaws 
over this light. This insures perfection in every 
pair of hosiery sold, and naturally makes for 
satisfied customers who will not only come back 
themselves, but bring their friends with them. And 
it is the cumulative value of this type of selling 
that has largely accounted for the success of this 
department, and the $500,000 worth of business 
it does each year. 





Prize Offer Helps Hosiery Sales 


The salesmen in the Peacock Shop in Kansas 
City all tell their customers “we have something 
special in our hosiery department that we know 
you will be interested in.” Sure they do, because 
the man who says it the most times a week, the 
most convincingly, gets an extra five dollars on 
Saturday night. Then there are three more cash 
prizes of $3.00, $2.00 and $1.50 to the next 
highest on the list. 

Keeping track of the number of introductions 
is done this way. When a salesman brings a cus- 
tomer to the hosiery department, the girl gives 
him a ticket bearing his name, then the men turn 
in their tickets each week. 

To get a position in this store, a salesman must 
have had at least five years’ experience in some 
good store, before his application is considered. 
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Doubles Hosi ery Sales 


Hiawatha, Kansas—W. E. Howard, manager 
of Kohler’s Shoe Store, has doubled the sale of 
women’s hosiery in the past six months by an in- 
tensified selling effort. Last year, during six 
months’ period, he sold 870 pairs of hosiery. For 
the same period this year, he has sold 1446 pairs. 
When one considers that he has sold 1577 pairs 
of women’s fancy shoes, during this same time, 
they will see that he sold a pair of stockings to 
every pair of shoes. 

One reason for this big increase is that the store 
takes only a 20 per cent markup. It has been 
proven that enough time is saved on hosiery sales 
to more than pay for the close margin. 


How to Handle Chiffons 


Rochester, N. Y.—Miss Mary Curran, hosiery 
buyer at the William Eastwood Co., recently took 
occasion to give a word of advice in regard to 
handling these delicate chiffons—this rule is 
followed carefully in the Eastwood hosiery de- 
partment. Always see that the hosiery salespeople’s 
hands are made soft and “satiny” by the use of 
some good lotion. “Santox” hand lotion, or cu- 
cumber cream is used with good results. Never 
allow the customer to put her hand inside of a 
chiffon stocking, as the slightest roughness in the 
skin will pull the delicate threads. 
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| Imitation of Gotham “Gold Stripe” Hosiery ) 
fi Boxes Condemned and Forbidden By The ) 
‘ Supreme Court of New York ) 
( N THE CASE brought by the GOTHAM SILK HOSIERY CO., Ma | 
A as plaintiff, against Philip Reingold and another, as defendants, Ne ) 
> the Appelate Division of the Supreme Court, by unanimous '¢ 
- af opinion condemned the defendants’ practice of imitating the well- , 
os f known GOTHAM hosiery boxes. The Court’s condemnation of the \ 
a + Reingold boxes, is in the following language: \ 3 | fi 
SIX y 
For ; ‘*They are an Obvious, Palpable Imitation of ’ 
ars. /| Plaintiff’s Boxes, Unquestionably Adopted Ne 
airs aX with the View to Deceive Purchasers and ’ 
— i Appropriating Plaintiff’s Trade.’’ A 
0 a y 
At ’ 
ore - The Court granted a preliminary injunction forbidding the use of \ | 
en N the boxes now used by defendants, or any other boxes simulating Y | 
les i the boxes in use by the GOTHAM SILK HOSIERY COMPANY. ” 
A Ns 
’ GOTHAM SILK HOSIERY Co., INC. ‘ 
att 4 Manufacturers . 
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to / 389 Fifth Avenue, New York M | 
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HE “MATCHING” 
Vogue is spreading 
and is most charmingly 
expressed in HOLYOKE 


CLOCKED SILK HOSE 


Pattern $0—Embroidered in 
Cordovan and Burnt Orange 
on Chamois Hose 


llustrated reading from left to right 


Pattern 485—Embroidered in 
Russia on Tortoise Hose 
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SILK HOSIERY 


The Height of Quality and Beauty 


Pattern 7§—Embroidered in 
self bars and green dots on 
Tortoise Hose. 


Other Holyoke Feature Hose 








467—Gaerette, All Silk 


$22.50 per doz. 
COLORS: 


Aurora Moonlight 
Black Morille 
Blush Rose Beige 
Cinnamon Rosee 
Shell Pink 
Silver 
Gun Metal Sudan 
Honey Tea Rose 
Light Blue Tortoise 
Mauve White 
Zinc 


464—Chiffon, All Silk, ‘‘Picot Edge." 


$30.00 per dozen 


COLORS: 


Black Rosee 

Gun Metal Shell Pink 
Mauve Tea Rose 
Morille Tortoise 
Moonlight White 


Order Sample & Dozens 
of Any of These Numbers 
Packed 3 pair to Box 


462—Chiffon, Very Sheer, Sandal Hose 
worn with Sandal Shoes. 


$27.00 per dozen 
COLORS: 


Aurora Morille 
Beige Blonde Moonlight 
Black Polo 
Blush Rosee 
Buff Rose Beige 
Cinnamon Shell Pink 
Gun Metal Silver 
Gold Tea Rose 
Grey 31 Tortoise 
Honey White 
Mauve Zinc 


405—All Silk, Heavy Weight, Very 
Durable, plaited in the heels, toes and 
soles with heavy mercerized lisle, 
which adds to the durability of the 
hose. 


$22.50 per dozen 


COLORS: 


African Moonlight 
Black Morille 
Chamois Navy 
Cinnamon Nude 
Cordovan Rosee 
Dove Rugby Tao 
Fawn Russia 
Shell Pink 
Silver 
Stone Marten 
Tortoise 
White 
Zinc 


Black made with American Beauty 
Tips, Silver Tips, Royal Tips at same 
price as plain. 
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HOLYOKE can take care 
of any call for matching 
shades in fine silk hosiery, 
—if the color you want is 
not in our regular line. 


We will dye any of our 
regular qualities to any spec- 
ified shade... . free of 
charge . . . im quantities of 
1 dozen or more. 


HOLYOKE HAND- 
CLOCKED SILK 
HOSIERY 


is offered in 48 individual 
designs—and may be had in 
any color combination de- 
sired. 


Send for our clocking chart 
illustrating all patterns. It is 


free. 


Each pair of HOLYOKE 
CLOCKED SILK HOSE is 
individually boxed, so that 
your order may be as small 
as one pair. 


HOLYOKE 
SILK HOSIERY 
COMPANY 


Holyoke, Mass. 
358 Fifth Ave., New York 
453Washington St., Boston 
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Hosiery Display Ideas for Every-Day Use 


Not Startlingly Original But Practical and 
Easy of Achievement 
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Siery, When seen, this idea was being used to display children’s shoes 

ant is and hosiery. It is just a well-balanced display, built on a low 
plateau in the center of the window. At the ends of the plateau 

>. were small T-stands, each holding one pair of children’s novelty 
hosiery. In the center was a stand with shoes, and shoes, also, 
were displayed bétween the center stand and the T-stands on the 

f our plateau floor. 

| $pec- 

ce of One Shoe Empty— 

ies of An Idea from the Draper the Other Full 





idual 


If you have a long T-stand for the display of 
hosiery, try copying the stunt rather crudely illus- 
trated above. Hang from the stand, in just the 
way you always do, an assortment of colors to 
give an idea of the color range and then, using 
an all black or all white silk stocking, make a 
valance of it. Fold the top of your “valance 
stocking” around the end of the horizontal and 
pin it to any one or two of the stockings hanging 
vertically. The toe of the “valance stocking” 
should not be exposed, as shown here, but also 





Folding women’s hosiery and placing it under 
the toe of the shoe on the display stand is com- 
monplace, effective enough, but seen everywhere. 
The man who evolved the scheme sketched at the 
left, folded one stocking and placed it under the 
toe, then folded the other in just the same way, 
and placed it inside the shoe with a generous 
amount sticking out. Thus he accomplished two 
objects. He created an appearance of novelty 
which attracted attention and he also made it 
possible for the inside of one shoe to be seen— 





folded around the end and fastened. its lining, etc. 
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Lay your hosiery flat, four 
or five half pairs, so that 
the edge of each sticks out 
just a little beyond the one 
on top of it. Then, fasten- 








This looks better in real life than here. Something happened to the artist. What we told him to 





lass. illustrate was a lattice-work background of gilded wood, draped through every aperture with ing the top part of these 

‘ork women’s silken hosiery of varying colors. This could be made a window background, or a small assembled stockings to the 

ston one could be made and placed at any position in the window it might be desirable to place it. The top, back part of the ver- 
A 





tical support, wrap them 


color scheme could be made to fit the hosiery colors—dull black, for instance, as a background for 
around gracefully. 


a wide range of light colors. 
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INFRINGEMENT NOTICE 
TO BUYERS 


I own two patents for Seamless Fancy Hosiery, and I 
desire to notify sellers of such goods to be careful to avoid 
infringement. 


My patent No. 1,062,910, dated May 27, 1913, covers Ver- 
tically Striped Seamless Hosiery in which stripes of plated 
knitting alternate wtih narrower stripes of plain knitting 
where the needles omit the plating thread. 


My patent No. 951,565, dated March 8, 1910, covers 
Checkered Hosiery, in which a change in color of the body 
yarn produces horizontal stripe, while the throwing in or 
omitting of single plating yarn adds vertical stripes so that 
three yarns produce four color fields. 


This is to notify all sellers of goods infringing these 
patents (unless they have my patent stamp or license stamp 
on fabric and inside of packing box) that they subject them- 
selves to a suit for infringement and to an accounting for 
their profits in selling the infringing goods. 

E. A. HIRNER. 





FURTHER NOTICE 


Mr. E. A. Hirner, President of the Novelty Hosiery Co., 
now trading as Hirner Hosiery Co., is the pioneer inventor 
and manufacturer of Seamless Fancy Hose, having manu- 
factured this class of merchandise during the past 14 years 
under said patents, and which have been sold to thousands 
of retailers through all the largest and leading jobbers under 
their trade-mark and packing, so that during all these years, 
the retailer has bought and sold these goods on their merits. 


To keep up the said standard of merit under the high cost 
of material and labor, it was found necessary to sell direct 
to the retail trade, through the Robischon Sales Co., Inc., 389 
Fifth Ave., New York, N. Y. 


HIRNER HOSIERY COMPANY, 
Allentown, Pa. 


HIRNER HOSIERY CO. 


ALLENTOWN — PA. 
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One of the “bobbed” novelties—a new patented stocking 
with removable elastic garter and detachable ribbon orna- 
ment. Courtesy of Krueger Tobin Co. 


Bobbed Hose Novelties 


The permanency of bobbed hose is an interesting 
speculation. Is it another novelty that the era of 
simpler dressing ushered in as a laughable vagary 
and then pronounced a sensible feature of modern 
attire. Granted that women do roll their own, that 
the younger generation spurns girdles and sup- 
porters alike, that the hot weather creates a 
growing seasonal demand among all ages and types 
for a cool unrestricted hose, why expect the opera- 
tion of rolling long hose to continue when the 
market has provided short hose? For the lisle and 
silk above the knee is surplus material in this 
exigency, the topping off of hose which the wearer 
intends to roll is an industrial waste, and rolling 
down a stocking is bulky and unnecessary as the 
customer finds out who has once tried a short 
length hose. 


Limited Variety of Novelties 
Offered 


If women in appreciable numbers have decided 
to wear hose below the knee, long stockings in 
their case, must give way to bobbed hose, cuff 
hose, rolled tops, or socks as they are variously 
termed. 
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Illustrating a new patented run-stop stitch on an all-silk 


chiffon featured by G. G. Gill Co. 


As yet the variety offered in knee length hose 
for women is extremely limited. Full-fashioned 
hose are offered in about fifteen of the season’s 
leading shades, including medium and chiffons, 
and have a cuff in self color. Mock seam and seam- 
less are offered in fewer shades, but have 
elaborate cuffs to recommend them simulating the 
effect of the fancy garter. Originally designed for 
beach wear, plaid stripes, and conventional borders 
and some machine embroidery, sum up the cuff 
treatment. 


Will T his Style Last? 


The latest development is a patented cuff hose 
with a silk covered detachable garter, obtainable 
in medium and chiffon weight. The garter feature 
is both practical and decorative. The garter slips 
through a buttonhole in the cuff, the buttonhole 
being concealed by a silk flower or a doll’s head 
fancy and attached to the garter by a patented 
clasp. 

Hosiery manufacturers are far from unanimous 
in opinion regarding the permanency of bobbed 
hose. A goodly number still regard it as a novelty 
not worth bothering with, in favor this summer, 
out of sight, dead and buried, the next. Adven- 
turous spirits are improving it and experimenting 
in various ways—length of boot, width of cuff, 
plaiting the cuff, and adding decorative features 
to it. 
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Style No. 2008 


Silk and Lisle. Twelve color 
combinations in our own woven 
patterns. 

Price $11.00 per doz. 


Style No. 938 
Lisle. Twelve color combina- 
tions in our own woven pat- 


terns. 
Price $7.75 per doz. 


Style No. 2000 


Silk and Lisle. One of the twelve 
woven color combinations. Same 
line as Style No. 2008. 


Price $11.00 per doz. 


These styles are our own creations and 
are made only of the finest ingrain yarns 
obtainable, which hold their coloring 
through wear and washing. Samples, color 
cards, actual swatches and full informa- 
tion about our other popular numbers 
furnished on request. 


Manufacturers of the famous Hirner 
Foot Hose—“Built like a Shoe.” 


HIRNER HOSIERY CO. 
gi otarons PA. 


ROBISCHON SALES CO. 
389 Sth AVENUE, NEW YORK 
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The Nationally Advertised 
by Women— 


One Gwenty Give 


Trade Mark 


Fine Thread 
Silk Hosiery 


at $900 doz. 


Women go out of their way 
to talk about “One Twenty 
Five.” They compare it 
with a full-fashioned stock- 
ing in appearance and 
wear and the big difference 
in price delights them. 
They have never seen any- 
thing so good for the 
money. And the guarantee 
against “runs” and all irregularities in the silk caps 
the climax of their satisfaction and so the fame of 
“One Twenty Five” spreads amazingly from neigh- 
borhood to neighborhood and from community to 
community. 
“One Twenty Five” pure thread silk stocking is made 
with double reinforced lisle, full elastic tops and 
reinforced heels, soles and toes. Knitting is finely 
gauged throughout because the tailored-like narrow- 
ings are knitted, not boarded, into shape. Finally 
“One Twenty Five” comes in a luxurious olive green, 
maroon and gold packing. 
All the new shades including black and white. 


NO. 570—A THREAD SILK 


CHIFFON 
WITH SERVICE QUALITIES 


There is only one Chiffon like this. Its clear, soft, 
filmy sheerness defies description and its full- 
fashioned tailored lines are good to look at. But that 
isn’t all. They have the most beautiful fine lisle tops 
of any Chiffon you have ever seen. And that isn’t 
all. In addition to the regular reinforced foot, they 
have a patented double knitted-in extra reinforce- 
ment in the heels and toes that gives them the wear- 
ing qualities of a heavy service stocking. By all 
means, see this stocking at once. Per doz., $14.75 

And Worth More 


RAY-MOND HOSIERY CoO. 


373 FOURTH AVE., NEW YORK CITY 
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Guarantee slip with each pair 
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BESTHERIZ Stockings to. 
Stand two weeks of con- 
Stant wear....if Stock- 
ings do not give Satis- 
factory wear we witli 
7 fora new 
air within 30 days. 


BESTHERIZ HOSIERY CO. 
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BESTHERIZ 


Fall-Fashioned Silk Hosiery 


Your customer has unrestricted wear of Bestheriz 
Hosiery for two weeks’ time. 


If the stockings give unsatisfactory service, your 
clerks are not bothered by replacement, for this is 
taken care of direct from the mill on the request of 
your customer, wherever she may be. 


No other guarantee is as broad as this and you can 

use it to build a greater and more profitable business. 

Write us for complete details about this remarkable 

new plan. 

No. 111 Semi Chiffon, lisle top and foot. 

No. 222—Silk Chiffon, mercerized lisle top and foot. 

No. 333—Semi Chiffon, foot reinforced with lisle. 

No. 400—All silk Chiffon (very sheer) foot reinforced 
with lisle. 

No. 544—Heavy weight silk boot—top and foot re- 
inforced with 3 thread mercerized lisle. 


No. 888—Heavy weight allover silk. 


Numbers are all finest dip-dyed and come in a wide 
variety of the new Spring colors. 

Attractive counter signs will be sent out with all 
orders. 


Bestheriz Hosiery Co. 
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The New 


SATIN-STRIPE 


Style 20—A new and beautiful novelty with satin- 
like stripe, lending itself perfectly to the light color 
shades now in vogue. A wonderful stocking for 


summer sales. 
All wanted colors. Price $7.50 per doz. 


Zebra Heel—Style No. 58 Z. H. A silk and Rayon 
stocking with patented printed striped heel coming 
to a point above the back of the ankle. Far more 
graceful than the solid black heels. Write for sam- 
ples. Price $8.75 per doz. 


Stucco Stitch—Style No. 64. A silk and fibre stocking 


in an exclusive novelty stitch, which is most attrac- 
tive and much in demand. Price $6.75 per doz. 


Makers of the famous $1.00 seller, 79 C.C. 
at $7.85 per dozen 


Starkist Hosiery Co. 








Robischon Sales Co., Inc. 
389 5th Ave., New York 


BOSTON OFFICE, 33 BEDFORD STREET 
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HILSON 
All Silk Chiffon Creations 


Other Leading Numbers 


No. 760—All silk, 42-gauge, full-fashioned chiffon. 
Price $15.50 per doz. 


No. 1208—Sheer, full-fashioned chiffon, lisle top, silk 
SI i ticosscibiss shiiinees ..Price $13.50 per doz. 


No. 1925—Full-fashioned, 11-strand, lisle top, pure 
thread silk ....... ; Price $14.00 per doz. 


No. 1425—Pure silk, 10-strand, 260-needle, made on 
Pigeon Spring Needle machines... Price $8.00 per doz. 


The above styles are made of the 

finest silk obtainable, and come 

in all the latest shades INCLUD- 

ING WHITES. 

Garter-Clox—‘“‘Adding the touch that means 

Samples and color card gladly so much,” a beautiful all silk, full-fashioned 
The Non-Run—Full-fashioned all silk chif- sent on request. chiffon with the exclusive contrasting color 
fon with a stop-run feature. Garter-Clox top. All wanted colors. 


Price $16.50 per doz. IMMEDIATE DELIVERY Price $19.50 per doz. 





H. HILLELSON & SON, Inc. 
3-5-7 WEST 22nd ST., N. Y. C. 
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“HOSTER? ” 
eA Contact Point of Profits 


As the crystal detector of a radio instrument is the vital contact point befween 
the great world of sound waves and your ear—so has ‘‘Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 


manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 


selling, or plan to sell, hosiery. 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 


BOOT and SHOE. 


RECORDER 


a eh UL UU Use iis i iiite ttre 


Issue of June 6, 1925 





order 


IS. naa seta : 


oe 
Cd 


3 


re 


OUeLIUTeliiiiiiiireltiniiiielll iinet 





PP eniiniiititte) 
















Boot and Shoe Recorder HOSIERY SECTION, 145 








50 CENT RETAILERS 


Twenty-five different designs for 
immediate delivery in the follow- 
ing colors: 








Black, Cordovan, Navy, Log 
Cabin, Beige, Palm Beach, 
Grey, Powder Blue, Red 








Samples Gladly Sent on 
Request 


MA-RO HOSIERY MILLS CO. 


Showroom: 389 5th Ave., New York 
















Main Office: 27 N. 3rd St., Philadelphia 















Hosierv Buvers A New Stand for the Display 
In search of 2 ke the of Men’s Hosiery 


solution of hosiery problems are al- inemeeeees 
ways welcome at any of our offices oe sikh 
m Beston 
New York 
Chicago 
St. Louis 
Philadelphia 
Cincinnati 
Rochester 


where representatives of the Boot 
and Shoe Recorder will be glad to 
give 


INFORMATION 


regarding hosiery brands, hosiery 
manufacturers and wholesalers, 
new styles, color information, etc. 
Written inquiries will have our 
prompt and careful attention. 

























































No. 258V 
For Display Equipment of All Kinds, Consult— 
J. R. PALMENBERG’S SONS, Inc. 
Founded 1852 
63-65 West 36th Street, New York 


BALTIMORE CHICAGO 
122 W. Baltimore St. 204 W. Jackson Blvd. 
OSTON SAN FRANCISCO 
11 First St. 













Hosiery Division 


Boot and Shoe Recorder 
127 Duane St., New York 









Bi 
26 Kingston St. 
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HOSIERY 


As a JOSIERY “AS YOU LIKE IT} ive 











LIKE IT” 


FULL FASHIONED 


WHEREVER 
YOU ARE 


HOSIERY 


AS YOU 
LIKE IT” 


FULL FASHIONED 


WHEN 
YOU 
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J. R. BEATON COMPANY, rea 


331 FourtH AvENuE, New York 


CuicaGO—227 West Jackson Blvd. Bosron—gg Chauncy Street 
ATLANTA—246 Peachtree Arcade San Francisco—133 Kearny Street 


i AND WHEN YOU LIKE ITjem 
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Healthy Business in- Kansas 
City 

Business continues to improve in 
Kansas City and the Kansas City 
territory. Building permits for 
April showed 55% per cent gain, 
bank clearings 10.8 per cent gain 
and postal receipts 11.8 per cent 
gain. 

There seems to be a general shift- 
ing around of shoe store locations, 
jockeying for positions, as it were, 
with the result that this summer 
will see many firms in new quar- 
ters. Removal sales are quite the 
thing in consequence. 

French, Shriner & Urner have 
secured a 30-year lease at 1002 
Walnut street, where the K. C. folks 
will see one of the country’s finest 
men’s shops, about July first. The 
Graham Boot Shop is moving across 
the street to 1123 Walnut street. 





Men Buying Light Shades 


Kansas City, Mo.—In men’s 
shoes, the lighter weights and 
lighter colors are being freely 
bought in ajl grades. Very few 
stores are showing any feather 
weights. With the warm weather of 
the past few weeks, women have 
shown a decided preference for 
white shoes and shoes trimmed with 
white. One of the most striking 
windows in this respect is that of 
F. E. Foster & Co. One window 
had nothing but pure white, while 
in the other window, many pleasing 
styles of amber and white combina- 
tions, in pumps, button oxfords and 
slender one-straps, were shown. 





Concentrate on Three Lines 


Kansas City, Mo.—Woolf Bros. 
believes in concentration in the 
shoe department. They find that 
three lines are enough to cover 
their price range of from $7.50 to 
$20. With sales of 9,000 pairs of 
shoes a year, they have only 240 
pairs of what might be termed odd 
lots. An average stock turn of four 
times is regularly kept up. The out- 
standing seller now is a man’s 
brown buck, with medium sole. 





Lublin Going to Europe 


Emil Lublin, a well known New 
York shoe wholesale merchant, will 
sail on June 9 on the Aquitania 
bound for a combined pleasure and 
business trip through France, Italy, 
Switzerland and England. He will 
study the leading styles in all coun- 
tries, and will return probably on 
the Leviathan July 20. 
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| Additional News of the Shoe Travelers 











Travelers with Merchants at 
Santa Barbara 


The California Shoe Retailers’ 
Association made a strong point of 
inviting the traveling shoe sales- 
men to attend their recent conven- 
tion. And so to Santa Barbara went 
about 55 salesmen. They “sat in” at 
the business sessions, and partici- 
pated in the fun and frolic of the 
entertainment. “These men,” Man- 
ager F. A: Rittigstein told the 
merchants, “are your friends, and 
therefore, through their traveling 
men’s associations we have ex- 
tended to them the courtesies of 
the meeting. As you meet these 
“good fellows,” again extend the 
hand of welcome to them. A few 
days spent together by merchants 
and salesmen adds enjoyment to 
the meeting, renews many friend- 
ships and creates new acquaintance- 
ships which, if properly begun, will 
ripen into friendships that ulti- 
mately become of mutual value. 


Whalen on Trip 


John J. Whalen, President of the 
Boston Shoe Travelers’ Associa- 
tion, who travels for the Royal 
Shoe Co., of Randolph, left his home 


city, Brockton, recently, to cover 
his trade in the Keystone State, 
Virginia, West Virginia, Maryland 
and Washington, D. C. He has with 
him some brand new effects in sport 
and dress shoes for men. Mr. 
Whalen will return to the Hub the 
latter part of June, in time to assist 
in completing arrangements for the 
annual outing of the Boston Shoe 
Travelers’ Week Association, which 
will be held during that week in 
conjunction with the entertainment 
features of the Boston Shoe and 
Leather Exposition and Style Show, 
Inc.—the week of July 6. 


Clarity with Murphy & 
Osborn 


David B. Clarity, who travels 
for Murphy & Osborn in Pennsyl- 
vania, Virginia, West Virginia, 
Maryland and Washington, D. C. 
has left on another tour of his 
territory. 

He is making the trip this season 
with “Jake” Whalen, one of his 
“good pals.” 


“He most lives who thinks most, 
feels the noblest, acts the best.” 








Interior view of the new Edwin Clapp store, 209-201 Powell street, San 

Francisco. DeWitt C. Davis is president of the shoe company operating 

the Edwin Clapp stores, of which this is the second, in San Francisco. 

The display windows and interior finish are black walnut. The pillars are 

set with mirrors in carved walnut. Shadow boxes are of carved walnut. 

and hanging lamps of cast bronze. A feature of the store is the large cast 
iron and glass marquee, over the entrance. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





; OSITIONS WANTED—F: ts rd f h inser- 
Recorder rates for space less than one-eighth — > oe. - -' oe oe ap. 
page per issue: other Want” advertisements, seven cents per word for each 
insertion. Minimum amount accepted, $1.25. Ads under this 
Space 1 time 7 times 13times 26times 652 times poy Bd — at yt - e . > oe AND 
1 in.........$5.00 $4.00 $8.50 $8.00 $2.50 date. When advertisers desire answers” to come.in care of thi 
i = t rti t 
2 in 10.00 8.00 7.00 6.00 5.00 address. When advertisers desire replies forwarded direct to their 
3 in .....15.00 12.00 10.50 9.00 7.50 address, each word of the address must be counted in the adver- 
4 in 20.00 16.00 14.00 12.00 10.00 mee ee 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


GALESMEN WANTED to —wA short line of 
women’s turn comfort shoes, on @&per cent 
commission basis. ONLY SIX STYLES ALL 
IN-STOCK. Clean shoes, fine service, made by 
well-known manufacturer. Advise territory and 
— first letter. Confidential. Address B-487, 

Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. ™ 


ALESMEN WANTED—To carry as side 

line our Infants’ Line, consisting of Soft 
Soles and Self-Starters, ‘“Infant’s First Walk- 
ing Shoes.” High rate of commission. Good 
territory open. Samples now ready. C. H. 
Hawkes & Son, Rochester, New York. 








Western Pennsylvania, Nebraska, lowa 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. Write 
for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














<ALESMEN WANTED by Baltimore manu- GALESMAN for Detroit, thoroughly experi- 
facturer of Infants’, Children’s, Misses’, enced, with established trade, to represent 





A RECENT death has caused a vacancy in 
our organization. We want a real sales- 
man, who knows men’s shoes, to cover the 
large cities west of Illinois. A real position 
for the right man. Apply Daly Bros. Shoe Co., 
Brookfield, Mass. 


GALESMAN WANTED to handle Wos. Mc- 
Kays as a side line in the following states. 
Wis., Ill, Calif., Texas, Ind. Address B-489, 
eare Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


RESIDENT SALESMAN for manufacturers’ 
line Boys’ Goodyear welts and McKays. 
In-stock. 6 per cent commission. For Western 








and Growing Girls’ turn shoes. We stock one 
of the most complete lines in the country. 
Able to fit, both where price talks and quality 
reigns. A flexible proposition enables you to 
sell the largest as well as the smallest. 
Liberal commission. References required. Ad- 
dress B-488, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


R ESIDENT REPRESENTATIVES WANTED 
on a commission basis in important shoe 
manufacturing cities, whole or part time. Must 
be experienced salesmen, acquainted with the 
shoe trade and able to invest $500, receiving 
permanent share of net profits that should 
yield 12 per cent or more on the investment. 
Address, with particulars, P. O. Box 51, Lynn, 





an up-to-the-minute line of Women’s Novelty 
Footwear IN-STOCK. Attractive proposition to 
th right man. Monarch Shoe Company, Inc., 
149 Duane St., New York City, N. Y. 


ALLESMAN wanted for Iowa and Missouri 

to sell on commission “Kesco Children’s 
and Misses’ Turns and Stitchdowns.” Address 
with references: The Kepner-Scott Shoe Co., 
Orwigsburg, Pa. 


S4 LESMEN to sell Retail trade in States of 
Ohio, Indiana, Illinois and Michigan or 

rtions thereof, Rochester, N. Y., line of In- 
‘ants’ 2 to 6 Spring Heel Turns, First Steps 
with and without Outside Wedge Heels, sizes 
1 to 5. Soft Soles and Moccasins, sizes 0 to 4. 
Seven per cent commissions. References must 








egg ow the — a a ane — Mass. 

Address B-490, care Boot and Shoe Recorder, 

207 South Street, Boston, Mass. ALESMEN with a good reputation and fol- 
lowing among the trade, wanted to carry 

“TOOTSIES” Better Babies’ Shoes and 

“TOOTSIE HIKERS” as side line in New 

York, Florida, Ge®rgia, Alabama, Mississippi, 

Louisiana, Texas, Arkansas, Tennessee and 

Kentucky. References * . om The Mater- 

Mack Co., Rochester, N. Y. 


accompany application to receive attention. 
Address B-457, care Boot and Shoe Recorder, 
207 South St., Boston. Mass. 


ANTED—A salesman with some available 
capital for investment in women’s shoe 
factory. Established business. Excellent oppor- 
tunity for right man. Address B-482, care Boot 
me Shoe Recorder, 207 South Street, Boston, 
ass. 











GALESMAN to carry nationally-known line 
“~ of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles), Ballet Slippers, 
soft and hard toes, also strap sandals, side 
line. Address B-491, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





GALESMEN WANTED to carry eight snappy 
in-stock styles of men’s oxfords; 12-cylinder 
men with pep can clean up. Write, giving ex- 
perience and territory to manufacturer. Ad- 
dress B-422, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


Would $75 a Week 


Interest You? 


That is our salesmen’s average 
commission, carrying our line 
of Juvenile Footwear as a side- 
line. One grip full of good num- 
bers. Lots of territory open. 
Faust Shoe Co., Chicago, IIl. 








anted... 


men who can sell shoes 


We waht capable, experienced salesmen to 
handle The Flexridge Shoe, a new type of 
arch-footwear explained in the eight-page 
color insert in-thig issue. The combination of 
an original, exclusivé:product and the reputa- 
tion of the manufacturers means success to 
the right men. Apply by letter giving last two. 
connections, to 














POSITION WANTED . 


HOE BUYER and department manager, 
with years of practical department store 
experience, desires to connect with progressive 
mercantile establishment. Highly trained in 
every detail of merchandising, and systema- 


MR. E. M. DANIELS 
tizing. Has initiative and ability, and knows 


The United States Shoe Company ; 


Cincinnati, Ohio lity and getting volume. Pre- 


= western eatin: Can furnish best ref- 
erences. Address B-492, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 
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POSITION WANTED 


BUYER WANTED 


MISCELLANEOUS 





(CREDIT AND OFFICE MANAGER, thor- 
oughly familiar. Several years’ experience 
in one of New York’s largest shoe whole- 
salers. Also practical knowledge of accounting 
and income tax. Address K-794, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


OSITION WANTED — Progressive shoe 
buyer wants position as buyer and manager 
popular priced dept. store; active, alert, life- 
time experience, thirty-eight years of age, best 
of references. Address B-486, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 











WHO WANTS 
TO TALK TO THIS MAN? 
—DESCRIPTION— 
Prime of life; excellent shoe experience 
as road salesman, sales and advertis- 
ing management; understands shoe 
factory operation all through; extensive 
trade acquaintance; A-1 references. 


This man will prove of great value to 
an established shoe manufacturer or to 
one needing more and better business 
and capable of taking care of it. 


Complete detailed information promptly 
applied. 


Address B-493, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














GHOE BUYER WANTED—If you are thor- 
oughly experienced in the buying of shoes 
and the successful management of a good- 
sized shoe department, we have an excellent 
proposition to offer in the leading department 
store of a live city of 30,000 near Chicago. 
This is an old established and successful 
store and is just completing a new store building 
that would be a credit to any city of twice 
the size. All replies considered confidential. 
Address B-495, Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








FOR LEASE 





MALL city, Northwest Coast, clean stock, 
shoes. Class A location. Merchant only. Good 

lease. Address B-496, care Boot and Shoe Re- 

corder, 207 South Street, Boston, Mass. 





FOR SALE 





For SALE—Popular Price Shoe Store, with- 
in fifty miles of Chicago. Doing good busi- 
ness, excellent location. Reason for selling in- 
terested in wholesale business. Address B-497, 
eare Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Tl. 





PATTERN MAKER WANTED 








PATTERN MAKER WANTED 


A high-grade paper model cutter and 
pattern maker wanted by well known 
manufacturer of women’s shoes. Only 
top-notch man will be considered. Ad- 
dress B-494, care Boot and Shoe 

corder, 207 South Street, Boston, Mass. 

















HELP WANTED 








WANTED 


Cost Accountant in large West- 
ern shoe factory. Must be able 
to manage large factory office, 
have good education and supply 
A-1 references. Address B-481, 
care Boot and Shoe Recorder, 
189 W. Madison St., Chicago III. 




















LINE WANTED 


OR SALE—Old established shoe store, in 

Danbury, Conn., with stock, modern fix- 
tures, and lease at reasonable rental. Only 
moderate cash investment necessary. Address 
P. O. Box 70, Danbury, Conn. 





FOr SALE—Exceptionally good family shoe 

store, established 20 years. No reasonable 

offer refused. Would consider part real estate 

bd part cash. Want to retire. Box 750, Norfolk, 
a. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
$96 BROADWAY, NEW YORK, N. Y. 
Phone~— Canal 6874 
WILL { S1-OW SELLERS FOR 
SURPLUS STOCKS 
BUY (ENTIRE STOCKS 5 CASH 
Bargains in shoes always on hand for 
special sales and bargain basements 





“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 





**Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated. with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 

Write us direct if your 
dealer cannot supply 
you. 


Price. $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


> Chie Branch 
Boston, Mass. enw Lees 














CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 my ° pow Jes* N. ¥. 











TO OPEN BOSTON OFFICE 


New England Sales Representative to 
Have Boston Headquarters 


I am soon to open a Boston sales 
office. Shoe manufacturers desiring in- 
telligent, continual representation in all 
New England will find it te their in- 
terest to see if I am the man for this. 

My experience is long and successful. 
I know the shoe buyers of New Eng- 
land, and I believe I have their respect 
and good-will. 

If you make medium to fine shoes I 
shall be glad to hear from you and will 
at once give you full information and 
“tie es 

ress 8, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Cit 
Phone Spring $160-5161-5162, 








We buy quick and pay highest cash pric® 
Gor satel coll chant dieeka of dines o2 eng 
merchandise. Quantity no object. 

For 30 years our y. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 





610 Broadway, Brooklyn 
Phone Pulaski 1798 








A SHOE STORE NECESSITY 


“VARNUM” 


(Trade Mark Reg. U. S. Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Varnum™ Size Sticks 

are made of Extra 

Quality Maple Wood 
with Nickel-Pluted Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify ““VARNUM” 
To Your Jobber or Write Direct 


Manufacturers 


F. W. Whitcher Co. "cuz. “a 
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IDEAL ROLLING Ne matter what policy you may 
—- pursue in selling to the shoe trade, 
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BUSINESS REVERSES 


Bridgeport, Conn.—Peter Sapienza, 246 E. 
Main street, shoes and repairing, reported 
petitioned or petitioner in bankruptcy. 

Hartford, Conn.—Max Friedman, Trumbull 
street, custom shoes, reported petitioned or 
— in bankruptcy, and receiver re- 
po: 

New Maven, Conn.—Joseph H. Weinstein, 813 
Grand avenue, shoes, reported offering to 
compromise at 15 per cent. 

Miami, Fla.—Ben Werner, Ben’s Department 
Store, shoes, etc., reported petitioned or pe- 
titioner in bankruptcy. 

Twin Falls, Idaho—Frank Meyers, Royal Shoe 
Repairing, shoes and repairing, reported pe- 
titioned or petitioner in bankruptcy. 

Chicago, Il.—M. W. Gordon, Gordon Shoe Co., 
745 E. 63rd street, shoes, etc., reported re- 
ceiver appoin 

Silverstein & * Kogan, Inc., 1061 Argyle 
street, shoes, reported meeting of creditors 
called. 

Max Shapiro, 2159 E. 75th street, shoes, 
reported meeting of creditors called. 

Sioux City, Ia—John Meckinis, 513 Pierce 
avenue, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Morgan City, La.—M. K. Greenwald, shoes, 
ete., reported offering to compromise at 20 
percent. 

Boston, Mass.—N. Federman, 254 Dudley 
street, Roxbury district, shoes, reported as- 
signed. 

Natick, Mass.—Natick Shoe Co., manufac- 
turers of shoes, reported offering to com- 
promise at 30 per cent. 

Springfield, Mass.—A. Louis, Louis Shoe Store, 
420 Main street, shoes, reported offering to 
compromise at 25 per cent. 

Grand Rapids, Mich.—E. H. Dickinson, Dick- 
inson Boot Shop, 116 Monroe avenue, as- 

sitned, reported offering to compromise at 

25 per cent. 

ansing, Mich.—Rosenberg Bros., shoes, etc., 
reported offering to compromise at 20 per 

cent. 

Minneapolis, Minn.—Otto L. Miczewsky, 925 
W. Broadway, shoes, reported petitioned or 
petitioner in bankruptcy. . 

Henry O. Morrison, Morrison Shoe Co., 
262 Cedar avenue, shoes, reported petitioned 
or petitioner in bankruptcy. 

Dublin, Miss.—Dublin Mercantile Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy 

Nebraska City, Neb.—E. W. Booth, shoes, etc., 
reported offering to cpmpromise at 40 per 
cent. 

Newark, N. J.—Louis Rosenbaum, 228 Prince 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Brooklyn, N. Y.—Sam Master, 521 Stone av- 
enue, shoes, reported meeting of creditors 


Tip Top Shoe Mfg. Co., shoe manufac- 
turers, reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

Charles Wagner, 584 E. 2nd street, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Le Mar Shoe Co., Inc., 351 Jay street, 
manufacturers of shoes, reported petitioned 
or petitioner in bankruptcy and receiver 
appointed. 

R W & W Shoe Stores, Inc., 86 Flatbush 
ph shoes, reported meeting of creditors 


Sessler’s Bootery, Inc., 1744 Pitkin avenue, 
shoes, reported receiver appoin 

Endicott, N. Y.—Clarence P. Sumenene, Snappy 
Shoe Store, shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Huntington, N. Y¥.—Victor R. Miller, shoes, 
reported assigned. 

New York, N. Y.—Louis Palazzola, 1805 Wil- 
kins avenue, shoes, reported meeting of 
creditors called. 

Samuel Smerlock, 522 10th avenue, shoes, 
reported meeting of creditors called. 

Joseph J. Mandel, 282 Bowery, shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 

Sol Sol Inc., 16 Carmine 
street, shoes, reported eting of dit 
called. 
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Solomon Bros. Boot Shop, Ine., 118 E. 
Fordham street, shoes, reported meeting of 
creditors called. 

Fayetteville, N. C.—L. Abel, shoes, reported 
petitioned or petitioner in bankruptcy. 

Canton, O.—George Beyoglides, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Youngstown, O.—Jacob Magid, 331 E. Federal 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Coleman, Okla.—J. D. Price, shoes, reported 
petitioned or petitioner in bankruptcy. 

Minersville, Penn.—Stephen Dyminski, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Springdale, Penn.—Edw. Weiss, shoes, reported 
petitioned or petitioner in bankruptcy. 

Pawtucket, R. L—Sam Perlow, 2 Broadway, 
shoes, etc., reported offering to compromise 
at 20 per cent. 

Providence, R. L—James Bornstein, 19 Rich- 
mond street, shoes, reported assigned. 

Rock Hill, S. C.—Diehl Moore Shoe Co., shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Memphis, Tenn.—Abe Siegman, 516 So. Main 
street, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Houston, Texas—Joseph Caldarerra Shoe Co., 
116 Preston street, shoes, reported meeting 
of creditors called. 


BUSINESS CHANGES 


Wilmington, Del.—William S. Bachman, 605 
Market street, shoes, reported out of busi- 
ness. 

Chicago, Ill.—Julius J. Lurie, 3409 W. 26th 
St., department store, reported succeeded 
by J. Kaplan & Son. 

A. J. Silverman & Son, 1132 E. 68rd 
street, shoes, etc., reported moved to 1134 
E. 63rd street. 

Cooper & Pollock Bootery, 5010 W. Madi- 
son street, shoes, reported selling or sold 
out. 

August Raffle, 5630 S. Ashland avenue, 
shoes, etc., reported moved to 536 New York 
avenue, Whiting, Ind. 

Victor Shoe Co., 1101 No. " ieee street, 
shoes, etc., incorporated $300 

Montezuma, Ind.—King’s oconed shoes, etc., 
reported sold out to The Hub. 

Baltimore, Md.—S. Halle Sons, Inc., 
shoes, reported liquidating. 

Lynn, Mass.—J. D. Mullin & Son, shoe manu- 
facturers, reported sold or closed out 
business. 

Peabody, Mass.—Walnut Leather Co., 
incorporated $10,000. 

Hoboken, N. J.—Louis Waterman, shoes, dis- 
continued branch store at 3880 Broadway, 
New York. 

Brooklyn, N. Y.—Angelo Diolosa, 417 Pros- 
pect avenue, shoes, reported selling or sold 
out. 

 ~ N. Y.—Nathan Kushner, shoes, etc., 

ied. 


wholesale 


leather, 


New York, N. Y.—Isidore Kaplan, 3758 Third 
avenue, shoes, reported selling or sold out. 
Rubin & Blitz, 2076 Third avenue, shoes, 
reported partnership dissolved and suc- 
ceeded by Blitz & Rudich. 
Steubenville, O.—McCoy Shoe Co., shoes, name 
changed to M. S. McCoy Shoe Co. 





WANTED TO PURCHASE 


Bethlehem, 
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Penn.—E. Markowitz, shoes, re- 


moved to Reading, Penn. 


ported 
Galveston, Texas—Clark Shoe Repairing Co., 


2102 Market street, shoe repairing, reported 
succeeded by J. Tocker. 
— Texas—A. C. Rose, shoes, ete., re- 
moved to Abilene, Texas. 


Clarksburg, W. Va.—Fashionable Shoe Store, 


Baker & Brown, proprietor, shoes, reported 
going out of business. 

Burlington, Wis.—Burlington Shoe Co., in- 
ecorporated $50,000. 





Two New Stores 


Kansas City, Mo.—Two new 
stores have recently opened here. 
The Quality Boot Shop at 923 Wal- 
nut street is showing men’s and 
women’s staples and novelties in a 
price range from $5 to $12.50. An 
attractive line of hosiery is also 
carried. Eli Katz, of Saint Paul, is 
the manager. The Shoeland, one of 
the United Shoe Stores chain 
opened on Main street, with a line 
of popular-priced goods. Creth 
Biles, formerly with the Biles Shoe 
Co., is in charge. 





Northwestern Leather Com- 
pany Insures Its Executives 


The Northwestern Leather Com- 
pany has just insured Ralph A. 
Pope, president, and Mr. H. 8S. 
Forderick, vice-president and gen- 
eral superintendent, for $250,000 
each. 

The Northwestern Leather Com- 
pany Trust following its financial 
difficulties a few years ago has been 
tremendously successful under the 
direction of Mr. Pope and Mr. 
Forderick and it was deemed ad- 
visable by the company to insure 
these two executives. 
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Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Tue Oscar OnKen Co. 


611 WwW. FOURTH ST. 
CINCINNATI, O. 
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You'll Need 
a Lot of These! 


Here are three Acrobat Sandals that 
will give your customers a wide 
choice—and such satisfactory wear 
that they’ll bring their children again 
for fall shoes. 


ROBA? 
eaOee 


No. 1600 


Patent Barefoot Sandal. Full Leather Lined. 

In Stock: 5-8 D 4 $1.75 
8%-11 D 2.00 

114-2 D 2.25 


No. 1610 
Mahogany Barefoot 
Sandal 


n 
Leather Quarter 
Lining 


In Stock: 3-8 D 
814-11 D 
1114-2 D 


Prompt Shipments. Write or Wire. 
Ask also for Catalog 25-S 


Shaft-Pierce Shoe Co. 


249 Third St., Faribault, Minn. 


Specialists in Children’s Good Shoes 
Since 1892 
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Retail 
Salesmen 


Wanted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed—young men between the 
ages of 25 and 35 years who have had thorough experience 
in one or more of our lines, and who can give us the highest 
references. 

Our company, which started in 1902 with one 
store, now operates 571 retail stores in 41 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We 
do a strictly cash business. Our sales in 1924 
were $74,261,343.00. We opened 115 stores in 1920, 
59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 

By industry, study and determination your progress will 
be rapid in our organization. Under our experienced man- 
agers you are trained to become a manager. When you 
have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we 
need are young, healthy and capable salesmen who have 
had thorough experience in a small or medium-sized de- 
partment store, or are experienced in general store work 
in special lines. The investment of money is not neces- 
sary for your success with us. The financial backing of 
our company is ample. Briefly, this is our proposition— 
tested and proven over a period of 23 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 
J. C. Penney Company.’ Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Clive Street, St. Louis, Mo. 
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ANNOUNCEMENT 


TO RETAIL SHOE MERCHANTS 
AND MANAGERS 





HE Retail Shoemen’s Institute was established in 
1919 with the endorsement, advice and co-operation 
of the National Shoe Retailers’ Association. 


Its sole purpose is the betterment of retail shoe sales- 
manship through the education and training of retail 
salespeople, to the end that this final, vitally important 
element of our industry shall be performed intelligently 


and correctly. 


The Institute is an altruistic trade institution, not de- 
signed or operated to make money for anybody, but to 
benefit the retail shoe merchant and manager. 


In order that you may know what the Institute is, how 
it works and all about it, just sign the coupon below and 
mail today— it will cost you nothing to find out all about 
this unique co-operative service in your behalf. 








RETAIL SHOEMEN’S INSTITUTE, 
727 Atlantic Avenue, 
Boston, Mass. 


Please send us complete information regarding the Retail Shoemen’s Institute. It is understood that 
no obligation attaches to us in this matter. 


Name of firm 


Address 
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WOMEN DO RECOGNIZE 
THE MANY ADVANTAGES 
AND EXTRA VALUE OF 
HAND TURNED SHOES. 


yy) i 


Ri = 
ADAMS TURN S 


F. E. Adams Shoe ines: 


Sesbeleile N. HL 


BOSTON NEW YORK 
215 Essex Street Marbridge Bidg., Room 433 Chicago Gide. _ = 810 
SALESMEN 
Pacific Coast—Geo. R. Rule New York—Frank Harris New Jersey and New York—J. F. Clark 
New England States—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—C Reedholm 
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Color Supremacy _ 


CHESTNUT 
BROWN 


GOLDEN 
BROWN 








OAK LEAF 
CARAMEL 
TITIAN 
RED ASH 
THIRTY-ONE 


CHOW 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th St., Philadelphia 








Tanneries 
Wilmington, Del. 
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< Here’s where that 
LUXUREST este pir sate 
yp idea gels promin- 

SLIPPER S” ence’ the shoe 


stores of the country. 
GRAND OPERA AT HOME Steadienlcin 
—And Men Get Into Their Slippers 


UOMO MORO MOBO MOM OOOO OOOO OOOO 





comfort and qual- 


It isn’t often that the shoe merchant has ity, to— 
such a universal pastime operating in his 


favor. THE 
What the automobile is claimed to have [CuXUREST] 


robbed the shoemaker of, the radio now re- 
stores. 
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Trade-mark Reg. U. 8. Pat. Off. 


We can see signs of our prediction coming 
true. Sales records point to a real increase in 
the men’s slipper business. 


Now it doesn’t take a super-salesman, with 
all this in one’s favor, to sell them. 


Try Men’s Luxurest slippers. There’s a 
reputation behind them that will work in 
your favor on every sale you make. 


Ro! [SPISHER beh ON IN C. 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street Chicago Office: 45 So. Wells Street 
Philadelphia Office: 44 N. 4th Street, Merchants Building 
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Shoes by Courtesy of 
Anton Sellner & Sons, 
121 W. 17th St., New 
York City. 


Made of Vode Kid 
ColorB JAVA BROWN 
With Vode Kid Color 
gr IVORY Appliques. 
Quarter and Sock Lin- 
ings, Vode Kid Color 


x AARASSAZARS 
¢ yyy ents SOLACE 4 Y¥3S Ye! vy; U vy 
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PMS NESE MONE A EAL 
Rar, eo} WAS POVARS 2 a 


iN 


; ] 
Colored Kid Popular Vode Kid Colors: 


Color rr 


Has the Call for Fall ancl 


JAVA 
Because Glazed Kid expresses a daintiness unmatched by any Peletinee 
leather, and its lively sparkling shades invite the buyer APRICOT 
correspondingly. 
Color 151 
Vode Kid represents the height of Glazed Kid beauty and ' AUTUMN 
quality. Yet it costs no more to have the advantages that Vode BLONDE 


Kid affords, in your shoes. Col 
- oLor OI 
The following Vode Colors are now foremost in popularity WOODLAND 


in the order named. BROWN 


Color 50 WHITE Color 7r1 NATIONALGRAY Color 71 
Color srIVORY Color 170 PEARLGRAY Male See 


Color 170 
Colon BJAVA PEARL GRAY 


We recommend to your attention also our Baby Lizard and Pigette pone 


for trimmings and quarters in Colors B Java Brown, 11 Rust, 51 
Ivory, 71 National Gray and 112 Apricot. Color 51 


, IVORY 
Write Us for Sample Books Color 88 


BRONZE 
THE STANDARD KID CO. BLACK 
209 South Street, Boston, Mass. 


Quarter linings of our Colors 
so White, sx Ivory, 71 Na- 
tional Gray, 170 Pearl Gray, 
100 Gold Street, Chicago Cincinnati 112 Apricot, 151 Autumn 


New York City a Louis Blonde, being aniline dyed, 


Branch Offices Agencies 








70 North 4th Street and all leather centers lessen crocking of hosiery. 
Philadelphia, Pa. of the world ae 
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P-r-e-e-m-1-n-e-n-t 


as FALL BROGUE 
OXFORD LEATHERS 


PICCADILLY 
GRAIN 


and 


“« CRESCO 


(WATERPROOF) 


CREESE & COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 





SALESROOMS 
95 SOUTH ST., BOSTON TONY AUBURN 


P. A. HENRY & CO pit Oh an5g4 
A. & t 
an ; TONY TAN 
706 Broadway, Cincinnati, O. 
62 Mason St., Milwaukee, Wis. TONY BROWN ge a 


Leather Trades Bidg., TONY RED NEW YORK CITY 
St. Louis, Mo. TONY BLACK 
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MEN WHO KNOW — 


Men who know a good golf oxford will like the Original Chippewa 
“Fore.” They’ll recognize its sturdy, “manny” value and they’ll 
know what service they can expect of it. 


It’s built over a sport shoe last that already is famous for it’s 
comfort and easy fitting qualities. It’s made from leathers that will 
stand the active feet. 


Get this Original Chippewa “Fore” 


into your windows and watch 
the “Golf Bugs” come. 





B40X—Men’s Tan Oxford with 
Chocolate Saddle Strap, Good- 
year welt, golf sole, machine 
sewed vamp. Pac style. Last 38, 
widths 1 to 4. In stock 3 and 4 
wide only ........ $3.95 


B45X—Boys’ Tan Oxford with 
Chocolate Saddle Strap, Good- 
year welt, golf sole, machine 
sewed vamp. Pac style. Last 38, 
widths 4 and 6............ $2.85 


B45XY—Youths’, same as above. 
$2.60 





CHIPPEWA SHOE MFG.C 
CHIPPEWA FALLS WISCONSIN 


FACTORY DISTRIBUTORS 


C. M. Le Valley 
45 4th St., Portland, Oregon 
No. Calif., Wash., Oregon, Idaho, 
Utah and Nev: 


P. 
301 E. 9th St., Ps “Angeles, Calif. 
Se. Calfornia and Arizona 
Henson Bro. & Fullbright 


A 
Ga., Fla., No. and So. Carolina 

















CHIPPEWA | 


Simmons Bramhall Corp. 
Belfast, Maine 
Maine and New Hampshire 
Hutchinson Bros. Shoe Co. 
Fort Smith, Arkansas 
Arkansas and Oklahoma 
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What do mothers demand? 


—when they come into your store to buy 


Children’s Shoes. 


First—that the shoes shall give service 
under hard wear. — 


Second—that they shall be comfortable 
for growing feet. 


Third—that they shall remain soft and 
comfortable with reasonable 
appearance while worn. 


add WILO leather in your lines of children’s shoes gives you all 
the things that mothers demand. 


Many dealers find that it pays to emphasize SPORT WILO in talking 


and advertising their children’s shoes. 


They find that featuring SPORT WILO as the leather for their children’s 
shoes makes their store a headquarters for children’s shoes. 


Be sure you get SPORT WILO BACKS UP YOUR CLAIMS OF 
the genuine SUPERIOR SERVICE —WE HAVE NEVER SEEN A 
PAIR OF SPORT WILO UPPERS BROKEN THROUGH 

IN WEARING BY ANY CHILD. 


SPORT WILO COLORS 


C. D. Kepner Leather Co. Include 
Red Dark Gray 
Blue Almond 
Green Cocoa 
Chocolate Pearl 
Light Smoke Coffee 
Log Cabin Tangerine 
Beige Black 
Res. U. 8 A Silver Gray Olive 
10 Gpruce Strect, New York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
231 West Lake Street, Chicago, Ill. 
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Brophy Lros. 
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Priscilla 


A CUSTOMER w rites: 


“We have had very good luck with the shoes purchased from you.”—But 
we don’t believe that “luck” is the real factor which keeps this cus- 
tomer loyal. 

For good shoemaking, reflecting mature experience; the use of quality 
materials throughout; offering well-balanced salable styles; making 
shoes which above all are fitters—is not due to luck alone. 


Don’t forget our Boston address—89 Bedford St. 





Come and see these— 
Sincere Shoes— 
Quality Shoes— 
Duplicate Order Shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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Posed by Mr. A. W. Bush of Nunn, Bush 
& Weldon, with Mr. O. A. Hildebrant of 
the Dunbar Pattern Company. 


ANKLE FASHIONED — 
ON DUNBAR PATTERNS OF COURSE 


N BUILDING a highly successful business structure Mr. A. W. Bush has al- 

ways been most exacting in demanding the highest standard of performance 
in those who work with him. It is natural then, that the Dunbar Pattern Company 
should be selected for the making of his patterns. 

Nunn Bush Shoes are made with an ankle fashion feature which calls for special 
care and skill not only in manufacture but in the making of the original designs 
and the working patterns. 

Wherever you see a line of shoes with an unusual degree of style, fit and sales 
appeal you are quite likely to find that the Dunbar organization has been a factor 
in helping to create and develop that line. 


Your exclusive designs are safe when 
locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 
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GENUINE 


HAND TURNED FOOTWEAR 


Herman €. 


HAVERHILL,MASS. 


WE HAVE GONE FAR BEYOND 

CURRENT PRACTICE TO MAKE 

OUR HAND-TURNED FOOTWEAR 

THE BEST AVAILABLE TODAY, 
AT THE PRICE. 
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100%, Sales 


Are the only ones that really count. 


WEBER SHOES for men have a 

habit of making such sales— 
To Retail At convincing the customer that it’s 

economy to always go to the 
$5.00 to $7.50 

WEBER dealer when new shoes are 

needed. 


You can dependon the customers 
WEBER Shoes make. 


WEBER Bros. SHOE Co. 
North Adams, Mass. 


Style 7348 New York Office: 1328 Broapwar, Marazipos Brivo. 
Dark Tan Willow Calf H. Hazais, Rep. 


117 Lace Oxford 
Wizard Last 
Bleached Calf Lining 








F YOU believe in building a 
reputation for giving special 
leather value in your shoes, you 
will like COLLIS Black and 
Colored Calf. 


New Fall Colors 


CONGO BROWN 
OCHRE BROWN 


CEYLON TAN 
ACKROW TAN 
BLACK YORK GRAIN 
B-O-N-I TAN 


- = fu l lg, rain Te Samples on request 


upper lee itd Sold exclusively in the U. S. A. 
B 


y 
The Day Gormley Leather Co. 
195 South St., Boston, Mass. 


THE COLLIS LEATHER COMPANY, LTD. 


AURORA, ONTARIO 
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In Stock 


for N. 
AT ONCE Shipment ™ edge. Calf ‘auarter ine 
— heel. B, and D $4 40 


Typical Summer Oxfords 


N shape of last, detail of patterns, light shade of uppers and general 

light weight, this “Clod” model is typical of our conspicuously “pat” 
group of Summer Low-Cuts for Men. 

Incidentally, Style 085-B happens to be our largest seller for the hot- 
weather period. 

Its pattern is the latest whim of the hour—perforations, pinkings and 
everything. Using Pfister & Vogel’s Golden Glo Lotus Calf gives the shoe 
a snap and wearability that mean highest value for the money. 


THIS AND OTHER SPECIAL MID-SUMMER MODELS ARE CARRIED IN STOCK 


TION 


Let us send you the new Bates’ portfolio- 
catalog, showing in full color the complete line 
of Bates’ In-Stock Shoes for this season. We 
supply newspaper cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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special showing of 
Vici kid shoes 


DON'T have to give you an 
assurance of style rightness. 

Your own fashion sense will tell 
we savensay svanme 26e¢ you that these beautiful shoes 
are correct expressions of the new 
mode. We give you, however, an 


Not how small is the fo ol J fost assurance of leather quality in the 
but how small _ i VICI trade mark which appears 
does it look/ 
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MADE ONLY BY 
This advertisement appears in ROBT HFOERDERER INC 
The Saturday Evening Post, PHILADELPHIA 
June 20, 1925; in Harper’s 
Bazar for June; in Vogue, 
June 15; and in Vanity Fair 


~ VIC 


Reg. U. S. Pat. Of 
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The Vici hid 


trade mark is 
a talking point 
for local advertisers 


E VICI kid trade mark is nation- 

ally known. Every month the readers 

of leading magazines are given convinc- 
ing reasons why they should look for 
the VICI kid trade mark inside the new 
shoes. When advertised locally, shoes 
that carry this trade mark attract the 


, 1925 





patronage of readers of the VICI kid 


national advertising. 


In this kid season, prominent retailers 


and manufacturers who feature identi- 
fied shoes of VICI kid are profiting by 
the VICI kid national advertising. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


\\ | 
is the sole maiulliiehee of 
the one and only VICI kid. 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 


ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 


June 18, 1925 


For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 
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Something Different 
in Shoe Style Revues 


The large attendance at the many style 
shows held in the past clearly proves thaf 
buyers appreciate the possibilities of benefit 
to them inherent in a real STYLE show. 


Past efforts at many so called “ style 
shows’ have completely discouraged them. 


This new type of revue has been definitely 
planned for the exclusive benefit of the 
BUY ER—not to advertise individual manu- 
facturers —in fact one will not even know 
who made the various models displayed. 


The shoes will be constructed for the pur- 
pose of showing the relative importance of 
salable materials, lasts and types of patterns. 


BUY EARLY AND BUY FREELY — 
NOW — but come to Boston to intelligently 
balance and fill in your stock for Fall. 


Dont Miss 


ae 











In addition to making 
this trip in the interest of 
your business come to 
Boston and New Eng- 
land for a “‘ bully good 
time’ and a miniature 
vacation. Nature has 
endowed us with a wealth 
of scenic splendors. Sea- 
shores, hills, lakes, 
valleys and the sports 
popular at each are here 
for you to enjoy, and if 
you are inclined toward 
history, here 1s the shrine 
of romance and heroic 
deeds. 

We are going to see 
that everyone will leave 
Boston delighted with 
New England hospital- 
ity. Come and be our 
guest — you will not be 
disappointed. 
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IT IS A GREAT SATISFAC- 
TION TO BANCROFT 
WALKER CUSTOMERS TO 
KNOW THAT AFTER PLAC- 
ING THEIR ORDERS FOR 
FALL THEY WILL NOT 
HAVE TO WORRY ABOUT 
DELIVERIES. 


Walk-Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 


- BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 
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Copyright, 1925, Bancroft Walker Company 
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Better Shoes to 
Retail for 
) $5.00 
with a good margin 
D’ Orsay of Profit to you. 
Pump 
IN STOCK 


We have put a limited 
quantity of these shoes in 
stock for case lot buyers. 
Prices may be had on request. 


Stock No. 550—Patent 
leather, 13/8 cuban wood heel, 
medium toe, kid lined, black 
satin bow, Sizes 3-6C. 


Stock No. 555—Same as 
above in Skinner’s 5004, 
Black Satin, Sizes 3-6C. 


Stock No. 560—Same as 550 
except that it is made with a 
16/8 full breasted spike heel, 


Sizes 3-7C. No. 550 
Stock No. 565—Same as Stock No. 
No. 560 in Skinner’s 5004, 

Black Satin, Sizes 3-7C. 
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DOU. ALL 
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$i ; Boston OFFice 
oemakers 207 Essex STREET 


Since 1871 Room 212 
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“Twin Scouts” 


“The Smart Shoes for Little Folks’’ 


‘‘ Standardized’’ for your profit 
and sold by 


Wholesale Distributors Everywhere 


Thompson-Ehlers Company, Murray Dibrell Shoe Co., 
Chicago, Illinois. Nashville, Tennessee. 
L. M. Falk, The Jaffa Company, 
Detroit, Michigan. Los Angeles, California. 
Crowder-Cooper Shoe Co., Bockman-Carlson Company, 
Indianapolis, Indiana. Minneapolis, Minnesota. 
C. A. Stanton’s Sons, Lantzky-Allen Shoe Co., 
Madison, Indiana. Dubuque, Iowa. 
Nathan Plaut & Son, Bode-Larson Shoe Co., 
Cincinnati, Ohio. Keokuk, Iowa. . 
John J. Kalb & Sons, Melze-Alderton Shoe Co., 
Rochester, New York. “Saginaw, Michigan. 
Wingo, Ellett & Crump Shoe Co., Geo. W. Greber Shoe Co., 
* Richmond, Virginia. Cleveland, Ohio. 
Gramling, Spalding & Collinsworth Co., Smith & Herrick Co., 
Atlanta, Georgia. Albany, New York. 
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MILWAUKEE] 
STITCH DOWN 








Ww SHOE MANUFACTURING CO. 
ALL SHOES IN STOCK 


SEND FOR*® 
CATALOG 





DISTRIBUTORS 


GREENE-ANTHONY 4&CO. 
Providence, Rhode Isiand 
Exclusive Distributors 
New England States 


JOHN F. McILVAINE CO. 
Philadelphia, Penmsyivania 
Exclusive Distributors 
Philadelphia District 


NEWELL-SCHNEIDERCO. 
Pittsburgh, Pennsylvania 
Exclusive Distributors 
Pittsburgh District 


MADE IN MILWAUKEE 
BY 


0 A TIZ'9 














Wholesale Distributors Everywhere 
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Quality Shoes from 


It takes something more than labor 
and materials to produce good foot- 
wear. It takes more than money. 


For many years Milwaukee has been 
famous for the high quality of the 
footwear manufactured in its shoe fac- 
tories—famous for the honest values 
that have been offered to shoe mer- 
chants everywhere. 


Today Milwaukee is forging far into 
the lead of all other centres of the shoe 
industry in the manufacture of child- 
ren’s stitchdown footwear. 


Milwaukee made stitchdowns are 
superior, not because of labor and 
materials but because the men and the 


organizations devoted to the makin 


of shoes of this type— 


Have held before them an ideal. They 
have each and all builded their future 
on a basis of a quality product—distinc- 
tive in manufacture. 
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fy ‘BETTER MADE 


FO OTW EARL 


a Quality Market 


They have succeeded—these men and 
these firms, for it was destined that 
they should succeed with such ideals 
to guide them. 


Milwaukee Made stitchdown footwear 
is recognized by good merchants every- 
where as a Standard of manufacturing 
and designing excellence. 


The development of science in the 
making of shoes for little feet was 
“born and raised” in Milwaukee and so 
leadership has followed. 


Merchants can be certain that Mil- 
waukee Made shoes for little feet will 
be satisfactory in every detail and that 
the customer will be happily sold. 


The associated firms here represented 
have added much to the children’s shoe 
industry by their faith in the standards 
that have made Milwaukee Made 
stitchdowns standards of children’s 
shoe values. 


STITCHDOWN SHOE-MFGRS 


WISCONSIN 





) a... 








Stitchdowns of Distinction 
100% Leather 


WossT SHOE COMPANY 





Sell 
Ideal Shoes 


FOR KIDDIES, BOYS AND GIRLS 














es 


Ideal 


for 


FIT AND WEAR 
IDEAL SHOE MANUFACTURING CO. 








“Better Stitchdowns 


Sell 


| 
Wear | 
Better 


Better 





HELMHOLZ SHOE MFG. CO. 
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Finer in finish and workmanship—better in 
quality—displaying an unusual measure of 
correct, original style— On-We-Go Shoes 
for children are maintaining their leader- 
ship among stitchdown shoes. 

Mayer operated the first stitchdown 

factory in Milwaukee. Mayer On- 


We-Go stitchdowns are still first in 
quality, style and workmanship. 


In Stock Service 


F. Mayer Boot & Shoe Co. 


MILWAUKEE 











June 13, 1925 








BOOT AND 


Let USKIDE Toplit 
Help You Sell More Shoes 


ERE is a live tip for the dealer who is 
anxious to sell more women’s shoes. 


Many dealers are now making a strong 
selling point of selling shoes equipped with 
USKIDE Toplifts. 


They find that women are quick to appre- 
ciate the advantages embodied in this excep- 
tional lift—especially when the superiorities 
of USKIDE Toplifts are pointed out to them. 


Here is a toplift that has proved its ability to 
keep the heel neat and trim for a longer time. 


USKIDE Toplifts wear down slowly and 
evenly. 


Women like their flat, even surface. All 
lettering is depressed. 


Their special construction makes them fit 


SHOE RECORDER 





more snugly and tightly against the heel. Will 
not work loose at the edges. Will not spread 
or chip. 

Comfort and service have established 
USKIDE as the Ideal Toplifting Material. 


Specify USKIDE Toplifts on your women’s 
high heeled shoes and notice what an extra 
selling appeal you have added to them. 


We will be glad to supply you with a list of 
reputable makers of wood heels who find that 
USKIDE makes the perfect toplift for their heels. 


United States Rubber Company 
1790 Broadway New York 


Sole and Heel Stocks in our following branches: 
Boston Chicago New Orleans New York *Cincinnati 
St. Louis Pittsburgh Portland, Ore. Los Angeles San Francisco 
* Stock for shoe manufacturers only 


USKIDE-_ 
@- sit Toplift 


When writing to advertisers please mention Boot anv Suon Recorper 
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| The Shoe Store Beautiful 











HIS new Ruby Shoe Shop is in the palatial Edgewater 

Beach Hotel, home of the powerful WEBH Radio Station: 
on Sheridan Road, Chicago. This location naturally calls for a 
well equipped store. Mr. Alfred J. Ruby, who successfully operates 
several stores catering to the Blue Book trade, installedfAmerican 
Interlocking Shoe Store Chairs here because he found them most 
suitable in point of appearance and comfort and obtained the 
ensemble effect desired for this fine shop. 


For these same qualifications, plus sturdiness and space economy, 
we commend to YOU AMERICAN INTERLOCKING SHOE 
STORE CHAIRS. 















































Ruby Shoe Shop 
Edgewater Beach Hotel 
Chicago 




















Auericau Seat 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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d throughout 
the Summer/ 


The Portage—Appeals to young men, that freely 
spending, modish and well groomed element, to 
whom style and snap is ever the main factor. To 
them we offer, through you, the retail merchant, 
No. 7411, a summer oxford through and through. 








D WIDTH ONLY 
IN STOCK NOW 


No. 7411—Men’s Summer Tan Bal Oxford. Trim custom fashioned 
semi-balloon last. Practically plump single Oak sole. Leather lined 
quarter. Sole leather insole and counter. 

No. 7410—Same in Black. 


We Specialize in $4.00, $5.00 and $6.00 Retailers 
PORTAGE SHOE MFG. COMPANY 


MILWAUKEE, WISCONSIN 


SALESMEN—Several good territories open the coming season. If experienced 
apply now. 





When writing to advertisers please mention Boot AND SHor RECORDER 
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walks in beauty,” 


MODEL 2543 
“JASMINE” 


EVENING SANDAL 
ANOTHER EXCLUSIVE 
BRAUER CREATION 


A BEAUTIFUL SLIPPER IN ALL BLACK SATIN 
WITH CUT STEEL BEAD ORNAMENT. BUILT 
OVER OUR 30 LAST WITH 17/8 WOOD COVERED 
SPANISH HEEL. 

NOT CARRIED IN STOCK 

MADE ON ORDER ONLY 
THIS MODEL ALSO IN OTHER ATTRACTIVE 
MATERIALS AND LASTS. 


BRAUER BROS. SHOE @. *G'2i 
FASHIONERS OF WOMEN’S NOVELTY SHOES 
PLL LI GIL LLL ILL LL LLL LLL LLL 











SNAP THIS UP! 
A NEW WOMEN’S SPORT 
SHOE FOR FALL 


We are rapidly coming to the front as producers of women’s 

welts. Our ladies’ shoes like our men’s welts are solid leather 

construction throughout, with calf lined quarters and 5 0 
tongues. Unexcelled style, comfort and fitting qualities are e 

our long suit. Here we show a woman’s sport shoe on our For Full Description Read 
“Playgirl” last. It is a two-tone brogue oxford with Scotch Entire Ad Carefully 


Grain vamp and top and a medium brown calf tip and trim. : 
A splendid style. Very impressive in color and pattern. S&R Quality 


Leather sole. Flange heel. Price $4.50. Three weeks delivery . , 
chould be considered in placing ordeve. Buy while this matter Solid Leather Construction 


is before you. Three Weeks Delivery 
REMEMBER—“IF IT’S RIGHT, WE HAVE IT” 


W sf SCHW ARZ-RUGGLES, INC. 


ise 2 
RES : Factory - - - BROCKTON, MASS. 
RUGGLES 
SHOE 
y af NEW YORK OFFICE: 907 MARBRIDGE BLDG. 
oo ROC, ASS. Manufacturers of Men’s and Women’s Rapid Retailing Goodyear Welts 











When writing to advertisers please mention Boot anv Suoz Recorper 
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SPLENDID and practical example of 
the helpfulness of co-operation between 
the shoe manufacturer and tanner is reflected 
in the excellence of the production of black 
kid shoes manufactured from our standard 
brands of RUBY KID by 


J. J. GROVER’S SONS 
COMPANY 


LYNN - - MASS. 





This splendid firm and ourselves, over a 
period of years, have co-operated to give to the 
retailer and consuming public a black kid shoe 
as good as can be made in the standard grade 
qualities, and one that will give the same 
satisfaction and service this year as it did last, 
and the same next year as it did this. 













It gives us pleasure to refer to this in our 
advertisement this week and direct the re- 
tailer’s attention to the Grover line of kid 
shoes. We illustrate a few of their many styles 
which are carried in stock at Lynn, Mass. 






JOHN R. EVANS & COMPANY 
CAMDEN, N. J. 
(Branches7in‘AllzPrincipal Shoe Centres) 


‘ cap, pormnal. In stock 


GROVER Style No. 
8498R, RUBY KID 
flexible welt on 868 last. 
1% inch heel with rub- 
ber top. Ball two widths 
fuller than instep. In- 
step normal. In stock, 
AAA-EE. 









GROVER Style No. 
8086R, RUB KID 
flexible welt. 154 inch 
heel with rubber top. 
Ball two widths fuller 
than instep. Inste ee 


mal. In stock 








GROVER Style No. 
5638R, The Grover 
Foot Arch shoe made of 
RUBY KID on 209 
last. Ball two widths 
fuller than instep. In- 
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the good news— 
More Styles 
Added 


to the nationally famous 


RICE ® HUTCHING 


eae 


REG. U.S. PAT OFF. 


LINE For YOUNG MEN 


Primarily a “style line,”’ it is necessary to 
keep abreast of the fashion in men’s foot- 
wear with Young Men’s Educators. Not 
only that but to be far enough ahead of 
the times to be individual and dis- 
tinctive. 
Young Men today (and men who feel 
and dress young) are dictators of fashion. 
They buy the newest and the best. There is 
ality written all over every number in 
is famous line. We offer for your buy- 
ing now (they’re in stock) these new ad- 
ditional styles. Consider these 


HIGH LIGHTS ON THIS LINE— 


Z. Nationally Advertised, 4. Write for our booklet 
se oy nationally known describing other Young Men’s 


right in your town. 
Hn Medeeoesibese ~ Educator styles. Also ask for 


able price—from $7 to $8.50 valuable information about 
eail. this line. 


3. There is an Educator 5. Sizes are in stock asfol- 


8 toa I to every taste - 
se Te Pee or nearly every tows—A wide, 7-11; B, 6-11; C, 
§\%-11; D, 5-11. 


occasion. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET - BOSTON,U.S.A. 


Distribuling Branches 


(fee Hisichies’ Clensinna | beng, Ce 
se & Hutchins Baltimore Co. . Meany & Co., 








the shoes— 


Style 1736x (above)—Educator Oxford, 
Goliath last, Pinked and perforated. 
Wide extension welt. 7/8 Flange leather 
heel. Tan Russia Calf. 


ALSO 


Style 1745—Educator Oxford. Goliath 
last. Stitched and perforated. Nickel 
eyelets. Rubber heel. Tan Russia 
Calf. 


Style 1746—Same as above in black 
Gun Metal Calf. 


Style 1747—Educator Oxford. Prince- 
ton Last. Oval Nickel eyelets. Stitched 
and pinked. Rubber heel. Golden tan 
Russia Calf. 


Style 1717x (below)—Educator Oxford. 
Princeton Last. Brass eyelets. Stitched 
and perforated. Rubber heel. Cream 
Calf rand all around Tan Russia Calf. 


REARS SER TERESA AREA. RRR RRR AREER AM 
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-“ EVERAL large selling organi- 
zations have recently circu- 
larized the retail trade in an 

attempt to illustrate in a forceful 
manner the added profit that may 
accrue to retail merchants who take discounts. I find 
that several dealers have reached the conclusion, be- 
cause of lack of consideration of the subject, that 
there are hard times at hand, and that the large manu- 
facturers are endeavoring to pull in cold cash to tide 
them over. Far from it. 

In many lines of business, large and suc- 
cessful retail merchants feel satisfied when 
their annual net profit equals what their 
business has earned in cash discounts for the 
prompt payment of their obligations. Many a 
business executive has run up larger profits 
by the prompt payment of invoices than the 


Added Profits from Taking Discounts 


An Easy Way of Making 
a Large Increase in 
Net Profits 





stocks of $5,000 or less, who pass 
their discounts when an extra 
$1,000 borrowed at their bank 
would enable them to meet every 
invoice on time. This borrowed 
$1,000 would cost approximately $60 per year, and 
would save the difference between that sum and two 
per cent of their gross sales, assuming that two per 
cent is the discount rate offered. 

Up to this point I have looked only on one side— 
the dollar and cent side—the profit side, of the dis- 
count proposition. Let us step around and see another 
side, in which we shall enjoy an even larger view. 

Discounts automatically act as a safety valve on 
buying and selling. Discounting bills will do more for 
the business man than all the high-priced, much-adver- 
tised business efficiency experts or their hundred and 
one reading courses. Cash discounts give the business 




















sales departments have 
from increased sales. 

The buyer for a retail lum- 
ber yard in a Pennsylvania 
city took the cash discounts 
on his bills during 1924, 
and was amazed at the end 
of the year to discover that 
he had saved, or earned, for 
the corporation more than 
$32,000. Although the sales 
department ran up a larger 
volume of sales than in the 
previous year, the net re- 
sult showed a profit from 
this important department 
of about $24,000. The dis- 
counting of bills had con- 
siderably more than doubled 
the net profits of the com- 


pany. 
There are thousands “of 
retail merchants in the 


United States carrying 








Less for the Landlord—More for 
the Public 


What good is a basement? We have 
found one that does half a million dollars’ 
worth of business on regular-priced mer- 
chandise in a space not much bigger than 
10 x 10, and we have found another that is 
a jewel of cleanliness, cool and inviting, 
and where all the white shoes are carried 
to the pleasure of the customer and profit 
of the store. 

The June 20 issue has a mission in tell- 
ing the merchant how to use every foot of 
space to his profit. Why pay the landlord 
for idle surface? Most basements are 
catchalls, and places for old shoes to hide. 
In the new scheme of things “rouse mit 

.” The shoe trade need isn’t for more 
room, but rather the proper utilization of 
what it already has—that which “doesn’t 
earn doesn’t eat.” 








man a daily panorama of his 
business and its vital needs. 

The business man who 
makes it his practice to dis- 
count bills always asks him- 
self before he signs the or- 
der for more goods: “Can I 
discount this bill when it 
falls due?” If he cannot, he 
cuts his cloth according to 
his bank account, which is 
sound business. 


And How About the Slow- 
Pay Consumer? 


This plan of business also 
acts as a check on the 
thoughtful business man’s 
conduct of the credit side of 
his own business. He can 
figure that the consumer who 
takes more than 30 days in 
which to pay his bill is an 
undesirable one for him to 
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cater to, since he ties up the money the business man 
needs to discount his own bills; that the money tied 
up is worth much more to him in his own business. 

The business man who is unable to discount his 
bills cannot hope to take advantage of a_rising market, 
because he cannot afford to buy, no matter what the 
quotation, and conversely, due to his overloaded con- 
dition and too-heavy stock, cannot sell fast enough to 
protect himself against a falling market. 


Big Advantage in Buying 
The discounter is usually a careful buyer. 


June 13, 1925 


money. He found it was costing him about 10 per cent 
a year to operate on this basis. His was a community 
that had been educated to buying on credit for years. 
He had a tough job ahead of him in endeavoring to 
revert to a cash business. Then, too, he was of the 
third generation that had operated this store. 

After consideration, he devised a combination 
promissory note and pre-dated check, which had all 
the good features and at the same time eliminating the 
bad features of both. At first he had only 100 of these 
shopping checks printed, reasoning that it would be 
sufficient, as he doubted his old line of customers tak- 


He never becomes over- 
loaded with goods. As the 
market goes down he is able 
to govern his buying accord- 
ingly. As the market rises he 
is able to anticipate his 
wants and to meet them. 

It is judicious to borrow 
money from the bank, if 
necessary, in order to save 
the discounts. In a year’s 
time, the retail merchant can 
save enough—or better, make 
enough money—to add con- 
siderably to his stock, with 
even a $5,000 outlay, while 
with ten or twenty times 
that capital invested, he may 
make a good salary for him- 
self, and possibly a hand- 
some profit for the company, 
entirely from the income 
from. sound financing. 

All of which is submitted 
for your careful considera- 
tion with the added sugges- 
tion that it would put the 
country’s finances on a 
sounder basis, if this habit 
became. universal among all 





How Discounts Can Be Made to 
Pile Up the Profits 


Just to make it easier, take the case of 
a retail shoe merchant who does an annual 
gross business of $150,000. He has figured 
his cost of doing business at 28 per cent 
and his minimum net profit at 2 per cent, 
giving him a necessary mark-up of 30 per 
cent. This means a net profit, in dollars 
and cents, of 2 per cent of $150,000 or 
$3,000. 

The merchandise sold at $150,000 (with 
a mark-up of 30 per cent) cost him 70 per 
cent of his gross sales or $105,000. Sup- 
pose he had been offered and had taken a 
discount of 2 per cent, 10 days. He would 
have saved, or earned, in addition to his 
net profit, 2 per cent of $105,000, or $2,100, 
or a total of $5,100 instead of only $3,000 
which he made when not taking discounts. 

This additional discount’ earning, 
through no additional sales effort, repre- 
sents an increase in net profits of 70 per 
cent. 

If you are really interested in increas- 
ing your profits through the discount 
route, why not draw up a financial state- 
ment, take it to your banker and see how 
far he is willing to go in helping you to 
make the switch from one system to the 


ing kindly to this innova- 
tion. 

The first day, about half 
this number was used in ex- 
perimenting on and educat- 
ing his salesforce. To his 
utter surprise, his customers 
instead of being offended, 
took kindly to the idea at 
once with the result that 43 
checks were issued the first 
day. Rush orders to the 
printers got him enough to 
give the experiment a real 
trial. 


Cut Down Overhead 


Now, after four years, 
Mr. Boschen is absolutely 
satisfied with the results of 
his system. His office force 
has been reduced from four 
girls to one, who easily han- 
dles the entire business. An 
average of 50 per cent of his 
sales today are done through 
this medium. His bankers 
tell him that these checks 
have a borrowing capacity 
of 100 per cent at the 


businesses. other. 


In short, every business 





banks. 








enterprise, small and large, 

weak and strong, gains from prompt payment of bills, 
and we are really paid well for being both prompt and 
honest with our brothers in the business world. 





How Boschen Solved His Charge 
Account Problem 


Four years ago H. C. Boschen of Richmond, Va., de- 
cided that inasmuch as the credit business in his store 
had reached such alarming proportions that it was ab- 
solutely necessary for him to eliminate it entirely. A 
careful analysis proved conclusively that it was not 
profitable for him to continue along the same lines. 


Eighty Per Cent of Accounts Charged 


His charge accounts averaged 80 per cent of his 
total business, tying up his invested capital so that he 
was getting only an average of two turnovers on his 





Shows Photos of Men When Babies 


Wheeling, W. Va.—A window that is attracting 
great attention in Wheeling, W. Va., is that of the 
Griest Drug Co. It is an idea that might be worked 
equally well in a shoe store, featuring babies’ or chil- 
dren’s shoes. . 

The right hand window is filled with articles that 
a drug store carries for baby trade. The left hand win- 
dow had pictures of babies of Wheeling taken 20 to 
40 years ago. A sign said “Wheeling Babies of Yes- 
terday Turned Out a Fine Crop of Men.” 

These pictures were shown by fastening them to the 
back of a painted piece of wall board. Some of the 
shoe men noted were B. E. Alexander, H. C. Beam, W. 
O. Gilbert, Wm. Kleeter, R J. Otto, J. A. Weitzel, Fred 
Nay. Crowds were around the display continuously. 
Newspapers gave considerable news space to the story. 
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RECORDER’S National 

Survey shows that 

merchants are putting 

constructive thought 

into getting attention 
value. 











Headlining a Feature in Today’s Advertising 


ERCHANTS are getting into the swing of 
M creating demand for types of shoes. The slo- 

gan “Shoes for Occasions” is expanding into 
a definite appeal. Morning, noon and night; wet 
weather, hot weather; the welt, the turn, the McKay; 
hit a need in the reader for a certain shoe. The very 
idea of giving each shoe a particular duty is enough 
to create sales because it brings up the subjects that 
readers are interested in. 


Style Never Neglected 


Style is a paramount part of+every advertisement. 
To neglect vanity is to overlook one of the first prin- 
ciples of everyday living. This is taken care of in the 
appearance of the advertisement more than by the use 
of superlatives. In going over thousands of advertise- 
ments one may pick up each one and picture in his 
mind the exact person that will read that ad. It is as 
easy to class advertisements as it is to class people in 
the matter of refinement. This may be done before a 


word is read just as it is possible to detect refinement 
in a person before that person speaks a word. 

Style is more a matter of eye than of word. A beau- 
tiful picture of a shoe in the right setting as regards 
border, type, etc., takes care of the style element to 
a great extent. 

Then come the words that start the mind working 
in the direction of desire. To construct an advertise- 
ment designed to sell, the reader’s point of view must 
be considered from the first word to the last. That is 
where the sole appeal of style is weak. If style alone 
is the basis on which the sale is to be made, one must 
wait for the change of a season or force the issue by 
picking out holidays as marking the end of something 
and the beginning of something else. This line of rea- 
soning does not take into consideration the vast 
amount of replacements necessary every day, and the 
changing activities of the wearers. Seasonal changes 
are big factors in selling, but they are not the only 
ones. 
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When a merchant says, “A Welt for Wet 
Weather,” he starts in the mind of the woman 
reader a line of thought that means the saving 
of her dainty shoes through having a pair of 
shoes to wear on rainy days only. An extra 
pair of shoes is sold because of this. The need 
is only an occasional one, but none the less 
urgent, and it is a bit of service to counsel a 
person to look out for one’s health and to care 
for one’s apparel. 


727 South Broadway, 
Ambassador H ote! 


416.418 W. Seventh Si. 
6444 Hollywood Bled 
476 Last Coloredy St.. Pusuder 





The Number of Words Used Is Surprising 


With a good headline it is always apparent 
that the selling story is a well thought out 
one. It seems that merchants more and more 
are writing their stories and then buying the 
space needed for the story. There are hun- * 
dreds of advertisements of more than 200 








So exclusive— 
these summer footwear 
odes, designed for the 
fashion Lane” Depart- 
tentsof the Wetherby- 














Pretty Shoes 
For Every 





etc.; and then put the thought into 
the reader’s mind as to which is the 
better and easier way of coming into 
possession of the shoe advertised. 





Whether the daintily shod foot trips 
along beneath a smartly’ tailored talleur, 
a silken afternoon creation, a chic sport 
— or a flowing dancing frock, it 
m reveal a style appropriate to the 
frock. The Bootefie stocks are complete 
with a distinctive style and model for 
every occasion. But just now it seems that 
footwear has turned Blonde over night— 
and the mode finds us marvelously pre- 
pared. Tie styles, opera pumps, strap 
effects, buckles—a replete selection in 
Blonde Satin. 


— 











Buffalo women kaow 
the value of Watters States 





There is a beginning and a conclusion 
to every line of thought. It is the mer- 
chant’s job to run right up the scale 
to the purchasing note, in every ad- 
vertisement. If the headline gets the 
interest there should be enough in the 
text to hold the interest long enough 
to awaken the desire to own. 

The picture words must tell is what 
it means to own a pair of shoes, then 
the sale is made. Just a desire to pos- 
sess is not enough; only when the 
readers have pictured themselves enjoying the 
style, or the comfort, or the economy or what- 
ever it is that the shoe possesses does the idea 
of buying a shoe become irresistible. Books 
have been written on “dramatizing” the head- 
line, and the shoe merchant might get a num- 
ber of pointers from the reading of such books, 
because of the fact that a shoe is somewhat of 
a commonplace article and the subject of high 
competition, and needs unusual treatment in 
advertising in’ order to rise above its fellows. 


Good Points To Make 


The necessity for words is plainly seen when 
one recalls the varying degrees of fineness in 
leather, the difference in tanning processes, etc., 
that can be used in getting’a calfskinor a kidskin 





words. It takes time, and space, to attract attention; ready for the shoemaker, and yet the calfskin always 
locate a use; give full particulars as to quality, style, remains a calfskin and the same with the kidskin. 
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Good taste personified ?, 
Japan calf, hid or suede 
with choice of trim —| 
—$72.: $17-S20., 


Name the Occasion— 
we have the shoe 








throughout the country that exhibit a desire 
to serve are the following: 


“Enjoy Your Feet.”—Dr. A. Reed, Detroit, 
Mich. 

“Good enough to live in—Kinney’s Shoes.”— 
G. R. Kinney, New York City. 

“Satin Pump Meets Silken Hose.”—Pede- 
mode, Cleveland, O. 

“Price, or Pride—Hess shoes satisfy a man 
on both points, and throw in perfect comfort 
and satisfaction besides.”—Hess, Baltimore, 
Md. 

“Geuting Pumps are the kind that Fit.”— 

Geuting’s, Philadelphia, 








Pa. 









It is too late to offer an explana- 
tion to a customer who has dis- 
covered in the wearing that the 
quality of a skin is not as good as 
expected. That customer, after such 
an experience, however, is looking 
for something different and that 
represents a merchant’s opportunity 
of getting that person’s business, 
by pointing out with written facts 
the superiority of such-and-such a 
leather. 


















The Average Size of Advertise- 
ments 


This brings us to the size of ad- 
vertisements. In the whole survey: 
the average size of an advertise- 
ment would be two columns wide, 
10 inches deep. 

Bigger space is used. The in- 
crease in the size of advertisements 
is very noticeable. The number of 
single column ones is negligible. 
The half and quarter-page ones 
turn up with surprising frequency. 

The contents of each advertise- 



















approximately : 


1—The headline about 20 per cent. 






33 1/3 per cent. 
3—The descriptions of shoes, 10 per cent. 


seasonableness, etc., about 15 per cent. 
5—The white space, 10 per cent. 
6—The signature, 10 per cent. 
7—The border the remaining 1 2/3 per cent. 









HARMING. footwear 


fashions, an 


appointed shop, and cour- ¢ 
byl 


ment occupy the space in about the following percentages, 


at Innes! 


2—The illustration of shoes and “setting” for same about 


4—The text covering policy of the advertiser, quality, 


There are so many factors entering into the size of space 
that the problem is an individual one. The above percentages 
have to do with the utilization of whatever space is used and 
are not set up as a fixed rule, but rather as just what they 
are, a careful compilation of the actual methods used by mer- 
chants in filling the space in which they invest their money. 

Among selling phrases picked from merchants’ advertising 


“Smart shoes at the 
price most women. want 
to pay.”—Queen Quality 
Boot Shop, Detroit, Mich. 

“Dainty enough to beau- 
tify the loveliest frocks.” 
—Bullock Shoe Co., Mont- 
gomery, Ala. 

“As carefully worked 
out as the setting of a 
precious stone—a capti- 
vating ‘setting’ for a 
pretty foot.” — Hahn, 
Washington, D. C. 

“With the subtle artis- 
try of spring in every 
line.” — Nisley’s, Buffalo, 
N.Y. 

“Honestly! you ought 
to be in Chisholm Shoes.” 
—Chisholm Boot Shops, 
Cleveland, O. 

(Continued on page 49) 
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Caught Short on Whites 


HE recent torrid weather demonstrated that 

shoe stores all over the country were short on 
whites. Timidity, following two or three “weather- 
unfortunate” mid-summer seasons was responsi- 
ble for a surprisingly low percentage of white 
shoes on hand ready to sell at profitable figures. 

Doesn’t the shoe trade need to take weather 
into consideration? 

Is temperature no factor in merchandising? 
Why should white shoe buying terminate the first 
of June? What is wrong with buying now for mid- 
July and August selling? We see opportunity for 
the shoe man as well as for the dress people who 
are dipping into the public purse with whites. 

Too much talk of blacks now will put the trade 
in a similar position as regards early fall selling. 
All black means fewer shoes sold. There is a place 


June 13, 1925 


for all shades of brown for fall, just as there is 
for whites now and in July and August. Autumn 
brown is the color of nature. Why center on black 
alone? For safety, yes, but with all stores play- 
ing black, watch the merchant who ventures in 
what is always seasonable—whites in the summer 
and browns in the fall. Watch and see! 





To Market for Sdsas 


EVER was an idea more valuable. The man 
N who has a good one can make old stores 
blossom and factories hum; can create prosperity 
for the trade and give pleasure to the customer 
who has money to spend. 

We see more merchants travelling to market 
and making many stopovers en route. In shoe 
manufacturing centers, they visit shoe stores as 
well as sample rooms. As Harry C. McLaughlin 
puts it: 

“In my big store many an idea is used that 
came to me through conversation with some little 
merchant who was close to his selling idea and 
who had made it practical and profitable.” 

Visit stores large and small. You will find a 
spirit of give and take in ideas and inspirations, 
not possible ten years ago but today yours for the 
asking because trade spirit and association unity 
have provided a bond among all men who sell. 

No merchant should think of making a rush 
trip to one market alone and then back home 
again. He should combine many markets in his 
circle around the country. He can combine busi- 
ness and pleasure. 

Prepare now for an early fall opening because 
it is the sense of the trade that clearances will be 
followed by early presentation of new footwear. 
Just as the hat man anticipates his season so the 
shoe man is learning how to get the jump “on the 
public purse.” 





Vital Changes in Fitting Values 


PROMINENT retail’ shoe merchant was 
forced to return a sizable shipment of high 
style shoes because the straps across the instep 
were too short for even average feminine feet. A 
most magnificent pattern in gold kid was ruined 
by adherence to standard measurements in mak- 
ing the strap and button meet at a point where 
adjustment up and down could not be made. 
Have we reached a point where a national study 
ought to be made of foot measurements? When 
the boot disappeared ankles increased through the 
liberty given muscles to grow, as well as through 
increased athletic activity of women. 
One of the excellent developments in shoe ad- 
justment made in the last six months is in the 
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nature of an adjustable belt band across the in- 
step, either fastened with a ribbon, a button or a 
buckle, so that ankles low, medium and high can 
be fitted perfectly. 

Another point in measurements is the change 
in lasts due to narrower heel seats. A maker of 
women’s shoes who has given much study to heels 
was recently called in consultation on men’s shoes 
to see if the same principles could not be applied 
to make better fitting back parts on men’s shoes. 
Heels are getting narrower and whatever the ex- 
planation, the fact remains that the standard 
measurement chart as devised some forty years 
ago, is no longer accurate. 

These are two of the important considerations 
of new styles for fall and in your search for per- 
fection in fitting value consider them well. 





Tell the Boys Everything 


HE Ladder club idea is contagious. It is 
gave the country as a means of impart- 
ing information to the clerks that has been gleaned 
by the proprietor. We give editorial emphasis to 
the high points of a morning talk given by H. A. 
Malley, manager of the Regal Shoe Store in Kan- 
sas City, to his boys. 

“What you should do is to have your vision 
focused on your own store stock. If we had a store 
a square block, six stories high, all filled with 
shoes, you would hear someone say, ‘Sorry madam, 
we do not have what you wish.’ 

“You must sell what you have in the store. Do 
not like any one style too much. Like everything 
we have. Do not be afraid to show shoes that you 
think are dead. The chances are it is just the one 
that the customer is looking for. 

“Make suggestions and fol- 
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offered by the “National Advertisers Syndicate,” 
417 South LaSalle street, Chicago, is sounded by 
the National Better Business Bureau of the Asso- 
ciated Advertising Clubs of the World in a cur- 
rent bulletin. One of the propositions of this syndi- 
cate,—a radio set sold to merchants to be “drawn” 
by their customers—the bulletin says, contains 
the elements of a lottery and may come within the 
purview of the Federal statutes. 

“For $50,” the bulletin adds, “ a merchant ob- 
tains a complete one tube Crosley radio set, and 
5,000 keys, a padlock, two master keys, display 
banners and advertising hand bills. For each pur- 
chase of a stipulated amount of merchandise a 
customer is given a key. Among the keys is one 
that will unlock the padlock on the set. After thé 


* disposition of the entire amount the holders are 


invited to try their keys, the person having the 
key that fits the padlock being the winner. 

“For $100, a three tube set can be obtained by 
the merchant, together with 10,000 keys and ad- 
vertising literature.” 


The Balance Wheel of Industry 


HE building and construction industry con- 

tinues to be the principal stabilizing force of 
general industry, consuming enormous quantities 
of staple products and paying out a great volume 
of wages. Therefore, the fact that contracts let 
in April made the largest monthly total on record, 
as reported by the F. W. Dodge Corporation, is 
reliable assurance of a large volume of general 
business activity in the fall months when these 
contracts get under full headway of accomplish- 
ment. 





In April, the total building 
contracts were $546,970,700, 





low by action. If you lead, 











your customer will follow, if 
you put it over the right 
way. You can build better on 
the sale to a hard customer, 
than to the fly-by-night kind. 

“Do not sell a customer. 
Make the shoe so attractive 
that your customer will buy 
it. Bear in mind, however, 
that overstating or exagger- 
ation has a wicked comeback. 
Tell them the truth, but 
make it pleasant.” 





Prize Propositions 
ARNING to merchants 
throughout the coun- 

try against prize propositions 





Business Is Good 


The farmer sells a load of wheat, 





And all the world grows fair and sweet; 


He hums a couple of cheerful tunes, 
And pays the grocer for his prunes. 
The grocer, who has had the blues, 
Now buys his wife a pair of shoes; 
The ten the shoeman thinks God sent, 
And runs and pays it on the rent. 
Next day the rentman hands the bill 
To Dr. Carver for a pill, 

And Dr. Carver tells his frau 

That business is improving now, 

And cheers her up and says “My dear, 
You’ve been quite feeble for a year, 
I’m thinking you should take a rest, 
You’d better take a trip out west;” 
And in a couple of days the frau 

Is on the farm of Joshua Howe, 

Who takes the bill and says “I swow, 
Here’s something that cannot be beat, 
This bill’s the one I got for wheat.” 
He hums a couple of cheerful tunes, 
And goes and buys a lot more prunes. 


—A. W. Manuel in Current Affairs. 








an increase of 14 per cent 
over March, and an increase 
of 13 per cent over April of 
last year. 

Total construction started 
this year is 7 per cent greater 
than last year, the greatest 
proportionate gain being in 
public works and utilities. 

Evidence of intelligent 
planning ahead in the build- 
ing industry has taken the 
form of increasing the 
amount of work done during 
the winter months, as con- 
trasted with the former tend- 
ency of crowding nearly all 
building activity into the 
warmer months of the year. 
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The location of Mr. Kohn’s store is indicated by the circle in the photo- 
graph—on Fifth Avenue, just a few feet from Forty-second Street. 


He Saw That Novelties Were Coming 
Way Back in 1905 


HILE the man who makes 

W money out of a business is 

counted as a success by the 

world at large, how much more suc- 

cessful is the man who not only 

makes his business pay, but gets the bulk of his pleas- 
ure out of running his business? 

Alfred A. Kohn loves the shoe business and the 
pleasure he gets out of it is as much compensation to 
him as are the profits it yields him. This probably ex- 
plains why he has been successful from the monetary 
standpoint. It also explains how, starting in the busi- 
ness as a worker at a shoemaking bench in a sleepy 
Southern town, he rose to the ownership of the pioneer 
shoe store on Fifth avenue, New York, and numbers 
among his customers the Vanderbilts, the Twombleys, 
the Loews and others whose names mean the cream 
of American aristocracy, who in the past shod prac- 
tically all the well-known stage stars and today has 
many of them on his account books. He made shoes for 
Lillian Russell who, in her time, was the best-dressed 
‘woman on the stage. Elsie Ferguson, Pauline Freder- 
ick, Billie Burke and a host of others were and are 
among his customers. 


Twenty Years in the Game 


It is with a certain amount of pardonable pride that 
Mr. Kohn is celebrating the 20th anniversary of his 
entrance into the retail field in New York. 

Mr. Kohn is one of the few retail shoe merchants 
who served his time at the bench making shoes, and 
one of the few who grew up in the business. The name 


An Analysis of the Reasons 
for the Real Success of 
Alfred A. Kohn 


of Kohn first flashed on a shoe sign 

in the old Exchange Hotel in Mont- 

gomery, Alabama, back in 1848. It 

read: “J. Kohn, manufacturer and 

dealer in boots and shoes—under 
Exchange Hotel.” It is hand-lettered in colors, and 
hangs in its original frame in Mr. Kohn’s office in his 
Fifth avenue store. The J. Kohn was Alfred Kohn’s 
father. 

Hanging side by side with this sign is a picture of 
a four-story building, across which is a sign reading 
“J. Kohn & Sons.” This picture marks the first step 
in the development of the career of Alfred Kohn. He 
was the “son” in this firm. The concern not only re- 
tailed shoes, but made them and sold leather and find- 
ings as well. Before Alfred Kohn became a partner in 
this concern he worked for his father, while still in 
his teens, making shoes and boots by hand. 


Bought Business from Brothers 


Lest the impression might be conveyed that Alfred 
Kohn was handed this business on a silver platter, it 
is only right to state that he bought his interest in 
the concern with money that he saved from his wages. 
There were five other brothers, and while Alfred was 
the only one to follow the shoe business, his father, 
in justice to his other sons, could not give Alfred the 
business outright. After the death of his father, .Al- 
fred carried on the business for many years, finally 
disposing of it some 50 years after it was founded. 

The circumstances that impelled Mr. Kohn to first 
come to New York form an interesting story in them- 
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selves. Back in 1894 he invented a seamless shoe, on 
which patents were issued in 1897, 1899 and 1900. 
They have long since expired, and the idea is still 
used freely in the trade. He thought that his invention 
should be developed and accordingly he came to New 
York to push it. For many years these seamless shoes 
were made by Bannister and by Laird, Schober & Com- 
pany, and Mr. Kohn personally sold them to leading 
retail merchants, not only in New York, but through- 
out the country. He retained an office in New York 
and occasionally went back to Montgomery to look 
after his retail business there. 


— 
*. 


Decides to Sell Novelties 


Finally the idea was born in his 
mind that a store in New York spe- 
cializing in novelty shoes and incor- 
porating new features would be a 
paying proposition. Shoe retailing at 
that time was more or less of a cut- 
and-dried business. There was a 
sameness to the stores and to the 
shoes they sold. Style was an almost 
unknown element. Accordingly, in 
1905, Mr. Kohn leased a store at 
Broadway and 30th street, then in 
the heart of the theatrical district, 
after disposing of his store in Mont- 
gomery. Novelty shoes were fea- 
tured, and the store was a success 
from the start. In all the 20 years 
since then there never has been a 
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for several years this was an important part of his 
business. He was the theatre’s best-known shoe man. 

It is well here to introduce a little story which Mr. 
Kohn likes to tell. He was fitting up one of the Weber 
& Fields productions and had suggested cloth-top but- 
ton boots in three different colors, white, blue and 
pink, to provide three changes for the chorus. The 
shoes were made and attracted considerable attention 
on the stage. He put a pair with white tops in the 
window and a prominent society woman saw them, 
bought them and started a rage for them. 


First Shoe Store “on the Avenue” 


Mr. Kohn, shortly after 1910, saw 
that the trade was drifting to Fifth 
avenue, which up to that time had 
been a purely residential thorough- 
fare. He cast about and finally, in 
1912, obtained a lease on his present 
store, just above the corner of Forty- 
second street. It was pretty far up 
town then and was the only mercan- 
tile house on the block. The building 
had been erected but three years be- 
fore. His store was the first exclu- 
sive store on the avenue. Now there 
are more than a dozen shoe stores on 
Fifth avenue between Forty-second 
and Fifty-ninth streets, alone. 

On Fifth avenue the character of 
his trade changed some. He gradu- 
ally shifted more away from the the- 


year when red figures had to be “My method,” says Mr. Kohn, “is ‘atrical trade and catered more to the 


marked in the books. they catch on, 


to try out new styles cautiously. If society class. He finally gave up fit- 


then plunge on 


Mr. Kohn’s store was a new kind them. I find that int ucing one ting out theatrical productions and 
of shoe shop. He installed show cases new style at stated cee eaegpe isthe also, a few years ago, practically 
along the floor all around the store st ™ethod of keeping up the liminated his custom department, 


public’s interest. 


room. “Silent salesmen,” he called 

them. In his Fifth avenue store he still has the same 
type of show cases, and the idea has been generally 
adopted. He instituted several other departures which 
gradually have become accepted practice in running 
shoe stores. His store was the first to have single 
shelves so that the boxes would not be piled on each 
other. He had no projecting ledges to accumulate boxes 
and give the store an untidy appearance. Instead con- 
cealed ledges which could be pulled out and used when 
necessary were installe@. Full length mirrors, so that 
the customer could not only view the shoes, but the 
effect of the shoes when combined with an entire cos- 
tume, were used instead of the small floor mirrors. 


Catered to Theatrical Trade 


Mr. Kohn attracted not only the theatrical trade, 
but the society trade of New York as well. Business 
was moving up town rapidly. and while his store was 
much farther up town than the main shopping sec- 
tion, when it was opened he soon found himself sur- 
rounded by other tradesmen. 

Being in the theatrical section and showing novelty 
shoes, he naturally got a large amount of stage busi- 
ness. He fitted up entire theatrical productions and 





although he still has a few of his old 
customers who demand custom shoemaking. 


Has Studied Period Styles 


When it comes to shoe styles Mr. Kohn has a back- 
ground of historical knowledge that is almost uncanny. 
He has studied periods in footwear, a necessity when 
he was outfitting theatrical companies, that has given 
him a knowledge of shoe styles possessed by few men. 
Added to this is the ability to sketch well, and eyes 
which see and retail outline and figure. Most of his 
styles are his own creations and he prefers to play 
them rather than to follow the general run of fashion 
or style. 

An illustration of this is found in his refusal to 
stock more than a few pairs of long vamp shoes, when 
the 44%, 5 and even longer vamps were in vogue a few 
years ago. He maintained that the shoes were imprac- 
tical and managed to convince most of his customers 
of the same idea. When the fashion shifted to short 
vamps, he lost nothing in dead stock. 

“Style sense,” he said, “only can be acquired by 
years of study and practice. It becomes an instinct 
after a time. Mere novelty is not style. The shoes must 
(Continued on page 50) 
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This window in a country store in a town of less than 1,000 population. The store is that 


of Garver Bros. Co. The town is Strasburg, Ohio. 


This Store Does an $800,000 Businessfin a 
Town of 1,000 People 


at Cleveland and passing through Akron and into 
Canton, then bend to the southwest for about an 

inch, you will, if lucky, find your pencil point rambling 

down the main street of Strasburg which boasts a 

population of less 

than 1,000. Just an 

every-day, average 

country town with 

no strategic advan- 

tages in the way of 

railroad or inter- 

urban travel facili- 

ties not enjoyed by 

dozens of others— 

and yet having a 

department store, 

The Garver Bros. 

Co., whose sales go 

well over the $800,- 

000 mark each and 

every year — $60,- 

000 in the shoe de- 

partment alone. 

“In the old days,” 
says Jonn B. Gar- G. A. GARVER 


ver, the advertis- Head of the Garver Bros. 


1: you take a map of Ohio, draw a line beginning 


ing manager, “we went around the markets picking 
up so-called bargains. Our trade steadily grew under 
this method but we found that we had to make quite 
a few adjustments and that we were catering to that 
class of trade that is looking for a bargain rather 
than for a shoe.” 


They Built for 
Trade Permanence 


Right here you 
say—“‘Well, what’s 
the matter with 
that? People pay 
money for _bar- 
gains as well as for 
shoes and it’s to 
get the money that 
these birds are in 
business.” 

“Sure,” is the 
Garver answer, 
“but that method 
doesn’t make for 
trade permanence 
and when you’re in- 

E. L. VAN CUREN a small place with 


Shoe Department Manager only the country 
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roundabout to draw trade from, you have to give the 
class of service which means repeat business for 
years to come and even generations.” 

“Therefore,” says Mr. Garver, “for the 
past ten years we have been operating un- 
der a new policy of dealing only in guar- 
anteed shoes of style and quality. As a re- 
sult our shoe trade has developed steadily. 

Of course we lose a sale now and then be- 
cause a customer wants a shoddy shoe, but 
such lost sales are getting fewer every 
month. 
“Our trade is becoming educated slowly but surely. 
“Our buying policy is to 
buy only for our immediate 
needs. We try to confine our 
purchases to as few houses 
as possible so as to have our 
account more valuable to 
those houses. We, thereby, 
get more co-operation from 
those houses than we other- 
wise would. In purchasing 
women’s style footwear we 
order only a dozen pairs of 
each model so that we can 
tell the customer that shoes 
she buys from us will not be 
worn by everybody. We do 
not like to re-order on num- 
bers in which style is the 
paramount feature.” 


Copies the Methods of 
Alfred A. Kohn 


The same principle of ex- 
clusiveness, please note, as 
that employed by the biggest 
style operators of the largest 
cities in the United States— 
done on a small scale, per- 
haps, but true to type never- 
theless. 

“And our selling policy,” continues Mr. Garver, 
to please the customer in every way possible. 


“First, the fit must be perfect. : 

“Second, the customer must like the style. 

“Third, there must be no doubt in our mind that 
the shoe will give the utmost of service for the purpose 
intended. We never hesitate to take back unsatisfac- 
tory shoes no matter what the complaint is. We do not 
resort to price cutting to stimulate sales but in slack 
times we hold close-out sales of broken sizes, odds and 
ends, etc. These we display in our windows and on the 
tables in our shoe department, attractively priced. 


“We are always advertising quality and style. We 
have built up a reputation for reliability in shoes and 
all these things taken together cause the public to be- 
lieve fhat when we announce a sale, we are really 
going to offer values worth while.” 


Does it pay? 


ees 


18 
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Every Garver shoe ad pictures the shoe and car- 
ries an easily understandable description. 
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Ask E. L. Van Curen, head of the shoe department, 
or either of his two assistants, Miss Alberta Haas or 
Harold M. Fashbaugh. Any or all of them will cheer- 
fully go into court and swear that one day about 1,000 
pairs of shoes, the entire stock of a bankrupt manu- 
facturer, found their way into the Garver store; that, 
except for a few pairs, the entire lot was disposed of 
in three days; that sales of other shoes during the 
first day of the sale alone, brought the total to 5,000 
pairs—every pair sold carrying its normal rate of 
profit. 
At another time the buyer got hold of the 

entire stock of a shoe store which was 
discontinuing business. 
Advertising brought 
500 people into the de- 
partment the first day. 
The stock was disposed 
of in less than a week. 
The firm got back its 
original investment 
during the first four. 
hours of the first day of 
the sale. 


These are the big princi- 
ples on ‘which have been 
built the success of the 
Garver establishment, ad- 
vertised as “the world’s 
largest country store.” But 
that isn’t all.- All kinds of 
advertising are made to pay 
their way in _ increased 
sales. 

“One of our methods of 
drawing trade,” says an- 
other of the store execu- 
tives, “is always to give a 
little novelty with every pair 
of shoes. Right now we are 
giving a Nippon fan to the 
women and misses. Every 
man who buys a pair of 
shoes gets a combination key-ring and bottle opener. 
We don’t know what he uses the bottle opener for but 
they all seem anxious to get one. The boys get a 
cricket. The girls get a pencil box. These novelties 
cost very little and please everyone. 


Personal Letters As Trade Builders 


“We advertise in the newspapers and send out per- 
sonal letters and a direct-by-mail circular. When we 
advertise a shoe we always use a cut of the shoe. The 
picture saves a lot of words and attracts attention. 
We try to describe the shoe in simple language. This 
is more effective than the ‘classy’ language which a 
great many of the common people do not understand. 

“We often send postcards to a selected list of fash- 
ionable girls. We also send postcards to selected lists 
advertising a particular shoe which we feel is an un- 
usual value. We try to take advantage of all manu- 
facturers’ helps—display material, window fixtures, 

(Continued on page 50) 
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Southeastern Merchants Hear Reports on Shoe J | 
Styles for Summer and Fall : 


Generous}Part of Program of Annual Convention at Savannah, Georgia, , 
Devoted to Discussion of ‘‘What’s Good’’?’ 


“Never mind the 
hot weather — get 
together,” was the 
battle cry that 
brought merchants 
from South*Caro- 
lina, Georgia, Flor- 
ida and Alabama 
and traveling men 
from every market 
to Savannah early 
this week to attend 
the convention of 
the Southeastern 
Retail Shoe Deal- 
ers’ Association on 
Monday, Tuesday 
and Wednesday at 
Hotel Savannah. 
Those who arrived 
Sunday were en- 
tertained at Mose 
M. Smith’s camp 
at Forest River. 
Sight-seeing tours 
were conducted as 
a Sunday feature. 

The directors met early Monday morning and the 
first act was the framing of a telegram to Werner S. 
Byck of Atlanta, Ga., founder of the association, who 
is ill. An expression of sympathy and hope for a speedy 
recovery were contained in the telegram. 

After luncheon, attended by 300 merchants and 














MOSE M. SMITH 


Presided at convention session. 


travelers, the official program opened with addresses - 


by Thomas M. Haines and Col. William M. Grayson. 
President Mose M. Smith delivered his message, out- 
lining accomplishments that had made this one of the 
most powerful associations in the country. Committee 
assignments were made, with Charles Scruggs of 
Spartanburg, S. C., as chairman of resolutions com- 
mittee, assisted by W. E. Shine of Birmingham, Ala.; 
W. C. Goodrich of Fort Lauderdale, Fla. Nominating 
committee—Charles P. Brady, Atlanta, Ga.; Turner 
Jones of Valdosta, Ga.; William Bullman, Sumter, 
S. C. Auditing committee—M. N. Nankin of Miami, 
Fla.; George Bussey of Macon, Ga., and George Schof- 
ner of Columbia, 8S. C. 

George M Spangler, manager of the National Shoe 
Retailers’ Association, in his address advised mer- 
chants to keep abreast of the times. He said the retail 
shoe merchant is the strongest factor in the industry 
and together with the traveling man made up two 
sides of the triangle of service to the public for 90 


per cent of all shoes distributed through traveling 
men and 10 per cent bought at the factory. He empha- 
sized the complete service scheme of N. S. R. A. head- 
quarters and that it was every merchant’s duty to 
make a profit or quit. 

Following reading of telegrams, James H. Stone, 
editor of the Shoe Retailer, spoke on “America, the 
Average Man’s Paradise.” He presented statistical 
evidence of consumption of $68,000,000,000 worth of 
foodstuffs, commodities and manufactured products. 


Open Forum Talks on Styles 


An open forum discussion on general styles in men’s 
shoes was led by Charles P. Brady. The high lights of 
Mr. Brady’s report follow: Buy few lasts, but be sure 
they are perfect fitters; play up styleful patterns for 
young men; arrange a buying guide on a percentage 
basis, figuring new numbers for every month. He ad- 
vised 12 new patterns for June, six for July, six for 
August, 10 for September, etc. Broad toes in high yel- 
low colors are now selling freely. For fall 80 per cent 
oxfords to boots is the anticipated ratio. 

George Bussey of Macon stated he figured oxfords 
for fall and late summer will hold a ratio of 75 to 25 
over boots; tans 65 per cent to 35 per cent black. 

Charles Scruggs of Spartanburg, S. C., reported in 
his store high shoes would outsell oxfords 65 to 35 
per cent, but could not explain why his clientele pre- 
ferred that ratio favoring boots. 

George Schofner of Columbia, S. C., said he was buy- 
ing very few high shoes and was convinced that sum- 
mer weight shoes salable if merchants will only put 
them on. customers’ feet and talk their good points. 


No Bad Styles on Market 


The discussion of women’s styles was led by J. O. 
Steel of Atlanta. He said: “Have a policy and don’t 
shuffle back and forth. A new cycle of business meth- 
ods is here and we will see more money for the alert 
shoe merchant than was dreamed of before. If a mer- 
chant says a certain style is dead, do not repeat his 
gossip, but sell what you have, letting the public kill 
the styles and nobody else. There is no such thing as 
a bad style or material, for in Atlanta alone there are 
10,000 styles—enough to make every man’s stock dif- 
ferent. Selling of odds and ends has more to do with 
success than being a wizard picker. An eye for pro- 
portions and a sense of good taste is needed. Be enthu- 
siastic on shoes in which you have invested money. 


Present Styles Good for Months 
“TI don’t find any radical changes in styles. Anything 


good in the past five years is good today. Pumps, one- 
straps and step-ins are good for months to come. Any- 
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body holding pumps is sitting pretty if they are in 
patent and satin. Best bets are gore effects with 
buckles; one-straps are prominent; some suedes, col- 
ored kids in brown family with light trimmings in 
contrast to vamps. Smart blond satin and kid styles 
continue good.” 

W. C. Goodrich of Fort Lauderdale, Fla., declared 
patents are good, and is looking for blond kid to sup- 
plement blond satin. C. J. Morgan of St. Augustine, 
Fla., nominated silver and gold brocades and kid for 
evening wear with white satin dyed to match the 
costume. 

Frank Stevens of Atlanta, said medium-colored 
brown kids will be good, with tan calf salable right 
through the fall with every height of heel. A. E. Pil- 
crim of St. Augustine said tans will be good for fall, 
followed by patents and satins. Blonds are not so 
salable now, but colored kids look good for fall. Mose 
Smith of Savannah said satins are strong, with some 
colored kinds in high grade. He said you can pick 25 
numbers to start a season, but two of them will out- 
sell all the rest 

A discussion on children’s patterns was led by Mat- 
thew A. Condon of Charleston, S. C. He sells three 
times as many children’s shoes as any other merchant 
in his city because he loves the game. He is looking 
forward to having an exclusive store for children. 

Mr. Condon said: “The secret of success in selling 
children’s footwear lies in keeping up on sizes. Boys 
are buying oxfords more freely than ever before.” 

George Bussey of Macon expects soles in the five to 
eleven run to get heavier. He said they are now calling 
for heavier soles with extensions. 

Every convention has its style show, and hats are off 
to Savannah. Arthur Sternshine, manager of the cloth- 
ing department of B. H. Levy Brothers & Co., organ- 
ized the equal of any held in this country. Society 
girls, the Mayor’s daughter, a Supreme Court judge’s 
daughter, and the fairest girl of the South promenaded 
down a runway to music and lights with 36 manufac- 
turers’ lines of women’s shoes. 

Monday’s evening performance was for shoe men 
and Wednesday for the public. Each girl wore four dif- 
ferent patterns and costumes. Shops selling women’s 
apparel co-operated and loaned the dresses. 

The finale was delightfully unique with 35 brides- 
maids wearing evening slippers, gowns in colors and 
floral bouquets, preceding 
a bride complete even to 
the shower bouquet. It was 
a picture that brought 
everyone to their feet cheer- 
ing. It was a masterpiece, 
and great credit is due to 
Savannah, the merchants, 
President Mose M. Smith, 
Ormond Weil and Impres- 
sario Arthur Sternshine. 

On Tuesday the shoe mer- 
chants enjoyed a boat ride 
up the Bayous to Parris 
Island. Wednesday’s session 
was held at Tybee Beach. 


change in styles. 
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Some of the statements made by speakers 
on style tendencies in men’s, women’s and 
children’s shoes follow: 

Men’s—Buy few lasts, but be sure they 
are perfect fitters. Play the style game in 
young men’s footwear. 

Women’s—Stick to a definite style policy. 
Make the public determine when a style is 
“dead” and do not rely on superficial re- 
ports. There is no such thing as bad style 
or material. There has been no radical 


Children’s—Keeping up on sizes is the 
secret of selling children’s shoes. 








Samples of the traveling salesmen were inspected 
Tuesday morning prior to the opening of the ad- 

dresses. Harvey Granger was the first speaker, dwell- 

ing on the important part the building of good roads 

plays in the development of business. He said he looked 

for the elimination of the country shoe store because 

of the growth of better stores along highways. 

Arthur D. Anderson, editor of the BooT AND SHOE 
RECORDER, spoke on “Desire Under the Dollar Sign,” 
and touched on methods to be followed for the South 
to a make a profit in industrial and agricultural lines. 
He complimented the southern exposition in New York 
City, which owed its existence to the efforts of “The 
Atlantic Coast Merchant” on merchandising. He 
pointed out ways to figure shoes not on fixed markup, 
but according to what they will bring on a style basis. 

Francis X. Wholley of the Barnet Leather Co. was 
the next speaker and said in part: “I want to express 
to you a tanner’s need for more co-operation and as- 
sistance in these times of unusual merchandising. We 
are dependent on the manufacturer and the retailer 
for advance information on style and color changes, 
etc. We are dependent on them too for demand and we 
feel the shoe retailer owes the shoe manufacturer and 
the tanner a duty. We must anticipate more if he 
expects price stabilization.” 

Turner Jones of Valdosta, Ga., led the open forum, 
illustrating how he did a successful business in a small 
town. His methods in detail of circularization to 
teachers, college students and public will appear in an 
early issue of the RECORDER. 

Louis Funkenstein of Athens, Ga., claiming to come 
from the peppiest town in the South, told of how he 
did business of $135,000 in a town of 16,000 inhabi- 
tants by making his store as attractive as any big city 
store. 

Louis Vickers of Douglas, Ga., stressed the need of 
new ideas. His Huckleberry-size shop did a business 
can be a big factor in making a successful advance 
of $120,000 in a town of 4,000 people by listening to 
ideas of traveling men. “The greatest inspiration of 
the small merchant, all I know, is that if I buy some- 
thing for $1 and sell it for $2, I’m not losing money,” 
is the way he characterized his methods. 

Charles Scruggs, Matt A. Condon, Junios Sycle, J. A. 
Allen, J. O. Steele and Arthur D. Anderson spoke on 
“The Bell Ringer; And How to Combat His Methods.” 

“Resolutions made were 
on enlarging the scope of 
the association, changing 
date of convention to the 
week following Easter, on 
Mose M. Smith for his hos- 
pitality, on the style show 
and its able management un- 
der Arthur Sternshine, on 
the traveling salesman as co- 
operator. 

The election of officers 
and reports on Tuesday and 
Wednesday’s sessions will 
be reported in full in the 
issue of June 20. 
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than half sold. Having 

bought one lot right then 
even more care should be taken 
to buy right those other lots that 
link up with the first lot so that 
the store will have a high per- 
centage of fast sellers. 

There are many stores that em- 
ploy buyers who do nothing but 
buy; others employ buyer-mana- 
gers who buy for and manage their 
departments, then there is the pro- 


than well bought are more 
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This is the sixth installment of 
“The Birth of a Retail Shoe Store.” 
The foundation and operation of a 
retail shoe store is being taken up, 
step by step, and this series will 
probably cover something like 
twenty important subjects. 

These articles are like a “text 
book” for the novice and may serve 
as a “desk book” for the veteran. 
If every “RECORDER” reader can get 
one good idea from this series we 
will feel it has proven a service to 
our readers. 


NEXT WEEK 
Window Trimming 


there would be only two or 
three sufficiently interested 
to spend nights and Sundays 
in sample rooms and those 
two or three are the ones [ 
would want. 

“The Birth of a Retail Store” 
series is trying to follow as closely 
as possible the problems of the 
average sized store. Take for ex- 
ample a store that is doing a re- 
tail volume of $150,000, then let 
us say the mark-up is 33 1/3 per 








prietor-buyer-manager who owns, 

buys and manages. In most cases these men depend 
solely on their own solitary judgment in the styles they 
select. Sometimes the salesmen’s suggestions are ac- 
cepted, but how many of the buyers of today take with 
them into the sample rooms the retail salesman, the 
one who has to sell the shoes the buyer bought? The 
writer knows of a proprietor-manager who never buys 
a shoe without having with him for consultation one or 
more of the “boys” from the floor. The average buyer 
spends little if any time on the fitting stool and gen- 
erally makes his purchases from his knowledge of what 
he feels the customer will buy, but the man on the fit- 
ting stool has a constant contact with the customer and 
can be a big factor in making a successful prediction. 


Don’t Buy Just Because That’s Your Job 


Many stores are carrying thousands of dollars worth 
of merchandise that seems to be on the shelves becAause 
some one fas bought, just to be buying. The writer has 
sold shoes from stocks where it would have been his 
greatest pleasure to see the buyer have to sell the shoes 
he bought. In one case 7 was the largest size in ladies’ 
when the town was full of size 8 feet, and 10 the 
largest size in men’s when records of sales showed 
that 169 pairs of size 11 had been sold and 54 pairs of 
size 12 in the preceding three months’ time, and this 
number of sales of 11’s and 12’s were made from an 
insufficient stock of large sizes. There were corre- 
sponding deficiencies in styles and colors. The shoes 
the customer wanted were always sold out and the 
shoes they did not want decorated the shelves. 


If I had fifty salespeople I would invite 
them all to the sample room. Out of the fifty 


cent, which is $50,000, leaving the 
amount of sales for the year at cost, $100,000. The 
store wishes a four-time turnover which means the 
semi-annual inventory should not exceed $25,000. If 
the July 1 inventory shows a stock on hand of $20,000 
it means the buyer can, in the next six months, pur- 
chase $55,000 worth of merchandise because the 
$20,000 on hand, plus the $55,000 purchased, will total 
$75,000, and during the six months’ period it is antici- 
pated that $50,000 worth of merchandise will move 
out which will leave the desired inventory of $25,000. 


How Much To Buy in Advance 


Of the $55,000, 60 per cent should be purchased well 
in advance of the season, leaving the remaining 40 per 
cent for purchasing of additional sizes, stock shoes 
and new styles. This does not mean the 60 per cent 
should be “just a bunch of shoes.” 


Have a Reason for Every Shoe You Buy 


If you cannot make selections with good reason for 
every style then it is better that you should confine 
yourself to 50 per cent or even 40 per cent advance 
buying. It is better to leave more room for the pur- 
chase of timely shoes later, or have an inventory of 
$18,000, consisting of live shoes rather than have the 
desired $25,000 inventory of practically dead shoes. 

In buying, exercise great care to select as few lines 
as possible. There are various reasons for this. In the 
first place the buying of shoes from too many sources 
creates too many short lines and the stock soon con- 
sists of odds and ends. A merchant who buys a few 
shoes from every line that is offered or from too many 
lines that are offered does not buy enough of that 
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CHART NO. 1—Each mark in the size square indicates one pair of that size sold and the entries are made 
daily. The extreme right-hand column shows total pairs of each width sold, and the lower row of figures shows 


total pairs sold of each size. Similar records can be kept for “B” and “C” grade men’s shoes and others for 























types of ladies’ shoes, also children’s. 
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CHART NO. 2—Here are size sales on “A” grade men’s shoes for six months. July figures occupy position 
No. 1, which are the first figures on top line in each size box. The encircled numbers represent the total pairs of 
each size sold in the six months’ period. Extreme right column shows total sales according to widths and in 
lower “total” box the upper figures show total sales in sizes while the lower figures show sizes on hand in the 
following mid-season (March 1), plus shoes purchased and undelivered. Notice that sizes 5% to 8% are 
overbought. Then notice insufficient purchasing of sizes 9 to 12. This buyer got busy on large sizes and held 
himself down on sizes under 9. 
The operator of this system had other charts going into further detail. He gro } 

and tans, kid and calf leathers, square toes, straight lasts, ot toes, etc. Sn en ee 
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particular line so that the traveling salesmen can tie 
up with him in the right kind of a way. A salesman 
cannot afford to make your town and sell a handful of 
shoes to you alone, consequently he has to call on your 
competitors and it is always a question of whom he 
calls on first as to who gets the best pickings. 


How To Control Sizes 


Sizes are a big factor in advance purchasing and 

if a chart of sizes and widths sold is kept each month 
for a period of six months, a buyer can hardly keep 
from having a well balanced stock at all times. Hav- 
ing in his possession information on sizes sold, he can 
keep a perpetual in- 
ventory of sizes on 
hand and on order. 
Using as a basis the 
composite of sizes 
taken at inventory, 
to which he adds his 
purchases, he can 
watch in his buying 
at all times what 
sizes sold best in the 
previous six months. 
If he sold 200 pairs 
of size 10C in the 
previous six months 
it is reasonable for 
him to let his old in- 
ventory and subse- 
quent buying chart 
show a few pairs in 
excess because some 
10 C’s must be left 
in the $25,000 stock 
he plans to inven- 
tory at the end of 
the season. 


What the Charts 
Show 


Chart No. 1 is an 
exact reproduction 
of size sales as taken 
monthly by a men’s 
shoe store which is 
being used because 
it is simple to ex- 
plain the summary, 
which is chart No. 2 
and will prove very 
interesting as it car- 
ries six months’ fig- 
ures and the figures 
of each month have fj, a 13 
a special position in [ieee ‘ae 
the size column. 
With this informa- 
tion before a buyer 
he cannot buy too 
many or too few of 
any size, particularly 


CHART NO. 8—This shows sales results on each last, the pro- 
portion of high and low shoes, the relative standing of last sales 
that showed any volume, with the four leading lasts segregated 
in the second section of the chart with pairs and percentages 
shown. Next follows “Leather Information,” showing the pairs, 
high and low, of each leather and how they stood in sales. 
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the extremely small and extremely large sizes which 
are always the cause of much guesswork. This very 
chart revealed te the buyer in the following midsea- 
son, with the aid of the buying chart No. 3, that with 
the stock on hand and the sizes coming he had plenty 
of sizes under 9 but that his purchases were very 
short on 944’s and up. 


Few Selling Prices Usually Desirable 


The buyer of a new stock has an excellent oppor- 
tunity to lay his plans for as few selling prices as 
possible, while the buyer for an established store 
would find it more difficult to change his plans, al- 

though it can be 

done. Most stores 
have too many 
' prices, making it 

necessary to buy too 
many grades. When 
the buyer decides 
that blond satin is 
going to be good he 
may have to buy one 
to sell at $7, $8.50, 
$10, $12 and $15. 
Five grades— and 
when blond satins go 
dead, he has five lots 
‘to get out from un- 
der. This also means 
that he could make 
five mistakes in buy- 
ing, whereas a store 
confining themselves 
to two selling prices, 
$7.50 and $10, or $10 
and $12.50 for in- 
stance, would have 
just two-fifths the 
trouble with odds 
and ends, bad style 
selections, broken 
sizes, etc. 

The buyer operat- 
ing in a _ definite 
price field is better 
able to anticipate 
the needs of his 
trade and he can 
proceed with more 
certainty, but the 
day of wild guessing 
and large dead stocks 
is gone, and those 
who continue to 
guess wild and carry 
heavy dead _ stocks 
will not live long. 

The ideal in style 
buying is to elimi- 
nate guessing, bas- 
ing judgment on 
study of tendencies, 
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The Shepard Co.’s shoe department, in Boston, inaugurated a sales stimulating “stunt” two weeks ago—a 
white kid shoe display. A large window, containing white kidskins, white kid shoes in a wide variety of 
patterns, a “tea garden” interior trim, and a series of good newspaper advertisements, resulted in big trade 
during the cold, rainy days of May, “swelled” the “lean” days into “fat” days, and sent business forth with 
a “boom” right into the sizzling days of the first week in June. The buyer of the shoe department predicts that 
white shoe selling will keep up all summer, in goodly proportions. The average price during the white kid shoe 
display was $10. White kid shoes sold to about 40 per cent of the total. The white kid shoe display also stimu- 
lated the sale of colored shoes, and between them both, the total business for the Shepard Co.’s shoe department 
has shown a substantial increase. ; 

The window trim and the interior trim pleasingly suggested various colors to be worn with white shoes, 
through a young woman window model, wearing a sports costume of green and white, through a millinery 
trim in an opposite window, emphasizing the new shade of jonquil yellow in hats, beside a few pairs of white kid 
shoes, with gold kid inlays—and through the reds, the blues, the greens and the golds of the tea garden trim. 


























Headlining a Feature in Today’s 
Advertising 
(Continued from page 87) 

“Distinction and wear for people who care.”—Jelleff, 
Washington, D. C. 

“Teeth, eyes, skin, hair, nails and—women are now 
recognizing a ‘sixth’ personal responsibility.” —Alez- 
ander’s, Wheeling, W. Va. 

“Just received from New York—a shoe of rare 
beauty.”—C. H. Baker, Los Angeles, Cal. 

“Many of the charming styles you see on the streets 
of Philadelphia come from the Boston.”—Boston Sam- 
ple Shoe Shop, Philadelphia, Pa. 

“Make Your Feet feel like New.”—Shoe Mart, St. 
Louis, Mo. 

“Style Leadership—Unusual Quality—Remarkable 
Value.”—Laird, Pittsburgh, Pa. 

“Here’s style as romantic as the first call of spring.” 
—Walk-Over Shoe Store, Baltimore, Md. 

“It’s Satins for the smartly shod.”—-Robinson Shoe 
Co., Kansas City, Mo. 

“The truth of the matter is, Colored Kids are higher 
grade because the materials cost more.”—Peacock 
Shop, Kansas City, Mo. 


“Spring slippers that herald the season.”—Byck’s, 
Louisville, Ky. 

“Don’t cheat your feet.”—Thayer McNeil Co., Bos- 
ton, Mass. 

“Selling you for life—not only—this spring.”—The 
Utica, Des Moines, Ia. 

“Baby’s shoes must be pretty, of course.”—Dalsi- 
mer, Philadelphia, Pa. 

“Timely shoe styles—illustration is our ‘Deau- 
ville,’ an exclusive Josephson creation that the best 
dressed women are wearing.”—Josephson, Trenton, 
N. J. 

“. . . .With buckles, the new note in advanced foot- 
dress.” —Winkelman, Philadelphia, Pa. 

“Booterie quality is in the feel and fit of all our 
shoes and you realize instantly they are the product of 
the best..shoe craftsmen.”~—-The Booterie, Oklahoma 
City, Okla. 

“Fit the Narrow Heel.”—Niederman, Philadelphia, 
Pa. 

“We aim to provide shoes that are not only good- 
looking but comfortable.”—Fyfe’s, Detroit, Mich. 

“What you seek in a shoe is—smartness of style, 
smoothness of fit and undeniable quality—all are 
here.”—The Henry H. Tuttle Co., Boston, Mass. 
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The man’s pattern above is picked as a volume- 
seller for fall by one of the leading manufacturing 
companies of men’s shoes. It is made of a light 
brown boarded calf. Perforations and pinking are 
not extreme, but are generously applied. A very 
round-toed last was used and the edges are 
trimmed closely. It is a well-styled oxford and 
promises to be a good selling number. 


(Manufacturer’s name on request.) 





He Saw That Novelties Were Coming 
Way Back in 1905 


(Continued from page 41) 


fit in with the rest of the costume. Lately we have had 
too much novelty, and the well dressed woman is turn- 
ing to more conservative patterns, but they must have 
real style in them just the same. It was the overdoing 
of cut-out and novelty straps that turned the women 
toward plain pumps some time ago. I noticed that 
women who were beginning to be dissatisfied with 
the type of shoes we were showing were getting down 
to opera pumps and buckles. Accordingly I called in 
a manufacturer and had him dig out an old pump last 
that I had designed years ago and I gave him a big 
order for pumps to be made over that last. They have 
been among my best sellers this year and are still 
selling well. This proves that there is really nothing 
new in style. 

“Out of town retail merchants often ask me how 
I play the style game. The methods I use, I tell them, 
cannot be adapted to every store. There is no use try- 
ing to force a particular style on your customers if 
they will not have it. Not long ago a merchant from 
the Middle West came in here and asked me what I 
was selling. When I told him that pumps were good 
with us, he remarked that his customers were buy- 
ing straps. I said, ‘Why switch then? As long as they 
want straps, give them straps.’ 

“My own method is to try out new styles cautiously, 
and if they catch on then to plunge on them. It doesn’t 
pay to have too many styles at once, and as the busi- 
ness is running now we find that introducing one new 
style at stated intervals is the best method of keeping 
up the public’s interest.” 

Mr. Kohn is a strong trade organization man. He 
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was in at the birth of the National Shoe Retailers’ 
Association, and with John Slater organized the Retai] 
Shoe Dealers’ Association of New York, in 1917, when 
the trade was menaced by misguided attempts at gov- 
ernment regulation. He was the first treasurer of the 
city organization. 





This Store Does an $800,000 Business 
in a Town of 1,000 People 
(Continued from page 43) 
printed wrapping paper, calendars, letters, folders, 
etc. We always like to furnish the manufacturer with 
mailing lists which they circularize direct, over our 

name or on our stationery. 

One manufacturer furnishes us with a small circu- 
lar showing their shoes in colors. These we send out 
through the mails and find them very valuable. Nor 
is window trimming neglected and I feel that ours, 
trimmed by a Chicago Art School student, Russell 
Huffman, are as good as many seen in the high class 
retail shopping districts of the larger cities.” 

The Garver shoe department is about 40 by 120 feet, 
and is on the second floor of the building. Boxes are 
arranged neatly on the shelves. Open displays of shoes 
are made on tables and in show cases in the depart- 
ment. The department is divided into sections. The 
extreme east end is devoted to women’s, misses’, chil- 
dren’s and infants’ footwear. The section for men and 
boys is one—off by itself. 





James D. Arnold Dead 


James D. Arnold, treasurer of the M. N. Arnold 
Shoe Company, of North Abington, Mass., passed away 
Sunday, June 7, at Lake Placid, N. Y., where he had 
gone for a rest. 

James Dwight Arnold was born in 1873, the first 
son of Mr. and Mrs. Moses N. Arnold. He was fifty-two 
years of age, a graduate of Phillips Exeter Academy, 
1890; and Harvard University, where he was graduated 
with highest honors in 1894. Although a member of a 
well-known family of shoe manufacturers, he chose 
law as his profession, entered Harvard Law School 
and was graduated in 1897. 

After practicing law in New York City for about ten 
years, at the earnest solicitation of his brother, 
W. Percy Arnold, president of the M. N. Arnold Shoe 
Company, he gave up law and became a member of the 
firm, serving as assistant treasurer. Upon the death of 
the founder of the company, Moses N. Arnold, he be- 
came treasurer, occupying that important position un- 
til his death. 

He was a member of the Harvard Club of New York, 
the Harvard Club of Boston, the Wollaston Golf Club, 
Cohasset Golf Club, and the Lake Placid Club. He is 
survived by his mother, Mrs. Moses N. Arnold; a 
brother, W. Percy Arnold, president and general man- 
ager of the M. N. Arnold Shoe Company; and three 
sisters, Mrs. Albert Annett of East Jaffrey, N. H.; 
Mrs. Cecil B. Annett of Moorestown, N. J., and Miss 
Abbie Arnold. 
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KEWPIE TWINS: 


REG. U.S. PAT, OFF 


Beautiful Shoes % Children 




















} EWPIES are such famous folks 
They play all kinds of funny jokes; 
Some play soldier — some fly kites— 
They're active for such little mites. 


But you can‘t play if toes are sore, 
Even for an hour or more: 
So just to keep them on their pins 
Children like to wear “KEWPIE TWINS”. 


All Shoes Carried In Stock 


“The Quality is Higher than the Price” 














=— 








REG. U. S. PAT. OFF. 





CRADLE STEPPERS 
Genuine Goodyear Stitched 


{ Kenna Tes 





Exclusive designs protected by Patent applied for 






L314—Patent Soft Box Blucher with 
Pansy Overlay; out of Apricot 


Cabretta. 

LL Sa $1.80 

DE di caccinatic casas $2.25 
In Stock. 


R319—White Elk, Soft Box Blucher, 


with Bird Underlay; out of 

Blue Cabretta. 

WED. bd Gud nénvenésancctcond $1.80 

GE dnivsacossenscivess $2.25 
In Stock. 


All Designs on Shoes are on outside quarter only 





Juvenile Shoe Corporation, Carthage, Mo. 











KEWPIE [WINS 


REG. VU. S. PAT. OFF. 


CRADLE STEPPERS 
Genuine Goodyear Stitched 











Exclusive designs protected by Patent applied for 











3713—Dark Smoke Elk, Soft 
Box Blucher, with Cat 
and Ball Underlay; out! 
of Tan Calf. 


In Stock. Hili—Tan Calf, Soft Box 


Blucher, with 3 Bears 
Overlay; out of Smoke 


R813—White Elk. Soft Box 
Blucher with Cat and 
Ball Underlay; out of 
All Designs on Shoes Patent. 
are on outside ine stccecoccooes $1.80 
quarter only In Stock. 
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REG. U. S. PAT. OFF. 














Genuine Goodyear Stitched 


1515—Patent, Plain Toe, Soft Box 
Blucher. 
2-6-D 
6%4-8-CD 
G41S—Same in Tan Calf. 
2015—Same in Smoke Elk. 


9415—Same in White Kid. 
2-6-D, $2.00; 644-8-CD, $2.35. 


G418—Tan Calf, Plain Toe, 
Soft Box Blucher Oxford. 


1518—Same in Patent. 


1341—Brown Kid, 

Whole Quarter 

Lace. 

‘< . $1.60 
6%4-8-E .. ad . $2.00 
84-11% is . $2.60 
12-2-D < 

1241—Same in Black Kid. 
2-6-E, $1.80; 8%-11%-D, $2.60. 
6%-8-D, $2.25; 12-2-D, $3.00. 


L365—Patent Soft Box Blucher, Smok 

with Apricot Cabretta Overlay ~ Ey, with . e Calf 

2-6-E Trim. 

6%-8-D H165—Same in Tan “ 


: Pe 6%-8-D $2 
$0 «(Calf with Smoke All Shoes Carried In Stock nae. oeeae 
12-2-CD Calf Trim. 
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REG. VU. S. PAT. OFF. 


Goodyear Welts for 
Young Juveniles 











37893—Dark Smoke Elk, Tan Calf 
Trimmed, Shield Tip, Blucher. 
5-8-CD $2.60 
8%4-11%-BCD 





R7427—Tan =. A emneens Whole 


05896—Patent, Plain 

Toe, Blucher, Cham- 

es Sheep Under- 

jay. 

5-8-CD 

8%-11%-BCD .. 

41896—Same in Tan Calf with Pat- 
ent Underlay. 


G3897 — Dark Smoke 
Elk, Shield Tip, Blu- 
c 


5-8-CD 
8%-11%- 8%4-11%-D 


R7897—Same in Tan Elk. All Shoes Carried In Stock RiNSt—~Gome te 9-inch Top. 


] 
d 
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REG. U. S. PAT. OFF. 


Genuine Goodyear Stitched 














1531 — Patent 
Leather, Plain 
Toe, Soft Box Blu- 
cher. 

8%-11%-CD ..$2.60 
12-2-CD $ 


8440—Brown Calf, Quarter ; 
-s ; Calt, Soft Box 
cat a Blucher, with 


2-6-E $1.80 
8%-11%-CD ..$2.60 12-2-CD .. 
L365—Same in Patent, with Apricot 
Cabretta Trim. 
J365—Same in Smoke Elk Tan Calf 
rim, 


2860—Patent and 
G442—Tan Calf, Whole Quarter Lace. Tan Lace Bal. 
4-8 $2.25 — 6%4-8-D 
-60 8%-11%-C 


All Shoes Carried In Stock a me 
F660—Same in Log Cabin Elk and 


Dark Smoke Elk Lace Bal. 
L760—Same in Patent and Dark 
Smoke Elk Lace Bal. 
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G327—Dark Smoke Elk, Soft Box 

Blucher. 
OO (ae 
al aa 
PRED oc cscescscces 
EEE dudicéocenessceecedl 

R727—Same in Tan Elk. 


Sizes 2-6 made without perfora- 
tion either on vamp or quarter. 


G424—Tan Calf, Soft Box, Cap Toe 
Blucher; Hooks and Eyelets. 
8%-11%4-DE $2.60 
DEE eccvnctacassennad $3.00 


HS24—Same in Log Cabin Elk. 








| KEWPIE TWINS 


REG. U. S. PAT. OFF. 


Genuine Goodyear Stitched 





All Shoes Carried In Stock 





8446—Brown Calf, Cap Toe Blucher, 
Hooks and Eyelets. 
8%-11%-DE 
12-2-DE 
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Goodyear Welts 


14824—Tan Calf, Cap Toe, Lace Bal. 
$2.85 


F6895s—Log Cabin Elk and Dark 28894—Patent and Tan Calf Top, Cap 
Smoke Elk, Shield Tip Bal. Toe, Bal. 
J eae $3.35 - EE c.axvasdeccedosssd $3.45 
TE GMIED osciccocccses $4.00 All Shoes Carried In Stock eRe $4.15 
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Goodyear Welts and 
Stitchdowns 


F6834—Log Cabin Elk Vamp and Quar- 
ter, Dark Smoke Elk Cutout. Front 
Strap, Soft Box, Leather-Lined One- 
Strap Pump. 

Goodyear Welt—80 Last. 
5-8-D 
8%4-11%4-CD 
12-2-BCD . 


F835—Tan Calf, Brown 
Calf Trim, Plain Toe, 
Soft Box Blucher Ox- 
15834—Patent Cutout, Front Strap, ford. Genuine Goodyear 
Soft Box, Leather-Lined, One- Stitched. 
Strap Pump. ‘ 
Goodyear Welt—80 Last. 
5-8-D .. jesanenianesedseauee 
BM-1IG-CD oo. cece ee eee $288 
12-2-BCD . ees 


F735—Same as above in 
Patent, with Black Calf 
G27833 — Dark : Trim. 

Smoke Elk . ' 
Vamp and o- — . J035 — Same in Dark 
ter, Log Cabin Elk Shield Tip and 2 \ i Smoke Elk, Light 
Fancy Overlay, Lace Stay, Soft ~ i Smoke Calf Trim. 
Box, Blucher Oxford. : 
Goodyear Welt—80 Last. 


ee — Stee. nn a 1438—Tan Calf Imitation 
Goodyear "Stitched Perforated Tip and 
: Perforated Vamp, Blu- 
2-6-E -+ $1.80 JS23—Same_in Dark Smoke cher Oxford. Genuine Goodyear Stitched. 
Si4-11%4-CD .. $2.0 and Strap Sandal. Genuine Se-1IM-D, $2.60; 12-2-D, $0.00 
-11%4- «+ $2. a trap Sandal. Genuine . » 96.00; » $3.00. 
12-2-CD $3.00 Goodyesr’ Stitched. Shoes Carried In Stock 








fi a | 
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KEWPIE TWINS 


—and Common Sense 


1.— Kewpie Twins are made in the shoe center of the world, where 
all good shoe dealers come to buy. 


2.— They are distinctive for individuality in pattern and quality. 


3.— We do not peddle our shoes, but do work on an AGENCY basis 
with those who buy across the board. 


4.—Beginning May 1, our policy will be—Never to substitute styles, 
sizes or widths, unless a second choice is suggested or specified at 
the time order is received. 


5.— We maintain a complete in-stock service to help shoe merchants 
gain faster turn-over, therefore more profits. 


6.— Stock reports showing exact sizes and widths of each style in 
stock will be sent to Kewpie Twins agencies upon request on the 
first of each month. 


All styles Carried on floor 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE ~MISSOURI 
Also stocked at original factory prices by our Authorized Distributors 


FITHIAN-BARKER SHOE (o-~W H MILs SHOE Cb Inc-WILLIAMS-MARVIN SHOE Co 


Portland ~ ~ ~ Seattle Richmond ~Va San Prancisco ~ fos Angeles 
A.F. Cox & SON +> Portland »Me. 


RECORDER STUDIOS—Chicago 
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Retail Trade Averages Ahead of Last Year 






Shoe Travelers Generally Report Encouragingly —“‘The Value of Constant 


ANY travelers are now re- 
M turning to the factory— 

some to be off and away 
again, after a short stay, for a few 
more weeks of selling. The great 
majority of those traveling out 
from the Boston market will return 
to the Hub in time for the Boston 
Shoe Style Show the week of July 6. 
While there are some reports of not 
as much business as desired—there 
are many salesmen who speak most 
encouragingly both of present and 
future business prospects. To sum 
up, retail trade averaged for the 
entire United States, ahead of last 
year. From a survey of 523 retail 
stores scattered throughout the 
country, the volume for April was 
1.6 per cent larger than that of 
April, 1924. 

Shoe travelers covering New 
England report that retail stores 
are showing good business increases 
—that the warm weather has in- 
creased the sale of white shoes— 
that special trims of windows and 
interiors, and special efforts, have 
had the desired trade stimulation. 
The Southwest reports a very signi- 
ficant sales increase over last year. 
Kansas City stores showed a 7 per 
cent increase over 1924; St. Louis, 
7.4 per cent over 1924 and Dallas, 
9.9 over 1924. 


When a Salesman Fails 


Says C. A. Dickens in a recent 
Weekly Shoe Sales Bulletin, written 
by 100 shoe sales managers, “The 
one thing that a shoe salesman 
will never admit is that the other 
fellow got the order because he was 
‘on the job’ more often than himself. 





Contact with Prospect” 


“Just as a lot of national adver- 
tisers place greater faith in bril- 
liant copy or showy artwork than 
they do in continuity and persis- 
tency, so salesmen rarely learn that 
constant contact is the fundamental 
secret of permanent and repeated 
sales success. 

“No less a person than Douglas 
Fairbanks has lately been reported 
as holding a theory exactly op- 
posed to this system of evolving 








J. D. BAXTER 


Who represents the new wom- 
en’s line of the J. P. Smith 
Shoe Co. in Greater New York, 
New York State, New Jersey, 
part of Pennsylvania and New 
England (large cities only). 





business tactics. Fairbanks claims 
that a man cannot learn from ex- 
perience what he should do, but 
only what he should not do. He 
claims that no amount of success 
attending a certain line of effort 
provides sufficient assurance that 
the same effort, applied in a differ- 
ent place or at a different time, will 
duplicate the success. Failure, he 
asserts, is man’s only infallible 
guide. 

“Like most theories, there is much 
to be said on both sides of this 
question; but in relation to our 
present subject it is worth notic- 
ing that salesmen have few, if any, 
opportunities to learn anything 
from their failures, for the simple 
reason that when the failure occurs 
they are not there. 

“A salesman cannot be said to 
have failed until somebody else sells 
the prospect a product similar to the 
one he has vainly offered. That 
rarely occurs in the first salesman’s 
presence. Some time later he goes 
back and finds that someone else 
has taken the order. He realizes 
then that he has failed, but as a 
rule he cannot learn anything from 
his failure, because he wasn’t there 
when it happened. 

“And untilasalesman realizes that 
in many cases his failures are due 
to the simple fact that he wasn’t 
there at a certain day and hour, 
when the time and the place and 
the urgency of need produced an 
atmosphere in which sales combus- 
tion was bound to take place, he 
will not appreciate the tremendous 
value of constant contact with his 
prospects.” 
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C.H.ALDEN Ca 


#5. 


HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it ig distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho? this is not an im-stock 


proposition. 





C. H. ALDEN CO. 


BOSTON OFFICE 


FACTORY 
10 HIGH ST. 


ABINGTON, MASS. 
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Baxter Sells J. P. Smith’s 
Women’s Line 


J. D. Baxter, who for many years 
represented the old firm of Louns- 
bury-Mathewson Co. in New Eng- 
land and parts of New York, has 
joined the salesforce of the J. P. 
Smith Shoe Co. He will help develop 
a new feature for the concern in 
the shape of a women’s conserva- 
tive line of shoes, similar to that 
made by the former Lounsbury- 
Mathewson Co. 

Mr. Baxter will have his office in 
“Up-Town” New York City. He will 
cover Greater New York, New York 
State, New Jersey, part of Pennsyl- 
vania and New England (large 
cities only). He has recently re- 
turned from Chicago, going over 
the new line with Walter Smith 
and Superintendent Fritz. Several 
of the new numbers will be carried 
in stock. Mr. Baxter writes that he 
has nothing to do with the men’s 
lines, nor the New York Office, on 
Duane street, which represents 
these men’s lines. 

The Lounsbury-Mathewson Co’s. 
reputation on black kid shoes was 
a splendid one—it is this reputa- 
tion that the J. P. Smith Shoe Co.’s 
folks will uphold, and Mr. Baxter 
writes that he is delighted to have 
such fine people and such a fine fac- 
tory as that of J. P. Smith behind 
him in this product. 

Mr. Baxter is Chairman of the 
Hotel Committee of the N. S. T. A. 
He is a high-grade man and has 
rendered good service to the boys 
as Chairman of this committee. His 
many friends are already congratu- 
lating him on having made such a 
happy connection. 


Frank Morrow on Trip 


Frank Morrow, of the J. I. Melan- 
son & Bro., Lynn, Mass., left Bos- 
ton recently on a southern trip. Mr. 
Morrow has with him some “snappy 
numbers” for the six-year-old for 
fall, in sport elk with brass eye- 
lets. He believes that Scotch grains 
and boarded types of leather will 
be good sellers to the little folks for 
fall. 


Melanson in New York 
Office 


Joseph I. Melanson, Jr., of J. I. 
Melanson & Bro., has assumed 
charge of the New York office of 
this house, with office headquar- 
ters at the Marbridge Building. 
This concern has given up its Bos- 
ton office at 183 Essex street. 


H. R. ESTES 
Who represents the Irving 
Drew Shoe Co. of Portsmouth, 
Ohio, with office and sample 
room at 501 Security Bldg., 
Chicago. 





H. R. Estes represents the Irving 
Drew Shoe Co., of Portsmouth, 
Ohio, in Chicago, with an office and 
sample room at 501 Security Build- 
ing, Chicago. 

Mr. Estes succeeds Frank Drufke, 
who was in charge of Chicago for 
the Irving Drew Shoe Company 
during the past twelve years. 

Mr. Estes has a wide acquain- 
tance among Chicago shoe mer- 
chants, as a result of his connection 
during the last six years with 
manufacturers of children’s shoes. 

He is among the younger element 
of shoe salesmen who are covering 
the Chicago territory, and we be- 
speak for his enthusiastic per- 
sonality and the splendid line of 
women’s shoes he represents the 
success due both. 


Scholl on Trip , 

George F. Scholl, ecretary- 
Treasurer of The Ohio Shoe Trav- 
elers’ Association, who travels for 
the Brockton Co-operative Shoe 
Co., left Columbus recently for his 
territory. He will cover Illinois, 
Missouri and Kansas. He will re- 
turn to Columbus about July 1. 
Mr. Scholl writes that the warm 
weather of the third week in May 
helped business greatly, that the 
retail shoe merchants are all busy. 


Ray Brady Moves Office 

Ray Brady, who represents the 
Triangle Shoe Co., recently moved 
his Boston sales office from 141 Lin- 
coln street to 143 Lincoln street. 
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“Al” Minshall Reports 
Business Increase 


A. J. “Al” Minshall, who covers 
Massachusetts, Connecticut and 
Rhode Island for the Ault-William- 
son Shoe Co., with headquarters at 
210 United States Building, reports 
a very large increase in business 
from the first of March to April 15 
of this year, over last year. He is 
showing his trade many new num- 
bers in kid and patent leathers on 
comfort and conservative shoes, as 
well as some “smart” novelties. 
Patent leather, in straps and gores 
in a 14/8 heel are among his best 
sellers. 

“We are getting business by fol- 
lowing the trend of the times,” said 
Mr. Minshall, in a recent interview. 
“We still make staple shoes, but as 
the number of ‘old ladies’ is each 
year decreasing, we have built our 
good fitters with the required ‘kick’ 
for the ladies who always stay 
young, despite their advancing 
years. For instance, the elderly 
women now like straps and gores, 
where formerly, they would not 
think of wearing anything but 
boots and oxfords.” 


Wagner Reports Good 
Trade 


H. J. Wagner, who covers New 
England and New York State for 
the Marshall-Harris Shoe Co., and 
also the Nestletoe Slipper line, re- 
ports that business looks to him 
much better than for a long while. 
“The shoe trade since the first of 
May,” said Mr. Wagner, “has shown 
a very decided improvement in my 
lines—women’s novelty footwear, 
felt, satin and leather slippers. I 
have had a very decided increase 
this month over the past three 
months. I find that my customers 
are much more encouraged and that 
salesmen, in general, who are hard 
workers, are meeting with good re- 
sults.” 


Cwiak with Beals-Pratt 
Shoe Mfg. Co. 


Joseph T. Cwiak, who for four 
years has sold the Edmonds Shoe 
Company line of men’s dress shoes, 
in Chicago, has taken over the Cook 
County and Chicago territory for 
the newly re-organized Beals-Pratt 
Shoe Company of Milwaukee. Mr. 
Cwiak has sold shoes in Chicago for 
nine years and his many friends 
will be certain to welcome him in 
his new connection—and his fine 
line of B-P men’s shoes. 
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Ww A HS Ee: 
1000 NEW CUSTOMERS 


To demonstrate the superior wearing qualities of Ramsey’s “They 
Cannot Rip” Sandals, we offer as a special inducement the two numbers 
listed below. 


SPECIAL! FOR JUNE ONLY 


No. R-637 


No. R-637 


Do not confuse these Sandals with ordinary sandals sold at these 
prices. The uppers are cut from new light tan Spring Calf, with grain 
leather insoles and the long wearing Chrome retan outsoles. 


SEE OUR GUARANTEE BELOW 
PLUG OXFORD 


No. R-237 5 to 8 8% to 11 
75 


85 


SANDAL 


S%toll  l%te2 11% to 2 
0 9 95 


No. R-237 


The Ramsey Patent. 
Two rows of Good- 


year Stitching on 
Bottom of Outsole. 


A NEW PAIR FREE! 


We will give a new pair free 








O 


“OUR GUARANTEE” 


“We guarantee that the outsoles 
of these Shoes will not loosen up or 
rip from the insoles or upper, as 

These shoes are made by the 
Ramsey Patented Process, viz: 
TRIPLE stitched with WELT, which 
absolutely prevents the outsoles 
from loosening up or ripping away 
from the insoles or upper. 

Over Five Million Pairs made and 
not one pair or half pair returned 
with the outsole ripped or loosened 
up.” 








if the soles on our shoes 6 


rip, loosen up from _ the 
upper regardless of how 
long they’ve been worn. 


j PS. See the last paragraph of Our Guarantee. 
”» 


ONLY COMPLETED STITCHDOWN 


PLE wa? WELT 


THAT 
+} manearvte 
347 Rider Ave., Bronx, New York City 


“RESOLING” 


“These shoes when worn 
out can be RESOLED by any 
shoemaker or cobbler, any- 
where. 

“To resole simply cut off 
the worn outsole and sew on 
another. 

“The upper is held to the 
insole by a separate row of 
stitching and will not loosen 
up when the outsole is cut 


off. 

“No staples, tacks or other 
metals used in the making 
of these Shoes, nothing to 





be the cobbler needle.” 
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Harry Joy with C. P. Ford 
& Co. 


Harry Joy, recently with Joy, 
Clark & Nier, Inc., has joined the 
sales staff of C. P. Ford & Co., 
Rochester, N. Y., and will repre- 
sent this house in his old territory, 
covering the state of Pennsylvania. 
“Harry” is well known in this ter- 
ritory and has a host of friends 
who will be glad to see him with the 
new line. 

Since Paul Chevilat joined the 
designing staff of C. P. Ford, this 
house has made rapid advances in 
shoe styling, and Harry is iooking 
forward to his initial trip with the 
new line. 


McCarthy Reporting 
Receptions 


R. B. McCarthy, who represents 
the Brown Shoe Co., with Boston 
office at 183 Essex street, reports 
that “Buster Brown” receptions 
continue to “go over big” in his 
territory. “Buster and Tige” re- 
cently appeared at the I. H. Morse 
store at Worcester, Mass. Right 
after the big event here, the shoe 
department of the Libby Depart- 
ment Store at Portland, Me., was 
so enthusiastic over the results of 
the reception that the manager 
wanted “Buster and Tige” to re- 
main over for another day to meet 
the Governor. 

Still other successful receptions 
were “pulled off” at the New Idea 
Shoe Store at Manchester, N. H., 
and the (I. H. Morse) Twentieth 
Century Shoe Store of Lowell, 
where “Billy” Woods is general 
manager. Mr. McCarthy states that 
“the overflow from Keith’s Thea- 
tre, Lowell, where one of the recep- 
tions were held, extended for half 
a mile on each side of the theatre.” 


LeFavor Returns from Trip 


Harry W. LeFavor, who travels 
Iowa, Nebraska, South Dakota and 
Wyoming for the W. L. Douglas 
Co., recently returned to Brockton 


and Boston, after a fourteen 
weeks’ trip. Harry takes “long 
hikes.” He reports that prospects 
for next season look very good, that 


there is every indication of a bum-- 


per crop in Iowa; that the fruit and 
grain situation looks promising. 
Harry has traveled Iowa for about 
18 years and knows this territory 
thoroughly. He will be “right on 
the job” during the Boston Style 
Show of July 6, and will start off on 
another extended trip the last week 
in August. 


BooT 


STANLEY WASS 


Who covers the big trade in the 

big cities of the country for 

the E. L. Thomas Shoe Co. of 
Haverhill, Mass. 





Meeting on Boston Style 
Show 


N. S. T. A. Secretary T. A. De- 
lany reports that a delegation from 
the shoe travelers met with the 
other delegates from the allied 
trades on June 10, at the Boston 
Chamber of Commerce, when plans 
were outlined for hospitality and 
other co-operative features of the 
“Midsummer Official Shoe Style 
Show” of the National Shoe and 
Leather Exposition and Style Show, 
Inc. 





Frank B. Palmer, Abe Blumen- 
thal and Fred D. Gramlich, pro- 
prietor of the Zipp Shoe Co., 
snapped recently “During the 
Days of ’76 Celebration” at 
Deadwood, S. D. Note the 
beards and moustaches — the 
hirsute style of the past cen- 
tury. It took some time and 
patience to prepare for this 
“special facial trim.” Picture 
of store appears in later issue. 
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Evans at California Meet 


Charles W. Evans, vice-president 
of the N. S. T. A., was the official 
representative of that body at the 
California Retail Shoe Dealers’ con- 
vention at Santa Barbara. Mr. 
Evans travels for La Valle & Lo 
Presti of New York. 


William C. Hartford Is 
Dead 


William C. Hartford, who for 
many years represented the Nor- 
ridgewock Shoe Co., with Boston 
office at 189 Lincoln street, is dead. 
He passed away, after a short ill- 
ness, on May 26. He had for a num- 
ber of years lived at the United 
States Hotel. Here he was stricken 
with Bright’s disease, and after a 
few days’ illness was removed by 
his brother, Homer G. Hartford, to 
the Calais, Me., hospital, where he 
died. 

Mr. Hartford was 63 years of 
age. He was born at Alton, N. H. 
In the old days he was in the 
leather business, later taking up 
the shoe selling profession. He was 
one of the familiar figures in the 
shoe and leather district, a gentle- 
man of the old school, whom a wide 
circle of friends respected and ad- 
mired. 

Mr. Hartford was a member of 
the Masonic Order. He was twice 
a widower. He leaves no immediate 
family. The burial took place in the 
family lot at Alton, N. H. 


Lou Reams in ’76 
Celebration 


Lou Reams, chairman of the 
membership committee of the Iowa 
National Shoe Travelers’ Associa- 
tion, travels for the J. P. Smith 
Shoe Co. Among his customers is 
the “Zipp” Shoe Co., of Deadwood, 
S. D., who are always proving to 
Mr. Reams and the rest of the world 
that the name of their town should 
be “Live”-wood. Mr. Reams recently 
arrived at the “Zip” Shoe Co.’s store 
just as the folks were celebrating 
“During the Days of ’76.” At this 
time, the entire town and its in- 
habitants revert back to the cos- 
tumes, the manners, and the physi- 
cal appearance of the stores of ’76. 
Men grow beards and moustaches 
and other ’76 facial trims. 

Mr. Reams was invited to go 
through the initiation ceremony 
and is now a full-fledged member of 
the “During the Days of ’76” or- 
ganization. 
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The New 
Aniline 
Character 
Calf 


| Because 
of the 
| Excellence 
of its make up 
BARLYNN will become 
A nationally demanded | 





VY 6 Gar 





Leather. 


Barlynn 1—a Rich Golden 
with no reddish cast 


Barlynn 5—a Deeper Tan 


Barnet Lynn Leathers 


J. S. BARNET & SONS, Inc. | 
LYNN, MASS. (in E 
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THE QUALITY SHOE “eet Ma MARKET OF AMERICA 
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Consider this fact: 


Seldom if ever do you find a 


well known, successful shoe 
merchant who does not handle 
one or more lines of Cincinnati 
shoes season after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTENHOFER 
HOFER SHOE CO. SONS CO. 


THE THE KRIPPENDORF-DITT- 
MANN , 
JULIAN & KOKENGE CO. . _ 


THE HOLTERS CO. 


THE THE 
CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. VOLLMAN, LAWRENCE CO 
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FACE FACTS 


- HAS THE SEASON 
ABOUT TO CLOSE 
PROVEN YOUR SELEC- 
TION IN LINES TO 
BE FAST-MOVING, 
IMONEY-MAKING 
MERCHANDISE? 

















Modern Competition 


Demands a line of proven merit — Quick 
turnover, correct margin of profit, shoes 
of quality, patterns that fit. And behind 
this an organization capable of style- 
creation, steady production on a fast 
working schedule with prices appealing 
to the masses. Fulfilling these require- 
ments is our obligation to the industry. 


THE VOLLMAN LAWRENCE CO. 


CINCINNATI 


= _—- 
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A. H. GEUTING WRITES: 
“There has never been a time in 
my career as shoe merchant that 
we have not had Cincinnati shoes 
on our shelves, a positive proof 
that they have always made good 
with us.” 





You will find Cincinnati shoes moving from 
the shelves to the feet of satisfied customers 
in thousands of successful shoe stores. 


Thus it is not unusual for a merchant like 
Mr. Geuting to say that there never has 
been a time in his career that he has not 
carried Cincinnati shoes. 


If you are a merchant desiring to build a 
sound and stable business, buy one or more 
lines of Cincinnati shoes. They are consistent 
trade builders. 


From time to time we will present in these pages the interesting experiences 
of prominent merchants who have built successfully over a term of years with 
Cincinnati shoes. 


Mr. Merchant: 

If your experience with Cincinnati 
shoes has been interesti write us. 
Address Cincinnati Market Head- 
peg 304 Provident Bank Bldg., 
th and Vine Sts., Cincinnati, Ohio. 
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No. 56—The Janet 

All-patent four-strap PROTEX 
ARCH, rubber toplift, sizes as 
below $4.60 net 30 days 


Sizes: (9% and 10, 50c extra) 


AAA,5 to9 B,3 told 

AA, 4% to 10 C, 2% to 10 

A, 4 told D,3 told 
E, 4to9 


Making PRICE 


No. 54—The Martha 

All-black kid four-strap PRO-, 

TEX ARCH, 13/8 leather heel 

rubber toplift, sizes as below. 
$4.60 net 30 days 

Sizes: (9% and 10, 50c extra) 


AAA,5 to9 B, 3 to 10 


AA, 4% t0o9 C, 3 to 10 
A, 4 wo 10 D, 3 to id 
E,4to9 


the “Lucky Seventh’’ 


You know how the crowd ‘“‘stretches” when the home team comes to bat 
in the ‘lucky s:venth?” And the grand and glorious feeling when the home 
team makes it a big inning? 

Price will be your “lucky seventh” when you handle these Holters Style 
McKeys. They'll attract interest by their correct styling and by their trim 
tailoring. Then you name the price—and bingo! The sale is made. For 
these shoes retail at $7.00—and at this figure they're irresistible. 

The shoes shown are “In Stock” —ready for immediate delivery. 


The Holters Company 
Branch of The United States Shoe Company 
Sixth and Sycamore Sts. Cincinnati, Ohio 
Minneapolis Office 


Chicago Office 
210 ty Building 723 Boston Block 


he 
ee 5 ren - 
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RIGID HERE 
FLEXIBLE HERE 























“Flexible where you want it... 
Rigid where you need it”’ 


That's the “‘Flexridge’"—a new shoe with a new idea. It has a sup- 
port under the arch—but this support, while long enough to hold 
the arch itself in place, is short enough to give the rest of the foot 
full flexibility. Instead of choosing between the flexible and the 
rigid, your patrons can now have the advantages of both in the 
same attractive footwear. 

Correctly fashioned, too—notice the “Exmoor.”’ This three-strap 
and cut-out model, with its trim lines and careful tailoring, will be 
chosen for its appeal to the eye as well as to the foot. It is featured 
in the tan calf so popular this season. 

Remember—The Flexridge Shoe is new, patented, exclusive. It 
enables you to give your patrons features that they cannot secure 
elsewhere. No other shoe can compete with the ‘Flexridge,”’ for 
no other shoe can be built the “Flexridge’’ way. 


You can profit by introducing The Flexridge Shoe to your town. 
Write us today for complete information. A “Plexridge” three-strap 


with cut-out in tan calf. 
The Val Duttenhofer Sons’ Co. 
Branch of the United States Shoe Company 
Sixth and Sycamore Streets, CINCINNATI, OHIO 


P. S. Many models of The Flexridge Shoe are ° 
carried In Stock — ready for immediate delivery. 


THE FLEXRIDGE sHog 


Flexible where you want it 
... Rigid where you need it 
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STYLES THAT SELL 


The Monogram—A blonde kid hidden- 
gore Holters pump with tan trimming cnd 
a distinctive monogram treatment of the 
tongue-effect over the goring. The Mono- 
gram is an extremely quiet bit of footwear, 
‘ following the mode of the season's finer 
5277—The Smart. Patent one strap slipper shoes. The Holters Co., Cincinnati. 
with black trimmings and colored kid linings : 
13/8 covered Cuban heel. The Cahill Shoe 
Co., Cincinnati. 


The Olga—A Flexridge model in tan calf, 

with an effective three-strap and cut-out 

combination. A glance will show you why 

The Zaza—Patent leather strap slipper the Duttenhofer “‘Flexridge’’ has won such 

with tan silk fitting. The Krippendorf- immediate acceptance. Val Duttenhofer 
Dittmann Co., Cincinnati. Sons Co., Cincinnati 


The Penrod—Pump with tongue effect. 
Underlay in various colors at tongue, 
covered heel. The Julian &@ Kokenge Co., 


Cincinnati, O. 
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The"Peach-A gore pump with fringed bow — : 
fashioned in all standard leathers. The 2008-2009—Light tan calf button one-strap 


‘seo with chain cut-outs, medium round toe, 
Roth Shoe Mfg. Co., Cincinnati, 0. 16/8 spike heel. Vollman, Lawrence Co., 


Cincinnati. 





The “Merrilee’ novelty gimp stitched 
pattern just arrived in-stock in two materials ‘ 
—white Sea Island and black satin; three ‘ “Vera —Blonde kid trimmed in brown kid 
covered heel styles in each cloth; 15/8 Me Kay. Also in various leathers and com 
ish, 13/8 Cuban and 10/8 military. binations. Stanley Duttenhofer Shoe Co. 
he Charles Meis Shoe Company, Cineinniti Cincinnati. 
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No. 4469—Genuine White Kid. 15/8 Spanish 
covered heel, beautifully stitched vamp and 
quarter, flexible McKay. B, 4 to 8; C, 3 to 8. $3.75 No. Grade White Sea _ Island, 


3249—High 
15/8 Spanish covered heel, novelty gimp stitched 


8 
silk bow, flexible McKay. B, 4 to 8; C. 316 oe & 
No. 3248—Same, 13/8 Cuban. B. 4 to 8: C. 
Profit! , 
ro it: No. 3256—Fine White Duck. 13/8 Cuban 


PEE OO Biv csces $2.50 
covered heel, attractive gim> stitching as shown 
dae 62 60 cee se cee 





No. 4467—Genuine White Kid, 15/8 Spanish 
covered heel, tforations and fancy white 
rosette, flexible McKay. C, 3 to 8... $3.75 





No. 3240—Same, 10/8 Military. C, 2% to 8 $2.50 
McKay sewed. C, 3 to 8 


IN-STOCK 


Act quick to get these stunning 
all-white novelties! They’re as 
new as summer ’25—we have ’em. 





No. 3426—White Canvas, 13/8 Cuban white 
leather heel. white rubber top lift. fancy gimo 
stitched, white sole C.24 to8........... $150 
No. 3420—Same, 9/8 Military heel. C, 246 to 8 

1.50 
No. 3421—Same in Misses’, sizes 12 to 2. . $1.35 
No. 3422—Same in Children’s, 814 to 11. . $1.25 


No. 4177—Genuine White Kid, 13/8 Cuban 
covered heel, fancy cut-outs and stitching as 
shown, flexible McKay. C, 3 to 8......... . $3.35 
No. 4170—Same as No. 4177 in 10/8 Military 
covered heel. C, 3 to 8.. ee 


No. 3202—Child's 8'4 to 11, White Kid Turn, 
rubber wedge heel ee 
No. 3204—Child’s 5 to 8, White Kid Turn, 
al onan ko va bxec an ees ere 





No. 3232—Children’s White Duck. white leather 
heel, white rubber ay Fagg oy side strap of 
white Cab. with silk bow. white sole. 8% to |! 
1.45 

No. 3231—Same, Misses’, sizes 12 to 2.. . $1.60 
No. 323>—Same, Women’s, 8/8 heel. C, 2% to 8 
$1.85 


No. 4318—Genuine White Polar Cloth, 15/8 
full covered nish heel, concealed front grins 
ond Cage ot VIne Dae, Dien Daag Oe No. 3224—Child’s 4 to 8, {White Duck Turn, 
to 8; C. 3 to 8... +20. seserseeeeee ses ¥ Kid Strap, wedge heel................... $1.00 
No. 4317—Same as No. 4318 in 13/8 Cuban No. 3124—Child's 3 to 8, Waite Duck Turn 
overed heel. B, 4 to 8; C, 344 to 8... .. .. . $3.00 One Eyelet Tie ogre; iliac deat goad ae 


FOOT-LIGHT — our own You know that the demand for 


monthly publication, will keep 
you posted on current novelties 
In-Stock. The July issue will be 
mailed out in a few. days. Do 
you want a copy? 





new white novelties is great and 
growing greater. We are espe- 
cially anxious that our regular 
customers obtain adequate 
stocks and urge those who read 
this to decide on their season's 
requirements without delay 


MARKET OF AMERICA 
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A CHANGE of DIET 
Too many sweets are cloying, and novelties are the sweets 


of the shoe trade. Switch to a bread and butter diet of 
staple B-W Shoes. 


Roth’s B-W (Business Woman) Shoe gives real substance to the shoe 
menu—satisfies the style appetite and doesn’t leave you with a big 
portion of “‘dessert’’ on hand with nobody to partake of it. 


The B. W. sells and sells big the year ‘round, and looms big in the 
profits instead of on the shelf. In stock. 


B. W. OXFORD B. W. 4-STRAP 


Reg. U. S. Pat. Off. 


Turn Your Cash! Order 
Often and in Small Lots 





B. W. IN STOCK, READY TO SHIP, NET 30 DAYS 


ROTHS 





B. W. OXFORDS B. W. 4-STRAP 


B-W 


BUSINESS WOMAN 


No. S-408 
Black Kid 
...5. -10 


ae. a 
on a 


ccc ce cc BMH10 
SS 


«----4 -10 
...4 -10 


" No. S-406 


Black Kid 
(Arch Corrective) 


No. S-407 
Brown Kid 
(Afch Corrective) 


No. S-409 


Black Kid 
(Arch Corrective) 


No. S-410 


Patent 
(Arch Corrective) 
| ee 
GR 2s so 20 
See 
Se. nace oe 
Eccceseess 














SHOE 


$4.60 $5.20 














Peach Gore Pump 


lives up to its name in fascinating style and refreshing ' In 
lines—a member of the “400"° of shoedom. Standard 


$ 4 i 7 5 Leathers 


NOT IN STOCK 


Th ROTH SHOE 74a. 


“ CINCINNATI ¥ 
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This is one of @ series of 
advertisements dealing 
with the problems of the 
shoe merchant to-day. 
Commenis are welcome. 
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in the Sky 


| THE darkness of the night the comet 


flares — then disappears. 


Oft times style fads appear on the shoe hori- 
zon and comet-like seem very bright for a 
moment but also comet-like they are some- 
times merely flares — spontaneous, spectac- 
ular, evanescent. 





Jur 
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If these style flares were merely spectacular — there 
would be no occasion for this advertisement — but 
comet-like they are also destructive and often burn 
their way deeply into profits. 


The overnight craze of velvets, the side lace oxford, 
four-inch vamps and more recently rose-wood satins 
—these were all destructive flashes. 


And so we urge you, Mr. Merchant, to find out all 
about the J & K proposition—a line of very smart 
but genteel styles—with arch-fitting and arch-control 
features that give the women of your community 
real reasons to trade with you. 


Good styles but not style alone—a proposition stim- 
ulating to your business but stabilizing for your 
investment. 


Write us for appointment to suit your convenience. 


THE JULIAN @® KROKENGE CO. 


Makers of the famous ‘*} & K’’ Arch Fitting Shoes for Women 
E. Fourth Street, Cincinnati, Ohio 
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The style illustrated above is 
our Pablo, made in various 
combinations. 


“VERA” 

Blond Kid trimmed in Brown Kid. McKay 
over our 105 last. Made in all leathers and 
combinations. 


STANLEY 
DUTTENHOFER SHOES 


are... 


Mom TT | 


for your “SMART TRADE”’ 


You need a line that will satisfy the demands. of the 
women who make up your “Smart Trade.” 


These fashionable young ladies are extremely particular 
about such features as the pattern, the material, the fit, 
and last but not least, the quality. Stanley Duttenhofer 
styles are created especially for this type of business. 


Each pattern, material and last is personally selected by 
Stanley Duttenhofer himself, always bearing in mind the 
all-important idea of making shoes that are salable to the 
last pair. 


Our customers are therefore merchants who demand shoes 
with an established reputation for consistent salability. 


The Stanley Duttenhofer Shoe Co. 


Manufacturers of Fine Welts and McKays 
Cincinnati, Ohio 


tualable 10 the Last pair 





MARKET OF AMERICA 


When writing to advertisers please mention Boot anv Suor Recorper 








June 13, 1925 BOOT AND SHOE RECORDER 


A ek BIA TE 


Trade Builders 


Styleful footwear is important to the smart 
buyer. 


Smartness achieved by modified vamps and 
airy straps blended in Cahill’s Catchy Crea- 
tions and moderately priced, enables you to 5277—Smart 
i i Patent Leather with Black 
sell the last pair with a profit. Panes Le hod 


Linings, . 13/8 Cuban Covered 
Heel 


THE CAHILL SHOE CO. 


CINCINNATI 
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DEPENDABLE 
Styles 


A STEP OR TWO* AHEAD 


A dependable style is one of real 
utility as well as one of good taste. 
The dependability of KD styles is 
being recognized by the steadily in- 
creasing volume of business we are 
doing on style footwear. 
; Each number is built with careful 
consideration of its adaptability to 


THE “ZAZA” the mode of the day. 


Patent leather with tan silk 


tune The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 


; : , Style Quality Service 


“THE MYRTLE” Archopedic *““ THE SPANITA ” 
Patent Leather, three-strap. Autumn Blonde Satin. Very 


MARKET OF AMERICA 
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The shoeman who is aware that fashion now 
depends almost wholly on color, cannot go 
wrong if he uses New Castle colors. 











UT-OUT powers Boring been disregarded in favor of 
plainer effects, style individuality now depends largely 
upon the leather colors used. 







If you use New Castle colors you will be sure of two things: 






1.—That the colors are authentic, 






2.—That they are not to be imitated in less expensive 
skins. 






) 
A Only the choicest raw stock that grows processed by the hands 
of skilled New Castle craftsmen can give the true New Castle 


color subtlety and distinction. 










Fall Colors Recom- 
mended by the Joint 
Styles Committee: Ne w Cast le (lor. is) Number 


wf AUTUMN BLONDE 
mm  «¢ INDIA TAN + 
roseworn RCESSEWOOD bas 
wee” = HARVEST BROWN © 
‘a 4 ROYAL BROWN ; 
wamonat. of NATIONAL GRAY x 


NEW CASTLE LEATHER COMPANY 
NEW YORK 



















—= 
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Beautiful Pumps 
For the Girl in her Teens 


Made in Brooklyn. A Guarantee of Quality and Style 


PAT. LEATHER and va KID 
Turns: 4-8, 8%-11, -2 
Welts: '8%- 11, 11%- Py % 


Featured In Stock 


a Welte: Sigal 11% 2, 24-7 Smart shoes for the miss and growing 
girl characterize DR. POSNER’S 
“DIPLOMA GIRL” Shoes. Made to fit 
the growing foot, yet designed to 
please the youthful yearning for stylish 
lines, these shoes will sell at sight. 


a Our extensive In-Stock facilities offer 
PAfuene! 48. Spell. Wipe. 2p you these numbers and many others 
(piers for at once delivery. 
Take advantage of our service to do a 
volume business on a minimum invest- 


ment. 


Write for Samples, or, better yet, 


“Opera” 
Send in Your Order 








Stocked in 


BLACK SATIN and PAT. LEATHER 
Turns: 2%-7 
(Covered Heel) 


ie D*A. fosrer SHOES. Ine. 


142 West Broadway 


SciENTIFIC 


2 POSNER’, 
0" “Combine Good Hosiery with Good Shoes” : SUGes * 


EW YORK CITY 


scirenrierc 


HOSIERY 
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BROOKLYN®@ 

















RUE to long-cherished ideals and traditions of 
Quality, Brooklyn and Greater New York shoe 


manufacturers perform a unique and indispensable 
service to retail shoe merchants and the public who 
appreciate and demand only the finest craftsman- 
ship and materials in footwear. 


wy 


Retail shoe buyers, great and small, everywhere 
recognize that true Style is exclusively allied with 
high Quality, and is the function only of specialists 
in these things, and never a by-product. 


q 


The Brooklyn and Greater New York shoe manu- 
facturers whose devotion to Style and Quality made 
the reputation of this section are Style and Quality 
Specialists, first, last and always. They are today 
faithfully serving the trade and the public who rely 
on them for inherent superiority in footwear. 
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AN ANNOUNCEMENT 


Our showing of early fall models of fine 
feminine footwear is now ready and we are 
happy to extend to all visiting buyers in 
New York during June, July and August 


AN INVITATION 





to inspect our presentations. For your conven- 
ience they are on display in our New York 
showrooms 


=< JOfmm jOfm=-j3C 


Room 459 Marbridge Building 
Broadway © 34th Street 


Telephone Wisconsin 7340 


A visit will convince that for style and value 
Barlin creations are unexcelled. 


<0 Ola (Oa OF am OF am Of mm JOS mm TOS me JOP mmm FOE Sem FOE Samm 


BARLIN BROS. 


11 EMERSON PLACE, BROOKLYN 


oF 


mo 


Tel. Williamsburg 5067 





“Smart Turn Shoes for the Woman of Refined Taste” 
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The Hand of Fashion 
presents 


““T he Etleen’’ 


Simplicity of Line-- 


The Truest Form of Beauty 


N the “Eileen” are embodied the characteristics of strap and step-in. It 
represents another evidence of the value of Wichert Fashion Service— 
and again gives a reason for the preference that women show the country 
over for Wichert’s wonderful shoes. 


Shoes like the “Eileen” do not just happen. It takes skill, resource and the 
traditions that years alone bring to produce a model of this effectiveness. 
Two generations of Wicherts are giving to this product the benefit of the 
experience and practicability of one, plus the pep and sparkle of another. 


The “Eileen,” although shown in patent leather, develops won- 
derfully well in colors—in combinations and in satins—in the 
latter, stitched ornamentation taking the place of the perforations. 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 





New York Office, Marbridge Bidg. Atlantic and Schenectady Avenues 
34th and 6th Avenue Brooklyn, New York 








When writing to advertisers please mention Boot anv Suoe Recorper 





BOOT AND SHOE RECORDER June 13, 1925 








HE Shoe Manufac- 
turers of Brooklyn 
and the Greater 
New York district 
cordially invite all 
shoe buyers who “come this 
way, from near and far, to 





visit us. 


We believe we have the in- 
formation in Smart Style, Cor- 
rect Materials and Trade Con- 
ditions that will prove of 
great value to all retail shoe 
merchants. 


















June 13, 1925 BOOT AND SHOE RECORDER 89 








By location, by generations 
of experience and leadership 
in high quality footwear, de- 
sign and production, by equip- 
ment and facilities we believe 
that we are qualified to advise 
buyers in their Style, Quality 
and Merchandising problems. 














We will have for your in- 
spection the latest smart pat- 
terns. What we know and 
believe will be fully at your 
command. 


So, we shall be glad to have | 
you with us and shall make it 
our business and pleasure to sit 
in council with you. 
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Illustrating the 
“Manette” 
Pattern 





HE “Manette” and “Gloria” patterns illustrated below are 
Cine shoes that should instantly catch the discerning eye 
of the critical buyer. They are both styled to appeal to the 
American woman, who wants something smart but dignified in 
her footwear. And, what is more, they are in stock for immediate 


WHITE KID 
IN STOCK 


Sold Only in Case Lots 
36 Pair Runs 


AAA to B 
or “GLORIA” 


Pattern 675%. No. 303 modified Pattern 647%. No. 303 modified 
last, carrying 12/8 block heel. last, carrying 12/8 block heel. 
Price $6.75 Price $7.00 


Amer ican Shoe Co. f 176 Livingston St. 


Showroom: 622 Marbridge Bldg. | 
NEW YORK a 3 Brooklyn, N. Y. 
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The retail sales of the 
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tilever 
Shoe 


in twenty-five representative cities averaged 10% greater 
in May, 1925, than in the same month last year; and 
greater even than Apmil of this year, which was a very 
good month. 








Following is a typical sales report: 


‘“‘We had better than a 100 pair increase in May. Asa 
rule, the stores in Cleveland are complaining greatly about 
business.”’ 









ig the 
tte” 






Among the other cities which reported substantial gains 
in May were— 


NEW YORK, BROOKLYN, PHILADELPHIA, BOSTON 
BALTIMORE, BUFFALO, HARTFORD, BIRMINGHAM 
TORONTO AND AKRON 





















Over a long period of time, the Cantilever Shoe has 
enjoyed good business when the general retail trade was 
complaining. 










If you want your share of this desirable business, we may : | 
be able to help you get it—provided we have no agency 
in your territory now. 







WRITE US 


MORSE & BURT CO., INC. 


410-424 WILLOUGHBY AVE. 
(Between Bedford and Nostrand Aves.) 


BROOKLYN, N. Y. 
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Equally attractive in 
Axtec, Viking or Norwegian 
Vegetable Tanned 

















13, 1925 
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HE RICH REFLECTED HUES ° 

OF BURNISHED COPPER ARE ‘ 
FOUND IN THIS POPULAR ° 
SHADE. ( 
YOUR SHOES OF THIS COLOR y 
IN AZTEC OR NORWEGIAN 
SHOULD PROVE POPULAR WITH y 
A MOST DISCRIMINATING 
TRADE. : 


THE VEGETABLE TANNAGE, 
PRACTICALLY FREE OF ACID, 
MEANS GREATER FOOT 
COMFORT. 

















A. F.GALLUN & SONS CO. ; 


MILWAUKEE, WIS. : 
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Ay 
He said they were Keds, but— 


E had some canvas rubber-soled shoes on his shelves. 
Almost everybody asked for Keds. So he tried to cash in 
on the Keds name and sell substitutes for Keds. 

But it wouldn’t work! Right across the street was a wide- 
awake Keds dealer who realized the value of the Keds name. 
He cautioned his customers to look for the name Keds on the 
shoes they bought. He explained to them that unless the name 
Keds was on the shoes they were not genuine Keds. And the peo- 
ple came to his store, where they knew they could get real Keds. 

It is a simple matter to teach your customers to look for the 
name Keds, And it is the surest way of gaining their confi- 
dence and doing a big Keds business. 


United States Rubber Company 


Keds are made only by the 
United States Rubber Company 


TRADE MARK REG. U.S PAT. OFF. 
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S - Shoe Men Ideally 
Qualified for This Work 


Chiropody offers a splendid field for both men and 
women to make an exceptional income, in a high- 


grade calling. The demand for Graduate Chirop- 
odists far exceeds the supply. 


The World’s Leading School 


The Illinois College of Chiropody is the largest and 
best equipped school in the world teaching this sub- 
ject. It is now in its 13th successful year and occu- 
pies an entire 4-story building. Instruction under 
a faculty of well-known physicians, chiropodists, 
surgeons, chemists, orthopedists and specialists. 
Day and evening classes. 


Largest Foot Clinic in America 
Over 15,000 persons receive treatment annually in 
the Illinois College Free Foot Dispensary, giving the 
student a wonderful opportunity of coming in con- 
tact and studying every known foot condition. 


New Classes Open September 8th 
| Mail coupon today for illustrated catalog, giving complete 
information relative to the opportunities which chiropody offers 
and why the Illinois College is the school for you. Gives com- 
plete data relative to courses, equipment, facilities, entrance 
requirements, methods of earning money while studying, etc. 


——— Mail This Coupon Today —— ——- 


lilinois College of Chiropody, 

) 1327 N. Clark St., Chicago. 

| Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to chiropody and your school. 
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OU can’t afford to neglect 
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Magazine and Newspaper Campaign 


There are seventy million people in the United 
States that have foot troubles and need Dr. Scholl’s 
Foot Comfort Appliances and Remedies. 


To tell these sufferers of the relief and comfort 
that await them in the stores specializing in Dr. 
Scholl's Foot Comfort Service, a magazine and 
newspaper advertising campaign has been put in 
operation which exceeds all previous records. 

Four advertisements a week are being run throughout the year 
in five hundred of America’s best and biggest newspapers. 
240,000,000 people read these papers each week. 

Larger copy appears every Sunday in every leading Sunday 
Newspaper with aRotogravure section. 50,000,000 more readers. 

More than seventy magazines (and this includes all worth- 
while ones) are bringing these Foot Comfort Messages to tens 
of millions more. 

Big and as far reaching as our magazine and newspaper cam- 
paign is, yet it was considered highly advisable to focus public 
attention on the shoe store at one specified time. 
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the entire United States 
Foot Comfort Week Campaign Dont-Neglect 


Foot Comfort Week was the answer. It backs up, 
* 11 Your 


supplements and climaxes the regular magazine an 


newspaper campaign. Fe e t 


This event will be ushered in with a full page 
in the Saturday Evening Post on June 20th and a Viton ect tenth steking, w arte. 
. " . ‘ suffer from tired, achin eet. If you 
splendid piece of copy in the Rotogravure section bse lacy co or teense 
of fifty of the largest Sunday newspapers. 60,000,000 Fear wel-bing are no only 
readers, 40,000,000 of whom need your foot comfort 


service, will be reached through this source alone. : bathed 
insure quick, lasting relief 


Here we have two big advertising campaigns so perfectly 
planned and interwoven that one backs up and supports the 
other. As a result the shoe merchants who are co-operating ag 
and tying up with Dr. Scholl’s Magazine, Newspaper and Foot 7 
Dr. Scnoi's Zino Da ss cy _ 
reteewes 
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= LL"S Ziwo- Dr. ScHous 


Largest Manufacturers of Foot Specialties in the World 
62 West 14th Street 112 Adelaide Street, E. 


NEW YORK TORONTO 


make more money than ever before. = avaet 
THE SCHOLL MFG. CO. 


213 West Schiller Street 
CHICAGO 














Tired, Aching Feet Pains or callouses there? 


For instant and permanent relief of tired, ach hose across 
feet, weak and broken-down arches, weak ae Be com an ge which 
rheumatic-like pains in the legs, cramped toes, form on the wry 
painful heels, callouses, etc., Dr, Scholl's Foot. be rel ret an of the feet cam positively 
ul heels, cs es, etc., I dade lieved and the cause corrected with Dr 
Tt is light in weight, springy, bridges the foot ‘ 
from heel to toe, equalizes weight of body. Ad- 
b condition improves. Worn in any 
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ou can stretch shoes safely 


on Repco Stretchers. 


VERY shoeman knows that great care 
must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 
The regular, easy action of Repco Stretcher elimi- 


nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 


together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowrn to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 
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Sales of Sport Footwear 
Very Good in Chicago 


CHICAGO—It has been difficult 
to accurately analyze the shoe trade 
in Chicago because there have been 
exceptionally good days and also 
days that were “anything else but.” 
Little has developed in the way of 
demand for white footwear, al- 
though almost all of the stores have 
moved the whites up from less ex- 
posed parts of the windows into 
positions of greater prominence. 

The call for blond satins and tans 
has lessened somewhat in the loop 
stores and the additional volume 
has been reflected in gun metal and 
black satins and black patent styles. 


Sport Footwear Strong 

There has been an unusual de- 
mand for sport and outing foot- 
wear. Pigoat and the sand shades of 
calf leather in combination with 
contrasting colors being the favored 
leathers and there has been a 
marked demand for crepe rubber 
soles. It would seem that the crepe 
rubber sole would reach a peak of 
demand this summer in all types of 
sport footwear—and some even for 
street or daily wear. 

The step-in and bow pump models 
are vying with strap models for 
the lead in style preference and it 
is a toss-up generally as to which 
will carry the greatest load. 

There seems to be a growing ten- 
dency for the longer vamp and nar- 
rower toe in the finer grades and 
newer models of Milady’s footwear, 
but this vogue has not yet reached 
a general trend, judging from the 
attitude of most of the larger op- 
erators. 

The Deauville sandal in all colors 
of leather with its novel interlaced 
effect is popular in the feature dis- 
plays of many of the State street 
stores, ranging in price from $6 
to $12, but there has been little evi- 
dence that this pattern will have 
any large popularity. 

The variety of patterns seems to 
make the choice of either merchant 
or buyer so widespread that little 
demand can center on any one pat- 
tern—but rather on types, and of 
these the pump, the gored oxford 
and the strap patterns now remain. 


Broad Toes for Men 
The men’s business has. been 
much be{fer and the tans now have 
reached a point of demand that is 
relieving the anxiety of some of 
the heavy buyers. About 85 per 


cent of the men’s shoes sold are in 
the light tan leathers and the wide 
balloon toe is by far the most popu- 
lar. Men have shown that they have 
waited for “straw hat” weather to 
buy shoes and with the warm days 
the men’s buying has almost kept 
pace with the straw hat sales. 
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New Manager at Fair Store 


One of the week’s surprises was 
the resignation of R. V. Ellis as 
buyer of the Fair Store. Mr. Ellis 
came to the Fair on the first of the 
year. He is returning to Kansas 
City from where he located prior 
to joining the Chicago department 
store. 

“Sol” Katz, for many years a 
member of the Fair Store’s shoe 
department, will succeed Mr. Ellis 
as manager and buyer. 





Immense Business on 
Whites in St. Louis 


ST. LOUIS—Reports in all stores 
on the trend of the shoe trade for 
the week ending June 6, were ex- 
cellent. Perhaps no time this year 
has as much enthusiasm been 
shown when: discussing business 
conditions as was the case this 
week. Monday was one of the best 
week-days. A few stores announced 
that the business on Monday was 
better than a majority of average 
Saturdays. 


Many who were doubtful as to 
the white footwear outlook report 
their stocks pretty well broken in 
sizes. At least 75 per cent of the 
business this week was on whites. 

The strength of patent and black 
satin has been pronounced. These 
materials have held well in spite of 
the avalanche of white that has hit 
the shoe business. The field for this 
type of footwear is evenly divided. 
Blond kid is having a healthy de- 


mand in stores where they have a 
fair selection of patterns. 


Best Bet at Sensenbrenner’s 


The most popular shoe at Sen- 
senbrenner’s was a plain opera 
pump in white kid, with a 15/8 
Spanish heel, according to H. L. 
Venghaus, manager of the store. 
This shoe was also shown with a 
small white satin bow. 


Mexican Manufacturer 
Visitor 

E. R. Hale, president of the 
Fabricas Calza do-Monterrey S. A. 
of Monterey, Mexico, was a visitor 
in St. Louis. His company is the 
largest manufacturer of children’s 
stitchdowns in Mexico. He was for- 
merly connected with the Hamilton- 
Brown Shoe Co. of this city. The 
shoes are manufactured under 








Vandalia, Illinois, factory of Johnson, Stephens & Shinkle Shoe Co. 
This is the first out-of-town factory of Johnson, Stephens & 
Shinkle Shoe Co., and is located 70 miles from St. Louis. It has a 
capacity of 1,750 pairs daily. It is their third factory, the other 
two being in St. Louis. The purpose of locating outside of St. Louis 
was to enable them to produce a popular-price line of novelty 
McKays to retail from $6 to $8. This is a grade lower than their 
St. Louis factories. Although the new factory has been operating 
but a few months shoes are coming through in excellent condition 
and with no interruption. Orders for delivery up to August first 
have been booked. 
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ULTRA SHOES 
In Stock 











The Onnilee 


cA Guiazep Kw ONE-BUTTON STRAP 
SANDAL made over No. 141 last, one 
of our best fitters. A quarter-over pat- 
tern with four cut-outs in quarter. 
Light close edge Welt. 13/8 leather 
heel with Uskide toplift. 


Price, $4.50 
NET THIRTY DAYS 


The Marylee 


cA Patent Cott ONE-BUTTON STRAP 
SANDAL drawn over our No. 153 last 
in the Wilson . Has cut-out in 
the quarter and carries a covered 14/8 
spike heel with Uskide toplift. Both 
pattern and last possess simple beauty 
and grace. 





Price, $4.50 
NET THIRTY DAYS 


TNO 


No. B787 


os 
The Carolyn 
cA FourR-STRAP BUTTON SANDAL 
Mabe IN Biack Kip with two cut- 
outs as shown. A Welt drawn over 
last No. 141, a proven fitter. Carries a 
aS ee heel with alecee. 





NET THIRTY DAYS 
No. B801 


The Evelyn 


SAME IN PATENT COLT 
Price, $4.75 
NET THIRTY DAYS 


No. B806 


The Rosalee 


cA Biack SATIN ONE-BUTTON STRAP 
SANDAL drawn over No. 146X last 
with its slightly rounded toe. Made in 
the Wilson Process. Has cut-out in 
the quarter. Carries a 14/8 covered 
mesa) with Uskide = 








NET THIRTY DAYS 


DROCKDORT. 


New York Office: 845-847-849 Marbridge Bidg., Broadway at 34th St. 
JACK E. JESTER, Mar. 
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most. modern American methods of 
shoe-making. 


Improvement in Business 


The report on general business 
conditions issued by the Eighth 
Federal District Reserve Bank an- 
nounces further improvement in 
general business. The report fol- 
lows in part: “Conditions as a 
whole were favorable and during 
the past three weeks more optimism 
was in evidence. Retail distribution 
is exhibiting more life and the 
movement of all varieties of sea- 
sonal goods into consumptive chan- 
nels is in large volume. Decreased 
production occurred in a number of 
important industries, but in a ma- 
jority of instances the curtailment 
was not drastic and has served to 
bring outputs into nearer balance 
with current demand.” 


Brown Shoe Co. Opens New 
Factory 

On Thursday, June 11, the Brown 

Shoe Company opened its new fac- 
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tory at Salem, Illinois. A delega- 
tion from the company, headed by 
President John A. Bush, included 
directors, officers and department 
heads, made the journey to Salem. 

A luncheon was given by the 
Brown Shoe Company to the lead- 
ing citizens of Salem and culmi- 
nated with a program of speakers 
from the company as well as the 
town. At the dedication ceremony, 
John A. Bush was the principal 
speaker. 

The plant is one of the most up- 
to-date shoe manufacturing build- 
ings in this part of the country, 
with every modern convenience in- 
stalled for the comfort of the 
workers as well as the economical 
production of footwear. ~ 

The factory will have a capacity 
for 6,000 pairs and will make 
women’s popular-priced McKays. 
W. F. Rohloff, formerly superinten- 
dent at the Moberly will be in 
charge. 

T. J. Cox, assistant superinten- 
dent of the Moberly, Missouri, plant, 
has been made superintendent. 





Healthy Increase Noted 
in Cincinnati Buying 


CINCINNATI—tThe retail shoe 
business during the week ending 
June 6 was very good. It was the 
best week since Easter. Many of the 
stores have increased their sales- 
forces, and one of the leading stores 
in the down-town section hired six 
extra salesmen. Merchants wel- 
comed the advent of the hot spell 
and attributed the activity to the 
weather. 

A number of down-town shoe 
buyers gathered together Tuesday, 
June 2, for a luncheon, to discuss 
some of the problems of the shoe 
trade. Most of them are of the 
opinion that this is going to be the 
biggest white season in several 
years. White kid is the outstanding 
material at the present time. 


Men’s Buying Gains 
The men’s business picked up, 
and the big demand is for light 
shades of tan calf. The crepe sole 
sport oxford has been having a good 
call and is being used for street 
wear as well as sport wear. 


Articles on Selling 
Several interesting articles are 
contained in the recent issue of the 
Arch Preserver Shoe Magazine, 


published by the Selby Shoe Co. An 
article on “Easy Selling” stated 
that selling is simply leading an- 
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other to think and to act in accord- 
ance with one’s own idea. The best 
way to sell is to make everything 
easy for the other fellow, that is, 
easy to understand, easy to believe, 
easy to want, and easy to have. 
Mr. Walsh, of Walsh’s Arch Pre- 
server Shoe Shop, Boston, writes his 
opinions on the importance of hav- 
ing the salespeople thoroughly un- 
derstand the shoes they are selling. 
He stated that the shoe department 
manager should spend as much of 
his time as he possibly can on the 
floor with his clerks to answer any 
problems that might come up. 


Straps Selling Best 


There is little variation in pat- 
terns. Women seem to cling to the 
strap effects as their popular choice 
although step-in patterns are ‘sell- 
ing freely. In the whites, however, 
there does not seem to be much 
choice as to pattern. 


Featuring Short Vamps 


The H. & S. Pogue Co. ran an 
advertisement in the newspapers 
advertising. “Loretta,” a smart 
short vamp tie with Spanish Louis 
heel and turn sole in fallow satin, 
and the same shoe in tan calfskin 
with lizard heel and. trimming at 
$15. The copy read: “New shoes 
in step with fashion’s march. You'll 
be glad to have your Pogue’s shoes 


ED 





MRS. R. VOLLMAN 


Mr. and Mrs. R. Vollman, parents of George Vollman, who is the 

president of the Vollman Lawrence Co., celebrated their golden wed- 

ding anniversary, Monday, June 1. R. Vollman was in the custom 

shoe business in Cincinnati in 1874, and later added a retail stock, 

and had this business until 1912. In this business is where George 
Vollman got his start as a shoe manufacturer. 
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Builders of Public Opinion 


Public opinion is a mighty force that elects Presidents and 
dethrones Kaisers. Mould public opinion your way and success 
is assured. 

L & A shoes are shown in all the delightful patterns that are 
so irrisistible to women—and they sell at popular prices that 
appeal to the vast majority. 

When these “Couriers” of this “Good News” message come to 
your store—better stop, look and listen. 

You will then see for yourself how L & A smart styles can 
build good will for you—a favorable public opinion. 


Put this mighty force to work for your store with L & A shoes. 
Write or wire for definite appointment. 


The “Frances” 
Turn-type McKay 


Couriers of 
** Good News in 
Shoes”’ 


Messrs. Archer, Coens, 
Dickerson, Glascock, 
Keeffe, LaBonte, Lee, 
Miller, . McGifin, 
McNierney, Spurlock, 
Thomas, Talbott, 
and Van Hoesen 





THE LAPE AND ADLER CO. 
Makers of “‘The L & A Shoe” 
COLUMBUS, OHIO U.S.A. 
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step out into the limelight and re- 
veal all their beauty of line and 
coloring and material.” 


Wear White Gloves 


The Smith Kasson Co. provided 
salesmen in the 4th floor shoe de- 
partment with white gloves, and 
when handling any white footwear 
they wear white gloves in order to 
keep the shoes clean. 


Potter Sales Campaign 


“Potter Pep,” the “Periodical 
with a Punch,” was issued June 2, 
by the Potter Shoe Co., to give an 
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account of the first three days’ bat- 
tle which the Blues and Reds are 
waging in a suggestion sales con- 
test. The Reds are leading by a 
wide margin for the first three 
days. 


Retail Merchants’ Outing 


On June 30 the Retail Merchants’ 
Association, of Cincinnati, will hold 
their annual outing at Cody’s Farm, 
about 12 miles from Cincinnati, 
near Erlanger, Ky. They will have 
games and contests in the after- 
noon, and also a six o’clock dinner. 
The shoe group will be included 
in this outing. 





White Patterns Feature 
of Milwaukee Trade 


MILWAUKEE —The first -ex- 
tended spell of hot weather in Mil- 
waukee resulted in an immediate 
and marked increase in the demand 
for footwear, and brought the first 
real call for whites. Although the 
heat wave had a tendency to dis- 
courage buying on the first day, 
people soon realized that they must 
do their summer buying, and 
bought freely. 

Demand for whites is the feature 
of the hot weather business. One 
store reported that fully half of the 
sales for one of these hot days was 
in white footwear. Other merchants 
placed the percentage of whites 
lower than this, but all have noted 
the immediate response to the 
weather. There is still considerable 
activity in patents, and tans are 
also holding up well at some stores. 
One high-grade shop notes a ten- 
dency away from patents to kid 
leathers in such shades as blond, 
gray and even black. The trend of 
the present demand is towards 
higher heels at this store. A half- 
breasted Louis heel, running about 
15/8 to 16/8, is most popular, while 
even Cuban heels are moving bet- 
ter in a 14/8 than the 12/8 which 
was popular last season. 

Both men and women are calling 
for sport shoes, especially crepe or 
rubber soled golf oxfords. These 
are active in tan calf, smoked elk 
and smoked horse, some plain and 
others trimmed with contrasting 
leathers. 


Attractive Display 


A small section of the arcade 
front at the Walk-Over Shoe Store 
was devoted to an interesting dis- 


play of “The Footwear Wardrobe 
Complete for the Bride.” The vari- 
ous patterns and materials for all 
uses were displayed with a small 
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card, indicating for what occasion 
the slipper was intended. The dis- 
play. included white satin bridal 
shoes, brocaded silver pumps for 
formal wear, black patent for gen- 
eral wear, tan oxfords for walking, 
tan calf crepe soled oxfords for 
golf, smoked horse trimmed in col- 
ored kid with colored rubber soles 
for sports wear, black satin for in- 
formal dances and parties, patent or 
blond satin for afternoon parties, 
and quilted satin D’Orsay boudoir 
slippers. The background of the 
window carried out the bridal sug- 
gestion. 


Children Buying Patents 


In children’s shoes,’ the Gimbel 
Brothers have found lightweight 
patents popular in styles with plain 
toes and turn soles. Cut-out effects 
on the vamp are not taking so well 
as plainer types. Growing girls are 
calling for slightly higher heels, 
running 12/8 and 13/8 instead of 
10/8. 





St. Paul’s White Shoe 
Week Successful Event 


ST. PAUL—For a period of two 
weeks ending on May 30 shoe mer- 
chants co-operated in putting across 
white shoes to women. A concerted 
effort was made in the spring to 
observe “White Shoe Week” during 
the week of May 18, but the period 
was extended into the week com- 
mencing May 25 because of un- 
favorable weather conditions. 

The movement went across with 
excellent results. Special window 
trims and newspaper advertise- 
ments appeared as measures to 
stimulate interest. The week ending 
June 6 was also very good in re- 
gard to white sales and a period of 
extremely hot weather acted as a 
great force to move this type of 
footwear. 


Favors Wide Toes 


William Horne, manager of the 
Rothschild shoe department, is 
optimistic concerning the popu- 
larity of broad-toe oxfords in tan 
shades for men. 

Mr. Horne says that so long as 
the young men wear the wide bot- 
tomed trousers they will buy the 
wide-toed shoes. He reports 85 per 
cent sales in tans this year as 
against 60 per cent a year ago and 


looks to see this percentage hold 
up to at least 75 this fall. Crepe 
soles, both for street wear and golf- 
ing are good sellers to men. 


Johnson Made Manager 


LeRoy Johnson, for several years 
with Joe Langley of Mannheimer 
Bros. shoe department, was recent- 
ly appointed manager and buyer of 
the shoe department of the big 
T. S. Martin Co., in Sioux City, Ia. 


Merchants Meet 


Plans are progressing for the 
organization of a St. Paul Retail 
Shoe Dealers’ Association, reviving 
the old organization disbanded sev- 
eral years ago when the Northwest- 
ern Retail Shoe Dealers’ Associa- 
tion absorbed. both St. Paul and 
Minneapolis associations. 

Every Tuesday the St. Paul 
merchants get together at noon 
for luncheon and talk over their 
common problems. Team work has 
resulted so well from these infor- 
mal gatherings that it is only a 
matter of a short time until they 
get down to electing officers. There 
is no intention of withdrawing 
from the Northwestern association. 
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STAPLE SHOES 


You don’t hear much about them any more than you hear much about 
table salt — but they are as essential a part of your business as salt is 


of your food. 
This is just a reminder 


We make and carry in stock Staple welt shoes and oxfords for women 
and we are recognized headquarters for these goods. An attractive 
catalog shows them. Have us send you one. 














C.S.GIBBON CO. sii 














DEAUVILLE SANDALS 


The Most Popular Of All 
The Season’s Novelties 


We Are Now In A Position To Fill Orders Promptly On These 
IMPORTED 


ALL HAND-BRAIDED DEAUVILLE SANDALS 
WRITE -- or better yet -- WIRE YOUR ORDERS 


GOLO SLIPPER COMPANY 


129 DUANE STREET -- NEW YORK, N. Y. 


sass WHO BRINGS OUT THE NOVELTIES seaas 
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Extreme Hot Weather Curbs 
New York Retail Trade 


NEW YORK—The excessive 
heat during the week ending June 
6 slowed down business in general 
in New York City, and the retail 
shoe business was no exception to 
the rule. With weather that made 
shopping uncomfortable, it was not 
expected that any great volume of 
business would develop, and con- 
sidering this, the amount of trade 
that actually was done showed up 
well. 

In some stores it was reported 
that the hot spell had stimulated 
the demand for white footwear to 
a great extent. The white shoe busi- 
ness, however, had been developing 
for a couple of weeks previously, 
and it is likely that it would have 
reached as great proportions as it 
did, even without the stimulation 
of real white shoe weather. It is 
still questionable however, to what 
extent the light colored kid and 
other light colored shoes have cut 
into the white business. 

Some retail merchants assert 
that their white business has been 
as big as ever, and a few have sold 
more white shoes so far this year 
than they did last year. With all- 
white costumes, all-white shoes are 
generally worn, and from this angle 
it seems probable that the demand 
for white footwear, especially in 
the higher grade shoes, has not 
suffered from competition from the 
light colored shoes. 


Other Leading Materials 


Outside of white, patent leather, 
gray in satin, kid or to a less ex- 
tent in lizard are going well, and 
the demand for the beige and 
French blond kid is still strong. 
Blond satin has eased off consider- 
ably in demand, except in the 
cheaper grades of footwear. 


Sport Shoes Sell Freely 


The hot weather did stimulate 
the demand for sport shoes to an 
appreciable degree. Many New 
Yorkers fled the city to summer re- 
sorts earlier than usual because of 
the extra heat, and this exodus at 
the beginning of June, instead of 
the end of the month, gave the re- 
tail merchants some of the sport 
shoes business that. usually imme- 
diately precedes the Fourth of July, 
which marks the beginning of the 
vacation season. 

In sports footwear the doeskins 





In patterns, it is doubtful if 
there is a better seller for big 
volume than plain pumps. 
Opera pumps or slight varia- 
tions, often trimmed with 
fancy stitchings or bindings 
of a contrasting color are 
among the fastest-moving pat- 
terns that retail merchants 
are handling. In the high- 
grade shoes, the trimmings 
lean toward scallops or little 
figures, often resembling flow- 
ers in the binding. The main 
idea, however, is one of sim- 
plicity and neatness. Where 
two materials are used in 
shoe, one is used sparingly, 
and as a trimming rather 
than a combination material. 











provide a novelty that is taking 
extremely well. Such footwear, 
however, might be classed in the 
semi-sports division. There has 
been a better demand than usual 
this year for the practical sports 
shoe of grain leather, buck or calf- 
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skin with a rubber sole, usually of 
the crepe variety. Women are using 
these shoes for golf, tennis and for 
yachting and they are bought 
chiefly from a utilitarian rather 
than a style standpoint. The same 
tendency has been noticed in men’s 
sport shoes as well. 


Sales Confined Mostly to 
Department Stores 


Sales in the lower grades of 
women’s shoes are still being 
staged, the department stores hav- 
ing this field to themselves at pres- 
ent. So far the regular shoe stores 
have held firm to their prices, ex- 
cept for special offerings of a few 
lots here and there from time to 
time. As yet, there have been com- 
paratively few store-wide sales on 
shoes, and it is thought that the 
retail merchants will hold off start- 
ing their clearance sales until late 
in July, if possible. Summer stocks 
have been bought cautiously and 
not overburdensome at present. 





Increase in Business 


Providence, R. I.—F. E. Ballou 
Co. reports that since the installa- 
tion of its new store front and in- 
terior improvements that its busi- 
ness has shown an increase of ap- 
proximately 25 per cent. 





The M. E. Blatt Co., of Atlantic City, N. J., recently devoted a whole 
window to the display of slippers as an all-year-round proposition. 
George Barnett, buyer of the shoe department, reported his slippers, 


which were the Best-Ever type, sold freely as a result gf 


the window. The 


entire window was dressed to give it the atmosphere of the boudoir. A 
magnificent set of furniture with beautiful rugs and lighted lamps formed 
the setting and an attractive display of Best-Evers was lined out along 
the front of the window. A living model demonstrated the selling points. 
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Another Distinctive 
Pattern is Presented 
in 


WESSON FOOTWEAR 


“Estella” 


Black Patent Two Button V. Bar, 


16/8 Spike Heel. 
$3.75 


In 36 pair case lots. 
$3.50 


White Calf, Two Button V Bar, 
16/8 Spike Heel. 
$3.85 


In 36 pair case lots. 
$3.60 


Widths B-C-D 


A. E. WESSEL & SONS 


Better Grade McKays 


Factory Sales Offices and Stock 
222-24-26 Liberty St. Department, No. 5 North 
Camden, N. J. 4th St., Philadelphia, Pa. 
Meyer Wessel, Sales Mar. 


BRANCH OFFICES 











CREPE SOLE SPORT MOCCASIN 
A Big Seller 


No. 498—Men’s Tan Sootan Oxford Moccasin 
Hyker Last, Regular Crepe Sole 


BLISS & RICHARDSON SHOE CO. 


PORTLAND, MAINE 


June 18, 1925 














IN STOCK 


Imported English 
Riding Boots 


MEN’S $16.50 PAIR 


WOMEN’S $14.50 PAIR 


The distinguished style— 
recise workmanship and 
Eaveda: pliable willow 
calf—the comfortable and 
snug fit—the skilled crafts- 
manship of those trained for 
years in the perfection of 
bootmaking — will satisfy 
our most critical customer. 
that “COLT” IMPORTED 
ENGLISH RIDING 
BOOTS ARE BEST, 


Order them in 
tan or black. 


B2774 


“San Francisco 
407 Pacific Bldg. 
Sidney Rule 


Chicago 


500 No. American Bldg. 


R. B. Nicholl 


New York City 
8. L. Shapiro 
935 E. 163rd St. 


New Orleans 
105 Decatur St. 
J. Milton Boze 








596 Broadway 


Colt-Cromwell Co., Inc. 


ESTABLISHED 1899 


New York City 
A sich ehious 
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Most Philadelphia Plants 
Working at Half Capacity 


PHILADELPHIA — During the 
past week there has been no change 
of any moment in the shoe manu- 
facturing situation in this terri- 
tory. The average factory is still 
being operated at about half of its 
total capacity. Business in whites 
is rapidly approaching an end and 
business for fall has not yet de- 
veloped sufficient life to speed 
things up after the end of the run 
on summer footwear. Some of the 
smaller factories which have a very 
quick turnover and can produce 
novelties on short notice in small 
quantities are getting, in some in- 
stance, a greater comparative share 
of present business than some of 
the larger plants. 

Factories are holding prices 
fairly firm. For some time whole- 
salers have been able to get price 
concessions in prices from factories 
which were not especially busy and 
were willing to take a little less 
money for their product in the hope 
of thus stimulating buying. 


Best Season on Whites 


Herman Meyers, of Croxton, 
Wood, & Co., Inc., reports that the 
present season is the best white 
season this factory has ever had. 








Featuring Sport Shoes 


Quite a few of the stores 
here are making specialties at 
this time of various models 
in sports footwear. The Dal- 
simer store is featuring a tan 
blucher with crepe rubber sole 
at $6.50. It is also featuring a 
combination white buck and 
tan calf model at $8, an all- 
white buckskin at $8, and a 
fine white linen number at $6. 

Gimbels’ store is showing 
men’s sports oxfords in a 
number of styles at $8. They 
are offered in both combina- 
tions of leathers or in solid 
tones with either crepe rubber 
soles or golfers’ soles with 
special grips. 

The Walk-Over stores are 
offering 16 sports shoes at- 
prices ranging from $7 to. 
$10. One of the models at $7 is 
a combination of smoked 
horse and tan calf with crepe 
soles. 











* 





The demand was very largely for 
solid white tones, in kid, though 
there was also some call for white 
kid with trimming of contrasting 
color. While the general tendency 
in this footwear is towards the 


‘more conservative patterns, quite 


2 few of the most popular numbers 
had little touches of fancy work 
which, while they did not make the 
shoe a too ornate creation, removed 
it at the same time, from the se- 
verely plain class. 

Mr. Meyers reports that there is 
also some call for patent leather 
and for tan calf. Glazed kid is being 
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asked for only in conservative pat- 
terns. 


Demand Starting for 
Whites 
Albert Forster, well known pro- 
prietor of shoe stores in Rox- 
borough and Manayunk, reports 
that the demand for whites is now 
coming along fairly well. It is con- 
fined for the most part to white 
cloth in fairly fancy strap effects. 
Black satin is also selling well and 
there is considerable demand for 
tan calf and for patent leather. 
While there is some call for step-in 
pumps, the demand for straps is 
stronger. Glazed kid is being asked 
for only in arch preserver shoes. 
Men are wearing mostly tan, though 
some black is selling. 





White Shoe Business 
Increases Lynn Reports 


LYNN—Summer came in full 
strength here last week, and stimu- 
lated the demand for white shoes, 
open shank style and other hot 
weather novelties. June is generally 
a quiet month in shoe manufac- 
turing. 

Of style changes and market con- 
ditions there is not much special to 
be said until the new samples are 
shown in Boston markets. Yet 
manufacturers here are discussing 


much the general state of the shoe 
business, and customs of wearers 
of shoes; but they say nothing but 
what is said elsewhere. 


Some Grover Shoes 


J. J. Grovers’ Sons Co. are trying 
out 80 samples of new shoes. The 
best will be chosen from amongst 
them for display in Boston market. 
This firm, by the way, makes styles 





CEPR RIT 


Windows and entrance of the new Geuting Shoe Store, 1308-10 Chestnut 
street, Philadelphia. 
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IT IS NOW TIME FOR: 


WHITE 
SLIPPERS and OXFORDS 


‘‘Clara’”’ 


No. 6079—White Ostend Welt Oxford. 
Combination Last 225, 11/8 White Leath- 
er Heel with Wingfoot Top. 


In Stock as follows: 
5A/3A—5 -10 A/C—2%-10 
4A/2A—44%-10 B/D—2%-10 
3A/A —4 -10 
2A/B —3%-10 


*“Carmen White’”’ 


No. 6286—White Ostend Welt Three- 
Button Strap. Last X217, 13-8 White 
Leather Heel with Wingfoot Top. 


**Violet”’ Price ..... a sii 5c oe 


No. 5269—White Ostend Welt Oxford In Stock as follows: 
Combination Last X212, 14/8 White AAA—5 -10 B—314-10 
aie A —4 -10 D—214-10 
In Stock as follows: 

5A/3A—5 -10  A/C—2%-10 

4A/2A—4%-10 B/D—2%-10 

3A/A —4 -10 

2A/B —3}4-10 


Jrelrving Drew Co. 


PORTSMOUTH, OHIO 
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that range from dainty dancing 
pumps for young women of the new 
school to straight last shoes for 
women who still keep to the ways 
of the Victorian age. 

Sales of the “Three Point” shoes 
continue to gain. These shoes pro- 
vide a rest for the feet, and at the 
same time are of styles that are a 
comfort to the eyes. In the shank 
of the shoe, is a patent shank piece, 
which permits the adjustment of 
the arch of the shoe to fit the arch 
of the foot. 


Lynn Products Exhibition 


The Lynn Chamber of Commerce 
is arranging an exhibition of Lynn- 
manufactured products, to open 
late in June and to continue until 
September. Shoes, leather, shoe 
factory supplies, electrical goods 
and many other products will be 
displayed. More than 400 manu- 
facturers have been invited to ex- 
hibit. Edward Howard is manager 
of the exhibition. It will be open 
free to the public. A main idea is 
to acquaint Lynners and visitors to 
Lynn with Lynn products. 


Mitchell-Welch Shoes 


Mitchell-Welch will show new 
samples in Boston market. They 
already have booked a good volume 
of orders for fall. They make smart 
novelties. 


Clough Bank Director 


Micajah P. Clough, Jr., treas- 
urer of Merrill, Porter Co., shoe 
manufacturers, was recently elected 
to the board of directors of the 
Essex Trust Co., one of the oldest 
banks in this city. 


Homeward Bound 


The Burdett brothers, of the 
Burdett Shoe Co., are on their way 
home from selling trips. The fac- 
tory is making up new samples of 
growing girls’ shoes for them to 
show in Boston in July. 


Gain on Special Orders 


Some gain on special order shoes 
is reported. Most of these orders 
call for shoes of special measure- 
ments. One may call for an extra 
long and narrow shoe, while an- 
other may call for an extra wide 
shoe, while a third may call for an 
out-size shoe. 

This gain on special orders is re- 
garded by Lynn manufacturers as 
a sign that some merchants are 
“getting more shoes fitted right,” 
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The style show is to be presented on lawn in front of the Ocean 
House. It faces the Atlantic Ocean. 


Style Show at Lynn 


Lynn, Mass.—A large group of 
Lynn shoe manufacturers’ will 
“boost” new shoe styles for fall 
through the style show which will 
be held on Tuesday evening, June 
16, at Swampscott, Mass. This style 
show will be one of the chief fea- 
tures of the program of the Massa- 
chusetts State Lodge of Elks Con- 
vention. It will beheld on the 
beautiful lawn in front of the New 
Ocean House. The General Electric 
Co., of Lynn, will “flood” the 130- 
foot T-shaped runway with light. 

The style show will be open to 
the public. There will be 50 models, 
each house showing three pairs of 


shoes, in the new shades of leather, 
on new lasts and patterns for fall. 

The following leather houses are 
each having three pairs of shoes 
made for the purpose of introduc- 
ing the new shades for fall: The 
Carl E. Schmidt Leather Co., H. M. 
& S. W. Snyder, Inc., Hunt-Rankin 
Leather Co., and A. C. Lawrence 
Leather Co. There will be many new 
satin shades shown and the new 
“Radio” satin, in blond blue gray 
and champagne will be introduced. 
Burroughs & Sanborn of Lynn will 
furnish the gowns, hats and furs. 
The style show is under the direc- 
tion of William H. Walsh. 





sending for shoes on special orders 
if they have not the desired sizes 
in stock. 


Black Kid Shoes Selling 
Very Well 


One of the surprising points of 
Lynn’s shoe business is the gain on 
shoes of fine black kid leather. The 
quality of the leather is apparent. 


It ought to be, for the leather is 
made of extra choice selection of 
skins, and it costs double the price 
of stock that is commonly used in 
novelty style lasts. 

These shoes of fine black kid are 
made over shapely lasts, that is, 


_ lasts that are full of symmetry, and 


have no eccentricity. They are going 
to high-grade merchants, who are 
featuring the contour of the shoe. 





Patent Styles Selling 
Best in Rochester, N. Y. 


mand for all white kid shoes and 
whites trimmed with blue, red or 
black trimmings. 


ROCHESTER—Extremely warm 
weather during the week ending 
June 6 served as a stimulus to busi- 
ness and local merchants reported 
a good demand for sport shoes and 
white footwear. 

Patents are still the biggest 
sellers in most women’s shoe stores 
with tan calf and black and blond 
satins selling in the order named. 
The warm weather brought some 
demand for gray kid footwear and 
materially strengthened the de- 


Men’s Business Improves 


The men’s shoe business picked 
up with the arrival of summer 
weather. The men’s shoe business 
in Rochester has been largely con- 
fined to Saturday and week-end 
business for several weeks past, but 
with the stimulus of warm weather 
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a fair business was enjoyed in all 
men’s stores. 

‘Ghe efforts of local merchants to 
put over men’s lightweight oxfords 
were rewarded and a big business 
was enjoyed by practically every 
store on lightweight footwear with 
light tan shades leading in public 
favor. 


MecFarlin’s New Store 
Opens 


The new McFarlin Clothing Com- 
pany store formally opened for 
business on June 2. A feature of 
the new store is a boy’s shoe de- 
partment located on the third floor, 
which is given over exclusively to 
the sale of merchandise for the 
coming generation. 

The men’s shoe department is 
located in the rear of the main floor 
and is furnished with the latest 
mahogany fixtures and chairs. Les- 
ter Watson, manager of the shoe 
department, is enthusiastic about 
business prospects. 


George Clark Is Dead 


“George Clark, for eleven years 
treasurer of the Joy, Clark & Nier 
Company, Inc., at 175 North Water 
street, and for 35 years engaged in 
the shoe manufacturing business, 
died May 31 at St. Mary’s Hospital, 
after a two-days’ illness. 

Mr. Clark commenced his career 
in the shoe business when as a 
young man he took employment as 
a shipping clerk with the P. Cox 
Shoe. Company of this city. In 1890 
he joined the force of Harding & 
Todd. He served as credit manager 
and treasurer of the Fred S. Todd 
Shoe Company until 1914 when the 
Todd interest was taken over by the 
Joy, Clark & Nier Company. 

Highly regarded by his business 
associates, Mr. Clark enjoyed an 
enviable reputation for honesty and 
fair dealing. . 

Mr. Clark was affiliated with Ma- 
sonic organizations, the Rotary, the 
Ad Club and the Chamber of Com- 
merce. He leaves two sons, Donal 
C. Clark and George R. Clark; 
three daughters, Mrs. Jane Clark 
Pieper, Helene Porter and Ester 
Margaret Clark; four brothers, 
John G., William H., Robert B., and 
Thomas L. Clark, and four sisters, 
Miss Elizabeth Clark, Mrs. George 
Blackstock, Mrs. Charles W. Peck 
and Mrs. Donald D. McCowan, all 
of this city. 
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EASTWQ@DDS 


Fine Shoes and Wosiery 


i. 





Temporary Stare, Mobewt and Franklin, How! Statler Building 

















From TROUT STREAM 
to FAIRWAY 


—+—__ 


For Men 


4n Eastwood Shoe 


for Every Sporting, 
Business and Social 
Requirement 


Do you want a big burly boot for tramping the 
Adirondacks? We have it’ . 


Do your feet crave the buoyant comfort of a shoe 
six ounces lighter than an ordinary pair? They'll be 
happy in the Eastwood Featherweight Oxford. 


Do you want sure stance, real comfort and dfstinc- 
tion on the fairway? See the Eastwood golf group. 


Do your arches hurt? Forget foot troubles in the 
finest Orthopedic shoe we've ever developed. 


Do you want an ideal all-round business shoe in any 
price grade? Answer: Eastwood's. 


Regardless of the type you choose you want the sat- 
isfaction of proper fit, smart appearance and the 
unmistakable character of fine materials, intelligent- 
ly handled. That's what you get in every Eastwood 
shog from seven dollars to eighteen. 


Latest London Ideas in 
Men's Novelty Hose 


Temporery Stere, Mohewk and Franklin 
Hotel Statler Building 


to DANCE FLOOR 




















Eastwood's store in Rochester, N. Y., appealed to the men of that city 
with the above reproduction of a newspaper advertisement. The original 
ad was 14 inches deep and 10% inches wide. A “Shoe for Every Occa- 
sion” is illustrated and the copy refers to each drawing. The small black 
cuts, depicting the man in postures calling for the possession of various 
types of shoes, are very effectively placed in this well-arranged ad. 





Haverhill to Make Many 
Fabric Shoes for Fall 


HAVERHILL — Manufacturers 
of women’s novelty footwear are 
planning an intensive showing of 
velvet and satin in plain effects and 
color combinations. Velvet pumps 
with backs of satin or batik will be 
a good bet for merchants during 
the fall months, according to mem- 
bers of the local trade. A sample, 
featuring a black velvet vamp with 
black satin back, gives a plain, yet 
rich effect. Lighter shades of vel- 
vet as well as satin are effectively 
combined in many samples. Fabric 
footwear is having a strong vogue 


for the coming season, and will fig- 
ure in a goodly proportion of or- 
ders. At the forthcoming style 
show such shoes will be featured in 
booths as well as on the feet of 
the models. 


White Shoes for Girl 
Graduates 


Always at this season of the year 
there is a demand for white shoes 
for immediate delivery. It is the 
graduation season, when many girls 
and young women are finishing 
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their studies. Dressed in spotless 
white they make their appearances 
on platforms or stages before admir- 
ing friends and relatives. White 
shoes are indispensable to com- 
plete graduation costumes. Several 
Haverhill shoe manufacturing con- 
cerns plan to carry in stock during 
the month of June a goodly supply 
of white strap slippers or pumps 
with which to fill the demands 
which are made upon them from 
regular customers. The month of 
June marks the high tide in the 
sale of white footwear. When July 
comes, the fall orders are being put 
through, featuring blacks or fancy 
colors. 


Publicity Campaign for 
Shoe Industry 


Efforts directed toward publicity 
for Haverhill’s shoe business and 
the city in general began at a meet- 
ing held recently, at which mem- 
bers of the shoe and kindred trades 
and representative business men in 
general were present. The cam- 
paign includes the exhibit of the 
Haverhill shoe trade at the Shoe 
and Leather Fair, Mechanics’ Build- 
ing, Boston, in July, and will be 
continued by other means of pub- 
licity to demonstrate the magni- 
tude of Haverhill’s industry. In 
that connection it is of interest to 
note that in addition to the shoe 
manufacturers’ exhibits at the 
forthcoming show, concerns in kin- 
dred lines, like counters, wood 
heels, cut soles, etc., will be repre- 
sented. 

Chairman Everett Bradley of 
the special committee of 35, ap- 
pointed by President Rickard of 
the Haverhill Shoe Manufacturers’ 
Association, has named these sub- 
committees for this campaign: 
Publicity, Everett Bradley, Robert 
L. Wright, Lewis R. Hovey, George 
Hurn, Simon Starensier; exhibits, 
Joseph C. Kimball, Earl Wason, 
George Dalrymple, A. H. Durkee, 
Louis H. Hamel; hospitality, M. T. 
Ornsteen, C. W Arnold, Jr., Austin 
Hayes, John Eno, E. C. Wentworth. 
These committees will formulate 
further plans for the campaign, in- 
cluding in the near future a series 
of trade gatherings. 


Rickard on Foreign Trip 


J. D. Rickard of Rickard Shoe 
Company is visiting the principal 
style centers of Europe for the pur- 
pose of studying the shoe trade in 
those countries, as well as to ob- 
serve general economic conditions 
abroad with particular reference to 
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exports of footwear. Mr. Rickard 
will be absent several weeks, return- 
ing in season for the New England 
shoe and leather fair in Boston in 
July. He is a member of the style 
show committee. The Rickard Shoe 
Company has recently opened a new 
Boston office in the Rice Building. 


New Industries for 
Haverhill 


Secretary Hartwell of the Haver- 
hill Chamber of Commerce recently 
issued a statement in reference to 
the offer made by the Associated 
Community Clubs to aid in getting 
new industries for Haverhill. In a 
summary of the Chamber’s position 
on this important question, Mr. 


111 


Hartwell said in part: “Back up the 
efforts of the shoe manufacturers, 
the allied trades, the shoeworkers 
and the Chamber of Commerce to 
boost Haverhill and Haverhill shoes 
at the coming Shoe Style Show-in 
Boston. 

“Futhermore, if you would be of 
aid now and in the future toward 
the building up of the city, join the 
organization which is always on the 
job, working for the best interests 
of the city with definite, farseeing 
plans worked out by the biggest 
and brainiest men of the city who 
give their time unselfishly for Hav- 
erhill, the Chamber of Commerce. 
Little can be accomplished in hap- 
hazard fashion. Only by working 
together with definite plans can 
Haverhill progress.” 





Brockton to Be Well 
Represented at Style Show 


BROCKTON—As a result of ,the 
recent visit of President A. F. Ban- 
croft of the New England Shoe and 
Leather Fair to be held in Boston 
July 7 to 9, added interest has been 
aroused in that affair among mem- 
bers of the local shoe manufactur- 
ing and kindred trades. The fact 
that this exhibition and style show 
will be held under the auspices of 
the New England Shoe and Leather 
Association, and is intended prim- 
arily as a “boost” for New England 
shoe products, assures interested 
participation by concerns in Brock- 
ton and the South Shore district. 
Thus far the following in this city 
and vicinity have engaged booths 
at the show: Stacy Adams Co., Bar- 
bour Welting Co., Dunbar Pattern 
Co., Gleasonite Products Co., Tol- 
man Print, Inc., Brockton; Avon 
Sole Co., Avon; M. N. Arnold Shoe 
Co., North Abington; Edwin Clapp 
& Son, Inc., Alden Walker & Wilde, 
Inc., East Weymouth; E. T. Wright 
& Co., Inc., Rockland; Common- 
wealth Shoe & Leather Co., Whit- 
man; Richards & Brennan Co., Ran- 
dolph. Other concerns are planning 
for representation at the booths, 
and the opening of the fair will see 
a large showing from this locality. 

Brockton concerns and those in 
the South Shore district will all 
keep open house at Boston offices 
and hotel rooms during the fair, 
and in fact during the entire month 
of July, when visiting buyers in 
Boston are always very much in 
evidence. New styles of footwear 
are now being prepared and buyers 


may be assured that they will, both 
at the fair and the Boston sample 
rooms, be shown the very latest and 
most desirable styles of men’s and ~ 
women’s welts represented by 
Brockton district shoe manufactur- 
ing concerns. Light colors are going 
strong in the new samples of men’s 
shoes, and will be conspicious in all 
sample lines. 


Packard Co. in New Boston 
ffice 


M. A. Packard Company, one of 
Brockton’s oldest and most widely 
known shoe manufacturing con- 
cerns, about June 15 will move the 
Boston office from No. 60 South 
street, where it has been located for 
the past 12 years, to the Rice Build- 
ing, 10 High street. It is of trade in- 
terest to note that M. A. Packard 
Company was the first shoe manu- 
facturing concern to use a full page 
advertisement in the BooT AND 
SHOE RECORDER. This was published 
in the issue of May 9, 1883, one 
year after the RECORDER was estab- 
lished. In the RECORDER’s issue of 
May 7, 19138, this advertisement 
was reproduced, together with an 
extended article in relation to M. 
A. Packard Co.’s history and de- 
velopment. 

In 1876 the predecessors of M. A. 
Packard Co. established the busi- 
ness which has since developed into 
a nationally known concern. On this 
point Oliver M. Fisher, president 
of M. A. Packard Co., says: “Since 
your reproduction of our page ad- 
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vertisement in your issue of May 
7, 1918, many changes have taken 
place. Moses A. Packard passed 
away, Oliver M. Fisher succeeding 
him as president, and John 8. Kent 
remaining as treasurer. The firm 
now has a capitalization of $1,200,- 
000. In your issue of 1913 you spoke 
of our average wholesale selling 
price of upwards of $3 per pair. 
This has changed to a present sell- 
ing price of upwards of $5 per pair. 
We believe we speak the truth when 
we mention the stability of the 
Company and the reliability of the 
goods manufactured as having 
grown more standard in quality un- 
til it is known as one of the most 
reliable and finest grades of men’s 
medium fine grade shoes on the 
market. 

“Regarding the salesmen repre- 
senting our house, seven at least 
now with us have been with the M. 
A. Packard Co. for 25 years, testi- 
fying to their reliable character and 
their standing with the retail trade 
they have visited. A national adver- 
tising campaign of the Packard 
shoe and continuous advertising in 
the RECORDER has served to keep 
the Packard shoe before men for 42 
years since the Packard advertise- 
ment first appeared in the BooT AND 
SHOE RECORDER. It would seem that 
M. A. Packard Co. holds the record 
for length of years in advertising 
their product in the RECORDER and 
other trade papers.” 


Advertising Men Elect 
Officers 


At the annual meeting of the Old 
Colony Advertising Club held re- 
cently, George M. Rand of Tolman 
Print, Inc., was elected president 
for the ensuing year. Other officers 
chosen were: First-Vice President, 
Fred W. Spollett, Boot and Shoe 
Recorder; Second Vice-President, 
Shelton R. Houx, Edwin Clapp & 
Son, Inc., Treasurer, William T. 
Card, George E. Keith Co.; Secre- 
tary, W. A. Rodgers, Charles A. 
Eaton Shoe Industries. The club’s 
constitution and by-laws were 
amended to admit to membership 
all advertising managers and sales 
managers of the district. Plans for 
the coming year were outlined. 


Butman Speaks About 
Export Trade 


Arthur B. Butman, chief of the 
Boot and Shoe Division, United 
States Chamber of Commerce, spoke 
recently in Brockton before the 
Brockton Shoe Manufacturers’ As- 
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sociation. His object was to ac- 
quaint shoe manufacturers with the 
service which the department can 
supply in reference to the develop- 
ment of the export trade. He quoted 
figures to show that manufacturers 
during 1924 exported goods to the 
value of $23,000,000. He said there 
was a favorable reaction from shoe 
manufacturers throughout the 
country in response to the offers 
of co-operation which the depart- 
ment presents. Mr. Butman added 
that his object in coming to New 
England is to stimulate the interest 
of local manufacturers in foreign 
trade. 

“We have,” he said, “in Washing- 
ton 170,000 foreign firms listed in 
all countries who are shoe im- 
porters. We have a record of capi- 
tal and other data, all of which is 
furnished free. We have also a 


transportation department and a 
commercial law department, which 
is a great assistance to exporters.” 

Continuing, Mr. Butman said: 
“There is a manufacturer not far 
from Brockton who was interested 
in export trade but he wanted to 
be paid in advance. He could not do 
business in this way, however, so at 
my suggestion he sent his export 
manager to Washington. There he 
found a list of prospects and infor- 
mation which convinced him that 
the foreign market was a good 
market and that foreign market 
must be developed; we must have 
an outlet for our shoes.” 

Mr. Butman exhibited a copy of 
a production questionnaire which 
manufacturers are filling out. It re- 
quests information regarding daily 
production for 1924 and early 
1925. 





Boston’s White Business 
. Stimulated by Hot Spell 


BOSTON — White shoes sold 
freely during the week ending June 
6, which was extremely hot. It was 
the first extended period of hot 
weather and acted as a stimulus to 
the white trade. White kid straps, 
sandals and step-ins in all grades 
of stores were in good demand 
through the entire week. Solid 
white colors sold best. 

Some blond and gray kid pat- 
terns sold but were subordinate to 
the trade on whites. Black patent 
leather styles and black satin types 
continued to sell freely and promise 
to be good during the summer sea- 
son. 

Summer weight oxfords in light 
tan and yellow shades sold freely 
and the intense heat of the week 
put more force behind men’s inter- 
est in the lighter weights. 


Ahead of 1924 


Charles C. Ferrers, buyer for 
Jones, Peterson & Newhall Co., re- 
ports that white shoes have boosted 
the business of his store, so that 
the past two months’ trade is far 
ahead of the corresponding period 
of last year. 


Buckles Selling Well 


The shoe department of Gilchrist 
Co., of which Paul H. Goodhue, 
is floor manager, reports that shoe 
buckles are selling well and that of 
all the various kinds cut steel, or 
imitation cut steel, is the biggest 


seller. The broad one-strap shoe, 
with small, neat buckle on same is 
a popular number. One of the novel- 
ties in the department is a black 
and gold enamel buckle in a fine 
checked pattern. 


Wilbar’s Attractive Trim 


Wilbar’s Shoe Store, Washington 
street, featured white shoes in one 
of its big windows, with an apple 
blossom background of pink and 
white. There were a few black 
shoes. An attractive sign an- 
nounced, “Specialty footwear for 
the bride and bridesmaids—also for 
graduation.” 

The other window featured col- 
ored kid and satin shoes in blond 
and gray—there were also some 
black patent leathers. The small 
buckle step-in pumps were promi- 
nent. The background for this win- 
dow was golden glow flowers, ar- 
tistically blended with blue and 
gold drapings. 

The hosiery in both windows was 
displayed “fluted” fashion. 


Novelty One-Strap 


Boston, Mass.—One of the new 
models shown in the Shepard Com- 
pany’s shoe department is the 
“Bunny” pump, a one-strap, cut low 
at shank in patent leather, with 
high peaked back, red stitching, 
lined throughout with red kid; also 
in blond kid in similar pattern, 
with 16/8 Spanish Louis heel. 
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Napier Brothers’ new Costume Booterie at 
Omaha, Neb. The inviting lobby and windows 
are shown above. At the right is a view of the 


parlor-like interior. 
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Napier Booterie, Omaha, Neb., Luxurious 
Its Appointments 


in 


APIER BROTHERS of 
N Omaha, Nebraska, believe 

that beautiful surroundings 
are conducive to a successful high- 
grade business. They recently 
opened a new Costume Booterie, 
which is luxurious in its furnish- 
ings and appointments. The decora- 
tor, William G. Colling, borrowed 
the grand air of Louis the Sixteenth 
period and embodied it in every de- 
tail of decoration. 

There are deep-seated chairs, up- 
holstered in hand-loomed material, 
with the same figures so often em- 
ployed in the decorative designs of 
that famous period in French his- 
tory. The settees and fitting stools 
are covered with velvet in lacquer 
red, which is the color scheme em- 
ployed throughout the entire room. 
This shade of lacquer ranges in 
tone from a very deep dark shade 
to those of lighter hues. 

Stately chandeliers of crystal 
prisms throw a radiance over this 
lovely room, while mitred inset 
mirrored panels reflect the artistic 
beauty of the place and add bril- 
liance to the effect. 


Stock Is Concealed 


There is no evidence of shoes in 
the Costume Booterie, with the ex- 
ception of a few placed here and 
there on the small tables at the 
sides of the room. The concealed 
stock is accessible to the shoe sales- 
men through velvet hung door- 
ways. 

The upper floor, where high- 
grade shoes were formerly sold, has 


been given over to a moderate- 
priced shoe department, featuring 
shoes at three prices only—$6, $7 
and $8.50. This room is also very 
handsomely furnished, the color 
scheme of jade and amethyst being 
very daring and unusual. 


The Costume Booterie has as its 
manager, Leonard Woollen, while 
the moderate-priced department is 
managed by William Gibson. Both 
of these young men have been in 
the Napier employ for several 
years. Mrs. Pearl Dailey is mana- 
ger of the hosiery department. 

S. W. Napier is president, and 
B. H. Napier, secretary. The firm 
also maintains a very successful 
women’s shoe store in Minneapolis. 


Fill Mail Orders 


Mrs. Mary M. Hulst’s job is to 
“tell the world” all the good things 
about Napier’s. She has been doing 
this for several years now, and has 
not yet exhausted her subject. 

A newspaper training gave her 
the insight of being able to talk in- 
terestingly, convincingly and effec- 
tively to the store’s clientele. 

“Cash mail orders promptly 
filled,” is a line carried in the copy, 
which means many extra out-of- 
town sales. Every time a woman or- 
ders by mail, Mrs. Hulst writes a 
friendly letter of thanks, in which 
she suggests some other article that 
she feels will appeal to the cus- 
tomer. To make it easy to buy by 
mail, and also to facilitate sales in 
the store, all shoes are named. Re- 
cently shoes in the down-stairs 


shop were named after a number 
of the local society girls. Types 
were selected that reflected the per- 
sonality of the young lady whose 
name was used. This idea went 
across so big, that it was the sub- 
ject of the leading article in 
Omaha’s society paper. 

Mrs. Hulst believes direct-by- 
mail advertising is more effective 
than newspapers, although 75 per 
cent of the advertising appropria- 
tion is spent with the papers. In- 
stead of spending $1,000 on a cata- 
logue twice a year, as was formerly 
done, better results are obtained by 
sending out small folders every 
month. Customer response is much 
more satisfactory, when a few new 
styles are pictured to them often, 
than when they only hear from the 
store once in six months. 

The thought conveyed in every 
letter to a customer, is that the 
store is intelligently interested in 
her needs, and is anxious to serve 
her. When a director of advertising 
is as interested in her job as is 
Mrs. Hulst, the boss has no worries 
over the quality of the store’s pub- 
licity. 





Veteran Salesman Resigns 

After 35 years as head of the 
shoe department at Livingston’s de- 
partment store, Merrill, Wis., Fred 
Braun has resigned. Mr. Braun is 
considered..one of the best shoe 
salesmen in that part of the state, 
and many people in the territory ° 
surrounding Merrill refused to be 
fitted by any other person. 
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Roundup and Rodeo at 
Chicago, August 15 
Chicago’s name as a capital of 
every division of commerce and in- 
dustry is to be written large on the 
records of the world. Not only is , 
the city to be kept at the top of the = 
list as a great business center, but | SNAPPY SHOES 


it is to be advanced so high that FOR YOUNG MEN 
its supremacy shall never be to the minute Styles, 


threatened. Every artery of trade is unsurpassed. Priced to 
to be made to throb from the heart | cr Abananees & EMERSON, Inc. 
of the nation. Brockton, Mass. ~ 
These, in their chief elements, " 
are the objectives of an intensive . 
commercial campaign launched by BRIDGEWATER 
the Chicago Association of Com- 
Shoes of Wor th merce, through its Domestic and 


ETTLETO Foreign Commerce Committee. 
a. = NErTis U. IN CO Plans have been made by the com- 


MEN'S FINE SHOES EXCLUSIVELY mittee for a drive which will cover 
“ three years. “Educate the world on 
Chicago!” is their slogan. ; 
Chicago’s great leather and hide 
district is fed by the world’s great- 
est cattle and horse territory, and 
the world’s greatest stockyards. On 
this account, its shoe market also is 
an international one. 
The Chicago roundup and world’s 
championship rodeo contest will be 
held in the Grant Park Stadium for 
nine days, beginning August 15. “C dooce ' 
The roundup will be under the sole ; 
supervision of the Association of 
Wy Commerce Committee and any 
Richards& Brennan Co. = -:- Randolph, Mass. funds derived from it will be de- 
voted to the spreading of Chicago’s 
commercial fame. The event has 
been underwritten by the city’s 
BOSTONIANS business and professional interests | gy.99 Reade 8 New Yerk 
may be given an impetus which will AUCTION TRADE SALES 


it to the highest record of * 
achiv - SHOES AND RUBBERS 


achievement and tens of thousands 
of new buyers and tourists in- Every Wednesday and Friday 


spired to make the city their an- 
nual Mecca. PT 

The story of the roundup and STOCK D E ® 5 
rodeo is the story of the real west, yrs tae pp ad 
the west of Roosevelt, Masterson, “They've Got to be Stetson 
Remington and Russell. The dare- to be Susgey” 
devil feats and defiance of death | THE STETSON SHOE CO., Inc. 
which have thrilled thousands at 
Cheyenne and Pendleton, will be 
enacted in the stadium by the same 
“buckaroos,” “cowgirls,” “bulldog- 
gers” and “outlaw” horses which have 
perpetuated the days when Greeley 
advised the parlor athletes of the 
east to hurry their trek westward. 
Old championship rivalries will be 
fought out on the hurricane decks 
of “bad” bronchos and the necks of 
longhorn steers. 

Cash prizes, aggregating more 
than $30,000 have been appro- Rockland, Mass. U. 8 & 


T priated by the association to pre- 
EAST EST ORADE UNLY | serve the spirit of contest and rules IN STOCK MADE TO ORDER 

























































































BROCKTON, MASS. 


Address all communications to the factory. 
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EST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 








Sortghey, — 
Pullman Slipper 2 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md 








Satin, Felt and Leather 

Seft-Sole SLIPPERS 

fer the Egtire Family 
No. 7300 Satin in these 
American ity 
Blue, Old Rose, 
Lavender, B. Blue, 
Pink 


Black, T: + < ‘ 
Sena for ice List 








NEW ENGLAND Aw tt. co. 
WESTBOR MASS. 


PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N.Y. 
Chicage Office, Security Bidg., 189 W. St 


HIGH GRADE MULES and D’ORSAYS 
Quilted Embessed 











MULTIGRAPH H PLATES 


aes Cone Cuts, Rule Forms, 
and Copper Face Electros 


Write for Prices 
UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 


Composition, 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mase. 
Telephone. LIBerty 8673 








Where to Buy 
Wanted Styles 
An extra Editorial Service to 
“Recorder” readers, free for the 


asking. Write and tell us what 
you would like to know. 











of sportsmanship which have made 


_the rodeo the one remaining typical 


American sport. Only those who 
qualify by skill and daring can 
share in the awards. 





Uses Tees to Advertise 
Leather 


A very effective bit of novelty 
advertising has just been issued by 
the Barnet Leather Company, New 
York, featuring particularly their 
“Dundee Calf.” It comes in the 
form of a prescription from Dr. 
Dundee and included with the let- 
ter is what appears to be a box of 
pills on which is written in fac- 
simile handwriting, “Take one at 
tee—Dr. Dundee.” 

On opening the box one finds 
therein enclosed eight wooden calf 
tees of the type which are so popu- 
lar now with most golfers. Inas- 
much as the great majority of shoe 
and leather men have taken up the 
game of golf the idea is one that 
naturally appeals to most of those 
to whom the prescription has been 
sent. 





New Shoe Stores 


Don Luis Stores, Don Luis, Ariz. 

Barth Mercantile Co., St. Johns, 
Ark. 

Carl F. Stenz, 
Calif. 

J. G. Ewell, Corcoran, Calif. 

Harry Glass, Boston, Mass. 

Louis Klimstra, Olivia, Minn. 

Harry Foster, Rochester, Minn. 

Wright’s Boot Shop, 8 Church 
street, New York, N. Y. 

Nels Strom, Edgeley, N. D. 

Fred Phippen, Farmington, N. M. 

Lucio Biundo, 1214 Avenue U, 
Brooklyn, N. Y. 

William McLaughlin, Albee, Ore. 

The Bee Hive Store, Houlton, 
Ore. 

W. H. Carsley, St. Paul, Ore. 

Alva Walker, Gold Hill, Ore. 

Johnson & Wolfe, Long Beach, 
Wash. 

Silver Dollar Shoe Store, 1429 
Third avenue, Seattle, Washington. 

Edward Barbo, Superior, Wis. 


Camp Meeker, 





Plan New Building 


Six acres of land in South Beloit, 
Ill., have been purchased by the 
Freeman Shoe Co., of Beloit, Wis., 
and plans are being made for the 
erection of an $80,000 factory 
building for the manufacture of 
men’s shoes, according to announce- 
ment by officials of the company. 
The Beloit factory will continue to 
operate for the time being. 
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J. R. BEATON COMPANY, Ine. 


881 FOURTH AVE.. NEW YORK 














BI 
Style Kian eat Tee Glazed 
6-11 
eT 
SCHWARTZ AHERDER 


Mfrs. ¢ Rich Onp din Shoes 
241 Ne. lith Street ° ladeiphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 
Child’ eel.se 
Sizes 7 —p 
Misses" 
Yeniit 
Ladies’ 1. 
Sizes 2} t08 
SHOE FINDING SO. 7 eee 
147 Deane St.. New York. 


= 








{BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
on Shoes No. 116 

24 to7 $1.00 








Athletic Shee Mig. Co., 124 N. Third St., Philadelphis 
QUALITY BALLETS— srttx 


Seft Tee Hard Tee 
il co | 
Ti wwe 1.28 
28 





(Se extra 
Alse Men’s and Women’s Slippers of every deveripticn. 
METROPOLITAN SLIPPER CO. 
184 W. B’way, sear Duane St. New Vert 


aie 


HARD AND 
SOFT TOES 
IN 
STOCK 1 
Send for . 
Price List 
325 W. Monroe St., Chicago. Tl. 


MANHATTAN FINDINGS CO. 


Wholesale Shoe Store Supplies 
MOVES TO 145 WEST BROADWAY 
NEW YORK 
AFTER JUNE 15 
We carty = full Vineet suche from 08.50 to 
$36.00 a dozen pair. We also carry a full 

line of polishes in a 
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ELAM 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
F. 8S. ELAM SHOE Co. 
ROCHESTER, N.Y. 

Besten Office, 183 Essex Street 











‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send “tr Cate’ 


AH Martin@ 


Mekew ROCHESTER NY 














‘ WHERE TO BUYS 
N Fi 
CLA 





America’s Favorite 


NU-SHINE 


Beautifies Footwear 
Makes Old Shoes Look New 


THE -SHINE Co. 
Mkt. St. Reidsville, N. C. 











dependable and 


yles constant- 
ly In Stock. Send for latest price 
H. K. GARDINER CO., PITTSFIELD, N.H. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











Kansas City Notes 


Kansas City, Mo.—At the Palace 
Clothing Co., R. D. Queraux says 
that he believes that this will be a 
big white season. Black satins and 
patents are holding good, together 
with the blond and sand shades in 
colored kid. The demand for nar- 
rower toes is daily becoming no- 
ticeable. 

J. E. Biles finds that the sales of 
the better grades of men’s shoes is 
slightly ahead of last year. He sells 
“a world” of kid shoes. The call for 
extreme light weights is limited. 

The bulk of sales at Rothschilds 
is on the soft toe, light tan, brogue 
last. In fact, most every store in the 
city has a similar story to tell. 

Orange, lemon and peach shades 
in doeskin are the best bets, ac- 
cording to E. W. Leeman of the 
Carlat Booteries. Combinations of 
black and white, and blond and 
white kids are good, while gun 
metal satin is fair. 





“Ask to be Fitted” Is 
Huselton’s Slogan 


Butler, Pa.—B. C. Huselton is 
one of the pioneer merchants of 
Butler. He occupies the store which 
he built in 1867 and opened then as 
a shoe store. Mr. Huselton is 79 
years old and still in very good 
health. He is at his store every day, 
from morning until evening. He is 
a very good style follower and en- 
joys selecting new styles. 

Mr. Huselton adopted as his slo- 
gan many years ago, “Don’t ask for 
sizes, ask to be fitted,” and has 
educated the public to know that 
his store carries all sizes and widths 
and that the store fits the feet. 





H. W. Davenport on 
European Trip 


H. W. Davenport, manager of ex- 
port sales for the C. D. Kepner 
Leather Company of Boston, Mass., 
sailed from Boston, June 1, on the 
steamship Samaria for an extended 
absence in England and the con- 
tinent. 

He will visit the company’s vari- 
ous agencies. Mr. Davenport is ac- 
companied by Mrs. Davenport on 
his journey which is an annual one. 





How Mr. Demand 
Advertises 


Sedalia, Mo.— Demand is the 
name of a retail shoe merchant 
here. “Demand, Demand Shoes,” is 
the way Mr. Demand advertises. 








DR. CAMPBELL’S 
HEALTH SHOE 
IN STOCK 
Ask for New 
Catalog 
Powell & Campbell 
128-124 Duane 8t.. 























A a ll 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 








She Show. 


ithout 50 
140-142 WEST ere SADWAY 
“Your Name on Ticket” NEW 











No matter what policy you may 
pursue in selling to the shoe trade, 
Loman ec raged need the 
Boot and Shoe Reeorder 
ALL THE TIME 



































The One 
Waterproot 
That 
Takes and Re- 
tains a Polish. 


& COOK CO. 
Tasoeries Pt, Sa 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 


est t Virginia 


The best raw Files Des Beard to 
niformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
. Detroit New York Chicago 

















5, BE. A re Treas. 


Tf. VF. CO ee un 


F. E. JONES ‘CO. 
FANCY COLORS 


MAT KID 











oring 


ALL 
WIDTHS 
ALL 
GRADES 
Russell ManufacturingCo. 
Middletown, Conn. 





College and Highland Colors 
in Hosiery 

Stripes, checks and plaid pat- 
terns refuse to be shelved from the 
hosiery picture. Several of the 
small pin check patterns offered for 
summer are repeated in appropriate 
fall colorings. On the whole it may 
be said that the checks and plaids 
are slightly smaller in size than 
those of a year ago. The most 
startling of the fall offerings are 
the broadly striped college socks 
with the characteristic colors of 
Dartmouth, Yale, Columbia, Syra- 
cuse, Cornell and Princeton. In chil- 
dren’s socks, the Highlander plaids 
—Cameron, Campbell, McLeod, 
Stuart and McPherson—stand out 
as colorful novelties in the season’s 
present showing.—Dry Goods Econ- 
omist. 
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Children’s shoe department at Dalsimer Shoe Store, 12th and Market 

streets, Philadelphia, Pa. The young folks feel at home when seated in 

settees designed with heads of animals on the arms. The atmosphere of a 

child’s large playroom is pleasant to children, and consequently makes the 
task of the salesman much easier. 





How Nebraska Merchant 
Disposed of Boots 


‘F. A. Reuter of Syracuse, Neb., 
had several hundred pairs of wom- 
en’s black kid French heel boots that 
cost him anywhere from $6 to $10 
a pair several years ago, but are 
not worth ten cents a pair today. 
He had tried all sorts of ways to 
get rid of them, except to dump 
them in the trash barrel. Recently 
he made a deal allowing him to 
realize almost invoice price out of 
the entire lot. This is how he did 
it—Mr. Reuter’s father is in the 
real estate business, so through him 
the shoes were exchanged for some 
good western Nebraska farm land. 
Mr. Reuter, Sr., knew the land, and 
it is figured that the crops will more 
than pay for the interest and taxes. 

Anyway, land is land, and is 
worth the swapping price of $20 
an acre, but as to the boots—Reuter 
says that is the other fellow’s worry. 





Gives a Photograph 


St. Petersburg, Fla.—F. L. Bad- 
ger is gaining considerable new 
trade by co-operating with a local 
photographer. A sign in his win- 
dow reads “Your photograph free 
with each purchase amounting to 
$3 or over.” The idea is spoken 
about in the store’s advertising. 
Very satisfactory results have been 
obtained so far. The photographs 
are mounted on a calendar pad with 
the store’s name appearing in the 


lower left-hand corner. 


Plain Black Patent Pumps 
in Favor 


New York, N. Y.—Tan was the 
conspicuous color note at the Ritz 
during the luncheon hour the other 
day. Many tan silk frocks were 
worn with straight line top coats of 
cloth to match. With such costumes 
the Pablo colored Bangkok or felt 
hat was worn with but few excep- 
tions. Even with all black, navy blue 
or other colored costumes tan calf- 
skin shoes were invariably the 
choice. Unadorned black patent 
leather pumps with nude hosiery 
were also seen to great extent, says 
the Dry Goods Economist. 





To Make Underhose 


Milwaukee, Wis.—Henry M. 
Levy, in charge of production and 
purchasing for the Everwear Ho- 
siery Co., up to two years ago, has 
taken charge of sales for the Rodee 
Underhose Co., which was organ- 
ized here this spring. The under- 
hose has gained considerable favor 
with Milwaukee hosiery buyers. 





Opens New Store 


Robert Brauer, who operates a 
store at Neillsville, Wis., has opened 
a second store in Wisconsin Rapids, 
carrying a high-grade line of shoes 
as well as men’s clothing. The store 
will be operated under the name of 
Bob Brauer, Inc. E. A. Held has 
taken over the management of the 
Neillsville store. 
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The Cinderella ** ~ SEE 


Buckle 


Smart—Easily Ad justed—Practical 
The three things which make this buckle an attractive - 
addition to any buckle type of shoe. Your customers want Patented March 20, 1923 
them. Why don’t you specify “Cinderellas” when order- 
ing your next lot of shoes? 


Samples on request 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave., Bloomfield, N. J. 

















Fine Calf Leathers +7 Sell Boudoirs ™< 


Boudoirs are salable in any 
shoe store. Demand for the high- 
Manufacturers of grade line made by me is om 
stant. Boudoirs often 
Velvetta Calf— lead to sale of other 
shoes. Often other 


Tuscan Calf— shoes lead to sale of 
boudoirs. Act on my 
F} suggestion, put my 
Russia Calf— wince line in your store. It 
will pay you to do 

36 Pair Cases this now. 











Te AES oe 
ss i juetes apa fm co : If your jobber cannot supply you, write us. 
106 Beach St., Boston, Mass., U.S.A. an A. W. GREELEY 

, , yxqi2 Duncan Street - - - Haverhill, Mass. de 























ON THE OCEAN FRONT CAPACITY 1000 


The Breakers Me MEDICAL MEN 


sturdy rt for the ankles of 
ATLANTIC CITY, N. J. Growing children and es a. fully 
AMERICAN AND Seles ccs oa Venti- 


Make your stock of 

‘s shoes com- 

VENTHATIONS Diets by sending your 
order today. 


PATENTED 
Phone Brockton 2183 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 

















Don’t Use an Old Directory 


One address taken from an old Directory may send you miles out 
of the way and waste a whole day’s time. You take pride in keeping 
a fresh stock of goods on your shelves; why not avail yourself of 
fresh information for your daily use? 

The 1925 issue of the Boston Directory will be ready late in July. 

Before publication price, $10 After publication, $15 

ORDER NOW AND SAVE $5.00 
SAMPSON & MURDOCK CO., 373 Broadway, BOSTON, MASS. 
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CEDAR CLIFF SHOE SATIN is fea- 
tured by many of the best shoe merchants. 
EXPERIENCE has taught them that 
customers are easily persuaded to buy 
shoes of CEDAR CLIFF satin because 
of its unusually attractive appearance 
and wearing quality. 


Specify CEDAR CLIFF satin when you 
place your orders. 











Attractive shoe of CEDAR CLIFF 
satin trimmed with bands of 

leather and gun metal buckle from 
Thomson-Crooker Shoe Co., Boston, 


CE 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVE., NEW YORK 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


page per issue: 


18times 26times 62 times 


$3.50 

7.00 
10.50 
14.00 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00. 10.00 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ANTED — Resident representatives for 
highest-grade soft sole leather slippers, all 
territories open. Wonderful #0, Boot and. Shoe for 
men with a following. K-499 
Recorder, 127 Duane St., New York, 





YNN manufacturer of women’s medium- 

priced welts wants experienced salesmen in 
large middle-west cities. 25 numbers always in 
stock. Featuring wide ankle novelties and 
staples. 6% commission. Side line if desired. 
Address B-500, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ALESMEN wn good commission to 

men’s Brockton-made $5 and $6 shoes in 
following territories: New England, I 
Illinois, except Chicago, and New York, except 
New York City. Can be carried as a side line 
if given good attention. Send full information 
and references. Address B-504, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





a ne WANTED — tenn Sa 


of 

elie seieed welts. ‘and McKays wishes first- 
class salesmen by July 1 for following terri- 
tories: one consists of North and South a 
lina, Virginia, Delaware, Washington, D. 
the other, Missouri, Kansas, Nebraska, oi 
though in Kansas and Missouri have a 
man making few r towns. Applications 
will only be considered from men who have 
been making the territory and have following 
there. In reply state age, names of factories 
traveled for, present connection, amount of 
sales, references and exact working arrange- 
ment desired. Unless these facts are given in 
first letter application cannot be considered. 
on Roth Shoe Mfg. Company, Cincinnati, 

0. 











Western Pennsylvania, Nebraska, lowa 


STAMP WORK SHOES, Geodyear Well and Nalled, n Blecher, Outing and 
for particulars, giving references. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


We ys unlined UNION 
Moulder. Write 








GALESMAN —- Covering Texas, Oklahoma, 
Arkansas, a Mississippi and Ala- 
bama. To short line highest grade 
British-made golf and walking shoes in men’s 
d boys’. Man with well a oy vy 
tion first-class trade only. Can 


amongst 
handled in ‘conjunction with ladies” or “other 
flicti ine if proper attention given. 


—_ ‘basia, Reference. y Box 1. 
Boot and Shoe Recorder, 1627 
Louis, Missouri. 


Tone experienced rubber or shoe salesmen— 
os + for Northern Ohio and one for Western 


wast St., St. 





automobile and work territory closely. Inter- 
esting proposition to right men. Drawing ac- 
count and expenses, give references, present 
selling and all information 
in first “jeter. Address B-502, care Boot and 
Shoe , 207 South St., Boston, Mass. 


aaa wanted for Iowa and sonst 
on commission “Kesco 

ou Misses’ Turns and Stitchdowns.” A: 

with references: The Kepner-Scott Shes Co., 

Orwigsburg, Pa. 











about the shoe business. 


experience. 





WANTED 
TWO SALESMEN 


One to Work in the East 
One to Work in the Middle West 


A large, representative and successful Western 
manufacturer of Men’s Shoes is to put on two sales- 
men, one in the East and one in the Middle West. 
They want young, energetic, capable men who are ac- 
quainted with retail buyers in the large shoe concerns 
in these territories and who also know something 


If you feel that you meet the requirements write 
to the address below stating your qualifications and 


Address Box B-505, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 











OOD live salesmen with satisfactory ref- 
erences (only those owning cars consid- 
ered) can connect now for fall season, effective 
July first, on liberal commission basis with 
Wings, the best every day line of men’s 
and onal welts and McKays built, two smal! 
grips only in following partly established ter- 
ritories: New Hampshire, t, New York, 
Pennsylvania, New Jersey, ticut, 
Island, Maine and Massachusetts. Make appli- 
cation direct at once to Red Wing Shoe Com- 
pany, Red Wing, Minnesota. 


ALESMEN WANTED—On high-grade and 
medium McKay novelties Ry —~ for $65. 
$6 and $7. Output of two factories which have 
in the past been sold exclusively to high-class 
jobbers, now to be sold direct 
Straight commission basis. Sen 
and complete details with first letter. 
territory covered. Resident men with estab- 
lished trade given preference. A B-503, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








most complete lines in the country. 

t, both where price talks and quality 

A flexible proposition enables you to 

largest ell as the smallest. 

Liberal commission. References required. Ad- 

dress B-488, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


GALESMEN with a good reputation and fol- 








SALESMEN—Are you selling the job- 
oopertanans stores and volume buyers? 

us explain our distributor p 

. Need several salesmen with 

lished trade for our line of infants’, 
children’s and misses’ solid leather stitch- 
downs. State territory covered in your first 
letter. Address B-506, care Boot and Shoe 

Recorder, 207 South St., Boston, Mass. 








WANTED 


Resident Salesmen now selling men’s 




















a une, se pee, Ga 
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SALESMEN WANTED 


FOR SALE 


MISCELLANEOUS 





GALESMAN to carry nationally-known line 
~ of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles), Ballet Slippers, 
soft and hard toes, also strap sandals, side 
line. Address B-491, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


OR SALE—Old established shoe store, in 

Danbury, Conn., with stock, modern fix- 
tures, and lease at reasonable rental. Only 
moderate cash investment necessary. Address 
P. O. Box 70, Danbury, Conn. 





GALESMEN WANTED to carry eight sna 
in-stock styles of men’s oxfords; 12-cylin 
men with pep can clean up. Write, giving ex- 
perience and territory to manufacturer. Ad- 
dress B-422, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


WHERE TO BUY 








GALESMEN to sell Retail trade in States of 
Ohio, Indiana, Illinois and Michigan or 
portions thereof, Rochester, N. Y., line of In- 
fants’ 2 to 6 Spring Heel Turns, First Steps 
with and without Outside Wedge Heels, sizes 
1 to 5. Soft Soles and Moccasins, sizes 0 to 4, 
Seven per cent commissions. References must 
accompany application to receive attention. 
Address B-457, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 2 


We supply all descriptions of shoe 
satins, silk brocade, gold and silver 
tinsel, in the latest designs and styles 
for the American market. Write for 
prices and samples to T. Fearnley & 
Sen, P. 0. Box No. 7, Audenshaw, Man- 
chester, England. 














| 
WANTED—Reputable experi- 


enced shoe salesmen to sell 
women’s novelty footwear for 
immediate delivery, commission 
basis. Territory to be confined 
to one state. Men of good 
standing, well acquainted, with 
following only need apply. Fur- 
nish references. 


M. FINKOVITCH, INC. 
138 Lincoln St. Boston, Mass. 














HELP WANTED 


SALESMAN or sales executive familiar with 
\ the selling of shoe polishes and blackings. 
Splendid opportunity to develop subsidiary for 
well financed national organization. Reply with 
full details, experience, to L. B., Box 3276, 
Boston, Mass. 








SHOE BUYER WANTED 








SHOE BUYER WANTED 

Gentleman with broad experience and 
knowledge of fine shoes in the ladies’ 
and children’s line out of a live depart- 
ment store preferred. Two good live as- 
sistant buyers may also 
Address B-507, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














LINE WANTED 


Is there a shoe concern who can offer line of 





K-796, care Boot and Shoe Recorder, 127 
Duane St., New York. 





GHOE SALESMAN—Formerly in business for 
self, desires to represent or manu- 

















WANTED TO PURCHASE 


WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 




















| 
We'll Buy For Cash 
ox call stocks of chap. boston’ datnae 
or any other merchan ‘ 
CASPER and MacLEN 
170 Summer St., Boston, Mass. 








Metal Shoe Fitting Stools 


and Floor 


, 


Mirrors 


No. 141 


zc, , THE CHICAGO 
ond prices WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Mi. 














(CLICKER 
DIES 


% inch at 12 cents per 
inch. ~ 

1 inch at 17 cents per 
inch. 


Minimum 15 inches 
PROMPT QUALITY 
DELIVERY GUARANTEED 











FOLEY & HALLQUIST 
1313 North 7th St. 
LOUIS MO. 
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Patent Styles Selling Freely 


Omaha, Neb.—The white busi- 
ness was slow to open here and was 
attributed to women wearing so 
many patent leather shoes with 
colored stockings, in the opinion of 
the Panors Shoe Co. This concern 
does a volume business by special- 
izing on nove]ty shoes at prices of 
$5 and $6. They never hold a sale. 
Short lines are sold to basement 
stores in other cities for a price. 
Giving their trade something new 
all the time at a low price, has been 
the means of keeping the volume up. 





Men’s Ankles to Blaze with 
Gaudy Color 


Men’s socks are avoiding what- 
ever color restraints may have held 
them in leash before. Accents of red 
and orange may be seen in many 
of the fall combinations and it is 
quite usual to employ a hair line of 
red to outline broad neutral stripes, 
thereby giving the whole pattern 
decided dash. Saxe blue, Wedgwood 
and several other blues continue in 
fall patterns along with the more 
neutral tans and browns.—Dry 
Goods Economist. 





Tuttle Chain Expanding 


Lincoln, Neb.—One of the first 
of the western group of the C. B. 
Tuttle Co. chain opened here re- 
cently. J. E. Bailey, formerly of 
the Shoemarket, is in charge. Mr. 
Bailey considers good windows, that 
are changed often, the best form of 
advertising. He states that the 
young men are taking to the novel- 
ties, just as fast as the girls. 





Opens 96th Dixie Store 


Cincinnati—On Saturday, June 
6, the Dixie Shoe Co., of Balti- 
more, Md., which commenced busi- 
ness January 1, to open chain stores 
in the large towns, opened its 96th 
store. This company is operated by 
M. Samuels & Co., manufacturers 
of shoes. The stores have a uniform 
front. The company sells men’s 
shoes of all kinds. 
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Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar Onxen Co. 

611 Ww. FOURTH ST. 
a tig he o. 


not make 
eral intures or Show Cases J 











New York's epee and most 
beautifully furnished hotel ~ 
peconied an 1034 Quests 
Broadway et 637 Street. 
THPRIVATE 
om ''$250  MXep, 
ROOM WITH PRIVATE BATH- 











YALL OUTSIDE ROOMS sal . 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
a Wants, For Sales, eic., see Want Page. 


ery precaution is taken by the BOOT and 
SHOE” RECORDER te avoid printing any 
statement iw i oe e ae 
reserve the right reject 
advertising oF tail cuties atti i ect te 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: or South S 


n, 


127 Duane St. H. Walter Beste, 


Eee HIA OFFICE: ‘Boom 616 parr? 


1530 Chestnut St. Walter 


Setechewe 7 
HAVERHILL OFFICE: Chamber of Com- 
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. Geo. W. R. Hill, Manager. 
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OFFICE: | 62¢ 626 Powers Bidg. 
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WASHINGTON OFFICE: William L. ae. 
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BUSINESS REVERSES 


Mescexie. Cal.—T. J. Scully, shoes, 421-423 
yrtle street, shoes, reported assigned. 
a j_- Conn.—Peter Sapienza, 246 E 
Main street, shoes and repairing, reported 
offering to compromise at 25 per cent. 
ins Conn.—Abner Weisberg, Weisberg’s 
Shop, shoes, reported petitioner or peti- 
Soned in bankruptcy. 
Washington, D. C.—Herman Wilin, 3326 14th 
street, N. w., shoes, reported petitioned or 
petitioner in bankruptcy. 
= a Shoe Co., shoes, re- 
or 
Chtieago, es M. Polkey, 1341 Milwaukee 
avenue, shoes, petitioned or peti- 
tioner in bankruptcy. 
Fred Carlin Co, ~~ 1002 Belmont ave- 
nae, reported meeting of creditors 


Richmond, Ind.—Bowen’s Shoe Store, shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 

Shreveport, La.—Brandt Bros. Co., Inc., shoes, 
ete., reported offering to compromise at 25 
per cent cash. 

Hagerstown, Md.—Robert ayy Jacob- 
son’s Savings Store, shoes, E. Franklin 
street, — petitioned ry ‘petitioner in 


ioned or petitioner in bankruptcy. 

Springfield, Mass.—Economy Shoe store, 
Lyman street, shoes, reported assigned. 

Detroit, "hieh—Benene Cantile & Son, Spring- 
wells. avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

Murray Co., shoes, etc., reported asking 
for general extension. 

Minneapolis, Minn.—Ita Wert, 409 Cedar ave- 
nue, shoes, etc., repo offering to compro- 
mise at 45 per cent. 

Dwyer, Miss.—Dwyer Mercantile Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Brooklyn, N. Y.—Hinda M. Handleman, 383 
Bridge street, shoes, reported receiver ap- 
pointed. 

Primo Shoe Mfg. Co., 220 Varet street, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Charles Weiss & Co., Premiere Shoe Shop, 
1247 Flatbush avenue, shoes, reported meet- 
ing of creditors called. 

Huntington, N. Y.—Victor R. Miller, Victor 
Shoe Shoppe, 3385 New York avenue, shoes, 
reported receiver appointed. 

New York, N. eR Sylvia Bootery, 
Clinton street, shoes, reported petitioned > 
petitioner in bankruptcy. 

Peekskill, N. Y.—Edward Newman, shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 
a O.—George Beyoglides, shoes, etc., re- 
rted receiver appoin 
Philadelphia, Penn.—Pennsylvania Shoe Mfg. 
Co., 1348-1847 Noble street, shoe manufac- 
petitioned or petitioner in 


Penn. —Joseph C. Horwitt, 520 
Lackawanna avenue, , ete., reported 
petitioned or petitioner in bankruptey. 

Columbia, S. C.—Nickerson’s, shoes, 
te: 


BUSINESS CHANGES 


Carrollton, Ala—R. S. Jones, Quality Shop, 
oor etc., reported succeeded by Jones & 
Gens. 


Ga.—Louis Snyder, 613 ng Be Glyeh 
— ete., reported aneniiting Gl 
- partnership under style of are 


tore. 
Chicago, Ill.—Charles Bremmer, 1935 W. 35th 
repairi 


Goodma’ 

Cicero, tll —Albert Havel, shoes, reported sold 
out to Miles Macik. 

Springvalley, Ill.—Jake Kovalsky, shoes and 
repairing, reported sold or closhd out busi- 
ness and moved to Ottawa, II. 
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Holyoke, Mass.—G. J. Prew & Co., shoes, etc., 
reported selling or sold out. 

Lynn, Mass.—Fashion Shoe Co., 125 Market 
street, shoe manufacturers, reported mo 
to 65 Willow street. 

Detroit, Mich.—Fred L. Bucklin, 7741 : ar 
avenue, shoes, reported succeeded by E. G. 
Russell. 


123: 


Bedmin: N. J.—Ellis Dow, shoes, etc., re- 

al ucceeded by Miles J. Stofflet. 

Burlington, N. J. Albright T. Stevens, shoes, 
ete., reported sold or Fy out business 
and moved to Clayton, 

Jersey City, N. J.—Max MSickind, 573 Grove 
street, shoes, reported sold or closed out 
business at above address and continues 
Ned. at 956 Bergiline avenue, Woodcliff, 


N. J. 

Trenton, N. J.—Scipione ye 304 Hudson 
street, shoes and repairing, 

Bay Shore, N. Y.—Solomin Rubin, shoes, etc., 
reported succeeded by Ballin Bros. 

New York, N. Y.—S. Aprile & a T sananaet 
turers of shoes, incorporated $25,000. 

Cathedral Shoe Shop, shoes, incorporated 


$10,000. 

Julius Markowitz, mm Willis avenue, 
shoes, store reported closed. 

Dominick Pellini, Fa and Italian Shoe 
Store, 254 Bleecker street, shoes, reported 
succeeded by Miccio & Giofre. 





| kidditionsk Panis of the Shoo Travelers 





Dickson Sells Williams- 
Clark Line 


Vernon Dickson travels New Jer- 
sey and Pennsylvania for Wiliiams- 
Clark & Co. Among the new shoes 
shown are models in pumps and 
step-in effects. “The ‘New Way’ 
Process shoes are among the good 
sellers in this line,” said Mr. Dick- 
son. 


Foster on Trip 


W. K. Foster, of Wm. C. Foster’s 
Sons, Rowley, Mass., with Boston 
headquarters at 139 Lincoln street, 
sells the volume men’s leather slip- 
pers to volume buyers. He recently 
returned to Boston after an eight 
weeks’ trip and left the Hub again 
June 8, to cover the entire Atlantic 
Coast. Mr. Foster is a thorough 


shoeman, with shoe-making ances- 
try dating back to 1840, when the 
business was started by his grand- 
father—the “Sons” of the Company 
are W. K.’s father and uncles. The 
house of Foster was among the very 
last in the country to give up the 
making of the old-fashioned men’s 
oil grain pegged boots. 


“Gene” Ricker Reports Good 
Trade 


Eugene Ricker, covering Boston 
and other Eastern places, except 
New York City and New Jersey, 
for George B. Leavitt Co., of Farm- 
ington, N. H., manufacturers of 
women’s novelty McKays, is now in 
his territory and reports receiving 
satisfactory orders. 





A view of the shoe department on the main floor of ‘the Rich Brothers 

Department Store, at Broad and Alabama streets, Atlanta, Ga. Sales the 

last fiscal year, according to Oscar Thompson, manager, mounted to ap- 
proximately $750,000. 
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Wellauer-Noll Shoe Co., Milwaukee, Wis. 21-22 
Wessel, A. E., & Son, Inc., Camden, N. J...106 
Whitman & Keith, Brockton, Mass. 
Wichert, Inc., Brooklyn, N. Y........... 
Wobst Shoe Co., Milwaukee, Wis. 


HOSIERY 
Beaton, J. R., Co., Inc., New York City......115 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Company, Inc., 


Cedar Cliff Silk Co., New York City 

Collis Leather Co., Ltd., The, Aurora, On- 
tario _ 123 

Creese & Cook Co., Bost 6, 116 


Evans, John R., & Co., Camden, N. J.........30-31 








Foerderer, Robert H., Inc., Phila., Pa.......14-15 


Gallan, A. F., Sons, Milwaukee, Wis. 92-93 
Hunt-Rankin Leather Co., Boston..................118 
Jones, F. E., Boston 116 
Kepner, C. D., Co. Boston ihe 8 
New Castle Leather Co., New York City... 33 
Northwestern Leather Co., Trust, Boston....125 
Russell Mfg. Co., Middletown, Conn............116 


Skinner, Wm., & Sons, New York City........126 
Standard Kid Co., Boston and New York... 4-5 


West Virginia Pulp & Paper Co., New 
FG 6th SS Ae 


FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, IIl............... 26 
Chicago Wire Chair Co., Chicago, IIl.............121 
Eastern Tool & Mfg. Co., Bloomfield, N. J...118 


Manhattan Findings Co., New York City....115 

Meyer, Frank C., Co., Inc., New York City 121 

Milbradt Mfg. Ce., St. Louis, Mo. 

Onken, Oscar, Co., Cincinnati, Ohio 

Rublack, Emil, New York City 

Scholl Mfg. Co., Chicago and New York... 96-97 

Segall & Sons, Philadelphia, Pa. 

Success Furniture Corp, St. Louis & Kirk- 
A LS 5 i 122 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass...... 10 
Earle Shoe Pattern Co., Brockton, Mass.....116 
Foley & Hallquist, St. Louis, Mo. 

Na-Shine Co., Reidsville, N. C.......................116 


United Fast Color Eyelet Co., Boston 3rd Cover 
United Shee Machinery Co., Boston 


MISCELLANEOUS 
Atlantic Printing Co., Boston....................... 


Hotel Breakers, Atlantic City, N. J.. 

Hotel Empire, New York City 

Illinois College of Chiropody, Chicago, Il... 95 
Kalter Cerf. Co., New York City 
Kirsch-Blacher Co., New York City 





New York Export Purchasing Corperation 
New York City 121 


Sampson & Mardock Co., Boston....................118 
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SMOOTH OR BOARDED 
COLORED SIDE ESPE- 


CIALLY ADAPTED FOR 
WOMEN’S OR MISSES’ 


SHOES. 





HE QUALITY COLORED 

SIDE LEATHER THAT 
MOST CLOSELY APPROXI- 
MATES A CALF SHOE. 
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: 122 
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OR THE HEAVIER TYPE 

OF DRESS OR SPORT 
SHOE A FULL CHROME 
DISTINCTIVE LEATHER. 
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ETAN! THE IDEAL 

LEATHER FOR THE 
HEAVY DUTY SERVICE- 
ABLE TYPE OF SHOE. 


thisest 





HE OUTSTANDING 
LEATHER FOR QUAL- 


ITY SHOES, MEN’S, BOYS’, 
WOMEN’S AND MISSES’. 
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A Skinner’*s=Shoe Satin 
for Every Grade of Shoe 


Skinner’s Shoe Satins are made in four 
different qualities to meet all the require- 
ments of the trade. 


Brooklyn—De Luxe Quality 
5004—Premier Quality 
8044—Third Quality 
A—Fourth Quality ° 


Each of these is distinct and superior for 
a particular grade of satin footwear. 


Made in the Skinner mills and sold * 
direct to the shoe manufacturer by 


Sh S WILLIAM SKINNER & SONS 
45-47 East 17th St., N York 
oe Satin wt 110 Ot. New Yes i 


Mills, Holyoke, Mass. Established 1848 


**LOOK FOR THE NAME IN THE SELVAGE’’ 


Street shoes of Skinner's 
Brooklyn de luxe blonde 
shoe satin, with kidskin 
straps to match. Courtesy 
of Laird, Schober & Ce. 
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Wherever the Welt’s the 
These Two Numbers are “/7” 


‘Snappy, comfortable, perfect-fitting, easy-selling strap pumps, 
for which there is a steadily growing demand. We can ship them 
to you at once. 


Style No. 8086R is a combi- 
nation last, Paris kid two- 
strap pump on No. 279 last. 
Medium toe. Imitation shield 
tip with perforated center. 
French corded top, throat 
and straps. Flexible welt; 
15%-inch heel with rubber 
top. In stock: AA, 5 to 9; 


A, 4 to 9; B, C, 5.5 
D, 3 to 9. Price $ ° 0 


Style No. 8098R is a combi- 
nation last, patent two-strap 
pump, on No. 279 last. Me- 
dium plain box toe. French 
corded top, throat and straps. 
Flexible welt with imitation 
turn edge. 154-inch heel with 
rubber top. In stock; AA, 5 
te 9: 4, 400 8: BB GC, DB 


Pui... rr 


J. J. GROVER’S SONS CO., Lynn, Mass. 
**Soft Shoes for Tender Feet’’ 


Established 1865 .. CHICAGO OFFICE 
BOSTON OFFICE K 


esner 
Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. Corner Madison 


Vol. 87, No. 14. Published ev week the Boot and Shoe Recorder Publishing Com 
° . pany, 207 South St., Boston, Mass. Entered as second-class 
ter April 15, 1922, at the Post ce at . Mass., ander the act of Congress of March 23, 1879. Subscription price $5.00 per year. Printed in USA. 


\, 
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A long White Season confronts 
you. We're ready. Are you? 


LEVOR WHITE LEVOR 
GRAN KID GRAIN GOAT 


WHITE and COLORED 
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Beaver-Racquet 
Champagne 

Fall Blonde 
Moonstone Gray 
Forest Brown 
Bombay Tan 
Apricot 


Made and Sold from the Result of Controlled Experience 


the same application day after day and year after 
year of hard won knowledge of raw stock, tanning 
and sound styles. 


Keep Levor Colors Safe for YOU and for US. 


fiver Cie. 


TANNERS 
NEW YORK GLOVERSVILLE 
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Two Thousand Fine Young Americans 


Make Craddock-Terry Shoes 


-_ 
- 
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N thinking of the Craddock-Terry 
Company it may be that you have 
formed an impression of huge fac- 
tories filled with a forest of machin- 
ery. If so dismiss it from your mind. 





Ss 
4 


Substitute for that the picture of 
two thousand pairs of skillful human 
hands performing the same task day 
after day. Their whole purpose is to 
keep up the standard of Craddock- 
Terry Footwear—to make it always 
worthy of the great confidence it 
enjoys with trade and public. 





=. 
—— 


These two thousand workers are 
native Americans, as were many of 
their parents and grand parents be- 
fore them. They respect American 
institutions. They are an honor to 
American Industry. They have ban- 
ished strikes in our Lynchburg plants. 
They have made consistently better 
and more beautiful shoes. 





a 
- 


The highest and lowest of Crad- 
dock-Terry employees have always 


been bound together in a fine spirit 
of fraternity. This spirit on the part 
of the people who really make the 
shoes is one of the big reasons why 
our footwear is and always has been 
one of the best investments a mer- 
chant can make. 





za. 
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We know this is true. And 
the customers who have 
been with us all these years 
know it is true. It is some- 
thing worth thinking about 
if you have never yet sold 
Craddock-Terry Shoes. 











CRADDOCK 


McELROY-SLOAN SHOE CO; st. Louis, Mo. Ly Y NN CH BURG VY 


GEO. D.-WI!TT SHOE‘CO., LYNCHBURG, VA. 
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EVERY MEMBER OF THE 
FAMILY CANCWEAR A 
CRADDOCK-TERRY SHOE 
AND THERE IS NO LINE 
OF GREATER VALUE 
BACKED BY BETTER 
SERVICE TO THE MER- 
CHANT TO RETAIL AT 


5S 


or 


6 . 
DOLLAR 


PERRY CO. 


= 
, - I R G I N af a&™ HARSH & CHAPLINE SHOE CO., MILWAUKEE, WIS. 


CRADDOCK-TERRY CO., BALTIMORE, MD. 
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Window Displays 


of 
WHITE KID 


Will Surely Increase Your Shoe Sales 





Y prominently featuring WHITE KID. 

the daintiest of summer footwear, you 
will attract transient trade to your store. 
Every woman who cares for her personal 
appearance can be sold a pair, for White Kid 
is the standard of fashion. 
Every pair you sell makes an annual customer 
for White Kid Shoes. 


AMALGAMATED LEATHER COS., Inc. 


22-24 No. 5th St., Phila., Pa. Tanneries: Wilmington, Del. 
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BUY QUALITY SHOES 


Select a line that can be depended upon to give you the Newest 
Styles as they are developed and at the same time furnish you 
with shoes that will give your customers satisfaction. 
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One of the many ; i =a Not In Stock. 
new styles shown : % — Can make in 30 
in our sample ' s, % ‘ days from receipt 
line. ‘ a of order. 





Women’s black satin quarter and vamp, one-strap 
Rosemary pump, black and white silk braid on vamp 
and quarter, Chateau last, flexible McKay sole, 1%- 
inch covered Louis heel. 


QUALITY— 


And there you have the seeret of the difference in shoes. 
You speak of an attractive style and you immediately 
picture in your mind a pretty shoe. No thought is given 
to quality or fit. 

But when you speak of UTZ & DUNN shoes you think 
of quality built into the latest authentic models that 
have been fully tested as to fitting qualities. 


UTZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE Pan bens mote LOS ANGELES OFFICE 
218 Charles Buildin erminal Sales Duildi 706 Forrester Buildi 
TIGER @ Mc norman 130-132 West 42nd St, Room 150 6.0. McATEE 6 
Representatives F.LARMSTRONG, Representative Representative 
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You Hear This Every Day. 


First Shoeman: ‘‘What’s thesurest bet for FALL?” 


Second Shoeman: “BROWN KID in a medium shade 
—not too light nor yet too dark.” 


First “S.M.”: ‘‘What’s the best color you know?” . 


Second *S.M.”: “QUAKER BROWN, Color 
22, suits me best, and most 
everybody I’ve talked with 
says the same.’’ 


“Of course we know where QUAKER 
CITY KID stands in respect to 
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«Made in Black 
And the Following Standard (olors 


Color 22 QUAKER BROWN 
Color 17 HAVANA BROWN 
Color 25 GRAY 

Color 20 WHITE 
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QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 








When writing to advertisers please mention Boot AND Snot Recorver 








June 20, 1925 


BOOT AND SHOE RECORDER 


“Good News” is True News 


Good News must be truthful otherwise it is fiction—not news. 


The satisfaction and success that merchants enjoy with L & A 
shoes, the business they attract and the long profits they make is 
a true news story that you should hear. 

These “Couriers of Good News in Shoes,” whose names you see 
here are now in their territories ready to bring this message to 
your store. It will take little time and no obligation for you to 
ask them to call. They have honest shoes and a truthful message. 


You can’t even say no, intelligently—auntil you see and hear what 
we mean by “Good News in Shoes.” Better write or wire for 


appointment. 





THE LAPE AND ADLER CO. 
Makers of “‘The L & A Shoe”’ 


COLUMBUS, OHIO U.S.A. 


The “‘Bura”’ 
Turn-type McKay 


Couriers of 
**Good News in 
Shoes”’ 


Messrs. Archer, Coens, 
Dickerson, Glascock, 
Keeffe, LaBonte, Lee, 
Miller, McGiffn, 
McNierney, Spurlock, 
Thomas, Talbott, 
and Van Hoesen 
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Size your MAN UP 


SALESMANAGER: “That’s the kind of chap I like to hire. Doesn’t waste his own time, 
so he’s pretty certain not to waste ours.” 


STENOGRAPHER: “ How can you tell?” 


SALESMANAGER: “By little indications — you notice, for instance, he’s wearing shoes 
with lacing hooks.” 


If your customers are busy men, they will appreciate 
your showing them shoes with lacing hooks FIRST 


a 


of When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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The Rosita’ 


In Stock 





























| ~\ JMBUS,OHIO 


* 


**The Gloria” ‘The Rosita” 


Ideally developed in Black Patent leather A distinctive model developed in Black 
dainty strap that sets high about the Satin, carrying a dainty strap that sets 
ankle, 16/8 Spike heel. A modish round high about the ankle, 16/8 Spike heel. 
toe last and chic perforation encircling the The modish round toe last and the chic 
throat and quarter. — —— we — hs quarter add to 
. the charm of this model. 
— Price $4.85 


aan ee Prue AAA, 5 to 8 B, 3 to 8 
| : 7 A, 4 to ,3to8 AA, 4%to8 C, 3 to 8 
Ri LE Y's A, 4to8 A, 72% 


iy KC vi Immediate delivery guaranteed Immediate delivery guaranteed 
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TRADE MARK REO 





No. 6005—In Stock. Black Kid No. 6728—Black Kid Arch No. 601J—In Stock, Black | Kid 
Arch Relief Oxford, Goodyear Relief Two-Strap, Goodyear Arch Relief Oxford, ear 
Welt, 13/8 Rubber Heel. Com- Welt, 13/8 Rubber Heel. Com- Welt. 12/8 Rubber Heel. Com- 
bination Last No. 131. Price bination Last. No. 131. Price bination Last No. 118. Price 

$4.60 $4.75 $4.75 


No. 6727-—Same No. 6010—Same as above. 
$5.50 Brown Kid. Price $5.35 
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Armstrong 
Boxesin Milford 
Shoes for Men 


HERE’S a comfort in an Armstrong 
Cork Box that the hard box can never 
have. It’s flexible, but more, it stays 
smooth with never any hard edges to cut 
into the foot. And men who want style 
just as much as they want comfort like the 
Armstrong Box because it preserves the 
smooth lines of the toe as long as the shoe 
lasts. 
Those are a few of the reasons why the 
‘Milford Shoe Company of Milford, 
Mass., are using the Armstrong Box in a 


Shoe 


Armstrong Cork Company, 


Products Division, . 


Here are shown a number of styles 
in Milford Quality Shoes for men. 
All of these are equipped with Arm- 
strong Cork Box Toes. 


number of their men’s fine shoes. Milford 
shoes are made to appeal to men who want 
style, comfort, and quality. So the Milford 
Company select materials that will make 
shoes to conform to these demands. 

Stock Milford Shoes with the Arm- 
strong Box or other lines with this flexible 
cork box and give your customers shoes 
with a comfortable and attractive toe. 

We will gladly send you the names of 
manufacturers who are using the Arm- 
strong Cork Box. 


Lancaster, Pa. 


Branch Offices 


50 Church St. 
New York City 


408 North Third St., 
Philadelphia, Pa. 


197 South St., 
Boston, Mass. 


1017 Broadway, 
Cincinnati, Ohio 


320 West Randolph St., 
Chicago, Ill. 


204 South Third St., 
St. Louis, Mo. 


/Armstrong 
Circle. Cork Box Toe 


B 24 
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“ROUND UP” LAST 
Our Latest 
You know this style will sell. 


It’s got the lines that young men 
like. Made of 


RUEPING’S “SPA-TAN” 
CALF 


Heavy Oak Sole 
Armstrong Soft Box Toe 


103 New Accounts Since Feb. 2 


Nothing we can say could more clearly indicate to the thinking 
merchant the apparent u-n-u-s-u-a-l-i-t-y of TAYLOR shoes. 


No ordinary styles and no ordinary values could make so many 
new accounts in so short a space of time. 


This is the line you have been hoping for as a b-a-c-k-b-o-n-e 
for your men’s business. 


Shoes that tell their character through their fine leathers, fit- 
tings, linings and every other detail. 


Shoes on which you can build p-e-r-m-a-n-e-n-t v-o-l-u-m-e 
sales at $6.00 to $8.00 retail. 


TAYLOR SHOE COMPANY 


BROCKTON, MASS. 


Means the Best 
That Brockton Shoemaking | 
A ffords 
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is new color chart 
will increase your sales | 


ERE’S more than a clever idea. It’s a real 
profit-maker for the dealer. 

Now, more than ever before, women are selecting 
their lazy-hour slippers to match their favorite 
gown or negligee. 

Without this chart, you might sometimes lose a 
sale, because you couldn’t exactly match the color 
desired. With this new, scientific chart, you need 
never lose a sale. 

When you are unable to match some shade the 
chart enables you to satisfy the customer at once 
with a contrasting or harmonious color in the Daniel 
Green line. Once you explain the scientific basis of 


the chart you win the customer’s confidence in a 
way that makes the sale easy. 
Make this a Busy Comfy Summer 
Those dealers who are making real profits from the 
Comfy line long ago learned to get their stocks in 
early. They are prepared for the ever-increasing 
vacation demand for Comfys. Every year sees a 
larger volume of summer sales. Quick action now 
will mean greatly increased profits for you. 
DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE NEW YORE 


Sales Offices 
10 East 43rd Street 10HighStreet 189 West Madison Street 
New York City Boston,Mass. Chicago, Ii 


Daniel Green 
Comfy Slippers 


June 20, 


1925 
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OUR own experience must tell you that 

nothing else than quality could account for 
the great popularity of Goodyear Wingfoot 
Heels. That quality—the very highest known 
to Goodyear manufacture—is why more people 
walk on Goodyear Rubber Heels than on any 
other kind. It is why they prefer shoes made 
with GoodyearWingfoot Heels. It isthe quality 
behind this Goodyear Wingfoot guarantee! 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 
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HOWARD & FOSTER SHOES 
IN STOCK 


Ready for At Once Shipment 


‘“‘BERWICK’’—$6.00 
No. 169—Light Color Tan Calf Lace Oxford. 
A,7 toll C, 5% to Il 
B, 6% to II D,6 to 10 


No. 279—The same shoe in Black Calf. Sizes and price same as 169 


OUR NEW CATALOGUE 
SHOWING COMPLETE 
IN-STOCK LINE HAS 
BEEN MAILED. IF YOU 
HAVE NOT RECEIVED 
A COPY, WRITE US. 


ADDRESS ALL COM- 
MUNICATIONS TO THE 
FACTORY 


‘*THE HUDSON’’—$5.75 


No. 165—Golden Tan Boarded Calf Brogue Lace Oxford. 
A, 8 to 9% C, 5% to 10 
B, 6 to 9% D, 5% to II 
Thirty-eight years of experience and dependability 
is built into every pair. 


Howard & Foster Co. 


(Manufacturers of Goodyear Welts of Stability and Service) 


Brockton, Mass. 


BOSTON OFFICE 
183 ESSEX STREET 


NEW YORK OFFICE 
MARBRIDGE BUILDING 


CHICAGO OFFICE 
SECURITY BUILDING 
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Everybody is 
Coming to the Boston 
Style Show 


Never before in the history of the trade 
has an approaching style revue attracted so 
much attention and promised so much benefit 
to the industry. 


The original, sound and unselfish plan 
underlying it has merited the praise of all 
clear thinking merchants. 


I nstructive, inspirational and of real com- 
mercial value, this new kind of a style show 
is being acclaimed as the model for style 
revues of the future. 


The educational working exhibits are too 
wonderful to miss. Instruction and enter- 
tainment have never been so skillfully joined 
together. 


Come — You will regret it if you don’t. 


Dont Miss 








Reduced 
Railroad 
Rates 


P 

The practice of rail- 
roads offering special 
excursion rates to New 
England summer resorts 
will enable retailers to 
make a substantial sav- 
ing on their transporta- 
tion. For complete 
information communi- 
cate with Chester I. 
Campbell, general man- 
ager, 329 Park Square 
Building, Boston, Mass. 
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Ul llerfly Joglwear 


IN STOCK 
IMMEDIATE DELIVERY 















Neo. 626—Skinner’s black satin pat- 
ent trim, 16/8 Cuban Louis wood 
hee $3.35 


No. 630—India tan kid, brown gimp 
stitch, same heel.........................../ 40 


No. 627—All patent, 13/8 Cuban 
wood heel .................. eee 3.20 


Steck No. 623—Black kid, 
blond kid trim, 13/8 Cuban 
eee $3.55 
No. 629—Skinner’s black sat- 
in. patent trim, 15/8 spike 









Louis wood heel ................. $3.60 
628 
No. 624—A new cut-out tie in pat- No. 628—Patent Leather, with ap- 
ent leather, with blond, kid saddle plique of gun metal calf, 18/8 Cuban 
and tip, 18/8 Cuban wood heel $3.55 CODE TEE sencrcescocscccccereees dhbopesl $3.25 


A, 4to 8; B, 3 to 8; C,3 to 7 
TERMS, 5% 30 DAYS 


GEO. B. LEAVITT CO. 
FARMINGTON,N.H. 


Ss ERS Women’s Shoemakers Exclusively 
for 35 Years 





Boston Orrices 163 Essex Street 


G .—_Lza=sa— 
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New Castle Browns 
are the 
Authoritative New 
Fall Browns 


T will be a fall season wherein browns will 
predominate. 


In choosing NEW CASTLE “Browns” you will 
give your styles that vital color background on 
which the sale now more than ever before so 


greatly depends. 


Fall Colors Recom- 


Soles Conmicee  CNew Castle lors 


ws {AUTUMN BLONDE 


mm = fd INDIA TAN 


rosworo © + ROSEWOOD 
wound of HARVEST BROWN 
wert f ROYAL BROWN 
wanna NATIONAL GRAY 


Number 


900 


98 


$25 
31 
3 


74 


NEW CASTLE LEATHER COMPANY 


NEW YORK 
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Here’s A Live Number 
That Builds 
Prestige and Profit 
For Live Retailers! 


No need to emphasize its style or beauty! 
The knowing footwear merchant recognizes 
it as a ready seller—a style that will build 
prestige and profits for his store. 


Featured in three attractive numbers, as 
follows: 


No. $296-1—Levor’s Apricot Vamp, quarter and . 
front, buckle as displayed, patent underlay, 17/8 
wood spike apricot covered heel, our 112 last. 


No. 296-2—-White kid vamp, quarter and front, cut- 
outs open, white silk rosette ornament, 13/8 wood 
spike white kid covered heel, our 111 last. 


No. 296-4—Black satin vamp and quarter, patent 

leather front, 24 cut-outs, satin underlay, silk on 

try rosette, 10/8 wood box satin covered heel, our 
ast. 


weedie footwear Corporation 


Wenen's Growing Girls’ 








General Offices and Sales Office 
Factory, 15th and Olive Sts. 
Jefferson City, Mo. St. Louis, Mo. 
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In these days of keen competition it is necessary to do more than 
merely meet the prices of competitive merchants. You must lead 
in merchandise. You must lead in price. Davies Shoes for Men rep- 
resent the best values you can give your customers. Concentrate on 
one line of popular-priced shoes—and make that line the Davies’ 
line. Lead with Davies! 


In line with the popular Summer demand for men’s 
light tan stylish oxfords, we present our number 7370 
illustrated above. A Tan Veal Bal Ozford. Balloon 
Last. 9-iron Oak Outer Sole. Grain Leather Innersole. 
Half Rubber Heel. A pattern that men like. A last 
that will fit feet. A real merchandising buy at $3.35. 


DAVIES SHOE MANUFACTURING CO. 


Racine, Wis. 
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for fall. Note the samples that are made up in Rueping’s Winne- 
bago Calf. Compare the upper stock in these shoes with that in 
other boarded calf shoes. Note the difference that the leather 
makes in the appearance and true worth of the shoes. 


The shades now most favored for autumn are: 


No. 14 SPA-TAN . No. 33 TITIAN 
Orange Tan Dark Tan 





No. 17 SPICE No. 24 GINGER 
Light Yellow Tan Real Ginger Color 


No. 18 COCOA No. 19 TORTOISE SHELL 
Brown Golden Brown 


No. 22 ZANZIBAR 
Dark Brown with slight trace of Red 


" 
2 
Color samples cheerfully furnished to dealers andto __ This 


manufacturer’s Salesmen. 


1S @ | 
FRED RUEPING LEATHER CO. (Calf | 


Cincin Milwaukee « | St. Louis New York 
San Fr incisco Montreal Northampton, England 
a ey ; 


\ 
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Extreme Novelty Shoes of B lack Kid 


A Parisian Vogue Adopted by America’s Foremost 
Designers As a Style Highlight for Fall 


Lately born in Paris, the vogue for 
extreme novelty styles in black glazed 
kid has been quickly adopted by our 
leading makers of artistic shoes. 

To see the black kid styles developed 
by such men is to receive a-neiw under- 
standing of how a really fine black 
glazed kidskin can become a real 
fashion factor when shown on ultra- 
stylish lasts with very high heels and 
artistically ornamented with - enamel 
buckles, black and white braid, pipings 
and various other original contrasting 
effects. 

The shoe illustrated, a very late de- 
sign for fall, partially indicates the 
possibilities for originality and novelty 
afforded by this new vogue. 


ATURALLY, the finest obtainable black glazed kid is 

necessary for most effectively interpreting this vogue. 
Naturally, that means SURPASS—the name that comes first 
to the mind of every shoeman when black glazed kid is men- 
tioned. 


SURPASS LEATHER COMPANY 


NEW YORK 


IT TAKES ON ADDED BEAUTY IN THE SHOE 
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Varsity Girl Models 














Smart — 
N ifty — UT 
Full of PEP JAY > 
and VIM kL ~ 





"I 
"Cg th 




















=, 


Just what Live Merchants need to speed up 
Sales and Turnover. 


REED STYLES, every one. You know what 
that means. 


A High Powered Profit Proposition that you 
can’t afford to miss. 


E. P. REED & CO. 
ROCHESTER, N. Y. 
Fashioned in Our New York Style Studio 


MARBRIDGE BUILDING 


W. D. F. Gibson, Style Director 
CHICAGO PHILADELPHIA 
1816 Republic Bldg. 325 Forrest Bldg. 
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IN HAVERHILL k 
FIND YOUR REAL P 


Thirty manufacturers have 
booths in the big 


HAVERHILL SECTION 


AT THE SHOE STYLE SHOW 






- where you will see a complete 
range of the latest shoe styles 
at prices from $1.50 a pair to 
$8.00 a pair and where you 
will be greeted with true New 
England Hospitality. 


REMEMBER 


Haverhill leads the world in Women’s 
Popular-priced Novelty Shoes and is a 
center for shoe ornaments and factory sup- 
plies as well. 


BOSTON STYLE SHO 


ae 
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SHOES YOU WILL 


PROFITS THIS FALL 


Haverhill has the SKILLED 
WORKERS and produces 


WOMEN’S TURNS 
WELTS and McKAYS 


Up to the minute in Style. 
Up to the promise in delivery. 
Down to Rock Bottom in 
Price. 


ALL HAVERHILL 


Is Backing Haverhill Shoes. The Workmen 
—the Manufacturers —the Whole Com- 
munity, and 


ALL HAVERHILL 
INVITES YOU TO THE 


JULY 7-8-9 
















_—" 


























Gun Metal © ='t 
Southern Tie 
Wizard Las 

Plain Tre 
Beveled Edge 
Black Calf Liaiog 
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Known Value 


Merchandise that year after year 
gives the same satisfaction is the 
strongest foundation your store can 
have on which to build healthily 
increasing sales. 


WEBER SHOES have been mak- 


SSE SE SESE 


2 


ur 


ing firmer friends for a quarter S 
century and more. 
To retail at $s —$7.5 0 * 
WesBeER Bros. SHOE Co. ‘ 
North Adams, Mass. 
New York Office: 1328 Broapway, Marsriwce Bupo. 


» 
»)% 


H. Harais, Rep. 


WE 








Russell Moccasin Footwear 
will help your business — 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 


~ Dussell’s 


‘Tke Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 

“Never Rip” seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices 
THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street $3 $3 Berlin Wis. 











When writing to advertisers please mention Boot anv Suoz Recorper 


ys 


~r 











June 20, 1925 


PARACORD SOLES 


EASY TO WEAR — HARD TO WEAR OUT 


1925 
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His job kept him walking on 
concrete floors. Leather soles 
wore out in no time. He was 
asked to test Paracord Soles. 
For comparison he put a Para- 
cord Sole on one shoe and a 
rubber sole on the other. 

After six weeks, the rubber 
sole was completely worn out. 
The Paracord Sole showed little 
sign of wear, and the foot that 
wore it was free from bruises 
or burning. 


You couldn’t ask for more 
convincing proof of: the dura- 
bility and comfort of Paracord 
Soles than that! 

Paracord Soles are built to 
insure long wear. They are flex- 
ible—and stay so; won’t crack 
or harden during the life of the 
shoe. Insist on Paracord Soles 
on the shoes you buy. Nothing 
like ’em for building business 
and holding it. Already on over 
two million pairs of shoes. 


Write for further information 


THE PARACORD COMPANY, 


INC., 


Johnson City, 


‘|/f He was asked to test different soles 


my Me 
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Calf 


April 3, 1925. 


The Ohio Leather Co., 
Girard, Ohio. 


Gentlemen: 
It affords the writer great pleasure to be 


able to advise that we have been using your Kaffor Kid 
Leather for several seasons with ~—< satisfaction. 











i will give as mich service and stand as mich abuse 
as a calf skin, makes this leather almost a necessity 
in any well organized shoe stock. | 


We have been especially successful in 
merchandising Kaffor Kid leather to the women and 
girls in two and three-eyelet ties, stylish lace ox- 
fords and strap pumps, with Quban and box heels, 


Yours truly, 


OE 


PAUL W. CRAWFORD 
Crawford Shoe Co. 
Lima, Ohio 
Past President of the Ohio 
Valley Retail Shoe Dealers’ 
Association 


Nationalh\ 
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The Reliable Light Weight Leather 


2 AFFOR KID is almost a necessity in 

any well-organized shoe stock,” says 
P. W. Crawford, of Lima, Ohio, “because 
this leather fills a long-felt demand for a 
light weight, semi-dress leather which will 
be soft, comfortable and serviceable; there- 
fore, ‘men and women both praise the com- 
fort and satisfaction received from Kaffor 
Kid leather.’ ” 


Kaffor Kid is the ideal calf leather for 


summer weight footwear. It is made only in 
light weights. Its distinctive tannage gives 
it particular strength of fibre and service. 
Light, soft and pliable as Kid, yet has the 
sturdy resistance and shape holding qualities 
of calf. 


Ask your manufacturer to show you his 
style numbers. You will note how Kaffor Kid 
enhances the beauty of pattern and finish 
given fine shoes. 


“The Story of Leather” will be sent on request. 


“Bura” 
One-strap 
made by 
Lape-Adler Shoe Co. 
Columbus, Ohio 


The Ohio leather Company 


Girard ~ Ohio 


a =| Be) cauryear ! 
Ondorsed 
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STOCK NO. 3030 
Light Tan Calf (Gallun’s No. 
55 Mandarin) Seamless Blucher 
Oxford Anglo-American Last, 
Spring Weight. 


ATISFIED customers are the people who have bought good 
merchandise from you. They are never the people who have 
bought merchandise that just looks good. 


It is the most human thing in the world for customers to “stay 
with” the man who has given them their money's worth—and 
nobody else. 

In. the never-changing quality of CROSSETT SHOES 
CROSSETT dealers have the strongest possible title to their cus- 


tomers loyality. 
The Crossett salesman in your territory will 
receive with pleasure your invitation to call 
and submit our merchandising plan. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


OR OS SE La 


QUALITY SHOE MAKERS FOR 40 YEARS 
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Let’s fix the signals so they can ALL move at a profit 


Giving the Intermediate Grades a Chance 


HAT happens at a congested corner where 

W two streets meet and thousands of cars are 

trying to hurry by? Let the traffic cop go off 

duty and in a moment there is confusion. A wild sym- 

phony of horns emphasizes impatience. All movement 

stops. Those in the center of the disturbance fight for 

an opportunity to move on. One man’s selfishness is 
check-mated by another’s. 

A shrill whistle, and the cop, in a very few moments, 
has straightened out the lines of traffic. The cars go 
east and west until the next signal indicates that cars 
north and south can move on to their destination. 
Everything becomes orderly once more. 


The Shoe Industry Needs a Traffic Cop 


We like to think of the BooT AND SHOE RECORDER as 
fulfilling at times the job of directing traffic. We indi- 
cate that by certain methods and vehicles of distribu- 
tion it is profitable to go down one highway and that 
each business headed towards prosperity can get there 
better by adopting an orderly procedure. 

We have been watching the highway of business 
and noticing that most of the trucks have been loaded 


with shoes at $6 and down or $10 and up. Two types 
of cars have been enjoying the right of way. 

We are just about to blow the whistle to 
indicate that the $7, $8 and $9 traffic should 
now be permitted to have its run. 

The democracy of the highway gives us all cars from 
Fords to Rolls Royces. People from all of these cars 
stop off and buy in your store. Their tastes are not all 
either $6 and down or $10 and up. A goodly number 
own cars in the intermediate grades and they can be 
made to own shoes in the intermediate grades of $7, 
$8 and $9. 

The factor of a fixed priee isn’t as important today 
as it was when the stamp on the sole determined the 
factory’s estimate of its price to the public. Good shoe 
merchants are pricing their shoes on the basis of mak- 
ing a profit, letting the public price come where it 
may. The merchant who is sold a line of shoes on the 
basis of selling to the public at $6 is permitting the 
factory to set his selling price, rather than his judg- 
ment, his store and his community needs. He is the 
selector of shoes for his community, and knows best 
what it can pay. (Continued on page 40) 








o ON’T you please step 
downstairs? We can 
serve you better and 


more comfortably there.” These 
words, backed up by real service 
and comfort, cause thousands 
of New York men to walk down 
a flight of steps to the down- 
stairs store of the London shoe shop on Broadway, 
near 42nd street. This shop, incidentally, is known as 
the busiest shoe store in the country and actually sells 
over $1,000,000 worth of men’s shoes every year. 


The downstairs shop was a child of necessity. Space 
in this particular section of New York is scarce—and 
expensive. With a street floor room capable of holding 
scarcely more than three dozen customers at a time, 
and the business being built on the large volume and 
quick turnover idea, the arrangement in the average 
shoe store, that of a selling room on the main floor 
and stock in the basement, could not be profitably 
worked. Shoes had to be sold on both floors. 


Same Stock on Both Floors 


In this case, fortunately, the basement has about 
four times the space occupied by the main floor store. 
Only recently an adjoining room in the downstairs 
department was fitted up for selling, to take care of 
the big overflow on Saturdays. 


The same stock is carried in both the downstairs 
department and the street floors, with the exception 
of the line of British-made shoes which the store han- 
dles, and all high shoes, which are stocked in the down- 
stairs alone. In one corner of the stock room in the 
basement is a vertical carrier system with a telauto- 
graph, by which shoes can be caled for quickly and 
moved from one floor to the other. Separate cashiers 
and wrapping desks are maintained on each floor to 
exepdite sales. In fact the whole layout and equip- 
ment of the two floors is arranged with the idea of 
quick and efficient service in mind. 

The lower floor, having more space, provides an 
added comfort for the customer and better fitting and 
selling facilities for the salesmen. The only problem 
was to get the customers to go downstairs. The ready 
smile and a kind word appear to have solved this 
problem. When the street floor begins to get crowded, 
which is usually around 10 in the morning, the door- 
man greets each incoming customer with the phrase 
quoted at the beginning of this article. The customer 
has been prepared for this by a lighted sign at the 
doorway reading: “100 additional chairs downstairs.” 
The stairway is at the rear and posted conspicuously 
above it is a placard reading: “Thank you for coming 
down.” 

“In only a few cases,” said M. Dinney, manager of 
the store “do customers complain at having to go down- 
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Where Big Business Is Done in 
the Basement 


How One of the London 
Stores in New York Util- 
izes Its ‘‘Cellar’’ to Achieve 
the Volume It Must Have 











% stairs, and invariably the com- 
plainant is a man who never 
before was in the store. We find 
that our regular customers go 
downstairs from force of habit, 
since we can render them more 
efficient service in the larger 
department. 

“We do not try to turn the customers downstairs 
until the upper floor is pretty well filled up. When the 
upper floor is comfortably filled we try to send about 
two out of three incoming customers to the basement, 
so that both floors have a busy appearance. We find 
that a busy store invariably helps the customer to 
make up his mind more quickly, thus expediting the 
sale. This really pleases the customer, too, since we 
have found that men, as a rule, want to make their 
purchases quickly. They do not enjoy taking a long 
time over a purchase as do women.” 

Having a separate cashier and wrapping desk down- 
stairs also speeds things up measurably. An exit 
direct from the lower floor to the subway platform 
level at the Times Square station facilitates the cus- 
tomer’s leaving the department without going back 
upstairs and running counter to the stream of cus- 
tomers coming down. This subway exit opens direct 
into the subway station or to a passageway from 
which a pubic stair leads to the street. 


How Wrapping Is Speeded Up 

Speed is almost a fetish in this store. While there is 
no sacrificing service to gain speed, wherever possible 
every facility has been arranged for giving service as 
quickly as possible. In addition to the carrier system 
and telautograph which renders the quick interchange 
of shoes from basement to first floor and vice versa 
possible, an ingenious arrangement has been worked 
out to speed up the wrapping of parcels and making 
of change. 

Over the stairway leading to the basement is the 
cashier’s cage, equipped with a series of cubby holes, 
each big enough to take a pair of shoes. The shoes, 
with the customer’s money and the sales check are 
put into one of these cubby holes from which it is 
taken by the cashier, who cancels the check, makes 
the change and returns it to the salesman, immedi- 
ately. The shoes are put into a corner and run to a 
small room above, where a boy wraps them, comparing 
them for mate numbers, thereby avoiding mismating 
of shoes, places the customer’s receipt on the outside 
of the package, which is then dropped into a chute 
which takes them to a receptacle right outside the 
cashier’s cage. 


How Salesmen’s Time Is Saved 


Boys are employed to run the shoes to the cashier 
and to take the packages back to the salesmen, so that 
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Showing floor plan of London 
basement. 
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STOCK ROOM 





























Every effort is made to see 
that customers are made com- 
fortable and served quickly. 














3 
= 
al 
= 
- 
= 
~ 
| 
a 
‘an 
_ 
= 
oa 
=a 
— 
_ 
= 
= 
=a 
— 
_ 
~ 
— 
=! 
— 
- 
a 
— 
aa 
an 
~ 
_ 
a 
= 
= 
S 
= 
= 
= 
— 
= 
= 
= 
= 
= 
= 
7a 
= 
— 
a 
— 
~ 
— 
~ 
— 
= 
-~ 
== 
= 
= 
P< 
— 
= 
aa 
—s 
— 
— 
= 
> 
- 
o 
ee 
- 
ea 
- 
= 
= 
= 
— 
= 
. 
= 
= 
4 
= 
-- 
~ 
oan 
oa 
ae 
—- 
ee. 
= 
- 
- 
— 
mt 





CARRIER TO 1%" FLOOR 
AND TELAUTOGRAPH 


the latter may devote all their time to fitting and sell- 
ing shoes. 

In the downstairs department, the cashier’s and 
wrapping cage is combined, but the same cubby-hole 
arrangement is used. The cage is located at one corner 
of the room and is accessible also from the annex re- 
cently opened. Little time is lost taking shoes to this 


cage or in getting them after they are wrapped there. 

Being in the heart of the theatrical district, the 
store keeps open until 10 P.M. and a considerable vol- 
ume of business is done during the evening hours. 
The salesmen work in shifts, one shift coming on duty 
at 8 A.M., when the store opens and the other coming 
in at 11 A.M. The shifts are alternated every week. 
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Basement in store of Thomas S. Childs, Inc., Holyoke, Mass., where whites are sold 
in summer and rubber footwear in winter. 


Solving the Basement Problem by Making 
It a “Specialty” Shop 


By HELEN M. HANEY 


WO exclusive shoe stores in 
Western Massachusetts have 
solved the basement shoe mer- 
chandising problem. They have ac- 
complished this by properly and 
profitably utilizing every foot of underground space. 
What were formerly “catch-alls,” are now exclusive 
shoe stores. Their “specialized” atmosphere brings in- 
creased business. 

One of these stores, that of Thos. S. Childs, Inc., 
Holyoke, Mass., is in a city with a trading population 
of about 65,000. It is one of the college cities of Massa- 
chusetts, with Mount Holyoke just four miles distant, 
Northampton, where Smith College is located, ten 
miles away. 

The other store, that of Morse & Haynes Co., 
Springfield, Mass, is in a city with a trading popula- 
tion of 700,000, the city proper has a population of 
149,000. It is the “metropolis” of Western Massachu- 
setts—136 miles from New York; 99 from Boston. 

The basement of Thos. S. Childs, Inc., Holyoke, 
Mass., is 40x20. Some five years ago, Mr. Childs 
decided to make his basement over into a rubber goods 
store by winter, and a white shoe store by summer. 
A visit to this store in the middle of May found it “all 
dressed up” in summer attire. A glance at one of the 
big windows, prior to entering the main store, was 
sufficient to tell one that “The White Shoe Store” had 


One Merchant Uses It for 

Whites in Summer; An- 

other Sells His Men’s 
Shoes There 


opened for business in earnest. The 
floor of the window was carpeted in 
white and black blocks, with just 
enough black shoes to throw the 
white shoes into greater promi- 
nence. A large open book, with lavender marker, 
read: “White Footwear is the Vogue for Spring and 
Summer.” 

Just inside the door, and on the way to the base- 
ment was an attractive white shoe and hosiery case, 
containing models for women, for children and men. 
The men are addressed by a neat card in this manner: 
“Professor, Step into Spring and Summer with Style 
—Get a Pair of These White Shoes—Prices, $8.50 to 
$10.00.” 

Still another card, addressed to the women folks, 
road: “All signs indicate a White Season of large 
proportions. And what is more fitting, in view of the 
peculiar appropriateness of white for summer 
weather? The very name—White—bespeaks assured 
coolness and comfort.” 

By attractive display cards on the street floor is 
also told the story that this store has a special depart- 
ment for the display and fitting of women’s white 
shoes for weddings, graduations and sport wear. 

There was no mistaking the strong arguments for 
white footwear. 

And these arguments had been attractively pre- 
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sented for three or four weeks prior to May 15. On 
May 1, one week before the White Basement Shoe 
Store was opened for the 1925 season, there were sev- 
eral 15-inch, double column ads in the two principal 
Holyoke newspapers. From May 1 to May 15, the sales 
on white shoes were so far ahead of those of the pre- 
ceding year that Mr. Childs states he knew that his 
later sales were going to run “big.” 


An All White Basement 


With the subject of “White Shoes” very much in 
mind, the customers walked directly down stairs to the 
basement. Here all that they had noted publicity-wise, 
by ads, by window trim and interior display, was veri- 
fied—and a fitting atmosphere given by a “sparkling” 
cool and inviting white trim. Right at the foot of the 
stairs, was a table covered with white, on which white 
footwear was displayed—all white covered furniture, 
all white cartons, white rugs improvized wall display 
cases, made by the removal of several cartons, lined 
with silver paper, with a dash of blue for an added 
cool color—and in these cases several white shoes and 
hosiery; even the fitting stools were draped in white. 
A distinctive looking shop, this basement—an appro- 
priate setting for white footwear selling. 


Cool in Looks and Reality 


Moreover in addition to looking cool the basement, 
itself, is happily always several degrees cooler than up 
stairs. In winter time, it can be heated to the required 
temperature, but in summer, it reverts to its original, 
delightfully cool atmosphere. During the recent torrid 
weather, the white shoe basement store not only proved 
a haven for the hot dusty customer, but a remarkably 
active and business-producing department, for a sub- 
stantial increase over business of last year has been 
registered up to date. In fact every year, for the last 
five years, since the inauguration of this white shoe 
basement store, business has been better—more white 
shoes have been sold—and more colored shoes on the 
floor above. 


A Definite Merchandising Space 
Said Thomas S. Childs, the proprietor: 


“We do not consider our basement in the way a base- 
ment store is generally un- 
derstood. We regard it as a 
very definite merchandising 
space, where by segregation 
of our very large white shoe 
stock—(and it is necessary 
to have at all times, an 
ample stock—in all the re- 
quired widths, sizes and 
styles) —it has enabled us to 
feature white shoes more 
strongly and effectively than 
as a part of our stock on 
our street floor.” 


Men’s Shoe Sales Increased 


y Pr VaeTTrg 


At the store of Morse & ‘A cool olry place whic 
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Haynes founded way back in the days of 1868 by 
Deacon O. D. Morse, father of Frank R. Morse, one of 
the present partners of the concern, men’s shoe sales 
have been increased about 28 per cent in two years 
through basement segregation and specialization. It 
was in 1923 that Eugene Ward, buyer and partner 
with Mr. Morse and Mr. Haynes, in the Morse & 
Haynes Co., had the pleasure of seeing his idea for 
basement merchandising inaugurated. 


Grading Up in a Down Grade 


“This store now does the largest men’s business 
in town,” said Mr. Ward, in a recent interview. “And 
so well do the men like this basement department, 
where nothing but men’s, boys’ and youths’ shoes are 
carried that we sell them $8.50 grades very readily, 
where formerly, the grades were $6 to $7. The average 
price on our men’s shoes is $8.50 against $8.35 for 
the average on women’s shoes.” 

Mr. Ward states frankly that his idea of increased 
sales of men’s shoes through basement segregation 
and featuring was not original, but that this was one 
of the ideas he received from attending an N. S. R. A. 
Convention. Here he heard Otto Hassell of Chicago 
state that he did three quarters of a million dollars 
worth of business in his basement. Said Mr. Ward, “I 
then made up my mind, if Mr. Hassell could do it, we 
could.” 


Basement Easy of Access 


The downstairs store of Morse & Haynes Co. is 
most easy of access. The men and boys have only to 
enter the front door of the store—take a step or two 
and then descend to the basement, where they find 
their own department and here they may take off their 
shoes and sit around in their stocking feet to their 
heart’s content, unabashed by the presence of the 
women folks. “A curious thing about the average 
man,” said Mr. Ward, “is that he is much more bashful 
about taking off his shoes before women, or appear- 
ing in his stocking feet before the opposite sex, than 
are women. And all folks—but more particularly men 
—like to do their shopping easily. It is far easier to 
go down then to go up. This applies particularly to 
stairs. The average person has no objection at all to 
walking down a flight of stairs to trade, although he 

knows that he must walk up 
again before he can get out, 
but that same person—and 
men are in the great ma- 
jority — will not walk up 
stairs to buy, although they 
walk up cheerfully enough 
after they have bought the 
merchandise.” 


A “Specialized” Air 
“In the old days,” said Mr, 
Ward, “the basement of this 
store, like that of so many 
others, was given over to old 


stock. Anything that was a 
(Continued on page 50) 


ence CONTE ake E 
h to buy cool, airy shoes. 
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The Supreme Court Decision 
HE Supreme Court decision that bona fide 
collection of statistics of capacity, production, 

stocks, sales and prices is not a violation of the 
Sherman Act opens up a new angle in merchan- 
dising. 

It is understood that trade associations should 
make such statistics available to the public and 
government offices as well as to their own 
members. 

In effect, this decision seems to give to business 
some of the rights which have always belonged to 
agriculture as a matter of fundamental necessity, 
but have been denied to business men because 
they presumably were less to be trusted, or could 
be trusted only when kept in ignorance of vital 
facts relating to business. 

This is one of the most remarkable interpreta- 
tions of the Sherman Act. Such statistical activity 


is not now considered controvention of law, re- 
specting restraint of trade, but instead actively 
encourages and develops trade. This decision of 
the Supreme Court establishes the right of busi- 
ness associations to secure basic information rela- 
tive to the volume of production, stocks on hand, 
price and past transactions, etc. 

Back in the fall of 1922, Hoover and Daugherty 
had controversy as to whether an association 
could, under the Sherman Act, collect vital statis- 
tics. Mr. Hoover has won out, but it remains for 
business to use this information in individual 
initiative with full facts and information pre- 
sented to each and every business man as the 
essential elements of his industry. The thing to 
guard against is the illegal restraint of commerce 
that may come through agreement or concen- 
trated action to lessen production arbitrarily or 
to raise prices beyond the levels of production 
and price which would prevail if no such agree- 
ment or concentrated action existed. 

There are many industries that are going to 
find it to their advantage to keep these vital sta- 
tistics, but as yet no plan has been presented for 
a shoe trade compilation of capacity, production, 
stocks, sales and prices. A preliminary survey is 
now being taken by Arthur Butman for the De- 
partment of Commerce on capacity and actual pro- 
duction. This shows that business wants the facts. 
If we are making too many shoes of a certain 
character it is wisdom to know where we stand. 
The shoe industry has been too much in the dark. 
Maybe by this decision it can learn more about 
itself. 





Men’s Shoes—High or Low? 


T is very significant that the merchants of 
California indicate on men’s styles shoes 90 
per cent low cut and 10 per cent high, and on 
staples 60 per cent high and 40 per cent low. Can 
we encourage the sale of more boots for men in 
the winter just as we have developed summer- 
weights in low shoes for summer? The South- 
eastern convention indicated that stores in the 
big cities would average 75 per cent low to 25 per 
cent high, while in some country communities 
high shoes would outsell oxfords 65—35 per cent. 
Is the men’s shoe game trending too heavily in 
the direction of one type of heavy low shoe for 
year round wear? Don’t we need to put more pres- 
sure behind not only summerweight shoes for 
men but boots for men for winter? If we are in for 
a uniform wearing of low shoes exclusively in big 
cities, will that same impulse communicate itself 
to country communities? 
The time for action is now, before the men folks 
get in the habit of buying one pair of oxfords and 
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wearing them twelve months. More stress should 
also be laid upon the fact that a man should pos- 
sess more than one pair of shoes at one time: 
Tans for street and business wear, with black 
shoes to change to after six o’clock. The rest that 
one’s feet get from the change of shoes during 
the day is of untold value, whether or not the 
wearer has to depend upon his feet for a living, 
because the feet have a great deal to do with the 
mental state and comfortable feet puts the think- 
ing man at ease so that he can promote and solve 
big problems. 

The day has arrived when something must be 
done to regulate the selling of men’s shoes so 
that the customers will continue to buy with at 
least old time frequency. Men never have bought 
shoes with sufficient frequency; one pair of shoes 
doing them for all occasions and lasting until they 
no longer resisted dampness or the heat of the 
sidewalk. This condition existed when men wore 
high shoes in the winter and low shoes in the sum- 
mer, but the last two or three years has seen 
marked changes with the tendency growing every 
year toward a larger percentage of low shoes even 
in the winter months. 

Those of you who kept records, will find that in 
the winter of 1924 and 1925 you sold a larger per- 
centage of men’s low shoes than ever before and 
the winter of 1923 and 1924 showed a similar 
increase of low shoes over the winter of 1922 and 
1923. 

In some localities it reached a point the past 
year where it was necessary to “force” the sale of 
high shoes. 

Manufacturers should be encouraged to put 
more weight into the shoes they build for their 
fall lines and to give more prominence to black 
leathers. Then if the retailer will carry through 
these same ideas in his selling, he has the customer 
prepared for what he offers the following season 
in almost a complete change even though he has 
done business in both seasons almost exclusively 
on low shoes. 





Clearance Can Be Profitable 


UT-THROAT competition is NOT the life of 

trade, it is its death. Co-operation is the 
life of trade, and only by this method can the 
present lamentable condition be improved. We 
have seen what co-operation has done for the 
mechanics of this country. Labor unions have 
done a great work for the laborer, and now almost 
all classes of employees are united in associations 
which are continually operating in their interests. 
Competition must be reduced to a reasonable limit. 
By co-operation prices must bé regulated. Sales 
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seasons and their duration, together with the dis- 
counts to be allowed at such times, -must be 
mutually agreed upon, and many other things 
must be done by general consent and co-opera- 
tion, if the retail shoe business is to come into 
its own. 


Not long ago a shoe merchant marked up 
his goods 25 per cent when all his competitors 
were having their clearance sales, and he did bet- 
ter business than he had ever done before. We 
know of hundreds of clever merchants who are 
making big money retailing shoes, but they are 
men who understand the business thoroughly; 
the kind not governed by precedent, who get a 
profit on their goods, who make the people pay a 
fair price for their shoes, who buy carefully, 
operate scientifically, and work with unflagging 
energy. 

Any fool can GIVE goods away, but it takes 
a merchant to sell them in sufficient quantities 
and at proper prices. The principle of the survival 
of the fittest is as applicable to the shoe business 
as to any other. You may all be clever merchants 
making lots of money, or you may not be, but 
we are none of us so clever that we cannot learn 
more, nor so perfect that we cannot be improved. 





Tom Mix—Stylist 

A new word has come into use in France and Eng- 
land—Rodeo. It is synonymous with boots. Here’s the 
story. 

Tom Mix, on his world-famous horse, swept along 
the Rue de La Paix and made a hit in Paris. Fashion- 
able people, always in search of an idea, were fas- 
cinated with the cowboy boots he wore. They were 
colored and stitched and decorated. No Texas cowboy 
or Mexican sport ever had finer pair. 


In certain kinds of weather in France there is a 
need for a boot and the Russian boot filled that place 
for a short time. Now it is said the Rodeo boot is the 
last word as a carriage boot in Paris. The high cow- 
boy heel, the short stubby last and the pictures on the 
upper, stitched and colored, have made their appear- 
ance—thanks to Tom Mix. 

Something in the same direction already had made 
an impression in England. The American Rodeo at 
Wembly brought both cowboys and cowgirls into the 
public eye. They wore typical cowboy boots and with 
English weather as it is, the outlook for a Rodeo boot 
in England is an interesting development. Style de- 
signers have looked into museums for their inspira- 
tion for so long that it wouldn’t surprise us to see the 
American motif appear. It can best make its debut in 
cowboy boots, for what is a high style novelty com- 
mands a pretty price from those who have unlimited 
money for apparel and footwear. 

We don’t give this prominence because it is indica- 
tive of a trend toward boots, but merely as an inter- 
esting item of style news. 
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Everit B. Terhune Made President of 
Boot and Shoe Recorder 


At the annual meeting of the directors of the Boot 
AND SHOE RECORDER PUBLISHING COMPANY, held June 
10, Everit B. Terhune was elected president of that 
corporation to succeed Charles G. Phillips, resigned. 
In 1924 Mr. Phillips was elected president of the 
United Publishers’ Corporation of New York City, 
succeeding the late Horace M. Swetland; and the great 
responsibility of directing this group of twenty 
national business publications has made it necessary 
for Mr. Phillips to withdraw from active connection 
with any one of them. 

Mr. Terhune, who, as treasurer and general mana- 
ger, has been actively in charge of the BOOT AND SHOE 
RECORDER PUBLISHING COMPANY for the last fifteen 
years, will continue to head the organization. He is 





EVERIT B. TERHUNE 


He has been made president of the Boot 
and Shoe Recorder Publishing Co. 


also a member of the board of directors of the United 
Publishers’ Corporation which owns and operates such 
well known publications as the Dry Goods Economist, 
Iron Age, Hardware Age, Motor Age, Motor World, 
Automotive Industries, BoOT AND SHOE RECORDER and 
others. 

Following Mr. Terhune’s election to the presidency, 
William M. LeBrecht was elected treasurer, the duties 
of which office he assumes in addition to those of sales 
manager, which position he has heretofore held. 

At this same meeting of the board another vice- 
presidency was created, the position to be filled by 
B. C. Bowen, western manager of the BoOT AND SHOE 
RECORDER with headquarters at 189 West Madison 
street, Chicago. The two vice-presidents prior to 
Mr. Bowen’s election as the third, were George W. R. 
Hill and H. Walter Scott, the former well known as 
an active member of the sales staff of the Boston office 
and the latter as New York manager with headquar- 
ters at 127 Duane street. 
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Giving Intermediate Grades a Chance 
(Continued from page 33) 

There are more Fords than all other cars combined. 
There are more shoes at $6 and under than all other 
shoes combined, but that doesn’t mean that the taste 
of this country has got to be brought down to a stand- 
ardized base. It is possible to develop a keen public 
appreciation of shoes at $7, $8 and $9. 

The family shoe store, if it is to sur- 
vive as a service institution, must cover 
a range of prices whereby on some shoes 
a large profit can be made even though 
conditions may make it obligatory to 
soften the profits on some other types of 
shoes. 


There is no law of a legislative or merchandising 
character that automatically sets the margin of gross 
mark-up that a store must take. A merchant may buy 
shoes at $4 and find some patterns salable at $6, $7, 
$8 and $9 and if the public is satisfied, he is entitled 
to that profit, because in the average of his purchases 
he will find that many styles bought in error eventu- 
ally sell at cost or less. To make a profitable average 
he must get the benefit of high profit numbers which 
show a better-degree of selection. Someone has said 
that style picking is a matter of accident. Out of 25 
numbers opening a season, only three may be worthy 
of re-ordering, in sizing in. The whims of women have 
changed so that a new pattern and a new material get 
all the business. A merchant who has the right shoe 
at the right time, is therefore entitled to a better 
profit because of his foresight or the accident of style. 


More Grades Necessary 


The factories of this country are geared up to make 
shoes in all grades. Certain combinations of materials. 
and craftsmanship cannot be put together under a $15 
retail price, and it is equally true on any other figure, 
be it $6, $7, $8 or $9. The thing to guard against is 
giving the public the opinion that all shoes are either 
$6 and under or $10 and up, because that brings about 
a blind spot. Every store’s stock, artificially produced, 
is dangerous to the profit of a store and unfair to a 
public having the money to spend and who expect $7, 
$8 and $9 service out of shoes bought at $5. Such serv- 
ice can’t be given because the shoe craftsmanship 
cannot be put in at the factory nor salesmanship at 
the store, together with fitting values, and all of the 
qualities of shoe service. 

Let us work for a full range of shoe prices so that 
the family shoe store can render its best service. Many 
a specialty shop would do better to specialize on a 
range of quality covered by two to four prices, rather 
than a concentration on one figure that artificially sets. 
the cost price so close to the selling price that a fixed 
margin of profit can’t possibly consume the “wrong 
buy.” 

The traffic cop must preserve the democracy of the 
highway. It is encouraging to see the number of pairs 
of shoes sold in the grades up to $6 and particularly 
in the grades up to $10 and our signal now is to step. 
on the gas and move some at $7, $8 and $9. 
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Next Week’s Issue 


of the 


BOOT AND SHOE RECORDER 
Will Be Filled with Useful 


Practical, Interesting Material 









SUCH AS 


I Pre-Market Tips for the Buyers Who Travel 


Now is the time the buyer has his ears and eyes wide open for style, market 
and merchandising ideas—he’s thinking about that Boston Style Show and 
Exposition in July—he’s anxious to know the best ideas, opinions and infor- 
mation to guide him in his next buying. This article tells him—he will not 
think of missing reading it. Next week’s RECORDER. 












Changing Conditions Demand Changed Policies 


We've all found that out—we’re all anxious to “see the light” as to the 
correct changes to put into effect in our business. ALBERT W. FREY of the 
faculty of the Amos Tuck School of Administration and Finance of Dart- 
mouth College has made a study of necessary changes—read his valuable 
article printed exclusively in next week’s RECORDER. 












From Bootblack to Manager 


This is the fascinating account of the rise of a poor boy from the humblest 
place in a shoe store to the managership of a great shoe department in a 
great city. Next week’s issue will tell you who he is, how he did it, and some 
of his present-day methods. 











Store Service Section 


The RECORDER’S highly useful and practicable monthly section, devoted to 
Store Service problems, such as windows, shelving, seating, lighting, etc., 
will be in the next issue. 










All the news of value—Personal, Style, Markets and the like. 





Next week’s Recorder will alone be worth a whole year’s subscription. 






Helping you in 
«‘ Getting More Shoes Sold Right” 
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THIS WEEK 


Principles of 
Window Trimming 


LOSE your eyes and you can 
C picture some shoe store you 

have passed daily for a long 
period, where they have shoes on dis- 
play, of course, but that is all, never 
any special attractiveness; the shoes 
always on the same stands arranged 
in the same old way, where wiping the 
dust from the shoes and washing the 
inside of the windows constituted a 
fresh trim. Such a window never 
“stopped” you nor any one else. It was conspicuous by 
its apparent sameness. 

A few such stores seem to get along, but the names 
of the majority practicing such methods of window 
trimming soon appear in the column of “Failures and 
Business Changes.” 


Some General Principles 


This article will not attempt to give you elaborate 
lay-outs and sketches. Plenty of these can be seen 
weekly in the RECORDER columns and can be obtained 
from special service, but you have ideas of your own 
which you can apply that may back off the boards the 
fellow who makes a business of sketching for you. 
Try yourself. Get to be a “nut” on windows. 

First, let us give credit to the merchant who at 
least keeps his windows clean. There is nothing that 
will detract from either an ordinary or elaborate win- 
dow display more than dust on the merchandise and 
flooring, and dirt, grease or smoke on the glass. 


What Fixtures to Buy 


In a previous article appearing in this series the 
subject of “Window Planning” was taken up and, as- 
suming that you have a modern store front and dis- 
play windows of proper outline and background, about 
the next thing to receive attention on windows is 
fixtures. 

Much depends on the units used in building up dis- 
plays. One very exclusive shoe manufacturer, also in 
the retail field, gets over by placing a few pairs on 
the floor, checkerboard style, but the most of us have 
to build up window displays that stop them. 

Glass and various finishes of wood have about equal 
call, and each have their advantages. In building a 


This is a series of twenty 
articles that are being pub- 
lished weekly in the “Re- 
corder” and it is the seventh 
installment. The purpose of 
these articles is to build on 
paper a retail shoe store from 
its infancy and touch upon 
all the important subjects 
that retail management will 
come in contact with. 


NEXT WEEK 


Methods of 
Advertising 





display with glass units there is 
smaller possibility of casting shad- 
ows on the merchandise in the lower 
part of your trim and darkened floors 
are avoided. On the other hand, wood 
fixtures have an expression and rich- 
ness that cannot be brought out in the 
transparency of glass. Some stores 
have sets of both glass and wood fix- 
tures, thereby making possible 
changes of trims that are different, 
and then at times a combination of glass and wood 
are used; the glass for the up-front units, backed in 
the rear with wood units and in this way both types 
of fixtures are cleverly used without their disadvan- 
tages. 

Get Plenty of Fixtures 


When selecting fixtures don’t try to be stingy. Get 
pedestals of every height, varying from six to fifteen 
inches. Buy ovals, circles, double ovals, triangles, arms, 
long oblong strips, heel rests, card holders, screw top 
pedestals to which can be attached pair stands of metal 
heel and toe rests, or glass plates, and numerous other 
slanting pieces that go to make up attractive units. 
Buy enough so that you can build your windows with 
as much variety as a child can stack play blocks. It is 
not necessary, and you should never build two windows 
alike. You can always build at different heights, angles 
and positions so that in fifty-two trims no two will be 
alike. 


Don’t Put Shoes All on Same Level 


Too many windows are built “soldier type.” By that 
it is meant every unit in the window is built from the 
floor on the same elevation, so that the shoes are set 
in unbroken rows, the topmost pairs are all elevated 
to the same height, giving the window a stiff, tiresome 
appearance. Good window trimmers “break up” their 
displays so that no two units are of the same type or 
elevation. In other words, harmony is created by break- 
ing up the soldierly appearance and instead of stiff- 
ness there is grace and flexibility which is restful to 
the purchaser’s eye. 

There should be a reason for the placing of every 
shoe in the window. Don’t put in shoes just to be fill- 
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ing the window. Use no more shoes than can be dis- 
tinctly seen. Make every shoe work and occupy a place 
of prominence. There should be no unproductive spots 
in any window. Of course, it is known that the best 
positions are front because it has the opportunity of 
attracting more of the traffic but what is meant, is 
to pass along any part of the window and let all shoes 
stand out prominently in their place. It is useless to 
bury shoes. They are not seen and only “drug” the 
display. 


Making the Floor Part of the Scheme 


Often the color of the background, the drapes, or 
the shade of the 
flooring will 
help to decide 
where each shoe 
will stand out 
best. On a light 
maple flooring 
black or dark 
shoes stand out 
better than light 
tans or blond 
satins, but you 
may be using a 
black plush rug, 
or a green, blue 
or red rug and 
you can by ap- 
plication soon 
learn to set each 
shoe where it 
will stand out 
like a _ million 
dollars. 


Form All Win- 
dow Shoes 


Care should be exercised to form every shoe dis- 
played. Nothing looks more careless than shoes 
jammed with tissue paper, creating a hump here and 
a hump there on the vamp of the shoe, and then a half 
shoved wad of paper left visible to the public eye. Such 
preparation is worse than none at all. Some stores 
with fine, costly windows show shoes with wrinkled 
vamps and tops, dangling laces, faded toes, and dead- 
looking shoes that lack preparation and luster. Stores 
having such displays need a new window trimmer. It 
is so easy, by taking a few minutes time each day, to 
form the shoes you intend to display, dampening the 
forms so the shoes will dry as you intend to have 
them. A little massaging while the shoes are on the 
form and a workout here and there will do much to 
make the shoes look like the price you are asking for 
them. Remember, the shoes when not on the foot are 
to a disadvantage, so you cannot spend too much time 
and give too much attention to the preparation of 
window shoes. 


How to Use Drapes 


Drapes can be made a valuable aid to any trim and 
high colors are more effective than the sober shades. 


A simply arranged window, this, but yet in good taste. A few sprays of 

bright-colored flowers to catch the eye first—then the shoes on three 

different levels to break up the monotony which otherwise would be created 

—hosiery serving as a drape but with its own sales message.—Courtesy of 
Penn Delphia, Inc., Omaha, Nebraska. 
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Reds, greens, blues, yellows, orange and pinks are 
colors that catch the eye and make wonderful settings 
if the right shoes are used with them. Such drapes 
should be tastefully arranged about the fixture units. 
Silks, satins and luster fabrics are always the richest, 
although in winter months good use can be made of 
plush cloth and other heavy materials. Care should be 
exercised to use drapes in keeping with the season. 
These drapes should not be given continuous use as 
they will soon give your windows that sameness and 
leave the impression that the display is no different 
from that which attracted attention before. Such 
an impression lessens their value! 

The Use of Rugs 

and Flowers 


The same is 
true of floor 
rugs, flowers 
and other decor- 
ative pieces. 
Some stores 
have accumu- 
lated numerous 
sets of drapes 
and floor rugs so 
they can give a 
complete change 
in every trim 
during the en- 
tire season. 

‘When these 
pieces become 
soiled, cleaning 
or dyeing allows 
further use of 
the same goods 
at a very small 
cost. Attractive 
floor rugs are 

often made by cutting up used drapes and adding tasty 
fringes. It is the detail of fringes, etc., that go to make 
up attractive window pieces. The goods alone without 
the fringe would be‘as though “vacant.” Small pieces 
with colored jewels pasted to the goods, combined with 
fringes, have resulted in rich pieces that give your 
windows that touch indicating that you have taken 
special care and that you have pride in dressing up. 
Backgrounds should take on a new appearance at 
frequent intervals. This cdn be done with the aid of 
silks in draping or panels of building board, tinted, 
stenciled, stippled or bordered. Such panels can be used 
many times and each time done in a different color 
scheme. A monthly scenic panel service can be had 
from people engaged in that business, and these are 
always in keeping with the season, special panels being 
provided for Easter, Decoration Day, graduation 
time, Fourth of July, Thanksgiving and the Holiday 
season. At times it is restful to let your window carry 
its own natural background. The.idea is to break up 
the monotony and to attract and stop people who will 
inspect your merchandise. Here is a tip that may save 


‘you thousands of dollars. Never use raw cotton of 


any kind for snow or winter scenes. An electrical short 
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circuit or the spark from a hammer driving a tack 
may start a lively conflagration when least expected. 
It has often happened nearly at the cost of the window 
trimmer’s life, not to mention fire damage to stock and 
fixtures. 


Using Hosiery as a Decoration 


Hosiery is a great help when used in windows to 
play up shoes. Not only do customers come in the store 
to ask for hose, just as they do for shoes, resulting 
in numerous sales from the street, but hose well placed 
gives.color and life to the window and can be made to 
bring out the attractiveness of the footwear. A pair 
of hose can be draped on a stand in such a way so 
that when the shoes are set on the hose you don’t lose 
your identity as a shoe store, and the hose have in no 
way detracted from the display of that pair of shoes. 
This must be done right because the tossing of a pair 
of hose across the tops of the shoes, or jammed down 
into the heels, takes away the attractiveness of both 
the shoes and hose. Many stores that feature hosiery 
will set up a fan-shaped display of some twelve or 
fifteen harmonizing shades or patterns. Hosiery forms 
that fit into shoes are nice to use where nothing 
but the background of a pretty hose will bring 
out the attractive pattern of the shoe. 

Have you ever 
passed a window 
when shoes that 
were in almost 
the level of your 
eye turned up at 
the toes and 
made you think 
of the bow of a 
Ship bearing 
down on you? 
All you could see 
was the turned- 
up toe, conse- 
quently your 
eye wandered to 
something more 
attractive. That 
shoe was placed 
at the wrong 
elevation; it 
should have been 
on the floor, and 
then with a 
small block of 
wood or some- 

thing under the 
heel where one 
could look down 
on it, and see 
the beauty of the shoe instead of the turned-up toe. 

Every window has spots that catch the eye more 
than other spots, and it seems that shoes placed in 
those particular positions are called for more than 
others. When. you find such spots use them for shoes 
that you want to put over. 

It may be a new style, or one in stock that is not 
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Several good window trim principles are exemplified in this trim for which 

we owe a debt of gratitude to the O’Brien-Kiley Shoe Co., of St. Joseph, 

Missouri. Shoes have been placed at varying levels and are topped off with 

decorative lamps. The big balloon tire is an eye-catcher and has a sales 

message, as well, in connection with the balloon last shoes for men dis- 

played near by. At the left an attractive drape carries the eye from the 
higher to the lower levels. 
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selling so good. Shoe stores frequently make use of 
spot lights that flood certain places in the window with 
an extremely bright light, or this spot light with the 
aid of gelatine sheets can be made to throw off some 
harmonizing color. 


Using Windows to Move Slow-Sellers 


It is often possible to create a demand for slow- 
selling shoes if those styles are given prominent places 
in the window with a little card that tells something 
about the advantages of the leather, the construction, 
the purpose of the shoe, or some of its special qualities. 
In other words, make that shoe stand out as though 
the observer could almost reach and touch it, and 
make the card appeal to the observer as though it 
were talking. 

Valuable selling spots have been created in windows 
by the use of corner brackets that will bring a pair of 
shoes right up to the glass where it can be closely 
inspected by any person of average height. Special 
shoes placed on these corner brackets command atten- 
tion, and they can be easily removed when not wanted. 
They set into sockets that bolt to the window frames. 

The type of window that you trim should depend 
largely on the kind of store you are running, but the 
average store and those catering to high class cus- 
tomers should 
avoid overcrowd- 
ing their . win- 
dows with mer- 
chandise. It is 
only in the 
cheap- stores 
that crowded 
windows are ap- 
propriate, be- 
cause the type 
of customer this 
store caters to 
expects to see 
a representation 
of every style in 
the window. If 
the shoe wanted 
is not there the 
prospective cus- 
tomer assumes 
the store does 
not have what 
she wants. 


Windows 
planned with 
care can be 
made to pay big 
dividends. 


(Next week “METHODS OF ADVERTISING” will 
be the eighth installment of “The Birth of a Retail 
Shoe Store” series. This will be followed by “METH- 
ODS OF SALESMANSHIP,” “STORE SERVICE,” 
“HOSIERY PROMOTION,” “STORE PERSONAL- 
ITY,” “COMPLAINTS,” and “WAYS OF GETTING 
NEW BUSINESS.”) 
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Savannah the hospitable. 
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Southeastern Association Shows Strength 
and Virility 


Gives Promise of Leadership in Merchant Betterment and Especially 
in Co-operation with Traveling Man 


convention as splendidly as did Savannah in 

being host to the Southeastern Shoe Retailers’ 
Association last week. Merchants in apparel lines 
equipped all of the models on the runway at their own 
expense, and the business men of Savannah made the 
final day of the convention a big social success. Many of 
them turned over their automobiles or came in-person 
to take visiting merchants and traveling men around 
Savannah and to the magnificent beach a dozen miles 
away. 

Here is what develops out of a social gathering. Four 
prominent merchants, having stores of comparative 
importance, find that they have much in common in 
both a business and social way. They decide to visit 
one another’s homes and stores so that eventually they 
can co-operate in buying and merchandising by the 
exchange of ideas and by combining their brain 
powers. 


PR sanvent does an entire city co-operate with a 


The Advantage of a Social Convention 


Another example—A salesman learns of a growing 
industrial plant from a merchant customer and is let 
in on the ground floor for an investment that will net 
him many-fold returns. Still another example—A mer- 
chant brought the convertion chairman of a southern 
town to introduce him to the traveling men generally 
and to bespeak in his behalf their patronage of a new 
and modern hotel. 

These are just a few of the by-products of a real 
convention. Any shoe man with a car knows that 
having once fraternized with a brother merchant in 
convention, all he has to do is to hop in his car and go 
visit his neighbor in the same town, same state or in 
an adjoining state for the solution of a problem or for 


the selection of a good idea. Every traveling man who 
has visited a convention knows that even though he 
doesn’t get an order, he has met potential customers 
“off guard” when they are socially inclined and can 
say “Hello Peter and Hello Frank.” Once that barrier 
is passed, the factory, the salesman, the store and the 
shoes and customers come closer together. There is 
more in a convention than appears on the official 
program. 


Convention Dates Advanced 


Nevertheless, on the final day of the Southeastern 
Shoe Retailers’ Association convention, held at Tybee 
Beach, the business session was called after luncheon 
under the leadership of Charles Scruggs of Spartan- 
burg. A beautiful little tribute was paid Mrs. Smith, 
mother of Mose M. Smith, the retiring president, 
and the dear little lady came down the aisle to Dixie 
cheers and applause. 

The resolutions met with instant acceptance, par- 
ticularly the one pledging the association to closer co- 
operation with the traveling salesmen, and a change 
of dates from June to a three-day session in the week 
or two following Easter. The idea expressed was 
that the merchant was more in the mood for actual 
buying or filling-in at that time. No convention is com- 
plete without the co-operation of the traveling men and 
this was made apparent by both resolution and speech. 


Officers for 1925 


In the election of officers the following slate will 
serve for the coming year: 
Joseph Steele, Atlanta, president; Charles Scruggs 
of Spartanburg, S. C., first vice-president; George P. 
(Continued on page 50) 



































If one can make money, 
and along with the making of 
it, attract and hold friends 
who respect and love one, 
that is splendid. I’d like to 
do that, but I have seen so 
many men in our industry 
who so much made a religion 
of getting rich that they had 
no time to create real friend- 
ships, no time to help make 


Since the establishment of “The Retail 
Shoe Salesman” as a department of the 
BooT AND SHOE RECORDER in March, 1924, 
the following retail shoe salespeople have 
won prizes in the Problem Contest which 
has been a feature of this department: 
FIRST PRIZE WINNERS 


1924. Dale J. Me- 


March, 
Creary, Springfield, O. March, 1924. Paul 
Apel. a R. —- » N. 


ewport News, 
May, 1924. N. J. ‘Tiecen- Copeland, Syracuse, N.Y. 
| a Seattle, Washing- ° 


SECOND PRIZE 
WINNERS 


talked with about Mr. 
Coolidge after his death were 
poor men and all had tears in 
their eyes and all said “He 
was my friend.” 


No matter what our eco- 
nomic or social position may 
be in life, there is no limit 
to the possibility of happi- 
ness; and friendship, which 
is a form of love, is the basis 








their part of the industry or Sean 1924. James D. Me- June, 1988 Moe D. Galvin, of happiness. 

their world better or hap- October’ 1824 Henry La October, 1984. Henry Wil- 

pier, that it seemed certain » Troy, N. Y. San J . 

their riches were “Dead Sea Sane "beattin’ Wahine: MeOreary, Springteld, © May Prize Winners 
apples,” turning to ashes in |] january, — han oo James L. Quirk, with 


their mouths. 


The richest man whom I 
personally know well, has an 


income of nearly a million April, ;. : 
Marks, Danville, Pa. May, 1928. John Neish, 
, 1925. James L. Quirk, Newark, N. 
ew Orleans, La. 


dollars a year. He is the 
loneliest, most unhappy per- 





Thayer, Boston, Mass. 
February, 1925. W. R. 
gawk, Newport News, 


March, = S wie Krouse, 
Aue? es “Clayette ©. 
Trester, Frankfort, 








son I know. He fairly craves 


Pokorny’s, New Orleans, La., 
wins the $10.00 prize for the 
best article in the May 
Problem Contest for retail 
shoe salesmen on the sub- 
ject, “What Is the Best 
Method of Retail Sales Com- 
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pensation—Straight Salary, Com- 
mission, or a Combination of 
Both?” 

John Neish, with L. Bamberger 
& Co., Newark, N. J., wins the 
second prize of $5.00. Other al- 
most equally meritorious articles 
were received from many retail 
salespeople, the “honorable men- 
tions” going to J. Peter Costigan, 
with Simon’s Shoe Store, Nashua, 
N. H.; C. P. Crull with Crull’s 
Shoe Store, Greenwood, Miss.; and 
Ross Trueblood with the Palace 
Shoe Store, Hampton, Va. 

It will be noted that Mr. Quirk 
takes the position that both salary 
and commission form the best 
method of compensation. Others 
maintain that a straight salary, or 
a commission only, is the best 
system. In later issues of this de- 
partment we shall publish some of 
the other papers, so that the dif- 
ferent points of view on this inter- 
esting question may be duly ex- 
plained. 

Mr. Quirk’s winning article fol- 
lows: 


The Prize Article 


“The only method for a retail 
salesman to work on is a salary and 
commission. If a salesman works 
on a straight commission he is apt 
to disregard the customer who is a 
bit hard to satisfy from the mere 
fact that he could be waiting on 
twice as many easy customers, and 
incidentally make twice as much 
money for himself. In ‘passing up’ 
the hard-to-please customer he 
loses sight of the fact that the 
firm appreciates the business of 
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Some customers are naturally shy 


the hard-to-please as well as the 
easy. So in the end the store suf- 
fers. Again, the straight commis- 
sion salesman may not have the in- 
terest of the store at heart, and 
may sometimes make himself very 
disagreeable to the other salesmen 
who work on a different basis. 


BOoT 








If to the footlights you aspire, 

Be very choice in your attire; 

And in the matter of your 
feet, 

Select a shoe that’s small and 
neat. 











“The straight-salaried man some- 
times assumes the attitude that as 
long as he sells his quota or does 
enough incidental work to keep the 
boss off him, he is doing all that 
is required to keep his job. He is 
usually the type that lacks ambi- 
tion, and is contented with his 
salary and, in fact, is of no material 
advantage to the firm, and takes 
the attitude that as long as he sells 
enough to get by—all is well. 

“When a man works on a salary 
and commission, he assumes an en- 
tirely different attitude towards all 
things. That is, he waits on 2 cus- 
tomer and, nine times out of ten, 
pleases him, because he takes his 
time in fitting the customer right, 
and is not too persistent as in the 
straight commission class, feeling 
that he is being paid for his time, 
and that if he makes the sale he 
gets a little extra; in the end the 
customer feels better towards the 
salesman, and the salesman in turn 
has made a customer for the house 
and for himself. 

“Of course, there are exceptions 
in all these cases, but as a general 
basis, I have found the last to be 
the most successful, and all are kept 


happy.” 
Answers to Intelligence Test 


Here are the answers to the In- 
telligence Test, printed in “The Re- 
tail Shoe Salesman,” issue of May 
16: 

1. $75,000 and $25,000 for travel- 
ing expenses. 

2. Charles Goodyear. 

3. A document promising to pay 
a certain amount at a specified 
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time with interest at stated 
times collectible through cou- 
pons and secured by property 
or other valuables. 

4. Shares of stock in a company 
or corporation entitling the 
owner to preference in divi- 
dends or distribution of assets. 

5. March 4, 1885, to March 4, 
1889; March 4, 1898, to March 
4, 1897. 

6. United States Senator from 
Idaho and Chairman of the very 
important Senate Committee on 
Foreign Relations. 

7. When the warmth in the water 
is drowned out by the cold air 
to the freezing point congealing 


takes place. 
8. Tannage of leather by mineral 
acids including chromium, 


rather than vegetable acids. 
9. A mixture of French and 
Spanish blood. 

10. Gaston Doumerge. 

11. April 19, 17765. 

12. A tax on goods imported or 
exported. 

13. There is no welt sewed around 
the McKay or turn shoes, there- 
fore no space of the thickness 
thereof to be filled. 

14. A schedule of money allotted for 
expenditure in definite ways. 

15. The seeds contain color cells 
called determinants; sunlight 
brings out the pre-determined 
color. 


June Intelligence Test 

1. Who was Elias Howe? 

2. Why is sheepskin not used for 
uppers in shoes requiring con- 
siderable tensile strength? 

















One difficulty in selling snappy 


shoes nowadays is that they 


don’t show anyway. 


3. Who was Count Rochambeau? 

4. Name four members of the 
United States Supreme Court. 

5. What is the function of the 
United States Chamber of 
Commerce? 

6. What is a patent? 
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The Value of Friendship 


USINESS, in every phase and 

place, is just crowded with 
interest and romance. I will have 
been active in the shoe industry 
for twenty-one years when the 
twenty-second of next July arrives. 
These years have been filled with 
a remarkable variety of experiences 
and I could write a book about 
them that might not make bad read- 
ing. 

I do want to set down a thought 
or two, coming down across these 
twenty-one years for the retail 
salespeople who read this depart- 
ment. 

Friendships have been, by far, 
the best part of my business ex- 
perience. If I had to choose between 
acquiring riches without these 
friendships, I would not 
hesitate an instant in the 








You remember about the 
courageous explorer who made 
a whole tribe of natives run 
—they ran after him. 

Don’t delude yourself into 
thinking that you are com- 
batting your problems when 
you are merely dodging them 
temporarily. : 











affection, true affection, for him- 
self, apart from his money. And 
he must realize that in putting to- 
gether his great fortune he has 
done nothing to gain and hold that 


affection he so vainly longs for. I 
would not change places with him. 
My riches are in the friends whom 
I love and whose good-will and in- 


‘terest I so deeply value. 


I thought of these things a few 
days ago when Louis A. Coolidge, 
my friend of fifteen years, passed 
away. He held a high place in our 
industry as treasurer of the United 
Shoe Machinery Corporation. I 
don’t know if he was or was not 
a wealthy man, but I am sure that 
he never particularly cared about 
money. I do know that he was a 
man of great talent and ability, of 
great influence and high standing 
as a business man, author, scholar, 
publicist and social welfare devotee. 
I do know that he had boundless 
capacity for unselfish friend- 
ship, confined by no limits 





decision not to do so, for I 
should thus be poor, indeed. 

If one can make money, 
and along with the making of 
it, attract and hold friends 
who respect and love one, 
that is splendid. I’d like to 
do that, but I have seen so 


They Copped the Prizes 


Since the establishment of “The Retail 
Shoe Salesman” as a department of the 
BooT AND SHOE RECORDER in March, 1924, 
the following retail shoe salespeople have 
won prizes in the Problem Contest which 
has been a feature of this department: 


many men in our industry 
who so much made a religion 
of getting rich that they had 
no time to create real friend- 
ships, no time to help make 
their part of the industry or 
their world better or hap- 
pier, that it seemed certain 
their riches were “Dead Sea 
apples,” turning to ashes in 
their mouths. 

The richest man whom I 
personally know well, has an 
income of nearly a million 
dollars a year. He is the 
loneliest, most unhappy per- 
son I know. He fairly craves 





FIRST PRIZE WINNERS 
March, 1924. Dale J. Me- 


Creary, Springfield, O. March, 1924. Paul 
April, 1924. W. R. Hawk, Smith, Watertown, N. Y. 
N News, V April, 


ewport a. 
May, 1924. N. J. Rosen- 
baum, Seattle, Washing- 


ton. 
June, 1924. James D. Mec- 


SECOND PRIZE 
WINNERS 


of either high or humble po- 
sition. The first three men I 
talked with about Mr. 
Coolidge after his death were 
poor men and all had tears in 
their eyes and all said “He 
was my friend.” 

No matter what our eco- 
nomic or social position may 
be in life, there is no limit 


Cc. to the possibility of happi- 
‘Cc ness; and friendship, which 


is a form of love, is the basis 
of happiness. 


Kinley, DeQueen, Ark. 
October, 1924. Henry La October, 1924. Henry Wil- 
ag hr we Wi 
Tort Washing: 'MeGrenty,. Springteld, 0 May Prize Winners 
an '. le ‘ercy . 
Jenuney,. 1900. Antcow ~ Shapes, James L. Quirk, with 
Buffalo, N. Y. February, 1925. W. R. 


in, 
m, Ap 1925. 
April, 1925. Victor J. Trester, Frankfo: 
Marks, Danville, Pa. May, 1925. John N 
Newark, N. J. 


May, 1925. James L. Quirk, 
ew Orleans, La. 


gee, Newport News, 

a. 

March, 1925. B. C. Krouse, 
Ohio. 


Pokorny’s, New Orleans, La., 
wins the $10.00 prize for the 
best article in the May 


ye Problem Contest for retail 
eish, shoe salesmen on the sub- 


ject, “What Is the Best 
Method of Retail Sales Com- 
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pensation—Straight Salary, Com- 
mission, or a Combination of 
Both?” 

John Neish, with L. Bamberger 
& Co., Newark, N. J., wins the 
second prize of $5.00. Other al- 
most equally meritorious articles 
were received from many retail 
salespeople, the “honorable men- 
tions” going to J. Peter Costigan, 
with Simon’s Shoe Store, Nashua, 
N. H.; C. P. Crull with Crull’s 
Shoe Store, Greenwood, Miss.; and 
Ross Trueblood with the Palace 
Shoe Store, Hampton, Va. 

It will be noted that Mr. Quirk 
takes the position that both salary 
and commission form the best 
method of compensation. Others 
maintain that a straight salary, or 
a commission only, is the best 
system. In later issues of this de- 
partment we shall publish some of 
the other papers, so that the dif- 


ferent points of view on this inter-. 


esting question may be duly ex- 
plained. 

Mr. Quirk’s winning article fol- 
lows: 


The Prize Article 


“The only method for a retail 
salesman to work on is a salary and 
commission. If a salesman works 
on a straight commission he is apt 
to disregard the customer who is a 
bit hard to satisfy from the mere 
fact that he could be waiting on 
twice as many easy customers, and 
incidentally make twice as much 
money for himself. In ‘passing up’ 
the hard-to-please customer he 
loses sight of the fact that the 
firm appreciates the business of 


























Some customers are naturally shy 


the hard-to-please as well as the 
easy. So in the end the store suf- 
fers. Again, the straight commis- 
sion salesman may not have the in- 
terest of the store at heart, and 
may sometimes make himself very 
disagreeable to the other salesmen 
who work on a different basis. 
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If to the footlights you aspire, 

Be very choice in your attire; 

And in the matter of your 
feet, 

Select a shoe that’s small and 
neat. 











“The straight-salaried man some- 
times assumes the attitude that as 
long as he sells his quota or does 
enough incidental work to keep the 
boss off him, he is doing all that 
is required to keep his job. He is 
usually the type that lacks ambi- 
tion, and is contented with his 
salary and, in fact, is of no material 
advantage to the firm, and takes 
the attitude that as long as he sells 
enough to get by—all is well. 

“When a man works on a salary 
and commission, he assumes an en- 
tirely different attitude towards all 
things. That is, he waits on a cus- 
tomer and, nine times out of ten, 
pleases him, because he takes his 
time in fitting the customer right, 
and is not too persistent as in the 
straight commission class, feeling 
that he is being paid for his time, 
and that if he makes the sale he 
gets a little extra; in the end the 
customer feels better towards the 
salesman, and the salesman in turn 
has made a customer for the house 
and for himself. 

“Of course, there are exceptions 
in all these cases, but as a general 
basis, I have found the last to be 
the most successful, and all are kept 


happy.” 
Answers to Intelligence Test 


Here are the answers to the In- 
telligence Test, printed in “The Re- 
tail Shoe Salesman,” issue of May 
16: 

1. $75,000 and $25,000 for travel- 
ing expenses. 

2. Charles Goodyear. 

3. A document promising to pay 
a certain amount at a specified 
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time with interest at stated 
times collectible through cou- 
pons and secured by property 
or other valuables. 

4. Shares of stock in a company 
or corporation entitling the 
owner to preference in divi- 
dends or distribution of assets. 

5. March 4, 1885, to March 4, 
1889; March 4, 1898, to March 
4, 1897. 

6. United States Senator from 
Idaho and Chairman of the very 
important Senate Committee on 
Foreign Relations. 

7. When the warmth in the water 
is drowned out by the cold air 
to the freezing point congealing 
takes place. 

8. Tannage of leather by mineral 
acids including chromium, 
rather than vegetable acids. 

9. A mixture of French and 
Spanish blood. 

10. Gaston Doumerge. 

11. April 19, 1775. 

12. A tax on goods imported or 
exported. 

13. There is no welt sewed around 
the McKay or turn shoes, there- 
fore no space of the thickness 
thereof to be filled. 

14. A schedule of money allotted for 
expenditure in definite ways. 

15. The seeds contain color cells 
called determinants; sunlight 
brings out the pre-determined 
color. 


June Intelligence Test 

1. Who was Elias Howe? 

2. Why is sheepskin not used for 
uppers in shoes requiring con- 
siderable tensile strength? 

















One difficulty in selling snappy 
shoes nowadays is that they 
don’t show anyway. 


3. Who was Count Rochambeau? 

4. Name four members of the 
United States Supreme Court. 

5. What is the function of the 
United States Chamber of 
Commerce? 

6. What is a patent? 
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. What is the meaning of the ex- 
pression “2 per cent—10 days”? 

. What is the purpose of having 
two branches of Congress or 
Legislatures ? , 

.. How do-you read_a barometer? 

. What is the meaning of the 
legal expression “caveat 
emptor’? 

. Who invented ether? 

. Who said this: “I would rather 
be right than President’’? 














My big idea for promoting two 
and three pair sales 


13. How did the month of June 
get its name? What is the 
birthstone for June? 

14. Who is George M. Spangler? 

15. What is a fiscal year? 

Write out your answers to these 
questions. Look up or ask someone 
about those on which you are not 
certain. Look for the answers in 
this department in the July 18 issue 
of the RECORDER. 


Ever Experience Something 
Like This? 


Sulphur Springs, Texas. 
May 29, 1925. 
“Dear Editor: 

“What would you do with a cus- 
tomer like this? 

“A lady customer came in the 
store and stated to the clerk that 
she wished to exchange a pair of 
shoes. After the clerk had examined 
the shoes he asked her if she had 
made a mistake in the store as he 
did not recognize the shoes as being 
handled by this store. 

“She explained to him that the 
shoes were purchased in the spring 
of a year ago, and as the shoes 
were not becoming to her feet she 
had decided to exchange them for 
a more up-to-date style. It was an 
extreme novelty pattern in its day. 

“There wasn’t an exchange 
made. 

“Yours very truly, 
“SEARLS SHOE COMPANY.” 





Problem for June 


What Can I Do to Qualify for 
Promotion to Assistant 
Managership? 


For the best answer to the 
above problem the BooT AND - 
SHOE RECORDER will give a 
prize of $10; and a prize of 
$5 for the second best answer. 

The contest is confined to 
actual, active retail sales- 
people on the floor. Ideas, 
thoughts and experiences pre- 
sented will form the basis of 
judgment, rather than punc- 
tuation, spelling, grammar or 
penmanship. However, all 
things being otherwise on a 
par, preference will, of course, 
be given to. the best con- 
structed article. The winning” 
article will be published in 
this department. in the issue- 
of July 18. 

Write out your ideas on 
this subject and send to Edi- 
tor, The Retail Shoe Sales- 
man care of BOOT AND SHOE 
RECORDER, 207 South street, 
Boston, Mass. 











And this is what one of the asso- 
ciate editors of the RECORDER re- 
plied: 

“IT have yours of May 29, re- 
garding the lady customer who 
wished to exchange shoes some 
fourteen months old. 

“Your decision not to make an 
exchange was very poor, indeed. 
You should have made the exchange, 
giving her three new pairs. Fol- 
lowing this you should have pre- 
sented her with a half interest in 











Where’s my baby hiding? 


your business and taken her to 
lunch. You missed out on all three 
bets. How could you?” 
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Brain Exercisers 


In the May issue we propounded 
this little business query: “A shoe 
merchant sold goods to the amount 
of $8600.00 and found that he had 
made 25 per cent; he sold another 
batch for the same amount and 
found that he had lost 25 per cent. 
Did he gain or lose on the two 
transactions as a whole and how 


* much?” 


Answer—He lost $480 on the 
two transactions. 








MQW 





Careful about ‘“‘faux pas”? with 
customers 


Now try this one: 

A shoe merchant buys an average 
of $8500.00 worth of merchandise a © 
month, all of it carrying terms of 
2 per cent—30 days. He always 
takes his discount. What does he 
thus save on his year’s business? 

Answer in next month’s issue of 
“The Retail Shoe Salesman’— 
July 18. 


A Smile or Two 


If a man can’t smile he’s not 
worth while. 

If a man won’t smile, avoid him 
a mile. 

John C. McKeon, the Philadelphia 
shoe manufacturer and President 
of the National Boot and Shoe 
Manufacturers’ Association, says 
that Noah was the greatest expert 
in transportation that ever lived, 
because he successfully floated a 
stock company when all the rest of 
the world was in liquidation. 

The same scholarly, pleasant and 
able gentleman also tells about a 
colored man who was asked to say 
something nice about a man who 
had passed away and whose trans- 
cendental destination was some- 
what in doubt. The darky scratched 
his head awhile and then said this: 
“I hope he is where I think he 
ain’t.” 

At an insane asylum. “I’m not 
crazy,. but that fellow over there - 
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pushing a wheelbarrow, he’s plumb 
nutty. He thinks he’s Julius Caesar, 
but he isn’t, for I, myself, am Julius 
Caesar.” 


What Are the Qualifications 
of an Ideal Retail Shoe 
Salesman? 

By Percy E. THAYER 
With Thayer-McNeil Company, 
Boston. 

The answers to 
that question are 
my daily com- 
panions. 

Their life is a 
life of service 
spent in daily 
practice of all the 

virtues that make a successful citi- 
zen as well as successful salesman. 

The first requisite is character 
made up of honesty, integrity, pa- 
tience, optimism, cheerfulness, ac- 
curacy, efficiency, punctuality, neat- 
ness, resourcefulness and initiative. 
These are not by-words, but actually 
ingrained and woven into the fabric 
of their being. 

Honesty—can be trusted when no 
one but his own soul can see and be 
the judge. 

Patience—with the disgruntled, 
ill-bred and ill-natured; with one 
who does not know her own mind; 
with the flighty, irrational one. 
These sometimes come to trust a 
salesman’s superior judgment and 
make good customers in the end. 

Optimism—courageous and 
cheerful with ideals held high; 
surmounting each obstacle and re- 
buff. Each new customer means a 











Keep your store free from insects 


fresh start with no “hang-over” 
grouch, a new conquest to be suc- 
cessfully consummated. 

Accuracy and Efficiency—in han- 
dling sales and sizes, and in tran- 
acting the business in hand in the 
quickest possible time. 

Punctuality—always reliable, giv- 
ing full measure and accounting of 


time, with due acknowledgment 
and credit for overtime. 

Neatness—clean collars, clothes 
pressed, hair combed, shoes pol- 
ished, nails cleaned and hands pre- 
sentable. 

Resourcefulness—if the size he 
has seems to fit, but is not the size 
asked for, he avoids the size ques- 
tion adroitly. The measuring stick 
very often conveys to the customer 
assurance that she is being capably 














A heart to heart talk will some- 
times win a customer 


Initiative—never needs a push 
from the boss; it is always a step 
ahead of him. 

The ideal salesman jumps from 
style to style. Very often with per- 
severance a boot may be sold when 
a pump or oxford were the first 
shoes asked for. The ideal sales- 
man is open minded, never set or 
prejudiced. 

The ideal salesman is in constant 
demand and the exigencies of the 
business alone is his urge. 

I have given some of the primary 
ingredients that fit into the life of 
the ideal retail shoe salesman. 

The keynote of the successful 
salesman is enthusiasm and joy in 
the work. 

Service is his slogan and watch- 
word. 


Ideas and Opinions of Retail 
Shoe Salesmen 

“T find that a friend who is 
brought along to help select a shoe 
feels duty bound to find some fault 
with the first shoe shown. To agree 
with the salesman that the first shoe 
is all right would not be showing 
enough interest in her friend’s wel- 
fare. ; 

“Therefore, I always select as the 
first shoe shown, something that I 
think will not suit either the cus- 
tomer or her friend. When they 
find fault with this shoe I agree 
with them fully, and sometimes 
mention some reason why this shoe 
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would not do that they had over- 
looked. 

“When we have finished discuss- 
ing the shoe first shown I have a 
fairly good idea of what. will suit 
them both, and the next shoe I get 
I try on the foot, and address my 
first remark to the friend, calling 
her attention to the fine fitting 
qualities of the shoe and how well 
it looks as seen from where she is 
sitting. I do not agree quite so fully 
with objections, but when I bring 
the third pair I immediately begin 
to explain why this is the very shoe 
they want and am a little surprised 
that I did not think of this style 
before. In the majority of cases 
the sale is made at this point, pro- 
vided, of course, that the shoe really 
is a good looking style and is prop- 
erly fitted..—Herbert L. King, 
Newport News, Va. 

“To be a star in athletics the 
body must be fit. The same rule ap- 
plies for a retail shoe salesman, be- 
cause a person with a sound body 
and good health and clean mind 
will have an advantage over the 
untrained.”—Leo Dragon, Smith & 
Duffy, Webster, Mass. 

“The best quality found in the 
shoe salesman is that his customers 
come back to the store to ask for 
him.”—Samuel Oxman, Bedell Co., 
Newark, N. J. 

“A salesman should be: 

“Neat in appearance. 

“Pleasing in manner. 

“Be possessed of somewhat of 
a personality. 














Shabby shoes make one self- 


conscious 


“A wearer of good clothes. 

“Acquainted with his stock. 

“Able to read his customer. 

“Not too talkative. 

“Patient always. 

“Able to concentrate. 

“Sure not to show too many 

patterns. 

“Able to manifest continued 
interest in the customer.” 

A. W. Skinner, Chardon, Ohio. 
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Makes Shoes for President at Syracuse Exposition 





James Lucey, master craftsman of the Berkshire Hills, was the A. E. Nettleton Co. feature at the Syracuse 
Centennial Industrial Exposition, June 3 to 18. Surrounded by his aged and time-worn shoemaker’s kit, Mr. 
Lucey, famous for his wisdom and his earlier association with President Coolidge when he was “just plain 
‘Cal’”’ of Northampton, Mass., helped to make a special pair of hand-made Nettleton shoes for the chief execu- 
tive of the nation in the Nettleton booth. He occupied the portion of the booth shown at the extreme left of 
the above photograph. Thousands of visitors made the pilgrimage to the Nettleton exhibit to meet and shake 
the hand of the shoemaker sage, whose friendship with the President has made him a national figure. To the 
many who were so fortunate as to get near enough, Mr. Lucey proudly displayed a personal letter from the 
President which expressed his pleasure in learning that Mr. Lucey was to make the footwear for him. The 
Centennial was held in a huge tent, said to be the largest in the world, pitched in Clinton Square, in the heart 
of the city of Syracuse. The Nettleton exhibit occupied a forty-foot space in the center of the main aisle. It 
was richly and effectively arranged in a beautiful color scheme of blue and gold, with mahogany fixtures. 





Southeastern Association Shows 
Strength and Virility 
(Continued from page 45) 
Golden of Jacksonville, second vice-president; J. E. 
Martin of Atlanta, third vice-president, and F. S. 
Stewart of Atlanta, re-elected treasurer. The secretary 
will be appointed by the president at a later date. 

Board of directors for Georgia: W. S. Byck of At- 
lanta; Charles F. Marks, Augusta; Moses Smith, 
Savannah; Joseph Ehrlich, Albany; George Bussey, 
Macon; Monroe O’Connor, Augusta; Walter Miller, 
Columbus; Jim Craig, Atlanta; Elder Cornell, Macon; 
Turner Jones, Valdosta, and W. B. Roberts, Griffin. 

Directors for Florida elected were: W. C. Goodrich, 
Fort Lauderdale; M. N. Nankin, Miami, and M. Roach, 
Tampa. 

Directors for South Carolina: Henry Schorfner, 
Columbia; Mat Condor, Charleston; William Bolt- 
man, Sumter; M. Miller, Florence, and G. Nicholson, 
Columbia. 

Directors for Alabama: W. E. Shine, Mobile; M. 
Kempner, Birmingham; Nick Jones, Montgomery, and 
Ben Hineberg, Birmingham. 

Following the cordial invitation to have the 1926 
convention held in Atlanta, which was accepted by the 
delegates, Malcolm Ainsworth, manager of the Macon 
Chamber of Commerce, made a short address, telling 
of the advantages to be offered by Macon as the 1927 
convention meeting place and extended a hearty invita- 
tion for that year. 

Speeches and merriment followed the official busi- 
ness and then surf bathing and back to Savannah for 


the final style show. It is a good suggestion for any 
city to follow—to have one style show particularly for 
shoe men, and another to which the public is invited. 
Many of the best families of Savannah were in at- 
tendance at the final style show, and had occasion to 
see what shoe men think of a fellow townsman, for 
George Bussey, of Macon, in silver-tongued speech, 
praised Mose M. Smith and presented him with a 
silver service. 





Solving the Basement Problem by 
Making It a “Specialty” Shop 
(Continued from page 37) 
poor selier was placed in the basement to be disposed 
of at a bargain price. Now with the basement looking 
like an exclusive men’s shoe shop, instead of a store- 
room, it is showing an increasing profit through its 

specialized atmosphere.” 





Maine Merchants Hold Annual Meeting 

Portland, Maine, June 15—The annual meeting and 
election of officers of the Maine Retail Shoe Merchants’ 
Association was held in the Elks’ club in early June. 
T. Henry Black, of Portland, was re-elected president ; 
Alton I. Cropley, of Portland, was elected treasurer ; 
and Merton A. Lane, also of this city, secretary. 

A committee was appointed to make arrangements 
for the members and their employees to have a shore 
dinner at one of the beaches some time during July 
and to arrange, also, for other outings during the 
summer. 








SCHMIDTS 
PIN SEAL 


SABLE BROWN 


is the latest w—, 


featured in high grade footwear, 
both in whole shoes and trimmings 
ade in all colors and black. 
Ihe latest addition to 
The Schmidt Calf Leathers 


os” 


Shoes by courtesy of 
I GROSSMAN INC 
Chicago 


CARL E SCHMIDT & Co INC 


Tanners of The Schmidt Calf Leathers 
DETROIT USA~ BOSTON USA 




















SCHMIDTS 
ERIC CALF 


SABLE BROWN 


Evic Calf gives to the shoe the sturdy 
appearance, plus quality, which aids the 
shoe merchant in building customer- 
Satisfaction and repeat sales 

It gives just the proper background for the 
new patterns in men's fine shoes 

Your manufacturer can supply you 
also in Black and White Eric Calf 


Shoes made of 


ERIC CALF 
Manufacturers name 
on request 


CARL E SCHMIDT & Co INC 


Tanners of The Schmidt Calf Leathers 
DETROIT USA~ BOSTON USA 
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Big Trade Ordering Shoes for Fall 


'.enufecturer Selling Volume Trade Reports “Buying Easier Than for Two 
Months’’—Increasing Sales with Crop Reports 


to the volume trade report 

“Buying Easier than for Two 
Months.” Big buyers, such as job- 
bers, department stores and mail 
order houses, are showing a more 
courageous attitude toward placing 
orders and realize that they must 
order now to get shoes for fall. 
During the last few weeks, retail 
trade, generally, has improved, say 
many salesmen. 


S ALESMEN selling exclusively 


Prouty Has Big Fall Orders 


Among the salesmen selling to 
the big volume trade is Homer F. 
Prouty of the Prouty-Daniels Co., 
with headquarters at 183 Essex 
street. Mr. Prouty has recently 
been making many short trips 
throughout the Middle West, North- 
west, and big cities of the country 
—he has kept out on the road pzac- 
tically all winter and spring. He 
states that his house is well sup- 
plied with orders for fall on wom- 
en’s novelty McKays. “The trade is 
ordering plainer effects,” said Mr. 
Prouty recently, “in simple straps, 
plain pumps and step-ins, with 
buckles. Patent leather is moving 
strongly. Black velvet, and velvets 
in different colors, like turquoise 
and old gold for evening, and Rugby 
for dress occasions, are being sam- 
pled. Heels are best in 14/8 to 16/8 
heights.” Mr. Prouty states that 
his tustomers are placing some 
sizable orders for fall and that his 
house expects a better fall than 
spring run. He will be at his sam- 
ple room, 183 Essex street, Boston, 
every day, until his next trip—in 
August. 


Says “The Weekly Shoe Sales 
Bulletin,” compiled by C. A. Dick- 
ens of Chicago: The Department 
of Agriculture, Washington D. C., 
will gladly furnish daily and weekly 
reports to shoe manufacturers. 
‘hey may be received the same day 
as publication. 

A government crop report is an 
accurate indica'or of the purchas- 
ing power and inclination of all 
territories. They can be used to 
advantage in featuring shoes sold 
to farmers and many times con- 
tain valuable figures for salesmen. 
Only one hundred shoe manufac- 
turers are on this free mailing list 
cays Dr. Schoenfeld. He said that 
those concerns whose business was 
thoroughly established in a given 
territory invariably lost accounts 
when they did no! take prompt ad- 
vantage of favorable crop reports. 


“ED” W. HUGHES, JR. 


Who covers the entire South 
for George W. Baker Shoe Co., 
Brooklyn. 


“Ed” Hughes with George 
W. Baker 


“Ed” W. Hughes, Jr., for the 
past eight years with the P. Sulli- 
van Co., now represents the George 
W. Baker Shoe Co. of Brooklyn. He 
covers the entire South for this 
concern. He has traveled Southern 
territory for the last twenty years. 


Merrill and Bishop with 
London Character 


Stanley Merrill has joined the 
salesforce of the London Character 
Shoe Co. and will travel in the East- 
ern states, representing that line of 
men’s fine shoes. Mr. Merrill was 
formerly with Stetson Shoe Co., 
and has an excellent acquaintance 
in the territory which he covers. He 
says his new styles are meeting 
with the approval of the trade. 

Another recent addition to the 
London Character Shoe Co.’s trav- 
cling representatives is Arthur L. 
Bishop, formerly with Williams 
Kneeland Co. Mr. Bishop, who will 
cover North and South Carolina, 
Georgia and Florida, is now out 
calling on the trade with new 
samples. 


Dalton Back from Cuban 
Trip 
Herbert Dalton arrived recently 
at the Walk-Over Campello plant 
from San Juan, Porto Rico, com- 
pleting a four-months’ selling trip 


to Cuba, Curacao and 


Porto Rico. 


Panama, 


“Wise men learn by other men’s 
mistakes; fools by their own.” 
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tandardize on 
Evans Brands 
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MAXIMUS 


Teaches its users a new lesson 
in what Patent Leather can be 





AXIMUS is made for shoemen who appreciate the 
advantage of having their customers say: 


‘*I never knew patent leather 


shoes could be like these.’’ 


MAXIMUS represents as much progress in patent leather 
making as the MAZDA lamp produced over the old carbon 
filament type. 


The MAXIMUS “balanced finish” whereby the hide and 
enamel “give and take” equally together, has created a new 
standard of service, comfort and beauty in shiny leather shoes. 





MAXIMUS, like all EVANS LEATHERS, is made to make 
long continuous friendships for our customers, and their 
customers. 


oe John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 
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He said they were Keds, but— 


E had some canvas rubber-soled shoes on his shelves. 
Almost everybody asked for Keds. So he tried to cash in 
on the Keds name and sell substitutes for Keds. 

But it wouldn’t work! Right across the street was a wide- 
awake Keds dealer who realized the value of the Keds name. 
He cautioned his customers to look for the name Keds on the 
shoes they bought. He explained to them that unless the name 
Keds was on the shoes they were not genuine Keds. And the peo- 
ple came to his store, where they knew they could get real Keds. 

It is a simple matter to teach your customers to look for the 
name Keds, And it is the surest way of gaining their confi- 
dence and doing a big Keds business. 








United States Rubber Campany 


Keds are made only by the 
United States Rubber Company 
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JACK FRIEDAUER 


who, with Frank Armstrong, 
will cover New York City and 
New Jersey for Utz & Dunn 
Co. Headquarters at Bush Ter- 
minal Building, New York. 


Jack Friedauer, well known New 
York shoe man, has joined the Utz 
& Dunn Company sales organiza- 
tion and will be associated with 
Frank Armstrong, manager of the 
New York office, covering New 
York City and New Jersey. Mr. 
Friedauer left the factory recently, 
after spending some time in Roch- 
ester. He is enthusiastic about the 
Utz & Dunn line, and is looking for- 
ward to meeting his old friends in 
the trade. 

Before joining the Utz & Dunn 
Company sales staff Mr. Friedauer 
represented Alden, Walker & Wilde, 
and prior to that Morse & Rogers. 
Mr. Friedauer will make his head- 
quarters at the Utz & Dunn Com- 
pany’s New York office, Bush Ter- 
minal Building. 


Harry Hamburger with 
J. A. Jonas 


On June 8 Harry Hamburger 
became the sales representative of 
the Joseph A. Jonas Shoe Co., 
women’s high-grade flexible Mc- 
Kays, Haverhill, Mass. His Boston 
office is Room 220, 207 Essex street, 
where he has been kept busy since 
he established headquarters there, 
greeting visiting buyers. Harry 
sells the big trade. His territory 
consists of the entire United States. 
He makes the statement now, just 
as emphatically as on former occa- 
sions, that his father, who was also 
a shoeman, left him the whole 
United States in which to travel, 


“Gene” Ricker, one of the 
“star” salesmen of the George 
B. Leavitt Co., of Farmington, 
N. H., at right. Harry J. Wood, 
buyer for G. R. Kinney Co., at 
left. While “Gene” was in 
Miami, it is reported he did 
some fishing. 





and accordingly, he has accepted 
the whole inheritance. Mr. Ham- 
burger is one of the best known 
men in the shoe trade. He has a 
wide experience, both in building 
and selling women’s shoes. For- 
merly from Cincinnati, and later 
for many years from Boston, he 
has covered, in his forty years’ 
connection with the trade, every 
section of this country, from the 
Atlantic to the Pacific Coast. He 
will be in attendance at the booth 
of the Jos. A. Jonas Co. at the Bos- 
ton Shoe Style Show. 


“Ed” Hamilton with 
Garbelnick Co. 

A. B. (“Ed”) Hamilton recently 
made arrangements to represent 
the M. Garbelnick Shoe Co. of 
Haverhill, Mass., makers of wom- 
en’s hand turned shoes. “Ed” sells 
the entire output of this factory. 
He is one of the “old timers” “on 
the street” of Boston. He formerly 
represented G. A. Learned Co. of 
Newburyport, Mass. He is known 
to every buyer visiting the Boston 
market, with a coast-to-coast ac- 
quaintance of over a quarter of a 
century. In the old days, he sold 
boys’ shoes. His Boston headquar- 
ters are Room 214, 207 Essex street. 


“A green salesman will get more 
business than a blue one.”—From 
Walk-Over Factory Prints. 
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FRED B. PERCY 


Who covers New England for 

Ordway & Clark, Inc., Haver- 

hill. Boston office at 10 High 
Street. 


There are many interesting an- 
gles from which to consider the ac- 
tivities of Fred B. Percy, an ex- 
cellent type of salesman, selling 
women’s and misses’ high-grade 
turns to the New England trade. 

Mr. Percy is a New Englander 
by birth. He prepared at Exeter for 
Harvard and shortly after entering 
college joined the navy, serving for 
a year and a half in foreign waters 
with the “Sub Chasers.” Since his 
associations are of New England, 
what more logical than that he 
should devote his time and energy 
to a New England industry— 
shoes ? 

At the present time, Mr. Percy 
is on a trip through his territory 
with some choice selections for fall. 
He will return in time to meet his 
many friends who will visit the 
Boston Shoe Style Show. Mr. Percy 
represents Ordway & Clark, Inc., 
of Haverhill, with Boston office at 
10 High street. 


Stanton Home from South 


Fred M. Stanton, who covers the 
South for H. E. Guptill of Seabrook, 
N. H., recently returned to Boston, 
after an eight weeks’ trip. Mr. 
Stanton will remain in the “‘The 
Hub” until after Boston Shoe Style 
Show week. He will be “right on 
the job” at the H. E. Guptill booth 
during the show and very ‘soon 
after July 13, will be off again on 
another trip to Dixie land. 
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LIGHT WEIGHT 
WILLOW AND TAN ROYAL 
CALF LEATHER 


Black and Colors for Men’s Shoes 


It is a well established fact that some of our most successful manu- 
facturers of men’s shoes owe much to their ability to use light weight 
calfskins skillfully. 





To such firms and to those who wish to know more about light 
weight calf in men’s shoes we will offer adequate supplies and all the 
knowledge we have on the subject. . 





AMERICAN HIDE & LEATHER 
COMPANY 


NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., LTD. 
Northampton and Leicester, England 
CALF, KID AND SIDE UPPER LEATHER TANNERIES 
Lowell Peabody Woburn Chicago Sheboygan Ballston Spa Curwensville 








When writing to advertisers please mention Boot anv Suor RecorDER 
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Cincinnati Shoe Stores 
Note Gains in Buying 


CINCINNATI—tThe retail shoe 
business is decidedly upward in 
trend. Most merchants report a 
good business, and so far sales are 
running ahead for the month. One 
of the stores reported a 40 per cent 
gain over the corresponding period 
a year ago. Business during the 
week ending June 13 kept the mer- 
chants on the jump, and some are 
of the opinion that this spurt is the 
result of some belated buying which 
they should have had last month 
when some of the stores fell behind 
in their sales due to the cool 
weather prevailing during the 
greater part of May. 

Whites are the leaders at present. 
Either strap effects or step-in pat- 
terns are accepted. 


Shoe and Leather Club 
Outing July 25 


Plans for the annual outing at 
Cody’s Farm, near Erlanger, Ky., 
were discussed at a recent meeting 
of the Shoe and Leather Club. It 
will be held July 25. Richard Stix, 
of Julian & KokengeCo.,is chairman 
of the committee on arrangements. 

William Taylor, general manager 
of Mrs. A. R. King, Inc., of Phila- 
delphia, Pa,, spoke at the meeting. 
President George Springmeier pre- 
sided. 


Stewart Shillito Is Dead 


Steward Shillito, 69 years of age, 
president of the John Shillito Co., 
one of Cincinnati’s leading depart- 
ment stores, died June 8. He worked 
regularly at his desk at the Shillito 








Strap Styles Lead 


Strap effects are having the 
best call, although the demand 
is good for step-in patterns 
which are of plainer effects, 
dolled up with an ornament of 
some kind. In the better grade 
of shoes, narrow toes are be- 
ing called for, but in the 
medium-priced and cheaper 
shoes, the semi-round toe is 
the favorite. Many merchants 
are predicting a demand for 
higher heels in the fall, and 
some believe that there will 
be a demand for shoes carry- 
ing from 17 to 19/8 heels. 














Co. until about ten days before his 
death. His activities in business, in 
civic affairs and in all phases of the 
city’s life were many and varied, 
and contributed greatly to the gen- 
eral program of the city. 


Best-Selling Types 


Even with the big demand for 
whites, considerable business is be- 
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ing done in other types of foot- 
wear. Sales of patent leather are 
holding up as the outstanding black 
material. Satins have also picked 
up and are showing renewed ac- 
tivity. Colored kids and colored 
satins are moving fairly well, but 
the demand for tans has fallen off. 


Potter Sales Contest 


The Potter Pep was issued Tues- 
day, June 9, and gives an account 
of the Suggestion Sales Contest 
conducted by the Potter Shoe Co. 
The Red Army is ahead, but has 
lost some ground. 





June Develops Into Big 
Month in St. Louis Stores 


ST. LOUIS—The retail shoe 
business during the week ending 
June 13 was pronounced excellent 
throughout the retail trade. There 
was no let-up in the buying which 
commenced three weeks ago and 
indications are. that June will show 
a tremendous increase over the 
same period of a year ago. Some 
late figures on the previous week’s 
business, which ended Saturday, 
June 6th, were to the effect that 
the week had surpassed that of 
Easter week and some records were 
broken for the past two or three 
years. 

The story is, the hot weather, 
which started an avalanche of 
buying of white footwear, and 
white footwear they bought—and 


are still buying. About 75 per cent 
of the sales are for white shoes. 
The stocks in practically all stores 
are badly broken at this time and 
no doubt the white footwear stock 
will carry over fewer pairs this 
year than in many a past season. 
“It has been a better white sea- 
son than last year,” said one of 
the smartest buyers in the down- 
town shoe belt. “‘Women are wear- 
ing more white clothes and hats 
and don’t forget that they are 
wearing colored hose with white 
shoes which wasn’t done last year.” 
Other footwear being sold during 
the rush period is patent, black 
satin and blond kid. Black satin 
and novelties combined are outsell- 














New factory of Brown Shoe Company, Salem, Ill. It was opened 

early this month. The plant is most modern and has a capacity 

for 6,000 pairs of shoes per day. Women’s popular-priced 
McKays are being manufactured here. 





No. 851 
The Real Navy Shoe 
Here's the genuine Her- 
man's Navy Shoe that's 
equally “at home” on land 
or sea. Made of fine gun 
metal calf on the standard 
Navy pattern. A dressy 
good - looking, easy fitting 
shoe that can stand the 
gaff of hard knocks 
Sizes: D, E, EE—5/11 
Price $3.60 
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HERMAN’S 


Service Shoes 


“For All Outdoors’”’ 


Te greatest outdoor shoes ever made. Famous 
for years as the world’s best army shoe — 
Herman's No. 65 is matchless for the hard usage 
to which vacation shoes are put. 

For camping, hunting, hiking, fishing—for use in 
military training camps—for every kind of service 
where foot comfort and rugged service are in- 
dispensable—Herman’'s No. 65 best “fills the bill.”’ 


Made on the genuine U. S. Army Munson Last of 
heavy Chrome tan leather, full lined, Bellows 
tongue, heavy oak single sole, Wingfoot 

rubber heel, No. 65 should be your best 

seller during the next 90 days. 


June 20, 1925 


% 


In Stock 
Sizes: AA—7 to 12 
A —5 to 13 
ae D, E, EE —5 to 
Price $4.35 


No. 67 same as No. 65 but 
in black 
Sizes: A—4 to 12 


B—4 to 12 
C, D,E, EE —5 to 13 
Price $4.35 





JOSEPH M. HERMAN SHOE COMPANY 


Makers of Over 4,000,000 Shoes for the United States Government 


Boston and Millis, Mass. 





When writing to advertisers please mention Boot and Suor RecorveR 








1925 
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ing patent, which runs a very good 
third. 


Meier Swope Returns 


Meier Swope, president of the 
Swope Shoe Company, has just re- 
turned from a four-months’ trip in 
Europe and the Mediterranean. 
Arthur Ebbs, vice-president, was in 


. New York to meet him when the 


boat arrived. They remained in New 
York a few days, going over some 
of the lines for early fall footwear, 
and then left for St. Louis. Mrs. 
Swope accompanied her husband on 
the trip. 


Big Week for Shoe Mart 


The Shoe Mart’s business for the 
week ending June 6, was the largest 
ever done by the store since 1921, 
according to a statement made by 
M. M. McCain, vice-president and 
general manager. There were no ex- 
ceptions made to Easter week or 
other special events. 





The Best Shoe at Swope’s 


The best selling shoe at Swope 
Shoe Company during the past week 
was a hand turn white kid slender 
one-strap with a 14/8 or 16/8 heel, 
stated Arthur Ebbs, buyer of the 
women’s shoes and vice-president. 


Fred Maxted Returns 


Fred Maxted, manager of the 
Hanan & Sons St. Louis store, re- 
turned from a_ week’s visit to 
Chicago, where he bought footwear 
for early falling selling. Some suede 
shoes in brown shades were 
mentioned as being new. Straps 
also appeared more pronounced in 
the lines, Maxted stated. 


Advertise Style Show 


The St. Louis Shoe Manufac- 
turers and Wholesalers Association 
mailed this week to the retail shoe 
trade a broadside in which the pic- 
tures of the principal leaders of 
the shoe industry in the St. Louis 
market are shown. It also contains 
a message exploiting the advan- 
tages of buying in the St. Louis 
market. 

An invitation to attend the an- 
nual Pageant of Footwear Fashions 
January 4th, 5th and 6th is con- 
tained in the advertisement. 


Weil’s Change Policy 
Weil’s shoe department, operated 


by the Senac Shoe Company, re- 
cently changed the policy of its de- 


partment. I. Miller shoes are now 
handled exclusively in the depart- 
ment and range from $11 up. The 
cheaper grades of footwear previ- 
ously handled have been discon- 
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tinued. H. H. Weibel, manager, 
stated that they were unusually 
successful with the doeskin shoes 
they had bought and cleaned up 
their stock on the lines shown. 





Brisk Tone to the Retail 
Shoe Trade in Chicago 


CHICAGO — The week ending 
June 13 was featured by the brisk- 


est shoe selling that has been noted, 


for many a day and -with the com- 
ing of the real warm weather mer- 
chants are looking for a marked 
improvement in buying. F 

Patterns that heretofore have 
been somewhat backward, have 
picked up and white footwear, that 
has shown little if any charm for 
the buyers, has been selling in fair 
volume. 

Tan shoes continue to sell well 
in all shades from the lightest to 
the shading into the champagne 
and blond colorings. Satins in black 
and blond have been exceptionally 
good. 


Sport Styles Selling Freely 


The demand for sport footwear 
in novelty effects and in novelty 
leathers has never been as good as 
it has been in the past few weeks 
and unless signs fail the better 
part of the loop stores are good for 
a “sell out” in this type of foot- 
wear. 

Crepe-soled footwear has been 
especially favored and anything in 
this feature is to be favored. Prob- 
ably this is due in Chicago to the 
universal golf enthusiasm that 
prevails throughout the city and as 


a result the call for outing foot- 
wear is greater. 


Longer Vamps Noted 


In whites, the trimmings of 
cream colored leathers and black 
seem to have the call, although 
some have been noted trimmed in 
both blue and red. Several dainty 
straps trimmed in tan lizard and 
black and white batik have also 
been seen. 

The tendency toward a longer 
toe and vamp seems to be strength- 
ening, especially in the higher 
grade patterns and indications are 
that Chicago, normally a_ short 
vamp city, will turn in some meas- 
ure to the more lengthy toe and 
vamp styles. 


Men’s Buying Improves 

One of the most pleasing fea- 
tures of the warmer weather has 
been the strong development of the 
men’s shoe buying and operators of 
men’s stores are breathing much 
easier as a result. The demand is on 
the light tans in the semi-balloon 
or medium-wide type of toe, with 
any amount of variation as to pat- 
terning with the lighter types fa- 
vored. 





Whites Followed by Blacks 
Lead Milwaukee Sales 


MILWAUKEE—A solid week of 
extremely hot weather had a most 
favorable effect on the local shoe 
trade, and merchants have been 
very well satisfied with sales since 
more moderate weather set in. The 
principal effect of extreme weather 
was to greatly increase the demand 
for whites which had been very light 
up to that time. They are now mov- 
ing freely in one-strap patterns 
and pumps, usually with high Louis 
heels or box heels. Kids are showing 
the most activity with canvas mov- 
ing only in stores featuring a low 
priced line. 


Patents follow whites in popu- 
larity at the majority of stores, 
while black satins are also showing 
activity. One high-grade store, 
which has been doing most of its 
business on Colonials and other 
pump patterns, notes an increasing 
call for straps in one, two and 
three-strap styles. Light shades of 
kid, principally blond, are moving a 
little better. 


Doeskin Patterns Good 


The I. Miller shoe department at 
Reel’s, women’s ready-to-wear shop, 
reports that about 70 per cent of 
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Lorraine Leathers in many other shades. Both Suede and Calf are 
available for the season’s smartest combinations. Lorraine White 
Calf and Black Suede are popular selling numbers now. 


ASK US FOR SAMPLES. 


Barnet Leather Co., Inc. 


Tanners of ‘‘Little Falls Leathers” and ‘‘Lorraine’ Leathers 
360 MADISON AVENUE, NEW YORK CITY 


Distributing Agents 


SAN FRANCISCO 


Tanneries 
LITTLE FALLS, 
New York 


MILWAUKEE 


CINCINNATI 


ST. LOUIS 


Boston Distributors 
BARNET LEATHER CO., 
of MASS. 
98-100 South Street 
Boston, Mass. 


ROCHESTER 
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its recent business has been in 
whites. Second in popularity has 
been doeskin which this store is 
showing in a variety of pastel 
shades. It appears in one-strap 
styles with an enameled ornament 
near the fastening. One style has a 
narrow ankle strap, while a second 
has a wide strap across the instep. 
Hanan & Son are also showing doe- 
skin with some success. 

Men’s business is satisfactory, 
according to several reports, with 
the demand running principally to 
tan oxfords. There has also been an 
unusually good call for men’s sport 
oxfords this year. Popular styles in- 
clude two-tone effects with crepe 
or rubber soles. 


_ Buys Store Building 

J. A. Hall, who operates J. A. 
Hall & Sons Shoe Store at 408 West 
Second street, Ashland, Wis., pur- 
chased the Wilmarth block, in which 
the store is located, from Harold 
B. Warner and wife, former owners. 
The building is a three-story struc- 
ture of brick construction, and the 
Hall shoe store occupies the first 
floor. Mr. Hall has beén in the shoe 
business for a number of years, and 
was formerly owner of the Ashland 
Shoe Store. 


Feature Hosiery 


Caspari & Virmond have been 
getting very satisfactory response 
to a collection of folders which were 
sent out to their customers at the 
beginning of the month. The 
folders feature Caspari & Virmond 
silk chiffon hose, and a number of 
mail orders have been received on 
the numbers mentioned in the 
folder in addition to the business 
done by customers in the store. An 
attractive young lady displays 
hosiery on the cover. Inside the 
folder, a description of the two 
numbers, with pricés, is headed by 
the statement, “Well Dressed 
Women Wear Chiffon Hosiery.” Ten 
of the season’s popular colors are 
shown on the back, while black, 
white and gun metal are also men- 
tioned. 


Hosiery Selling Freely 


Demand for hosiery has also 
shown an increase, and white is the 
outstanding color. Local stores have 
had a run on whites during the hot 
weather and they have had some 
difficulty in keeping stocked up as 
the mills were also nearly swamped 
by the heavy demand. 





Most Profitable White 
Season in Detroit Stores 


DETROIT—The heat wave in 
early June stimulated the demand 
for white footwear, along with 
other summer footwear. Detroit 
merchants now face a most profit- 
able white season, if not the largest 
in the history of the city. For sev- 
eral weeks merchants have been 
showing whites in their displays, 
with a few sales, but when the hot, 
seasonable weather came _ they 
reaped the reward of their advance 
showings. 

At the R. H. Fyfe & Co. store, 
Ross D. Filion, manager of the 
high-grade shoe department, states 
that ever since the start of the 
tourist trade to the South, last 
January, the department has had a 
steady “nibbling” at whites, mak- 
ing it possible to “size in” early so 
as to be prepared for the rush of 
the last few days. 

Other stores report broken sizes 
.on some of the white lines because 
of the unprecedented demand with 
re-orders wired for sold out sizes. 


There is one thing sure, those who _ 
Coes erie 


sell their white shoe stocks clean 
within the next few weeks, and do 
not attempt to secure -stocks for 
late season business will make the 
most profit on white footwear. For 
the last few seasons the white busi- 
ness has been interfered with by 
the unseasonable weather and 
much of the stocks had to be placed 
on the bargain tables during the 
early clearance sales. With an early 
start this year on the sale of whites 
there will be less whites in the cut- 
price sales and more profit in the 
till of the merchant. 


All Styles Selling Well 


There are no particular  <ut- 
standing styles in demand. Str.ps, 
strip pumps, gores and step-in 
types all seem to sell with about 
equal popularity, There ‘is also a 
good sale for the white styles 
trimmed with black patent leather, 
some of these having dainty tai- 
lored buckles in black and white to 
match the trim. 


wes Kani Noss * 
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Big Demand for Sport 
Types 


The sales of sport footwear con- 
tinue to beat last year’s records. 
In this respect the shoe merchant 
has been able to bring about the 
purchase of “that extra pair,” 
which means increased pairage. 

Among the displays of promi- 
nence this month was one at R. H. 
Fyfe & Co.’s. F. E. Whitelam, the 
display manager, has a June Bride 
window display each year, tying 
up with the popular idea of June 
weddings. This year the window 
shows white and silver slippers, the 
latter both plain and_ brocaded. 
Only a few pairs are shown, and 
the accessory decorations are the 
bride’s veil, some very fine lace and 
orange blossoms. 

An educational display for men 
at The Bostonian Store, Inc., 124 
Michigan avenue, formerly an E. & 
R. store, includes the various parts 
of a man’s shoe, frem insole to out- 
sole, and the linings to the trim- 
mings on the shoes. Various show 
cards explain the nature of the 
materials and the operations in the 
manufacture of the shoes. 

At the Queen Quality Shoe Store, 
the entire back of the windows are 
draped with black velour and the 
floor covered with white materials. 
A circle, with a Grecian cross in 
the center, is used as an ornament; 
several of these, in pure white, 
hung against the black ground 
produce a very pleasing effect. 
White and black footwear were dis- 
played with white hosiery. 


Calls for Blacks 


Blacks, especially patents, are also 
selling for wear with the new sum- 
mer frocks, many of which have so 
many gay colors that it would be 
impossible to try to match up with 
colors of: any description, so that 
those who prefer white hose are 
buying white shoes, and those cling- 
ing to the shades resembling flesh 
are asking for blacks for the sake 
of contrast. 


Pushing Summer Weights 

Summer weight shoes for men 
are being boosted in some stores, 
with little touches of the dramatic 
in the displays. A. H. Neubert, 
manager of the A. E. Burns & Co. 
store at the Book-Cadillac Hotel, 
had two feathers, one red, the other 
blue, as a feature of the display of 
lightweights. The bright colors at- 
tracted the attention to the foot- 
wear and forced home the idea of 
a featherweight. 
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There are many “profit-leaks” in the retail 
shoe business. Always have been and always 
will be. 


Multiplicity of sizes, widths, styles and ma- 
terials gives you plenty of opportunities for 
making mistakes in buying, especially if your 
time is limited. 

Thus the necessity of placing your confidence 
in a manufacturer who will do more than just 
sell you good shoes; one who will study the 
problems of your boys’ and men’s business 
and help to develop it. 


BOBS will improve the business of any 
good store. 


“BOBS” 


IN Stock 


No. T1686—In Stock. Made over a new broad toe last, 

of Ruepings Color 14 Spa Tan Calf. A smart, rugged 

pattern. Rubber heel. Full 7 iron insole, no cork bot- 

tom filler, full 9 iron American Oak “‘Rock Oak” out- 

sole. Shoulder Channel process. C and D $3 40 

widths. Men’s sizes, 6 to 11... . 4 ° 
Other sizes and leathers to order. 


Terms: 5% 10 days. 


KANNALLY-WICK CORP. 


Manufacturers 
HIGHLAND, ILLINOIS, near St. Louis 








SHOES THAT MAKE BOYS FEEL LIKE MEN 





Harmonious Displays 
are the most effective 


I 


No. 5718 


By means of comparison, you 
wouldn’t entertain the idea of show- 
ing dancing slippers and fishing 
boots in the same window display. 
The effect would be ludicrous, of 
course, and each would detract from 
the sales appeal of the other. 


A heterogeneous assortment of 
display fixtures is equally unad- 
visable. Hugh Lyons adaptation of 
Period Styles to fixture designing 
produces fixtures that make possi- 
ble that appearance of artistic har- 
mony which so strongly enhances 
sales effectiveness. 


Shoe stands, a 
plateau and ho- 
siery stand are 
here shown in 
Elizabethan 
Period design. 


No. 5719 


Makes Buyers out of Passers-by 


THE SHOE STORE BOOK, 
which will be sent to you upon 
request, shows how all your 
display fixtures, regardless of 
size, may be of the same de- 
sign, and finished to match your 
store interior. Send for your 


No. 5725 copy today. 


HvuGH LYONS & COMPANY 
Lansing Michigan 


SALES OFFICE 
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Steadiness Develops in 
New York Retail Trade 


NEW YORK—Retail shoe mer- 
chants, in the main, have little com- 
plaint to offer about current busi- 
ness. While there is no _ wild 
scramble on the part of consumers 
to buy shoes, the business has as- 
sumed a steadiness during the past 
two weeks that probably will carry 
it into next month when the sea- 
sonal clearances will begin. 

White shoes form a good portion 
of the business just now, but they 
have not displaced patent leather as 
the leading material and are not 
likely to do so this season in the 
opinion of leading merchants. 

Of course, this applies to the en- 
tire business. In the highest grades 
of shoes it is probable that the light 
shoes, including the beige and other 
light-colored satins and kids as well 
as white, are outselling patent 
leather, but taking the field as a 
whole, patent leather undoubtedly 
is the trade leader. 


Doeskins Being Dyed 


The newest fashion note in 
women’s footwear here is_ the 





Good Sales to Those 
Going to Europe 

The layman may not be able 
to see a direct connection be- 
tween the current sailings of 
ships from New York and the 
shoe business, but there is a 
strong link between the two. 

, The fact that more people 
than usual are going to 
Europe just now for their va- 
cations has stimulated busi- 
ness in the high-grade shops 
materially. As an example one 
well-known store sold an order 
of more than 40 pairs of shoes 
to a single customer one day 
last week, the total of the bill 
running around $1,700. 

Sales of $500 to $1,000 to 
women who are going to 
Europe are not uncommon, it 
is reported. This is a glowing 
tribute to the American shoe 
trade since it shows conclu- 
sively that women who can 
pay any price they choose 
and buy shoes in any country 
they please, prefer the Amer- 
ican-made shoe to such an ex- 
tent that they stock up com- 
pletely before leaving the 
United States. 














pastel shades in doeskin and kid- 
skin. Most of the high-grade stores 
are carrying them, but extreme 
caution is being used in merchan- 
dising footwear of this class. So 
far as doeskins are concerned two of 
the leading retail merchants here 
have apparently solved the problem 
of colors by carrying the shoes only 
in white and having them dyed to 
the customer’s order, So far as can 
be learned this cannot be done with 
the kidskin shoes and retail mer- 


‘chants, therefore, are compelled to 


carry heavier stocks of these if they 
want to satisfy their customers. In 
kid the extremely pale shades of 
pink, yellow and blue are said to 
be selling rather well. 


Doeskins in Lower-Priced Stores 


An interesting situation has 
arisen in the woven leather and 
Deauville sandals. They are now 
being offered by some of the lower- 
priced shoe stores at $5 and $6, 
and this has cut into the demand 
in the high-priced shops to some 
extent. The Fifth and Madison ave- 
nue shops, however, continue to 
show them in new combinations and 
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report sales still running strong. 
J. & J. Slater devoted one of their 
windows in the Fifth avenue store 
to a display of woven leather slip- 
pers in a semi-sandal. effect. Black 
and white, red and white, blue and 
white, brown and white, and white 
and white combinations were 
shown. One of the 34th street 
stores reports a good demand for 
slippers of this character in darker 
combinations and with an 8/8 heel. 


All-White Kid Styles Strong 


At the Tuxedo Horse Show and 
the polo matches at Meadowbrook 


last week, according to one fashion “ 


report, all white kid footwear led 
the list with both straps and 
buckled pumps being favored. Other 
materials seen in sufficient quanti- 
ties to attract attention were blond 
satin, patent and colored kid, the 
latter usually in the beige shades 
with pipings or strappings to match 
the costume. 


Coblentz in Europe 


Louis J. Coblentz of Leon Weil, 
dne., left recently on the S. S. 
France to be in Paris for about two 
weeks, returning immediately to 
the United States. He will bring 
back a complete new line of buckles 
for fall showing. 





Narrower Toes 


and Longer 


Vamps in Fall Patterns 


BROOKLYN — Business con- 
tinues rather spotty in the Brooklyn 
shoe-producing section, with pro- 
duction, on the whole, tending to 
decline. A few of the larger fac- 
toriés—at least three—are running 
full time. Production in others has 
been scaled down and, according to 
fairly reliable estimates, is not 
much above 60 per cent at present. 
This is not unusual at this time 
of the year and most of the manu- 
facturers are satisfied with the 
progress of business at present. 


Expect Vagnps Slightly Longer 


The manufacturers here are be- 
ginning to think seriously about 
the fall season and new samples 
with an early fall touch are being 
brought out. There is nothing so 
far to indicate any radical change 
in patterns for the fall season. It 
seems pretty generally agreed that 
toes will be a little narrower and 
vamps slightly longer. The short 
vamp and round toe, however, is by 


no means considered a dead issue, 
and some houses that have spe- 
cialized in them for years will con- 
tinue them in their fall lines. The 
pump and strapped patterns are 
given first choice in considering 
fall shoes, with a sprinkling of 
gored patterns as well. 


Good Reports on Whites 


Some of the factories here are 
still running on white shoes and 
expect to continue producing them 
up into next month. The experience 
with white shoes varies consid- 


- erably among the different manufac- 


turers. Some report white business 
ahead of last year and others are 
insisting that the run on light- 
colored kids and other fancy 
leathers has cut into the white 
business. One thing seems certain, 
however, and that is that of all white 
materials, kid has led the field in 
Brooklyn this year. Comparatively 
few white fabric shoes have been 
made, being confined mainly to 
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THE PALMER 


Simply Smart --- but Not Loud! 


Very good imitation Cut Steel Buckles. Swift 
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° ° 
Sellers in Patent Leather, Black and Colored 
» ae heey een s0 Kid, Tan Calf, Woodland Brown, Autumn x 
leled over our New Medium Toe ‘and 
Medium Vamp Length Lasts, carrying Blonde and Black Satin. ' 

7: 12, 14 and 17/8 Heels. ; ° 

The Sherwood Shank Salesman or Samples ? 

* NEW YORK CHICAGO PHILADELPHIA r 

Mr. Lobatto, Barclay Bldg Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 
° OAKLAND, CAL. LCS ANGELES, CAL. ° 
Mr. Kushins, care Roos Pros. R. L. WALL, Lankershim Hotel 


," SHERWOOD SHOE CO. 


Smart Shoes | ; 


° ROCHESTER, N. Y. ° 
Buy Sherwoods and Stick to Them 



































LIGHT COLOR SHOES REQUIRE 
LACES TO MATCH 


STOCK 
“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.8. Pat. Off.) 









SHOE LACES 
Made in 


LIGHT TAN, BROWN, BLACK 


STRONG and DURABLE 
NO-METAL.-TIPS 
First quality, Fast Color Braid from 


TIP-TO-TIP 


“HUBTIPS” are packed in Striking Individual Cartons 
72 Carton in Display Cabinet 


‘Specify ‘““HUBTIPS”’ 


To your jobber or write us direct 


FRANK W. WHITCHER CO. 


Manufacturers 


332 Albany Bidg., Boston, Mass. tiicero, m. 
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2X A SAFE BET XX 








It’s a safe bet that an assort- 
ment of boudoirs made by me, 
displayed in your store, will 
start sales. Only high-grade 
boudoirs are made by 
me—been specializing 
in them for years: 
First and last I have 
shipped thousands of 


pairs to the trade 
throughout the country. 
Black or colors. Leather or 
rubber heels. 






IN 
STOCK 


36 Pair Cases 


If your jobber cannot supply you, write us. 


A. W. GREELEY 
yeti2 Duncan Street - - - Haverhill, Mass. 55 






















APPROVED BY 
MEDICAL MEN 


as a sturdy support for the ankles of 

children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled 
Well known surgeons recommend its 
see 








o- eee stock of 

ren's oes com- 

VENTHATIOND Diets by sending your 
order 


PATENTED 
Phone Brockton 2138 
for immediate action 


BURKLEY 
SHOE CO. 


1130 No. Main Street 
Brockton, Mass. 
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houses with facilities-for producing 
welt shoes for street wear. 

Some doeskins are still going 
through the works, and give the 
manufacturers considerable trouble. 
Few of the producers here have 
pushed doeskins because of the 
difficulty in working with them and 
have been somewhat reluctant to 
take them up. They are being put 
out mainly on special orders and 
only in the highest grades of shoes. 
Some of the retail merchants order 
doeskins only in white and have 
them dyed to their customers’ 
orders. 

Some of the pastel shades in kid 
are being made up in small orders, 
but this business is not expected 
to reach any great volume. In work- 
ing this kid, the same problems are 
encountered that are found in work- 
ing with doeskins. 
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For late summer and fall, suede 
or ooze is being given more con- 
sideration than-it has had for some 
time past. Some manufacturers ex- 
pect ooze to be a big seller in the 
fall, while others do not rate it 
quite so high. — 





Patent Leather First 


Patent leather apparently 
forms the bulk business in 
materials going through the 
Brooklyn factories now. A 
large number of plain pumps 
in patent are being made. One 
factory is busy on a plain 
seamless pump, which has ex- 
cellent fitting qualities and is 
producing it in patent leather 
and black kid as well for an 
early fall number. 














Free Spending of Money 
Subject of Discussion 


BROCKTON—A financial writer 
recently said that the American 
people are probably spending more 
money at the present time than 
ever before, but are spending it to 
suit themselves. Commenting on 
this statement, a Brockton shoe 
manufacturer said: “There is no 
question that this writer has called 
the turn’ on consumer buying of 
merchandise of all descriptions. If 
there is a large business in auto- 
mobiles and other things which 
may be called luxuries, there is less 
buying of what we consider to be 
necessities; namely, clothing and 
shoes. The writer, who says that 
people are spending money to suit 
themselves, and adds that if they 
prefer to put it into automobiles in- 
stead of clothes or shoes, they have 
a right to do so, makes a statement 
to which all can verify. If the pub- 
lic is buying radio sets and auto- 
mobiles, they are not having so 
much money to spend for shoes and 
clothing as formerly. 

There is only one way to look at 
the situation as regards shoes; we 
must make shoes that the public 
will buy at the prices which they 
want to pay. We must be content at 
present to take less than what we 
consider to be our share of sales, 
because in the long run the matter 
will adjust itself. The present situ- 
ation in shoes, which is undoubtedly 
caused by over-production, will be 
changed as population grows and 
production is adjusted to meet the 


conditions. New England has al- 
ways been famous for development 
of new ideas and new styles, and I 
think it is up to us to work out our 
problems along these lines. It has 
been done in the past and there is 
no reason to believe it cannot be 
done in the future by New England 
shoe manufacturers. This is said 
with particular reference to Brock- 
ton and its prestige and capabili- 
ties in designing and producing 
footwear.” 
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“Model Shoe Factory To Be 


Established 


Brockton men are interested in 
the building in the nearby city of 
Quincy, Mass., of a factory which it 
is stated by those interested will be 
the model shoe manufacturing plant 
of the world. A feature of the fac- 
tory is said to be a novel conveyor 
system through the use of which a 
substantial reduction in manufac- 
turing costs can be obtained. It is 
stated that this plant will employ 
several hundred hands. 


Meeting of Douglas 
Stockholders 


At a special meeting of W. L. 
Douglas Co.’s_ stockholders held 
June 4, changes were voted in con- 
ditions regarding the seven per 
cent preferred stock. This stock is 
now cumulative, with quarterly 
dividends. Formerly it was non- 
cumulative and dividends were paid 
semi-annually. The voting power of 
the preferred stock was abolished, 
leaving the common stock with sole 
voting power. A sinking fund of 
five per cent of the annual profits 
of the company is provided for to 
retire the preferred at a price not 
to exceed $105. 


O’Neil on Business Trip 


James A. O’Neil, Brockton mana- 
ger of the London Character Shoe 
Co., has been on a short business 
trip to Chicago and vicinity in con- 
nection with his traveling activi- 
ties, covering the large city trade. 





Haverhill Houses Favor 
Use of Trade Mark Names 


HAVERHILL—In shoes, as in 
other articles of wearing apparel 
and merchandise in general, the de- 
velopment of trade-marked names 
during the past few years has been 
an outstanding feature. Haverhill 
manufacturers are appreciative of 
the good results which are obtained 
along these lines. While Haverhill- 
made footwear has not been adver- 
tised through trade-marked names 
in a national way, yet several indi- 
vidual houses have adopted trade 
marks which have been carried 
through a period of years. Pub- 
licity ideas are now being favored 
more extensively by Haverhill con- 
cerns than ever before, and in this 
connection a logical development is 
the further adoption of trade 


marks and the utilization of added 
publicity for such names and trade- 
marks as are already in use. 

In this connection a local manu- 
facturer said: “Money spent in 
keeping before the trade the name 
of an old-established house, and the 
trade-mark or slogan with which 
it is identified, is well worth while 
regarding ultimate value to the 
concern. Merchants, as well as the 
public in general, are’ more recep- 
tive today than ever before to the 
continued publicity of goods which 
are worth while as regards style or 
quality or both, with particular: 
reference of course, in this instance, 
to shoes. I believe that Haverhill 
manufacturers can well unite on a 
plan which would bring the city 
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Nunn-Bush 


Ankle-Fashioned 


The Stadium—$5.95—In Stock NOW 


No. 3747—Ebony Calf, Cross Creased Vamp, 
Black Welt, Black Separate Stitch, 
Flanged Rubber Heel. A to D. 
No. 4747—Golden West Calf,» Cross Creased 
Vamp, Natural Welt, Fair Separate 
Stitch, Flanged Rubber Heel. A to D. 
Fashioned by 


Nunri-Bish & Weldon Shoe Company = ““" O"""™™ 


MILWAUKEE, WISCONSIN 
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and its concerns permanently be- 
fore the trade as promoting the 
goods which they produce and 
stressing the advantages to mer- 
chants who purchase Haverhill- 
made footwear. I believe it is but a 
question of time until some such 
plan is put into operation. 

Haverhill shoe men are taking 
forward steps as regards increased 
production. The next step is nat- 
urally in the direction of perma- 
nent, practical publicity, individu- 
ally and collectively, for Haverhill 
shoes.” 


Haverhill at the Boston 
Show 


At Mechanics Building, Boston, 
July 7, 8 and 9, Haverhill will oc- 
cupy a large triangular section on 
the southwest side of the main ex- 
position hall. Thus, the Haverhill 
section will be accessible from 
three sides of the convention hall. 
Locations have been assigned. 
Much money has been spent to 
make the Haverhill section a big 
hit with buyers. Not only will the 
merchandise represent Haverhill’s 
best work as regards style features 
in women’s footwear, but decora- 
tive effects will be on an extensive 
and striking scale. 

The exhibits committee has ar- 
ranged with the fair management 
for huge signs with the word 
“Haverhill’ appearing in electric 
lights. These will be suspended 
above the Haverhill section. Spa- 
cious archways, attractively dec- 
orated, will lead to the locations of 
the Haverhill exhibits. An orches- 
tra will discourse popular airs. 
Naturally, Haverhill manufactur- 
ers are keeping secret for the pres- 
ent the styles which they are to 
display at the show, also in the of- 
fices and hotel sample rooms. How- 
ever, the trade may be sure that 
the new samples will represent the 
best brains and highest skill of de- 
signers and developers. President 
Rickard of the Haverhill Shoe 
Manufacturers’ Association says: 
“We are going to run away with 
the show.” This is a general senti- 
ment in the local industry. 


Chamber of Commerce 
“Boosters’ Banquet” 


The Haverhill Shoe Manufac- 
turers’ Association, through its 
publicity committee, to which has 
been added several citizens repre- 
senting various business activities 
in the city, has planned and is put- 
ting over an important publicity 


campaign. The opening gun was 
fired at the “Boosters’ Banquet,” 
which was sponsored by the Cham- 
ber of Commerce, Rotary, Kiwanis, 
and Lions’ clubs, and held June 16. 
While this campaign is particularly 
directed at the forthcoming shoe 
style show in Boston, July 7 to 9, 
it is nevertheless planned to con- 
tinue it on a liberal ‘scale during 
the next two months with the ex- 
penditure of funds contributed by 
a local organization and public- 
spirited citizens in general. Everett 
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Bradley of the Bradley Shoe Co. is 
chairman of this local committee 
and is working intensively to de- 
velop the plans which have been 
outlined. 

Louis Hartman of Hartman Shoe 
Co. is making a three-weeks’ trip 
to the principal cities of the Mid- 
dle West, including Cincinnati, St. 
Louis, Chicago and other points. 
Combining a vacation trip with a 
business tour, Mr. Hartman will 
have a several days’ voyage on the 
Great Lakes. 





Excellent Tone 


Reported 


in Most Boston Stores 


BOSTON—For the past several 
weeks the retail shoe business has 
been splendid in most stores here. 
It is attributed to a great extent 
to a big trade on women’s white 
footwear. Commencing with the 
first period of warm weather, 
whites began to sell very freely and 
a steady trade has continued. In 
most stores the white business com- 
prises more than 50 per cent of the 
volume. 

Black patent leather styles and 
black satin patterns are selling very 
well, too. Stores, aiming at the 
high-style trade around the $6 
mark, report good success with 
step-in and opera pump styles, with 
a good sale of buckles for adorn- 
ment. 

The present state of the retail 
trade is what was anticipated for 


many weeks, preceding the first ad- 
vent of real summer weather. Late 
spring buying in women’s styles 
was retarded by erratic weather and 
resulted in holding off until the 
most recent weeks. Compared with 
the same period a year ago, most 
stores report a gain for June. 

Men’s business has also shown 
marked gains during June. Stores 
are having good success with the 
summer weights in yellow and light 
tan shades. 


Wilbar’s Baseball Team 
Wins Six Games 


Wilbar’s, operating shoe stores 
in this city, Worcester and New 
Bedford, has a uniformed baseball 
team which has met with victory in 
six of seven games played thus far. 





Interior of the shoe department at the Shepard Store, Boston, Mass. A 
summer atmosphere is reflected in the display of white kid shoes, sandals 
and the effect of the vividly-colored parasols. 
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I. C. Bluestein, of the Summer 
street store, in this city, is man- 
ager. H. P. Bluestein is captain. He 
reports his nine has thrice defeated 
the Arthur Wallace Shoe Store 
team of this city. 

All players on the Wilbar team 
are employed in the stores. The 
uniforms are gray with a red Wil- 
bar signature across the shirt. The 
team is planning to play shoe store 
nines and also any department store 
team in New England and chal- 
lenges any clubs under these classi- 
fications. 


Corrigan Manager of Rice 
& Hutchins’ Stores 

W. W. Willson, for many years 

prominerit in retail shoe activities 

in this city, recently resigned as 

manager of the three Rice & 


Hutchins, Inc., Boston shoe stores. 
He is succeeded by John H. Cor- 
rigan, who has been with the 
company for some time. He has 
been manager of the Rice & 
Hutchins’ shoe store at 79 Tremont 
street. 

W. B. Greene, who has been with 
the firm at the Tremont street 
store, has taken over Mr. Cor- 
rigan’s duties. 

Mr. Willson leaves the retail shoe 
field to become associated with a 
promient New England real estate 
house. He was formerly president 
of the Massachusetts Retail Shoe 
Merchants’ Association and also a 
director in the National Shoe Re- 
tailers’ Association. 

The two other Rice & Hutchins’ 
stores are at 388 Washington street 
and 66 Summer street. 





Lynn Firms Doing Well 
on Styles for Summer 


LYNN—Volume of business is 
totaling better than was expected. 
Styles are moving as expected. New 
models will be displayed in Boston 
next month. Detailed news of them 
is held until that time. 


Best White Season 


It looks like the best white season 
year; best in quality of shoes as 
well as volume of business. White 
shoes of the moment are light and 
dainty, of pretty pattern, shapely 
lasts, and immaculate whiteness. 
Compare them with the white can- 
vas oxfords, of which Lynn made 
millions of pairs, 15 years or so 
ago. Then a vision is had of how 
shoes have been improved. 


A Style Test 


Novelty styles are as common as 
were staple styles ten years ago. A 
Lynn shoe man stood on the street 
corner counting styles. Of the first 
100 pairs of shoes that passed, no 
two styles were alike. The experi- 
ence is ordinary. 

“Styles are common,” com- 
mented the Lynner. “Grades of 
shoes, fine, medium and cheap, are 
no more as we once knew them. 
Everybody wears pretty shoes these 
days.” 


Making Pump Styles 
More pumps are being made in 
Lynn; the step-in sort of pumps, 
without straps. Pumps are made 


better in factories. New pump lasts 
let the foot deep down into the 
pump. Patterns fit th2 last per- 
fectly. Openings are 63/4 to 65/8 
inch from throat to backstay, or 13 
inches around for a standard. That 
is just opening enough to let the 
foot into the pump, and to hold 
it tightly, and smoothly. Most shoes 
are French corded. The cord has a 
tendency to hold sides taut, and to 
prevent gaping. Lasts have a bit 
of a spring, so that when the foot 
rests on the sole, a line of tight- 
ness is drawn from the toe to the 
backstay, and it brings the upper 
snug to the foot. 


Allowances on Straps 


Allowances for button re-adjust- 
ment on straps of shoes, as made 
in Lynn range from 2/8 to 6/8 
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inches for two extremes. The aver- 
age is probably slightly under half 
an inch. Requirements for allow- 
ances, for button re-adjustment, 
vary according to circumstances. 
The big eity trade favors snug fit- 
ting straps, and small allowances 
for re-adjustment of buttons. The 
small town and country trade pre- 
fers an easy-fitting strap, with an 
ample allowance for button re-ad- 
justments. A high arch shoe usually 
gets an extra large allowance for 
button re-adjustment. 


New Things in Lynn 

Among new things. noted in 
Lynn were: Martingale straps, a 
new type of loop straps. The ironing 
of insides of shoes, to make them 
perfectly smooth. Green buckles on 
white shoes. 

Rainbow effects, made by toning 
down suc.essive folds of pastel 
shades of kid. A welting, 1/24, the 
lightest yet, for making welt shoes 
that look like turns. Shipment of 
shoes four days after they leave the 
lasting room. New styles, made 
completely in a day, on special 
orders. 

Black calf shoes, of unusually 
fine grain leather. 


Everett Dunbar at 80 

Everett Dunbar, the footologist, 
was 80 the other day. When last 
seen he was running for a train. 
He got it. “A man is as old as his 
feet.” That is a pet philosophy of 
the footologist. He takes care of his 
feet. He invents devices and 
methods of making shoes to keep 
feet useful. He gives them to manu- 
facturers who can use them for 
helping everybody to keep the 
youth of their feet. He said he was 
going to swear off footology on his 
80th birthday; but there is no more 
chance of his doing that than there 
is of a leopard changing his spots. 





Rochester Stores Doing 
Well with White Styles 


ROCHESTER—tThe white shoe 
business, which had been retarded 
by unfavorable weather, received a 
real impetus during the week end- 
ing June 13 by extremely warm 
weather. Merchants reported a 
great sale of white footwear. 


Moving to Canesteo 
The Ed. Venor Shoe Manufac- 
turing Company of Rochester has 


purchased a factory in Canesteo, 
N. Y., and is moving its business 
from Rochester to Canesteo, where 
it will continue to manufacture 
growing girls’, misses’ and chil- 
dren’s welts. Ed Venor, president, 
is one of the pioneer shoe manufac- 
turers of Rochester, and has de- 
voted his life to the manufacture of 
children’s shoes. Perry Miller, sec- 
retary and treasurer, has also had 








» 1925 


aver- 
half 
llow- 
nent, 
nces. 
r fit- 
ances 
The 
pre- 
h an 
2-ad- 
lally 
for 


in 
8, a 
ning 
hem 
$s on 


ning 
iste] 

the 
hoes 
t of 

the 
lade 
cial 


ally 


rist, 
last 
ain. 
his 
Y of 
his 
and 
eep 
nu- 
for 
the 
was 
his 
ore 
ere 
ots. 


20, 
ess 
ere 
ire 
nil- 
nt, 


June 20, 1925 





wide experience in the shoe busi- 
ness as New York state salesman 
for the Hagerstown Shoe & Leg- 
ging Company. The new factory 
will be ready about July 15. 


Sehwartz Bros. at Candor, 
N. Y. 

Schwartz Brothers Stitchdown 
Shoe Manufacturing Company, for- 
merly of 692 Broadway, New York 
City, is now located at Candor, New 
York, where they have a fine new 
plant with a capacity of three thou- 
sand pairs a day. 

Henry H. Kissler, who was for- 
merly associated with this house, 
has returned to the organization as 
sales manager, and will make his 
headquarters at Candor, where he 
hopes his many friends in the South 
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- will visit him. At the present time 


the factory is enjoying a good run 
of oxfords and sandals and Mr. 
Kissler is busy on the fall line. 


White Kid Very Strong 


H. J. Van Arsdale, manager of 
the Walk-Over Shoe Store, is en- 
thusiastic about the outlook for 
white kid footwear sales. Mr. Van 
Arsdale arranged a window display 
of white shoes last week to stimu- 
late the demand for whites, and he 
reports that the sales of all white 
and combination white kid shoes 
exceeded the sale of ‘all other types 
and leathers. He also reports some 
call for white canvas one-straps, 
but he does not look for this type 
of shoes to be as popular as white 
kid footwear. 





Patent and Black Satin 
Styles Strong in Baltimore 


BALTIMORE—June promises to 
be an excellent month for retail 
shoe merchants. Warmer weather 
brought people out to buy and most 
stores report good business, es- 
pecially in whites. Mr. Downey of 
L. Slesinger states that he is ex- 
periencing one of the best white 
seasons in the past three years and 
is selling more white kid straps, 
gores and operas than patents. 

The position of patents in the 
style array varies with individual 
merchants, most of whom agree 
that patent is still the best seller. 
Black satin follows as second best. 
Doeskins in the various colors are 
good. 


New Styles for Women 


A very attractive shoe displayed 
at Hahn’s is a white kid vamp quar- 
ter, 10/8 box heel. There is an over- 
lap at throat of vamp on the outer 
sides for initials. This slipper is 
made in all-white, black satin, 
patent and dull quarter, all fawn 
pigoat, blond kid vamp and blond 
satin quarter. 

An interesting opera pump is 
white, blond and ivory kid, also in 
black or colored satins and patent. 


Buys Halle Stock 


Julius Gutman & Co., Lexington 
and Park avenues, bought the en- 
tire shoe stock of S. Halle Sons, 
Inc., well-known shoe jobbers. There 
were several advertisements in the 
papers notifying the public that 


there would be a sale of shoes and 
the evening previous to the sale 
day, a full-page ad revealed that 
there were 25,000 pairs of men’s, 
women’s and children’s shoes to re- 
tail at less than wholesale price. 


Bernheimer Store Opens 


Baltimore’s newest and most 
modern-equipped department store, 
The Bernheimer Leader Stores, 
opened recently. The store, an eight- 
story structure with basement and 
sub-basement contains a gross floor 
space of 340,000 square feet and 








Men’s Buying Featured 
by More Activity 


A distributor of moderate- 
priced shoes, retailing from 
$5 to $9, reports there is a 
good deal of increased activity 
in the men’s shoe business. 
Tan exceeds black in the pro- 
portion of six to four. Light- 
weight summer oxfords are in 
good demand, with broad toes 
as best sellers for young 
men. 

In women’s styles, the de- 
mand is for step-in pumps. 
There is also good business on 
the gore effects. Strap effects 
are also in demand. Opera and 
strap pumps in the better 
grades are. selling about 
evenly, and in a proportion of 
six to four in favor of straps 
in the popular-priced shoes. 
Patent is best with black 
satin second, and tan third. 
There is an increased demand 
for lightweight welts. in 
women’s pumps. Salesmen are 
always on the road and in 
some territory it is possible 
to secure a,.fair volume of 
business for fall. 

















was erected at a cost of approxi- 
mately $2,000,000. 

F. D. Cerf, divisional merchan- 
dise manager, at present buyer of 
the women’s shoe department on 
the fourth floor, states that his de- 
partment is gradually being or- 
ganized. 





Manufacturing 
Spotty 


PHILADELPHIA — The varied 
reports made by shoe manufac- 
turers indicate that the situation is 
spotty. Some manufacturers report 
they have noticed some slight in- 
crease in activity during the past 
week or two. The increase has not 
been very great but it is taken as 
an indication of the fact that there 
is little buying going on. The aver- 
age factory is being operated at 
about half of its maximum ca- 
pacity. Very few plants are making 
up anything for stock except a few 
staple lines. Salesmen are out in 
their territory with fall samples in 
a variety of materials and patterns, 
but they report the retail and 


Situation 
in Philadelphia 


wholesale trades are not interested 
in anything but footwear for imme- 
diate business. 


Whites Selling Well 


Burton B. Turner, of the Hanan 
and Son store, reports that white 
business is very active. The demand 
for this sort of footwear is confined 
mostly ‘to plain kid and linen for 
dress wear and to plain buck and 
buck combined with tan or black 
for sports wear. Along with the 
spurt in the white footwear busi- 
ness has come an active demand for 
white hosiery. 

Mr. Turner likewise reports a 
good call for patent leather, black 
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NETTLETON 


Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MIEN’S FINE SHOES EXCLUSIVELY 
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Howard. SHOES Pat 


BROCKTON, MASS. 






Address all communications to the factory. 
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satin and tan calf. Some blond satin 
is still selling, but it’s not as active 
as it was. Strap effects are the fea- 
ture of the market. There is good 
call, also, for steel buckles. Prices 
remain unchanged. There is quite 
a marked tendency towards plainer 
patterns. 


William Steigerwalt Dead 


William H. Steigerwalt, proprie- 
tor of one of the oldest retail shoe 
establishments in the city, died on 
June 8, at his home on North High- 
land avenue, Merion, after an ill- 
ness of several weeks. He was 72 
years ago. 

Mr. Steigerwalt started in busi- 
ness here in 1876 at 1015 Chestnut 
street, later moving successively to 
1004 and 1420 Chestnut street, and 
last year occupying the handsome 
store at 1528 Chestnut street where 
the business is located today. 


Bett Shoe Co. to Move 


The Bett Shoe Company has an- 
nounced that on July 1 it will move 
from its present location at 56 
North 3rd street to 58 North 4th 
street. The change was made neces- 
sary by the rapid increase in the 
growth of the firm’s business. At 
the new location the company will 
have five times as much floor space 
as at its present location. Increases 
will be made, also, in the inside and 
outside sales organizations. 

Mr. Bett reports that patent 
leather is the leading material to- 
day. It is followed by whites which 
are in turn followed by biack satin. 
There is still a call for blond satin 
but it is not as active as it was. 
Strap effects and opera pumps are 
in demand. There is a tendency 
towards plainer patterns. 


Plain Whites Selling 
The Sylvania Shoe Co. reports 


that white calf and white kid are 


selling in plain patterns untrimmed 
with color. Patterns are not as full 
of cut-outs or other elaborations as 
formerly. Crepe soles continue in 
popularity. Buying for fall has not 
yet started but indications point to 
the fact that more low shoes will be 
worn than ever before. 


June Issue Out 


The June issue of the Shoe Tie, 
published by the Pennsylvania Shoe 
Retailers’ Association, has just 
been received by the members. It 
contains a message on membership 
by President George M. Garman, a 
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through these 
— and learn. 


pages may read 
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PARISTYLE FOOTWEAR MFG. 60. | INC. 


41-45 Washington Ave., tae.” io’ We Kacdins 9 








Soft-Sole Leather 
Boudoirs and Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. ¥. 














fe oto, <y — | 
Pullman Slipper i Ze 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md. 








cate Felt and Leather 

ies the Bate Fomily 
No. 7300 Satin in these 
colors American Beauty 
Blue, Old Rose, 
Lavender, B. Biue, 




















ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 


MULTIGRAPH PLATES 


COMPLETE SERVICE 


cleans Stepstare Cute, Rate Ferme, 
and Copper Face Electros 


Write for Prices 
UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 














Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what 
you would like to know. 








Ques 
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report of the meeting of the Re- 
gional Association Committee, news 
of various sections of the state, and 
other items of interest. The an- 
nouncement is made, also, that the 
1926 convention will be held in 
Atlantic City at the Hotel Traymore 
on January 18, 19 and 20. 


Sole Leather Demand 
Unchanged 

There has been no change of any 
moment in the demand for sole 
leather here. With factories ‘still 
operating way under their capacity 
and not inclined to take more stock 
than they need for their immediate 
business, the demand for factory 
sole leather is not very brisk. There 
has been some slight improvement 
in the call for findings leathers but 
it is felt to be merely a reflection of 
weather and seasonal conditions 
and not any indication of a funda- 
mental improvement in the general 
situation. . 


Retail Stores Featuring 
Whites 


The Sorosis Shoe Co. is featuring 
shoes of white linen and white kid 
at prices, which range from $7.50 
‘to $10. 

The Strawbridge and Clothier 
Store recently featured a sale of 
1,500 pairs of white canvas pumps 
and oxfords at $4.65 a pair. 

The I. Miller store is showing 
slippers in white and in black and 
white at prices, which range up- 
wards from $10. 

Winkelman’s store is offering 
whites in kid, doeskin and linen at 
prices of $8.50 and $10. 

The Geuting Stores are offering 
more than 15,000 pairs of white 
shoes for women. The lot includes 
two-straps, calfskin sandals, kid- 
skin opera pumps and sports ox- 
fords with crepe soles in all-white 
buck or with patent or tan saddle 
or tan or black alligator saddle. 





Closes Out Its Business 

Michigan City, Ind.—The Throck- 
morton Boot Shop, for 25 years in 
the retail shoe business here, re- 
cently closed out its business. The 
store held a closing-out sale to clean 
out its stock. 


Gilday Elected to Advisory 
Committee 

Boston, Mass.—Walter H. Gilday, 

credit manager of the Hamilton 

Brown Shoe Co., was recently 

elected a member of the advisory 

committee. 











MANHATTAN FINDINGS CO. 
MOVES TO 145 WEST BROADWAY 
NEW YORK 
AFTER JUNE 15 
We carry a full line of arches from $8.50 to 


$36.00 a = oF We also carry a full 
ine of pellenes 








BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 


HARD TOE BALLETS 
with Solid Leather Boxes 


John E. McNamara -- Haverhill, Mass. 











BARS a LIPPERS — IN STOCK 
‘Made by Ballet Specialists) 
Style Bi02 Bik. Glazed 
Kid, Soft Tee 


Sito Site SiS 
SCHWARTZ SHERDER 


Mfrs. of High- cimemitintnes 
241 Ne. tith Street - Philadelphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 


SHOE FINDING Co INC, 
147 Duane St., New York, N. Y. 








.BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
v= Shoes No. 116 


24 WT. .sees $1.00 
Ballets No. 700 

6% twoll...... 1.25 

11} to2...... ii3e 

Bincecee 1.36 


Men's Leather House 
Slippers In Stock 








Athletic Shoe Mig. Ce., 124 N. Third St., Philadelphia 





QUALITY BALLETS— .o;i%x 
= Sott Tee ai Tee 
a " . DA wx] 





iSe extra 
Alse Men’s and Women’s Slippers ef every deseripticn 
METROPOLITAN SLIPPER CO. 


134 W. B*way, near Duane St. New Yorn 









HARD — 
—— woes 


y for 
Price List 
325 W. Moaroe St., Chicago, ee 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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_ DR A POSNER SHOES. INC 


+20 W BROADWAY 





“ELAM” | 
Flexible Turn Shoes | 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Beston Office, 183 Essex Street 


[Bonita Shoe & Baby 


TURNS and SOFT SOLES 


In Stock 


Send “tr Catalog 














L.ALTERSON « 


24 WA 2 ] St St New Yor 





America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
-SHINE CoO. 
Reidsville, N. C. 





THE 
Mkt. St. 








‘ iF Wi . -~ and 


etyles constant- 
ly In Stock. Send for teeter vetes tix. 
4. K. GARDINER CO., PITTSFIELD, N.H.. 








The Walk-Over Shoe Company’s 
store in San Francisco, Cal., found 
a particularly effective way to fea- 
ture the broad balloon-toed oxford 
that looks its best when worn with 
wide-bottomed trousers. S. V. Fin- 


nell, manager of the store and its. 


display director, devised this telling 
way of doing it by having a local 
tailor make up a 12-inch length of 
the swagger English model in a 
smart gray weave and showing it 
with one of the oxfords and leaving 
the other “untrimmed” for a con- 
trasting demonstration. 





Solves His Window Problem 


Louis Waterman, who operates 
three shoe stores in Hoboken, New 
Jersey, developed an ingenious 
double display window. The lower 
level of the display case is used to 
feature children’s shoes and special- 
ties. The upper level or main floor 
is reserved for the men’s and wom- 
en’s shoes and hosiery. 

Mr. Levine, the manager of the 
Washington street store, said that 
the big problem in a community 
such as his, that is near a big city, 
is to better the condition whereby 
only 50 per cent of the towns people 
buy at home. Better windows than 
the average is one method of at- 
tracting home folks to the store. 
With that idea in view, a profes- 
sional window decorator is em- 
ployed so that the best possible re- 
sults may be obtained. 

“Give them Broadway windows 
at home; give them real service and 
good shoes and half the battle is 
won,” is Mr. Levine’s solution. 





Has New Boston Office 


Boston, Mass.— Essex Rubber 
Co. of Trenton, N. J., moved its 
New England office recently to 22 
and 24 Lincoln street, where the 
company has more room for han- 
dling its New England distribution. 
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J. R. BEATON COMPANY, Inc. 


881 FOURTH AVE., NEW YORK 














DR. CAMPBELL’S 
HEALTH SHOE 
IN STOCK 
Ask for New 


Catalog 
Powell & Campbell 
122-124 Duane St.. 

New York City 











7540 § 


61> 2 | 
* Summer St BOSTON. \7se1/ 








shoe patterns 


FOR MEN’S FINE SHOES 
ARLE SHOE PATTERN Co 


50 MAIN ST., BROCKTON, MASS. 











No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless you need the 

Boot and Shoe Reeorder 
ALL THE TIME 
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‘coring’ i 


Russell ManufacturingCo. 
Middletown, Conn. 





rhe One 
Waterproo! 
tains a Polish 


CREESE S COOKE CO. 
at D 5 Seuth St., Besteo, Mass. 











Colored 
Chrome 
Sides 


Beggs & Cobb, inc., Boston, Mass. 


West Virginia 


Adds to the Wearing Quality 
of the Shoe. 


Pulp Products Department 


WestVirginiaPulp& PaperComspany 
Detroit New York Chicago 

















¥. W.GODSOE, Pres. _ F. B. JONES, Treas. 
W.G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 














Rockland, Mass. U. 8. A. 
IN STOCK MADE TO ORDER 


Do You Knew? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Pulsifer Joins The Reynolds Company 


WILLIAM REYNOLDS 


Providence, R. I.—G. Herman 
Pulsifer, for 16 years creator of 
novel effects in buckles and other 
forms of shoe ornamentation, re- 
cently became associated with Wil- 
liam Reynolds, known to the retail 
trade for the past ten years or 
more as The Reynolds Co. Mr. 


-Reynolds will continue to have 


charge of the retail trade, while 
Mr. Pulsifer will be in charge of 
the designing end and will cover 


Black and White Is High 
Style Note 


Some weeks back the Dry Goods 
Economist spoke about the impor- 
tance of black and white, and now it 
is coming to pass. One large New 
York store laid emphasis on the 
importance of this combination in 
their window displays during the 
past week. White sports coats, black 
and white printed dresses, white kid 
hats laced with black silk and white 
kid shoes trimmed with strips of 
black patent leather were featured 
in this display. A white crepe de 
chine parasol trimmed with black 
velvet was an interesting accessory. 
Another store, too, shows bathing 
and beach suits and accessories in 
black and white. 

The smart woman has come to 
realize that one does not have to 
sacrifice an atom of chic to be cool 
in the city even on the hottest days 
if she dresses in black and white. 
Up and down Fifth Avenue, and in 
the Japanese gardens of the Ritz, 
where all smart people congregate 


G. HERMAN PULSIFER 


the shoe manufacturers of the 
United States. 

Mr. Pulsifer’s creative genius as 
shoe ornament originator, has won 
for him a reputation that is country 
wide. He will be remembered in 
1914 as the head of the G. H. Pul- 
sifer Co., and in 1918, as one of the 
principals in the Dalrymple-Pul- 
sifer, Inc. Mr. Pulsifer retired from 
this business in 1922, and has now 
returned again to the field. 


for lunch, one sees a decided pre- 
dominance of this color alliance. 





Printed Salesmanship 


In the Boston Shoe Shop, Phila- 
delphia, this sign was seen: “Serv- 
ice—It isn’t alone in the quality of 
our product that the reputation of 
this organization rests, but the 
service and guarantee of fit done in 
such a manner as to merit your 
confidence and goodwill.” 





B WHERE TO BUY * 





EMIL RUBLACK 
of Artistle 
Pale ‘t TICKETS 


A lor 
see] = rice per 100 with easel, $3.50 








140-142 WEST ADWAY 
“Your Name on Ticket” NEW YORK 








a a re re 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 
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For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 


When writing to advertisers please mention Boot anv Snow Recorver 
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Retail 
Salesmen 
Wanted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are nenied ene men between the 
ages of 25 and 35 years who have had thorough experience 
_ one or more of our lines, and who can give us the highest 
references. 


Our company, which started in 1902 with one 
store, now operates 571 retail stores in 41 states. 
We sell dry goods, shoes, notions, clothing and 

or men, women and children. We 
do a strictly cash business. Our sales in 1924 
were $74,261,343.00. We opened 115 stores in 1920, 
59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 


By industry, study and determination your progress will 
be rapid in our tion. Under our experienced man- 
agers you are trained to become a manager. When you 
have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we 
need are young, healthy and capable salesmen who have 
had thorough experience in a small or medium-sized de- 
partment store, or are experienced in general store work 
in special lines. The investment of money is not neces- 
sary for your success with us. The financial backing of 
our company is ample. Briefly, this is our proposition— 
tested and proven over a period of 23 years: 


You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the ay | is loaned you by the J. C. Penney Com- 


pany, and you repay it from subsequent profits of 

the store. 

Write today for our booklet, “Working Plan of the 
J.C. Penney mpany.” Give your age and number of 


years’ experience in our of m our 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


‘J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 
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Tan Elco Moccasin. eae Rubber om 
, 1 















I Se a cissn cove scvagsch iccdeuanibachssindaienade’ 90 
No. 1918—8% to bedi cca sor ak ds. nec 
No. 2018—11% to 2 ................ A naeehe 2.65 


Tan Calf_Blucher Oxford, Crepe Rubber Sole 

No. 1720—5 to 8 ....... el ~« 90 
No. 1920—8% to 11 ....... . 2.35 
No. 2020—11% to 2... 2.65 


















































The Betty 


















No. 4800—Growing Girls’ Patent Leather, 2% to 
7, C and D, low heel $2.75 
No. 4840—Growing Girls’ Patent Leather, a4 to 
7, C and D, 13/8 heel 2.75 
No. 6701—Misses’ broad toe Patent Leather, i 
to 2, D and E, rubber heel $2. 
No. 6702—Child’s Patent Leather, 8% to 11, D 
and E, rubber heel $2.05 
Tan Calf, same as above, also carried in stock. 
Hand turn patent leather 

No. 7004—3 to 8 ......... ; Te $1.60 
No. 6486—8% to 11 . 2.00 









































When writing to advertisers please mention Boot AND Suor Recorper 





Willing Workers for Your 
Profit Column 
Be! 
A 
TRADE MARKED LINE 


SAMPLES SHIPPED AT OUR EXPENSE 


WEIMER, WRIGHT 
& WATKIN CO. 


39 South Second Street, PHILADELPHIA 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each inser- 
Recorder rates for space less than one-eighth ee 7 ee see Se oh ine 


page per issue: other “Want” advertisements, seven cents per word for each 


insertion. Minimum amount accepted, $1.25. 
Space 1 time 7 times 13times 26times 52 times heading will be ved at the Boston 
5 eS . $4.00 


$3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 


address. 
12.00 10.50 9.00 7.50 eddress, each word of the add 2 ois aust te aoe 
16.00 1400 12.00 10.00 —————s.”:*é“( em 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


ANTED Live salesmen for Nebraska, 
Western Kansas, Iowa, Minnesota, Wiscon- 
sin, North Dakota, South Dakota, Texas Ohio, 
Chicago City. Address B-508, care Boot and 
Shoe Recorder, 207 South street, Boston, Mass. 


GHOE SALESMAN WANTED—A live wire 
special wholesa'e shoe house have the fol- 
lowing territories open to live wire salesmen 
who can furnish references as to their char- 
acter and ability, and who can prove their suc- 
cess in the past. To such men we have a 
wonderful proposition to offer. Territories 
open: New York State, Connecticut, Western 
Pennsylvania and Illinois. Apply by letter 








Western Pennsylvania, Nebraska, lowa 


We want experienced salesmen to cover the above territory. We make unlined UNION 
—— WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. Write 
for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














-_——- WanrE.- a4 A on —_, ne aged betes agi ol egy LS high- 
- sion basis our line o gh-grade In-Stoc gra turns, one wit g ollowing 
we -, t- - Address oe care Boot Stitchdown Shoes, infants to misses, for Ohio, among better trade, who can furnish A- 
M: ones order, 207 South street, Boston, Indiana and Michigan. Fal! line now ready. reference. Good drawing account. Territory 
mee. Herbst Shoe Mfg. Co., Milwaukee, Wis. Jersey, Baltimore and Washington. Address 
ALESMEN WANTED—To carry as side P-30 care Boot and Shoe Recorder, 616 Perry 


line our Infants’ Line consisting of Soft F Sees. Semasaaee, Us. 
Soles and Self-Starters, “Infants’ First Walk- 
ing Shoes.” High rate of comm‘ssion. Good 
territory open. Samples now ready. C. H. 
Hawkes & Son, Rochester, New York. 








OR NEW YORK CITY and vicinity. We 
want a salesman to handle our line of 
Hand Turned Novelty Shoes. Will average $4 
to $4.25 per pair. Address B-510, care Boot and 
Shoe Recorder, 207 South street, Boston, Mass. 





ALESMEN WANTED—Prominent Cincin 
nati manufacturer of women’s high-grad 
medium-priced weits and McKays wishes first 
class salesmen by July 1 for following terri 
ALESMEN WANTED — For Central New tories: one consists of North and South Caro 
York State, on commission basis, to carry lina, Virginia, Delaware, Washington, D. C. 








| ANTED—-High-grade salesman to sell re- 


tail trade. Western d Central 1- 
oe entral Pennsy the other, Missouri, Kansas, Nebraska, al- 





vania, also Delaware and Maryland. Factory 
line carried in stock of men’s, boys’ and little 
gents’ Goodyear Welt Shoes. Address Box P-52, 
Boot and Shoe Recorder, 616 Perry Bldg., 
Philadelphia, Pa. 


ALESMAN WANTED —To carry our line of 
“’ growing girls’, misses’, children’s and in- 
fants’ Turns and Stitchdowns in Pennsylvania, 
Ohio and West Virginia. Some trade estab- 
lished. Address Hammonton Shoe Co., Ham- 
monton, New Jersey. 





snappy in-stock line. Berkshire Shoe Co., 338 
North St., Pittsfield, Mass. 





GALESMEN for New England States, West- 
erm Pennsylvania and Detroit, thoroughly 
experienced, with established trade, to repre- 
sent our children’s line on commission basis, 
consisting of Brooklyn McKays and Turns. 
All numbers in stock always. Can be carried 
as a side line. References required. J. Pome- 
rantz (The Pomer All Leather Shoe), 94 Reade 
street, New York, N. Y. 


though in Kansas and Missouri have another 
man making few larger towns. Application 
will only be considered from men who have 
been making the territory and have following 
there. In reply state age, names of factories 
traveled for, present connection, amount of 
sales, references and exact working arrange- 
ment desired. Unless these facts are given in 
first letter application cannot be considered 
Fe Roth Shoe Mfg. Company, Cincinnati 
io. 








35 York Street 


Real Salesmen Wanted 


The best selling line of leather, soft-sole House slippers and turn 
Boudoirs offered to salesmen with established trade in New 
York State and the Virginias. Open season. Seven per cent com- 
mission. “Sell us” your services in your first letter. 


MAID RITE CORPORATION 


Brooklyn, N. Y. 


Salesmen Wanted 


Salesmen in all territories to carry line 
of popular price stitchdowns direct 
from factory to large retail and de- 
partment store trade. Must have fol- 
lowing and work territory close. Prices 
low and deliveries prompt. Send refer- 
ence and territory covered in first let- 
ter. Box 59, Candor, New York. 




















WANTED 


Real shoe salesmen with established trade to carry our line of 
children’s triple sole, double stitched welt shoes. Fall line now 
ready and several excellent territories open. Seven per cent com- 
mission. “Sell us” your services in your first letter. Address 
B-513, care Boot and Shoe Recorder, 207 South street, Boston, 


Mass. 





Shoe Salesman Wanted 


We desire a salesman to sell our retail 
trade in New York State except New 
York City. We prefer a man living in 
the territory who can keep closely in 
touch with his customers. A splendid 
opportunity for the right man. Please 
give qualifications, experience and ref- 
erences in your first letter. All corre- 
spondence will be strictly confidential. 





M. A. PACKARD COMPANY 
The Packard Shoe for Men 
Brockton, Massachusetts 
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SALESMEN WANTED 


FOR RENT 





WANTED TO PURCHASE 

























GALaaan with a short line of shoes to 
carry as a side line a line of Job Tennis 
in Florida on commission. Can turn over an 
established trade to the right man. Address 
B-511, care Boot and Shoe Recorder, 207 South 
street, Boston, Mass. 


GALESMAN WANTED—to carry men’s side 
\ line of dress welts to retail at $4 to $5, 
consisting of 12 samples in stock. Commission 
6%. Only first-class salesmen will be consid- 
ered. Send references and other sales data wi 
application. Territories now being allotted. 
Address B-512, care Boot and Shoe Recorder, 
207 South street, Boston, Mass. 


WO experienced rubber or shoe salesmen— 

One for Northern Ohio and one for Western 
Ohio, to sell Goodyear glove rubbers, Keds and 
felt slippers. Want men who live in and who 
are now working these territories. Must have 
automobile and work territory closely. Inter- 
esting proposition to right men. Drawing ac- 
count and ex eupen, give references, present 
connection, vo e selling and all information 
in first letter. Address B-502, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALESMEN WANTED by Baltimore manu- 
facturer of Infants’, Children’s, Misses’, 
and Growing Girls’ turn shoes. We stock one 
of the most complete lines in the country. 
Able to fit, both where price talks and quality 
reigns. A flexible proposition enables you to 
sell the largest as well as the smallest. 
Liberal commission. References required. Ad- 
dress B-488, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


























Artistic Camp in 
Maine for Rent 


Best location on beautiful 
lake at Norway, Maine. 
Camp well furnished, ice 
house filled, garage. Splen- 
did fishing and bathing. 
Ideal place for a delight- 
ful summer’s outing. For 
further particulars address 
B-515, care Boot and Shoe 
Recorder, 207 South street, 
Boston, Mass. 























SALESMAN to carry nationally-known line 
of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles), Ballet Slippers, 
soft and hard toes, also strap sandals, side 
line. Address B-491, care Boot and Shoe Re- 
corder, 207 South St., Boston, " 


GALESMEN to sell Retail trade in States of 
Ohio, Indiana, Illinois and Michigan or 
portions thereof, Rochester, N. Y., line of In- 
fants’ 2 to 6 Spring Heel Turns, First Steps 
with and without Outside Wedge Heels, sizes 
1 to 5. Soft Soles and Moccasins, sizes 6 to 4. 
Seven per cent commissions. References must 
accompany application to receive attention. 








FOR SALE 


OR SALE—Exceptionally good family shoe 
store established 20 years. No reasonable 
offer refused. Would consider part real estate 
4 part cash. Want to retire, Box 750, Norfolk, 
a. 


For SALE—Exclusive, specialty shoe store 
ty men’s, women’s and children’s 

Low rent. Prosperous city of 100,000. 
Healthy. ideal climate. Other business de- 











Address B-457, care Boot and Shoe R - 
207 South St., Boston, Mass. 


mands a sacrifice. Address 706 St. Helens ave- 
nue, Tacoma, Wash. 








WANTED—Reputable experi- 
enced shoe salesmen to sell 
women’s novelty footwear for 
immediate delivery, commission 
basis. Territory to be confined 
to one state. Men of good stand- 
ing, well acquainted, with fol- 
lowing only need apply. Furnish 
references. 


M. FINKOVITCH, INC. 
138 Lincoln St. Boston, Mass. 











GHOE STORE FOR SALE—Doing a good 
business in a thriving Virginia city. New 
fixtures and a clean stock, best location in 
town. Owner wishes to retire. Address 
“Owner,” 3714 Newport avenue, Norfolk, Va. 





WHERE TO BUY 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y 
Phone Spring 1443 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or [eases 


We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile le Co, Inc. 


taken over. 


for other merchandise. 


591 Sheaduse, = —— 
Phone Spring Siee-siel si 








We buy quick and highest cash 
for setall ans wholesale stocks of 
other merchandise. Quantity no object. 


BROOKLYN PURCHASING SYNDICATE 


price 
of shoes or any 


For 30 years our specialt: 
Bank =m mercantile selevenee. 


FRANK WALKER, Proprietor 
610 Broadwa - Brooklyn 
Phone 











Se scllor, Quantities no. “object 
or slow an no 
Retail or wholesale. Short term leases 

off your hands. Wire or 

ence confidential. Esta 


We also 
goods, etc. 


HIGHEST CASH PRICES - 


us. a 

1890. 

we crt Basa Noe Ne 
ran ew 

Dry Dock 











MISCELLANEOUS 











We supply all descriptions of shoe 
satins, silk brocade, gold and silver 
tinsel, in the latest designs and styles 
for the American market. Write for 
prices and samples to T. Fearnley & 
Sen, P. O. Box No. 7, Audenshaw, Man- 
chester, England. 











MANAGER WANTED 


W ANTED—Women’s shoe department mana- 

ger. Capable, experienced man, now lo- 
cated within one hundred miles of Buffalo. 
Excellent position for right. man. Address K. 
W. Watters Company, Buffalo, N. Y. 








LINE WANTED 


QALESMAN open for line shoes. Women’s 

\ preferred. States: New York, Pennsylvania, 
Middle West. Address K-797, care Boot and 

ae Recorder, 127 Duane street, New York 
ity. 


\ ] ANTED—Good specialty line for Florida, 
Georgia and Alabama. What have you to 
offer? Know every retailer of note in all 
three states, both large and small towns. Will 
work territory closely and often. This section 
is in splendid era of pr 
be very eratestine. Will 
September Ist. References —_ 
give all detail in first letter. Address B-514, 
care Boot and Shoe Recorder, 207 South street, 
Boston, Mass. 











WANTED TO PURCHASE 








WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 

















THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, = Y N.Y. 


WILL PL Hp cere STOC 
BUY SURFIL Tee S{ CASH 
Bargains in shoes al hand ; 








We'll Buy For Cash 


Complete shoe 
or small stocks of shes ye Fo mi 
or any other merchand 
CASPER and aoe 
170 Summer St., Boston, Mass. 
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ATTRACTIVE 
SHOE CARTONS 


LABELS 


PRICE EKVi¢ OUALIT 
THAY SAT? 
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Widths of Men’s Trousers 


From London, England, the fol- 
lowing information, concerning cor- 
rect measurements of men’s trou- 
sers around the knee and boot, was 
issued: man five feet eight or nine 
inches tall, trousers 21% to 22 
inches at knee and 19 inches over 
the shoe; man six feet tall, 23 
inches at knee and 20 inches over 
the shoe. Two or three years ago, 
the width at the knee was 19 or 20 
inches at the knee and 16 inches 
over the shoe. 





MISCELLANEOUS 








IDEAL ROLLING 
LADDERS 


are 
ap Sue: 


Write fer Cataleg 




















Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar Onxen Co, 

611 WwW. FOURTH ST. 


pn ee yaa te oO. 


do nor ake 
merat Fiature’s or 











Cy SHOE (CARTON S (ARTON 


Labels 


rint most 
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H-W Chairs Save 
Shoe Store Space 


Grace saving is as essential in 
the shoe store as the theatre. 
So H-W opera chair models have 
been modified to meet your need. 
H-W expert shoe store seating serv- 
ice is at your service — free. 


HEYWOOD-WAKEFIELD WAREHOUSES 
BALTIMOR ro 














1 Heywood iahefield 


,/ = FF = || a OF = id SV ry = a 





em ae 
| O. C. 3Special 














Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 
Built to give ease and com- 
fort on wet, hot or cold 
floors. 

Quality Shoes from 
$1.47% to $2.00 
Write for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


ition is othe by the BOOT and 

—_, printing any 

ad readers. The 

publishers x4 reject any 

pe nw al or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo 
Ww. R. il, Manager me 507. 


NEW YORK ty oy 9 Reom 101, ~— 
Bidg., 127 pease SS. Mitoord Seett, Mana- 


¥ itehall 7: 
pHILAD HIA OFFICE: , 616 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 
hone Rittenhouse 7868. 


Manager. Telep 

HAVERHILL OFFICE: Chamber of Com- 
merce Ss wa Bank 
Bidg. Geo. W. R. Hill, Ma 

ey OFFICE : Second Ne National Bank 
Bidg. H. M. —~¥ . (B. C. Bowen, Manager). 


PARIS OFFICE: 2 Rue des Italiens. L. Bb. 


bard, Manager 
LONDON OFFICE: P. V. Curtis, 
11 Haymarket, London, S. W., 
USTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 
ee: Buenos Aires, Rivadavia, 2721 
~ Sabazzina, Gerente. 
BRAZIL: Gerente, John 8. Pitch, 38 Ree 


General Camara, 
CHILE: pang = - Rosas 1128-1127, Otte 
Fuhrimann, Geren 
os Mr. ‘yo ee 
oo OFFICE: Yokohama. J. F. Wager. 


SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great 
many styles to suit all 
kinds of stores and 
paving They = en- 
ou to get along 

with ~ -¥- help, save the 
wear and tear on your 
shelving, and help the 
a poe! aaphenan 
to ap- 

proval te satisfaction 


ManufacturingCo. 
2 2416 No. 10th Street 
ST. LOUIS, MO. 
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BUSINESS REVERSES 


Long Beach, Cal—Max Boas, 149 American 
avenue, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Hartford, Conn.—K. Mintz, New York Bar- 
gain Store, 232 Windsor street, shoes, etc., 
reported offering to compromise at 25 per 
cent. 

Bartow, Fla.—Cosmos Staniotis, Bartow Shoe 
Fixery, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Chicago, IllL—Adolph M. Pike, 4252 Cottage 
Grove avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

Alexander Kalmikiff, "3720 W. 16th street, 
shoes and repairing, reported petitioned or 
petitioner in bankruptcy. 

Melrose Park, Ill.—A. N. Richer, 1903 Lake 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Gilman, I1l.—Tammen & Mulder, shoes, etc., 
E. Tammen individually assigned. 

East Chicago, Ind.—Mrs. Regina Macy, 4858 
Alexander avenue, Calumet, shoes, etc., re- 
ported assigned. 

Griffith, Ind.—Emil Mikowitz, shoes, reported 
offering to compromise at 40 per cent. 

Veedersburg, Ind.—George E. VanDementer, 
shoes, etc., reported assigned. 

Brewster, Kan.—Charles C. Hudson Clothing 
Co., shoes, ete., reported offering to com- 
promise at 15 per cent. 

Lewiston, Me.—Guy M. Foss, Triangle Shop, 
shoes and repairing, reported offering to 
compromise at 12% per cent. 

Hagerstown, Md.—Robert Jacobson, Jacob- 
son’s Savings Store, shoes, etc., reported 
receiver appointed. 

Boston, Mass.—William Mason, shoes, etc., re- 
ported assigned. 

Gardner, Mass.—Morris Wolfson, Wolfson’s 
Bargain Shoe Display, 2 Vernon street, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Holyoke, Mass.—Israel Miller, 43 East street 
and 33 Ely street, shoes, reported assigned. 

Norwood, Mass.—Edward Perlmutter, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Springfield, Mass.—Economy Shoe Store, 23 
Lyman street, shoes, reported petitioned or 
petitioner in bankruptcy. 

Hannibal, Mo.—John Indorf, shoes, reported 
petitioned or petitioner in bankruptcy. 

St. Louis, Mo.—Maxwell M. Marx, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

West Hoboken, N. J.—David Gross, 619 Ber- 
genline avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

New York, N. Y.—Queen Sylvia Bootery, 45 
Clinton street, shoes, reported receiver ap- 
pointed. 

Harry & Heyman Beal,. 1645 Madison 
avenue, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Israel Green, 867 Longwood avenue, shoes, 
reported meeting of creditors cal 

Julius Markowitz, 450 Willis avenue, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Niagara Falls, N. Y.—Harry L. Dietzel, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Rochester, N. Y.—Hyman Davis, shoes, re- 
ported petitioned or petitioner in bank- 
Tuptcy. 

Cincinnati, O.—Kay-Jay Shoe Co., Inc., 309 
Findlay street, shoe manufacturers, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Minersville, Pa.—Stephen Dyminsky, shoes, 
ete., reported offering to compromise at 25 
per cent. 

Philadelphia, Pa.—Pennsylvania Shoe Mfg. 
Co., shoe manufacturers, reported receiver 
appointed. 

Seranton, Pa.—Martin A. Basch, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Williamsport, Pa.—Edward Sykes, Keystone 

Wholesale Distributing Co., shoes, etc., re- 

— petitioned or petitioner in bank- 


uptey. 
Pawtucket, R. I.—Sam Perlow, shoes, re- 
petitioned or petitioner in bank- 


ruptey. 
Churleston, S. C.—Solomon Simon, 587 A King 
street, shoes, ete., reported petitioned or peti- 
tioner in bankruptcy. 





Ladora, Ia.—Karsten Clothing Co., chess, etc., 
reported succeeded by R. M. Tyle 

Haverhill, Mass.—H. S. Collins, Inc., 10s Essex 
street, slipper manufacturers, reported 
moved to Windsor, Vt. 

Peabody, Mass.—Elmond Ellis, shoes, reported 
succeeded by Charles Jolles. 

Weymouth, Mass.—Donald G. Wilbar, shoes, 
reported selling or sold out. 

Ann Arbor, Mich.—Ann Arbor Dry Goods Co., 
shoes, etc., reported partnership dissolved ; 
Max Ditiker, retired. 

St. Paul, Minn.—The Bootery, Inc., 375 
Roberts street, shoes, reported succeeded by 


Providence, R. I.—James Bornstein, 19 Rich- United Shoe Stores, Inc. 
mond street, shoes, reported petitioned or Hackensack, N. J.—Samuel Pauker, Pauker’s 
petitioner in bankruptcy and receiver ap- Reliable Shoes, 234 Main street, shoes, re- 
pointed. ported sold or closed out business here and 
Beeville, Texas—B. T. Gregory & Sons, shoes, pews to 750 Franklin avenue, Brooklyn, 


ete., reported petitioned or petitioner in - Xe _ " 
Paterson, N. J.—Myrtle and Bessie Lieberman, 


bankruptcy. 
136 River street, shoes, reported succeeded 
by Vierst & Levine. 
BUSINESS CHANGES Brooklyn, N. Y.Bright Shoe Mfg. Co., shoes, 
incorporated $40,000. 
Hartford, Conn. — Conway-Nugent Co., shoes, Health Shoe Co., shoe manufacturers, in- 
incorporated 50,000. : corporated $25,000. 
I. Miller, retail shoes, incorporated Markell Bros., 5326 Utrecht avenue, shoes, 
$50,000. reported partnership dissolved and _ suc- 
B. Rawick, shoes, reported moved to South ceeded by Maurice J. Markell. 
Manchester, Conn. White Eagle Retail Shoe Store, Inc., 977 
Wilmington, Del.—Thos. F. Flynn, shoes, etc., Manhattan avenue, reported sold out to 
died. Alexander Tyskowski. 


Roslyn Shoe Co. (not incorporated), 204 
Varet St., shoe manufacturers, reported sold 
or closed out business. 


Quitman, Ga.—L. & L. Lazarus & Bros., 
whvlesale and ~etail ss. sol? branch store 


at Nashville, Ga., to Albert Abell. Tarboro, N. C.—E. Saiet & Son, shoes, re- 
Chicago, Iil.—Bernard M. Bunnin, 5132 W. ported partnership dissolved, each to con- 
Madison street, shoes, etc., reported suc- tinue alone; Charles Saiet operating store at 
ceeded by Stanley Lappin. 2 Tarboro and Elias Laiet operating store at 

Gibian & Schwartz, Style Shoe Store, 3947 Greenville. 

W. North avenue, shoes, reported vartner- Toledo, O.—Toledo, Entroth Shoe Co., Adams 
ship dissolved and succeeded by B. Gibian. street, shoes, etc., incorporated $7,000. 

Peter F. Payne, 2548 N. Ciark surcet, Seattle, Wash.—McDougal Shoe Co., 106 Pike 
shoes and repairing, reported closed or sold street, shoes, reported succeeded by McDou- 
out business. gal Shoe Co., Inc. 

W. B. Shoe Stores, Inc., shoes, reported Milwaukee, Wis.—Superior Shoe Co., Inc., 
capital stock decreased from $100,000 to corner of Sixth and Windlake avenue, manu- 
$25,000. facturers of shoes, reported moved to Bur- 

East St. Louis, Ill.—Andrew I. Cummings, 125 lington, Wis. "o and changed name to Bur- 
Collingsville avenue, shoes, died. lington Shoe Co. 








The Walk-Over Shop, of Omaha, Neb., was recently re-organized and re- 
modelled by Harry T. Breck, proprietor, and Jack F. Hardin, manager. 
It was brought into the group of the other five Breck Walk-Over stores. 
The managers of all these stores meet in St. Louis every six weeks and 
discuss retail problems. To quote Mr. Hardin, “We are working on a 
budaet which calls for a 20 per cent increase in volume over last year, 
and so far the increase has kept up to our expectations. This is being ac- 
complished through the following channels. First—improved customer 
service, which is being made strictly personal and individual, getting 
closer and more friendly with them. Second—better shoes. Not neces- 
sarily at lower prices, but real honest-to-goodness merchandise that we 
can sell to our friends, and not fear to meet them face to face. Third— 
through improved display of this better merchandise. Window displays 
are changed every week. It is our aim to always have something attrac- 
tive in the way of background effects and flowers. Fourth—through ad- 
vertising. All men’s shoes are advertised through direct mail. Letters 
are sent to selected groups of men and college men at brief intervals. All 
newspaper advertising is directed to women. Fifth—through a more 

liberal policy of adjustments of complaints. 
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HOT WEATHER NUMBERS 


_IN STOCK No. 873 H 


2%-5 5%-8 8%-11 11%-2 
No. 6771 $1.50 $1.75 $2.10 $2.50 
No. 6731 1.50 1.75 2.10 2.50 


Heels on Childs’ and Misses’ Sizes. 


No. 6771—Patent one-strap, white welt, 5-8 8%-11 11%-2 2%-8 No. 773—Patent sandal, broad toe. 
flexible sole, father quarter lined, cut-out No. 773 $1.10 $1.20 $1.35 No. 733—Tan Lot dal 
quarter, SIDE BO No. 773 H A 1.45 o. —Tan us sandal. 
Ne. 6781—Ligm nl calf, as above. No. 733-2433 95 1.05 1.20 No. 2433—Chocolate Elk, Uskide sole. 


No. 25 Vox No. 873 H $1.90 No. 873 H—Patent sandal, modified toe. 





2%-6 6%-11 
No. 25 Vox . $1.75 $2.00 
No. 7691H 2.00 2.25 





Carry a line which is readily marketable. Size your 
stocks up and keep your overhead down. Let our STOCK 


No. 25 Vox—Chocolate Elk ventilated ox- 


ag 7691 H—Chocolate Elk moccasin ox- DEPARTMENT serve you. Ask for our complete IN- 
ford, Uskide sole. STOCK catalogue and price list. 


Hagerstown Shoe and Legging Co., Inc. 


Hagerstown, Maryland 


















ON THE OCEAN FRONT CAPACITY 1000 


Fine Calf Leathers Che Breakers 


ATLANTIC CITY, N. J. 


AMERICAN AND 
EUROPEAN PLANS 





Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 





SEA WATER 
IN ALL BATHS 





Orchestra 
Afternoon Lo 





Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. , 
106 Beach St., Boston, Mass., U.S. A. ome 























Don’t Use an Old Directory 


One address taken from an old Directory may send you miles out 
of the way and waste a whole day’s time. You take pride in keeping 
a fresh stock of goods on your shelves; why not avail yourself of 
fresh information for your daily use? 

The 1925 issue of the Boston Directory will be ready late in July. 

Before publication price, $10 After publication, $15 

ORDER NOW AND SAVE $5.00 

SAMPSON & MURDOCK CO., 373 Broadway, BOSTON, MASS. 











When writing to advertisers please mention Boor anv SHoz Recorpver 
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USC 


Tack Cutting 
Nippers ro 





Four thoroughly dependable 


9 
7 
: nippers for tack cutting are G/C, 
| 
b 

{ 

‘ 

( 

( 

{ 

) 

{ 

( 


Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
isfactorily its specific purpose.. 
The GAC Tack Cutting Nipper, 
which is probably the most gen- en 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound 
construction. 


Pian AEN emeacties eS 


These nippers are made for cut- 
ting tacks only. There are other 
nippers in the G/€ line suitable 
for heel nails and the like. | 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren Street, New York City 
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FOR GENERATIONS, SEABROOK 
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ADAMS TURNS 


F. E Adams Shoe Compam 





eae NHL 
BOSTON NEW YORK 
215 Essex Street Marbridge Bidg., Room 433 
SALESMEN 
Pacific Coast—Geo. R. Rule New York—Frank - ee 
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Through the Factory 


For your own information and 
pleasure, we invite you to see 
every part of New England's 
most modern and most interesting 
shoe factory—the great Creighton 
Plant at Lynn. 
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Somebody has 
called woman’s in- 
tuition ‘‘a glorified 
common sense.” 
Possibly that is why 
women intuitively 
select Creighton 
Models. 

















To Booths 49 and 50 


BOSTON SHOE 
AND 


LEATHER FAIR 


For your own profit, the cream 
of the Creighton Line will be 
exhibited at Booths 49 and 50 
at the Boston Show. Make a 
part of your Convention business 
an examination of these famous 
numbers. 


A. M. CREIGHTON 


Lynn, - - Mass. 
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Booths 
84 and 85 


Boston Shoe 
Style Show 
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Shoes by courtesy of 
Peter Reid & Sons, 
5401 Sth Ave., 
Brooklyn, N. Y. 


Made of Vode Kid, 
Color 170 PEARL 
GRAY with Color 71 
NATIONAL GRAY 
trimming—quarter lin- 
ing of Vode Kid, Color 
170 PEARL GRAY. 


canto SS) aia 
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The Finest Fall Styles 
Stress Colored Kid 


bee have only to look at the Fall sample lines of the most 
famed artist shoemakers to appreciate their belief in the 
leadership of COLORED GLAZED KID for Fall. 


The preference of such makers for VODE KID is just as 
evident. 


Everybody shoe wise knows the perfection of VODE KID 
colors and that to adopt them is to have absolute color 
““rightness.”’ 


VODE colors now in first demand are: 


Color BJAVA BROWN Color 71 NATIONAL GRAY 
Color 112 INDIA TAN Color 170 PEARL GRAY 
Color 15x AUTUMN BLONDE Color 11 RUGBY TAN 
Color 50 WHITE Color 51 CHAMPAGNE 


WRITE US FOR SAMPLE BOOKS 
We recommend to your attention_also our Baby Lizard and Pigette for trimmings and 
quarters in Colors B Java Brown, 11 Rugby Tan, 51 Champagne, 71 National Gray 
and 112 India Tan. 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 











Branch Offices Agencies 
100 Gold Street, Chicago Cincinnati 
New York City Montreal St. Louis 
Rochester 
70 North 4th Street and all leather centers 





Philadelphia, Pa. of the world 
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Popular Vode Kid Colors: 


Color B 
JAVA 


Color 71 


NATIONAL GRAY 


Color 170 
PEARL GRAY 


Color r12 


INDIA TAN 


Color 151 


AUTUMN BLONDE 


Color 91 
WOODLAND BROWN 


Color rr 


RUGBY TAN 


Color so 
WHITE 


Color s1 
CHAMPAGNE 


Color 88 
BRONZE 


BLACK 


Quarter linings of our Colors 
so White, 51 Champagne, 71 
National Gray, 170 Pearl Gray, 
1st Autumn Blonde, being 
aniline dyed with no surface 
finish, lessen crocking of hosiery . 
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NEW ENGLAND'S REPRESENTATIVE 

LINES OF SMART FOOTWEAR WILL 

BE ON DISPLAY AT THE BOSTON 

SHOE AND LEATHER FAIR—JULY 
7-8-9. 





WE URGE EACH VISITOR TO STUDY 

THEM ALL, THEN “PLAY: BALL” 

WITH ONE MANUFACTURER IN 
EACH GRADE. 


IN EVERY GRADE NEW ENGLAND 

HAS SOME MANUFACTURER WELL 

FITTED TO SOLVE YOUR MAIN 

PROBLEMS OF STYLE, VALUE AND 
SERVICE. 





BANCROFT WALKER COMPANY 
BOSTON, MASS. 
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Color Supremacy sc 


KN OW the approved autumnal shades 
which we shall display at 


Booth 13 


BOSTON SHOE STYLE SHOW 
CHESTNUT 
BROWN 


GOLDEN 
BROWN 








OAK LEAF 
CARAMEL 
TITIAN 








RED ASH 


THIRTY-ONE 
CHOW 


Kid 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22. N. 5th St., Philadelphia 


Tanneries 
Wilmington, Del. 
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Mildred 


Irs fine to see the increasing number of buyers who have the 
“Brophy Habit”—these older customers who have tried us 
out, and now have confidence. 




















Our Boston Salesrooms at 89 Bedford Street will be the welcome 
headquarters of all those buyers who know—or desire to 
learn about the 


Sincere Shoes— 
Quality Shoes— 
Duplicate Order Shoes 
which Brophy makes. 


rs) BROPHY BROS.SHOE.CO. ( 
BOSTON SOUTH sini 
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FALL STYLES 
WILL CALL FOR 


Black Suede and 
Brown Suede 
In Velvetta Calf 
Russia Calf 


In mellow Brown Tan shades 


For evening slippers the 
Pastel shades in Velvetta Calf 


Individuality in leather means 
individuality in shoes. Such shoes 
sell today. Hunt-Rankin leathers 
are distinctly individual. 


Hunt-Rankin Leather Co. 


Manufacturers of Fi Calf Leathers 


106 Beach Street a Boston, Mass. 
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HAVERHILL,MASS. 


Herman 6. LRWts inc. 


OUR GENUINE HAND TURNED 
FOOTWEAR IS BUILT UPWARD 
TO AN IDEAL INSTEAD OF 
DOWNWARD TO A PRICE 


When writing to advertisers please mention Boor anv Snow Reconpen 
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SUPPORT 


THOMSON-CROOKER 
SHOE CO. 


= REG. U.S. PAT. OFF. y 

































































We Make Ti hem at the Boston Show 


ZR NE of the features at the coming Shoe and 

Y eee ; t Leather Fair in Boston, July 7, 8 and 9, that 
4) p ip offers both interest and profit to visiting buyers 

will be the complete production plant which 

we will 0 operate in the basement of Mechanics Building. 


Every operation connected with the production of our 
famous Arch Support shoes will be carried out in full view 


of everyone. 


By those merchants interested in Corrective Footwear this 
opportunity will be appreciated because it gives them an 
exact idea of just how these shoes are made. 


Thomson-Crooker Shoe Co. 
18-26 Station Street 
Boston ie re Mass. 
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SUPPORT 


THOMSON -CROOKER 
SHOE CO. 
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Corrective Footwear for Women 


Dealers throughout the country should send for our complete 
catalog, showing forty styles of our Corrective Footwear car- 
ried in stock. This branch of our business is growing every day; 
its success proves the merit of the shoes we are producing. 


Complete lineof Thomson- 

Crooker shoes on display, 

Booths 78-79, 90-91, Boston 

Shoeand Leather Fair, also 

at Room A, Copley Square 
Hotel 


No. 450 Price $4.00 No. 460 Price $4.25 
Black Kid Oxford, Tip, Welt, 13/8 Rub- Black Kid Two-Strap Claire, Imitation 
ber Heel. Combination Essex Last, AAA Tip, Welt, 13/8 Rubber Heel. Combina- 
to E. tion Essex Last, AAA to E. 


No. 451—Same in Brown Kid. No. 458—Same in Patent Leather. 
No. 452—Same in Patent Leather. No. 459—Same in Brown Kid. 


Thomson-Crooker Shoe Co. 


18-26 Station Street 
Boston i ib Mass. 
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Endicott-Johnson starts the 
ever conducted 


IG news! Endicott-Johnson 

shoes for boys and girls are 

going to be advertised—in a nation- 
wide campaign. 


You, the shoe merchant, know 
about Endicott-Johnson and the 
“Better Shoes for Less Money” on 
which we have built our reputation. 
You probably know, too, about the 
vast resources and facilities repre- 
sented by the E-J tanneries and 
factories. 


: 


Our advertising will tell the story 
to the public— it will broadcast the 
quality, wear and money value of 
Endicott- Johnson shoes for boys and 
girls. Everywhere, in these days of 
continued high cost of living, the 
mothers and fathers of growing 
boys and girls are asking, “Where 
can we find shoes that last longer 
and cost less?” 


we TTT 


Se aR es oe 
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Greatest Advertising Campaign 
on boys’ and girls’ shoes 








Endicott- Johnson national adver- 
tising will appear in The Saturday 
Evening Post, The Ladies’ Home 
Journal, Good Housekeeping, 
McCall’s, People’s Home Journal, 
Woman’s World, Holland’s Maga- 
zine, The American Boy, Boys’ 
Life, Child Life. Repeated inser- 
tions; tens of millions of separate 
messages! 


The greatest advertising cam- 
paign on boys’ and girls’ shoes ever 


—- Oo < 
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They are go- oineiil 





girls too. And 











ing to know— 





it will help you 





for the answer 
is: Endicott-Johnson shoes for 


boys and girls. 


Every shoe merchant appre- 
ciates the value of boys’ and girls’ 
shoe trade. And Endicott- Johnson 
advertising is the kind that will 
help to make business for you. It 
will be spread on the pages of 
leading magazines of national 
circulation that go into the home. 
It will be read by millions of 
fathers and mothers—by boysand 


ENDICOTT 


build up busi- 
ness on Endicott-Johnson shoes 
—for Endicott-Johnson shoes are 
the kind which bring customers 
back to your store. 


Of course, you will see this ad- 
vertising. But before it appears 
you will want to take advantage 
of it—and learn how to doso most 


effectively. We will be glad to 
give you full particulars. 


Endicott-Johnson, Endicott, 
N. Y.; Jersey City; St. Louis. 


- JOHNSON 


Better shoes for less money 
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Be “Last Wise” 
Before You Buy 


OME to “last headquarters” and meet our experts who 
frequent the highways and byways of style and can give 
you a NATIONAL LAST and STYLE VIEWPOINT. 





This scene is typica! of how shoe- 
men congregate at United Last 
Beoths and Display Rooms. You'll 
see this repeated at the BOSTON 
SHOE STYLE SHOW. They 
know where to come for real last 


information. 


<> MUU 
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SONNET AARNE ATT 











BOOTHS 281 and 282 


BOSTON SHOE STYLE SHOW 
ONSULTATION with us incurs no — 


obligation, and we welcome the 
‘opportunity to exchange ideas with you. 
All our latest models will be shown in 
actual shoes as well as in wood. 


UNITED LAST COMPANY 


BOSTON, MASS. 
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What Kind of Shoes Do You 
Want for Your Own Children? 


First—Shoes that will be comfortable and 
allow your children’s feet to grow 


properly. 


Second—Attractive appearing shoes that 
are also soft and pliable. 


Third—That will wear as long as you can 
put soles onto the upper. 


SPORT WILO in your children’s shoes will give you all of 


these three leather essentials for a perfect child’s shoe. 


The style trend for FALL shows that 


Our COFFEE, 
DARK and LIGHT SMOKE 


will be the predominating shades, therefore the best selling 
colors. 


For unusual shoes, order any of the 


Be Sure You Get following shades: 
What You Order 
If You Specify Red Light Smoke Cocoa 


White Log Cabin Pearl 

Blue Beige Tangerine 

Green Silver Gray Black 

Chocolate Dark Gray Olive 
Dark Smoke 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W | a Oo Leathers 


Reg. U. 8. A. ‘ 
10 Spruce Strect, New York — BRANCHES— 308 Leather Trades Bldg., St. Louis, Mo. 
231 West Lake Street, Chicago, II. 
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BOOTH 12 


Boston Shoe 
Style Show 











The BEEBE lines include VICI Kid, 
CORONA Patent, Suede Calfskin, Black 
and Colored Grain Calfskin. 


Also Sheepskins, Side Leathers, Calf 
Linings, Splits, Satins and Cotton Goods. 


Lucius Beebe & Sons 


INCORPORATED 
129 South St., Boston, Mass. 
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BURDETT /|E 
The Growing House ! 
| jer Growing Gir 's' Foolwear SB ~ 



























Featuring The “Lila” On Our New 
74 Last, (arrying 1/8 (overed Heel 


“The Burdett Plan” enables you to attract the profitable 
patronage of those fussy young women we term “Growing 
Girls.” 


We build and plan with the style and fitting requirements 
of this important market constantly before us. And Burdett 
Quality leaves nothing to be‘desired by those merchants who 
value their good name. 


The Plan includes In Stock service on many styles. The 
monthly bulletin will reach you regularly, upon request. 


Our Boston SALEsROOM 1s AT 183 Essex STREET. “LEN” AND “Hap” 
BurpDetr WILL WELCOME You 


URDETT SHOE COMPANY 


FACTORY SALESROOM 
278 BROAD ST., LYNN, MASS. 
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Letta ba 
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shoes!” 





SAUQUOIT SILK 


FOUNDED 


PHI LADELPHIA, 


EXCLUSIVE 


NATIONAL FABRIC 
MAIN OFFICE, 58 LINCOLN ST, 


NEW YORK, 
BRANCHES { piapeenia 


BROCKTON. 
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T\ XPERIENCE has taught me to look for 
that deep, rich lustre which seems to sink 
right into the satin. It is no surface lustre, but will - 
last as long as the shoe itself.” 

uguoit Shoe Satin is made by a mill with over 
fty years’ experience in manufacturing silk 
abrics. Only the highest grade of Japanese silk is 
sed in the construction. 


SAUQUOIT 
SHOE SATIN 


is absolutely “pure-dye,” which means When you specify Sauquoit Satin, you 
that there is no artificial weighting know that you are getting the best, for 
whatever. It is this superior quality there is nothing better. 

of silk and the pure dye which insure 

the rich, deep, permanent. lustre. Only SEE THE LOOM WEAVING SAU- 
the most skillful weavers are allowed to QUOIT SATINS AT THE NEW 
work on Sauquoit Shoe Satins, and every ENGLAND SHOE AND LEATHER 
yard of the material is carefully in- EXPOSITION—BOSTON, JULY 


spected before it leaves the factory. 7, 8, 9. 

















MANUFACTURING CO. 


IN 1874. 
PA, U.S.A. 


SELLING AGENTS 


© FINISHING CO. 
BOSTON, MASS. LLS.A. 


CINCINNATI 
CHICAGO } BRANCHES 
ST LOUIS 
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HEN we announce a new TONY 


color, we appreciate that the trade, 
recalling our numerous color successes, will 
expect much of our newest — 


Reg. U. S. Pat. Off. 


AUBURN 


HE demand for this new fall shade has 

developed so rapidly that we were 
booking real orders for it almost before we 
realized the sampling stage was past. 


Buyers in the Boston Market 
Are Cordially Invited to See 
TONY AUBURN at our Salesrooms 


CREESE & COOK COMPANY 


SALESROOMS TANNERIES 
95 SOUTH ST., BOSTON TONY AUBURN DANVERSPORT. MASS. 


P. A. HENRY & CO TONY GOLD 
. A. & CO. 
706 Broadway, Cincinnati, O. TONY TAN 


62 Mason St., Milwaukee, Wis. TONY BROWN age gn ogg 
Leather Trades Bldg., 


rai tary A TONY RED NEW YORK CITY 
ears ai i TONY BLACK 
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The MORIN PROCESS Shoe 


IMPROVED WELT 


(Patented) 


has so many talking points that we cannot begin to give 
them here. You have to see them manufactured in 


order to appreciate what MORIN PROCESS Shoes 
will do for the store that sells them. 


WHEN IN BOSTON, VISIT OUR FACTORY 
AT 121 BEACH STREET (near South Station) 


and see us make shoes such as will make your 
customers forget any other kind they ever bought. 


This Boot Retailed for $22.50 the Pair 
and after a few months the owner couldn't wear it. 


Notice how the insole has curled up at the edges. 
That’s what makes the. feet hurt. Regardless of 
price it’s bound to occur in the old process welt. 


The old 
way 


Notice that the lining 
is worn through where 
the arrow points — 
caused by the weight 
of the foot being 
thrown inward and the 
right side thrown 
upward. 

The owner had a 
big callous at this 
point. 


Note also the inequality of the tread --- how the foot 
has been turned inward and the body weight thrown 
out of plumb as shown by the way the bottom 
filler has pulled away from the sole at the left. 


This Oxford Retailed at $8.50 


and was worn several months 
with supreme comfort. 


Note that the insole is almost perfectly flat. 


That there is no bottom filler but only solid 
leather resting on solid leather. 


That there are no ridges at the sides. 


That the shoe treads perfectly flat; the wearer 
is walking with a perfectly balanced body. 


That’s thewaythe MORIN PROCESS works. 


The new 
way 
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The Great Re public--185 3 


The finest and fastest clipper ship 
ever launched. Planned and built by that 
king of Clipper Ship designers, Donald 
McKay. 

Launched in 1853 and established an 


unbeaten record for Clipper Ships from 
New York to England in 12 days. 








A HEARTY KEW ENGLAND WELCOME 
awaits you at the Boston SHoE AND LEATHER Fair, 
Juty 7,8,9, where you will find EDWIN CLAPP 
SHOES shown at BOOTHS 242 and 24}. 
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She Day 
of the Qh pper 


ie N THAT stirring decade before the Civil War, 





Pan 






(lig) when Yankee commerce and Yankee footwear 
By OD) sped to the ends of the earth, Clapp’s fine boots 
——' won international fame as sweeping as that of 
the Clipper Ships which carried them. 


Well schooled in fine boot-making by their father, 
James Sylvester Clapp, James Henry and Edwin Clapp 
rapidly built up a reputation second to none in the highly 
skillful art of making Napoleon and Opera boots, which 
were the accepted types of that interesting period. 


When shoes replaced boots, the Clapp organization was 
one of the few that successfully met the new demand, 
their contribution being a line of light, fine, dressy 
models which at once won the approval of particular men 
the world over. 










For three quarters of a century this company has 
continued to meet the demand for the finest foot- 
wear, the present trend toward extremely 
rE light models being right in line with 
: their experience, Edwin Clapp as no 
[R, other manufacturer being the pioneer in 
Dp this special type of artistic shoemaking. £4 


The **St. Francis’ 























Oi Y East WEYMOUTH. 
q LOM) MW. Mass. U.S A. 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 


ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 
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For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N. Y. 
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No. 907 
Women’s Black Satin Strap | 





A welcome awaits 
visiting buyers at 54 
Lincoln Street. 


In Attendance 
CHaRLEs E. DALE 
GrorcE L. STANWOOD 
J. CHARLES STEDFAST 
a : ; B. WHITE WILLIAMS 
Our strong position in the production of |  Cnanpzer F. Bearce 
popular-priced footwear for women, misses _ | > 
and children is the result of intelligent | 
specialization and the giving of good values 


and prompt service. 














Our complete line of both fabric and leather 
samples is on display at our Boston Offices. 


DINGLEY-FOSS SHOE COMPANY 


Fabric Shoe Manufacturers to the Wholesale Trade 


AUBURN, MAINE 
BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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210 South Street ' 


The complete line of 
Lawrence Leathers will 
be displayed on the street 
floor of our Boston store 
during the week of July 6th 











=~? 


NACO CALF WEILDA CALF 
NUBUCK 
BLACK DIAMOND PATENT 


LEATHER COMPANY , 
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The Wise Dealer 
Thinks of the Future 





And he judges rightly that the shoes 
most certain to help his business are 
those which have the strongest qual- 
ity foundation. ~~ 


WEBER SHOES to -sell at $5 to 
$7.50 have an honest to goodness 
value maintained for‘ over thirty 


years. 


Lighe Tas Scorch Gran WeEsER Bros. SHOE Co. 


98 Blucher Oxford 


"Ste Tip North Adams, Mass. 


oft Ti 
Bleached Calf Lining 


H Single Sole 
Shoulder Roll Heel 
New York Office: 1328 Broapwary, Marszivos Broo. 


H. Haraus, Rep. 








F YOU believe in building a 
reputation for giving special 


leather value in your shoes, you 
will like COLLIS Black and 
Colored Calf. 
New Fall Colors 
1 CONGO BROWN 





OCHRE BROWN 
fa E CEYLON TAN 
4 ACKROW TAN 
BLACK YORK GRAIN 
B-O-N-I TAN 


“a fu l / & rain ed Samples on request 


upper leather Sold exclusively in the U. S. A. 
By 


The Day Gormley Leather Co. 
195 South St., Boston, Mass. 


THE COLLIS LEATHER COMPANY, LTD. 


AURORA, ONTARIO 
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FACTORY AND HOME OFFICE 
AUBURN, ME 


\ Vi show you these pictures of our new 
salesrooms, Suite 304 in the Albany Build- 
ing at the corner of Beach and Lincoln 
Streets, Boston, that you may be familiar 
with our “Open House’”’ during the busy 
days of the July show. Our hospitality will 


be extended to every one in the trade and 
we will put forth every effort to make you 
just as comfortable and “at home”’ as you 
would be in your own office. 





= = 








SALESROOMS—ALBANY BUILDING 
BOSTON 
































&3 VERY reputable House has a special reputation. 


From various sources the echoes of the Cushman- 
Hollis standing are coming back to us. It is with consider- 
able pride that we thus sum up our own reputation. 


Re ter terpenes tetea : 


“The Cushman-Hollis Co. is today the style leader and 
style creator in the field of popular priced footwear for 
women.” 


This unique and enviable repute has been carefully and 
deliberately brought about by three factors: 


— Lo TOE a. ee Re et ed a ee an sd 


Intense specialization: 


a eel en i tn ge ee el 


A wide-awake and discriminating style instinct: 


A broad gauge policy of distribution for the 
benefit of all merchants—large and small. 


at 


During the week of the Boston Exposition the Cushman- 
Hollis Co. will re-sell its customers on the fact of our style 
leadership of America’s medium priced footwear. 





nan-Hollis Company 


SALESROOMS—ALBANY BUILDING 
ME. BOSTON 


FACTORY AND HOME OFFICE 
AUBURN, 
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FITTING SHOES AN ART 


Whether a natural talent or an acquired ability the perfect 
fitting of shoes is an accomplishment of importance to the 
salesman, the store and the customer. Shoes made of Sterling 
Quality leathers fit easily and perfectly and give the customer 
the utmost in Shoe Satisfaction. 


SterliiaGolt — Sterliig Kid 


S a cli 1g 
BRISTOL PATENT LEATHER COMPANY - BOSTON, MASS. 


DNAS A A OANA I I Ba 











You Are Invited to Call at Booth 19, Boston Shoe and Leather Fair, July 7, 8, 9. 
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"Theyve got tobe Stetson to be Snappy 











ON TO BOSTON/ 


Sor the 
ANNUAL MIDSUMMER OFFICIAL 
SHOE SHOW 


ip WEEK OF JULY © ae 


A Domnstete . SK STETSON SHOES 
STETSON LINE A SPECIAL STETSON FEATURE aad eee 





will be on display in 
MECHANICS BUILDING + = will be a Style Show and Revue in the State Suite es 
Spaces 276-277 of the Copley Plaza Hotel, the evening of July 7th Shoe Show 
and the afternoon and evening of July 8th,when 
STETSON MODELS WILL DEMONSTRATE STETSON SHOES FOR MEN AND WOMEN, FEATURING SNAPPY TIES 


Anentirely new Stetson Revue will be an entertainment to which ali retailers and their friends are cordially invited 
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hoes 


that ‘Dunbar originales 
At the Boston Shoe and Vosther air 
Booth 258 ~259 





The exhibit of the Dunbar Pattern Company 
will be of interest to everyone connected 
with the making or. selling of shoes: 


Not only will there be an opportunity to 
view many new styles which we have origin- 
ated and which have been made for us by 
leading manufacturers; there will also be a 
working exhibit showing just how Dunbar 
Patterns are made. 





We will welcome this opportunity to meet 
Your exclusive designs old friends—and we hope to make many 
are safe when Locked new ones at our booths or our rooms at the 


in the Dunbar Treasure 
Chest Copley Plaza Hotel. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 
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rh 
A.SHOEWISE 
says— 


These shoes pioneered 
in putting the new sales 
stimulus of Comfort into 
shoe retailing. 


You can’t go wrong on 
Fisher’s—nobody ever has. 


That Inside Construc- 
tion put many a selling 
idea into merchants’ minds, 


The only thing that ever 
sells a second pair of shoes 
is comfort, style to the 
contrary notwithstanding. 


Watch your step, is be- 
ing modernized to, Watch 
Your Shoes. 


A person may not see 
much in the transverse 
arch or the longitudinal 
one, but they understand 
clearly the burn of a cal- 
lous on the ball, or the 
quick stab of pain that 
comes of letting two bone 
surfaces grate together. 
What more do you want to 
increase business? 


The distance from the 
shoe store to the Chiropo- 
dist is a short one, some- 
times. And there’s a selling 
thought. Fisher’s Shoes 
make better feet. 


Try men’s Luxurest 
Slippers. There’s a reputa- 
tion behind them that will 
work in your favor on 
every sale you make. 














2) 





The Fisher Line of 


Slippers a Show 
Week Feature 


A rested foot is the greatest advocate of style. 


It leaves its owner eager for more and better foot- 
wear generally. 


There’s nothing spectacular about a slipper any 
more than the foundation stones of your store. 


They stand for service and satisfaction in the 
shoe store. And there’s as much difference in con- 
struction and quality as in any other type of shoe. 


_ .The great opportunity to actually compare value 
is possible only at such a gathering as during the 


At Booth No. 92 


It will do your store good to see the possibiliti 
in the Fisher Lines. — 


“Shoes For the Occasion” 
' NB. S. M. A. 


7%, SPisHER &es\oN IN e 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street Chicago Office: 45 So. Wells Street 
Philadelphia Office: 44 N. 4th Street, Merchants Building 
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A DOUBLE PROFIT 


FOR SHOE MERCHANTS 


To increase your business, Mr. Retailer, follow the idea of 
a leading merchant in New York. 


“We use the BETE Ventilated trees instead of shoe 
forms,” he writes, “for displaying shoes. We save the ex- 
pense of forms and when we are through with the trees for 
that purpose we take them out and sell them for home use. 
We never have sold so many trees as since we adopted this 
plan and we wonder why we did not do it long ago.”’ 


There is a double profit in saving forms and selling trees. 
Mr. Retailer, show them in your windows and sell them 
in your store to increase your business and your profits. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 


When writing te advertisers please mention Boot anv Suox Recoanper 
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EVER THINK THAT A SHOE 
LACE CAN MAKE OR BREAK 


SALES? 


Big business is built up, and sales made, on favorable im- 
pressions. 


A cheap shoe lace, in an otherwise good shoe, creates an 
unfavorable impression. 


‘ “Cordo-Hyde” shoe laces are so different from ordinary 
laces, they tie so easily and stay tied so securely, they 
look so nice so long, that they help the sale of the shoes 
which carry them as “standard equipment.” 








On every order to your shoe manufacturer add this— 


“Use Cordo-Hyde laces 
in these shoes.” 


_. SHOE LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON, MASS. 
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T IS our business to give our allies, the shoe manu- 

facturer and the shoe retailer, in RUBY KIDa 
black glazed kid that will not be only as good as 
experience and ability can produce—but (more important still) will 
continue as nearly as possible the same in beauty and service year 
after year in shoe after shoe. 


It is therefore with distinct pride and pleasure that we are privileged to acquaint 
the retail shoe trade with the fact that for years the firm of 


EDWIN CLAPP & SON, Inc. 


EAST WEYMOUTH, MASS., 


have continued to use large quantities of RUBY KID in their black kid shoes. 


Well knowing the exacting standards under which CLAPP shoes are produced, 
we feel that no higher tribute could be paid to RUBY KID nor a more impressive 
recognition be asked that RUBY KID will give the same service this year as it 
did last year and the same service next year as it did this year. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 
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A YEAR ROUND SELLER—IN S 1OCE, 


AT ONCE DELIVERY 
THE PRICE IS RIGHT 


MADE ON THE WELL KNOWN “TRUFIT” LAST 
Sizes, 4 to 13 Widths, 6 to 8 
Write for Samples and Prices 


—— CONSTRUCTION ——— 


Made with Kid Lining, 
Arch Supporting Counters, 
Steel Shank if desired. 


LEATHERS 


Black—Havana and Golden 
Brown Kid—TIllustrated. 


BRIDGEWATER WORKERS CO-OPERATIVE ASSOCIATION 


MANUFACTURERS OF MEN’S AND WOMEN’S QUALITY GOODYEAR WELTS 


BRIDGEWATER, MASS. 
JOHN TOLIVASIA, Manager 


BOSTON OFFICE, 183 ESSEX ST. N 
NEW YORK OFFICE, 432 meme x § BLDG. A. H. SIRINE, Representative 
LD MAN” LAMB, Representative, 296 LOCUST ST., AKRON, OHIO 





























BERLIN 
The 3rd SHOE AND LEATHER FAIR eotumm 


August 9-12, 1925 
Sunday to Wednesday 


Arranged by 30 leading trade associations of the German shoe and leather industry 
under the management of the Berlin City Council. Will be the largest and most 
comprehensive Special Exhibition of all the latest developments of the German shoe 


and leather world, including Offenbach fancy goods. 





Other Special Fairs in Berlin in 1925 


Aug. 23-27 Second Clothing Fair 
Sept. 4-13 Second Radio Fair and Exhibition 
Sept. 25-Oct. 4 Cinema and Photographic Fair (Kipho) 














Prospective visitors and exhibitors please apply to 
Arthur H. Farrell, Manager Foreign Department. 
BERLINER MESSE AMT. 

Breitestr. 35 
Berlin C. 2 
Germany 


— _ a 
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We Make McKay Sewed Shoes 
of the Better Sort 


OR many years, H. M. & H. Welts 
satisfied the demands of an exacting 
clientele. Our enviable reputation as 
makers of worthy shoes became well 
established. 
Keeping constantly in tune with the chang- 
ing requirements of this great market is 
our privilege and duty as forward-looking 


manufacturers. 

And now, for over a year, H. M. & H. McKay 
sewed shoes have been adding materially to those 
factors which cause buyers to place full dependence 
on the offerings and service of a manufacturer. 








Mr. Maxwell Will Welcome You 
At BOOTH 45, BOSTON SHOW 
Salesroom—126 Summer Street 


HENNESSEY MAXWELL and HENNESSEY 
Lynn ,Massachusetts 


126 Summer Street, Boston 


-MADE GOOD TO Pi fels= GOOD" 


UOT TT Udy ae ~ Mel 























iinet miles 
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TRAIL-MOC 


Flexible 


- Bend like birch boughs: 


























For WORK or PLAY 


Goodyear Welt Moccasins that can’t be beat 
for comfort and long wear. Send for catalog 
of styles in stock. 


In Stock 


2% 10 Days 
F.OB. Portland 


Steck No. 502—Men’s 5-inch Tan Oil Grain —— - 
Stock No. 510—Women’s Chocolate Elk. 


Moccasin, Uskide Sole $3. 
—- No. 504—Men’s Chocolate Elk Oxford, “‘Gakide Munson. Bearfoot Sole. Price.........$3.00 


Bliss & Richardson Shoe Co. Portland, Maine 





— — °° > > © — — 














LOTUS SHOES Shoes of Standing 


(Made in England) for street wear, sport wear and hunting. 


IN STOCK IN BOSTON 


Our summer weight dress shoes wear well 
and are water resisting. 


Our guaranteed water-proof shoes and hunt- 
ing boots have no equal anywhere. 


Our patented golf shoe, No. 863, is scien- 
tifically designed to resist the strains imposed 


by this sport. 





12 styles carried in stock 
at Boston headquarters 





FOR MEN AND WOMEN 


THE TOOMAY COMPANY 


145 South Street, Boston Sole Distributors for Lotus, Ltd., in the U. S. 
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IS COMPETITION PROVING 
A STUMBLING BLOCK? 


Are you getting too much pressure from chain stores, 
cut-price stores and “sales” stores? 





Is your store, like a good many others, afflicted with 
too many shoe stocks? There is only one answer— 
one way in which you can avoid all this distressing 
competition. And that is, by having something differ- 
ent—shoes that the other stores do not handle. With- 
out. such a merchandising advantage, sales resistance 
will be hard to overcome. 


Pied Pipers are THE GREATEST TRIUMPH IN 
PRESENT-DAY SHOEMAKING. They have 9 
patented and exclusive features which no other shoes 
can claim. Unquestionably the strongest merchandis- 
ing proposition a juvenile department can obtain. 


ED PIPER 
SHOES 


FOR FALL 
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Straps, oxfords, low shoes, high shoes, com- 
binations and inlays—for little infants, infants, AT B OSTON 
children, misses, youths and growing girls—in ROOMS 218-220 





calf, elk, patent, kid and buck leathers. 





ESSEX HOTEL 





Distinctive patterns—distinctive construction—and 














a distinctive saacceaicnsied and selling policy. July 7-8-9-10, 1925 
vA/e j J $e SA Co; NEW YORK OFFICE 
AND SAMPLE ROOM: 
607 Marbridge Bldg. 
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Trade Mark Reg. 


There’s An Ideal Baby Shoe for Each 
Youngster Up to 3 Years of Age 


SOFT SOLES FIRST STEPS TODDLERS 
For the Infant-In-Arms. A For the “First Stepper.” A For The-Baby-On-The-Floor, 
soft foot covering, giving just very flexible hard-sole, on just learning to walk. A semi- 
the necessary protection. roomy lasts. An ideal shoe ard sole, for support. 
F for the beginner of “Life’s 1tos 


Oto4 
Journey.” 
2tos 


No. 521—‘First Step” flexible s.s. 

No. 178—“Soft Sole” white wash- process one-strap. Patent leather No. 363—‘“Toddler” (semi-hard sole). 
able kid. Button or blucher lace. perforated vamp—white, tan or Made in white, smoked and tan elk. 
Pink or blue perforated cuff top. smoked elk quarter. “U. S. Army” No. 364—Same, in white washable 
dozen $12.00 last. Per dozem ccs. need kid. Per dozen .. veeee lf LBS 


Per 
In Stock In Stock in Stock 


Your Requestjfor the Catalog is the First Step Towards Better Profits 


MRS. DAY’S 
IDEAL BABY SHOE 





BOSTON OFFICE 
DANVERS 12 WEST ST., ROOM 616 MASS. 
NEW YORK OFFICE Phone Beach 8060 CHICAGO OFFICE 


ma! Poorth —— sees Line Always on Display 
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CHELL\ /ELCH 
ADEWELL 















Don’t come to ‘see the Mitchell- 
Welch Line—unless you’ re inter- 
ested in ‘‘the best:$5.00,Retailers* 
the market affords.”’ 


BOSTON SHOW 


Booth No. 73 


Boston Salesroom 
89 Bedford: Street 





Our shoes are made well, of worthy materials, 
according to these specifications —-On pump 
lasts, assuring snug fit at heel.—Solid leather 
innersoles.—Long counters.—French corded. 
—Full breasted and Cuban wood heels, with 
“* Uskide™’ toplifts. 








*Sold in cases 
of 36 pairs on 
a width. 





MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 














will exhibit 2. beer fore- 
cast. of Fall Styles in 
Brie and VEL Ta 


FOR WOMEN 


As well as ornaments and 
Factory Supplies 





REMEMBER. - 
Haverhill is the Slipper 
City of the World - 

















L HAVERHILL } 
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VISIT this HAVERHILL. 
Section and Compare 
i _ Haverhill shoes pes : 
Style | Nic 
; | are Bhex accist ue 
then for materials % 
then for workmanship 

then for Price 


Youll find a. Haverhill Shoe 
a any price from*150 to*6.00 


&. pair. every one worth its 
price in honest yale vee 


REMEMBER He Le eeay a ee 
Haverhill operates under a an 
Peace Pact and is See 
Free from Labor roumies -? 


JINVITES YOU ~~ 


eee 
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Bé content with nothing less 
authentic than these 


NEW CASTLE BROWNS 
in your smart fall styles. 


Color 3 


ROYAL BROWN 


Color 31 


HARVEST BROWN 


INDIA TAN 


HYEN the skill of our veteran organization could 

not alone produce the color subtlety and 
individuality of these NEW CASTLE colors. But 
when their expert hands are applied to the choicest 
raw stock that grows, we deliver that unrivaled result 
that everybody knows as typically NEW CASTLE. 


June 27, 1925 


These colors correspond with 
those recommended for Fall by 
the Joint Styles Committee: 


Color 3 ROYAL BROWN t0 
RUGBY TAN 


Color 31 HARVEST BROWN 
to WOODLAND BROWN 


Color 98 INDIA TAN 
to INDIA TAN 


NEW CASTLE LEATHER COMPANY 


NEW YORK 
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C.H.ALDEN CQ 
Ne 


v5.» 


6 toes ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly-in the interest of 


ALDEN customers. 





Booth 267 Our plan also includes quick 
BOSTON SHOE delivery service on certain lines 
STYLE SHOW altho’ this is not an in-stock 


July 7-9 proposstion. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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PRICE ONLY | 


Shoes on floor for Immediate delivery. 
Oxfords made up for 30 day delivery. 
Stock No. Last Widths Sizes 
1 Mah. Calf Ortho A-E 5-12 

31 Black Kid Ortho A-E 5-12 

2 Mah. Calf Broker A-E 5-12 

12 Black Royal Broker A-E 5-12 
32 Black Kid Broker A-E 5-12 
55 Black Kid Wall Street BD 5-12 
62 Brown Calf Broker AE 5-12 
42 Brown Kid Broker A-E 5-12 


P511 Black Boarded Calf Police B-EE 5-14 
Double Sole—Storm Welt. 























No: 1 ORTHO — 


Mahogany,.Black,. 
and Russia Tan any, Black Royal, 


Calf. Black, Brown : EDMONDS “FOOT-FITTERS” are made Brown and Russia 
and Tan Kid. from high-grade calf and kid skins, Rock Oak Tan Calf. Black, 
outsoles, 7 or 8 iron non-collapsible oak in- Brown and Tan Kid. 

soles (no cork filler), extra long leather 
counters and specially long rubber heels, calfskin inside 
counter pockets, corrugated arch-supporting steel shanks. 


ALL “FOOT-FITTERS” are made on the Combination 
Last and Patterns and fit the foot like a doctor’s band- 
age. We invite the most rigid inspection of our Split 
Shoe Demonstrator — The Buzz Saw Test. 


EDMONDS “FOOT-FITTERS” are the only complete 
line of men’s dress shoes in America being offered at a 
standard price. Young Men’s dress shoes, staples, double 
sole, arch support and Cushion sole shoes are one price. 




















$4.60 $A.85 
oe 


5% — 15 Days 


net 30 days 























{FOOT-FITTER }, 
No. 2 BROKER — 


carn i ef icnan’G 
We a er 
Edmonds FOOT-FITTERS fit all Feet 


’ =—ti XII: = { 
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DU-FLEX 


GUM SOLES 


Two recent styles in our two- 
unit soles that add sales fea- 
tures to your shoes. 





DU-FLEX FAIRWAY 


This is primarily a golf and sport 
sole, with a raised design (reversed 
on each foot) that assures a firm, 
gripping “stance” no matter at 
what angle the foot may be placed. - 
Sure-footedness is certain with the 
DU-FLEX FAIRWAY. 


DU-FLEX LA-TEX 


There’s more of a Style element in 

this Sole. It is fine-textured, with a DU-FLEX 
crepe effect on heel and sole that is FAIRWAY 
most pleasing to the eye and aie ing EITHER 
to the foot. It insures a springy, . STITCH 
footed stride. OR 
Both soles are two-unit. The base sole CEMENT 
of fibre and pure rubber is coated with 
La-Tex Crepe and sewed to the welt; 
the outer sole is also coated with La- 
Tex Crepe, and the two coated surfaces 
are then cemented os raeee forming a 
permanent, inseparable union. Made in 
all standard colors; heels with either 
straight or bevel breast. 


Ask for DU-FLEX GUM SOLES on ° 
your shoes—your manufacturers 
DU-FLEX will be glad to comply 
LA-TEX Made Only By The 


" AVON SOLE COMPANY 


AVON, MASSACHUSETTS 
See our Exhibit at the New England Shoe and Leather Fair—Booths 53 and 54 
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BRITON 


Made from J. S. Barnet’s 
No. 973 Calf. Tan Wal- 
pole Welt. Zim Wing- 
foot Heel—Natural Heel 
and Edges. 


See the 


Complete Conrad Line 


Booths 291-292 





Copley Plaza Hotel 





Westminster Hotel 





Boston Office, 10 High St., Room 404 


CONRAD SHOE CO. 


BROCKTON (Campello) Mass. 
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Therez Lex- Competition In Quality 
Than There Ever War In Cort ! 


Most competition — in the 
men’s shoe field is on a price 


basis. 


Competition is reduced to a 
minimum, when you make pat- 
tern and design equally import- 
ant issues, and when you retail 
shoes that fit correctly, and 
have it in them to grow old. 


London Character Shoes have 
both the elements that make 
for eminence as you will see 
when you visit the Character 
Display at our booth No. 252 
or the Copley-Plaza. 




















CHARACTER SHOES 











LONDON CHARACTER JHOE Sate 


ett ~~ Pe 
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Member of the National Boot and Shoe Manufacturers Association 





CABLE ADDRESS 
“BONRICHE™ HAVERHILL 
WESTERN UNION CODE 
“BENTLEY, A.B.C. Sth ED.’ 
“WESTERN UNION 5LETTER © 







TRADE MARK 


HAZEN B. GOODRICH & Co. 


SHOEMAKERS 


TURNS EXCLUSIVELY 
MEN'S AND WOMEN'S SLIPPERS, OXFORDS, PUMPS 


HAVERHILL, MASS. 











June 26, 1925 







Edgar J. Shaw Co., 
Cornwall, Ohio. 










Dear Mr. Shaw:— 


Just now we are showing a most unusual and artistic assortment 
of LADIES' BEADED SLIPPERS created in our own designing department, and 
decorated by clever needle workers under our supervision. 







Be sure to see GLORIA, LATTICE, FIFI, TRELLIS, and many 
another beautiful creation, for there is nothing so popular in Shoedom 
today as HAND BEADED SLIPPERS. 







This work has been a specialty of ours for years. We are 
pioneers in the art, but modern in style. We have the materials, the 






a 






patterns, and the craft. 





For this type of shoe the GENUINE HAND TURNED construction is 
supreme. No other process compares with it in elegance and smoothness. 







We use it exclusively. 





These slippers may be seen at the Haverhill Section of the New 
England Style Show July 7th, 8th, and 9th, Mechanics Building, Boston, 
together with other novelties in Ladies' Footwear, and a splendid dis— 
play of MEN'S HOUSE SLIPPERS, representing the largest line of Men's 
Fine Slippers in the world. 





You are cordially invited to make our location, Booths Nos. 
295 and 296, your headquarters during the Fair. 





a errr mmenarenmenesenes 







Respectfully, 





HAZEN B. GOODRICH & CO. 
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The prevailing favorite from coast to coast 
in Axtec. Very effecteve also in Viking and 
Norwegean — Vegetable Tanned. 
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| Salho | 


AN EXTREMELY LIGHT 
AND LIVELY TAN, ENJOY- ( 
ING AN EXTENSIVE SALE 
AND DEMAND WITH LEAD- 
ING MAKERS. 


ORDER IT IN AZTEC FOR 
THE SMOOTH SURFACE OR ! 
IN NORWEGIAN FOR THE , 
BOARDED FINISH. t 


BOTH ARE VEGETABLE 
TANNED FOR FINER FIT 
AND SERVICE. © 


























A.F.GALLUN &SONS CO. & 


MILWAUKEE, WIS. 

















BOSTON, MASS. 





Only A Very Few 

Typical Bargain 

Lots Can Be Listed 
Here 


At $2 1 Women’s Pat- 
e ent One-Strap, 

Covered Wood Heels, Spanish 

and Cuban. Sizes, 3 to 7, 3 to 8. 


At $1 7 Women’s Pat- 

° ent Cut - Out 
Vamps and Fancy Stitched One- 
Strap. Sizes, 3 to 7, 3 to 8. Cu- 
ban and Low Leather Heels. 


Men’s Light 
Tan Bals and 


At $2.7 


Bluchers, Balloon Last, Goodyear 
Welts, Rubber Heels. Sizes, 6 to 
9, 6 to 10. Same with Tiger Welt- 
ing, $2.85. Same in Oxfords at 
$2.60. 
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‘Se ROSEN 


YOU WILL SAVE 


DIRECT TO BARGA 


UR big volume Purchasing 
than ever to every shoeman 


JOBS and NOVELTIES AT 


You can save the expense of your 


S. ROSENBERG 


At $2.0 Boys’ Tan 

Goodyear Welt 

Bals and Bluchers. Sizes, 1 to 

514. Little Gents’ sizes, 9 to 
131%, $1.75. 

Men’s Tan 


At $1.40 Scouts. Good 


Leather Soles with Rubber 
Heels. Sizes, 6 to 9, 6 to 10, 6 to 
11, 7 to 10. 


140-144 Essex 
At AT ic Women’s Felt 


Moccasins. 20 col- 
ors and combinations. Sizes, 3 


to 8, 4 to 8, 5 to 8. 
Women’s Fur 


At 9 Cc Trimmed Felt Ju- 


liets, Hand Turn, Rubber Heels, 
in Old Rose, Brown, Blue, Pur- 
ple, Oxford Grey, Wine. Sizes, 
4 to 7, 4 to 8, 5 to 8. 








St 
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of Jobs’’ 


15% to 30% by coming 
IN HEADQUARTERS 


POWER means more today 
looking for the best and latest 
A PRICE. 


buying trip by seeing us first. 


and SON CO. Inc. 


St., Boston, Mass. 
At $1.5 cae ot 


Men’s Brown 


At $2.10 Elk Moccasin 





ent and Tan Cut-Out and Swing 

Straps. Sizes, 1114 to 2. Chil- 

dren’s sizes, 814 to 11, $1.35. 
Misses and 


At $1.1 Childrens Light 


Tan Stitchdown Bals, Rubber 
Heels. Sizes, 1114 to 2. Same in 
Children’s, 814 to 11, $1.00. 


Bluchers, Armortred Sole and 
Rubber Heel. Sizes, 6 to 9,6 to 10, 
6 to 11, 7 to 11. Same in Boys’, 
21% to 5%, $185. Youths’, 1 to 
2, $1.75. Little Men’s, 10 to 


1314, $1.65. 

A : 8 Women’s Cabretta 
Comfort One-Strap, 

Rubber heels. Sizes, 4 to 8, 5 to 8. 
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BOSTON SHOE 
STYLE SHOW 





Comeand See These 
and the Many 
Others We Have 
on the Floor 
At $2.25 Gecivcar wet 


Army Bluchers, Rubber heels. 
Sizes, 6 to 9, 6 to 10, 6 to 11. 
Men’s Havana 


At $1.40 Kid Everetts. 


Hand Turned. Sizes, 6 to 9, 6 
to 10, 6 to 11, 7 to 10, 7 to 11. 


At $2.3 ner’s Satin 


One-Strap, Cut-Out Side, with 
covered Spanish Cuban and Low 


Heels. 
Ww ’s T 
At $1.25 oxtoca wexay 


sewed. Same in Gun Metal. 


Women’s Skin- 


all i-::::£::,:£-,7-__,,,,_,,,,_,, ————— eee 
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Elected Jor Fall By The Style Elect 








Ch OCYOrs 


YOU know 
that “Browns’”’ are compliments but 
assured favorites in the Fall Style by substantial ORDERS. 


scheme. 
You should know this authorita- 


SCHERER’SCOLOR rrhasbeen tive SCHERER shade before you 
elected by the style elect as their buy for the Fall. A sample will be 
favorite brown shade for Fall--not promptly sent at your request. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 
Factory at Newark, N. F. 














Colors of Absolute KE SSemce = Lashion Authority 
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Afwine©@rip 


GOLF SOLES 


PAT. APPLIED FOR 


With Interchangeable Steel 
Spikes and Rubber Studs 


Live shoe dealers will recognize at once the un- 
usual selling features of “TWIN-GRIP” golf 
soles. It takes less than five minutes to change 
from spikes to studs or vice versa, whenever or 
wherever the wearer wishes. 








Every golfer who sees this sole wants it—every 
pair you sell brings additional customers. Plugs 
or spikes can be easily replaced with additional 
profit to you. 


Key for changing plugs or spikes sup- 
plied with each pair of soles. Extra 
plugs or spikes in quantity as desired. 


Make your store the first in the minds of YOUR golf- 
ing public by showing them shoes equipped with 


“TWIN-GRIP” golf shoes. 

3 We will be glad to give you further information on request 
—also to arrange with manufacturers a license to make 
their own soles under “TWIN-GRIP” patents. 


TWIN-GRIP SOLE COMPANY 
300 “A’? STREET - - BOSTON, MASS. 


Urner models equipped with “TWIN- 
GRIP” soles. 
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Come in and see us! 


While attending the Boston Shoe and 
Leather Fair, step into. our Boston 


Office, 89 South St. 


We'll be glad to see you—for we have _ 
some new leathers to show you. 


The Fall The Fall 
LO.T,US Line VELOURS Line 
Aura Amber 
Rugby Tan India Tan 
No. 108 Tawney 
Mecca Nutmeg 


Coronado Hazel 
No. 104 Autumn Blonde 


Falcon Gray Velours 


Granada 


Made in Milwaukee 


Sold all over the World 


‘PFISTER & VOGEL | EATHER Co. 


MILWAUKEE, WISCONSIN 


Philadelphia St. Paul 
St. Louis 
Cincinnati 
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The Jean 
and other of the most exquisite 
’ styles will be on exhibition at 
- and Shey Tre the Boston Shoe and Leather 
° Fair. Also at the Copley-Plaza 

Prof; table and our Boston Office. 
MacLaughlin-Sweet, Inc. 

& 
Auburn, Me. 


Bosron Orrice, 10 Hic Srreer 
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y Any Piiterman Would Tell You— 
) “this-isn’t.the way to run a business” 


it) I YOU want RESULTs— concentrate! The National Retail Platform commends 
CONCENTRATION to make your business progressive and prosperous. 


4 


~\ 


~ 













(i @.PrREsENT sUCCESS and FUTURE PROSPERITY depend in large measure upon CON- 


‘ CENTRATION ON LINES that can give you your GREATEST VOLUME and TURNOVER. 
t . . : . 
0 @ Select your line for its BREADTH and STRENGTH and sERVICE in the wanted styles 
. . . . . . . 
(0 and types of shoes—for the CONFIDENCE it inspires and maintains through uni- 
y formly sATisFYING fit and value—for its TRADE-DRAWING POWER resulting from 
established CONSUMER-CONTACT and leadership. 


e 
! @.For concentration—for consumer-contact—for recognized trade-drawing power, 
iy) the QuEEN QuaLIty line is preéminent in the field of women’s and young women’s 

footwear. 


THOMAS G. PLANT COMPANY 


Famous Shoes for Women and Young Women 
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Select the Line with the greatest 
consumer-contact and trade-drawing power 


—_ BUILD ON THE SOLID FOUNDATION 


-. 
re eo OF THOUSANDS OF 
=, e 





OTHER RETAIL SHOE SUCCESSES 


WRITE TODAY Ce an ae is the basis of suc- 

for evidence of what Queen cessful retailing. The QUEEN QUALITY 
Quarry is doing for others . . P 

and cnit hi fix gdb tahided shoes you sell, and satisfy her with, build up 

our atwacive Agency plan her goodwill and loyalty. Women and young 

| women are attracted and held by the contin- 

uous contact maintained with every wearer, 

and business is built for QUEEN QUALITY re- 

tailers, through the association of this name 


with their own. 


@,What Queen Quatrtry has built up during 
many years is MORE than a wonderful line— 
it is a CONSUMER RECOGNITION and DEMAND 
for a line that satisFiEs her every require- 

/ ment, and a sERVICE in manufacturing and 
merchandising that enables retailers to CoNn- 
CENTRATE and develop a steadily increasing 
volume and turnover. 


FLECCHE 





REG. U.S. PAT. OFF. T.G.P. CO 


EXHIBITS 263-264-265 
BOSTON SHOE AND LEATHER FAIR, JULY 7-8-9 


Where the helpful hospitality and every facility of the 
**Queen Quality’’ organization is yours 


BOSTON 30 (4ti°spree.) MASS. 
Famous Shoes for Women and Young Women 


2 S>— -—> & = *@ = Sa ee Oe 
— ee Ee SS (= SS SS > SS DS 
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Rangeley Moccasin Business 
Is Permanent Business 








With a Crepe Sole 


Brown Elk Rangeley Golf Moccasin, 
Leather Lined Quarter, Crepe Sole. 


In Stock—6 to 11, B, C, D, E 
No. D610W—As D610 except for women. 
, $4.35 


No. D841 
$4.30 


Chocolate Elk 56-inch Camp Moccasin, 
Fibre Sole, Elk Midsole. 

In Stock—6 to 11, D, E 

Also made for children 


1 bh 4é 
Woc-o-Moc 


No. D3807 
$10.75 


Men's Chrome Veal Woc-0- 
Moc, 16-inch Bellows to Edge ngue, 
Klondike . Double Sole with extra 
Midsole water-proofed. Patented non-rip 
construction. 


In Stock—6 to 11, EE 














True vs. False 


Rangeley Moccasins, because they are “True 


Moccasins,” are the lightest, most flexible and. 


most comfortable footwear that it is possible 
to build. Although they are stylish they are 
not a style proposition. They are staples that 
are as good next season as this. 


False, or Mock Moccasins, are nothing but 
ordinary welt, McKay or nailed shoes styled 
to resemble Moccasins. 


Whether you sell your customers True or 
Mock Moccasins, be sure that they understand 
what they are buying. 


The diagram below shows clearly the dif- 
ference. Note that on a True Moccasin the 
vamp is one piece, extending completely 
under the sole of the foot. 


False 


New Catalog D of Styles In Stock 
Now Ready—Write for a Copy Today 


G.H. BASS & CO. 


WILTON, ME. 
Shoemakers Since 1876 
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The Prince 
of 


Short 
Vamps 


Net okt 
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Typical Sporty 
Treatment of 
BATES “GOLIATH” 


PIP 


BN 


<n 


“Goliath” at Boston Style Show 


) doy are going to get really acquainted with our famous Goliath family 
at the Boston Style Show next month! Each interesting member of 
it will be ready to meet you at our four exhibition points— 


Booths 224 and 251 at Mechanics Building 
At the Copley Plaza Hotel 
Room 236, At Hotel Essex 
Company Salesroom, 183 Essex St., Room 301 


TTA NWSW 


Bates Goliath has proved itself the prince of short vamps for Men’s 
Shoes. It has registered conspicuously as a prime seller in every retail store 
that handles it. 

At the Boston Show we exhibit the many newest variations of pat- 
terns, fitting-treatments and leathers with which we have developed this 
remarkable last. 

And, as usual, we shall show a most complete line of both conserva- 
tive and ‘advanced models for autumn and winter. 


TO VISITING BUYERS: If possible make ad- 
vance appointments with us to inspect the 
complete Bates sample lines. 


A. J. BATES CO. 


WEBSTER - MASSACHUSETTS 
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The soundness of the foundation remains unchanged—while the types of 
architecture vary. 


In response to a nation-wide demand, we now build, on the old foundation, a 
line of stylish Ground Grippers.—Yet, “Oh! so comfortable.” 


BONE D134, QOHROTL FE... GORE eA 


Now—Stylish Ground Grippers. 

In the old days they built soundly—foundations of houses as well 
as of shoes. An old foundation is often found so permanent that the 
original out-of-date house is torn down, and a modern structure is 
erected thereon. 


TEOMA 





NOLAN NOL NOLO NNO NNO NO/NNOA NOL) ' 


HAGAN Ney) 


So it is with the soundness of the Ground Gripper Principle. The 
foundation, remaining unchanged, this original muscle-developing 
health shoe is ever the leader of all corrective footwear. 


As styles of architecture change, so do shoe styles. We adopt, from 
time to time, the safest and sanest patterns which lend themselves 
best to the original foundation of the Ground Gripper Principle. 


OR JITOMOMOMm OMI) 


This new plan will greatly increase the volume and profits for our 
dealers. 


NERO 
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PAMAIIDMAn mo 
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BUTTE 


s | On the Old Foundation 


TANTANUTANITANITANIVONIVONIYONI YON OVe® 
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Three-Strap Pump. 13/8 Covered or Leather 
Heel. 93 Last. 





One-Eyelet Colonial Tie. 11/8 Covered or 
Leather Heel. °73 Last. 


Made in any of the prevailing modish materials 
you specify. Deliveries in four weeks from receipt 
of order. 









To Our Present Dealers: 

These new stylish Ground Grippers 
will place you in position to command 
the lion’s share of both the corrective 
and preventative shoe business in your 
jocality. Now, the women who de- 
One-Eyelet Tie. 11/8 Covered or Leather mand a good-looking, sensible shoe, yet 
Heel. 16 Last. not of full corrective type, will be at- 
tracted to your store. 











TANNA VAN aN Y@NYaxt 





Write or wire for sample pairs. 


\Ya\ i Yavivavivaxivext, 










The Ground Gripper Franchise 
now means more than ever. It 
may be open in your town now 
—tomorrow may be too late. 


OBVANIVANIVANI ANION YON VON YaNi ON ln Yan avive 





Three-Eyelet Tie. 11/8 Leather Heel. 16 Last 


84 Linden Park St., Boston 
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“The y j ee 


Christine” 
Mouse Traps and Shoes 


WE have all read Ralph Waldo Emerson’s story of the 
mouse trap manufacturer who built up such a 
thriving business that “the world made a beaten path to his 
door” because he made a better mouse trap than the other 
fellow. | 


We are manufacturers of a popular-priced line of 
McKay novelties. We have been favored with a large 
volume of business from the novelty jobber and chain store 
operator because we give them a combination that cannot be beaten. Honest shoes 
that fit and wear properly, up-to-the-minute patterns, deliveries that are prompt, 
prices that are right; such shoes sell rapidly in retail stores. 











We cordially invite all buyers of this class of merchandise to call at our Boston 
Sales Room, 207 Essex Street, Room 202, during their visit in this market. 


ELLIS EDDY COMPANY 


Lewiston - - wz tesexSerect-- Room ~~ Maine 


re ers a Os Or 2 Oe rr 


This Top Grade Man’s Shoe 
Only Five Dollars— 


IN STOCK 


IMPORTED TAN COLLIS CALF 

UPPERS, FINE BACK SOLES, BROAD 

TOE, HALF RUBBER HEEL, CALF 

LINED QUARTER AND TONGUE 
YOUNG MEN HAVE BEEN BUY- 
ING THIS SHOE SO FAST WE 
HAVE BEEN KEPT BUSY FILL- 


ING ORDERS. 


In Stock Xe, This Shoe is made on our popular “Princeton” Last. It is 
Se solid leather throughout. Carried in stock. Other patterns 
made to order. 


Stock No. 241. A,B,C, D. 7-11. Terms 2-10, Net 30 Days 


SCHWARZ-RUGGLES, Inc., Brockton, Mass. 


NEW YORK OFFICE: 907 MARBRIDGE BLDG. 


Makers of Men’s and Women’s Goodyear Welts 


T 
| 
| 
| 
LW 
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ANOTHER 
BIG-TIMER 


In Our New 


“Speed Boy” 


Series of Advanced Stock Styles 


Show the fellows 
Something new. 


pur 


JULY 7-8-9 


BOOTH No. 285 
or Copley Plaza Hotel 


No. 530'4,—Yellowstone Light 
Tan Calf. 


No. 5314%—Imp. Black Calf, 
Patsy (129) Last, Soft Toe, 
Plump Sole, Goodyear Rub- 
ber Heels. B, C, D; 6 to 10. 


196 CHURCH ST., NEW YORK 


TWO FACTORIES: BROCKTON, MASS. 
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Ny =) ne Sol 


PAT. SEPT. 18, 1923 PAT. JULY 29, 1924 


TWO NEW SOLES ON When the outer sole is 
_ EACH SHOE worn through cut it off 


Saves the wearer the in- ~ 1 mave s brand 
convenience and cost of ; 

re-soling which usually DRY FEET FOR MEN 
amounts to $2.50. AND BOYS 


REG. U. 8S. PAT. OFF 


Oy-Ne -Sol 


PAT. SEPT. 16. 1923 
PAT. JULY 29, 1924 
REG. U.S PAT. OFF. 


samni | fw Boys’ 

Men’s Moccasin Type ucher 
Modified Munson Last 

Modified Munson Last Black or Tan 


Unlined 
Boys’ Veel Black and Tan 
Tan Elk diaiNadesliiont Boys’ Calf Black and Tan 
IN STOCK 


As real trade builders these shoes have yy their merit by keeping 


our factory busy during three months of the dullest period in history. 
To order on ten different lasts. 


Tu-Nu-Sols have started two new factories in one year. ~ 
Tu-Nu-Sols will start two new stores for you in one year. 


DALY BROS. SHOE CO. 


BROOKFIELD, MASS. 


Boston Office, 215 Essex Street 
Factories, Brookfield, Mass. and Keene, N. H. 
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The Wholesaler does more than 
merely meet the demand of the con- 
sumer as passed on by the retailer. 


This Wholesaler reduces the risks 


and losses of carrying a large inven- 


tory. There is less danger of physical 


deterioration, a smaller number of 
goods will be left to dispose of at 
marked-down prices at the end of 
a season or following a change of 
styles, and shelf-worn goods will be 
practically eliminated. 


To insure your independence and 
success 


Buy from a Wholesaler 


NATIONAL ASSOCIATION of SHOE 
WHOLESALERS 
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New street shoes of Skinner s 
Shoe Satin, by courtesy of 
hober & 
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. Se 0. 
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Fie Points to be Remembered 


Skinner’s Shoe Satin is made by a firm that has set the 
standard for wearing quality in satins for 77 years. 











Skinner’s Shoe Satin is made expressly for use in shoes 
—constructed to meet the demands of both street and 
evening wear. 










Skinner’s Shoe Satin is sold direct to the shoe manufac- 
turer by the makers, William Skinner & Sons. 










Skinner’s Shoe Satin is supplied in four different quali- 
ties to meet all the requirements of the trade. 










Skinner’s Satin is a household word in America and is an 
added selling argument for your shoes and slippers. 







WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 






Skinner's 
Shoe Satin 


**LOOK FOR THE NAME IN THE SELVAGE’’ 
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THE NEW 


RICE ; & HUTCHINS 


Sn ns ie Oe ee ie ee eS Se A A i OS Shs 


~ 


Style: 1031 
Price $5.15 


Golden tan calf ny me . -- Tony gold calf blucher 
wee oxford, Goliath last, Rand 


Marcy last, rubber hee’ 
Sizes B-6/11, C-5}4/11, D-5/11. g tip, perforated, rubber heel. Sizes, B-6/11 
Cent b, 5/11. 


. x 
Poise 05.00 | TEN 


Russia Calf oxford, Goliath e : . 
| rubber heel, Pinked S Tan Russia Calf Oxford, 
i ] 
Sikiresn. wt te : Live Styles ber a, bind eyelets. Suess Br Sis Ce Sint 
IN STOCK 
for 


IMMEDIATE DELIVERY 


WRITE TO 


RICE 


Tan Russia calf oxford, & ae bet pS ie 
Goliath last, rubber heels, ted, rubber heel "Sizes: B, 6/11; 
Sizes B-6/1i, C-534/11, D-5/11. t 5% 514/11: D, +7; Ane 


HUTCHINS | weep cree 


Atine Shoe Co., estes. Mass. 
x Booth 214A at the IR aR 
VISIT US poston’ STYLE SHOW 
July 7, 8 and 9, Mechanics Building 





Hatchins Baltimore Co. 
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Plenty of shoes—Plenty of tracks—but TOO FEW TRAINS 


Changing Conditions Demand 
Changed Policies 








immediately following it, business 

boomed and profits accumulated 
with scarcely the lifting of a finger is no 
reason why such profits should pile up today, with the 
same policies in force. Yet many men are following 
this weak logic. Most of the people who are wailing 
that business is bad today are thinking in terms of 
1918 and 1919 and not of 1914. Abnormal profits are 
expected under normal conditions. The wise man today 
is letting bygones be bygones and is trying to set up 
policies to meet present conditions. 


[im fact that during the war and 


Production Now A Minor Detail 

And present conditions certainly demand new poli- 
cies. The problem of fifty years ago was one of pro- 
duction. Our ever increasing markets demanded more 
than could be supplied them. Attention was focussed 
on production in an endeavor to catch up with this de- 
mand. The effort was rewarded some fifteen to twenty 
years ago when supply and demand were more evenly 


By ALBERT W..FREY 
Instructor in Marketing 
Dartmouth College 





balanced. Then came the war with its in- 
flated demand and again production held 
the center of the stage. Today then we 
. have a productive capacity far greater 
than it need or should be. 
Now it is not a question of getting goods 
but of getting rid of them and at a profit. On 
all sides we hear that there is great waste 
in distribution and that the cost is unneces- 
sarily high. Much of this criticism is unjust 
but generally speaking the accusation is a 
true one. Many a manufacturer with produc- 
tion costs at a minimum and selling price 
set by competition is finding that his selling 
cost is too great. It is, or rather should be, 
his main point of attack. There are but two 
ways out for him—to lower selling costs and 
maintain his present volume or to increase 
his volume and keep selling cost at the same 
level—both of which amount to about the 
same thing. 
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The big problem today then is distribution and not 
production. The solution is study and then more study. 
Assuming that production, finance and administration 
policies are on a sound basis, the sales and advertising 
policies can be set up on the basis of a study of three 
things: THE PRODUCT, THE MARKET AND THE 
TRADE CHANNELS. For the retail merchant, atten- 


June 27, 1925 


are firms that have doubled and tripled their sales be- 
cause they were willing to investigate and find out new 
points about their product. Look at the companies that 
have increased their profits by discarding worn-out or 
non-paying markets, adding new ones or reviving sick 
ones. Think of the advantages reaped by the companies 
that have tested all the channels of distribution and 


tion must be focussed on the product and the market. 


Discard Precedent 
—Start Anew 


Just because a product 
was satisfactory in 1900 
is no sign that is it sat- 
isfactory today. The fact 
that one’s best market in 
1910 (or even in 1924) 
was Missouri is no rea- 
son why Missouri should 
be the best market in 
1925. Because New York 
likes one’s product, one 


cannot feel sure that | 


Little Rock will. Because 
the chain store was not 
considered a satisfactory 
outlet for a product 
three years ago is not 
sufficient reason for elim- 
inating it from the dis- 
tribution scheme today. 
We are moving fast. 
What is new today may 
be old tomorrow. 
Analyze your 
product! Find out 
what it has to of- 
fer; what are its 
strong points, how 
it is superior to 
competition. Then 
analyze your mar- 
ket. Find out how 
many people are in- 
terested in these 
good points about 
your product, how 
many of them there 
are and where they 


Will Knowledge of Actual Demand Be 
of Real Assistance? 


By IRVING S. PAULL 
Business Analyst 
No argument that can be written by any busi- 
ness man can present more substantial reasons 
for securing and applying the vital statistics of 
industry to the management of business than are 
presented in the recent Supreme Court ruling. 


In effect, the Supreme Court Decision on the 
Sherman Law seems to give to “Business” some 
of the rights which have always belonged to Agri- 
culture as a matter of fundamental necessity, but 
have been denied to business men, because they 
presumably were less to be trusted, or could only 
be trusted when kept in ignorance of vital facts 
relating to business. 


To emphasize the importance of the decision as 
it relates to the present situation of commerce 
and industry, we can liken it to a new “Bill of 
Rights” for the individual or corporation in busi- 


ness. 


It is reported that 386 shoe manufacturing con- 
cerns discontinued operation in 1924. That is 
more than an average of one for every day in the 
year. It seems probable that more will discontinue, 
but the burden would be somewhat less if the in- 
dustry as a whole knew the basic facts relating to 
production and distribution. 


Concerns seldom discontinue until they have ex- 
hausted every expediency they can imagine and 
have created a competitive situation that infects 
the whole industry. This situation is going to be 
cleared from the consuming rather than the pro- 
ducing end of the business, but stability of the 
industry depends upon co-operation throughout 
the entire trade. ; 


picked out the one most useful and most effective for 


them. 

There are many con- 
cerns that have thorough 
knowledge of their prod- 
uct, market and trade 
channels but who lose 
sight of the fact that the 
product and the market 
have never been intro- 
duced to each other. How 
sad it is to see a manu- 
facturer tell what a won- 
derful shoe he makes 
and what a pity it is that 
more people don’t buy it. 
He believes so thoroughly 
in his product that he 
has failed to see the 
need of making others 
believe in it. 

To sum up then, if the 
manufacturer is turning 
out the wrong product, 
if he is aiming at and 
approaching the wrong 
market or if he is using 
inefficient trade chan- 
nels, why should his 
business show a profit? 
1925 policies should be 
shaped. to meet 1925 con- 
ditions. 





ArmyAsks forBids 


Washington — Bids 
have been asked by the 


Quartermaster General 
of the Army on 125,000 
pairs of service shoes. 
The proposals will be 


are. Next study to determine how you can 
best tell these people about your product and 
how you can best actually get the product to 
them. 

These suggestions all sound exceedingly simple and, 
indeed, they are simple. But the fact is that very few 
firms have ever up to the present time done a complete 
analysis job along these three lines. It is altogether 
too easy to hold to the old policies or, conversely, too 
difficult to change over to new ones. 


Adding New Markets 


That is why the company with a new idea now and 
then is making so much on the strength of it. There 


opened at the Philadelphia Quartermaster Interme- 
diate Depot on July 13. 

The notice issued by the War Department asks for 
two prices. The price per pair with the bidder to fur- 
nish shoe laces and the price per pair with the gov- 
ernment to furnish shoe laces, f.o.b. cars, contractor’s 
city. 

The army is asking for 19,625 pairs size 8, 15,000 
pairs size 84%, 18,750 pairs size 9, and the balance 
ranging from size 5 to size 10. 





NEXT WEEK—A practical solution of the prob- 
lems involved in getting sold more of the $7, $8 and 
$9 shoes. One of the pressing needs of our industry. 
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Retail Shoe Stove. 
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She’ Birth ofa 


THIS WEEK 


Advertising 
Mediums 


forms of legitimate 

and constructive ad- 
vertising, one should do so, 
for all advertising is good. 
But one cannot do that, for 
every form of advertising 
costs money and the amount 
of advertising done by any 
establishment is limited, or 
should be to a certain per- 
centage, based on the previ- 
ous year’s sales. Such ad- 
vance preparation is called 
an advertising budget and 
should be made up the first 
of each year. If possible, you 
should include in this bud- 
get the number of dollars 
you can spend during the 
year for advertising and 
then divide the money as 
You want to use it. I em- 
phasize You, because so 
many other people want to 
spend that money for you. 


if one could use all 


How to Prepare Budget 


You know the rates for 
your newspaper space, so 
lay out the amount of such 
space you can afford to use 
for every month in the year, 
appropriating a certain num- 
ber of lines or inches for 
January, February, March, 
etc. Then take each known 
medium or contract you may 
have in force and make a 
monthly distribution of these 
items so you will know when 
these amounts will be spent. 
Then, after totalling all ad- 
vertising appropriations, if 
the percentage you have al- 
lowed yourself for the year 
leaves any substantial sum 





It has been suggested to the author of these 
articles that: “Rebirth of a Shoe Store” would be 
a more appropriate title for this series. Many an 
old shoe store is dying of dry rot due, largely, to 
the lack of application of newer methods and this 
is proving to be the curse of the retail shoe busi- 
ness. To get such stores out of this condition will 
make our business more productive from every 
angle. 

In this series we have covered The Training of 
the Managef, Financing of the Business, Selec- 
tion of Store Location, Interior and Window 
Planning, Buying, Window Trimming, and now 
Advertising. Many more interesting subjects are 
to follow. 


Girls do like °.""™ 


6é 3? 
Teddys ; 
This Cuban oe type fits 

so well and so beautifies one's feet 

that gverybody says, “{'ll take it.” 


Its Petot super value will hold your. 
liking for it for “ages. All All Soles. 


Stem Chis Pan $i Sackigs, pair $1.85 


|_ Felot Shoe Go: 


730 Euclid Ave. 
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Getting a border design and then using it con- 

sistently is a good way of advertising. The ar- 

rangement of type and cuts inside the border can 

be varied from time to time. The border itself, 

however, should remain the same provided it is 
. satisfactory. 


NEXT WEEK 


Store Service 


unspent, go back and in- 
crease the appropriation on 
the forms of advertising 
you have found that 
brought you the best re- 
sults. However, if only a 
small amount remains un- 
appropriated leave that for 
miscellaneous advertising. 


What Percent for Adver- 
tising ? 
If my general expense 
budget would permit it, I 
would go up to six or seven 
percent for advertising. You 
may be getting cheap rent 
so that you can go up a 
couple of points on adver- 
tising; your volume may be 
such that your selling cost 
is low, then spend the differ- 
ence in advertising. The per- 
centage of rent, selling cost, 
etc., can all be lowered, if 
with the same overhead, you 
can do, for example, $150,000 
on what might ordinarily be 
a $100,000 business, then 6 
per cent rent becomes 4 per 
cent and 5 per cent adver- 
tising becomes 31/3 per 
cent, etc. 

Get all of your expense 
accounts together, determine 
the percentage of each and 
after adding them up see if 
they are sufficiently under 
your percentage of antici- 
pated profits to allow you the 
margin of net profit that the 
business should produce. The 
amount you spend for rent 
and some other such items 
are fixed and you cannot 
change them, but advertising 
you can adjust to conditions 
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instead of $50,000, then you 
would be at liberty to spend 
a few extra dollars for well- 
placed advertising, or even 
waste a few dollars on 
“charitable” advertising, as 
the increase of business will 
cut down the 4 per cent esti- 
mate you made at the first 
of the year, but unless you 
are showing increases, do 
not allow yourself to be 
moved from the confines of 
your budget as it will surely 
affect your net earnings. 


How to Size Up a Medium? 


Retail merchants are fre- 
quently asked to place ad- 
vertisements in college and 
school papers. “Young Amer- 
ica” should be encouraged if 
you can afford to lend such 
encouragement, and their 
good will is worth something 
to you, but did you ever ana- 
lyze the value of such adver- 
tising mediums, their circu- 
lation compared with their 
rate per inch? Such an 
analysis was recently made. 
The merchant had explained 
to the solicitor regarding his 
budget system and that he 
was not in a position to en- 
large upon his advertising 
expense, but to show further 
interest, the merchant in- 
quired the rate and was told 


fifty cents per column 
inch. 
This merchant handled 


men’s $10 shoes only, and 
this paper represented a 
co-ed college. Then followed 
a series of questions and 
answers. Circulation? 
Answer: 2000. What is the 
male proportion of circula- 


tion? Answer: 50 per cent or 1000. How many of that 
one thousand are in a position to pay ten dollars for 


as you find them at the time when you prepare your 
budget, but don’t be stingy. Let us say, for example, 
that you have been doing a $100,000 business and 
spending 23/4 per cent for advertising, and this year 
you find that you can allow yourself four per cent for 
advertising, but during the year your business started 
jumping ahead; the first six months you did $75,000 
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The Correct 
Oxfords for 
Golf-- ° 


We Specialize 
on Them 








Choose Yours Now 


Having the right. shoes matters greatly 
when you decide to get in a few holes of golf 
before dinner. 


. Golf shoes are a minor issue at some stores. 
We make a SPECIALTY of them here. We 
subseribe to the slogan, “Walk and Be 
Healthy.” We believe in outdoor games. 


Golfers’ Special 


S | Soft, flexible leather and 
snug-fitting heels make our 
golf oxfords give perfect 
comfort. 


Just as important as 
golf shoes to the golfer are 
the shoes in which one 
plays the part of an enthu- 
siastic audience. Walking 
around an entire eighteen 
holes means. that one’s feet 
should be shod in attractive 
oxfords that are soft, flex- 
ible and perfectly fitted. 
































Advertising should always be timely. Just about 

the time people began to think of golf this spring, 

Kepler’s ran this advertisement, stressing golf 

shoes for both men and women. Just enough art 

work, in addition to the shoes, to get the idea 
across. 


shoes? Answer: Estimated, 200. To sum up the con- 


versation, it cost fifty cents per column inch to reach 
two hundred interested prospects. It was also found 
that the local newspaper was giving a certified circu- 
lation of eighty thousand for $1.54 per column inch 
against the college paper’s rate of fifty cents for 2000. 





The newspaper had the advantage in rate by a 13-to-1 
ratio, their cost being .019 per thousand circulation 
for each column inch against 25c per !thousand circu- 
lation in the college paper, and chances are that the 
daily newspaper reached every local subscriber to the 
college paper. You may like school papers and get 
results from them. This paragraph is intended to show 
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the analysis of cost and then 
let you decide if this medium 
of advertising is what you 
want. 


The Value of the Newspaper 


One of the most common 
and perhaps the most re- 
sponsive mediums of adver- 
tising for the retail mer- 
chant is the newspaper. Well 
prepared copy will get re- 
sults, but no attempt will be 
made in this article to give 
instructions on copy writing 
or on display. Again as 
stated in a previous article 
appearing in this_ series 
such knowledge can be gotten 
from the RECORDER’S col- 
umns devoted to advertising 
and from advertising agen- 
cies who make a business of 
preparing advertising. 

Others use a clipping serv- 
ice which furnishes weekly 
clippings cf.shoe advertise- 
ments of the calibre you re- 
quest, as they appear in 
newspapers in a wide range 
of cities, letting you see 
what kind of shoe messages 
the leaders in your class are 
delivering and how they do 
it. A monthly mat and copy 
service is available with ad- 
vertisements all prepared, 
simply requiring the inser- 
tion of your name and ad- 
dress. This service includes 
many extra mats of styJish 
shoe illustrations to be used 
with special copy that you 
prepare. The copy writers on 
the staff of your local news- 
paper, who are experts in 
their work, can and will pre- 
pare attractive copy for you, 
free of charge, if you give 


them an idea of the message that you want to pro- 
mote through their columns. 


Illustrations and How To Use Them 


Illustrations of shoes being advertised are a great 
help to any copy and should be used constantly. Avoid 
crowding your ad, make it appeal to the eye, not re- 
pulse. Your name and address should always appear 
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prominently in the ad, usually at the bottom. Avoid 
fancy name cuts in your advertising. I have seen such 
cuts used, where on a full page advertisement I had to 
search all over the page to find who it was that paid 
for such a big advertisement. 

Last, but not least, remember the average sized 
newspaper advertisement loses 75 per cent of its effi- 


== => «_ 


EASTW@DS 


FINE SHOES AND STOCKINGS 





176 Mam Srecer East for Men, Women and Children 32 Mammy Sranct West Mens Shows Exeherety 











Smart Shoes 


Senrered pare treed 
a anne wt 
. taduoned to be an the manner on 
pocted of an Lerwoed mecbing 
od oe F 
ali for Rochester's Younger Set 
- = *7—"8.50—*10 
Fens, eagme erens and omy ethene Young women who dress with stuched attention to detail 
fashions presented with greater 


find the new footwear 

















>) 
Hi 
f 
i 
i 
f 
Fs 
: 


f Riding Boots _— — 
dental | 2ees ~~ ELS 
Enghah Type oeaheead se 
Wren pon ade oe he brace pote ; 
) = my f-- ST ee | ee 
"20 | Three Dainty Eastwood Pumps 
That Will Safeguard Growing Feet 
8 Boys ‘Shoes that Very eew and very besutsbully ticked over Easrweed lens thet gre prope 
ent Site sdore: 
& eeeeeee: | Stc sis. te 
ij tase = | SSS 5s =os 
t te oy | wher 225 ee 
Mearns et we Temas | (=e - = { 
w ay os / =) ~S << 
f Wa FAstwoopS SoG, 
(ROCHESTER —BUFFALS} 


This illustruies the so-called “news treatment” 
of an advertisement. It has been used by the de- 
partment stores for several years, but is a recent 
and welcome development in retail shoe adver- 
tising. It is particularly well adapted to the use 
of the family shoe store where it is necessary to 
stress service to the entire family. 


ciency by poor position on the page and there is only 
one way to get worth-while positions and that is by 
asking and scheming for them. Daily advertisers can 
own certain positions but others cannot be assured of 
such service except by paying a special higher rate. 
The newspapers prepare their pages with the knowl- 
edge that they can depend on copy for a certain space 
from the advertisers who use their columns daily. 


Preferred Positions 


It is conceded that top positions are preferable but 
all advertisements cannot be placed in top positions 
and some must necessarily sift to the bottom. However, 
there is a way to get your advertisements placed 
where you want them if you know how to go about it. 

One retail merchant decided it was useless to ad- 
vertise in newspapers unless his advertisements could 
be seen, yet his requests for upper right-hand corners 
of right-hand pages were continually ignored. Finally 
in desperation he had a conference with the business 
manager of the newspaper and explained what he 
wanted, stating, “I would rather have you run my ad 
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on a day when you can place it where it will be seen 
than the day I specify and have it placed where it 
cannot be seen. Here is an advertisement I desire to 
have run on Wednesday but if you cannot give me the 
position I desire on that day, then hold the ad over 
until Thursday or if necessary, Friday, but don’t run 
the ad until you can run it right, even if you never get 
to run it and when this advertisement has been run and 
run right, send over your man and I will give him my 
next copy.” This conference was had with three 
separate newspapers in the same city and nine months 
after it took place, not a single advertisement bearing 
this merchant’s signature had appeared below the fold 
in any of the three newspapers. There were one to 
three ads in each newspaper weekly and I am told not 
a single ad was carried over to another day because 
they could not be placed properly. 

It has been found that it pays to slack up on news- 
paper space near the end of the season when business 
commences to get quiet and it seems that no amount 
of stimulation will pep it up, and space so saved can 
be used in preparing larger ads when special sales 
are necessary at the end of the season for the usual 
“clean-up.” 

Co-operative advertising has made its appearance in 
some cities where through local shoe clubs there has 
been a unity of thought and purpose. This form of 
advertising appears in the newspaper as one large ad, 
making a timely shoe style suggestion for such seasons 
as Easter, Graduation, The June Bride, Vacation, 
Labor Day, Thanksgiving, etc. It bears the name and 
address of each store entering into the proposition 
and usually each store will show one illustration as 
their particular contribution to the style suggestion. 
Although a new idea, it seems to have wonderful pos- 
sibilities and should be tried out in more cities where 





Whether 

°.9 

its 

a wide, medium or nar- 
row toe, you'll find it 


hete—and in the proper 
shoe. 
















1528 Chestnut ‘Street 














Showing what can be done with nothing but type 
and a shoe cut. The layout is well balanced and 
the type matter is not crowded. 


the merchants can get together. It saves confliction 

and duplication of small messages from half a 

dozen or more stores and creates one big ad that 

“stops the eye.” It convinces the reader that the mes- 

sage must be authoritative as it bears the signature 

of his favorite shoe store and their competitors. 
(Continued on page 98) 
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The Peak of Bargain-Basement 


Distribution 


IME is the great solution of all problems. 

With bargain basements making their appeal 
to the thrifty dollar all over the country, there 
has developed a keen competition for merchandise 
of bargain valuation. When one bargain basement 
alone tells of selling a million pairs of foot cover- 
ings a year, it indicates that the bargain basement 
as a division of distribution must have some real 
appeal. 

From a study made of department stores, the 
one without a bargain basement is decidedly un- 
usual. From a study made of large shoe stores, 
the one without a bargain department is begin- 
ning to be unusual. A bargain department implies 
merchandise at ridiculously low prices in compari- 
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son with the values given. The factor of style isn’t 
as important as the requirement of price. 

It is our opinion that we are now at the very 
crest of the bargain-basement cycle of distribu- 
tion. These very pertinent statements indicate a 
lessening in effectiveness of bargain basements in 
shoe distribution. 

First—bargain-basement merchandise infers 
somebody needed the money and had to sacrifice 
the goods. 

Our answer to this is that it isn’t as easy today 
to open up a factory, get credit for materials, pro- 
duce the goods and then rush to the bargain-base- 
ment operator for cash covering part of the shoes, 
to pay the factory workers. There have been so 
many of these mushroom organizations that 
banks, capital, supply men, and even factory help, 
won’t step into a new proposition unless they see 
its foundational strength. 

Second—factory damaged footwear, rejects and 
cancellations are too expensive to continue when 
production levels are low. 

We look for a radical decrease in factory dam- 
aged shoes, if for no other reason than the obvious 
losses. Factories would rather put on more super- 
vision and get less production, providing footwear 
is practically made. 

Orders are being more carefully scrutinized so 
that obvious cancellations are no longer possible. 
Why, it got so bad at one time that one factory 
learned from a bargain-basement hunter of a can- 
cellation, even before it was a matter of factory 
record. 

The third reason is that merchants are showing 
better taste in their buying and won’t be over- 
loaded. 

The larger percentage of bargain table mer- 
chandise is footwear of poor taste or revealing 
some buyer’s ignorance or error of demand. 

All three of these points are based on the as- 
sumption that bargain-basement merchandise is 
extra-value footwear, bought because of some acci- 
dent of trade for cash, at an advantage to the 
bargain-basement operator and the ultimate cus- 
tomers. It is on this premise that the majority of 
bargain basements are organized. 

There are very successful bargain basements 
doing a remarkable business on regular line mer- 
chandise bought in case lots in sizes and widths 
and properly merchandised. The margin of profit, 
because of the lack of service rendered (the cus- 
tomer finding the shoe and doing the fitting) is 
small and the department depends on volume for 
its showing. 

The fact that most stores in their regular de- 
partments now do a pretty clean job of clearing 
up odds and ends, takes away even from their own 
bargain basements some of the choice offerings. 
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We see a healthier tone to business in the with- 
drawal of goods termed by A. E. Filene, “anarchy 
merchandise.” Something wrong in production or 
factory finance or sales methods, dumps these 
extra-production goods on to the bargain base- 
ment tables. They do no lasting benefit to the 
trade. The bargain basement as an instrument of 
economy isn’t living up to its name. The public is 
beginning to appreciaté that it gets precisely 
what it pays for. Shoes at a dollar are worth only 
a dollar—they are missing something—be it style, 
last or appearance. 

We view as a hopeful sign the decrease of bar- 
gain basement methods of shoe merchandising, 
for we can see but one practical and profitable road 
to shoe distribution, and that is through the right 
fitting of the right shoe in its right materials and 
at the right price. 

To have over one-tenth of the product of an in- 
dustry sold through cut-price departments isn’t a 
healthy thing. We will always have clearance mer- 
chandise, but competition for it will make the 
bargain-basement operator pay almost as much 
for a factory-damaged shoe as he would in case 
lots. His problem soon will be how to get the 
goods. He is already building through publicity 
“the idea of thrift,” and that wealthy people do 
not scorn to visit his bargain basement in search 
of values. He hopes thereby to grade up his range 
of prices. 

As a problem of business the bargain basement 
that filled so much of the scheme of distribution 
the past year has come to its own solution—the 
sharpshooter with his finger on the source of 
supply is getting bargain shoes by being on the 
spot—the sluggish bargain basement is nothing 
better than a dumping place for “bum bets.” 

When you can’t get the goods at the price, it no 
longer is a bargain basement and becomes regular 
in everything but the service it rendered. The 
principle of a bargain is OK—the bringing to- 
gether of customer and shoes at the ridiculously 
low price is something-else-again. 


A Partnership for Profit 


HE closeness of shoe-producing competition 

forces profit to a minimum or a minus, which 
at its best is in no way commensurate with the 
risk and capital involved. 

Shoe manufacturers and shoe retail merchants 
are in no degreé natural antagonists. The interest 
of one is the concern of the other. If one cannot 
survive, the other must fall. 

Short-sighted indeed is the retail merchant who 
does not desire his manufacturer to make a profit 
on the goods he buys. 

Equally short-sighted is the manufacturer who 
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does not insist that his retail customers conduct 
their businesses at a profit. 

Unless there remains a profit for both, there is 
a day of reckoning for each. 

To an industry already full to overflowing with 
endless details and perplexities without end, now 
comes the additional burden of increased style 
costs, distribution expense and losses through 
style error. 

We have, therefore, before us the question of 
securing better conditions to the trade. This ques- 
tion can in a degree be solved by the further elim- 
ination of waste. By reducing losses through sane 
elimination of doubtful styles. By solving the prob- 
lem of cleaner stocks. By increased efficiency in 
distribution. 

Manufacturers and retailers always have been 
partners. They must now admit it and set toward 
each other as partners. 


Service or Slavery—Which? 


E have small patience with any man who 

calls himself, or thinks of himself as “a 
slave to his job.” Service is not necessarily slav- 
ery, and slaves do not draw $5 a day, or any other 
amount a day. The only possibility of justification 
of such a motto is on the theory “As a man think- 
eth in his heart so is he.” 

If a man is determined to slouch along through 
life in a hangdog attitude, hating his work, hating 
his employer, thinking of himself as a slave, his 
thoughts will degenerate to the level of a slave’s 
thoughts. But what a disgusting voluntary aban- 
donment of manhood! 

The question is largely one of an attitude of 
mind. To be obliged to work is not the essence of 
slavery; we all have to work. To serve is not to 
slave, for service is the world’s law for all. Kings 
have borne proudly the motto: “Ich dien”’—“I 
serve’’—in one of the world’s greatest empires. To 
love to work is to get the most out of it. In serv- 
ice we all glory. 


What Advertising Does 
e DVERTISING sells a certain thing to a cer- 

tain person. And does more. It makes a more 
or less permanent customer out of that person. It 
promises him that he can come around and get the 
same thing again. It gives that thing an added 
value in his eyes. It guarantees a degree of quality 
that he could not be sure of finding elsewhere. 

“It spurs the man who makes the thing, and all 
the people who work for him, to do their level 
best to hold up or improve the standard. It digni- 
fies. It educates whole communities and whole 
nations to new needs and new pleasures. It works 
in the large, just as it works for the individual.” 
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Miss Rena MacDonald of the Bos- 
ton Swimming Club wears crepe soled 
tennis shoes; and the senior class 
shoe shining establishment of the 
William Penn High School in Phil- 
adelphia, raises money for the class 
fund. It is said that Philadelphia has 
started the low roll sock vogue. 

While on the page, let’s see who's 
in the boat—T. Mann Scoggins of 
Krupp & Tuffiy, Houston; Mrs. Car- 
roll Scoggins, Carroll Scoggins of 
the Fashion Booterie; Mrs. T. Mann 
Scoggins and Fred F. Field, Jr., of 
Field & Flint Company, Brockton, 
Mass., all at Galveston, celebrating 
Carroll Scoggins’ birthday. 
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Miss Catherine Schweder, the lit- 
tle two and one-half year old ballet 
dancer who was queen of the South- 
eastern Shoe Retailers’ style show. 

Jockey Donahue on Manna, wearing 
the light boots that have won him siz 
races. 

C. O. Chapline, better-known as 
“Chap,” sits at the general manager’s 
desk cof Harsh & Chapline, with whom 
he has been for 17 years. 

The largest shoe in the world—size 
600—being made in the Black Forest, 
Germany. 
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What's Right for Fall? 


The Obvious Is Black for Safety; Tans and Browns for Distinction: 
and a Leaven of Fancy Colors 


It once was a token of aristocracy. 

It is today—the aristocracy of fashion possible 
to every girl, everywhere in America. It was made 
possible by broad, fertile plains, deep mines, whirling 
wheels in factories, motor moving vehicles and busy 
hands. 

Shops everywhere—more than ever before—all in 
service to her majesty—Miss America. Who could be 
pessimistic with silk ankles? 


The Vogue Next Fall 


Feet first, says the shoe merchant. He ought to know 
for his wares are in high favor. The pride of Fifth 
avenue is equally the pleasure of a Main street only a 
block long in the desert country. 

When Indian maidens dress in silks and in satin 
slippers, it proves the democracy of style. 

Understanding all these—to what may we look for 
fall? 


\ SILKEN ankle is the emblem of our trade. 


Style Knows No Geography 

Merchants coming to market—all markets—circling 
the places where shoes are made, to select footwear, 
varied as the whims of women, and as beautiful as 
craftsmanship can build. 

Pretty shoes everywhere—for the art is national— 
as artistic in Los Angeles as in New York—as service- 
able in Alaska as in Alabama. Style knows no geog- 
raphy or climate—for it lives in a hut as well as in a 
hotel. 

Merchants coming to market set the styles of shoes 
for fall, by their general acceptances. 

Most merchants look first to materials—for the eye 
of fashion looks first at color, 
then at design and, sometimes, 
at comfort. 


Blacks—Tans—Browns 


The obvious thing, after 
whites and colors of summer, 
is the blacks for safety selec- 
tion, tans and browns for dis- 
tinction, then speculative fancy 
colors. 

With velours of hats and pile 
fabrics—the suede finish and 
velvet. 

With high lustre silks—satin. 

Buyers in volume sense these 
fall needs already—the market 
trip adds confirmation and then 
ORDERS. Any pretty pattern 
—oxford types in high style 
‘turns, high throat pumps, 
smart contrasts through trim- 


There is no limit to the possibility of 
mentation of footwear—now comes from 
Paris the decorative hand-tooling of leather. 


mings—with 10,000 times 10,000 patterns possible 
through diversity of materials (all style in good style) 
provided the merchant thinks so and tells the wide, 
wanting world. 

A good last, foot-fitting, needs no substitute pro- 
vided it has stood the test of public service. 


The Reward of Good Taste 
Business is not as complicated as it was—merchants 
are learning that good taste in style selection has its 
own reward—while poor taste penalizes. 
An idea—in its right place—taken back to the store 
for fall application may have power for profit—find it. 
A line studied and accepted and played in major 
league form in your store—not nibbled—becomes a 
firm foundation of profit to the merchant and pleasure 
to the customer. 
Everything seen—the best for the store’s need se- 
lected—then factory activity, and delivery. 
Salespeople with enthusiasm. 
Silken ankles ready, 
Where are the shoes? 
All’s right with the trade, 
Profit and progress. 


Parisian Styles for Fall 


“Ensembles and tailored suits, the mannish style 
of redingote with the feminine fur trimmed satin and 
velvet ensembles, are all in vogue,” says the Drygoods 
Economist in discussing Paris styles for fall. 

“Embroideries, beads and spangles are lavishly used. 

“Skirts are short, and sleeves are long. Neck lines 
are pointed, and belts in kid, in fabric, in fur and in 
ribbon have reappeared in full 
force. 

“Colors are rampant. Every 
color of the rainbow is in vogue 
for day and for evening wear. 

“Satin and heavy ottoman, 
velvet and crepe loaded with 
fur form the mainstay of the 
elaborate street costume, while 
stiffer satins of the old time 
duchess quality make their ap- 
pearance following in the wake 
of the princess line. 

“In general it may be said 
that the fall and winter styles 
resolve themeslves into three 
distinct groups; floating, filmy 
effects for evening attire, gor- 
geous in color, made in metal 
fabrics, in chiffons, in laces and 
laden with beads and spangles.” 
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In Next Week’s Issue 


IDEAS 
For JULY-AUGUST SALES 


What are Ideas worth? 


* * * 


Who can estimate the value of the right 
Idea, at the right time, in the right place? 


a . * 
Ideas are always salable. 
* + * 
Next week’s RECORDER is especially 
devoted to Ideas for July and August retail 
selling. 
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The issue will carry dozens of ideas and 
suggestions that will help our 11,500 retail 
subscribers put a kick into their cash regis- 
ters in these two mid-summer months. 


* * * 


Profitable business in July and August— 
that’s the big Idea back of this “Ideas Issue” 
of the RECORDER. 

* ~ * 

Of course, there will also be other splen- 
did practicable feature articles—but see for 
yourself—be on the lookout for this gold 
mine of invaluable material. 

« * * 


July 4th issue—that’s an inspiration in 
itself. 


WINE ON NERS 
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He Had to Sink or Swim— 
So He Swam 


And John Spalo, Born a Bootblack, Now Manages One of the Biggest 
Shoe Departments in the Country 


are a matter of luck—listen now to the story of 

a young fellow, thrown into the maelstrom of 
Chicago’s millions—the tale of a street Arab, a boot- 
black with an unswerving will to succeed, a sound 
faith in himself and the conviction that if he learned 
his job just a wee bit better than the other fellow, 
there was a place in “the sun” for him. 

And of how now—young and successful—he manages 
the shoe department of one of the greatest of all the 
great men’s clothing stores—the Hub Clothing Com- 
pany of Chicago. 


The Career of a Bootblack 


Johnny Spalo was a bit of a lad when he was flung 
headlong into the stream of life by fate—to catch as 
best he could to something that would carry his weight 
and to go with the stream, downward—or battle 
against the current of happenstance and adversity. 

He shined shoes—a bootblack—and he says that 
among all of the men who came to him, he noticed first 
how few there were who had the outward identification 


) OU men who believe that position and authority 


of success; how few there were who carried the mantle 
of authority and knowledge and to these he talked, 
when he could, and came then to the conviction that 
there was always room for the right fellow, up high 


where there were fewer of them. 
John Spalo deserves credit. He deserves the admira- 

tion and respect that are his from every shoe man who 

knows him—and 

many who don’t— 


for he not only has 
proven the rule—but 
he has given inspir- 
ation to every fellow 
who has chosen the 
retail shoe business 
as his work. He has 
given the retail shoe 
business a bit of sun- 
shine that often is 
missed in the prosaic 
everyday effort. 


Wanted to Quit Once 
a Month 


Thirty-two years 


ago, aged ten, John . 


Spalo came into the 
Hassell organization 
in Chicago to take 
over, as he admits, 
the duties of boot- 
black, janitor, wrap- 


OHN SPALO says 

there are thousands 
of rules for running a 
shoe store, and that 
there are none at ail, 
for the simple reason 
that every man must 
find out for himself the 
things that are best 
suited to his particular 
trade, to his particular 
location, and to the type 
of store he expects to 
conduct. 
He sees to it that every 
floor salesman wears 
the merchandise he 
sells. 
He tries to have at least 
one man wearing the 
latest models as they 
come out—a practical 
kind of demonstration. 


ping and delivery boy as well as all of the other 
tasks that no one else in the store cared to do. 

“IT wanted to quit at least once a month,” says Mr. 
Spalo, “and just as often as that Otto Hassell whisked 
me back into my job, promising me if I worked and 
learned that the shoe business held a future for me. 
It is because of Mr. Hassell and his interest in me, 
that I have accomplished anything at all in the shoe 
business.” 

For seventeen years John Spalo was a member of 
the Hassell organization, rising steadily until he oc- 
cupied a position of responsibility and trust as as- 
sistant to Mr. Hassell and manager of the store. 


And Then Came Opportunity 


Fifteen years ago the Hub organization was looking 
for the right’ man to take over the management of 
their shoe department and the ex-bootblack was the 
man on whom their final choice settled and his battle 
to win was rewarded. In the fifteen years that have 
passed John has made a unique and worth-while suc- 
cess of the Hub shoe department—and all because he 
has made it his business to study the peculiarities of 
a shoe department in a large clothing store. 

Mr. Spalo says that there are thousands 
of rules for running a shoe store—and that 
there are none at all, for the simple reason 
that every man must find out for himself the 
things that are best suited to his particular 
trade, his loca- 
tion and type of 
store he expects 
to operate suc- 
cessfully. 

One of the sound- 

est rules of the Hub 

Shoe Department is 

that the men on the 

floor must wear the 

things they sell; that 

the sales staff must 

stand the inspection 

of the customer who 

wants to know 

whether the clerk 

practices what he 

preaches. In the win- 

ter you'll see the 

Hub salesmen wear- 

ing high shoes (and 

they sold more of 

them last winter 

than any other shoe 

store), and in the 
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Store front of the C. and H. Shoe Store of Marion, Ind. The outside front 

has a terra-cotta base. Inside, the front has a walnut background. There 

are mirrored French doors and hardwood floors. It was designed by the 
Kawneer Company of Niles, Mich. 





spring you'll see the oxfords back, when it’s time for 
Mr. Man to be changing. 


Problems Solved—And How? 


John Spalo says that the successful shoe man is 
never done studying his trade; that when he quits, 
business will quit; and that if he studies with care, 
nine times out of ten, his judgment will be right—and 
that’s a pretty fair average. ; 

Lacking -a great space for window display, Mr. 
Spalo has wall cases with display compartments every 
ten or fifteen feet apart and here are shown the fea- 
ture numbers that are leaders—usually with some ap- 
propriate setting (golf shoes with sox and a ball or 
club or two). His clerks have made a great point of 
studying the “shoe for the occasion” idea; and are ex- 
cellent advisors of the right shoe to wear—and that 
sells many an extra pair. 

There’s an interested spirit in the department—the 
store force carries the air that the customer has placed 
them under obligation by coming in to buy or even to 
look—and John says they learn much from the lookers 
as well as the buyers. (Studying the game again.) 

John Spalo says that he always tries. to have at 
least one of his clerks wearing the new things as they 
come out so that there is a ready demonstration of 
both the value and the comfort of the shoe—as well 
as its appearance. This clinches many a sale. 

Like most men who have made their own way to 
higher plaees—John Spalo is modest about his achieve- 
ments—seeing little out of the ordinary in what he has 
done and maintaining that others could do the same. 
They can—but only when that thirst for knowledge, of 
greater detail of knowledge, is uppermost in their 
minds. And it must be this same modesty that made 
John listen and watch and learn—keeping his counsel 
—hiding his light as it were—until he knew—and 
then he made figures show his knowledge. 


Illinois Convention July 6, 7, 8 


Peoria, Ill., June 23—Plans are almost completed for 
the annual convention of the Illinois Shoe Retailers’ 
Association to be held July 6, 7 and 8, at Springfield. 
Committees have 
been working on 
the program for 
some time and 
present indications 
point to a very in- 
teresting and in- 
structive conven- 
tion. 

Among the speak- 
ers secured for the 
convention are: 

Howard Stephens 

of Johnson, Steph- 

ens & Shinkle Shoe 

Co., of St. Louis, 

who will touch on 

style tendencies in 

women’s shoes for 

fall; Albert H. Ran- 

kin, prominent EUGENE KEPLER 

banker of Spring- President Minos Shoe Retailers’ Associati 
field; Thomas K. Kelly of the Thomas K. Kelly Sales 
System. William H. Ackerman is general chairman. 

Chairmen of the various sub-committees are: Frank 
Siebert, finance; Harry Argus, publicity; B. E. Sut- 
ton, entertainment; Arthur Luers, reception; John P. 
Gorey, registration; W. F. Fogerty, automobiles; Dick 
Schwengels, hotels; Fred Knapp, styles. 

Lysle Abbott will lead the open forum meetings. 
Officers of the association include: Eugene Kepler, 
president; Harvey D. Bunnell, vice-president; W. J. 
Crawford, secretary-treasurer. 
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Simple Plan for Arrangement of Stock in 
Family Type of Shoe Store 


By JOHN SALISBURY 
Manager of Frank's Shoe Store, Richmond, Va. 


tailed plan whereby they can arrange their 

stock in order to facilitate selling, making 

it easy for both the new man and the older salesmen. 
If I were to open a shoe store, one of the first things 


M Y object is to give retail shoe merchants a de- 


I would consider would be the laying-out of the shelv- 
ing so as to get the greatest benefit of the space. In 
my experience I have found that shelves holding two 
boxes high are best suited for general store use. The 
sections to run as high as the requirements of the 
stock capacity. 


The next thing is the arrangement of the stock. I 
would arrange my ladies’ 
shoes in this manner: 


lst—Patent leather 
strap pumps, Louis 
heel. 


2nd—Patent leather 
strap pumps, baby 
Louis heel. 
3rd—Patent leather 
strap pumps, Military 
heel. 
4th—Patent leather 
strap pumps, low heels. 
5th—Satin strap ef- 
fects, Louis heel. 
6th—Satin strap ef- 
fects, baby Louis heel. 
7th—Satin strap effects, low heels. 
8th—Tan strap effects. 
And so on with the tan straps, following in the 
same order and heel arrangement with the oxfords and 
boots, comfort shoes and house slippers following. 


store. 


Men’s Stock by Toes 


For the men’s department I would arrange by toes: 
lst—Tan English oxfords. 
2nd—Tan English brogue and wing tip 
oxfords. 
3rd—Tan straight last oxfords. 
4th—Tan medium toe oxfords. 
5th—Tan knob toe oxfords. 
_6th—Tan broad toe oxfords. 
Following in like order the. various leathers in 
oxfords, then the boots. 
In the children’s department: 
lst—Black button, 0 to 5 


2nd—Black lace, 0 to 5 
3rd—Tan button, 0 to 5 
4th—Tan lace, 0 to 5 


Then the various runs in leathers up to the misses’. 





Salisbury’s Stock Arrangement 
Rules 


Shelves two boxes high are well suited to 
the general type of shoe store. 

Materials, patterns and heels are classi- 
fied in arranging women’s shoes. 

Men’s styles classified by shape of toes. 

Keep a loose-leaf stock record, showing 
stock number, cost, selling price, etc. 

Distinctive cartons, fitting shelving and 
harmonizing with general: color scheme of 


Re-label boxes when emptied. 





Keeping Runs Together 


By this method, all different runs will be kept to- 
gether, making it easy to locate them quickly. Carry 
the same system through the boys’ and rubber de- 
partments. 

I would keep an accurate stock record, showing in a 
loose leaf book a record of each line, stock number, 
cost, selling price, description, sizes and widths bought 
and sold. 

To give the store a neat and uniform appearance, I 
would have my own stock boxes to fit the shelving. I 
would also have my own gum labels. Then I would have 
a set of rubber stamps made so that I could keep my 
boxes looking fresh. Every 
morning I would relabel 
those boxes emptied the day 
before keeping the stock in 
a “spick and span” manner 
all the time. 


Frederick W. Dow 
Leather Co. Formed 


Frederick W. Dow and 
John J. Kelley, formerly of 
Tolman Dow & Company, 
Inc., Mr. Dow as vice-presi- 
dent and general manager, 
and Mr. Kelley as_ sales 
manager, have formed a 
partnership under the name of Frederick W. Dow 
Leather Company. They will occupy the store at 176 
Lincoln street, Boston, where they have been for the 
past ten years. 

Both men have sold the New Castle Leather Co. line 
of glazed kid in New England for twenty years and 
will continue to act as this firm’s representative under 
the new name. They will also represent in New Eng- 
land, Davies & Son, Ltd., of Kingston and Toronto, 
for their Canadian Patent Leather Co., Ltd., line of 
patent sides. 

After the remaining stock of the old firm of Tol- 
man, Dow & Co., Inc., has been liquidated by them 
they will add other lines. 








Stetson Co. Style Revue 


Boston, Mass.—The Stetson Shoe Co., always one 
of the strong backers of the Boston Shoe and Leather 
Fair, is to put on its own Style Revue in the state 
suite of the Copley Plaza Hotel on the evening of 
Tuesday, July 7, to be repeated during the afternoon 
and evening of Wednesday, July 8. 
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In This Family Shoe Store the Salesman’s 


Period of Service Averages 20 Years 


Drexel’s of Omaha, Neb., Attributes 35 Years of Successful Shoe Selling to 
Observance of Simple Rules and Lots of Sizes 


NE of the most inter- 
O esting family shoe 

stores of the country 
is the Drexel Shoe Co. of 
Omaha, Neb., where one can 
buy everything from a §2 
cack to a $15 man’s shoe. 
When the present manage- 
ment took over the store 
some 35 years ago, it was 
doing $25,000 a year. Now 
the sales are round the 
$500,000 mark. 

The head of the store is 
R. Rosenzwig, whose official 
titles are vice-president and 
general manager. He is as- 
sisted by a brother and a 
son of his former partner, 
Frank E. Drexel, who is as- 
sistant manager and buyer 
of men’s shoes, and John H. Drexel, the son, buyer of 
hosiery and findings. 

Children Come Alone to Be Fitted 

High ideals of quality and service have been rigidly 
observed by Mr. Rosenzwig since he and the first Mr. 
Drexel took possession of the store in 1890. Shoes 
were never bought at a price; quality was the first 
consideration, it being one of the practices of this 
store to pay more for additional features to add to the 
wearing qualities. Special care has always been taken 
to see that customers are properly fitted. The reputa- 
tion of the firm is such that parents never hesitate to 
send their children unattended, knowing that correct 
shoes will be given them. 

There are two points to this “properly fitted” that 
have a decided bearing on the excellent reputation of 
the house. Every one of the 22 salesmen is instructed 
to fit right or not at all. If a salesman does fit wrong, 
he must buy the shoes, while the customer is given a 
new pair without charge. The firm contends there is 
no excuse for misfitting, because 
they have done their part in sup- 
plying suitable sizes for practically 
every case which may arise. 

This means that a woman may be 
fitted in a black satin one-strap, 
size 11, just as well as she can be 
in a black kid staple shoe. Men’s 
sizes run to 14 in all widths. 





Concentrates Its Buying 
Drexel’s is rated among shoemen ppanx & DREXEL 





Customers are never “turned over,” but are in- 
variably sold at Drexel’s, Omaha, Neb. 


as having one of the largest 
and most complete stocks of 
fine shoes in the Middle 
West. When one considers 
that there are 15,000 pairs 
of men’s shoes and 25,000 
pairs of women’s shoes in 
the house, the attitude of 
the firm of insisting that 
customers be properly fitted, 
may be appreciated. Men’s 
shoes are bought from only 
six factories and there are 
about 200 pairs of odds in 
this department; so in spite 
of the large stock, shoes are 
merchandised very carefully. 

A .few days ago, F. F. 
Drexel made three sales in 
rapid succession, indicating 
the wide range of stock—a 
pair of baby moccasins, a woman’s size 3AAA fancy 
slipper, and a young man’s tan oxford, size 14C. 

Customers that have been buying shoes from Drex- 
el’s for 25 to 35 years, are common. It is a daily oc- 
currence to see both sides of the house filled with 
customers, most of whom are old friends. They mean 
more than just customers. 

Very little printer’s ink is used for publicity, as Mr. 
Rosenzwig’s theory is that satisfied customers are the 
best advertisement. It is the high standard of quality 
and service that makes folks drive a hundred miles 
to buy Drexel’s shoes. 


Customers Place Price After Quality 

It is seldom that customers ask the price of shoes 
until after being fitted, as they have the utmost con- 
fidence here, knowing that whatever the price is, it is 
right. This reputation was not made in a day, but in 
long years of honorable selling. 

While pretty footwear may be bought here, Drexel 
has many lines that have been bought over and over 
again for many years, and so is 
able to satisfy those customers who 
say “Another pair like these, please.” 

An important percentage of the 
stock is kept for these people, for 
as Mr. Rosenzwig says: “In an old 
established family store, there are 
always a number of sensible folks 
who buy sensible shoes, and that is 
the backbone of our business.” 

The salesmen in this store might 

(Continued on page 96) 
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Byck InvitesCustom- 
ers to Make Own 
Adjustments 


Louisville, Ky., Firm Establishes 
Most Liberal Policy 


[5 nerctana in making adjustments on 
merchandise that doesn’t satisfy custom- 
ers has gradually developed in all lines 
of retail selling with the result that today we 
find stores eagerly going much farther than 
halfway in keeping the public satisfied. 

Byck Bros. & Co., retail shoe merchants of 
Louisville, Ky., recently printed a half-page ad- 
vertisement announcing that they are thor- 
oughly “sold” on the feasibility of keeping 
their customers satisfied. The text of the Byck 
advertisement was to the effect that customers 
were cordially invited to make their own ad- 
justments on merchandise. “If, for any reason, 
there is the slightest degree of dissatisfaction 
in any purchase, do us the service of bringing 
back the article immediately, and making your 
own adjustments, to be assured of fullest satis- 
faction,” is an excerpt from the advertisement. 

Another statement from the ad explains the 
aim of the organization: “Our one serious aim 
—to have no transaction finally closed until 
there is full measure of customer’s satisfac- 
tion.” Adjustments, unless made with a smile, 
are not very effective, and unsatisfactory ad- 
justments leave ill feeling, which drives cus- 
tomers to other stores. 





In This Store the Salesman’s Period 
of Service"Averages 20 Years 
(Continued from page 45) 


be likened to the Old Guard, “Sometimes they 
die, but never resign.” The average length of 
service is around 20 years, with several who 
have been with the firm for more than 30 years. 
The men are encouraged to have call trade, be- 
cause the boss believes that it helps them to 
develop their personality. He fully realizes that 
the reputation of the house, that he has labored 
long years to build, rests on the shoulders of 
these salesmen. Customers are never “turned- 
over,” but are invariably sold. The percentage 
of walks being extremely small. 

“The future of the family shoe store depends 
entirely on the quality of merchandise and the 
kind of service rendered; and also on-the boss, 
himself.” This is the conviction of a man who 
knows. 
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WHERE GUTHRIE STREET TOUCHES FOURTH AVENUE 


AS yckd, 
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Makes a Statement to the Public—A 


Merchandising 


Innovation 


That Will Cause Commendation Thruout America 


The serious: purpose and policy of this business is to render 

utmost service to the customer. “How can we serve the public 

better?” “What can we do to render still greater service and 
customers?” 


satisfaction to our 


this daily determination 


and thought today crystallized into a further broadening 


of Byck’s well-known liberal policy . 


. into something un- 


heard of in the trade. A patron's protection policy far in ad- 
vance of anything known in the history of American retailing. 


Every Customer Now 
Makes His or Her Own 
Adjustments, at Byck’s 


—This does away entirely with all inconveniences— 

delays—and explanations at adjust- 

to this. If, fi — nah the slighece Prank 
tor lor any reason, is 

f dissatist us the service 

ey ry mak- 

be assured of fullest 


—You will find us courteously eager and ready to 
grant your every wish—and do it with a smile that is 
born of a genuine endeavor to please you entirely. 


All Byck’s Merchandise 
Is UNCONDITIONALLY 
Guaranteed 


“Unconditionaily guaranteed to give full satisfaction” 

—think what that means to you. No matter what you 
buy at Byck's—even to the sheerest of Chiffon Hosiery 
—and the most perishable of merchandise—this store 


stands today your bulwark of protection—stands ready 
with an entirely 
yo and a paivi- 


ntimaneeniniathnts have no transaction finally 
cloned until there is full meaure of cowomer tie 
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Byck’s Blazes the Way 
to Bigger, Better Ideals 
of Modern Merchandising 


—Vigorously doing away with the littleness of old- 
storekeeping tactics—and replacing these with 
the ones ea in liberality for the ul Protection 
Stlemde: public 


= This comeiounen tat, we are bing yon the 
self-re- 
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Haverhill, Mass. Launches Publicity Campaign 


Manufacturers of Women’s Shoes in Concerted Move to Place 
City in Most Prosperous Condition 


mote the interests of Haverhill, Mass., one of the 

leading centers in the manufacture of women’s 
fine turn shoes, were taken at a banquet Tuesday, 
June 16. A _ publicity campaign was successfully 
launched when $6,170 was subscribed by citizens and 
locals of the Shoeworkers’ Protective 
Union. The Haverhill Shoe Manufac- 
turers’ Association opened the cam- 
paign with a subscription of $600. It 
is the aim of Haverhill shoe manu- 
facturers and members of other 
branches of the industry to make a 
concerted effort to “boost” the city 
and place it in a most prosperous 
condition as a center for making 
women’s shoes. 

-The over-subscription of $6,170 
the citizens share for financing the 
publicity campaign is significant of 
the solidity of the community behind 
the move. The banquet was fostered 
by the Haverhill Shoe Manufac- 
turers’ Association with the support 
of the Chamber of Commerce, Ro- 
tary, Kiwanis, Lions and Associated 
Community Clubs. It was attended 
by men from every walk of life—all 
keenly interested in playing a part 
to promote the city’s prosperity. 

Prominent figures in the industry 
were present and several addresses were made, dwell- 
ing on the healthy economic condition of the industry 
and Haverhill’s potency. 

News of the display of co-operation and loyalty was 
broadcasted to the trade in general, customers of 
Haverhill firms and traveling salesmen. Wires were 
directed to the major shoe markets of the country and 
informed the trade that the city, aided by the unity of 
its people, was ready to serve the public as never before, 
and could be depended upon for volume production 
and prompt deliveries during the approaching season. 

President George Hurn of the Chamber of Com- 
merce was toastmaster. Mayor Fred D. McGregor, a 
successful retail shoe merchant, was master of cere- 
monies. 

Mayor McGregor declared it essential that em- 
ployers of labor have the support and co-operation. He 
said: “Every intelligent employer of labor today 
realizes that he must have the support and co-operation 
of his employees if he is to conduct a successful busi- 
ness, and every employee recognizes the fact that he 
must have the support and co-operation of his em- 
ployer if he is to draw his pay check on Saturday 
night. The retailer also knows that if that pay check 
is not received on Saturday night, he will either be 


[ see steps in a publicity campaign to pro- 





EVERETT BRADLEY 


Chairman of Haverhill’s Pub- 
licity Committee 


obliged to close his business or fail, and this is equally 
true of the real estate operator. He, in his turn,. will 
be unable to receive his, rent unless there is work 
in the city of Haverhill, and so for these rea- 
sons, we are all bound together by one common 
interest.” 

Merchandising Biggest Problems 

Everit B. Terhune, president of 
the BooT AND SHOE RECORDER PUB- 
LISHING Co., was the principal 
speaker. He declared that Haverhill, 
by its enterprise and recognized 
ability to produce shoes, has a bright 
future ahead. Merchandizing, not 
production, was declared the big 
problem facing Haverhill and all New 
England today. 

In part, Mr. Terhune said: “We 
are the wealthiest country in the 
world. In 1924 the people of. this 
country made $5,000,000,000 more 
than ever before. It is the country of 
great resources, and wealth is spread 
wider than anywhere else. Our 
banks, commercial houses and busi- 
ness enterprises are forever increas- 
ing. The country has by far the high- 
est standard of living in the history 
of the world. We all enjoy what were 
luxuries of the rich 50 years ago. It 
is a painful thing to live up to this 
standard, but we are a country of growing things and 
it is a natural process. Readjustment processes are 
painful, but have to be met. 

“America also has a race in the making. We are 
at present educating all the races of the world. All 
these racial groups within our borders are being 
educated to American standards of living. 

“Our troubles are nothing to be compared with those 
of the old world. Our buying power of 110,000,000 
people is greater than any other peoples’. In 1924 
American people made more, bought more, and saved 
more than ever before. Automobiles and silk stockings 
are here to stay. There is no use crying over this fact. 
The standard of living has come to stay and the 
adjustment to it must be made. I urge you to accept 
this as the basis for your economic thought. 

“You and I particularly are interested in shoe trade 
problems. Despite our reverses and perplexing situa- 
tions, the demand for shoes is normal and greater than 
ever before. People are buying more. What is the 
trouble, you say? It is the case of the 20 plates of 
food and the 40 hungry men, where we have to be 
satisfied with half a plate of food. Every year 325,- 
000,000 pairs of shoes are consumed, and the capacity 
of our plants is 600,000,000 pairs. 
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“Production is not the great’ problem today, while 
merchandising is .of paramount importance. Shoes 
must be merchandised properly. Haverhill must de- 
velop the individuality and the romance of shoemak- 
ing, so necessary to the modern scheme of things.” 

James H. Stone, president and editor of the Shoe 
Retailer, spoke of general business conditions and the 
economic wealth of America, which he phrased as “the 
average man’s paradise.” 


Outline of Campaign 


Chairman McGregor presented Everett Bradley, 
trustee of the Haverhill Shoe Manufacturers’ Associa- 
tion, and member of the Bradley Shoe Co., who is re- 
sponsible for the Haverhill publicity movement. 

Mr. Bradley said: “It has been my purpose and 
effort during the past few weeks to sell Haverhill to 
Haverhill people. 

“It is our purpose to get all the citizens of Haver- 
hill pushing the same.way for Haverhill. 

“There is need for work in New England and our 
duty is right here in Haverhill. There must be up-to- 
date merchandising; there must be efficient manage- 
ment; and there must be public approval and confi- 
dence. There must be a wage rate comparable with 
other competing centers. The manufacturers are look- 
ing upon these facts as they exist. 

“The present business outlook in the shoe industry 
is encouraging. Salesmen on the road are writing back 
from their territories of generally improved condi- 
tions. Retailers are fast coming to the point of buying, 
and we want them to buy Haverhill shoes. 

“The campaign is intended to reach that new ele- 
ment in advertising known as the consumer-pull. We 
want to sell Haverhill and sell Haverhill with the united 
support of its citizens. If this can be accomplished 
we can astound the country. We have gained attention 
already and the eyes of the world are becoming focused 
on Haverhill. The wrong impressions and harmful 
publicity can be wiped out by such an up-building 
movement. 


How Money Will Be Spent 


“This does not seem much to ask for a movement 
of this kind and its unlimited possibilities. The money 
will be spent entirely for a publicity campaign to reach 
out to all corners of the globe. I will enumerate a few 
ways in which the money will be expended. It is pro- 
posed to have great Haverhill spreads in the leading 
shoe trade publications of the country. It is also pro- 
posed to send out four circular letters to over 5000 shoe 
retailers in this country and Canada, setting forth 
Haverhill’s advantages. 

“We also plan to publish a directory of all the shoe 
and allied establishments in Haverhill. All the shoe 
and allied firms will be solicited and their names com- 
piled in a pamphlet which will be given away to visit- 
ing shoe buyers at the Boston Shoe and Leather fair. 
The directory will contain the names and addresses of 
all the shoe and allied establishments and a description 
of their product. There will be a small fee for the ad- 
vertising value of having names appear in such a 
directory.” 

A large amount of money is necessary for expen- 
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diture at the Boston fair to gain attention. There must 
be provided attractive girl: models to show Haverhill 
shoes; we wish to have a quartet at the fair to con- 
tribute to the entertainment of visiting buyers; we 
want an orchestra. There are innumerable ways of 
advertising our industry. 

Edwin Newdick, chairman of the Haverhill Shoe 
Board, which adjusts differences between manufac- 
turers and labor, gave a résumé of the board’s accom- 
plishments. 





The Birth of a Retail Shoe Store 


(Continued from page 85) 


Merchants operating in neighborhood districts of the 
larger cities find they can make good use of circular 
advertising and frequently two or three stores located 
on the same street intersection will unite and deliver 
their message on one circular, thereby eliminating 
expense and the fact that a drug store, shoe store and 
cleaner may be found just two or three blocks away, 
is more impressive than the knowledge that only one 
of these stores is soliciting your neighborhood busi- 
ness. The writer remembers the appeal of one of these 
circulars, “Patronize your Neighborhood Cleaner.” 
I thought, why not, he is close at hand and can give 
quicker service than one miles in town and perhaps 
the service in most cases is a personal one. If they are 
not patronized by me and others in the neighborhood, 
we would soon be without these conveniences. Cir- 
culars can be used anywhere with reasonable success 
but for the neighborhood stores or in the rural dis- 
tricts, they bring their maximum results. 


Direct by Mail 


Direct by mail advertising, while costly, can be 
made very productive. The advertising must appeal 
and be of high grade. It is best to send out one thou- 
sand pieces of good- advertising matter by mail to a 
select active list than ten thousand pieces of poor 
material addressed from a haphazard list. Letters 
when signed, have a greater prestige and should 
always go into the mail sealed under two cent postage. 
Letters with one cent postage are in direct line for 
the waste basket, often without being read. Printed 
literature, such as style booklets, get attention and 
bring returns, especially when they are colorful. Such 
booklets can be gotten up by the individual store but 
in most cases the cost is prohibitive. Often it is more 
satisfactory to link up with a manufacturer whose line 
you may be handling, who prepares such booklets in 
great quantities and passes them on to his dealers at 
less than actual cost of printing. There are also agen- 
cies who prepare a mailing service and give one 
dealer in each community exclusive use of their copy. 
Postcards are good for “Sale” announcements and the 
introduction of special merchandise. 

Phoning customers whose size record you may have 
is a cheap but very effective form of advertising. It 
is as far reaching as the time you will devote to same. 
A customer appreciates a call that informs them of 
sometihng new you have to show them and makes 
them feel more attached to your establishment. 
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New England and 
Boston Greet You 


Past successes fade away when compared 
with the program for this year’s fair. 

Boston 1s truly the hub of the shoe world, 
the logical place to hold an exposition of the 
allied trades. 


There will be something of interest every 
minute for the alert retailer. And recreation, 


too. 


No man engaged in the shoe business can 
afford to pass up this wonderful gathering 
of the shoe fraternity, nor the recreation that 
goes with it, topped off with the biggest day 
of fun making ever seen in the industry — 


Friday, July 10. 


Come — we want you. Arrive the first 
day — stay until the end. 


Dont Miss 





re 


Which of these 
Features Interests 
You Most 


Epoch Making Style 
Revue 

Tremendous Exhibits of 
Shoe Manufacturers, 
Tanners, Finders, 
Last Makers, Pattern 
Makers, Hosiery, etc. 

Complete Working Shoe 
Factory 

Tannery in Full 
Operation 

Weaving of Shoe Satins 

Designing of Lasts 

Making of Shoe 
Patterns 

Making of Cartons 

Government Exhibit 

Three Days of Good 





Fellowship 
Meeting of Old Friends 
Making of New Ones 
Friday a day of fun that 
you will never forget. 
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Style Authenticity to Be Dominant Note 


at Boston Show 


Also an Ususually Wide Variety of Well-Arranged 
Working Exhibits 


previous years mark the Style Revue of the 

annual Boston Shoe and Leather Fair, 
at Mechanics Building, July 7, 8 and 9. The 
Revue is to be put on this year primarily to be of 
more benefit to buyers than to any other class in 
the industry. 

With this end in view, the committee exer- 
cised extreme care in the selection of patterns and 
materials to be shown on the runway. In contrast 
to other years, the name of the manufacturer of 
the shoes worn by models will not be announced. 
This step was taken as a measure to eliminate in- 
dividual competition and with the higher aim of 
presenting styles meriting deserved recognition in 


fall buying. 


G revo departures from the custom of 


Fewer Models—Better Styles | 


There will be fewer living models parading 
down the runway, but a complete range of shoe 
styles will be coyered. A sane review of lasts, ma- 
terials and patterns will be presented. 

It is the. committee’s aim to show 
buyers the best of styles brought out for 
fall selling, thus permitting a merchant 
to make an authoritative analysis of 
what’s going to be good for next season. 
Styles worn at different times by models 
will be in keeping 
with their costume. 
Models will make 
more than one ap- 
pearance on the 
runway. 

The Revue is to be 
presented only in the eve- 
nings. Sixteen attractive 
girls and twelve good- 
looking young men will 
wear New England’s 
style nominations for 
fall. Each shoe will be 
appropriately matched by 
a costume. 

A change from previ- 
ous years was made in 
planning the path of the 
runway. It will be on the 
balcony level this year 





Shoemaking at the Boston Show 


and buyers will have access to the first five rows, 
from where they may obtain an excellent view. 

Models were selected according to types with 
the idea of allowing retail shoe merchants to con- 
sider the type of person as well as the shoe in form- 
ing a decision. 


Model Shoe Factory in Basement 


Several interesting and instructive working ex- 
hibits have been planned for the basement. The 
purpose of this type of exhibit is to acquaint the 
retail shoe merchants, and other members of the 
industry, with the most important steps entering 
into the manufacturing of shoes. The men in 
charge of this constructive phase of the Fair con- 
tend that a merchant will be better able to serve 
his community if he possesses knowledge of the 
fundamentals of tanning, last-making, pattern de- 
signing, and the various steps in shoemaking. 

Six working exhibits for the Fair in- 
clude shoemaking, tanning machinery, 
last making, pattern designing, leather 
marbleizing and satin weaving. 

Besides these, at the time this issue went to 
press, efforts were being made to have four other 
exhibits—making of welting,. manufacture of 
wood heels, manufacture of counters, and shoe 
carton machinery. 


Forty Operatives in 
Model Factory 


The shoemaking ex- 
hibit will. be the most 
conspicuous. The Thom- 
son-Crooker Shoe Co., of 
Boston, will employ 
about 40 operatives daily. 

They will make 
women’s arch support 
shoes, the daily produc- 
tion being about 180 
dozen pairs. Every step 
in the making of a shoe 
will be shown. The va- 
rious machines will be la- 
belled so that one may 
follow the manufacture 
of a shoe in sequence. 
The machinery: will be 











so arranged that the shoes will pass from machine 
to machine in sequence of operation. The shoe fac- 
tory has been featured in other Boston Fairs and 
has always proven to be one of the most interesting 
and instructive features of the program. The 
United Shoe Machinery Corporation will install 
the machines. 


How Shoe Satin Is Made 


Due to the great popularity of satin shoes in 
women’s lines, committee members expect the 
satin-weaving exhibit to attract a great deal of at- 
tention. An operator and a mechanic will be in 
charge of the silk loom, where Sauquoit Shoe Satin, 
distributed by the National Fabric & Finishing Co., 
will be produced. The loom is not very large, the 
entire space to be taken up measuring only about 
20 feet square. 

Black satin will be woven. It will be 36 inches 
wide, and because a loom weaves slowly, only 
about eight or nine yards will be the daily produc- 
tion. A shoe satin factory usually operates between 
250 and 500 looms. The preliminary steps in satin 
weaving will be taken before installing the ma- 
chinery at the building. The satin is dyed black 
and ends of silk are entered into the machine be- 
fore weaving commences. 

After being woven at the building the satin must 
be finished with a lustre and backed with cotton 
before being fitted for use in making shoes. Ed- 
ward O’Connor, of the National Fabric & Finish- 





Turning out shoe lasts on typical lathe. 


ing Co., is in charge of this feature and reports 
that one may get a better idea of the function of a 
loom by watching only one, whereas one might 
be confused in a large factory due to the hum and 
continual operation of a great number. 
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A Modern Tanning Plant 


Mathinery used in a modern leather tanning 
plant will be on exhibit. It will be the product of 
Turner Tanning Machine Co., and will include a 
measuring machine, No. 3 shaving machine, elec- 
tric buffing machine, stamping machine, deep- 


\" 








Pattern designing. 


throat buffing machine, and a No. 20 fleshing 
machine. < 

The process of finishing leather so as to produce 
the marbleized effect will be shown by employes 
of the Halfer Marbleizing Co., of Middletown, 
Mass. Finished calfskins will be used on which a 
marble design will be floated. The marbleized 
finish is not printed or stamped; it is floated on by 
immersing the leather in a chemical solution. A 
wide range of designs may be had. 


Pattern Designing and Last Making 


Retail shoe merchants may get first-hand in- 
formation concerning pattern designing and mak- 
ing by observing the exhibit of Dunbar Pattern 
Co., of Brockton, Mass., designers of patterns for 
men’s and women’s shoes. 


Last-Making. Also 


Last-making and modelling is also an interesting 
step in the early stages of planning the finished 
product that demands consideration. McNichol, 
Taylor, Inc., of Lynn, will exhibit last-making 
machinery and lasts in the various stages of de- 
velopment. 

The general decorative scheme of the large exhi- 
bition hall assigned manufacturers and those dis- 
playing accessories will be neutral French gray and 
ivory, brightened with touches of rich blues. There 

(Continued on page 107) 
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Do You Want a Profit Next F all? 
Then Come to Boston 


_ By A, F. BANCROFT 
President of the New England Shoe and Leather 
Exposition and Style Show, Inc. 


N behalf of New England, and particularly the participants in our 1925 Annual 
Shoe and Leather Exposition, it is a great pleasure to urge the keen-minded 
retailers.of this country to come to Boston July 7-8-9. 

I say keen-minded retailers because while we are going to have the best time in the 
world, the largest participation on record, and from all signs the largest attendance on record, 
I do not see how any keen-minded retailer can overlook the opportunity of immediate profit 
to himself that our Exposition, and particularly our Style Show, offers him. 

Here is a Style Revue, held exclusively for the benefit of the 
retailer, with no private advertising whatever on the part of the manu- 
facturers, where the shoes are shown with perfect harmony of costumes 
throughout, with the proper proportion of materials, patterns, lasts, 
etc., so that after reviewing it the retailer has seen a very fair cross- 
section of American style for this fall. 

This should act as a true basis for an immediate clarification of his style ideas and 
with the availability of hundreds of lines of. samples in Boston at that time, he will be in a 
position to buy with confidence quantities of shoes which will balance his style requirements 
at that time instead of a month or two later, and this time which he will save in placing 
these orders is golden. 

Any keen-minded retailer will thus see that through this opportunity he can avoid 
disastrous purchases which he might otherwise make which would eventually mean a loss to 
him and just as well buy shoes which will quickly turn over and show him a handsome profit. 

The well-timed purchase of a few profitable shoes versus the purchase of just a few bad 
ones will turn any season from a failure to a success. 

Come and be with us. Have a lot of fun. Broaden your knowledge of the manufacture 
of shoes, leather, fabrics and kindred articles. Become acquainted with the real executives 
of New England’s factories, both at the Fair and on our grand excursion. See the first unsel- 
fish style show that has ever been given in the history of the trade. But above all plant the 
seed of profit for your own business. 

It will cost you a good deal more to stay away than it will to come. 
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Mechanics Building where the Boston 
Shoe and Leather Fair opens July 7 | 
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List of Exhibitors 


Department A—Grand Hall 


Name 

Lamson Co. 

Nationat AnILIneE & CHEMICAL Co. 

Lynn Last Co. 

Warrenweap & Hoac Co. 

Tue Prest-O-Lirte Co., Inc. 

Joun R. Evans & Co. 

SAMUEL SHAPIRO 

Lucius Breese & Sons, Inc. 

AMALGAMATED LEATHER Co. 

C. A. Goopnow SHoE Co. 

PanTHER Rupser Mere. Co. Also No. 59 

KREIDER-CREVELINE SHOE Co. 

Geo. B. Leavitr Co. 

GLEASONITE Propucts Co. 

Bristot Patent LEATHER Co. anp Key- 
STONE LEATHER Co. 

J. Ernstein & Co. 


Park LEATHER Co. 


Space No. 
22. 
23. 
24. 
25. 
26. 


37 


Name 

Roum & Haas Co. 

Wise & Cooper ; 
NATIONAL SHOE TRAVELERS’ ASSOCIATION 
G. P. Crarts Co. 

GREEN. SHOE Co. 

Surpass LEATHER Co. 

Munroe SHoeE Co. 

Unirep Ruspser & LEATHER Co. 


} SHor & LEATHER REPORTER 


Lyons & HersHEnson, Inc. 
Gitt Pusuications, Inc. 
RicuHarp Younc & Co. 
Hacpern Navison SHoeE Co. 


‘ THAYER Foss Co. 
38. Wuirram SKINNER & Sons 


39. Tutte SHoe Co. 
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Herman E. Lewis, Inc. 


44. 
45. Hennessey, Maxwevt & HENNESSEY 


46. Warson SHok Co. 
47. Srrout & SrritTEeR 
48. G. F. Fertows Box Co. 


= A. M. CreicuHTon * 


Murpny, Gorman & WaTERHOUSE 
Merri Lt, Porter & Co. 


me: Avon Sore Co. 


Bancrort WALKER Co. Also No. 66 
SHoE TrapvE Pustisuine Co. 


} BRESNAHAN SHOE Co. 


MacLaucutin-SweEet SHOE Co. 


PanTHER RusBer Mee. Co. Also No. 15 
HoacveE SpracuE Box Co. 

Henry W. Breep & Co. 

James Mi rar Co. 

M. N. Arno_p SHOE Co. 

Tue SHoe Buyer 

J. B. Forp Co. 

Bancrorrt WaLKER Co. Also No. 55 
Joun E. Swanson, Inc. 

I. Brockman & Co. 

KriPpPENDORF KaLcuLaTor Co. 


‘ J. J. Grover’s Sons Co. 


MirtrcHE.Lt WELCH SHok Co. 
T. J. Suttivan & Co. 
Keystone Sore & SHank Co. 
Hatt & Crossy 

. .W.K. Cuanp ter, Inc, 

78. 
90 and 91 


Grecory & Reap Co. 


) 
tJ 
‘} Tue Reyno tps Co. 
| 
| 


STANDARD Kip Co. 


Totman Fox Corp. 
L. Acoos & Co. 


Tuomson-Crooker SHOE Co. Also Nos. 


89 
90 
91 


92. 

93. 

94. 

95. 

96. 

98. 

99. 
100. 
101. 
102. 
103. 
104. 
105. 
106. 
107. 
108. 
109. 
110. 
112. 
113. 
114. 
200. 
201. 
202. 
203. 


204 


205. 
206. 
207. 
208. 
210. 
211. 
212. 
213. 
214. 
215. 
216. 
217. 
218. 
219. 
220. 
221. 
222. 
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. G. Levor & Co. 

: Tuomson-CrookerR SHoE Co. Also Nos. 
78 and 79 

A. Fisuer & Son, Inc. 
Donovan GI Es Co. 

Dat.ey’s GoLtpen Rute SHOE Co. 
CoLetia & LeiGHTon SHOE Co. 
A. E. Lirrre Co. 

BurtMan, RonpEau & Co. 
Ampbur SHOE Co. 

Batter SHOE Co. 

Brooks SHOE Co. 

MeErcuants SHOE Co. 
ATKINSON SHOE Co. 

S. Rosrnserc & Son, Inc. 
Bioom-Lancer-LippmMan Co. 
SAMUEL COHEN SHOE Co. 
SAMUEL Brivuiant & Co. 

M. Finxovitcn, Inc. 
BENJAMIN SHIR 

SAMUEL J. Karz Co. 

SaxE Bros. Co. 

ConHEN & WEINSTEIN 
WotpeErt-ADLER SHOE Co. 
Unirtep Srates Dept. or Com. 
Moss Seamans Co. 

Ruppock SHoE Co. 

HamMet LeaTHER Co. 


‘ Tue SuHoe Retaiver Co. 


J. I. Mevanson Sons Corp. 
F. M. Hoyr SuHoe Co. 
Barnet LEATHER Co., Inc. 


Unitrep SHoE MaAcuHINERY Corp. 


Rice & Hutcuins, Inc. 
Newsuryport Reception Bootrn 
H. E. Guprtir 

Wm. G. Dopnce Co. 

F. E. ApAmMs 

Harry M. Husk Co. 
W. D. Hannan 

G. A. Learnep Co. 
FERN SHOE Co. 
WituraM P. Lower 

A. J. Bares, Also No. 251 











Space No. 


228. 


229. 
230. 
231. 
232. 
234. 
235. 
236. 
237. 
238. 
239. 
240. 
241. 
242. 
243. 
244. 
245. 
246. 
247. 
248. 
249. 
250. 
251. 
252. 
253. 
254. 
255. 
256. 
257. 
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259. 
260. 
261. 
262. 
263. 


265. 
266. 
267. 
268. 
269. 
270. 


273. 
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Dopce Bros. 

A. J. ANDERSON 

Ernest HazELtTINE 

Barsour WE tTnNG Co. Also No. 246, 247, 
248 

Buss & Perry Co. 

E. T. Wricut & Co., Inc. 

Tue Cepar Curr Sitk Co. 

Eacie Orrowa LEATHER Co. 

THe Onto LEATHER Corp. 

CHURCHILL & ALDEN Co. 


RousMANIERE WituiaMs & Co. 


Brown-Epwarps Co. 
Henry GitTerRMAN & Co. 


Tue Griess PFLecer TAnninc Co. 


Epwin Crapp & Son 


MecNicuot & Taytor 
Perry & Exvuiotr Co. 


Barsour We ttinc Co. Also No. 228 


SPAULDING FIBRE Co. 
A. J. Bares Co. Also No. 224 


Lonpon CHARACTER SHOE Co. 
COMMONWEALTH SHOE & LEATHER Co. 
Watt, Streeter & Doyte Co. 

Ga.e SHoE Mere. Co. 

Joun E. Donatian & Co. 

Boston Novetty SHoE Co. 


‘ Dunsar Patrern Co. 


Boot & SHor Recorper, Also No. 275 
Nationa Fasric & Finisuinc Co. 
Toiman Print, Inc. 


it Tuomas G. Priant Co. 


EMERSON SHOE Co. 
C. H. ALpEN 


S Mitrorp SHoE Co. 


Huckins & Temp te, Inc. 


‘| AuLtT-WILLIAMSON SHOE Co. 


GoopyEar Trre & RusBer Co. 


Space 
274. 
275. 
276. 
277. 
278. 
281. 
282. 
283. 
284. 
285. 
286. 
287. 
288. 
289. 
290. 
291. 
292. 
293. 
294. 
295. 
296. 
297. 
298. 
299. 
300. 
301. 
302. 
303. 
304. 
305. 


306. 
307. 
308. 
309. 
310. 
311. 
312. 
313. 
314. 
315. 
319. 
320. 
321. 
323. 
324. 


326. 
327. 
207AA Burkuarpt CorPorRaTION 








No. Name 
Hunt Rankin LeaTHER Co. 
Boot & SHor Recorper. Also No. 260 


Tue Sretson SHoe Co. 
Beccs & Coss, Inc. 
\ Unirep Last Co. 


BeckwitH Mes. Co. 

Stone Tartow Co., Inc. 
Diamonp SHOE Co. 

AupEN, WaLKER & WILpeE, INc. 
Lewis A. Crossetr Co. 
Stacy-Apams Co. 


InNpusTRIAL Dryer Corp. 


ConraD SHOE Co. 


Ricuarps & BRENNAN 

FELSTINER SHOE Co. 

H. B. Goopricu & Co. 

BraDLey SHOE Co. 

KIMBALL-SHERMAN Co. 

Surprper City SHoE Co. 

B. E. Core Co. 

Duane SHoE Co. 

Rickarp SHOE Co. 

L. B. Evans & Son Co. 

Pant Bros. & Co. 

HaveERHILL SHoE Merrs. Assn. 

HartMan SHOE Co. AND HANNAHSONS 
SHOE Co. 

WITHERELL & Dossins 

Harpinc SHOE Co. 

GILBERT & FREEDLANDER 

DatrymMpLe-Dup ey Co. 

TessteER & Bowpo1n 

Jonas SHoE Co. 

BECKER SHOE Co. 

Cuestey & Rucec 

C. W. ARNOLD 

Wason HEE Co. 

WrIGHT-GorEvitz-McNamara Co. 

E. E. SuLirvan 

GoLpBERG BROTHERS 

C. H. Haves Corp. 

Lynn INDEPENDENT INDusTRIAL SHOE- 
MAKING SCHOOL 


Geo. J. Ketrey, Inc. 
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Style Authenticity to Be Dominant 


at Boston Show 


(Continued from page 102) 
will be overhead column and bracket work in 
special designs of national colors and floral 
festoons. 
Grand Hall will present a very attractive scene 
with a silken canopy in Roman colors and diagonal 
drapings. The balcony is richly treated in drapery 





Leather tanning machinery. 


and has relief panels, the models encircling the 
hall on the promenade of the balcony. 


Standard Booth Gray and Ivory 


The setting for the Style Revue is elevated—- 
it is very striking in appearance. The stage is ele- 
vated and, supported by great columns and arches, 
forms a splendid example of architectural and 
landscape designing. There is a mammoth frame, 
sixteen feet high, with constantly-changing back- 
grounds. It was painted by capable scenic artists. 
Through this frame, models pass in review out 
to the promenade. 

The standard booth has a background of French 
gray and ivory, the dividing rails, panels and 
other accessories being white. 

A booth where retail shoe merchants may ask 
for information concerning systematic ways of 
ascertaining operating expenses will be a helpful 
feature: The Harvard Bureau of Business Re- 
search will place its cost-ascertaining facilities 
at the disposal of buyers. At the booth arrange- 
ments may be made for a motor trip to Cambridge, 
the home of the Bureau of Business Research. The 
Harvard bureau for years has been making an 
analysis of the cost of expenses in retailing, particu- 
larly in the retail shoe industry. It has a wealth 
of information of value to shoe merchants. 
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Credit to Whom Credit Is Due 


The officers and committees are as follows: 

Albert F. Bancroft, President, Bancroft, 
Walker Co., Boston; Charles T. Cahill, Vice- 
President, United Shoe Machinery Corp., Boston; 
H. B. Dillenback, Vice-President, Beggs & Cobb, 
Inc., Boston; Charles C. Hoyt, Treasurer, Na- 
tional Fabric and Finishing Co., Boston; Thomas 
F. Anderson, Clerk, Boston; Chester I. Campbell, 
General Manager, Boston. 

EXECUTIVE COMMITTEE—Albert F. 
Bancroft, Chairman ex officio, Bancroft, Walker 
Co., Boston; Charles T. Cahill, United Shoe Ma- 
chinery Corp., Boston; Charles C. Hoyt, National 
Fabric and Finishing Co., Boston; Herman E. 
Lewis, Herman E. Lewis, Inc., Haverhill; Bu- 
ford H. Jones, Thomson-Crooker Shoe Co., Bos- 
ton; William H. Bresnahan, Bresnahan Shoe Co., 
Boston; Georsee W. Langdon, Jr., Hazen B. Good- 
rich & Co., Haverhill; Thomas F. Atkinson, At- 
kinson Shoe Co., Boston. 

EXHIBITS COMMITTEE—Buford H. 
Jones, Chairman, Thomson-Crooker Shoe Co., 
Boston; Frank S. Farnum, Churchill & Alden 
Company, Brockton; H. B. Dillenback, Beggs & 
Cobb, Inc., Boston; Burt W. Rankin, Hunt-Ran- 
kin Leather Co., Boston; Joseph C. Kimball, Kim- 
ball, Sherman Shoe Co., Haverhill; Charles Ault, 
Ault-Williamson Shoe Co., Auburn, Me.; H. M. 


Read, Gregory & Read Co., Lynn; W. R.° 


Shrigley, Merrill, Porter Co., Lynn; W. A. 
Hodges, Edwin Clapp & Son, Inc., East Wey- 
mouth; F. I. Sears, A. J. Bates Co., Webster; 
F. W. Small, Gilchrist Co., Boston; James A. 
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Leather marbleizing—a new process used in making batik 


Lippman, Bloom, Langer, Lippman Co., Boston; 

Walter I. Perry, Bliss & Perry Co., Newburyport. 

STYLE REVUE COMMITTEE—William 

H. Bresnahan, Chairman, Bresnahan Shoe Co., 

Boston; E. T. Rikard, Rickard Shoe Co., Haver- 
(Continued on page 109) 
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New England—The Great Source of Supply 
of the Shoe Industry 


She Is at Your Service—Fully Equipped, 


Shoes 


New England is the cradle 
and home of shoemaking. 

There is annually produced 
the largest volume of footwear of 
any locality on earth. 

There are 600 establishments 
making every kind and grade of 
shoes for men and women, boys 
and girls, children and infants; of 
the very finest quality and also of 
lesser grades; by every process, 
and for every human need. 

There is the largest supply of 
trained labor on earth; equipped 
with the skill that eleven genera- 
tions of shoemaking generates. 


Leather 


One hundred and fifty New 
England tanneries, great and 
small, here produce leather of 


every variety and for every use of the shoemaker, 
from the heaviest of service leathers to the dainti- 
est of lightweight skins; all grades are made to 
meet the demands for every kind of footwear 


leather material. 


Fabrics 

New England 
has been, and still 
is, the great source 
of textile supply. 
There are looms 
for weaving every 
kind of fabric 
usable in shoes; 
here is the textile 
labor supply bred 
and skilled for 
many generations 
in the art of weav- 
ing strong, beauti- 
ful fabrics. 


Rubber 


Footwear made 
wholly, or in part, 
of rubber; heels 


3” 





BUFORD H. JONES 
Chairman of Exhibits Committee. 


Alert, (apable 





A. F. BANCROFT 


President of the New England Shoe and 
Leather Exposition and Style Show, 
Inc., and Chairman of the Executive 


Committee. 


and soles of rubber and rubber 
compound—65 factories in New 
England annually supply a very 
large proportion of the needs of 
the industry in these lines. 


Lasts and Patterns 


For generations New England 
last and pattern makers have led 
the industry in invention and in 
production of these extremely 
important adjuncts to correct fit- 
ting, handsome appearing foot- 
wear. Over a hundred establish- 
ments here continue to suipply the 
industry with these elements. 


Machinery 


Since about: 1860, when shoe- 
machinery processes began to re- 
place hand making, New England 
has been the one great, unfailing 


source of invention and supply for the mechanical 
aids to shoemaking. No industry has witnessed 
such a magnificent transformation, accomplished 
by New England genius and capacity. Today over 


500 different shoemaking machines are here pro- 








W. H. BRESNAHAN 
Chairman of Style Revue Committee. 


duced, many 
rivalling the most 
intricate and use- 
ful works of man 
in any field. The 
whole world 
comes to New 
England for its 
shoe machinery; 
to no other place. 

And not. alone 
shoe machinery— 
here were in- 
vented and are 
produced literally 
every machine 
employed in the 
co-ordinate 
branches of our 
industry—in last 
and pattern _mak- 
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ing, rubber and rubber footwear, heel and sole pro- 
duction, counter making, weaving, shoe laté»mak- 
ing, box making, welting, tanning, and dozens of 
other significant elements, all of which find their 
way into the retail shoe store. 


Accessories 


Welting, counters, box toes, blacking, stains, 
cements, bottom fillers, stays, facings, eyelets, 
tacks, shanks, heels, cut soles, insoles, goring, 
thread, shoe trees, rands, abrasives, dies, cartons, 
laces, and a hundred other items of accessory use, 
are produced here in volume exceeding any other 
section. 


Complete 
Source of 
Supply 

No matter 
what the need of 
the shoe manufac- 
turer, shoe whole- 
saler, or shoe re- 
tailer; the tanner, 
the leather mer- 
chant, the shoe re- 
pair man, or any 
others in the in- 
dustry, New Eng- 
land is a complete 
source of supply 
for every purpose 
and in every grade - 





and variety. Sa ee 
Th t New Chairman of Publicity and Hotel Com- 
€ grea e mittees. 
England re- 


sources of capital and credit, labor and experience, 
are at the service of the industry; these substantial 
sinews of business are soundly administered and 
grounded in a long, honorable record of careful, 
honest, successful management. Nearly 3000 New 
England establishments—manufacturing and dis- 
tributing—form the working organization of this 
Complete Source of Supply. 

Quality of New England goods and services is 
based on generations of inherent skill and experi- 
ence, with many advantages, all assuring buyers 
of New England goods ‘that they may rely on 
their integrity and capability to serve, and in turn 
they may build their own business reputations 
thereon: 

New England, sometimes charged with con- 
servation, never forgets that good craftsmanship 
is forever allied with sensible conservatism and 
can be had in no other ‘way. 


New England, the Great Source of Sup- 
ply of the Shoe Industry, is at Your Service 
—Fully Equipped, Alert, Capable. 
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Style Authehticity to Be Dominant 


at Boston Show 


(Continued from page 107) 
hill; Frank R. Maxwell, Thomas G. Plant Co., 
Boston; James A. Monroe, E. T. Wright & Co., 
Inc., Rockland; Paul O. MacBride, Milford Shoe 
Co.,'Milford; Edric R. Taylor, McNichol & Tay- 
lor Co., Lynn. 

PUBLICITY COMMITTEE—George W. 
Langdon, Jr., Chairman, Hazen B. Goodrich & 
Co., Haverhill; Edward O’Connor, National 
Fabric and Finishing Co., Boston; Waldo M. Oak- 
man, F. M. Hoyt 
Shoe Co., Man- 
chester, N. H.; 
Harold P. Smith, 
Rice & Hutchins, 
Inc., Boston. 

HOTELS 
COMMITTEE 
—George W. 
Langdon, Jr., 
Chairman, Hazen 
B. Goodrich & 
Co., Haverhill; 
Chester I. Camp- 
bell; Boston. 

RECEPTION 
AND _ HOSPI- 
TALITY COM- 
MITTEE — T. 
A. Delany, Chair- 





T. A. DELANY 
Chairman of Reception and Hospitality ™™@MN, Secretary, 
Committees. National Shoe 


hii: Travelers’ Asso- 
ciation, Boston. . 


The reception and hospitality committee held 
a meeting June 18, at which time it completed 


‘plans for entertaining visiting buyers. Several sub- 


committees were appointed by Chairman Delany. 
“Syd” Curry will arrange for a Boston Harbor 
sail on July 9. William Noll will arrange music 
for the occasion. E. L. Gehrke is in charge of ar- 
ranging stunts for the boat ride. “Harry” Ripley 
was appointed to seek information concerning 
points of interest along the course. William Larkin 
is in charge of the golf program. There will be 
automobiles at the disposal of visitors, stationed 
at Hotel Essex and Mechanics Building. 

Waldo M. Oakman is chairman of the registra- 
tion committee. 

Thomas F. Anderson, Major Charles T. Cahill, 
Samuel Gutman and A. E. Wright, are in charge 
of welcoming and entertaining Canadian and Eng- 
lish buyers. 

Mrs. Albert F. Bancroft is chairwoman of the 
entertainment program for women. She will have 
headquarters at the Copley-Plaza Hotel.. 
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Good News for Buyers of 


POPULAR PRICED NOVELTY MCKAys 
This line of snappy McKays will be on display at the 


Copley Square Hotel, Fuly 7-8-9, during the 
BOosTON SHOE AND LEATHER FAIR 


GEORGE W. LEVY, E. W. MORPHY, J. A. CROSSMAN, anv J. Y. PLAYER, Jr. 


Will be on hand to welcome thé visiting trade 


Good Values—Plenty of Style—Good Fitting Qualities 
at Prices that Appeal to the Thrifty Buyer 


MORPHY, LEVY, oe COMPANY 


Lewiston : : : : Maine 
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TRAIL-MOC 
MOCCASINS 


Flexible 
- Bend like birch boughs: 
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No. 502—Men’s 5” Tan Oil Blucher Moccasin, Munson Last, 
Uskide Sole. 


A“ BREAD AND BUTTER” LINE NOT 
AFFECTED BY STYLE CHANGES 


Dealers who are looking for a profitable line of shoes that “sell clean” the year 
round, should learn more about the TRAIL-MOC line of shoes for men, women 
and children. 

This line will be on display during the Boston Style Show at Room 213, 139 
Lincoln Street, Boston. Mr. Carl Beeman will be on hand to show the line 
to visiting buyers. 







For 
Wholesale 
Trade 
Only 





TRAIL MOC SHOE CO. — Saco, Maine» 49s—mew tan sovtan oxford Moccasin, Hyker Las, 








When writing to advertisers please mention Boor AND Suoz Recorper 
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‘‘A Comfortable Foot Remembers the Dealer’’ 


Meet Us at the 


STYLE SHOW 


Boston, July 7, 8, 9 
Booths 271-272 






‘MFO 


2A 


RS wee 


“SS 7 





No. 502—Price $3.75 


, Auburn— A, 4-9; B, 3%-9; C; D, 2%-9 
IN STOCK ies Louis—A, 4-9; B, 3%-9; C, D, 2%-9 


The following men will be — / 
in attendance at the TOO 
BOSTON STYLE SHOW - 


CHARLES AULT For 10 years Ault-Williamson has specialized on “Constant 
C. R. WILLIAMSON 


=. G. Laemeen Comfort” TURNS. No shoemaker has ever stuck to his last more 
R. C. Mou.ton faithfully than we have to the “Constant Comfort” TURN 
JAMES CARROLL standard: Comfort, Style, Economy and Standardization. 

W. K. HARTZELL 

C. G. TRUE What has been the result? Dealers who standardize on 
JaMES R. RENTON nationally advertised “Constant Comfort” Shoes are increasing 
A. J. MINSHALL their volume, speeding up turnover and making more money— 


all with less effort. How do we know that this is so? Our sales for 
the first quarter of 1925 increased 55%. The dealer must profit 
before we can. 


Meet Us at the Style Show 
Points of Merit AULT-WILLIAMSON SHOE CO. 


to the consumer means , 


Factory and Eastern Sales Division, Dept. R, Auburn, Me. 
7 Points of Profit Western, Central and Southern Division, 414-R North 12th Street, 
to the dealer St. Louis, Mo. 


a 


- Cushion —~ ir Fy with the 
natural outline o e foot. ° ° 

2. Flexible sole insuring glove-like free- Mail This Coupon 

dom for women’s active hours. Heavier 

sole for more comfortable walking. 





3. A toe and heel that gives plenty of Ault-Williamson Shoe Co. (Mail to nearest Division. See addresses above.) 
room and graceful style. Dept. R. Gentlemen: 
Send sample of 502............................. Have salesman call.................cccccccecceeseeeseeenee 
4. Rubber heel to cushion every step. (Check) (Gheek) 
5. Reinforced moulded counter to pre- 
vent running over at heel. Send In-Stock Catalog......00.....0.000...0000... a 
6. A rigid steel shank giving needed (Shey 
support to the sensitive foot arch. RE a EP AR, AS Ey EES ee PP RR te ae ee ae a Te 
7. Tite-fit fashionable ankle, holding 
the heel snugly = e —_ DD salbscoceteevsrnsinntrighantcvsegishgiipleilbetslaniysiehusaescisobigutinnsnestentnaeibasersnsensecyesensannsoatosetigneanen 
smoothly; preventing slipping an 
gaping. EE SS ee Ee See ae 











“‘A Foot of Comfort Means Miles of Happiness’’ 














When writing to advertisers please mention Boor anv Suoz Recorpex 
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We have two strings to our bbw— 





Men's Reuping Tan Hiawatha Oxford, C, D, 
$3.00 


E widths 





Boys’ Bugs Tan Hiawatha Bal, 


widths enn 


Shoes and Moccasins 


We now offer complete lines 

of Dress, Work, Sport, 

School, Play, Goodyear 
Welt Shoes 





See our display at 
Room 42 


UNITED STATES 
HOTEL 

















_., pees Tan Siguete Oxford, C, D, 
Ty I tin sect etrsnctSaBincstigge eeetecnevctnvintlantict $3.00 






4151 


a Tan Elk Oxford, Oak Sole, D, a 








* 


Two styles of Orthope- 
dic Work Shoes with 
Crawford Flexible Arch 
Support Shank and 
Long Inside Counter. 






Heavy Duty 
Arch Support Shoes 
No. 9277—Men’s Brown Boarded Side Lined Blucher. 


Crawford Shank, Long Inside Counter, Gleason Button’ 


Sole, Brave Last, C, D, E, EE —. 
No. 9278—Men’s Brown Elk BI 


.. Freeport, Me. 


Large ite ie re- 
at sales are made on 
ress Shoes of this 

type. These practical 

agp on work shoes 

lace your work 
ne usiness on a re- 
peat basis. 








5 June 27, 1925 
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SKOOKUMS # Fi 






FOR FALL and WINTER 


THE SKOOKUM STEPS 






EVERY STEP IN THE RIGHT DIRECTION 
EACH STEP IS CAREFULLY PLANNED 


SAW YER’S 


SNOW, SLEET, 


SLUSH AND STORM SHOES 
FOR 
WORK, PLAY AND SPORTS 








S—4202—6-in. Wilo Sport Elk Korry Krome Sole 


S—9918—18-in. Choc. or Brown Elk Barbour. Full Natural Storm Welt, Uskide Sole 
K—9816—16-in, P.& V. Black Water-proof Barbour Full White Storm Welt, Uskide Sole, Men’s $6.00 
O—5701—14-in. Reuping Smoke Elk, Armortred Crepe Sole 2.2.....0.0.0........0.c00000000ce ..Ladies’ $5.65 
O—9603—12-in. Olive Retan Gleason Sole 
K—9505—10-in. Heavy Boarded Side Gleason Sole 
U—9302—8-in. Chocolate Elk Gleason Sole........ 
M—9237—6-in. Chocolate, Elk, Olive Retan, Black Water-proof, Chrome Excel, Gleason Sole, 

Men’s $2.60, Boys’ $2.40, Youths’ $2.25, L. G.’s, $2.15 

Misses’ $3.00, Children’s $2.50 


Terms—5% 10 days, net 30 days 


Men’s $6.50 


Men’s $4.50, Boys’ $3.90 
Men’s $3.35, Boys’ $3.00, Youths’ $2.70 
Men’s $3.75, Boys’ $3.20, Youths’ $3.00, L. G.’s $2.85 


WE CALL YOUR ATTENTION TO PRICES LISTED UNDER K AND M 


K—10-in. Welt Moccasins at these prices are right. M—6-in. Welt Moccasins made in these 
upper stocks are fine values and should be bought NOW. 


SAWYER BOOT & SHOE CO.,F root’, Me. 
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OW MANY times have you felt the 

need of just one more strong selling 

point to clinch the sale of a pair of shoes 
to one of your women customers? 


Hundreds of shoe stores today are 
finding that the unusual features of 
USKIDE Toplifts are helping to put over 
the sale of many a woman’s shoe. 


You can point out more convincing 
advantages for this famous toplift than 
any other in the market today. 


USKIDE Toplifts add a distinctive fin- 
ish to the appearance of any high- 
heeled shoe. 


Their special construction makes them 
fit snugly and tightly against the heel. 
They will not work loose at the edges. 
They will not spread, curl, chip or fray. 


Point out the advantages of the flat, 


To Shoe Manufacturers 


We will be glad to supply you 
with a list of reputable mak- 
ers of wood heels who are 
ready to give you service on 
heels with USKIDE Toplifts. 





even surface of USKIDE Toplifts. All 
lettering is depressed. They permit the 
heel to stand absolutely straight and 
true. No rocking. No bending. 


USKIDE Toplifts give a delightful 
cushioning effect, combined with a fine 
finish and a durability not found in any 
other toplift of any kind. 

USKIDE Toplifts protect against 
slipping. 

The added service these toplifts give 
to women’s shoes will work to your ad- 


vantage in making satisfied customers 
and repeat sales. 


Specify USKIDE—the Ideal Toplift. 
United States Rubber Company 


1790 Broadway New York 


Sole and Heel Stocks in our following branches: 
Boston Chicago New Orleans New York *Cincinnati 
St. Louis Pittsburgh Portland, Ore. Los Angeles San Francisco 
* Stock for shoe manufacturers only 








When writing to advertisers please mention Boot anv Snot Recorper 
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{100 Years of 
q Good Shoemaking 


Have you seen the Evans Slipper line 
for 1925) , 


Have you seen the latest samples in 
this line? 


“Dormitory” Slippers— 
“Radio” Slippers— 
Just full of sales-suggestion 


Have you seen the Children’s Novelty Slippers in- 
cluded in this display? 


You may have seen all these 
But—you have not yet seen 
The NEW Evans line of 


Women’s McKays — Made by the 
LYNWAY PROCESS 


These may all be seen and admired 
or condemned according to your 
disposition at 


BOOTH 302 
BOSTON STYLE SHOW—JULY 7th, 8th, 9th 


Our entire sales force will be in Boston on these dates 


L. B EVANS’ SON COMPANY 


Boston Office W AKEFIELD, MASS. New York Office 


110 Summer St. 130 W. 42nd St. 
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[N THESE DAYS OF 
PRICE COMPETTI- 
TION, IT IS WELLTO 
- REMEMBER THAT 
QUALITY CANNOT 
BE MAINTAINED 
WITHOUT MAIN- 
TAINING THE PRICE. 
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Fifty Full Years 


TIME ALONE CAN BUILD CERTAIN THINGS. 
ONE IS INDIVIDUAL CHARACTER. ANOTHER 
IS BUSINESS CHARACTER. 


IN QUALITY OF PRODUCT—INTEGRITY OF 
POLICY—IN LEVEL FAIRNESS TOWARDS 
ALL COMMERCIAL TRANSACTIONS A BUSI- 
NESS CHARACTER FINDS ITS EXPRESSION. 


FOR FIFTY FULL YEARS THE HOUSE OF 
STACY-ADAMS HAS BEEN MOULDING A 
CHARACTER. SINCE 1875 THIS HOUSE HAS 
MANUFACTURED HIGH GRADE SHOES FOR 
MEN EXCLUSIVELY. IN EVERY MARKET 
W HERE MEN’S FOOTWEAR HAS BEEN SOLD 
FOR HALF A CENTURY—STACY-ADAMS 
SHOES HAVE BEEN AND ARE RECOGNIZED 
AS THE HIGHEST TYPE OF AMERICAN 
CRAFTSMANSHIP. 


AS WE GO FORWARD TOW ARDS THE CEN- 
TURY MILESTONE, WE WILL HOLD FAST 
TO THOSE PRINCIPLES WHICH HAVE MADE 
THIS BUSINESS WHAT IT IS TODAY. -THE 
TRADE WILL ALWAYS FIND IN STACY- 
ADAMS SHOES ALL THE OLD-TIME QUALITY 
OF EXPERT CRAFTSMANSHIP WITH A HINT 
OF TOMORROW IN ADVANCE STYLE AND 
DESIGN. 











BOOTH 288—BOSTON SHOE AND LEATHER 
FAIR—BOSTON OFFICE, ROOM 706, LITTLE 
BUILDING. 
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J MAKING MEN’S “SPEED SHOES” — 


LOWEST PRICED LINE OF QUALITY SHOES 
SHIPPED OUT OF BROCKTON TODAY 


Smartest Men’s Shoes in the World 
We Shall Exhibit at 


BOSTON SALESROOM Boston Style Show CHICAGO SALESROOM 
207 ESSEX STREET, ROOM 420 B O OTH N 209 SOUTH STATE STREET 
o. 254 | 


WALL, DOYLE & DALY, Inc. - - Brockton, Mass. 

















BUSINESS TWILIGHT 
BUILDERS ‘COMFORTS 


Dealers everywhere rec- 
ommend the Groco and 
Twilight brands of the 
Grosvenor Line of felt, 
satin and leather footwear 
for their ability to in- 
crease sales. 


Why Not Enlist the Services of these 


Business Builders? 


Look over our line at the Boston Office. Our representatives will appre- 
ciate the opportunity to serve you. 


C. A. GRO eer a. CO. 


Worcester -— -:- of Mass. 
Factories, WORCESTER AND OXFORD Boston Office, 139 LINCOLN ST. 

















When writing to advertisers please mention Boot awn Snoe Recorper 














25 








June 27, 1925 BOOT AND SHOE RECORDER ' 119 











EVE EOE OOOO OOOO OOOO OOOO 


SAA A OOOO OEE EOE OE OE OE OBOE OOOO OOOO 























« 
Pleasing! 

EN LIKE THE “FEEL” OF BRENNAN LEATHERS; 

THEY LIKE THE BALANCE OF DESIGNS; THEY 
LIKE THE CRAFTSMANSHIP SO EVIDENTLY HIGH 
CLASS; THEY LIKE THE MANY LITTLE REFINEMENTS 
THEY LIKE THE COSMOPOLITAN ABOUT IT THAT AS- 
SURES MAXIMUM CORRECTNESS. 

THERE ARE SO MANY PLEASING ASPECTS TO-A 
BRENNAN SHOE ONE COULDN'T BEGIN TO LIST THEM 
ALL HERE. 

At the Fair 


A FULL LINE OF BRENNAN SHOES WILL BE ON DISPLAY 
AT BOOTH NUMBER 293, MECHANICS BUILDING, AND AT 
THE COPLEY PLAZA HOTEL. 


ILLUSTRATED—THE BRAEMORE 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN'S FINE SHOES 


“SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 
Rice Building Palmer House Angelus Hotel 


Yay aX. @\ ON ON ANNOY ON Y@N NONI Y@\1 10 10X00 ON ONAN ANON AN ANON OVI TON OX OXON ANON AN OV OV OV ON 0Vii70Vi\/0\i 10170) 
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“Charm”—A new model 
by Bliss @ Perry Co., 
Newburyport, Mass. 





The “Evening Shoe”—A 
constantly — increasing 
seller by Churchill & 
Alden Company, 
Brockton, Mass. 





A beautiful new satin 
style by Elco Shoe 
Mfg. Co., 
Brooklyn, 
N.Y. 
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HUBGORE 


GUARANTEED FOR TWO YEARS SERVICE 





Fall Styles Distinctly Favor “Goring” 


The natural follow-up after sandals and low-cuts, 
open shanks and the like,-is a proper place for a higher 
throat effect, obtained either by crimping or with a large 
U of gore.—Boot and Shoe Recorder. 


The concealed fitting value 
of gored shoes has won a 
permanent plate in shoe 
styling. 


Naturally you will be pre- 
pared for Fall with plenty 
of good gored styles. 


To underestimate the Fall 
demand for Gored Styles 
will be to miss many sales. 


Don’t Forget to 
Insure Your 
Gored Styles 

by Insisting on 


HUB HUB GORE MAKERS HUB 
GORE Branch of Everlastik, Inc. GORE 
A CHELSEA, MASS. A 
TRADE MARK 1107 Broadway, New York TRADE MARK 
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Style and Quality 
For Fifty Years 


Ameiican Gentleman 






Stock No. 1537. American Gentleman Tan Calf Oxford. New 
Amherst Combination Last. Barbour Dress Welt. Brass Eyelets. 


Sizes 5-11, B, C, D - $5.15 
IN STOCK 







ESTABLISHED 1672 








Boston Headquarters 
606 Atlantic Avenue 


HAMILTON: -BROWN MN SHOE CO 


St Qu Quis USA Boston 
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Genuine Imported 


ENGLISH BOOTS 
BROGUE ‘OXF ORDS 


IN STOCK 


The “Colt” Brogue Oxford is Built for 
Smartness, Comfort and the Economy 
“Colt” English Rid- of Long Service. 
ing Boots Are the 
Best in Fit and Finish 





The Oxford 
1779 Tan Willow Calf $4.75 
1782 Black Scotch Grain 5.25 
1783 Tan Scotch Grain 5.25 





Correct Style—Precise Workmanship, 
Selected Leathers—and Honest Solid 
British Wearing Quality —a Combi- 
nation That Makes 
Shoes Your Customers 


Will Buy—Wear and 


The Riding Boot Recommend to Their 
Tan or Black 


Men’s $16.50 Friends. $13.00 Per Pair 
Women’s $14.50 


COLT-CROMWELL CO., Inc. 


ESTABLISHED 1899 


596 Broadway, New York, N. Y. 
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The Field_Boot 


“Colt”’ English Field 
Boots Are Just Right 
for R.O.T.C. Service 
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GENERAL OFFICES AND 
SALES ROOMS 
Washington Avenue 
16th to 17th Street 
St. Louis 
New York SALES ROOM 
142 W. Broadway 
CHICAGO SALES ROOM 
Rooms 206-207 Security Bldg. 
189 W. Madison St. 
PaciFic COAST DEPARTMENT 
412-417 Pacific Bldg. 
San Francisco 


PHILADELPHIA SALES ROOM 
318 Forest Bldg. 
DeTroit SALES ROOM 
408 Temple Bldg. 
PriTsBURGH SALES ROOM 
Hotel Henry 
CLEVELAND SALES ROOM 
260-290 The Arcade 
BOSTON SALES ROOM 
183 Essex Street 
Los ANGELES SALES ROOM 
314-315 Severance Bldg. 
105 West 6th Street 
Kansas City SALES ROOM 
807 Central Street 
New ORLEANS SALES ROOM 
$18 Godchaux Bidg. 
MINNEAPOLIS SALES ROOM 
507 Boston Block 
SEATTLE SALES ROOM 
607. Terminal Sales Bldg. 
INDIANAPOLIS SALES ROOM 
470 Century Bldg. 
DENVER SALES ROOM 
403 Jacobson Bidg. 


ATLANTA SALES ROOM 
90% North Forsyth Street 
BIRMINGHAM SALES ROOM 

Morris Hotel 
Des MOINes SALES Room 
226 Frankel Bldg. 

Fr. WorTH SALEs Room 
Burton Bidg., 7th and Main 
OKLAHOMA CITY SALES Room 

Mercantile Sample Rooms 

WICHITA SALES. ROOM 

426 Butts Bldg. 
Waco SALEs Room 
Statehouse Hotel 
WHEELING SALES ROOM 
213 Riley Bldg. 
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USIOGHION. 


TYLE is the first requisite of satisfaction in 
women’s footwear, but wearing comfort is equally 
important. 


Brownbilt Shoes combine both of these factors, 
thus causing the degree of satisfaction which sus- 
tains customer interest in your store. 


UT] 


Tip) 
=, 


l 


/ 


[7 


/ 


The model illustrated is our: 


D180—*‘Brownbilt”’ 


Women’s black satin Flora-May strap, plaia toe, 
black suede trimmed, single sole, 12/8 covered 
wood box heel, imitation turn, French last, AA 
4-8, A 334-8, B 3-8, C 234-8.............0... $4.60 


D181—‘“‘Brownbilt’’ 


Women’s patent Flora-May strap, plain toe, single 
sole, 12/8 covered wood box heel, imitation tura, 


SS 


I} 


V4 French last, AA 4-8, A 314-8, B3-8,C 234-8. $4.60 


D182 — same Bs I Beco vecsitsinensiscctalnsintsinsenindeebtinn 4.60 


£\ Now “In-Stock”’ ready for quick shipment 


WVSwWs Dns Gouger, 


Standard Since 1878 
ST. LOUIS U. S. A. 
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Beauty in Design 
and 
Quality Thruout 





“Jean” 


Style Number 1540 


Black Patent Opera Pump, 16/8 Spike 
oes ae in 


Heel . 


White Kid Opera Pump, 16/8 Spike Heel 
$3.75 


Also made up with Cuban Heel, White Kid _ 


Linings throughout. 


Widths B-C-D 
A. E. WESSEL & SONS 
Better Grade McKays 
222-24-26 Liberty St. Department yg North 
Camden, N. J. Meyer essel, Sales Mer. 
BRANCH OFFICES 
San Francisco New York City 
407 Pacific Bidg. 935 E. 163rd St. 
Sidney Rule 8. L. Shapiro 
Chicago New Orleans 
508 Security Bidg. 105 Decatur St. 
Seymour Bamberger J. Milten Boze 
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A Distinctive Shoe 


for the 


Well Dressed Man 





Ivory calf oxford, heavy single sole 
“MY OWN” LAST 


Made on Order 


THE DALTON SHOE CO. 


Middleboro, Mass. 
> 


H. P. DALTON L. H. DALTON 


GEORGE S. DYER 


651 Marbridge Bldg., New York 
New York, New Jersey and Penn. 


GEO. J. LOVELY 


183 Essex St., Boston 
New England 


J. A. WARRENDEN 
Ohio, Indiana and Middle West 


E. B. SLOCUM, Chicago 
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Dirality, Style, Fit 
and Service 


» 4 








Styled Right— 
Priced Right— 
Lynn-Made—Right 


Right Profitable to Handle 
SEE THEM 


at the Boston Fair, July 7, 8 and 9 
Booths 80 and 81, and at the Copley Plaza Hotel 
The Rice Building, 10 High Street 








y 
yeecory & Reap Co. 
LYNN ve ~ MASS. 
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The New 
Aniline 


y Character . 
bh Calf 
/ Because 
of the 

| Excellence 
of its make up 
BARLYNN will become 
A nationally demanded 





Leather. 





Barlynn 1—a Rich Golden 
with no reddish cast | 


Barlynn 5—a Deeper Tan 





Barlynn 9—an Ideal Brown 


Barnet Lynn Leathers 


J. S. BARNET & SONS, Inc. 
LYNN, MASS. 
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Its name is 


‘‘LEGION"’ 


A high style 
shoe for the 
younger man. 


It retails for 
$7.00 
In Stock in 
Light Tan Calf 


No. 
3935 


GEO, E. KEITH COMPANY 


CMahers o 


of Wass -OvER Shoes » for Men andWemen 
ts Louis, MO. 
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IT’S THE RIGHT BUCKLE THAT ADDS CHARACTER 
AND INDIVIDUALITY TO THE SHOE 


REYCO PEARL BUCKLES—OUR LATEST CREATIONS 


| | AT THE SOUND OF THE BELL 


BOOTHS NOS. 82-83 
BOSTON SHOE AND LEATHER, FAIR 


JULY 7-8-9 


SAMPLE ROOMS—COPLEY PLAZA HOTEL 
C. HERMAN PULSIFER AND WM. (BILL) REYNOLDS 


7%; 





REYNOLDS <ef/(> COMPANY 


PROVIDENCE Manufacturers and Importers RHODE ISLAND 
21 Place de la Republique — Paris Office 

















RAMSEY’S FLEXIBLES 


FOR IMMEDIATE DELIVERY 
Blucher Oxford Lined 
Rubber Rubber 


2-5 5%-8 8-11 111-2 
No. 2416—Nut Brown Spring Calf. ~ = $1.15 $1.50 $1.80 
if 1.60 1.90 


No. 2405—Brown Lotus Calf .......... 1.25 R 

No. 2404—Oxblood Lotus Callf........ i ro 1.25 1.60 1.90 
No. 2409—Patent Leather ................ 115 1.35 1.70 2.00 
No. 2413—Smoked Elk .................... 1.05 1.25 1.60 1.90 


Flexible Moccasin Oxford 


1 

2-5 5%-8 8%-11 11%-2 

No. 487—Tan Spring Calf................ ” 95 $1.15 $1.40 $1.70 
No. 485—Brown Lotus ..................... 105 1.25 150 £180 


One-Strap Sandals 
Rubber Rubber 


Heel 
2-5 5%-8 8%-11 11%-2 
No. 1409—Patent Leather ............... $0.75 $0.95 $1.25 $1.55 
No. 1404—Brown Lotus Kips .......... .70 90 1.20 1.50 
No. 1405—Oxblood Lotus Kips ...._ .70 90 1.20 1.50 


FACTORY DAMAGED 
5-8 8%-11 11%-2 
$0.70 $0.80 














No. 500—Patent Leather, Unlined Sandals............ $0.60 
No. 501—Assorted Brown and Tan Sandals............ Fe -60 -76 
No. 690—Ladies’ Patent Leather Sandals, Lined a 
No. 990—Men’s Ventilated Oxfords ....................... $1.35 
KR. % et 
o 





347 Rider Ave, Bronx, New York 
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SUCCESSFUL: MERCHANDISING | 
IS THE BIG FACTOR TODAY 














No. 968—All Cedar Cliff Black Satin, Handsome Hand 
Beaded Buckle over Gore, 12/8 Cuban heel, code ““Cunan. 


© ios owing shee 28 cae REG ACin 6s Shoke evan $3.35 
No. 967—All Cedar Cliff Satin as above except 15/8 Full 
Spike heel, code “‘Hinan.”” BandC................ $3.50 


No. 368—All Patent, Beautiful ay pe Buckle over 
Gore, 12/8 Cuban heel, code ‘‘Nanpa."’ BandC... -. $3.50 


tiannahsons shoes have been developed with this thought uppermost in mind. 

Every style adopted has been considered from the ‘angle of its retail possi- 
hilities. Extreme, dangerous styles have been carefully avoided. So have the extra 
conservative ones. 

Each Hannahsons style is a live one—full of pep and ginger. The kind of styles 
that stop them at the window and draw them inside to buy. 

Our Distributors’ service enables you to operate more closely than with other 
lines. It eliminates left-overs; every style sells out almost to the pair. 

Step-in Pumps are the real vogue for Summer and Early Fall. The smartest Shop 
will feature them; the smartest people will wear them. { 

The NANNETTE is the newest type step-in; approved by some of the leading 
style critics of the country. Priced to meet the big popular demand. 

There is a Hannahsons distributor in every section; if you don’t. know his name, 
write us for it. 


Line up with HANNAHSONS line and you will line up with a winner. 


We will exhibit in the Haverhill Section, Boston 
Style Show, Booth 305, July 7-8-9. Also ——s Rooms 
at 183 Essex St., and Copley Plaza Hotel . 


SON 


HAVERHILL, MASS. 
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~ QUALITY! 


TWO FEATURES, 

TO THE PRESENT DAY 
DECIDEDLY BROCKTON 
THAT THEY 








~~ (Nn = (Nn 


MAKE YOUR SALES GROW WITH OUR SHOES 
AS WE HAVE. 


THE FIRST SIX MONTHS OF 1925 OUR SALES 
GAINED 34 PER CENT OVER THE SAME PERIOD 
OF 1924. 


Be sure and see our shoes at our offices and Hotel Essex during the 
Boston Shoe Style Show. Make our offices your headquarters. 





OUR REPRESENTATIVES 


E. F. O’NEILL—J. TALBOT LA PRELLE—CHARLES T. HALL 
M. E. SCHAEFFER—S. J. ZEFFERT 


TINSLEY RAGLAN WILL BE ON HAND TO HELP YOU SELECT YOUR FALL SHOES. 








BEST MEN’S GOODYEAR WELTS IN THE 








BROCKTON SHOE MAN 


BROCKTON, 


BOSTON OFFICE AND SALES DEP’T | 15 


= ao | ee | 


Stock Dept. 
New York Office 15 N. Fourth St. Atlanta, Georgia 
127 Duane St. Philadelphia, Pa. 238 Peachtree 
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ECONOMY! - 


STRONGLY APPEALING 
MAN, WHICH HAVE MADE 
SHOES THE SELLERS 
ARE 








SE 





Made of Imported Calf, 10 
Iron Back Sole, Goodrich 
Rubber Heel, Solid con- 
struction throughout. 


PRICE $4.25 








WORLD TO RETAIL AT $4—$5—$6 





N, | MASSACHUSETTS | 
P’T 186 LINCOLN STREET, Rooms 316-317-318-319 
Chicago, Il. Akron, Ohio 
San Antonio, Texas 711 Baltimore 335 Walsh = 2 rancisco, 
801 Russell Building Building Building 6 Pacific Bie 


ww 


UFACTURING CO., Inc. 
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IT WILL PAY YOU TO SEE \CHANDLER’S EXHIBIT 
BOOTH NO. 77—BOSTON STYLE SHOW—JULY 7-9 
RIBBONS—BOWS—NOVELTY BUCKLES 








-— BUCKLES -—— BOWS 
HAND MADE 
CORRECT STYLES AND THE STYLES THAT SELL | 
FINISHES. FOR PLAIN--STRAP OR 
ov go Per y 
gore AL SATIN — VELVET 
CIRE — MOIRE 
HAND ENGRAVED SILK GROSGRAIN 























BE SF 


CHANDLER’S PERFECTION SHOE TIE RIBBONS 
IN WANTED COLORS AND WIDTHS 


SPECIAL NOVELTIES IN DEMAND 
MOIRE RIBBONS — CIRE RIBBONS— VELVET RIBBONS 
a6 
IF YOU CANNOT SEE US AT THE SHOW, MEET US AT SHOE TRIMMING HEADQUARTERS 


125 SUMMER STREET, BOSTON, MASS. 


W.K. CHANDLER, INC. MANUFACTURERS AND DEALERS 


PATTERN M773 CUT STEEL FINISH $6.00 PER DOZ. 
SIX OTHER NEW DESIGNS SPECIALLY PRICED $4.50-$6.00 DOZ. PR. 





























increase in production this 


o year tells the story 
O The goods must be right or this could 


not have been accomplished—and our 
line is always consistently priced. 














Harpinc Hanp Turns ARE WINNERS 


ATTRACTIVE NEW SAMPLES NOW UNDER WAY 
SEE THEM AT THE STYLE SHOW 


Meet us in the big Haverhill Section where Dave Herrmann, 
Herb Emley and Lyman Stockbridge will receive you. 


HARDING samples also on display at the Copley Plaza 
and Westminster Hotels. 


“See me anywhere.”—Charlie Harding. 


HARDING SHOE CO., INC. HAVERHILL, MASS. 
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SOLID COPPER 


STORE FRONTS 
As silently as ships that pass in the night have gone the 
old-fashioned store fronts. As efiicient as a modern ocean liner is 


the Kawneer Solid Copper Store Front. 


awneer 


More than 260,000 merchants, in many lines of business, have 4am 


Kawneerized their stores. From hundreds of these merchants, 
we have received letters telling of the satisfaction, improved P . 
appearance, and increased profits from their Kawneer Ag + 


iP 2513 Front St., 
Store Front. y Niles, Michigan. 
/ / Please send me without obligation 
: “Design Book™ of Kawneer Solid Copper 
Return the coupon today for ‘“‘Design Book” Store Fronts. 
4 
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KAWNEER STORE FRONT! 
WITHSTAND THe ELEMENTS 


Year after year, Kawneer Solid Copper Store 
Fronts retain their beauty of design and strength of 
construction against the fierce onslaught of rain, wind, 
snow and sleet. Kawneer construction holds the finest 
plate glass in its spring-like resilient grip, resisting the 
most severe stress and strain. 

Note the six superior points of Kawneer construction illustrated herewith. 
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SHOE STORE SERVICE 


SECTION 


A Department of the Boot and ShoeRecorder 





Devoted to Findings, Fiztures and the Proper Display of Merchandise 





If I Were—a Retail Shoe Merchant 


By A. V. FINGULIN 


Assistant Secretary-Director, National Leather and Shoe Finders’ Association 


FEW years ago we had 

A a veritable epidemic of 

vertisements, maga- 
zine articles, booklets, etc., 
headed “I AM.” It seems that 
all kinds of inanimate ob- 
jects had some sort of glan- 
dular operation performed 
on them, something hap- 
pened which all of a sudden 
made them come to life pos- 
sessed of the power of 
speech. “I Am—The Print- 
ing Press” read one spasm, 
and that press proceeded to 
tell us all about its past his- 
tory, accomplishments and 
hopes for the future. On the 
next page XYZ Soap “pulled 
the ‘I Am’ stuff;” then 
somebody’s ham got orator- 
ically ambitious, and so it 
went right down the line. 

Then the epidemic spent 
its force, and we've had 
comparative peace until 
within the last few weeks, 
when in almost every other 
magazine we pick up we are 
confronted with an article 
entitled “Jf I Were.” In 
these articles somebody is 
telling somebody else what 
Somebody No. 1 would do if 
he were in Somebody No. 2’s 
place. Advice—lots of it. 

So far the retail shoe 
field has been spared in this 
“If I Were—” attack, but 
this desire to give advice 
that isn’t asked for is so 
irresistible that I simply 
ean’t refrain from saying 
what I would do “If I were” 
a retailer of shoes. I won- 
der if you agree with me as 
regards the selling of shoe 
supplies in a shoe store? 


and Editor of Shoe Repair Service 








Recorder Merchandising 
Calendar for July 


July 1 to 3—Begin preparations for the 


summer clearing sales if you have not 
already done so. Arrange the stock so 
as to minimize the work of grouping to- 
gether the short lines to be marked for 
clearance later. 

Before the Fourth is a good time to 
bring forward as many as possible of 
the short lines and dispose of them at 
the proper price. Of course at this time 
your salesfolk will aim at speed in 
handling trade—but don’t let them leave 
a customer before suggesting the vari- 
ous types of footwear that he or she 
may want during the summer. If they 
don’t buy those other shoes now at your 
store they may later buy them else- 
where. 


July 6 to 11—First of all, get all cards 


and symbols pertaining to the Fourth 
of July out of sight. 

There still is opportunity for selling 
at a profit. Push white shoes and the 
locally popular specialties for sports 
and recreation. 


July 13 to 18—On your regular run of 


summer shoes, the bargain’s the thing 
now. If you’ve a lot of short ends on 
hand, the sooner you start a sale on 
them the better prices you can get. 


July 20 to 31—Now is the time to get a 


re-check on all merchandise in the 
house. Satisfy yourself that your stock 
records are right up to the minute. If 
they are not, the records (and perhaps 
the system) should be revised without 
delay. 

Keep pushing white shoes while the 
pushing is good. 

Play up hosiery and findings. 

Advertise a miscellaneous lot of 
clearance shoes at one price. 











Take for example this 


’ matter of shoe trees. Sup- 


pose we follow into the home 
those good shoes you sold 
Mr. Average Customer. He 
comes home after a hard 
day, the shoes a little damp 
as a result of perspiration, 
or, perhaps, very wet after 
walking through a soaking 
rain. Off comes one shoe. 
Bing! It goes into a corner 
where it lands “on its ear.” 
Off comes the other shoe, and 
whang! it follows its mate. 
Those shoes lay there an 
hour or so when along comes 
the maid and pushes them 
(maybe kicks them) into a 
closet. Here they stay, very 
often for days without 
further attention. 

Result?—-When the shoes 
dry there are deep creases in 
the uppers, the sole is 
warped and perhaps the welt 
has started to pull away 
from it. The creases hurt the 
foot and blisters are next on 
the program. 

It seems to me that “If I 
were” a shoe merchant I 
would “keep my eye out” for 
signs of shoe use and abuse. 
I would make it a point to 
make Mr. and Mrs. Cus- 
tomer understand that a 
shoe must always have some- 
thing in it—either a foot or 
a shoe tree. 


Show Function of Shoe Tree 


But I wouldn’t be content 
with merely telling about it 
—I’d have a shoe tree or two 
handy so that the moment I 
took the out-of-shape shoe 
(Continued on page 147) 
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An impressive wide entrance. The checkered tile floor and artistic ceiling are 


features. 


This Business Started Across the Street 


HEN Mr. S. _ Ragalie 
opened up a store in Oak 
Park, Illinois (a residen- 


tial village adjoining Chicago), he 
located across the street from a 
prairie. That was about five years 
ago. Now Mr. Ragalie has a larger, 
finer shop in a two-story building 
of his own—not on exactly the 
same site, but at 13 Madi- 

son street, across the 
street, where the prairie — 
used to be. He is next 
door to a prominent bank, 
in the center of a pros- 
perous, steadily growing 
business district. 

‘Mr. Ragalie owes his 
remarkable success to his 
foresight in becoming es- 
tablished in a community 
which was bound to have 
rapid growth and special- 
izing in the types of foot- 
wear that most appealed 
to the residents. Most of 
these residents own their 
own homes, and the per- — 
centage of transient popu- —* 
lation is negligible, so - 
good merchandise and 
good service won for him 
a sizable list of perma- 





The interior color schem 
work and chairs are light walnut—rugs and stock 


from a Prairie 


nent ciistomers. He concentrates on 
a few dependable lines such as Flor- 
sheim, Wall, Streeter and Doyle, 
Johnson, Stephens & Shinkle, Car- 
lisle, Holland. Most of his shoes are 
priced from $6 to $12 a pair. He 
pushes hosiery and findings and 
does a worthwhile business on 
them. 





ae aha “ys - 


boxes gray—ceiling ivory. 


Hosiery Free with Shoe 
Purchases 

On the opening day of the new 

store, Mr. Ragalie gave a pair of 

men’s or women’s hose with each 

pair of shoes. This proved such a 

drawing card that seven salespeople 

were unable to wait on all the 
trade. 

A Well Appointed New 

Store 


The arrangement and 
furnishings of the new 
store are noteworthy. A 
handsome electric sign 
reaches across the entire 
front. The floor of the en- 
trance is of four-inch 
black and white tile. The 
woodwork and chairs are 
finished in light walnut to 
match. The shelving is 7 
feet 9 inches high and no 
ladders are used. The rugs 
are gray with blue border. 
The stock boxes are gray. 
The ceiling is finished in 
ivory with a tan border to 
match the electric fix- 





e is quiet and pleasing. Wood- tures. 


The store front is in- 
(Continued on page 179) 
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q The Shoe Store Beautiful PR 





C AMERICAN INTERLOCKING 
SHOE STORE CHAIRS ~ 


The more thoroughly you investigate, the more firmly will you be convinced that 


for beauty, i fader comfort and space economy, American Interlocking 


re Chairs are the most practical seating investmgnt” 


All designs are architecturally correct. Frames and upholstery may be had in the 
colors which best harmonize with the interior decorative scheme. The standards 
are all securely reinforced. These chairs seat seven people in the space required 
for six where individual chairs of the same size are used. 

















F. Levy Shoe Co. 
St. Louis, Mo. 





General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119,W. 40thSt. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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Fig. 1—An inviting form of setting for summer 
shoes. The background is easy to cut from wall- 
board and paint with cool colors or cover with 
wallpaper in an appropriate design. The seasonal 


atmosphere is enhanced by a framed picture with 
@ summer scene and a vase of artificial flowers 
set on an artistic table. 


Sell Style, Not Price, in July 


HOE merchants who are not 

forced into early clearance 

sales by unwise competitors 
will find it much more profitable to 
sell style rather than price during 
the greater part of July. ; 

In practically every locality of the 
United States the shoe merchant is 
in the very midst of his white foot- 
wear and sports footwear business 
on the first of July. His summer 
footwear business is just nicely 
started and it is not the logical 
time to begin cutting prices. 

It is unfortunate that the buy- 
ing public has been educated to ex- 
pect clearance sales right after the 
Fourth. There is even a tendency 

. among customers to put off buying 
footwear in June because of the ex- 
pected July sales. This is only to be 
overcome by a systematic holding 
off of the summer clearance sales 
until a later date each year, until the 
public is made to realize that July 
is no longer a clearance sale month. 


Co-operation With Competitors 


In the smaller communities where 
there are only a few shoe merchants 
an agreement can be reached as to 
the date of the summer clearance 
sales. In the larger cities this is not 
so easily done because there are al- 
ways some merchants who want to 
rush into the clearance sales at as 
early a date as they can, and when 


By A. E. EDGAR 


one starts cutting prices it is the 
usual thing for all the rest to fol- 
low in the same trail. 























Fig. 83—The frame for this 
piece may be made of wood 
strips, painted dull black or 
maroon. It can be used over 
with different poster designs. 
A very pleasing effect can be 
obtained by leaving lights in 
the lanterns after the other 
window lights are turned out. 
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Fig. 2—A setting of this sort is enticing in hot 
weather. The circle and the two uprights support- 
ing it are separately cut from wallboard and as- 
sembled. The lattice is more easily made from 


wood strips. 


There are two good reasons why 
the shoe merchant should not cut 
prices early in July. These are: 

1. Summer selling has just nicely 
started and to cut prices when 
footwear can be sold at a profit is 
not good merchandising. 

2. After the summer clearance 
period, when this is early, there is a 
period of about a month when it is 
too early to begin advertising fall 
shoes, and too late to sell summer 
goods’ because the public has been 
supplied at cut prices. 

When July is made the clearance 
sale month there is practically noth- 
ing to do in August but wait for 
fall. If there is to be a period of 
waiting for business it is better to 
have that period before the clear- 
ance sale than after it. There is al- 
ways some profitable business to be 
done before the clearance sale, but 
precious little after it. 

There are a great many lines 
that can be featured, especially in 
July, to make the month a profit- 
able one. Whites can be pushed with 
more vigor. The window displays 
and the advertising can be made to 
sell white footwear if you stress 
the fact that there are more than 
two months ahead for wearing 
white shoes. 

Vacations may be featured, with 
sports footwear as the leaders. The 
pleasures of the bathing beach 
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Why Bankers Indorse New Way Sasigmnent 


ANY of the country’s best bankers will readily recommend 


an investment in New Way shoe store equipment after being 
shown its flexibility, permanence and ability to return liberal dividends. 


They are convinced of its soundness as an investment because, being 
quickly moved, added to, or rearranged without loss, depreciation is 
almost entirely eliminated and its worth as a permanent investment 
remains high. 
Thousands of the finest New Way equipped shoe stores today are the 
result of a visualized plan in which installations of New equipment 
were made from time to time allowing each installation to pay its way 
until the stores were completely outfitted. 

Descriptions and prices request. 

| ee if. Pam: Be pA 


GRAND RAPIDS SHOW CASE COMPANY 


World’s Largest Designers and Manufacturers of Quality Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, ORE. - NEW YORK, N. Y. 
BRANCH OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
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SALE CLEARANCE 
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SALE 


Fig. 4—This setting is designed particularly for a bargain 

window divided into two price groups. The traffic signal can 

be of a type used locally. A paper valance made for the occa- 
sion draws attention from across the street. 


should be played up strongly, and 
the importance of bathing shoes of 
the right kind emphasized. For 
those going to the summer resort 
the dancing shoes required for the 
informal evenings should be fea- 
tured. For those going into the 
mountains the proper footwear for 
hiking should be indicated. It should 
not be forgotten that many people 
cannot get away for their vacations 
until August, so that the advertis- 
ing of footwear for sports and va- 
cations during July is bound to re- 
sult in continued business. 

A Vacation Footwear ° Fashion 
Show could be featured profitably in 
early July. At this show the proper 
footwear for all kinds of sports 
should be particularly featured, not 
forgetting the footwear for street 
and evening wear. In some of the 
smaller communities a Vacation 
Footwear Fashion Show will em- 
phasize the fact that the local shoe 
merchants have styles that people 
think they have to wait until they 
visit the city stores to purchase. 
Keeping some of this trade at home 
will amply repay the shoe mer- 
chants for the efforts expended in 
staging such a style event. 

The July window displays and the 
advertising done throughout this 
month should be built around the 
basic idea that in summer the 
greatest comfort is to be obtained 
by having the proper footwear for 
the occasion, and that discomfort 
can result only from an inadequate 
supply of shoes. 


A Fourth of July window setting 
was illustrated and described on 
page 125 of the RECORDER for May 
30. This setting takes little time to 
prepare and should be installed by 
the first or second if possible. 


Window Settings for Summer 
Shoes 
The setting illustrated in Fig. 1 
may be utilized for a White Foot- 
wear display, or for a Sports Foot- 
wear display, or for any display 


ve 141 


consisting of summer styles. The | 
background is made of wallboard 
panels. These should have frames 
of wood at the back to support 
them. They may be painted in 
either oil or water paints, or any -; 
suitable fancy paper may be used 
to cover them. Wallboard may be 
papered the same as a plastered 
wall, so that it is not hard to se- 
cure some very pretty effects by 
using paper. Wallpaper with small 
delicate patterns will be found use- 
ful, while some of the plain and 
mottled effects are also available. 

A very striking contrast can be 
obtained for a display of white 
footwear by using black and white 
as the color scheme. For instance: 
The back of the window may be 
draped with black. As a contrast 
a white picket fence may be built 
around the back, or a white trellis 
may be utilized. White ornaments 
may also be brought into the pic- 
ture. A platform may be covered 
with black as indicated in Fig. 1, 
with a border of white tape. White 
footwear posed on this will stand 
out sharply in contrast. Both black 
and white footwear may be shown 
in a black and white window if 
black shoes are posed on or against 
a white background, and white 
against black. 

In Fig. 1 a gilt framed landscape 
picture is used to relieve the wide 
expanse of plain panel surface. A 
low table is also placed in the rear 
of the window. On this table there 
is a vase of artificial flowers and a 
table mat. If desired, footwear may 









































































































































Fig. 5—This arrangement instantly conveys to the mind the 
’ fact that summer shoes are being cleared and are priced so 
low that they are almost thrown away. 
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The Recorder’s Window Card Service 


“PEPS” UP YOUR WINDOWS 
ute with the oe and always on the job 


Give your display windows a chance to 
work for you. 


Give them the words that you’d use to a 
customer who was in the store. 


Give them a chance to sell your shoes. 


You wouldn’t hire a “dumb” salesman 
and your windows are the highest priced 
salesmen you have. Don’t let them be 
“dumb.” 


The. RECORDER SHOW CARD SERV- 
ICE puts attractive and intelligent sales- 
manship at work in your windows. 


“Snappy” selling phrases—up-to-the-min- 


boosting your business. 


A silent window will do but little more 
for you than an unlighted one. You can 
“light” up the corners of your window 
with SHOW CARDS that sell shoes. 


Be the only merchant in your community 
to have the exclusive subscription to the 
RECORDER WINDOW CARD SERV- 
ICE—and see how your “shopper” sales 
improve. 


The service is inexpensive and practical 
and is new and fresh every month. Price 
tickets included. 


SEND IN THE COUPON 


What the Service Consists of 


With your order: Eight handsome display mat frames with your store name 
8” x 14” and four smali 6” x 12”. You have a choice 


hand lettered. Four 


of two colors—blue or green. A generous assortment of blank price tickets 





COUPON 


Recorder Show Card Service, 
Room 607, 189 West Madison St., 
Chicago, Iil. 


to match the cards. Also speciai pen holder with pens and ink with instruc- Please Gnter -cer 


tions on lettering price tickets. 


Every month: Sixteen hand designed card in- 
serts to slip into the mat board frames and easels 
with a generous supply of price tickets to match 
the with complete instructions as to the best 
ways to get the most benefit from the service- 
selling helps, etc. 





The Recorder Show Card Service 


Room 607, 189 West Madison Street 


CHICAGO a ee 


$ 400 


PER MONTH 


order for the 
RECORDER SHOW CARD SERVICE 
for one year this date. We agree 
to pay you $4.00 per month for this 
service. 

We carry Men's, Women’s and Chil- 
dren’s Shoes and Hosiery. 

(Cross out lines not carried) 


hol AB (Blue) (Green) Mat 


Letter our name on the mats as 
copy attached to this coupon. oe! 


Name 


City. 
State 














ILLINOIS 
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Alisteel Files 


Da that operate at a touch, 
with velvet smoothness—greater 
filing capacity per unit—unusual fire 
protection—and no wearing out. All 
these are Allsteel File advantages. 
Welded construction throughout, 
beautifully and richly finished in 
bakéd-on enamel, Allsteel Files— 
like the entire Al/steel Office Equip- 
ment line—guarantee you permanent 
satisfaction, at a reasonable cost. 
Write for the new GF Allisteel Furniture Catalog. 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 
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SSS Attach this Coupon to your firm letterhead 
The General Fireproofing Co., Youngstown, Ohio 








Please send me without obligation a copy of The GF Allisteel Furniture 
Catalog. Basr. 
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The Kiddies and Their Parents 
Are Delighted with the 


MERRY -GO-ROUND 
SHOE SHOP 


It draws them in. It draws them back. Not just in 
theory, but in fact. We can refer you to many mer- 
chants who have proved that its attraction lasts and 
grows. This convenient fitting fixture consists of six 
animal seats on a covered, illuminated stand 8 ft. in 
diameter—beautifully lacquered in bright colors. 
The children “stay put” and are fitted more quickly. 
No fitting stools needed. 

Animal chairs may be had separately or on plat- 
forms 8 ft. long. 


Write for Full Particulars 




















Merry Circus Shoes Stands 


multiply the attention value of the children’s shoes shown in 


your window and interior displays. Made of three-ply wood 
and brightly decorated in 1} . Set ists of clown, 48 
inches high and six trick animals. Set of 7 pieces $35.00 f.o.b. 
Cedar Rapids 


MERRY-GO-ROUND SHOE SHOP 
858 So. 18th St. East Cedar Rapids, Iowa 
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Semi 
emi-annual 
Clearance 





n Opportunity 
lo save money 
on all your 
footwear needs 




















Fig. 6—Suggestions for simple 
show-cards that will stand out. 
Fig. 6 announces a sale. 


be shown on this table as well as 
on stands, and on the floor of the 
window. One or two very dainty 
numbers displayed with heel rests 
on the table will bring them into 
prominence. 

A sport atmosphere may be given 
this window setting by having a 


- picture of some sporting nature, 


and by distributing in the display 
a few golf clubs and balls, a tennis 
racquet and balls, etc. The inclusion 
of these in a strictly sports display 
has a psychological effect that is 
hard to realize. It gets the sport- 
ing character of the footwear into 
the thought of the onlooker, and 
that makes sales. 


Background Suggests Airy 
Coolness 

If summer lines are to be pushed 
throughout the greater part of July 
in place of a clearance sale, the 
window displays must be made to 
personify summer. They must be 
light and airy, and no heat-produc- 
ing colors should be admitted into 
their color design. In Fig. 2 we 
suggest a very neat setting for the 
showing of the lightest of summer 
footwear and hosiery. The back- 
ground is composed of wallboard 
panels. These are plain, with the 
exception of a chaste decoration 
consisting of straight lines as a 
border design at the top. The back- 
ground panels of this and of that 


’ already described in Fig. 1 may 


be interchanged if desired. 

The decoration of this setting is 
composed of a circle of wallboard, 
two uprights supporting the circle 
and the lattice in the center. These 


three units are made separate and 
are assembled after they. are fin- 
ished. If the background is finished 
in light tints the decoration should 
be slightly darker, whereas, if the 
panels are of darker tones light 
colors may be selected for the dec- 
oration. 

It should be remembered that in 
these summer displays there should 
be no crowding of the merchandise. 
It is better to show five to six pairs 
of shoes in the window and produce 
a favorable impression, than to dis- 
play five times that number and get 
no results. : 

The setting of Fig. 3 is of an 
entirely different nature, being of 
the Japanese type. The frame is 
made of wooden strips, varying 
from one to three inches. This 
frame is painted a dull black or 
maroon and paper lanterns are 
hung from the cross-pieces of the 
frame. If these can be lighted at 


GO00. 
VALUE 


ts essential to Ecom0my. 
These Values 
reduce the high. 
costof living. 


























Fig. 7—Stresses value as the 
chief element of economy. 


night after the rest of the window 
lights have been turned off the ef- 
fect is sure to be remarked, and 
favorable advertising will result. 
Almost any summery poster may 
be used with this frame for the 
present, and later in the season the 
Japanese design may be carried out 
to completion by using with this 
same frame a Japanese poster, or 
a panel made of Chinese matting 
with a stenciled design upon it. 
This setting may be used with 
either of the backgrounds already 
described. 


Work Ahead on Fall Decorations 


It may be hinted that the sum- 
mer time is a good time to get some 
of the fall decorations ready. It is 
obviously impossible to develop 
many complete settings because of 
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a lack of suitable storage space, but 
the decorative parts may be com- 
pleted in detail: For instance: In 
Fig. 1 a low table and a flat plat- 
form are illustrated. In Fig. 2 an- 
other form of platform is illus- 
trated, and a decoration consisting 
of circle and uprights. In Fig. 3 a 
Japanese setting is shown. Every 
one of these separate units may be 
utilized in several different com- 
plete settings. Is it not a wise pol- 
icy for the shoe merchant to have 
some of these made up during the 
warm days when business is not 
rushing? Even if only the cutting 
out of the separate pieces is ac- 
complished there is a good start for 
the fall season. 


Staging the Clearance Sale 


Towards the end of July practi- 
cally all shoe merchants will be in 
the clearance sale business; some 
will be in the midst of the sale, 
others just beginning it, while still 
others will be trying to conclude 
their sales. With some the adver- 
tising of the sale receives a great 
deal of attention and the windows 
are left to chance. Often a few odds 
and ends are piled into the window, 
ticketed with cut prices and dared 
to do their worst—and they usually 
do. 


There are two ways in which a 
clearance sale is usually staged. 
One, by turning the store upside 
down, bringing out as many bar- 
gain tables as possible, filling these 
with all the oldest stock possible, 
adding price tickets and then ad- 
vertising a clearance sale. The win- 
dows are sometimes covered with 
a sign calling attention to the sale, 
but with no footwear showing, but 
sometimes the sale sign only partly 
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Fig. 8—For use with a one- 
price group. 
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Increase the Power of 
Your Window Display 
—Day and Night 


If your window display is your greatest producer, 
why not enlarge upon it? Extend it out over your 
sidewalk, Attract and sell more people by drawing 
many more buyers to your window, from up and 
down the street. 


That is the demonstrated result you gain with a 
projecting Flexlume Electric Sign, both day and 
night. 

Distinctive appearance, quality appeal, durability 
—these outstanding Flexlume features are the result 
of 15 years of electric sign specialization by an 
organization recognized as the leader in its field. 


Write for photoprints—see how Flexlume profit- 
ably serves other prosperous footwear merchants 
and how it will do the same for you. 


We also build exposed lamp and 
other types of signs for those who 
prefer or require them. 


FLEXLUME CORPORATION 


1220 Military Read Buffalo, N. Y. 
Phone: “Flexlume”—aA!l Principal Cities 


Factories also at Detroit, Los Angeles, Oakland, Calif., and 
Toronto, Canada 














PUMP STRAPS 


Slip on or off at will nf) 


Practical at all times— 
a necessity for dancing. 


Hee | pg en 

braid and strong yy 1 | The Shoe Trades Journal 
Patent, Dull, Tan Calf, 
Black Satin, Blonde 


Great Britain @ 








ve. 
Shee Store Supplies 














he is the oldest established Shoe 
All kinds of Bows, is 
Buckles, Rhinestone and Leather Trades Paper in 
asps, etc. - ‘ 
| LINCOLN STORE SUPPLIES COMPANY Great Britain. 
1508 Washington Ave. 8ST. LOUIS, MO. 





Established 1869 








Our Advertising Tariii will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass. upon 
application. 





THE SHOE: TRADES JOURNAL 


Leicester - - =  -England 





' Royal Metal Mfg.Co. « 


x Range: 17/7 te 23/7, 2177 te 
2327-28 S. Western Ave., CHICAGO, ILLINOIS 2777, and 2577 te 3177. 
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covers the glass, and a lot of old 
shoes are dumped into the window 
and a display: The other way 
is to a certain number of 
lines for the sale, putting attractive 
¢d® prices on them and segregating 
them to some particular part of 
the shelving. The show cases are 
used to display these lines, and they 
are shown in the window with as 
much care as if they were the lat- 
est styles in existence. In place of a 
sign covering the window, catchy 
sign symbols and show-cards, are 
used to put over the sale atmos- 
phere. The latter plan is preferable 
when the entire stock is not offered 
at cut prices, but the former when 
there is a general clearance and 
cutting of all prices, except that 
the merchandise displayed in the 
windows should be more carefully 
selected and handled. 

It is permissible to display more 
merchandise in a sale window than 
in the regular displays, but they 
must all be distinctly price-ticketed. 
In Fig. 4 there are several ideas 
combined that may be used sepa- 
rately, or in many other combina- 
tions. The valance is made of paper 
with the sign painted on it by a 
sign writer. This takes the place 
of the regular valance during the 
sale and may be seen across the 
street, and from passing cars and 
vehicles. The traffic signal is used 
as a stunt idea, merely to get atten- 
tion. This should imitate as nearly 
as possible those locally used. Any 
sign writer or show-card writer 
can make these out of heavy card- 
board or wallboard. The racks at 
the corners are reminders of the 
bargain sale and are familiar ob- 
jects to everyone. These may be 
made of boards and left unpainted 
or painted, as the merchant thinks 
best. They represent the temporary 
character of the sale and if the 
ends.are broken off, instead of be- 
ing sawn, the effect is probably 
better. 

This setting is designed for a 
stocky display. Tall stands should 
be used in the.center back for the 
purpose of bringing the display up 
from the floor of the window. 


- Shorter stands may also be used 


throughout the display. 
Where the merchant desires to 
keep up the standard of his store 
he may use other means of secur- 
ing a sale atmosphere in his win- 
dows. In Fig. 5 a suggestion is 
offered in which a large hamper is 
used in the center of the window. 
This may be partly filled with 
empty cartons and a few pairs of 
(Continued on page 179) 


If I Were— 


(Continued from page 135) 
off a customer’s foot I could insert, . 
one of those trees and actually give 
the customer a visual demonstration 
of their value in the customer’s own 
shoes. 

Seeing is believing, and when you 
combine with better looks the fact 
that shoe trees preserve the life of 
shoes and keep them comfortable 
the next step is almost sure to be in 


the direction of the cash register to - 


record an extra profit. 

In removing a pair of shoes from 
a customer’s feet “If I were” a re- 
tail merchant I would see where the 
sole is worn, examine the shank 
and note the condition of the heel. 
Why?—Arch supports is the 
answer. 

If that sole is worn smack in the 
center I would suspect trouble with 
the anterior-metatarsal arch, and 
then verify my conclusions by just 
a little pressure on the bottom of 
the foot. A little wincé is all that’s 
necessary to signal you into a sell- 
ing talk on the value of an anterior- 
metatarsal arch support. 

Perhaps the shank of the old shoe 
is practically flat and has also 
helped to throw the shoe out of 
shape. That is usually an indication 
that the longitudinal arch, the in- 
step of the foot, needs attention. 
That’s your cue to show your cus- 
tomer how and why a good longitu- 
dinal arch support will both make 
him feel: better and preserve the 
proper shape of his shoes. Why take 
the blame; why should you have the 
customer feel that you sold him a 
pair of shoes that quickly lost their 
shape, when it wasn’t the fault of 
the shoes in any way? Sell him a 
pair of arch supports that help cor- 
rect that trouble, keep the customer 
satisfied with the shoes you sell 
him and put an eztra profit into 
your bank book. 

Selling Cleaners 

“If I were” a shoe merchant I 
would lose no opportunity to dem- 
onstrate the effectiveness of the 
right kind of cleaners and polishes 
on the “right shoe for the occasion,” 
and I know of no better way than 
the “before and after” exhibits. 

I would build a neat little shelf 
in some central place in the store so 
that it could be conveniently reached 
from any part. On this-shelf I would 
display, let us say, three pairs of 
shoes, the three most popular styles. 
One shoe-of each pair would be a 


“mess” while the other shoe would © 


actually have been cleaned with the 
right cleaner. A package of that 
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cleaner (opened so as to show its 
convenience) would be placed be- 
tween the shoes, and right near the 
wgroup would appear a neat card 
reading—“This is the cleaner that 
did it.—Take a package home with 
you.” 

Then I would maneuver my cus- 
tomer over to that display and in a 
“carelesslike,” “surprised” sort of 
way I would say, “Well, look here. 
If here isn’t exactly the kind of 
shoe that you just bought. Yes, 
this is mighty good cleaner to have 
handy around the house.” 


Extra Profits from Extra Sales 


All of this means a little extra 
effort, but it’s just that little extra 
effort which sometimes spells the 
difference between paying all of 
your rent and having your custom- 
ers help you pay it by paying you 
extra profits. 

Sell your customers good shoes, 
yes. But also sell them those things 
which will help to keep those good 
shoes good, preserve your custom- 
ers’ good will and pay you an 
extra profit besides. 





The Flat Ribbon Bow 


Shoe ornamentation is as old as 
the industry itself. And what is 
more to the point, it is a style 
which is ever popular. The past year 
its vogue has risen to new heights. 
We have seen this demonstrated in 
the many novel presentations in 
buckles and in bows. In one of Bos- 
ton’s exclusive shoe stores, a plain, 
dull kid step-in pump, with 12/8 
heel, had been a slow seller. It had 
been shown for over a year, but 
did not quite meet the approval of 
even the conservative customer 
when a salesman in the store 
thought of applying a plain, flat 
two-looped black grosgrain ribbon 
bow, and at once the shoe has 
jumped into popularity. 

Some of the RECORDER readers 
may remember the big “Pineapple” 


- bow, so popular some thirty years 


ago—since that time, bows of all 
descriptions and dimensions have 
been applied at various angles of 
milady’s shoes. Sometimes these 
bows are of leather, with triple 
graduated ends, ornamented with 
gold or silver applique; sometimes 
of ribbon, with. beaded -ends, or 
tipped ribbon laces, shoe tie rib- 


‘ bons and pump bows in shades of 


black, rugby, russet- brown, blond, 
white ahd London gray, all care- 
fully, matched to the color of the 
shoe material. 
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GOOD NEWS TRAVELS FAST! 


Until you see the beautiful patterns and the careful work- 
manship shown in L & A light welts and turn-type McKays 
you cannot realize the “Good News” these shoes will tell 
you. 

Merchants everywhere who know L & A shoes are talking 
about their salability. The Good News of L & A shoes—is 
traveling fast. And so are these Couriers of this “Good 
News” message. These men must travel fast to meet all 
appointments. 

If you would like to inspect a beautiful line of shoes that 
is complete in prices to retail from $6.00 to $8.00, better 
wire us now while our representatives are in their territories. 
No obligation to hear the “Good News”— 





THE LAPE AND ADLER CO. 
Makers of ‘“‘The L & A Shoe”’ 


COLUMBUS, OHIO U.S.A. 





June 27, 1925 


piwot ; are 
if} ie “sataleae 


The “Roberta” 
Turn-type McKay 


Couriers of 


**Good News in 
Shoes”’ 
Messrs. Archer, Coens, 


Dickerson, . Glascock, 
Keeffe, LaBonte, Lee, 
Miller, McGiffn, 


McNierney, Spurlock, 
Thomas, Talbott, 
and Van Hoesen 
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Travelers in Charge of Hospitality at Boston Style Show 


Visiting Buyers Will Be Elaborately Entertained—An Active Committee on Entertainment 
—Southwest in Prosperous Condition 


COMMITTEE of fifty or more 
A wee salesmen, traveling out 

of Boston, will ably assist in 
dispensing hospitality during the 
days of the National Shoe and 
Leather Exposition and Style Show, 
Boston, July 7, 8 and 9. The feature 
of the last day of the big event, 
July 9, will take place at four 
o’clock in the afternoon, with a 
sail down Boston Harbor. The 
cruise will include the Boston 
Navy Yard as well as “The Sum- 
mer White House” of President 
Coolidge at Little’s Point. A buffet 
lunch will be served on the boat and 
a band concert will take place. Re- 
turning, the boat will arrive at Bos- 
ton between 9.30 and 10 P.M. There 
will be a women’s entertainment 
committee, who will provide the 
ladies with automobile rides, ar- 
range for golf tournaments and 
other features of an interesting 
sports program, during all three 
days of the Style Show. 


Muse Reports Increased Business 


E. H. Muse, of Fort Worth, 
Texas, is president of The South- 
western Shoe Travelers’ Associa- 
tion. He is the southwestern repre- 
sentative of E. P. Reed & Co., of 
Rochester. He has traveled for this 
concern for the last ten years. For 
fifteen years he has been a constant 
reader and booster of the RECORDER 
and states that he thoroughly en- 
joys its every week visits. He re- 
ports that this business has shown 
a steady and healthy growth at all 
times, and that. during the past 
year, when rapid strides in progres- 
sive changes as to merchandising 
the line have been made, a greatly 


increased interest in E. P. Reed & 
Co.’s shoes has taken place. 

“The Southwest, at present,” 
writes President Muse, “is in a very 
prosperous condition, many of the 
cities having building programs 


. under way that are setting tremen- 


dous records over previous years. 
With the very fine outlook for crops 
the coming season, there seems to 
be nothing that can hold us back 
from the most successful year in 
our history. 





E. H. MUSE 
of Southwestern 


President 

Shoe Travelers’ Association 

and Southwestern representa- 

tive of E. P. Reed & Co. Home 

address is Box 1839, Fort 
Worth, Tezas. 


Assisting Mr. Muse in the direc- 
tion of the affairs of The South- 
western Association, are: F. A. 
Whiffen, of Dallas, vice-president; 
B. McWhirter, of Waco, secretary- 
treasurer. The executive committee 
are: P. M. Harris, W. T. Mitchell, 
R. E. Bell and N. A. Siegel. 


Pacific Coast Boys 
“Snapped” 

In the June number of the Coast 
Shoe Reporter, a group of promi- 
nent Pacific Coast shoe, travelers, 
with headquarters in San Francis- 
co, had their pictures presented in 
a two-page broadside. The names of 
these salesmen and houses repre- 
sented were, as follows: Roy Flem- 
ing, Gregory & Read Co., Lynn, 
Mass.; Fred Haley, Elias-Katz Shoe 
Corp., Los Angeles; Will McLaren, 
Rice & Hutchins’, Inc., Boston; 
George Dyche, Julian-Kokenge Co., 
Cincinnati; Charles E. Hinds, Lunn 
& Sweet Shoe Co.; Halsey Elwell, 
A. E. Nettleton Co., Syracuse, 
N. Y.; Don J. Rickard, E. P. Reed 
& Co., Rochester, N. Y.; “Jack” 
Llewellyn, Ault-Williamson Shoe 
Co., Auburn, Maine; “Bud” Reedy, 
I. Miller & Sons, Inc., Long Island 
City, and thé Rickard Shoe Co., of 
Haverhill, Mass.. = 


Barney Solar Off for 
Europe 

“Barney” Solar, who represents 
the Bresnahan Shoe Co., of Boston, 
on the Pacific Coast, sailed a week 
ago on the S.S. Leviathan, for 
Paris. While there, Mr. Solar will 
study fashion in its relation to 
women’s footwear. 
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hah . fh 
Sal ATHER 
ze SHOES 


GIVING 
THE MOST VALUE FOR THE PRICE 


THE ‘“AERO-LINE” OF BOYS’ SHOES OFFER YOU THAT 
OPPORTUNITY. ‘‘AERO-LINE” STYLE. ‘‘AERO-LINE’”’ SOLID 
LEATHER CONSTRUCTION. GREATEST SELLING VALUE. YOU 
NEVER SAW SHOES SURPASSING THEM, AT PRICES QUOTED 
BY OUR DISTRIBUTORS. THEY’RE A BUY! 


It is just as easy to have the choice of the 
longest and strongest line of Boys’ shoes as to 
fuss around with the hope of getting what 
you are after, in lines that do not measure up 
to the “Aero-Line’”, in any respect. For 
a bigger, better business, with its quick 
turnover and large profits, concentrate your 
buying on the “Aero-Line.”’ All you need is a 
little experience with the line to see that you 
can rely on it for Boys’ shoes that open up 
right and put you in right and keep you sit- 
ting pretty with trade. 









WRITE TO OUR 

DISTRIBUTORS 

PEP For SAMPLES 
AND PRICES. 





Aero-Line Distributors 


Bell Walt & Company, Philadelphia, P 
H. Childs & Co. Pittsburgh, Pe 
Seeger en, Semanal, 

i ing & Collinsworth, At- 
Gontng Spelling 


THIS SHOE 10-INCH 
HEIGHT IS OUT- 
STANDING VALUE. 


ply en wi TB nery ew = B. Rosenberg & Sons, New Orleans, La. 


th 'e 
uppers. A,substantial boot for hard wear. J. J. Schulten & Co., Louisville, Ky. ; 


AERO-LINE SHOE CO. “str’“ BOSTON, MASS. 
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HARRY W. MODLIN 


Who represents the Interstate 
Shoe Co. on the Pacific Coast. 


Harry W. Modlin, who repre- 
sents the Interstate Shoe Com- 
pany on the Pacific coast, left 
Manchester, N. H., for his fall trip 
a few weeks ago. A letter received 
from him ten days after his de- 
parture enclosed a very large 
amount of orders. Mr. Modlin 
states that this trip is going to be 
the best trip he has ever made, that 
while the dealers are inclined to 
buy on a little closer basis, they 
have had a good season and are 
“wide open” now to place their fall 
orders. 

Harry’s genial smile and _ per- 
sonality is a great big asset to him. 


Lord Returns from Trip 


Frank W. Lord, who represents 
the Cushman-Hollis Co., in the 
Middle West, returned to Boston, 
Saturday, June 13, after a good 
successful seven weeks’ trip. Mr. 
Lord will be “right on the job” dur- 
ing the Boston Shoe Style Show, 
and will soon thereafter start out 
on another trip. 


Harry Lynch Back 
from Trip 


Harry R. Lynch, sales represen- 
tative of Howard & Foster Co., 
Brockton, Mass., has recently re- 
turned from an eight weeks’ trip 
through the Middle West in- the 
interests of his concern. His Boston 
headquarters are Room 503, 183 
Essex street, where he may be 
found until after the Boston Shoe 
Style Show. 





BOOT AND SHOE RECORDER 





F. M. (“PETE”) FISHPAUGH 


Travels the Great Northwest 
for E. T. Wright & Co., Ine. 


To “Pete” Fishpaugh goes the 
credit of bringing the Arch Pre- 
server Shoe to the Great North- 
west. For two years he has repre- 
sented E. T. Wright & Company in 
our “Great Grain Empire,” and in 
that comparatively short time he 
has opened many new accounts. 
There isn’t a trading center in his 
territory that hasn’t a live Arch 
Preserver and Just Wright account. 

But Mr. Fishpaugh’s work does 
not stop at opening new accounts— 
he is constantly working out adver- 
tising and sales promotion stunts 
that helps his customers develop 
their business. 

His golf is poor—but he’s at 
home when standing in the pitcher’s 
box. He sure can hurl some wicked 
shoots and hooks. 


Brayton with Boyd-Welsh 


William (“Bill”) Brayton, of Los 
Angeles, who has been connected 
with the Wetherby-Kayser Co. for 
several years, has now changed his 
activities to selling shoes on the 
road for the Royd-Welsh Shoe Co., 
of St. Louis, under J. A. Dougherty, 
who has the territory from Denver, 
West. Mr.. Brayton will cover all 
towns south of Sacramento, except 
San Francisco and Los Angeles, 
with headquarters at the Lanker- 
shim Hotel. 


James McNierney, who represents 
Lape & Adler Co. of Columbus, in 
the territory from Butte and Salt 
Lake City to the Coast, reports 
good business. 
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EMIL HUMMELT 


who now covers Eastern Penn- 
sylvania for Morse & Rogers, 
Headquarters at Wilkes-Barre. 


Emil Hummelt, who has repre- 
sented Morse & Rogers for twenty- 
three years, and for several years 
past has been covering Western 
New York, has been transferred to 
Eastern Pennsylvania _ territory 
and will make his headquarters out 
of . Wilkes-Barre. Emil visited 
Rochester recently preparatory to 
moving to Wilkes-Barre and an- 
noun¢éed that he planned to be mar- 
ried early in August. 


Wales Reports Good 
Business 


B. L. Wales of the M. N. Arnold 
Shoe Co. of North Abington, re- 
cently returned home from a trip 
West. Mr. Wales says that business 
shows improvement and retail mer- 
chants are buying well on in-stock 
shoes. 


Colson with Tober-Saifer 


Albert M. Colson, 6f Denver, for- 
merly connected with the John 
Kelly, Inc., Rochester, has recently 
taken on the representation of the 
Tober-Saifer Shoe Co.’s line of St. 
Louis in Colorado, Utah, Idaho, 
Montana and Wyoming, with head- 
quarters in Denver. Mr. Colson is 
to carry a women’s popular-priced 
line of novelties in stock. He is well 
acquainted and he has a host of 
friends in his territory. 


“Before we can look backward 
with pride, we must look forward 
with vision.” 








Shoes With a Style Sense 


The gore step-in illustrated is typical of 
Watson in this respect. It is not a circus 
style. There is nothing radical in the design. 
And yet the trim cut of the saddle lifts it . 
out of the ordinary and gives it just the dash 
thattcomes only from good shoemaking 
coupled with style sense. 


At The Boston Show 
Booth 46 


also 
Copley-Plaza Hotel 
an 
Boston Salesroom, 183 Essex St. 


WATSON SHOE COMPANY 
LYNN, MASS. 
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Donovan Gets Larger 
Territory 

John S. Donovan, who represents 
the E. T. Wright & Co. in the Loop 
District of Chicago, has been given 
added territory, namely, New York 
City and Brooklyn. Mr. Donovan is 
particularly adapted to sell this 
trade, as he is a keen student of 
styles. He has been connected with 
the E. T. Wright & Co. for thirteen 
years. He first learned shoemaking 
in all of its various stages. After 
becoming thoroughly acquainted 
with the E. T. Wright & Co. product 
he was assigned to New England 
territory, working under the direc- 
tion of William Geary, one of the 
most popular salesmen of his day. 
Mr. Donovan was soon selling the 
big accounts. When the United 
States entered the World War, he 
entered the army as private. After 
a few months, he became an officer. 
On being mustered out of the serv- 
ice, he returned to his former E. T. 
Wright affiliation and was given 
the Loop District of Chicago for 
his sales activities. 


A true sense of values and dis- 
passionate judgment are the qual- 
ities this age needs most and values 
least—From Walk-Over Factory 
Print. 
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CAPT. ARNOLD BAMBERGER 
° 


of Baltimore. 


Captain Arnold Bamberger of 
Baltimore, who _ represents. the 
Goodyear Shoe Co. of Carlisle, Pa., 
is in Boston for a few weeks. His 
headquarters are at the Hotel 
Lenox. Captain Bamberger covers 
the large cities of the country for 
these firms. His Baltimore head- 
quarters are at the New Howard 
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Hotel. He has been in the shoe busi- 
ness, with the exception of his 
overseas service, for thirty years, 
fifteen years of which were spent 
on the road. In 1917, he entered the 
army and is now a reserve officer 
in the quartermasters’ corps of the 
United States army. He attended a 
big dinner on June 11, in Boston, 
given simultaneously with dinners 
all over the country, marking the 
150th anniversary of the birth of 
the quartermasters’ corp of the 
United States. 


Albert J. Brazeau Is Dead 


Albert J. Brazeau, salesman for 
eleven years for the United States 
Rubber Co., of Milwaukee, died in 
a hospital at Sheboygan, Wis., as 
the result of a cerebral hemorrhage. 
Mr. Brazeau was taken suddenly 
ill while transacting business in 
Cedar Grove, Wis., two days prior 
to his death. He was 56 years of 
age. 


Hal Long with Brauer Bros. 

“Hal” Long recently made ar- 
rangements to cover Georgia, Ala- 
bama and Tennessee for the Brauer 
Bros. Shoe Co. His headquarters 
will be Atlanta. Mr. Long has a 
wide circle of friends in this sec- 
tion of the country. 








Photo sent by L. D. Ream 


FRED D. GRAMLICH 


Proprietor of the “Zipp” Shoe Co.’s store, Deadwood, S. D., at left hand side of entrance, snapped 

“During the Days of 76” celebration. This is the wdy a shoe store looked at that time—and 

this is the way its proprietor and salesmen dressed. Membership Chairman of the Iowa National 

Shoe Travelers’ Association “Lou” Ream is, like Zipp Shoe Co.’s personnel, a member of 
the annual “During the Days of ’76” celebration. Next event—Aug. 12-14. 
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Golden Brown Kid 
MATRIX In Stock 
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IN STOCK JULY Ist 


B511—All golden brown kid “Bellevue,” 13/8 
box covered heel, AAA to D;.3% to 9. 


$6.85 
Reed standard of shoemaking and fitting make perfect this 
beautiful style, modeled in the most popular leather for fall. 


Soles moulded to fit the bottom of the feet—an 
exclusive patented MATRIX feature. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matriz Shoes 
) | ROCHESTER, N. Y 
Fashioned in our New York Style Studie 


Marbridge Building 
; | W. D. F. Gibson, Style Director 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 
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PHILADELPHIA: CHICAGO: 
325 Forrest Bldg. 1316 Republic Bldg. 
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Plain White Pump Best 
Pattern in St. “beeie Stores 


ST. LOUIS—The report for 
the retail shoe trade during the 
week ending June 20 was spotty, 
with a number of stores reporting 
business as good as the previous 
week. Others felt some slackening 
tendency which had little effect on 
the volume at the end of the week. 

Whites are going very well. All 
operators agree on one point and 
that is—not enough white shoes 
were bought. With two seasons of 
slow white business it was only 
natural that caution should prevail. 

There has been a wild scramble 
on the part of the public for a plain 
white kid pump with 14/8 to 16/8 
heel and a small satin bow. This, as 


a general pattern, has been one of . 


the best numbers in the stores. 
Black and white has been well re- 
ceived despite the fear many men 
sensed when they bought them. The 
slight black trimming around the 
collar part is a popular effect. 


Black Satins in Demand 


Black satin in some stores ranks 
second. Patent in other stores holds 
this position. One large store on 
Tuesday had fifty per cent black 
shoes in the. day’s sales. 

Blond kid styles are reported as 
being good. A call has been heard 
for a white sport oxford with crepe 
sole. Sandal effects have been well 
received and a one-strap pattern is 
also mentioned as being in demand. 

Stores showing white linen shoes 
have cleaned up well. 


Best-Selling Men’s Shoe 


The best-selling number in the 
men’s department at Huette’s Sixth 
street store is a light colored tan 
oxford, wide toe, soft tip and a 
zebra welt, reports Robert Huette, 
secretary. 


Garland’s to Open Shoe 
Department 


Garland’s, one of the most promi- 
nent ready-to-wear stores in St. 
Louis will soon open a shoe depart- 
ment in their store. The department 
will be located on the Sixth street 
side of the store and will occupy 
the south half of the building. 
There will be approximately 30 fit- 


ting chairs. The grade to be carried 
will be from $10 up. A line of 
women’s fancy novelties will be 
featured. The department will be 
operated under the same manage- 
ment that directs the Vogue Boot 
Shop. It is expected that it will be 
opened on August 1. 


Cincinnati at St. Louis Style 
Show 


Thirty-five rooms have been re- 
served at Hotel Jefferson for Cin- 
cinnati. shoe manufacturers during 
the Pageant of Footwear Fashions 
which will be presented by the St. 
Louis Shoe Manufacturers’ and 
Wholesalers’ Association at Hotel 
Statler, January 4, 5 and 6, 1926. 
Other manufacturers throughout 
the East have already made reser- 
vations for rooms and Frank 
Mahler, secretary of the organiza- 
tion, reports such centers as Brook- 
lyn, Boston, Brockton, Milwaukee, 
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and other cities as being repre- 
sented. He further reports that all 
available sample rooms at Hotel 
Jefferson have been taken and al- 
ready rooms in other hotels are 
being disposed of rapidly. 


Gain for International 


Frank C. Rand, president of the 
International Shoe Company, is 
optimistic on the shoe business out- 
look. He says orders for prompt de- 
livery are coming in steadily and 
in large volume, keeping the com- 
pany’s plants busy. “Our shipments 
in May totaled $9,892,000, a gain 
of about $200,000 over May, 1924,” 
he says. 


Shoe and Leather Club 
Picnic 

The Shoe and Leather Club of St. 
Louis will hold its outing and pic- 
nic, June 27, at Ramona Park. This 
is the twelfth annual outing. Games 
and other forms of entertainment 
have been provided for the occa- 
sion. Al Tilden is president of the 
organization. 








Interior of O’Brien-Kiley Shoe Co., of St. Joseph, Mo. A blue velvet rug 
covers the floor. The woodwork is of the same Circassian walnut used in 
the windows. The shelving has been arranged so as to eliminate ladders. 
New chairs, with walnut fittings, upholstered in morocco, have been. 
added, with fitting stools to match. E. J. Bloom, president and manager, 
has been with the firm for 12 years. He has spent considerable time and 
thought on merchandising problems. Today the store carries only three 
grades of shoes. Men’s prices are $6, $8 and $10, while the women’s are 
$8 and $10, with one top-grade line selling at $15. Only the Gotham Gold 


Stripe hosiery is carried 
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“Sta-Smooth” Innrrs>le Ordinary Innerscle 





The 
“STA-SMOOTH” 
INNERSOLE 


Never Hardens 
Never Cracks 


Never heats, burns 
nor draws your feet 


BUT 


always remains vel- 
velty smooth 


and 





makes your feet feel 
cool and comfortable. 





4 





ade shoes worn for three months. The left shoe was 


lumpy and curled up on the side. 


convinced. 
“‘There’s Comfort in the Wearing’ 


On Display PECK SHOE COMPANY 


BOSTON OFFICE 126 Chandler Street 
10 High St., Room 432 WORCESTER, MASS. 





An Age Old Shoe Problem Solved! 


A new patented process perfected by the “Peck” Craftsmen 
makes shoe comfort possible to every Shoe Wearer through the 


Peck new “STA-SMOOTH” and “EVER COOL” Innersole. 
Style and Distinction, Quality and Comfort. 


The ORDINARY 
INNERSOLE 


Does Harden 
Does Crack 
Does become lumpy 


Will heat, burn and 
draw your feet 


and 


will not always re- 
main smooth 


BUT 


tends to become 
rough and feel un- 
comfortable. 





The Innersoles shown above were taken out of a pair of high- 


made with 


a “STA-SMOOTH” Innersole, while the right was made with an 
ordinary top-grade innersole. Notice how smooth and flat the 
“STA-SMOOTH” Innersole is after three months’ hard wear, 
while the ordinary innersole has hardened, cracked, become 


Order a sample pair with “STA-SMOOTH” Innersole and be 


On Display 
YOUNG’S HOTEL 
J. M. Travers 





When writing to advertisers please mention Boor anv Snot Recorver 
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Cincinnati Firms Gain 
Over June of Year Ago 


CINCINNATI—Business during 
the week ending’ June 20 was very 
good, especially in women’s depart- 
ments, but there is still some room 
for improvement in the men’s busi- 
ness. Most shoe stores are showing 
a nice gain and there is every in- 
dication that this month as a whole 
will show a big increase over June 
of 1924. Most of the increase is at- 
tributed to the heavy buying of 
white footwear. 


Patent and Satin Strong 


There is no let-up in the demand 
for patent leather, and shoes of this 
material are next to whites in vol- 
ume of sales. In fact, patent leather 
and black satin are holding up ex- 
ceptionally well in view of the big 
demand for whites. 

The choice in the pattern field 
seems to be for strap effects, al- 
though they predict that the fall 
will bring a good demand for step- 
in patterns with fancy buckles and 
ornaments. 


Advertise Sport Types 


Potter’s printed a very striking 
advertisement recently. It featured 
sport footwear for men, women and 
children. Six line sketches were re- 
produced, showing outdoor scenes 
where principals wore sport shoes. 


Potter Battle to Close July 3 


The Suggestion Sales Contest 
which the Potter Shoe Co. is con- 
ducting among ‘its employees, has 
taken on the form of a battle, with 
two armies, the Red and Blue, and 
also all the officers that are used to 
command an army. The contest will 
end July 3, and there will be a pic- 
nic, July 11. The sales force is en- 
thusiastic about this contest. 


Federal Reserve Report 


According to the Monthly Busi- 
ness Review, issued monthly by the 
Fourth Federal Reserve District, a 
report in part on business for May 
follows: “During the past several 
weeks, the business recession which 
developed during March has been 
halted, at least for the time being. 
There have been contradictory 
movements, however, rather than 
any general trend, and conditions 
are spotty. 

“Comparing the situation with a 
year ago, production and consump- 


tion in general appear to be in 
closer relation now than they were 
at that time. In the past few years, 
there have been instances of in- 
creased production in anticipation 
of a demand which failed to ma- 
terialize, with a consequent reduc- 
tion in operations and a temporary 
depression. Manufacturers are now 
realizing that at the present time 
the old rule of forward buying has 
given way to the policy of purchas- 
ing for immediate needs only; and 


Chicago Retail Business 
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they are showing a disposition to 
restrict production to the point 
where the output is just about keep-— 
ing even with current demand.” 


Shoe Men’s Camp Opens 


Sunday, June 21, marked the 
opening of the Cincinnati Shoe 
Men’s Camp for the summer. The 
camp is located on the Ohio river, 
near California, Ohio. On the open- 
ing day there was music, dancing, 
games, swimming, etc. The success 
of the camp opening was due to the 
untiring efforts of the camp com- 
mittee, which consisted of Robert 
Brinkman, chairman; Henry Stock, 
Ben Kesson and Fred J. Ruehrwein. 


Shows a Decided Upswing 


CHICAGO—One of the interest- 
ing things so far has been the sale 
of white footwear. It has shown 
signs of developing into consider- 
able volume as soon as the warmer 
days come here to stay. Earlier in 
the year there was some prediction 
among shoe men that the light 
shades of tan and kid leather would 
considerably affect the sale of the 
white shoes when the season came 
for them—but this has not been the 
case which only goes to prove that 


it’s hard to predict shoe styles— 
and their life. 


Healthy Trade in Men’s Lines 


Another cheering thing has been 
the splendid business upswing that 
has come about in the men’s lines 
and men’s stores are therefore 
showing a much better stock condi- 
tion than 30 days ago. The light 
tans have been particularly favored 
and there has been a decided inter- 
est in the summer weight shoes 





2 


One of the windows of t 


pa 





he C. and H. Shoe Store of Marion, Ind. With the 


walnut effect making an attractive background, the windows are filled 
with displays of men’s, women’s and children’s shoes and hosiery. 
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Nothing takes the place of 


\Foorwear) 


TRADE MARK 









TYLISH STOt 
\" OUTSIZES 


TRADE MARK 





Cross Straps 


for fit, support or easy adjustability 


IN STOCK 
B275 





Black glazed kid cross strap, 14/8 

Wingfoot Cuban heel. Arch Sup- 

ng Shanks. Built over our 250 

t, standard ball and instep meas- 

urements, short heel measure. 

Widths A to EEE (not stotked in 
EE). Sizes, 2% to 11. 


Price $4.60 


IN STOCK 
B282 





Black glazed kid cross strap, 13/8 
Wingfoot Cuban heel. Broad toe, 
arch supporting shanks. Built over 
our 253 last, developed to fit wide, 


fleshy feet. 
Widths, C, D, E and EEE. 
Sizes, 2% to 11. 


Price $4.60 


Cross straps no longer sell because of their style appeal. 


Nevertheless they still sell in volume for women have 
found from experience that no other type of strap 
slipper fits as comfortably, supports the arch as firmly, 
or clings to the heel as snugly as our type of cross 
strap. 


Dealers, too, have discovered that no other pattern fits 
as many feet as perfectly as the cross strap. 


The cross strap, as we fashion it, will continue to prove 
a staple, consistent seller. It offers a welcome change 
to the woman seeking a strap slipper with the comfort 
and support of an oxford, and it fits or can be adjusted 
to fit any foot regardless of the height or size of the 


instep. 
If you already have sizes, keep sized up. 


If you have nothing of this character, reduce your 
stock of oxfords; make room for a few cross straps. 





o ROCHESTER, N. Y. 


Chicago Office: 189 W. Madison St. 


Specialists in shoes that make money for the retailer 
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~which had a hard time getting a 
foothold in the trade. . 

The preference’ is- for the wide- 
toed models iff both men’s and 
young men’s lines, although the last 
varies from the extreme wide type 
to the more conservative or medium 
width—the medium width probably 
selling about three to two against 
the extreme. The young men are 
buying most of the extreme widths. 


Strap Patterns Strong 


In the women’s lines it is still 
difficult to name a leading style. 
The choice of the buyers still falls 
on the light tans—the blond shades 
and on the black patent and satin. 
Black satin and patent are selling 
very freely and most of the new 
patterns as they are shown, in- 
variably are made up in these ma- 
terials. 

Strap patterns are holding the 
upper place, although no one par- 
ticular type is favored. Straps are 


undoubtedly one of the best buying — 


“bets” in the women’s trade. The 


strip pump, so much in favor a 
short time ago, is falling some- 
what from the popular demand as 


a unit, but the pattern still is popu- 


lar when trimmed with ribbon and 
leather bows. There is a tendency, 
too, to raise the throat of this type 
a little higher on the instep and 
then a buckle or strap trim is added 
to the shoe that gives it a little 
more dressy effect. 


Buckles and Bows as Trimmings 


The gored oxford trimmed, with 
buckle and bow, is still an excellent 
number in almost any fabric, prob- 
ably because it has evérything in 
its favor as a foot fitter and has lit- 
tle tendency to gap and stretch. 

The feeling generally is that the 
present vogue in both materials 
and fabric will hold good through 
the entire summer and well into the 
fall. Tans are slated to continue 
their run. Straps and gore models 
seem certain sellers and there 
seems to be a very optimistic feel- 
ing in regard to white footwear. 





Sioux City Merchants Note 
Increase in Men’s Buying 


SIOUX CITY, IOWA—Forty per 
sent of this city’s trade comes from 
the small towns within a radius of 
75 miles, so the large proportion of 
the present good business is due en- 
tirely to the better financial condi- 
tion of the farmers. 

Most stores report a decided in- 
crease in buying of men’s shoes. 
The trend is toward the high-grade 
lines which seem to be coming into 
their own. 

B. Schulein announces that he is 
to make a change in his merchan- 
dising policy for fall. He will fea- 
ture only nationally-advertised 
shoes; also he will continue his 
present price range, but will have 
fewer retail prices. He believes it 
good business to tie up his reputa- 
tion with that of manufacturers 
who are well known. 


Big White Year 

More women’s white shoes have 
been sold up to June 6 of this year 
than in the entire season last year, 
reports R. G. Montague of Pelli- 
tier’s. This department has recently 
been remodelled so that it now oc- 
cupies half of the front end of the 
annex, with the men’s department 
in the rear, adjacent to the men’s 
clothing. The new arrangement 


gives the women’s department a 
much larger space. 


Men Buying More Freely 


Paul Newman, buyer for the 
Standard Clothing Co., finds that it 
is much easier to sell men “double- 
headers” than previously, on ac- 
count of the publicity which is be- 
ing given relative to the wearing 
of black shoes after 6 P.M. Further- 
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more, men are “loosening-up” and 
buying more shoes. This store has a 
ball team that plays the different 
nearby towns. Considerable adver- 
tising is gained from the fact that 
it is called the Standard Clothing 
Nine. 


Moving July 
Kilgour, Maynard & Mulholland 
expect to move into their new store 
at 415 Fourth street about J a. 
A removal sale is in pr at 
their present location. 


Styles for Fall 


L. H. Johnson, buyer for the shoe 
department of T. S. Martin Co., 
predicts the trend in women’s styles 
for fall is along the plain and con- 
servative lines. “Patents will evi- 
dently head the parade,” says Mr. 
Johnson, “Step-ins look very favor- 
able, simple straps and dainty 
D’Orsays in burnt almond, suma- 
tra and doeskin seem good. 

“I believe this fall will be one of 
the biggest seasons the shoe indus- 
try has ever experienced, due to the 
fact that most patterns worn on the 
street at the present moment, are 
pumps purchased this spring. These 
same shoes will still be seen min- 
gled with white kids and blonds, 
consequently a greater interest will 
be taken in the new patterns from 
a style angle, and also from neces- 


sity.” 


Martin Promoted 


C. L. Martin has been promoted 
from basement buyer to the post 
of overseeing all the shoe depart- 
ments in Davidson’s Department 
Store. 





Milwaukee Stores Report 
Sport Types in Demand 


MILWAUKEE — June business 
in Milwaukee shoe stores is proving 
very satisfactory, and in the ma- 
jority of cases it is going ahead of 
all expectations for the month. One 
prominent store reports that busi- 
ness for this month will probably 
be about double what was expected. 
Both men and women are buying 
more freely as a result of warm 
weather, with the demand centering 
on summer footwear of all kinds. 

Whites are showing a steady in- 
crease as the month advances, run- 
ning almost entirely to kid leathers, 
as canvas sells only in cheaper lines 


at a few stores. Weather conditions 
are also responsible for the im- 
provement in the demand for light 
kids which are moving best in 
blond, with slightly increased call 
for gray kid. Patents are holding 
up very well for hot weather, while 
tans and satins are taking a place 
of minor importance at the majority 
of stores. Sport footwear is show- 
ing more than usual activity, es- 
pecially in golf oxfords. 


Men’s Sport Shoes Selling Freely 


An improvement in men’s busi- 
ness this month is attributed to the 
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Sell Your 
Community 
Through 
Its Children! 


Put your children’s department on a quality 
basis that produces steady repeat sales. 
























The quality that brings the mothers of your 
community back to buy children’s shoes again, 
will induce them to buy their own shoes from 
you as well. 

The Sinbac Helthy-Fut Line for young folks 

of all ages sells on quality and repeats on 
merit. It has withstood the test of 58 seasons 
—and is steadily growing in popularity. 

Why not cash in on this popularity, quality 
and steady sale. 

Helthy-Fut salesmen are now on their terri- 
tories with the complete line for fall. 

A postal to Sinbac will bring salesman at 

your convenience. 


SINBA 
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weather in some cases, while re- 
sponse to advertising campaigns is 
considered the underlying cause at 
other stores. Tans continue to hold 
the field, but men’s sport oxfords 
are-more prominent than they have 
been in past years. Black, darker 
shades of tan and brown are selling 
only to a more conservative ele- 
ment, while the volume of business 
is done on light tans. White foot- 
wear for men is of little importance. 


White Hosiery Leads 


Both shoe stores and department 
stores join in the statement that 
the demand for white is the feature 
of present hosiery business in Mil- 
waukee. In addition, light shades 
are still active, ranging from light 
pink, flesh, atmosphere and cham- 
pagne to nude, French nude and 
some beige. Chiffons are far in the 
lead, but more -péople are buying 
service weights for hot weather, 
and considerable interest in bobbed 
hose is shown, - 


To Close Half Day 


Practically all the prominent shoe 


stores of the city are planning to 


close at 1 P.M. on Saturdays dur- 
ing July and August, according to 
announcement made through the 
retail division of the Association of 
Commerce. 


Start Air Mail Service 


Shoe merchants and manufac- 
turers in this.city will be in close 
touch with their business connec- 
tions in the east as a result of the 
new air mail service which will be 
put into effect July 1. The new 
night flight from Chicago to New 
York will enable local business men 
to mail letters here up to 4.20 in 
the afternoon and have them de- 
livered in New York the following 
morning, and the one-night service 
will make it possible to receive 
eastern mail by the noon delivery 
of the next day. 


Shoe Store Moves 


After doing business in one lo- 
cation over a period of many years, 
the Cummins Shoe Store at Fenni- 
more, Wis., has moved into the cor- 
ner store of the Bayley block. 





Working at Capacity 
Menzies Shoe Co., of Fond du 
Lac, Wis., reports an unusually busy 
late spring season this year, with 
constantly increasing orders, forc- 
ing the two plants to operate at the 


highest possible point of produc- 
tion. New models which Menzies 
are producing are reported by the 
firm to be proving popular. Several 
large contracts, including a govern- 
ment contract for several thousand 
pairs of shoes, are helping to keep 
the plants busy. 


Publicity Gets Results 


That publicity featuring “shoes 
for the occasion” is having its effect 
on the kinds of women’s shoes worn 
for street use in this city is the 
opinion expressed by Robert Wea- 
ver, floor manager of the Walk- 
Over shoe store. Mr. Weaver. stated 
that, while women were wearing 
satin slippers for street as well as 
dress wear two years ago, the num- 
ber is now decreasing, while patents 
and tans are taking their place. 
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Checking up on 100 women who 
passed this store on Grand avenue 
shortly after two o’clock one after- 
noon, he found that 34 wore pat- 
ents; 32, tans; 19, kids, 12, satins; 
and three, whites. Whites and light 
kids are more prominent after a 
day or two of hot weather, he states. 


Teeple Co. Occupies 
Addition 


After being closed down for 
about a week, the Teeple Shoe Co., 
Waupun, Wis., has resumed work 
with a full force of workers. Dur- 
ing the interval, the company moved 
into its recently-completed addition 
which is being used for shipping 
and storage purposes. The new 
building is 74 by 36 feet, three 
stories in height and of brick con- 
struction. 





San Francisco Stores Do 
Well with Sport Patterns 


SAN FRANCISCO—Whites and 
sport footwear have been selling 
freely. since mid-spring, most 
merchants report. Patent - leather 
styles, for some time very strong, 
are selling very well and black sat- 
ins are also very good. 


Shoe Merchants Meet 


Several of the speakers attend- 
ing -the convention of the Cal- 
ifornia Shoe Retailers’ Association 
at Santa Barbara were guests of 
the San Francisco Retail Shoe 








Hawmilton’s, Inc., 625 Market street, San Francisco, Cal., recently opened 
A parlor type of shoe store. This view shows the rear of the store. Few 
shoes are displayed and the stock is concealed. 
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BOSTON SHOE 
| E manufacture KNOX Di aq) 0 seer 
Shoes under a plan of 
established. standards — a 


plan which prominent buyers 
agree 1s so simple, logical and 
eliminating of detail that it 
is a pleasure to buy shoes 
this way. 


And remember — the shoes 
you order from us are the 
shoes you get. 


T 0 retail at 
$7 to $8 


HUCKINS & TEMPLE 


Makers 
Factory ie Boston O fice 
MILFORD ~ De 135 
MASS. LINCOLN ST. 


The novelty and good taste em- 
bodied in this new blucher 
pattern, make it a most active 
seller with us. 





Made of 


GALLUN’S 48 AZTEC 
“KIPPY” Last 




















1925 


70 
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Dealers’ Association at a luncheon. 
Brief addresses were made by 
John C. McKeoy, of Laird, Schober 
Co., Philadelphia} and president of 
the National Boot and Shoe Manu- 
facturers’ Association; Oran Mc- 
Cormick, publisher of Modern 
Shoemaking; and Major Charles 
T. Cahill of the United Shoe Ma- 
chinery Corporation, Boston. 


New Regal Store Opens 


The Regal Shoe Company’s new 
San Francisco store was opened 
in early June at 136 Kearny street. 
It is a men’s establishment and is 
arranged and finished in the style 
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of the company’s Market street 
store. The finish of the interior is 
gum wood. J. B. Louden, formerly 
assistant manager of the Market 
street store, is manager. 


New Store in Oakland 


A new shop in Oakland was re- 
cently opened by Paul Teeburg, 
known as Paul’s Bodtery. It is at 
1424 San Pablo avenue, near 14th 
street, in an excellent shopping lo- 
cation. On the opening day, June 
6, the store was crowded with cus- 
tomers and visitors, all day. There 
was a big rush on cloth-of silver 
slippers, for June brides. 





Denver Enjoying Better 
Business Than Year Ago 


DENVER—Business in Colorado 
is spotty. Dry weather during late 
winter and spring months in cer- 
tain sections of the state did any- 
thing but improve farm crops. Busi- 
ness in Denver at this time, how- 
ever, is just as good, if not better 
than a year ago. Retail shoe mer- 
chants are expecting a good sum- 
mer. 


Closing Out Business 
The Boston Shoe Store, 1521 
Lawrence street, Denver, during 
the past month has been conduct- 
ing a quitting-business sale pre- 
paratory to going out of business. 


New Store Opens 


The Bootery, a new “parlor style” 
shoe shop dealing exclusively in 


women’s shoes, was opened at 618 
Sixteenth street. The storeroom of 
this new establishment has been 
fitted with comfortable chairs and 
footrests in harmonizing colors, 
having the appearance of a parlor 
rather than of a retail establish- 
ment. 

John J. Tart, formerly of the 
May company, is manager. 


Fontius Elected President 


Harry Fontius of the Fontius 
Shoe Company has been elected 
president of the new Denver Shoe 
Club, which meets frequently at a 
luncheon at the Alpine Rose cafe. 
The meetings are proving success- 
ful and are well attended by retail 
shoe merchants, wholesalers and 
traveling representatives. 





Minneapolis Merchants Are 
Doing Well with Whites 


MINNEAPOLIS — Remarkable 
success on white patterns has been 
enjoyed by retail shoe merchants 
here. Most store proprietors bought 
cautiously because of the moderate 
demand which characterized the 
white business a year ago. The 
same encouraging reports from 
other large cities concerning the 
free sales of whites come from al- 
most every store. 

Patent leather and black satin 
styles have suffered very little be- 
cause of the great trade on white 
styles. Patterns are simple. Step- 
ins, straps and concealed gores are 


most popular. It is a good buckle 
season, because of the influence 
buckles play in dressing-up the 
plain styles. 


Changes Its Policies 
A. L. Jackson, manager and part 


owner of the Sorenson Shoe Store, 
has made several changes. The 


' men’s and children’s departments 


have been eliminated. The price 
range on women’s shoes has been 
advanced, commencing at $8.50 and 
running as high as $20. It has 
changed from a medium-priced 


168 


store to a high-grade establish- 
ment, selling only women’s styles. 
The style of the store has been 
changed to Tuvey Booterie. 


Closes Out Department 


W. O. Shaffer, who was in charge 
of the shoe department at the John 
W. Thomas department store, is 
now in the retail shoe*business in 
Louisville, Ky. The Thomas depart- 
ment has been closed. 





Plan Summer Meetings 


W. N. Comer, president of the 
Northwest mh) sail Associa- 
tion, announ to hold a 
series of instructive meetings for 
Minneapolis and St. Paul shoe men 
during the summer season. Re- 
cently J. V. Lobell of Steele-Lobell, 
Baltimore, gave a demonstration of 
leathers and this proved so usefully 
instructive that the shoe men are 
asking for more. 


New Sterling Store 


The Sterling Shoe Store, which 
operates stores in several cities, has 
leased the store at 614 Nicollet 
avenue, in the heart of the retail 
district. In September the new 
store, for women only, will open. 
The present store at 526 Nicollet 
avenue will be a men’s shoe store. 
F. C. Tucker is Minneapolis mana- 
ger of the Sterling. company. 


Shows Buckles on Tea 
Wagon 

San Antonio, Texas—To make the 
selling of buckles easier for his 
salesforce and at the same time 
in a high-grade way, Ben Weber of 
the French Bootery uses a tea 
wagon. 

The store is one of those modern 
parlors, fitted out in drawing room 
fashion. 

If buckles are to be purchased, 
or even shown, the tea table affair 
is wheeled to the customer’s chair. 
There displayed under a glass cover 
are all the buckles. The stock is 
carried in a series of drawers in 
the table. 


Buy Royal Store 


Los Angeles, Cal.— Joseph Tobias 
and Joseph Shyer recently pur- 
chased ~the Royal Shoe Co. store 
here. Mr.. Tobias has been with the 
Royal Company for 14 years as 
manager of several stores. Mr. 
Shyer was formerly proprietor of 
the Family Shoe Store of Fresno, 
Cal. 
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FOLLOW 
THE STYLE- 
WISE 
MERCHANTS 
TO 

BOOTH 266 
MAIN HALL 
WHERE 


HONEST ALL 
THROUGH 





THE 
SENSATIONAL 
STYLE LEADER 
OF THE 
SEASON 

WILL BE 

ON DISPLAY 


Mr. Brandman 


will be at 


COPLEY-PLAZA 


STYLE HEADQUARTERS 
For Men’s Footwear 
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THE BLYTHE 


IN STOCK 











A Black Satin Gore Step-In Medium Toe 
(233) 15/8 Spike Heel, Twisted Steel 
Beaded Buckle, $6.50 per pair, in lots of 








36 pairs. 





®@ 


Also Grey Kid One-Strap, 14/8 Spike Heel, 
$6.75 per pair in lots of 36 pairs. 


Bert E. Drake & Co., Inc. 


Makers 
235 to 253 PARK AVENUE 
BROOKLYN, N. Y. 








New York Office: Room 503, Marhridge Building 
Broadway and 34th Street, New York: City 
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to keep customers satisfied is to , 
sell them shoes of quality. My 
boudoirs measure up 
to every quality test 
and are recognized 
everywhere as a great 
buy. Stock my boudoirs 
and play safe. Black - 
or colors. Leather or 
rubber heels. 


If your jobber cannot supply you, write us. 


A. W. GREELEY 


STOCK 


36 Pair Cases 








APPROVED BY 
MEDICAL MEN 


4s @ sturdy support for the ankles of 
growing children and as a fully 
shoe, the Burk 


for immediate action. 


BURKLEY 
SHOE CO. 


A Sure-Fire Way K 


yeti2 Duncan Street - - - Haverhill, Mass. )X 





1156 No. Main Street | 


Brockton, Mass. 





When writing to advertisers please mention Boor AND Suor RecorpEr 
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White Sales in New York 
Reach Satisfactory Mark 


NEW YORK —The retail shoe 
business here during the third week 
in June may be classed as fully 
fair, with the strong demand for 
white footwear holding up volume 
to a high and satisfactory level. 
Some retail merchants were caught 
short of ample stocks of white shoes 
to satisfy the demand and quick 
orders were placed to fill in the 
broken stocks. Already, however, 
there are indications that the peak 
of the white business is passing and 
some of the merchants are prepar- 
ing for clearance sales, some of 
which are expected to begin within 
a week or two. 


Solid Whites Best 
Along with these have gone con- 


siderable promotion of white shoes - 


at regular prices. Best & Company 
sponsored a white kid pump, cut in 
semi-D’Orsay pattern with a small 
pointed collar of patent leather and 
finished with a rather large metal 
buckle. The combination of white 
kid with patent was marked as a 
new fashion. In general, however, 
solid white has been the best seller 
this season. 

The vogue for colored doeskins 
has been carried into buck and 
suede. Undoubtedly the doeskin 
vogue was responsible for a stronger 
demand for white buck than has 
been seen for some time. White 
buck, not only. in sports, but in 
street shoes is reported to be mov- 
ing well by a number of merchants. 
Plain opera patterns, some of them 
with low heels, are particularly good 
sellers in white buck in the medium- 
priced stores. 


Novelty Styles Stimulate 
Women’s Buying 

The introduction of high novelty 
footwear from time to time has lent 
considerable zest to the New York 
retail market. Saks & Company’s 
Fifth Avenue store has taken the 
lead in this development, and while 
other stores may introduce novel- 
ties in as great number as this 
store, there are none that have pro- 
moted them as strongly through 
window display and advertising. 
The Saks store last week brought 
out two decidedly new shoes. One 
was the Paris vogue for purple 
footwear and the store introduced 
these in an opera pump -model in 
purple kid for afternoon wear and 





Trend Toward Plain 


Types 


In the main, styles in the 
higher-grade shoes are trend- 
ing, more than ever, to simple 
patterns. Some retail shoe mer- 
chants declare that the plain 
opera pump has been the best 
seller they have had so far 
this season and that its pros- 
pects of continuing in vogue 
for the fall look extremely 
good: Next to the plain pump 
patterns are one- strapped 
models, mainly one-straps, and 
the small gored patterns. Even 
in evening shoes the fancy 
strap ideas are being dis- 
carded in favor of less elab- 
orate patterns. 














satin for evening wear. The kid 
shoes were priced at $14 a pair and 
the satin at $12.50. 


Colored Lizard Pumps 


The other novelty that was pro- 
ductive of both consumer and trade 
interest was that of colored lizard 
pumps to match handbags of the 
same material. Rather dark green, 
red and blue shades were chosen for 
these matching sets, which were ex- 
ploited under the general trend for 
“ensemble” effects in costume. 


Buckles Selling Freely 


In connection with the showing 
of both shoes, large fancy buckles 
played an important part. Buckles 
are decidedly “the” thing just now 
and more retail merchants are be- 
ginning to play them up. Frank 
Brothers last week had a most in- 
teresting display of fancy buckles, 
mainly of the colored enameled 
type, which were displayed along 
with fancy colored heels, which may 
be attached to any shoe. I. Miller & 
Son also had a large display of 
buckles in their 42nd street window 
and other stores have devoted more 
than their usual amount of space to 
buckles. Reports indicate that the 
season has been a most. profitable 
one on the buckle business. 


Men’s Summer Weights 


The summer weight shoe for men 
has caught on well in New York and 
some retail shoe merchants who 
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were inclined to play it cautiously 
have beén compelled: to send in 
quick orders. The broad-toed models 
are selling better than the narrow 
toes, which characterized the first 
of the “feather weights.” 


Alfred Kohn, to Move 


After twelve years in the one lo- 
cation on Fifth Avenue, right off 
42nd street, Alfred Kohn, the 
pioneer of the Upper Fifth Avenue 
shoe merchants; "is seeking a new 
location. The 20th anniversary 
sales he has been running to mark 
the 20th anniversary of his opening 
a shop in New York, has been 
turned into a “discontinuance” sale. 
The owners of the building recently 
approached Mr. Kohn with a large 
offer for the remaining three years 
of his lease and the offer was so 
good that Mr. Kohn accepted. The 
store is to be occupied by the Cana- 
dian National Railways. A new lo- 
cation for the Kohn store is being 
sought. 


Edward L. Seaman Is Dead 


Edward L. Seaman, 57, for the 
last fifteen years general manager 
of the New York stores of the Geo. 
E. Keith Company, died suddenly 
at 10 o’clock, Sunday morning, June 
14, after a brief illness. 

More than 30 years ago Mr. Sea- 
man went to work for the late 
Goerge E. Keith as New York City 
salesman, in which capacity he 
made a strong record, winning 
merited advancement. At the time 
of his death, in addition to direct- 
ing the progress of the New York 
stores, Mr. Seaman had oversight 
of Walk-Over interests in that 
vicinity. 

Twenty managers and executives 
of the New York organization, 
President Sydney Stokes of the 
Walk-Over Dealers’ Association, 
dealer friends, salesmen, and Vice- 
Presidents Charles E. Moore and 
George H. Leach of the Keith Com- 
pany attended the funeral services 
in Saugerties. A wealth of floral 
tributes testify to the esteem in 
which “Ed”. Seaman was held by 
scores of friends. 





Home from Europe 


Barney Solar, of the Bresnahan 
Shoe Co., of Boston, returned re- 
cently from a trip in Europe. He 
brings with him some new inter- 
pretations of styles in Paris, and 
these will be demonstrated in 
Bresnahan shoes to be shown.in the 
Boston market in July. 
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These four 


shoes are 
steady 
repeat 
sellers. 


w 


No. 3333 





No. 3333—Chocolate mgs a Uskide Sole, 
White Storm hy to Heel, Munson Last........ $3.50 
No. 3339—Black Elk, Gunboues ‘Sole, White Storm 
Welt to Heel, Cadet Last $3. 


improved 
wearing 
qualities 
with 
comfort 
and 
economy. 


Murphy Shoes 
deliver an 
astonishing 
amount of 
wear 
per 
dollar. 





Boys’ Moccasin Boots 


Cut from soft, heavy ns Elk, 10 inches 

high, Stock Bellows Tongue, Buckles, Uskide 
les, Hiker Last, Goodyear Wait. 

= No. 49382—Sizes, 244 to 6 .......ccccccecccerees $3.75 


Youths’ No. 4933—Sizes, 11 to 2 2.0.0... $3.60 


Write for Catalogue 


J.D.MURPHY SHOE CO. 
NATICK, MASS. 


Terms 2/20 Net 30 Days 








Know Them 





They combine ° 


} 
To the Retailer of Durable Shoes: 





Policemen’s Blucher 


No. 7318—Cadet Last, Crawford Steel Arch....$4.25 


No. 7324—Munson Last, Leather Arch Support 
Counter $4.25 


Ne. 7334—Munson Last, Crawford Steel Arch, $4.25 













We have spe- 
cialized in the 
manufacture of 
storm and hunt- 
ing beots for 
over twenty 
years. 





No. 1630 





or single water-proofed leather sole. 
Moccasin boot as illustrated above: 


No. 1630—16-inch, cut from finest black water- 
> =p ee sole, white storm welt around heel, 
Cadet $6.00 





No. 1632—16-i tan Stormtan upper, Uskide 
sole, Goodyear Munson Last .................... $5.25 
Ne. 1231—12-inch chocolate Elk w , _Uskide 
sole, full white storm welt around en 7 
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Boston Stores Enjoy Big 
Volume in Early Summer 


BOSTON—A survey of the Bos- 
ton shoe stores and shoe depart- 
ments during the week ending 
June 20 showed that business was 
excellent. 

One of the most interesting re- 
ports was that of Charles Holt of 
Thayer McNeil Co., who stated that 
the month of April was the biggest 
in the 25 years’ history of this 
house; that the week before last 
was a record week, and that June 
up to date is way ahead of the 
corresponding period of last year. 


“Way ahead of last year for the 
corresponding week,” said Charles 
C. Ferrers, buyer at Jones, Peter- 
son & Newhall Co. “We have had a 
fine white shoe business. We prac- 
tice concentration on lines and 
plenty of sizes and widths.” 

At the Gillett-Upton, Inc., R. L. 
Upton reported that his house ex- 
ceeded so far this year its quota of 
business for almost the entire 
twelve months. This store is selling 
many white shoes and effects in 
colors. Its recent window trim was 
very effective, with a bunch of yel- 
low roses heading a champagne 
velour drape, on which new designs 
in buckles were arranged. 

T. E. Moseley Co. reported an in- 
crease over business for the corre- 
sponding week of last year, as did 
also E. W. Burt & Co., Inc. 


Tendency to Higher Heels 


At E. W. Burt & Co., Inc., 32 
West street, L. W. Hollis reported 
a strong tendency during the last 
few months toward higher heels. 
He stated that whereas the 8/8 and 
the 10/8 were the popular heights, 
the call is now for the 12/8 to and 
including the 14/8 heel. This store 
reports white kid and white canvas 
shoes strong sellers. 


“Lead Pencil” Blue and 
White 

“Lead Pencil” blue is one of the 
popular chiffon hosiery numbers 
for sale with white shoes at the 
Thayer McNeil Co. Hosiery in this 
shade was grouped beside a white 
calf step-in pump, in the display 
case. 

Other popular shades being sold 
are nude, tea rose, pearl, toast, 
shell, blond and russet. 


Whites and Blonds 


At the Arlace Boot Shop, it was 
reported that the week of June 8 
was the largest of any week in the 
history of the store. It was stated 
that whites and blonds were selling 
50/50; that buckles are selling well, 
with cut steel in the ascendency. 





Brockton Firms Have 
New Styles for Fair 


BROCKTON — Every indication 
is favorable for an excellent repre- 
sentation of Brockton and South 
Shore shoe manufacturers at the 
Boston Shoe and Leather Fair, July 
7 to 9. Local concerns are employ- 
ing their style knowledge and skill 
to design and produce attractive 
patterns in men’s and women’s welt 
shoes to bring substantial orders. 
The revised list of local exhibitors 
as thus far arranged is as follows: 
Stacy Adams Co., Barbour Welting 
Co., Dunbar Pattern Co. (also 
working exhibit), Gleasonite Pro- 
ducts Co., London Character Shoe 
Co., Tolman Print, Inc., Churchill 
& Alden Co., Wall, Doyle & Daly, 
Inc., Diamond Shoe Co., Conrad 
Shoe Co., Stone Tarlow Co., Brock- 
ton; Avon Sole Co., Avon; Panther 


Rubber Manufacturing Co., Stough- 
ton; M. N. Arnold Shoe Co., Lewis 
A. Crossett, Inc., North Abington; 
C. H. Alden Co., Abington; Stetson 
Shoe Co., South Weymouth; Edwin 
Clapp & Son, Inc., Alden Walker & 
Wilde, Inc., East Weymouth; E. T. 
Wright & Co., Emerson Shoe Co., 
Rockland; Richards & Brennan, 
Randolph; Commonwealth Shoe & 
Leather Co., Whitman. 

Additional concerns will no doubt 
be listed previous to the opening of 
the show, July 7) Furthermore, all 
concerns in Brockton and vicinity, 
whether they exhibit at the show 
or not, will have complete lines of 
samples at their Boston offices and 
hotel rooms where visiting buyers 
will be welcomed and shown the 
newest and best in welt footwear. 
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Douglas Plant Doubles 
Output 


W. L. Douglas Shoe Company an- 
nounced that beginning Monday, 
June 22, production at the local 
plant of the concern begins on the 
basis of 5,000 or 6,000 pairs of 
shoes daily. All units of the plant 
will operate on full time and all 
operatives in the employ of the 
factory when the recent season’s 
run closes will be employed on a 
full time basis. Volume sales at the 
Douglas stores and agencies war- 
rant, the. management states, the 
planning of the new run on a basis 
of full time through the months of 
summer and autumn. 


Brockton Shoes as Golf 
Prizes 


The Brockton Country Club, 
which recently held an open tourna- 
ment on the links, inaugurated a 
novel plan for prizes to the win- 
ners. Fourteen awards were made 
in the respective classes, each one 
of which was a pair of made-in- 
Brockton shoes. This new departure 
was very cordially received by the 
prize winners as one which com- 
bined practicability with novelty, 
thus getting away from the stere- 
otyped plan of cups and other para- 
phernalia which could not be put 
to every day use like a pair of 
honest-to-goodness Brockton shoes. 
Incidentally, it is good publicity for 
footwear made in this city. The 
plan is worthy of being followed by 
other local organizations which pre- 
sent prizes in sport competitions. 


All-Year-Round Pattern in 
Stock 


Factory in-stock departments 
are particularly useful when all- 
year-round sellers are carried. A 
men’s shoe of this description is 
carried in stock by the Bridge- 
water Workers’ Co-operative Asso- 
ciation in the nearby town of 
Bridgewater. This shoe is a blucher 
bal, carried in black and brown kid 
in a liberal range of sizes and 
widths. Manager Tolovasia, of this 
concern, says that this shoe is a 
seller twelve months in the year 
and that the staple qualities are 
responsible for its trade favor. 


Field’s Generous Offer 


Daniel W. Field, for many years 
engaged in shoe manufacturing 
here, and now retired from active 
business, has offered the City of 
Brockton a large tract of land for 
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THE BERRY LINE 


Popular Priced Welts, McKays and Turns 








CRUMBS OF COMFORT 


F VANGELIN FE rime 














GOODYEAR WELT 
DAVIS 
AMERICAN BEAUTY NEW PROCESS 
A FLEXIBLE 
FLEXIBLE McKAY CUSHION SOLE 
(TURN TYPE) McKAY 




















Send for Catalog of Stock Shoes 





IMPROVED CUSHION SOLE SHOES 
DR. A. REED, PATENTEE 


This is not the original Dr. A. Reed cushion shoe 
previously patented, but his latest invention. 


A complete assortment of styles in this ever popular line 
always in stock. 











. = STOCK NO. 3211 
tare ie nev ewe emrer- ee WOMEN’S KID OXFORD 
ton Sues. soaviovest _ KID TIP 
PATENTED. GUT HIS LAT: 80 COMBINATION LAST 
tr invEnTio GOODYEAR WELT 
$4.50 
MADE BY 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 186 LINCOLN ST., BOSTON 
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development as a part of the park 
system. Mr. Field, who is chair- 
man of the Municipal Park Com- 
mission, addressing a joint meeting 
of the city government, offered 450 
acres of land and water for the be- 
ginning of the project, the only 
provison in connection with the 
presentation of this land being that 
the city shall spend .approximately 
$200,000 for development. The plan 
is now under consideration with a 
probability of favorable action on 
the part of city authorities. 


Local Concern Has New 
Boston Office 


On July 1 the Brockton Shoe 
Manufacturing Company will move 
its Boston office from the old loca- 
tion at 117 Lincoln street to new 
quarters at 186 Lincoln street. 
There will be a suite of four offices 
which will give exceptional oppor- 
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tunities for the display of “De- 
cidedly Brockton Shoes” to visiting 
buyers. Charles Hall, who has been 
identified with the Boston office for 
the past two years, will be in 
charge at the new location. The 
Brockton Shoe Manufacturing Co. 
is planning to start the new sea- 
son’s run on a capacity output of 
men’s popular-priced footwear. 


Lower Price List Favored 


A majority of the Boot and Shoe 
Workers’ Union locals have reached 
an agreement with Wall, Doyle & 
Daly, Inc., and Joseph-F. Corcoran 
Shoe Company, of Brockton, re- 
garding prices for the manufacture 
of a lower grade shoe to be made 
in Brockton. These labor prices 
will cover a grade of men’s shoes 
made for the chain store trade. 
When put into operation this plan 
will insure the employment of much 
additional labor in Brockton. 





Analysis of Lynn Program 
for Last Half of Year 


LYNN—A summary of prospects 
for the last half of the year is pre- 
sented. Lynn’s business will move 
along two lines, one the develop- 
ment of new and finer types for 
the high-grade trade; the other, an 
expansion of popular grades. The 
bulk of business will be on the lat- 
ter, in which quick production, 
quick sales, and quick replacements 
are the order of the day. 

Any shoe that is pretty, and that 
is proper for the occasion, is proper 
style. Lynn is offering a greater 
variety of styles than ever. 


Wide Range of Materials 


Purple leather is the newest. Pat- 
ent leather is the leading stock. 
Pastel shades of doeskins, like 
powder blue, rose and orange, are 
the most conspicuous. A gain on 
black kid is reported. Reptile 
grains, like alligator, lizard and 
snake, are used for whole shoes and 
for trimmings. Satins, in the sam- 
ple lines, show black, blond, penny 
and other colors. Black and colored 
velvets also are employed. Tan 
shades of calf and kid range from 
blond down to dark tans, with me- 
dium shades as favorites. Tan calf 
shoes are trimmed with alligator. 
Scotch and boarded grain leathers 
are used for sport and walking 
shoes. To this list add basket weave, 
moire and a few other specialty 


leathers; then one has the largest 
variety of leather that Lynn ever 
has used. Hence an abundance of 
styles on the basis of materials; 
and this abundance is multiplied by 
the many lasts and patterns that 
are employed. 


More Spring in Lasts 


Spring in toes is a new feature. 
New lasts have a toe spring of from 
1/4 to 3/8 inches. According to the 
rules of shoemaking, the longer the 
toe, the more spring there should 
be in the toe of the last. But some 
new models show short toes with a 
pronounced spring. 

Heels range from 10/8 to 16/8, 
for a regular run, with some busi- 
ness on 14/8 and 15/8 heels, and 
17/8 and even 18/8 heels for an 
extreme style. New high heels have 
straight shanks and breasts. Be- 
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Types of Lasts 


Lasts as noted in the new 
sample lines reveal two 
trends; one towards the long 
medium narrow toes, with 
vamps three inches or more 
in length, and the other to- 
wards the short round toe last, 
of the balloon or broadcast 
sort, with vamps as short as 
two and one-half inches. 











sides, some slab sided heels, or wood 
heels with five flat sides are to be 
seen. Also there are some low heels, 
on walking and sport shoes. 


Designs of Patterns 

Opera, D’Orsay and regent pumps 
and variations thereon, are selling 
again. Lynn designers believe that 
strapless pumps fit better, by rea- 
son of improvements in shoemak- 
ing and more skillful shoe fitting. 

Gore patterns are making an- 
other gain. Gores are in throat of 
most all shoes. The gore and strap 
patterns have been discontinued 
from most lines, it being believed 
that the straps alone are sufficient. 
Not many shoes with gores in the 
sides are seen. 


Straps in Varied Designs 

Front straps also have been re- 
vived. They are slender. They make 
a new angle as they join the in- 
step straps, these straps being car- 
ried on a new line down to the 
sides, especially on dip sided pumps. 
One and two-strap pumips hold their 
vogue, and three and four-strap 
models are to be seen. The loop and 
the martingale straps are shown in 
new variations. 

Front straps are used to make 
shoes look long and slim. Some in- 
step strap styles are intended to 
make the foot look short and little. 
Some women like their feet to ap- 
pear long and slender while others 
like their feet to look little. It all 
depends upon the personality of the 
lady who wears the shoes. 





June Retail Sales Reach 
High Mark in Rochester 


ROCHESTER—June was a good 
month in shoe stores here. Intervals 
of very warm weather acted as a 
great stimulus on the white trade 
and most stores report whites sold 
very much better than a year ago. 
Other materials—black patent and 


satins, and blond kid also sold 


freely. 


Finds Business Good 


Ernest Park, Jr., manager of the 
Rochester Park-Brannock Stetson 








ears 7 ow 
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An INNOVATION 
n 


L&H 


McKays 


Women’s, Misses’ 


and Children’s 


Style—The Latest Exhibiting at 
nll NEW RANGE OF LASTS J 


Dependability—Always Reliable NEW HEELS BOOTH 32 


Al Lo al 
rei. FINER FITTING QUALITIES BOSTON SHOE STYLE SHOW 


. 





If you are coming on to the Boston Show, make our office your headquarters 


LYONS & HERSHENSON 


In attend Factory at 
BENWEINER 207 ESSEX STREET, BOSTON CHELSEA 





Specially Priced 


Sandals and Oxfords 


Genuine Goodyear Stitched—aAll Leather 
(Except where Neolin Soled) 
IMMEDIATE DELIVERY 


SANDAL TWO-STRAP 5-8 8%-11 11%-2 
1022—-Retan Sole, Mahogany Chrome......... . $0.50 $0.60 $0.70 


1042—White Neolin Sole, Mahogany Chrome 50 * .60 -70 
1000—Oak Leather Sole, Cherry Calf .60 -70 .80 
1086—Oak Leather Sole, Nut Brown S ring Calf 65 . -15 85 
1002—Oak Leather Sole, Mahogany Chrome -50 .60 .70 
1092—-Green, Oak Leather Sole ‘ 55 -62 -70 
1093—Red, Oak Leather Sole 55 62% -70 
1089—Patent Leather, Oak Leather Sole... -80 90 1.05 
SANDAL ONE-STRAP 5-8 8%-11 11%-2 
1621—Tan Side, Retan Sole $0.50 $0.60 $0.70 
1622—-Mahogany Chrome, Retan Sole -50 -60 -70 
1617—-Tan Spring Calf, Oak Leather Sole -65 -75 85 
1629—-Patent Leather, Retan Sole ‘ -90 1.00 1.10 
2-5 5-8 
1005—Brown Lotus, Oak Leather Sole 65 .80 

PLUG OXFORD 5-8 8%-11 11%-2 
1200—-Mahogany Chrome, Oak Leather Sole $0.65 $0.75 $0.85 
1286—-Nut Brown Spring Calf, Oak Leather Sole -70 .80 90 
1237—-Tan Spring Calf, Oak Leather Sole -70 “80 -90 
Rubber Rubber 

1277—-Light Tan Spring Calf, Oak Leather Sole, Heel Heel 

Medallion on Toe , 90 1.00 





FACTORY DAMAGED 5-8 8%-11 11%-2 


299—-Patent Leather, Unlined Sandals.............. $0.60 $0.70 $0.80 
298—Assorted Brown and Tan Sandals.............. -50 -60 -70 
296—Brown and Tan Oxfords a -50 -60 -70 
297—Assorted Red, Green and Blue Sandals... 45 55 -65 











Case Lots, 36 pair to case. Discount 7%—otherwise 2%. 


TROOPER SHOE Co. 


350 Canal Place t<3 Bronx, New York 
(Branch of E. J. Ramsey Co.) 














When writing to advertisers please mention Boot anv Suor Recorver 
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Shops, Inc., reports that the second 
week of June was the best week 
that the store has enjoyed since it 
was opened early in the year. Mr. 
Park reports that white kids are 
the big bet for early summer 
selling. 


Shows President Shoes 


A. E. Fredericks, manager of the 
Nettleton Shop, arranged an at- 
tractive window display featuring 
the Nettleton shoes made by James 
Lucey, custom bootmaker of North- 
ampton, Mass., who made a pair of 
Nettleton shoes for President Cool- 
idge at the Syracuse Centennial. 


Joins Gar Shoe Corporation 


Max Feinstein, well known shoe 
designer, has joined the Gar Shoe 
Corporation as style designer, di- 
rector and president. He will be re- 
sponsible for the designing of new 
styles and patterns. 
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Mr. Feinstein was formerly asso- 
ciated with Wichert & Gardner of 
Brooklyn, and for the past eleven 
years with E. P. Reed & Company, 
in charge of their fitting room. 

The Gar Shoe Corporation was 
established seven years ago and has 
enjoyed a rapid and steady growth. 


Shields’ New Price Policy 


Cleon E. Shields, proprietor of 
the Shields Boot Shop, inaugurated 
a new price policy and will here- 
after feature women’s shoes at only 
two prices, $5.45 and. $7. The 
Shields Boot Shop formerly han- 
dled both men’s and women’s shoes, 
but after a careful investigation of 
the sales possibilities for men’s 
shoes in his location on East ave- 
nue, which is almost exclusively de- 
voted to women’s shops, he decided 
to give up his men’s department 
and devote his energies exclusively 


to women’s footwear. 





Philadelphia Notes Big 
Improvement in Buying 


PHILADELPHIA—General busi- 
ness conditions in manufacturing, 
wholesale anid retail divisions in all 
industries showed marked improve- 
ment during June. A wave of very 
hot weather early in the month had 
a splendid effect on the shoe busi- 
ness. Whites have sold very freely 
in all shoe stores for several weeks 
now, and merchants unanimously 
predict a big white season. 


Good Business in Whites 


C. C. Bane, manager of the 
I. Miller store here and president 
of the Philadelphia Shoe Retailers’ 
Association, reports a very good 
business in whites, stimulated con- 
siderably by the coming of the hot 
weather. The whites in demand are 
for the most part plain whites with- 
out colored trim. Kid is the most 
popular material. It is selling in 
both strap effects and in operas. 
There is also very good call for 
white buck oxfords, according to 
Mr. Bane. Black shoes, too, are in 
good demand, especially patent 
leather and satin. For fall, Mr. 
Bane expects some demand for pat- 
ent leather, tan calf and suedes. 


Increased Factory Activity 


A slight increase in factory ac- 
tivity is reported by several promi- 





Shoe Merchants Meet 


The Philadelphia Shoe Re- 
tailers’ Association held its 
closing meeting of the present 
season at. the I. Miller store, 
1225 Chestnut street, on Wed- 
nesday evening, June 17. In 
the absence of the president, 
C. C. Bane, the secretary, 
Horace J. Gentel, presided. 
The affair was featured by a 
style discussion participated 
in by all of the members pres- 
ent. It was the consensus that 
patent leather and suedes will 
both be very active in fall. 











nent shoe manufacturers here. The 
increase was nothing to become too 
optimistic about but was occasioned 
by the receipt of some last minute 
rush orders for summer footwear 
and the development of a little buy- 
ing for fall. The average percentage 
at which factories are being oper- 
ated has increased from about 50 
per cent to between 65 per cent and 
75 per cent of capacity. 

One factory which has received 
some orders for fall footwear re- 
ports that they call for plain effects 
in patent leather, gun metal, and 
Russia calf. There are some indi- 
cations, also, of a good season on 
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black and brown suede after the 
summer months have passed. 
Present business consists mostly 
of finishing up the orders for whites 
and for blacks in various materials 
including patent leather and satin. 


Perforated Sandals 
Featured 


Perforated sandals are being fea- 
tured by the Little Boot Shop of 
the John Wanamaker store here. 
They are of light tan Russia calf, 
have French toes, medium Spanish 
heels and turned soles, and are per- 
forated and stitched all over. They 
have open shanks and center straps. 
This store is also making a spe- 
cialty of white buckskin walking 
shoes. They are Colonial pumps of 
white buckskin made with welt 
soles, medium toes, and covered 
Cuban heels. 


Open New Store 


The Dixie Shoe Stores Co. re- 
cently opened its sixth Philadelphia 
store at 4615 Frankford avenue. 
Gifts and souvenirs were given 
away on the opening day. 


Men’s Sports Footwear 
Strong 


The Turner-Tompkins Shoe Co. 
reports there is a good demand for 
men’s sports footwear in combina- 
tions of white and tan. All of these 
sports shoes have crepe soles. White 
is selling also in buck and canvas. 
Crepe shoes are beginning to de- 
cline in the wholesale demand as 
they are not fitted for dress shoes. 
In boys’ footwear, however, the de- 
mand for them is expected to con- 
tinue on through the summer. In 
up-state sections this firm reports 
that business in crepe soles was not 
especially active, the trade being 
able to dispose of more leather 
soles. 

Tans are still the leading color, 
although the demand for black is 
growing very rapidly. This increase 
in the popularity of black is due to 
the desire of young men for dark 
shoes to contrast with the light 
colored clothing in style at present. 
There is also considerable call for 
black sports shoes for wear with 
light knickers. 


Trade Optimistic 
A prominent wholesale merchant 
reports that the retail trade is very 


optimistic concerning present busi- 
ness and that the wholesale and 
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jobbing trade feels very much en- 
couraged about fall buying. At 
present there is good business in 
plain whites without colored trim. 
Straps and opera pumps are the 
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prevailing patterns and the plainer 
the shoe the better it sells. Kid is 
the dominating material. Patents 
and black satins are still being 
asked for in opera pumps. 





Haverhill Houses Have 30 
Booths for Boston Show 


HAVERHILL—Every member of 
the Haverhill shoe trade is expect- 
ing important business develop- 
ments as a result of Haverhill’s 
participation in the Boston Shoe 
and Leather Fair. The fact that 
this city will have a section of its 
own and that thirty booths will be 
occupied by local exhibitors, will 
guarantee that Haverhill will be a 
leader at the show. 

The committees on exhibits, hos- 
pitality, hotels, publicity, etc., to- 
gether with their sub-committees, 
will continue actively at work right 
up to the opening of the show. The 
fact that this is to be strictly a 
buyer’s exhibition and that the pub- 
lic will not be admitted during the 
first two days, is of special interest 
and importance in view of the fact 
that Haverhill manufacturers are 
planning to outdo themselves as re- 
gards styles which embody novelty 
as well as practicability, and priced 
in a way to insure orders from 
visiting buyers. 

Haverhill manufacturers are out 
for business and are sparing no ef- 
forts to make their showing at 


Mechanics Hall, July 7 to 9, the. 


largest and most impressive which 
the city has ever brought to the at- 
tention of the trade. 


Retires from Concern 


J. Wallace Allen, for the past ten 
years associated with the firm of 
Knights-Allen Co., manufacturers 
of women’s turn shoes, has retired 
from that concern. His interests 
have been taken over by George B. 
Knights, treasurer of the corpora- 
tion, who will continue the busi- 


ness. Mr. Allen, who is now enjoy- - 


ing the first vacation which he has 
had for many years, has not as yet 
made definite plans for the future, 
but will undoubtedly later continue 
to be identified with the shoe busi- 
ness. 


Beaded Slippers Popular 


Among the orders which are be- 
ing received from merchants, par- 
ticularly those pertaining to the 
better grades of women’s turn foot- 


wear, beaded slippers are con- 
spicuous. Used in connection with 
side goring or concealed goring at 
the front of the shoe, these beaded 
effects are worked out in many at- 
tractive designs and combinations. 
“It is peculiar, but true,” said a 
manufacturer of this class of goods, 
“that slipper beading is done by 
hand in the same way that it has 
been accomplished for many years. 
Naturally, this work is slow but 
there is no machine, to my knowl- 
edge, ever invented which will du- 
plicate hand beading on women’s 
slippers in a variety of designs.” 


Boudoir and Ballet Slippers 
Staple Products 


For many years concerns in 
Haverhill and vicinity have been 
producing women’s boudoir and 
ballet slippers as products which 
sell the year around. Styles are 
practically unchanged from one 
year to another. John E. McNamara 
has been associated in this line of 
work in Haverhill producing a line 
of women’s ballet and boudoir slip- 
pers, made on right and left lasts. 
This includes the hard-toe ballet 
slippers, which is also a staple prod- 
uct in women’s footwear. 





Ashton Buys Salem Store 


George W. Ashton bought the 
All-America store, Essex street, 
Salem, Mass., to continue it. He has 
been manager of it for several 
years. He is a member of the Na- 
tional Shoe Retailers’ Association, 
and of the Massachusetts Retailers’ 
Association. He started as a fitting 
clerk. Besides managing the store 
in Salem he has also managed stores 
in Lawrence and Boston. Inci- 
dentally, as a youth, he worked in 
a shoe shop; so he has a practical 
idea of shoes. 

The store which Mr. Ashton has 
bought, while strictly up-to-date in 
styles and methods, has had a career 
of nearly 100 years. Its books date 
back to 60 years. Some families 
have been its patrons for three 
generations. 
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Thomas Turns and Goodyear 
process flexible footwear. 


<> 


Handsome little steppers up to 
growing girls’ in latest styles. 


© 


On special lasts with our master 
modeler’s newest shapes. 





Made at prices that are correct 
for consumers’ appreciation. 





Assurance of superior quality so 
necessary in Children’s shoes. 





Shoemakers to the children of 
America for forty-eight years. 


Thomas & Company 
Established 1877 
3611 14th Ave. 
BROOKLYN, N. Y. 


Boston Salesroom 
183 ESSEX STREET 


Makers of Play Wear, Jack O’Lan- 
tern, Miss La Mode, Princess and 
Vogue Shoes 
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Freeman Shoe Co. Building 
$125,000 Plant 

Beloit, Wis.—The officers of the 
Freeman Shoe Manufacturing Com- 
pany announce the purchase of a 
six-acre site in South Beloit, Illi- 
nois, and plans for the immediate 
erection on this new site of a $125,- 
000 factory building. 

The Illinois-Wisconsin boundary 
line passes though the city of Be- 
loit, Wis., that part of it south of 
the line being known as South 
Beloit, Illinois.The new site is just 
three blocks south of the present 
plant. There was ample ground at 
the Wisconsin plant to take care of 
the new building, the reason for 
purchasing the site in Illinois being’ 
given as on account of the exces- 
sively high tax burden that the 
state of Wisconsin has seen fit to 
place on manufacturing. 

A new and entirely separate cor- 
poration has been formed and a line 
entirely distinct from that of the 
Freeman Shoe Manufacturing Com- 
pany will be made and sold by the 
new organization. J. A. Beddow, for 
many years superintendent of the 
Nunn-Bush & Weldon Shoe Com- 
pany, joins the new organization 
July 1 in the capacity of vice-presi- 
dent and general manager. Mr. Bed- 
dow for years has had the reputa- 
tion of being one of the best fine 
shoe manufacturers in the country. 
The officers of the Freeman Shoe 
Manufacturing Company will also 
be interested in the new organiza- 
tion. 

The factory of the Freeman Shoe 
Manufacturing Company will re- 
main where it is at present, al- 
though its office and shipping room 
will be housed in the new building. 
It is the intention to later add an 
additional unit to the Illinois build- 
ing and then move the entire plant 
to Illinois. 

The new factory will be in opera- 
tion in August and it is planned 
that shoes will be shipped by Sep- 
tember. 





Willis Opens Store 

Chicago, Ill—Frank E. Willis, 
former traveling shoe salesman and 
retail shoe merchant, re-entered the 
retail business recently when he 
opened a store at 658 E. 79th street, 
this city. The store sells shoes for 
men, women and children; also 
hosiery. For the past five years, 
Mr. Willis has represented L. D. 
Stickles Shoe Co. of Red Wing, 
Minn., in Illinois and Indiana, and 
will continue to do so besides oper- 
ating his store. 
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PARISTYLE FOOTWEAR MFG. GCO., INC. 


41-45 Washington Ave., Brooklyn, N.Y. 
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In Shoe Business 52 Years 

Omaha, Neb.—Charles W. Bragg 
recently completed his fifty-second 
year in the retail 
shoe business. His 
first job was with 
the Boston Shoe 
Store in Provi- 
dence, R. I. Later 
he started in for 
himself under the @& 
name of the Nar- 
ragansett Shoe 
Store, one of his 
first and best cuarzes w. BRAGG 
clerks being 
Frank E. Ballou. Mr. Bragg stayed 
in Providence until 1907, when he 
came to Omaha. He has been asso- 
ciated with the Drexel Shoe Co. con- 
tinuously for the past 18 years. 








Shoe Stores in Big Business 
Buildings 

With the construction ‘of large 
business buildings and hotels going 
on at a fast rate throughout the 
country, the retail shoe store’s place 
in structures of this type is being 
determined. Two of the most recent 
buildings to go up where shoe 
stores are among the retail houses 
are the Book-Cadillac Hotel build- 
ing in Detroit, Mich., and the Park 
Square building in Boston, Mass. 

Benjamin F. Miner, Inc., is the 
style of a shoe store in the Park 
Square building, the sixth largest 
business structure in the world. 
About a score of retail stores of all 
types occupy ground space. The 
Miner store has enjoyed good busi- 
ness since its establishment and its 
example is typical of many other 
stores opening in large buildings. 

The Miner store sells women’s, 
misses’ and children’s footwear of 
high quality. The owner, Benjamin 
F. Miner, was associated with the 
Thayer, McNeil Company, one of 
the leading high-grade shoe stores 
of Boston, for 29 years before es- 
tablishing his own business. He had 
a solid foundation on which to build 
his trade. He built up a large fol- 
lowing during his career on the 
floor and with that as a basis com- 
menced under favorable circum- 
stances. 

The retail store in the large busi- 
ness building has many peculiar ad- 
vantages, which are noticeable in 
analyzing the features connected 
with Mr. Miner’s very inviting 
store. The Miner store, like most 
others in the building, has a 17-foot 
front opening into St. James ave- 
nue, one of the four street boun- 
daries. The windows are neatly ar- 
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We car 
$36.00 a dozen pair. We carry a full 
line of polishes in stock. 








BALLETS; cand E BOUDOIRS 
RIGHT anv LEFT[LASTS 


IN LEATHERS AND SATINS 


HARD TOEIBAILLETS 
with Solid Leather! Boxes 


John E. McNamara -- Haverhill, Mass. 











BALLET SLIPPERS — IN STOCK 
of the unusual kind 


Style | pies A..% Seamed 
6-11 “ne . “MM 8 
$1.30 $1.35 $1.45 

songs ~ ccs 


Spetaliate 8 in Batt Manufacture 











241 No. tith Street ladeiphia, Pa. 
e* 
Sines 7 wh 
etites 
Sizes te oft 
NDING CO. 


am” yt .. New York, N. Ny 








BA 


LLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 


Gym Shoes No. 116 
was oes jo ie. 














QUALITY BALLETS— ,;'%, 


Scots 


Alse Men’s and Wemen’s Slippers of every description 
METROPOLITAN SLIPPER CO. 
184 W. B’way, sear Duane St. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 


of 
1g 





New Yoru 




















a eg 








ae 


176 BOOT AND SHOE RECORDER June 27, 1925 








Flexible Turn Shoes 
Fer the Jebbing Trade Exclusively 
F. S. ELAM SHOE Co. 
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ranged and draw attention con- 
tinually. In fact this is one of the 
advantages of having a store in one 
of these new large buildings. The 
quality of merchandise carried in 
various stores, regardless of their 
field, is consistent in quality. The 
new appearance of the building at- 
tracts window shoppers. It is ap- 
parent that women express extreme 
interest in the windows of stores 
in the Park Square building. They 
know the stores are new and asso- 
ciate that fact with up-to-date mer- 
chandise and inviting windows. 

Besides opening into the street, 
Miner’s Store is bounded on the 
other side by a long arcade. In fact 
it has two fronts and two sets of 
windows. Throngs pass through the 
arcade daily and manifest the same 
interest in window trims as those 
passing by on the street. 

Miner’s Store is finished in ma- 
hogany as are the window fixtures. 
Individual chairs are used and seats 
are made of rushes. The shoe car- 
tons are gray, contrasting nicely 
with the mahogany interior. 

The new store has enjoyed a good 
amount of transient trade as the 
direct result of having a home in a 
mammoth business building. 





New Shoe Stores 

Roy English, Sidney, Neb. 

0. C. Bassett, Lenox, Iowa. 

Ross W. Pool, Windsor, Cal. 

C. I. Franklin, Mabel, Minn. 

L. Roch, Cottage Grove, Ore. 

William M. Rose, Vale, Ore. 

Will McLaughlin, Albee, Ore. 

Alva Walker, Gold Hill, Ore. 

Charles Bliss, Walker, Minn. 

G. S. Hudson, Wallula, Wash. 

A. C. Thompson, Goshen, Ore. 

Edward Barbo, Superior, Wis. 

Harry Foster, Rochester, Minn. 

Louis Gardella, Livermore, Cal. 

Carl Tillman, Cambridge, Minn. 

Sol N. Gonzales, Santa Ana, Cal. 

Finland Co-operative Co., Fin- 
land, Minn. 

Work & Briner, 134 W. Main 
street, Lancaster, O. 

Samuel Miller, 941 Valley Boule- 
vard, Alhambra, Cal. 

Roman Bros., Cloquet and 11th 
streets, Cloquet, Minn. 

Wright’s Boot Shops, 8 Church 
street, New York, N. Y. 

J. J. Sugarman, 8664 Moneta 
avenue, Los Angeles, Cal. 

Dixie Shoe Stores Co., 4615 
Frankford avenue, Philadelphia, 
Pa. 
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Makes Old Shoes Look New 
THE NU-SHINE CO. 
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St. Paul Shoe Stores Hold White 


St. Paul— Coincident with the 
successful early white shoe season 
enjoyed throughout the country 
was “White Shoe Week,” observed 
by the retail shoe merchants of St. 
Paul, Minn. Because of unfavorable 
weather conditions during the week 
of May 18 to 23, the occasion was 
extended into the week commenc- 
ing May 25. 

St. Paul’s “White Shoe Week” 
was a concerted move on the part 


A Store of Specialized Shops 





Fashion’s Interest turns to 


White Footwear 


The beginning of « season..in which white and pastel 
tones will set the bounds of smartness, predicts much for 
dainty footwear. Special emphasis is laid by Fashion on the 
pump of classic line. whose leather. or, even smarter, whose 
combination of leathers, create the denrable mchness of 
chhect. 


Two examples of the new mode: 
White and amber kid— 


$13.80 


In an unusual pump 
which will blend 
with any costume 
that demands « 
white shoe. 


$] 650 


~SHOE 8HOP—MAIN FLOOR. 


White and batik— 








One of the daily newspaper ads 
featuring whites. 


of shoe store proprietors to push 
whites at the same time—early in 
the season. Every store arranged 
a white display and inserted some 
daily newspaper advertising with 
the aim to put sufficient force be- 
hind the campaign to influence the 
public to buy white shoes freely 
and early. 

Outstanding features of the 
white drive were the striking win- 
dow displays; the emphasis laid on 
the sales talks that “every woman 
must have a pair of white shoes if 
she expects to be well dressed on 
all occasions,” and the unanimity 
of opinion among the merchants 


‘that reductions on whites shall be 


held off until July 4. 
It was quite impressive to step 


QUALITY CORNER 34 


Shoe Week 


into a St. Paul shoe store during 
the peak of the white drive. To re- 
call just one case—it was late in 
the afternoon; the particular store 
was crowded with women and girls. 
Looking at the floor, a regiment of 
customers being fitted to whites 
greeted the eye. Rushing to and 
fro, from customer to the shelves, 
the salespeople seemed to have one 
or two whites in their hands. The 
manager came along and pointed to 
the white section, with its upside 
down boxes showing the “empties” 
for the day, running into the doz- 
ens of pairs. And what was typical 
of this particular store was the 
case in many others. 

The window displays have been 
striking and beautiful. Fred Grau 
of the Husch Brothers department 
store utilized a big outside window 
and filled it with a display of 
whites to start off the drive. Later, 
in the arcade windows, he had 
handsome displays, with a big as- 
sortment of his best-looking whites 
in the center and displays of wom- 
en’s footwear flanking it on both 
sides. 

Joe Langley of Mannheimer 
Brothers has a street front and he 
filled his two windows as well as 
inside display cases with nothing 
but whites. 

At the Golden Rule, Walter 
Peterson featured the whites in his 
cases and on little tables. 

Sorenson had a striking display 
of all whites in the case just inside 
the door. 





Paristyle Opens Office 


Brooklyn, N. Y.—For the con- 
venience of its out-of-town cus- 
tomers, the Paristyle Footwear 
Mfg. Co. of this city has opened an 
office and showroom in the Mar- 
bridge building, New York. A full 
line of women’s high-grade turn 
shoes, and fancy mules and D’Or- 
says will be on display at all times. 

Mr. Briggs, head of the concern, 
reports that the company has made 
excellent progress with its line of 
turns, having established it in many 
cities. 





New Shoe Department 


Sioux Falls, S. D.—Freese-Rhode 
Co. will open its new shoe basement 
department about July 1. Mr. D. B. 
Strafford will look after this new 
department, as well as the street 
floor. 
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Uncle Sam Holds Brief for Composition Soles 
Experts Find That It Does Not Conduct Heat Any More 


Washington, June 19. 

NVESTIGATION by scientists 
[= the Bureau of Standards 

shows that there is no appre- 
ciable difference in the thermal 
conductivity of ordinary sole leather 
and a composition sole leather. In 
other words, the discomfort ex- 
perienced by some people in the 
wearing of shoes having composi- 
tion soles is not due to material. 
The inference is that it is due to 
sensitive feet. 

This question has been argued 
by many shoe manufacturers and 
merchants for years. As a result the 
Bureau of Standards undertook: an 


investigation to determine the com-: 


parative properties of leather and 
composition (rubber base) shoe 
soles. The Bureau had previously 
received reports to the effect that 
greater foot discomfort appears to 
occur with shoes having composi- 
tion soles. Since comments to this 
effect were more frequent in the 
warmer months of the year, and 
mentioned heating, drawing or 
burning sensations of the foot, it 
was suggested that the difference in 
thermal conductivity of the two 
soling materials might partially ac- 
count for the seeming discomfort. 

The report issued by the Bureau 
of Standards explaining the details 
of the experiment reads as follows: 

“To secure information on this 
point, a crude experiment was per- 
formed which involved placing a 
pair of shoes (one shoe being soled 
with leather and the other with 
composition material) on a -hot 
plate, the temperature of which was 
160° F. The initial temperature in- 
side the shoes was 84° F. The tops 
of the shoes were sealed with paper 
board through which thermometers 
were so placed that the bulbs were 
just above, but not in contact with 
the soles. The temperature inside 
each shoe was read every minute 
for one hour. At the end of the hour 
the temperature in each shoe had 
risen from 84 to 120° F. 

“This experiment indicated that 
there existed no appreciable differ- 
ence in the rate of transfer of heat 
through leather and the rubber 
composition. More accurate meas- 
urements were then made by plac- 
ing samples of the materials be- 


Readily Than Does Leather 


tween metal plates, between which 
a constant difference of tempera- 
ture was maintained by electrically 
heating one of the plates. The heat 
flow was measured by the electri- . 
cal power input, and the tempera- 
ture difference was measured by 
means of thermocouples fastened 
on the surfaces of the samples. The 
conductivities of the leather and 
composition were determined as 
being 0.00037 and 0.00038, respec- 
tively, expressed as calories per sec- 
ond per square centimeter per de- 
gree Centigrade per centimeter 
thickness.” 

As a result, the experts reached 
the conclusion that any difference 
in discomfort between the two ma- 
terials must be due to some other 
cause. 





Sell. Style, Not Price, 
in July 
- (Continued from page 147) 


shoes in partly opened cartons 
placed on the top. Smaller baskets 
may be used throughout the win- 
dow in a similar way. This sale 
may be said to offer baskets of bar- 
gains to the public. 

While the price ticket is a most 
valuable adjunct to the sale the 
show-card is often overlooked. The 
show-card should be freely used in 
the sale windows and changed fre- 
quently. The more new messages 
these can be made to convey the 
more likely is it that the sale will 
be a success. These show cards are 
the mouthpiece of the merchant; 
they deliver his messages to the 
passersby. 

Take the show-card illustrated in 
Fig. 6 for instance. This puts into 
the prospective customer’s mind an 
idea. This idea is, “Now is my op- 
portunity to save money on shoes.” 
Fig. 7 in a similar way gives this 
same idea, and rings a popular 
phrase, “High cost of living” into 
the bargain. It will be noted that 
the cards illustrated this month are 
all of a plain type. The only decora- 
tion used is a simple rule border 
in Fig. 6 forming a panel effect. 
Fancy cards with beautiful art 
decorations have no place in a 
clearance sale display. 


The advantages of offering a 
goodly assortment of footwear in 
each window display at the same 
price is usually recognized. It 
avoids the placing of individual 
price cards on every shoe displayed. 
Fig. 8 is practically a price ticket 
in effect, although it conveys the 
message, “Special today,” and 
urges, through suggestion, imme- 
diate action. 

A successful sale cannot be put 
on in any store without in some 
measure departing from the regu- 
lar routine. The use of many show- 
cards and price tickets indicates 
this changed condition in the sell- 
ing methods. 





Business Started Near 
Prairie 
(Continued from page 1387) 

stalled by the Pittsburgh Plate 
Glass Co., the fixtures. by Welch- 
Wilmarth Co., shoe stands by: Su- 
perior Brass & Fixture Co., decora- 
tions by the Adler-Jones Co. Mr. 
Ragalie believes in sparing no pains 
or expense to make his store as 
inviting and comfortable as possi- 
ble and to assure his public of thor- 
oughly good service. 





Carter Co. Building $250,000 
Factory 


Nashville, Tenn.—Work was re- 
cently commenced on a new $250,- 
000 plant for the J. W. Carter Com- 
pany of this city, manufacturers of 
men’s shoes. When completed the 
new unit will give employment to 
500 more shoeworkers, making the 
daily production figures total 12,000 
pairs. The firm has sixty salesmen 
on the road. Shoes made in the new 
plant will be styleful types for col- 
lege students and young men to 
retail at $5. 





Water-proofed Novelty 
Leathers 


Peabody, Mass.— Some tanners 
are incorporating a water-proof fin- 
ish in their novelty leathers. This 
is one reason why pretty shoes of 
novelty grain leathers may often 
be worn, regardless of the weather. 
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Lou are cordially invited to attend 
The Boston Show 








and to visit our display at spaces 228, 246, 247, 248 


We will show a most comprehensive line of sample shoes from over 
150 different manufacturers, representing all grades and styles, and 
every shoe made with 


Genuine BARBOURWELT 


“STORMWELT” “DRESSWELT” ‘“ZEBRAWELT” ‘“BEADWELT”’ 





An opportunity is presented for visiting Manufacturers, Jobbers and 
Retailers to examine in one display the product of America’s most 
representative manufacturers. 


In attendance at Booths 228, 246, 247, 248 will be G. W. Folger, 
J. W. Sullivan and L. H. Gilson of the Sales Department; Gilbert 
Supple, Retail Publicity, and P. C. Arnold, Service Department. 


BARBOUR WELTING COMPANY 


BROCKTON, MASS. 


When writing to advertisers please mention Boot ann Suor Recorper 
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ATTENTION 


Convention of Arch 
Preserver Shoe dealers, 
Wednesday, July 8, at 
the factory at Rockland. 
All Arch Preserver 
dealers and retailers in- 
terested are invited. 
Automobiles leave Hotel 
Lenox, Boston, at 9.30. 


Remember the date, 
Wednesday, July 8. 


E. T. WRIGHT & COMPANY, ROCKLAND, MASS. 


BOOT AND SHOE RECORDER 


Sixty-four more Arch Preserver agencies have been 
opened since April 1. At the rate of one every 
working day, retailers are justifying our faith in 
Arch Preserver Shoes. 


Twenty-five per cent is the increase that our old cus- 
tomers are averaging. Considering the general slow 
selling conditions this twenty-five per cént increase 
is remarkable. 


' AT BOOTH 230 


At booth 230—at our office, 10 High Street, Boston, 
or at the factory at Rockland, you can learn just 
what is behind this unprecedented progress. 


Let our representative show you this shoe which 
dealers swear by—which is the greatest repeater in 
the history of the shoe business. See the comprehen- 
sive stock line of thirty-four styles—the national 
publicity campaign in the Saturday Evening Post, 
and the liberal and intelligent dealer help campaign. 


The Arch Preserver agency is the most valuable of 
selling franchise. If there is an opening in your sec- 
tion don’t pass up this opportunity to become fully 
acquainted with the entire proposition. 


THE 


ARCH PESERVER 


When writing to advertisers please mention Boor anv Suos Recorver 
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@es 


i Answers the comfort appeal 
of the tired foot 













HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
! : holding the shank of the shoe close to 

} the foot when relaxed and support- 

j ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 
experiment. 
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SPLIT RIVET 
QOCKING SHANK 
TO INSOLE 


Y 





Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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VERY mother is vitally 

concerned in getting the 
proper shoes for her children. 
This interesting booklet gives 
mothers valuable information 
on children’s shoes and how to 
prevent future foot troubles. 
Our national advertising fea- 
tures this booklet. We are pre-. 
pared to give dealers a limited 
supply for distributing to cus- 
tomers. Write us. 


Our Salesmen are now show- 
ing Many Attractive New 
Styles of 


for children and Balancer Shoes 
for the little tots. Every number 
is a beauty! Wait for our sales- 
man’s call. In the meantime 
write for our Catalog 25-S. 


SHAFT-PIERCE SHOE CO. 
201 Third St., Faribault, Minn. 





Since 








Specialistsin 
Children’s 
Good Shoes 


1892 
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The above editorial appeared 
in the May 30 edition the 
Boot and Shoe Reco: 


It emphasizes the benefit of a point we have made 
many times, when we have suggested specialization 
and concentration on Whittemore’s Superior Shoe 
Polishes. Absolutely no risks attend the sale of the shoe 
polish made by Whittemore. The dealer profits ma- 
terially in dollars and cents, and through good will 
created by its desirability, reliability, and uniform 
satisfactory results obtained by use. 


BOSTONIAN CREAM 


is a tremendous seller, both for black 
and tan leather shoes. Whittemore’s 
Spa Tan Bostonian Cream was the first 
polish especially compounded for the 
latest, light shades of tan leather. 


SHUCLEAN 


keeps white kid shoes white. Buck, 
Nubuck, White Suede and Ooze leather 
shoes respond to its cleansing proper- 
ties. The life of the leather is main- 
tained by its‘ frequent use. 


CLEANALL 


is a wonder worker on the light and 
dark satin shoes now so popular. Re- 
moves all soil spots and renews the 
fabric. Positively harmless to use. 
Works equally well on wearing apparel. 
No danger to fabrics. 


NATIONALLY ADVERTISED 


Whittemore’s name has been on the 
tongues of millions for years. It has 
stood for the finest shoe polishes possi- 


KID & CALF | 
LEATHERS 


SOLE MAKERS } 
|| WHITTEMORE BROS.Corp.|) 
BOSTON.MASS.USA. 


and perpetuated b: 
tising and its inherent “Superior” 
qualities. 





WHITTEMORE BROS. 


Shoe Polish Manufacturers for Nearly a Century 


CAMBRIDGE, MASS. 





When writing to advertisers please mention Boot AND Suor RecorvEeR 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth P SenMins WANTED—Four cents per word fi 


tion. Minimum amount 
page per issue: other “Want” ’ advertisements, 
1 time 


7 times 18times 26times 652 times 
$4.00 $3.50 $3.00 $2.50 

8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to o 

















SALESMEN WANTED SALESMEN WANTED 


Kansas, Missouri, O Oklahoma, Arkansas 


t experienced salesme above territory. We make unlined UNION 
STAMP WORK SHOES: Geodveas Welt and Natloa. in Blockes, Outing and Moulder. Write 
particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


SALESMEN WANTED 


a. = WANTED—Live-wire 
eae, a. cary a fast, sna py 


ine "of ular- women’s 
oo es 


Dak 
Utah, Virginia, West Virginia, , -4F-, No 
objection to side-line man who can produce. 
Copeninon, only. Please forward references for 
ey Shu-Stiles, Incorporated, 
1aa2 Was ington Ave., St. Louis, Missouri. 




















ANTED—Experienced shoe salesman with 
established trade to cover North and South 
Carolina, Virginia; also Pennsylvania and 
West Virginia. Commission basis. Well known 
line of women’s St. Louis-made, popular- 
— McKay novelties. Address B-516, care 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 


HOE SALESMAN wanted to carry 
side line spats and leading shoe paveliten. 
with references Ideal Manufacturing 
oo" 4248 No. Crawford Avenue, Chicago, IIl. 


ALESMEN, several high-grade men to han- 

dle our display service as side line. Very 
liberal commissions; good opportunities for 
right men. State qualifications and territory. 
P. Ingemann & Co., Box 293, Times Square 
Station, New York City. 


ALESMEN—Our increased tanning and 











WANTED — Live salesmen for Nebraska, 
Western Kansas, Iowa, Minnesota, Wiscon- 
sin, North Dakota, South Dakota, Texas Ohio, 
Chicago City. Address B-508, care Boot and 
Shoe Recorder, 207 South street, Boston, Mass. 





ALESMAN WANTED—To carry our line of 

growing girls’, misses’, children’s and in- 
fants’ Turns and Stitchdowns in Pennsylvania, 
Ohio and West Virginia. Some trade estab- 
lished. Address Hammonton Shoe Co., Ham- 
monton, New Jersey. 


ALESMAN with a short line of shoes 

carry as a side line a line of Job Tennis 
in Florida on commission. Can turn over an 
established trade to the right man. Address 
B-511, care Boot and Shoe Recorder, 207 South 
street, Boston, Mass. 








Salesmen of Ability 
For the following states: Iowa, Minne- 
— 7 
and Florida, to sell 
an unusually anne line of women’s 
novelties carried in sgl ta 
pa | $5 and retailers—com- 
m basis. No objection if carried 
in connection with another non-confict- 
_ *, line. live 
B-519, wv ee and 
i peste 207 South Street, Bos- 
ton, Mass. 

















Two experienced rubber or shoe salesmen— 
One for Northern Ohio and one for Western 


POSITION WANTED 


Ohio, to sell Goodyear glove rubbers, Keds and 
felt slippers. Want men who live in and who 
are now working these territories. Must have 
automobile and work territory closely. Inter- 
esting proposition to = —_ > Saas ac- 


count and volume selling nt 


in first letter. 
Shoe Recorder, tor oT Soath rt 





shoes and outings, moccasin ri 

terns, write at once, giving 

territory covered. Wolverine Shoe & Tanning 
Corporation, Rockford, Michigan. 


AL SOREEN to onl Bete tendo tp Sates of 
Ohio, Indiana, Illinois and Michigan 


fants’ 2 to 6 Spring Heel Ni. Y~ fine of Ie carry nationally-k 

an 

tants’ 2 to ¢ Socing Heol Terns, First SA tare I Turn Boudoirs, in colored leathers and 

1 to 5. Soft Soles and Moccasi atone © to & eet eties Caster eates). Ballet Slippers, 

Seven per cent commissions. erences soft and hard toes, also strap sandals, side 

accompany application to receive eden. line, Address B-491, care Boot and Shoe Re- 
corder, 207 207 South St., Boston, 


Address 7, nd Shoe Recorder, 
Salesmen Wanted 


pa ee WANTED—Shoe buyer, ten 
* experie Street, cago, 
ences. A 
corder, 189 W. Madison St., Chicago, Ill. 
GHOE BUYER—With several years’ store and 
dept. managerial ce desires a 


change; am now emp 

















care Boot and 
. Mass. 





207 South St., 





CAN YOU SELL 


Young Men’sStyle Shoes 
To Retail at $6.00 and $7.00 


We need three BIG salesmen 
for BIG jobs. 


Give in detail your past experi- 
ence in first letter. 


OGDEN SHOE COMPANY 
Milwaukee, Wis. 











One side line, 12 feature 
pa "econ ever 150 numbers 





need 
B-518, care. 
189 W. Madison St., Chicago, ™ 

















SALESMEN WANTED 


Pee Sew Bncied, Veunartoees, Went Vi ie, Gin, Rettans, SiaAionn, ates Ser cliiee of 
Baltimore and W: it. Prefer men with 
pe yf YF 
wns, turns, ee. ond Set ot et 
Please give full details. 
» Mass. 
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MANAGER WANTED MISCELLANEOUS MISCELLANEOUS 


WANTED— Women’ s shoe department mana- 
ger. Capable, experienced man, now lo- 


cated within one hundred miles of Buffalo. j ATTRACTIVE f 
W. Watters Company, Battal, NY SHOE CARTONS WINDOW 
L A B {= LS DISPLAY 
BUSINESS OPPORTUNITY _—[f] Boe |) FIXTURES 


THAT SATISFY 

















Fine $50,000 annually, located in good bust- 

ng annually, in gs — 

ness location in N. Phila. Beautiful corner ta Made by 
store with five display windows, modern fix- 


ennliy lew’ sental, will @ a wtih without cane 

a ek a Segall & So 
stock. Address B-527, care and Shoe Clom ES Exe aN g ns 
Recorder, Room 616, md Bide. 1580 Chest- LEXINGTON A\ 

nut St., Philadelphia, Pa. BR LY . 933 Arch St. 


ATTRACTIVE LOCATION in erin, 0-. O., itil PHILADELPHIA 


for millinery, shoes, special 
druggist. Modern room, 12x45, $126 a 
For 100% locations in central Ohio write us. Are Business Getters 


C. J. Watrous Company, Marion, Ohic. 
Send for Catalog and Prices 


LINE WANTED (~ 5 or 
WA. rome gy ae : CLICKER 
by man who can produce. Have large estab- DIES 
lished trade. Will only consider snappy line 
popular priced. Address B-522, care t and . 
Shoe Recorder, 207 South St., Boston, Mass. % inch at 12 cents per 
- ' running inch. 
Lines Wanted for Cuba A 14 inch at 17 cents per 
running inch. 
Minimum 15 inches 
Made Only of Wood 
go al! al DELIVER Y GUARANTEED 
IMMEDIATE FOLEY & HALLQUIST 
SHIPMENTS 1313 North 7th 2 
Send for Catalog “Z ST. LOUIS MO. J 


THe Oscar Onxen Co. 





























on quataien, ys 3 Fifteen years’ 
the feetwear | 



































WHERE TO BUY 611 Ww. FOURTH ST. 
CINCINNATI, O. 
nerd teres Bet cases cy (OE ( A RTON 


—————_—__— 





We supply all descriptions of shoe 
satins, silk brocade, gold and silver fe) N K E N N 3 
tinsel, in the latest designs and styles a eC S 
for the American market. Write for 
prices and samples to T. Fearnley & —e, 
Son, P. 0. Box No. 7, Audenshaw, Man- us de sign and print most 
chester, England. of those used by the ShoeTra 

















Compl le sel of Sal ples on request 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW TORK, N.Y, 

a rene tonal 65 


Witt. FOR NewYork’s newest and most 
BUY { SURPLUS stocks { [Oh beautifully furnished hotel ~ 
maven tc, noes clvere o hend fer Accomodating 1034 guests WANTED TO PURCHASE 


Broadway at 63+ Street. 
CASH PAID 

















ee To, 
We'll Buy For Cash oor $250 Ne! | dy natty 


Complete shoe stores, factories, or ROOM aaa PRIVATE BATH- or - merche: taken over 
o a TY — leather, & $350 jo | tt to investigate 
Kalter Cerf. Mercantile Co., Inc. 


CASPER os iene Broad 
170 Summer St., Boston, Mass, ALL OUTSIDE ROOMS Ph Toone tipeies Sies-slelsie 


CASH PAID | [ggiings Miter" 


ter aative ther tmerchanic or poe BAY, pe 25% Cheaper k 
—e othe given ane “aera BROOKLYN PURCHASING SYNDICATE 
Prompt atten’ Write for Catalog 
KIRSCH-BLACHER ee bs Seccess Furniture PNGI0 Broadway. Rronkien Rrooitien 


622-624 Broad 7 » Row Fests mi St, Louis 
o. 
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New York State Convention 
Plans 


Rochester, N. Y.—At a recent 
meeting of the general committee 
having charge of local arrange- 
ments for the convention of the 
New York State Shoe Retailers’ 
Association, to be held at the 
Powers Hotel, Rochester, September 
14 and 15, plans for the entertain- 
rent of the visiting retail shoe 
merchants were discussed and de- 
tailed work was assigned to various 
subcommittees. 

William Pidgeon, Jr., whom 
President Van Arsdall of the 
Rochester Retailers’ Association has 
named as general chairman for the 
convention, presided at the meeting. 
Resides the members of the com- 
mittee, President’ A. J. McLeod, 
and Secretary Clarke B. Rowley of 
the Rochester Association of Trav- 
eling Shoe Salesmen were present, 
as was also Secretary A. L. Wil- 
liamson of the Rochester Boot and 
Shoe Manufacturers’ Association. 
It was made clear in the discussion 
of ways and means that the retail 
merchants intend to finance their 
own convention and that no request 
for financial support will be made 
to the manufacturers, although the 
voluntary co-operation of all trade 
groups in making the affair a suc- 
cess will be welcomed. 

President Mott B. Hughey, of 
the New York State Shoe Retailers’ 
Association, is in receipt of a 
cordial letter from President A. F. 
Bancroft, of the Boston Shoe and 
Leather Fair, urging him and the 
members of the association to at- 
tend the New England Shoe and 
Leather Exposition in the Me- 
chanics Building, Boston, July 7, 
8 and 9. Mr. Hughey has assured 
President Bancroft that New York 
State will be well represented. 





Newspaper “Talks” 


Elizabeth, N. J—W. R. Hilgen- 
dorff, proprietor of Hilgendorff’s 
Shoe Store, is running each Wed- 
nesday in the Elizabeth Journal a 
series of advertisements entitled, 
“Heart to Heart Talks on Shoes.” 

The topics taken up are: “Fitting 
of Shoes,” “Quality,” “Windows,” 
“Grades of Shoes,” “Construction 
of Feet,” “Start Children Right.” 

Mr. Hilgendorff believes that in 
towns situated near large cities 
stores can best succeed by featuring 
well-known, well-advertised brands 
of shoes. Up-to-date service is just 
as important, he maintains, in the 
small store in the small town as in 
the big city store. 


BOooT 











HENRY I. PLATZ 


Henry I. Platz bought a con- 
trolling interest in the Tri- 
mount Shoe Co., of 336 A 
Street, South Boston, with a 
Boston office at 113 Lincoln 
street. His partner is William 
F. Coyne, who, as superinten- 
dent, continues to take care of 
the product in the making. Mr. 
Coyne is also secretary. Mr. 
Platz attends to the sales, as 
heretofore, and is general 
manager. 
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MISCELLANEOUS 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


gcse, fee THE CHICAGO 
ond pice WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, Mi. 











WANTED TO PURCHASE 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
tities no object. 








Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporgted under Massachusetts Laws) 
CAPITAL $150,000 





foe Wants, For Sales, etc., see Want Page. 


Every ition is taken by the BOOT and 
SHOE —g-@ M, § printing any 
pon ey ml Pa = its readers. The 

right te reject any 
po Mh rte mae Cede le wet 
line with this policy. 





* OFFICES IN 

BOSTON gt HB 207 South S 
ee FFICE: 224 Moraine. St Gee. 
Telephone See la ‘325 
ST. OFFICE: 1627 Locust St. H. M. 
oa ie Bewen, Manager). Telephone 

ive 

NEW ¥' OFFICE: Room 101, Graham 
by St. H. Walter Scott, Mana- 


’° 71454. 
P HIA OFFICE: Room 616 Perry 
Bldg, 1 Chestnut St. H. Ln Scott, 
Manager. lephone Rittenhouse 7 
HAVERHILL OFFICE: Chamber yy Com- 
ee —_ National Bank 
Bidg. Geo. W. R. Hill, Manager. 
CINCINNATI OFFICE: Second National Bank 
Bldg. amy, bowen f i Se Rawe,, SNNIEED. 


5 ton, 
ag yl ev OFFICE: William 
Adlergasse 12, Vienna, Austria. 
> k. —— ¥ ersny Rivadavia, 2721. 
BRASILG Geass sen &. Fitch, 88 Reo 
General Camara, 88 Sob. 
CHILE: /Santiago, —~ Rosas 1128-1127, Otte 
omen . H. Gomez, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 
Leoncio de Miguel. Librere 
a Garant, Leone Madrid. 
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BUSINESS REVERSES 


Leeds, Ala.—Mrs. Charles Darring, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 

Camden, Ark.—H. R. and L. C. Cohn, The 
Men’s Shop, shoes, etc., reported offering to 
compromise at 25 per cent. 

New Haven, Conn.—Michael Di Meo, 52 Lib- 
erty street, shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Chicago, —C. & S. Boot Shop, Dave Segal, 
proprietor, ‘4723 Lincoln Boulevard, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Fred Carlin Co., Inc., 1002 Belmont ave- 
nue, shoes, reported petitioned or petitioner 
in bankruptcy. 

Isaac Rodkin, 3206 W. 63rd street, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Lewiston, Me.—Guy M. Foss, shoes and re- 
pairing, reported petitioned or petitioner in 
bankruptcy. 

Boston, Mass.—Falconer Shoe Co., 596 Atlantic 
avenue, wholesale shoes, reported meeting 
of creditors held. . 

William Mason, 191 Northern avenue, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Haverhill, Mass.—Max Maistrosky, 82 Wash- 
ington street, wholesale shoes, reported of- 
fering to compromise at 15 per eent. 

Fall River, Mass.—Swirling Bros., shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 

Lynh, Mass.—Litch Shoe Co., shoe manufac- 
turers, reported petitioned or petitioner in 
bankruptcy. - 

Taunton, Mass.—Joseph Pacheco, North End 
Shoe Hospital, 336 Bay street, shoes and re- 
pairing, repo petitioned or petitioner in 
bankruptcy. 

Clarksdale, Miss.—Joe Frank, shoes, etc., re- 
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ported petitioned or petitioner in bank- 
ruptcy. 

Newark, N. J.—John Fela, 310 New York 
avenue, shoes, repo petitioned or peti- 
tioner in bankruptcy. 

Brooklyn, N. Y.—Louis Goldstein, 1151 Lib- 
erty avenue, shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Horwitz & Lowy, Victory Shoe Shop, 2320 
Mermaid avenue, Coney Island, shoes, re- 
ported meeting of creditors called. 

New York, N. Y.—Harry and Hyman Beal, 
1645 Madison avenue, shoes, reported re- 
ceiver appointed. 

Mrs. Annie Silverstein, 520 Lenox avenue, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Niagara Falls, N. Y.—William Milkes, 2612 
llth street, shoes, etc.; reported petitioned 
or petitioner in bankruptcy. 

Rochester, N. Y.—Joseph Horiwitz, 262 Joseph 
avenue, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Yonkers, Y.—Max Grossman, 246 New 
Main street, shoes and repairing, reported 
assigned. 


Durham, N. C.—Mark Switzer, shoes, etc., re- 


ported petitioned or petitioner in bank- 


ruptcy. 

Cleveland, O.—Fashion Shoe Co., 3716 Fulton 
street, shoes, reported petitioned or petitioner 
in bankruptcy. 

Dayton, O.—Reed Shoe Co., shoes, etc., re- 
ported offering to compromise at 25 per 
cent. 

Farrell, Penn.—Victor Underselling Stores, 
Inc., shoes, ete., reported petitioned or pe- 
titioner in bankruptcy. 

Greensburg, Penn.—Berman Bros., Charles 
Berman, proprietor, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Charleston, S. C.—Novelty Shoe Store, Inc., 
shoes, reported offering to compromise at 
25 per cent. 











SHOES AT A PRICE 


Every Pair From a Nationally 
Known Solid Leather Line 


We handle, exclusively, jobs of solid-leather branded 
shoes. By buying the entire output of samples, 
close-outs and factory-damaged of the largest fac- 
tory in the country, we get them at especially low 
prices. Our customers get the benefit. Complete 
stocks of children’s, misses’, growing girls’, women’s, 
men’s and boys’ low and high shoes on the floor at 


It Will Pay You to See Us 


all times. 
When in St. Louis 


M. Goldman Shoe Co. 


One Half Block North of Statler Hotel 


617-419 North 9th St. 


St. Louis 








Fry, shoes, reported 


BUSINESS CHANGES 
House, 1532 Larimer street, shoes, etc., re- 
ported succeeded by Morris E. Stein. 

hoe Store, shoes, reported succeeded by 
Sandler Shoe Co. 

, shoes, ete., wapected 
moved to 211 E. i16th street, Chicago 
Heights, Ill. 

Elzey, shoes, reported succeeded by William 
Beineke & Son. 
partnership: dissolved. 

Louisville, Ky.—Arch Preserver Shoe Shop, 

Haverhill, Mass.—B. and G. Shoe Co., shoe 
manufacturers, reported partnership dis- 

Koss Shoe Co., shoe manufacturers, in 
corporatéed $25,000. 
manufacturers, recently commenced business. 

Grand Rapids, Mich.—L. Kleiman & Sons, So. 
notice of dissolution—Abraham Kleiman 
retired 
Shop, 706 Main avenue, shoes, incorporated 
avenue, shoes, etc., reported sold or closed 
out business. 
shoes, reported selling or sold out. 

New York,. N. Y.—Raffaele Lagamma, 643 
sold out. 

Isidore Braverman, 1574 First avenue, 
Fruchtman & Eisenberg, 69 First avenue, 
shoes, reported partnership dissolved and 
bert Lowenstern, 1562 Second avenue, 
shoes, reported selling or sold out. 
.. Mrs. Emma K. Herbst, vice-president, 
died. 
ported filed voluntary dissolution. 
Bluefield, W. Va.—Aaron’s Shoe Store, shoes, 


Denver, Col—E. Singer, Chicago Bargain 
—— Il.—John G. Heisel, John G. Heisel 
Steger, Ill.—Isaac Wise 
Decatur; Ind.—Elzey Shoe Store, Mrs. C. H 
Fulton, Ky.—Morris & 
incorporated. 
solved and succeeded by Joseph Berkovitch. 
Newman Shoe Co., 84 Wingate street, shoe 
Division avenue, shoes, etc., reported filed 
Passaic, N. J.—Hammel’s Walk-Over Boot 
Brooklyn, N. Y.—Morris Maisel, 6318 18th 
Henry Nathanson, 993 Manhattan avenue, 
E. 180th street, shoes, reported selling or 
shoes, reported sold out to Louis J. Bieber. 
—— by Jacob Fruchtman. 
Fargo, N. D.—Herbst Department Store, shoes, 
Pittsburgh, Penn.—Nicely Shoe Co., shoes, re- 
incorporated $10,000. 


Crepe effect Sole Tennis 


Firestone-Apsley Tennis Shoes 
IN STOCK for Immediate Delivery 


187 


Laced-to-Toe 
(Crepe effect Sole) 
Men’s, 6 to 10... 9 
Boys’, 2% to 6. 
Youths’, 11 to 2... 8e 
a Cate 8 i *- ....%4e | Childs’, 4 to 10% 
eavy Brown or Duck 
White Duck mregnariannteed 


Samples—if You Want Them 
J. A. KEMLER 


Sif oman ST. e - BOSTON, MASS, 
tin touch with me for special jobs 
ss on hand 


Outing “Peggy” Pump 








ON THE OCEAN FRONT 


Che Breaker 


ATLANTIC CITY, N. J. 


CAPACITY 1000 


AMERICAN AND 
EUROPEAN PLANS 


SEA WATER 
™ ALL BATHS 





Vincent Lopez 
Junior Orchestra 
Supper—10 P.M. 

to 1 AM 
Dancing 
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Another peppy Packard style! 


Just notice the extremely short vamp, the low 
sweeping lines of the pattern, and the distinctive 
character of the last. 


It’s strictly a young man’s last typical of the well 
dressed chap who must also have the latest style 
footwear. 


Are you going to get his business ? 


When you are in Boston we shall be glad to have 
RICE BUILDING you visit our new salesrooms and see the complete 
10 High Street line of Packard styles. 


Please address all communications to 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


When writing to advertisers please mention Boot anv Suor Recorver 
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E nberent in the design of a well-tailored shoe. 
Always insist on Goodyear Welt shoes with 
Diamond Brand Visib/e Fast Color Eyelets. 





























DIAMOND BRAND Visible Fast Color Eyelets 
promote easy lacing and preserve the smooth Style 
lines of the upper. They retain their original color 
and finish indefinitely and aGtually outwear the shoe 


Look for the Diamond <® Trade Mark 


























UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manu faurers of 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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Keeping a Step Ahead of the Rest 


MERCHANTS WHO SELL THE HELMHOLZ LINE 
OF CHILDREN’S STITCHDOWNS KNOW THAT 
THEIR GREAT DISTINCTION IS INDIVIDUALITY. 





INDIVIDUALITY AND EXCELLENT WEARING 
SERVICE ARE THE TWO FEATURES THAT HAVE 
MADE HELMHOLZ SHOES MAKE PROFITS FOR 
GOOD MERCHANTS. 





WE SHALL ALWAYS USE OUR EXPERIENCE AND 
MANUFACTURING FACILITIES TO SEE THAT 
HELMHOLZ DEALERS ARE ABLE TO KEEP “JUST 
A BIT AHEAD” OF THE OTHER FELLOW. 








WRITE NOW FOR SALESMAN OR SAMPLES. 


HELMHOLZ SHOE Mrc.Co. 
‘HIGH GRADE SHOES FOR CHILDREN 
Gore wong, MILWAUKEE, Wis. ae 


Distributors 
Exclusive Distributors New York State Exclusive of 


Georgia, No. and Se. Carolina New York City 
SIMMONS-BRAMHALL CORP. PACIFIC COAST STOCK 
Belfast, Maine BRANCH 
Exclusive Distributors 133 E. Sixth St. 


Maine Les Angeles, Calif. 
and New Hampshire 











« Theyre Better Stitchdowns + xx 











Vol. 87, No. 16. Published every week by the mat- 
ter April 15, 1922, at the Post at Beste, Mass, under the oct of Congress of Manch 43, 1878. Subscription pades 06.00 por pour, Polak tn UN, 
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Levor 
White Leathers 
are Washable 


oS AT: 











On Exhibition at No. 
Booth Number 89 a 
Boston * No. 

Shoe and Leather Fair. No 









17 


23 
51 


70 
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~—— 
Beaver-Racquet Ed. Zohn 
Champagne N. W. & 
Fall Blonde A. S. Pai 
G. W. Ni 


Moonstone Gray 
Forest Brown 
Bombay Tan 
Apricot 








=| 
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ds 


LEVOR 
GRAIHE-KID 


WHITE & COLORED 


WHITE LEVOR 
GRAIN GOAT 


Aafest Colors 


BEAUTY is not only skin deep. 


With us it is millions of skins deep—the result of 
fifty years controlled experience. 


Witness the White. Study the Colors. Could one 
believe those an illusion—a surface condition? Strong 
under currents, running through a thousand vital 
details, carefully regarded year after year, make 
them what they are,— 


beautiful, stylish leaders for safety. 








Distributors: 
Ed. Zohrlaut, Milwaukee 
N. W. & A. L. Friedman, San Francisco QAytye 
A. S. Patton Leather Co., St. Louis “8 
G. W. Newman Lea. Co., Cincinnati 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 
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WILLIAM MOFFITT SLOAN 
McELROY-SLOAN SHOE COMPANY 
St. Louis, Mo. 
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THE STORY OF BILLIKEN 


(Continued from the July 6th issue) 


ON of a 
S Presbyterian 
Minister, W. 
M. Sloan char- 


acteristically be- 
gan his business 
career by sweep- 
ing away ai 
webs in a country 
store, which be- 
came modernized enough to move 
to Fort Smith, Arkansas. Young 
Sloan was here given charge of 
the shoe department. 

In 1885 he became a house 
salesman with a St. Louis shoe 
factory, and his early training in 
the retail line made his rise to the 
position of “star” salesman as rapid 
as it was well deserved. When, in 
1899, he was appointed manager 
of a new factory, it was a trade 
tradition that Mr. Sloan was sell- 
ing shoes in greater yearly volume 
than any other salesman traveling 
out of St. Louis. 

In the first twelve years of his 
manufacturing experience he du- 
plicated his salesman record as a 


— S are unquestionably 
America’s leading shoes for 
the new generation, and every- 
where we have placed them our 


customers are just as enthusiastic 
about them as we are, and in 
practically every case have built 
up the leading business of their 
respective vicinities. 





roducer. It has 
enestimatedhe 
turned out over 
thirty million 
pairs of shoes. 

It was in Au- 
gust, 1914, at the 
invitation of Mr. 
John W. Crad- 
dock, that Mr. 
Sloan entered into partnership 
with the Craddock-Terry organ- 
ization as one of the heads of the 
McElroy-Sloan Company, makers 
of the “Billiken Shoe.” 

No citizens know better than 
those of St. Louis how firmly 
William M. Sloan has believed 
that the future is purchased by 
the present—that we harvest 
tomorrow what we sow today. 
The present harvest is good—not 
only for St. Louis—not only for 
the makers of “Billikens” but for 
every individual who has come in 
contact with the McElroy-Sloan 
organization, from the humblest 
employee to the most important 
customer of the house. 


CRADDOCK-TERRY COMPANY, LYNCHBURG, VIRGINIA 














6 BOOT. AND SHOE RECORDER July 4,.1925 


Color § upremacy 


KX OW the approved autumnal shades 
which we shall display at 


Booth 13 


BOSTON SHOE STYLE SHOW 
: CHESTNUT 
BROWN 


GOLDEN 
BROWN 





OAK LEAF 
CARAMEL 
TITIAN 
RED ASH 
THIRTY-ONE 
CHOW 





AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th St., Philadelphia 







Tanneries 
Wilmington, Del. 
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HEEL HUGGERS ARE STYLE SHOES 


The above might also be said of other lines. The big difference between Heel 
Huggers and ordinary shoes is in the fitting qualities. Heel Huggers fit all parts of 
the foot—the ball—under the arch—and at the heel. 















Heel Huggers 
Will Not Slip at 
the Heel nor 
Bulge at the 
Sides. 


They Can’t. 


Special Con- 
struction Pre- 
vents Them. 









Send for Cata- 
logue Showing a 
Variety of Heel 
Huggers Carried 


IN STOCK 












2 ee RS meee a 


B648E $5.85 


Black Ooze Calf Quarter and Vamp. Quaker Cut-out 

Tongueless Oxford, Ribbon Lace, Special Heel Hugger 
ttern, Perfect Last, Light Welt sole, 13-inch 
vered Cuban heel. 


Not INSTOCK. Can Ship in 30 Days. 


helt ' i) 
oP LLIT TELL 








hy 




















It is only fitting that Utz & Dunn Co. who have always enjoyed the 
reputation of making perfect fitting footwear, should be responsible for 
Heel Hugger Shoes. The Heel Hugger line represents a supreme effort of 
one of the Great Shoe Manufacturers of America to make footwear that 
will fit 95% of the women=who wear shoes. The others require shoes 
made to special order. Fd 


UTZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE a a A ao LOS ANGELES OFFICE 
218 Charles Buildin ermina ildi 706 Forrester Buildi 
TIGER @ Mc pat 130-132 West 42nd St, Room 158 6.C. MCATEE as 
Representatives FL.ARMSTRONG, Representative Representative 
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Better Shoes to 


Retail for 


$5.00 
: with a good margin 
: of Profit to you. 
Bes PUL. 8 
= Beatrice 
: Pattern 


This pattern will 
lend itself to all 


AU DC 





cembinations. 















BOSTON OFFICE 


‘ 207 ESSEX STREET 
Since 1871 ROOM 212 
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yo KNOW these are the AUTHEN- 
TIC BROWNS for FALL because 
they are NEW CASTLE. 


Color 3 


ROYAL BROWN’ 


HARVEST BROWN’ 


Color 98 
INDIA T AN . *T hese colors correspond with 
those recommended for Fall by 
the Joint Styles Committee: 
— omdapes authentic colors in your Fall styles 
Color 3 ROYAL BROWN 


was never so important. 
te RUGBY TAN 


That this is appreciated by makers and retailers 
of shoes for whose customers only the best is good Color 3: HARVEST BROWN 
enough, is plainly shown by the demand for the te WOODLAND BROWN 


three above named NEW CASTLE brown shades. 
Coler 98 INDIA TAN 


NEW CASTLE color individuality is gained =» manee the 
through our use of only the choicest raw stock that 
rows—and that fact places them beyond imitation 
in less expensive skins. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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TRADE MARK 


UST as soon as Uncle Sam delivers 


your mail order to us it moves rapidly 


l through the necessary departments—the 
the w , e Pow 


track is cleared for your order—mail 
orders have the right of way—no stops allowed 
until the order is filled and on its way to you. 


Even if your order reaches the stock department as 
late as one o’clock it will be filled that day! 


Your shoe needs can be filled promptly from our 
large floor stock. 


Central Mail Order Service will help you keep your 
stock complete. Use it regularly. You will make 
more sales and more profits on a smaller investment. 


WRITE OR WIRE FOR SALESMAN 


“Shoes you want when you want ’em”’ 


-& CENTRAL SHOE Co. 


Cc, 
y a 
-f MANUFACTURERS — Solid Leether'$Apay |’ ST. LOUIS M 


{yy —— = 





AE NS 
Visit the sales room nearest you—located in the following cities: 
Omaha, Nebr. Cleveland, Ohie Dallas, Texas Birmingham, Ala. Seattle, Wash. San Francisco 
406 Arlington Block 237 Areade Building Waldorf Hotel 402 Lincoln Life Bldg. 312 Denney Building Stewart Hotel 
Chicago, Il. Indianapolis, Ind. Pa. Cincinnati, Ohie Detroit, Mich. Sacramento, Cal. 
406 Security Building 683 Meyer-Kiser Bank Bldg. |" Hotel Henry 68 Wiggins Block 403 Lafayette Building Capitol Hotel 
Tenn. Knoxville, Tenn. Raleigh, N. C. Kansas Mo. Les Angeles, Cal. 
227-8 W Building St. James Hotel Shepard Building 817 Central St Hotel Angelus 
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and woven with the utmost care. Over fifty 


“onde pat r a years of manufacturing experience is behind 
Shoes were so elo every yard of these satins. 


See the Loom weaving Sauquoit Shoe Satins 
I ph oned for two more at the New England Shoe & Leather Exposi- 


tion and Style Show—July 7, 8, 9. 


ee ee ee 


a 


There's a reason for “Sauquoit Satisfaction.” 
Sauquoit Shoe Satins are designed and con- 
structed exclusively for shoe purposes. They 
are made of the finest materials procurable 
























Sauquoit Shoe Satins 
are made in several dif- 
ferent grades, and in all 
the popular colors, in- AG\E € + FRUSHING co. 





dere Brown, Autumn 
Blonde, Gun Metal, 
Cruiser Grey and Na- 
tional Grey. Samples 
will be gladly sent on 
request. 












































NATIONAL FABRIC & FINISHING . 


58 LINCOLN STREET, BOSTON,MASS. 


— BRANCHES — 
NEW YORK CINCINNATI CHICAGO 
PHILADELPHIA BROCKTON ST. LOUIS 


SOLE SELLING AGENTS FOR. ane at 
SAU QUOIT SILK MFG.CO. PHILADELPHIA, PA. 
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When writing to advertisers please mention Boor AND Suoz Recorper 





ee INIT 


oe a aN Sl a NN ae 





14 





BOOT AND SHOE RECORDER 














x 
Se 





Strong Talking Points 


The public appreciates good leather. Buyers 
of shoes are becoming leather-conscious, and the 
strongest talking point to your trade is the quality 
of leather you use. 


Our special tannages of sole leather, known 
for their constant quality, plus the service we 
extend to our many customers, have maintained 
our leading position in the industry. 


Our interest is the same as yours, to main- 
tain that high standard of quality for which the 
American shoe is famous. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 


THE UNITED STATES LEATHER CO. OF MASS. 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 








When writing to advertisers please mention Boot anv Suoe Recorver, 
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No. 2149—$5.45. Light tan 
calf, cross crease, brass eye- 
lets, natural welt, fair sepa- 
rate stitch, flanged rubber 
heel. A to D. 











THE BLIMP 


Immediate 
Delivery 











Nunn-Bush 


Ankle- Fashioned 


No. 1149—$5.45 Ebony 
black, cross crease, flat black 
eyelets, black welt, black 
separate stitch, flanged rubber 
heel. A to D. 


Outsells Our Next Best Seller Two to One 


NUNN, BUSH & WELDON SHOE CO., MILWAUKEE, WIS. 
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STmazing 


Guara 


gr Cliff SHOE SATINS 









cracks, breaks or splits, 


ro IMAGINE! Cedar Cliff guarantees its 
Shoe Satins and refunds to the wearer the 
cost (or replaces the shoes) if the satin cracks, 
breaks or splits. 


Imagine the far-reaching influence of this 
guarantee! Imagine the value to the shoe 
manufacturer in helping convince the retailer 
of the assured value of his line. 


Imagine the value to the retailer in offering 
shoes of Cedar Cliff Shoe Satin to his customers. 


A word to the wise is sufficient. So all we have to say is: 
Here is the most amazing merchandise move that has 
ever occurred in shoe satins ond it will be backed this 
fall both bv national advertising and by an elaborate 
program of dealer advertising material. 


THE CEDAR CLIFF SILK CO., 251 Fourth Avenue, New York 








Important to Manufacturers: One word from you and we will send all the 
details of how you can take advantage of this guarantee—without charge. 4 





When writing to advertisers please mention Boot awd Snow Reconpen 











NEW 


SHOEBS 
of the Month of 


July 


Created 6 YY 
the 
Style Department 
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FACTORIES & HOME OFFICE, 


AUBURN, ME. 


an-Hollis Ce 


179 LINCOLN ST. 
ALBANY BUILDING, 





CABLE ADORESS “CUSHCO” 


July 4, 1925 


Enter July! 


Youngsters listening for the snap of the fire crackers. Cushman- 


Hollis Company lighting the fuse to the snap of style. 


Looking autumnward what do we see that will be interesting to 


our customers ? 


Harmony is the one authoritative note in all style forecasts. Gone 


are the glaring combinations of color and materials. The fashions of 
the coming season are of a kind which blend to the eye, are subtle in 
their appeal, do not obtrude. 


The six shoes shown on the following pages are typical of this 


company and its ability to meet the style situation. These designs de- 
veloped by our style department will be recognized as in the advanced 
mode and of a character to help many a merchant in the profitable se- 


lection of his fall stock. 


While it is true that the Cushman-Hollis line is one which offers 


unique advantages to volume buyers, it should also be remembered that 
we have organized our distribution nationally for the convenience and 
the profit of those merchants who prefer to order through their whole- 


salers. 


It will be a pleasure to show you more of our styles and tell you 


more about our service during the week of the Boston Fair — at our 
salesrooms in the Albany Building at the Corner of Beach and Lincoln 


Streets. 


Cordially yours, 
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Dolly Madison 


The neatly placed steel buckle on this step-in pump 
| suggests the charm of the Fourth Lady of the White 








House. Shown in black velvet with black suede 
trim but obtainable in velvet, satin and all leathers. 
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| Gushman-Hollis Gompany 


_| 












































~mNS 














Martha Washington 


We feel that all of our customers will think mighty well of this hand- 
some fancy cut-out oxford. It is shown to you here in black velvet 
with black suede calf trimming. The grosgrain satin lacing adds a 
finishing touch. Equally effective in velvets, satins or all leathers. 
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Dorothy Quincy 


A large buyer called this two-button one-strap “decidedly 
new ”— and ordered it. It features a low heel for the grow- 
ing girl trade and is shown here in patent leather with Naco 
calf trim. You may have it in satin, velvet and all leathers. 
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Gushman-Hollis Gompany 

































































Abigail Adams 


As all beautiful things endure so does the center strap remain 
to add grace and balance to many of the smartest fall designs. 
We show a model here in patent with Naco calf trimmings, 
but you may order it in leather, velvet or satin, as you prefer. 


e 
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Betsy Ross 


Here indeed is a dainty satin three-strap. It is illus- 

trated with trimming and straps of black Naco calf. 

As a shoe of all-satin, or velvet or leather it has a 
crisp smartness that should win wide approval. 
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Gushman-Hollis Company — 







































































Pauline Revere 


This particular shoe happens to be illustrated in black 

satin with dull suede trimming. Your trade will be 

impressed with it also in satins and leathers. The vamp 
collar has the unmistakable flare of high style. 
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{J} GushmanHollis Gompany |__| 


FACTORY AND HOME OFFICE: AUBURN, ME. 
SALESROOMS: ALBANY BUILDING, BOSTON 
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as made by 


Shomson-Crooker Shoe Co. 


in their Model Factory 
at the 


BOSTON SHOE & LEATHER FAIR. 


were made with 
THESE STANDARD SPECIFICATIONS 








| LASTS 
By The Unitep Last Co., Boston 


(ne ee 


UPPER LEATHER 
By The Surpass Leatuer Co., New York 





ned 
LININGS 


By The Nationa Fasric anp Finisuinc Co., Boston 
(ea tee 


WELTING 
By The Barsour We tinG Co., Brockton 


nn os 


OUT SOLES 
_ By The Wiuuams Cut Sote Co., Boston 


ee te eee 


HEELS 
Bases By The Skinner Hest Co., Lynn 


(ee ee 


MACHINERY - 
By The Unirep SHoz Macuinery Corp., Boston 


(ee bee 


The shoes made by Thomson-Crooker Shoe Com- 
pany at the Boston Shoeand Leather Fair were made 
by members of 


The Boor anp SHOE WorkKERs’ UNION 


==j SHOES OF STANDARD QUALITY 
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SHOES OF STANDARD QUALITY 


as made by 


Shomson- Goucher Shoe Co. 


in their Model Factory 
at the 


BOSTON SHOE & LEATHER FAIR 
July 7, 8 and 9 


See How They Make ’Em! 
And What Goes into This Line of 


(Corrective Lootwear for Women 


Dealers throughout the country should send for our complete 
catalog, showing forty styles of our Corrective Footwear car- 
ried in stock. This branch of our business is growing every day; 
its success proves the merit of the shoes we are producing. 









Complete lineof Thomson- 
Crooker shoes on display, 
Booths 78-79, 90-91,Boston 
Shoe and Leather Fair, 
also at Room A, Copley 
Square Hotel 





No. 450 Price $4.00 No. 460 Price $4.25 
Black Kid Oxford, Tip, Welt, 13/8 Rub- Black Kid, Two-Strap Claire, Imitation 
ber Heel. Combination Essex Last, AAA Tip, Welt, 13/8 Rubber Heel. Combina- 
to E. tion Essex Last, AAA to E. 
No. 451—Same in Brown Kid. No. 458—Same in Patent Leather. 
No. 452—Same in Patent Leather. No. 459—Same in Brown Kid. 


Thomson-Crooker Shoe Co. 
18-26 Station Street 


Boston ‘4 3 Mass. 
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SHOES OF STANDARD QUALITY 


as made by 


SJhomson- Crooker Shoe Co. 


in their Model Factory 
at the 


BOSTON SHOE & LEATHER FAIR. 


were made with 


UNITED LASTS 














The Pooled Experience of Ten Individual 
Last Producing Establishments 


HE special last which we designed for Thomson- 

Crooker Shoe Company as the basis of their Arch 
Support Shoe is a most excellent example of the sort of 
service which the United Last Company extends. 


E brought to Thomson-Crooker Shoe Company ideas 

gathered from the best thoughts of our designers in 
every leading shoe center—thus covering every important 
point which has ever been raised in the making of lasts for 
orthopedic shoes. 


HEN you bring your problems to the United Last 
Company you have the benefit of the pooled experi- 
ence of ten individual last producing establishments. 


O single organization can offer such a widespread 
experience. 


United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 
NEWARK HAVERHILL 212 Essex St. 
LYNN AUBURN 
CHICAGO ST. LOUIS NEW YORK 


NEW YORK MILWAUKEE 1402 Bush Terminal Bldg. 











, CINCINNATI 

Affiliated Company 803 Sycamore St. 

United Last Company, Ltd. 
ontreal 


with Branch Office at Toronto 


PHILADELPHIA 
331 Arch St. 
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SHOES OF STANDARD QUALITY 











as made by 

















Shomson-Crooker Shoe Co. 
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in their Model Factory 
at the 


BOSTON SHOE & LEATHER FAIR 
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were made with l= 


SURPASS KID 

















Y 















OR many years SURPASS KID has 
been made of the same preferred grade of 
raw skins, which, long experience has shown, 


produce the ideal glazed black Kid, signifi- 
cantly known as SURPASS. 


No effort is spared to maintain 
the SURPASS ideal of “day in 
and day out” leadership in 
black glazed kid. 


SURPASS LEATHER COMPANY 


NEW YORK 
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IT TAKES ON ADDED BEAUTY IN THE SHOE 
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as made by 


Thomson- Gander: Shoe Co. 


in their Model Factory 
* at the 


BOSTON SHOE & LEATHER FAIR. 


were made with 


DOUBIETWILL LININGS 

















In selecting “DOUBLETWILL” as standard lining 
for their Arch Support Shoes, Thomson-Crooker 





Shoe Company proved their progressiveness. 


1. By insuring to their customers extraordi- 
nary service inside their shoes as well as out 
(a consideration too frequently overlooked). 


2. By choosing the “Aristocrat of Shoe Linings” 
for this purpose, realizing that the best is 
always the cheapest in the end. 


Do not overlook the opportunity presented you by the 
Thomson-Crooker Company to see “DOUBLETWILL” lining 
in process of shoe manufacturing and to learn how perfectly it 
meets the four cardinal requirements of shoe lining service. 

1. Body to give support. 

2. Special Construction to resist wear. 


3. Strength to combat strain. 


4. Style to add charm. 


LINCOLN AND ESSEX STS. BOSTON, MASS. 

















NEW YORK CINCINNATI 
PHILADELPHIA CHICAGO 
BROCKTON ST. LOUIS 
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NATIONAL FABRIC AND FINISHING Co. 
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SHOES OF STANDARD QUALITY 


as made by 


Shomson-Crooker Shoe Co. 


in their Model Factor 
at the ~ : 


BOSTON SHOE & LEATHER FAIR. 


were made with 


BARBOUR WELTING 
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Barbour Welting 


is the recognized standard THE STORY 
‘ of 
of excellence in every shoe- Barbour Welting 
making community where We have supplied Thom- 
son-Crooker Co. with our 
shoes are made by the Good- standard first-quality welt- 
ing for many years. 
year Welt Process. They buy it because of its 
absolute dependability, its 
In addition to this standard unvarying uniformity, and 
f . its basic guality which is the 
Goodyear Welting which we essential factor in the con- 


struction of these fine shoes. 


have produced for over thirty 
years, our line includes the 
popular Stormwelt, Dress- 
welt and Zebrawelt. 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 
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SHOES OF STANDARD QUALITY 


as made by 


SJhomson- Crooker Shoe Co. 


in their Model Factory 
at the 


BOSTON SHOE & LEATHER FAIR. 


were made with 


WILLIAMS CUT SOLES 











FROM CAREFULLY SELECTED LEATHER 


These soles are cut 
from a pliable, com- 
pact, non-acid tan- 
nage of the finest 
grade hides obtain- 
able ona special pat- 
tern for women’s 
orthopedic shoes. 





THE STORY 
of 
Williams Cut Soles is the 
story of 35 years of prac- 
tical experience in the 
selection and grading of 
cut soles. 


We cut the heavy hides from the same scoured oak leather into Men’s Cut 
Soles and cater especially to the manufacturers of high grade shoes. 


For the Finding trade we have a line of soles and strips suitable for their needs. 


WILLIAMS CUT SOLE COMPANY 


Soles for Men and Women 


wy 






7 
<&e,, 563 ATLANTIC AVE., BOSTON yy’! 


Western Representative—I, O. STONER 


ys Lup 


6008 NORMAL BOULEVARD, CHICAGO 
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SHOES OF STAN DARD QUALITY 
as made by 
Shomson- Crooker , Shoe Co. 
in their Modal Factory 
BOSTON SHOE & LEATHER FAIR. 


were made with 


SKINNER HEEL BASES 


Why do you buyers of shoes sneer at 
“Fibre” as a heel base material? Do you 
know that 80% of what goes into fibre 
bases is Sole Leather? If a “‘rubber’’ heel or 
top lift, containing about 1% of rubber is 
sold as Rubber why isn’t a “fibre” heel base 
Leather? We claim it is. 





The heel base, of fibre or leather, 
is a supporting structure for the 


It is lighter than a full leather base. It ve ; 
top-lift. To retain its shape, it 


takes the processes of trimming, staining must be made of a close-grained 
. 1s . material, impervious to moisture. 
and polishing just as well. It has all the Ht dodai’t finve to “weet,” Yor do 
shape-retaining features of a high-grade wear comes on it. 
leather base, and is far superior to one of A good fibre base is much lighter, 
cheap \eather and in all ways better than one of 
: cheap leather. 


“Fibre” is 80% sole leather. cuueieiaternetatiiienes 


“Nothing Takes the Place of Leather” 
Skinner Bases are made of the best 


heel base fibre, and serve many 
successful manufacturers. 


SKINNER HEEL COMPANY 


Makers of Heel Bases 


Specializing in Fibre and Combination Bases 


nen tC Se SCS Cs eee 
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as made by 


SJhomson- Crooker Shoe Co. 











|_/ sHoes OF STANDARD QUALITY 
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in their Model Factory 
at the 
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BOSTON SHOE & LEATHER FAIR. 








were made with 





























U/C Machines and Supplies "= 











O just what extent the United Shoe 
Machinery Corporation serves the shoe 
industry is well demonstrated in the model 


shoe factory of the Thomson-Crooker Company at 
the Shoe and Leather Fair. 


UNC 


Probably the most familiar trade 


_Following the making of the shoe from beginning 
to end, the visitor will witness the performance of 
scores of marvelous machines, all of UMC manu- 
facture. At every operation, he will see machine 
accessories and working materials in great number 


mark in the shoemaking industry 
is that of the United Shoe Ma- 
chinery Corporation. It is a mark 
of worthy past achievement and 
a thorough assurance of present 
and future service and satisfaction 











and variety, all supplied by the United Shoe 
Machinery Corporation. 


All of the UAC machines used in the making of 
the Thomson-Crooker shoe and all of the U/C 
supplies, Diamond Brand Eyelets, arch support- 
ing shanks, nails and tacks, abrasives and so forth 
are immediately indicative of a shoe of standard 
quality, carefully made. 






UNITED SHOE MACHINERY 
CORPORATION 


Boston - - Massachussetts 





T 


Goodyear Twin Sole Moulding Machine 
Model B 


One of the most important and most interesting machines 
used in the construction of these Goodyear Welt shoes at the 
Shoe Fair is the Goodyear Twin Sole Moulding Machine— 
Model B—here illustrated. This machine makes the outsole 
of the shoe conform to the shape of the bottom of the last and 
sets the fibres so that the leather retains this shape. 
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SHOES OF STANDARD QUALITY 


as made by 


SThomson~- Crooker Shoe Co. 
in their Model Factory 
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—| at the -— 
| BOSTON SHOE & LEATHER FAIR. = 
—- were made by members of ) = 
———- THE BOOT AND SHOE WORKERS’ UNION = 
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| To Shoe Manufacturers ADs | 
&S T&S 
WORKERS UNION” Having Union Stamp Arbitration \YoP«*SUN's 
ae Contracts with may” 


Y, The Boot and Shoe Workers’ Union eee 


| he pursuance of our agreements with you, we have in the last twenty years spent more than one 
million dollars in creating demand for shoes bearing the Union Stamp. 

We do not consider our work done but are just beginning it. To support the work of the men 
on the road, during the past few months we have sent out over 27,000 circulars reaching every 
Union and member of the American Federation of Labor, also every rated shoe dealer in the 
country. In addition, the American Federation of Labor within the next few months will inaugur- 
ate a campaign that will be nation wide. The country will be divided into various divisions and 
each division will be thoroughly canvassed by able lecturers assisted by moving picture machine 
outfits. 

During more than twenty-five years our relations with you have been mostly pleasant. We 
are proud to have enjoyed your respect and you have ours. We think most of you have looked 
upon arbitration contract as a convenient method of settling labor disputes, of maintaining un- 
interrupted production and insuring deliveries. 

We fear you have not visualized the true value of the Union Stamp as a business getter. 
Have you schooled your salesmen to suggest its sales possibilities to your customers? A few of you 
have, but most of you have not. Some of you have admitted it to us recently. 

You have neglected one of the most powerful sales factors, while in other directions you 
have been moving heaven and earth to get business volume. 

You have been fishing on the far side of the lake, while the best fishing is at the float, directly 
in front of your camp. 

We ask you now to co-operate with us in the campaign by using the Union Stamp to get 
the business we want you to have. We are going on working for you as our contract provides. Will 
you put half the selling effort behind your Union Stamp franchise that you will put behind a new 
last or pattern? 

It will encourage us to hear from each of you just what steps you propose to take or have 
taken to secure your share of such sales opportunities as we shall continue to develop. 

If you put your business minds to work you may help us to be more effective. Your sugges- 
tions will be welcomed and seriously considered. You need business and our members need work. 

Let’s build sales on the Union Stamp. 


BOOT AND SHOE WORKERS’ UNION 


246 Summer Street, Boston, Mass. 








CHARLES L. BAINE 


COLLIS LOVELY . 
General President General Secretary-Treasurer 
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PARACORD SOLES 


EASY TO WEAR — HARD TO WEAR OUT 


His job kept him walking on 
concrete floors. Leather soles 
wore out in no time. He was 
asked to test Paracord Soles. 
For comparison he put a Para- 
cord Sole on one shoe and a 
rubber sole on the other. 

After six weeks, the rubber 
sole was completely worn out. 
The Paracord Sole showed little 
sign of wear, and the foot that 
wore it was free from bruises 
or burning. 





He was asked to test different soles 


You couldn’t ask for more 
convincing proof of the dura- 
bility and comfort of Paracord 
Soles than that! 

Paracord Soles are built to 
insure long wear. They are flex- 
ible—and stay so; won’t crack 
or harden during the life of the 
shoe. Insist on Paracord Soles 
on the shoes you- buy. Nothing 
like ’em for building business 
and holding it. Already on over 
two million pairs of shoes. 


Write for further information 


THE PARACORD COMPANY, INc., Johnson City, 


When writing te advertisers please mention Boor anp Suoz Recoapzn 
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People No Longer Ask 


“What's in a Name?” 


HE assurance of wearing quality that the name 

“Skinner” stands for, is one of the best of all 
selling arguments for goods made of or lined with 
any of the Skinner Satins. 


Footwear is partly sold when you can tell your 
customers it is made of 


Skinner's 


36 inches wide and sup- S h S Nn 
plied in four different oe ati 
— « ety x They at once have confidence in its wearing quality and 
"bd esirable shades in take it for granted that shoes made of this famous fabric are 
high grade throughout. 

Few women know the names of shoe manufacturers, but 
all of them know Skinner’s. 

Skinner’s Shoe Satin is made especially for use in shoes— 
constructed to meét the demands for street and evening wear. 


WILLIAM SKINNER & SONS 
New York Chicage Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


stock. 





‘LOOK FOR THE NAME IN THE SELVAGE"”’ 
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Color 2 [ous Tan 








Mens 





No 


~ 


THWESTERN LEATHER (W, Tous 


14 SOUTH ST., BOSTON, MASS 
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BOSTON SHOE 
STYLE SHOW 


July 7-9 


Boston Salesrooms 
186 Lincoln St. 
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ICE DEPT. offers 16 of the 
latest designs in men’s shoes 


Ranging in Price from 
$3.35 to $3.50 


Also several styles for boys and little gents, 
which have proven to be the best sellers. 


G. P. CRAFTS Co. 


Mfrs. of Men's and Boys’ Goodyear Welt Shoes 





July 4, 1925 


























Illustrated: — 


STOCK No. 125 

Men’s BLACK OHIO 
CALF Welt Oxford, 
Wingfoot Heel, “PEP” 


Last. 
C-D Widths 
Tite. . . 93.80 


STOCK No. 25 


Men’s GOLDEN TAN 
CALF—same details as 


above. 


a ae 
Terms 5%—30 days 





Fully Illustrated Folder 
of Stock Styles Sent 
on Request 
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WOULD YOU 


ride in an automobile if it had iron tires? 


WHY 


should you walk all day on hard pavements without a 
cushion on your feet? 

Try a “genuine Rajah” sole and experience: the comfort 
of it. 

The “genuine Rajah” sole has this trademark on the shank 


of every sole. he 





Tr — 


go walking in wet and damp with a sponge on the bottom 


of your shoes? 


THEN 
have a pair of waterproof HALESOLE Soles 


put on your shoes and keep free from colds. 


Tan HALESOLE is guaranteed not to mark the floors. 


ALFRED HALE RUBBER CO. 





Est. 1837 

ATLANTIC, MASS. 
BOOTH 2 BOOTH 2 
BOSTON BOSTON 
SHOE SHOE 
STYLE STYLE 
SHOW SHOW 


JULY 7, 8 and 9 JULY 7, 8 and 9 
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Victory! 


A new way of attaching buckles to pumps has been made possible by a patented holder which is detachable 
from the buckle, also the pump, by a single twist. It is no longer necessary to keep buckle permanently at- 
tached, thereby allowing use of pump plain when desired for street wear. It has no equal, as the buckle can be 
worn upright or flat on the pump. 

Many retailers use them for window display as the fact that they do not mar the pump and can be c 

so easily, and show off the effect of pump 
and buckle so beautifully, finds many 
window trimmers who cannot do without 
them. 
Every opera pump customer is a 
prsepest for a pair of buckles; with this 
older buckle can be attached instantly, 
making many extra buckle sales. 


Jobbers Write for Prices 


FLEMING & KEEVERS Co., INC. 


MANUFACTURERS OF 


VICTORY DETACHABLE BUCKLE HOLDERS 
NORTHAMPTON, MASS. 





Infringers of this 
patent will be 
prosecuted. 


. © 
TO BUCKLE 
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| Footwear 


of 
Distinctive Originality 


HE distinguishing mark which 
sets Andrew Geller fine turns 
apart from other lines built on a simi- 
lar base price is the same feature that 
: makes a copy considerably less attrac- 
* : tive than the original oil painting. 


ws, 
Yer, \ » = 
ng 


























Both may look alike at first glance but 
: the man who painted the original was 
° a creative artist. Andrew Geller crea- 
Al tions are conceived right in our own 
factory and the retailer who buys:them 
is secure in the knowledge that he can 
offer entirely different shoes and gain 
for himself the same distinction that 
smart women always will desire in 
every article of their attire. 
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Our lines will be shown at the Boston Style Show 
and also at the Hotel Pennsylvania, New York City. 


Andrew Geller 


240 Broadway 
Brooklyn, N. Y. 
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The “Last-Minute” Man 


We must warn our friends against waiting until the last minute, 
to select their regular stock requirements. 


If you order your stocks early, you have the fullest selection, and 
are free from the risk of missing some desired numbers. You know 
you are safeguarded against losing any business that rightfully 
belongs to you. 

Many times the dealers who have ordered extra early and put in 
an unusually ample stock have found that the spring and summer 
demand for Daniel Green Comfys far exceeded their expectations. 
The result has been additional orders and unexpected profits that 
have been very gratifying. 

Have you received your copy of You know how thoroughly the demand for Daniel Green Comfys 
pte nt ap anny has been spread over the year. Our greatly increased advertising in 
will find it @ sure guide to in- color and our smart new styles in satins, brocades and special 
creased profits. fabrics are making the Comfy line move faster than ever. 

Now—while you think of it—let us have your requirements. 
Then, later, we can fill in as your needs dictate. 


Daniel Green 
Comfy Slippers 


DANIEL GREEN FELT SHOE CO. 
General Offices 
DOLGEVILLE, NEW YORK 
Sales Offices 


10 East 43rd Street 10 High Street 
New York City Boston, Mass. 


189 West Madison Street 
Chicago, Ill. 





BOOT AND SHOE RECORDER 


UALITY is the one big reason why more people walk on 
Goodyear Wingfoot Heels than on any other kind. The 
quality of their live, enduring rubber results in long, long wear 
and lasting springiness. The quality of their design and work- 
manship results in a neat, trim, close-seating style. Goodyear 
Wingfoot quality is the highest you can get in any rubber heel. 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 
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Boiled, Baked, and Twisted 


HAT other box toe could be boiled, 
dried out in the intense heat of an 
electric stove, and yet retain its original 
pliability? 
The Armstrong Cork Box Toe passed 
these tests, and its resilience was un- 
impaired. 


It’s moisture and heat, heat and moisture 
that break down most box toes—make them 


Armstrong Cork Company, . 


Shoe Products Division, . 


hard and brittle. Finally they crack. The 
shoe loses its shape. It causes discomfort 
and dissatisfaction. 


Specify Armstrong Box Toes in the 
shoes you stock. Your customers will 
quickly learn the difference. 


More than a hundred leading shoe 
manufacturers are now using the Arm- 
strong Cork Box. 


Lancaster, Pa. 


Branch Offices 


197 South St., 


Boston, Mass. New York City Philadelphia, Pa. 


50 Church St. 408 North Third St., 1017 Broadway, 320 West RandolphSt., 204 South Third St., 
Cincinnati, Ohio 


Chicago, Ill. St. Louis, Mo. 


Armstrong 


Circle 


Cork Box Toe 


B 25 
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| Siutter! Ic ( giwear 


VISIT WITH US AND FIND OUT WHY MORE 
THAN 100 DEALERS WERE ADDED TO OUR 
LIST OF SATISFIED CUSTOMERS 
SINCE JANUARY 


Se 


We Shall Be Located at BOOTH 17, Main Hall 


JAMES. J. BESTER SAM D. McNAGHTEN CHARLES H. PHILLIPS 


152 Nagle Ave. 617 Kennore Ave. c/o Macon Soe Co. 
NEW YORK CITY, N. Y. LOS ANGELES, CALIF. MACON, GEORGIA 


E. T. RICKER DAVE W. SAIFER 


183 Essex Street Hotel Windermere East 
BOSTON, MASS. CHICAGO, ILL. 


GEO. B. LEAVITT CO. ) 
FARMINGTON, N.H. 


SEZ LERS Women’s Shoemakers Exclusively LERS 
for 35 Years 


Boston Orrices 163 Essex Street 


G —_2a=s— RIO 
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@) a shades now offered in 








Ruepings 


dor Recommendations 
for Autumn 1925 


T was only after a careful and exhaustive study of the 
trend in color preference that the Fred Rueping 
Leather Company developed and selected the new 


Rueping’s 
WINNEBAGO CALF 


Gathered together in a swatch book, which is yours for the 
asking, are seven pleasingly distinctive light and medium 
tan and brown shades that we unhesitatingly recommend 
as safe and sound colors for fall shoes ordered now. These 
seven range from the lightest to the darkest shades that 
are practical and, together with black, should cover your 
calf leather color needs for the season. 





LIGHT TAN MEDIUM TAN BROWN 
No. 14 Spa-Tan No. 24 Ginger No. 19 Tortoise Shell 
Orange tan Real ginger color Golden brown 
No. 17 Spice N. 33 Titian No. 18 Cocoa 
Light yellow tan Dark tan Brown 
‘ No. 22 Zanzibar 
Black will sell well Dark “beanie slight 
trace 


We 
jac 
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Fred Rueping Leather Co., 
Fond du Lac, Wis. 


Dear Sirs: 
Please send the Winnebago Calf swatch book showin 
for the fall of 1925. No charge. 


¥ . 
g your seven ‘color recommendations 


vctsseeeeeee Position with firm... In ictciitie sang 
B&SR7/4/25 
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“Featherweight” 


Stock 
No. 3032 


Tony Gold Calf 
Feather weight 

Cork box 

7/8 light weight heel 
Champagne kid lining, 
Cupid eyes. 

Anglo American last 


Price $6.00 


gba: new light weight welt model will secure you additional 
business both from old customers and new, and will help 
to make your July and August balance sheets turn you a profit. 
This shoe will put your store right in line with modern mer- 
chandising of comfortable and stylish clothing and accessories 
for men. 

Order today and order with confidence in the enduring qualities 
of CROSSETT SHOES. 


The — oo in your territory will Booth 287 
receive with pleasure your invitation to call 
and submit our merchandising plan. Boston Shoe Style Show 


LEWIS A, CROSSETT COMPANY 
| North Abington, Mass. 


CROSSEAS 


QUALITY SHOE MAKERS FOR 40 YEARS 
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The Merchant's Blind Spot 


He Should Now See the Intermediate Grades with Their Better Profits and 
Prices—A Research of Buying Habits of College Women 


agree with us. Most people are willing to pay for 

what they get but they want to be sure to get 
what they think they are getting. Very few articles 
are sold simply because the price is low. 

That the public is ready and willing to pay for 
reliable merchandise which is sold on its merit has 
been borne out by a little study made by Irving S. 
Paull, business analyst, who of late has been keenly 
interested in the economic situation of the shoe indus- 
try. Mr. Paull tells us of talking with an Ohio retail 
shoe merchant somewhat as follows: 


The scene was in 
the shoe store on a 
busy morning with 
Mr. Paull and the 
shoe man _ sitting 
at the end of the fit- 
ting aisle, while 
clerks were busily 
engaged in serving 
feminine customers. 
The shoe merchant, 
apparently well 
versed in the eco- 
nomics of his own 
business, was trying 
to convince Mr. Paull 
that there existed a 
national demand for 
shoes at $6 and 
under. 


GS lnere with us. is the ability to get others to 


Not Proven by Facts 


When he had con- 
cluded, Mr. Paull, 
who had been ob- 
serving the sales re- 


corded on the cash register said to the merchant: 

“Your deduction as to $6 consumer demand ‘isn’t 
borne out by your own cash register for in eleven 
sales that have been registered since I have been sit- 
ting here, three were for $7.50 shoes; four were for $8 
shoes; two were for $9 shoes; one was for an $11 
shoe, and only one solitary sale at the magic figure 
of $6 that you have been emphasizing so heartily.” 


Price Complex in Merchant Mind 


The merchant had become so enthusiastic over the 
theoretical advantage of a $6 price that he had given 
no thought to the 
actual business 
transacted in his 
store at figures bet- 
ter than that price. 
The merchant ac- 
knowledged that he 
had in his mind the 
volume of business 
that evidently was 
coming to a $6 one 
price store in that 
town and that most 
of his arguments 
were based on the 
hopes that if he 
went to $6 he would 
gather that trade in- 
to his store. 

We use this sim- 
ple illustration (with 
due acknowledg- 
ment to Mr. Paull) 

Fill the empty shelves to emphasize the 
point that a good 
value, properly 








52 BOOT AND SHOE RECORDER 


shown a customer in the right shoe in the right fit- 
ting, in the right material, can command a price of $7, 
$8 and $9 and meet with consumer receptivity. 


What Every Merchant Knows 


As every merchdnt knows, there are many success- 
ful concerns selling shoes up to $6 on a strictly cash 
basis, and the service rendered and the price asked 
justify that success because there is a real national 
demand for plenty of shoes AT A POPULAR PRICE FOR 
CASH. 
Every merchant knows that there are conspicuous 
successes in the shape of shoe stores that sell shoes at 
$10 and up, giving every possible service, and com- 
bining all the functions of a high-class store equipped 
to serve people to whom price is not the paramount 
object. 

The third division, prop- 
erly termed the intermediate 
grade (shoes running from 
$6.50 to $9.50), the mer- 
chant tries to give some of 
the service for cash that the 
lower grade stores furnish, 
and some of the service in a 
credit way that the higher 
grade stores furnish. These 
intermediate grade _ stores 
are usually family stores and oftentimes their range of 
prices may cover the whole gamut. 


Now the proper study of how $7, $8 and 
$9 shoes can be courageously sold is based 
on merchants having a conviction that their 
selection of shoes in the styles and qualities 
in this intermediate grade are worth the 
price, and if properly shown to the public, 
command it. The public’s buying power is 
not pushing itself at a wall up to $6 and 
another wall from $10 up. The public is re- 
ceptive to the intermediate grade. 


The principal factor in the situation that makes 
these grades of shoes less talked about is that shoe 
men themselves have considered principally the two 
classifications of “price appeal” and “high-style- 
appeal.” It is now time for shoe men to give more 
thought to the intermediate grades, because of the 
better public service they can render and also the 
better margin of profit possible therein. 

There is no question that price appeal merchandise 
has been better presented and the volume buyer has by 
his large operations made it a conspicuous topic of 
the trade. The story “the-most-for-the-money” can 
also apply to the intermediate grade of shoes with the 
same effectiveness. 

We feel that a condition has been created by the 
retail shoe merchants themselves when it comes to 
selling shoes from $6.50 to $9.50. This price range is 
an ideal one, giving the merchant a legitimate profit, 
the factory an opportunity to show its craftsmanship 
and at the same time giving the customer a good value 
for the money expended. 

Research work made for the BooT AND SHOE 
RECORDER by Albert W. Frey of the Amos Tuck School 


answer: 


a. Less than $5 
b. $5 up to $8 
c. $8 up to $11 
d. $11 and over 


The ‘Recorder’s” College Research 


We asked college girls what they paid for 
their last pair of shoes and here’s the 
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of Administration has a particular bearing on the 
types of shoes that will be wanted for fall by the 
feminine student trade. Most every community can 
boast of its increased attendance of young women in 
local colleges and Mr. Frey purposely made his re- 
search among young ladies in a New England college. 
The significance of this questionnaire is that it empha- 
sizes the price range from $8 to $11. Thirty-seven per 
cent of the demand was on shoes from $5 to $8, and 
44 per cent on shoes from $8 to $11. This question- 
naire also covers very thoroughly materials, types and 
prices. It is specifically a questionnaire on college trade 
and has its bearing on the shoes you are buying in 
the July market for early fall selling. It stresses the 
consumer interest in the intermediate grades of 
shoes. 
Questionnaire Truly 


National 


About half the student 
body of this college is from 
New England and about half 
4% from outside this section, so 
37% that the information given 
41%, herewith is by no means of 
15% local significance. It was 
thought that it would be in- 
teresting, and maybe help- 
ful, to consider the buying habits of a large group of 
young women at one time. 

Some readers may pick significant facts from the 
figures that are not brought out in this article. The 
results are presented for what they are worth, with 
no claim to finality in any direction. 


How Many Pairs Per Year? 


The answers to the questionnaire bring out these 

facts: 

1. Most of the girls bought five or six pairs of 
shoes a year, the exact average being 5.82 pairs. 

2. The most popular price ranged from $8 to $11. 

8. Black and tan were by far the most popular 
finish. 

4. Leather and wood heels were about equally liked. 

5. Leather was by far the leading material. 

6. One toned shoes were most popular. 

7. Flat or military heels were the leading choice. 

8. Of the last pairs of shoes purchased, about two- 
thirds did not have rubber toplifts. This is interesting 
when compared with the answers to a later question 
which showed that about two-thirds of the women pre- 


‘ferred rubber toplifts to leather. Evidently, this 


desire is not strong enough to overcome other 
influences. 


Style the Chief Factor—Not Price 


9. “Style” is by far the leading consideration in 
shoe purchasing but “comfort” is by no means 
negligible. “Quality” and “matching costume” are also 
important. “Reputation” and “low price” seem to have 
little influence. 
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10. Two-thirds of the replies favored rubber top- 
lifts. 

11. Brand plays little part in influencing buying. 

12. There are no buying seasons definitely or con- 
sciously lined up in the minds of these buyers. 


Now to give the questionnaires and answers in de- 
tail. Some of the questions may seem absurd to manu- 
facturers and retailers but it should be borne in mind 
that the layman is in general unfamiliar with many 
terms describing shoes. For example, in the question- 
naire, leather and suede were considered as different 
in order to avoid any. confusion in the mind of the 
person answering. 


Text of Questionnaire 


1. How many pairs of shoes, excluding athletic 
shoes and dancing pumps, do you buy each year? 

The average was 5.82 pairs. 

2. Approximately when did you buy your last pair 
of shoes? (This question was asked in order to be sure 
that the purchases were of recent enough date to be 
useful for the data about them to. be brought out in 
the following questions. The questionnaire was dis- 
tributed early in June.) 


Before January 1 5 
WIT oiostcictanrcee ett heeecceecee” ae 
Pee 2a Sh Auli iad ae 
SEG RS TO Eee Rete eee es Rapper tis or en errs 4 
Cs Sk ee ee Oe eee . 50 
ee ee ae Sa ae ae See 24 


3. What price did you pay for your last pair of 
shoes ? 


SO a a a 
| ete ect aioe ae Atos 37% 
MINE, cicansecharerustdoesnsarecnnceiabocsts 44% 
i IE 2, cncrotayecoaceeocnseovaerine? 15% 
4. Check the following items describing these shoes: 
GTR. oc ccccee neh al nd veveee BAM 
EE ite batePeahiar dhectiversecrictos soosconees EE 
he SEIS seladvthgeccdddeestobestae | a 
d. Black and white ........................ . 8% 
e. Black and tan ...................... ee 
Gi IGOR “ sahecnciaieasisecte ns) sien . 4% 
REE ae ae eee 53% 
b. Wood heels .................. Ee 
Te ape nae emma eee de oe sp test 71% 
NG RA ae roller 11% 
c. Satin or other fabric ........ 18% 
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The ‘“‘Recorder’s’’ College Research 


Which of the following factors do you think influenced girls to buy shoes? Here’s what the research 
tells us: 


| Sk ee tae A 22% 
een a Se ee 17% 
eR R= ae My SEE Ae 38% 
= Ba. a Oe ee eee 23% 
RR RRR a ae Sa He 24% 
Sete Rh nnn: 2 einer 76% 
a. Perforated or cut-out ieee ae pas 
b. Trimmed with leather .............. 26 pairs 


ce. Decorated with stitching 21 pairs 
(Note—Some shoes had two or all 
these features.) 


a. Flat or military heels........................ 71% 
b. Baby Louis heels .................. ecsestons Sn 
IE och ce -nenssenercsentne renee -oxnovne . 4% 
a. Rubber toplift: 
, a be ale eae Fate 36% 
UT MONE ceethinthimeninbybloinsnstehShevediceanstbtobes 64% 


(Note—The toplift was described to 
the answerers.) 


5. Which of the following factors influenced you 
most in buying these shoes? (Note—Since many re- 
sponses checked more than one factor, percentages can 
not well be given and the number of checks in each 
instance is noted instead.) 

e. Comfort 54 

f. Reputation 2 

g. Matching 
costume 36 


a. Price (low) 8 
b. Quality 39 
c. Style 72 
d. Service 22 


6. Do you prefer rubber heels to leather? 


Fer ae es ee” 66% 

ene SL IEE 34% 
7. In purchasing shoes, do you buy: 

a. One brand exclusively .................... 2% 

b. One brand usually ...............0...0.0..... 27% 

c. Regardless of brand .............. ere 71% 
8. Do you buy: 

he HI * bn cvcseisncisnecttuskcibineiuneseabeas 2% 

b. Whenever necessary .................0000. 98% 


It is hoped that the above information will prove of 
some value to the reader as a basis of comparison of 
buying methods of college women. We are undertaking 
a research in the selection of shoes in grades, styles 
and prices for men—a good cross-section of demand 
representing several classes of occupation so as to 
broaden out the study of “what a man buys, and pays.” 





0; CURE iis. 52. OS, Bt Dk. MS A 54 
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g. Matching costume .......0....00.00..c ce 
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What Price Footwear? 


HO fixes the price of shoes? Is it entirely 

fixed by the public? These two questions 
are uppermost in our minds when we consider the 
price barriers in shoes “up to $6 for cash and 
above $10 for credit and high style.” We think 
the “blind spot” covering shoes at $7, $8 and $9 is 
something artificially produced by the shoe mer- 
chant himself. Talk to the public and see if this 
isn’t so. A good shoe at $8 will certainly interest 
either a man or a woman. 

We had occasion at the Savannah convention 
when thirty-six young southern ladies walked 
down the runway, to ask some of the women in the 
public audience as to what they thought the shoes 
were worth at retail. It was surprising to see the 
proportion of $7, $8 and $9 estimates. In fact, all 
of the shoes on the runway were so deceiving in 
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value that a shoe man himself couldn’t tell one 
value from another, if he wasn’t acquainted with 
the grades as revealed by a knowledge of the fac- 
tory name. 

We give the public too much credit for knowing 
shoe values, when veteran shoe men can miss the 
mark from fifty cents to two dollars the pair. 

The idea of what-price-footwear is manufac- 
tured in the minds of the trade, for the public is 
receptive to shoes at any price, if the elements of 
style, quality and fit are consistent with the grade. 
That’s the big point—well balanced footwear—let 
the price come where it may. In footwear built for 
a price let the quality come where it will. 

We are undertaking a courageous movement in 
pointing out to the merchant the stern necessity 
of looking at shoes as SHOES—not something 
for a price. 


Watch the ‘‘Fixed’”’ High-Wage 
AVING occasion to wait at a car barn for 
the next street car to come around to its 
scheduled start, and talking with some twenty 
conductors and motormen, we learned that only 
one man started his trade “on the cars.” 

Each and every other man told of being first a 
shoemaker, tinsmith, salesman, iron-worker or 
craftsman of some sort. Each said he took to street 
car work for its fifty weeks of easy work at “fair” 
pay. Each admitted that the fifty weeks regular 
work (and comparatively regular hours) was many 
per cent more remunerative than in his former 
occupation. Each admitted that he had put on 
more weight and was more contented with life 
through working in semi-public employ. Each ac- 
knowledged his luck in getting a regular job with- 
out the risk of being fired and hired with every 
move of private business. 

The point we are bringing up is that the “shel- 
tered trades” with governmental workers, city 
employees, public-service workers in the aggre- 
gate, from five to ten per cent of the workers of 
the country, are entrenched behind high wage 





. barriers—which will not be reduced. Private busi- 


ness sets its wage scale on what competition, sup- 
ply and demand dictate. Public business at a high 
wage scale is up there to stay. 

In a word, the conductors, engineers and public 
wage earners demand a minimum of about $2,000 
a year, while the average earnings of American 
employees engaged in manufacture, including all 
the skilled trades, averages much less each year. 
It may be conceded that a good railroad engineer 
is worth more than the average employee in a fac- 
tory or a mill; but he isn’t worth as much as three 
men! 

For years past the big interests in railroads and 
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the building contractors in cities and towns have 
been weakly yielding to the demands of their em- 
ployees and “charging it up to the public.” 

No sensible person wants wages beaten down. 
Nobody wants to see “starvation wages” paid. But 
there ought to be more general recognition of the 
fact that a great deal of the added “cost of living” 
comes from saddling on the public the wage in- 
creases granted to certain groups of workers who 
were already from 100 to 200 per cent above the 
market—were receiving double, or triple, the 
amount received by, or which could possibly be 
paid to, other workers. It will be a fine thing for 
business when this truth is more generally recog- 
nized, and there is a cessation of the political hum- 
bug which promises everything and fulfills noth- 
ing. 

We are now on the eve of a fight for higher 
wages. It is being made the issue on many semi- 
public utility groups, etc. It is not justified by con- 
ditions or by the costs of living and if the truth 
were told is a skilful attempt to talk higher wages 
to stop present high wages being reduced. It’s 
good strategy to yell for more, to prevent a loss 
of position in an attempt to continue the “status 
quo.” 





“On Time’’—Pays 

ONDITIONS are bettering in the trade be- 

cause co-operation is becoming actual instead 
of verbal. We see signs of it every day. We see 
shoe merchants becoming more conversant with 
the problems of the shoe salesman and the manu- 
facturer. Likewise a greater consideration on the 
part of the manufacturer and the traveling man 
is shown towards the particular problems of the 
merchant. 

We can speak most timely on a troublesome 
point that is as irritating as it is uneconomical, 
and some correction of it in July will put the trade 
on a better footing, man to man, for service to the 
public next fall. 

Shoe buying is becoming a selective art. The 
shoe buyer is likely to discover a profitable num- 
ber if he looks at all shoes brought to his town. 
Many a good turn comes from the courtesy of 
looking over a man’s line, even though there is no 
immediate opportunity of purchasing it. The real 
buyer today will listen to any man’s case, give 
him an intelligent and honest answer and let the 
traveler pass on. It was Louis Vickers of Douglas, 
Ga. who said, “I get most of my ideas from travel- 
ing men—God bless ’em.” 

Unquestionably many big operators in shoes 
are in a very uncomfortable position when it comes 
to seeing hundreds of lines day after day. That is 
the penalty of running a successful business and 
one of the great opportunities likewise. 
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If the buyer will only consider the salesman’s 
time as something valuable and not to be wasted, 
he will have made business contacts much more 
pleasant and much more economical to all con- 
cerned. When a buyer deliberately tells a man to 
see him on the following morning, knowing full 
well that he plans to leave the city the night be- 
fore, he is doing something dishonest. The fair 
and honest way is to say “No, can’t possibly see 
the line. Very sorry, etc.” and let the man go on 
his way. One salesman lost 142 hours “waiting” 
this past season due to buyers’ ideas of “travelers’ 
time is any-time at all.” 

A little less of “hard boiled” shoe buying 
methods, less fuss and bluster and we will have a 
more honest spirit in the trade not to mention the 
added feature of true co-operation between mer- 
chant, salesman and manufacturer, all to the end 
that the public may be better and more economi- 
cally served. Let us have more punctuality, more 
patience and more perseverance—we all get “a 
living” out of the game, why not make it pleasant ? 





Individuality with Fewer 


Samples 

HERE are some men in the trade who CAN 

do things; and there are more manufacturers 
than you might think who acted upon the advice 
so often given—“pick a good line and stick to it” 
—with credit acknowledged in the use of that 
phrase which was so apt that it just slipped into 
this place. 

They have reduced the number of their samples 
only by a small number, perhaps; but they have 
in a way “standardized” their leathers, reduced 
the number of different lasts, trimmed out the 
wide variations and mixtures of style, are using 
fewer tips, and in other ways cut out a large 
amount of unnecessary multiplicity. 

In leathers, for example, they will select one 
certain brand and quality for a dozen or more 
samples, straight through, instead of making one 
shoe of somebody’s Yaller Dog calf, and another of 
somebody else’s No. Forty-leven calf, and so on 
for a dozen shades and grades. If they buy Yaller 
Dog, then Yaller Dog it is; all the same shade, 
weight and general quality. If they select No. 
Forty-leven, then that leather goes into that whole 
group of samples. 

There IS already an improvement in the way of 
trimming down the needless multiplicity which all 
deplored. 

And yet there is going to be no lack whatever 
of variety in the fall stuff. There will be styles 
enough ten times over, to suit any one individual; 
and it is to individuals that shoes are sold in the 
final transaction. 
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What Shoes Will She Wear with Her 
Purple Gown? 


Indications Are That There Will Be a Strong Revival of This Rich 
Color for Fall and Winter 


By EUGENE PEIRCE 


OST French fashions have 
M fallen under the spell of pur- 

ple. And so we have reddish 
purples, bluish purples, violets, purple 
blues, orchids and so on. 

Instead of their being worn on the 
Sabbath day at church, purples have 
invaded the race courses of France 
where society gathers to see which is 
the winning horse. 

Purples, by the way, made their 
first appearance one year ago at the 
Grand Prix in France which is sup- 
posed to end the racing season; and 
it may be said that purples have been 
gaining in popularity since the Grand 
Prix of last year. 


Gold and Silver Go with Purple 


Though subordinated to gold, pur- 
ples also herald a vogue for silver in the form of 
appliques on georgettes in various colors. For example, 
the French have chosen the beautiful fern leaf devel- 
oped in silver and have passed this artistic product of 
nature on georgettes of various ground colors. 

What is the best color to combine with purples? 
asked a correspondent. Nature, which is the primary 
source of all colors, answers—gold! Take a walk on 
the seashore and pick up a “star fish.” What do you 
find? Answer—purple on one side and gold on the 
other. 





Gold Shoes and Gold Lace 


Enter any one of the exclusive dressmaking estab- 
lishments in the French capital where purples are 
featured and the leading accessory on combining color 
will be gold. Hence gold shoes for the feet and gold 
lace for the costume whole or in part is assured. 

This is a good time and place to say that metal 
laces, especially gold and silver, will come forward 
prominently during the coming fall and winter 
seasons. 

Narrow and wide bands of gold and silver laces 
will pave the way for wider widths up to fifty-four 
inches with which will come a return to the princess 
form of dress. 


Gray with Purple 
Speaking now of artistic and refined combinations 


of colors, reference must always be made to gray as 
pleasing in combination with purple, especially of the 





blue variety, although gray appears 
to advantage with reddish purples. 

Combinations of gray and gold 
are also in good form with purple 
and so purples, grays and gold 
will be among the leading color 
combinations with the exclusives 
next fall and winter. 

Inasmuch as there are many tones 
of purple there are also numerous 
variants of gray. It should be under- 
stood that the plain black-and-white 
grays have given way to admixtures 
of red, blue or yellow, making warm 
grays that combine artistically with 
the new shades of purple. 

For example, purple of the bluish 
variety would combine to advantage 
with a warm gray as they both con- 
tain a suggestion of blend of red. 

Greens of the same color balance are certain to 
come up as one of the new color combinations. For 
example, pinkish purples and grayish greens are cer- 
tain to meet with favor during the opening fall and 
winter seasons. 

The BOOT AND SHOE RECORDER has 

been asked to name the winning purple for 

the coming season, and unhesitatingly se- 

lects bluish purple since we have enjoyed 

a vogue of reddish purples in fucshia shades 

for nearly one year. 

Moreover, fucshia shades have been overdone by 
manufacturers of low-priced ready-to-wear. 

The best series is: 

Black-greens (watercress shading from willow 
green to dark shades—the yellow greens for eve- 
ning, the dark for day. 

Purples—bluish purples, purple blues, pansy 
purples and orchids. 

Grays—mouse and pearl. 

Brown to beige. 

Rosewood allied to cedar. 

Reds. 

Blues. 

Turquoise. 

Violets. 

Chartreuse. 

Orchids. 

Pinks. 

Yellows. 

Apricot. 
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“A Single Idea May Have More Value Than the 


Longest Business Experience” 


represents the independence of ideas, for great 
people are not content with the old order of 
things. 

We purpose to use the same theme in declaring 
our independence of habit in the shoe industry, and in 
giving the merchants of this country a clear idea of 
what to do in July and August. Once it was agreed 
that these two months were for “marking time” and 
“clearance time.’””’ We want to make them “profit time.” 


( ; ET the idea—it moves the goods. July Fourth 


Real Action in July and August 


The shoe merchants of this country are fast getting 
into the habit of looking things squarely in the face, 
of thinking out each situation earnestly and carefully, 
and then translating decision into action. We expect 
a real degree of action to stimulate the trade in 
July and August. It is not consistent merchandising 
policy to take two months of a year and throw them 
away—profitless. A greater awakening of the retail 
trade to the necessity of a mid-summer profit is 
needed. 

Any article is worth what it will bring. That is the 
measuring stick of July and August selling. The mer- 
chant in these months is not in business to rob the 
public, but to get some return on money and time 
invested. He has absolute control of his own stock, 


makes his price and decides whether he is going to 
work for nothing or receive just compensation for his 
services. What he does in these two months will indi- 
cate clearly what the industry at large will get in fall 
business. 

We hope to bring about an opportunity for a real 
net profit in July and August and to that end have set 
our opening gun for July. We expect every cash regis- 
ter to “get a kick” out of the special feature in this 
issue. We stress the value that may be obtained out of 
a single idea, and we present ideas by the dozen perti- 
nent to profitable shoe selling in mid-summer. We know 
of a one-idea man, Louis Vickers, of Douglas, Ga., 
who says, “All I knows is that if I buys something for 
a dollar and sells it for two, I ain’t losing nothing.” 


What One Idea.-Was Worth 


What are ideas worth? Some stores are now enter- 
ing a period of sloppy, sluggish selling. They are 
going to face the competition of sharp wits and keen 
merchandising ability of those who “get what they go 
after.” 

What are ideas worth? We know of a shoe store that 
increased its July business 200 per cent over the pre- 
vious. year by the simple use of a U. S. penny post card. 
Its sale was planned to make a profit. It moved the 
goods and it made friends for the store. Another store 
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came out with a passive clearance sale and stubbornly 
held to the time-honored experience of moving goods 
by bringing up “bad bets” from the basement. It lost 
money because it was stubbornly set against progress. 
There is no question but that the right idea in its 
right little place, backed up by a profit taken, is what 
the trade needs in July and August. Mere foot cover- 
ings are not salable—ideas are. 


A New Style Every Week 


Somebody is going to make money out of the shoe 
business in July and August. Will that somebody be 
you? Where the competition of the bargain table is 
universal, the exception may get some very profitable 
business. There is a place for someone to sell a style 
idea every week in July and August, instead of prices 
for the customer’s pleasure and the store’s profit. 

If we could put a giant fire-cracker under every shoe 
store operated by a subscriber to the BOOT AND SHOE 
RECORDER to shock it out of the mid-summer slump, we 
would be doing that store a great favor. One good idea 
that can awaken the store to its mid-summer oppor- 
tunities will do precisely the same thing. 

As Harry McLaughlin of Cincinnati has always 
said, “Some little practical idea found profitable by a 
small store can oftentimes be enlarged, amplified and 
expanded so as to make it 
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Use Your Telephone! 


You may call a man on the telephone and advise him 
that you have a good buy for him at your store and 
he’ll regard your sales effort as indicative of live-wire 
merchandising and interest in him. Furthermore, 
many shoe stores rely on this way to keep alive their 
contact with customers and to advance the idea of 
interest in customers. Whereas a woman might con- 
sider the store more eager to sell merchandise when 
making a sales appeal like this, the man usually 
associates a thing of this kind with aggressive sales- 
manship and interest in him. Many stores often use 
the ’phone to advise their customers when new styles 
arrive. 





Sell an Extra Pair—Sports 


Men are in a more receptive mood to buy sports 
shoes than ever before. Positive proof of this condi- 
tion may be had from several signs. The fact that 
knickers sell so freely for outing wear and general 
“knockabout” purposes creates a place for the sport 
shoe. 





Advertise Sports Shoes 
Men’s sport shoes are being advertised in daily news- 
papers more than in for- 





profitable many fold to the 
big stores.” He credits his 
sales-by-suggestion cam- 
paign to a small-town mer- 
chant. By this method of 
sales by suggestion the 
clerks in the Potter Shoe 
Store are given an extra 
bonus on every other item 
on a sales slip, outside of 
the original purchase. Thus 
if a clerk sells an extra 
pair of shoes he gets credit 
for the extra money made, 
or it may be a pair of hose, 
a bottle of dressing, or 
some shoe accessory. 

It is little ideas that help 
lift the lump of expense out 
of a mid-summer slump. 


To our Customers: 


event, limited to one week. 


to our sale? 





The week of July 20th is our great clearance 
But previous to pub- 
lic announcement we are telling our customers 

that we will hold for their first selection a 
special showing of mid-summer styles at these pri- 
ces <= $4.00 to $9.00 on July 15-14-15-16-17-18, 


May we have the pleesyr f seeing you prior 


Bin ‘& Company 


The high cost of postage and the idea of thrift has 
served to return to high favor the one-cent government 
postcard. Here we see it used by a merchant to em- 
phasize a particular week and an advance showing of 
shoes to special customers previous to the regularly 
advertised sale. This little extra service to the customer 
is appreciated and the postcard selling stunt is by far 
the best result-getter for shoes at a special price. 


mer seasons. This is more 
noticeable in the larger 
cities than elsewhere, and 
indicates that men’s-shoe 
merchants appreciate the 
wide field open to them with 
this type of footwear. 
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It is common to pick up 
a newspaper and to see an 
advertisement generously 
illustrated with drawings 
of men’s sports shoes. The 
trend along this line seems 
to link up with the efforts 
of men’s clothing depart- 
ments. They are pushing 
sports suits for summer 
and mild weather wear. 
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The suggestion sales effort should be applied in han- 
dling sports shoes. Why not show some of those smart- 
looking two-tone and grain styles to promising cus- 
tomers? You can’t go wrong if you follow this plan. 
Almost every man has his knickers for week-end wear 
and is willing to buy a shoe to fit into his scheme of 
dress. 

If a man comes in for a street shoe, sell him; also 
make an effort to sell him a sports shoe. The most 
opportune time to strike the man customer is when 
he’s in the fitting chair. Women “shop around” and 
get pleasure out of it, but in sharp contrast men are 
not eager to spend too much time looking for mer- 
chandise. Therefore it is apparent that inasmuch as 
the average man isn’t chasing into a store too fre- 
quently, it is best to take his roll from him while the 
taking is good. 





Keep a Record of His Size, Etc. 


Do you record the name of the man buying your 
shoes; his size, last and color? Many men’s stores do 
this for several reasons. First, it is a splindid way 


Miracles in the way of 
window trimming can be 
accomplished by the use 
of cardboard. Here we 
have a_ typical Truly 
Warner window back- 
ground. A little piece of 
awning was made by tak- 
ing a piece of cardboard, 
painting it in_ stripes, 
bending it at the fold and 
tacking it in its place. The 
little fence was made by 
making a half-circle effect 
extending out from the 
background and using 
pasteboard fence sticks. A 
little spray of artificial 
flowers and the background 
unit was complete. We 
recommend your watching 
how effective this hat com- 
pany’s windows are made 
by the use of inexpensive 
trims. 


for building up a mailing list. One house in Boston, 
Mass., sends a postcard to every man two weeks after 
he makes his initial purchase. The text of the card 
reads like this: “It has been two weeks since you 
bought your shoes here and we are interested to know 
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if you are getting satisfaction. If not you are most 
cordially invited to come in and we’ll be glad to ‘make 
things right.’ ” 

This store also corresponds with those on the mail- 
ing list at frequent intervals to advise them of arrival 


There is no limit to the use 
of home-like fixtures in win- 
dow displays. One store finds 
a use for a pretty parlor 
lamp, another one may uti- 
lize a Chinese vase with artifi- 
cial flowers, etc. Here we 
have a window unit as used 
by the Arlace store, Boston. 
It is a pretty pink, half-round 
sofa pillow, on which rests 
the shoes. Then as streamers, 
hose in various colors. The 
store had _ seven distinct 
shades of hosiery and these 
were illustrated as shown 
herewith. 


of new styles, and to permit them to get first selection 
from styles offered at reduced prices. 





Promptly Advertises New Styles 


One of the most successful houses in Texas, which 
puts a great deal of force behind its policies in selling 
men’s shoes, pays particular attention to its advertis- 
ing. As soon as the buyer decides to order certain 
styles from the manufacturer, he has drawings and 
cuts made of the shoes. Then when the shoes are re- 
ceived, the advertising, appropriately illustrated is 
immediately inserted. By following this plan, the 
buyer saves several days in “getting across” effective 
ads with accurate pictures of his new styles. 





That “Summer Slump” 


The so-called “summer slump” is, according to the 
writer’s version, nine-tenths a lazy man’s psychology 
and one-tenth slump. 

True, business may slump off a bit during the two 
or three summer months. This, however, should not 
be of any appreciable extent. Consumption continues 
on during the summer at a uniform pace—the same 
as it does in winter. We eat, continue to wear out and 
buy new clothing, continue to seek our enjoyment, do 
much the same things that we do during the winter 
months. Why, therefore, should there be a slump? It 
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is because some salesmen are looking for a semilogical 
excuse to lie down on the job instead of combating 


with Old Sol. 





Applying Original Ideas 
Two minor details in window trimming which have 
been used by many merchants since the advent of the 
wide balloon toes for men are: showing the balloon 














A rough crayon background, a few baseball bats and balls 

and every child can get a thrill out of buying a pair of 

shoes. Why not go still further and give away a baseball 
with every pair? 


shoe beside a balloon automobile tire, and attaching a 
brightly-colored toy balloon to the shoe. 

Although simple, these two minor stunts have added 
a little color to many a merchant’s window, and also 
signified originality in “hooking-up” the balloon ox- 
ford with the toy balloon tire. 





Know What Sells Daily in Summer 


C. Miller, of the Sorosis Shoe Store, Paterson, N. J., 
is an excellent example of the merchant who is keeping 
abreast of the times and adapting his business meth- 
ods to changing conditions. He has not merely sold 
shoes since 1901, but he has been interested in getting 
at the “why, how and what” of the retail shoe busi- 
ness. In other words, he profits by experience. 

Mr. Miller does not think he sold so many shoes 
today or so many pairs last week—he knows. The 
store keeps a simple set of books, but an extremely 
useful one, which any shoe store can employ to ad- 
vantage. At the end of each day a record of the income 
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and expenses is entered according to the following 
heads: 

Women’s prs. 

Men’s prs. 

Children’s prs. 

Rubbers prs. 

Hosiery 

Findings 

Repairs 

Total amount of sales (dollars) 

Allowances 

Refunds 

Merchandise expenses 

Freight 

Delivery 

Expense items (miscellaneous) 

Advertising 

Salary 

Total expense 

The women’s, men’s and children’s shoes can be sub- 
divided according to brands when necessary. In the 
last column, a report on the weather for that day is 
inserted. This has proven an extremely valuable check. 

















The use of pastel crayon makes any scenic background 

possible to anybody who can copy roughly a summer pic- 

ture. Little parasols are the only other accessories needed. 

Then group your shoes and you have a distinctly sum- 
merish window. 


The Sorosis store employs a stock arrangement that 
Saves a great deal of time. Women’s shoes are kept 
all together but arranged according to style and color. 
If a customer wants a tan shoe in a certain style, there 
is no lost motion in pulling out from the shelf just the 
shoe she wants. The same applies to men’s and chil- 
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dren’s shoes. The men’s shoe department is in the 
basement, which is very attractively fitted out. 





The Japanese Fan Offer 


Johnson and McCormick, St. Thomas, Ont., Canada, 
offered a Japanese paper fan with every purchase of 
one dollar and over. This offer was effective on any 
Friday or Saturday during July and August, and 
thus encouraged week-end buying. One of the fans 
was attached to each side of the newspaper advertise- 
ment in which the offer was announced. The ad was 
pasted on the window glass. 


Extra Way of Publicity 


Street car cards are used successfully by some 
retailers as a medium for special announcements or 
for the purpose of keeping their name and location 
before the public. In some cities street cars carry 
poster boards on the outside front and back ends of 
the car and such space has proven to be very desirable 
advertising. 

Billboard or poster advertising has come to the front 
as a very successful advertising medium which is used 
extensively by national advertisers, 
and local stores have found it to their 
advantage to use them regularly. 
Some manufacturers supply posters 
advertising their line which you may 
be carrying, leaving only the cost of 
the space to be borne by the dealer 
whose name and address appears on 
the posters. Poster advertising is 
sold by the month and you should 
select months that are most produc- 
tive in your business and exercise 
care in selecting locations that com- 
mand attention. Boards close to fast 
moving traffic lose their effectiveness 
because the eye does not have time 
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ball score cards all come in for their share of attention 
but-they are really miscellaneous mediums and if not 
watched, too many of these items will use up an ap- 
propriation beyond your expectations. 





Try a “Merchant Week” 


All over the country you can find cities and towns 
swinging into a new prosperity because someone has 
tried to tighten up the affections of the people for the 
community. One of the big developments of the trade 
is the return of the community spirit. You can see 
evidences of it the country over. After fifteen years 
of publicity Miami finds itself acclaimed as Paradise 
on Earth. It is reaping now the seed it sowed year 
after year under the inspired leadership of E. G. Sew- 
all, shoe merchant and president of the Miami Cham- 
ber of Commerce. 

In every part of the country communities are be- 
ginning to realize their own strength. The local mer- 
chant association never was as powerful or never had 
as many opportunities as now. Through the July and 
August months a special town week with features 
ranging from a decorated Main Street to a small cir- 
cus are used as “bait” to bring the 
countryside in to buy and become 
acquainted with local stores. 


Flags on Main Street 


A live organizer can stimulate 
merchant unity in a town so that the 
special week becomes not only an im- 
mediate source of profit, but a future 
maker of customers. A uniform sys- 
tem of decoration can be economi- 
cally obtained by the new scheme of 
having a flag on each pole put out 
in front of the stores—the flags be- 
ing twenty feet apart. Each mer- 
chant is responsible for his own flags 


to catch the message. Select locations The most effective way of changing and on the given day begins to decor- 
that are visible to both in and out the appearance of a store in sum- ate. 


: is th f li i - 
traffic and where auto headlights on pg This pi hy ee af r gs 


Special town day is much better 


lateral streets will give a head-on the Coes & Young Shoe Store, Bos- publicity for the merchant than the 


view. Posters at turns in the road — ‘on st ae dollar day scheme. It is impossible 


that give full view are preferable. 


palms, make the store look cool to give real values at a dollar in all 


Hotel registers, theatre programs, 2nd comfortable. There is no ques- stores, so that “bait” doesn’t pull 


banners in circus parades and base- 


tion but that customers appreciate ae 
the difference. like it used to. 
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The events in July and August can be made of mer- 
chant significance because later in the fall comes the 
fairs and harvest events that naturally bring people 
to town. If you have got no other idea out of this sec- 
tion but the one of lining up your fellow merchants in 
some special event for July and August activity, then 
you are doing something to lift your community out 
of the summer slump. 





Saturday vs. Monday Closing 


Some stores follow the policy of closing all or part 
day Saturday during the summer months. The May 
Company, Cleveland, Ohio, closes all day Monday in 
July and August. 

May’s figure that people are more in the buying 
mood on Saturday, what with heavy pocket books and 
the half holiday. Monday is generally the quiet day 
because people are tired out from their Sunday exer- 
ions on the beach or out in the country. 

The Saturday closing, for one thing, was introduced 
to give the ealeshelp plenty of chance to rest up over 
the week-end during the dog days. But seeing that 
they have Sunday and Monday, under the May ar- 
rangement, aren’t these days just as satisfactory? 
May’s think so. 














Green grass cloth makes an effective window ground, and 

if ere can go still further by having a typical golf green 

painted on the background you have created a distinct 
sport window for July. 


People passing May’s establishment any Saturday 
last July and August were confronted with a large 
sign in their vestibule. This was cut out of beaver 
board to resemble a traffic sign at a street crossing. 
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The sign indicated “Stop.” The text matter at the side 
announced: “Store closed Monday during July and 
August.” 

This cut-out was about six feet high by four feet 
wide. Another announcement that caught the eye was 
the following window streamer: 














That the summerweight idea in men’s footwear has swept 
the country is obvious. How to keep the thing constantly 
in the minds of the customer through window and news- 
paper advertising is something to be considered in July 
and August. The Regal store windows have a very effective 
illustration, as shown above. This is held in place on the 
window glass by a little round suction cup. 


“This store closed today in order to give our em- 
ployees a double holiday, Sunday and Monday, during 
July and August.” 





Extra Hosiery Salable Now 


A shoe store in Hackensack, New Jersey, has at- 
tracted much attention to its windows by livening up 
what would otherwise be an ordinary display with an 
unusual arrangement of women’s stockings. These 
stockings are placed over a regular metal stand about 
two feet long and are arranged according to the colors 
of the rainbow, running from red through violet. At 
times the store arranges these stockings according te 
the same color scheme on a revolving stand. The dis- 
play is made effective at night by a light shining 
directly upon it. This particular store has further used 
this set-up as the basis of a guessing contest—the 
customer to guess the number of pairs on the stand. 
A correct guess is rewarded by a pair of garters or 
other suitable prize. The contest idea may not be 
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adaptable to all stores, depending on the clientele of 
each individual store, but the display itself will draw 
much attention to any window and bring the shoe 
layout out of the “just ordinary” class. 





“A Page of Cool Things” 


One hot day last summer, on their way home from 
work, perspiring and tired New Yorkers opened their 


A merchant in Hol- 
lywood purchased 
enough vivid tent 
cloth to give his en- 
tire store the ap- 
pearance of a typi- 
cal Arab tent. It 
made one of the 
most effective mid- 
summer selling fea- 
tures, because not a 
rack of shoes was 
visible. Rattan seats 
inside the tent were 
for customers, and 
the clerk, when he 
wanted shoes, dis- 
appeared behind the 
tent to find them. 
Electric fans and the cool appearance of the store made 
seasonable footwear sell more readily. 





afternoon newspapers and momentarily forgot the 
suffocating heat. What did the trick was a full-page 
displayed announcement of Gimbel Brothers, head- 
lined in this tantalizing vein: 

“You can Defy the Thermometer.” Here’s How: 


A Page of Cool Things 

Every department in the store was represented by 
seasonable sales offerings. The advertising manager 
put his best work into the job, for there was not a 
trite headline in the whole announcement. The offer- 
ings in each department were well spaced out, with a 
clever sub-head to each. We are quoting a few of the 
choice captions because they may provide material for 
your own ads: 

“Pleasant Paths to Coolness.” 

“Extra!! All Aboard the North Pole.” 

“And I the Oasis of Many a Summer Desert—Oh, 

You Porch.” 

“Phew! Who Cares? Picnic Time.” 

“First Aids to a Zero Hour.” 

“Who said Hot Kitchens?” 

“To Look Cool and Feel Cool and Be Cool.” 
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Try a Vacation Sale 


Another way to stimulate business is by a Vacation 
Sale. This should have a legitimate excuse for its 
existence, for a cut in price is not sufficient. Marshall’s, 
Cleveland, Ohio, had the broader appeal in mind by 
confining such a sale to articles necessary for holiday 
use. At the front center of the sale window was a card 
worded in this vein: 

“Marshall’s Vacation Sale 
The very things you need right when you need them.” 

Holiday suggestions were displayed both on pedes- 

tals and about the floor space in neat array. 


Seasonable Souvenir Advertising 

A judicious summer advertisng appropriation 
should include seasonable souvenirs. These form a 
good advertising investment. Goellner’s, Buffalo, N. Y., 
presented a free fly-swatter to every person asking 
for one. The name and address of the store was printed 
on the wooden handle of this inexpensive swatter. 
This offer was given window display publicity, with a 
few of the swatters grouped around the sign heralding 
the offer. 





Country Girls Want High-Style Footwear 


“The foundation of the success of the small-town 
merchant is the service that he gives his customers. 


To open its white 
shoe season the 
Shepard store, of 
Boston, transformed 
its shoe department 
into a mid-summer 
garden of white 
shoes. A gay awning 
effect was placed 
over the carton 
racks. Little round 
tables had as a cen- 
ter piece lawn um- 
brellas. The entire 
spirit of the store 
was made more sea- 
sonable by these lit- 
tle accessories. A 
pretty little pamphlet illustrating shoes for tennis, tea, 
golf and dancing, all white, went in every parcel and in 
every letter to customers. 


The quality of the shoes that he sells and the quality 
of the service that he renders are the factors that 
make his store stand out. If he can give better per- 
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sonal service than the city stores and better shoes 
than the mail order houses, he has a chance to live. 
Prices do not mean much today. Service is everything. 
I place fitting as being the most important service that 
a shoe man can give to his customers,” says Harry T. 
Dieson of Dell Rapids, S. D. 


“Country trade may be weaned away from catalog 
buying if fitting and quality merchandise is strongly 


Many a clerk looks uncomfortable 
in mid-summer. Many stores are 
now equipping salespeople with 
linen coats to bring about the 
appearance of coolness and with- 
out making it appear as though 
they were in uniform. Here we 
see a young man of a New York 
store so gar and the pockets 
are so built that his sales book 
goes into one, a shoe horn in an- 
other, etc. 


impressed on them. The best way is to make them 
appreciate the difficulties of fitting hard-to-fit feet and 
the necessity of having those feet fitted by one who is 
competent. 

“The reason so many small-town stores have lost 
this trade is that they do not watch the style tenden- 
cies close enough, also that they are careless in their 
buying, often duplicating similar numbers in lines. 
As a result they get over-stocked. It is a mighty hard 
thing to move old stock in the smaller cities. If the 
folks do not like a shoe, that is the end of it as a 
general thing, for lowering the price does not make 
much difference. Then there is not the transient trade 
to whom one might sell his mistakes on the bargain 
table. 

“Country people want style in reason, want to see 
as many new and different patterns as the city sister, 
so the merchant who is catering to this trade is 
obliged to watch his step mighty carefully. He must 
have new goods often, he must have sizes and widths 
but, as I tell my farmer friends, a farmer can sell 
anything he raises at some price, and if he can not 
sell it he can eat it, but a merchant must sell all his 
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stuff quick and at a profit or he is lost. He can’t eat 


what is left. 
“A word of encouragement to those stores that feel 


the call to carry cheaper grade shoes than is their 
wont. We did not get stampeded into going for the 
underpriced shoes but stuck to our regular prices. 
It did not make any difference how much the cus- 
tomers hollered about prices, we sold them quality 


One of the contributing factors to 
an increasing sale of white shoes in 
July and August of this year is the 
latest trend and development toward 
cretonne dresses and coats, printed 
silks and fancy weaves. All of these 
fancy effects indicate white foot- 
wear and light hosiery as the best 
possible combination. Very few of 
the printed silk and cretonne dresses 
will harmonize with tan or brown 
shoes. If it isn’t white, blacks will 
harmonize. This style movement 
comes in with the first week of July 
and the garment people say that it 
will be national in extent, making an 
extra season for them and an extra 
opportunity for the shoe man. 


goods and gave them service. Today we are selling 
twice as many ten-dollar shoes as a year ago, with 
the sales of the five- and six-dollar considerably less. 

“This requires considerable confidence. Confidence 
in the lines one carries, customers’ confidence in the 
store and confidence in one’s self to put it across. And 
it is all possible.” 





Something for Nothing in Summer 


One shoe store in the Middle West gave away thou- 
sands of electric boudoir lamps with a certain amount 
of purchases, giving a coupon with each dollar of pur- 
chase and the total amount necessary was placed high 
enough that the gift did not prove expensive and so 
that the customer receiving the coupons would be 
obliged to send in friends and cause other members of 
their families to make additional purchases. There was 
a time limit placed on the proposition and the closing 
days were advertised, with a noticeable amount of 
additional business resulting. This merchant found it 
so profitable that on a later occasion he put on a sim- 
ilar proposition, giving away iced tea seats consisting 
of a pitcher and six glasses. 
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In Next Week’s RECORDER 





NEW TRADING CENTERS. The automobile, the 
jitney, the bus, have made new trading centers and 
removed the previous retail boundary lines. Nowa- 
days the retail store almost determines its own sell- 
ing limits. This means a new conception of merchan- 
dising. Read in next week’s RECORDER how two 
shoe merchants, one in Valdosta, Ga., the other in 
De Pere, Wis., havé bent this new order of things to 
their great advantage. 


CARRYING THE BOSTON STYLE SHOW TO 
YOU. Whatever new and good, in merchandise and 
in ideas to be shown and brought out at the Boston 
Style Show and Trade Exposition, next week, will 
be presented fully and explicitly in next week’s issue. 
If you cannot attend, here is the next best thing— 
if you do attend, the RECORDER will summarize 
the whole proposition for you—you can’t see and 
hear everything. 


All the trade news that is of value to you; the 
latest style ideas and trends; the market reflexes of 
the moment; ideas, suggestions and opinions to guide 
our 11,500 retail shoe store readers in: 


“Getting More Shoes Sold Right” 
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A List of Lines at Boston Hotels 


With the first of July this year, the hotels of Boston have found their capacities taxed to the 
utmost in providing accommodations for hundreds of visiting buyers and salesmen. One member of 
the trade, alone, reported at a recent meeting that he had made reservations for 209 shoe buyers. 

There are more manufacturers and representatives showing lines this year than for many years 
past. The Boston market today presents a busy scene of buyers and sellers. 

The lists published herewith are as nearly correct as the facilities placed at our disposal would 
permit. Many of the hotel clerks are not familiar with all of the applicants for space and give names of 
representatives rather than the name of the firm. However, these lists have been prepared with all 
possible care. If there are any corrections, or additions, we will gladly welcome them. 


UNITED STATES HOTEL 


W. K. Urquhart—Little Falls Felt Slipper Co., Lit- 
tle Falls, N. Y.—Rm. 62. 

F. H. Burrows—Little Falls Felt Slipper Co., Lit- 
tle Falls, N. Y.—Rm. 58. 

A. F. Lechner—Best Ever Slipper Co., Brooklyn, 
N. Y.—Rm. 139. 

Edw. Reid—Lumberton Shoe Co., Lumberton, N. J. 
—Rm. 67. 

D. L. Teitelbaum—Rosenwasser Co., 
N. Y.—Rm. 9. 

I. Hoffenberg—A. Werman & Sons, Brooklyn, N. Y. 
—Rm. 80. 

G. W. Chesbrough—G. W. Chesbrough, Rochester, 
N. Y.—Rm. 57. 

A. C. Golden—Julian & Kokenge Co., Cincinnati, O. 
—Rms. 112-114. 

A. N. Wolf—Miller-Hess Co., Akron, Pa.—Rm. 270. 

A. T. Williams—Krippendorf-Dittman Co., Cincin- 
nati, O.—Rm. 276. 

F. Embrey and S. O. Levett—Greenberg-Miller Co., 
Allentown, Pa.—Rm. 54. 

W. H. Stephens and Edwin Kalb—Kalb Shoe Co., 
Rochester, N. Y.—Rm. 250. 

A. H. Chabot—Davies Shoe Co., Racine, Wis.—Rm. 
262. 

Paul Holly—Holly Shoe Co., Littleton, N. H.—Rm. 
2538. 

Harry Hamilton—Sawyer Boot and Shoe Co., Free- 
port, Me.—Rm. 42. 

John H. Cross—Kreider-Cross Shoe Co., Lebanon, 
Pa.—Rm. 124. 

E. A. Luedke—Luedke Shoe Co., Milwaukee, Wis.— 
Rm. 16. 

Charles Fargo—Fargo-Hallowell Shoe Co., Chicago, 
Ill.—Rm. 15. 

W. H. Porter—Cincinnati Shoe Co., Cincinnati, O. 
—Rm. 20. 

A. B. Rothschild—Republic Felt Slipper Co., 
Brooklyn, N. Y.—Rm. 61. 

G. H. Rockwell—Cambridge Rubber Co., Cam- 
bridge, Mass.—Rm. 71. 

W. G. Logie—Huntington Shoe and Leather Co., 
Huntington, Ind.—Rm. 64. 

Earl Bachman—wW. A. Withers Shoe Co., Elizabeth- 
town, Pa.—Rm. 38. 

M. Ditzler—Yeager Shoe Co., Selinsgrove, Pa.—Rm. 
274. 

H. W. Auberle—Graham Bros., Parkersburg, W. Va. 
—Rm. 5015 


Brooklyn, 


F. A. Schieffer—A. H. Weinbrenner Co., Milwau- 
kee, Wis.—Rm. 28. 

M. H. Salinsky—Progress Shoe Co., New York— 
Rm. 83. 

F. A. Rohn—Rohn Shoe Co., Milwaukee, Wis.—Rm. 
52. 

L. I. Fitzgerald—Panco Rubber Co., Stoughton, 
Mass.—Rm. 255. 

Robert E. Cahill—The E. & T. Shoe Co., Elizabeth- 
town, Pa.—Rm. 29. 

Wm. G. Heiber—Wm. G. Heiber & Son, Rochester, 
N. Y.—Rm. 17. 

Lester Schiff—Crescent Children’s Shoe Mfg. Co., 
Rochester, N. Y.—Rm. 251. 

W. H. Willetts—Willetts Shoe Co., Halifax, Pa.— 
Rm. 260. 

Ralph Spiegel—Allen-Spiegel Shoe Co., Belgium, 
Wis.—Rm. 56. 


W. J. Best—New Oxford Shoe Co., New Oxford, Pa. 


—Rm. 55. ‘s 
John Carter—Bona-Allen Co., Buford, Ga.—Rm. 22. 
John E. McNamara, Haverhill, Mass. 


HOTEL ESSEX 


Great Northern Shoe Co., Manchester, N. H.—Par- 
lors E and F. 

F. L. Mulholland—Marathon Shoe Co., Wausau, 
Wis.—Rms. 218-220. 

The Chas. Meis Shoe Co., Cincinnati—Rm. 226. 

Sporwin Shoe Co., Brockton, Mass.—Rm. 228. 

Peter Sullivan and John J. Whalen—Royal Shoe 
Co., Randolph, Mass.—Rm. 232. 

J. D. Abelson—A. J. Bates Co., Webster, Mass.— 
Rms. 234-238. 

Fein & Glass, Reading, Pa. 

F. Salinger—Shoe Specialty Shoe Mfg. Co., St. 
Louis, Mo. 

W. D. Hanna Shoe Co. 

I. W. David—Rosenwasser Bros., Long Island City. 

P. Cogan & Sons Co., Stoneham, Mass. 

McGovern Shoe Co., Columbus, Ohio. 

J. E. Boneau—Brown Shoe Co., St. Louis, Mo. 

Brav Shoe Co., Philadelphia, Pa. 

H. V. Lane—Moore-Shafer Co., Brockport, N. Y. 

Hanover Rubber Co. 

Fashion Shoe Co., Lynn, Mass. 

Phil Greene. 

D. W. Saifer—George B. Leavitt Co. 

Felsenfield Shoe Co., New York. 

J. J. Payne—Niagara Shoe Co., Buffalo, N. Y. 
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E. S. Wilmarth—John Ebberts Shoe Co. 

G. W. Koenig—Bender Shoe Co., Lynn, Mass. 

I. S. Rubin and William Rubin—Rubin Bros., New 
York City. 

Jack Galway. 

Lucille Felt Slipper Co., Inc., New York. 

Lazarus, Fried & Sons, Inc., New York. 

B. Friedman, New York. 

R. W. Gibbon, Philadelphia, Pa. 

J. M. Harian Shoe Co., Haverhill, Mass. 

Austin Shoe Co., Wilkesbarre, Pa. 

Blum Shoe Mfg. Co., Dansville, N. Y. 

Borkum-Glott Shoe Co., Lynn, Mass. 

Genstil Shoe Co., Lynn, Mass. 

Brenner & Brody Shoe Co., Haverhill, Mass. 

R. D. Carnes, Atlanta, Ga. 

Capital City Shoemakers, Inc., St. Louis, Mo. 

M. Duckoff—Sanford Mfg. Co., Sanford, Me. 

Stephenson & Osborne, Boston. 

Alden, Walker & Wilde, Inc., East Weymouth, Mass. 

Mr. Blackey—Preston B. Keith Co., Brockton, Mass. 

H. Smith—Marion Shoe Co., New: York. 

J. M. Levey—Hogan Shoe Co.,. Cincinnati, O. 

Harry Husk. 

S. Fisher—Fisher Shoe Co. 

Jas. D. Boyle—Krohn, Fechheimer Co. 

International Shoe Co., St. Louis, Mo. 

F. R. Cahill—United States Shoe Co. 

E. P. Reynolds—Condon Bros., Brockton, Mass. 

J. Abrams. 

Security Shoe Co., Inc., Lynn, Mass. 

G. Silverman—Gotham Shoe Co., Binghamton, N. Y. 

Paramount Shoe Co., South Boston. 

A. L. Puffer—Smaltz-Goodwin Co., Philadelphia, Pa. 

J. M. Sachs Co., Inc., Long Island City. 

M. T. Shaw, Racine, Wis. 

Comfort Slipper Co., New York. 

The Shoe Form, Auburn, N. Y. 

Truitt Bros., Binghamton, N. Y. 

Robinson-Bynon Shoe Co., Binghamton, N. Y. 

Billy St. Louis—Morey & St. Louis Co., Haverhill, 
Mass. 

A. Lee Briggs, Bernard L. Durgin, Harold T. Brad- 
ley and Oscar J. Newton—Interstate Shoe Co., 
Manchester, N. H. 

P. Mendelsen—Progress Shoe Co., Inc., New York 
—Rm. 436. 

C. H. Stevens—Helmholz Shoe Co. 

Brockton Shoe Co., Brockton, Mass. 

Brockton Shoe Mfg. Co., Brockton, Mass. 

Wynne Shoe Co. = 

Dunn & McCarthy, Auburn, N. Y. 

Union Shoe Co., Chillicothe, Ohio. 

Doherty Bros., Avon, Mass. 

A. J. Bradley—Imperial Children’s Shoe Corpora- 
tion, Rochester, N. Y. 

A. Jacobson, Cleveland, Ohio. 

H. I. Silverman—Gotham Shoe Mfg. Co., Bingham- 
ton, N. Y. 

L. C. Asterbloom—H. Jacobs & Sons, Brooklyn, 
N. Y. 

Jefferson Shoe Mfg. Co., Brooklyn, N. Y. 

L. Bean—Virginia Shoe Co., Fredericksburg, Va. 


George Gregory—Jefferson Shoemakers, St. Louis. 

Arthur La Bonte. 

Central Shoe Co. 

H. I. Platz—Trimount Shoe Co., South Boston, 
Mass. 

Schwarz & Ruggles, Brockton, Mass. 

Upham Bros., Stoughton, Mass. 

Muskin Shoe Co., Baltimore, Md. 

Mr. Barnes—Melanson Shoe Co., Lynn, Mass. 

C. Heckel—Menihan Shoe Co., Rochester, N. Y. 

Seneca Shoe Co., Seneca, N. Y. 

Bleecker Shoe Co., New York. 

Milius Shoe Co., St. Louis. 

John C. Kelly Co., Brockton, Mass. 

W. W. Brown and W. D. Hogan—Craddock-Terry 
Co., Lynchburg, Va. 

Ed Haan—Selz-Schwab & Co., Chicago. 

A. J. Cantor—Ajax Shoe Co. 

George La Bonte—Lape-Adler Co. 

Goldman Bros., New York. 

The Pels Co., Brockton, Mass. 

Max Beckerman—Jefferson Shoe Mfg. Co., Brook- 
lyn, N. Y. 

Chas. A. Most—N. A. Paris Co., Brooklyn, N. Y. 

P. J. Monaghan—P. J. Monaghan & Co., Baltimore, 
Md. 

Milwaukee Shoe Co., Milwaukee, Wis. 

M. Gordon—Lynn Novelty Shoe Co., Lynn, Mass. 

D. W. Saifer—George B. Leavitt Co., Haverhill, 
Mass. 

Trinity Shoe Co., Brooklyn, N. Y. 

Felstiner Shoe Co., Haverhill, Mass. 

The Irving Drew Co., Portsmouth, Ohio. 


COPLEY PLAZA HOTEL 


E. A. Terhune and A. E. Rankin—Alden, Walker & 
Wilde, Inc., East Weymouth, Mass. 


HOTEL AVERY 


W. T. Dickerson—Sales and General Manager, 
Lape-Adler Co., July 2-9. 


HOTEL LENOX 


Charles B. Taft—P. W. Minor & Son, Inc., Batavia, 
N. Y. 
Mrs. A. R. King—James Gorman. 
Arnold Bamberger—Goodyear Shoe Co., Carlisle, 
Pa. 
COPLEY SQUARE HOTEL 


W. M. Oakman—F. M. Hoyt Shoe Co. 


PARKER HOUSE 


J. W. Schmidt—The United States Shoe Co. (show- 
ing lines of The Holters.Co., The Val Dutten- 
hofer Sons Co., and the new Flex-Ridge Shoe)— 
Suite Q. 

YOUNG’S HOTEL 


John S. Whittemore—Boyden Shoe Mfg. Co., New- 
ark, N. J—Rm. 114. 

John S. Whittemore—Krippendorf-Dittman Co., 
Cincinnati, O.—Rm. 112. 
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Survey Shows That Men’s Shoe Advertising 
Is Getting More ““Human”’ 





A FRIENDLY FAMILY SHOE STORE 


= 


Men’s Week at 
ANTHEIL’S 


YOU met may think we've 
been neglecting you of 
late—but it has only seemed 
that way. We've hed you 
very much in mind and now 
we're just going to ask you to 
take special notice of our 
Exceptional Values In 
Shoes for Men 
and accept a cordial invitation 
to come in and look over some 
of the best shoes made to 
sell at 


$5.00 to $7.50 


Agtheit: 


135 N. Broad St. 














OBODY is consid- 
ered better com- 
pany or more interest- 
ing than the man who 
gets the other fellow 
talking about himself. 
That’s a thought 
that is pretty old, but 
until now it hasn’t ap- 
peared as the advertis- 
ing force it is today in 
the shoe advertising of 
the country. One mer- 
chant says: 


The Personal Appeal 


“The pleasing, well- 
set-up, vivacious person 
is the one with com- 
fortable feet. No one 
can endure pain and 
discomfort in the deli- 
cate, sensitive nerves 
of the feet and not 
show it in the face 
and in inability to do 
things.” 

These very words 
might have been taken 
out of the wearers’ 





mouths, so aptly do they portray 
the feelings of thousands. Can 
anyone reading such “copy” not 
feel a personal interest in the 
shoes displayed? That stresses 
the comfort side of footwear, to 
be sure. Yet in doing so it proves 


Merchants Now Putting More 
“You” Into Their Ads—Bigger 


Illustrations ; 





























Y dust to let you 
know never knew 
mise what foot comfort 
meant before: a 
ns X Ray is the most sen- 


ag ever 
invent 


to inspe ‘etry ‘this m Eades “nda. 


WHAT STTRUNG’ MEANS 1D SAVED THD TRADEMARK, MEANS TO- MENS SHOES. 
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Better Layouts 


an example of the versatil- 
ity of the idea. 

There is an indication 
that shoes in picture are 
coming to be more nearly 
“life-size,” and the head- 
ings are more suggestive 
than descriptive. Descrip- 
tions are pared down to 
the minimum number of 
words. 


Single Shoes vs. Pairs 


The single shoe holds its 
own against the use of a 
pair although the pair is 
usually a better way of 
showing shoes when it 
comes to the matter of 
“true-to-life.” In this the 
matter of expense enters 
strongly and it is seen that 
most merchants consider 
the additional cost of a 
pair of shoes in the illus- 
tration is out of proportion 
to its extra value. 

It follows that with big- 
ger shoe cuts the space 

used is larger, 
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** BALLOons”’ 
Proper Shoes With English Bags 


The characteristics of Nineteen Twenty-five 
are net to be found in moter car design 
alone. The aniversal adoption of English 
type wide bottom trousers is quite as elo 
q-ent of the new year. To make the picture 








although it can- 
not be said that 
space generally 
is getting larger 
in area per ad- 
vertisement. 
What may be 
gained from 
this is that a 
certain class of 
merchants find 
a shoe cut from 
four inches to 
six inches in 
width advan- 











tageous to use, 
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and in doing so put the thought into other merchants’ 
minds that they, too, might experiment with this size 


of shoe cut. 


In the larger sizes of cuts the average shapes up to 


be about five inches in width. In 


ment in illustration the photographic style is much 
in evidence. This is achieved through the use of pen 
and ink shading and zinc plates or through the use of 
the regular washed in drawing most used to represent 
photographs and the halftone plate with its coarse 


newspaper screen. 


Pictures as Good as Words 


The pen and ink drawing with its heavy shading 
presents a very vivid picture of a man’s shoe, and 
recommends itself to every merchant in the country 
who is looking for pictorial distinction in his adver- 


tising. 

In such handling of illus- 
trations the subject of quality 
is well covered in the picture. 
Such work is about as eloquent 
in the matter of quality as 
words. 

The very thin line for borders 
is oftenest seen. The amount of 
newspaper space given to bor- 
ders is being cut down, and it is 
easier for the real message and 
the goods advertised to make 
themselves seen. It is surprising 
how often the border is dis- 
pensed with along the sides of 
advertisements. 

Hand-Drawn Borders 

Many advertisers feel that in 
view of the fact that it is the 
habit to read down the column 
all that is needed is something 
to separate advertisements from 
ads or news matter above and 
below. If a border runs all 
around an advertisement the 
average thickness is just a trifle 
over one-sixteenth of an inch. 
If a border is used only at the 
top and the bottom of an ad 
it is usually 
18-point or & 
one - fourth & 
of an inch § 
in thick-f 
ness. Some- § 
times this is 
used in this § 
thickness § 
only at the § 
bottom orf 
the top of & 
the adver- § 
tisement Banas} 
with a 1/16- 
inch. border 
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at the opposite end. The hand-drawn border is far 
superior to any other because of the fact that it more 


generally expresses the true standing of the advertis- 


ing merchant. 

In three-column adver- 
tisements, about seven 
inches deep, the general 
text is in a size either 
12- or 14-point and the 
description of the shoe it- 
self, the technical descrip- 
tion, is in eight-point 
type. 

In four-column adver- 
tisements, nine inches 
deep, the general text is 
18-point size and the de- 
scriptions of each indi- 


the matter of treat- 





“Ta 





Tite be 
the place 


Distinctly a man's shop 
Fay «with @ cluby atmosphere 


Easy to buy—Good to look at 
Worn by thousands 
~—And Remember Men 
Are Wearing Novelty Sox 


Large assortment of carefully 
selected, all woven patterns. 95c 


Others st $1.50 


WAITERS 


GENESEE BLDG. 





We'll bet you've 
said it yourself--- 


“If I ever find a shoe store that can give me what I 
‘want every time I want it, I'll stick to them for life!” 
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Every size, that's one thing—every shoe in 
style, that’s another—and how can the shop! 
we do it? By selling shoes for men 

only, by having them made specially 

for us in chain store quantities, and 

by selling them all at one low price. 

Try us! * 


That frankly is what we started out 
to do as soon as we landed in Jersey 
City, and lo and behold there are 
already enough men “sticking to us 
for life” to populate a young city. 











Here’s value! 


You're not expecting an oxford as 














Open ‘til © o'clock Saterday Evenings. 





vidual shoe is in 10- 
point size. 

In the one-column 
advertisements the 
general text is in 
eight-point size. 

And the adver- 
tisements look well 
under these specifi- 
cations. 


Ads ‘Getting Bigger 

The four-column, 
nine-inch deep ad- 
vertisement repre- 
sented the maximum 
size advertisement 
barring the full 
page size, of which 
there were only two 
in the entire survey. 
The average size ad- 
vertisement is about 
three columns wide 
and eight inches 
deep as shown in the 
advertising covered. 

Authorities give 
the ideai size of ad- 
vertisements as fol- 
lows: when an ad- 


vertisement runs over the single- 
column size in width, the number of 


columns multiplied by three would 
give the best proportions for depth. 
This would make a two-column ad- 


re B R BAKER o 


vertisement six inches deep; a three- 
column advertisement nine inches, 
deep, etc. 
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Daily Program of Sixth Annual Boston 
Shoe and Leather Fair 


MECHANICS BUILDING, JULY 7, 8,9, 1925 


Tuesday, Fuly 7 


Exposition opens at 1 P.M. 

Working exhibits in operation, 2 to 5 P.M.; 7 to 8:30 P.M. 
Style Revue in Grand Hall, 8:30 P.M. 

Exposition closes, 10:30 P.M. 


’ 
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W ednesday, “fuly 8 


Exposition opens at 10 A.M. 

Special meeting of Directors of National Boot and Shoe Manufac- 
turers’ Association, the Copley Plaza, 10 A.M. 

Working exhibits in operation, 2 to 5 P.M.; 7 to 8:30 P.M. 

Style Revue in Grand Hall, 8:30 P.M. 

Exposition closes, 10:30 P.M. 


’ ' , ’ ' ’ 
gly - y - - 
Pe E b 4 Ls Ls £ 


' 
m); 


givity 


Thursday, Fuly 9 
(“Public Day”) 


Exposition opens at 10 A.M. 

Working exhibits in operation, 2 to 5 P.M.; 7 to9 P.M. 

Hospitality Ocean Outing complimentary to visiting buyers 
guests. Special steamer leaves wharf at 4:00 P.M. 

Final Style Revue in Grand Hall, 8:30 P.M. 


Exposition closes, 10:30 P.M. 
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“Made Stronger to Wear Longer” 


eA nnouncement: 
KINDER-GARTEN SHOES 


can now be purchased direct 


from the factory 


INDER-GARTEN shoes 
have been manufactured 
by the FARGO-HALLO- 
WELL SHOE COMPANY 
for twenty-eight years, and 
were distributed by a Chicago 
wholesaler. These shoes can 
now be purchased direct from 
the factory. 
No. 3270—Maho, 
3246—2 to § 


SEEM 08 Gee cvscccctevevevtevecus 1.85 
3217—8}4 to 12 2.35 


No. 3346 Mahogany Whole Quarter Blucher 
Special Scroll stitching on quarter 

MITT, co cu ss ceecevaces+0i00. $1.85 
EN ES ee 2.35 
PTE: pevcs ctavedeedecvesoutue 2.65 


Lower overhead and more efficient distribution 


assure the dealer an unusual advantage. 


Complete floor Stock from which we will serve you 


carefully and promptly. 


On display in Boston from July 6 to 18, at United 


States Hotel, Room 15. 


FARGO-HALLOWELL 


SHOE CO. 


1701-1707 No. Robey St., Chicago, Ill. 


When writing to advertisers please mention Boot anv Suox Recorper 
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They’ll come back 


—and bring their gang with them 


F course they'll come back if you give them just what they 

want! Boys know Keds and want Keds. You can prove 

that you sell the real thing by showing them the name Keds on 

the shoes. In telling your boy customers to look for the name 

Keds, you make friends with them. They trust you. They'll 
come back, and bring all their friends to your store. 


Teach your trade to look for the name Keds. Every time you 
do it, you protect them and yourself. In protecting them you 
gain their confidence. They will naturally come to you to get 
genuine Keds. 


United States Rubber Company 


Keds are made only by the 
United States Rubber Company 











REG. U.S PAT. OFF. 
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All Plans Complete-for Boston's Big 
Shoe and Leather Fair 


More Working Exhibits Added; Extensive Program Outlined by 
the Hospitality Committee 


Boston Shoe and Leather Fair was held on Sat- 

urday, June 27. President A. F. Bancroft was 
present and gave added enthusiasm to the get-together. 
He sounded the keynote of “New England Hospitality 
at its Best,” when he said: 

“We are going to do this thing right. I do not want 
one single person to feel he has not been given the 
very best attention. We are going to try very hard to 
make people feel that our hearts are in the right spot.” 

Chairman T. A. Delany presided. Paul O. McBride 
of the Milford Shoe Co. was present and gave valuable 
suggestions for the entertainment of the visiting 
buyers. , 


A MEETING of the Hospitality Committee of the 


Special Committee’s Report 


“Syd” L. Curry of Ordway & Clark, Inc., as chair- 
man of the boat, the band and the caterer committee, 
reported that the Rose Standish, with a capacity 
approximating 1900 had been engaged for the outing, 
Thursday, July 9, at four in the afternoon. Mr. Curry 
was instructed if that boat was not large enough to 
have another boat in readiness. The best band avail- 
able has been engaged. One of the finest firms of 
caterers in the country has been engaged and this 
caterer is now making plans to feed at least 1500— 
the more, the merrier. A fine entertainment for the 
boat trip has also been planned, while the boat sails 
down the harbor by Little’s Point and the Summer 
White House and other points of interest in that 
vicinity. 

Harry H. Ripley is in charge of automobiles, to the 
use of which every buyer is entitled. It is planned that 
machines will run frequently between the South Sta- 
tion, the Copley Plaza, 110 
Summer street and other 
pointsto Mechanics Building, 
where the show opens July 7. 


Good Style Show Seats for 
Buyers 


Waldo M. Oakman, chair- 
man of the Registration 
Committee, reported that 
his committee of four could 
handle the work efficiently. 
Mr. Oakman has been in 
charge of registration for 
several years and his sugges- 
tions were considered most 
valuable. President Bancroft 
again emphasized that he 
wished every buyer to feel 


shoes. 


bleizing. 


Imposing Array of Working 
Exhibits 
Two more working exhibits have been 
added to the six previously announced for 
the Boston Shoe and Leather Fair. The 
Barbour Welting Co., of Brockton, Mass., 
will have a booth in the basement and will 
show how its Stormwelt is applied to 


Everlastik, Inc., New York, will show 
how goring is woven. Other exhibits, an- 
nounced previously, include shoemaking, 
satin weaving, last making, pattern de- 
signing, tanning machinery, leather mar- 


that there was a warm welcome for him in Boston, and 
that no unnecessary delays should be experienced by 
buyers on their arrival at the hall. Buyers will be 
given the best seats, in the first four or five rows of 
the balcony, during the Style Show performances and 
the ushering will be in charge of professionals. When 
the buyer is shown to his seat, he will find a program 
which will tell him about “the doings.” 

From the time of the opening of the doors of the 
National Shoe and Leather Exposition and Style Show 
on Tuesday, July 7, until the big “get-together” on the 
Rose Standish, manufacturers and buyers. will 
virtually “live under one roof,” as members of a happy 
united family, with New England a charming host. 


Hospitality to Visiting Ladies 


And while the men folks are fraternizing and being 
entertained, the shoe women will be equally well enter- 
tained by a Women’s Hospitality Committee. Head- 
quarters have been established at the Copley Plaza, 
with Mrs. A. F. Bancroft as general chairman; Miss 
Helen M. Haney, of the RECORDER staff, as chairman, 
and the following committee: 

Mrs. Charles T. Cahill, Mrs. Charles C. Hoyt, Mrs. 
Thomas F. Anderson, Mrs. Chester I. Campbell, Mrs. 
Frank S. Farnum, Mrs. B. W. Rankin, Mrs. James A. 
Munroe, Mrs. Waldo M. Oakman, Mrs. E. B. Terhune. 
Mrs. A. D. Anderson, Mrs. R. D. Northrop, Mrs. James 
H. Stone, Mrs. Harry Malloy, Mrs. George Lovely, 
Mrs. W. H. Larkin, Mrs. Charles W. Morrill, Mrs. 
George W. Manson, Jr., Mrs. D. F. Quigley, Brockton, 
Mass.; Mrs. Lee Baker, Brockton, Mass.; Mrs. 
Thomas C. Childs, Holyoke, Mass.; Mrs. Cornelius L. 
Mahoney, Lawrence, Mass.; Mrs. Henry Hagen, Mrs. 
Charles C. Ferrers, Mrs. 
John Fischer, Mrs. William 
LeBrecht, Mrs. Everett 
Bradley, Haverhill; Mrs. 
Albert M. Blake, Lynn; Mrs. 
A. M. Creighton, Brookline; 
Miss Marion R. Spencer, of 
the Tolman Print, Brockton; 
Mrs. J. J. Buckley, Boston: 
Mrs. G. E. Lenz, Arlington, 
Mass. 

The chief features of the 
entertainment for the visit- 
ing ladies are: an automo- 
bile ride along the North 
Shore followed by a dinner 
and a trip to Lexington 
and Concord, followed by a 
bridge party and dinner. 
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AFFOR KID 


The Ideal Calf Leather 


for many Style shoes 


UCCESSFUL men know the value of “playing with winners.” A successful 

shoe merchant advances his own success a rung or two up the ladder by 
handling shoes of well-known makes, which means, shoes with a reputation 
for quality and leadership. Good shoes are made of good leather. 


KAFFOR KID is a distinctive tannage of calf. It has the lightness of Kid or 
Kangaroo, but the sturdiness of calf. 


KAFFOR KID is an ideal calf leather for light weight, fine finished women’s 
or men’s style shoes. Its fine finish adds to the beauty of the shoe. Its fine grain 
gives fineness to the background of the refined patterns now the vogue. Its 
non-scuffing characteristic adds to the value of children’s shoes. 


Nationally known shoe merchants from experience find Kaffor Kid helpful 
in building sales. They follow their judgment. 


We invite other aggressive and successful merchants to specify Kaffor Kid. 
Leading manufacturers are showing a variety of modish styles from which to 


select. “The Story of Leather’ 
sent free on request. 













Style No. 1334 
Dorothea pattern, made of Black 
Kaffor Kid, specially adapted for 
summer and fall seasons of 1925. Made 
over several popular lasts. 

Lax and Abowitz 


Manufacturers of High Grade Ladies 
Footwear 


Brooklyn, N.Y. 


The Ohio Leather Company 
Girard ~ Ohio 
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A. H. GEUTING 
Past President of the National 
Shoe Retailers A 
Director; also Chairman of the 
Ways and Means Committee 
of the N.S. R.A 


Why 


we spec 


Kaffor 


BOOT AND SHOE RECORDER 75 










\\ 
\\ 


ss’r. and now a 


= 








| 


. 
1230 





‘308 cH - 
ESTNUT sr. 
© 8. CLeventn sr. 
PHMADEL EH 





With 
cont imea very best Wishes for your 
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The Ohio 
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Ohio. 





Company, 


Gent lemen; 












A. H. emery Co. store at 
1308 Chestnut St., Philadelphia 
said to be “The Most Perfect 
Shoe Store.” The Geuting Idea 
is: “The merchandising of foot- 
wear for all the family.” 


ou 
Let will keep up the, oPi2s your prod. 
aed a i Pema emard we have so 
K|/ 
Sineerely yours, / / 
Uv / 
A. z. GUET ING COMPANy , 


G. 
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A Man who Loves 


HERE are thousands like him. They want what 
they want and can pay for it. They’re the men 


who buy shoes with lacing hooks. 


v 


Gf Mee ea 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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The Shoe Traveler of Today Is Merchandising Adviser 


‘A Shoe with a Reason, Well Sold and One That Will Fit, Is Always in Season,” Says Peter 
N. Fick—Boston Travelers Make Elaborate Plans to Entertain Visiting Buyers 


HAT the worth-while shoe 
traveler of today is not 
merely a “commercial trav- 
eler,” but “a merchandising ad- 
viser” is the theory of Peter M. 
Fick of Macon, Ga., who covers 
nine of the South Atlantic states 
and Cuba for the Smaltz-Goodwin 
Co. “Pete” has had only four lines 
in the last twenty-four years, and 
is one of the most successful sales- 
men making this territory. His 
motto is, and always has been, “A 
Shoe with a Reason, well Sold, and 
one that will fit, is always in sea- 
son.” He states that he “sells on to 
the shelf only what he is sure will 
sell off of it. A pair of shoes on 
the shelf,” reiterates he, “that can- 
not be sold in a satisfactory fitting 
is worthless. The price is no issue.” 
Another theory held by Mr. Fick is 
that “a woman’s whim is 90 per 
cent of her nature. She wants what 
she wants when she wants it. The 
merchant’s idea may be hers and 
it may not. Just because the milli- 
nery merchant, for instance, may 
expect to sell a beautiful hat for 
at least $20, is no reason why the 
woman should think the hat worth 
$20; in fact, to her, it may not be 
worth ten cents—in that locality— 
while in another locality it might 
as easily sell for $25 as for $20. A 
proper sense of the fitness of the 
merchandise for a certain locality 
is a prime necessity.” Mr. Fick al- 
ways co-operates with the store 
merchandising man and together 
they figure out the situation. From 
his long years of selling, he under- 
stands local conditions. He knows 
that what will often sell in Atlanta 
will not sell in the same volume in 
Macon. “Today’s combination of 


utility and beauty, brought about 
by craftsmanship.” says Mr. Fick, 
“is a happy one. It is the duty of 
the salesman to be a prime factor 
in selling to the merchant the types 
he can best use.” 


Rankin’s 100th Trip South 


When A. E. Rankin returned to 
Boston some three weeks ago from 
one of his long trips, it marked the 
one hundredth anniversary of his 
selling journeys in Southern terri- 
tory. For fifty years, twice a year, 
just as regularly as the sun rises in 
the East and sets again in the 
West, A. E. Rankin packs his sam- 
ple cases and fares forth to call on 





Special representative for Mrs. 
A. R. King, Philadelphia. 


his wide circle of retail shoe mer- 
chant friends in Dixieland. His 
first trip was made in 1875. He 
sells the Alden, Walker & Wilde, 
Inc., line of East Weymouth. He is 
a member of the Hospitality Com- 
mittee on the Boston Shoe Style 
Show and of the Southern Shoe 
Salesman’s Association. 

Until his 101st trip Mr. Rankin 
will make his headquarters at the 
Alden, Walker & Wilde, Inc., sam- 
ple rooms, 401-402, 183 Essex 
street. During Style Show Week, 
he may also be found at the com- 
pany’s booth at the Mechanics 
Building and at the Copley Plaza. 


“Jimmie” Gorman Sells 
Mrs. King’s Line 


“Jimmie” Gorman (so he signs 
his name, for no one in the whole 
trade would think of the first name 
of the former Educator demonstra- 
tor in any other form), has made 
arrangements to represent Mrs. A. 
R. King’s line of children’s shoes. 
Mr. Gorman will attend the Boston 
Shoe Style Show with headquarters 
at the Lenox Hotel. He will con- 
duct the same line of work for Mrs. 
A. R. King’s children’s line that he 
did for the Rice & Hutchins, Inc., 
“Educator” line—in other words, 
their special salesman—will call on 
the -trade- and will assist in the 
building up of their trade in vari- 
ous territories. 


Home from Trip 


Charles MacLaughlin of Mac- 
Laughlin-Sweet, Inc. returned to 
his home in Lynn, recently, after a 
trip through Western markets. 
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QSSNu¢ 


“Q-SO-SNUG” we 


and 


fa)  “Q-SO-EZ-R” 


‘OL! 





Two Significant Names, Reinforced 
by Equally Significant Q-U-A-L-I-T-Y 


. HESE shoes are made to 
Of Special Interest to surprise the thousands who 

Wholesalers have been used to paying much 
Our New STAMP and SHIP Plan omc 


Every wholesaler of “O-SO- . : ; 
SNUG” and“O-SO-EZ-E” shoes Their ever-increasing sale shows 


owes it to himself to be fully in- that they hold the customers 
formed as to the advantages of th h 

this brand new merchandising CY Mane. 
plan—NOW IN FORCE IN : 
OUR IN-STOCK DEPART- Support and Comfort—with- 


MENT. out the unsightly looks of the 
Write for full details strictly orthopedic last. 


Leather Quality—Our repu- 


tation for using the finest obtain- 
able black kid is everywhere 
conceded. 


Reasonable Price — which 
opens the eyes of customers, and 
yet affords ample profit to the 
retailer. 














Leading Wholesalers Are 
Our Distributors 


' EE TaylorCompany 


BOSTON, MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 





_ 
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CARL BEEMAN 


Who sells Trail-Moc shoes to 

the wholesale trade. Boston 

office, Room 213, 139 Lincoln 
street. 


Carl Beeman sells the. product of 
the Trail-Moc factory to the whole- 
sale trade of the country. He has 
moved his Boston office to Room 
213, 139, Lincoln street, where he 
will show his line to the visiting 
trade. Mr. Beeman was for many 
years a member of the retail trade. 
He has had factory experience and 
is well acquainted with the volume 
buyers in the large cities. He is a 
native of Texas, but for some time 
has made his home in New York 
City. 


Joseph Cordeau “Speaks Up” 


Joseph A. Cordeau, who is re- 
sponsible for the production of 
Trail-Mocs, has been connected 
with the manufacture of shoes in 
New England for 35 years. He is 
surely an authority on “what’s 
what” in this type of footwear. 

This is a happy combination of 
maker and seller. Said Mr. Beeman 
recently: “Our factory is located at 


Saco, Maine, in a town where labor. 


conditions and factory equipment 
are ideal for the economical produc- 
tion of Trail-Mocs. We are meeting 
with a gratifying measure of suc- 
cess in the manufacture and sale of 
infants’, children’s, misses’, boys’, 
youths’, women’s and men’s Good- 
year welt moccasins, with both 
hand and machine-sewed tips—a 
complete line for “hiking” fishing, 
hunting, and golf, as well as for 
work and general outdoor wear. 


J. A. CORDEAU 
Maker of Trail-Mocs. 





Boston Shoe Travelers 
Meet 


The Boston Shoe Travelers’ As- 
sociation held a special meeting on 


last Saturday at the United States 


Hotel when details for the outing 
arranged for visiting buyers to the 
Boston Shoe Style Show were per- 
fected. The boys of the Boston Shoe 
Travelers’ Association will co-op- 
erate 100 per cent with the Shoe 
and Leather Fair Committee in a 
trip down Boston Harbor on a spe- 
cial steamer. The sail will include 
Massachusetts’ historic NorthShore. 
The boat will leave about 4 P.M., 
Thursday, July 9, and will return 
about 9:30 P.M. A buffet luncheon 
was served at the meeting and 
many committees appointed. There 
was a good attendance and much en- 
thusiasm over the event was mani- 
fested. Elaborate plans have been 
made to give the visiting trade the 
very best efforts of the hospitality 
committee for a most enjoyable 
excursion. 


Edwin Clapp Men 
Report Favorably 


Several salesmen of Edwin Clapp 
& Son, Inc., located at East Wey- 
mouth, Massachusetts, have re- 
turned from their territories and 
have made many pleasing reports. 

Road sales exceeded by far those 
of the past season, also those of the 
corresponding period of a year ago. 

Mail orders are coming in and 
showing the same proportion of in- 
crease, and all indications point to 
even better business this fall. 
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ALFRED K. NEW 


Represents E. E. Sullivan, Inc., 
Haverhill, in New England. 


Alfred K. New, with office at 10 
High street, Room 522, sells the 
line of E. E. Sullivan, Inc., Haver- 
hill, Mass., to the New England 
trade. Mr. New will also be in at- 
tendance, with Edward E. Sullivan, 
head of the house, at the Boston 
Shoe Style Show, Booth 320, where 
all of the new effects in this line 
for fall will be on display. 

Mr. New has represented the E. 
E. Sullivan line for the past two 
years and reports that this line of 
women’s up-to-the-minute turns are 
getting “snappier” all the time. 
“The big bet of the present,” said 
Mr. New, “are plain pumps, mostly 
D’Orsay, in patent leathers, satins 
and kid—white kid has been excep- 
tionally good. For fall, it looks as 
though many suedes and velvets 
would be chosen. Heels are running 
into greater heights—some of the 
New York trade choosing 20/8 
heights. The E. E. Sullivan folks 
also have an office on the fourth 
floor of 203 Essex street and in ad- 
dition to the company’s booth at 
the style show, samples will also 
be shown at the Copley Plaza. 


Guy Moses Back 
from Savannah 


Guy P. Moses has returned from 
Savannah, Georgia, where he rep- 
resented Edwin Clapp & Son, Inc, 
of East Weymouth, Massachusetts, 
at the convention of the Southeast- 
ern Shoe Retailers’ Association. 
The convention was held at the 
Hotel Savannah. It was well at- 
tended and proved very profitable. 
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5,400 


In the Audience! 


“At a recent showing of your motion picture 
‘Health’s Foundation’ at one of our theatres, in two 
nights 5,400 people were in the audience and over 
2,000 booklets on leather were given to those re- 
questing them.” 








This is a quotation from a recent report from 
just one of the many thousands of towns and cities 
in which the leather story is being carried to the 
public. Twenty-four movie reels are on the road, 
being shown almost daily, nearly half a million 
booklets have reached the public’s hands, and all 
this in addition to big space in daily papers and 
The Saturday Evening Post, men’s and women’s 
magazines, trade papers and signboards. 





Never before has leather been so generally dis- 
cussed or so much appreciated. 


Are you taking advantage of this strong selling 
movement ? 


Nothing takes the place of 


LEATHER 


AMERICAN LEATHER PRODUCERS, Inc. 
ONE MADISON AVENUE, NEW YORK, N. Y. 











When writing to advertisers please mention Boot AND Suor RecorpErR 
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Hospitality Committee 
Personnel 


Among the members of the Hos- 
pitality Committee, headed by T. A. 
Delany, chairman, are the follow- 
ing: Waldo M.-Oakman, Harold P. 
Smith, R. Armstrong, Fred Brew- 
ster, Frank Shirley, W. P. Brennan, 
G. T. Cummings, “Syd” L. Curry, 
H. P. Goss, “Jack” Jones, George 
Lovely, W. H. Larkin, Thomas A. 
Meade, Jr., H. P. McNulty, William 
Noll, F. B. Percy, R. R. Rounding, 
F. W. Stanton, J. J: Whalen, A. E. 
Rankin, H. H. Ripley, E. A. Ter- 
hune, L. A. Hunt, H. E. Lynch, 
Charles W. Morrill, Robert Mills, 
George W. Manson, Jr., George 
Ashe, H. M. Barnes, T. F. Crehan, 
W. H. Dean, J. E. O’Brien, L. B. 
Cubbison, H. A. Goller, W. J. Howe, 
F. W. Lord, Arthur Eldridge, J. W. 
Meggatt, L. F. Burdett, George L. 
Starks, Lawrence Duffy, D. F. 
Quigley, George W. Foster, V. H. 
Moss. 

Helen M. Haney of the RECORDER 
staff is chairman of the Women’s 
Entertainment Committee. Mrs. A. 
F. Bancroft is general chairman. 


Interstate Men in Boston 


A. Lee Briggs, sales manager for 
Interstate Shoe Co., Bernard L. Dur- 
gin, Harold T. Bradley and Oscar 
J. Newton will be very much “on 
the job” during the days of Boston 
Style Show week. They will show 
their new lines for fall at the Hotel 
Essex. 


“Billy” St. Louis Sells 
Morey-St. Louis Line 


“Billy” St. Louis is now selling 
shoes for his own company, namely, 
The Morey & St. Louis Co., Haver- 
hill. All the trade knows “Billy” 
St. Louis. Mr. Morey was for 25 
years superintendent of the Chesley 
& Rugg factory and is thoroughly 
conversant with the making of 
women’s shoes. “Billy” has a 
“snappy” line of samples, made by 
the “Littleway” process, which he 
has on display at the Essex Hotel, 
Boston. 


Terhune Back from Trip 


E. A. Terhune, who travels for 
Alden, Walker & Wilde, Inc., in the 
eastern half of Pennsylvania, Bal- 
timore and Washington, states that 
he notes a more confident attitude 
on the part of shoe buyers in his 
territory. 
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CHARLES B. TAFT 


New England representative 
for P. W. Minor & Son, Inc. 


Charles B. Taft, New England 
representative for P. W. Minor & 
Son, Inc., Batavia, N. Y., will show 
his line of new in-stock shoes at 
his usual suite of rooms at the 
Hotel Lenox, Boston, during the 
days of the Boston Shoe Style 
Show. 


Northwest in Prosperous 
Condition 


The RECORDER has recently re- 
ceived a communication from Sea- 
attle, Washington, from its good 
friend, “Jack” Gorman of Murphy, 
Gorman & Waterhouse, Lynn and 
Boston. “Jack” is just “turning his 
nose” eastward, after a 10,000-mile 
business trip.in the interests of his 
firm. He writes, as follows: “Things 
are in great shape here in the 
Northwest.: Business is good and 
prospects for fall excellent; the 
wheat crop looks most promising. 
Everyone in these parts is expect- 
ing an exceptionally prosperous fall 
trade.” 


Waldo Oakman Home 


Waldo M. Oakman, who sells the 
Beacon line of the F. M. Hoyt Shoe 
Company, returned to Boston last 
week, so as to give most valuable 
assistance in helping to “put 
across” the Boston Shoe Style 
Show. In addition to a booth at Me- 
chanics Building, “Oakey” showed 
his line at the Copley Square Hotel, 
at 10 High street, and served as 
chairman of the Registration Com- 
mittee at Mechanics Building. 
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“Billy” Reynolds At 
Boston Show 

“Billy” Reynolds, who sells the 
“Reyco” shoe ornaments and jew- 
elry novelties to the -retail trade, 
intends to have a most interesting 
feature in his booth, 82-83, at the 
Boston Shoe Style Show. There will 
be a miniature runway, with a very 
attractive and experienced model, 
for the past two years taking a 
leading part in one of Broadway’s . 
big productions. 

“Billy” is a good salesman as 
every retail shoe merchant in the 
country well knows. He believes 
that the Boston Shoe Style Show is 
the place to make a big display 
and this year, on account of the 
good recognition which he has pre- 
viously received, he announces 
that he is going to spend twice as 
much money and put on “the best 
showing of ornaments ever.” 

Demonstrations of the different 
types of buckles on different styles 
of shoes will be given—as well as 
the simple and effective “Buck-el- 
on” instep protector and buckle 
holder. 

The Reynolds Co. through the ac- © 
quisition of G. Herman Pulsifer, 
and its new plant, now caters to the 
entire trade, the shoe manufactur- 
ers, jobbers and retail shoe mer- 
chants. 


Cahill Salesmen in 
Territories 

The Cahill Shoe Co.’s salesmen 
are busily at work in their terri- 
tories, showing the company’s en- 
tire new line of “Cahill’s Catchy 
Creations.” The following is the 
Cahill roster of salesmen and ter- 
ritories covered: Tom Cahill, East; 
Bob Cahill, Northwest and Middle 
West; George Coleman, Alabama, 
Georgia; John Hach, Michigan; E. 
W. McKeown, Ohio; V. C. Olson, 
Wisconsin, Minnesota; R. J. Pat- 
rick, Virginia, North and South 
Carolina; George Schuette, Indiana; 
James Srail, Cleveland; Hugh 
Stevenson, Mississippi, Louisiana, 
Arkansas; J. T. Murray, Califor- 
nia; Harry Cahill, Oklahoma, 
Texas; W. W. Watkins, Kentucky, 
Tennessee; Carl Hiemburger, Penn- 
sylvania. $: 

“Tom” Cahill will attend the 
Boston Shoe Style Show and will 
have a sample room at the Hotel 
Essex. Mr. Cahill states: “I have 
made a close study of prevailing 
and coming demands. We have con- 
structed our line with the greatest 
care, leaving nothing undone in 
style or selling values.” 
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Presenting For Fall 


Darbrook Shoe Satins 
and ‘fabrics 


In Black and an expertly styled range of Paris- 
approved colors for day and evening wear. 


‘By the manufadlurers of 








Represented By: 
W. A. Gallup—Cincinnati, Ohio 
T. F. Leary—Boston, Massachusetts 
Henley & McGaghey—St. Louis, Missouri 
G. Fitzgerald—New York, N. Y. 
D. J. Finn—Philadelphia, Pennsylvania 


SCHWARZENBACH, HUBER & CO. 
478 FOURTH AVENUE, at 32nd Street 
New York City 
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General Retail Situation 
in Chicago Very Good 


CHICAGO—During the last two 
weeks in June the retail shoe busi- 
ness in Chicago enjoyed a consid- 
erable change for the better and 
one finds but little in the observa- 
tions of the merchants that tends 
toward pessimism regarding shoe 
retailing. 

The State Street stores had a 
big run in many styles which de- 
pleted many stocks of the choicest 
of the summer patterns but there 
is still a very steady call for the 
summer’s newest. 

The general demand for whites 
centers in the plain white kids and 
fabrics with the pattern call fairly 
evenly divided between straps and 
gore patterns, except in the case of 
the younger buyers who refuse to 


have anything to do with many 


styles except the pump patterns. 

The kid and fabric whites are be- 
ing very daintily and attractively 
decorated with black and white 
enamel bows and buckles and with 
some jeweled ornaments that very 
successfully carry on the ornament 
volume that was so profitable 
through the earlier part of the 
season. 


Holding Off on Cutting Whites 


Our manager said: “Surely there 
can be little occasion for any mer- 
chant placing any of his white foot- 
wear at sales prices at this time of 
the year when the demand has had 
only a small opportunity to develop. 
With the white shoes you have a 
peculiar problem. Women will not 
purchase them until the warm 
weather comes and brings the rea- 
son for them and filmy footwear— 
and all of the sale effort one may 
do only serves to cheapen the ulti- 
mate value of the shoes in the full 
tide of the season. Not a white shoe 
in my store will be sold at other 
than the regular mark-up price 
until after the middle of July at 
the very earliest—unless it should 
so happen that I sell enough to cut 
my sizes all to pieces in the mean- 
while when it’s too late to fill in.” 


Pastel Shades Good 


At Martin and Martin’s store, 
I. Miller on State street and Michi- 
gan avenue where are some espe- 
cially attractive white windows and 
along with them in the case of 
I. Miller particularly some pretty 
pastel doeskin models backed by 





Leading Materials 
Blond shades in satin and 
leathers and the black satins 
and patents still continue to 
be a strong factor in the sell- 
ing and it seems reasonable 
that their hold on the public 
will continue to be strong. 
Tans are still good—the 
pigoat sport combinations are 
popular and the general feel- 
ing is that tans will run in the 
light shades well into the late 
fall and early summer months 
with but little change in popu- 
larity of either shade or pres- 
ent patterns. 











vari-colored hosiery that is attrac- 
tive. 

Some tendency is developing for 
wearing of pastel shaded hose with 
the white footwear, in harmony 
with the costume and many shoe 
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merchants are taking advantage of 
the beginning of the fad to show 
the lighter hosiery shades. This is 
a very effective costume fancy and 
for the summer ought to be both 
well followed and profitable. 


Ankle Strap Styles 


Alfred J. Ruby, Inc., on Wash- 
ington and Wabash avenues is 
showing an attractive variation of 
the strap model with an ankle strap 
in the usual position, but the instep 
Strap, instead of centering up over 
the foot, swings a little off to the 
outside of the foot and the strap is 
fastened with an ornamental buckle. 
This is effective in a white kid 
model, black trimmed with a black 
and white ornamental fastening. 


Wholesale Situation 

H. F. Dovenmuehle, one of the 
well known pioneers of the shoe 
trade in Chicago, died recently. 
Some months ago the Dovenmuehle 
Company, for more than thirty 
years one of the outstanding 
jobbing houses in the Chicago mar- 
ket, was liquidated and Mr. Doven- 
muehle and his son entered the real 
estate business in Chicago. 





White Patterns Continue 
on Big Scale in St. Louis 


ST. LOUIS—Business in the re- 
tail shoe trade during the week end- 
ing June 27 was not as good as 
preceding weeks. White shoes con- 
tinued to sell freely. The white sea- 
son which is expected to run until 
at least the middle of July was pro- 
noynced by many the biggest ex- 
perienced in years. 

With the huge white demand, 
patent and black satin styles are 
not so strong. Some pairs are being 
sold, but the call is not as brisk as 
it was a month ago. 

Blond kid is being sold in fair 
proportion. 

Some sport oxfords have been 
selling and white buck trimmed in 
tan with a crepe sole has been a 
popular style. 


New Shoe Departments 


The Grand Leader shoe depart- 
ments will be remodelled and an 
addition of twenty feet will be 
added. The changes will be made in 
the women’s, men’s and children’s 
departments. A. J. Pauley, manager, 
said that new fixtures throughout 
would be installed and huge show 


cases would face the aisle running 
parallel with the departments. 


Sonnenfeld’s Best Bet 


The best-selling pattern during 
the week at Sonnenfeld’s shoe de- 
partment, according to L. F. Mc- 
Connell, was a pump with a triple 
bow, in white kid. The number was 
also popular in blond kid, black 
satin and patent. A 16/8 or 14/8 
spike heel was carried on the shoe. 


Unique Sale 


Dr. A. Reed Cushion Shoe Co. of- 
fered in a one week’s sale $2 for the 
customer’s old shoes on the pur- 
chase price of a new pair. Large 
newspaper space was used in an- 
nouncing the sale. The advertise- 
ment also announced that the old 
shoes would be donated to the Near 
East Relief. Moving pictures were 
shown in the store of the destitute 
in the Near East, where the turned- 
in footwear would be distributed. 


In discussing the success of the 
sale, J. Q. Brown, president, stated 
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“LORRAINE” 
BLACK SUEDE 


Deep-Rich-Black with a velvety suede feel. 
Ghis beautiful leather is ideally adapted to 
Milady’s smartest footwear. 


High quality and low cutting figures make it 
equally attractive to the shoe manufacturer 
of women’s fine footwear. 


Ask Us For Samples ; 


Barnet Leather (00., nc 


Tanners of “LITTLE FALLS” Leathers and “LORRAINE” Leathers 
360 MADISON AVENUE, NEW YORK CITY 


Tanneries: LITTLE FALLS, New York 


Distributing Agents: Boston Distributors 


SAN FRANCISCO BARNET LEATHER CO., INC. 
MILWAUKEE OF MASS. 


CINCINNATI 
ST. LOUIS 98-100 South Street 


Os a iv 
ROCHESTER ; Boston, Mass. 
™ r } 
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that the returns were not as satis- 
factory or as large as anticipated. 


Electric Sign for Williams 

The C. E. Williams Shoe Com- 
pany has placed on the front of its 
three-story building an electric sign 
which runs from the second story 
to the roof. 


Springer Named District 
Manager 


William Springer, formerly mana- 
ger of the Hood Rubber Company’s 
St. Louis branch, has been ap- 


pointed district salesmanager of 
the company’s southern division, 
with headquarters in St. Louis. He 
assumed jurisdiction over all of the 
Hood footwear branches and job- 
bers handling the line in this terri- 
tory. 

He will retain supervision over 
the St. Louis and Kansas City 
branches. 

James S. Barrie, who has been 
connected with the Hood Rubber 
Company at the main office in 
Watertown, Mass., has been made 
manager of the St. Louis branch to 
succeed Springer. . 





White Sales in Cleveland 
Reach Satisfactory Peak 


CLEVELAND—Retail sales in 
Cleveland shoe stores increased 
greatly during June. Warm weather 
that has been seasonable is respon- 
sible for the quickening of business. 
The parks and bathing beaches are 
open and the golf courses are draw- 
ing thousands daily. This has 
brought a great demand for shoes 
that may be worn in the open. Mer- 
chants here, in many instances, 
were deceived as to what the women 
would wear for golf and their social 
events. 

Merchants here anticipated a 
better sports season this year than 
last, although their experiences of 
recent years have taught them not 
to plunge heavily in buying a 
model. 

Shoe store buyers did not order 
white shoes very heavily from 
manufacturers, and the latter not 
being able to anticipate what would 
happen, did not prepare for a heavy 
white season in Cleveland. How- 
ever, white kid shoes have been 
selling very freely, exceeding far 
the anticipations of most mer- 
chants. 

In one store, during June, white 
kids were about 46 per cent of the 
entire sales. The C. E. Petot Co. 
made a big purchase of white kids 
last winter, from a manufacturer 
who had made a good buy of 
leather, with the result that Petot 
was able to put on the market white 
kid shoes at his regular price of 
$6. An avalanche of buying in his 
store followed. 

Black Materials Good 

Black patents and tans are selling 
in about equal number in this city. 
Shoes are moving freely here, and 
there are no special sales to be seen 
anywhere, although a department 


store now and then offers a lot 
of. shoes that were purchased 


especially. 


Men’s Trade Good 


A. W. Laetsch, manager of the 
French, Shriner and Urner store in 
this city at Euclid avenue and E. 
9th street; has been selling sport 
styles to men since January. He 
carries a complete display of sports 
in the window from January until 
the next winter and has been able 
to sell sports during these periods. 

Tan oxfords are popular with the 
men buyers at this store, although 
some blacks are sold. For fall Mr. 
Latesch is banking on oxfords that 
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are sturdily built, with tan the pre- 
dominating shade. 


Frey Opens Store 


F. E. Frey was receiving the con- 
gratulations of his friends in this 
city, Saturday, on account of the 
handsomely furnished store that he 
has opened at Detroit avenue and 
Warren road in Lakewood, which is 
a thriving suburb of Cleveland. The 
appearance of the store, with 
natural light, light gray colored 
fixtures and neat arrangements of 
stock on shelves on the two walls 
of the room, was the subject of fa- 
vorable comment. Mr. Frey, for 17 
years, has been with the Stone Shoe 
Co. in responsible positions. He was 
manager of the men’s department 
before opening his own store. 


Adds Shoe Department 


The department store, operated 
by W. C. Zucker at 7405 Wade Park 
avenue, in this city, now has a shoe 
department, the new stock being 
purchased in the last week. A line 
of Buster Brown and Brown-Built 
shoes are carried. 


Goldberg Buys Store 


The Henry Clothing and Boot 
Shop, which has been operated for 
several years by Henry Goldberg at 
3801 W. 25th street, has been sold 
to Louis Gottlieb, who for a num- 
ber of years was in business in 
Buffalo. 





White Kid Strap Styles 
Leaders in Cincinnati 


CINCINNATI—Erratic weather 
during the week ending June 27 
curbed sales of shoes somewhat. 
However, business for the week was 
fair, but not up to the sales made 
last week. 

White shoes have greatly ex- 
ceeded the merchants’ expectations 
this year, as already a great many 
of the stores are thinking about 
cleaning up on whites, and many of 
them feel that their stocks will be 
pretty well depleted in a couple of 
weeks. White kid in strap patterns 
has been the principal seller, but 
white pumps have also had a big 
run. 

Interest in Materials 

Styles in the women’s footwear 
indicate women are now thinking 
more of material rather than the 
attractiveness of numerous cut- 


outs. It is predicted that oxfords 
will be worn a great deal this fall, 
and to add a little spice to this more 
or less plain type of shoe, small 
ornaments of some kind will adorn 
the tips of the laces, making the 
shoe rather attractive. 


Men’s Patterns Same 


The trend of style in men’s shoes 
has not changed materially in the 
past few weeks, and the broad or 
semi-broad toe is still in vogue, as 
this type of last seems to adapt 
itself to the approval of men. ' 


Potter Contests 


The bulletin, “Potter Pep,” issued 
by the Potter Shoe Co., was printed 
on blue paper for the issue of June 
23, showing that the blues won on 
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Gy op : 
| Hou - SHOES 


IN STOCK 


‘“‘BERWICK’’—$6.00 


No. 169—Light Color Tan Calf Lace Oxford. 
A,7 toll C, 5% to Il 
B, 6% to II D,6 to 10 
No. 279—The same shoe in Black Calf. Sizes and price same as 169 


During the Month of July 


as at all times, the full line of Howard 
& Foster samples will be shown at our 


BOSTON OFFICE 
183 Essex St., Room 503 


Hector E. Lynch Sr., Hector E. Lynch, Jr., Harry P. Lynch 
and John P. Thomas will be there to meet the trade. 


Howard & Foster Co. 


(Manufacturers of Goodyear Welts of Stability and Service) 


Brockton, Mass. 
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points and also dollars for the pre- 
vious week. Many remarkable rec- 
ords are cited, including the record 
made by George Gasdorf, who sold 
$115.71 worth of articles purchased 
by his customers on his suggestion 
in a single day. 


Party for James P. Orr 


On Saturday, June 27, James P. 
Orr, president of the Potter Shoe 


Co., sailed with his wife on the 
Paris for Europe. As a farewell to 
their president, the members of the 
Goodwill Association at the Potter 
Shoe Co. were hosts to Mr. Orr. 


New Styles in Magazine 


Many new styles were featured in 
the July “Foot-Light,” a magazine 
published monthly by the Chas. 
Meis Shoe Co. for retail stores. 





Whites and Patent Sell . 
Best in Milwaukee Stores 


MILWAUKEE—Business for the 
month of June showed a marked 
improvement over the same month 
last year in the majority of Mil- 
waukee shoe stores, due principally 
to more favorable weather condi- 
tions after a cool and rainy May. 
Both men’s and women’s depart- 
ments noticed the increase for the 
month, and dealers took advantage 
of the heavy demand to bring the 
first six months of the year to a 
satisfactory close. 

Whites continue to hold a promi- 
nent place in the present demand, 
coming prominently to the fore on 
hot days, and dropping off as soon 
as the temperature drops. Patents 
show the most activity on cooler 
days, and they have been holding up 
very well in hot weather as well. 
However, there has been a rather 
general demand covering a variety 
of materials and styles this season. 
Patents, satins in both blond and 
black, light kids, tans and in a few 
cases doeskin have all showed some 
activity, although tans have been 
of less importance in the past 
month. One dealer who emphasized 
the variety of the demand stated 
that, although whites had been sell- 
ing in warmer weather, they had 
not caused any unusual interest in 
his trade this year. Golf shoes have 
been moving better than usual, es- 
pecially in two-tone effects, such as 
smoked elk and tan combinations. 


Retires from Shoe Trade 


E. A. Brunke, manager of the 
Regal Shoe Store in Milwaukee, has 
resigned after being with the com- 
pany for 12 years, and is planning 
to retire from the shoe business. 
C. R. Roberts, who has been con- 
nected with the Regal company for 
about seven years, has come here 
from New York to take over the 
management of the local store tem- 
porarily. He will be at the local 


store until about the middle of Au- 
gust when a new manager wil be 
appointed. 


Well Prepared Letters 


The Walk-Over Shoe store of this 
city has noted a marked improve- 
ment in the demand for men’s shoes 
this season, and much of the in- 
crease is attributed to the series of 
letters which have been sent out 
to a specially prepared mailing list. 
This latter is one of the series that 
have been sent out at intervals 
during the past six months. The 
attractive illustrations and unusual 
reading matter have created more 
interest than would the average 
type of letter. 


Open Second Store 


Alfred and Leon Zarne, who 
opened the Leedy-Alford Shoe Co., 
at 122 Grand avenue, a little over a 
month ago, have announced plans 
for opening a second Grand avenue 
store in half the store location at 
416 Grand. This store will also fea- 
ture women’s shoes and will be 
operated under the name of the 
Fashion Bootery. The stock will in- 
clude shoes priced at $4.85 and 
$5.85. Leon Zarne will be manager 
of the second store, while Alfred 


BOOT AND SHOE RECORDER 


H. P. PLASS 
For the past four years, H. P. 
(Pete) Plass has been adver- 
tising director of the Weyen- 
berg Shoe Manufacturing Com- 
pany, but recently took over 
the management of the sales 
and advertising of the Simplex 
Shoe Manufacturing Co. of 
Milwaukee, manufacturers of 
shoes for children, misses and 
growing girls. Pete Plass be- 
lieves in service and makes this 

his slogan. 





Zarne will continue in this position 
at the Leedy-Alford shoe store. 


Retires from Firm 


Louis Cohn, who has operated a 
shoe store in Kenosha, Wis., since 
1909, has turned the business over 
to his two sons, Edward and Ben 
Cohn, who will operate under the 
name of Cohns’ Shoe Store. The firm 
also conducts another shoe store at 
Waukegan, IIl., which was included 
in the transaction, Louis Cohn has 
been in the shoe business since 1880 
when he opened his first store in 
Braidwood, IIl. 





Women’s Business in Detroit 
Running Ahead of 1924 


DETROIT—Shoe merchants re- 
port business for June exceeded 
that of last year by a good margin. 
Hot weather early in the month had 
its effect throughout the entire 
month, although there was a variety 
of weather experienced. Sales of 
white footwear were exceptionally 


good, many merchants reporting 
short stocks and reorders. 

Blond kid sales have kept up 
better than blond satin. Tans ap- 
pear to be at the parting of the 
ways, some merchants find smaller 
demand while others report little 

(Continued on page 124) 
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THE VERY NEWEST IMPORTATIONS! 
ELEPHANT SKIN 


A mostoriginal idea and ideally 
suited for combination effects. 






Sf umm IOP 


VELOUR DES FLEURS - COBRA SKIN 
Softandentrancing, presentinga Unusually clever reproduction 
I motley array of exquisite colors. of the reptile skin. 

B LIZARD VELOUR VELOUR ALLIGATOR 
ii The smartness of lizard skin The ever popular alligator skin 
ef combined with the softness of in a new adaptation. 

wy velour. and 


i FROGS and OSTRICHES 
0 We are specializing in top-grade 
i GOLD and SILVER KID 


All of these novelties have just been brought back from Europe 
by our Mr. S. Buchner, and are on view in our New York 
showrooms. You are cordially invited to come and inspect them. 


LEATHER de LUXE CO. 


Room 832 -- Marbridge Bldg. :: :: Broadway and 34th St., New York 
“LARGEST DISTRIBUTORS ae IMPORTED NOVELTY LEATHERS” 


“ 











BERLIN 
The 3rd SHOE AND LEATHER FAIR 


August 9-12, 1925 
Sunday to Wednesday 


Arranged by 30 leading trade associations of the German shoe and leather industry 
under the management of the Berlin City Council. Will be the largest and most 
comprehensive Special Exhibition of all the latest developments of the German shoe 
and leather world, including Offenbach fancy goods. 








Other Special Fairs in Berlin in 1925 


Aug. 23-27 Second Clothing Fair 
Sept. 4-13 Second Radio Fair and Exhibition 
Sept. 25-Oct. 4 Cinema and Photographic Fair (Kipho) 











Prospective visitors and exhibitors please apply to 
Arthur H. Farrell, Manager Foreign Department. 
BERLINER MESSE AMT. 


Breitestr. 35 
Berlin C. 2 
Germany 
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Good Business General 
Report from New York 


NEW YORK—Good business is 
the report generally given out by 
the leading retail shoe merchants 
in New York City at present. The 
consumer demand for seasonable 
footwear has been stimulated to 
some extent by several large sales, 
which invariably have drawn good 
crowds, but at the same time, regu- 
lar prices have been maintained by 
a number of stores without lessen- 
ing the volume to any noticeable 
extent.. While there had been no 
general agreement among the mer- 
chants to withhold annual summer 
sales until after July 4, this pos- 
sibility had been freely discussed, 
and it seems apparent that the early 
sales were fewer this year than 
they have been for some time. The 
keen competition in New York for 
many years has resulted in an al- 
most continuous round of sales, a 
condition that has made proper re- 
tailing here more difficult than in 
most retail centers, and one that 
has been freely commented upon 
adversely by both the wholesale and 
retail factors of the country at 
large. All in all, there seems to 
have been considerable improve- 
ment, particularly with regard to 
the high-grade trade. 


White Sales Reach High Mark 


White footwear has been in the 
lead in women’s shoes, and most 
retail shoe merchants have enjoyed 
one of the best white seasons seen 
in years. It is probable that the 
light shades of satin and kid did 
cut into the white business to some 
extent, but there are a number of 
retail merchants who assert that 
they have sold more white shoes so 
far this year than they have in 
several years. In fact, in some 
establishments where whites were 
played rather cautiously, there has 
been a shortage of sufficient white 
footwear to satisfy the demand. 
This is true particularly in high- 
grade white kid pumps, which have 
been extremely good sellers. 


Patent Styles Very Good 


Patent leather is still running 
strong and plain patent leather 
operas have provided a tremendous 
amount of business for several mer- 
chants, many of whom feel that this 
style will carry through the early 
fall, at least for dressy afternoon 
wear. With the fancy buckles, 
which are becoming more fancy 





Planning for Fall 


In considering fall footwear 
most retail merchants here are 
giving opera pumps or plain 
narrow one-strap models the 
first call for evening shoes. 
The woven brocade, combin- 
ing a metal brocade with a 
meta! kid in the vamp with an 
ali metal kid quarter or the 
all-woven brocade vamp and 
kid quarter are the first 
choice of Edward Cohen of 
Saks, Fifth Avenue; who has 
just returned from Europe. 
Next to these he placed satin 
embroidered or metal painted 


slippers. 











and more expensive, without hurt- 
ing the demand in the slightest, 
they provide a particularly smart 
footwear outfit for the well dressed 
woman. 


Saks Sale Effective 


Saks Herald Square store put 
across a clever bit of shoe merchan- 
dising last week with a sale of 
opera and colonial pumps at $12.50 


a pair, including the buckles. The 
shoes were advertised as the usual 
$12.50 quality, with the buckles 
worth from $4 to $8 a pair. Offer- 
ing the pumps with the buckle for 
the price of the pumps alone drew 
a good business to the shoe depart- 
ment. The pumps were of patent 
leather, white kid, buck or linen; 
gray or brown kid, black, blond or 
gray satin, tan Russia calf, and 
black, brown or gray suede. The 
buckles were of cut steel, enameled 
or jeweled types. 

The pansy purple satin and kid 
slippers in opera pumps, recently 
introduced by this store, have been 
selling better than expected, accord- 
ing to Mr. Cohen. 


Whites Not Reduced 


Among the large sales of last 
week was one run by the John 
Wanamaker store in which several 
thousand pairs of women’s shoes 
were offered at a flat price of $3.20 
a pair. It was interesting to note, 
however, that no white shoes were 
included in the list of about 20 
styles and materials offered. 


Surpass Wins Title 

The Surpass Leather Co. of New 
York wrested the championship of 
the Swamp Baseball League from 
The Richard Young Co. team in a 
game played at McGolrick Field, 
Greenpoint, L. I, on Saturday, 
June 20, the score being 15 to 1. 





Retail Trade on Good 
Basis in Boston Stores 


BOSTON — Reports from shoe 
stores for the week ending June 27 
were generally good. Sales in 
women’s departments continued to 
center on white kid patterns. It has 
been the best white shoe year in 
recent years, most merchants re- 
port. Patent leather and black 
satin styles also continued to sell 
freely. 

Men are buying more freely than 
in late May and early June. Several 
stores and men’s departments of de- 
partment stores are putting more 
stress on their advertising, featur- 
ing sports shoes for vacation and 
outdoor wear. For general wear, the 
yellow and light tan tones are sell- 
ing best. 


Sports Shoes for Men 


The shoe department of the Jor- 
dan Marsh Co. advertised sports 


shoes for men. The advertisement 
was attractively presented, line cuts 
being placed at the top of the ad. 
The cuts showed three good-looking 
sports patterns. Two were combina- 
tions. 

Thayer McNeil Co. also stressed 
sports shoes for men in its adver- 
tising. 


Deauville Sandals 


The shoe department of the R. H. 
White Co. advertised Deauville san- 
dals at $7 in brown and white and 
black and white combinations. 


Levor’s Annual Outing 


The annual outing of G. Levor & 
Co., tanners of white and colored 
kid, with tanneries at Gloversville, 
New York, took place June 15-17 
at Old Orchard Inn, Sacandaga, 
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N. Y., 16 miles from Gloversville. 
A sporty golf course was available 
as the main source of entertainment 
during the daylight hours. For the 
evenings there were motor trips to 
various places in the Adirondacks 
where special dinners were served. 
The party, consisting of the Levor 


salesforces from Boston New York, ~ 


Cincinnati, St. Louis and Mil- 
waukee, accompanied by a few 
friends, visited the plant at Glov- 
ersville and formulated plans for 
the future production of the Levor 
brands of leathers. 

Among the guests present at the 
outing were included Sig Cohen, 
A. R. Saxe, Clifford Miller, Boston; 
Frank H. Miller, Chris Schwarz, 
New York; Geo. R. Newman, Cin- 
cinnati; A. S. Patton, St. Louis; 
Ed Zohrlaut, Milwaukee. 


Next year will be the Golden 
Jubilee of G. Levor & Co., marking 
the fiftieth anniversary of the 
firm’s establishment in 1876. At 
that time an elaborate affair is 
planned to celebrate this notable 
occasion. 


Second Walsh Store to 
Open Soon 


The second Walsh Arch Preserver 
Shoe Shop is soon to open in this 
city. At present W. J. Walsh is 
proprietor of Walsh’s-Arch Pre- 
server Shoe Shop at 236 Boylston 
street, featuring corrective shoes 
for men and women. The new store 
is located on Chauncy street, near 
Summer, in a very busy section of 
the city. 





Haverhill to Hold Big 
Social Event July 6 


HAVERHILL—On the evening 
of July 6 at 6.30, the Haverhill 
Shoe Manufacturers’ Association, 
backed by the Haverhill Community 
Club and local citizens generally, 
stages a big trade social function. 
This event, which may be termed 
a reception and supper, will be held 
on the estate of Everett Bradley, of 
Bradley Shoe Co., who is chairman 


of the Haverhill Publicity Commit- . 


tee. Mr. Bradley, in association with 
President Rickard of the Haverhill 
Shoe Manufacturers’ Association, is 
sponsor for this event. 

Invitations have been extended to 
officials of all national and local 
manufacturing, wholesale, retail 
and salesmen’s organizations. Re- 
sponses received indicate a notable 
gathering of men prominent in the 
shoe and leather trades and assure 
the success of an event unique in 
local trade history. The affair is to 
be entirely informal, with no set 
speeches, just social “get-together,” 
with the object of strengthening 
the position which Haverhill has 
taken as a leading factor in the 
Boston Style Show, July 7 to 9. 
Music will be provided and a buffet 
supper served to the guests by way 
of promoting good fellowship and 
sociability. Coming, as it does, on 
the evening before the opening day 
of the style show in Boston, it is a 
real “night before” event. Trans- 
portation for the out-of-town guests 
will be provided, in fact, every de- 
tail has been thoroughly worked 
out. 


Invitations have been extended to 
200 prominent men in the shoe and 
kindred trades. Among those who 
have signified an intention of being 
present are included: John J. Baird, 
president of the National Shoe Re- 
tailers’ Association; J. C. McKeon, 
president of the National Shoe 
Manufacturers’ Association; Ralph 
Jones, president of the National 
Shoe Wholesalers’ Association; 
Elisha Cobb, president of the New 
England Shoe and Leather Associa- 
tion; Albert F. Bancroft, president 
of the New England Shoe and 
Leather Exposition. 

In addition to these executives 
there will be present many other 
representative members of the shoe 
and leather trade, these including a 
large representation from the New 
England as well as other states. 


Important Publicity Plans 


In connection with the Boston 
Style Show, but reaching farther 
as a permanent trade factor, the 
Haverhill Shoe Manufacturers’ As- 
sociation, backed by the citizens 
generally, has raised a fund of many 
thousands of dollars for a campaign 
of general publicity. This plan was 
put into operation at a community 
banquet held in Haverhill on June 
16. It is supported by all local or- 
ganizations; both trade and social, 
as well as local merchants and pro- 
fessional men. A real community 
spirit has been developed—one 
which will prove of inestimable 
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benefit to Haverhill as a shoe manu- 
facturing centre, bringing as it will 
a realization to the shoe buyers and 
the trade in general, also to the 
public at large in Haverhill. That it 
will assist greatly in the market- 
ing of Haverhill-made footwear is 
the belief of every member of the 
local trade and every contributor 
to the publicity fund. As a mer- 
chandising proposition in which 
Haverhill is today vitally concerned, 
this widespread publicity has a value 
which cannot be over-estimated. 
Following the substantial showing 
which Haverhill will make at the 
Boston exhibition, with a whole sec- 
tion devoted to Haverhill manufac- 
turers and their products, this 
publicity drive will undoubtedly 
establish Haverhill on a firmer 
foundation than ever as a center for 
the production of women’s turn, 
McKay and welt footwear. 


Louis Heels Wanted 


Manufacturers have noted an in- 
creased call of late for the Louis 
heel on the slippers which the trade 
is buying for immediate as well 
as future deliveries. The modern 
“Louis” differs somewhat from the 
former style, inasmuch as it has 
more delicate and graceful lines. In 
the opinion of the local trade no 
heel is more desirable than the 
“Louis” as a means of setting off 
a slipper pattern, particularly one 
which embodies plain effects. This 
latter style is gaining favor at 
present in contrast to the more 
elaborate styles which have been 
shown and sold during the past few 
months. A plain patent leather 
pump, decorated with an ornament 
and carrying a full Louis heel, is 
expected to be a popular seller at 
the style show and for the weeks 
following. 


Salesmen to Boston 

Buyers coming to Boston to at- 
tend the Shoe and Leather Fair will 
find that every preparation has been 
made to facilitate their inspection 
of shoe styles at booths in the 
Haverhill section as weil as at the 
offices and hotel rooms of Haverhill 
concerns. All salesmen, represent- 
ing Haverhill houses, will be on the 
job, with full lines of practical 
novelties to submit to the critical 
gaze of visiting buyers. Several 
concerns have made additions to 
their selling staffs in anticipation 
of the big show. As a matter of fact 
the Haverhill shoe designers are 
planning to bring out at that time 
the most novel and attractive array 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof.. The Regular is easier to 
handle and more popular. 
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For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 
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of women’s footwear ever produced 
at Haverhill factories. For weeks 
past designers and pattern makers 
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have been at work elaborating the 
style features embodied in the new 
samples. ‘4 





Substantial Buying Noted 
by Brockton Manufacturers 


BROCKTON — Conditions sur- 
rounding the production and sale 
of made-in-Brockton shoes show 
marked improvement. Especially 
during the past two or three weeks 
there has been a decided change in 
the attitude of many shoe buyers 
regarding purchases of fall shoes. 
Salesmen who have recently re- 
turned from trips covering the 
principal cities in the middle and 
southern states report that retail 
sales of shoes are as a rule fully up 
to the season’s average and that 
general business is showing steady 


improvement. Not only in the larger 


trade centers but in the smaller 
towns as well, similar conditions 
are observed. Merchants who have 
heretofore hesitated to place orders 
are now indicating a desire to pur- 
chase both for immediate and 
future deliveries. Several factories 
have already started on their sea- 
son’s run with a good substantial 
amount of business ahead, while 
others are making active prepara- 
tions for a similar action imme- 
diately following the fourth of July 
holiday. Altogether the outlook at 
Brockton factories is better than 
for several months past. 

Brockton manufacturers will re- 
ceive many calls from shoe buyers 
during the month of July. Aside 
from the importance of the New 
England Shoe and Leather Exposi- 
tion to be held in Boston, July 7 
to 9, there is the general interest 
always shown this month by shoe 
merchants regarding the new styles 
shown for the fall and winter sea- 
son. All Brockton shoe manufac- 
turing concerns whether or not 
represented at the show will have 
every detail of their newest lines in 
readiness for inspection imme- 


diately following the Fourth of July . 


holiday. Many buyers who come to 
Boston will visit factories in Brock- 
ton as a means of getting in close 
touch with the production of their 
orders. This is a practice which 
might well be enlarged upon by 
visiting buyers to their own satis- 
faction and to that of the manu- 
facturers as well. In this connection 
it is of interest to note that many 
factories which usually close the 
early part of July immediately pre- 








vious to or following July 4, will 
remain open and in operation this 
year. On this point one manufac- 
turer says, doubtless expressing 
the idea of others: “I want the ma- 
chinery in our factory operating 
and goods being produced during 
Boston Show Week. It would, in 
my opinion, be undesirable to have 
our factory closed at that time 
through an unfavorable influence 
which it might have upon buyers 
who may call on us. It is more 
business-like to have the factory 
running than to have it closed, and 
we propose to go to if on the basis 
of letting the buyers see the wheels 
go round when they visit our 
plant.” 


Pitcher Joins Richards & 
Brennan 


Of interest to many readers of 
the RECORDER is the news that 
Gould S. Pitcher, for many years 
prominent as an executive and 
salesman for Brockton shoe manu- 
facturing concerns, has associated 
himself with Richards & Brennan 
Co., of Randolph. Mr. Pitcher has 
been elected vice-president of that 
concern and will be identified with 
the sales and style departments. Mr. 
Pitcher resides in Brockton, where 
he is a member of various business 
and social organizations. He has a 
notable record as a salesman and a 
business man and enjoys the friend- 


ship and confidence of hundreds of 
shoe buyers in all parts of the 
United States. Richards & Brennan 
Co. is one of the old established 
shoe manufacturing houses in the 
South Shore district, manufactur- 
ing a line of men’s fine welts for 
the retail trade. James A. Brennan 
is president, and William J. Bren- 
nan, treasurer. Mr. Pitcher will 
take up his new duties immediately 
in connection with showing Rich- 
ards & Brennan shoes at the Bos- 
ton Style Show. 


Returns from Trip 

John P. Thomas of Howard & 
Foster Co. recently returned from 
an extended trip for that concern. 
Mr. Thomas, who has been absent 
from the factory about three 
months, has in that time covered 
territory in the southern and south- 
western states, and called on many 
merchants in the interests of the 
“H. & F.” line. He reports general 
good business among the retail mer- 
chants as regards the sale of men’s 
shoes, and says that the Southwest, 
especially, is in excellent shape as 
regards business prospects for the 
coming season. 


Near Quarter Century Mark 


In 1891 the Dunbar Pattern Co. 
was established in a small room in 
one of Brockton’s business blocks 
by young men who had been em- 
ployed as pattern designers by an- 
other concern. Today, approaching 
its twenty-fifth anniversary, the 
Dunbar Pattern Co. is recognized 
the world over as a leading concern 
in its line. Continuing to have its 
headquarters in Brockton, the com- 
pany has factories in this city, Bos- 
ton, Chicago, St. Louis, New York 
and Montreal. 





Steady Activity Reported 
in Most Lynn Factories 


L Y N N—Confidence increases 
here. Shops will be operated briskly 
in July. Late summer business 
totals better than was expected. Ad- 
ditional fall orders will be booked 
in the Boston market, and by sales- 
men visiting buyers. Prices are 
considered down. to rock bottom, 
with a tendency to rise. Buyers 
continue their policy of buying close 
to requirements. This keeps stocks 
well cleaned up, and replacement 
orders coming along. Quick pro- 
duction and prompt deliveries of 


shoes to buyers is a leading point 
on the program of Lynn manufac- 
turers. Activities of women, in- 
creasing as they are, will lead to a 
larger demand for pretty shoes. 
That seems to be a summary of 
shoe trade conditions, as Lynn 
manufacturers view it at this half 
turn of the year. 


Materials Big Factor 


Styles continue in boundless di- 
versity. To mention any style as 
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Willing Workers for Your 
Profit Column 


No. 4800—Growing Girls’ Patent Leather, 2% to A TRADE MARKED LINE 
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Graceful As Its Name Implies and a 100% Fitter 
— Demanded in 
Patent Leather Black Velvet 
Black and Colored Satin Black Suede 
Modeled over three widths of toss, short Black and Colored Kid Tan Calf 


and medium length vamps, 1214-17/8 
The Sherwood Shank Dr. Darling Arch Features May Be Added 


NEW YORK CHICA PHILADELPHIA 
Mr. Lobatto, Barclay Bidg. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 
OAKLAND, CAL. LOS ANGELES, CAL. 
Mr. Kushins, care Roos Bros. R. L WALL. Tecbetehios Hotel 


Mr. R. C, Silliman will be at Young's Hotel, Boston, during Style Show—July 7, 8, 9. 
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major style is difficult, because any 
style which a buyer prefers is a 
major style, and there is a multi- 
tude of them. 

Many buyers are showing more 
interest in bottoms of shoes, con- 
sidering such points as the contour 
of the bottom of the last, the shape 
of the sole, the spring of the last, 
the slimness of the shank and the 
pitch of the heel, as well as the 
trim of the edge. 

Materials are a big factor in 
style making. There is no particu- 
lar leader. Patent leather is a gen- 
eral favorite. After it comes satins, 
velvets, kid and calf, and, also, the 
reptile grains, such as lizard, alli- 
gator, snake and Scotch, and 
boarded grains, too. No attempt is 
made to classify the order of their 
use. Buyers move their color effects 
to gain advantage in business, the 
same as a chess player moves his 
king, queen, knights and pawns. 


Toes and Heels 


Lasts are symmetrical, whatever 
their shape may be. Angles are few 
and far between. Toes are medium 
narrow and pointed to somewhat 
broad and round. Heels are low, 
medium and high, even to 17/8 and 
18/8. Some foreparts have been 
shortened, and room provided else- 
where in the last. 


Lynn Products Exhibition 


A Lynn Products Exhibition, 
sponsored by the Lynn Chamber of 
Commerce, is in full swing. A hun- 
dred manufacturers are exhibiting. 
There is a shoe and leather section. 
The General Electric Co. displays 





Trend Toward 
Plainness 


Patterns show plainer ef- 
fects, according to common 
report, but it is difficult to 
find the plainer effects. Ox- 
fords are mentioned as a plain 
pattern; but a glance over 
them shows them to be 
trimmed with applique de- 
signs, or fancy stitching, or 
fancy lace stays and laces. 

Plain pumps are mentioned 
as a plain pattern; but they 
are trimmed with buckles. No 
shoe, even though it is de- 
scribed as of plain pattern, is 
without its touch of artistry. 

res are good, so are step-ins 
and straps. 
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some new lighting equipment. The 
booths are done in jonquil yellow 
and waterfall green. The show will 
be open all summer. 


Gain on Welts 


More gain on welts is reported. 
It is expected that one Lynn firm 
will make more than 1000 pairs of 
welt shoes daily during July. It has 


been making but few welts. The 
shoes will be of novelty styles. 


Taking in China Skins 

Some North Shore firms, who use 
China hides and skins are taking 
them in to their warehouses in 
quantities. If trouble spreads in 
China, these tanners will not be 
short of China skins. 





Philadelphia Houses Note 
Opening of Fall Business 


PHILADELPHIA—Shoe manu- 
facturers here report that fall busi- 
ness is growing steadily but slowly. 
It has not yet reached any great 
volume but the increase, while 
small, is steady and indicates that 
the wholesale trade is beginning to 
consider the needs of the public 
after the end of the summer season. 
In addition to such fall business as 
has developed some of the factories 
are still getting last minute busi- 
ness on “at-once” goods. There is 
also some business developing in 
suedes for the fall months in the 
same colors as the velvets. Present 
indications also seem to show that 
there will also be some buying of 
patent leather and black satin after 
the end of the summer. Patterns 
are very largely confined to strap 
effects, Colonials, and pumps of 
various kinds. There is a marked 
tendency towards more conserva- 
tive footwear though little artistic 
touches here and there lift the 
popular numbers out of the class of 
severely plain footwear. 


White .Kid Slippers 


One of the down-town depart- 
ment stores is featuring white kid 
slippers. One of them is a white 
kidskin opera slipper in regent cut, 
hand turned, with spike heel and 
medium toe. Another is an open- 
shank, front-strap sandal in white 
kidskin with moderate perforations 
around the vamp and quarter. It is 
hand-turned, has a spike heel and 
a moderate toe. 


Optimism About Glazed Kid 


Considerable optimism prevails 
among the glazed kid manufac- 
turers here regarding fall business 
in their product, It is felt that after 
the summer months have passed 
there will be a better demand for 
glazed kid, both in black and in a 
golden brown shade. Blond kid and 


other lighter shades are still selling 
to some extent in the retail shops 
but there is no longer any activity 
in them so far as the glazed kid 
manufacturer is concerned. 


Whites Selling Well 

The English Boot Shop, 2805 Ger- 
mantown avenue, in the heart-of a 
busy uptown section, reports that 
whites are selling very satisfac- 
torily. The plain whites untrimmed 
with color seem to have the call. 
They are being asked for in both 
kid and canvas. There is also con- 
siderable call for patent leather and 
for black satin, though blond satin 
and glazed kid are dead. The de- 
mand for crepe soles has declined 
very materially during the past few 
weeks. 


Featuring New Golf Shoe 


The French, Shriner and Urner 
Store is featuring a new twin grip 
golf shoe. Imbedded in the sole are 
metal threads into which either 
steel spikes or rubber studs may be 
screwed. This shoe is being offered 
in tan and white, tan Scotch grain 
and tan calf. 


Variety of Materials Selling 
The Remy Shoe Company reports 
that in women’s lines white kid, 


blond kid and gray kid are all ac- 


tive. There is also some call for 
patent leather and for black satin. 
In men’s shoes the big number is a 
light shade of tan with leather soles 
and an abundance of stitching and 
perforation. 


Predicts Call for Black 
Velvets 

One prominent jobber in women’s 
novelty footwear here is looking for 
a good demand for black velvets in 
July. The call is expected to be 
mostly for operas and one-straps. 

(Continued on page 121) 
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Illinois Class in Dissection 


Shasiadaadt Make 
Successful 
Chiropodists 








Now is the time Our company, which started in 1902 with one 

We exit dey operates 571 oe Lsonen Be 41 gee 
ee ni do tstethy enah enchsens. spd childrens We 
this in esting, wt $74,261-343.00. We opened 115 stores in 1920, 






59 stores in 1922, 104 stores in 1923 and 96 stores 

last year. 

By industry, sendy and dateemiection your yenyess wih 
bo sage th CS eomeEn Under our experienced man- 
agers you are trained to become a manager. When you 
have qualified 


You are Promoted to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we 
need are young, healthy and capable salesmen who have 
had thorough experience in a small or medium-sized de- 
partment store, or are experienced in general store work 
in special lines. The investment of 1 money is not neces- 
sary for your success with us. The financial backing of 
our company is ample. Briefl aoe 
tested and proven over a period of 23 

Sennane endiidigcanstaiecans tk cas hace 


dignified, profit- 
able profession 


Chiropody offers a splendid 
field for both men and women. 
Graduate Chiropodists make 
from $5000.00 to $15,000.00 


Colle This annually, and the demand 
Entire -Seors Building greatly exceeds the supply. 


THE WORLD’S LEADING SCHOOL 
The Illinois College of Chiropody is the largest and best equipped 
school in the world teaching this subject. It is now in its 13th 
successful year and occupies an entire 4-story building. Instructions 
under a faculty of well-known physicians, chiropodists, surgeons, 
chemists, orthopedists and specialists. Day and evening classes, 
leading to Degree of Doctor of S of Surgical Chiropody. 
LARGEST FOOT CLINIC IN AMERICA 

Over 15,000 persons receive treatment annually in the Illinois Col- 


lege Free Foot Dispensary, giving the student a wonderful oppor- 
tunity of coming in contactand studying every known foot condition. 


















Mail coupon to-day for illustrated catalog, giving complete infor- you learn the greater ties of co-operative 
mation relative to the opportunities which chiropody offers and effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 





why the Illinois College is the school for you. 
Mail this Coupon Today 


ILLINOIS COLLEGE CF CHIROPODY, 1327 N. Clark Se. "Chicago 


Gentlemen: Please send me, postage prepaid, latest catalog and com- 
B@SR, 2 





agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
on a partnership in other stores which are the 

utgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the pagent | is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 


J.C. Penney mpany.” Gino your age and number of 
years’ experience in our lines of merchandise in 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 







plete information relative to chiropody and your school. 
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We could not wait to build,so we 
bought a full fashioned hosiery 
mill and dye plant ready to operate 





The demand for 











Silver Star 
































ELLE — 
ahr 
| GARTER STYLE 50A 
| BAND. 
int Additional. re- the stocking with 3 wear resisting 
ete ter. 
2. features not found in other makes 
THE LOCK : 
CHAIN. _ has been greater than our machinery 
runners that, might Silk capacity. 
- the 
a Our new mill and dye plant will 
THE 8 : 
3 THREAD TOE —double production. 
AND HEEL 
duality” meretriaed —satisfy increasing consumer demand. 
atest siciiaaal 
niente —speed up service, insuring fast turnover for 
merchants. 
Silk +4 
tt - —give uniform colors (most mills do not do 
their own dyeing) 
f —permits development of original colorings. 
—insure fastness of shades through our own 
: ne laboratory tests and the highest develop- 
There are still a few cities ment in the art of dyeing silk hosiery. 
in which we can give exclu- 
sive representation. 
Complete distinctive adver- 
— Triple Wear Hosiery Mills 
57 colors. ; 
2046-78 East Erie Avenue 

















Send for samples, color 
\ card arfd complete details. PHILADELPHIA, PA. , 
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BIG PRIZES FOR PUZZLE WINNERS 
Customers Work Puzzles 


HO couldn't increase their Business with a CROSS WORD PUZZLE CONTEST tied up with a mer- 
chandising event in their store. . . particularly when there are ninety-six cash and several good awards 
of IRON CLAD Hosiery to be given customers submitting best solutions? 

To make a long story short, that is just what the IRON CLAD CROSS WORD PUZZLE SCHOOL 
SALE CONTEST offers IRON CLAD dealers. . . and all dealers are eligible . . . but only one contest 
can be put on in a community. 

Every customer and friend of an IRON CLAD dealer is eligible . . . in fact everybody can compete for 
the prizes except IRON CLAD dealers and Cooper Wells & Co. and the employees and families of both. 

The entire plan for this Business Increasing CONTEST is very simple from start to finish . . . every- 
thing that we can do before the IRON CLAD dealers start handing out the CROSS WORD PUZZLE 
DESIGNS and selling more IRON CLAD Hosiery, has been done. 

Very little time or money are required to make this CONTEST the biggest event any IRON CLAD 
dealer ever staged. This contest is adaptable to any town or city regardless of size . . . in fact wherever 


CROSS WORD PUZZLES ARE BEING WORKED THIS PLAN WILL BE A BIG SUCCESS. 


If your IRON CLAD salesman has not discussed with you this 
Business increasing plan, wire or write Cooper Wells & Co. TODAY 
for full information. Immediate action is necessary upon your part, 
as many exclusive rights are being given daily to IRON CLAD dealers. 


Cooper Wells & Co., 250 Broad St., St. Joseph, Mich. 


Plans and Helps Free 


As we furnish FREE all plans and dealer helps for the These helps consist of ideas for creating business before 


CROSS WORD PUZZLE CONTEST there will be very the contest opens; —- newspaper or hand bill adver- 
ance ; . ‘ tising campaign; special display window and ledge ma- 
little expense for any ‘merchant who puts on this event. terial; window suggestions prepared by experts and folders 
Results will pay for this many times over. giving complete contest information. 


There is no time like the present for those merchants who are not IRON CLAD dealers 
NOTICE: to stock this wonderful and complete line for men, women and children. Stock a repre- 

sentative showing of IRON CLAD .. . then put on the IRON CLAD CROSS WORD 
PUZZLE CONTEST and we will guarantee you will never regret either. Wire Cooper Wells & Co. TODAY. 


96 Cash Prizes 


BESIDES SEVERAL VALUABLE Bg SO 
HOSIERY PRIZES S.. Cees 
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y\ The most important of the two is customer ; 
i good will, soundly built on quality merchandise o 
y such as Gordon Hosiery. vi 
4 Gordon Hosiery is made to wear long and 
A retain its original luster and stylish appearance as iY 
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Pure silk plated over 


mercerized lisle. Colors: 


Nu Russian 
Heather Blue 
Stone Grey 
Dark Beaver 


Packed in solid colors —6 
pairs to the box 


Price, $4.00 per doz. 
To retail at 


50¢ 


the pair 





Boot and Shoe Recorder 


HOSIERY SECTION 



















4, plated over fibre. 
Nu Russian 


Heather Blue 


Blue 
Stone Grey 


Dark Blue 
Dark Beaver 


To retail at 


Of course they’re going big! 





Allen-A 


Hosiery 


For Men, Women and Children 


Underwear 


Spring needle-knit and athletic 
type — for Men and Boys only 


New low prices for two new fancy 


socks of distinctly better quality 


ANCY hose at staple prices. Here are two live leaders that 
F you’ve been waiting for. Priced to retail at 50 cents and 75 
cents the pair. Patterns are the most popular. Two-tone backgrounds 
with brightly contrasting stripes and cross checks. If you have not 
seen these new numbers write us at once. 

Orders for immediate shipment can be filled without delay. 


Write or wire at once—while color ranges are complete. 


THE ALLEN-A COMPANY, KENOSHA, WISCONSIN 


Pure thread Japan silk 


Colors: 


Two-tone, Brown and 


Two-tone, Light and 


Packed in solid colors —6 
pairs to the box 


Price, $5.50 per doz. 


75¢ 


the pair 














a The Alert Merchant 


The Story of the Two Extra Profits 


This is the customer. Just the every day store visitor, but 
a source of extra profit to the extent that the effort is 
made to get it. 





This is the merchent, who of course is 
primarily interested in the sale of shoes, 
and helps his customer in the selection of 
smart footwear. 








He is a wise merchant, and seeks extra profits 
and draws the customer’s attention to his 
hosiery and GLOVE department. Of course 
she buys hosiery to harmonize with her new 
shoes, and her attention is further directed 
to the line of smart gloves, which the shoe 
man, as a leather expert, has been able to 
select with more taste and distinction perhaps 
than the ordinary individual. 

















The customer’s glove purchase, harmon- 
co. izing with shoes and hosiery, is a foregone 
conclusion, and the merchant bids her 
adieu at his store door, happy in the 
knowledge that he has not only served 
the customer well, but as a reward he has 
received two extra profits. 





You have not reached the saturation point of your 
business. Why not secure the extra profits of a 
hosiery and glove department? 


CENTEMERI can help you in both gloves and 
full-fashioned hosiery. Your inquiry will 
receive our prompt and careful attention. 


P CENTEMERI & COMPANY 
5 4 F saint Ave., cor Waal fl 


48 rue Thiers, Grenoble, France 


Gloves—Hosiery 
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The world? is full of stockings 


but there is only one “Polka” 


“Made in all the standard colors 


No. 155—“Onyx Pointex” medium $] 2:50 
weight, with lisle top and sole —: 





No. 255—“Onyx Pointex” No. 350—“Onyx 
meshing with lisle ) set ig — 
top and sole . weight, all si ‘ 
é $15: 50 No. 450—“Onyx $7 1-0 
No. 355— ‘Onyx Pointex .PointexSheresilk,” 
Sheresilk,” with lisle top chiffon weight, all 
and lisle-lined sole. . aes: 


. “ONYX” HOSIERY, Inc., Manufacturers 
1107 Broadway New York 


Philadelphia San Francisco hes. Angeles 


 Cnepeed "§ i Hosiery 


“Poin tex” 


ace US ner ow 
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Gelling 
More Hosiery { 
Sold Right 
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Fall Style T’rends as Seen by Leading 
New York Buyers 


What They Say Women, Men and Children Will Wear 


By JUDITH STERNE 


be gay butterflies next fall, while their women- 

folk, while far from being dull gray moths, 
will wear less brilliant plumage. According to 
the buyers and fashion experts of the New York 
retail stores, the tendency in women’s hose will be 
toward gentler, less obtrusive styles than were 
worn in the past season, whereas the men will 
wear nothing but fancy socks, eschewing the plain 
colors almost entirely. 

This applies to the more popular-priced goods 
as well as to the hosiery to be worn by the leaders 
of fashion. The chief difference among the several 
grades of goods is that the cheaper lines of men’s 
wear will be even brighter than the more expen- 
sive socks. The young bloods will go in for brightly 
colored and conspicuous checks. The higher grade 
lines will be fancy but more conservatively so. 


|: the matter of hosiery, American men will 


Shades for Women’s Street Wear 


In stockings for women, to be worn on the 
street, the outstanding color that will be carried 
by the higher grade shops is vida—a shade deeper 
than nude. They will also use beige blond, which 
is between taupe and gray. The ultra-fashionable 
will wear very thin black. In the evening the 


women will wear mauve with brocaded slippers. 
Too great brightness is always to be avoided. 

In sportswear, the colors, they believe, will be 
dull tans and grays. There will be no checks, no 
stripes, and nothing loud. The design will show 
chiefly in the weave rather than in the coloring, and 
the most popular weave, according to the consensus 
of opinion, will be alternate silk and wool in dia- 
mond patterns. Golf socks will not be worn, be- 
cause the women find that they make too bulky a 
roll. Full-length stockings will be the mode. 

Buyers for the more popular-priced shops expect 
that the most sensational stocking of the season will 
be one to be known as “dust”—a two-thread stock- 
ing as thin as a breath. It is literally a layer of dust 
upon the leg of the wearer, and no more. In ad- 
dition, there will be shades somewhat deeper than 
those worn in the past season—a pinkish nude, and 
much mauve, for example. Stockings will not 
match dresses, and there will be few clocks worn. 
The leaders of fashion will avoid clocks entirely. 


What Men Will Wear 


Buyers of men’s hosiery in this city are laying 
in stocks of very variegated fancy hosiery, with 
patterns of all shapes. Diamonds, checks and stripes 
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will be used, they say, although the better dressers 
will not go in for too much vividness. The ultra- 
conservative will wear black with a tiger stripe. 
The materials used will be light-weight wools and 
lisles. In sportswear, the shades will be mostly 








| aa F = 

The new D’ Akin woven-in, contrasting-color bracelet, full- 

fashioned chiffon. Shown by courtesy of the Robischon 
Sales Co. 


oranges and tans. In the evening, the men will 
wear the thinnest and sheerest of silks obtainable. 


What Children Will Wear 


The children will ape their elders. They will 
wear a lot of wool, with striped or plain body and 
a rather vivid design on the turn-down cuff. For 
dress they will wear pure white wool or wool with 
a silk mixture. 

The foregoing fashion forecast is based upon 
a thorough canvass of the buyers and department 
heads in the leading New York retail stores, made 
especially for the Boor anp SHoE REcorDER. 
Some of the statements made individually by the 
buyers interviewed follow: 


Ruth Montague, buyer for Alfred A. Kohn, 
505 Fifth Ave.: 

“Most men insist that they don’t look well in 
fancies. They say they are too old or too conserva- 
tive for ‘loud’ things. But after you once sell 
them a pair of fancies they never wear anything 
else. 

“Young bloods next fall, in my opinion, will 
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refuse anything common. They will insist on 
having something different, something individual. 
Men are going to use lavender wool hose. That 
is, the more conservative will use a tan background 
with lavender checks or lavender stripes. The 
more fearless ones will go clad in hose of pure 
lavender. 


Chiffons for Men 


“Men are no longer satisfied with medium or 
light-weight silk for evening, but insist on having 
a super-chiffon black silk sock, the thinner the 
better. For very conservative men—those who 
come from old Knickerbocker families, or wish 
they did—black with a tiger stripe, which is a 
gray and orange combination, will be worn. 

“On the golf course diamonds will predominate, 
these being used on all sorts of backgrounds, and 
being large and small in shape. Orange, from the 
deepest tint to its palest flush, will be worn by 
smart men for sport. No tassels will be used, and 
the fashionable man taboos clocks. 

“For the sake of variety one may have stripes 
on the leg of the sock, while the turn-over cuff 


mt 
Men’s jacquard pattern, half hose in attractive colorings, 
imported by Westminster, Ltd. 


will be ornamented with squares, checks and dia- 
monds in many different weaves. 


Patterns Achieved by Weaving 


“Women, on the contrary, will not favor bright 
checks for sportswear. They will wear beige, blond, 
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gray and smoke, in wool. These will have the pat- 
tern in the weave, not in the color. They will be 
woven in long stripes or in tiny diamonds without 
clocks. The loud checks and horizontal bars are 
not flattering for women’s ankles, and therefore, 
they will be taboo in the fall. 

“Silk and wool mixtures are much in favor, the 
silk forming narrow stripes running in vertical di- 
rection, thus making the leg of the wearer appear 
more slender. These will be invariably full-length 
stockings as they have proved much more con- 
venient and comfortable. 

“For shopping or dress wear, nude in its softer 
shades will be the thing of the moment. Many 
neutral tints will be worn, with black satin slippers. 
For evening, mauve and peach will be worn with 
all varieties of slippers. These will form contrast- 
ing shades to the dress in every case.” 


Helen Whalen, buyer for 7. Miller & Sons, 
Ine.: 

“T predict that for two full years nude will be 
the leading color. No matter how hard Paris has 
tried to put over the fashion of black stockings, 








» 


FANE Mey 


he eh Sa Til teece. 


Combination R. 1. and Pineapple stitch, two-tone stocking, 
from the Richmond line. 


New York women buy nude, and more nude. 
Pastel shades will be worn with satin slippers. 
These contrast beautifully with lace dresses. 
‘Moonlight’, the newest shade which my depart- 
ment will sponsor, a soft silver with a pinkish 
blush, will be worn with silver kid slippers. It will 
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also be worn with the very popular white evening 
dress. Mauve will be worn with black dinner gowns. 

“Softer tones will be used in sportwear. Aurora, 
a soft wood tone, will be excellent for shopping. It 
is particularly the mode with costume suits.” 


Ida Bosch, buyer of children’s hosiery for 
I. Miller & Sons, Inc.: 


“Tt is difficult to tell just at present what chil- 
dren will wear this fall, but I predict that vivid 





Boys’ combed cotton sport hose from the line of the Rich- 
mond Hosiery Mills. 


checks, stripes and circles will be worn by the 
smartest. Beige, tan, brown, gray, dark green and 
blue, serve as backgrounds for every imaginable 
shade. The turnovers on the socks will exceed the 
wildest imagination in their riot of color. 

“For people who prefer full-length stockings, 
vertical and horizontal stripes will be used. Like 
their elders, the children will avoid clocks. For 
dress, white or very pale blond woolen socks or 
stockings will be worn. These, following the 
women’s fashions, will have the design in the 
weave rather than in the color. Little boys will 
use heather and Scotch mixtures.” 


Miss Ronkey, buyer of women’s hosiery for 
Lord and Taylor: 

“The ultra-fashionable women, of whom there 
are so few, will wear black. This does not mean 
that most of New York will go in for the sombre 
hue. The merely modish woman clings to nude— 
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or rather, nude clings to 
her. 

“Beige satin slippers, 
which will be the thing 
for evening wear, will be 
worn with light stockings. 
Evening hose will still be 
dyed to match the dresses. 
For sportwear, sober col- 
ors will predominate. No 
socks will be worn. Full- 
length stockings without 
clocks will be seen at every 
fashionable golf course.” 

Mr. J. O’Neil, buyer of 
men’s hose for Lord and 
Taylor: 

“Men will wear loud 
colors, vivid stripes, checks 
and diamonds, both large 
and small, this fall. No 
tassels or clocks will be 
used. The turn-over cuff 
may often be in a contrast- 
ing color to the leg. For 
business and everyday 
wear fancies will be worn. 
These come in every 
imaginable tint and combination of tints, from the 


very conservative to the wildest. Black silks, of socks.” 


medium weight, will be worn for evening by the 
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Imported jacquard, two color effect, full-fashioned, from 


the line of Westminster, Ltd. 
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well-dressed man. Other- 
wise, no plain colors will 
be used at all.” 

Ruth Shaw, buyer of 
children’s hose for Lord 
and Taylor: 

“Vertical stripes will be 
used almost exclusively in 
children’s woolen socks. 
The latest thing for chil- 
dren is a half sock of wool, 
in a Jacquard design, with- 
out a cuff. This supplies 
the need for a sock for 
smaller children, a regular 
golf sock being too long 
and clumsy for their wear. 

“Jacquard designs will 
be popular also with the 
older children, in combi- 
nation with a contrasting 
cuff or in full length. Me- 
dium check will be very 
popular with school boys, 
not being too conspicuous. 
Plain white wool or pale 
flesh will be worn for 
dress by children whose 
mothers do not desire to change the weight of the 


(Continued on page 115) 


Hosiery Colors Decided on by ‘Textile 
Color Card Association 


HE first seasonal Color Card for Hosiery 

has just been issued by the Textile Color 
Card Association in co-operation with the National 
Association of Hosiery and Underwear Manu- 
facturers to their members. Supplementary to 
the Standard Hosiery Color Card, the 1925 Fall 
Season Hosiery Color Card contains twelve colors 
selected by the official committee appointed by the 
joint associations. 

Many of the colors recommended for fall were 
chosen from the Standard Hosiery Card. The 
range is characterized by pale neutral shades which 
portend the continued popularity of light hose. 

Many of the tans are of a cool tone as the trend 
in hosiery is away from highly-tinted colors. The 
grays are distinguished by a wider range of values 
and include as the palest gray, Moonlight, and as 
the darkest, Gunmetal. There are also new and 
subtle shades portrayed; one called Rose Gray is 
an elusive tone, faintly suffused with a dull rose. 
Mauve Taupe is a name fully descriptive of the 
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exquisite color blending these two shades. The 12 
colors shown in silk are: Almond, Atmosphere, 
Aztec, Bran, Champagne, French Nude, Gun 
Metal, Mauve Taupe, Moonlight, Piping Rock, 
Rose Gray and Rosewood. 

The Hosiery Committee, in the selection of the 
fall colors, worked in conjunction with the Shoe 
and Leather Committee of the Textile Color Card 
Association and the allied Shoe and Leather Asso- 
ciations. They also tempered their selection by 
the colors featured for wool and silk. 

The Fall Hosiery Card contains the following 
list of hosiery shades which may be matched to 
the shoe and leather colors sponsored for fall: 
Windsor Tan, Sandalwood, Rosewood, Russian 
Calf, Cordovan and Zinc. These recommendations 
ensure perfect harmony, when a monotone effect 
in costume is desired. 

The co-operation of the various committees rep- 
resenting all branches of textile industries and 
related trades is a step of far-reaching significance. 
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Southern Merchants Work Together in 


Fighting the Canvasser 


Offer to Submit Their Merchandise to Every (onceivable 


N waging war on the 
| eee merchant, 

“Fight fire with fire,”’is 
the battle cry of the 
hosiery merchants of the 
Retail Merchants’ Credit 
Association of Baton 
Rouge, La. Recently, the 
hosiery merchants ran a 
double-page spread of ad- 
vertisements in a Baton 
Rouge paper, in which the 
claims of the peddlers 
were thoroughly exposed. 
“Tf the hose you buy from 
peddlers is unsatisfactory, 
can you get them ex- 
changed; can you get your 
money back?” were ques- 
tions reiterated through 
the double-page truck until 
it stuck in the memory of 


(‘ompar ative Test 





Practical Ways of Fighting the 
Hosiery Peddler 


yer; than a year ago, the city of Port- 
land, Oregon, put into effect an ordi- 
nance requiring house-to-house canvassers to 
post bonds before doing business. The Real 
Silk Hosiery Company went into court with 
the plea that this move constituted unlawful 
interference with interstate commerce. The 
ordinance, however, was upheld by the dis- 
trict court. On appeal to the Supreme Court, 
however, the decision was reversed. Thus 
ends the attempt to legislate the house-to- 
house canvasser out of existence. 

What merchants are doing in many parts 
of the country is well illustrated by this 
article. New Orleans is waging a good fight 
with apparently good results. 

There are dozens of sources from which 
you can secure hosiery with which, in style, 
quality and price, you can sell rings around 
the hosiery canvasser. 


the nail-file test, the 
fingernail test—all are 
hokum. 

“We'll make any of 
those tests on the cheapest 
silk stocking in our store to 
prove that we know what 
we are talking about.” 


Honest Comparison 
Urged 


“Do Your Shopping in 
Baton Rouge Stores—not 
on your front Porch!” was 
the opening ofan ad- 
monition that advised the 
people of the city to shop 
with the city merchants 
and help boost the city. 

“When a peddler calls 
on you, listen to his story 


the readers. 

“When you go to a cir- 
cus or a carnival, you are prepared for fakirs and 
keep on the lookout for ‘skin games’ and ‘grafts’ 
of one kind or another,” the advertisement of 
Godchaux’s said. “If you spend your money on 
any of the fake chances you find there, you do so 
just for the fun of it, and with your eyes open. 

“But when the suave door-to-door silk stocking 
agent sits down in your living room and puts his 
samples through some rough and tumble tests you 
may marvel and believe that if his delicate samples 
will stand such hard usage, he must have a superior 
product. 


Store Hose Can Also Be “Tested” 


“Unfortunately most of the tests used by the 
peddler are fakes used for the purpose of getting 
your attention. Don’t fall fcr them. They mean 
nothing. 

“The cheapest silk hosiery on the market will 
withstand the nail file test if one knows how to 
handle his file. Laugh at the peddler when he pulls 
that stunt on you. Let him know that you know he 
is faking. 

“The hanging-over-the-door test, the pull test, 





of ‘bargains’,” the admoni- 
tion said, “take careful 
note of his product and then, before you part with 
your money for good (as buying from a peddler is 
final, even though the goods prove unworthy), 
call on one of your local retail merchants and make 
a comparison of the quality and prices. We leave 
it to your own good judgment as to where to make 
your purchase. The merchandise in the stores and 
shops will stand any comparisons as to quality or 
price and your entire satisfaction is guaranteed. 

“Your local merchant is here to stay and wants 
you to return goods that don’t satisfy you. By 
keeping this thought in mind when you are 
bothered by peddlers, you, too, are helping to 
build a bigger and a better city.” 





Pastel Shades Good 


Chicago, I1].—The pastel shades in hosiery are 
popular—especially with the coming of the white 
shoe and filmy costume weather and they make 
dainty attraction in the ensemble of milady’s cos- 
tume. Most shoes stores are doing very well with 
white hosiery to match all-white shoes. 
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Some Unusual Ideas for the Display of 


Hosiery with Shoes 


“Stunt Windows’ to Help Swell Sales During 
the Hot —Ponths 





MART little ap- 

pointments for the 

display of hosiery 
add to a window’s attrac- 
tiveness but should never 
be of a sort that competes 
with the hosiery for atten- 
tion. 

Hosiery and shoes are 
both footwear. One seems 
bare without the other and 
so they should be shown 
together. Evening hosiery 





and HOSE 


are presented; something 
to stimulate constructive 
thought in window dis- 
play. The resourceful 
merchant will build upon 
these ideas, no doubt, in 
which case they have cer- 
tainly demonstrated their 
value. 

Figure A is a plan of a 
garden plot or a city park 
with its grass and walks 
and center garden bed 








with evening slippers; ho- 
siery of more subdue 

shades with the business 
shoe; the woolen variety for sports shoe display. 
The display is one in which both shoes and hosiery 
appear. The idea would be to have the selection 
of hosiery made at the time shoes are bought and 
comparable in quality and usefulness to the shoes. 


Making Hosiery Sales Easier 


There should never be two separate purchases 
of shoes and hose. This puts too much up to the 
customer in the matter of selection; it is too hard 
to stand in front of a window filled with hosiery 
and conjure pictures of what sort of hose is needed 
to wear with some certain pair of shoes at home in 
a closet. 

It may not be of particular importance yet there 
is room left for a doubt, and in such a case the 
shoes are missing from the picture. Shoes alone or 
hosiery alone haven’t made the sale of both or 
either as easy as it might be if both are shown to- 
gether. They are too detached. They need to be 
brought closer together. 


Change Windows Frequently 


On this basis several original window displays 
are given for merchants’ use. With two changes a 
week in windows the supply of material may be- 
come exhausted, therefore the merchant who in- 
tends putting his windows above competition will 
search nook and cranny for ideas in order to keep 
new interest alive. Two heads are better than one. 
Great things are being done today through co- 
operation, and that is the spirit in which these ideas 
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Figure A—The garden walk with flower bed of shoes and 
hosiery. 


with shoes and hose as the 
flowers. Most merchants 
have on hand a supply of 
artificial grass, and if not, it is easily purchased 
from some window decoration manufacturer. It 
may be used in a score of different ways on other 
windows and will pay for itself in this way. 


Shoes and Hose Make Flowers 


The walks in the park can be made of brown 
wrapping paper. The dirt in the flower plot may 
also be made of brown paper. The use of low 
standards for the shoes with one hose cupping it 
to form “petals” and the other hose forming the 
“stem,” and you have the “flowers” in the “park.” 

At the back part of the window on the grass, 
as shown in diagram, the wording “Shoes and 
Hosiery” may be formed of hosiery itself ingeni- 
ously folded and draped to make the lettering. 
On the paths, one or two couples in the shape of 
dolls are “strolling,” and there one has the 
“human element.” Such a window answers the 
specifications of simplicity and shows the shoes 
with the proper complement of hosiery. 


For Center-Attraction Window 


In the center of window, as shown in Fig. B, is 
a placard about the size of a barrel-head in solid 
black, with white lettering, reading: “A Beautiful 
Ankle is the Finest Compliment to a Good Shoe.” 

Radiating from this circle is placed the hosiery 
itself, stretched out flat, and with a shoe fitting 
either in color or style the shade of the hose sitting 
on the foot of the hose. 
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“As OTHERS SEE GOTHAM GOLD STRIPE” 
You probably have seen Volume{One of the Gotham Series, ‘““The Story 
of Gotham Gold Stripe.” _ y 
Now here’s the other side of the tale, a hundred pages of reports, state- ) 
ments and advertisements, of and by retailers, explaining how they handle ' 
Gotham Gold Stripe Silk Stockings. 
If ever anything was published to show by example how to profitably y 
operate a retail hosiery business, it is this book. ) 
“As Others See Gotham Gold Stripe’’ is not a pamphlet, it is a well made N 
book that required thousands of dollars to produce, and took more than a r 
year to prepare. ’ 
Because of its value, the book is not being distributed indiscriminately. \ 
But if you are a distributor of hosiery, there’s a copy awaiting your request. 
+ 
GOTHAM SILK HOSIERY Co., INC. 
Manufacturers ‘ 
389 Fifth Avenue, New York Y 
Mills: Philadelphia and New York Y 
‘ 
» 
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THE AV Callum 


Fall Concentration 
October 5th to 17th 


A powerful concentration of effort 
that helps retailers sell more hosiery 








What the McCallum Concentration Is 


Every factor in the production, sale, advertising 
and dealer service of McCallum Hosiery is co- 
ordinated at the time of natural consumer buying 
so that consumers are attracted by the national 
advertising, directed to the right store by local 
advertising, interested in specific merchandise by 
proper displays, and sold by enthusiastic sales- 
people. The concentration is directed so that 
each step leads up naturally to a final sale in the 
retail store. 











Silk Bosiery 


MF Callum 














| Sapa spring literally hundreds of the biggest and best 
stores in America got behind the McCallum Con- 
centration. It is planned from their point of view. It 
was a real effort by a manufacturer to align his sales 
and advertising plans directly with those of the re- 
tailer, so that the two would combine and produce 
the most powerful effect upon the public. 

The results were startling! Merchants reported 
the biggest McCallum sales since 1920. The Concen- 
tration took national advertising, local advertising, 
window displays, and personal sales effort—and 
concentrated all of them on a definite selling task. It 
succeeded in moving merchandise at regular prices. 


Bigger and better this fall 
Naturally, the McCallum Concentration will be re- 
peated this fall— with increased consumer advertising; 
with a more intimate knowledge on our part of what 
the merchant wants; with the power and prestige of 
success behind it and with the trade now familiar 
with its operation and its results. 


The fall buying period 


An analysis of the records of years shows that this period 


Double spread in full color in Ladies’ Home Journal, October 1 


of natural shopping activity during the fall comes im- 
mediately after the first of October and grows rapidly 
for ten days to two weeks. After that, it runs at a fair 
volume until the inevitable, huge Christmas rush, 
with which we are not now concerned. 


McCallum consumer advertising is concentrated 
during this October period. A double spread in four 


' colors in the Ladies’ Home Journal; full pages, back 


covers and color inserts in the Saturday Evening Post, 
Vogue, Harper’s Bazar and Vanity Fair, make an 
advertising effort more powerful and more impres- 
sive by far than that which last spring proved so 
successful. 


“Join Up” NOW—for October 


The sooner we know of your intention to co-operate 
in the Fall Concentration, the better we can plan to 
help you make this participation. profitable. 


To signify your willingness now to co-operate next 
October does not commit you in any way whatever, 
but it gives us some indication of the number of our 
dealers for whom we must plan to have extra mer- 
chandise. A post card puts you on the list. 


McCALLUM HOSIERY COMPANY, NORTHAMPTON, MASS., U. S. A. 


New York Sales Office, 417 Fifth Avenue -—~ Chicago, 36 South State St. —~- Boston, 77 Summer St. — Philadelphia, 1001 Chestnut St. 





YOU JUST KNOW 
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Select Harmonizing Colors 


Proper selection of shades will make this a very 
colorful “wheel” and ought to make folks think of 
shoes and hose “in the same breath.” On the floor 
of the window white cloth is stretched. 

At the end of each “spoke” on the “wheel” a 
card, giving the shade of the hose, its price by the 
three pairs and the price of the shoes, or each com- 
bination might be named and sold, three pairs of 
hose and one pair of shoes in combination. That is 
a matter for the individual merchant to decide. 


Window for Night Display 

At the back of the window can be placed an 
opaque black curtain with the outlines of hosiery 
cut in it, and the actual hose itself attached to the 
back of the cut-outs. The curtain is just to the 
front of the back of the window, and room is left 
to play strong lights against the hose, which will 
be silhouetted in its own color against the black 
background. If trouble is experienced attaching 
the actual hose to the background, colored trans- 
parent paper might be used with good effect. The 
front of the window would be dark. 

At the front three small shaded reading lamps 
might be lit with a display of hosiery on each side 
of the window under a lamp and in the center a 
display of shoes under a lamp, just two or three 
styles of shoes and hose in each unit of display. 
This wouldn’t interfere with the main display at 
the back and would focus attention on the hose and 
shoes. 


The Umbrella Window 


The imitation stone bench and artificial grass 
are called in to help out this window. A couple are 
sitting on the bench with backs to the front of the 
window and an umbrella shielding them from the 
passers-by. Some mischievous youngster has 
scribbled a note and pinned it on their umbrella. 
The note to be scribbled in crayon in boyish letter- 
ing as follows: “Great Display of Stockings 
Today.” 

Under the seat are 
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that’s novel. For a window caption the words, 
“New Line of Hosiery on Display.” 

On the clothesline is pinned with the old-fash- 
ioned clothespins a number of pairs of hosiery that 
are kept fluttering through the use of a couple of 
electric fans. On the top of one of the poles mount 
a stuffed owl with head cocked in the direction of 
the waving stockings. 

On the ground a rattan clothes basket, with 
other stockings in it that are to be put on the line 
and the caption, “You Won’t Have to Worry 
About Washing These—Water Renews Their 
Color and Texture.” 

Another caption, “Wise Folks Wear Them.” 





Increases Turnover from Three to 
Eight Times 

As one enters the beautiful Walk-Over Shop of 
Jacobs Bros., New Orleans, La., the complete 
hosiery department becomes the target of the eye. 
Here all of the stock is in view to the customer 
through the medium of glass-front stock con- 
tainers. Such a large number of customers patron- 
ize this department daily that it necessitates the 
services of three young women. Hosiery buying is 
done by H. Davis, who states that since he has 
used a perpetual inventory system, the stock turn 
has been increased from three to eight times. He is 
able to show this quicker turnover, because he 
knows exactly what is on hand every day. It also 
gives him a closer check on the stock at all times, 
with the advantage that he knows what is selling 
and can reorder immediately. 


Stock sheets show odd lots of two and three 
pairs that get hidden away and are forgotten. A 
gentle reminder from the office is occasionally 
given the girls, and they make a special effort to 
clean up these odd lines. 

One of the regular stock sheets gives the de- 
tails of description, stock number, from whom 
bought, selling and cost prices, date received and 

what sizes received. These 





shown the sitters’ legs and 
feet clad in the latest shoes 
and hose. At the sides of 
the window a few pairs of 
hosiery and shoes are 
tastifully displayed. This 
window ought to cause 
some merriment, and start 
people talking about the 
store. 

Two poles and a clothes- 
line stretched from one to 





sheets are kept in a loose- 
leaf binder and arranged 
as to colors in numerical 
order. Sales checks are 
made out, giving the lot 
number, size and color and 
selling price. Each day 
the sales are checked off 
from the stock sheet. 
Hosiery is invariably 
mentioned in the regular 
shoe advertising, with oc- 








the other provide a dis- 
play window appointment 


Figure B—A wheel of shoes and hosiery makes a colorful 
display. ad. 


casionally a special hosiery 
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A single stocking on a leg form, framed against velvet, not only 


adds beauty to this window but emphasizes hosiery in a way not 


easily overlooked. Credit for this trim is due to the Freese-Rhode Co., Sioux City, S. D. 


A Sate Guide to Hosiery Buying for the 
Smaller City Merchant 


By HARRY F. LIEBER 
Wahpeton, N. D. 


ing enough profit out of his hosiery depart- 

ment to more than pay his rent, there must 
be something radically wrong with his methods. 
It must be a case of not playing the game right, 
for a stock of from seven hundred and fifty to a 
thousand pairs of stockings, properly watched, 
should produce lucrative results. The foregoing 
refers to the medium-grade shoe store in the 
smaller cities, whose shoe prices range from six 
to twelve dollars. 


T° the average retail shoe merchant is not mak- 


Talking with other merchants con- 
vinces me that the most common error 
made in starting a hosiery department is 
the buying of too cheap lines of un- 
known brands. The quickest and safest 
way to establish oneself securely in 
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the minds of the buying public, is to 
give them quality goods at a moderate 
retail price. 


Were I to start a new retail store, I would do 
exactly as I did twelve years ago—take one or two 
good advertised brands, and carry about six of 
the fast selling colors, in each of the grades that 
retail at $1.00, $1.50 and $2.00, together with a 
chiffon to sell at around $1.75. 


Prices at Which Volume Is Achieved 


The average woman who pays from $7.50 to 
$10.00 for her shoes, will pay from $1.50 to 
$2.00 for stockings, with $1.85, a good, fair price. 
You can give her something good at that price, 
that will materially add to the prestige of the 
store. Carry the end sizes, for there are many large 
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and small women in every community, whose 
needs are overlooked by many of the department 
stores. With stockings coming three pairs in a 
box, the investment is small compared with the 
returns. It is just as necessary to fit feet with stock- 
ings as it is with shoes. 


Buy Hosiery and Shoes Together 


To get the best results and to avoid delays, it is 
quite necessary to plan your hosiery stock just as 
soon as you buy your shoe stock. Use the same 
judgment in selecting hosiery colors as you did 
shoes, bearing in mind the difficulty of matching 
thread silk with leather or clothing materials. It 
is easier to sell a pleasing contrast than a near 
match. 

By carefully watching the hosiery stock, losses 
are nil, because, if a color goes dead, it can be 
dyed black. Sometimes a color will lay dormant 
several months, but will come back strong. Gray 
was dead in the early spring, but.turned out to be 
one of the best summer numbers. 

Chiffon was very slow in starting in the coun- 
try towns, the demand not striking us until last 
November. Today, this. weight is the cause of a 
remarkable number of repeat sales. Girls are edu- 
cated to the fact that they cannot expect service 
of them, but this seems to make no difference, as 
they much prefer their appearance to that of the 
more practical grades. 





Fall Style Trends as Seen by Leading 
New York Buyers 


(Continued from page 108) 


James M. O’Brien, buyer of men’s hose for 
Franklin Simon &§ Co.: 


“For sportswear, the louder the sock the better 
it will go. The ideal sock can be seen half a mile 
off. Every conceivable design and color that will 
make a sock more vivid will be used and worn by 
well-dressed men this fall. Clocks are a thing of 
the past. The really well-dressed man will wear a 
medium-weight black silk for dress. 

“He will wear the fancies for business and 
everyday wear. The elaborate hose grow daily in 
popularity.” 

Anna Nolan, buyer of women’s hosiery for Op- 
penheim Collins &8 Co.: 


“Women will wear pastel shades for the fall, 
nude being predominant. Even for sportswear 
they will wear silk. The American woman does not 
like wool. She is not as meticulous about the de- 
tail of appropriateness as her European sister. 
Therefore silk will be worn on the links, over 
cashmere, when it is very cold. 

“Lavender will be an outstanding shade for 
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evening wear. It will be used with all sorts of 
dresses. The palest mauve will be worn with white 
dresses and silver and gold slippers. Fallow, a pale 
golden shade, will be used with gold slippers. 

“The two-thread ‘dust’ stocking, made popular 
by Jean Nash at Deauville, will be worn with din- 
ner dresses. This is very flattering to the slender 
ankle. Black, in my opinion, will not be popular 
in the fall at all.” 


Mary Epstein, buyer of children’s hosiery for 
Saks, Fifth Avenue: 

“Children will wear vivid socks next fall. Wool, 
either in full length socks or half socks, will be 
used by virtually every well-dressed American 
child. Beige, tan or white backgrounds will be 
decorated with blue, green, orange, purple and 
red dots, circles, zig-zags and every other design 
conceivable. The Jacquard design is very popular, 
with either a plain turnback or none at all. For 
dress—that is, dancing school or parties—children 
will wear silk socks in pastel shades. In order to 
prevent the children from catching cold, cashmere 
will be worn under these socks. The latter will be 
it; nude color. 

“Schoolboys prefer heather, navy, dark brown, 
olive green and khaki backgrounds for their socks. 
Small children will wear white woolen socks for 
Cress, without design.” 


Miss Rausch, buyer of women’s hosiery for 
Saks, Fifth Avenue: 


“Modish women will wear pastel shades this 
fall. They will use silk stockings in diamond de- 
sign and small checks. These will be beige or blond 
backgrounds, with the duller shades of green or 
blue in the checks. 

“Silk and wool mixtures in soft weaves will be 
very popular for sportwear. For evening, mauve 
and peach will be the leading shades. Slate gray 
will be worn by the more conservative women for 
shopping and street wear. 

“Tt is difficult to predict at present just what the 
American woman will buy, but it is fairly safe to 
say that she will follow these lines.” 





Kramer Bros. Design Store Front 


New York—Kramer Bros., hosiery importers, 
have fitted out their new showroom at 331 Fourth 
avenue, as a typical store. It has dummy window 
fronts. In these windows will be shown from 
time to time, the newest in hosiery constructions, 
and the best forms for display of such merchan- 
dise. 

The idea of dummy window fronts is being used 
very much as an effective way of giving the right 
setting to merchandise. Kramer Bros. report their 
new plan to be taking hold very satisfactorily. 
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No Trade Gets Away From the 
Store That Features 


One Gwenty Five 


Trade Mark 
Pure Thread Silk, Fine . .00 “One Twenty Five” carries the broadest 
Gauge Stockings at guarantee of any stocking— 
’ H . " 
(Reinforced with Lisle Garter Tops and Feet) Every inch of silk being guar- 
‘ ¢ : P F anteed against all irregularities. 
Trade remains loyal because this stocking gives perfect satisfac- ff ‘ 
tion to the woman who is looking for a popular priced stocking O _— in every popular shade and 
with all the quality features of much higher priced goods. “One vl ed in a most extraordinarily beauti- 
Twenty Five” far outclasses anything near the price. ul manner. 
Made of double cracked extra, pure thread silk with selected lisle Ray-Mond No. 570—Extra fine chiffon, 
thread tops and feet. full-fashioned of pure thread silk with 
: : a patented reinforcements in heel and toe 
Tailored to shape in the knitting—not merely boarded. Slender for greater service and the finest mer- 
ankles. Wide Elastic Flare Tops with clear, even, flawless texture cerized lisle tops of any stocking made 


throughout. today. In all season’s best shades. Per 
doz. $14.75 


No. 516—Full-fashioned dipped stock- 
ings, flare top, reinforced tops and feet 
in new, popular shades $13.50 


No. 568—The best mock-seam chiffon 
stocking made. Extra fine gauge spring 
needle knitting with full-fashioned mark- 
ings, silk to welt and packed in individual 
bags. Doz. ........ a 


RAY-MOND HOSIERY Co. 


MADE TO RETAIL FOR ONE DOLLAR 











ee ‘Style No. 407—“Temptation” Hose, Silk plaited over 
% fibre. Looks as good as pure silk. Has given wonderful 
results. It is noted for its remarkable resistance to 

wear and its lasting silky beauty. 


COLORS 


Black Orchid French Tan 
White Canary Pearl Gray 
Beige Nile French Nude 
Sandalwood Sahara Maize 

Blush Almond Toast 

Flesh Nude Powder Blue 
Peach Mist Blonde Satin 
Sunburn Gun Metal 


In Stock for Immediate Delivery 


Write for samples of this number, which will be 
gladly sent on request. 


MA-RO HOSIERY MILLS Co. 


Main Office, 27 N. 3rd St., Philadelphia, Pa. 
Showroom, 389 5th Ave., New York 


7 (2 
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STARKIST 


A NEW BEAUTIFUL NOVELTY 














OTHER STARKIST 
POPULAR SELLERS 


The Zebra Heel—Style No. Z. H. 
Silk and Rayon with patented printed 
heel design, practical and economical, 
comes in the best selling colors with 
black stripes on heel. 


Price, $8.75 per doz. 






The Stucco Stitch—Style No. 64 
An exciusive Silk and Rayon novelty, 
very attractive and in big demand. All 
leading Spring and Summer colors. 


Price $6.75 per doz. 


























STARKIST 


that will draw increased sales to any hosiery depart- 
ment. 


This Starkist novelty stocking has a dainty satin stripe— 
the dainty touch of this neat distinct stripe lends itself 
perfectly to the light color shades in vogue. 


The plain colors, so much in favor, are maintained, while 
the satin stripe adds a distinctive feature to conform 
with Summer attire. 


All the wanted colors—Price $7.50 doz. 


No. 79CC is a staple stocking made of Silk and Rayon 
upon which the repeat business has been extremely large. 
One of the features of this number is the ravel stop stripe 
in beautiful contrasting colors that positively stops “runs” 
starting in the welt. Price, $7.85 


ROBISCHON SALES CO., Inc. 


389 Fifth Ave., New York 
Boston Office: 33 Bedford Street 


Made by 
The Starkist Hosiery Co., Reading, Pa. 
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Fast Selling 50 Cent Retailers 


Twenty-five different designs for immediate delivery in the following colors: Black, Cordovan, Navy, Log Cabin, Beige, Palm 
Beach, Grey, Powder Blue, Red. Samples gladly sent on request. 


MA-RO HOSIERY MILLS CO. 27 N. 3rd Street, Philadelphia, Pa. 


SHOWROOM, 389 5TH AVENUE, NEW YORK 





‘Fust One of the Many Fixtures 
That We Manufacture for 
the ‘Display of Hosiery 


Hosiery Buyers 


In search of information for the 
solution of hosiery problems are al- 
ways welcome at any of our offices 
m Boston 

New York 

Chi 


cago 
St. Louis 
Philadelphia 
Cincinnati 
Rochester 


where representatives of the Boot 
and Shoe Recorder will be glad to 
give 


INFORMATION 


regarding hosiery brands, hosiery 








Upright 1/2x3/8x12 inches. Extends to 
24 inches over all. Cross arm 3/8x15 
inches. Square tubing. H/N base, Top 
for holding hosiery form adjusts to any 
angle. 


J. R. PALMENBERG’S SONS, Inc. 
Founded 1852 
63-65 West 36th Street, New York 
BALTIMORE CHICAGO 
122 W. Baltimore St. 


BOSTON SAN FRANCISCO 
26 Kingston St. 11 First St. 
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204 W. Jackson Bivd. 


manufacturers and wholesalers, 
new styles, color information, etc. 
Written inquiries will have our 
prompt and careful attention. 


Hosiery Division 


Boot and Shoe Recorder 


127 Duane St., New York 
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Full-Fashioned 
HILSON HOSIERY 


for immediate delivery 
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nny Style No. 2008 
" Silk and Lisle. Twelve color 
combinations in our own woven 
patterns, high spliced heel and 
double sole. 
Price $11.00 per doz. 


Style No. 938 
Lisle. Twelve color combina- 
tions in our own woven pat- 
terns, high spliced heel and 
double sole. 
Price $7.75 per doz. 





Garter-Clox—/(Illustrated). “Adding the touch that 
means so much,” a beautiful all silk, full-fashioned 
chiffon with the exclusive contrasting color Garter- 
Clox top. All wanted colors. 

Price $19.50 per doz. 
The-Non-Run—Full-fashioned all silk chiffon with 


a stop-run feature. 
Price $16.50 per doz. 


No. 760—All silk, 42-gauge, full-fashioned chiffon. 
Price $15.50 per doz. 


_ 1208—Sheer, full-fashioned chiffon, lisle top, silk 
oot. 


Price $13.50 per doz. 
No. 1925—Full-fashioned, 11-strand, lisle top, pure 


thread silk. 
Price $14.00 per doz. 


The above styles are made of the finest silk obtain- 
1 ‘J come in all the latest shades, INCLUDING 


Samples and color card gladly sent on request. 


Style No. 733 


Silk and Lisle. Twelve woven 
color combinations, high spliced 
heel and double sole. 


Price $9.50 per doz. 


These styles are our own creations and 
are made only of the finest ingrain yarns 
obtainable, which hold their coloring 
through wear and washing. Samples 
color cards, actual swatches and f 
information about our other popular 
numbers furnished on request. 





After August 1 we will be located at 277 Fifth 
Ave., New York, a more convenient location 
for visiting buyers. Our new showroom will 
then be open for inspection. 


Manufacturers of the famous Hirner 
Foot Hose—“Built like a Shoe.” 


HIRNER HOSIERY CO. 
ALLENTOWN, PA. 


Selling Agents 


ROBISCHON SALES CO. 
389 5th AVENUE, NEW YORK 
Boston Office, 33 Bedford St. 


Issue of July 4, 1925 











H. HILLELSON & SON, Inc. 
3-5-7 West 22nd St., New York 
Established 1888 
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Philadelphia 
(Continued from page 95) 
Plain untrimmed operas in white 
kid are selling well. There is some 
slight call for white linen but the 
business done in it is very much 
smaller than that done in kid. In 


addition to the call for whites there 
is also some business in patent 
leather and in black satins. Blond 
shoes are dead. Prices are some- 
what easier due to the desire of 
shoe manufacturers to get some 
business. 





Slowing- Up in Retail 
Business at Rochester 


ROCHESTER—The week ending 
June 27 was quite a disappointment 
to the merchants of Rochester, who 
had hoped after the spirit of busi- 
ness during the warm weather of 
the past month that business would 
continue on a better basis for the 
balance of the month. Cool, unsea- 
sonable weather during the week 
held up the demand for white foot- 
wear which had begun to sell-dur- 
ing the past two weeks and local 
merchants report that last week the 
demand was mostly for patents 
with black satins and blond satins 
selling well. 

The demand for sport footwear 
which has been stimulated through 
newspaper and window advertising 
continues to be strong and local 
merchants report that this has been 
one of the best sport shoe seasons 
that they have’ ever enjoyed. All 
types of sport shoes are selling 
freely but the crepe-soled patterns 
are having the call just at present. 


McCurdy’s Shoe Sale 


The semi-annual McCurdy Shoe 
Clearance held last week is reported 
by Manager Jim Olmstead as the 
most successful shoe sale that this 
store has enjoyed since the shoe de- 
partment was opened thirteen years 
ago. 


Edwards Opens Men’s Shop 


E. W. Edwards & Son have taken 
over the store at 110 East Main 
street, formerly occupied by the 
MeFarlin Clothing Company, and 
fitted it up as an exclusive men’s 
shop whete the man who does not 
like to buy in a department store 


can shop in the exclusive atmos- 
phere of a men’s shop. Men’s shoes 
at $8 a pair are featured in the new 
shoe department 


New Store Opens 


The Hanover Shoe Company 
opened a store here at 85 East Main 
street where it will feature men’s 
and boys’ shoes at $4 and $5. This 
store which is the 98th store in the 
Hanover chain is located in the 
heart of a new shoe chain store 
district. 


Monthly Style Service 


The Utz & Dunn Company an- 
nounce the inauguration of a 
monthly style service which they 
feel will be of real service to the 
retail shoe trade. The first issue of 
the Utz & Dunn style guide was 
mailed last week and features six 
shoes selected for selling during 
August. 

The following data was part of a 
letter announcing the plan of the 
new style service: 

“Style is the most important fac- 
tor in women’s shoes. A big per- 
centage of today’s ‘smart merchan- 
dising’ is choosing the correct 
model or style. 

“To help eliminate a big per- 
centage in gambling in style and to 
assist you in selecting patterns that 
will sell, we have inaugurated a 
monthly style service. 

“To make this service of even 
greater value, we will make the 
styles on our special Rush Schedule. 
This means that the shoes will be 
shipped within three weeks from 
receipt of order.” 





White, Patent and Black 
Satin Leading Materials 


BALTIMORE—tThe tide of op- 
timism among manufacturers and 
merchants in the Baltimore district 
continues to rise. Increase in dis- 


tribution is not large, but the slow- 
ing down in activities has been 
checked and trade is again going 
forward. With a few exceptions 
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Thomas Turns and Guodyear 
process flexible footwear 


Handsome, littl 
Laneoning gris osied ae 


On special lasts with our mas 


ter modelers newest shapes 


Made at prices that 
for For! anes dntn MA e 


so necessary in. iris 


Shoemakers tothe children of 
America for forty-eight years. 


THOMAS & COMPANY 


ESTABLISHED 1877 
3611 1A"Ave BROOKLYNNY. 


Boston Salesroom 
483 Essex Street 
Makers of Play We 
Jack O'Lantern Mass La Mode 


zmcess and 
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basic industries are slowly expand- , L—<—st 

> ing. Credit is abundant. The banks ¢%& Cas en 
N are in a position to finance trade (, 
» many times the amount now han- X 
/ 


RETO BUYS 
died. Retail trade is reported 4 OA 


Axaitgi ones — than it was at this seasonin Qaug S ei tp 8 

The retail shoe business here has 
been good, stores reporting sales up 
to last year and many reporting 
business exceeding that of last year 
at this season. Whites have been 
very good during June. Short- 
sighted merchants who did not 
stock up in white goods are now 
finding their white stock depleted 


ae me — ema 
\ and even entirely wiped out. Up to 
Jowad SHors the present time there have been no | 88-90 ReadeSt. ~ New York 
ee white sales with the exception of a AUCTION TRADE SALES 
A \ 














very few shops who advertised of 

white odds and ends and passe | SHOES AND RUBBERS 
styles at reduced prices. Every Wednesday and Friday 
ddrecs all communications to the factory Even with the brisk buying in 


white footwear, patent seems to 

lead with black satin a close second. | STOCK DEPT. 5S 

In fact, black kid and any other SNAPPY SNAPPY 

lightweight black materials are sell- orn Saaerare ae Bema 
to be Snappy” 


ing well. Tans have fallen off but 


BROCKTON, MASS. 











, x 
: sail are expected to return in the fall. | THE STETSON SHOE CO., Inc. 

“HIGHEST GRADE ONLY” ane pavnbainerte 

east EYMOUTH, MASS. U.S.A. Baumel Buys Store 
, Nat J. Baumel, formerly manager | SNAPPY SHOES 
and buyer of Winkelman’s, New | FOR YOUNG MEN 
York City, has taken over the Elgar Up to the minute Styles. Selling 
Boot Shop, 101 W. Lexington street. eee Sean Sy a 
The store has been remodeled and 
refitted. Mr. Gardener has been 
retained as manager of the shop 
which is now called “Slipper Craft,” 
the slogan being “Fitting the Nar- 
row Heel.” Mr. Baumel is planning 

to stage an exhibit in the near 

' Shoes of Worth future. Seven and ten-dollar shoes 

A. E. NETTLETON co. will be featured here. 


Pfeifer Co. in $1,000,000 
Deal 


Providence, R. I.—Albert Pfeifer 
Co., department store, recently 
closed a $1,000,000 deal here, in- 
volving leases of a building at 
Westminster and Union streets. 
Numerous alterations in the store 
are being made. 

At a recent election the following 
officers were elected: Albert Pfei- 
fer, president; Clarence H. How- 
land, vice-president; G. Elmer 
Lord, secretary and treasurer, and 
F. A. Harkins, publicity director THE SHOE FOR MEN 
and sales manager. 


New Shoe Stores INFORMATION 
for 


Carl Stenz, Camp Meeker, Cal. Shoe Merchants 

E. W. Edwards & Son, 110 E. Badges 5 abn FAS BE ry ong 
Main street, Rochester, N. Y. knowledge 

Hanover Shoe Co., 85 E. Main secre these pages may read 
street, Rochester, N. Y. 
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REGISTERED 
| The Quality 
| Pullman Slipper 


| RED BLACK TAN 


| SWAN SHOE CO. Baltimore, Md. 








Satin, Felt and Leather 
SLIPPERS 
fer the Family 
No. 7300 Satin in these 
colors American Beauty 


Blue, Old Rose, 
Levender, B. 











Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 














Many dependable and 
profitable styles constant- 
ly In Stock. Send for latest price list. 














__ shoe hoe patterns 


ARLE SHOE PATTERN Co 
S@ MAIN ST., BROCKTON, MASS. 











William Wright Is Dead 


Boston, Mass. — William D. 
Wright, for thirty years active in 
the engraving business here, died 
at his home in Concord, Mass., on 
June 19. He was 49 years of age. 
Mr. Wright was the treasurer of 
the Wright Illustrating and En- 
graving Company, a double organi- 
zation, of Boston, and The Wright 
Company, Illustrators, of New York 
and Chicago. His business was 
more national than local and neces- 
sitated extensive traveling by Mr. 
Wright. He was of a fine person- 
ality and had a wide circle of 
friends in the shoe trade. He was a 
member of many clubs. 





Howard V. Cole Resigns 


Boston, Mass.—Howard V. Cele, 
for many years export manager and 
director of Rice & Hutchins, Inc., 
shoe manufacturers, recently re- 
signed. Mr. Cole is enjoying a 
much-needed rest and will devote 
more time to outside interests. 

During his connection with Rice 
& Hutchins, Inc., Mr. Cole has 
traveled in foreign countries exten- 
sively and has exerted a great in- 
fluence in the matter of introducing 
Rice & Hutchins’ shoes to foreign 
trade. He has a host of friends in 
the trade, due to his great activity 
in various associations having to do 
with the progressive subjects of the 
industry. 


New Leather Finishes 


Peabody, Mass.—New embossed 
grains are being made in tanneries. 
Some are: pigoat in two tones on 
calf; burnished alligator, in nat- 
ural and two tone colors; basket 
weave and chain link weave; Scotch 
grain on cordovan, as well as calf 
and side; Moire silk on kid; au- 
tumn leaf in colors on cabretta; 
embossed suedes, figures being out- 
lined with gold; box grains on sides 
for sport and street shoes. 


President Coolidge Walks 
Much 


President Coolidge, spending the 
summer at Swampscott, Mass., near 
Lynn, Mass., astonishes Lynn shoe 
men by his liking for walking. He 
is out every morning, rain or shine, 
for a lively walk along the shore or 








inland. .He steps right along as if. 


he enjoyed every step of his jour- 
ney. During the day, he occasionally 
breaks away from the routine, and 
saunters off for a walk around the 
grounds of White Court. 
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QUALITY BALLETS— ~ aren 
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Alse Men's and Women’s Slippers ef every deseriptios. 
METROPOLITAN SLIPPER CO. 
184 W. Boway, near Duane St. New Vert 





Fi 


HARD AND 
SOFT TOES 
IN 
— wM. 
Send for SUMNER 
Price List SMITH 
325 W. Monroe St.. Chieage. Tl. 








MANHATTAN FINDINGS CO. 


Wholesale Shoe Store Supplies 
MOVES TO 145 WEST BROADWAY 
NEW YORK 








BALLETS and BOUDOIRS 
RIGHT annv LEFT LASTS 


IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 


John E. McNamara -- Haverhill, Mass. 











BALLET SLIPPERS — IN STOCK 
of the unusual kind 


om naa a 
6-11 11%-2 2%-8 
$1.30 «681.85 = $1.45 
seine, ene 


Specialists = Shainet Ba Manufecture 
241 No. tith Street - Philadelphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 
earns 
Twll 
-25 
il 4 


fen okies tos 


SOS SENS CP aec- 
147 Duane St., New York, N. Y. 








BALLET AND GYM SHOES SHOES 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 








saver in meeting immediate needs. 
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Detroit 


(Continued from page 87) 
change. Gray did not develop as 
expected. Black patent continues to 
hold a strong place. 

While the business in women’s 


July 4, 1925 





footwear is reported as exceedingly 





good, the sale of men’s lines are lag- 





Free Smokes for 
Women 











An innovation in service 
that may be the forerunner of 
a new vogue has been estab- 





Flexible Turn Shoes 
Fer the Jebbing Trade Exclusively 
F. 8S. ELAM SHOE co. 


lished at the Wood-Levy 
Shoppe, Washington boule- 
vard. A balcony has been 
handsomely fitted up with easy 
wicker furniture, upholstered 
in cretonnes, and _ several 
smoker’s sets installed for the 














7540 | 


*'161— 
Summer St. BOSTON: , es EE: 





convenience of their customers 
who care to smoke. While it is 
likely that there are few 
women who smoke who will 
take advantage of this priv- 
ilege at first the number will 
continue to grow as the serv- 
‘ice becomes known. Dainty 
cigarettes are provided for 
those women who do not carry 
their supplies with them. 





~ | 








ging. There is less volume of sales 
in the older men’s stores than in 
preceding months. 


Many Low-Priced Stores 
Open 
The number of new chain shoe 
stores handling the cheaper grades 
of men’s shoes opened in Detroit 
during the past year cannot help 





America’s Favorite 


NU-SHINE 


Restores Color 


reserves 
utifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. »c. 











but have its effect on the business 





EMIL RUBLACK 
Mtge “eee 
Tilustrated 
New Price Ticket 250 
ee ae 
Price F100 with $3.50 
JAD WAY 


140-142 bs BR 
“Your Name on Ticket” 


of the older established shoe mer- 
chants, who sell lines centering in 
price around $7. There is no doubt 
that many men who have tied up 
their future earnings in installment 
payments are turning to the cheaper 





Shoe Booklets 


201 South Street Boston, Mass 
Telephone, LiBerty 8673 





lines for financial relief. 








Fourth of July Trend 


A striking Fourth of July win- 
dow display was installed by Chis- 
holm’s Boot Shop, 1424 Woodward 
avenue. The backgrounds were built 


MULTIGRAPH PLATES 





of beaver board finished in white. 











IN STOCK MADE TO ORDER 


Eagle and shield decorations were 
cut out of crepe paper and mounted 
directly on the panels. Clusters of 
small flags, and a large one were 
also. used in developing the back- 
ground. Standing like soldiers, two 
giant firecrackers, four feet high, 
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Scientia Fibre Board to an exact 
Uniformity of Quality. 
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F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 











* ALL 

WIDTHS 

oring °: 

GRADES 

Russell ManufacturingCo. 
Middletown, Conn. 





Jhe One 
Waterproot 
Lrather That 
lakes and Re- 
tains e Polish 


, & COOK CO 
os San Besteu, Mass. 





sper 




















DR. CAMPBELL’S. 
HEALTH SHOE 


IN STOCK 
Ask for New 


Catalog 
Powell & Campbell 
122-124 Duane 5St.. 

New York City 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless you need the 


Boot and Shoe Recorder | 


ALL THE TIME 














New Innersole Process 


£ 
there can be no burning from acid, which has been taken out by a 
cooling process. Bottom filler is also omitted as unnecessary. The 
shoes in which the new innersole were used were perfectly smooth 
on the surface next the foot with no bunches, crevices or cracks. 


Cross section view of a man’s 
shoe, made by Peck Shoe Co., of 
Worcester, Mass., featuring a 
new patented innersole process. 
It was invented by Charles O. 
Christy, production manager of 
Peck Co. 


It consists of a leather unit of 
heavy chrome, covering the in- 
nersole and locked in with the 
Goodyear welt sewing in such a 
manner that there is no oppor- 
tunity left for rolling or buck- 
ling of the surface next to the 
foot. The innersole proper is first 
softened and treated so that 








stood in the back of the window as 
a symbol of the occasion. 


Lubin to Move 


Lubin Footwear, Inc., will move 
on August 1 from 1410 Washington 
Boulevard to 1526, a block further 
north; where larger quarters will 
give this progressive firm an oppor- 
tunity to expand. 


New Men’s Store 


The new Detroit store of the 
French, Shriner & Urner chain re- 
ported to be opened .in the Book- 
Cadillac Hotel, and which has been 
in th ure and decorator’s hands 
for fal weeks, will probably be 
opened t6 the public of Detroit by 
the‘ time this letter is published. 
Harry. W. Jones, who has been 
with ington, Inc., Washington 
Boulevard, for the past seven years, 
will be the Detroit store manager. 





Atlantic City Merchants 
Meet 


Atlanic City, N. J—The At- 
lantic City Shoe Retailers’ Associa- 
tion held its last meeting and din- 
ner until’ fall in mid-June at the 
Extra BE. Cafe. Anthony H. Geut- 
ing of Geuting’s, Philadelphia, Pa., 
was a special guest and addressed 
the meeting with an instructive and 
interesting address.- Mr. Geuting 
stressed the value of service in 
operating the shoe store. 

discussed measures to 
house-to-house selling 
| hosiery. It was voted 

association’s opposi- 


tion to the local commissions and 
advocate that canvassers be as- 
sessed a mercantile tax. There were 
forty-five members present. The 
next meeting will be held on the 
fourth Thursday of September. 





MacLaughlin-Sweet, Inc., to 
Present Style Show 


Boston, Mass. — MacLaughlin- 
Sweet, Inc., manufacturers of 
women’s shoes at Auburn, Me., is 
to present a Style Show at its plant 
in Auburn, Friday evening, July 
10. An interesting two-day program 
which will be presented to about 30 
buyers has been arranged by 
Charles D. MacLaughlin of the 
firm. 

On Thursday, July 9, the party 
will motor from Boston to Maine, 
arriving at the Poland Springs 
House, Poland Springs, for dinner. 
The guests will be taken for a tour 
of the spacious plant, Friday. It is 
an immense factory, 600 feet long 
and four stories high. Office boys 
wear roller skates as a measure to 
“speed up” their part in carrying 
out the MacLaughlin-Sweet plan of 
prompt deliveries. 

Moving pictures, showing factory 
plans for operating, will be part of 
the program. Edric Taylor, of Lynn, 
will direct the Style Show. Six pretty 
girls will model and’ an orchestra 
will provide music. The show is to 
be presented in the company’s din- 
ing room, which is very roomy, per- 
mitting a runway to be extended a 
generous distance. Tables will face 
the runway, thus allowing guests a 
very close inspection of new styles. 
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EXTRA QUALITY SANDALS 4x0 OXFORDS 


Offered At 
20c. and 25c. Below Regular Prices 


BLUCHER OXFORD, UNLINED, FANCY TRIMMED 





Me. 465—Brown Lotus Calf, Mahogany Trimmed 
Ne. 496—Nut Brown, Smoked Trimmed 


BLUCHER OXFORD, LINED, FANCY TRIMMED 


« 
i 
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Ne. 2485—Brown Lotus Calf, Mahogany Trimmed 


Ne. 2489—Patent Leather, White Trimmed 

Ne. 2484—Oxblood Lotus Calf, Brown Lotus Calf Trimmed 

We. 2483—Smoked, White Sheep Trimmed 

Ne. 2406—Nut Brown Spring Calf, Mahogany Trimmed ke 


SUPREME QUALITY LINED SANDALS 


We. 3004—LBrown Lotus Calf, Lea. Lined Bend Oak 
Me. 3005—Oxblood Lotus Calf, Lea. Lined Bend Oak 
Ne. 3008—Patent Chrome, Lea. Lined Bend Oak 





” FACTORY DAMAGFD 
5-8 8%-ll 11%-3 
Ne. 500—Patent Leather Unlined 
$0.60 $0.70 $0.80 


Sa: a 
Ne. 501—Assorted Brown and Tan 

Sandals ................. -50 -60 -70 
2-7 
$1.35 


Ne. 690—Ladies’ Patent Leather 
Sandals, Lined .................. $1.38 
Ne. 990—Men’s Ventilated Oxfords $1.35 




















THE REASON 
THAT YOU SHOULD 
USE— 


GLEASONITE 


‘‘A shoe is only as good as its sole.” 


We ‘guarantee_the wear of our Gleasonite 
Non-Slip Soling, and live up to our guaran- 
soling at BOOTH No. 19, _ tee to the letter. 

Boston Style Show. 


We shall be glad to show 
you our different styles of 














BUSINESS REVERSES 


Los Angeles, Cal.—Cameron = oe Co., 1223 
So. Wall street, shoe re. 
ported petitioned or petitioner in bank- 
ruptey- 

stendale, Cal.—Brotherton ous Co., A. 
Brotherton, shoes, reported assigned. 


New Smyrna, Fla.—Wiley L. Overstreet, shows. 
ete., reported petitioned or petitioner 
bankruptcy. 
iicago, Ill.—Peter Parlos, 4417 Broadway, 
shoes and repairing, reported petitioned or 
petitioner in bankruptcy. 

;rifith, Ind—Emil Mikowitz, shoes, reported 
petitioned or petitioner in bankruptey and 
receiver appointed. 

Michigan City, Ind.—Cohen Bros., 715 Frank- 
lin street, » ete., reported general exten- 
sion granted. 

S.uth Bend, Ind.—Kerwood Drayton, shoes, 
reported assigned. 

‘urlington, Iowa—-Albert Falick, shoes, etce., 
reported petitioned or petitioner in bank- 
ruptcy. 

\.iddleboro, ——— Bros., shoes, etc., re- 

a itioned or petitioner 


Mayenne Mass.—Fred Creighton, shoes, re- 
assigned. 
Jackson, Mich—H. G. Chapman, shoes, re 


po 

News N. J.—Harry Cohen, 328 15th ave- 
nue, shoes, reported petitioned or petitioner 
in bankruptcy. 

New Brunswick, N. J.—L. L. 
Louis IL Bergman reported 
suspended. 

Camden, N. J.—Benjamin Arinsberg, Parisian 
Bootery, 719 Broadway, shoes, reported of- 
fering to compromise at 30 per cent. 

Brooklyn, N. Y.—Harry Nathanson, 933 Man- 
hattan avenue, shoes, reported petitioned or 
petitioner in bankru: ptey. 

New York, N. Y¥.—Samuel Gewolb, -2442 8th 
avenue, shoes, reported receiver appointed. 
ported receiver appointed. 

Sol & Sol Inc., 16 Carbine 


street, vy ¥ reported offering to compro- 
mise at 45 A cent. 

Solomon Boot Shop, Inc., 118 E. 
Fordham aa "shoes, reported offering to 
compromise at 45 per cent. 

Rochester, N. Y.—Le-Hy Shoe Mfg. Co., shoe 
manufacturers, reported petitioned or peti- 
tioner in bankruptcy. 

Polloksville, N. C.—B. C. Pollock, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Rockingham, N. C.—E. Thomas, Inc., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Canton, O.—J. Fred Frank, shoes, reported 
petitioned or petitioner in bankruptcy. 

Marietta, O.—Grimes Shoe Co., W. R. Grimes, 
owner, shoes, reported — 

Elryia, O.—Reid Bros., shoes, .» reported 
petitioned or petitioner in . ae 

Francis, Okla.—Mrs. Fannie Bean, ~ 4 ete., 
repo: offering to compromise at 15 per 


cent. 

Marshfield, Ore.—S. Bromberger & Co., shoes, 

= — petitioned or petitioner in 
n 

Clearfield. » 9 —Abraham J. Rowbottom, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Greensburg, Pa.—Charles Berman, shoes, re- 
ported offering to compromise at 40 per 
cent cash. . 

Connellsville, Pa.—Emanuel Mervis, shoes, 
See petitioned or petitioner in 

nkru 


ptey. 
Harrisburg, Pa.—Louis D. Newman, shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 

Philadelphia, Pa.—Abraham Berman, 4067% 
Lancaster avenue, shoes, reported offering 
to compromise at 35 per cent cash. 

Max Love, Bon Ton Bootery, 4762 as 
Sun avenue, shoes, reported petitioned or 
petitioner in bankruptcy. 

Charles Shapiro, 3030 W. York street, 
shoes, petitioned or. petitioner in 

, Pa.—Fred W. Schoppel, 1703 Gar- 

shoes, . reported offering to 


t cash. 


» Inc., 





Pitts! 


jn bank- 
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Marinette, Wis.—-Thomas Kondras, shoes, etc., 
reported petitioned or petitioner in bank- 


Wis.—Henry Wolski, 290 Brady 
hoes, reported petitioned or peti- 
bankruptcy. 


BUSINESS CHANGES 


Beetle sicdh. shesaiiitpsstcd cusossted te 

8 .. shoes, suc 
Joseph Hlousch. 

Berlin, Conn—D. S. Negri, shoes, -» Te 
ported succeeded by P. Genoni & co 

Bridgeport, Conn.—Isad@re Jaffee, shoes, 

sold out store at New Rochelle, 
N. Y., to L. Blander. 

Chicago, Ill.—Swartz & Noren, 8805 Lincoln 
avenue, shoes, ett., reported succeeded by 
Paul Swartz. 

Marion, Ind.—M. Bernstein, shoes, 

ported will discontinue business. 

Mishawaka, Ind.—J. Abrams, The Hub, shoes, 
ete., reported succeeded by Abrams & Dia- 
mond. 

Dubucue, Ia.—Forgrave Bros., shoes, reported 
sold or closed out business. 
lem, Mass.—Ashton’s, Inc., shoes, etc., re- 
ported incorporated $25,000. 

Irving Tanning Co., tanners, incorporated 


5,000. 
St. Louis, Mo.—Joseph H. Lonn, 4641 Easton 
— reported going out of busi- 


Cinderella Shoe Shop. aoe Easton avenue, 
shoes, in cna poe 

Camden, N. J.—Josep! 1° “Levtion: 1041-1048 

Broadway, shoes, ete., reported selling or 


sold out. 

West Hoboken, N. J.—C. Tietjen & Son, 412 
Bergenline avenue, shoes, reported selling or 
sold out. 

New York, N..¥.—Mrs, Ruth Horowitz, 318 
Bleecker street, » sold out at above 
address; now in business A a Steinway 
avenue, Long Island City, N. 


etc., re- 


127 


Brooklyn, Y.—Jack C. Fast, Roebling 
shoes, reported 


» ete., 
succeeded by Max Rosoff. 
Cincinnati, O.—Herman Kaufman, Hub Shoe 
Co., 1209 Main street, shoes, reported suc- 

ceeded Max 


‘ox. 

Philadelphia, Pa.Mary M. Mayer, 1334-36 
Germantown avenue, shoes, reported sold or 
closed out business. 





Files Instructive Articles 


Robert A. Sills of Greensboro, 
N. €., has been a reader of the Boot 
AND SHOE RECORDER for the past 
ten years. Each week he takes the 
magazine home, sits down to read 
with a pair of scissors at hand. The 
article that appeals to him is clipped 
and the next day at the store it is 
filed under one of the following 
heads: Buying Methods, Care of 
Stock, Store Equipment, News- 
paper Advertisements, Direct Mail 
Methods, Window Display, Salesman- 
ship, Special Sales, Handling Em- 
ployes, Handling Customers, Ho- 
siery, Turnover, Accounting, Stock 
Systems, Store Fronts, Foot Ap- 
pliances, Orthopedic Articles, Win- 
dow Cards, etc. 

The best ideas in the industry 
are thus kept on file for comparison 
and adoption as the case may re- 











Manfield & Sons, Philadelphia, Pa., oe an = tagesing diets ro Bere 

detail worthy of attention in arranging effective window trims has been 

considered in planning the above display. Even:the monogram M is sig- 
nificant. of the-thoroughness in which the scheme was carried out. 
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Specially Priced 


Sandals and Oxfords 


Genuine Goodyear Stitched—All Leather 
(Except where Neolin Soled) 
IMMEDIATE DELIVERY 
air aati TWO-STRAP 5-8 8%-1l 11%-2 
022—-Retan Sole, Mahogany Ree $0.60 $0.70 
1943 White Neolin Sole, Wahoeany , Chrome. d -60 -70 
1000—Oak Leather Sole, C 
1086—Oak Leather Sole, Nut ‘rows ‘spring Call... 





Leather Sole 
1089—Patent Leather, Oak Leather Sole... 
SANDAL ONE-STRAP 


1621—Tan Side, Retan Sole 

1622—M any Chrome, Retan Sole... 
1617—Tan Spring Calf, Oak Leather Sole 
1629—Patent Leather, Retan Sole 


1005—Brown Lotus, Oak Leather Sole 
PLUG mptern 


1200—Mahogany Chrome, Oak Leather So ; 
1286—Nut Brown Spring Calf, Oak pall oesg Sole... 
1237—Tan Spring Calf, Oak Leather Sole... : 


1277—Light Tan Spring Calf, Oak Leather Sole, 
Medallion on Toe 





FACTORY DAMAGED 5-8 
299—Patent Leather, Unlined Sandals ............... 
298—Assorted Brown and Tan Sandals om 50 
296— Brown ont Tan Oxfords 
297—Assorted Red, Green and Blue Sandals... 














Case Lots, 36 pair to case. Discount 7%—otherwise 2%. 


TROOPER SHOE Co. 
350 Canal Place t—2 Bronx, New York 
(Branch of E. J. Ramsey Co.) 








—_- 


What Shoe Buyers iW. ant 











- Reliable Information on Styl ‘ rend and Trade Conditions. 
. Practical Ideas in Store Management. 4 

. The Best Trade Opinion, Ad ide and Suggestions. 

. Continuous Directory of “Sor ce: of Supply.” 





All These They Get Every Week in 
The Boot and Shoe Recorder. 


- 
7 
. 











When writing to advertisers please mention Boot anv Snor Recorper 
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“The Whale” 


A Smart Sase Brogue 
Ejisendrath’s New Color 16 Calf 
Hi-Grade Throughout 
Price $4.50 


A Line Full of 
STYLE THAT ATTRACTS TRADE 


and 


QUALITY THAT HOLDS TRADE 


will be on display during the Show 
Week at 
Booth 254 Mechanics Building 
: The Copley-Plaza Hotel 
Boston office 207 Essex St. 


Wall Streeter and Doyle 


North Adams, Mass. 














When writing to advertisers please mention Boot AND SHor RecorvER 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each inser- ‘ 
page per issue: Po sWant” ndvertoomenta, coven quate per nF ioe : 
times 652 times ye be received at the office dm Boor ~ 
Space 1 time 7 times 18times 26 
1 in...........$5.00 $4.00 $8.50 $3.00 $2.50 Es ues civettome dale guage’ ts ems te one of toss 
8 ta..i...2 10.00 8.00 7.00 6.00 5.00 ee Ge cleats debe une teeth 
9 te.. ce 15.00 12.00 10.50 9.00 7.50 address, aa weed of address must be counted in ee adver. 
| @ imc... 20.00 16.00 14.00 12.00 10.00 oie eee oe 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
— —2 















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 














WANTED—Live salesmen for Ohio, Cook 
County, Ill. Wisconsin, Llinois, ex ng 


Peloton Ramage Tepe Kansas, Missouri, Oklahoma, Arkansas 










































| 
: ton and Millis. 
LESMAN WANTED to sell, ie STAMP ‘WORK SHOES. Good, S. Goodyear™ Wall aa Wattods te Bechee, Oat tte te 
A on comm 
S sion, our line of high-grade Milwaukee- ‘or particulars, giving references. 
for Onin Indinna,- Michigan and California. NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 
Herbst Shoe Mfg. Co., . Wi 











GALESMAN WANTED for Alabama. Stitch- GALESMEN with considerable experience HOE SALESMAN wanted to carry as a 








downs, McKays, Leggings; commission desiring permanent employment with good side line spats and leading shoe novelties. 
basis; must travel automobile. Hagerstown salary and future in men’s retail chain in Address with references Ideal etnias 
Shoe & Legging Co., Hagerstown, Maryland. New York City, write, stating age, experience, Co., 4248 No. Crawford Avenue, Chicago, IIl. 
religion and references. Box K-798, care Boot 
ALESMEN WANTED to sell our McKay § and Shoe Recorder, 127 Duane St., New York. © SALESMAN WANTED—To carry our line of 
novelties and slipper lines in Middle and growing girls’, misses’, children’s and in- 





Central West on straight commission. Address ANTED SALESMEN — Commission side fants’ Turns and ‘Stitehdowns in Pennsylvania, 
J. Nelson Manning at Boston office, Outing WwW Western made Boys’, Youths’, Little Ohio and West Virginia. Some trade estab- 
Shoe Co., 122 Lincoln St., Boston. > umbers, Tan shoes lished. Address Hammonton Shoe Co., Ham- 














XPERIENCED SALESMAN to ee eee ee Eee ee ee eee 
carry a tu ern ennsy!ivania, ew ork, 0 enin- 
E line of branded children’s shoes in Central sular Michigan, Iowa, Wisconsin, Northern yy a4 for ion’ Mosthern Obie a: one for Western 





New York. May be carried in conjunction and Southern Illinois. Give full details in first Ohio, to sell glove 

with a line of ladies’. Address B-588, care letter. Address B-530, care Boot and Shoe felt slippers. Want men who live in and who 
| Boot and Shoe Recorder, 207 South Street, Recorder, 207 South Street, Boston, Mass. are now working these territories. Must have 
} Boston, Mass. LESMEN to cell - ia 8 _ a and work territory closely. Inter- 
| ESIDENT SALESMAN by Women’s Spe Ohio, Indiana, Ilincis and Michigan or  °iti2& Proposition to ge. a hg Ao 











count and 
cialty Jobbing House of medium and _~ rtions thereof, Rochester, N. Y., line of In- ay orma 
. He a inate. Philadel i. =f ond withoes tes Heels, sizes in” rst te er. “Adare = 5 “EG a aoe = 
8 comm on » 
Baltimore, Washington, Norfolk, Cleve | to 5. Soft Soles and Moccasins, sizes 6 to 4. - S"0* ‘Recorder, 207 South St., Boston, Mass. 
Chicago, Atlanta, Minneapolis, Los ya Seven per cent commissions. References must. 
— writing give reference. Address B-529, accompany application to receive attention. 
and Shoe Recorder, 207 South Address B-457, care Boot and Shoe Recorder, R ] 0 
. Street, Boston, Mase. 207 South St., Boston, Mass. eal Opportunity for 





Side-Line Salesmen 


| Real Salesman Wanted So mie eo 


territories. 
he Somme (2) La., Ark., wae 5, @) 


Ky. 
Now calling on better trade in territories of Western Pennsyl- by 2-1 
salesmen we select for these territories 


vania, Carolinas and Virginias to carry easiest selling line of is and e2isgent coccens. No man 
| leather soft sole House Slippers and turn Boudoirs. Must travel weveu will nd the line, and the back. 
| by car. Seven per cent commission. “Sell us” your services in Tne, “rather ‘than a Side Ting” Such has 
| your first letter. Address B-533, care Boot and Shoe Recorder, ani a, fall, detalle of your ex erience 
207 South St., Boston, Mass. wrens Green Shoe Mig. Co. 960 











WANTED Shoe Salesman 


Wanted 
Real shoe salesmen with established trade to carry our line of must be a HUSTLER. UNLIM- 


children’s triple sole, double stitched welt shoes. Fall line now ITED TERRITORY BY ONE 

OF THE LARGEST AND 

ai} ready and several excellent territories open. Seven per cent com- LIVELIEST BOSTON JOB- 
if ” ,’ BERS. Commission and satisfac- 
| mission. “Sell us” your services in your first letter. Address tory DRAWING ACCOUNT to 
: B-532, care Boot and Shoe Recorder, 207 South Street, Boston, the right man. Address B-534, 
it M eare Boot and Shoe Recorder, 





207 South Street, Boston, Mass. 
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SALESMEN WANTED SALESMEN WANTED FOR RENT 
SALESMEN Departments for Rent 


If the following a of Men’s 
Popular-Priced Dress Welts look good 
te you apply at once. (3) new shades 
Gallun’s Dixie Calfskin, American Oak 
Bend Outsoles, Full Grain Leather In- 
soles and Counters, All Combination 
Young Men’s Snappy Lasts, Newest 
Patterns. Stock eg on floor. = 
less 5% discount traight 6% 
mission. COBLE SHOE COMPANY, 
HUMBOLDT, TENNESSEE. 

















POSITION WANTED 








Two Resident Salesmen Wanted. One 
for Cincinnati and vicinity, and one 
for the hard coal region in Pennsyl- 
vania to carry our lines of Misses’ and 
Boys’ shoes. Established trade. Please 
give qualifications, experience and 
references in first letter. 


KIDDY SHOE SERVICE, INC. 
Lititz, Pa. 


POSITION WANTED—Chain store manager 
and buyer, 15 years’ experience in shoe re- 
tailing, prefers position in Penna. or nearby 
state; A-l references. Address B-536, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





FOR LEASE 


RETAIL LOCATION—Erie, Pa. One 9 
per cent location which can be had 
thirty- * lease starting April 1, 1926; build- 











ing 30 165 feet. P. C. Cunningham, 704 
Palace Building, Erie, Pa. 








E. J. RAMSEY COMPANY 





We have a shoe department and also other 
departme New t 


popular price 
municate with 
1415, Des Moines, Iowa. 














FOR SALE 





Foe SALE—Smith’s Educator Shoe Store. 
centrally located. Doing nice business. Leav- 
ing city. 185 Fourth N. W. Canton, Ohio. 





are open for salesmen who have estab- 
lished trade and work their territory close 
in the following states: Louisiana, Iowa, 
Kentucky, Illinois, Wisconsin, New York 
State, North and South Dakota, Nebraska. 
First letter: Territory covered in detail, 
present connection, etc., 347 Rider Avenue, 
New York City. 








Milwaukee Work Shoes 


and Children’s Stitchdowns. Several 
choice territories open. Real oppertun- 





Will LeaseSpace 


for a Ladies’ Shoe Department 
in a store doing half-million- 
dollar business. 


Lecated in Middle West university 
town catering to the medium top-notch 
trade. This is an exceptienal oppor- 
tunity for a good live firm. For par- 
ticulars inquire B-537, care Boot and 


“The Crosby Shoe” 


a retail store for men’s shoes exclu- 
sively is for sale. The business is 23 
years old. The locatien is one of the 
best in Boston for this class of store. 
The settlement of an estate makes this 
step necessary. Additional information 
can be obtained by addressing 
MRS. GEORGE L. CROSBY 
113 Federal St. Boston, Mass. 














Shee Department for sale in active 
ee automobile town. Did $50,- 


space for term of years. 
We own modern building and do 
goods business. Sale 


1 al dry 
ae ente anly and to responsible party 














real Retail 
——— for = states of Tilineis, Indiana 


Give your complete story in first letter. 
Address B-535, care Boot and Shoe Re 
corder, 207 South St., Boston, Mass. 


ity for big caliber salesmen. If you Shee Recorder, 207 South Street, Bos- — nes Soezee yy "baat 
can produce, write Steven Strong Shoe ton, Mass. mess and store reputation. Address 
Company, Milwaukee, Wis. a. e Boot and Shoe Recorder, 
iblee and ‘Btitchdewns, Gi owing” Girls’ 
wns, Gro ms 
through to Infants’, desires WHERE TO BUY 




















WANTED—Experienced Rubber Footwear 
Salesmen for territories in and 
Southeast. Must 


sales fi t th ~ and personal 
‘or past three years, age 

qualifications, confidential. Address B-531, 
care Boot and Shee Recorder, 1627 Locust 








We supply all descriptions of shoe 
satins, silk brocade, gold and silver 
tinsel, in the latest designs and styles 
for the American market. Write for 
prices and samples to T. Fearnley & 
Sen, P. O. Box No. 7, Audenshaw, Man- 
chester, England. 




















FOR RENT 








GHOE DEPARTMENT for rent in New Or- 





BUSINESS OPPORTUNITY 


leans, La. One of the largest ladies’ spe- 
cialty stores, doing a large volume of. busi- 
ness, is interested in leasing a shoe 





corder, 207 South Street, Boston, Mass. 








Lexington, Kentucky 
With wholesale trade territory of over 
1,000,000 people seeks shoe house to 
help round out wholesale market. Write 
Lexington Board of Commerce. 





Fg RENT—Desirable space for Men’s and 
Women's ee Doe in one of the 
largest and best lished clothing stores in 


5 now carryi 
Good opportunity for development of shoe 
business. Best tion town. Excellent 





We'll Buy For Cash 


shoe stores, factories, or large 
of leather, 
or small stocks shoes, findings, 


CASPER and MacLEN 
170 Summer St., Boston, Mass. 








CASH PAID 


for entire shoe stocks or 
= lead 
KIRSCH-BLACHER CO., Inc. 


622-624 New York, N. Y. 
Phone Sp: 1443 
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MISCELLANEOUS 


MISCELLANEOUS 





ATTRACTIVE 
SHOE CARTONS 


LABELS 


PRICE ERVIS 


OUALITY 
THAT SAT ; 











Made Only of Wood 
for all lines 


IMMEDIATE 

SHIPMENTS 

Send for Catalog 
THe Oscar Onnen Co. 
CINCINWATI, OF 


We do not make 
Metal Fixtures or Show Cases 


NKEN 


880 


ri 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on For rates 
for Wants, For Sales, etc., see Want Page. 

SHOE RDER te ae enalioe oa 

a 

statement te mislead its readers. The 

publishers reserve the right te reject any 


advertising or reading matter which is net in 
line with this policy. 





iliam 
12, Vienna, Austria. 
A: Buenos Aires, Rivadavia, 2721. 


P. Sabazzina, Gerente. 

BRAZIL: Gerente, John 8. Fitch, 33 Rue 

meral Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1128-1127, Otte 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 

r. 

SPAIN: Gerente, Leoncic de Miguel. Librere 

Editor, 20 Fuencarral, Madrid. 


. 





MISCELLANEOUS 














Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 
Quality Shoes from 
$1.47 to $2.00 


Write for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 





Milbradt Rolling 
Step Ladders 


made in a 


FE 
‘i 
fs 
‘hl 


i 
f 


3 
beled 


bit 
Ferge 
bps 
Ese 


| 


| 


if 
fer’ 
if 
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Beating the Mail Order 
House 


A good mail order and country 
trade has been built up by the R. & 
G. Bootery of Fargo, N. D., through 
the medium of sending several men 
with samples of shoes out to the 
smaller towns. These salesmen stop 
at the farm houses along the way 
to display their wares. As many as 
three men are sent out in Fords to 
stir up new trade. Oftentimes, ac- 
cording to C. A. Wikstrom, mana- 
ger, the men will sell 400 pairs of 
shoes during a trip with not one 
exchange or refund. 

These salesmen take a range of 
sizes and styles, no two shoes alike, 
so that they are able to show a 
variety to their prospects and are 
able to beat the mail order houses 
at their own game, through the 
means of personal solicitation. 

“A monthly store dinner is the 
best means of promoting good fel- 
lowship, harmony and the proper 
store spirit, and at the same time 
ironing out those differences that 
are bound to come up in every 
business,” says Mr. Wikstrom. 





MISCELLANEOUS 








WINDOW .: 
DISPLAY 
FIXTURES 
Made by — 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 




















BROOKLYN PURCHASING SYNDICATE 


FRANK VALAEG, Poaustoter 
610 Broadway, lyn 
Phone 


1798 


HIGHEST CASH PRICES PAID 
oder cen Goalie ae 
or no 
your bendh: Wire Correspond. 
or us. - 
confidential. 1890. 
436 Gres 3 SAN York 
ew 
e also o purchase elothing, = 











MISCELLANEOUS 

















MISCELLANEOUS 

















“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 
The only nipper 
made which is* just 
the right shape to cut 
out tacks on the inside 
of shoes. 


ables you to cut the 
tacks close to the in- 


_ d specif 
sure an y 
Genuine 
“MANCHESTER” 
} curved jaw when or- 
Write us direct if your 
dealer cannot supply 


i) you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Mauufacturers 


Boston, Mass. a gph yr 


A SHOE STORE NECESSITY 


“VARNUM” 


(Trade Mark Reg. U. S. Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 
WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Vaernim™ Size Sticks 

ere made of Extra 

Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify “VARNUM” 
To Your Jobber or Write Direct 


Manufacturers 


F. W. Whitcher Co. “ciz,."i 








knowledge so that he who 
4 80 runs 
pages may read—and learn. 








Information for Shoe Merchants 


tes a source of 
through these 





Phone 
for immediate action. 





BURKLEY 
SHOE CO. 





BK A Sure-Fire Way 2K 


If your jobber cannot supply you, write us. 


A. W. GREELEY 
Sefi2 Duncan Street - - - Haverhill, Mass. 55d 


to keep customers satisfied is to 

sell them shoes of quality. My 
boudoirs measure up 
to every quality test 
and are recognized 
everywhere as a great 
buy. Stock my boudoirs 
and play safe. Black 
or colors. Leather or 
rubber heels. 
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Triple Wear Hosiery Mills, New York City..99 
Triumph Hosiery Mills, Inc., New York 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 
Phila., Pa. : s 

American Leather ‘Producers, a 
York City 

Armstrong Cork Co., Lancaster, Pa........... , 


Barnet Leather Co., New York City 





Cedar Cliff Silk Co., New York City 
Creese & Cook Co., Bost 





Goodyear Tire & Rubber Co., Akron, Ohio. 45 
Hale, Alfred, Rubber Co., Atlantic, Mass... 39 
Jones Co., F. E., Bost 


Leather de Luxe Co., New York City 
Levor, G., & Co., Inc., New York City 


National Fabric & Finishing Co., Boston 13-29 
New Castle Leather Co., New York City 
Northwestern Leather Co., Trust, Boston... 37 





Rueping, Fred, Leather Co., Fond du Lac, 
p REE EAC ee hs Sa ae 48-49 


Russell Mfg. Co., Middletown, Conn. 


Schwarzenbach-Huber Co., New York City 82 
Skinner, Wm., & Son, New York City 
Surpass Leather Co., New York City 


West Virginia Pulp & Paper Co., New 
York City 
Williams Cut Sole Co., Boston 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L.. & Co., New York City 
Fleming-Keevers & Co., Inc., Northampton, 


Heywood-Wakefield Co., Wakefield, Mass.....132 


Manhattan Finding Co., New York City. 
Milbradt Mfg. Co., St. Louis, Mo 
Myers, F. E., Bros., Co., The, Ashland, 


Onken, Oscar, Co., Cincinnati, Ohio 
Rublack,. Emil, New York City 


Segall & Co., Phila., Pao ......1.......ccicccesscescceseeees 133 
Success Furniture Corp., St. Louis, Kirk- 





Whitcher Frank W., Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Tubular Rivet & Stud Co., Boston. ........... 


United Last Co., Boston 
United Shoe Machinery Corp., Boston 
33, 92 . 136 


MISCELLANEOUS 


Atlantic Printing Co., Bost 1%4 
American Footwear Fashion Co., New York 








Hotel Breakers, Atlantic City, N. J............... 
Illinois College of Chiropody, Chicago, Ill. 96 





Kirsch-Blacher Co., Inc., New York City....132 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 132 


Baw: Cents ES See Cy Se 
York City 
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Shoe Manuf x experience. And I’ve learned how 
pte yegnss erage vitally important it is to have a plan for 
Should subscribe to x operating in style shoes—if a merchant is 


to get the top dollar of profit. 

Can’t go into full details here. Must 
say one thing, though. Because each shoe 
we offer is backed by mature style and 
merchandising sense, my customers are 
getting more than mere shoes,—they’re 
selling shoes which fit into a real profit 
plan—for better than the usual profit. 

The reputation for consistent style and 
quality in Merchants Shoes is maintained 
through the practice of buying from 
reputable manufacturers only. 

Yours truly, 


Meas (™ : 
FOUR SERVICES 


FouR SERVICES | My Best Bets for 
5 Etre Das : immediate buys 


4. Information Bureau 
For full particulars and a copy of our free booklet 


“THE SHOE BEAUTIFUL” —A little Causerie on Parisian 
Modes and Footwear — apply to Mr. Otto Hasse 


THE AMERICAN FOOTWEAR FASHION CO. 
662 Fifth Ave., I. Miller Building - - - New York City. 


Watch Paris! a ws had 25 years of shoe marketing 
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ON THE OCEAN FRONT onaetonenn 1000 


ATLANTIC CITY, N. J. GRA WATER 


IN_ALL BA The ny Seagpee 


7000—Patent, 13/8 picsk Heel, 

7001 —Patent, 15/8 F. B. Spike Heel. . 

7002—Patent, 9/8 Covered Heel. . oman 

7003—Black Satin, 13/8 Block Heel . 

7004—Biack Satin, 15/8 F. B. Spike Heel ............C. 
7005— Black Satin, 9/8 Covered Heel 

7906—Black Velvet, 13/8 Block Heel 

7007 —Black Velvet, 9/8 Covered Heel ........ 
7008—Kaffor Kid, 13/8 Block Heel... .............-. Cc 


$3.60 























SHOES AT A PRICE 


Every Pair From a Nationally 

Known Solid Leather Line 
We handle, exclusively, jobs of solid-leather branded 
shoes. By buying. the entire output of samples, %) ae 
close-outs and factory-damaged of the largest fac- x FE EER as jock Hetleerssserss Band © 


4958—Black Satin, 14/8 Block Heel. 


tory in the country, we get them at especially low 
bE Soran 14/8 Block Heel. . 


prices. Our customers get the benefit. Complete : .B 
stocks of children’ 8, misses girls’, women "s, ke 4963 —Chestnut Brown Velvet, 14/8 ‘Block Heel. .B and Cc. 
men’s and boys’ low and high shoes on the floor at 5 $3.60 

2 ve a AT THE SHOW—BOOTH 102 


M. Goldman Shoe Co. | MERCHAN TS SHOE CO. 


57 LENUOLN =. 


One Half Bleck North of Statler Hotel os 
617-619 North 9th St. St. Louis &| BOSTON 


2 ae 
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~- Answers the comfort app oat 


of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace - 
holding the shank of the shoe close to 

the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 


experiment. 


SPLIT RIVET 
(OCKING SHANK 
TO INSOLE 


Y 


































Vhe Shoe with the Crawford 
Arch Supporting Shank 





@ATENTED 


United Shoe Machinery eer 


BOSTON, MASSACHUSETTS 
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In Stock 


Bos \. For AtOnce Shipment 


Steck No. 017-B — “Clyde” 
Last, Best Tan Elk, Golf 
Quarter Lining, Kumbac Toe 
Box. B, C and D widths. 


$4.60 


The Ideal Golf Shoe 


E find this stunning Clyde sport model, with top-grade Crepe bot- 
tom, has become tremendously popular for golf. It stands high in 
our total sales of sport shoes this season. 
Its medium-broad and comfortable toe, with flexible toe box, is an asset 
for the strenuous golfer who wears it. The Tan Elk uppers, attractively but 
plainly patterned, give it a snap and wearing quality that suit the taste of 
everyone who plays the Royal and Ancient game. 
WE CARRY THIS MODEL IN STOCK, along with 25 other fine 
Mid-Summer styles. 


Let us send you the Bates’ portfolio-cata- 
log, showing in full color the complete line 
of Bates’ In-Stock Shoes for this season. We . 
supply newspaper cuts free for most of them. 


A. J. BATES CO. 


- MASSACHUSETTS 
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B Walk-Croft, 
( A WORD WIT} A WORLD OF 


ti EANING~TO BUYERS OF 
Suet SHOES FOR WOMEN 


Watk-Croft, 


SMART SHOPS FOR WOMEN ARE MADE BY 
-\. BANCROFT WALKER COMPANY 


A? THEIR FACTORY IN wy . 


-/\Z 
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Shoes by courtesy of 


BOYDEN SHOE 
MFG. CO. 
Newark, N. J. 


Made of 
VODE KID 
Color 11 
RUGBY TAN 
Quarter Lining 


of the same 
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de Ki o@ 
EOS Se anon ISCAS 


Men’s “Featherweight” VODE KID Shoes 
that are “Featherweight” 


()PPORTUNITY is knocking at the door of the 

retailer who lets the extreme lightness, comfort 
and elegance of Vode Kid give to his men and boy 
customers a new realization of what summer shoe 
satisfaction can be. 


Vode Kid is the best answer to the demand for feather- 
weight shoes. 


The one thing necessary for your scoring a huge success 
with men through Vode Kid shoes 1s to style them 
right. 


THE STANDARD KID CO. 
209 South St., Boston, Mass. 


and Branches 





S_ 


( For Men's and Bays’ Shoes the following VODE KID Colors are RES 


- most popular: 


Color rr RUGBY TAN—Color BIAVA BROWN 


with quarter linings of Vode Kid in contrasting shades 


We recommend the following Vode Kid colors for Women's Shoes: 


Color B JAVA BROWN Color 112 INDIA TAN 

Color7t NATIONALGRAY Color 13r AUTUMN BLONDE 
Color 170 PEARL GRAY Color 11 RUGBY TAN 

Color 5x CHAMPAGNE Color 88 BRONZE 
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LL 


FB&C.Kid 


First 1n BEaAuTY—FIirRST IN VARIETY—FIRST IN AUTHENTICITY 








Golden Brown 


Oak Leaf /KiD| Red Ash 


Titian ‘Thirty-one 
Chestnut Brown 


AMALGAMATED LEATHER COS, Inc. 


22 North 5th St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL. 


SUUUPRUPLUPLUCOYOLLUELUULLEALIDU J AL JL ML LL 
When writing to advertisers please mention Boor anv Suor Recorver 
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“ Jasmine” 
With Concealed Gore 


O F first importance with each member of the Brophy Organiza- 
tion is the customer’s interest. We look beyond the order 
in hand to the relationships we hope will exist between us 
in the future—an attitude which assures each customer 
that everything is being done to get to him, on time, his 
shoes as they were ordered. 


The “Brophy Habit”—which so many buyers have acquired, is 
proof that this policy pays. 


It’s high time that you, too, were familiar with the Duplicate Order 
Shoes which Brophy makes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM CHICAGO OFFICE 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 20 W. JACKSON BLVD. 
ROOM 1612 
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In the Heart of the§ \ 


NEW 
STYLE] $ 


Bu 











Marbridge 








Mi 






A glimpse of t 


Buyers visitim§ Nev 
at all timécord 
comed. 


FE. P. Rel 


Rochesteg Ne’ 
PHILADELPHIA 


| 325 Forrest Building Fashioned in Our New Yog Style 
‘| W. D. F. GIBSON#tyle D 
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thel World’s Fashion Center. Our 


W} YORK 
LE] STUDIO, 


Building 
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ose of Main Sales Salon 


risitim New York are 
-ime@cordially wel- 


.HED & CO. 


esti New York 


525257 


are fashioned by expert designers 
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; ; ee CHICAGO 
-w Yom Style Studio, Marbridge Building 1316 Republic Building 


BSON@tyle Director 
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The New 
Aniline 


=| Character 
i Because 
! of the 
Excellence 
of its-make up 
BARLYNN will become 
A nationally demanded 








Leather. 


Barlynn 1—a Rich Golden 
with no reddish cast 


Barlynn 5—a Deeper Tan 
Barlynn 9—an Ideal Brown 


Barnet Lynn Leathers 


[J. S. BARNET & SONS,' Inc. 
LYNN, MASS. 
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re 
A.SHOEWISE 
says— 


Thirty years’ manufac- 
turing experience behind 
these men’s slippers 
make them fitting com- 
panions in quality, con- 
struction and price to a 
noted comfort line 


(Cuxurest] 


T. M. Reg. 
U. 8. Pat. Of. 














America Recreates at Home 


Boom Promised in Men’s Slippers 


Turning aside for the moment to catch 
a glimpse of eztra profits. 


How is your stock of men’s slippers ? 
This “radio bug” is something real. It’s putting 
comfort up front in the human emotions. The 
“golf widow” has had her domestic troubles 
settled by radio. 

The “evening clothes’ for fall are going to in- 
clude the time-honored pipe, easy chair and 
slippers. 

Be ready to suggest S-L-I-P-P-E-R-S to every 
man entering your store. 


“Shoes for theQccasion” 
~~ N.B.S.M.A.~ 


o%, [ PisHER &0 yw IN e 


LYNN, MASSACHUSETTS 


Boston Office: 216 Lincoln Street — Chicago Office: 45 So. Wells Street 
Philadelphia Office: 44 N. 4th Street, Merchants Building 
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INSTOCK 


the Original and Genuine 


Dr. A. Reed Cushion Shoes 


No. 1202 No. 1082 
Black Kid Blucher Oxford Brown Kid, C. S. Oxford 
Single Sole, Half Rubber Heel Single Sole, Half Rubber Heel 
Combination Last Combination Last 
A—7%toll D—6toll A—7%toll D—6toll 
B—6%toll E—6toll B—6% toll E—6toll 
C—6 toll EE—6toll C—6 toll EE—6toll 


$623 $725 


D* A. REED Cushion Shoe agencies are exclusive in every 
sense of the word. Only one dealer in a town can buy 
the merchandise—and the famous Cushion Sole is not success- 
fully imitated in other lines. A Reed agency may be open to you. 
Write us for particulars and a copy of our instock catalogue. 


———l 
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J. P. SMITH SHOE CO. 
CHICAGO pol NEW YORK 
OTe Monnoe 4550 Pee re Whintait 7546 


West Coast Salesrooms: 312 Forrester Bldg., Los Angeles, Cal. 
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The enchanting new 
Garden Theater 
built especially to . 
house the ainth 
annual St. Louis 
Fashion Pageant 








SLLOWS LashiOn Pageant 


August 4-21, 935 


eA TRIP to the St. Louis market is always worth while, particu- 
larly so this year, which promises a market season more 
complete with added features and attractions. 


Those who have seen this annual event need hardly be told of its 


wondrous beauty. In the new and more intimate environment of 
the Garden Theater, built especially to house the Fashion Pageant, 
new charms and added beauty will be the result. 


Years of planning and months of actual search for a place in which 
to present this annual Style Show, have resulted in this Garden 
Theater, a commodious, yet intimate amphitheatre, rising from 
grounds which nature herself must have had in reserve for just 
such usage. 


Applications have been filed for reduced railroad rates. Fare and a 
half rates have been granted by the Western and Southwestern Passenger Associ- 
ation. The Transcontinental Passenger Association has issued a most interesting 
schedule of summer rates to St. Louis. We hope for favorable action from other 
Associations, therefore recommend that all merchants coming to St. Louis apply 
to their local agent for information and take a separate receipt on purchase of 
their tickets so as to obtain proper refund when in St. Louis. 


Yes, a trip to the St. Louis Market in August of this year will be more than worth 

while to the pro- 

gressive merchant. Tickets for the Fashion Pageant 

y are to be had from the St. Louis 

wholesalers and jobbers. It might 
be well to advise them when you 
expect to bein St. Louis and In addition to the Fash- 
how many in your party, so ion Pageant other attrac- 
that reservations will be tions during the market 
made for you. S€QsOn are:— 





The American Retailers Associa- - 
tion Convention, A. R. A. Educa- 
tional Sessions, A. R. A. Banquet 
and Entertainment. 


Municipal Opera and Grand Opera 
Open P 


in the ark. 
Major League Baseball. 
Special Railroad Rates. 


A concerted effort by all wholesal- 
ers to present salable styles and 
dependable merchandise. 








PUBLICITY COMMITTEE OF ST. LOUIS FASHION PAGEANT 
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Endicott-Johnson starts the 
ever conducted 


IG news! Endicott-Johnson 

shoes for boys and girls are 

going to be advertised—in a nation- 
wide campaign. 


You, the shoe merchant, know 
about Endicott-Johnson and the 
“Better Shoes for Less Money” on 
which we have built our reputation. 
You probably know, too, about the 
vast resources and facilities repre- 
sented by the E-J tanneries and 
factories. 


Our advertising will tell the story 
to the public—it will broadcast the 
quality, wear and money value of 
Endicott- Johnson shoes for boysand 
girls. Everywhere, in these days of 
continued high cost of living, the 
mothers and fathers of growing 
boys and girls are asking, “Where 
can we find shoes that last longer 
and cost less?” 
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Greatest Advertising Campaign 
on boys’ and girls’ shoes 








Endicott-Johnson .national 
advertising will appear in The 
Saturday Evening Post, The 
Ladies’ Home Journal, Good 
Housekeeping, W oman’s Home 
Companion, People’s Home 
Journal, Woman’s World, 
Holland’s Magazine, The 
American Boy, Boys Life, 
Child Life. Repeated inser- 
tions; tens of millions of sep- 
arate messages! 

The greatest advertising 
campaign on boys’ and girls’ 
shoes ever put on! 


girls too. And 
it will help you 


build up busi- 


They are go- 
ing to know— 
for the answer 




















‘is: , Endicott-Johnson shoes for 


boys and girls, 


Every shoe merchant appre- 
ciates the value of boys’ and girls’ 
shoe trade. And Endicott-Johnson 
advertising is the kind that will 
help to make business for you. It 
will be spread on the pages of 
leading magazines of national 
circulation that go into the home. 
It will be read by millions of 
fathers and mothers—by boys and 


ENDICOTT 


ness on Endicott-Johnson shoes 
—for Endicott- Johnson shoes are 
the kind which bring customers 
back to your store. 


Of course, you will see this ad- 
vertising. But before it appears 
you will want to take advantage 
of it—and learn how to doso most 
effectively. We will be glad to 
give you full particulars. Dis- 
tributing houses: Endicott, N.Y.; 
Jersey City, N. J.; St. Louis, Mo. 


- JOHNSON 


Better shoes for less money 
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Select any of these 
NEW CASTLE BROWNS 


with confidence 


—Because they are 


NEW CASTLE 


Color 3 ROYAL BROWN é *T hese colors correspond with 


those recommended for Fall by 
the Joint Styles Committee: 


color 3s HARVEST BROWN’ kate 


ROYAL BROWN 


cor 9 INDIA TAN RUGBY TAN 


Color 31 


NEW CASTLE colors are deservedly regarded as HARVEST BROWN 


hati t 
authentic for two principal reasons: WOODLAND BROWN 


| Because they are pro- 2 They are produced Color 98 

duced by skilled men from the choicest raw INDIA TAN 
who have grown up in stock that grows which 
the NEW CASTLE way provides a quality foun- 
of doing things and dation whichno less ex- 
know only that way. pensive skins can equal. 


to 
INDIA TAN 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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WELL-KNOWN successful 
A man in the shoe industry, 
who has devoted most of a 
lifetime to the business of selling 
and making shoes, has an important 
announcement to make to his friends 
in the retail shoe trade. ‘This 
announcement is of interest to 
every? shoe merchant. ‘The details 
appear on the following two papes. 
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To My Friends in the 
Retail Shoe Trade 


first vice president and gen 

manager of the Weyenberg Shoe 

Manufacturing Company® after 
seventeen years of service, in order to 
take over the business of what formerly 
was known as the Beals-Pratt Shoe 


Manufacturing, Company. 


To this big, new job I am dedicating 
my resources, energy, ability and ex- 
perience. And as I look back over the 
many years I have spent in the shoe 
business, I cannot help but feel that 
I have been exceptionally fortunate in 
the range of experience I have had, 
and in now being able to apply this 
experience exactly as I know it should 
be applied. 


Lge Pe Eggs vege. $22 the 
of selling, under which the 


alter Booth Shoe Company will be 
conducted, is summed up in the “Bath 
Creed”, which is reproduced on the 
opposite page. 
In this creed I have concentrated 
twenty-four years of practical expe- 
rience and gbservation, and in plactns 


HAVE recently left the position of 
i eral 


this declaration of policy before you, 
I believe we are doing, something, that 
no other shoe manufacturer ever 

has done 


We are putting all our cards on the 
table — deliberately committing our- 
selves, in orgs type, to do certain 
things for the good of the retail mer- 
chant—and by so doing we hope even- 
tually to benefit, also. The things that 
are pledged in the “Bath-Creed” will 
be carried out exactly as stated. 


If you endorse this policy of manufac- 
turing, and selling and are interested in 
a local agency for Bath Shoes, an ex- 

ion from you to that effect will 
Prina you full details. We want to 
work with the best shoe merchant in 


When writing to advertisers please mention Boot anv Snow Recorvsr 
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Che Booth Creed 


This creed is a declaration of policy 


covering, the manufacture and 


sale of Booth Shoes. It is the basis of understandin3, between all 
Booth Shoe eMerchants and the Walter “Booth Shoe Company. 


Policy of Manufacturing 
i; The Booth line of men’s dress welt 


shoes shall consist of not more than 


_ twenty-four numbers, representing, the 


prevailing, popular styles. 
fi Whenever a new style is added to 
the line, a “passin3,” style shall be 


diseontioned. 


3 An “In Stock” Department shall be 
* maintained, assuring prompt de- 

livery on all numbers at all times. 

4 Every shoe taken into the Booth 
* line shall at the same time, auto- 

matically be taken into the “In Stock” 

Department. 


5. Booth Shoes shall be priced low 
enough to assure the merchant 

quick turn-over at a good profit, and 

enable him to meet competition. 


6. The Booth organization pledges 
itself to a constant 

style tendencies, and to make Booth 
Shoes conform to the popular trend. 
w a Quality shall never be jeopardized 

by haphazard or slip-shod manu- 
facturing, methods or a the use of in- 
ferior materials in the making of Booth 


Complete satisfaction to the 
8. wearer shall always be the first 


consideration in making Booth Shoes. 


review of 


Policy of Selling 


]., Booth Shoes shall be sold through 
* legitimate retail shoe merchants 

only. 

7 The Walter Booth Shoe Company 
* shall operate no retail stores of its 


3 Booth Shoes shall never be sold to 

* syndicated retail chain stores at 
lower prices than to established Booth 
dealers. 


4 Booth Shoes shall never be sold 
* to Mail Order Houses or to con- 

cerns organized for house-to-house 

canvassin}, 

5 Booth Shoes shall never be sold to 
* any so-called “factory commis- 

saries” in competition with a Booth 

dealer. 

6 Booth Shoes shall never be put on 
* the market under any other name, 

to sell to your competitor around the 

corner. 


7 Merchants who sell Booth Shoes 
* shall be established as direct fac- 
tory agencies, and we will work with 
these merchants to sell our product 
profitably. 
Se Merchants handling Booth Shoes 
_ are Boing, to make a profit—possible 
thru turn-over and su t mark-up. 


This, then, is fhe Both Creed—our pledge of performance inthe makin}, 
and selling, of Both Shoes. It is for your protection and preater profit. 


Walter Booth Shoe Company, Milwaukee, Wis. 


A MARK OF INTEGRITY 
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i 
Hint 
! 


Adopted by Monteux 


That Monteux, the leading shoe manufac- 
turer of France operating The Pinet, Raoul, 
and High Life shoe shops, is featuring Naco 
Calf, is not only pleasing news to us, but it 
is a valuable style forecast to shoe manufac- 
turers and retailers in this country. 





Though we dislike to admit it—the Paris 
styles of to-day are our styles of to-morrow. 


A. C. LAWRENCE LEATHER COMPANY 


210 South Street, Boston, Mass. 
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The New Adornment for 


FALL FOOTWEAR 


Fashion's arbiters decree beads for embellishing the new footwear 
modes for fall. Cut-steel beads will be all the rage. ore Shu-Stiles 
creates the two charming models shown here with dainty cut-steel 
beaded bows. They're new, they're “peppy,” they're just what you 
want for the smart trade. Look at what we give for 


5284. Black satin one-strap, satin bow 
with cut-steel beads, guimpe stitched as il- 
lustrated, gray lined. 14/8 Cuban ‘covered 
heel $ 


5285. Exactly the same as 5284, except 
with full Louis 16/8 Spanish heel. . .$3.15 
Materials and workmanship high 
grade, light-weight flexible soles, 
snug-fitting lasts. 


Live Numbers for Live Merchants. 


5281. Black satin D'Orsay Opera Pump, 
satin bow with cut-steel beads, guimpe 
stitched as illustrated, full French corded, 
champagne kid lined. Full Louis 16/8 Span- 
ish heel $3.50 
3349. In black satin, 14/8 Cuban heel, 
champagne lined $3.50 
5282. Same as 5281 in Black Velvet $3.50 
5283. Same as 5281 -in Patent-.. . $3.50 
3350. Same as 5281 in Patent with full 
breasted 14/8 Cuban heel 


There’s nothing slow about Shu-Stiles—we have snappiest numbers first 
and we have them ON THE FLOOR. If your order gets in by 2 p.m. it 
goes out the same day. If your name isn't on our books now it should be. 
We boost your profits with our live styles and right prices. 


Today’s the Day to Get Your Order in the Mail 


OUR SLOGAN 
“Say it with sizes for 
immediate delivery” 





Retailers 
Take Notice 


Ours are lines that 
mean quick and cer- 
tain profit for you ! 


SHU-STILES, Inc. 
1422 Washington 








When writing to advertisers please mentson Boot AND SuHok KecorvEerR 
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new addition to 
our FES »; 


Che BRIARLY 


ta Briar Grai in for Summer & Fall 


‘THE BRIARLY, our number 6380, is a new shoe with everything 

to make it popular for the rest of the summer -and on through 
the late fall months. It is a tan briar grain blucher, semi soft toe, 
single oak sole with natural oak bottoms, leather heels, oblong 
brass eyes, leather lined quarter, and solid leather throughout. 


No. 6480 — Black of the above. 


The BRIARLY with striped ¢$ 4.00 
bi-welting we offer you at — 4:99 


In stock for 30-day delivery. 


Weyenberg Shoe Mfg. Co. 


ientennren E. wast ON SIN 


een a b. Worsahers Bins Min’ Ce. 
Dallas, Texas — Ay ts 
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new addition to 


Our Fg) te 


The BANROC Ss 


GA Scotch Sasi tles for Falls 


"THE BANNOCK, our number 7274, is newly designed 

and made over a straight broad toe last, has full single 
oak sole with natural bottoms, leather lined quarter, flat 
eyes and one half rubber heel, solid leather throughout. 


No. 7374 — Black of the above. 


The BANNOCK made with mellow ¢ 3: 50 
Scotch Grain Uppers we offer you at— 4 ~— 


In stock for 30-day delivery. 


Weyenberg Shoe Mfg. Co. 


euikanice E, i” SS 


North Pacific Branch Seuth Pacific Distr. New Engiand Distr 
Werenbers. Show Co. Weyenberg Shoe Mfg. Co. Denham Bees. Co. 
Dallas, Texas Portland, Oregon Brattlebore, Vt. 
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WORK SHOES 


Your Opportunity 
to purchase real 
values in excellent 
merchandise at low 
prices. 


BUY NOW 


FOR YOUR 


FALL STOCK 


Style 106 

Men's Olive Retan Biucher. Full Double 
Sole, Uskide Outsole, Rubber Heel, Army 
Last, Sizes 6-11, EE, Price .. $2.25 


Style 3106 
Boy's Olive 
Goodyear, stitched, Uskide Sole, 
Heel, Army Last, EE, Price 


Retan Farmuse, Blucher, 


Rubber 
$2.25 


Style 3111 
Men's Olive Retan Farmuse Moccasin 
Vamp Blucher, 16 inch Top, Leather Dry 
Foot Welting Bellows Tongue, Army Last, 
EE, Price ; é 

Style 3132 

Men's Chocolate Elk, Scout Bal, Full 

Double Sole Armour Tred Outsole, Rubber 

Heel, Scout Last, EE, Sizes 6-11, Price $2.00 


Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins Baltimore Co. 


HUTCHINS 


INC. 
13 High St., Boston, U.S.A. 


Style 3105 

Men's Olive Retan Farmuse Blucher, Soft 
Toe, Uskide Sole, Goodyear Stitched, 
Rubber Heel, EE, Price 2.65 


Style 3113 

Boy’s Olive Retan Farmuse Moccasin 
Vamp Blucher 10 inch Top Uskide Sole, 
Good ear Stitched, Rubber Heel, Army 
8 Ee 


Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co, 
Atlas Shoe Co., Boston, Mass. 
Jos. I. Meany & Co., Inc., Phila., Pa. 
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Vol. LXXXVII 


Merchants Buying More Freely 
Good Outlook for Fall 


[Ts sentiment of atrade Shoe Consumption Increasing But The next big job of the in- 








is not the product of one There Are Still Some Problems 4¥5try is to increase the per 


man and one mind but is capita appreciation of shoes 


To Be Solved 





the fruit of many minds—all 

balanced—with optimists on one side and pessimists 
on the other. One bubbling enthusiast balances a cor- 
responding grouch. The level of them all is the spirit 
of the trade. To this mixture of opinions, add a dash 
of the spice of looking into the future, and what have 
we got. 

A clearer thinking industry, fearlessly 
taking stock of itself and its capabilities, 
sees in the immediate future sharp clear- 
ances of strictly summer types of shoes and 
the continued sale of high style types and 
specialties to consumers to whom money is 
little object. In October, November and 
December it sees a brisk three months of 
business to close the year. 


Merchants generally feel that they have made good 
progress this year in the distribution of footwear. 
They look forward hopefully to the fall and back up 
their hopes with a remarkable degree of careful buy- 
ing. Both eastern and western markets have this mid- 
summer experienced a generous selection of new shoes 
—for the merchant is planning to open the fall season 
early. 


Shoe Consumption Increasing 


The present situation is somewhat favorable to con- 
cerns which can switch readily from one pattern to 
another and which can exist on small but frequent 
orders. 

Mass selling is extending into smaller communities 
with the increasing development of chain department 
stores and chain specialty stores but the consumption 
of shoes has increased and it is this that lends sparkle 
to the mid-summer business in the wholesale shoe mar- 
kets of the country. 


so that the public will divert 
its money to footwear instead of spending much of 
it elsewhere as in the immediate past. 


There is much waste in the distribution of shoes. 
The bargain basement and balcony business methods 
still have a prominent place in distribution. Saving 
of waste, and correction of manufacturing errors will 


‘have a tendency to decrease stock available for such 


profitless manufacture, and oftentimes equally profit- 
less merchandising. 


A more scientific study of distribution and a ready 
flow of orders will lead to steadier operation of the 
industry, even though it be on a lower level than its 
actual production capacity, and with it will come 
steadier employment of labor and economy of pro- 
duction. 


Industry Must Organize 


One thing is apparent in an economic study of the 
mid-season condition of the trade—that the shoe in- 
dustry has too little organized information with which 
to protect itself against public challenge. There is 
need of a development of intelligent public opinion 
and there is particular need for a close watch on the 
developments of the coming political season, the open- 
ing of Congress and the activity of state legislatures. 
There are a number of bills scheduled for presentation 
in many legislatures having for their object the con- 
trol of the price of manufacturing merchandise. 


Industry Must Also Co-Operate 


These developments can best be watched by an in- 
dustry working together in harmony. And there are 
many more positively constructive movements which 
can be undertaken. 
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Forty per cent of 
ae your trade can be 
had from_territory 
outside your city. 


8% 


“There are too many retail concerns trying to exist on 
an inadequate volume of patronage. There is a retail shoe 
store for each 700 of population according to the best 


available figures.” 


wonder we ain’t getting the business—there 

are too many shoe stores,” is the way John 
Armstrong opened up the subject of business with his 
son Bill. John was a storekeeper of the good old school 
—forty years’ experience in buying freely and selling 
customers when they came in. 

“No, Dad, our trouble isn’t because there are too 
many shoe stores,” said Bill, “it’s because we think of 
our store as a speck on Main street instead of the hub 
of a wide wheel of customer contacts.” 


“ EY Bill, look at what the RECORDER says, no 


What the Circle Illustrates 


“Where do you get that stuff—speck on Main Street. 
I’m one of the leading citizens of this town and my 
store is as well known as the railroad depot,” retorted 
John. 

“Sure thing, Dad, people know you’re here, but they 
don’t know why you are here. Railroads are all right to 
move freight, but when our folks want shoes they use 
automobiles and the motor transit coach. We aren’t 
up to date in telling customers what we’ve got here— 
that’s the trouble. There’s something more to business 
than a store front on Main street with a stock of 
average shoes. The reason we have got by so far is 
due to your personality—they all like you, and all the 
old-timers in town buy here, but what makes a store 
hum is a line of goods, with pep to ’em, and with some 
pepper in the publicity that catches the younger folks.” 

“Well, my son, you are so sprinkled with pep this 
morning, what'll we do about it?” 


The Remedy for Many Stores 


“Thanks, Dad. Does that mean we can put a little life 
into this old shell? Well, I’m for looking over the com- 
munity to find out how far afield we have to go to get 
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our bigger share of customers. I’m not content to be a 
700 customer shop when inside fifty miles there are 
425,000 people. I’m going to find out how to reach 
more people than those that have already heard your 
voice.” 

John Armstrong, admiring such a show of spunk in 
his oldest son, gave him all the rope needed to either 
catch more customers or to trip himself up—the spirit 
of trying was worth the effort. 

Inside of a week Bill Armstrong had toured every 
hamlet within fifty miles of the store, had mapped out 
the customer field, how to reach them and even as to 
auto roads that were leading into the town which 
might have possibilities for trade, because of avail- 
ability. He worked on the basis that customers can be 
coaxed into shoe stores, if they were shown that it was 
to their foot advantage. 


What Intensive Selling Did 

He wrote postcards and letters to every possible cus- 
tomer in the first zone, within ten miles of the store. 
He did this and more besides in the second zone, for 
he wasn’t too proud to go out and tell people what his 
store offered in new selections. He went after the 
remote districts, believing that there were lots of 
customers to be had by face-to-face meeting in stores, 
shops and even homes. For the third zone he empha- 
sized his dad’s knowledge of feet and fitting because 
in that zone there was only general store competition 
and feet looked as if they needed attention. Bill diag- 
nosed every community. To one he prescribed style 
publicity, to another price, to another a certain shoe 
for a particular purpose. He found every village and 
hamlet had a shoe problem all its own—one which 
emphasized correctly ought to ring the cash register 
in his store or bring back the C.O0.D. checks via Uncle 
Sam’s mail. 
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Laugh it off as you may, Bill found nothing more 
fascinating than the job of guessing “what will sell 
and where” and then by experience finding out that 
he hit ’em accurately 51 per cent of the time. That one 
per cent extra made him feel that his first effort was 
worth while, for later he could try other formulas on 
unsuspecting people and potential customers. 

The experiment lasted six months and at the end of 
that time the number of new faces appearing in the 
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store made Dad feel that some new industry had come 
to town—for the customers were direct and explicit 
in their wants and had previously gotten the idea of 
what they wanted and aow much. 

Try it yourself—step out of your store even though 
it is far above the 700 custcmer average and see how 
big a circle of influence you can cover, and particularly 
test your own ability to size up the little trading zones 
that go to make up your own wide trading circle. 


Making My Store the Center of a 
Big, Wide Circle 


bi VERY community should have its trading point 

or center,” is what Turner Jones of Valdosta, Ga., 
has alwdys preached. He had made a very practical 
preachment of it before the Southeastern Shoe Re- 
tailers’ convention, because he has practiced it in his 
own business. 

He takes his home town of Valdosta and figures a 
trading radius as approximately forty-five miles. Val- 
dosta’s population is 13,000 and is the county seat. 
The eight bordering counties have a population of 
150,000. 

Taking Advantage of the Bus 


About ten bus lines radiate through this territory 
running on schedule time, bringing hundreds of pas- 
sengers to Valdosta daily to do their shopping. The 
automobile has made’ his store not a spot on Main 
street, but a central trading point for a very wide 
community. 

At the Southeastern Shoe Retailers’ convention, Mr. 
Jones had charge of the merchandising forum and 
illustrated the forms of publicity that he uses to get 
customers into his store. He sends out a monthly book- 
let to his customers together with a number of flyers 
printed on green stock. His letters to students in a 
local college are decidedly good business getters. Here 
are the letters: 


To the Lady of the House: 


Dear Madam: 

Here is a suggestion for you. 

Have you ever thought much of the convenience we 
might be to you in filling orders by mail? 

Of course, we would much rather have you come into 
our store where we could see and talk with you per- 
sonally, but mail is a great time saver and there are 
many times when we could be of much assistance to 
you. 

Suppose you discover you need a pair of shoes and 
it was too late or inconvenient for you to come to town. 
A phone message, or a letter would see the shoes on 
their way by next mail delivery and the whole trans- 
action would take only about five minutes of your time. 

That’s what this store is here for—to give you serv- 
ice in any way you need it. 

Right now we are showing some beautiful patterns 
in slippers, just the things that are being worn—we 
are sure we can please you in shoes, if you will but 
make your wants known. 


Our hosiery department is very complete, too, and 


is well cared for by a competent saleslady, who will 
give personal attention to all mail orders, and you 
might be interested to know that we match all our 
shoes in hosiery. 

We are not holding a big sale event, or anything of 
that sort, but we are doing things just the same, and 
if you don’t find it convenient to come to our store, just 
call us by phone or write your wants, and we'll see 
that they go out by next mail. 

Of course, all shoes and hosiery subject to exchange 
or refund if not satisfactory. 

Sincerely yours, 
; TURNER JONES SHOE Co. 





To Young Men: 


“The kind o shoes that you will wear this fall is 
probably the uppermost question in your mind at this 
time. 

“We have stocked for young men, this season, a line 
of shoes that will command your close attention. 

“A variation of patterns, a careful selection of 
leathers and lasts that harmonize with the new fall 
trousers, are here for your inspection. 

“Our policy of fitting every customer properly, with 
our guarantee of quality and workmanship, goes with 
each sale. 

“It will be a pleasure to show you and assist you in 
any way possible in making the proper selection, when 
you are ready for your shoes.” 





To College Students: 


“Dear Friend: 

“As Student of G. S. W. C. we welcome you to VAL- 
DOSTAI! 

“Our acquaintance with the Faculty of G. S. W. C. 
leads us to believe that you will find your work most 
interesting and educational. 

“Despite studies which sometimes tire, may your 
stay in our good city be likened to a pleasant visit. 

“And when you are up town make yourself AT 
HOME with us. We assure you a hearty welcome at 
any time.” 





To Mothers of Children: 
“Dear Madam: 
“Having your children’s new schoot shoes PER- 
FECTLY FITTED is a matter that deserves serious 


(Continued on page 46) 
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Hey There! Keep Your Fingers Out of My Pie 
’ . f 


Are Big Merchants 
Eating Up the Little 
Ones? What to Do 


HE shoe business is getting more difficult for 

some of us every day. More styles, ever-changing 

—too numerous calls from traveling salesmen. 
The whole shoe business is in a quandary as to what 
is going to happen next—credit is expanded to the 
breaking point. The majority of people are clamoring 
for cheap shoes, which in the long run, do not or will 
not hold up to expectations. What’s the matter? Is the 
trade drifting to automobiles and radios bought on the 
installment plan? 


A Possible Consequence 


If this keeps up, with the chain stores growing, 
mail-order houses enlarging, one-price specialty shoe 
stores growing more numerous, especially in the large 
cities, the small city’s and large city’s small family shoe 
store will be wiped out of existence, and with him will 
go the small manufacturer and jobber. 

The small manufacturer and jobber will be so 
pressed for business in the future that they will have 
to sell their products from house to house. They will be 
the bell ringers of the future, as the small business- 
man will be out of existence. 

In larger communities where chain stores and one- 
price ($4.98) stores exist, they are holding down the 
popular priced and medium grade of shoes. To be sure, 
the family shoeman has a few medium priced shoes, 
but does not have the whole store converted to one- 
price merchandise. So the larger family store naturally 
turns to the higher grade merchandise and manufac- 
turer of corrective footwear, large and small, odd size 
shoes for higher grade fitting, etc. 


How the Small Man Is Squeezed 


What does the large city family shoe retailer say to 
the high-grade shoe manufacturers? He says this: “I 
will put in your line of shoes if you cut out the dealer 
or dealers in the two and three nearby cities.” Do you 
believe it or not? I can show it to you in black and 
white. The letter reads like this: 


Dear sir: 

We regret to inform you that in view of 
arrangements made for the distribution of 
our product in your community, with the 


The Truth About 
the Shoe Business 
as Seen by 


GEORGE REINHART 
of Du Pere, Wis. 


(Firm) of (Street) (Different City), 
(State), we are not in position to accept your 
recent order for Stock Nos........... . and Style 

While we have no idea of how 
either you or (other firm name) would ac- 
cept such a suggestion, we offer it for what 
it might be worth, in view of its successful 
operation in other similar instances, viz: 
that you effect some mutually profitable and 
satisfactory arrangement to secure such spe- 
cial numbers of our shoes as you require from 
time to time, from the (other) store. If cir- 
cumstance will permit the resumption of 
service to you at any time in the future, we 
shall be pleased to take up with you the mat- 
ter of again selling our shoes in your store. 


Yours respectfully, 
(Shoe Manufacturer.) 


What does this mean? It means that one of our 
avenues of buying is shut off by tre larger brother 
retailer in the next nearest large city, and if I want 
any special numbers, I have to beg for the shoes at 
retail prices instead of wholesale prices. Where do we 
smaller retailers come in? Shut off by chain-stores 
and mail-order competition and now by the large city 
retailer who wants a drawing area of several coun- 
ties of a state? It’s the truth, Brother Retailers, and I 
am not making it any too pessimistic. 


But Here Is A Remedy 


Now I did not want to write this without a construc- 
tive remedy. Are we going to sit idly by and let those 
big fellows grab off our trade, or our “Slice of Pie” 
without a struggle? No! No! We have to get up on 
our mettle and fight for our very existence. How are 
we going to do it? We have to clean up, paint up, 
study our business more thoroughly and get the 
smaller manufacturer to make up our hard-to-fit shoes 
for corrective footwear. 

Send the small and obliging manufacturer sample 
pairs of the shoes you want made up and they will 
take the measurement of such patterns and furnish you 
with good shoes to take the place of the others. It 
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entails lots of extra work, but the battle is worth it. 
The shoe game is the greatest battle of wits. 


We have to be better shoe merchants, pay 
our bills more promptly, don’t give too much 
credit on account, be better collectors of 
outstanding money and get a better turn- 
over on our stock of shoes. 


“How are we going to do it?” Well, we will first 
have to take our bearings. Departmentise our shoe 
stocks. 

Men’s shoes alone; ladies’ shoes alone; children’s 
shoes alone; rubbers alone; hosiery department alone; 
and repair department alone. 


Get the cost price of every sale; see which depart- 
ment is doing the gaining or losing. 

To do this, and you have to do this if you want to 
live, you want the facts and you must have the facts; 
you don’t want to have a system that takes you too 
long a time to get these facts. You cannot do it by 
pen or ink or memory. Those times are paSt and gone 
forever. You will have to get a eee operating 
bookkeeping system. 


Accurate Bookkeeping Needed 


Did you ever visit an office of a large concern and 
see all the posting and listing machines in operation? 
If it pays the larger corporations to do this and they 
know, why so much the more it behooves the small 
merchant to get a mechanically operated bookkeeping 
system of simplified accounting. I purchased, just three 
years ago, a bookkeeping machine, a rebuilt one with 
set of books for six hundred dollars ($600) and I will 
say right here, it’s the best and safest investment I’ve 
made in a long time and I would not be without it 
now for a thousand dollars. I take a trial balance daily 
and don’t wait a month to take one. I can find an 
error in a day’s posting immediately. I also take a 
proof of posting daily of my accounts receivable ledger 
and my accounts payable ledger and my general ledger. 
I have the three ledgers in one loose-leaf binder. I 
know to a cent every day how much I have outstanding 
on my books, how much I owe on merchandise; how 
much cash I have and also how much money I have in 
the bank. I know how much stock every department 
has every day, a perpetual inventory. 


Know Your Cost of 
Doing Business 


I know to a cent 
how much business 
each department 
does daily, together 
with the cost of do- 
ing the business in 
each department. I 
also get the total 
cost and the ex- 
penses of the entire 
business, on a 
controlling account 
of sales and ex- 
penses. This is the 
way I see it, Brother 


The author and his family. No wonder he has been a hard- 
working man. 


BOOT AND SHOE RECORDER 29 


Retailers. We have to do it to elevate our business 
and keep it from decaying. We want to know the facts 
and we must know them and then we can-apply the 
remedy and work harder for success. Spend a little less 
and save a little more. Now, if any Brother Retailer is 
interested in this new up-to-date bookkeeping system, 
I wish he would let me know and I will gladly show 
him how to do it, do it right and quickly in a short 
time and I won’t charge him a cent, either, for the 
advice. I get through alone with my daily bookkeeping 
and trial balance on most week-days in about one 
hour, and Saturday’s business, which is always larger, 
in about two hours, for the three ledgers and the 
machine does it. 


Now, Brother Retailers, I have written conditions 
as I see them and the remedy. I hope I have not made 
it too pessimistic, but, nevertheless, it’s the truth. Let 
me hear from you. 


The trouble with a great many men is that they 
don’t appreciate their predicament until they get into 
the quicksand. ; 





Merger Rumors Denied by Thomas 
G. Plant Co. 


Boston, Mass., July 8—An emphatic denial of the 
report that the Thomas G. Plant Company was about 
to be involved in a merger with another large pro- 
ducer of footwear, was made this week by Frank R. 
Briggs, treasurer of the local company and chairman 
of the board of directors. 


“The coupling of the Thomas G. Plant Company’s 
name with rumored plans or proposals of other large. 


shoe producers,” said Mr. Briggs, “is entirely un- 
founded. Suggestions that these rumors have been 
put to competitive use in thé trade to the detriment 
of the company’s business may be dismissed, but it is 
proper that the trade and public should know, authori- 
tatively, their absolute lack of foundation. 


“Our faith in New England as the world’s greatest 
shoe and leather centre, and in the established pref- 
erence for the style, fit and general satisfying quality 
of New England-made shoes, is especially justified at 
this time. “The continued 
satisfactory financial 
position of the com- 
pany, and the im- 
provement reflected 
in our present in- 
creasing production 
makes the outlook 
very favorable.” 

The Thomas G. 
Plant Company has 
its model factory in 
the Jamaica Plain 
district of this city. 
It is considered one 
of the leading pro- 
ducers or high-grade 
women’s footwear in 
this country. 
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Community Spirit Wins Out 
ES, we have two or three chain stores here 
but they aren’t succeeding very well, for you 

see this isn’t a chain store town. You see there’s 
too much of the community idea here.” 

“Let the chain stores come to this town and 
they’ll do me no harm. They appeal largely to the 
people who are attracted by low prices, tricky ad- 
vertising and the like. They can not take away my 
old, steady, reliable trade for the latter know that 
they will get the best possible service here and 
that they can rely on me. I am one of them.” 

In these words, two Ohio shoe merchants reveal 
the real defense against the chain store; they will 
have no trouble competing against this recent 
merchandising factor. Too many merchants today, 
however, are sitting back and complaining about 
the inroads the chains have made into their busi- 
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ness and how they will soon have to give up the 
fight. These men are licked at the start. 

It is true the chain store has certain advantages 
of operation well known to everybody. So have the 
mail order houses and the department stores but 
these latter types have not wiped out all others, 
as was predicted when they first became impor- 
tant factors in the field of distribution. 

Present conditions are very favorable to the suc- 
cess of chain store methods. Shoes can be bought 
cheaply, not alone because of large quantity or- 
ders, but also because of the load of distressed 
stock that can be obtained for a song. This gives 
a great price advantage and “price” is the great- 
est weapon of the chain store. 

With people preferring to spend their money 
for other things at the present time and with 
farming and manufacturing conditions only fair, 
“price” has a strong appeal to the majority of 
people. Consequently, chain stores are in a favor- 
able selling as well as buying position. 

But they are not all-powerful. They have a weak 
spot, as brought out in the first two paragraphs, 
—generally utterly lacking in community spirit 
and furthermore lacking in genuine personal serv- 
ice. Absentee control can hope to do no better. 
Most of the stores are run on exactly the same 
basis regardless of differing local conditions; they 
are machines. 

Every merchant then should try to compete 
with the chains on this basis. Be a part of the 
community and the community will support you. 
Give all the little services possible so that the 
customer will want to come back to you. Think 
and act in terms of service rather than in terms 
of the cash register and another sale out of the 
way. 

This is not an attack on the chain store; the 
chain store is legitimate. It is merely a defense of 
the independent merchant. And the latter really 
has a defense, for after all it is impossible to syndi-: 
cate “personal service” and “community spirit.” 


Make Your Own Trading Circle 


HE cross-road store is gone—the village shop 
likewise. The jitney and the open road have 
made riew trading centers. Dealers in the small 
places complain that the cars go right by and cus- 
tomers trade at the county seat. The county center 
merchant sees his trade go to the city, and the city 
merchant looks to the competition of the big me- 
tropolis. One store is Arkansas almost blankets 
the state. A store ‘in Los Angeles considers the 
wide world as its market. No longer is a store a 
front on Main street—it is the hub of a wide wheel 
of customer contact. 
One of our merchant editors in this issue says, 
“Hey, Mister, keep your finger out of our pie,” 
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and proceeds to show how he fights for his exist- 
ence. You'll get a thrill out of his story because 
he has learned to departmentize men’s shoes, 
ladies’ shoes, children’s shoes, repairs, hosiery 
and rubbers. His final thrust is “The trouble with 
a great many men is that they don’t appreciate 
their predicament until they get into the quick- 
sand.” 

The Boot and Shoe Recorder, cognizant of the 
merchant’s positive place in the selection of foot- 





wear for his cimmunity, tells him in advance (ed- 


itorially) what will be wanted and (advertisingly) 
where to get it. 


Work-Shoe Logic 


" OU spend most of your time in work shoes, 

so isn’t it worth at least 50c a day to you to 
have feet that feel good at night?” is the way 
W. N. Comer of Minneapolis convinces men that 
they should buy well made, good fitting shoes to 
work in. As a clincher he tells them that it only 
costs about 5c a day to wear good shoes, and that 
the comfort that they get will result in their earn- 
ing many more dollars per week. 


Will Clerks Be Forced to 
Register? 

HE retail shoe salesman is becoming more 

and more important as a factor in distribu- 
tion. The good shoe store is beginning to realize 
that the service it renders in shoe fitting plays a 
bigger part than freakishness of pattern and wild- 
ness of style ideas. No matter what the style may 
be, if it is fitted wrong it makes an exceedingly 
bad impression on the customer, who is lost to the 
store forever. The fit of shoes is the mainstay of 
the shoe business, and its only justification for 
existence. The merchant is selector of pretty pat- 
terns, and shoes in the right color and design are 
relatively in second position to the right fit on the 
right foot at the right time. 

It is the combination of these style elements, 
style on one hand and fit on the other, that makes 
the retail shoe business rank highest in the pro- 
fessional service given to the customer. The fit of 
the coat, the necktie, or a shirt is a matter of size 
selection over the counter by the customer, but 
the shoe contains elements of comfort, health and 
even medical and surgical properties. 

A keen merchant, C. M. Stendal of Minneapolis, 
recently radioed from station KFMT and this ex- 
tract from his talk was picked up a thousand 
miles away and sent to us, not by a shoe man, but 
by-a woman customer who considered it so sig- 
nificant as to warrant national attention. Here it 
is: 
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“T really believe that the time is not far distant 
when every shoe salesman will be registered the 
same as a pharmacist or dentist, as there is no 
reason why the public should trust such an im- 
portant job as fitting shoes to a person with little 
or no experience. Shoe salesmen should be trained 
to study feet and the proper fitting of shoes. I 
cannot stress the importance of this too strongly; 
as there are as many different kinds of feet as 
there are faces. It is the job of the shoe salesman 
to judge correctly just what special last, width, 
and length is necessary for the proper protection 
of his individual customer, in order that the cus- 
tomer may receive 100% foot comfort. 

The shoe fitters in our employ, before their ap- 
plications are accepted, must show at least five 
years’ previous experience in the fitting of high 
grade shoes. Besides this, we have in our organi- 
zation a school which meets twice a week, where 
all the difficult cases of fitting come to the atten- 
tion of experts to be solved and analyzed. 

Our men have strict instructions never to sell 
a pair of shoes that do not fit the customer’s feet.” 





The Recorder originates, formulates and stimu- 
lates progress in the shoe and leather industry. 
Its publication is a co-operative enterprise in the 
highest and best sense of the term—it is the 
senior partner in business with active, alert, shoe 
merchants who in turn are always strongly in- 
fluenced toward advertisements in the Recorder 
by their close fellowship with this publication. 





Stop Municipal Extravagance 


UR American system of “concealed charges” 

is one of the things which adds to the cost 

of living. The public, in general, is not foolish 

enough to really believe that it can get something 

for nothing. Yet it acts as if it did. When railroad, 

telephone, tax and electricity rates are raised in 

such a manner as to be concealed from direct no- 
tice, there is no complaint. 

One of the strongest objections of high protec- 
tive duties is the fact that they insidiously stimu- 
ate prices, and that the public pays extra without 
realizing it. 

It is the same with wasteful, extravagant city 
government. Every man in town really knows, 
when he stops to think, that he is compelled to. 
pay for that extravagance; but he pays it in in- 
sidious and concealed ways, chiefly in increased 
house rents and in the increased cost of everything 
he buys. 

If every citizen in town were compelled to go 
down in his pocket and pay directly for those 
taxes, municipal extravagance would have been 
checked long ago. 














PAY-ORE IN NEXT WEEK’S RECORDER 








The Color Tendency—and Forecast 


Have you a color sense? Can you foretell the color 
scheme for the next shoe selling period? 

In next week’s issue of the RECORDER you will find 
the authoritative pronouncement on this question that 
interests everybody in the shoe business. The latest 
tendencies and future probabilities in colors and gar- 
ments as affecting footwear. 


‘The RECORDER Color Guide and Chart 


A remarkably useful chart showing precisely the 
correct harmonizing and truly contrasting colors in 
footwear to go with colors in garments. Not everybody 
has a fixed sense of color values. This chart is suitably 
shown for permanent use in every store. Next week’s 
issue. 


“‘Beauty Walks’’—Right Into Your Store 


Illustrated survey of the very, very latest footwear 
style tendencies as gleaned from the eastern markets. 
Typical examples of the modes forecast for the on- 
coming selling period. 


The Cow and the Shoe Window 


An article that tells how the picture of a cow in- 
spired H. F. Kaehn to be an artist, and how this led 
to his becoming window decorator for C. M. Stendal 
in Minneapolis. Mr. Kaehn’s “Ten Commandments of 
Window Decoration.” Valuable ideas for every shoe 
store. In July 18th issue. 

Tenth installment of the extremely interesting and 
valuable series entitled “Birth of a Shoe Store.” Sub- 
ject of this article, “How to Handle Complaints.” 
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Beautiful setting on stage showing the doorway through which models approached 
the balcony runway. 


Boston Show Breaks Records for 
Attendance and Buying 


Style Show this week. 

A new form of runway presentation, with 
shoes suitable for the occasion and practical withal, 
was planned and carried through by a group of manu- 
facturers. More exhibitors than have ever before been 
under one roof were present at this style show, held in 
Mechanics Building. 

There were many working exhibits for practical 
educational purposes. Abraham Lincoln said: “It is 
well to study and prepare as against the time when 
you can use it.” For this reason such nationally known 
merchandisers as Charles E. Petot brought to Boston 
eighteen or twenty buyers and many a merchant 
brought his entire staff. 


Bove: put it over with her Exposition and 


Big Volume of Business Booked 

Perhaps the largest single order placed was for 
three-quarters of a million dollars and this repre- 
sented the volume of business that might have been 
ordinarily placed on or about this time. Nevertheless, 
it goes in as one of the sales.in a vast number of 
orders placed. The Boston market was this year the 
biggest selling event on record in number of orders 
placed, large and small, in hotels, sample rooms and 
in the exposition itself; 

Materials dominate. This was one of the first expo- 
sitions where shoe merchants betrayed a real interest 


for a merchant to select his own shade of leather and 
then instruct his supply house to make up his order on 
this special shade. This shows the significance of the 
relationship between leather man and merchant. 

You can’t have an exposition without a good deal of 
fun being packed into the day. Shoemen became so 
fraternal that formal introductions were waived. 

The story of the show can best be told in terms of 
education for the merchant in what to buy in patterns 
and materials; education for his staff in how. shoes 
are made and how the various ingredients are made 
that go into a shoe; education for the shoe manufac- 
turer in the appreciation of the position of merchant, 
as well as acceptance of small orders frequently, and 
education for the tanner in the complicated structure 
of the shoe which is sold over the fitting stool. That’s 
the picture of Boston we want to give. 

Now here is the story of the exposition itself: 


Decorations in Good Taste 

Mechanics Hall Building and the Annex were gaily 
decorated. This year the general color scheme was 
ivory and blue, less strident than in years past and 
more restful to the eye. In addition to this color 
scheme there was, of course, a liberal use of the na- 
tional colors and the whole effect was enlivened by 
potted plants and cut flowers strewn here, there and 
everywhere as part of individual booth decorations. 
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The section which stood out most prominently, of 
course, was the Haverhill section, where manufactur- 
ers, grouped together, had produced an effect totally 
different from the rest of the big hall. Here the color 
scheme was black and gold and flowers and plants 
gave way to the dull green of pine, cypress and cedar, 
whole trees, many of them, massed against the gold 
and black backgrounds of the booths. In this section, 

_also, was a general booth, where visitors were made 
welcome in the name of Haverhill and given any in- 
formation they sought. 


Working Exhibits in the Basement 
“In general, the booth arrangement differed little 
from the arrangement of past years. The working ex- 
hibits were in the basement, with shoes, leather and 


accessories on the first floor. There were no booths in 
the balcony of Mechanics Building and the balcony in 
the annex was given over to seats for those attending 
the style revue. 

Social events aplenty marked the week. Women 
visitors were treated to a succession of auto rides 
through the country roundabout Boston, to places of 
historical interest. There were also bridge parties 
and dinners. Most of the stag events were impromptu 
parties made up on the spur of the moment, ending 
with a general get-together Thursday afternoon when 
every man who could went for an ocean trip on a 
steamer which had been chartered for the occasion. 


There were three performances of the Style Revue 
—one each evening—divided into two acts. 


Practical, Profitable Shoes Shown on 
the Style Runway 


ROM the balcony of an Italian villa setting, came 

the models—men and women of the Style Revue. 
The eight flowered columns supporting the balcony 
blossomed brightly under the battery of lights. Trip- 
ping down from the green and white carpeted steps of 
a large “picture-framed” doorway of white and gold, 
came shoes with costumes for every part of the day 
and evening. Skirts were very short—ten to twelve 
inches from the ground. 

One merchant said that the balcony effect was a 
mighty smart “bridge of thighs.’ The truth is that 
Boston’s new form of Style Show has put sanity into 
runway presentations. The shoes were not gingerbread 
effects, but exceedingly practical shoes, suitable for 
women and men to wear for all occasions, without any 
freakishness. As the exception proves the rule, Dan 
Sullivan, of Fall River, spotted a pair of slippers com- 
pletely covered with rhinestones. Other than this one 
shoe every one had a practical place in shoe store 
merchandising. 

The interpretation of the show by the men who de- 
signed it is interesting. After reading their story you 
get item by item, model by model, the story of the 
runway so that you can see with your own eyes the 
costume and the’shoes to go therewith. Here is what 


they say: 


Style Interpretations by the Style Show Committee 

A radical change has been made this year in the 
policy of the Style Revue Committee. 

“If we should attempt to show every combination of 
material, type of pattern and last that could be con- 
sidered a safe purchase for September and October 
selling, it would require an unlimited number of 
models, and the result would be tedious and confusing. 

“Our purpose has, therefore, been to settle upon an 
assortment, not too numerous to be tiresome, yet broad 
enough to portray a perspective which the shoe man 
can use as a background in judging the general fitness 
of styles which he contemplates buying. 


Few Staple Styles Shown 
“Both in men’s and women’s shoes there is an im- 
portant number of styles which are practically staple, 


the details of which in materials, lasts, heels, etc., vary 
only slightly from season to season. As the purchase 
of these types is a comparatively simple problem, and 
more or less a local one, with each merchant, and as 
the number of models which we can show is compara- 
tively few, we have naturally shown proportionately 
fewer of the staple types and proportionately more 
of those types which represent the more difficult prob- 
lems of the buyer. 
Styles for All Sections 

“All sections of the country have been taken into 
account. Therefore, the style selections will not appear 
to be 100 per cent correct to the buyer in any one 
section alone. For instance, in women’s shoes in the 
country at large dressier toes are distinctly gaining 
favor, while in the Southwest, particularly centering 
in Dallas, Texas, wider toes than ever are wanted. The 
Pacific Coast is leaning very strongly towards pretty 
straps not too ornate—while some sections have be- 
fore them a run of a conspicuous percentage of strap- 
less pumps—some front gores, with or without buckles, 
some side gores, some embellished pumps with the top 


cut similar to a Regent or a D’Orsay. For these sec- . 


tions our line undoubtedly shows too many straps. 


For Negligee Wear 
“Shoes worn with negligee are so subject to indi- 
vidual taste that we are showing only one model for 
its significance as the first shoe worn in the day rather 
than with any intention of portraying proper styles 
to be worn with negligee. 


Business Shoes for Women 

“The choice in footwear for the business woman 
of today varies from the more conservative shoes 
which we are showing to the smarter types which we 
have designated as shopping shoes. We consider that 
the three-strap; will appeal particularly to the smart 
business woman in patent leather, black and brown 
kid, Russia calf, and black and brown ooze. 


Business and General Wear for Men 
“We are showing three calf shoes for these occa- 
sions, feeling that these three types corectly cover the 
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pares) 


Haverhill had a section all her own. The color scheme was 





gold and black with evergreen decorations. 


proper lasts and shades of leather in semi-style shoes 
that are befitting to regular business dress. We appre- 
ciate that such leathers as brown and black kid and 
various other types of shoes such as kangaroo, also 
certain kinds of corrective shoes, rightfully, fit this 
occasion. Inasmuch as limitations had to be set, with 
types as are definitely standardized have been omitted. 


For Shopping Wear for Women 

“In addition to the five shoes shown we should empha- 
size the possibilities of a smart brown kid and, in 
the better grades, a gun metal strap of simple yet 
smart cut. Medium dark Russia calf must not be 
overlooked. It is in this classification (together with 
collegiate and business women) in the low heel more 
custom type of patterns that Russia calf will find its 
place this fall. 


“Young Blood” Shoes for Men 

“Along this line we are presenting two shoes on 
leathers that suit the type of young men whose ideas 
towards dress are snappy, but away from the loose- 
fitting type of clothes. We could have shown twelve 
shoes for this occasion on patterns that are much more 
speedy—some of which would be placed on higher 
styled French lasts—but feel that these two types 
can be safely recommended where we are showing but 
two shoes. 

For College Women 

“We feel that the collegiate type of girl will choose 
a flat heel buckle pump for this season’s ‘fad.’ Aside 
from the large variety of shoes, properly belonging 
to afternoon classifications, which will be conspicuous 
on the campus, we believe that the low heel, more 
mannish type of ‘doggy’ oxford, and one, two and 


three straps will be considered the proper thing in 
Russia calf and black calf. 


Sport Shoes for Women 

“As with negligce, success with this type depends 
upon individual appeal. The pattern of the white and 
tan shoe will probably be the nearest one thing to a 
universal ‘fad.’ Under ‘Sport’ shoes we have tried to 
suggest shoes to be worn at sporting events, at the 
country club, etc., rather than shoes to be used for 
participation in active sports, although both of these 
shoes are good for active sport participation in the 
proper leathers and with the proper heels. 


For Riding Boot Wear 
‘“This shoe is shown for the purpose of including 
the occasion of riding rather than in an effort to show 
proper style delineation. 


Sport Shoes for Men 

“Realizing that summer types of sport shoes fit 
most all the occasions for the months of September and 
October, we are presenting but one style which can 
be applied generally to fall sport wear. We consider 
such types of shoes as are proper for riding, hunting 
and athletics as specialty shoes rather than for gen- 
eral sport wear. 


For Formal Day (Men) 
“The shoe shown under this heading is the correct 


type for this particular occasion, according to this 
season’s men’s apparel outline. 


For Collegiate Wear (Men) 
“In outlining the young men’s style shoes, suitable 
for this occasion, we have considered that the strong- 
est element of chance is placed in your selection of this 
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tvpe. With the loose-fitting, wide-pant type of clothing 
assured as being correct in young men’s clothes for 
fall, we have followed*this trend with shoes lined up 
on lasts in the Haig, wide brogue and balloon families. 
The spread of eight shoes to be shown in Acts One 





Many of the booths were quite elaborate. 


and Two represent what we consider the smartest, 
safest group of styles shoes applicable to this occasion. 
We shall, however, present one shoe in this group on 4 
wide last carrying a 34-inch pattern, as a thoroughly 
speculative number. We realize that to properly display 
this type, twenty-five shoes should necessarily be pre- 
sented to cover all leathers, patterns and lasts, con- 
sidering the various style characteristics demanded 
by the different sections of this country. We shall, 
however, attempt to show seven types than can (with 
some few changes) be fitted safely to any section. 


For Matinee-Bridge-Tea (Women) 

“Short of the extreme luxury class of extravagant 
footwear, the occasions of matinee, bridge and tea can 
be considered as one, in planning the purchases of the 
average retailer. Under this classification, as well as 
informal dinner or evening wear, etc., heels will be 
higher, even 20/8 being found in extreme cases. 
A smart shoe of black kid would make an attractive 
addition here, in the better grades. The majority of 
turn type shoes purchased to retail at from $6 to $7 
down belong properly under these classifications. The 
consumer buys them for ‘best’ and then wears them 
out behind the counter, on the street, etc. It is this 
practice which brings so many strictly afternoon shoes 
on to the sidewalks against the dictates of good taste. 


For Street Wear (Men) 

“Work and patrol shoes and other styles have been 
passed as standard types possible for some street wear 
occasions. In placing only two shoes before you we feel 
that where oxford types have already been so strongly 
shown, that we can in an opportune way present two 
boot styles for fall and winter wear, considering the 
leather lined boot, for wet and stormy weather and the 
whole quarter semi-stylish bal boot as befitting to the 
individual desiring some style in a high shoe. 


For Informal Dinner (Women) 
“We believe that the soft neutral colors in satin, 
such as French blond, will be staple for informal din- 





July 11, 1925 


ner and such purposes. It has a refreshing lightness 
of color and harmonizes with almost any surround- 
ings. Bronze kid has a charm befitting the occasion. 


For General Evening (Men) 

“In this event we have outlined three individual 
types that in no way thoroughly cover this occasion 
but are considered suitable for general evening wear. 
We have, as you will observe, considered that only 
black shoes are correct for evening wear. 


For the Sub Deb 


“Chaste lines, and a graceful heel, not too high to 
displease Mother, form the basis of a real sub deb 
shoe. Daring materials are not good taste. 


For the Junior Prom 


“Here the young lady strives for a freedom from 
restraint. Patterns must not be too bizarre nor blase. 
An interesting embellishment on a pump or a strap. 
attrac.s the wearer of this shoe. Free play is per- 
mitted in materials with an emphasis on satins and 
other fabrics, featuring the color. Aside from French 
blond it is safer to plan to sell the shoes white, to be 
dyed to suit the wearer. 


Tuxedo 
“For this occasion we have taken our authority as 
to the correct shoe from a looked-to apparel standard 
of dress. , 
Full Dress (Men) 
“Again we have taken an authoritative standard for 
the correct shoe suitable for this occasion. 


Formal Evening (Women) 

“Graduation from the junior prom classification into 
formal evening throws restraint to the winds this 
season. Colored fabrics on the runway show the pos- 
sibilities in the carrying of a stock of white fabric 
shoes (and a simple, easily conducted dyeing estab- 
lishment). Front strip sandals have an air most be- 





The working exhibits were all in the basement, 
approached by a wide stairway. 


coming for the 1925 season: high, slim heels, delicate 
toes, fore parts as short as good sense permits in last 
measurements. In the better to finer grades expensive 
special leathers will be good, while silver and gold 
will be used for ornamentation. 
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The booth of the BOOT AND SHOE RECORDER at the New England Shoe and 
Leather Exposition and Style Show. 


“The shoes for the morning negligee were 
of the elaborate type in green and gold bro- 
cade, trimmed at the throat with a green 
feathered rosette and tied and re-tied at 
the ankle with gold ribbon bow; heels, baby 
Louis. The stockings were of flesh-colored 
chiffon and the negligees of bright orange, 
green and gold. 


Costumes for the Business Women 

“The business women’s shoes were next 
shown. These were of black kid, strap pat- 
tern, three straps on each side radiating 
from a small leather buckle fastening at 
ankle—Cuban heel of 12/8—hosiery, flesh- 
colored chiffon, suit of black flat crepe, 
trimmed with Alice blue silk and Alice blue 
velour hat. 

“There was a goodly showing of men’s 
models—more than in prior shows. There 
were Haig lasts, wide toe and balloon lasts. 
There were lasts for the young man who 
likes to be ‘snappy’ but not ‘ultra.’ A busi- 
ness man’s suit of light gray was worn with 
a white straw hat and shoes in medium tan 
calf, brass eyelets. Smooth leathers predomi- 
nated—so did conservative patterns. A man 
wearing a dark blue suit, with a white hat, 
wore tan shoes with blind eyelets. 


“For sport, a young woman model wore a light sand 
color and flannel sport costume with small hat to 
match. The shoes were of light tan calf, one strap and 
center strap—12/8 heels. 

“A woman’s ‘collegiate’ dress in bright red flannel 
and tan crepe was accompanied by a small hat of beige 


felt; and alligator cross straps, beige kid trimmed; 
12/8 heel. 

“A collegiate model, wearing a costume in the 
autumn brown shades of velour, had dress oxfords 
of brown kid with pigskin trim. 

“A man’s sport model with bluish gray suit, wore 
light tan elk oxfords with ‘sport’ soles. . 


Black Shoes with Blue Suit 


“A ‘general business wear’ men’s model wore suit 
of dark blue, straw hat, black calf shoes on the con- 
servative order, with tip. 

.“A woman’s riding costume in light shades of brown 
took tan calf riding boots for its correct ‘accessory.’ 
A ‘young blood’ in light gray suit and straw hat wore 
tan elk oxfords, with elaborately perforated tip. 


“An ‘afternoon tea’ costume for a young 
woman was daintily portrayed with Nile 
green chiffon. The shoes were black satin 
pumps with 20/8 Spanish heel, large rhine- 
stone buchle at throat. A matinee costume 
of ‘bishop’s’ purple silk voile was worn with 
smaii black satin hat, flesh colored chiffon 
hosiery and slender black patent leather 
one-straps with 12/8 heel. 


“A blonde ‘bridge’ model wore a gay red and white 
plaid silk gown with flesh colored chiffon hosiery and 
black satin one-straps, with 14/8 heel. The straps, 
like those on the above mentioned model, were very 
narrow. 


A Vaudeville Interlude 


“With a ‘dash’ of vaudeville of the acrobatic 
LeGrohs for the interlude—and the young lady blonde 


.of the trio displaying a dainty black satin one-strap 
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with rhinestone buckle trim, 18,8 heels, with her black 
chiffon hosiery and black silk brocaded gown—the 
Style Revue proceeded. 

Blond Kid Shoes—Black Dress 

“A black silk crepe, with georgette trim in ecru, 
was worn with a large hat in black, light ecru silk 
hosiery and blond kid oxfords, with tasseled laces; 
18/8 heels. 

“Another ‘afternoon tea’ costume in apricot chiffor 
over blond satin was worn with blond satin oxfords 
with tasseled lace ends; 16/8 heels. 

“A man’s model in suit of sand color col- 
legiate type, chose light tan grained leather 
oxfords, brass eyelets. Another man’s col- 
legiate model wore a smart calf oxford, 
blind eyelets, with perforations defining tip, 
with his dark gray suit. 


Working 
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“For the matinee was shown a woman’s autumn 
brown satin one-strap, 16/8 heel, with a gown in ecru 
silk and hosiery to match gown. 

“An ‘informal dinner’ gown of figured crepe in 
golden brown and reds—with tiny tasseled trimmed 
skirt, was worn with flesh colored chiffon hosiery and 
black suede one-straps; 16,8 heels. 


“A gray-haired, stately matron wore for an infor- 
mal dinner an ecru lace gown over blond satin, flesh 
colored silk hosiery and blond satin step-ins, orna- 
mented at throat with dainty enameled buckles ‘shot’ 
with gold; 16/8 heels. 


“An informal dinner dress for the younger woman 
was charmingly shown in a yellow chiffon, trimmed 
with tiny rosettes in turquoise silk. The hosiery in 
chiffon matched guwn. The dainty one-straps were in 
bronze kid, he: .> were high—17/8—and slender. 


Exhibits Show How Better Shoes Are 


Made More Quickly 


Shoe Co., of Boston, made women’s shoes by the 

Goodyear welt process. In these shoes the makers 
incorporate their patented shank which is the feature 
of their corrective footwear for women. Samples of 
shoes made in the model factory were shown at the 
Thomson-Crooker booth. 

The machinery and equirment of this model factory 
corresponded to that of tormer years, plus improve- 
ments here and there, but chiefly in detail. The prin- 
ciples of Goodyear welt manufacturing processes con- 
_tinue unchanged. 


More Than 100 Machines in Operation 

More than 30 different types of machines, exclusive 
of machines in the stitching room, were set up in this 
factory. Altogether, more than 100 different machines 
were in actual operation. As many as 200 different 
operations can be performed in making welts. 

It looks complex. It is complex. But any shoe mer- 
chant, visiting the fair, could see the Goodyear welt 
processes in a short time, by just following the arrow 
and walking from machine to machine, to see the 
making of the shoe from the cutting to the packing 
room. This method of observing shoemaking is easier, 
and quicker, than going through a factory, especially 
a large factory, where each department is a factory 
itself. 


6% HE model factory, operated by Thomson-Crooker 


New Clicking Machine Shown 


The model shoe factory made shoemaking processes 
plain to observers, and if a visiting shoe merchant 
wished any detailed information, he had only to ask 
one of the factory executives. 

A new model of a clicking machine, noted in the 
cutting room, has an attachment for planing the sur- 
faces of cutting boards to make them smooth. Clicking 
machines are used for cutting vamps and quarters. 
Two of them do as much work as three cutters working 
by hand. They cut most accurately when the surface of 
the cutting board is smooth. When the surface of the 


board is rough and uneven, they are likely to cut 
poorly and eages will not be even on uppers. Hence the 
attachment for planing the board is advantageous. 


Economies Introduced Into Shoemaking 

In the fitting, or stitching room, there was noted a 
new lighting equipment. Stitching is so fine these 
days that stitchers must have the best of light. Even 
is artificial light sometimes preferred to sunlight, be- 
cause sunlight being bright, may cast too sharp 
shadows. Besides, artificial light: can be adjusted to 
any position, while sunlight cannot. 

Some bench spaces were smaller than a year ago. 
This is for economy in factory space. Every little sav- 
ing counts in shoemaking these days. 


New Welt Butting Machine 

In the making room, all machines were of the stand- 
ard Goodyear welt type. The new welt butting machine 
was used. This machine is more commonly employed in 
factories that make wood heel welts. But, in this case, 
it was used on shoes that have leather heels. It makes 
a neater shank, and a neater joint of the shank to the 
breast of the heel. The sole tempering and flexing 
machine, another comparatively new machine, was also 
in use. 

Quite a number of improvements in factory equip- 
ment were evident. The machines all had motors built 
into them. This is not just exhibition machinery. More 
than 100 standard types of shoe machines now have 
individual motors. It is said that 10,000 electrically 
equipped machines are already in use in shoe factories. 
Perhaps the most marvellous of them is the new elec- 
trically equipped McKay machine. Electric motors not 
only lead to more uniformity in shoemaking, but they 
save the machines from breakage, and they save em- 
ployees from fatigue. 


Sole Leather Displays 


Displays of soles, as made at the fair, also have 
their bearing on the development of welt shoes. Sole 
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A general view of the runway in the balcony, looking 
toward the stage. 


cutters generally report a larger demand for soles for 
welt shoes, with a tendency to use slightly heavier 
soles. Women’s shoes have ten irons of leather in the 
bottom, and some men’s shoes have as much as 17 
irons, or a 7-iron insole and a 10-iron outsole. It may 
be observed that the stormproof welting yields a 
stronger edge, as well as a more stylish looking edge, 
while the new lightweight welting for women’s shoes 
yields a stronger, and yet a finer edge. For instance, a 
light welting is used, and a sole slightly heavier. This 
gives more substance beneath the foot. But the edge 
of the outsole, being beveled, has a thinner edge. Hence 
strength, as well as fineness of line. 


The Leather Working Machines 


A new model of a setting out machine, shown by 
the Turner Tanning Machinery Co., sets out the grain 
of leather, to make it fine. This machine has a series 
of rotating cylinders, with a reverse action, so that a 
piece of sole leather may be rolled back and forth in 
it, to smooth out the grain, as well as to take out the 
wrinkles. The operation is different from that of a 
laundress ironing a piece of linen, but the results 
correspond, for the surface is worked out smooth. 
Hence more leather for soles, and finer looking soles on 
shoes. 

How Leather Is Marbleized 


The marbleizing of leather was demonstrated by the 
Halfer Marbleizing Co. Through its method of 
manipulating colors, the wavy lines of color, like the 
colored veins in marble, only they are of bright hues, 
are dyed on the leather. By this process, it is possible 
to produce an innumerable variety of patterns, no two 
-of which are alike. 

The Dunbar Pattern Company demonstrated the 


cutting, the binding and the grading of patterns. A 
Reed power driven pattern grading machine is used. 
This display gives an idea of how it is possible to pro- 
duce economically the great number of patterns that 
are used in shoemaking, these novelty style days. The 
designing of the patterns is another story. 


The Gore Weaving Exhibit 


The weaving of webbing, or elastic fabrics, was 
illustrated by the Hub Gore Co. The looms are like 
those of the textile trade. A new gore style shoe inter- 
ested makers of men’s shoes. It is a novelty Congress 
boot, with the side gores concealed by overlays of - 
leather. It looks like a good shoe for those men who 
would save seconds in putting their shoes on and off. 
Besides, it has a style value. 

Some beautifully embossed leathers were shown, 
and, also, some new colored patent leathers, including 
the metal lustres and the irridescent patent leathers. 
By the way, some new shoe racks, for use in making 
colored shoes, have mats of fabric, or covers of rubber, 
which may readily be taken off, cleaned and replaced. 

Shoe satins, and methods of making them, were 

«shown by the National Fabric and Finishing Co. These 
satins have a wonderful lustre. They are made of the 
finest Japanese silk, in a mill that has been making 
satins for 50 years. 

It is noted, in a general way that considerable at- 
tention is being paid to speed production. Various de- 
vices for “conditioning” shoes, or moving them in con- 
trolled atmospheres, were demonstrated. It is claimed 
that, through the use of conditioning apparatus, shoes 
may be made in six days..Or shoes may be shipped 
two days after they are lasted. The time for drying 
them on the last is reduced. 











BOOT AND SHOE RECORDER 


July 11, 1925 


- 





( fhe ’B 


THIS WEEK 


“Shoe Store Service’’ 





HEN they buy a pair of 
\ \ shoes here they get something 
besides a bundle, and that 
‘something’ is intelligent shoe service.” 
These were the words used by a re- 
tail shoe merchant in explaining his 
methods to a BOOT AND SHOE RECORDER 
representative. Please observe, he not 
only gave shoe service, but he gave it 
intelligently. I questioned him further and got the de- 
tails of his ideas. 


The Responsibility of the Shoe Salesman 


In many stores customers are sold anything they 
will buy, which may be all right when it comes to 
selling pins, buttons, etc., but when you seli a person 
a pair of shoes you should consider that a great re- 
sponsibility has been placed in your hands. The cus- 
tomer’s disposition, perhaps his health and wealth, are 
at stake for the succeeding years. Shoes are used to 
carry the weight of the body through sand, dust, cin- 
ders, rocks, mud and water. They must wear, hold their 
shape, and be comfortable. The style, cclor and pat- 
tern must be fashionable, and the price insignificant 
as compared with a hat which just “sets” on the head, 
with no weight to carry, no rocks to grind through, 
and if it goes out of shape a new one is bought with no 
complaint from the purchaser. 


Why Service Is Necessary 


A man’s shirt hangs from his shoulders. If torn he 
does not hold the manufacturer responsible. Why 
should he? It tore! But, let shoes rip or tear and we 
are called upon to furnish new merchandise. 

Ifa coat is tight across the shoulders or the trousers 
small around the waist you soon forget it or have the 
suit altered; but today if the shoe hurts, new ones are 
demanded. 

Therefore, intelligent store service is necessary— 
administered by the carefully trained man who knows 
what type of shoe to recommend and how to fit the 
feet properly. He will advance dozens of arguments, 
if necessary, to convince the customer he is right, and 
will very soon make the impression that he knows his 
business—which results in complete confidence. 


This is the ninth of a 
series of articles covering 
the birth and development 
of an average sized retail 
shoe store. These articles 
appear weekly, and will 
cover every important 
angle of successful shoe 
retailing. 


irth of akelail Shoe § lore, 





‘Handling Complaints’’ 





The particular merchant referred to 
liked to see the “bundles” go out, and 
to feel that every person had been care- 
fully advised, and that intellect had 
been applied for the future comfort and 
pleasure of that customer. 

This kind of service cost him noth- 
ing, because his volume of business was 
steadily increasing. True, he paid bet- 
ter salaries than his competitors, but he got better 
men and was able to keep them busy, and, in the end, 
the busy, high-salaried salesmen cost him less than the 
idle, low-salaried men employed by his competitors. 


The Value of Having Many Sizes and Widths 


The store that does not give well-applied service is 
being left by the wayside except in cheap locations 
where the trade shops for prices and does not expect 
service. In these stores raw-boned laborers and much 
of the foreign element of our cities raise their corns, 
bunions and weaken their arches. 

Much has been said about the cost of service, but 
good fitting service is essential in our American shoe 
stores and should never be eliminated. No store is 
capable of rendering such service without a full assort- 
ment of sizes and widths. 


In only a few instances has store service 
been overdone. Ninety-nine per cent of the 
merchants may still watch for opportunities 
to improve their service. 


Service begins when the customer enters the door, 
and every person in the store, whether or not he has a 
customer, should be aware of the fact that a new guest 
has entered. “A smile will go a long, long way” were 
the words of a popular song hit, and it works wonders 
when applied to business, and the floor manager or 
sales person who cannot smile or look pleasant should 
have no place on a selling floor. He is a liability even 
in the stockroom. A customer greeted and seated with 
a smile is more easily sold, and by your approach you 
have performed your first service. Even in the busiest 
hours these customers will wait to be served, knowing 
they are sitting in the right surroundings and having 
full confidence that adequate service will follow. 

The manner in which the salesperson understands 
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the customer’s needs or applies himself to her diffi- 
culties has a very telling effect. 

Rapidity and assurance of the salesperson adds 
further to the store service. The suggestion of differ- 
ent shoes for different occasions is a service appre- 
ciated and frequently results in the sale of more than 
one pair. Showing customers how to preserve the life 
and shape of their shoes by the use of shoe trees and 
proper cleaners is a further service, and adds. several 
dollars to the day’s receipts. A proper presentation of 
hosiery, or suggesting the inspection of same, is a 
timely service and profitable suggestion. 


Customers receiving this kind of atten- 
tion are not “bored”— instead, they grasp 
the atmosphere. It is catching, and they feel 
they have had service in detail. Expensive? 
Positively “No.” It costs nothing, but pays 
big. 

I have seen salesmen walk a block to, remove some 
unsmooth place in a shoe not noticed by a customer. 
The salesman anticipated difficulties, but by his per- 
fect service, avoided such. 

Prompt answering of the telephone, combined with 
a pleasant voice, is another service which costs 
nothing. 

Service at the Wrapping Counter 


' Tying together numerous small bundles to create 
greater ease in carrying is a service the customer 
appreciates. 

The opening and closing of doors, a convenient 
phone, good ventilation, and prompt delivery of special 
rush packages, are other minor service favors. 

Salesmen should be gentlemen, and gentlemen do 
not serve the ladies’ trade coatless. Shirts tear, fade, 
and soil, so many stores provide at cost to employees 
a lightweight working coat to be worn in the store 
only, and makes a neat, uniform appearance. 

A store shoe cleaning stand is especially appreci- 
ated by ladies and children, and can be made to show 
a profit. Some stores give this service free as an ad- 
vertising feature. 


How to Use Your Repair Service 


The maintenance of a shoe repair department, or 
the taking in of repair work 
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It-is a service. to the customer when you take their 
name and address, record the shoe size, date of pur- 
chase, style, etc. They may phone you some day; send 
some one in to shop for them; write you from some 
other city; or, perhaps mother will want to surprise 
father with a new pair of shoes or slippers, and the 
store that can supply the necessary information gets 
to be known as a service shoe store—an asset to the 
community. Such names taken and recorded constitute 
a valuable mailing list. I know of customers who point 
with pride to the long string of entries the dealer has 
made on their record cards. 


Examples of Lack of Service 


The following merchants missed a chance to per- 
form simple store services and subsequent business: 

A cigar merchant in a southern city who got tired 
of answering inquiries on where a neighboring store 
had moved to, finally answered one inquiry: “Go down 
the street and look at every D——— sign you see and 
you will find it.” 

Another merchant lost an old customer because early 
in the day, when change was scarce, he would not 
change a ten-dollar bill. His competitor, across the 
street, gave the man the last change he had and by 
his accommodation made a new customer. 


Too Much for Shoe Laces 


A shoe store permanently lost the trade of a good 
customer by charging him a dime for a pair of shoe 
laces which cost the store two and three-fourths cents 
a pair. It is all right to take a nickel or a dime from 
the man who wants and expects to pay, but to the 
customer or friend of the store it is many times best 
to gracefully say “With our compliments.” 

Check up on yourself and see if you are putting 
proper effort back of store service, which in many 
cases can be rendered with no additional cost. Place 
your business on a plane where your judgment in all 
matters pertaining to footwear is respected. Store 
service will go a long way to build up confidence and 
new business. Dig out of badly formed habits. Become 
a new merchant. Get so far ahead of competitors that 
they never can catch up with you. Competition of this 
nature is fair and leads to better merchandising. 

It is astonishing to note 





to be done in an outside 
shop, will meet with general 
favor. Many of your custom- 
ers will prefer to bring their 
repair work to their shoe 
store instead of some repair 
shop where the quality of 
work is unknown to them. 
It is because of their confi- 
dence that they bring their 
repair work to your store. 
Hold their confidence. Do not 
let the thoughts of your cus- 
tomers waiver from your 
store for one instant when 
thinking of footwear—old or 


berg, puts it. 


him. 





new. 


Here’s an Effective Way of 
Selling Men’s Shoes 


“Business is good, with more men buy- 
ing ten-dollar shoes every day than ever 
before,” is the way the manager of the 
Florsheim store in St. Paul, H. C. Kjell- 


Mr. Kjellberg makes a practice of going 
right out after the trade by visiting office 
buildings, clubs and recreation rooms, 
with samples of shoes, and talks Flor- 
sheim shoes to everyone he meets. 


He says that today no man can sit in his 
office and wait for business to come to 


what apparently trifling 
forms of service lead to big 
results in good will. One of 
the most important of these 
is the obviously real interest 
taken in seeing that the cus- 
tomer gets what he or she 
wants. Never let this interest 
be perfunctory. Make it real. 

Next week. “Complaints.” 
Read how others handle 
them. It is the turning point 
of your business relation- 
ship with customers en- 
countering difficulties. A 
customer saved is a cus- 
tomer gained. 
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Very impressive window trim of the French, Shriner & Urner shoe store for men in Minneapolis, Minn. W. R. 
Steele, manager, believes in frequently changing his windows. He puts in new trims twice a week. 


Sane Merchandising Theory Preached at 
Illinois Convention 


dent Eugene Kepler of Peoria, officially opened 
the twelfth annual convention of the Illinois 

Shoe Retailers’ Association, expressing keen disap- 
pointment at the small attendance. The convention, 
this year, was held at Springfield, Ill. 

The keynote of his opening address was “What Is 
the Matter with the Illinois Shoe Merchants?” 

“Engaged in a profession—for it is a profession 
today that calls for the keenest kind of merchandis- 
ing,” he said, “from where is a man to gain the outlook 
and the contact with the methods employed by fellow 
merchants if he deliberately avoids those meetings 
designed to make his business better and more 
profitable? 

Merchants Given Blunt Warning 

“Where shall we look to find new ideas, successfully 
worked out, if we refuse to exchange problems and 
experiences and how can we expect to elevate our craft 
if we are interested only in the little sphere that our 
daily tasks keep us in? It is high time that Illinois 
merchants wakened to the dangers, to the menaces of 
the shoe industry and sought the counsel of other men 
and the exchange of opinions.” 


T noon, July 6, at the president’s luncheon, Presi- 


The afternoon session included greetings to attend- 
ing members by Will Ackerman of Springfield, welcome 
by Mayor Bullard, response by Eugene Kepler, roll call 
and the usual reading of minutes, followed by an ad- 
dress by Albert Rankin, president of the First 
National Bank of Springfield on “The Greatest Thing 
in Business.” 


Problems of the Future Defined by 
Advertising Expert 

E. S. Barlow of Lord and Thomas then spcke on 
“Retail Store Advertising.” 

“When a man ceases to learn, then he ceases to grow 
and advertising of the retail business is a matter of 
the study of the individual problems in each com- 
munity. We are entering a four-year period of recon- 
struction of the structure of business in which our 
problems will be those of more economic selling,” said 
Mr. Barlow, “and we shall eliminate the inefficient in 
all lines, g 

“Hard work and the consolidation of effort is the 
keystone of business prosperity—the elimination of 
the unnecessary and expensive selling foibles and 
the substituting of efficient methods. 
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“The only real thing that the present day 
shoe store has to sell is service and confi- 
dence, and to make these things paramount 
and definite in the advertising of your store 
will build business. i 

“Advertising to men and women must of necessity 
be different. The woman is a born shopper. She buys 
from style interest and comparison, the man from 
habit; and the two appeals are wide, and different. 
Establish a personality and character in your adver- 
tising and stick to it if you will make your store in- 
dividual ‘n the minds of the customers.” 


What Is Good Style for Fall 


The women’s style forum, led by Lyle Abbott of 
Peoria, developed the following ideas: 

‘Materials—Satins and patent. 

Patterns—Covering foot fairly well with few cut- 
outs. Lasts—Medium opera, tending to lengthening of 
vamps toward latter part of 
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then that your competitor has ceased to fol- 
low his advantages.” 

Howard V. Stephens of the Johnson-Stephens and 
Shinkle Shoe Company gave a remarkable address on 
women’s styles. He said, in part: 

Fifty Per Cent of Style Shoes to Be Straps 

“Style in women’s shoes predominates, and is much 
more important than price. There is style in every- 
thing—clothes, hats, in stoves, and especially in wom- 
en’s shoes. Skirts will be short this fall, and as long 
as they are short fancy shoes will sell. Fifty per cent 
of the real style shoes will be strap effects, shoes not 
cut low to the sole line, but made so as to really be a 
covering for the foot. Thirty-five per cent will be 
step-in effects, such as pumps and small front gores 
with the goring covered by an attractive ornament; 
the balance of fifteen per cent would be made up in 
miscellaneous patterns such as side gores, slashed 
oxford effects, etc. 

“The best selling ma- 
terials will be black 





fall. Toes—Modified stage, 
working toward three to 
three and one-half inch 
vamps. 

Pumps, straps and gores 
certain of style appeal for 
months to come. 

The following officers were 
elected Tuesday: 

President, W. J. Craw- 
ford, Peoria; vice-president, 
Dick Schwengel, Springfield ; 
second vice-president, Wil- 
liam Waegner, Aurora; 
secretary - treasurer, John 
Rogers, Bloomington; di- 
rectors, Rudy Huber, Peoria; 
Rube Matz, Chicago; H. 
Hamlin. 


The Incalculable Value of 
Old Customers 


Shinkle Shoe Co. 





_ Good Things Heard at Illinois 
Convention 


@ “Establish a personality and character 
in your advertising and stick to it if you 
will make your store individual in the 
minds of the customers.”—E. S. Barlow 
of Lord and Thomas. 


q@ “Advertise to the limit of your ability 
to advertise and when business is dull, 
make your greatest effort to build, for it 
is then that your competitor has ceased to 
follow his advantages.”—T. K. Kelly of 
The Kelly Sales System. 


@ “Shoes to sell this fall must be pretty 
but they must be more than that. They 
must be well constructed and well made so 
as to give real service.’—Howard V. 
Stephens of the Johnson-Stephens and 


satin and patent leather 
in about equal propor- 
tions, closely followed 
by brown and subdued 
shades of colored kids. 
Tan calf will also sell 
later-in the season, as 
will brown satin. There 
does not seem to be 
any decided tendency 
toward suede shoes. 


“There will also be a big 
season on gold and silver kid 
party slippers, and gold and 
silver cloth brocaded shoes. 
Lasts will be about the same 
as they have been for the 
last year. Medium toes and 
short vamps will still be in 
demand, but there may be a 
slight tendency toward nar- 
rower toes. 








T. K. Kelly of The Kelly 
Sales System talked on “Selling Through Demonstra- 
tion.” He called retail merchants’ attention to the cry- 
ing need for the education of retail salespeople and the 
value of holding old customers. The menace of the 
house-to-house worker he declared lies in the indolence 
on the part of the shoe merchant himself. 

“Your old customers,” he said, “are the capital of 
your business and your first duty to yourself and to 
your business is to conserve this asset. There are two 
essential elements that will do this—store service and 
good advertising. To secure new business is to create 
new capital stock and assets for your business. In the 
case of the old customer, service is first, for here you 
have that on which the fortunes of your business are 
based, and here you have the priceless asset that gov- 
erns the success or failure of your business. 

“Believe in yourself and in your store. 
Advertise to the limit of your ability to ad- 
vertise and when business is at its worst, 
make your greatest effort to build, for it is 


Fall Trade Should be Good 


“High Louis heels will be very good, 15/8, 16/8, 
and 17/8 being the biggest volume, but even as high 
as 19/8; the more conservative women wearing 13/8 
and 14/8 box heels. 

“From a shoe manufacturer’s point of view it would 
seem that fall business on women’s stylish shoes should 
be very good; possibly better than last year, but cer- 
tainly as good. Shoes to sell must be pretty, but they 
must be more than that—they must be well con- 
structed and well made so as to give real service.” 





You get many minds on many subjects in the 
Recorder Forum every week, plus clearness of 
vision, foresight and a better understanding of 
what to sell—and how. 


The paramount problem of the merchant is to 
“select the merchandise his customer wants.” 
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Haverhill Stages Another Celebration 


Shoemen Hosts to Those Who Came Here.to Visit the New 
England Exposition and Style Show 


¥5E32 


————— 





prising city of shoes started New England’s 

big week with a house warming some thirty 
miles or more distant from the style show itself. What 
the “Night Before” did for Haverhill became the talk 
of the style show of New England and of merchants 
from all parts of the country. 

Planned as an act of hospitality, it developed into a 
real and substantial boom for Haverhill and Haverhill 
shoemaking. Those buyers who came by train were 
met at the station and taken in automobiles to the 
home of Everett Bradley, chairman of Haverhill’s 
Publicity Committee. 


Me Night Before” was Haverhill’s. That enter- 


Celebration Held Out of Doors 


On the way to the reception, Chris Ludebuehl, treas- 
urer of the National Shoe Retailers’ Association hap- 
pened to see a sign outside of a shoe factory reading 
“Hand Pressers Wanted.” It might well have been 
taken as a motto for the evening, because every man, 
merchant and manufacturer was made acquainted, one 
with another on the lawn of this delightful estate. 

Automobiles covered every road, avenue and street 
for blocks around, and two hundred shoemen paid 
tribute to the occasion. The honor guests were John 
J. Baird, president of the National Shoe Retailers’ As- 
sociation; John C. McKeon, president of the National 
Boot and Shoe Manufacturers’ Association; Albert F. 
Bancroft, president of the New England Shoe and 
Leather Exposition; and Thomas F. Anderson, 
secretary-treasurer of the New England Shoe and 
Leather Association. 


Presents for Honor Guests 


When it came time for the informal function to be- 
come slightly formal, Everett Bradley welcomed the 
shoe men, buyers and visitors and started several sur- 
prises. President Edward Rickard of the Haverhill 
Manufacturers’ Association first presented John J. 
Baird, a solid silver salad bowl in “acknowledgement 
of the invaluable service rendered by him and the pro- 
gressive organization he leads.” 

In similar fashion, introduction by Chairman Brad- 
ley and presentation by President Rickard to John C. 
McKeon of a solid silver plate, engraved “in recogni- 
tion of his able and devoted service to the manufac- 
turing industry.” Albert F. Bancroft received a solid 
silver bowl for his accomplishments in the Shoe and 
Leather Exposition “in which all New England takes 
pride.” 

President of the New England Shoe and Leather 
Association, Elisha W. Cobb, and president of the 
National Shoe Wholesalers’ Association, Ralph Jones, 
were both given silver plates, acceptance being made 
by Thomas F. Anderson who is secretary of both 
organizations. 


John J. Baird, in accepting, said: 

“It-would seem that the millennium is about 
reached when we get together in this way. 
We are getting more friendly with one an- 
other. Close association and team-work is 
needed to put our industry where it belongs. 
In my official capacity I am striving to pro- 
mote this spirit not for the benefit to my 
organization, but for the welfare and ad- 
vancement of the whole industry.” 


He was followed by John C. McKeon who expressed 
his thanks with a flow of good stories and paid tribute 
as follows: 

“Haverhill shoe manufacturers just now are occu- 
pying the limelight. You have a wonderful field to 
draw from and I have every confidence in your suc- 
cess. We have the greatest nation and the greatest 
industry on the face of the globe, and we have a goal 
worth striving for.” 


Sees Bright Future for Haverhill 


Mr. Bancroft, formerly of the Slipper City, had a 
real message to deliver: “Haverhill has a bright and 
prosperous future. The labor situation is well grounded 
and in well guided hands. The only danger is that 
either labor or the manufacturer will lose sight of 
idealism. 

“We should always have idealism in our business. 
We must also serve our customers well through the 
medium of the retailers.” 

Thos. F. Anderson gave the final tribute to Haver- 
hill: “I have seen the rebirth of Haverhill and the 
Haverhill shoe industry in the events of the past few 
weeks. It was a rare privilege to witness something 
of your community spirit at your recent boom dinner. 
I expect great things of Haverhill and am with you 
in your ambitions. Haverhill is on the right-track and 
I congratulate you for what you have already accom- 
plished. 

City Officials Attend 


The presence of Mayor Fred D. McGregor, members 
of the City Council, many shoe buyers, manufacturers, 
Chamber of Commerce men and visitors from Lynn, 
Manchester, Brockton and Boston, gave to the balance 
of the evening a flourish of hospitality that made the 
Bradley lawn party a true beginning of a very festive 
and beneficial event to Haverhill, New England and the 
shoe industry in general. 





In Next Week’s Recorder 


Don’t fail to look for our analysis of styles for 
fall and winter selling. Liberally illustrated with 
footwear types which represent the best brains of 
the best designers in the country. An authoritative 
buying guide for the last three months of the year. 
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Making My Store the Center of 
a Big, Wide Circle 
(Continued from page 27) 
consideration. The dangers of wearing improper shoes 
are very great. 
“Aside from the obvious discomforts of corns and 
bunions and broken-down arches, there are subtle dis- 
orders of the nerves that affect the child’s entire nerv- 
ous system, and finally the organic system as well. 
“You don’t want your children to be handicapped in 
their school work. So be careful to have their shoes 
fitted carefully by a man who knows his business. 
“Our stock of school shoes is complete; prices are 
moderate. We take the utmost care of fitting ALL feet 
—especially GROWING feet.” 


“P. S. Whether you trade here or somewhere else, 
be careful that the youngsters have -xactly the right 
shoes, perfectly fitted.” 





Just Before Mid-Vacations 

“It’s only a few days now until your mid-term vaca- 
tion. You’ll want to look your best, of course—the foot 
should be properly fitted in a good-looking slipper, 
to complete your dress; in fact, your shoes are one of, 
if not the most important part of your dress apparel. 

“You'll find just the style slipper here you'll enjoy 
wearing during your vacation, and to show our appre- 
ciation of the G. S. W. C. patronage, we will allow you 
a discount of 10 per cent on any purchase made prior 
to, and during the mid-term holidays.” 





On Her Graduation 
“Dear Miss Myra: 

“We take this opportunity to congratulate you on 
the successful record and accomplishments you have 
made in the past years in school and the honors that 
you are to receive in the near future which we know 
-is just one of the victories you have set out to accom- 
plish. 

“We understand that white kid slippers have been 
chosen as part of the dress for the graduating costume 
and our purpose in writing you is to remind you of 
the many beautiful styles we are now showing in white 
kid slippers this season, and cordially invite you to 
pay us a visit and inspect our line before selecting 
your graduating slippers. We assure you that it will 
be our great pleasure to assist you in selecting just 
the suitable shoe for the occasion. The enclosed photo- 
graph is one of the many styles which we are showing 
this season.” 


Regal Shoe Co. Contest Winners 
Announced 


~oston, Mass., July 7—Elmer J. Bliss, president of 
the Regal Shoe +mpany, has announced the winners 
in the prize letter contest recently conducted for the 
purpose of arousing interest in the Resco foot-fitting 
device of which Mr. Bliss is the inventor and which 
he has installed in his retail stores throughout the 
country. ’ 

The prize winners, in the order named, are Mrs. 
Olivia Dennis, Erie, Pa.; Mrs. Grace M. Stephenson, 
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Austin, Texas; Fred C. Lowe, Waltham, Mass.; H. W. 
Ashton, Philadelphia, Pa.; Gordon H. Keeney, Sacra- 
mento, Calif.; and Mrs. Julian Loscalzo, New York 
City. Cash awards totaling $1,000 were made. 

Mrs. Dennis’ letter, which won the first prize, was a 
cleverly worded summary of the advantages claimed 
for the fitting device by its inventor. Contest judges 
were Arthur D. Anderson, editor of the BooT AND 
SHOE RECORDER; James H. Stone, editor and publisher 
of The Shoe Retailer, and A. H. Lockwood, editor of 
the Shoe and Leather Reporter and-of The Shoe Style 
Digest. 





Stetson Style Show Also Held in Boston 

Boston, July 9—Several hundred shoe merchants and 
their friends were the guests of the Stetson Shoe Com- 
pany at a private style show put on in the State Suite 
of the Copley Plaza Hotel during show week, just 
ended. Of the many style shows which this company 
has had in the past, this was by far.the most elaborate 
and the most effective. So well was it received that it 
is planned to send the entire company, composed al- 
most entirely of Stetson employees, on a tour of ten 
of the leading Eastern cities starting late in Septem- 
ber. In all, five performances were given during the 
week. 

At one end of the big suite a stage had been created 
through a beautifully decorated arch at the back of 
which the models appeared, garbed for the occasion, 
and wearing the Snappy Tie creations which are the 
product of the Stetson plant at South Weymouth. 

Some of the shoes were made up in one material, 
one color, but many were well thought out two-color 
combinations such as Airedale and Mecca, Falcon 
Brown and Hazlewood, Patent and Airedale and Tony 
Gold and Sagewood. 

The parade of the models was punctuated by rhymed 
announcements by the page and by music and dancinge 
numbers, all of which were amateur talent, but emi- 
nently worthy of the applause they received. Included 
in those taking part in the performances were the 
Misses Nora Gaydon, Marion Melville, Alice Melville, 
Theresa Hickey, Alice Coyle, Lillian Vaniken, Aina 
Jerpi, Marjorie ‘Thomas, Grace Loeffler, Barbara 
Mosher and Evelyn Hanson, and one man, Thomas 
Cuthbert, foreman of the Making Room at the Stetson 
factory. 





A Shine “in Summer Time” 

Some shoe stores give free shine service to their 
customers. This is an old practice and has gone into 
the discard in some respects, but it was recently re- 
vived by a Chicago store in a new and novel way. A 
salesman’s fitting stool was equipped with an iron 
foot-rest for shoe shining and the porter made a prac- 
tice of canvassing the seated customers, bringing his 
stool to their chairs and cleaning the customers’ old 
shoes or putting on a protective coat of polish to new 
shoes, for which he frequently received the usual tip. 
This kind of service still seems to meet with the ap- 
proval of the customers and draws much favorable 
comment. 
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Remember this: 


Rarely if ever will you find 
a prominent successful mer- 
chant who does not handle one 
or more lines of Cincinnati 
shoes season after season. 





THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTE 
HOFER SHOE CO. SONS CO. 


THE HOLTERS CO. THE THE Rare 
JULIAN & KOKENGE CO. _ 


THE 
CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. VOLLMAN, LAWRENCE CO: 





When writing to advertisers please mention Boot anv Snore Recorver + 





« 


BOOT AND SHOE RECORDER July 11, 1925 


NZ TZN NN Ag 


ed 


























DEPENDABLE 


Ve j 
; Styles 
FOR A DEPENDABLE PROFIT 
Too much emphasis cannot be placed 
upon the real dependability of the 
KD styles, for it means profit to you. 


THE LYRIC 
Gore adjustment. Beautiful in all 
materials 


In this advertisement we are show- 
ing three of our steady selling pat- 
terns. You can depend upon their 
inherent quality and beauty of line 
as factors for building a sound 





business. 


The Krippendorf-Dittmann Co. 
Cincinatti, Ohio 
Style Quality Service 


THE MYRTLE 
Archopedic™’ Patent leather. three- 
strap 


THE BELPRE 
Popular in golden brown, black kid 
awe patent leather 
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eaton Alexander writes: 


“Two things about Cincinnati shoes that have 
always appealed to us. They give satisfactory 
results to the wearer and always carry a decent 
profit for Alexander & Company.” 


HUNDREDS of merchants, season after season, are 
cultivating satisfied customers with Cincinnati-made 
shoes. 


Like Mr. Alexander, they know they can depend upon 
them: to bring satisfaction to the wearer and at the 
same time carry a decent profit. 


Get the idea. Profit multiplied by years means success. 


Buy one or more lines of Cincinnati shoes and build a 
stable, profitable, successful business. 


From time to time we will present in these pages the interesting ex- 
periences of prominent merchants who have built successfully over a 
term of years with Cincinnati shoes. 


Mr. Merchant: 

If your experience with Cincinnati 
shoes has been interesting write us. 
Address Cincinnati Market Head- 
quarters, 1001 Second National Bank 
Bldg., Cincinnati, Ohio. 





THE QUALITY SHOE 
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‘‘White Satin Olympe”’ 


The Olympe has been worked out upon scientific lines, elim- 
inating every possible feature that might in the slightest 
degree give cause for ill-fitting, yet enhancing the appearance 
to such an extent as to give it the title of perfection. 


aw attractive in Black Satin, Suede, Patent and Tan 
If. 


We have established a reputation on White Satin Shoes and 
are so equipped to turn out immaculate White Satins, made 
by our new Dixie Process which brings them out as light and 
airy as is consistent with reasonable wear. 


THE VOLLMAN LAWRENCE CO 


CINCINNATI 








“THE HOUSE OF WHITE SATIN SHOES” 
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The Clara—No. 54— 


All-black kid four-strap welt PROTEX 
ARCH, 13/8 leather heel, rubber top- 
lift. sizes as below. $4.60. Net 30 days. 
Sizes: (914 and 10, 50c extra) 
AAA,5 to9 B, 3 to 10 
AA, 4%to9 C, 3 to 10 
A. 4 to10 D, 3 to 10 
E, 4to9 


With the Bases Full 


.---@ Home Run! 


When a patron is convinced that a shoe looks well on her and that it fits— 
your sale is all but made. Then, with the bases full, price comes to bat— 
and what happens? 

Nothing less than a home run when you're selling these Holters’ Style 
Welts. For these shoes are made to look higher-priced than they are. Just 
glance at the models illustrated—trim, modish, attractive. Yet they retail 
at $7.00. That's why price makes a home run—and a sale. 

“In Stock"’ too—ready for immediate delivery. 


The Janet—No. 56— 


bat coli. sin below 94.08. Net 30 Doge THE HOLTERS COMPANY 
Pian moran ah cre Branch of the United States Shoe Company 
AA, 4% t010 C. 2% to 10 Sixth and Sycamore Sts., CINCINNATI, OHIO 
a ae Chicago Office: 210 Security Bldg. | Minneapolis Office: 723 Boston Block 


E,4to9 
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STABILIZE YOUR BUSINESS 


The Newcastle—A Flexridge model in bios 4 bag J ne = icate een I of a 
patent leather, with a simple, yet effective, distinctive <= ai par. which hold - 
den drop cout, and the divided-strap the simple, graceful lines characteristic of 
ect so popular this season. The Val Dut- today's finer f The Holters C 
tenhofer Sons’ Company, Cincinnati. pany ae ‘ ars ai 





The Lyric—Gore adjustment. Beautiful in Nona—Two strap over No. 14 last. Patent 
all materials. The Krippendorf-Dittmann trimmed in dull calf. The Stanley Dutten- 
Company, Cincinnati. hofer Shoe Company, Cincinnati. 


No. 1452—Patent leather pump with con- 
cealed goring. 16/8 spike covered heel. No. 
5260—Same in black satin pump. The 
Cahill Shoe Company, Cincinnati. 
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WITH CINCINNATI STYLES 


The Olympe—A creation in white satin. 


Bronze kid trimmed in brown suede. The The Vollman, Lawrence Company, Cincin- 


Roth Shoe Mfg. Company, Cincinnati. 


as ry 


No. 8906—In Stock—Patent chrome three 
eyelet tie made by C.M.S.C. Flexible Mc- 
Kay sewed, with 13/8 celluloid covered 

Cuban heel, rubber toplift. A, 4-8; B, 34%-8; The Rouge—In patent vamp with black 
C, 3-8. The Charles Meis Shoe Company, ooze quarter. 16/8 heel. The Julian @ 
Cincinnati. Kokenge Company, Cincinnati. 
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E and the INDIAN 


... two ideas that ‘‘made”’ the FLEXRIDGE Shoe 


How uncomfortable must the wooden sandal of the Chinese be! 
Hard, unyielding, binding—no American woman would wear it. 


Then think of the Indian moccasin! Cool, light, flexible. But a shoe 
built like the Indian moccasin would not be practical in these days 
of stone pavements—it would allow the arch of the foot to sag and 


pain. 


P until this time most feature 

shoes for women have been built 
around either moccasin (flexible shank) 
idea, or the Chinese (rigid shank) idea. 
The flexible shank shoe exercised the 
foot muscles, while the rigid shank 
shoe supported the arch—the woman 
had to choose one or the other. 
But from the shoes of the Chinese and 
the Indian, we have taken two ideas to 
make the Flexridge shoe. In this shoe 
there is a rigid arch support, only long 
enough to hold up the scaphoid bone— 
the keystone of the arch, and the one 
spot where rigidity is essential. The 
rest of the shoe leaves the foot free and 
flexible, like the moccasin. 


THE 


The Flexridge shoe is patented, of 
course. There can be no other shoe like 
it. Can't you see the merchandising 
possibilities of such a shoe—a shoe 
“flexible where you want it; rigid 
where you need it’? Bear in mind, too , 
that Flexridge shoes are trim, well- 
fashioned, with a sparkle in every 
model—a treat to the eye as well as to 
the foot. Many Flexridge models are 
carried in stock ready for immediate 
shipment. If you want to take the op- 
portunity of cashing in on a shoe with 
features that women want and that no 
one else can give them—write us to- 
day. Full information will be sent 


immediately. 


SHOE 


Plerible where you want it’ 
Kigid where you need it: 


The Ravenswood—A well-styled 
hidden gore pump in tan calf with 
blonde suede inlay, or in patent 
leather with black suede inlay. 


The Jennobel—A three-strap 
cut-out combination with open 
work side effect. in black kid. 


The Exmoor—A three-strap and 
cut-out combination in the tan calf 
so popular this season. 


The Newcastle—A two-button 
asap effect in all-patent leather, or 


satin, or brown kid. 


The Val Duttenhofer Sons’ Company 


Branch of the United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 
© 1925—T.U.SS. Co. 


THE 





QUALITY SHOE & 
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a They sell! lg 


“The Friendly Shoe’ makes friends! 


Mrs. Customer tells Mrs. Neighbor how fine her new Dr. Ray's 
shoes feel; how well they fit and—oh, no! she didn't pay “‘about 
$10 or $12."° for them! Mrs. N. admires their attractive style and 
naturally wants to know where Mrs. C. bought them. 

















A better value, one that stands out above the average, is certain 


#3 476 Genuine Black Kid, Two-Button © sell big and create enthusiasm. Dr. Ray's Improved Arch 
Strap on two-widths combina- Support Footwear is establishing a new, higher standard of value 

foot —~ 7 13/8 Cuban gg one hon 4 among its kind. The reasons why are easy to see when you see the 
“Erench Window” tena design as illus- shoes. They have perfectly constructed, , thoroughly practical 
trated. In Stock—A, 41% to 8; B, ‘§ 4. 1 0 arch-supporting features. They have fashionableness. They fit, 


to9;C, 3% to 8; D, 3 to9. Price. wear and please as though they cost a top price. 


Everyone— 
everywhere! 


Regardless of where you are lo- 
cated or what class of trade you 
cater to—whether people who never 
ask a price or those who want some- 
thing “around $6," you can sell 
Dr. Ray's shoes and sell them 
cheerfully, hnawing that you are 
getting regularfjcustomers that pay 
the best profit! 





#3488 Genuine Black Kid, Four-Strap on 


two-widths combination last with 
OXFORDS—In Stock — 2a C pe oei hast He 


. sign side cut-outs as shown. In Bw yy 
$B AR WEL ORFORDS WITH MILITARY —P2#t08:C:3108.0.3008 Pre S. 10 
LEATHER HEELS, WINGFOOT TOP LIFTS, 
IMITATION TIPS, BLIND EYELETS. 


Two-Widths Combination Last 

No. 4168—Genuine Black Kid; two-widths last, 12/8yheel. 
2% to9,AtoE.. ee eee 
Same—Sizes 944 and 10, D. No. 4168XX...... 4.35 
No. 4178—Genuine Brown Kid; two-widths last, , heel. 
2%09,AtoD.. =. = 
Same—Sizes 9% and 10, D. No. 4178XX......... 

No. 7465—Black Patent Colt; two-widths last, 12/8 heel. 
2% to9,AtoD.. 2 A unincanteiealeacss one 


One-Width Combination nia 

No. 4158—Genuine Black Kid; comfort last, decir’ heel. 3 to 

9, BtoD.. $3.85 

Samee—extra. wide EEE leet, No. 4176... Pea Dr. Ray's Improved Arch Support Oxfords for 


Same—extra wide EEE last in sizes 9% and 10, No. 4176XX Men in Blucher lace, combination last. Brown 
$4.50 Kid, $5. Black, $4.75. , 


We™manufacture a T | ‘ae ¢ S ‘ ( N\\X4DA . Cincinnati Fall 
line” of lower priced WA AG sy = Fashion Pageant 
rt Ox- and Market Week 
. Aug. 30th to Sept. 
Advertising on 7th at Zoological 
quest. . ’ Gardens. 
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It’s New! This Smart 
B. W. Patent 4-Strap 


A beauty, isn't it? In patent leather, with the 
qualities of ‘‘substdnce’’ and style that make for 
permanent success in the shoe business. 





The B. W. always sells—Summer and Winter, 
Spring and Fall. Now with this smart new 4-strap 
added to the line, you can show the way with 
BIGGER SALES and GREATER PROFITS. 





B.W.4-Strap Novelties are all right — we make some of the 
smartest—but shoes that sell every day because 
of quality, fit, comfort—that never lose out 
because of the whimsicalities of Dame Fashion 

—these deserve a niche in the 
foundation of the business struc- 
ture you are building. 


Now made in rich patent leather, . NAT IO 
as per illustration, a5 Well" etka" B.W. IN STOCK, READY TO SHIP 
Reg. U.S. Pat. Off, NET 30 DAYS 


B.W. Oxford 











SJ B. W. OXFORDS B. W. 4-STRAPS X 


S-408 No. S-406 No. S-407 No. S-410 
ie. : Black Kid Brown Kid No. B-409 Patent 
--+s Oxford Oxford Black Kid Leather 
AAA... a -10 (Arch Corrective) | (Arch Corrective) | (Arch Corrective) Asch Corrective) 
a. ae “ISI AA... 5 mee. ee AA....+-+65 8 
3%- 10 
4 -10 
.4 


Cc. 
D.. 
E. -10 














$4.50 
NET 
Made in black or brown kid— a Raton Casts tee Cones 
each a flashy seller the year a nes ace 
‘round. 


THheROTEH SHOE” a 


y CINCIN 
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A Sensational New Idea in an 
Arch-Corrective Shoe 


The Band Grip Oxford 


ae 


A Distinct Step Forward in the Shoe Industry 


The old coal oil lamp vs. the modern Mazda! The 
old hand-crank automobile vs. today’s self-starter! 
The ordinary “arch support’’ shoe and the patented 
BAND GRIP! 


Keep up with the times! The new BAND GRIP 
sets a standard which no other shoe even approaches 
—nothing like it was ever thought of before! And yet 
the idea is simple—your customer will be amazed as 
fully as you. 


Study the illustrations — note how the band 
(lasted in with the upper leather) will pull the sole 
and inner sole up into the arch when the laces are 
tightened, and the “band” itself will give the in- 
comparable support of a girdle. 


Act now—without delay get the agency for this 
extraordinary shoe and capture virtually the entire 
oxford business of your community, for NOTE 
THAT WE CAN INCORPORATE THE BAND 
GRIP into any oxford. You can shut out competi- 
tion, for no shoe can possibly “compete” with the 
BAND GRIP. Don't let the other fellow “beat you to it.” 


WE OWN THE PATENTS FORTHE WORLD 


ROTH SHOE%@ 


- CINCIN 
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After the zh 





fy XTREME styles in shoes are some- 


times very beautiful when first they 
appear but after the flash of the first few 
sales the consumer interest is gone and with 
it goes sales and profit possibilities. Inven- 
tory shows remaining sizes worth little 
more than the old burnt stick that comes 
down after the rocket’s flare. 





This is one of a series of 
advertisements dealing 
with the problems of the 
shoe merchant today. Com- 
ments are welcome. 
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Sky rocket methods have no place in the shoe business. 
Good style is important but no store can build a substan- 
tial growing business on style alone. No merchant can 
afford to go chasing after a// the new styles. Such methods 
lack stability and lack profit. They are like fireworks—all 
noise—no substance. 

J & K shoes are smart style shoes—refined and appealing 
to women of good taste—but J & K shoes are something 
more than merely good style. 

J & K archfitting shoes are scientifically constructed with 
distinct inbuilt features that give a foot relief that women 
appreciate. 

And, J & K arch-fitting shoes are known to the women of 
your community—a knowledge that means sales for your 
store that you otherwise would not have. 


These are sound business considerations that you will do 
well to investigate. Find out all about the J&K proposition 
—stimulating styles—stabilizing profits—features that 
make lasting friends for your store—with the fireworks 
left out. 


THE JULIAN @ KROKENGE CoO. 


Makers of the famous ‘‘J & K"’ Arch Fitting Shoes for Women 
E. Fourth Street, Cincinnati, Ohio 


IASUVEEQ0ONEOREATOORARESHAASOASUSDAOR OOS 
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IN STOCK — Ready to Ship 


The Iris one-strap in black satin and patent, AAA-D................ $4.60 


You will find “The Iris’ an excellent value for a quick turnover. Don't forget—our 
customers are merchants who demand shoes with an established reputation for con- 


sistent salability. 





The Stanley Duttenhofer Shoe Co. 
1401 Plum St. Cincinnati, Ohio 
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Early Fall Models 


New, smart, youthful, the qualities needed 
mostly in models for early fall, are unmistak- 1452 


ably characteristic in ‘‘Cahill’s Catchy Patent Leather Pump with con- 
cealed goring. 


Creations. 16/8 Spike covered heel 


5260 
Strictly a Cincinnati product — moderately Same in Black Satin Pump. 


priced. 


THE CAHILL SHOE CoO. 


CINCINNATI 





© 
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Smart women 
choose shoes of 


Vici kid 
IRST of all, of because 
the smartest shoes of the season 
are made of this rich leather. And 
next, because they know that nothing 


is quite so smart, in any season, as 
a aa trimly shod foot. 


One effect of the smooth-fitting per- 
fection of VICI kid is to make the 
foot look small and trim. 


The VICI kid trade mark appears 
inside the new models that have just 
come to us from the makers of 
fashionable footwear. 








This advertisement appears in 
The Saturday Evening Post, 
July 25, 1925; in Harper’s 
Bazar for July; in Vogue, 











July 15; and in Vanity Fair 
for August. 
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Capitalizing on 
a national tnterest 
in identified shoes 


of Vici hid 


HE retailer’s advertising space is val- 

uable and must be used to the best 
advantage. It is, therefore, a convincing 
proof of the selling power of the VICI 
kid national advertising that prominent 
retail advertisers throughout the coun- 
try are using space in local newspapers 


to feature their identified models of 


VICI kid. 


Manufacturers, jobbers and retailers are 
profiting by the ready acceptance of 
shoes that carry the nationally recog- 
nized trade mark of VICI kid. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


is the sole manufacturer of 
the one and only VICI kid. 
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SMOOTH OR BOARDED 

COLORED. SIDE ESPE- 
CIALLY ADAPTED FOR 
WOMEN’S OR MISSES’ 
SHOES. 





HE QUALITY COLORED 
SIDE LEATHER THAT 


MOST CLOSELY APPROXI- 


MATES A CALF SHOE. 





OR THE HEAVIER TYPE 

OF DRESS OR SPORT 
SHOE A FULL CHROME 
DISTINCTIVE LEATHER. 





ETAN! THE IDEAL 

LEATHER FOR THE 

HEAVY DUTY SERVICE- 
ABLE TYPE OF SHOE. 





HE OUTSTANDING 

LEATHER FOR QUAL- 
ITY SHOES, MEN’S, BOYS’, 
WOMEN’S AND MISSES’. 


NORTHWESTERN LEATHER CO, TRUST 


14 SOUTH STREET @7 
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BROO LYN 


Create New York 














The Increasing Demand 
for Higher Quality Footwear 


VIDENCE has accumulated in the past six 
months of a distinct trend to higher quality 


women's footwear, done in good taste, which is 


American women in the long run recognize the 
elements that enter into quality—whether of 
materials of construction or of design—and the com- 
ing seasons will see a constantly increasing demand 
for footwear that meets this three-fold test—not 
one or two of these qualities, but a balanced com- 
bination of all three. 


¢ ¢ 


Retail shoe buyers who are forward-seeing are pre- 
paring now for this growing demand for the best to 
be had in women’s footwear. They know that the 
representative shoe manufacturers of Brooklyn and 
Greater New York provide the highest of quality 
in the true fashion. 
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))E it “On the Avenue” or in the 
ballroom, the patrician smartness “GIBSON TIE” 
of Lax & Abowitz creations is al- 


ways strikingly in evidence. There 





is just that subtle touch of refine- 
ment about them, which suggests instantly to the 
observer, that here is a shoe fashioned by the 


master, and made likewise. 


6 oo oe a ie ae te ae he ee ee ee ee 
a ae om os 20 2 —_————— « _——s 


In the “Gibson Tie,’’ we present a new pattern 
that carries out infinitely the ideals for which our This smart model is 
shoes stand. It is effective, not only in the com- ae oe | ere. 
last with alligator quar- 
bination shown, but in all other prevailing shades ter, bow and heel and 


tan calf vamp. Carrying 
of the season. a 12/8 Cuban Heel. 


“Lox &Abowitz 


17 Smith St. - - - Brooklyn 


x _——-—s ——-— - ———— = =: _———— ee ee ae ae ee ee eee eee ee eee | | oe 
—————— s _—-— xx 1 x x1 
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“Footwear of Distinction” 
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On the hand 
of fashion 


“Remsen’ 4 


AA Wichert Masterpiece 
| In Original Design and Fit--Ability 


7 HE keenest buyers in the country, now in Eastern markets, have 
designated this shoe as one of the masterpieces for fall, because of its 
smart simplicity, its symetry of line, and its fit-ability. 


Wichert presentations of footwear are not reflections of other styles, but 
definite selections of original patterns, salable in good stores at a goodly 
profit to the merchant, footwear which can be translated into all of the 
popular materials, insuring to the merchant variety of stock and plenty of 


selling sizes. 

Wichert shoes have a character “all their own” for design, workmanship 
and harmony. ; 

On your request we stand ready to render you the utmost in Wichert Style 
Service. 








If you want a high-style number try this one in a Woodland 
Brown Suede with Havana Brown Kid Trimmings — it’s a 
masterpiece of Wichert selection. 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


New York Office, Marbridge Bidg. Atlantic and Schenectady Avenues 
34th and 6th Avenue Brooklyn, New York 





When writing to advertisers please mention Boot anv Suor RecorpEer 


saoeatilladb casein albtipleinsighenda- sae > 











BOOT AND SHOE RECORDER July 11, 1925 


Jul 









cmeneielnae 


BROOKLYN 




































HE RETAIL SHOE BUYERS 
WHO STAND IN THEIR 


COMMUNITIES FOR THE 
BEST QUALITY IN SMART 


STYLE SHOES DEPEND 
FIRST ON THE 
BROOKLYN 
DISTRICT 





























HIGH QUALITY 
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GREATER N. Y. 
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THE REPRESENTATIVE SHOE 
MANUFACTURERS. OF THIS 
DISTRICT ARE EQUIPPED 
AS NEVER BEFORE TO 
SUPPLY THESE BUY- 

ERS WITH THE 
FINEST OF ALL 
FOOTWEAR 














TRUE STYLE 
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FOR GIRLS AND BOYS 


From Tots to Teens 


An Open Invitation to Buyers 


Our Fall Line complete in every detail is 
\ now on view in our New York showrooms. 


New and original Dr. Posner patterns, em- 
bracing every type of Juvenile Footwear are 
here for your inspection. Infants’, Chil- 
dren’s, Misses’, Growing Girls’, Little Gents’ 
Youths’ and Boys’ Shoes—Styled to please 
the youthful yearning for something new, 
yet certain of continued favor throughout 
the year. These are truly Staples that are 
Novelties and Novelties that are Staples. 


Every style represents an opportunity to 
build your Children’s Department. 


You are cordially invited to come in—te- 
view the line and get acquainted with our 


unique merchandising plan. 


DR. A. POSNER SHOES, Inc. 
142 WEST BROADWAY 
NEW YORK CITY 
“Headquarters for Juvenile Footwear” 


“The x House Specializing in Children’ s 
Shoes and Hosiery exclusively.” 
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New Wood 


The American Girl of today, who demands the best, not only wants smart- 
ness in her footwear, but fitting that is faultless. Progressive merchants 


recognize this,*for,;theyzknow that perfect fitting shoes aid greatly in making 
sales. 


When buying American 

Shoes you are sure to get 

shoes that fit perfectly, be- 

cause they are made over 

lasts that represent the last 

thought in last making. 

Special features in arch and 

heel measurements are em- Our Latest Last, “‘Mi-favorite” 
bodied in every /ast.}j 


American Shoe Co. 


Showroom: 622} Marbridge Bldg. 
34th St. and Broadway NEW YORK 











i 
» 


fe _ Illustrating the 
S/ ‘ ‘M bd ” 
ignon 
Pattern 


Careful study of this char- 
acter in the development of 
“New Wood” is just one 
more reason why American 
Shoes find ready accept- 
ance in many smart shops 


the country over. 


FACTORY 
176 Livingston St. 
Brooklyn, N. Y. 
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The Cinderella’ “=== 


Buckle 


Smart—Easily Ad justed—Practical 
The three things which make this buckle an attractive 
addition to any buckle type of shoe. Your customers want 
them. Why don’t you specify “Cinderellas” when order- 
ing your next lot of shoes? 


Samples on request ty | 
“Cinderella” buckle 


EAS MFG. CO. attached 
Tiel mee ee ng ag ee N. J. 





Patented March 20, 1923 

















SHOES AT A PRICE 


For Distinctive Ornaments Every Pair From a Nationally 
Known Solid Leather Line 


We handle, exclusively, jobs of solid-leather branded 
shoes. By buying the entire output of samples, 
close-outs and factory-damaged of the largest fac- 


tory in so country, we get — - aponny ee 
P : prices. Our customers get the nefit. Complete 
Many beautiful + Fe eats have stocks of aes ——s growing girls, ween’, 

red for Fall. men’s and boys’ low and high shoes on the floor at 
been prepa alltimes. It Will Pay You to See Us 


Manufacturers of the better grade When in St. Louis 
shoes are using them on their new M. Goldman Shoe Co. 


samples. One Half Block North of Statler Hotel 


Ask your manufacturer to show 617-619 North 9th St. St. Louis 
you his patterns with the latest 
Vanity 

















APPROVED BY 
LEATHER BOWS MEDICAL MEN 


ROSETTES ieppeat is etl 
COVERED BUCKLES ovzins 


and 


BEADED ORNAMENTS ermaneed REBT ches 
order 


PATENTED 


BURKLEY 


SHOE CO. 
1156 No. Main Street 


1261 Atlantic Ave., PORK Brooklyn, N. Y. Beochesn, Slane. 





aX Comfort and Wear Combined aX WHERE THE BUYER 
iri SEEKS THE SELLER 


Made of leather and on lasts In the CLASSIFIED ADVERTISING SEC- 


that fit the feet of the 
people who wear TION of the Boot and Shoe Recorder. 


them. P The wit leg — not OY to create 
Leath d be esire. The desire already exists in the prospective 

oe heels. 7 er buyer’s mind, and he seeks out the want ad. It is a 
STOCK case of the buyer seeking the seller. 


Black and colors. 
Boot and Shoe Recorder Classified Advertising 
It your jobber cannot supply you, write me. can do for you what it is doing for others. Keep 


A. e a< 2 . ~ r 
fia Duncan PLT RE BLY M ass. 55 it in mind—and in action. 
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Y° don't need an Alladin Lamp to : 4 ew are shoes of Tober-Saifer quality 


through and through. They were cre- 
ated by our Eastern designer and made in 
The feature styles we present on this page aoe our own St. Louis factories from highest 


are destined to be big numbers this fall— . S gradematerials byskilled artisans. They have 
we'll stake our reputation on that! SHOE our famous St. Louis process flexible soles. 


guide you in your footwear purchases 
when you are dealing with Tober-Saifer. 


2845 Allover black satin one - strap, 
with full French corded cut-out on 
quarter and scalloped stitching on 


2843 Patent chrome gore pump scal- 
loped stitched, cut steel beaded patent 


2841 Allover a chrome D’Orsay 
t 
underlay ornament as illustrated. Full 


opera pump with overlay scallop stitch- 
ol vole as illustrated. Full French 





corded, white lined, 16/8 full breasted 
covered spike heel $4.50 
2840 Same as above in allover black 

i $4.50 


2849 Same as above in the new shade, 
chestnut brown satin. A, B, C, 3 t07 
$475 


French corded, white lined, 16/8 full 
breasted covered spike heel 


2842 Same as above in allover black 
satin with cut steel beaded satin un- 
derlay ornament 

AA A,B,C 3108 


vamp and quarter as illustrated. Full 
French corded, white lined, 16/8 full 
breasted covered spike heel... .. $4.50 


2844 Same as above in 13/8 Cubaa 
covered heel. . ........:......- $425 
A,B,C 3108 


READY NOW! — These numbers are ON THE FLOOR for 
immediate delivery. Say how many pairs to-day and we will 


SHIP TOMORROW |! 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors of Novelty Footwear in Stock 
1312 WASHINGTON AVE. 


ST. LOUIS, MO. 
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They'll come back 


—and bring their gang with them 


O* course they’ll come back if you give them just what they 
want! Boys know Keds and want Keds. You can prove 
that you sell the real thing by showing them the name Keds on 
the shoes. In telling your boy customers to look for the name 
Keds, you make friends with them. They trust you. They'll 
come back, and bring all their friends to your store. 


Teach your trade to look for the name Keds. Every time you 
do it, you protect them and yourself. In protecting them you 
gain their confidence. They will naturally come to you to get 
genuine Keds. 


United States Rubber Company 


Keds are made only by the 
United States Rubber Company 








REG. U.S PAT. OFF. 
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Shoe Stores Finding Good Trade on Rubber 


Canvas Footwear 


increase in interest of school 

boys and girls in rubber- 
soled canvas footwear for vacation 
wear, retail shoe merchants have 
made more aggressive sales efforts 
this season to move this type of 
footwear. During June general re- 
ports declared that shoe stores did 
very well with canvas shoes. More 
school children bought them than 
during any other June in former 
years. 

Several reasons may be assigned 
for this general improvement. First 
—weather was very warm the coun- 
try over; second—store proprietors 
advertised through daily news- 
papers on a larger scale and in a 
more appealing way. Canvas foot- 
wear is being illustrated more than 
in other years, and this feature 
adds very much to the general ap- 
pearance of the advertisement. 

Crepe sole patterns are selling 
very freely, general reports state. 
It has been thoroughly tested as a 
feature of canvas shoes—it has 
been found very satisfactory. Many 
people buying canvas footwear for 
tennis prefer the crepe sole because 
of its firmness in its contact with 
the ground. It permits a sure foot- 
ing, besides possessing very good 
wearing qualities. 


J, izrese in in by the marked 


New Patterns 


The United States Rubber Com- 
pany recently announced a new 
style. It is a moccasin type, the 
upper carrying the familiar stitch- 
ing designs-of moccasin lines. 


Young Folks at Summer Resorts 


One of the most valuable sources 
to which shoe store operators 
should appeal is the program of boy 
and girl organizations for summer 
activities. Many of these equip the 
young people with uniform cloth- 
ing, and very often canvas footwear 
is worn. 

An executive interested in the 
sales promotion of canvas shoes re- 
cently carried out an original test 
to determine boys’ and girls’ atti- 
tudes toward shoes for summer 
wear. He queried a number of boys 
and girls wearing all types of foot- 


The boys and girls are good pros- 
pects today, and lean favorably to- 
ward canvas shoes for outdoor 
wear. 


Raw Rubber Prices Climb 


“The price of raw rubber im- 
ported into the United. States is 
higher than it has been since 1920,” 
reports the Boston Bank of Com- 
merce in its “Outline of Business” 
issued July 1. “Since all raw rub- 
ber used in this country is imported, 
the import price shows the trend 
of the market, although it may not 
be the exact figure which purchas- 
ers have to pay. 

“The import price is obtained by 
dividing the value of rubber im- 
ports as reported to the Commerce 
Department by the number of 
pounds imported. 

“According to the Commerce De- 
partment, the import price in 1921 
averaged 17.8 cents per pound. In 
1922 the average was 15.1 cents 
per pound. These low prices are a 
reflection of the difficulties in which 
rubber planters in the East Indies 
found themselves after the war. 

“The 1923 average import price 
was 26.7 cents per pound. The 1924 
average was three cents less, but so 


far in 1925 the import price has 
been 33 cents per pound. 

“The United States is the great- 
est rubber consumer in the world, 
although it does not raise rubber 
itself.” 





Piekenbrock Increases 
Production 


Dubuque, Ia.—Walter C. Roose, 
salesmanager of E. B. Piekenbrock 
& Sons, reports an increase in pro- 
duction of 100 pairs daily, and 
states that it is anticipated the fac- 
tory will be operating at capacity 
by between August 15 and Septem- 
ber 1, on the new calfskin line, of 
top-notch construction, which will 
be ready about July 1 to 10. Mr. 
Roose reports that the Iowa sales- 
man, selling from trial samples 
only, has been sending in orders 
from four to ten dozens daily. 





Shoe Exhibit in Belgium 


Various Belgian associations of 
manufacturers of, and dealers in, 
hides, leather, shoes and leather 
goods have organized an exhibition 
of their products to be held from 
September 4 to the 14th next in the 
Parc du Cinquantenaire, in Brus- 
sels. 





A generous lobby adds to the inviting atmosphere one finds when looking 

into the windows of the Albert Forster shoe store in the Roxborough sec- 

tion of Philadelphia, Pa. A panelled window background is unique and fits 
nicely into the general plan. 


wear on the preference of shoes. 
He reported most of those ques- 
tioned declared they preferred can- 
vas for wear in the mild seasons. 
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Cally. a 


T lumber 








One of the darker shades now being sampled 
extensively for fall shoes—In Aztec, Viking 
or Norwegian —V egetable Tanned. 
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Bonnie brown | 


A NAME AND A LEATHER | — ja 
SUGGESTIVE OF THE RUG- . 
GED WIND SWEPT HEATHS 
OF SCOTLAND. THIS RICH 
BROWN SHADE IN THE 
NORWEGIAN TANNAGE IS 
IDEALLY ADAPTED FOR 
SPORTS WEAR. LIKE ALL 
VEGETABLE TANNED | 
LEATHERS IT WILL RESIST 
HARD USAGE AND GIVE A 
| MAXIMUM OF EASE TO ITS 
WEARER. 


























1g A. F.GALLUN & SONS CO. : 


MILWAUKEE, WIS. 
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A. C. Morand Co. 
204-6 Sacramento St. 


The Lima Cord Sole & Heel Co. 
Lima, Ohio 
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The Traveling Salesman as a Partner 


Boston Travelers Voted Good Hosts to Visiting Buyers—Fine Work of Hospitality Committees 
on New England Shoe and Leather Fair—Iowa Retail Merchants and 


Travelers 


was made to the shoe traveler 
as a merchandising adviser. 
C. A. Dickens, in one of his recent 
“Weekly Shoe Sales Bulletins,” 
compiled by one hundred sales 
managers, states: “The nearest ap- 
proach to a partner is a good sales- 
man. Many times a good salesman 
has a better idea of what shoes are 
salable in a certain town than the 
merchant himself. His experience 
with his shoes with similar type 
merchants in same sized towns 
should be a ‘header off’ of the curt 
‘NO!’ 
“Now the nearest approach to a 
partner that the retail merchant 
has is the salesman. His interests 


|: last week’s issue reference 


HARRY H. RIPLEY 


Automobile Chairman of Hos- 
pitality Committee, Boston 
Shoe and Leather Fair. 


and those of the retail merchant 
are identical. If the latter is loaded 
up on any item, the former suffers 
with him because his sales are cur- 
tailed. No salesman can be success- 
ful if his customers are not suc- 
cessful. He is bound to customers 
by perhaps the strongest tie there 
is—a financial interest in his cus- 
tomer’s business. He can sell the 
dealer high-grade merchandise in 
the line he carries, but he knows 
enough not to let his customer buy 
too much of any one novelty.” 


W. M. OAKMAN 
Chairman of Committee on 
Registration of Visiting Buyers 
at Boston Shoe and Leather 

Fair, July 7-9, 1925. 


’ Auxiliary to Meet at Fairfield, August 19 


Congratulations to New England 


The Hospitality Committees of the 
Boston Shoe and Leather Market 
Fair are to be much commended for 
the splendid entertainment ac- 
corded the visiting buyers. The fine 
work of the N. S. T. A. Secretary, 
T. A. Delany, as Chairman of 
the Men’s Hospitality Committee; 
of Waldo M. Oakman, as Chairman 
of the Registration Committee; of 
Harry H. Ripley, Automobile 
Committee Chairman; of “Billy” 
Noll, the efficient B. S. T. A. Sec- 
retary; of “Commodore Syd” L. 
Curry, in “command” of the boat, 
the band, and the caterer, on the 
famous cruise along Massachusetts’ 
historic North Shoe—the fine 


“COMMODORE” CURRY.” 


In command of the good ship 
“Rose Standish” on her Massa- 
chusetts-North Shore Cruise. 
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“I believe, however, that the industry 
is getting permanently away from 
the habit of buying twice a year, 
which used to be the policy. The 
present tendency keeps everybody 
in the chain of distribution in more 
liquid condition”— President Frank 
C. Rand of the International Shoe 


Company. 


The wholesaler is a vital factor to 
the shoe retailer if he desires to keep 
in a liquid condition. 


To insure your independence and 


success 
Buy from a Wholesaler 


NATIONAL ASSOCIATION of SHOE 
WHOLESALERS 
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work of every man on this most 
energetic and enthusiastic commit- 
tee—all have proved to the visiting 
buyers of the country that “New 
England’s heart is very much in the 
right place.” The Hospitality Com- 
mittee has expressed itself as de- 
lighted with the splendid support 
accorded its personnel by President 
A. F. Bancroft, and his able as- 
sistant, on the executive staff of 
Bancroft Walker Co. — E. L. 
Gehrke. 

And while the men folks were en- 
tertained, the women visiting 
buyers and women members of the 
families of visiting buyers were 
entertained by a Women’s Hospital- 
ity Committee, with Mrs. A. F. 
Bancroft, General Chairman, Helen 
M. Haney, of the RECORDER staff, 
Chairman. 


Iowa Boys Good Co-operators 


The June “Group Meeting” of 
the Iowa Retail Shoe Dealers’ As- 
sociation and the Shoe Travelers’ 
Auxiliary of Iowa brought out 
much constructive and co-operative 
suggestion. Incidentally, the first 
Iowa Retail Shoe Dealers’ Conven- 
tion was held at Fort Dodge, four- 
teen years ago. W. B. Sweeney, 
President of the Chamber of Com- 
merce of Fort Dodge, gave an ad- 
dress of welcome; Rev. F. G. Codd, 
Secretary of the Chamber of Com- 
merce of Carroll, Iowa, gave a talk 
to the retail merchants on the prob- 
lems of the retail merchants, and 
brought out many valuable points 
on how to meet mail order compe- 
tition, and house-to-house canvas- 
sers. He stated that it is the duty 
of every merchant to impress the 
people of his community with the 
idea that he should patronize the 
taxpayers, as money sent out of 
the city will not help improve local 
business. 

Fred Hardy, President of the re- 
tail shoe merchants, gave a splendid 
talk; Ira Welch dwelt upon mem- 
bership. William Gurness, of Ames, 
Ia., talked on “Co-operation with 
the Shoe Travelers.” He brought 
out the fact that co-operation was 
the watchword of the hour and 
said that the retail merchant should 
give every consideration possible 
to the shoe traveler, as his time is 
valuable. 

A Get-Together Luncheon was 
served and the afternoon and eve- 
ning spent at the Country Club, 
Fort Dodge, where dinner was 
served. - , 





The Best Time to Sell 


(From “Weekly Shoe Sales 
Bulletin’ ) 

For a period of one week, 
the salesmen of a leading 
house placed on their orders 
the exact time of the day they 
were booked. Here are the 
results : 











Present at Group Meeting 


The following retail merchants 
and members of the Shoe Travelers’ 
Auxiliary were present: 

Sam Welch, Chairman of Local 
Committee; Ed. Welch, Gus Schill, 
Harold Schill, C. Habenicht, George 
Smith, D. D. Waterman, Miss G. 
A. Fox, George B. Smith, all of 
Fort Dodge. Des Moines Retailers 
present were: George Breck, 
Frank Jaques, Clyde Wiltsey, Milo 
Slade; Fred Hardy Winterset; 
Ira Welch, Griswold; C. Larson, 
Marshalltown; Frank Pfaar, Denni- 
son; Forest Kneipe, Cherokee; D. 
W. McNeil and wife, Cherokee; 
C. J.’ Doepke, Ackley; E. A. West- 
bury, Iowa Falls; J. Bauge, Ames; 
W. Wensel, Webster City; L. W. 
Fothergill, Eagle Grove; Harry 
Walz, Carroll; John Anderson, Car- 
roll—Carroll was represented 100 
per cent including their Chamber 
of Commerce. 

A number of the ladies were also 
present. Mrs. Fred Hardy, Mrs. 
McNeil, Mrs. Forest Kneipe, Mrs. 
Ed. Welch, Mrs. Sam _ Welch, 
Mrs. W. L. Lane, Mrs. Wm. Gur- 
ness, Mrs. Joe Wheeler. 

Mr. Walter Arant, of Des Moines, 
and L. Larson, of Harlan, were also 
present. 

The shoe travelers present were: 
Jack Clark, President; Carl Ort- 
lund, Secretary-Treasurer; Ralph 
Frank, L. D. Ream, Con Quinn and 
J. E. Wm. Prescott. 

The next Group Meeting will be 
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held at Fairfield, Iowa, August 19, 
and the next Retailers’ Shoe Con- 
vention will be held in Des Moines, 
Iowa, February 16, 17 and 18. 


Bernard Durgin Is 
Convalescing 


The many friends of Bernard L. 
Durgin will be glad to know that 
he has fully recovered from his 
recent illness. He has been among 
his friends in the Middle West for 
the past month, and writes A. Lee 
Briggs, of the Interstate Shoe Co., 
that he has had a wonderful trip. 
He was on hand to greet his many 
friends during Style Show Week, 
returning to his territory immedi- 
ately after the show and will travel 
until the last week in August. 

He has already made plans for 
his vacation which he will spend in 
Canada, and has just purchased a 
camera so that he can send in pic- 
tures of “the big ones” which he 
expects to catch while where. 


“Lou” Brown with Brophy 
Bros. 


“Lou” Brown will represent 
Brophy Bros. Shoe Co., of Boston, 
in the Chicago district with head- 
quarters at 20 West Jackson Boule- 
vard. 

It would be futile to attempt an 
introduction of Mr. Brown, for few 
men are better known throughout 
the industry, especially among the 
larger buyers of footwear. Mr. 
Brown for many years was a part- 
ner in a leading Cincinnati firm and 
sold out his interests upon the con- 
solidation of this firm with the 
United States Shoe Co. at its for- 
mation. 

Needless to state, Mr. Brown had 
a wide selection of lines from which 
to choose when he decided to re- 
enter active selling. He expresses 
himself as very much pleased with 
Brophy shoes and shoemaking and 
the personal character of the mem- 
bers of the Brophy organization as 
he met them on a recent trip to the 
factory. 


George Gregory’s Daughter 
Honored 


George Gregory, of the Jefferson 
Shoemakers’ Branch of the Inter- 
national Shoe Co., has true reason 
to be proud these days. For be- 
sides making good progress with 
the Jefferson Shoemakers’ line, Mr. 
Gregory has the distinction of a 
doctor in his family. To make a 
very interesting and long story 
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short, Cornell Medical College has 
placed the name of Marie Fuhrer 
Gregory, M.D., on its honor roll 
of those graduates receiving de- 
grees at the recent June Commence- 
ment Exercises. In addition to this 
distinction, Miss Gregory won the 
Gustav Seeligman first prize of $75. 
The honor appointment carries with 
it two years of medical interneship 
at Bellevue Hospital. 

“Not so bad for a shoemaker,” 
writes Mr. Gregory—and all of his 
many friends in the trade thor- 
oughly agree with him. Mr. Gregory 
attended the Boston Style Show and 
showed samples to his customers at 
the Essex Hotel during Style Show 
Week. 


Wisconsin Boys “Go a 
Picnicking” 

When it comes to the staging of 
a “stag’”’ picnic the Wisconsin Shoe 
Travelers are surely due for a prize, 
for the “get-together” staged on 
Friday, June. 26, at Thomas Sum- 
mer Resort on Little Cedar Lake, 
thirty miles out of Milwaukee, was 
a dandy. 

Thirty-one members of the asso- 
ciation journeyed out by motor car 
and one whole day of glorious fun 
and frolic was the result. The morn- 
ing was given over to an impromptu 
baseball game, and a more delib- 
erate poker contest under the trees; 
the business session was held for 


an hour, following “the mightiest” 


of chicken and fish dinners at 
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“Baseball History Is Made” 


After the dinner was over and 
business disposed of the crowd ad- 
journed to the baseball diamond 
where two teams—one captained by 
A. C. Klein, of the Shoe Retailer, 
and one by G. L. Anderson, of the 
Boot AND SHOE RECORDER, pro- 
ceeded to make baseball history. 

The game was scheduled for 
seven innings and at the end of 
this the RECORDER team led by a 
score of 23 to 8. The Retailer crowd 
set up a loud wail that they hadn’t 
had a chance to use their bats and 
asked that the game be extended 
another two innings. After a con- 
sultation between the battery( Mc- 
Manus and Bergman), and the cap- 
tain, the request was granted. 


Bottle Race Won by “a Neck” 


The bottle race was won by a 
neck by McManus, but the contest 
was protested because it was 
claimed that he ran for a full bottle 
instead of an empty one and, there- 
fore, had greater incentive to win. 
The judges refused to admit the 
protest, but suggested that the 
losers be rewarded in “case” lots. 
They were. McManus and Steven- 
son won the twin race, but this was 
also protested on the grounds that 
McManus should have run alone on 
account of his size and the length 
of his legs, and that Stevenson hadn’t 
satisfied the committee as to his 
amateur standing—since he had 
been missed and not found during 





which John Luenberger, of the 
Wobst Shoe Company, distin- 
guished himself as the _ best 
local and long-distance eater in 
the crowd. 


The “Line-Up” 








The Winning Team 
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L. L. Imig, Umpire; “Charlie” 
Bossert, ‘Timekeeper. 
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the baseball bathing girl episode 
and turned up just in time for the 
race. Write RECORDER, Western 
Office, for particulars. 


Good Winners and Losers 

On the winning team were: Mil- 
ton Meissner, of Selz Schwab, 
President of the Wisconsin Trav- 
elers; E. W. Murray, of the A. S. 
Kreider Company; A Manasse, of 
the Checker Shoe Company; Ed. 
Trensch, of the Wolfram Company; 
Walter Karzke, of the Stickney Shoe 
Company; A. N. Bach, of the Herbst 
Shoe Company; Max Podell, of the 
Walter Booth Shoe Co., and A. C. 
Klein, of the Shoe Retailer. 

The losers were: John Luen- 
berger, Wobst Shoe Co.; Chas. Dia- 
mond, Friendman Shelby; Bill Mc- 
Manus, Endicott Johnson; Ed. 
Trensch, Wolfram Shoe Co.; C. W. 
Johnson, Secretary of the Trav- 
elers; O. Karzke, Keen Brothers; 
Louis Bergman, Hood Rubber Co.; 
Max Tenscher, V. Schoenecker, A. 
Stevenson, Peters Shoe Co., and 
G. L Anderson of the RECORDER. 

L. L. Imig, of the Rich Shoe Co., 
“umpired the fracas” and Charlie 
Bossert, of the Wolfram Shoe Co., 
was timekeeper and scorekeeper. 


Ragland with Brockton 
Shoe Mfg. Co. 

Tinsley Ragland, of Atlanta, 
has recently completed his trip 
through southern territory. He has 
traveled for the past two years for 
the Brockton Shoe Mfg. Co.—Be- 

fore that, for twelve 
years, for the Chas. A. 
Eaton Co.—Tinsley has 
a wide acquaintance in 
Dixie-Land and he is a 
man of fine personality. 
He is a favorite with 
all. 





After the Twin Race 
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TMETORIGINAT) 
"CHI PREWASI 


SATISFACTION — PLUS 


Good shoe merchants know the satisfaction of selling the 
ORIGINAL CHIPPEWA Line of heavy duty footwear. 


And more than that—they know that the customer is 
satisfied with their splendid wearing qualities. 

As always—the result of that sort of satisfaction to both 
customer and merchant is consistent PROFIT which is the 
PLUS of satisfaction. 


We will be glad to send salesman or samples. 


aca 


No. B158—Men’s 6-inch Tan No. B18@—Men’s 6-inch Tan Soo Calf Goodyear 
Welt, Unlined, Plain Toe, Flocibie Bi Single ng Welt, Unlined. Soft Toe Cap, Flexible aye 4 


Rubber Heel, Last 36. Widths 1 to 5. In Stock, Sole, Rubber Heel, Last 36. Widths 1 
5 wide only $3.35 Stock, 5 wide only.... 


Ne. B261—Men’s 6-inch Chocolate Elk Seam- No. B258—-Men’s 6-inch Chocolate Ellk Good- 
less Goodyear Welt, Unlined, Single Sole, + year Welt, Unlined, Machine sewed Vamp, Pac 
ome Heel, Last 36. Widths 1 to 6. In Stock, Style, Single Sole, Rubber Heel, Last = 
Sees Widths 1 to 5. In Stock, 4 and 5 wide ...... $3.5 
Ne” B261X—Same as above with Uskide =, No. B258X—Same as above with Uskide Bole. 


Ne. B263—-Same as No. B261 in Tan Soo ait No. B780—Same as No. B258 in Tan Soo ba 


‘CHIPPEWA SHOE MF6.CO. 
CHIPPEWA FALLS. WISCONSIN 
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White Trade Big Item 
in Chicago Shoe Stores 


CHICAGO—The retail shoe busi- 


ness in Chicago continues to be gen-. 


erally satisfactory. Footwear that 
ought to be moving at this time of 
the year has been selling very well. 
Many attractive patterns in the 
white footwear are being shown, 
but mainly in the prevailing styles 
of gores, strap models and pumps. 
There is still a tendency to trim 
white footwear with pipings and 
decorations and overlays of black 
and some colors, and also to use cut 
steel and enamel ornaments. 


Pump Sells Most Freely 


The pump still continues to hold 
the lead in pattern, with strap 
models next and the gored oxford 
following. The strap type is a very 
close runner-up to the pump. — 

There is a continued demand for 
black patent and satin footwear 
which has showed almost no let-up 


even with the warm weather. Prob- — 


ably the hardest shoes to keep 
complete in-stock at the present 
time are the black patent and satin 
pump models, although new mem- 
bers are constantly arriving. 

The vogue for thread trimming 
in contrasting colors and for the 
use of overlays on patent and satins 
is passing, as is the more radical 
trimming effects in leathers of all 
kinds. 


Some New Patterns 


The O’Connor and Goldberg store 
on East Madison street is showing 
some attractive models in pumps 
and gore patterns of pastel shaded 
kid, among which is one of helio- 
trope and one of peach shade that 
is particularly effective. These mod- 
els are shown with no decoration 
at all except a self-colored bow. 

This store also is showing a white 
kid pump pattern trimmed with a 
soft purple kid leather across the 
upper part of the vamp and around 
the whole upper part ef the quarter. 

The Hanan Store has one whole 
window of white footwear for both 
men and women and here the black 
patent and tan trimmings are pre- 
dominant. 


White Sales Open 
White sales have commenced in 
some of the State street stores— 
somewhat in advance of the time 
when they are ordinarily expected 
and the response to those sales has 


been but slightly more than in 
stores where regular prices are 
featured. : 


Good Trade on Sports Shoes 


The demand for sport shoes es- 
pecially the crepe soled models still 
continues to be one of the outstand- 
ing surprises of the year and al- 
most any attractive model in this 
sort of a shoe will find many buyers. 


Dark Brown Shades 


Tans continue to be popular, es- 
pecially the shades that are slightly 
darker than those displayed earlier 
in the season. Many buyers now are 
leaning toward the redder shade 
of tan for fall buying, along the 
redwood type. The flat tans in the 
more yellow shades are not as pop- 
ular. 


Men Are Buying Freely 


In the men’s lines trade still con- 
tinues to be fairly brisk with the 
same leaning toward the darker 
tan shades, rather than the yellow. 
The wider toe holds the leading 
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place in the men’s style demand and 
most buyers are looking forward 
to a considerable Scotch grain busi- 
ness in the fall. The men’s white 
shoe trade has not been good, al- 
though more sport shoes have been 
sold than ever before. The crepe 
soled type has been favored for 
general wear and for golf there 
still remains a strong feeling for 
the rubber soled types. 


The Wholesale Outlook 


The wholesale market was mark- 
ing time -during early July with 
little interest shown in fall foot- 
wear. Factories have been fairly 
busy with at-once business. The out- 
look for July and August running, 
however, is very good, for there 
have been enough future orders to 
assure steady production in these 
months. Stocks of white footwear 
have been pretty well cleaned out. 
Collections have been good. 


Isadore Sauber Is Dead 


Isadore Sauber, one of the old 
shoe merchants of Chicago, died at 
his home June 27 and was buried 
June 29. For the past ten years Mr. 
Sauber has been located at West 
3ist street and has made many 
friends among both customers and 
salesmen. 





Clearance Sales Start July; 
June Shows Some Increase 


ST. LOUIS—June came in with 
the prospect of being a record 
month. During its first two weeks 
it was. But in the last two weeks 
cool weather combined with rain 
to pull the support from under the 
phenomenal business and only by 
sheer force were retail shoe men 
able to pull up on the 30th day of 
June with a slight increase over 
last year’s figures. The increases 
ranged from 3 to 12 per cent. A 
very few stores failed to equal the 
volume of last year. 

July, inaugurated with sales in 
every store, promises to repeat the 
June performance in showing an 
increase. At least retail shoe mer- 
chants are anticipating that it will. 
Their confidence is not without 
foundation, as all sales got off to a 
beautiful start during the first few 
days. 


Big Business Done on Whites 


The being worn by a ma- 
jority of merchants is caused by 


the profit that has been tucked 
away in the bank on white shoes. 
Unlike other seasons when the July 
sales were inaugurated, much of the 
good footwear has already been dis- 
posed of. The shoes in present sales 
for the most part are from last 
year (we refer to whites) or else 
were bought in a job, for sale pur- 
poses. Of course there are a few 
stickers, but they’re the exception. 

Monday and Tuesday of last 
week were exceptionally cool days. 
This brought out a strong demand 
for patent. But this situation was 
soon altered by Wednesday~ when 
Old Sol worked overtime. Hot 
weather again resuscitated the 
white demand and just previous to 
the Independence Day holiday, 
white footwear was booming. 


7 Takes Over Huette 
osiery Departments 


R. J. Wright, for the past two 
years buyer of the women’s shoes 
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of the Huette Shoe Company, has 
taken over the hosiery departments 
of the entire organization and has 
resigned his position with the com- 
pany. The hosiery departments are 
operated independently. The change 
is effective at once and Wright has 
already inaugurated successful 
policies in the three St. Louis 
stores. 


International Shoe to Retire 
Preferred Stock 


Directors of the International 
Shoe Co., at a meeting on June 30, 
voted to call for the retirement on 
December 1 of the outstanding 
178,000 shares of 8 per cent pre- 
ferred stock at $115 and accrued 
dividend and in lieu of same to 
issue at this time not to exceed 
100,000 shares of 6 per cent pre- 
ferred stock. The authorized issue 
of new preferred, however, will be 
250,000 shares, the same amount as 


the present 8 per cent stock. F. C. 
Rand, president of the company, 
stated that the action was due to 
the company having on hand a con- 
siderable surplus of cash. The com- 
mon stock jumped $23 a share on 
the following day, selling at $175 
per share. 


W. L. Douglas Shoe Co. 
Moves 


The W. L. Douglas Shoe Com- 
pany has moved to its new store at 
620 Olive street. W. D. Jarrett re- 
mains as manager of the store. 


_ Men Buying Light Soles 


The best selling men’s shoe at 
the Walkover stores is a soft tip, 
medium light brown oxford, with 
a flange heel, light sole and medium 
broad toe, according to A. W. Lutz, 
general manager of all retaH stores 
here. 





Retail Trade Holds Up in 
Big Mid-West Market 


CINCINNATI—tThe retail shoe 
stores report that business is hold- 
ing up exceptionally well, although 
the heavy demand which has been 
prevalent for the past month has 
slowed down somewhat. Merchants 
are optimistic concerning the fu- 
ture. 

The demand for whites has been 
particularly heavy this year, and 
decidedly better than-last year. 
White kids predominate in the sale 
of white footwear, but white fabric 
has also sold well in the lower 
priced shoes. The demand for 
whites apparently has been satis- 
fied, and the sales are beginning to 
fall off, although merchants feel 
that whites will still sell for the 
next few weeks. Sales are begin- 
ning to pick up on patent leather, 
and every indication is that patent 
leather will be the prominent leader 
in women’s footwear. Black satins 
and colored kids are moving at a 
fair rate. 


Strap Patterns in Demand 


Strap patterns are the chief at- 
traction in the pattern field, and 
pump effects have shown a falling 
off in demand, although this seems 
to be temporary, and merchants 
think that the demand for pump 
effects and step-in patterns will pick 
up in the fall. 

The men’s business is holding up 


well, and the demand is for light 
tans and lighter weight shoes than 
were selling during the winter. 

So far there have been no clear- 
ance sales announced by the shoe 
merchants, but most of the mer- 
chants are contemplating holding 
their clearance sales starting the 
week of July 20. 


Voluntary Reduction 
Granted by Labor 


On July 1 the Cincinnati Shoe 
Manufacturers were granted a vol- 
untary reduction by the Shoe 
Workers’ Union in Cincinnati, of 
10 per cent on all piece-work in the 
factories on shoes that are sold un- 
der $4.50 per pair. This new wage 
scale went into effect as of the first 
of July, but it does not benefit all 
the manufacturers, and amounts 
to only about 4 to 5 cents a 
pair on shoes selling at 4.50 
a pair and under, as there is no 
reduction granted the manufac- 
turers on week-work labor. Few of 
the Cincinnati manufacturers will 
be benefited by this reduction, as 
most of the shoes sold in Cincin- 
nati are sold above $4.50 per pair. 


Business Picking Up 
Reports from the manofacturers 
show that business is increasing, 
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and during the past few weeks a 
big volume of orders has been 
booked, which will keep the fac- 
tories running to capacity for the 
next few weeks. Orders received by 
the factories are principally for 
patent leather and black satins, 
with some sales on autumn blond 
satin and Chestnut satin. They also 
report that there is a demand for 
shoes made over a narrow toed last, 
with a barrel shaped toe, the width 
of the toe being between a nickel 
and a quarter, and carrying about 
a 83-inch vamp. The height of heel 
is 15/8 to 18/8. 


Reds Ahead in Potter 
Contest 


“Potter Pep,” the Potter Shoe 
Co.’s contest bulletin, was printed 
on Red paper today, showing that 
the Red team had led for the week 
ending June 27, in the suggestion 
sales contest which is now going on. 
The contest closed July 3, and the 
crowning event will be a picnic 
July 11. The picnic will be held at 
the Friars’ camp on‘ the Little 
Miami river. 


Chamber of Commerce to 
Conduct Fashion Show 


The manufacturers and whole- 
sale department of the Chamber of 
Commerce of Cincinnati will con- 
duct a fall fashion pageant, Au- 
gust 30 to September 7, inclusive. 
Seventeen thousand retail mer- 
chants in towns in Ohio, Indiana, 
Kentucky, West Virginia, and other 
states have been invited to attend 
this pageant. A style runway will 
be one of the main features, and 
wearing apparel, even to jewelry, 
will be displayed on the models. The 
shoe manufacturers will feature 
some of their snappiest lines on the 
models for the runway. The com- 
mittee has secured some profes- 
sional talent from out of town, to 
furnish entertainments on their 
program. The wholesale houses have 
planned to increase the quality of 
their stocks, and to handle a larger 
variety than ever before, to take 
care of the needs of the visiting 
merchants. The entertainment com- 
mittee, of which S. R. Mayer is 
chairman, has planned a dinner for 
out-of-town guests, and also a boat 
ride on the Ohio river. The whole- 
sale committee has Chas. J. Nelson, 
of S. P. Nelson Sons Co., as chair- 
man, and Robert H. Doepke as vice- 
chairman. Other committee heads 
are: Lawrence Ach, chairman 











BOOT AND SHOE RECORDER July 11, 1925 








Bai Oy TT ty Ht ™ 


ou can stretch dave safely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 


together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN_FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 
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Pageant committee and J. Phillips, 
chairman of the Advertising and 
Publicity committee. The shoe 


manufacturers are planning a spe- 
cial program to entertain the visit- 
ing buyers. 





San Francisco Reports 
Kid Leathers Popular 


SAN FRANCISCO — Shades of 
blond and gray skins are popular 
with the women’s trade, from cham- 
pagne and ivory to brown, light 
blond kid being the favorite. 

Wide toes are still the thing with 
men, and light yellow tones are in 
demand. It is predicted that in both 
men’s and women’s shoes, the dark- 
er shades of brown will be increas- 
ingly popular as fall advances. 


Business Improves 


Business has shown a marked im- 
provement since the shoe depart- 
ment of the City of Paris was 
moved from the second to the main 
floor. Now it has considerable space 
between the Geary street entrance 
and the Stockton street entrance. 


Caroll S. Wills, proprietor of this 
department, is much pleased with 
the change. 


Clapp’s Doing Well 


Manager DeWitt C. Davis, of the 
Edwin Clapp stores, reports busi- 
ness has been excellent in the new 
store at 209 Powell street. There 
are two Clapp stores, the other be- 
ing on Kearny street. 


Buyers in the East 

Several shoe buyers are on east- 
ern trips. They are: H. A. Ballen- 
tine, manager of the Hanan store; 
Harry A. Gibson, manager of the 
shoe department of the White 
House; and Frank More, proprietor 
of the Frank More stores. 





St. Paul Retail Dealers’ 


Association Elects Officers 


Nor were they out of style, but with 
his finger on the style pulse Mr. 
Langley felt that they would not 
hold up with styles he saw coming. 


. ST. PAUL—Officers of the St. 
Paul Retail Shoe Dealers’ Associa- 
tion were recently elected and in- 
clude: D. D. Bryson of Schuneman 
& Evans, president; Fred Gruel of 
Husch Bros., vice-president ; Joseph 
Langley of Mannheimer Bros., sec- 
retary; Fred Holt of Emporium, 
treasurer; Joseph Horeish of Mann- 
heimer’s, sergeant-at-arms. 

Weekly meetings are held and 
current problems in merchandising 
and style subjects are discussed. 


Moved 600 Slow-Sellers 


Six hundred pairs of shoes which 
were beginning to show signs of 
slipping in style attraction were 
moved in 30 days by a novel con- 
test staged among his employees 
by Manager Joe Langley of Mann- 
heimer Brothers’ shoe department. 
Calling his salesforce together the 
first of June, Mr. Langley pointed 
out the numbers that he wanted to 
get off the shelves. He offered a 
first prize of $10 to the salesperson 
selling the greatest number of 
pairs of. these shoes and $5 as sec- 
ond prize. All were good quality 
shoes, selling from $8 and $10 up. 
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There was no cut in prices. And 
they did move, 600 pairs of them 
up to the last day of June. 


Whites Very Strong 


Whites continued to sell freely 
here right up to July 1, thanks to 
continued hammering away in ad- 
vertisements, window displays and 
sales talks. One merchant reported 
that out of 2,000 pairs, he had only 
104 pairs to put on the early July 
cleanup sales. He has a couple of 
hundred pairs good for year-around 
business, but only this 104 pairs 
that might be classed as seasonal 
novelties in whites which he pre- 
fers to cut a little rather than carry 
over. 





Operates on Smaller Stock 
Basis 

Minneapolis, Minn. — Business 
has steadily increased for the past 
four years at the Queen Quality 
department of Atkinson’s. The de- 
partment is getting a much faster 
turnover since it started to operate 
on a smaller stock basis. R. E. Har- 
rison, assistant manager, reports 
they are able to detect the style 
trend by being able to give custom- 
ers new merchandise when new 
merchandise is wanted. Further- 
more, by having a cleaner active 
stock, they do not have to have as 
many. clearance sales as heretofore. 
He finds that the newer styles and 
patterns are much easier sellers 
than those of former seasons. 





Whites Selling Very Freely 
Say Milwaukee Merchants 


MILWAUKEE—Heavy sales in 
white shoes are reported by lead- 
ing shoe merchants, of Milwaukee, 
largely because of the renewal of 
the warm spell. Most of the down- 
town stores report that the white 
business has swung into line well 
for early July and that sales are 
about on a par with last year in 
the white goods. White hosiery in 


pure silk is concurrently a good 


seller with the white footwear. 
Most of the white business to 
date has been confined to white kid. 
These are wanted in all styles but 
much favor is being shown strap 
effects, buyers report. There is a 
good current demand for pumps in 
white kid, however, and sale of 
buckle effects for these pumps is 


quite brisk. Cut-outs and sandals 
are good in white kid. 


Black Satins Strong 


Next in popularity to the white 
footwear are black satins which are 
having an unusual run of popularity 
for this time of year. Demand is 
brisk and sustained and many mer- 
chants have been almost cleaned out 
by the strength of this business. 


Men’s Business Steady 


There is little or no change in 
men’s business with greatest favor 
being showered on tan and light tan 
oxfords, especially in Scotch grain 
and grain leathers. 

(Continued on page 102) 
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White Sales Heavy; Other 
Materials Are Also Active 


NEW YORK—If any stimulation 
were needed to pep up the white 
shoe business in New York, the ap- 
proach of the vacation period, with 
July 4 as a starter, injected the 
impetus. In the five-day week pre- 
ceding the national holiday, the 
shoe trade here did a big business, 
and the bulk of it was done on white 
shoes. 

Despite some skepticism that 
marked the opening of the white 

’ season in May, the total volume of 
business done on whites this year 
probably has been in excess of any 
recent year. It was compressed into 
a shorter space of time, it is true, 
for the real demand for white did 
not materialize until the first day of 
June, which ushered in a week of 
the most sweltering heat that New 
York has known in this generation. 


Demand Almost Greater than 
Supply 

From then on the demand for 
whites was such that retail mer- 
chants were taxed to their utmost 
to supply it. Many of them admit 
that they ran short of stocks. Quick 
orders were dispatched to whole- 
salers and manufacturers and fresh 
stocks were being received as date 
as last week in some stores. 

It is likely that there will be a 
quick clean-up now on the broken 
stocks of whites remaining. There 
seems to be a general disposition 
to want to clean up the odds and 
ends in whites quickly, and to do 
this it is likely that some low prices 
will be named soon to induce quick 
buying. 


Other Materials Also Active 


White, however, has not provided 
the sole activity in the retail field. 
With them has gone a good demand 
or a rather wide variety of other 
materials. Patent leather seems to 
have lost none of its popularity, 
particularly in plain opera pumps to 
be worn with buckles. This type of 
shoe is still a remarkably good 
seller with a number of high-grade 
shops and is being ordered for early 
fall delivery. Satin is still good and 
also is looked upon as a good ma- 
terial for early fall selling. The 
light shades of kid have been mov- 
ing rather briskly, aided by early 
cut-price sales. The latter have been 
more numerous among the high- 
class shops, including Henning, 


Slater and Delman, who all report a 
good public response to their sale 
offerings. 


Men’s Shoe Trade Is Brisk 


Men’s shoes have been moving 
rather briskly, and without any 
widespread sales to stimulate in- 
terest. Sports shoes, particularly, 
have sold better than usual, mainly 
in the crepe soled variety. Light- 
colored elk, trimmed with tan calf, 
has probably led the field in sports 
shoes for men this year. John Ward 
has done well with a shoe of this 


‘type, aided recently by large pic- 


tures of McFarland, the new golf 
champion, wearing a pair. Beside 
the picture shown in the Ward 
stores, is a reproduction of a letter 
from McFarland telling of the good 
service these shoes gave him during 
his recent championship playing. 
All white buck and white buck with 
tan saddle or other trimming also 
has been a good seller in men’s 
sport shoes. 


Shoes Show Increase in 
Department Stores 


Shoes, men’s furnishings and ho- 
siery were the only three items of 
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wearing apparel to show increased 
sales in May over May, 1924, in 
department stores in this district 
reporting to the Federal Reserve 
Bank of New York, according to 
the bank’s July 1 review of busi- 
ness conditions. The gross sales of 
all department stores in the district 
gained 1.5 per cent over May, 1924. 
In separate departments musical in- 
struments and radio made a gain of 
586.7 per cent over May, last year, 
greatly offsetting the large declines 
made in a number of other depart- 
ments. Shoe sales in department 
stores were 3.9 per cent heavier 
than in May, 1924, with one less 
business day this year. 

In chain store sales, shoes 
dropped 1 per cent below May of 
last year, despite an increase of 
17.4 per cent in the number of 
stores reporting to the bank. In a 
sales per store comparison with last 
year shoes registered a decline of 
15.7 per cent, the largest shown by 
any variety of chain store in the 
district. 

Wholesale trade, taking in 15 
different commodities, declined 14 
per cent from April and increased 
4.6 per cent over May of last year. 
Wholesale shoe sales were 19.6 per 
cent under April, but 8 per cent 
above last year. Wholesale stocks of 
shoes at the end of May were 8.5 
per cent heavier than at the end of 
April and 16.6 per cent heavier 
than at the end of May, 1924. 





Fall Buying Has Begun, Say 
Philadelphia Manufacturers 


lated the sales of a number of 
products. 


PHILADELPHIA—According to 
a survey of business conditions in 
this district, made by the Federal 
Reserve Bank of Philadelphia, busi- 
ness activity showed little more 
than the usual seasonal changes. 
Factory employment declined frac- 
tionally in May and increased a like 
amount in June with the result that 
the level has changed but little in 
the past three months. Industrial 
output on the whole is holding its 
own while in the production of iron 
and steel and other basic products 
there has been a sharp curtailment. 

Distributive activity in most lines 
compares unfavorably with that of 
1924. Retail sales in May and dur- 
ing the first five months of 1925 
fell below the totals for the corre- 
sponding periods of 1924. Some im- 
provement occurred in June, how- 
ever, hot weather having stimu- 


Fair Volume of Transactions 


Intensive selling has maintained 
a fair volume of transactions and 
the movement of seasonable goods 
at retail was larger during the past 
week than the preceding one, ac- 
cording to a survey of local trade 
conditions made by R. G. Dun & 
Co. Wholesalers found trade rather 
quiet and there was no particular 
increase in manufacturing activity. 
The review states that there is a 
fair business in the manufacturing 
of kid though there is some disap- 
pointment in the trade as the usual 
increase which occurs in the latter 
part of May or the first part of 
June failed to materialize this 
year. Weights, suitable for men’s 
shoes, have been practically cleaned 
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from the market while in the 
weights, suitable for women’s foot- 
wear, the supply is ample. 


Whites Selling at Retail 


W. F. Jackson, of the Sorosis 
Shoe Company, reports that the de- 
mand for plain white kid and for 
plain linen shoes is very good. Pat- 
ent leather is also an active factor 
in the market. Mr. Jackson is of the 
opinion that black and dark brown 
suede will sell well in fall as will 
also black satin. The call for blond 
satin is about over. There is no ac- 
tivity in glazed kid and no signs of 
any coming demand for this ma- 
terial. Prices show no change. This 
firm reports that business at pres- 
ent is as good as it was last year 
and that the outlook for the next 
six months is considerably brighter. 


Sport Shoe Trade Good 


Combinations of white and black. 


and of white and brown are selling 
for sports wear, according to the 
Hanover Shoe store on Chestnut 
street. They have various types of 
rubber sports soles. There is con- 
siderable demand for fairly fancy 
patterns in tans for the younger 
generation, while the older folks 
seem to prefer the more conserva- 
tive patterns. There has been no 
recent change in prices. 


Withdrawing from Women’s 
Business 

The Weber Shoe Company an- 
nounces that after it has disposed 
of its present stock of women’s 
footwear it will devote all of its 
attention to its children’s, boys’ and 
little gents’ footwear. This firm re- 
ports that orders for fall are be- 
ginning to come in. They call for 
the most part for tan and for pat- 
ent leather. There is, too, some 
business in two tones for children. 
Most of the shoes. being. bought in 
the lines carried by this firm are 
high shoes. They are usually rather 
conservative models though there 
is some call for perforations and 
stitching. 


Men’s Blacks Active 


According to James E. Kelly, 
prominent wholesaler of men’s foot- 
wear, there has recently been a very 
great spurt in black for men and 
the demand at present is outstrip- 
ping the supply. The cause for this 
unusual condition is probably the 
desire of the public to wear dark 
shoes for the sake of forming a con- 
trast with light street and sports 
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clothing. Tans are moving along, 
too, though the unusual call for 
blacks has focused attention on 
them rather than on the tans. Crepe 
soles are dropping off in demand, 
though until the present they have 
been quite active. Plain toes are 
dead though soft box toes are being 
asked for. Patterus tend to be 
rather conservative though there is 
still a call for some numbers with 
fairly elaborate stitching and per- 
forations. 


Fall Buying Beginning 


Buying for fall is beginning to 
expand, according to reports made 
by shoe manufacturers here. It has 
not yet hit its stride but indications 
are that confidence is growing 
steadily in retail and wholesale cir- 
cles and that in another month buy- 
ing should be comparatively brisk. 
Patent leather, satin, black and 
dark brown suedes, velvets and 
some glazed kid are among the ma- 
terials represented in the fall or- 
ders which have already been re- 
ceived. The leading patterns, which 
tend to be more conservative, are 
strap effects, front gores and plain 
pumps. Factories are slowly in- 
creasing their production and dur- 
ing the next few weeks expect to 
increase their output still further. 


Demand for Glazed Kid 
Improves 


While the demand for glazed kid 
is not especially brisk and is still 
below expectations, there has re- 
cently been a slight increase in ac- 
tivity, according to manufacturers 
here. Both black and tan have come 
into more favor though greater 
trading in them is still affected by 
the popularity of both black satin 
and patent leather. The demand for 
white kid is a thing of the past so 
far as the glazed kid manufacturing 
trade is concerned, though one 
large firm is still making up some 
blond kid, both to fill orders and for 
stock. There is fairly active call for 
almond, champagne and gray for 


05 


lining stock and this demand is ex- 
pected to grow steadily as shoe 
manufacturers get into the full 
swing of their production of fall 
footwear. All grades, from the top 
to the bottom, seem to be repre- 
sented in the present business. The 
smaller skins have the call. Prices 
show no changes outside of the 
usual fluctuations. 


McKeon Finds Trade Good 

John C. McKeon, president of the 
National Boot and Shoe Manufac- 
turers’ Association, and a member 
of the firm of Laird, Schober and 
Co., who has just returned from an 
extensive trip to the Pacific coast, 
to the Northwest and to Canada, 
reports that trade is at present 
quite satisfactory and that the 
outlook is very favorable. He finds 
that there is a general trend 
towards high-grade footwear and a 
corresponding drop in business in 
cheap and medium price footwear. 
He reports that the merchants along 
the Pacific coast are making good 
profits, largely as the result of their 
selection of a few lines and their 
sticking to them. Another factor 
which is aiding their success is 
their courage to stock their stores 
with footwear to be ready con- 
stantly to meet consumer demand, 

According to Mr. McKeon, buying 
for fall is scattered over a wide 
range of patterns and materials. 
Velvets are not especially active 
now but may sell later in the 
cheaper grades. Suedes will be good 
in the east in black and brown and 
elsewhere in combinations with 
other materials to produce novelty 
effects. There is a tendency towards 
black and tan effects. Satins are 
active now and will continue to be 
active in fall. There will be quite a 
number of novelties in satin in the 
fall months. Patent leather ‘is still 
popular. Patterns tend towards the 
plainer effects though any shoe 
which conforms to the general color 
scheme and is a good looking num- 
ber should sell well. Prices remain 
unchanged. 





Good Business Is Booked 
By Brooklyn Manufacturers 


BROOKLYN—New business that 
came into the Brooklyn shoe fac- 
tories during the month of June ex- 
ceeded expectations in most cases. 
After a fairly busy run in the 
earlier months of this year, April 


and May showed a decided let-down 
in business, but last month brought 
about a change that was decidedly 
welcome. A large number of travel- 
ing salesmen returned from their 
trips last week and many of them 
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hey’re restful— That's one reason why 

people are in a good mood for buying when 

seated in AMERICAN INTERLOCK.- 
ING SHOE STORE CHAIRS. There is about 
these chairs a general atmosphere of comfort and 
refinement which makes folks feel at home. And 
they re economical of floor space, too. 
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went to Boston for the style show 
this week. Most of them reported 
good orders on their trips and light 
stocks generally throughout the re- 
tail field, furnishing the basis for a 
good fall business. Altogether 
Brooklyn manufacturers are de- 
cidedly encouraged at the outlook 
and feel that the turn in the tide 
has come. 

Orders that have been placed re- 
cently are mainly for delivery dur- 
ing July and August. Few orders 
are reported beyond August, but 
the business now in hand will keep 
most of the larger producers here 
fairly busy for the next two months 
and it is likely that additional new 
business will develop in the mean- 
time. 

Many of the Brooklyn manufac- 
turers were working on white shoe 
production up to the beginning of 
this month. Retailers in general 
failed to anticipate their full re- 
quirements in whites. The compres- 
sion of the white selling season into 
practically five weeks this year 
made the manufacturing part of 
the season rather difficult and some 
factories were unable to take all the 
late business offered them. 


Narrower Toes on New 
Lasts 


Two outstanding features are 
shown in the new early fall sam- 
ples being produced in Brooklyn. 
One is the change in lasts to 
slightly narrower and less rounded 
toes, and the other is the decided 
drift toward more simple patterns. 
Neat strap effects and slight varia- 
tions of the opera pump idea seem 
to prevail in these early patterns. 

In materials, patent leather is 
running strong, along with satin 
and some suede. Several manufac- 
turers are convinced that suede is 
to have a better run this fall than 
it has had in several seasons, while 
others are not so enthusiastic over 
it. The brown shades, of course, 
predominate in suedes. Tan calf is 
being given a place of importance 
on the material list and there will 
be some novelty materials used, but 
mainly as trimmings. One house is 
producing a number of oxford 
styles in calf, snake and lizard 
leathers with good results. 

High heels still have first call on 
the higher grade shoes produced 
here. The straight Spanish type, 
ranging from 15/8 to even 17/8, is 
being called for in generous quan- 
tities. The latter height is extreme, 
of course, but it has found a place 
among the highest grade shoes. 
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Whites, Black Satins and 
~ Patents Are Boston Leaders 


BOSTON—Buying in shoe stores 
during the end of the first week in 
July was reported from several 
sources as good. It didn’t measure 
up to the briskness of early June, 
even though the week was the 
period preceding July 4. Some 
merchants declared that women 
particularly, and men, too, now buy 
shoes when they need them and 
when moved by style appéal, rather 
than during holiday seasons. The 
very healthy early June business 
and a slight falling-off since then 
is evidence tending to show that 
women are no longer influenced 
very much by holiday periods. 

For the past six or eight weeks 
most shoe stores have been doing 
very well. Whites for women in the 
average store total 50 per cent of 
the sales. Front gores, pumps and 
slender straps of the plain type are 
selling best in patterns. The 13/8 
Cuban heel seems to have the pref- 
erence in most stores. Many fall 
styles will carry Cuban heels. 

An encouraging sign, indicating 
that there is more style stability 


than heretofore, is noted in the 
general reports from several buyers 
of stores selling high-style shoes 
around the $6 figure. They are re- 
ordering on several patterns that 
have proven good sellers. This ten- 
dency is the development of prac- 
tices advocated by leaders in the 
industry for some time. It is good 
buying to reorder on lasts ‘and 
styleful patterns, possessing good 
fitting qualities. 


Blacks Rank Next to Whites 


Black patent and satin styles are 
selling very freely, ranking after 
whites. They are being worn by 
young women who prefer the flesh 
shades of hosiery. The black ma- 
terials promise to hold up well dur- 
ing the summer season. 


Gain in Retail Sales 


The Monthly Review for June, 
published by the Federal Reserve 
Bank of Boston, stated that the vol- 
ume of New England retail trade 
during June will probably prove to 








A special window trim was recently put in at the Nettleton Co. Shoe store 
for men at 14 Milk street, Boston, Mass., attracting a good deal of atten- 
tion. The trim was timely because President Coolidge arrived at Swamp- 
scott, Mass., a summer resort 10 miles away, at the time the trim was in 
the window. The lower photograph in the window shows James Lucey of 
Northampton, Mass., intimate friend of the President, working on a pair 
of shoes for the chief executive at the A. E. Nettleton Company’s booth 
at the Syracuse, N. Y., Centennial Industrial Exposition. The other photo 
is a recent portrait of the President. The single pair of shoes shown were 
made over the same last used in making President Coolidge’s shoes. 
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be the greatest of any preceding 
month since December, 1924. Con- 
cerning the leather market, the re- 
port stated: “Reports issued late in 
June indicated an improvement in 
market conditions. No material in- 
crease in trading activity or prices 


developed, but there was a firmer 
and steadier tone. Both packer and 
country hide quotations have re- 
cently been stronger. Sole and 
upper leather quotations are 
steadier, but the volume of business 
continues relatively small.” 





Haverhill Factories Secure 
Generous Number of Orders 


HAVERHILL—Shoe buyers from 
all over the United States who 
visited the Boston Style Show, had 
made no end of favorable comment 
regarding the publicity work of the 
Haverhill Shoe Manufacturers’ As- 
sociation, backed by Haverhill citi- 
zens in general. Buyers at the Hav- 
erhill section of the Boston Show 
and at the offices and hotels where 
Haverhill styles were shown re- 
sponded promptly to Haverhill’s in- 
vitation to inspect the new styles. 
Not only did they do this, but 
backed their good opinions of Hav- 
erhill’s exhibits by placing liberal 
orders for Fall deliveries. The 
dominance of Haverhill at the Bos- 
ton Style Show impressed itself 
strongly upon visiting buyers. Its 
effect cannot_but be favorable as 
regards the “follow-up” on the part 
of Haverhill manufacturers and 
selling representatives among shoe 
merchants. The money which has 
been, and will be, invested in 
publicity by the Haverhill Shoe 
Manufacturers’ Association and the 
community as a whole, will in the 
opinion of the local trade, draw 
large and increasing interest as re- 
gards orders for Haverhill-made 
footwear. 


Artistic Effects in 
Decorations 

The Haverhill Section at the Bos- 
ton show was arranged and dec- 
orated in a way which brought 
admiring comments from trade visi- 
tors. Committees in charge worked 
untiringly to perfect these arrange- 
ments. As a result, the Haverhill 
footwear was shown in an environ- 
ment which reflected credit upon 
the men responsible. It was in fact 
the most artistic and attractive ar- 
rangement ever achieved by Haver- 
hill manufacturers. Color scheme of 
yellow, black and gray, 
lighting, floral decorations, etc., all 
were excellent. The many congratu- 
lations received from visiting buy- 
ers were received by Haverhill 
manufacturers as conclusive evi- 


electric - 


dence that their efforts were 
worthy of trade appreciation. 


Unique Form of Invitations 


Worth recording as a matter 
of trade news is a plan which 
the Haverhill Publicity Committee 
worked out previous to the Boston 
show for inviting shoe buyers to 
visit the Haverhill section. A series 
of letters, three in number, were 
dispatched to shoe merchants in all 
parts of the United States. These 
letters, which totaled fully thirty 
thousand, were variously signed by 
Edward M. Rickard, president, 
Haverhill Shoe Manufacturers’ As- 
sociation; George Hurn, president, 
Haverhill Chamber of Commerce; 
Dr. Constantine Popoff, president, 
Haverhill Rotary Club; D. Archie 
MacFarlane, president, Haverhill 
Kiwanis Club; Frederick H. Magi- 
son, president, Haverhill Lions’ 
Club; John D. Nolan, general presi- 
dent, Shoe Workers’ Protective 
Union. The third letter of this 
series was printed on paper stock 17 
by 22 inches long, an enlargement 
of the Haverhill Chamber of Com- 
merce stationery. It was an im- 
pressive document, and one which 
registered big with the recipients, 
according to reports received per- 
sonally and through the mails by 
Haverhill shoe manufacturing con- 
cerns. 


Increasing Sales of Turn 
Shoes 


Haverhill manufacturers who are 
identified with the production of 
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women’s turn footwear, are much 
encouraged regarding the outlook 
for business on their production. 
Haverhill, with its world-wide repu- 
tation for women’s turn shoes of 
style and quality, in the opinion of 
the trade here, is in a stronger po- 
sition to capitalize this asset than 
ever before. It has, in addition to 
the highest degree of skill in design 
and workmanship, a new develop- 
ment of style and quality which, 
combined with favorable prices, is 
bringing a substantial volume of 
business. The plan for identifying 
turn shoes by stamping on the sock 
lining of each pair the words 
“Genuine hand-turned” has proved 
an added factor in interesting 
buyers. 


Factories Are Busy 


Many shoe factories were closed 
during fourth of July week, accord- 
ing to usual custom. At that time 
manufacturers take _ inventory, 
while owners of the plants which 
furnish power to many factories 
shut down for the purpose of going 
over their boilers and making nec- 
essary repairs or alterations in 
readiness for the coming season. 
Business booked at Haverhill fac- 
tories as a result of the Boston show 
from the many buyers visiting Bos- 
ton and Haverhill at that time, as- 
sure the local shoe manufacturing 
plants a steady run during the next 
few weeks. 


Substantial Increase 


That Haverhill shoe manufactur- 
ing concerns are making the most 
of their trade opportunities is illus- 
trated in the increased production 
of Harding Shoe Co., Inc., manu- 
facturers of women’s popular priced 
turns. During the past six months 
this concern increased its produc- 
tion 52 per cent over the corre- 
sponding period a year ago. Charlie 
Harding, head of this concern, 
whose slogan “see me anywhere” is 
largely responsible for this in- 
crease, says that this is an indica- 
tion of the interest which buyers 
are taking in Harding hand turns. 





Riding Boot Business 
Increasing in Brockton 


ing boots. The development of 
horseback riding by women, par- 
ticularly those of the younger gen- 
eration, is bringing increased busi- 
ness to concerns which are identified 


BROCKTON — An _ interesting 
feature of shoe manufacturing in 
Brockton is the increasing demand 
from shoe merchants, especially in 
the larger cities, for women’s rid- 
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with the production of riding togs. 
Bridle paths in city parks and in 
country districts are rapidly mul- 
tiplying as the advantages of horse- 
back exercise are increasingly 
realized. As a result of these devel- 
opments, more women’s riding boots 
are being made at the present time 
than ever before in trade history. 
One of Brockton’s old established 
shoe manufacturing concerns, which 
has taken up the production of 
women’s riding boots in connection 
with its regular lines of men’s and 
women’s welts, is The Preston B. 
Keith Shoe Co., with factory plant 
in the Campello district of the city. 
Manager Charles M. Park says in 
regard to this output: “We are 
producing daily about 60 dozen 
pairs of women’s riding boots. 
These are made to retail at from 
$15 to $18 a pair, which puts them 
in popular price class for this foot- 
wear. We have fitted up with special 
lasts and patterns for the pro- 
duction of these boots, which em- 
body a construction wholly different 
from shoemaking. These boots are 
made of black and dark tan calf- 
skin, with plain box toe and low 
leather heel. The leg is shaped to 
conform to the requirements of the 
rider and must be of just the right 
proportions for that purpose. A 
large amount of leather is used in 
these boots; about seven feet to the 
pair as against about two feet for 
a pair of women’s oxfords. We are 
getting inquiries and orders from 
city retail merchants in western as 
well as eastern cities, and the de- 
mand is growing. The principal 
wear on a riding boot comes from 
stirrup friction and contact with 
the horse. With care on the part of 
the wearer, such as cleaning with 
harness soap and water after each 
ride, the boots will last a consid- 
erable time. We are also beginning 
the production of men’s riding boots 
in response to requests from our 
buyers of the women’s boots.” 


Advertising Men’s Outing 


The annual outing of the Old 
Colony Advertising Club, composed 
of men associated with publicity 
and sales activities in the South 
Shore district, took place June 30, 
in the historic town of Plymouth, 
Mass. About 40 members were pres- 
ent. Baseball, golf, quoit pitching 
and other contests were on the pro- 
gram, and were carried through to 
the enjoyment of all participants. 
A regular “shore dinner,” consist- 
ing of lobster, fish, clams and other 
good things was a feature of the 








day, in which all the members per- 
formed yeoman service. 

The outing marked the final 
meeting of the season, and the con- 
clusion of the club’s year. Four new 
members were admitted to the club, 
these being Walter J. Dodd of Com- 
monwealth Shoe & Leather Co., 
Whitman; Albert P. Baxendale of 
O. A. Miller Treeing Machine Co.; 
Henry Allen of Fraser Dry Goods 
Co., and Glenn M. McCrillis of the 
White Star Laundry Co., Brockton. 

The new officers of the club are: 
President, George M. Rand, Tolman 
Print Inc.; first vice-president, 
Fred W. Spollett, BooT AND SHOE 
RECORDER; second vice-president, 
Shelton R. Houx, Edwin Clapp & 
Son, Inc.; treasurer, William T. 
Card, Geo. E. Keith Company; sec- 
retary, William A. Rodgers, Charles 
A. Eaton Shoe Industries. 


Factories Closed on Citizens’ 
Day 

A unique and interesting event 
which took place in Brockton re- 
cently was “Citizens’ Day,” this be- 
ing a celebration in honor of 167 
new citizens who received their 
final papers from the United States 
Government. James J. Davis, Secre- 
tary of Labor in President Cool- 
idge’s cabinet, who made the 
principal address of the day, lent 
interest and importance to the pro- 
gram. Mr. Davis in his address took 
occasion to compliment Brockton 
shoe workers, saying: “When the 
shoe workers in the parade today 
were pointed out to me, I knew why 
it was that in a survey just com- 
pleted, Brockton labor was rated as 
competent.” 

Severa! thousand people paraded 
from the center of the city to the 
fair grounds where the exercises 








were held. Diplomas were presented 
to the new citizens by President 
Harold C. Keith of Geo. E. Keith 
Company. In the course of his ad- 
dress Mr. Keith said: “The fame 
of Brockton as a great shoe 
manufacturing center will shine 
out more splendidly everywhere 
with the adoption of a Citizens’ 
Day as a permanent fixture, with 
the purpose of extending a more 
earnest and friendly welcome to our 
enew citizens into the activities of 
the community and the support of 
national welfare.” 

Featured in the parade were sev- 
eral floats contributed by local or- 
ganizations. Two of these worthy of 
special notice were those of the 
W. L. Douglas Shoe Co: and the 
Boot and Shoe Workers’ Union, 
both of which were planned with 
special reference to the day’s sig- 
nificance, and were elaborately dec- 
orated in honor of the occasion. 


Style Show Successful 


Shoe manufacturing concerns and 
those associated with the produc- 
tion of kindred lines in Brockton 
and the South Shore whose lines 
were exhibited at the Boston Style 
Show, expressed gratification as re- 
gards the results attained there. 
Many old and new customer friends 
were greeted and many orders were 
received from appreciative buyers. 
All Brockton and South Shore con- 
cerns, whether or not exhibitors at 
the show, were represented at their 
Boston offices and hotel rooms by 
complete lines of samples. A large 
amount of buying was done and the 
local shoe trade considers that the 
Boston Style Show, as a boost for 
New England shoes, well repaid ex- 
hibitors for the time, effort and 
money expended. 





Healthy Tone to Retail 
and Manufacturing Trade 


ROCHESTER—The general sit- 
uation in Rochester retail shoe cir- 
cles shows little change. Business 
during the last week of June was 
not up to previous weeks. Cold 
weather retarded the sale of white 
footwear. However, a survey of 
local shoe stores indicates that June 


has been a very satisfactory month, © 


and most stores report a gain in 
both dollars and pairs over June of 
last year. 

Sales are becoming more fre- 


quent, and local merchants report a 
good response. 


Change at I. Miller Store 


Effective July 1, Leo Wiedder, 
formerly with the Buffalo I. Miller 
store, joined the Rochester I. Miller 
store as manager. Messrs. Leon and 
Reich, who were formerly in the 
Rochester store have been trans- 
ferred to the Buffalo store, where 
they were for several years previ- 
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ous to the opening of the Rochester 
I. Miller store. 


Report Good Fall Orders 


Shoe factories are now slowing 
up for the vacation period and are 
busy with inventories and making 
factory improvements, preparing 
for the fall run. The first six 
months have produced a very satis- 
factory volume of business and in- 
dications point -to a satisfactory 
fall season. 

Orders on the books of factories 
are reported to be larger than they 
have been for some years past. 
Light welts are extremely popular 
and local shoe salesmen report an 
increasing demand for welts, espe- 
cially those with close edges, which 
give them an extremely light ap- 
pearance. 

The past week brought many 
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buyers into the Rochester market, 
and many big orders were placed 
by buyers. 


McCurdy’s Sale 


Business in McCurdy’s shoe de- 
partment has been above normal 
since the inauguration of the semi- 
annual shoe sale which ran from 
June 25 to July 4. Postcards an- 
nouncing the sale were mailed to 
20,060 charge customers who were 
invited to attend on the two days 
previous to the general public sale. 
The response was so .great that 
Manager Jim Olmstead was forced 
to secure extra salespeople to serve 
the customers. 


A check-up on the month’s busi- 
ness, made by Mr. Olmstead, shows 
a gain of $5,000 over the month of 
June last year. 





Lynn Firms Report 
Orders for Welt Types 


LYNN—Changes loom up ahead 
of Lynn. Styles are always in a 
state of change. The buying of 
shoes for Fall shows that. Merchan- 
dising, as well as manufacturing, 
and the grading of shoes, also show 
signs of changes. 

Most Lynners now think the shoe 
business to be a 50-50 proposition; 
that is, 50 per cent manufacturing 
and 50 per cent merchandising. 
Some think it 60 per cent merchan- 
dising. 


Three Lynn Grades 


Lynn for the Fall appears to be 
making three grades, the popular, 
retailing at $5 up or down; the 


fine, retailing at $10 up, and the 


medium, retailing around $7.50. 
Manufacturers, moving up from 
popular to medium grades, will 
have to put more money into their 
shoes. 


Large Orders on Welts 


A gain on orders for welt shoes 
was a leading feature of Lynn’s 
business as July opens. One firm 
reports more welt business than 
for three years. A last maker has 
sold his product ahead to August 
1, mostly on welt lasts. This is a 
sign of a general demand for welts. 
The production of welts in Lynn 
is not as great as the production 
of McKays. So this new business 
on welts is a sign of a change. Not 


necessarily is it a sign of a change 
in styles, for welts, of the new 
sort, are made light and dainty, 
with wood heels, like McKays and 
turns. Edges, made with a 1/24 
welt, a No. 5 needle, and a No. 5 
thread, are as fine, thin and close, 
as on turns of McKays, and shanks 
are also slim and well shaped. 


Kid Shoes 


More interest in kid shoes is 
another feature of Lynn’s business 
as the last half of the year begins. 
Kid is not the foremost leather in 
women’s shoes. But it is gaining. 
The point ‘is brought up more as 
a matter of grades than of styles. 
Fine shoes are made of kid at 50 
and 60 cents a foot. Cheap shoes 
can be made of 16-cent kid. The 
price differs according to the quality 
of the stock. The difference between 
the cost of kid for fine shoes and 
for cheap shoes may be as much as 
64 cents a pair. Of course, there 
are corresponding differences in 
costs of other materials used in 
shoes. So this explains the differ- 
ence between quotations on prices 
of shoes. 


Activities of Lynners 


“A Minute-Girl” shoe has been 
made by Colella & Leighton. It has 
a clock dial, with hands, on the 
vamp, a watch on the strap, and an 
hour glass in the heel. The United 
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Shoe Pattern Co. designed it. It 
was shown at the style show. Mr. 
Leighton notes a demand for fine 
kid shoes, with first-grade soles. 

Daniel A. Donovan, of Donovan 
& Giles, has gone to Europe. His 
firm is making more welts. 

A. M. Creighton also is making 
more welts. 

J. J. Grover’s Sons Co. report 
a gain on kid shoes; also a steady 
increase in sales of their “Three 
Point” shoes, with the correct tread. 

Murphy, Gorman & Waterhouse 
has a new line of buckle trimmed 
pumps, some having the new horn 
style buckles; also sales of strap 
and step-in pumps. 

Cruise, Sullivan Co. report a 
steady business. They make a spe- 
cialty of No. 31/2 iron insoles, of 
selected leather, sewn seven stitches 
to the inch, by the new electrically 
equipped McKay machine. 

The Burdetts have booked plenty 
of orders for welt shoes for grow- 
ing girls to wear to school next 
September. 

The Fashion Shoe Co. has moved 
to 65 Willow street, where they are 
making more McKays of the nov- 
elty styles. 

Williams, Clark & Co. tell ot a 
gain on orders on welts, especially 
Rest Cure shoes. 


Purple Alligator Finisn 

Perkins, Jones Shoe Co. has peeu 
incorporated to succeed Perkins 
Bros. & Cohen, makers of misses’ 
and children’s shoes. 

J. S. Barnet & Sons, tanners, 
have a purple baby alligator leather 
for trimmings. But the bulk of 
their business in on Scotch grains, 
Barlyn, Glasstan, and like calf 
leathers. 

The Lynn Products exhibition, 
under the direction of the Lynn 
Chamber of Commerce, reveals 
some fine and varied specimens of 
Lynn’s manufactured goods. 


Additions to Art Craft Staff 

Nat Weiss of the Art Craft Shoe 
Company of Lynn, announces that 
B. D. Feinberg, who eight years 
ago began his shoe experience with 
Mr. Weiss in the old Rialto Shoe 
Company and R. W. “Dick” Acker- 
man, an expert in patterns and fit- 
ting, have become connected with 
the Art Craft Company. Mr. Fein- 
berg is to assist Mr. Weiss on sales 
and styles, while Mr. Ackerman will 
supervise quality and production. 
With an expert in charge of each 
department, Mr. Weiss feels that 
his custemers will be better taken 
care of than ever. 
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Association Officers 
Meet 


Fourteen officers and direc- 
tors of the Wisconsin Shoe 
Retailers’ Association met for 
a banquet and business meet- 
ing at the Conway ‘Hotel, in 
Appleton, Wis., late in June, 
to discuss plans for the an- 
nual convention of the associa- 
tion to be held at Green Bay, 
Wis., in August. Final ar- 
rangements were made for the 
convention and a program de- 
cided upon. Officers of the as- 
sociation in attendance were: 
Richard Sager, of Green Bay, 
president; August Egelhoff, 
Fond du Lac, Wis., vice-presi- 
dent; Harry Lucas, Milwau- 
kee, secretary-treasurer, and 
J. B. Langenberg, of Apple- 
ton, past president and now a 
director. 
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A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
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FRANK J. TOLFORD 


The Weyenberg Shoe Company 
announces the appointment of 
Frank T. Tolford, as advertis- 
ing manager, to succeed H. P. 
Plass, who was recently ap- 
pointed salesmanager of the 
Simplex Shoe Company. Mr. 
Tolford has been the assistant 
advertising manager in the 
Weyenberg organization for 
two years and is one of the 
younger members in the Mil- 
waukee shoe trade who has 
helped make Milwaukee and the 
Weyenberg organization known 
for “live” ideas. 
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THE STETSON SHOE CO., inc. 
Seuth Weymouth, Mass 
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| DR. CAMPBELL’S: 
HEALTH SHOE 
IN STOCK 
Ask for New 
Powell & Campbell 
128-1284 Duane 8t., 
New York City 
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41-45 Washington A’ » rows 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 
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shoe patterns 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 








Veteran Shoe Concern 
Closes 


The Marriott Shoe Co., probably 
the oldest shoe company in Bara- 
boo, Wis., closed its doors on June 
29. The store was opened in 1875 
by E. G. Marriott, and since his 
death has been in active charge of 
William H. Marriott. 


Blazer’s to Move 


Kansas City, Mo.—Blazer’s Shoe 
Shop, handling women’s shoes, lo- 
cated for the past eight years on 
Petticoat Lane in the Lillis Build- 
ing, is moving Sept. 1 to 1008 Grand 
avenue where it has obtained a 
lease for a period of ten years. 





Hosiery Company Expands 


John Voehringer, formerly sec- 
retary of the Oscar Nebel Co., Inc., 
of Philadelphia, will become asso- 
ciated with Bernard L. Mock and 
Nathaniel Judson. The firm will be 
known as Mock, Judson, Voeh- 
ringer, Inc. Increased business of 
the Mock & Judson concern has ne- 
cessitated the purchasing of the 
Henry Lehmuth Hosiery Mill in 
Philadelphia, with 36 full fashioned 
machines, and a capacity of 1,800 
dozen a week. This is one of the 
few mills in the country equipped 
to turn out fancy open-work clock- 
ings. The entire output of this mill 
will be sold under the Mojud trade 
mark. 





Providence Merchants’ 
Outing July 15 


Providence, R. I., July 7—The 
eighth annual outing of the Rhode 
Island Shoe Retailers’ Association 
is to be held at Chopmist Hill Inn, 
Wednesday, July 15. An interest- 
ing sporting program is being ar- 
ranged and will include a baseball 
game, races and contests of skill. 
Prizes are to be awarded. The com- 
mittee in charge includes Fred S. 
Fenner, M. Casterlin, Harold Bal- 
lou, Thomas Purvis and Z. Tetu. 





Menzies’ Net Earnings 


Fond du Lac, Wis.—The net earn- 
ings of Menzies Shoe Co. for the 
fiscal year ending April 30, 1925, 
was $81,084.21. The net amount ap- 
pliable to common stock equals 
$16.02 per share. 

The audited statement shows an 
actual value for the common stock 
equal to $120.23 as the surplus of 
the company on that date was 
$84,913.80. 
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MANHATTAN FINDING CO. 
Wholesale Shoe Store Supplies 


145 WEST BROADWAY, N. Y. 
$1.15 
1.26 
1.25 
All Leather Gym Shoes at $1.00 a pair 

















BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 


John E. McNamara -- Haverhill, Mass. 














BALLET SLIPPERS — IN STOCK 
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im Ballet Manufesture 


Specialists 
241 Ne. lith Street . - Philadelphia, Pa. 








BLACK BALLET SLIPFERS 
Child's $1.20 
Sizes 7 to 11 
tontitias 
Sizes se of 
SHOE FINDING CO. 
147 Duane St., New York, N. Reyne 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Revises Price Schedule 


D. S. Josephson of Trenton, New 
Jersey, has decided on a radical 
change in his merchandising policy. 
Instead of having prices from $6 
to $15, with half-dollar stops as 
$6, $6.50, $7, $7.50, etc., he has de- 
ELAM cided to have prices of $6, $7.50, J. R. BEATON COMPANY, Ine. | 

$9, $10.50 and $12 and on his men’s 831 FOURTH AVE., NEW YORK 
Flexible Turn Shoes | line, making $9 the leader. 
Fer the Jobbing Trade Exclusively In women’s $7, $8.50, $10, $12 
and $15 with the $10 grade the 
strongest. Close co-operation with 
factories supplying him will enable 
him to eliminate many lines. Many 
of his staple novelties of last sea- 
son will be bought again for this 
season, so cutting down on number p 





























of discontinued styles. 

In buying new lines, Mr. Joseph- 
son is endeavoring to buy in the 
main, those patterns that there is a 
fair certainty of lasting for a rea- Asnerica’s Faverite 
sonable period. He feels that many 
merchants have bought new styles N U-SHINE 
when they could just as well have 
sized up on previous ones, as the ogo ebb ae 
multiplicity of styles has con- bf ‘anmmen ak 
fused the average woman in just Mkt. St. Reidsville, N. C. 
what was the vogue. 

End sizes, too, are to be bought 
sparingly in the future. Summed up 
—fewer lines, fewer prices and 
more shoes on a line; more careful 
buying, resulting in fewer odd lots, 
better profits, and fewer lost sales 
—<cleaner stock. 
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Close Early in Summer 


New Orleans, La., June 22—Some 
of the leading shoe stores here will 
close their places of business, com- 
mencing late this month, at 5 P.M. 
and on Saturdays at 3 P.M. This 
practice will remain in force until 
September. This is the first time 
any of the shoe stores have decided 
EMIL RUBLACK to close earlier than usual during 

alge “TiekeTs the summer months to allow their 
salespeople extra time for rest and 
recreation. 

The stores closing early are: 
Crossett Shoe Store, Imperial Shoe 
Store, Jacobs Brothers Walk-Over 
Boot Shop and Hanan and Sons. 
Other stores in St. Charles street 
have decided to close their stores 
during the week at five but this 
does not make any change in the 
closing hour on Saturday. These 
stores are Walk-Over, Bostonian, 
Edwin Clapp, Pokorney and Cros- 
sett. Where to Buy 


Cook To Open Store Waaned San 


Parade, S. D.—Geo. R. Cook will 
open a new shoe and clothing store 
about July 15. 
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Russell ManufacturingCo. 
Middletown, Conn. 
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CREESE & COOK CO. 
Tanneries at Daoverspert 95 Seuth St., Besten, Mass. 














Recommends Scholl’s 
Appliances 


News of interest to American 
and Canadian shoe merchants is 
that Dr. Scholl’s Foot Appliances 
are recommended to British medi- 
cal men by the Manual of Surgery, 
one of the most authoritative works 
published in the United Kingdom. 

Discussing the relief of flatfoot 
conditions the Manual of Surgery 
says, “We have found the supports 
devised by Scholl simple and effi- 
cient.” 





Stowe Appointed Buyer 

Fargo, N. D.—Wm. M. Stowe is 
the new shoe buyer for J. J. de 
Landecie Co. Mr. Stowe originally 
came from Worcester, Mass. 
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View of the expansive interior of the Snellenburg Shoe Department 
Philadelphia, Pa. 





President Baird on 
Pacific Coast 


Columbus, O.—John J. Baird, 
president of the National Shoe Re- 
tailers’ Association, recently made 
a tour of’the Pacific Coast with the 
Columbus Shriners. While on the 
Coast, he was entertained by sev- 
eral prominent retail shoe mer- 
chants. At San Jose, Chester Her- 
old of the Herold Shoe Company 
was host to the N. S. R. A. presi- 
dent, while Max Sommer and Frank 
Werner, two of the leading mer- 
chants of San Francisco, enter- 
tained Mr. Baird there. 





Increases Production to 
2000 Pairs 


San Antonio, Texas, June 30.— 
Announcement of an increase of 
the capital stock of the San Antonio 
Boot Company from $40,000 to 
$500,000 is made by S. L. Gill, 
president of the company. The out- 
put will be increased from 300 pairs 
of shoes and boots per day to more 
than 2,000 pairs. The working force 
will be increased from 30 men to 
200 men. Additional equipment and 
machinery of the latest design will 
be installed in the new building as 
soon as alterations and remodeling 
can be done. Mr. Gill expects to 
have the entire new plant in opera- 
tion within 90 days. 

The company purchased a build- 
ing containing 23,000 square feet of 
floor space which the enlarged plant 


will occupy. Demand for shoes in 
Mexico has increased greatly dur- 
ing the last few years and this mar- 
ket may be entered on an extensive 
scale by the company. 





Young Men’s Styles 
Going Well 


Los Angeles, Cal.— DeWitt C. 
Davis of the Davis Shoe Company, 
610 South Hill street, which is the 
Edwin Clapp store of Los Angeles, 
is featuring the “Silver King,” 
“The Macduff” and the “Glen- 
garry,” three young men’s models. 

They are of the wide toe type, 
each varying in degree and all in 
different patterns and leathers, the 
most popular leathers being the 
lighter shades of tan. 

Mr. Davis reports a decided in- 
crease in his sales of sports shoes, 
having been selling them since early 
spring. 





Mrs. Frank Noble Dead 


Goshen, Ind.—Mrs. Nell Tiedman 
Noble, wife of Frank Noble, of the 
Noble Shoe Co., died here recently. 
She had been ill a long time. 





New Embossed Leathers 


Peabody, Mass.—Embossers are 
making purple baby lizard, pink al- 
ligator calf, gypsy basket weave 
calf, pigoat in two tones, and a long 
line of blacks and colors. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Chicago. Gi experience. 
. Marks Shoe Co., 41 So. Wells street, 
Chicago, Ill. 
GALESM AN—High caliber with 


good ra 
clientele for Michigan, Indiana and ohn 
in-stock line of infants’ 








ANTED— Resident representatives for high- 
grade soft sole leather slippers, all 
territories open. Wonderful opportunity for 
men with a following. K-799, care Boot and 
Shoe Recorder, 127 Duane street, New York. 


ALESMEN WANTED—Men with estab- 

lished trade to carry our soft soles, infants’ 

and children’s turns and stitchdowns in con- 
with present line. 

known and we 








ALESMEN wanted carry line of men’s 
pm yt yy RY AS 
ufacturer, consisting of twelve 

ting twenty-one styles to be 

iberal discount and express 

m. Furnish terri- 

















Kansas, Missouri, Oklahoma, Arkansas 


STAMP MP WORK SHOES Geotre 
SHOES, Sr Goodyear Welt and a Natled, in Blucher, Outing and 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


shoe testery, We mabe salined UNION 
Meulder. 








GALESMAN pele Saye ey yy 4 ladies’ 

oO x near oe f abili ‘foak ly. 
nly experien rs o Gi ity 

An attractive proposition ive full pantienions 

as to experience. Also give re. Address 

B-541, care Boot and Shoe Recorder, 207 

South’ street, Boston, Mass. 


GALESMEN OF ABILITY—Experienced shoe 
salesmen with established trade to sell an 
easy selling well known line of women’s foot- 
wear, made in Milwaukee. We are an estab- 
lished growing manufacturing concern, spe- 
cializing in ™hexible McKays, covered and 
leather heels, attractive patterns, etc. We ad- 
vance no money, allow e* commission—one- 
half commission is Cag on acceptance 
of the order. The line can sold successfully 
in connection with a 
real good territories are now epen. 
have references and present con on 
application. Address B-544, care of the 
and Shoe ” ith street, Bos- 





ton, es 

EPRESENTATIVES WANTED—Live-wire 

shoe salesmen—with established trade to 
sell our fast selling Fashion an line oe 
young ladies. The line consists about 
samples of attractive patterns, ais and 1078 
lea heels, flexible McKays and Goodyear 
welts. The average cost of the line puts it in a 
$5 seller for the retailer. This is a strictly 8% 
commission proposition, —ay x “of the com- 
mission is paid on acceptance of the order. No 
objections to a side-line man who can pro- 
duce, selling a non-conflicting line. References 
must accompany application to receive atten- 
tion. Splendid territories are now open. Kalt- 
Zimmers Mfg. Co., Milwaukee, Wis. 








207 South St., Boston, Mass. 





Real Salesman Wanted 


Now calling on better trade in territories of Western Pennsyl- 
vania, California and Virginias to carry easiest selling line of 
leather soft sole House Slippers and turn Boudoirs. Must travel 


by car. Seven per cent commission. “Sell us” 
your first letter. Address B-553, care Boot and Shoe Recorder, 


your services in 








GALESMEN WANTED—To carry as side linc 
our boudoir Liberal commission 
The Vogue Slipper , Haverhill, Mass. 





GALESMAN with experience to handle high- 
ladies’ turns. Must have established 





Co., 420 St. Paul street, Rochester, 





IDELINE salesmen wanted everywhere to 

Gwe Pe ye gp fF ye oe 
lar line stitchdowns in America. Apply at 
once. Wobst Shoe Company, Milwaukee Wis. 





WANTED—Live salesmen 
Tae te Ill. Wisconsin, Llinois. 
en ag Aen North 


Apply Ape soe eran 'S Shoe ye oe. 





GALESMAN WA WANTED for Alabama. Stitch- 
commissi: 








Milwaukee Work Shoes 


and Children’s Stitchdowns. Several 
choice territories open. Real oppertun- 
ity for big caliber salesmen. If you 
ean produce, write Steven Strong Shoe 
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SALESMEN WANTED 


HELP WANTED 





Seek factory livi aig a 
one in 

New Y¥ "Address ‘B-547, care Boot 

and Shoe , 207 South street, Boston, 

















Accress with references 
Co., 4248 No. Crawford Avenue, Chicago, Ill. 

















POSITION WANTED 


OSITION WANTED—Manager for retail 
shoe store, twenty years’ jence, can 
give good reference. Prefer Middle states. Ad- 
—_ 116 East Fourth street, Marion, In- 
lana. 


W HO -requires the services of a thoroughly 
competent all-around retail shoe man, 13 
years’ experience, capable of managing de- 
partment? Have also specialized in fitting of 
orthopedic shoes and appliances. Best of ref- 
erences furnished; 33 years old, married. Ad- 
dress B-548, care Boot and Shoe Recorder, 207 
South street, Boston, Mass. 


Y QUNG man, now engaged in the retail 
shoe business, wishes to connect with a 
reliable manufacturer or jobber as salesman 
for New York City and vicinity. Address L. 
Silver, 1696 Washington avenue, Bronx, N. Y. 


AN EXPERIENCED shoe salesman calling on 
the best accounts, and has a strong follow- 
ing with the chain stores in his territory, 
covering Washington, D. C., Virginia, North 
Carolina, South Carolina, Georgia and Florida, 
is open for a strong line of women’s and 
misses” .popular-priced s' . Address B-550, 
care Boot_and Shoe Recorder, 207 South street, 
Boston, Mass. 

















Shee manufacturer of high calibre and 
executive ability is now available, and 
is seeking a connection with a respon- 
sible firm. Very thorough on finance, 
office management and credits. Also 
versed on styling, merchandising and 
directing sales of women’s shoes. Good 
following ameng the leading retail and 
wholesale shee merchants in New York 
State, Pennsylvania, Ohie and Michi- 
gan. Best of references relative te cbar- 
acter, ability and integrity. Address 
B-551, care Boot and Shee Recorder, 
207 South street, Boston, Mass. 











BUSINESS OPPORTUNITY 






































RETAIL LOCATION—Erie, Pa. One hundred 


n be on a 
thirty-year lease starting April 1, 1926; build- 
ing 30 P. C. Cunningham, 704 
Palace Building, Erie, Pa. 


Mercantile Co., Inc. 
591 Broadway, New York nd 
Phone Spring 5160-5161-5 





FOR RENT 





Fe? RENT—Store room, 19 x 76 ft. Suitable 
for a shoe store. Located in the best busi- 
ness section of Welch, a town situated in the 
greatest coal mining section of West Virginia. 
For any further information, inquire of Simon 
Solins, Welch, W. Va. 


GHOE DEPARTMENT for rent in New Or- 
leans, La. One of the largest ladies’ spe- 
cialty stores, doing a large volume of busi- 
ness, is interested in leasing a shoe 

ment to a real live operator; prefer one sell- 
ing shoes at one price, between $4.00 and 
$6.00. Address B-539, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








FOR SALE 


AMILY shoe store with good location in 








OR SALE—Exclusive shoe store, 22 years’ 
established. Good location. 30 miles 





For 30 i our epotely. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Propricter 
610 pecad wer. Brooklyn 


— ' 








CASH PAID 


for entire shoe stocks or 
ghoes or other merchandise. quantity. 
Prompt 




















Foe SALE—Smith’s Educator Shoe Store. 
centrally located. Doing nice business. Leav- 
ing city. 135 Fourth N. W. Canton, Ohio. 








WANTED TO PURCHASE 





ORK EXPORT 
PURCHASING Conran Tsar 
596 BROADWA ‘ NEW roe. . 


Buy | SURPLUS srocKs | cash 


hand 
Bargains in shoes always on for 

















Lexington, Kentucky 


With wholesale trade territory of over 
1,600,006 people seeks shee house to 
help round out wholesale market. Write 
Lexington Board of Commerce. 








We'll Buy For Cash 


shee stores, factories, or large 
or stocks of shoes, leather, findings, 
er any other merchandise. 
CASPER and MacLEN 
170 Summer St., Boston, Mass. 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters ~ ° -° 
Send for Catalog and Prices, 
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MISCELLANEOUS 





MISCELLANEOUS 








beautifully furnished hotel ~ 
accomodating 1034 quests 
Broadway st 63% Street. 

H PRIVATE 


wit 7 
om $950 ep. 
ROOM WITH PRIVATE BATH- 

$350 








\ ALL OUTSIDE Rooms 








(CLICKER) 
DIES 


% inch at 12 cents per 
running inch. 
14% inch at 17 cents per 
running inch. 

Minimum 15 inches 


PROMPT QUALITY 
DELIVER Y GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 


a ST. LOUIS MO. - 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 







No. 141 


zi,2, THE CHICAGO 
ond pees WIRE CHAIR CO. 


621 N. La Selle Street, Chicage, iil. 











WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic information on current 


problems. 








ATTRACTIVE ‘ 
SHOE CARTONS | 


PRICE-SERVICE-QUALITY 
THAT SATISFY 
ater 
HOE CART Ore = LUSIVEL: 
pee & CABELS Ee “Fo 


‘ EXINGTON AVE 
BROOKLYN W.Y 








Made Only of Wood 
for all lines 


IMMEDIATE 


SHIPMENTS 
Send for Catalog 
Tue Oscar Onnen Co. 


611 WwW. FOURTH ST. 

CINCINNATI, O. 

We do not make 
Metal Fixtures or Show Cases 
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BUSINESS REVERSES 


Mesa, Ariz.—Johnson & Rogers, George L. 
Johnson, sole owner, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Tucson, Ariz.—Pedro R. Gijalva, shoes, etc., 
reported peitioned or petitioner in bank- 


ruptcy. 

Chicago, Ill—Joseph Barris, 5224 W. 25th 
street, shoes, reported petitioned or peti- 
tioner in eekreptey and receiver appointed. 

Marcus, ed, shoes and repairing, 
reported petitioned or petitioner in bank- 


ruptcy. 

Boston, Mass.—Osios Herbsman, formerly 312 
Hanover street, formerly shoe retailer, re- 
ported petitioned or petitioner in bank- 
ruptey. 

Columbia Counter Co., manufacturers, re- 
ported assigned. 

Jacob Pearl & Co., 17 Albany street, 
wholesale shoes, reported ass igned. 

Fall River, ass.—David “ie. Nashua 
street, shoes, a. reported assigned. 

Newton, Mass.—Donnelly Bros., 223 Washing- 
ton street, reported meeting of creditors 
called. 

Norwood, Mass.—Edward Perlmutter, shoes, 
ete., reported offering to compromise at 25 


per cent. 

Camden, N. J.—Benjamin Arinsberg, Parisian 
Bootery, 719 Broadway, shoes, reported pe- 
titioned or petitioner in bankruptcy. 

Brooklyn, N. Y.—Le Mar Shoe Co., Ine., 
manufacturers of shoes, reported offering to 
compromise at 20 per cent; 15 per cent 
and 5 per cent in notes. 

Samuel Halper, 420 Sutter avenue, shoes, 
reported meeting of creditors called. 

New York, N. Y.—Annette Boot Shop, Inc., 
shoes, 146 Fulton street, reported petitioned 
or petitioner in bankruptcy and receiver ap- 


pointed. 

Isidore Lieberman, Guarantee Shoe Shop, 
890 Columbus avenue, shoes, reported meet- 
ing of creditors called. 

Max Pinter, 742 2nd avenue, shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 

Canton, O.—Barnet Shoe & Clothing Co., 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

—, ay. —~ M. Werner, 1186 W. 

road street, shoes, etc., reported assigned. 

Dill Okla.-The Model, Nathan Levine, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Jeanette, Penn.—Frank Mundziak, shoes, etc., 
— petitioned or petitioner in bank- 


Mahonoy City, Penn.—Nathan Goldfeder, 138 
. Center street, shoes, reported petitioned 

a * petitioner in bankruptcy. 
Philadelphia, Penn.—Max Love, 4762 Rising 
Sun avenue, shoes, reported receiver ap- 


pointed. 

Washington, Penn.—Israel J. Saul, 129 S. 
Main street, shoes, etc., reported petitioned 
r es 4 in bankruptcy. 

Windber, Penn.—Cohen & Mallin, Quality 
Shoe Store, shoes, repo petitioned or 
petitioner in bankruptcy. 

Plainview, Texas—Dowdle Shoe Store, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Port Arthur, Texas—H. Ladner, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Pierre, S. D.—Alfred Noren, shoes, reported 
offering to compromise at 25 per cent. 

Milwaukee, Wis.—Diamond Shoe Co., Inc., 407 
Grand avenue, shoes, reported asking for 
general extension. 


BUSINESS CHANGES 


Los Angeles, Cal.—R. Frost, 155 Annandale 
; + agg shoes, reported sold out to Loyes 
r. 
L. Kohn, 4878 Fountain avenue, shoes, re- 
ported sold out to Sam Israel. 
Hartford, ae —Lane’s Boot Shop, incorpor- 
ated $40,000 
Southington, Oune. —Louis Sparadowski, 184 
Center street, shoes, reported discontinued 
business. 
Dow. Iowa—Kies Booterie, wholesale and 
1 shoes, incorporated $50,000. 
Son, shoes, reported 


Le Bel Belle, Iowa—Schork & 
sold out to William Miller. 


Chicago, Ill.—Chicago Sample Shoe Store, 4739 
So. Ashland avenue, shoes, reported suc- 
ceeded by Harry Potchica. 

Freeman & Tucker, 2408 Tucker avenue, 
shoes, etc., reported succeeded by Kahn 
Tucker. 

Isadore Sauber, 211 E. 8lst street, shoes, 
repor died. 

Lowell, Mass.—Hull & Co., Inc., manufac- 
turers of shoes, will commence business 
July 1. 

Lynn, Mass.—McGregor ae Heel Co., wood 
heels, incorporated $10,0 

Malden, Mass.—Nathan & a Shoe Co., 115 
Center street, shoe manufacturers, reported 
gy 

Waltham, Mass.—Grover Cronin, Pa shoes, 
ete., reported incorporated $200,00 

Detroit, Mich.—Vincent T. a 8712 
Mt. Elliott avenue, shoes, reported suc- 
ceeded by John Dorock. 

Grand Rapids, Mich.—K. Boerema, Boerema’s 
Shoe Store, 853 Granville avenue, SW, shoes, 
ete., reported sold out to Frank Boerema. 

Fairmont, —— —L. E. Berg, shoes, reported 
succeeded by Ber#¥s Bootery. 

Angola, N. Y.—George M. Lemmler, shoes, 
+ reported succeeded by Angola Clothing 


Brooklyn, N. Y.—Burke-Barnet Co., Inc., 441 
Blake avenue, manufacturers of shoes, 
changed name to Clover Shoe Manufacturers. 

Kayfield Shoe Corp., shoes, etc., incor- 
porated $20,000. 
Sol-Med Shoe Co., incorporated $10,000. 

New York, N. Y.—Father & Sons Shoe Stores, 
Inc., shoes, increased capital from $1,500,000 
to $2,000,000. 

Great Eastern Leather Goods Co., leather, 
reported filed voluntary dissolution. 

David Levine, 976 Amsterdam avenue, 
shoes, etc., reported incorporated $20,000. 

Riverside Shoe Shoppe, shoes, ete., re- 

ported incorporated $20,000. 

O° beehem Krugman, 787 Washington street, 
shoes and repairing, reported moved to 630 
Sutter avenue, Brooklyn. 

Long Island City, N. Y.—Mrs. L. Weller, 383 
Steinway avenue, shoes, reported selling or 
sold out. 
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Rochester, N. Y¥.—Ed Venor Shoe Mfg. Co., 
Inc., shoe — increased capital 
from $50,000 to $100,000. 

Cincinnati, Ohio.—Gordon Bros., 1023 Dusters 
avenue, shoes, etc., reported succeeded by Al 
D. Gordon. 

Philadelphia, Penn:—Cooper Shoe Co., 930 
No. Market street, shoes, reported sold out. 

Reading, Penn.—E. Markowitz, shoes, reported 
out of business. 

Salt Lake City, Utah—Vincent Romney Shoe 
Co., Diamond Up Stairs Shoe Store, 108 
So. Main street, shoes, reported succeeded by 
Vincent Luff Shoe 

Newport News, Va.—M. Shinkowitz, estate, 
shoes, etc., reported succeeded by Shinko- 
witz Bros. 

Petersburg, Va.—I. Reinach & Sons, shoes, 
Isadore Reinach died. 

Kenosha, Wis.—Louis Cohen, shoes, reported 
succeeded by Edward & Ben Cohen. 

LaCrosse, Wis.—William J. Straus, 320 Pearl 
street, shoes, reported selling or sold out. 

Montreal, Quebec—J. G. Watson, shoes, re- 
ported died. 





A Quick Shoe Dye 


New York City—The exact 
matching of footwear and gown has 
always presented a problem to re- 
tail merchants, but from New York 
comes the news that many of the 
leading shoe stores in that city are 
doing this work themselves with a 
fifteen-minute service to customers. 
This refers particularly to evening 
shoes. They are advertising the new 
satin and tinsel brocades in white, 
to be dyed at short notice, to match 
evening gowns. The tinsel in the 
brocades does not take the dye, but 
the white satin does, thus produc- 
ing a very pleasing effect. There are 
some twenty-four different shades 
and the finished product emerges 
from its “color bath” clear and 
unclouded. 








An orphanage shoe supply in the Near East. Shoes contributed by the 
American public and shoe industry being distributed at the Zappeion 
orphanage in Athens, Greece. 
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Swan Shee Co., Baltimore, Md. -.... 108 
Tober-Saifer Shoe Co., St. Louis, Mo........... 73 
United States Rubber Co., New York City 74 
Voliman-Lawrence Co., Cincinnati, O. . 50 
Wessel, A. E., & Son, Inc., Camden, N. J... 111 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 
22-23 
Whitman & Keith, Brockton, Mass. j 102 
Wichert, Inc., Brooklyn, N. Y. 


HOSIERY 


Beaton, J. R., Inc., New York City 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Company 
PE, Wein isis tiktndnn erg 
American Hide & Leather Co., Boston.. 98 


Ine., 


ton, Mass. ; ne 
Barnet Leather Co., Ince., New York & 


105 
Legion 82, 105 
Evans, John R., & Co., Camden, N. J. 
Foerderer, Robert H., Ine., Phila. Pa. 
Gallun, A. F., Sons, Milwaukee, Wis. 


Lima Cord Sole & Heel Co., Lima, O. 
New Castle Leather Co., New York City... 16 


Northwestern Leather Co., Trust, Boston... 64 
Russell Mfg. Co., Middletown, Conn........... 105 
Standard Kid Co., Boston and New York....4-5 


West Virginia Pulp & Paper Co., New 
York City . 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City 
American Seating Co., Chicago, Il........... 
Chicage Wire Chair Co., Chicago, IIl...........108 
Eastern Tool & Mfg. Co., Bloomfield, N. J. 72 


Manhattan Findings Co., New York City....103 
Meyer, Frank C., Co., Inc., New York City..108 
Millbradt Mfg. Co., St. Louis, Mo.................108 


Onken, Oscar, Co., Cincinnati, Ohio... 108 
Rublack, Emil, New York City.... cseeene Ah O4 


Segall & Sons, Philadelphia, Pa.....................107 
Success Furniture Corp., St. Louis & Kirk- 
--. 108 


Vanity Novelty Works, Brooklyn, N. Y....... 72 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
_. DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass.....103 


Foley & Haliquist, St. Louis, Mo................... 108 
Nu-Shine Co., Reidsville, N. C 


Tubular Rivet & Stud Co., Boston, Mass. 
3rd Cover 


United Shoe Machinery Corp., Boston, 


MISCELLANEOUS 
Atlantic Printing Co., Boston, Mass.............104 
Brooklyn Purchasing Syndicate, Brooklyn, 
| a A 


Calderwood & Preg, Inc., Boston, Mass......... 
Casper & MacLen, Boston 


Glauberg, Max, New York City 
Hotel Empire, New York City... 


Kalter Cerf. Co., New York City........ 
Kirsch-Blacher Co., New York City.............. 107 


National Association of Shoe Wholesalers, 


New York Export Purchasing Corporation, 
New York City 
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REGISTERED TRADE MARK 


Built-In Comfort 





XFORDS find favor with most 

men the year ‘round, and this 
WALKURE style, in attractive 
black or brown Kid with Crawford 
Arch Supporting Shank, and Wing- 
foot Heel, gives its wearer full meas- 
ure of comfort and satisfaction. 


No. 784 
“New Castle’ Brown Kid, “Rock 
Oak” Sole, Bleach Calf Quarter 
Lining. In Stock 3A/A to B4 $5.75 


No. 759 
“Surpass” Black Kid, As Above 
$5.50 


CLINTON SHOE Mec. Co. 
CLINTON, IOWA. 





111 














es 


Very Neat and Tailored © 


is This New 


Street Pump 





. Style Number 1501 
A Patent Regent Pump, 16/8 Covered 
Spike Heel. 
$3.75 


Widths, B-C-D 


Our new Fall line of attractive foot- 
wear will be on display during the 
Boston Show at 162 Lincoln Street, 
in charge of Mr. I. Hamburger. 


A. E. WESSEL & SONS 


Better Grade McKays 
Factory Sales Offices and Stock 
Department No. 5 North 
222-24-26 Liberty St. 4th St., Philadelphia, Pa. 
Camden, N. J. Meyer Wessel, Sales Mer. 
BRANCH OFFICES 
San Francisco New York City 
407 Pacific Bldg. 935 E. 163rd St. 
Sidney Rule . 8. L. Shapiro 
Chicago New Orleans 
Seymour Bamberger 105 Decatur St. 
508 Security Bidg. J. Milton Boze 








_| 
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The Finishing Touch 


the standard article for giving 
shoes the finishing touch for over 
ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 
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For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York, N.Y. 
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No. 6282R — a brand new Grover 
In-Stock style ready August 25 


One little peach of a pump which won unstinted approval at 
the New England Shoe and Leather Exposition. 


It’s a beauty to look at—a perfect fitter and just about the 
most comfortable thing you ever saw. A seller from Sellville 


if ever there was one. 


No. 6282R is a black kid three-strap of the new Grover 
Super-turn construction with cut-out quarter. 13/8 heel with 


rubber top. It will be stocked in AA to E widths § 5 3 5 
and the price will be * 


J. J. GROVER’S SONS CO., Lynn, Mass. 
*“Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 


soa OFFICE 
ittle Building NEW YORK OFFICE Wabash Avenue 
80 ) Boylston Street Marbridge Bldg., 47 W. 34th St. Corner Madison 


* 


Ste aes 
ae Son ihe AS 


Vol. 81, No. 18. Published every week by the .. Boston, Mass. oniaatis 
ter April 15, 1922, at the Post Office at Boston, Mass., u f Fa FE rere ae 
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Levor 
White Leathers . 


are Washable : 















GRAN KID 


WHITE & COLORED 


WHITE LEVOR 
GRAIN GOAT 





No. 8 
No. 17 
No. 18 
No. 23 
No. 51 





No. 70 









No. 60 - 











Beaver-Racqui 
Champagne 
Fall Blonde 
Moonstone G 
Forest Brown 
Bombay 7 an 
Apricot 
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-Racqu 
yagne 

londe ; 
tone G 
Brown 


iy Tan Distributors: 
t . S. Patton Leather Co., St. Louis 
. W. Newman Lea. Co., Cincinnati 
d. Zohrlaut, Milwaukee 
.. W. & A. L. Friedman, San Francisco 
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BEAUTY is not only skin deep. 


With us it is millions of skins deep—the result of 
fifty years controlled experience. 


Witness the White. Study the Colors. Could one 
believe those an illusion—a surface condition? Strong 
undercurrents, running through a thousand vital 
details, carefully regarded year after year, make 
them what they are,— 


beautiful, stylish leaders for safety. 


licen Gi. 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 
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Three boys waved their last farewells to the old home 
town, Halifax, Virginia. Little did they think that 
this was the start towards the establishment of one 
of the largest shoe manufacturing organizations in the United States. 


These three boys had munched apples behind their geographies in the village 
school. They had slipped through Virginia thickets, behind eager setters as they 
nosed out partridges. They had worked together and played together—and they 
have been working together ever since. 

For the boys were John W. Craddock, his brother A. P. Craddock and a pal named 
T. M. Terry—all bound for the end of the rainbow which lay fifty miles north 
in Lynchburg. 

This was ’way back in the seventies, but the same eager trio are alive—and young 
in spirit. They are at the head of a national organization whose whole purpose 
is to help merchants make more money in the buying and selling of shoes. 


They have built a reputation for a human and neighborly understanding of the 
problems of dealers, great and small. They have devoted themselves to solving 
many of those problems and their record proves how successful they have been. 


CRADDO 


| McELROY-SLOAN SHOE CO., ST. LOUIS, MO. LY N C H B U R G 


| GEO. D. WITT SHOE CO., LYNCHBURG, VA. 
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THE CRADDOCK-TERRY 
COMPANY THOROUGH- 
LY BELIEVE THAT SUCH 
GOOD VALUE IN FOOT- 
WEAR CANNOT BE 
BOUGHT ELSEWHERE 
TO RETAIL AT 


5 


and 


6. 
DOLLARS 


RY CO 


V I R G ] N lA HARSH & CHAPLINE SHOE CO., MILWAUKEE, WIS. 


CRADDOCK-TERRY CO., BALTIMORE, MD. 
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First 1n BEautrYy—First IN VARIETY—FIRST IN AUTHENTICITY 





Golden Brown 


Caramel 


Oak Leaf Red Ash 





Titian Moonstone 


Chestnut Brown 


AMALGAMATED LEATHER COS, Inc. 


22 North 5th St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL. 





July 18, 1925 BOOT AND SHOE RECORDER 


EY; a 


nit mete vey Yn e0 eS AT a 
DITA LLL ees = ooo TLL my 
7 . a” -— 


err 


ONCE AGAIN UTZ & DUNN 
VALUE-GIVING IS EVIDENT 


Today a Patent—Tomorrow a Satin or 
Some other Material—but always a little 
more for your money than you can obtain elsewhere 
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IN STOCK AUGUST Ist. 


Style B 1402:S Price $4.50 
Net 30 days 
Women’s patent quarter and vamp, front gore, 
Garland pump, black and nickel ornament, 
Fenway last, flexible McKay sole, 15-inch 
covered Louis heel. 
AA,5> to8 B,4 to8 
A, 4% to8 C, 3% to7% 


“Gali n o 
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THIS IS AN EXAMPLE OF THE MANY ATTRACTIVE 
STYLES THAT WILL BE CAPRIED IN STOCK FOR 
EARLY FALL. KEEP IN TOUCH WITH OUR STOCK 
DEPARTMENT AND KEEP AHEAD OF YOUR COM- 
PETITOR. 


1 


Creations like these show 
why our shoes occupy the foremost 
position in the stocks of merchants whose 
Judgment of values and selling qualities in shoes is unerring 


One of the great UTZ ¢? TD One of the great 
Shoe Manufacturers q@. Shoe Manufacturers 
f Ameri of Ameri 
ee ROCHESTER, NEW YORK ey 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building Bush Terminal Sales Duildi 706 Forrester Building 
TIGER @ McNuTT 130-132 West 42nd St, Room 1544 6.C. MCATEE 
Representatives F-L.ARMSTRONG, Representative Representative, 
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iS Ise etta Doyer 
eA uquo Satin shoes 
appealed to me the first 


time [ saw Chem” 


HERE is something about satin which is irresistible 
to the feminine nature. The.dainty softness—the rich 
warm lustre—partake of the very spirit of femininity. To- 
day mo woman’s wardrobe is complete without her satin 
shoes, The beauty of satin pumps lends a charm.to-.the 
whole costume which cannot be attained with any other 

__ type of footwear. 


SAUQUOIT 


SOLE SELLING AGENTS 
NATIONAL FABRIC & FINISHING CO, 


—Suoe SATINS 


AUQUOIT Beauty is more than “skin-déep.” It is in-’ 

herent in every fibre of the silk, and woven into every 
yard of the material. It starts at the cocoon, with the finest 
grade of Japanese silk procurable, and is carried step by = a 
step with painstaking care in every detail down to the 4 
finished article. Sauquoit Satins are the “last word” in shoe rh eg 
satins — nothing better can be made, Samples on request. 





NATIONAL FABRIC & FINISHING woke 


_58 LINCOLN STREET, BOSTON, MASS. 
——BRANCHES—— 




























NEW YORK CINCINNATI CHICAGO a 
PHILADELPHIA BROCKTON - = ST. LOUIS oF Ht 


Sole Selling Agents for ; 
SAUQUOJT SILK MFG. CO., PHILADELPHIA., PA. 


ed od : 
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“THE LUCKY LINE’ 


“ALWAYS SHIPPED ON TIME” 


HOW CAN YOU BEAT IT? 


“Walk-Croft 


SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 
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New Fall Lines Feature 


Fashion Shoes 
of 
«vine Jet Black Kid 


HIS vogue, first sponsored by the gentle- 
women of Parts,1s already flourishing 
in American style centers. 


The smart elegance of such styles— 
their jet blackness artistically relieved 
by slight piping or ornamentation of 
white or colors—can only be fully 
appreciated by the eye. 


NATURALLY—tt 1s abso- 
lutely necessary to use the 

finest black kid for perfect 

production of such styles. 





SURPASS LEATHER COMPANY 
coma ro ) NEW YORK 
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The Heel that Sprayed Rubber 
Put in a Class by Itself 


OT so many years ago, a shoe merchant could sell shoes with- 
out worrying about the brand of rubber heel they carried. 


But today there is a marked distinction between rubber heels. 


The remarkable invention of Sprayed Rubber has put “UV. S.” 
Spring-Step Heels in a class of decided distinction. 

Sprayed Rubber, invented, patented and owned by the United States Rubber 
Company, is the purest, toughest and most uniform rubber known. 

It is exactly right for cushioning. Exactly right for the long service and fine 
appearance your customers like to get from their heels. 

“U.S.” Spring-Step Heels can add a valuable selling point to any shoe. 

Not only that, but the excellent service they give makes the customer better 
satisfied with his shoes and the dealer from whom he buys them. 

Newspapers in every part of the country are now telling about Sprayed 
Rubber and how it makes “U.S.” Spring-Step a better heel to walk on. 

Specify “U.S.” Spring-Step Rubber Heels on your shoes. 


United States Rubber Company 


1790 Broadway New York 
Sole and Heel Stocks in our following branches: 

Boston Chicago New Orleans New York *Cincinnati 

St. Louis Pittsburgh Portland, Ore. Los Angeles San Francisco 


*Stock for shoe manufacturers only 


SPRING: STEP 


When writing to advertisers please mention Boor awe Snow Reconver 


Trade Mark 
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No. K 246 Price $4.15 , No. K 119 Price $4.15 


Patent Pert Step-in Pump, Side Gore, Patent Nada Step-in Pump, Front 
Blonde Stitched Vamp and Quarter, Gore and Ornament, Blonde Stitched, 
Flexible McKay, Military Wood Cov- Flexible McKay, 9/8 Wood Heel. 
ered Heel. Boston Last, AA to C. Caprice Last, AA to C. 


No. K249—Same only Full Baby 
Spike Heel. Price $4.30 


No. K 310 Price $4.30 


Black Satin Pert Step-in Pump, Side the recent, most successful 
Gore, Black Stitched Vamp and Quar- 


Gore, Black Stitched Vamp and Quar Boston Style Show. Both as 
er, Flexible McKay, Fu uis ike : 

Heel. Paris Last, AA to C. : é to style and service the 
Thomson -Crooker line is 
foremost in its grade. 


The Pert 


For a practical seller that 
has all the snap and pep of 
youth it is hard to beat The 
Pert model illustrated here. 


Buy Fewer Lines and Make 
More Money 





Zot NS 


Snappy Style-- 


Ouick Service 


“We like the style but can 
you ship them quickly from 
stock?” 

This was the question: asked 
by the majority of buyers at 


SAENZ NZ NZ 


¥. 


: 


WEVA 


—— 
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No. K 308 Price $4.30 


Patent Pert Step-in Pump, Side Gore, 
Blonde Stitched Vamp and Quarter, 
Flexible McKay, Full Louis Spike 
Heel. Paris Last, AA to C. 


Thomson-Crooker Shoe Co. 











18~26 Station Street 


“Boston CMass. 


Whee eicihig to duertiser: please 
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This is a motion study of the Armstrong Box rolled tightly and allowed to resume 
its former shape. 


Why the Armstrong Box Keeps Its Shape 


UST why does the Armstrong Box keep its 

shape and the shape of the toe it supports? 

In the first picture the Armstrong Box was 

rolled up tightly. Released, the toe springs back 

into its former shape with no sign of damage, 
its resilience unimpaired. 

It’s the cork, ground fine, of which the box 

is made that accounts for this elasticity. It’s the 

cork that is unaffected either by the moisture of 


Armstrong Cork Company. 


Shoe Products Division ‘ 


the foot or by moisture from without. It’s the 
cork that prevents the toe from becoming 
brittle. 

Because the Armstrong Box is resilient to 
begin with, and because it keeps that resilience, 
it will preserve the contour of the toe caps of 
the shoes you sell. Since more than a hundred 
leading shoe manufacturers are using the Arm- 
strong Box now it will not be at all difficult to 
get shoes so equipped. 


Lancaster, Pa. 


Armstrong 


Circle 


Cork Box Toe 
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W HAT do you say to this—the expression of craftsmen 
whose single purpose is the production of the beautiful 
in turn shoes? We look upon it as a classic in turn shoe design- 
ing and manufacture, emphasizing as it does in refinement of 
line and simplicity of detail, those newer features of fashion 
that strongly influence retail sales. Although shown in patent 
leather, this model is recommended as a seller, made up in 
any popular leather or fabric. 


Witherell &§ Dobbins Company 
Haverhill, Mass. 


Boston Office, 170 Lincoln Street 


The W & D Line of turn shoes is featured in 
the Chicago market by 
Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 


CS ae Pe idan 
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Wholesale Distributors Everywhere 

















SHOE MANUFACTURING CO. 


ALL SHOES IN STOCK 
SEND FOR 
CATALOG 


DISTRIBUTORS 
THE RALPH AINSWORTH 
COMPANY 

it, Mich. 
Exclusive Distributors 
it, Mich. 


sou F. MeiLVAINE CO. 
Exclusive 


District 
GREENE-ANTHONY & CO. 
Providence” Rhode Ielaad” 





CWVILIT LW AURKEE 
STITCH DOWN 


Quality Shoes from 
REASON IN 


There’s a reason for Milwaukee’s lead- 
ership in the manufacture of stitch- 
down footwear for children and that 
leadership— 


Is not the leadership of volume but a 
superiority of the finished product. 


The reason can only be in the ideals 
of the manufacturers whose names 
and trademarks have made the city of 
Milwaukee the link between the shoe 
merchant and a source of high grade 
children’s footwear. 


To build footwear that will sell at a. 


“price” is not a part of the effort of their 
business for they have held to the faith 
that a good product is more to be desired 
than a low price. 


Nowhere has more care been taken in 
the fashioning of the lasts upon which 
these children’s shoes are made, for 
Milwaukee manufacturers have taken 


ASSOCIATED MILWAUKEE 


MILWAUKEE. 
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fr DETTERTJ 
FOOTWEAR. 


a Quality Market 
ALL THINGS 


upon themselves a responsibility for 
the growing feet of the nation. 


There is a distinction of pattern and 
finish in Milwaukee stitchdowns and 
a quality of material and workmanship 
that can only be the result of painstak- 
ing effort to produce the best. 


Shoe merchants everywhere can buy 
Milwaukee made stitchdown shoes 
with a confidence in their fitting value, 
the high standard of both workman- 
ship and materials. 


And it is because of a faith in them- 
selves and a faith in each other that 
the firms represented on this page— 


Take this means of bringing to thinking 
men in the retail shoe industry of a 
nation—the story of their desire to build 
children’s footwear that will build your 
business. 


STITCHDOWN SHOE_MFGRS 


WISCONSIN 





“Better Stitchdowns” 


Wear 
Better 


Sell 
Better 





HELMHOLZ SHOE MFG. CO. 





) ., —..\ 





Stitchdowns of Distinction 
100°. Leather 











WOoOBST SHOE COMPANY 








STITCHDOWNS 
Made Better 


In Milwaukee 
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| Murphy, Gorman & Waterhouse 
Are Showing’’ 
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: HE Satisfaction of our snappy styles is remembered 
long after the last pair has disappeared—profitably 





—from your shelves. 








For our Women’s Modern Method Flexible McKays are 


| consistently good in style, fitting qualities, all-round 








value— and deliveries. 














We excel in the strictly popular-price range, and can 
| 
| | offer you a line that will put the “pep” into your business 


from Monday morning ’till Saturday night. 








| This Lynn-Made Line stands pre-eminent in its field. | 




















Symbol of Quality 








Murphy, Gorman & Waterhouse 


(Successors to James Phelan & Sons. Established 1862) 


Lynn - - - Mass. 
Boston Sales Office, 88 Beach Street 


(Street Floor, U. S. Hotel Bldg.) 
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UALITY is the one big reason why more 
~~ people walk on Goodyear Wingfoot Heels 
than on any other kind. The quality of their 
live, enduring rubber results in long, long wear 


and lasting springiness. The quality of their. 


design and workmanship results in a neat, trim, 
close-seating style. Goodyear Wingfoot quality 
is the highest you can get in any rubber heel. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels 
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hor Expressing The VOGUE of 


HE enthusiasm with which fore- 
most retailers and manufacturers 
of shoes have received the new fashion 


shoes of BLACK GLAZED 
KID indicates a widespread 
popularity for smart black 
kid shoes. 


At the recent Boston 
Shoe Style Show the vogue 
for BLACK GLAZED KID 


in the smartest styles was 





BLISS & PERRY CO. 


a topic of general conversation and 
the many notably beautiful designs 
there on display convinced all who 


saw them that a really new 
style note, the possibilities 
of which have been too 
long overlooked, has been 
sounded. 

The effectiveness of such 
styles, however, depends 
very largely upon the fine- 
ness of the leather used. 


Here RUBY KID affords two particularly important 


advantages— 


1 A deep bronze black that is the blackest black. 


2 A light finish which permits a surface of extraor- 
dinary and enduring brilliance gained by using 
a minimum of finish and thereby permitting a high 


polish on the grain of the skin. 


The most particular customers will find in shoes made of 
RUBY KID the same satisfaction this year as they did last year 
and the same satisfaction next year as they did this year. 


JOHN R. EVANS & COMPANY 


CAMDEN, N. J. 
(Branches In All Principal Shoe Centers) 





























BLACK GLAZED KID in smartest styles 
Select RUBY KID 








cArden 


One strap model of 
RUBY KID 
with trimmings of 

patent leather. 


HE two styles shown here- 

with by courtesy of Bliss & 
Perry Company, makers of 
women’s fine turn shoes at New- 
buryport, Mass., most effectively 
illustrate the charming effects 
which may be obtained from fine 
BLACK GLAZED KID in the 


hands of true shoe style creators. 


It is particularly pleasureable 
to us that a firm so highly re- 
puted for style originality and 
quality integrity should select 


RUBY KID for expressing the Phila 
vogue of BLACK GLAZED Gored model of 
KID —through its many shoe RUBY KID 
merchant customers to the public 


F : with instep band 
whom we together serve. of black suede. 


; tandardize on 
Evans Brands 
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My Best Bets for 
immediate buys 


The “BUNNY-HUG” 
Step-In 


Flexible a Kid Spee, French Corded 
ront Gore Buckle 

7000 — Patent, aa Block Heel . 

7001 —Patent, 15/8 F. B. Spike Heel. 

7002—Patent, 9/8 Covered Heel ’ 

7003—Black Satin, 13/8 Block Heel 

7004— Black Satin, 15/8 F. B. Spike Heel . 

7005 — Black Satin, 9/8 Covered Heel 

7006— Black Velvet, 13/8 Block Heel 

7007 —Black Velvet, 9/8 Covered Heel ........ 

7008 —Kaffor Kid, 1378 Block Heel 


$3.60 


Flexible McKay. French Corded, Side 
ed Buckle 


4957 — Black vie oa Block Heel...........B and C. 
4958—Black Satin, 14/8 Block Heel. .B and C. 


4959 —Patent, 14/8 Block Heel. 


.B and C. 
4963 —Chestnut Brown Velvet, 14/8 Block Heel. . B and C. 


$3.60 


AM in full accord with Mr. Arthur Anderson, 

Editor of the Recorder when he aptly re- 

marks: “With style running wild, distinction 
is a matter of good taste. 
I contend that “good taste” is born of experience, 
and the store which has gained the distinction of 
being style headquarters of its community went 
through many bitter experiences before learning 
how to select styles profitably. 
With a background of twenty-five years of ex- 
rience as a style selector, the styles offered by 
lerchants Shoe Company have all met the test of 
my “good taste. 


Yours truly, 


Auasy on tin 


| MERCHANTS SHOE CO. 


Shoes of Consistent Style and Quality 


57 LINCOLN ST. 


. BOSTON : 
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Shoe Display Stands 


In Period Style Designs, 
and in Various Handy 
Sizes 


A’plentiful supply of shoe stands 
is, in itself, ample equipment for 
producing shoe display windows of 
real sales creating effectiveness. 
These stands, in various heights and 
styles, increase the display capacity 


of any window without giving the ics'tion nani 


crowded appearance which belittles en en 


Feriod D:zsign 


the sales appeal of so many shoe 
displays. 

Every Hugh Lyons shoe stand 
in wood, no matter how small, 
represents a Period Style design, 
authentically reproduced. Such de- 
signing lends a charm to fixtures 
impossible to achieve by any other 
means. 


Send for Your Copy 
of Our Shoe Book 


It shows the full line of shoe 
stands, and the many other effec- 
tive fixtures which make the window 
dresser’s work easy and pleasant. Shoe Stand in 
A card will bring this book—mail Pi TA 


° P. 
it today. eriod Design 





Duncan 

Phyfe 

though born in Scot- 
land, created in Amer- 
ica, under American 
influences, the designs 
which bear his name. 
Hugh Lyons & Com- 
pany designers have 
adapted this popular 
Period Style to shoe 
display fixtures in a most effective way. The 
stand at the left is one sample of many Duncan 


Phyfe designed units shown in the Shoe Book. 






Makes Buyers out of Passers-by 


Hugh Lyons & Company 


Lansing Michigan 
SALE OFFICES: _ 
New York timore 
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The “Last-Minute” Man 


We must warn our friends against waiting until the last minute, 
to select their regular stock requirements. 


If you order your stocks early, you have the fullest selection, and 
are free from the risk of missing some desired numbers. You. know 
you are safeguarded against losing any business that rightfully 
belongs to you. 


Many times the dealers who have ordered extra early and put in 
an unusually ample stock have found that the spring and summer 
demand for Daniel Green Comfys far exceeded their expectations. 
The result has been additional orders and a profits that 
have been very gratifying. ; 





pens cor yaw 8 dor You know how thoroughly the demand for Daniel Green Comfys 
Seek, enki tae, ud has been spread over the year. Our greatly increased advertising in 
will find it a sure guide to in- color and our smart new styles in satins, brocades and special 
creased profits. fabrics are making the Comfy line move faster than ever. 


Now—while you think of it—let us have your requirements. 
Then, later, we can fill in as your needs dictate. 


Daniel Green 
Comfy Slippers 


DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE, NEW YORK 
Sales Offices 
h Street 189 West Madi Ss 
10 East 43rd Street dem ovens Chicago, Til treet 





New York City 
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In these days of keen competition it is necessary to do more: than 
merely meet the prices of competitive merchants. You must lead] in 
merchandise. You must lead in price. Davies shoes for Men repre- 
sent the best values you can give your customers. Concentrate on*one 
line of popular priced shoes—and make that line the Davies’ line. 
Lead with Davies! 


In line with the popular Summer demand for men’s 
light tan stylish oxfords, we present our number 7370 
illustrated above. A Tan Veal Bal Ozford. Balloon 
Last. 9-iron Oak Outer Sole. Grain Leather Innersole. 
Half Rubber Heel. A pattern that men like. A last 
that will fit feet. A real merchandising buy at $3.35 


DAVIES SHOE MANUFACTURING CO. 


Racine, Wis. 
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No. 8559—Two-strap pattera 
with cut-out and fancy corded 
stitched. design on vamp. 
Bound in Memphis Brown. In 
stock AA to C. Sizes up to 8. 
Flexible McKay sole. 15/8. 
Spanish Spike Heel. $6.00. 


No, 8561—In No. 51 Sand kid, 
center and instep strap _pat- 
tern, instep strap overlayin 
uarter. In stock to C. 
Sizes up to 8. 15/8 Spanish 
Spike Heel. Flexible> McKay 
Sole. $5.75. 





FIVE SHOES FOR 
LIVE SHOEMEN 


OHANSEN 


FOOTWEAR FASHIONS 


A quintet of fast-selling styles 
that will draw customers into 





your store like a magnet draws 





steel, for when style and price 
are so combined feminine nature 
can’t resist the force. 


JOHANSEN BROS. SHOE CO. - - ST. LOUIS 








No. 8384—A strip pump that 
really fits. Black satin. 17/8 


Spanish Covered Heel. Turned No. 8552—Black Patent Lea- No. 8555—One strap pattern 
sole. Widths AA to C. Sizes ther. One strap. Fancy corded with corded stitching on vamp 
up to 8. $5.25. stitching on vamp and quarter. and quarter. Flexible micKer 
Flexible McKay sole. 15/8 Sole. 11/8 covered box heel. 

Spanish Spike Heel. In stock In stock AA to C. Sizes up to 

AA to C. Sizes up to 8 $4.85. 8. $4.35—No. 8557—is exactly 

the same but in black patent lea- 

Also in black satin No. 8551— ther, $4.35. No. is identi- 

also LJ a in Color W, tan calf. 
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CROSSETT Style at its Very Best 


joss T \ 
2 iad 






; STOCK NO. 3030 
Light Tan Calf (Gallun’s No. 
55 Mandarin) Seamless Blucher 
Oxford Anglo-American Last 
Spring Weight. 


E ie i ae 


a 


REPEAL business is the easiest to get when 
you are equipped to get it. 


| In selling CROSSETT shoes you are equipped 
with the never changing quality which has spelled 
C-R-O-S-S-E-T-T for over forty years. 


You are also equipped with lasts and patterns 
that fit, and styles that appeal. 

















The Crossett salesman in your territory will 
receive with pleasure your invitation to call 
and submit our merchandising plan. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


| CRO fa 


QUALITY SHOE MAKERS FOR 40 YEARS 


ae a 
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The One Solution— 


Better Merchandising Methods 


chant has two _ powerful Must Give Better Service If stampeded into a disastrous price- 


‘Tes independent retail mer- The Independent Merchant long run, and if he does not get 


weapons in his battle with 
the house-to-house salesman—su- 
perior service and better knowl- 
edge of his community. If he uses 
these weapons effectively, the issue will not be in 
doubt. 

The American people are a luxury-loving people, 
Long years of unexampled prosperity, earning power 
greater than that of any other nation in history and 
a national habit of extravagance have made Americans 
demand quality and quantity of service from those 
who cater to their needs such as are unknown in any 
other country. The merchant can meet that demand 
for service and the house-to-house salesman cannot. 
The housewife may be cajoled by the glib tongue of 
the canvasser into making a one-time purchase— 


But shopping is far more to the American 
woman than a mere mechanical device to 
supply her needs. Shopping is one of her 
most important amusements, and that is as 
true in the small town as in the big city. 
The display, the luxurious surroundings 
and the social atmosphere of the modern 
store have a powerful appeal to the average 
American woman which no house-to-house 
salesman can ever hope to counteract. 


Much has been said and written about the deliberate 
campaign of slander which the canvassers engage in 
against the retail merchants. It is quite true that one 
of their favorite tactics is to instill in the mind of the 
housewife a belief that the merchant is a conscience- 
less profiteer, but the smoothest and most plausible 
lie never won any very lasting triumph. As a matter 
of fact, even in the matter of price, the retail mer- 
chant can hold his own. His ability and experience in 
buying in a sharply competitive market will tell in the 


cutting war he can afford to let 


He Is Going to Continue in jj, peddling competitor go as far 
Business 


as he likes in an underselling cam- 
paign. 

We do not mean by this that a merchant should per- 
mit the canvassers to go unchallenged in their efforts 
to undermine his good name. By all means he should 
fight back, but the best way of fighting back is the 
very simple one of telling the truth. Let him see that 
his customers learn his side of the case, and because 
he is right, and because the American public is essen- 
tially fair, he need not doubt that his slanderers will 
eventually reap the reward of their tactics and will be 
completely discredited. 

There is one important fact in this situation which 
merchants seem very slow or unwilling to accept. That 
is that house-to-house selling is an entirely legitimate 
form of business, and one which, as far as human 
judgment can go, is here to stay. It is perfectly true 
that unscrupulous and dishonest men are to be found 
among the bell-ringing fraternity, and it is also per- 
fectly true that the tactics and methods employed by 
many canvassers are crooked and dishonorable. But it 
would be folly not to recognize at the same time that 
a large number of thoroughly reputable concerns have 
adopted this method of distribution, and that they 
legally may do so. 


It Is a Legitimate Business 


If we once accept this premise, the futility of appeal- 
ing for laws to meet legitimate competition will be- 
come apparent. Hundreds of laws and ordinances 
designed to restrict or impede the house-to-house sales- 
man, have been passed in various cities and states, and 
in every instance, when a test case has reached the 
Supreme Court of the United States, the law has been 
thrown out as unconstitutional. 

(Continued on page 48) 
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Operating Expenses in Retail Shoe Stores 
in 1924 


‘A Compilation of Vital Statistics by the 
National Shoe Retailers’ Association 


(1) Although the inventories 


the conditions obtaining prepared by the Harvard Bureau of were practically stationary, those 
in the retail shoe business Business Research, but “as a matter at the end of 1924 being 1.73 per 
during the year 1924, as indicated of necessary economy, it became in- cent less than those at the begin- 
by schedules submitted, contain- cumbent upon the National Shoe ning, there was a decrease in the 
ing information regarding 215 Retailers’ Association to gather and rate of turnover from 1.9 per 
stores. Of this number, 28 were compile these statistics through its annum to 1.6 per annum. If it be 


\W 7 E have made analyses of Jn previous years this report has been 


from department stores and 66 own headquarters staff.”—Note. 


were incomplete, so that there 
were available for comparison 121 reports from stores 
operating as units. 

After charging management salaries, rent, deprecia- 
tion and all other necessary operating expenses, but 
before considering interest and federal income taxes, 
a typical shoe store had, for 1924, net sales of $53,- 
500.00 and a net operating profit of $1,942.00, repre- 
senting a return of 6.2 per cent on its investment. 

Comparative summaries of the operating accounts 
for 1923 and 1924 of the typical shoe store are pre- 
sented below: 

1924 1923 Increase 
bite. $53,500.00 $58,000.00 *$4,500.00 
sessceseeeeee OF9188.00 41,122.00 *3,934.00 


$16,312.00 $16,878.00 *$ 566.00 
14,370.00 14,326.00 44.00 


Net Sales 
Cost of Sales 





Gross Margin 
Total Expenses 


Net Operating Profit.$ 1,942.00 $ 2,552.00 *$ 610.00 





* Decrease. 


The following table of percentages more clearly 
reflects the comparative operations for the two years: 


1924 1923 
100.00% 100.00% 
69.51 70.90 


Increase 


Cost of Sales 


Gross Margin . 29.10 
Total Expenses q 24.70 


Net Operating Profit.. . 4.40 
* Decrease. 


If it be assumed that the 121 reports on which these 
summaries are based are comparable with the 499 
which were used in the previous year, it becomes 
evident that the year 1924 was slightly less profitable 
than the preceding year, due principally to a reduc- 
tion in net sales. 

The reduction in net sales of the typical shoe store 
of 1924, as compared with that of 1923, amounts to 
$4,500.00, and is equal to a reduction of 7.75 per cent 
of the sales for 1923. It seems evident from such infor- 
mation as is available that this decrease in sales is 
not attributable to a drop in the selling price of shoes, 
but rather to a smaller volume of business. This con- 
clusion is borne out by the following three considera- 
tions: 








assumed from the stationary in- 
ventories that both cost prices and 
quantities were stationary, then the decrease in turn- 
over indicates simply fewer sales. 


(2) According to a report of the United States De- 
partment of Commerce, dated February 6, 1925, the 
production of boots and shoes in the United States 
in 1924 was only 89.21 per cent of the production in 
1923; a drop of 10.79 per cent. Since it is reasonable 
to expect the production over a twelve months’ period 
to be largely governed by consumption, it follows that 
this decline in production would indicate a decline in 
retail sales. 


(3) In spite of smaller sales, the gross margin of 
the typical shoe store increased from 29.10 per cent 
of sales in 1923 to 30.49 per cent in 1924. The prac- 
tically stationary inventories mentioned above pre- 
clude the possibility that this increased gross margin 
was caused by a lower cost of shoes to the retailer, 
and the obvious conclusion is therefore that it is 
caused by a higher average sales price to the con- 
sumer. This higher price taken in conjunction with the 
decrease in total net sales merely corroborates the 
conclusion that fewer shoes were sold in 1924 than in 
1923. 


Decline Shown in Sales in 1924 


This tendency evinced among those firms on which 
this report is based, toward lower sales in 1924 than 
in 1923, semed general, although we were not afforded 
the opportunity to make direct comparisons with firms 
reporting in the previous year. The following table 
shows that a greater percentage of stores had lower 
sales than in the previous year: 


——Percentages—— 
1924 1923 Increase 
23.77 18.84 4.93 
22.95 23.05 *.10 
27.05 26.65 .40 
17.21 20.24 *3.03 

i 11.22 





100.00 


Thus it will be seen that, of all reporting firms, 5.23 
per cent more had sales of less than $100,000.00 in 
1924 than in 1923. 
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With the exception of the decrease in sales discussed 
above, there seems to be no important factors to which 
can be attributed the decrease of $610.00 in net profits 
realized by the typical shoe store in 1924, as compared 
with 1923. Reference to the table of percentages in 
the statement of net operating profit would indicate 
an increase of 2.16 per cent in the expenses, but it will 
be observed that this arises not out of increased ex- 
penses but out of decreased sales on which these per- 
centages are based. The actual increase in expenses 
for the typical store was only $44.00 over the 1923 
expenses, which is practically negligible, there being 
no apparent reason why a decline in sales should be 
followed by a corresponding decline in expenses. 


Rate of Stock Turn Decreased 


The only remaining factor, brought to light by our 
investigation, is the decrease in the rate of stock turn 
from 1.9 times per year to 1.6 times per year. Mathe- 
matically, in any given store, an increase in the rate 
of stock turn results in an increased percentage of net 
profits to net sales. The principal reason for this, how- 
ever, lies in the fact that in an established concern, 
the inventories and expenses remain fairly well fixed, 
so that any increase in sales represents an increase in 
rate of turnover, and a decrease in the ratio of expenses 
to sales. It is true that a higher rate of stock turn 
could be obtained by the elimination of the styles and 
sizes which sell more slowly, but the effect of such a 
course on the net profits is questionable. It is very 
possible that it might simply result in the loss of the 
sales of these eliminated styles and sizes, without any 
increase in the sales of the others, and it might further 
result in a loss of trade due to the lack of choice 
afforded by the restricted stock. The point to which 
an inventory can be beneficially reduced is a merchan- 
dising problem which must be solved in the light of 
local conditions, but it seems evident that the increase 
in stock turn to be desired is that which arises out 
of increased sales rather than decreased inventories. 


Average Price Received Closer to Original Sale 
Price in 1924. 


In the case of the typical shoe store for 1924 as 
compared with 1923, the situation, with regard to 
turnover, is indicated by the conclusion reached here- 
tofore that the average price received for shoes was 
higher in 1924 than in the previous year. This conclu- 
sion does not necessarily imply that the shoes carried 
a higher selling price, but more probably that there 
were fewer pairs sold at marked down sales for cost 
or less than cost, and that the average price received 
was closer to the original sale price than in the previ- 
ous year. This condition can only be obtained by 
judicious buying, and it seems evident that there was 
a diminution of the evils of over-stocking and unwise 
selection in 1924. This conclusion is also indicated by 
the absence of an increase in the inventory at the 
end of the year, which would have resulted from a 
decrease in sales if buying had been done carelessly. 
Success in this direction is the more striking in view 
of the fact that the volume of sales decreased and the 
disposition of an unfor+unate purchase at a profit was 
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more than ordinarily difficult. Nevertheless, in spite of 
what appears from every indication to be very wise 
and careful buying, the inventories at the end of the 
year are approximately the same as they were at the 
beginning, and the rate of turnover is considerably 
lower than in the previous year. Thus it seems evident 
that the question of turnover is principally one of 
sales, and that the solution of the shoe retailer’s prob- 
lem lies in more sales at a better average gross margin, 
and not necessarily in a reduction of his inventories 
or a rapid turn of his stock. 

Bearing in mind that an increase in the rate of stock 
turn arises principally out of an increase in sales, it 
is evident that there will be a relationship between 
rates of stock turn and net operating profit. However, 
on the basis of the conclusions heretofore presented, 
this relationship will not be as definite as that between 
gross margin and net operating profit. In order to 
present clearly this situation, we have prepared a 
graph (not reproduced here) which shows by a black 
line the effect on net operating profit of an increase 
in gross margin, and by a red line of an increase in 
the rate of turnover. It will be seen from this graph 
that only in the extreme cases does the turnover bear 
a definite relationship to the profits, and that in the 
more representative cases, there seems to be little if 
any relationship. On the other hand, the gross margin, 
with one exception, increases consistently as the net 
profits increase. The figures from which this graph is 
constructed are the medians of various groups, ar- 
ranged in the order of increase of stock turn and gross 
profits, respectively, and are presented below: 


Median Net 
Profit of Group 
in Percentage 
Designation of Group: of Sales 

Gross Margin less than 22.5% ............0.000+ 5.45 
Gross Margin 22.5% to 259% ......c.scecsceseeeseeeee 3.05 
Gross Margin 257% t0 27.59% ..........:ccccccesseeeees 1.99 
Gross Margin 27.5% to 30% ..........cccccscceseee 3.35 
Gross Margin 30% to 32.59% ...........----00 4.16 
Gross Margin 32.5% t0 35% ......ccccccsseeseeeees 5.25 
Gross Margin more than 35% 5.89 
Annual Stock turn ¥ than 1 a 4.18 
Annual Stock turn 1 to 1% .......... sib 3.98 
Annual Stock turn 1% to 1% . aa 3.05 


Annual Stock turn 1% to 1% . 2.11 
Annual Stock turn 1% to 2 ...... me 3.11 
Annual Stock turn 2 to 2% .......... 4.04 
Annual Stock turn 2% to 2% 2.43 
Annual Stock turn more than 2% 6.48 

These figures indicate that a rate of stock turn of 
more than once a year may be considered satisfactory, 
and if this rate is maintained, that further progress 
toward higher profits will come, not through a further 
increase in the rate but through a higher average 
gross margin on sales. 





Expenses Well Stabilized 


Expenses in the retail shoe trade seem to be fairly 
well stabilized, and there are no important variations 
in those for the typical store of 1924, as compared 
with previous years. For the convenience of the pro- 
prietor who wishes to compare his own expenses with 
the average, we submit below a table of percentages 

(Continued on. page 48) 
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Public ‘‘Wise’’ on Clearances 


HE retail shoe merchants of this country 
have just finished a better season than they 
have had in years. If the first six months are on 
the profit side it is pretty sure fire that the bal- 
ance of the year will hold its own and show a good 
year’s total. 
There has been a very significant thing about 


the very gratifying reports from retail shoe mer- | 


chants on June business. Merchants operating 
shoe stores in all parts of the country have been 
unanimous in their reports stating that buying 
has been excellent. A steadiness has characterized 
the public’s interest in shoes; and because it has 
not been confined to sections is interpreted as 
proof that the hesitancy noted in the early part of 
the year has disappeared. 

Sharp cuts in all merchandise prices charac- 
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terize the month of July. This year the cuts have 
been particularly deep. Now, notwithstanding the 
advisability of cleaning up one season’s footwear, 
why is it that many stores run the knife through 
everything? 

The department store has been the great factor 
in “forcing the customer to buy.” It has put up 
items so attractive that the customer has gone 
into her saving fund to take advantage of the 
mark down. If it continues it will make August 
one of the deadest months in the year in point of 
sales made at profitable prices. 

To follow the example of the department store 
without a study of the secret of such merchandis- 
ing, is to invite not only stagnation of business 
but failure. If you will notice that the department 
store can lose money on a number of articles, while 
making it up on others in their large and various 
stocks, you will realize why it is they can do busi- 
ness on so large an overhead. 

The shoe merchant who cuts his entire line in 
the belief that he is following good merchandising 
precedent, is not only foolish but insane. There 
are numbers in his stock that are good at face 
value nine months in the year. If he will spot his 
clearance goods‘and push heavily on his regular 
stock, he can get seventy-five per cent of the Au- 
gust customers to pay him a fair price for his bet- 
ter merchandise. Footwear is not a commodity 
sold by six or eight dollar a week girls, to a cus- 
tomer eager to spend her money for what she 
thinks is a self-evident bargain. Instead, footwear 
is a commodity necessitating careful and intelli- 
gent fitting. The service rendered is not measured 
by the price. 

The day is not far distant when merchants in 
all lines will have to face this problem of a “wise” 
public who hold off purchasing until clearance 
date, and then buy in such volume as to make 
them “broke” for months to come. You can’t fill 
the public up with shoes at cut prices and have 
the same volume of demand, too. 





Ours Is a Happy, Prosperous 
Country 


EW American institutions are above criticism ; 
but there is a vast distinction between use- 
ful, constructive, sensible criticism and the cap- 
tious, nagging, exaggerated, finicky and foolish 
sort which passes muster in too many quarters 
for “advanced thought.” It is not thought at all, 
but if such a thing is imaginable the negative of 
thought—the kind indulged in by the fellow of 
whom Tom Reed said: “He subtracts from the 
sum total of human intelligence every time he 
opens his mouth!” 
The United States, with all its deficiencies, is 
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still a fairly well civilized spot of earth; and its 
material comforts are envied abroad, even if they 
are not always appreciated here. Together with 
this, couple the truth that it will be better for 
business and an insurance of prosperity to culti- 
vate the sentiment of appreciation, and to min- 
imize the current depreciation of everything 
American. 


Foot Millinery Leads 


N analytical survey of business in several 
[women’s shoe departments and millinery de- 
partments in the month of June showed that more 
shoes than millinery were purchased. This is a 
significant report and carries much encourage- 
ment. 

This report knocks into a cocked hat the ancient 
remark “Women do not regard their foot millinery 
as seriously as head millinery.” Although this re- 
port emanates from New York, it’s a good bet 
that conditions are almost identical throughout 
the country. They result from the gradual style 
development in women’s shoes, which today place 
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shoes as important in every detail as millinery. 
Women, particularly those residing in large cities, 
buy shoes to match their costumes—the same way 
they buy hats. This is an ideal condition to stimu- 
late an increase per capita consumption and is 
sure to be reflected nationally in shoe stores. Foot 
millinery now leads head millinery. 





The Most for the Money 


HE day is not so far distant since pride of 
f prea te prompted a man to purchase a 
bright red two-ton buz wagon, trimmed with brass 
fittings and making a noise in keeping with the 
owner’s desire for public adulation. Today the 
highest price car is as silent in its appearance as 
in the purring of its engine. Hundreds of people 
could well afford cars at five times the price, but 
become addicted to the theory of thrift in trans- 
portation and have joined the great American 
public in getting the most for the money. The 
noisiest shoe isn’t always the best—some of the 
smartest new shoes for men have new lines in 
foxing and pattern that gives them class. 


“The Stuff of Which Heroes Are Made” 


OD in his infinite wisdom goes 

into the garden of human 

lives and plucks a flower in the full 

bloom of manhood—and we wonder. 

It isn’t always the withered weed 
and the aged who go. 

Somehow the heroic death of 
Lieutenant Charles K. Hickey, an 
Associate Editor of the BooT AND 
SHOE RECORDER, fills our hearts with 
this feeling. 

He left us a week ago to soar the 
skies in aviation service, for he loved 
the thrill of flying and had not 
missed a week-end since 1917 when 
he enlisted in the service of his toun- 
try. On Monday of this week, with 
Lieutenant Walter O. Perry of Marl- 
boro, Mass., the Curtiss biplane in 
which they were flying in machine- 
gun camera practice, near Mitchell 
Field, Long Island, took a nose dive 
from an altitude of one thousand 
feet, plunged into a field and burst 
into flames. Both were burned to 
death. 

Modest fellow that he was, he 
never told us of his accomplishments, 
and it was only after his death that 
we found out that his school record 
proved him not only an honor student and president of 
his class at the Brockton High School, but also one 
of the best half-backs Brockton High has ever known, 
captain of the football team, captain of the baseball 


CHARLES K. HICKEY 


First lieutenant, Officers’ Re- 
serve Corps, U. S. Army and 
Associate Editor of the Boot 
AND SHOE RECORDER, killed in 
an airplane accident, July 18. 


team, and a strong infielder on a 
semi-professional team. 

On graduating from school in 1917, 
barely old enough to enlist, he 
trained at Ithaca, N. Y., and was 
commissioned a lieutenant in avia- 
tion. His plane was on the dock when 
the Armistice was signed. 

In newspaper work on the Brock- 
ton Times and the Brockton Enter- 
prise he made his mark and his fel- 
low workers there say “possessing a 
personality that won him friends on 
all sides, he was one of the most 
likable chaps who ever stepped into 
a newspaper office.” 

For two years he has been an 
Associate Editor of the BooT AND 
SHOE RECORDER. He specialized in 
men’s shoe merchandising and was 
rated a close student of men’s styles. 
Every Saturday afternoon he re- 
ported at the East Boston Airport 
for practice flying and was consid- 
ered one of the most proficient re- 
serve officer pilots in the district. 

Lieutenant Perry and Lieutenant 
Hickey were buddies, both enlisting 
on the same day, both at that time 
only nineteen years of age. Both 
trained at Dallas, Texas. They were chums—may they 
go hand in hand through eternity. 

We have lost one of our RECORDER family. Lovable 
Charley—quiet, gentlemanly, big boy—we will miss him. 
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FIVE BIG HITS 


One! 


HOW TO DEPRECIATE A RETAIL SHOE STOCK 
A sound exposition of this fundamental of money-making 
shoe retailing; three methods explained— 
1. The Appraisal Method. 
2. The Arbitrary Percentage Method. 
8. The Age-of-Stock Percentage Method. 


Two!! 


OUT THEY GO!! 

An article of undoubtedly great value at this time—dealing 
with the first kick-out for styles and shoes showing signs of 
“business rheumatism”; prior to the incoming First Fashion 
Showings. Next week’s issue. 


Three!!! 
1875—J. M. ROBINSON—1925 
The fascinating story of one of the outstanding retail shoe 
merchants of the country—Joe Robinson, of Kansas City— 
who celebrates his “golden wedding” in the retail shoe busi- 
ness. What he has done and is doing and how he does it. 


Four!!!! 
SOME SELLING SUGGESTIONS 
We are all on the “Keeveeve” for new ideas. There are some 
selling stunts that, may be, will be adaptable to your store. 
Read this article and find out. Next week’s edition. 


Five!!!!! 
HOW’S BUSINESS? 

The monthly illustrated survey of general business condi- 
tions throughout the nation. Where it’s good, very good and 
bad, and why. In next week’s number. 

Also plenty of who’s who, what’s what and the sifted out 
runs of pertinent trade affairs and folks—all scientifically 
reaped from all over the land to help you in 
“Getting More Shoes Sold Right.” 
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EW ENGLAND put her best foot fore- 

N most last week at the Boston Shoe and 
Leather Show. It is fitting, therefore, 

that we show here the Boor anp SHoE REcorp- 
ER’s interpretation of footwear selections for fall 
—an interpretation in the making of which we 
were aided by representative merchants who put 
their O.K. on these major types as practical shoes 
for profitable selling. 





33 














34 


BOOT AND SHOE RECORDER 


July 18, 1925 















































Shoes for negligee, regular oxfords and gen- 
eral types are not pictured, for every merchant 
balances his stock with the numbers usually se- 
lected by his community for ordinary wear. They 
are important and profitable, but too standardized 

for emphasis here. 
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HE “footwear day” was the outstanding feature of 

the Boston Show—the runway shoes mirrored the 
committee mind on styles—this presentation of twelve 
types represents practical selections from exposition, 
hotels and sample rooms. 


First—Materials dominate styles for fall. A new 
finish of leather, embossed or colored, to put sparkle to 
those welts, McKays and turns that must combine com- 
fort with fit and fashion. The basic stock shoes, correct 
and corrective, on this page. 


Second—Patent and black kid have a top-hold on 
morning footwear—high finished leathers have a place 
in very practical footwear. 


Third—Straps have a paramount place for morning 
and business wear—particularly two and three strap 
effects. Some brown kid, Russia calf and brown ooze. 
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HE great cure-all for the shoe store is the devel- 
opment of the ‘shopping instinct of women—it 
eliminates door-bell ringing and all non-store appeals. 
Naturally there are types of shoes for shopping wear. 

First—The step-in; long may it continue, with or with- 
out its hidden gore front. The new suedes and colored 
kids make this range of styles joyful to store and 
customer. 

Second—High throats with ingenious new effects in 
bands of colored suede, or leather ornamented fronts— 
some buckles. 

Third—Newer ankle front effects through clever 
straps and center pieces. The cross-over strap may have a 
gore front panel or enamel buckle. 
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A flat heel pump with buckle at throat is a 
flapper novelty for fall—it may even have a 
grosgrain ribbon bow—doggy oxford types, 
Southern ties, and the smart numbers already in 

your store for this classification. 
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Freedom in selection comes in afternoon types 
of footwear, for what one lady will wear to a 
party is worn the day long by a smart dressing 
girl in school or at work, Stockings — mostly 
blond, French nude, flesh and gun metal—for the 

entire day. 


bizarre or blase. Go the 











LACK suede opens the fall season in high style and 
patent with trimmings comes close behind. We pic- 
ture practical afternoon types that might be thrown into 
satins, kids and calf, with equal salability. Good taste 
has made the afternoon a definite function—be it home, 
club, bridge party or matinee. 

First—Higher heels than in former seasons. 

Second—Turn type shoes from pumps to D’Orsays, 
with and without ornamentation. New use of thin strap 
over entire instep, 
stitched in different 
colored silk thread. 

Third—Patterns not 










limit in materials, 
fabrics, and kids. 
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HERE is no limit to evening footwear, but guard 
your selections so that you don’t overshoot your 
community. Many a merchant would be better off with 
a white brocade or satin and a disposition to dye the 
proper shades—than to stock a flock of fancy colors. 

First—Gold and silver—elaborated—for the plain 
effects have been conspicuous in cheaper shoes. 

Second—High slim heels, thin straps, woven sandals 
in expensive leathers, pastel colors and extravagant 
enamel work. 

Third — Return of 
the American last — 
not so many French 
toe effects, for the 
shapely front is back 
again. 










Newer has a season opened more auspiciously. 
If there is anything in style evolution, we are at 
the point where most merchants understand its 
workings. The first fall showing will prove the 
profit possibilities of practical footwear for fall. 
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High finished leathers in richer tans, 
mellowed from the summer yellow 
shades, lead in men’s fall shoes. This 4s 


the outstanding feature. Naturally 


heavier than 


Balloons for young bloods—wide 
brogues and enlarged Haig lasts 
—the 3%%-inch vamp — lots of 
snap and harness stitching—per- 
forations that are full round 
holes—even freak eyelets—for 


Semi-style business wear 
types — 42-inch vamp— 
brown and black kid and 
kangaroo—a fair amount 
of corrective types in this 
family. There is a re- 
newed natural demand for 
medium-weights for busi- 
néss men. 





the heavy collegiate. 


Bluchers have arrived a: 
smart styles for men—the 
French style lasts with 
4-inch vamp, too. Twin 
track  stitchings. Where 
style is in the oxford, 
service is in the boot and 
blucher patterned boots 

are appearing. 















summer-weights. This 
round toe 4-inch vamp for leadership 
with “settled men.” 
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Doggy shoes for winter semi- 
sport wear. In a spread of 
eight major shoes a square 
toe, fancy trimmed shoe in a 
heavy tan calf or black calf 
has a real place. Vamp 3% 
inches, heavy shank and heel. 





The newest last is a real future best 
bet—every indication in high style 
points to a narrower toe effect, with 
| a wide swing at the ball, some side 
extension and a vamp that hollows 
in its wood, between the throat and 
the toe cap. 


Clever patterns are possible in men’s 

shoes and necessary for extra pairage. 

Top grade shoes have started it. Try it 

out in the early fall season so that in 

case of “flivvering” you can clear out 
early. 





Pinking is the best trimming—a new 
fine tooth pinking is making its profit- 
able place in the smarter shoes for fall 
—in heavy bluchers particularly. More 
fancy effects for fall after a plain and 
light colored summer season. 
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ShOCS » for Occastons 


Me range of dress and fabric 
colors with appropriate footwear 
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The large circle 
The small circle APPROPRIATE FOOT- 
DRESS COLORS WEAR COLORS 
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Boot AND SHOE REcoRDER CoLtor GUIDE 


In a season based on selection of materials and their colors as the paramount 
factor of style, this guide serves as an accurate advisor to the trade. 
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Colors and Fabrics for Fall and Winter 


Quieter Tones Seen in Advance Styles — Black, Purples, Grays and Browns 
Much in Evidence 


By EUGENE PEIRCE 
Color and Fabric Stylist for the Boot anD SHor Recorper 


chromes, colors are sobering up, so to speak. 

Evidence of a change from advancing colors to 
retiring colors is presented in the reinstatement of 
black, especially for satin coats now in high favor for 
wear with light weight dresses, which have the present 
endorsement of fashion. 

Not infrequently black satin coats are lined with 
black silk instead of color and trimmed with black fur, 
thus eliminating every appearance of color. Such a 
combination is favored by extremists. 


\ S a natural reaction from a long period of poly- 


Black Trimmed with Gray 


Again black satin coats are trimmed with gray furs 
in variety shading from a pale gray down combina- 
tions of black and white, forming grays. The most 
expensive coats shown by cloth houses are of ermine 
and black satin which are priced for $750 retail and 
are to be shown during advance summer sales of fur 
garments for fall and winter wear. White flannel 
coats are for summer wear. 

The first step away from black is in the direction 
of color in which black is important. Purples are the 
chief example. Starting with “Black Prince,” a flower 
which is about 90 per cent black and 10 per cent pur- 
ple, the purple series advances through bluish and 
reddish purples to mauves. 


Soft Purples in Favor 


All soft purples are here, as follows: Amethyst, 
orchid, violet, mauve. In pigments, blue and red make 
purple. When blue dominates we have bluish purples 
in variety such as lavender blues of which pansy is an 
example. Bluish purples are for day wear principally. 
But for evening wear, when colors are supposed to 
be at their best and when 


liners in dressy coats and not infrequently are trimmed 
with gray furs in lighter shades than the body of the 
garment. 

Gray also appears in combination with black in 
furs, black predominating. Persian lamb is one ex- 
ample. This fur is used for both trimming and for full 
garments. This is an extreme example of the tendency 
towards quiet effects in dress effected by the exclusive. 


Greens Nominated by Paris 


Speaking from a standpoint of fashion, greens are 
highly regarded in French circles where attention is 
given to colors and this is expected to be duplicated in 
this country for the reason that gold is to come for- 
ward prominently and for the additional reason that 
green and gold is an artistic color combination. 

Dark bluish myrtle greens, deepened with black, are 
appropriate for street. Greens with a yellowish cast 
not too pronounced are for afternoon principally. But 
for evening, especially with the young set, intensive 
shades of yellow green of the willow variety are very 
high style. Peppermint and water green in high shades 
are for evening wear. 


The Renaissance of Blue 


Of interest also is the advent of rosewood which 
has made a name for itself in the nomenclature of 
colors. A medium shade for day wear in soft woolens 
and velvets will strike a note of refinement; pastels 
are for special occasions. Rosewood is also appro- 
priate for millinery purposes. 

A sobering influence in color is again evident in 
the renaissance of blue from men’s wear blue through 
the lighter shades of marine, Yale and National—now 
rechristened Hirondelle. 

The next step in blues is 





stronger colors are required, 
due to artificial light, red- 
dish purples have the call, 
especially in velvet wraps 
now high style for concert 
and for opera wear. 


Grays for the Smart Set 


With sensible colors rein- 
stated, grays from pearl to 
mouse, once thought to be 
for spring only, are in the 
limelight with the smart set 
who aim to be dressed in 
colors not in general favor. 
Mouse grays are the top- 








Shoe ornaments have such a definitely 
established place in the scheme of things 
styleful for fall and winter that the show- 
ing of these two modern examples is 
strictly in order. They are of celluloid or 
similar material. The one on the left is 
described as “golden pearl on amber”; that 
on the right as “mother of pearl on amber.” 


towards gray blues for semi- 
dressy wear, of which Copen- 
hagen is a familiar exam- 
ple. Saxe blue is another. 
Sky blues are highly re- 
garded for evening while 
blues with a greenish cast 
pivoting on turquoise, now 
classed as Madonna blue are 
the choice of all colorists, 
both here and in the French 
capital. 

Reds with a yellow cast, 
together with cardinals, gar- 
nets, burgundies and currant 

(Continued on page 48) 
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The Big Thing to Do Is to Get Things Done 


HERE is an old and homely 

adage to the effect that “if a 

hen can lay eggs it can lay 
them anywhere.” 

At this time I want to ask the 
retail shoe salespeople who read 
this department to think about 
that, for it is an epitome of one of 
the great phases of life— doing 
things. It has something to do with 
contentment and discontent, with 
ambition, with persistence, with 
imagination, with initiative and 
with your job. 

Frank Woolworth, the ten-cent 
store king was employed as a boy in 
a little country store up in Jefferson 
County, New York, where he came 
from. Thomas Lipton, the tea 
mogul, once drove a horse car in 
New Orleans. John Masefield, the 
distinguished English author, was 
once a bartender. 


The Romance of Business 


Within a radius of six or eight 
miles of my boyhood home in Madi- 




















End of Round I 


son County, New York, these men 
were born and lived the hard life 
of farmer’s boys: Philip D. Ar- 





Problem for July 
“Benefits I Have Received 
From Our Store Meetings.” 


For the best letter telling 
of benefits derived from at- 
tending meetings of the store 
staff or organization, the Boot 
AND SHOE RECORDER will give 
a prize of $10. A prize of $5 
will be given for the second 
best letter on this subject. 

Only active retail salespeo- 
ple on the floor are eligible 
for these prizes. Write out 
your ideas and experiences in 
attending the store meetings 
in your own language and 
send to the Editor of the Re- 
tail Shoe Salesman, care of 
this publication, 207 South 
Street, Boston, Mass., not 
later than August 5. 

Judgment will be rendered 
without regard to spelling, 
grammar or penmanship—the 
ideas presented will be the de- 
termining factor, although 
when everything else is equal, 
superiority in these items 
will, of course, weigh favor- 
ably in the balance. The win- 
ners will be announced in the 
August 15th issue. 














mour, the great meat packer; 
Russell Sage, the multi-millionaire 
Wall Streeter; Marvin Hughitt, 
president of the Northwestern Rail- 
road; William D. Hoard, Governor 
of Wisconsin; Lyman J. Gage, sec- 
retary of the treasury under Presi- 
dent McKinley. Potter Palmer, the 
Chicago merchant prince, was a 
railroad telegrapher at Oneida, 
nearby, at the same time the other 


boys were laying the foundations 
for their later eminence. 

Our history is crowded with just 
such romances in all fields. The 
spirit of freedom and of oppor- 
tunity so characteristic of America 
assures everyone that neither time 
nor place matters much. But what 
does matter so tremendously is the 
refusal to be inferior or mediocre 
and the determination to succeed, 
and to prepare for duties. Abraham 
Lincoln said something like this: 
“T’ll get ready, and maybe sometime 
my chance will come.” As late as 
November, 1858, he did not believe 
that his chance ever would come; 
this was after his defeat for the 
senatorship. But his chance did 
come, and soon, and the world 
knows how ready he was for his 
opportunity. 

Running through the fabric of 
every successful man’s life is this 
golden thread—he did well enthusi- 
astically and faithfully, each task 
he undertook, however unimportant 
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Another shoe problem 


or undistinguished. That was the 
basis of the preparation for higher 
responsibilities. 
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July Intelligence Test 

1. What is Darwin’s theory of 
evolution? : 

2. Who wrote “Twice Told Tales,” 
“Robinson Crusoe,” “The Court- 
ship of Myles Standish”? 

3. When was Chester A. Arthur 
president of the United States? 

4. What is a bill of lading? 

5. Where is radium found? What 
is it? 

6. Who said, “We have met the 

enemy and they are ours”? 
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Get customers into a happy frame 
of mind 


7. Where is the Mammoth Cave? 
The Grand Canyon? 

8. What is a contrast? 

9. How do fishes manage to live in 
water while man cannot do so? 

10. What city was the capital of 
the Confederacy ? 

11. What President of the United 
States once worked in the 
leather business? 

12. Who is William M. Butler, W. 
M. Jardine, Walter Maranville? 

13. When was the war between the 
United States and Mexico? 

14. Where is the center of glove 
: manufacture in the United 
: States? 

15. What city is called the “Salt 
City”? 

See if you can answer these ques- 
tions. Write down your answers 
and compare with the answers 
which will be printed in this de- 
partment of the RECORDER in the 
issue of August 15. Any that you 
cannot answer look up in books of 
reference or ask somebody who 
knows. 








Answers to June Intelligence 
Test 


Here are the answers to the test 
printed last month. 

1. Inventor of the sewing ma- 
chine. 














June Prize Winners 


Herbert L. King, with the 
Broadway Shoe Store, New- 
port News, Va., is the winner 
of the first prize of $10.00 in 
the June Problem Contest on 
the subject “What Can I Do 
to Qualify for Promotion to 
Assistant Managership.” 

Rufus P. Bentholl, of the 
Palace Shoe Store, Hampton, 
Va., wins the second prize of 
$5.00 in this contest. : 

Other retail shoe salesmen 
who submitted the most meri- 
torious article on this subject 
and, therefore, are awarded 
honorable mention are, F. E. 
Day, with Manning & Arm- 
strong’s Walk-Over Shoe Store, 
Reading, Pa.; Victor J. Marks, 
Danville, Pa., and H. R. Pars, 
with W. D. May, Newton, 
Kansas. 

Mr. King’s winning article 
follows: 


“First of all I can put my 
whole heart and soul into the 
business, and learn to treat 
every pair of shoes, hose, etc., 
as if they were my own prop- 
erty. I can learn to greet all 
customers as though they were 
my personal, but not intimate, 
friends. I can study the 
methods of my manager to 
learn how he handles all mat- 
ters concerning the business, 
and I can learn other methods 
by studying the workings of 
other successful managers as 
explained in articles to be 
found in the trade papers. I 
can study store arrangement, 
window trimming, and adver- 
tising, and can make myself 
thoroughly familiar with 
every shoe on the shelves, with 
special attention to small lots 
and slow-moving numbers. I 
can study the style trend 


‘throughout the country, and 


give special study to the de- 
mands of my immediate vi- 
cinity. 

“I can try never to let a 
customer leave the store feel- 
ing that he or she has not had 
fair and courteous treatment. 
I can gladly and willingly help 
all new salesmen in every way 
possible. I can try to keep my- 
self in good physical condition, 
make punctuality my by-word; 
and welcome all opportunities 

(Continued on page 44) 
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10. 


. Commander of the French army 


. The members of the United 


. To study and survey national, 


. A document issued by the United 


. If the bill is paid within ten 


. To act as a check or balance 


. Rapid rise means unsettled 
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The fibres are not interlaced 
strongly enough to withstand 
the tension, wear and tear of 
such shoes. 







in the American Revolution. 






States Supreme Court are Wil- 
liam H. Taft, Chief Justice; 
Oliver Wendell Holmes, Louis 
D. Brandeis, Willis Van Deven- 
ter, James C. McReynolds, 
George Sutherland, Pierée But- 
ler, Edward T. Sanford and 
Harlan F. Stone. 












industrial and commercial prob- 
lems, and to promote the busi- 
ness interests of the country. 






States Patent Office testifying 
to the rights of a discoverer, 
author, originator or deviser of 
a mechanical article, material 
or process. 







days the debtor may deduct two 
per cent as discount. 






on each other. 






weather; gradual rise, settled 
weather; rapid fall, stormy 
weather; steady barometer, con- 
tinuance of fair weather. 

“Let the buyer beware.” In 
other words the purchaser must 
look out for his own interests. 





































11. 


12. 
13. 


14. 


15. 








Rush hour in a busy store 






Dr. William T. G. Morton of 
Boston. 

Henry Clay. 

From the mythological goddess 
Juno. The agate. 

Manager of the National Shoe 
Retailers’ Association. 

Any stated twelve months’ busi- 
ness period, so used by a firm 
or corporation as its commercial 
year; may or may not coincide 
with the calendar year. 
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The Retail Shoe Salesmen’s F orum 


Ideas, Opinions, and Experiences of Salespeople on Problems 
of Their Profession 


“A shoe is correctly fitted when 
the ball of the foot comes directly 
at the bend of the shoe, causing the 
shank of the shoe to fit perfectly 
into the arch of the foot; the vamp 
to be either long or short enough 
to allow about one inch of room in 
front of the great toe; the tread to 
be wide enough to allow the foot to 
settle in properly without extending 
over the sole when stood in and 
not too wide to leave space on the 
side of the foot. What I am getting 
at is—a shoe with a broad sole and 
small upper and also that the heel 
must fit properly and snugly to 
allow no rubbing when the cus- 
tomer has a narrow heel, and large 
enough when a customer has a 
fleshy heel.”"—H. A. Schlesinger, 
with S. Jacobs, Patchogue, L. I., 
N. Y. 


“First of all the retail shoe 
salesman should be interested in 
the store or firm with whom he is 
employed. He should feel as if he 
were part of the firm and that their 
aim is to give service and satisfac- 
tion and build an established trade 
with merchandise of reliability and 
reputation. So in order to apply his 
best efforts and knowledge of fit- 
ting shoes there must be co-opera- 
tion between salesman and em- 
ployer.”—Walter R. Bartig, with 
Home Trade Shoe Store, Minne- 
apolis, Minn. 


“The following is my way of 
handling a customer who brings 
along a friend: 

“First, I will study my customer 
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Tell your customers about the 
various sources of leather 


and then his friend, and see if the 
purchaser has a pair of our shoes 
on or not. If his friend takes much 


of an interest in his purchase I 
will be courteous to him and start 
some sort of ‘conversation with 
him so as to take his mind off shoes 











Regrettable incident of the late 
war. The supply sergeant forgot 
to specify “‘horse shoes”’ 


and at the same time will look after 
my customer and please him. 

“When I have my customer fitted 
up right, and see that he likes the 
shoes, I then turn to his friend 
and ask him how he would like to 
be fitted in a pair like this, seeing 
that they fit and look so nice on his 
friend. In this manner I believe you 
can suit both the customer and his 
friend very much more satisfactory 
—and sell an extra pair.”—Abe 
Feain, with Adler Shoe Co., Store 
14, 148 East 14th Street, New York 
City. 


“It happens frequently that cus- 
tomers bring their friends in our 
store for advice. I have found if 
you let the friend talk and agree 





June Prize Winners 
(Continued from page 43) 
to do extra work that will be 
beneficial to my firm. I can 
learn to know shoes and 
leathers, and can make my- 
self familiar with the lines 
carried by the best factories 
in regard to prices, styles, etc. 

“I can realize that in order 
to qualify myself for any po- 
sition of responsibility I must 
first prove that I know my 
business, and that I am ever 
anxious and willing to work 
hard and learn more.” 
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with her ideas as far as possible, 
in fact in every way, and show her 
the things she likes, and also show 
the shoes the customer should have, 
you may make her feel that you are 
following her advice. If her advice 
is not wholesome and you cannot 
follow it, tell her why. It often hap- 
pens that if you use tact and agree 
with her friend who is not a pur- 
chaser at the present time. She may 
be a purchaser of the future.”— 
Miss Anna Wick with John Wana- 
maker, Philadelphia. 


“I believe the commission basis 
to be the best, the most beneficial 
and fairest to both the employer 
and the employee. It is the added 
incentive. 

“First, there is an incentive be- 
hind everything accomplished, and, 
there are added incentives. A 
straight salary is an incentive, but 
if it was possible to make more 
than just the salary, there would 
be an added incentive. Loyalty to 
one’s employer, loyalty to oneself, 
to do things well, are things that 
tend to make the salesman earn the 
salary paid, but, if these incentives 
are lacking, the efforts are purely 
mechanical, and should be re- 
warded likewise. 

“A salesman is either an asset or 
a liability to his firm; if an asset, 
then he should be paid according 
to his worth, no more, no less. If a 
liability, the same applies, and the 
surest and most accurate way to 
reward the results of his efforts 
is by the commission basis. He is 
paid only in proportion to what he 
is worth to his firm. It is natural 
with most people to want to earn 
more and he would try harder to 
sell every customer with that 
thought uppermost in his mind. 














Specially constructed slippers for 
erring sons 
“When the customer came in he 


would find salesmen that greeted 
him with a smile and eager and 
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ready to give him service. Not only 
would the salesman sell him what 
he called for but other articles, in 
his line, would be suggested, and 
there would be more sales made 
selling by suggesting and creating 
the demand. The more he sells, the 
more he makes. Thus the added in- 
centive. Salesmanship is promoted. 
“Sales contests with cash awards, 
old or out of style shoes with 25 or 











Whet the intellect occasionally 
with a little argument 


50 cents bonus attached, are added 
incentives and are evidently suc- 
cessful. Commission basis puts a 
bonus on everything sold.”—C. P. 
Crull, Crull’s Shoe Store, Green- 
wood, Miss. 


Where Are You Going? 


Travel is education. Travel 
broadens, widens and deepens one’s 
point of view. Travel increases 
one’s brain power and self confi- 
dence. 

Since it is worth while to go 
somewhere occasionally, and since 
we cannot do so without cost, a trip 
must be planned in advance and 
money put aside for the purpose. 

Retail shoe salesmen who have 
never been to any of the great shoe- 
making centers certainly ought to 
plan such a trip—to visit shoe fac- 
tories, tanneries, last factories, 
pattern works and other highly in- 
teresting and instructive places 
connected with the shoe industry. 

Here we have a legal definition 
of good-will, set forth by no less 
an authority than the United States 
Supreme Court in a recent case: 
“Good-will is the disposition of the 
pleased customer to return to the 
place where he has been well 
treated.” 


Check ’Em Off 


Just for the interest of the thing, 
check off any of the following 
words that you feel apply to your- 
self: well, fairly well, unwell, satis- 
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fied, unsatisfied, dissatisfied, am- 
bitious, contented, discontented, 
lazy, industrious, honest, evasive, 
straightforward, courteous, impa- 
tient, patient, good natured, irasci- 
ble, jealous, kindly, friendly, surly, 
disappointed, timid, confident ear- 
nest, sincere, cowardly, stingy, gen- 
erous, saving, impecunious, ex- 
travagant, careful, fearful, weary, 
peppy, neat, sloppy, careless, or- 
derly punctual, morose, melancholy, 
cheerful, co-operative, lonesome, 
sensitive, hard-boiled, helpful, self- 
ish, hopeful, guillible, tractable, 
hot-headed, pleasant, progressive, 
progressing, growing. 

“No one, I say, is conquered 

till he yields; 
And yield he need not while, 
like mist from glass, 
God wipes the stain from 
life’s old battlefields, 
From every morning that he 
brings to pass.” 

Have you read any or all of these 
proved-fine books: “The Three 
Musketeers,” by Alexander Dumas; 
“Idylis of the King,” by Tennyson; 
“The House of Seven Gables,” by 
Hawthorne; “David Copperfield,” 
by Dickens; “The Heart of the 
West,” by D. Henry; “Huckleberry 
Finn,” by Mark Twain; “Life of 
Abraham Lincoln,” by Ida M. Tar- 
bell; “Mental Efficiency,” by Arnold 
Bennett; “In Our Town,” by Wil- 
liam Allen White. 


Knowledge of Colors 
Here is a color scheme or sched- 
ule for the benefit of retail shoe 
salesmen in their work. It shows 




















This firm did a big business with 
commuters 


the range of dress and fabric colors 
accompanied by appropriate colors 
in footwear. In other words, it 
shows you the correct harmonies or 
true contrasting colors and affords 
the salesperson a sound guide to 
follow in their important matter of 
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judgment, for not all customers 
are proficient in this respect. 


Dress CoLoRS FOOTWEAR COLORS 


Black—Black, gray, beaver, for day 
wear; gold, silver, gray, cham- 
pagne, for night wear. 

Gray—Black, gray, for day; gold, 
silver, ivory, pinks, violet, blues, 
for night. 

















Dancing pumps worn by Gas- 
coigne shepherds 
Brown—Beaver, bronze, self tones, 
for day; gold, bronze, cham- 

pagne, for night. 

Blue—Black, beaver, for day; sil- 
ver, gold, maize, self tones, for 
night. 

Purple—Black, beaver, gray, self 
tones, for day; gold, silver, black, 
self tones, for night. 

Pink—Silver, gold, black, white, 
self tones, for night. 

Red—Black, gray, champagne, for 
day; gold, silver, self tones, for 
night. 

Yellow—White, self tones, for day; 
black, silver, pale gray, for night. 

Apricot—Gold, silver, white, self 
tones, for night. 

Purple Blue—Black, gray, beaver, 
for day; black, gold, silver, self 
tones, for night. 

Turquoise — Black, 
gray, self tones. 

Violet—Gold, silver, self tones. 

Chartreuse—Black, self tones. 

Orchid—Black, gold, silver, 
tones. 

Rosewood—Black, self tones, for 
day; gold, black, self tones, for 
night. 


silver, gold, 


self 


Add to your earning power your 
usefulness to the business and your 
proof of ability to help the store’s 
business to grow and be more ef- 
ficiently operated by making any 
and all suggestions that you feel 
will tend to do these things. A per- 
son who makes ten suggestions and 
one or two of these are adopted, 
does much better than he who 
makes two or three and none are 
acceptable. Keep trying.—EDITorR. 








46 BOOT AND SHOE RECORDER 


My “Ten Commandments” of Window Trimming 


Five of "Em “Don’t Crowd Your Windows’’; and the Other Five 
Are “Guard Against Too Straight Lines” 


By H. F. KAEHN 


Window Display Man for the 
Stendal Shoe Stores, Minneapolis 


HE first time 
my schoolteacher 
drew a picture of a 
cow on the black- 
board, there was 
born in my heart a 
desire to be an art- 
ist. As I grew older, 
the desire persisted, 
but sundry attempts 
to paint were such 
failures that I knew 
my talents must lie 
in other directions. 
Having failed so 
dismally in creating 
works of art in 
paint, I looked for 
other paths to follow. 
Entering the shoe 
business when I was 
only eighteen years 
old, I felt that all 
my old longing for art must be quenched. One day, to 
my great delight, I was asked to trim a window. That 
was to me like being nominated to run for President 
of the United States. That day I learned that one 
could paint a picture with shoes. 


Get the Picture—Then Trim Your Window 


From that time to this, I get the same thrill out of 
a window nicely trimmed that I imagine an artist does 
from a picture well painted. That’s why I trim 
windows. 

How I trim a window is less easily explained. Gen- 
erally, before I start, I have a picture in my mind of 
how it ought to look when it is finished, and have 
found that if my window is true to the image my 
mind has previously created, it will be a successful one. 

The normal mind loves beauty and order, so as I 
paint my picture with shoes I try to make it appeal- 
ing to the eye. Beauty is always orderly, so, after all, 
balance is a part of beauty. 


How to Co-ordinate Window Units 


A perfect window is made up of many small pic- 
tures with each article perfect in itself, or as nearly so 
as possible. If this is rightly done, the finished window 
is as near perfection as each nicely arranged article 
in it. This is all from an artistic point of view, but 
the successful decorator must not forget that the rea- 


. 





A typical window trimmed by the author of this article. 


son for a display is 
to sell the goods. 

The front 
eighteen inches 
of the window 
are equal in ad- 
vertising value 
to all the rest, 
so it is the first 
foot and a half 
that must in- 
trigue the pos- 
sible buyers as 
they pass by. 
After the win- 
dow has stopped 
them they will, 
as a rule, look 
the display over 
carefully. So I 
believe that it 
is the front part 
. of the window 

that must be most carefully trimmed. 

This is the place for your most popular articles. 
In the rear of the windows I always try to have ar- 
ticles equal in interest to the ones in the front row. 
That which is slow and must be pushed, should al- 
ways be in the midst of the more popular ones. 

There are ten commandments which every decorator 
must observe. 

Five of these are “Do not crowd your windows.” The 
other five are “Guard against too straight lines,” 
remembering that nature always creates beauty in 
curves. 

A flashy, gaudy window, will make good merchan- 
dise look cheap, while attention to harmony of colors, 
will add beauty to any article. 

No man can be well dressed, no matter how fine his 
clothes, if his linen is soiled, and no window is well 
decorated if it is not spotless. A well decorated win- 
dow is a four wheel brake to a passing shopper. 





H. S. Roberts, Director 


In the issue of June 20, an article reporting the 
convention of the Southeastern Shoe Retailers’ Asso- 
ciation stated W. B. Roberts of Griffin, Ga., had been 
elected a director from Georgia. It was an error as 
Mr. Roberts’ initials are H. S. and is associated with 
the shoe department of Smith-Roberts Co., Griffin, Ga. 


July 18, 1925 
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The “Rose Standish” just before she left with her cargo of shoe and leather men for the big outing of Style 


Show Week in Boston. 


Many Enjoyable Trade Outings Held During 
Show Week in Boston 


tation for true hospitality, on Thursday, July 9, 

found its finest expression of all the years in the 
marine outing which was the culminating social event 
of the annual Shoe and Leather Exposition and Style 
Show. 

From many ideas and suggestions for the co-opera- 
tive official entertainment of visiting buyers, the 
management of the exposition hit upon a plan as 
brilliant as it was unique and as splendidly executed as 
it was carefully and wisely devised—a five-hour excur- 
sion around Boston Harbor and along the famous 
North Shore to Gloucester and return. 


[x New England shoe industry’s deserved repu- 


Boston to Gloucester and Back 


For this purpose the Rose Standish was chartered 
and promptly at four o’clock she left her berth at 
Rowe’s Wharf—fiags flying, harbor craft saluting and 
the excellent band engaged for the trip playing. 

A sail around Boston Harbor was first in order— 
past the docks and wharves, under the shadow of 
Bunker Hill, by “Old Ironsides,” the most famous ship 
in America, now in honored retirement, past the 
Charlestown Navy Yard and the berths of the great 
ocean liners. The city sent two of its fire boats to 


mid-channel and an exhibition of their interesting 
operations was given. 


Several Hundred Guests 


Passing the various islands in the harbor, the ship 
then turned northeastward and plowed her way along 
one of the most celebrated stretches of coast in the 
continent—the famous North Shore, past Lynn, 
Swampscott and the summer White House, Marble- 
head and its fleet of sailing and motor craft, thence 
to old Gloucester. 

Meanwhile on board between three and four hundred 
guests cast cares’ away and entered into the fullest 
enjoyment of the rare occasion of pleasant companion- 
ship, of delightful scenery, of inspiriting sea breezes. 
An enjoyable feature was the chorus of “Meister- 
singers,” with whom everyone joined in. 


Elaborate Dinner in a Box 
After the homeward turn was made at Gloucester, 
the dinner gong, sounded—and such eats! Listen to 
this for a buffet or box luncheon—clam chowder, 
chicken, lobster, potatoes, sandwiches, ices, coffee! 
There was but one comment—perfect. 
(Continued on page 49) 
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Operating Expenses in Retail Shoe 
Stores in 1924 
(Continued from page 29) 
of the various expenses, based on net sales, for the 
years 1923 and 1924: 


Total Salaries and Wee 
Boxes and Wr heuihdtas 
rappings 


— Reniics and Postage .. 
} oe Light a and Power on — = 


, | ee 
Insurance . 
Repairs of Shoe Equipment . PN ae 
Depreciation of Store Equipment . ' 
Miscellaneous Ex 
Losses from Bad 


Total Expenses 


Although we believe these percentages are fairly 
indicative of the ratio of the items to sales, it should 
be stated that they are not based on entirely satisfac- 
tory information. A great many stores did not report 
any depreciation, and it was necessary to base this 
item on the few which did report it. Also in many 
cases the classification of expenses submitted differed 
from the prescribed form, with the result that an 
accurate comparison was not possible. The greatest 
error in the above percentages arising from this 
source lies probably in an overstatement of Miscel- 
laneous Expense, and an understatement of some of 
the smaller items such as Boxes and Wrappings, De- 
livery, Office Supplies and Postage, etc., since most of 
the variations from the prescribed form consisted of 
the inclusion of these items in Miscellaneous Expenses. 
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Volume of Business Most Economically Administered 
Is Between Sales of $30,000 and $50,000 


It is interesting to note that when the firms are 
grouped according to net sales, the medium expenses 
of the group having sales from $30,000.00 to $50,000.00 
bear a lower ratio to net sales than that of any other 
group, and that this same condition obtained in 1923. 
It is therefore evident that the volume of business 
which can be most economically administered lies be- 
tween sales of $30,000.00 and $50,000.00, but it must 
not be assumed that higher profits cannot be made out 
of a greater volume of sales. The percentages of ex- 
penses to sales for various groups according to volume 
of sales for the two years are presented below: 

1923 
Firms having net sales: % 


Less than $30,000. 


.00 27.8 
From $ 30,000.00 to $ 50,000.00 


25.5 
26.7 
27.5 


More than $250,000.00 32.0 

In regard to the method used, we believe that it 
presents an opportunity to the retail shoe dealers of 
this country to furnish information which, when 
properly compiled, will be of immense value to them in 
determining merchandising policies. We suggest, how- 
ever, that all interest charges be omitted from the 
operating statement, and that comparison be made, as 
is done in this report, on the basis of operating profit 
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or loss before considering interest. This method has 
the advantage of allowing a comparison of the per- 
centage on the investment yielded by net income with 
the various local interest rates, and also reduces all 
the statements to a comparable basis without intro- 
ducing the element of an estimate of interest on 
invested capital. 





Better Merchandising Methods 


(Continued from page 27) 

The merchants of South Dakota are agitating for 
another piece of special legislation directed against 
the canvasser. The sponsors of tihs law believe they 
have avoided the difficulty which made the Portland 
ordinance invalid. No doubt their lawyers have agreed 
on this point, but it should be remembered that the 
framers of the Portland law and a score of similar 
statutes also had the best legal advice available in 
drawing up their measures. After all, the passing of 
a law and the subsequent defending it through the 
courts is highly profitable business for a lawyer. 

But after all, whether the South Dakota law stands 
the test of the courts.or not, we venture the opinion 
that it will never be of much effect in checking the 
competition of house-to-house selling. This form of 
competition is, as we have pointed out, perfectly legal 
and can, therefore, be met only in the same way as any 
other form of competition can be coped with—by 
better ~ sae sett on the part of the retail 
merchant. 





Colors and Fabrics for Fall and Winter 


(Continued from page 41) 
reds are topliners for general wear to which may be 
added rose, shrimp and softer pinks for evening. 

The browns begin with gold in the novelty series 
and are graded downward in perfect sequence into 
golden brown which is appropriate for silks and in a 
smaller way for cashmere fabrics. 


Browns to Be Soft and Tasteful 


The strong position of brown, however, is seen in 
the indicated adoption by colorists of eight series, 
drawn from the soft browns of nuts, birds and ani- 
mals. Familiar examples are fawn, beaver, chestnut, 
seal, brown dove, wren, plover. That is to say, such 
browns show no visible admixture of red or yellows. 
For good measure, however, brown with a faint cast 
of red are included in colored ranges adopted by 
specialty silk houses. 

About the only “high kicker” in colors is Chartreuse, 
a high strong shade of greenish yellow which may be 
used for relief purposes and more especially for 
evening, although in a general way pastels have the 
call. 

Laces Prominent for Formal Dress 


As for fabrics, laces shot with glancing metal 
threads of gold or silver are to be the aristocrats for 
occasions such as balls and the opera. Fashion has 
instinctively turned to laces as a pleasing change from 
the long vogue of velvet brocades applied to chiffon 
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grounds which, however, have the endorsement of 
New York, Paris and foreign capitols. 

Velvets, the favorite raiment for kings and queens, 
are again in favor. What are known as “Ring Velvets” 
are so light and soft in weight that they may be 
drawn through an ordinary ring, provided a forty-inch 
width is taken for the test. The adoption of “Ring 
Velvets” clearly foreshadows the rising into promi- 
nence of light weight soft floating materials of which 
mousselines, chiffons, georgettes and allied sheer 
weaves are familiar examples. 


Fabrics Light and Soft 

Satin crepes are to be winners since they are re- 
versible which makes it possible to make them up 
either side out or to use one side for the trimming of 
the reverse. Jacquard figures applied to satins are 
highly regarded. 

Light weight cashmeres with a velvet finish are also 
endorsed by dressmakers catering to the exclusive. 
Summed up in a phrase, dresses and costumes for 
women of fashion must be as light and soft as the 
down on a bird. 





Many Enjoyable Trade Outings Held 
During Show Week in Boston 


(Continued from page 47) 


Men’s Hospitality Committee 


The full list of the men’s hospitality committee was 
as follows: T. A. Delany, chairman; Charles T. Cahill, 
H. B. Dillenbeck, Charles C. Hoyt, Thomas F. Ander- 
son, Chester I. Campbell, Albert F. Bancroft, Herman 
E. Lewis, Buford H. Jones, Wm. H. Bresnahan, George 
F. Langdon, Jr., Thomas F. Atkinson, Frank S. Far- 
num, Burt W. Rankin, Joseph C. Kimball, Charles 
Ault, H. M. Read, W. R. Shrigley, W. A. Hodges, F. I. 
Sears, F. W. Small, E. T. Rickard, Frank R. Maxwell, 
James A. Munroe, Paul O. McBride, Edric R. Taylor, 
George W. Langdon, Edward O’Connor, Waldo M. 
Oakman, Frank Quigley, Everett Bradley, Everit Ter- 
hune, Arthur D. Anderson, R. D. Northrop, James H. 
Stone, Harry Malloy, W. P. Brennan, S. L. Curry, 
George Lovely, W. H. Larkin, Thomas A. Meade, Jr., 
Wm. Noll, F. B. Percy, R. R. Rounding, J. J. Whalen, 
A. E. Rankin, H. H. Ripley, E. A. Terhune, L. A. Hunt, 
H. E. Lynch, Charles W. Morrill, Robert Mills, George 
W. Manson, Jr., H. M. Barnes, T. F. Crehan, W. H. 
Dean, W. J. Howe, F. W. Lord, Arthur Elridge, J. W. 
Meggatt, L. F. Burdett, Lawrence Duffy, D. F. Sulli- 
van, Lee Baker, Thomas C. Childs, Cornelius L. 
Mahoney, B. H. Bluestein, Henry E. Hagen, Arthur C. 
Davenport, Edwin L. Gehrke, F. J. Moynihan and 
George F. Dow. 


Golf Match at Beverly 


Prominent among the informal social events of the 
week was the entertainment which the United Shoe 
Machinery Corporation gave on the second day of 
the show to the officials of the National Shoe Retailers’ 
Association and the National Boot and Shoe Manu- 
facturers’ Association. 

A party of about half a hundred made the trip by 
auto to the U. S. M. C. Country Club at Beverly, 
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where luncheon was served. A golf match was played 
in the afternoon, first foursome being led by Albert 
F. Bancroft, president of the New England Shoe and 
Leather Exposition and Style Show, Inc. An elaborate 
dinner, at which Major Charles T. Cahill presided, 
completed the very enjoyable outing. 

Among the guests of honor were: John C. McKeon, 
president of the National Boot and Shoe Manufac- 
turers’ Association; J. Dudley Smith, secretary gf 
this association; John J. Baird of Columbus, presi- 
dent of the National Shoe Retailers’ Association; 
George M. Spangler of Chicago, secretary of this asso- 
ciation; W. R. Sampson, general manager of the 
United Shoe Machinery Corporation, and John Slater 
of New York. 


Women’s Hospitality Committee 


The members of the Women’s Hospitality Commit- 
tee were as follows: Mrs. A. F. Bancroft, general 
chairman; Miss Helen M. Haney, chairman; Mrs. 
Thomas F. Anderson, Mrs. W. M. Oakman, Mrs. 
George J. Lovely, Mrs. Charles C. Ferrers, Mrs. Lee 
Baker, Miss M. J. Monahan, Mrs. Everett H. Bradley, 
Mrs. Charles C. Hoyt, Mrs. W. H. Larkin, Mrs. Isabella 
Taylor. 

On Wednesday, July 8, at 10.30, a tour was taken 
over Massachusetts’ historic North Shore roads with 
a visit to the House of Seven Gables, Salem, and 
thence to Gloucester, with dinner at The Tavern and 
return to Copley Plaza. 

On Thursday, there was a noon lunch at the Copley 
Plaza, followed by an automobile trip, with special 
lecturer, through Cambridge, the famous Paul Revere 
route to Lexington with a visit to the Hancock-Clarke 
House; through Concord, thence to Sudbury with 
dinner at the Wayside Inn. After dinner, whist was 
arranged. 

The entertainment consisted of readings by Walter 
Gile of the Shawmut National Bank, Boston; vocal 
selections by Mrs. Ralph Albord of West Newton, 
accompanied by Miss Curtis; Little Frances Croake 
and Rita Wetmore, pupils of Florence McGuire Her- 
rick of Cambridge, danced the Minuet and Gavotte¢ 
in the costumes of 1775; Miss Wetmore of Cambridge 
was their accompanist. 





Something for the Kids 


Rubber balloons have a big advertising appeal to 
the youngters and your message is in turn carried 
into the homes where the parents frequently join in 
the play. It is surprising how children learn to know 
your store by this identification. One shoe store known 
to the writer is never without balloons which carry 
their advertising, and many pairs of shoes have they 
sold by the youngsters leading their parents to that 
store for shoes, so a balloon could be gotten. Such ad- 
vertising is very inexpensive and you don’t have to be 
in the children game to get results. One live retailer 
never goes to any event without his pockets full of 
advertising trinkets to give to the children and the 
children soon make him the center of the party. The 
child has a wonderful influence on the purchasing 
pocketbook. 
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THE “HIT” OF THE STYLE SHOW 


Emerson styles, created by one of the country’s leading experts, 
and Emerson’s popular prices insure quick turnover and 
profitable business. Their popularity at the Style Show was a 
triumph for New England shoemaking. 


DELIVERIES “ON THE DOT” 


The shoe illustrated here is one of our popular in-stock numbers, 
shipped the day your order is received. Place your sample order 
today to test Emerson values and service. No extra charge for 
sample pairs. If you prefer, sample case and complete information 


will be sent you. 





The Ced 


In stock for immediate de- 
livery. Full widths and sizes 
—A, B, C and D. Should be 
priced much higher. Un- 
branded, or branded with 
your name in gold if you 
wish. Price $4.75 


Genuine Creese & Cook’s 
Tony Gold. Extra overweight 
stout oak soles, extra upper 
stitching. A solid leather shoe 
throughout, with broad rub- 
ber heel. Short forepart, 
broad toe. The same shoe in 
black imported calfskin. 


UP-TO-THE 7 IMMEDIATE 
MINUTE STYLES DELIVERY 
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The Fairlawn 


€mart, graceful in line, 
well fitting—indicative of 
the vogue of the moment. 

—And they're profitable. 


MacLaughlin-Sweet, Inc. 
Auburn, Me. 


Poston Orrice, 10 Hicn Street 





When writing to advertisers please mention Boot anv SHor Recorper 
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KAFFOR KID 


She Ideal Calf Leather for Men's Lightweight Shoes 














No. 1—Made of Brown Kaffor Kid, Blucher, Widths C-D-E, Sizes 6 to 11. 
No. 2—Made of Black Kaffor Kid, Blucher, Widths C-D-E, Sizes 6 to 11. 


Each pair of Friendly Fives have graceful lines and high-grade work- 
manship. Made only over three lasts and three patterns. 
Comfortable—well-fitting—friendly to the feet, and 


“THEY SHINE.” 
In Stock. Price $3.50, less discount. 
JARMAN SHOE COMPANY 
Nashville, Tenn. 


The Reliable Light Weight Calf Leather 


KAFFOR KID serves a double purpose—a doubly useful one—and 
one of double advantage to the shoe merchant. 

Its distinctive tannage gives it the softness and glove-like fitting qualities 
of kid leather combined with the long-wearing sturdiness of calfskin. 
The selection of skins for KAFFOR KID tannage brings a lightness of 
texture and weight that makes it ideally suited for.the manufacture of 
dainty fine fitting women’s shoes and for the lighter types of men’s fine 


shoes. 
Leading shoe merchants in all parts of the land appreciate this exclusive 


feature in KAFFOR KID and specify it for footwear in which they seek 
distinctiveness of material as well as pattern. 


Your manufacturer will be glad to supply you with samples of your 
favored patterns in KAFFOR KID. 











The Ohio Leather Company 


Girard ~- Ohio 
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Travelers’ Work on Boston Style Show 100 Per Cent Efficient 


Chester I. Campbell, General Manager, Compliments Highly Registration Committee. 
Visiting Buyers and Ladies Enthusiastic Over Hospitality Features 


HE Boston Shoe and Leather 
Fair has inscribed a “never-to- 


be-forgotten” page in the his- 
tory of the industry. And promi- 
nently on that page does the splen- 
did work of the shoe traveler group 
stand forth. From the very moment 
that they entered Mechanics Build- 
ing, the large number of visiting 
buyers knew that New England’s 
heart was “in the right place.” 
They were not only given a splen- 
did welcome, but were most effi- 
ciently received. So well did the 
Registration Committee work that 
Chairman Waldo M. Oakman and 
his committee have everywhere 
been in receipt of congratulations. 
Chester I. Campbell, General Mana- 
ger of the Boston Show, wishes to 
go on record in this regard in a 
statement of appreciation, con- 
tained in the box on this page. 

Mr. Oakman was ably assisted in 
his good work of registration by 
Fank M. Colburn, William P. Bren- 
nan, R. G. Reed, M. J. Galvin, Wil- 
liam E. Gerrish, Harry W. LeFavor, 
M. F. Bird, Leslie A. Hunt, William 
H. Larkin, T. A. Delany, Dan 
Carr, George J. Loveley, Harry H. 
Ripley, Ed J. Andrews; D. J. Gil- 
lespie, D. J. Tobin and “Billy” Noll. 


E. L. Gehrke, S. B., Worked 
with Salesmen 


E. L. Gehrke, S. B., who on June 
18 graduated from Harvard College 
with a degree as bachelor of sci- 
ence, co-operated with the hos- 
pitality committee of fifty or more 
shoe travelers on the Boston Style 
Show. Mr. Gehrke is a member of 
the executive staff of the Bancroft 


Walker Co., and assisted A. F. 
Bancroft, of this house, president 
of the National Shoe and Leather 
Exposition and Style Show, in the 
activities of the various committees. 

This is not Mr. Gehrke’s first ap- 
pearance in the conduct of shoe 
affairs. For about a year and a half, 
during his college course, he served 
on the executive end of the Ban- 
croft-Walker business, studying 
shoemaking and selling in its every 
department. 





Thanks to the Shoe 
Travelers 


By Chester I. Campbell, Gen- 
eral Manager, Boston Shoe 
and Leather Market Fair 


It would certainly be un- 
grateful of me if I did not 
go on record in the expres- 
sion of my appreciation of the 
splendid work of that group 
of shoe travelers, headed by 
Waldo M. Oakman, who han- 
dled the registration booth at 
the Annual Mid-summer Of- 
ficial Boston Shoe and Leather 
Market Fair July 7-9. With- 
out question, the registration 
was handled in a 100 per cent 
efficient manner, and in a 
way that was highly satis- 
factory, both to the buyers, 
as well as to the manage- 
ment of the show. The work 
of the registration committee 
reflects real credit on New 
England and its big shoe 
industry. 











He brought to the activities of 
the Style Show a new enthusiasm 
and was a prime favorite with his 
associates. The committee on sports 
were especially enthusiastic over 
the acquisition of Mr. Gehrke as a 
member of the committee, as E. L. 
Gehrke was a member of the Har- 
vard football team in 1921, 1922 
and ’24, and a member of the Har- 
vard baseball team in 1922, ’23 and 
"25. 


Saifer Says Central 
West Optimistic 


“Dave” Saifer, who was recently 
connected with George B. Leavitt 
Co., Farmington, N. H., makers of 
“Butterfly” footwear, says that the 
shoe merchants in the big cities in 
the Central West are very opti- 
mistic. On account of the recent hot 
spell, they enjoyed a very good 
business and “cleaned up” on their 
white footwear. They are therefore 
entering on their early fall buying 
with a better spirit than they had 
for a long time. 

The shoe merchants seem to be 
in very good condition regarding 
their stock; most of the shoe stocks 
are low and in very good shape, 
which in Mr. Saifer’s opinion 
means that these merchants are in 
better financial condition than they 
have been in recent years. 


James E. Hart Is Dead 


James E. Hart, 57 years old, for 
19 years on the road in California 
for Foot, Schulze & Co. is dead. He 
traveled west from Minneapolis. 
His home was at Van Nuys, Cal. 
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*9475—-Women’s Patent “ADELE.” Round 











Toe, French Corded, 17/8 Spanish Covered 








eel } 








9775—Same in Black Satin 








9474—Same in Patent Medium Toe, 13/8 








Cuban Covered Heel 











9473—Same in Patent Round Toe, 13/8 








Cuban Covered Heel 








9773—Same in Black Satin, Round Toe, 








13/8 Cuban Covered Heel 














9774—Same in Black a, Medium Toe, 








13/8 Cuban Covered Hee! 





9374—Same in Black “Kaffor”’ Kid, 








Medium Toe, 13/8 Cuban Covered Heel 








B 3%-7, C 3-7, 3%-7, D 3-7, 344-7 

















‘“*“ADELE”’ $3.85 
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FISHER’S 
MO DISH 
FOOTWEAR 


In Stock! 


*9457—Women's Patent “DOLLY,” 
Medium Toe, French Corded, 13/8 Cuban 
Covered Heel 

9456—Same in Round Toe 

9757—Same in Black Satin. Medium Toe 
9756—Same in Black Satin, Round Toe 


9458—Same in Patent, Medium Toe, 
9/8 Low Heel 


B 3-7, C 3-7, 34-7, D 3-7, 3%-7 


“DOLLY” $3.75 


*The “ADELE” and “DOLLY” will prove 
very salable and profitable models for mid- 
summer selling. We cannot only endorse the 
merits of these shoes—but can supply the 
shoes themselves in any quantity—instantly. 


NATHL FISHER & CO. 


146 DuaneSt. New York City 


When writing to advertisers please mention Boot anv Suok Recorper 
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JACK MITCHELL 


Who covers the Middle West 
for the American Shoe Co. 


“Jack” Mitchell recently made 


arrangements to cover the Middle 
West for the American Shoe Co., 
Brooklyn, N. Y. “Jack” has been 
selling this line in the eastern ter- 
ritory, including the metropolitan 
district of New York. He has made 
many friends with this line through 
his eight years of selling represen- 
tation thereof. “Jack” looks for- 
ward to establishing a good follow- 
ing in his new sales district. 


Best Season in 
Three Years 


Arthur Earle, known to all the 
trade as “Daddy” Earle, who rep- 
resents the Laird, Schober & Co.’s 
line, returned to the factory re- 
cently from a very successful 
through the West. “In fact,” writes 
Mr. Earle, “the best season I have 
had in two or three years—and I 
can say the same of our factory.” 
We have not had the business since 
war times that we have now.” 


Hardcastle with Goodrich 


O. B. Hardcastle has been ap- 
pointed sales representative for the 
H. B. Goodrich Co. and The Brad- 
ley Shoe Co. He will cover Texas, 
Oklahoma, Louisiana, Mississippi 
and Arkansas. Mr. Hardcastle has 
been visiting the Haverhill fac- 
tories of these two concerns and 
will leave the East so as to be on 
his territory August 1. 


Aspiration is fine if mixed with 
perspiration. — Walk-Over Factory 
Print. 





The Salesman Is the 
House 


(From Weekly Shoe Sales 
Bulletin.) 


Retail shoe merchants, as 
a class, look upon the sales- 
man as the house. He is the 
only representative of the in- 
stitution they are acquainted 
with, in the majority of in- 
stances. He is the man they 
deal with. He is the man who 
builds or undermines confi- 
dence. He is the man from 
whom they form their esti- 
mate of the institution. 

Since you are the house, 
why not make up your mind 
to be the best house in your 
line of business? Your first 
job is to convince the cus- 
tomer that you know what you 
are talking about. When he 
believes you he will naturally 
believe in the goods you are 
selling. Most retail merchants 
are very human. They prefer 
to deal with somebody they 
know... and especially some- 
body they know well enough to 
call by his first name. 














In Memoriam to W. H. 
Brockway 

The death of one of the “old 
timers” of the Indiana Shoe Trav- 
elers’ Association, W. H. Brockway, 
occurred suddenly in Los Angeles. 
Apparently in good health he was 
striken and died without a word to 
anyone. He was 68 years old. Back 
some years ago, he was a prominent 
figure in the “retail game” in In- 
dianapolis, having been associated 
with the Stouts Shoe Company, and 
later in business for himself under 
the firm name of Brockway & Ep- 
pert. He then decided to sell shoes 
on the road and traveled for Harris- 
burg Shoe Mfg. Company, and also 
W. N. Monning. Later he took the 
R.P. Hazzard line in Wisconsin and 
Minnesota, and in recent years sold 
Lund-Mauldin’s Shoes in that ter- 
ritory. He had recently taken a new 
line on the Coast, Daley Bros. 
and was just completing a success- 
ful first trip when the end came. 

Chas. I. Slipher, Secretary of the 
Indiana Shoe Travelers’ Associa- 
tion, writes: “We will sure miss 
our old friend and associate, and 
his visits to our club room in In- 
dianapolis.” His body was brought 
to Indianapolis for burial. He leaves 
a widow. 
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HUGH DOYLE 
Covers Pennsylvania, Eastern 
Ohio, Maryland and Virginia 
for the Watson Shoe Co. 


Hugh Doyle of Randolph, Mass., 
a member of the famous Massachu- 
setts shoe family of Doyles, has 
joined the salesforce of the Watson 
Shoe Co. Mr. Doyle will represent 
this house in Pennsylvania, Eastern 
Ohio, Maryland and Virginia. He 
has an extended acquaintance in 
this territory. Mr. Doyle’s many 
retail shoe merchant friends will be 
glad to welcome him with the Wat- 
son line. ; 


Saunders with Jefferson 
Import 


The Jefferson Import Co. of New 
York, importers of shoe store and 
other novelties, has opened an office 
in the Hotel Alexandria, Los An- 
geles, Cal., for the convenience of 
the Western Coast trade. Jack L. 
Saunders has been placed in charge 
of the office, and will cover the field 
from Denver to the Coast, and from 
Seattle down as far as Texas. 
“Jack” enjoys a wide acquaintance 
among shoe men on the Pacific 
Coast, and looks forward to some 
promising business. He will carry 
a full line of mules, ouckles, fancy 
garters, heels and imported novelty 
shoes “direct from Paris,” says 
Jack. 


Buxton with Nunn Bush & 
Weldon 

R. L. Buxton, formerly with the 

Jones-O’Neill Shoe Co. of Wichita, 


Kan., now represents the _Nunn 
Bush & Weldon Shoe Co., in Kansas. 
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Summers Says Light 
Tan Popular 


Robert L. Summers, who travels 
to and including the West coast for 
Edwin Clapp & Son, Inc., at East 
Weymouth, Massachusetts, has re- 
turned from his trip and is very 
well pleased with business condi- 
tions as he found them in his ter- 
ritory. 

His most popular last was the 
“Glengarry,” a young man’s me- 
dium wide toe model which was 
featured by Edwin Clapp & Son 
this season. Mr. Summers sold this 
last to practically every one of his 
customers, both blucher and lace 
oxfords in favor, with a slight pre- 
dominance of bluchers. There is 
still a decided tendency toward the 
lighter shades of tan. 


Prouty Reports Good 
Business 


Homer F. Prouty of Prouty Dan- 
iels Co. leaves Boston about the 
first of August for a short Middle 
Western trip, including Chicago 
and Minneapolis. Mr. Prouty re- 
ports that the many buyers in the 
Boston market are buying pretty 
freely. “Black shoes,” he says, 
“have the big call, with patent, 
satin and kid popular. The darker 
shades of brown kid and suede are 
selling well for fall, including quite 
a few velvets in blacks and 
browns.” He says that there is a 
good demand for women’s “style- 
ful,” medium-priced, “fat ankle” 
shoes in straps. The D’Orsay pump, 
with bow, or buckle ornament, he 
reports as a good seller. Dark satin 
pumps are also in good demand. 
Heel heights he finds best in 10/8 
and 12/8, whereas last year 8/8 
had the call. 


MacDonald Runs for 
Councilman-At-Large 


Jesse MacDonald, who travels 
Cincinnati, Kentucky and Tennessee 
for the Stanley Duttenhofer Shoe 
Co., will run for Councilman-at- 
Large in the new “City Manager 
Plan” which is going into effect in 
Cincinnati in the near future. Mr. 
MacDonald was councilman for 
ward 25 for 12 years, and was fre- 
quently chairman of some of the 
important committees. He has the 
endorsement of the shoe industry 
in Cincinnati as a whole, both 
manufacturers and retailers, and if 
elected will act as a representative 
of the shoe industry. 


Edwin a Well Repre- 
sented at Boston Show 


Edwin Clapp & Son, Inc., was 
well represented at the Boston Shoe 
and Leather Fair. At the large and 
well decorated booth were S. P. 
Moses, R. L. Summers, Guy P. 
Moses and A. C. Ludlam, all of 
whom spent their entire time meet- 
ing retail merchants from their re- 
spective territories. 

Mr. Ludlam came from Wichita 
Falls, Texas, his present home, to 
contribute his part toward making 
the show a success from the view- 
point of business received. 


Schultz Is Baltimore’s 
Secretary-Treasurer 


William H. Schultz was recently 
appointed as secretary-treasurer of 
the Traveling Shoe Salesmen’s As- 
sociation of Baltimore. He suc- 
ceeds William S. Hinds, who was 
obliged to relinquish this position 
on account of illness. 
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Harry Schweitzer Visits 
Boston 


Harry Schweitzer, who repre- 
sents E. E. Taylor Co. in Chicago, 
was a visitor in Boston during Bos- 
ton Shoe and Leather Market Fair 
week. Mr. Schweitzer was accom- 
panied by Mrs. Schweitzer. 


George Stevens Changes 
from Road to Store 


George Stevens, formerly cover- 
ing Kansas and Nebraska for 
Brauer Bros. Shoe Co., St. Louis, 
has bought a retail shoe store in 
Winfield, Kan., and will devote his 
entire time to retailing instead of 
selling on the road. Mr. Stevens has 
been succeeded in the Brauer Bros. 
Shoe Co.’s representation by “Bob” 
Duffy and Henry Bauer, two mem- 
bers of the salesforce, who will re- 
tain their old territory adjoining 
that formerly covered by Mr. 
Stevens. 








This is a true story—It happened a week or so ago. A traveling 


salesman drew up to the corner of Second and Sycamore Streets 
in a small runabout made by a well known manufacturer of tin 
knick knacks, and stopped. On the front of the car hung two ears 
of corn, and attached to the windshield was a whip-socket, in which 
reposed a whip. The salesman rose from his seat and stepped out. 
He grasped firmly in his hand an old-fashioned hitching strap with 
a weight attached, and solemnly deposited it on the curb beside the 
car. “How come? How Come?” questioned one of the witnesses of 


the incident. 


“Oh,” came the reply, “Iowa roads are so muddy that I usually 
keep a horse to drag me out, but I left him at home this mornin’.” 
So goes the story from an lowa newspaper. The man to whom it 
refers is H. A. Anderson, salesman for the SINBAC line of 
HELTHY-FUT children’s shoes of Chicago, and his picture ap- 
pears herewith in all of this regalia. Andy is a firm believer in 
kindness to dumb things as evidenced by the feed bag on Lizzie’s 
radiator, that is attached whenever he stops to sell shoes. 
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New CRAFTS $5” Line 


IN STOCK 


SS 


No. 40 (illustrated) —Made of Tan Ivory. No. 140—Same, but in Black Ivory. Price $3.45 


Crafts Shoes Now Sold Direct to Dealers! 


‘6 decision to market Crafts Shoes directly to retail merchants, and to 
\ J introduce a notably high-quality group of Men's shoes to retail at $5, 
signalizes the most important events in the forty-five years’ history of this 
usiness. 


Into every pair of Crafts $5 Shoes (Boys’ at $4 and Little Gents’ at $3.50) 
go the highest value in leathers, smart shape and skilled workmanship possible 
to employ in moderate-price footwear! 


It is an IN STOCK line from start to finish. Prices for Men’s shoes range 
from $3.35 to $3.50 and our terms are 5% 30 days. 


Send for special illustrated literature and full information. 


G. P. CRAFTS CoO. 


Mfrs. of Mens’ and Boys’ Goodyear Welt Shoes 
MANCHESTER, N. H. 


Boston Salesrooms: 186 Lincoln Street 
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When writing to advertisers please mention Boot ann Suor Recover 
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HERE IS A REAL HELP FOR 
SELLING SHOES IN YOUR STORE 


Te? be able to say “these shoes carry ‘Cordo- 


Hyde’ shoe laces,” is a strong sales argument. 


“‘Cordo-Hyde”’ shoe laces are unlike ordinary 
shoe laces. They attract keen interest and win cus- 
tomer favor. | 





‘‘Cordo-Hyde’’ superiority is clearly apparent. 
The natural inference is that the shoe is a better 
shoe. 





| It is easier to get a profit on shoes when put up to a 
| purchaser impressively. 


On every order to your shoe manufacturer add this— 


“Use ‘Cordo-Hyde’ laces in these shoes’ # # 





SHOE LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON, MASS. 
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Another 
“Super- 
Goliath” 







Showing New Treat- 
ment of Short Vamp 
and High Arch 


-* 


Tribute to Bates “Goliath” 


UR Goliath models—embodying the last word 
in short-vamp, wide toe audacity—came into 
their own at the Boston Shoe Style Show last week. 


On the runway at the Style Review, inspected by 
hundreds of the most critical experts in Men’s fash- 
ions, Bates’ Super-Goliath set the pace and sounded 
the keynote of the vogue for broad toes. 


And we took orders for thousands of pairs of them 
from some of the best-known buyers in the country! 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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Dr. Darling Oxfords 


Now is the time to anticipate your early fall demands 
for Dr. Darling Oxfords. They are always salable and 
never find their way to the bargain counter. They en- 
tail no loss of profits on end sizes and odd pairs, for they 
are in demand season after season, and you can size in 
from our Stock Department. 
Hundreds of merchants are building prestige and profit 
by featuring Dr. Darling oxfords. It’s a line that should 

Ei Gevaert tte Rt bein your nore Write for detail 

eel, Rubber Top Lift, Special Se tra} * Com- 
bination Lect. In Steck KA Dr. Darling Arch Support features can be embodied in 
any light, airy dress pattern that we make. 




















Price $4.60 
Style B-605—Brown Kid “Serer $4.80 


SHERWOOD SHOE CO. :: Rochester, N. Y. 


ORIGINATORS OF QUALITY McKAYS 
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Stock Service 
on 


3W’s Lenox 





The Betty 





No. 4800—Growing Girls’ Patent Leather, 2% to 
ert S32 Seco Sheet $2.75 
No. 4840—Growing Girls’ Patent Leather, 2% & 
7, C and D, 13/8 heel $2.7 

No. 6701—Misses’ ~~ i Patent Leather, tik 
to 2, D and E, rubber heel =: 
No. 6702 Child's Patent Leather, 8% to 11, D 

and E, rubber heel 2.05 
Tan Calf, same as above, also carried in stock. 


Hand turn patent leather 
No. 7004—3 to 8 60 
No. 6486—8% to 11 Tan Elco Moccasin Style. Crepe Rubber Sole 
No. 1718—5 to 8 . $1.90 
SAMPLES SHIPPED AT OUR EXPENSE es 2.65 
Tan Calf Blucher Oxford, Crepe Rubber Sole 
No. 1720—5 to 8 $1.90 
No. 1920-8% to 11 


WEIMER, WRIGHT No. 2020—11% to 2... 3 
& W ATKIN CO. beans: Fe ye Si Your 


bere ANN tf OSNNN A TRADE MARKED LINE 
ene | 























= 


6 en td ts td | i jel 





July 18, 1925 


e. > ov, — ae FR =f }- A &> wZlih 


. Sf Bee 


“ee MIECRAOORM SY 


~— 


re 


H—< 


a, 


prt @< 


2 


sO Pe 


BOOT AND SHOE RECORDER 


Work Mocs In Stock 
Goodyear Welts 


Chocolate Elk—Olive Retan and 
Chrome Excel Price $2.60 


Pfister & Vogel's Black Waterproof 
Price $2.50 
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Marie Antoinette 


The 17-8 heel of the Maric 
Antoinette is the high light of 
this regent pump, shown in 
black satin. The beaded bow is a 
nice touch of ornamentation. 
We make this model also in 
velvets and all fabrics. 


Pauline Revere 


The outside flaring vamp collar 
of this black satin pump is em- 
phasized by the dull suede trim- 
ming. Also made in all satins 
and leathers if you wish. 


Abigail Adams 


We notice a strong tug of de- 
mand for this center-strap num- 
ber and the center-strap itself is 
the cause. It will go far this fall. 
We show it here in patent with 
NACO Calf trimmings, but you 
may order it in leather, velvet 
or satin, as you prefer. 
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LEADERS ALWAYS— 


CUSHMAN-HOLLIS IS A STEP 
AHEAD WITH POPULAR 
PRICED NUMBERS— 


Popular ee footwear has always 
followed one leader. 


Today this Style Commander is the 
Cushman-Hollis Company. 


As evidence of this—we show on 
the opposite page three Cushman- 
Hollis models which led the style 
van in our July Style Portfolio. A 
nation-wide volume of resulting 


sales attest this leadership—with a 
gratifying follow-up at the Boston 
Shoe Exhibition of added interest 
and buying. 


Genuine dominance is usually of 
plain and simple origin. Merchants 
look to Cushman-Hollis because 
they now realize this company has 
found the way to the popular priced 
style that sells—and distributes that 
style so quickly that it is salable 
allover the country at the same time. 


Follow the leader! 


Gushman-Hollis Go. 


FACTORY AND HOME OFFICE SALESROOMS-—ALBANY BUILDING 
AUBURN, ME. BOSTON 
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Tack Cutting 
Nippers 


Four thoroughly dependable 
nippers for tack cutting are G/C, 
Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
isfactorily its specific purpose. 
The GAC Tack Cutting Nipper, 
which is probably the most gen- 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound 
construction. 
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These nippers are made for cut- 
ting tacks only. There are other 
nippers in the G/€ line suitable 
for heel nails and the like. 
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United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren Street, New York City 
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‘By the Manufacturers of 


Darbr@k 
SilkS 
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Z| ‘Darbrook Shoe Satins 


for fall 


The manufacturers of Darbrook Silks 
announce the opening display of 
Darbrook Shoe Satins and fabrics 
for early fall. a 


The collection comprises both black 
and colors ~ for daytime and even- 
ing wear, styled in harmony with 
Darbrook Silks, and measured by the 
same standards of (haracter and 


Quality. 


Represented by: 
W. A. Gallup -. Cincinnati, Ohio 
T. F. Leary . Boston, Massachusetts 
Henley & McGaghey ~ St. Louis, Missouri 
G. Fitzgerald . New York, New York 
D. J. Finn ~ Philadelphia, Pennsylvania 


SCHWARZENBACH, HUBER & CO 


478 FOURTH AVENUE, at 32nd Street 
New York City 


Boot & SHOE REcoRDER—Fu/y 18th Issue 
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“THE TRAIL THAT LEADS” 


OUR GOOD SHOEMAKING IS 
LARGEST PROTECTED BY USING 
WHOLESALER s WHITTEMORE’S 


REQUESTED Wh I ttemores 
US 


























CLEANS BWHITENS 
To build a work shoe that could be sold in WHITE KID. 
CALF, BUCK.NU 


“Today’s Market” in satisfactory volume. SUEDE & OOZE. 
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Appearance and price had to be considered 

for immediate sales. Comfort and quality 

had to be in the shoe to get repeat business— 
Then We Made 


“THE TRAIL THAT LEADS” 


Trail Mocs 
keeps white kid shoes white. 
Buck, Nubuck, White Suede 
respo! t sa | 
I F pro ~ hy The “life 














the leather is maintained by 
its frequent use. 


TO MAKE THE SHOES SOLD, SERVE 
WELL, IS A DUTY EVERY DEALER 
OWES HIMSELF. 


It means greater sales, more steady customers, 
increased profits and good will. When so much 
can be accomplished for the betterment of busi- 
ness, at so small a price as a stock of Whitte-. 
more Superior Shoe Polish means, why not act 
Cur Chains 0h el hn Wl on our suggestion and make your store head- 
quarters for the Whittemore line of fine shoe 
several new whclesele accounts as a result. . : . ° 
dressings? See your jobber, or write us asking for 
WORK CHIEFS are made in three popular a representative to call. 
cclors of Elk: Elack, Chocolate and Tan. 
BOSTONIAN CREAM 


They are Goodyear welts, welted around th - 

e ; me % j is a tremendous seller, both for black and tan leather shoes. 
heel seats. Full leather slip scles that won’t Whittemore’s Spa Tan Bostonian Cream was the first polish 
squash out when wet. Armortred Sport or especially compounded for the latest, light shades of tan 


, leather. 
Uskide scles, and the price is right. com 6 
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CLEANALL 
is a wonder worker on the light and dark satin shoes now so 


n- 


“THE TRAIL THAT LEADS” 








Full co-operation accorded wholesalers as to ter- 
ritory, ete. 


Your salesmen can sell Work Chiefs with enthu- 
siasm. Give them the opportunity. Write for full 
information, samples or a salesman. 


Trait Moc Suok Co., Saco, Me. 


“The Trail that Leads” 


Boston Office, Room 213, 139 Lincotn Sr., U. S, Horer 


. 





= “THE TRAIL THAT LEADS” 
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pular. Removes all soil spots and renews the fabric. 
ositively harmiess to use. Works equally well on wearing 
apparel. No danger to fabrics. 


WHITTEMORE’S NATIONAL ADVERTISING 


Whittemore’s name has been on the to of millions for 
years. It has stood for the finest shoe polishes possible to pro- 
duce and the line that is known as the “best seller” here and 
abroad. Capitalize its popularity, created and perpetuated by 
National Advertising and inherent “Superior” qualities. 


WHITTEMORE BROS. 


SHOE POLISH MANUFACTURERS FOR NEARLY A CENTURY 


CAMBRIDGE, MASS. 
SS RSIS mam 





When writing to advertisers please mention Boot and Suor Recorver 
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BURDET 


The Growing House 


jor Growin 


LYNN. 


Girls Footwear [[3? 
MASS. ba c 








The “Burdett Plan” is a Success 


WE. never did anything 


which our customers 
approved of so enthusiastically! 
rom every quarter come re- 
ports that this idea is a real 
money-maker. — That never 
was there a line of shoes which 
sells so readily to Growing 
Girls — as Burdett’s, 


Our customers operate in the 


great $6-$7 range—and find 
in Burdett Shoes not only ap- 
pealing styles, but full measure 
of the “hidden qualities” which 


safeguard their reputations. 


The Burdett Plan includes a 
monthly In-Stock Bulletin serv- 
ice — and newspaper mats of 
all stock styles are supplied 
gratis. 


rT a 


WE FEATURE IN OUR GROWING GIRLS FOOTWEAR 


1. Covered Wood Heels, ranging from 8/8 to 12/8 high. 
2. Lasts, specially constructed, to fit the Growing Girl’s foot. 
3. Stylish patterns which “attract the attractive girls”. 














One of many new IN-STOCK numbers 


Style 571-Turn. Black Satin “Regina.” 
24-7 A, B, C 


$4.35 


URDETT SHOE COMPANY 


FACTORY SALESROOM 
183 ESSEX ST, BOSTON, MASS. 
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“‘They’ve got to be Stetson to be Snappy” | 


‘ A | 
) STETSON SHOE i" 
4’ SNAPPY STYLE REVUE 
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THE HAPPY, AND SNAPPY STETSON MODELS WEARING STETSON ‘SNAPPY TIES AND SHOWING 
STETSON SHOES FOR MEN 


















Nn 

a 

s 

The Stetson Shoe Snappy Revue was given seven performances afternoon ‘ 

and evening in the Copley-Plaza Hotel, Boston, during the week of the Shoe t 

) and Leather Exposition. The Revue, entirely a production of the Stetson ( f 
Y) Organization, proved to be the most successful style show in the history of the \ : 
shoe business. In September it will be shown again in Boston and then in 3 

New York, Springfield and many other cities East of Chicago. a 

I 

Pp 

THE STETSON SHOE COMPANY 

| & INC @ 
South Weymouth, Mass. a 

BOSTON NEWYORK CHICAGO LOS ANGELES ¥ 

136 BoylstonSt I30West 42ndSt Sexnddanzabams 410 West 6th St a 

\ 
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Brisk Mid-Summer Trade 
Is Reported in Chicago 


CHICAGO—Business in the Chi- 
cago shoe stores the week preced- 
ing the Fourth of July was reported 
excellent and at the close of Fri- 
day’s business stocks in sport foot- 
wear and particularly white shoes 
showed the ravages of.a public bent 
on shoeing their feet for the occa- 
sion. Judging from the call that has 
been felt so far on the white foot- 
wear—a call that developed its 
strength in about three weeks—the 
Chicago merchants are going to 
find themselves cleaned out of the 
white footwear before the demand 
really reaches its peak. 


Caught Short on Whites 

The misfortune of the past two 
seasons in white footwear tended to 
make merchants somewhat wary of 
stocking much in the way of this 
type of shoe this year and the de- 
mand caught most of them with 
pretty short stocks. Fortunately one 
or two of the local jobbers had an- 
ticipated the season and there has 
been a fair amount for all but there 
is little question but that the selling 
will fall short of possibilities sim- 
ply because the shoes are not to be 
had. There are several instances 
already on State Street where 
stores are sending customers to 
competitors who are known to have 
white footwear. 


Style Trend Confused 

The style situation is still pretty 
much of an open book with one page 
about as good reading as the other. 
Style demand has no central point, 
ranging from one end of the chart 
to the other, and, despite the fact 
that there are certain colors and 
fabrics favored—never has it been 
possible definitely to predict what 
the demand would be. One week 
sales run almost entirely to satins 
and patent and the next week kid 
—and then to tans in calf and kid. 
Little is seen now of the blond or 
penny satin shades either in the 
windows or on the street and yet 
there will be days when there is 
much call for it with the buyers 
scurrying to locate wholesale stocks. 


Half Year Shows Increase 
The period from January to July, 
while considerably filled with 
anxiety, should show something of 
an increase over the same six 
months of a year ago but the vol- 
ume has been less steady. Probably 


the last six weeks will account for 
most of the increases in volume for 
it is in this period that the shoe 
buying has been done with greater 
freedom. 


The greatest difficulty has been 
the lowered level of prices in the 
minds of the public which has seem- 
ingly set an arbitrary level of about 
$7.50 to $8 for women’s shoes and 
around the $7 mark in the men’s. 

This does not mean that all shoes 
at that price sell readily or that 
shoes of a higher price do not. It 
simply means that there has been a 
lowering of price limits on the part 
of the mass of folks who buy shoes 
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and that, therefore, the demand has 
been felt more in these grades. 


Price Cutting Ineffective 

Apparently sales have made little 
impression generally except where 
the advantages offered were sensa- 
tional enough to cause comment— 
and the result has been many sales 
with but little change in the flow 
of buying volume. 

The men’s trade is a little livelier 
but not brisk by any means, with 
the price call just low enough to 
slacken the volume among the stores 
where style and quality is a figure. 

Stocks, however, have been bought 
closely. and while there are many 
“left-overs” of questionable selling 
value in the women’s lines—the 
stores generally have done well in 
cleaning their investment in the 
season’s selling. 





Public Waiting for Sales; 
Retail Trade Drops Off 


CINCINNATI—tThe retail shoe 
business for the week ended July 
11 was reported as good for this 
time of the year, although there 
has been a marked drop in retail 
sales during the past two weeks. 
There is a certain amount of dis- 
appointment in the trade, because 
July is not showing up as well as 
June. There is less activity in the 
retail business than was experi- 
enced a month ago, although this is 
attributed to the fact that the pub- 
lic seems to be waiting for the 
sales. 

Clearances to Start Soon 

However, merchants are optimis- 
tic and feel that as soon as they 
start holding their clearance sales, 
there will be a decided improve- 
ment in business, and that July will 
show a substantial gain. Most of 
the stores are holding off their re- 
duction sales until the week of July 
20, although some of the stores have 
already started their clearance 
sales, and these stores report a very 
good business. 

The Queen Quality Boot Shop, 
the Walk-Over Shoe Co. and the 
Florsheim Co. are among some of 
the stores who have started their 
clearance sales. 

Whites Selling Well 

Whites are holding. up remark- 
ably well, and are still leading the 
sale, but each week shows a slowing 
up in demand, and at present, 
whites are selling about on an even 


basis with patent leather, which 
has picked up considerably during 
the past week. The demand for 
whites has been bigger this year 
than last, and the stores are about 
cleaned up on their stocks of white, 
which they carried over from last 
year, as well as this year’s stock. 
According to Mr. Pohl of The 
Walk-Over Shoe Co., the success of 
the white season has been due to 
the fact that women have preferred 
all-white footwear this year to com- 
binations. Black satins are running 
about third at present. Colored 
satins are less active, but there is a 
good demand for colored kids, 
especially blond kid. 

Strap patterns are given the 
preference, although there is a good 
demand still for step-in patterns. 


Vollman Lawrence Picnic 


Thursday, July 16, the Vollman 
Lawrence Co. planned to have their 
annual picnic for employees, at 
Lookout Grove, near Mt. Healthy, 
Ohio. The factory closed down on 
this day, and all the employees 
gathered for a day of festivities, 
including games, various forms of 
entertainment and dancing. 


Potter Contest Big Success 

Friday, July 3, marked the close 
of one of the most successful sug- 
gestion sales contests that Potter’s 
ever put on, For the whole month of 
June the entire sales force of the 
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Put on The IRON CLAD Cross Word 
Puzzle Contest 


Customers Work The Puzzles 


HINK of the people working CROSS WORD PUZZLES just for the fun of it and the great 
{ number that will be attracted to the IRON CLAD CROSS WORD PUZZLE CONTEST — the 
winners of which will receive big CASH and Hosiery prizes. 

Every merchant selling IRON CLAD Hosiery is eligible to put on this Business Increasing 
CONTEST ... but it will be given only one dealer in a community . . . and the first to apply will be 
the dealer to get it. 

All customers and friends are eligible to enter this CONTEST. In fact, everyone except IRON 
CLAD dealers and Cooper Wells & Co. and the employees and families of both. 

This unique CONTEST plan, which will Increase Sales, is very simple to put on, and with very 
little effort the people of the community will keep it going because it is something EVERYBODY IS 
INTERESTED IN. 

All the dealer will have to do is follow the instructions step by step. Everything possible has been 
done in advance for the dealers except handing out the CROSS WORD PUZZLE DESIGNS, and start 
selling MORE IRON CLAD Hosiery and other merchandise. 

It will cost any IRON CLAD dealer but very little in time or money as the CONTEST is planned 
knowing that IRON CLAD dealers are very busy people. This contest is adaptable to any town or city 
regardless of size. 


Cooper Wells & Co., 250 Broad St., St. Joseph, Mich. 


To Merchants Not Iron Clad Dealers Free Plans and Dealer Helps 


Let us suggest you take this opportunity to stock an The many special dealer helps in connection with this 
assortment of IRON CLAD Hosiery in a complete line for CONTEST are all furnished FREE to the IRON CLAD 
men, women and children and sold in many stores for over dealers. 
thirty years. This CONTEST gives you a most unusual op- The great results coming from this contest will more 
portunity for San Spend your store asthe source than repay any dealer for the small expense this contest will 


of supply for IRON CLAD Hosiery. cost him. 


Contest Rules 


N The IRON CLAD Cross Word Puzzle School No To be a Prize Winner a solution must contain to the owners. It is understood these solutions may be 
oO. Sale Contest is open to everyone, except IRON ° the three words “IRON CLAD HOSIERY” at used in any manner Cooper Wells & Co. may see fit 
CLAD Dealers and Cooper Wells & Company and the least once. Adjectives and other words used in connection without remuneration other than the prize awards. 
employees and families of both. with, Hosiery should be used wherever possible, as awards N 8 The judges of this Contest have been selected 
N A total of 96 CASH PRIZES will be awarded will be made in greater part upon that basis. As many oO. by Cooper Wells & Co., and are prominent 
0. Nationally, divided as follows: ist Prize, ‘lutions may be sent in as you desire. citizens of St. Joseph, Michigan. They are: Dr. ‘ 
$100.00; 2nd Prize, $75.00; Srd Prize, $50.00; 4th No Your solutions should be written in a neat and King, Mayor of St. Joseph E. P. Clarke, Supt. of 
Prize, $35.00; 5th Prize, $25.00, and 6th Prize, $15.00. ° legible manner. , and E. A. Gast, Postmaster. 
The next five best solutions will each receive $10.00; the The design MUST BE FILLED IN with r The IRON CLAD Cross Word Puzzle Contest 
next ten best solutions will each receive $5.00; the next No. 6 words These words must also be aula aan 9 will officially open on Saturday, August 22nd 
twenty-five best solutions each will rece .00, and listed below with the definitions for each. Use a plain and close when this store closes Saturday, September 5th. 
the next fifty will be awarded $1.00 each. The best solu- white sheet for this purpose, pasting the design in the All solutions must be turned in to us by that time. 
tion sent through this stere will receive a box of IR upper RIGHT HAND CORNER of the page. Write or Only solutions sent through our store—your 
CLAD Hosiery for Men, Women or Children, according 4 nd corne: No. 10 local IRON CLAD dealer—will be eligible for 
to the contestant. The next five best solutions will each nd address and our name and the IRON CLAD Cross Word Puzzle Contest 
receive a pair of IRON CLADS, their choice of our stock. through whom your solutions are sent. Use ONLY ONE z A om 
No No solutions will be eligible except those SIDE OF SHEET. No. Il = — SS ee W, — 
. worked out on the design furnished in connec- No 7 All puzzles submitted become the property of for our announcements as to the exact date The winning 
tion with this contest. ° Cooper Wells & Co., and will not be returned uswers will be upon display at that time. 


96 Cash Prizes 


BESIDES SEVERAL VALUABLE 
HOSIERY PRIZES 


When writing to advertisers please mention Boor anv Suox Reconper 
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Potter Shoe Co. was divided up 
into the Red and Blue Army, and 
each week reports were gotten out 
in the form of a bulletin called 
“Potter Pep,” as to the standing of 
the armies as a whole, and also in- 
dividual standings. During this con- 
test, which lasted about a month, 
there were 12,988 suggestion sales 
made. That is, 12,988 sales that 
would not have been made if the 
clerks had not suggested them to 
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the customers. The Red Army won 
the contest in both the number of 
sales made, and also dollars taken 
in, so they are the victors, and 
were presented with the pennant at 
the Potter picnic, Saturday, July 
11. Individual prizes were awarded 
the three with the highest standing 
in each army, and also commission 
money o all the employees, of 24% 
cents on every suggestion sale 
made. 





July Sales Lack Pep But 
Whites Are Moving Freely 


ST. LOUIS—The July sales con- 
tinue, but lacking some of the pep 
that characterized the early activ- 
ity. White footwear in good pat- 
terns and proper sizes is having a 
good demand. In this particular 
business is reported good. But with 
the majority of stocks depleted and 
for the most part the undesirable 
merchandise still remaining, efforts 
to rid the shelves of the latter type 
are of little avail. 

The torrid weather has also 
been partly responsible for the 
slowing down process. 


Stronger Demand for Black Kid 


Patent and black satin are hav- 
ing a good demand. Many retail 
merchants believe these two mate- 
rials will lead all others for fall 
and take the present prestige as an 
indication of the autumn trend. A 
stronger demand for kid footwear 
was also reported in a number of 
stores. There are some who believe 
that this material will be in fair de- 
mand for early fall selling. 


Ellis with Sonnenfeld’s 


Ralph Ellis, formerly assistant 
buyer in the shoe department of 
Stix, Baer and Fuller in St. Louis 
and recently connected with the 
Fair Company of Chicago, IIl., as 
buyer, is now in charge of the shoe 
department of Sonnenfeld’s, St. 
Louis’ largest ready-to-wear store. 
He assumed his new duties July 6. 


Federal Trade Report 
Shows Gains 


The monthly review of business 
conditions just issued by the 
Eighth District Federal Reserve 
Bank reports that gains were the 
rule in business over the same 
period of a year ago. The report 
follows, in part: 


“Taken as a whole, business ac- 
tivities were well sustained and in 
a majority of lines investigated 
there were gains over the corre- 
sponding period of a year ago. As 
has been the case for the past sev- 
eral months, purchasing of com- 
modities for prompt shipment is 
relatively much better than for 
future delivery. Merchants in the 
country are postponing ordering of 
fall goods until something more 
definite is known relative to the 
outcome of the crops. Since June 1 
the movement of farm supplies has 
undergone marked improvement 
and retail trade in the country is 
showing more life than in a num- 
ber of months.” 
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“Sales of the 11 reporting inter- 
ests during May were 5.3 per cent 
less than for the same month in 
1924 and 14.0 per cent below the 
April total this year. The decreases 
in both comparisons were distrib- 
uted generally through the line, but 
were particularly marked in men’s 
shoes. The demand for style shoes 
in women’s and children’s novel- 
ties continues active, both in the 
large cities and country. Prices of 
finished goods underwent no change 
during the past thirty days, and 
are about 3.5 per cent below the 
levels obtaining a year ago. Factory 
operations decreased slightly and 
was from 85 to 95 per cent of 
capacity. Stocks of the reporting 
firms on June 1 were 17.5 per cent 
smaller than a year ago and 3.4 
per cent below the May 1 total.” 


Johansen Bros. Show Big 
Increase 


Sam Beeson sales manager of the 
Johansen Bros. Shoe Company 
stated that a large gain in ship- 
ments had been made during the 
first six months of this year over 
the same period of 1924. The fac- 
tory is running at capacity with 
delivery dates scheduled six weeks 
from date of order. A brisk demand 
is being had for a new shade of 
satin which has been named Mem- 
phis Brown. 





July Devoted to 
in Detroit; 


DETROIT—After a favorable 
business in June, the larger down- 
town stores began their clearancé 
sales after the Fourth. Following 
a satisfactory precedent, several of 
the stores handling better grade 
lines held “Customers’ Privilege 
Sales” for a week preceding the 
general announcement of the sales 
in the newspapers. In conducting 
these sales the customer is advised 
that a sale is to be announced on a 
certain date, but that the firm, hav- 
ing the good of the clientele of the 
store in mind, will for a given 
period (sometimes three days, 
sometimes a week) offer to all cus- 
tomers of the store the privilege of 
selecting the footwear on sale at 
the sale prices, not only giving 
them first choice at the bargains, 
but making it possible for them to 
select their shoes without the hurry 
and jostle that usually attends a 


Clearances 
Business Good 


Advantages of Customers’ 
Privilege Sales 


The customers’ privilege is not 
only a benefit to the customer, but 
to the firm as well. Considerable 
volume of business is done under 
the most favorable of selling condi- 
tions. More merchandise is dis- 
posed of to the store’s own custom- 
ers than the usual procedure makes 
possible, and the service of the 
store is in no way interfered with. 
Shoes are fitted more carefully, and 
where sale shoes cannot be secured 
by the customer there is more buy- 
ing of the lines not included in the 
sale. 

The practice of giving 20 per cent 
discount is followed by several of 
the stores of the better grade, lo- 
cated on Washington Boulevard. 
Perhaps the value of such sales lies 
in the fact that they have become 
customary. Just how these stores 
secure sales of their short lines in- 
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Volume Buyers Know Value 
When They See It 


(CERTAINLY we would not have opened 133 new 
accounts among such men since February 2nd 
if they could not see the unusual value we put into 


TAYLOR SHOES. 


No ordinary styles or leathers would interest these 
keen judges. 


Their O. K. to TAYLOR 
SHOES for retailing at $6 to $8 


should tell you more than we can 
put in words. 








our 


“ROUND UP” LAST 


color 12 “BURMA” 


Armstrong Soft Box Toe 


YPICAL TAYLOR 


smartness expressed on 
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RUEPING CALF 


9-Iron Oak Sole 


Wingfoot Heel 











TAYLOR SHOE COMPANY 


BROCKTON, MASS. 
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Means the Best 
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stead of selling lines that should be 
withheld from a sale is not so easy 
to figure out. To produce the best 
results from such a sale is perhaps, 
more than anything else, a matter 
of salesmanship. 


Good Clearance Business 


The stores have all been busy fol- 
lowing their announcements of 
their summer sales, proving that 
many people take advantage of 
the thrift opportunities offered. 
Whether early clearance sales do 
not affect sales during the preced- 
ing month is not so clearly appar- 
ent, because many are known to put 
off their purchases until the sales 
are announced. 

White footwear has gone 
well in Detroit, and many 
stores report that their 
white stocks are pretty well 
cleared ‘out, leaving a small 
amount to be disposed of at 
cut prices in the summer 
sales. 


Ross D. Filion, manager of the 
high-grade women’s shoe depart- 
ment at Fyfe’s, was asked how he 
was going to handle the continued 
demand for white shoes by regular 
customers. He said: 

“T am pretty well cleaned up on 
whites, but there is still a demand 
for them. I have selected a good 
line from the-many we have han- 
dled and will keep this line stocked 
throughout the summer by careful 
re-orders. This line is not included 
in our sale. It will be offered at 
regular prices during the summer. 
I believe customers will appreciate 
this service, and will be willing to 
pay the regular price for shoes 
that have not been offered at cut 
prices.” 


Specialty Sport Shoes Popular 


The sale of sports footwear has 
been above the usual in both men’s 
and women’s lines. The fact that 
sport shoes are not strictly worn 
at sporting events makes it possi- 
ble to secure volume business on 
these lines. They are worn by some 
at any time during the entire day. 
There is a tendency seen towards 
specialization on sporting styles 
that are particularly adapted for a 
particular sport. Golf in Detroit is 
an important pastime, and the need 
for a special type of shoe for this 
sport has made it possible for some 
firms to do considerable business 
by offering something different 
from the regular sport line. 

Reports continue to show that the 
men’s business is not as satisfac- 


tory as a year ago. The fact that 
there are a large number of new 
men’s stores which is thinning out 
the sales in each is the best ex- 
planation possible. Too many stores 
handling any line will make the 
business unsatisfactory for all. 


New French, Shriner & 
Urner Store Opens 


The new store of French, Shriner 
& Urner in the Book-Cadillac Hotel 
opened without any special cere- 
monies. This store was announced 
several months ago, but delays in 
finishing the sales room and fitting 
it up have at last been overcome. 
The store is a very handsome one. 
The furniture and fixtures are in 
dark mahogany, and the cartons a 
lemon yellow with gilt labels. The 
arrangement of the fitting space is 
well calculated to please the men. A 
very clubby lounge effect is secured 
by having the layout in units. Each 
unit is complete in itself. Three or 
four easy chairs are arranged fac- 
ing inward on a beautiful rug, a 
smoker’s stand and a fitting stool 
completing the unit. This does 
away with the rows of fitting 
chairs usually seen in shoe stores, 
and gives more privacy to the cus- 
tomer. 


Show Cases in Shelving 


The lighting units are of the 
semi-direct type, the bowls having 
a bronze ornamental decoration 
surrounding them. The office is lo- 
cated at the left of the store, and is a 
beautiful bit of cabinet work, add- 
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ing to the appearance of the store. 
Horizontal show cases are intro- 
duced into the shelving just below 
eye level in which various types of 
footwear are displayed. 

Opening so late in the season, 
this firm has made a determined 
effort to secure business in sport 
lines. Sport footwear and sport 
hosiery were shown exclusively in 
the street windows, whose beauti- 
ful backgrounds of Caen stone are 
admired by all. 

The manager, Harry W. Jones, 
formerly manager of Carringtons, 
Inc., reports considerable business 
from delegates at conventions stay- 
ing at the hotel. 


Since the opening of the new 
Regal shoe store on Michigan av- 
enue there has been a change in the 
organization of both stores. T. J. 
Reed, formerly with the Regal com- 
pany at their Syracuse store, is 
now manager of the Woodward av- 
enue store, while L. A. Niles, of 
their F street store at Washington 
is manager of the Michigan avenue 
store. 


Roy L. Fleming, formerly assist- 
ant manager of Carringtons, Inc., 
has succeeded to the managership, 
vice Harry W. Jones, who resigned 
to accept a similar position in the 
new French, Shriner & Urner store. 


R. H. Fyfe & Co., and other shoe 
stores, as well as the department 


stores, have decided to close at 
noon at Saturdays during July and 
August. 





Milwaukee Merchants Enjoy 
Unexpected Boom in Whites 


MILWAUKEE—One of the nic- 
est volumes of white business ever 
handled in this city is being trans- 
acted at this time by the shoe mer- 
chants of Milwaukee. Many of the 
leading sellers had not anticipated 
a demand of the strength which the 
present call is registering, and as 
a result, stocks of whites are pretty 
well broken up. Spot delivery or- 
ders are being rushed to the manu- 
facturers by many prominent fac- 
tors in the Milwaukee market who 
neglected to stock heavily in ad- 
vance for fear of being caught with 
surplus whites at the end of the 
always brief season. 

Dealers expect another two weeks 
or more of white business and hope 


that it will continue well into mid- 
August. Call for canvas straps and 
pumps in white has come up, al- 
most overnight and the canvas 
shoes threaten the supremacy of 
the kids which have held sales 
leadership since the opening of the 
white season. Hot weather is re- 
sponsible for the demand for can- 
vas according to store managers. 
Almost everything in white types 
is good, with sales about evenly dis- 
tributed among pumps, sandals, 
cut-outs, straps and even oxfords. 


Black Satin Good 


Black satin and patent leather 
footwear in pumps and straps as 
(Continued on page 87) 
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A calfskin of smooth finish 
in a medium shade of 
brown. Adopted for Fall 
footwear by manufacturers 
of high-grade men’s and 
women’s shoes because of 
its distinctive shade and 
exceptional durability. 
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Price Reductions Less 
Drastic in New York 


NEW YORK—With many of 
New York’s leading retail shoe 
merchants in Boston last week and 
clearance sales the order of the day, 
real developments were lacking in 
the local field of shoe retailing. The 
July clearance sales are now in full 
swing and from all reports are at- 
tracting good consumer interest. 
Broken lines are being closed out 
rapidly, although the reductions ap- 
pear to be less drastic than usual 
at this time of the year. On white 
shoes, particularly, there have been 
only minor reductions despite the 
desire of merchants to clean up 
stocks rapidly. As a matter of fact, 
retail stocks of white shoes had 
been worked down in regular busi- 
ness to such a small amount that it 
was not necessary to put big reduc- 
tions in force to attract buying. 
Some merchants are still getting 
full prices for white shoes.and may 
make no drastic price cuts until 
next month. 

In connection with white shoes 
the interesting fashion has devel- 
oped here of wearing nude hose 
with them. This was an outstand- 
ing style at Southampton over the 
week-end, according to one fashion 
report. Pastel shades in doeskin 
also were much in evidence at this 
Long Island resort of the wealthy 
New Yorkers. 


Two New Colors Introduced 


Two new leather shades have 
made their appearance here and 
are attracting considerable atten- 
tion among the leather, shoe and 
hosiery interests. They are Silver- 
wood, described as a soft shade of 
gray, and maple-wood, which as its 
name indicates, inclines more to the 
buff shade. These colors do not ap- 
pear on the standard color cards, 
but they are being taken up by 
some of the leading leather and 
hosiery people as fall possibilities. 


Black Again This Fall 


The trend of current business 
here seems to indicate that the pre- 
dictions of a strong run on black in 
the fall for volume business is not 
unfounded. In both sale and regu- 
lar merchandise, black is moving 
well at present. Many merchants 
are already showing early fall mod- 
els in black satin, patent and ooze. 


These are mainly of the pump vari- 
ety and practically all of them carry 
buckles. New York has adopted the 
opera pump with the high spike 


heel and fancy buckle as the most | 


modish of afternoon dress shoes. It 
is most frequently presented in pat- 
ent leather although sales in satin 
are good, the high-grade merchants 
report. Sales of these shoes at regu- 
lar prices have been going at a 
strong pace and there have been no 
reductions in prices on them so far 
as can be learned. They are ex- 
pected to prove a good selling num- 
ber for the early fall, at least, and 
may carry right through the 
winter. 


Big Addition to Hosiery Mill 

The Van Raalte Company, lead- 
ing hosiery producers, have just 
let contracts for the building of a 
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four-story addition to their hosiery 
plant at Boonton, N. J. The addi- 
tion will give space for 18 new ma- 
chines and will increase the capac- 
ity of the plant by 2,000 dozen pairs 
of women’s full-fashioned hosiery 
per week. 


Pansy Purple Passe? 


Pansy purple, touted some time 
ago as the new shade in Paris, has 
become rather common in New 
York and is being passed up by 
those who cater to the highly fash- 
ionable clientele. It is being worn 
on the streets here, and while in 
some cases matching shoes are also 
worn, in the majority of instances 
women have selected gray casts in 
both hosiery and shoes to accom- 
pany the pansy-colored costumes. 

As a matter of fact, gray is loom- 
ing as a more important color in 
both hosiery and shoes and some 
retail merchants are inclined to 
give it more of a run in the early 
fall than it has had in several fall 
seasons. 





Summer Sales, Outings 
and Early Closings 


BOSTON — Summer sales have 
started in a large group of stores— 
other stores will “follow suit” with- 
in the next week or so. The Henry 
H. Tuttle Company had an attrac- 


tive ad in last Saturday’s Tran- 
script, announcing its “July Clear- 
ance Sale of Quality Shoes.” This 
ad advised the reader to “give a 
thought to this July Clearance Sale. 








Front row—Salesman Chisholm. Second row—Buyer F. W. Small, 
J. S. Frank, assistant buyer; P. H. Goodhue, manager; Miss E. 
Kykofsky, saleswoman. Third row—Mrs. J. S. Frank, Salesman 
Day, Mrs. F. W. Small, T. Cawley, assistant manager, Miss Anna 
Joyce, E. Fontaine, J. O’Keefe, J. O'Keefe, Miss H. Kelley. 
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‘‘A comfortable foot remembers the dealer’’ 


No. 107 Best Quality Black Kid, Three-Button 
Cut-out, Imitation Tip, Leather Quarter and 
Sock Lining, 13/8 Heel. Price $3.75 


No. 109 High Grade Black Kid Two-Strap, 
Lattice Cut-out, Imitation Tip, Leather 
Quarter and Sock Lining, 13/8 Heel. Price $3.35 


No. 105 High Grade Black Kid Panel Strap, 
Cut-Out Quarter, Imitation Tip, Leather 
Quarter and Sock Lining, 13/8 Heel. Price $3.35 


No. 87 Black Kid Two-Strap, Leather Quarter 
and Sock Lining, 12/8 Rubber Heel. Price $2.50 


A 5-time turn-over is not unusual. 
with ‘‘Constant Comforts’’ 


The Ault-Williamson factory is the largest in the country 
devoted exclusively to making Woman’s Turn Comfort Shoes. 
Specialization tends to make perfect. But to be leaders of style 
in this Turn Comfort Specialty is particularly noteworthy 
because Style with Comfort is one of the important factors 
that is making the nationally advertised “Constant Comfort” 
Shoe so popular and so profitable. Tie to one line, “Constant 
Comforts,”’ for bigger, better business. 


AULT-WILLIAMSON SHOE CO. 


Factory and Eastern Sales Division, Dept. R, Auburn, Me. 
Western, Central and Southern Division, 414-R North 12th Street, 
St. Louis, Mo. 


“The 7 Points of Merit” to the Consumer 
means 7 Points of Profit to the Dealer 


1. 


Cushion insole that conforms 
with the natural outline of the 
foot. 


. Flexible sole insuring glove- 


like freedom for woman's 
active hours. Heavier sole 
for more comfortable walking. 


. A toe and heel that give 


plenty of room and graceful 
style. 


. Rubber heel to cushion every 


step. 


5. Reinforced moulded counter 
to prevent running over at the 


heel. 


. A rigid steel shank giving 
needed support to the sen- 
sitive foot arch. 


. Tite-fit fashioned ankle, hold- 
ing the heel snugly and the 
stocking smoothly; prevent- 
ing slipping and gaping. 


Mail This Coupon 








Name 
Firm 
Address 


Ault-Williamson Shoe Co. (Mail to nearest Division, see addresses above), Dept. R. 


Gentlemen: 
Send sample of Now.........ccccccseeeeeevees 


Have salesman call 


_ Send In-Stock catalog 























Immediate In-Stock Service from Auburn and St. Louis 
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“Tf a customer,” said the ad, “you 
know the satisfaction of Tuttle 
Shoes. If you are not a customer, 
why not take this opportunity to 
become one? You'll be profiting by 
the reduced prices on the highest 
class shoes that one could want. 
Those who have known our clear- 
ance sales in the past, look forward 
each year for the date, realizing 
what it means to them.” Styles for 
women, formerly at $14 to $18, re- 
duced to $10; styles formerly from 
$12 to $16, at $6.50; odd sizes, some 
from $16 to $20, at $10. For men, 
styles, formerly from 10 to $13, at 
$8; formerly from $10 to $14, at 
$6; from 10 to 11, at $8. Boys’ 
shoes, formerly priced at $6 and $7, 
at $2.50. 

At the Shepard shoe department 
sales start next Monday, with re- 
ductions all the way from 10 per 
cent to 50 per cent on broken and 
discontinued lines. 


George Wirth Co.’s and Jones, 


Peterson & Newhall Co. started 
their July Clearance sales the past 
week. 

This is the season of outings: 
The R. H. White Co.’s shoe depart- 
ment folks, with those of the rest of 
the store, held their outing last 
Saturday at Nantasket. 


Shepard Stores’ Outing 


The shoe department of the Shep- 
ard Stores held its outing last Sat- 
urday at Nantasket, with the other 
departments of the store—about 
1,000 were in attendance. The chief 
events were a boat ride, dinner and 
sports, comprising a fatman’s race, 
won by John Shepard, and a diving 
girls’ race, won by Miss Smith of 
the shoe department, the Vode Kid 
Model. Buyer Ruggles of the shoe 
department reports that the white 
kid display of some weeks ago 
greatly increased the June business. 
Mr. Ruggles reports that July busi- 
ness this year is ahead of that of 
last year. 


Gilchrist Shoe Folks’ Outing 


Fred W. Small, buyer and head 
of the shoe departments of the Gil- 
christ Co., was toastmaster at the 
Sunday evening camp dinner at the 
Lake Boon camp of the Gilchrist Co. 
The shoe departments celebrated 
“The Glorious Fourth” by opening 
the M. G. A. Camp at Needle Knoll, 
Lake. Boon, Massachusetts. The 
party remained over Sunday. A 
Saturday night dance at Ordway’s 
Landing did not deter the campers 
from arising at 6:30 A.M. Sunday 


and partaking of a hearty break- 
fast, then church. Dinner was 
served in “three shifts.” In the af- 
ternoon a ball game between the 
“Inner Soles” and the “Outer 
Soles,” bathing and boating and 
supper. At the evening dinner, Miss 
Clarke was awarded the prize for 
the most pleasing bathing suit per- 
sonality; prize to “the soundest 
sleeper,” Mr. Day. Prizes to the 
Misses Patterson and Pretti for 
being “the fastest workers” on 
Lake Boon; Mr. Crowley, special 
prize for his ability in-driving an 
automobile. The grand prize was 
awarded to Paul Goodhue, manager 
of the women’s shoe department, 
for his splendid attention to the 
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“fair sex.” J. S. Frank, special 
prize. 


Wheeler Visits Boston 


George D. Wheeler, one of the 
officials of the Stewart-Dawes Shoe 
Co. of Los Angeles, was a visitor in 
Boston the past week. While here 
he was the guest of his brother, 
C. A. Wheeler, New England branch 
manager of the Beacon Falls Rub- 
ber Shoe Co. 

All of the principal shoe stores 
and shoe departments are closing at 
five o’clock, with the opening hour 
9 A.M. They are closed all day Sat- 
urdays during this month and 
August. 





Good Fall Business Booked 
by Lynn Manufacturers 


LYNN — Manufacturers made 
large sales in the Boston market 
last week, and salesmen on the road 
are sending in good orders. This 
improvement in business was ex- 
pected. With the population in- 
creasing and women more active, it 
must necessarily follow that sales 
of women’s footwear shall increase. 
Besides, many merchants have 
mastered the method of keeping 
their stocks clean, and actively 
turning; so prospects are consid- 
ered excellent for a normal fall and 
winter business. 

A new feature of Lynn’s business 
seems to be the sale of shoes of sim- 
ple patterns and stouter construc- 
tion. The gain on welt shoes, which 
is commonly reported, is credited to 
the desire of women to have more 
leather under the soles of their 
feet. According to sole cutters, 
manufacturers are generally buy- 
ing heavier soles, both insoles and 
outsoles, for their fall and winter 
shoes. 


Health Shoes Show Increase 


Also, it seems that many mer- 
chants are “getting more shoes 
fitted right.” Sales of health shoes, 
which must be fitted with the best 
of skill, are increasing again. So 
are sales of custom order shoes. 
Merchants are taking more widths 
and sizes, with the intent to fit 
more feet with shoes of the exact 
size 


There is some talk about a new 
development of medium grades of 
shees, chiefly shoes of stout con- 
struction and of conservative pat- 


terns, to retail at $7.50 a pair, or 
thereabouts. 


Summary of Lynn Styles 


Perhaps the best way to sum up 
Lynn styles is to tell what just a 
few Lynn manufacturers are mak- 
ing. 

Murphy, Gorman & Waterhouse 
are producing 50 per cent strap 
pumps, and 50 per cent step-ins, the 
latter being chiefly gore styles, the 
gores in the throat, and covered 
with ornaments. A few plain pumps 
are also being made. Toes are me- 
dium round or medium narrow, 
vamps fairly long, and heels of me- 
dium or full heights. They are cut- 
ting rosewood kid, sorrel kid, tan 
kid, black and colored suede, black 
kid, patent leather, satin and vel- 
vet. Patents and satins lead, but the 
gain on kid is the new feature. 


A Gain on Welts 


Donovan, Giles & Co. are making 
more welts, in plain and novelty 
oxford patterns. They report a con- 
siderable gain in orders for welts 
from the West. 


Featuring Trimmed Shoes 


The Harney Shoe Co. is making 
many pumps, some of the plain pat- 
terns, but most of them with gores 
in the throats. With these shoes, 
the Harney Shoe Co. shows a long 
line of shoe ornaments. The mer- 
chant may have the ornaments at- 
tached in the factory or he may 
have them attached to the shoes in 
his store, as his customers may 
desire. 
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HE WAS CONVINCED— 


to the tune of 40,000 pazrs 







Eighteen monthsagoa large manu- 
facturer of style footwear reluct- 
antly allowed one of our men to 
force a certain style on him. 







At the Boston Style Show he came 
to the Dunbar booth and admitted 
he had sold approximately 40,000 
pairs of this style—and begged us 
to force another one on him! 












Incidentally—the Dunbar Pattern 
Company did a bigger and higher 
grade business at this Boston Show 
than it has enjoyed at any previous 
show. 








To all customers — our thanks! 







Your exclusive designs are 
safe when Locked in the 
Dunbar Treasure Chest 







DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 
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The Watson Shoe Co. is making 
a new strap pump. Three straps 
spring from the sides of the shoes 
and come to a common center on the 
instep. 

Merrill, Porter Co. report a gain 


on strap pumps of patent, satins and 
black and colored kid, all with wood 
heels. Besides, there is a large in- 
terest in pumps with gores in the 
throat, and trimmings covering the 
gores. 





Haverhill Reports Large 
Number of Orders Booked 


HAVERHILL—Unique and in- 
teresting in the highest degree was 
the showing made by Haverhill 
shoe manufacturers and kindred 
concerns at the recent Boston Style 
Show. Occupying an entire section 
with booths uniformly arranged in 
a color scheme of black and gold, 
the setting for Haverhill’s exhibits 
enlisted the enthusiastic favor of 
visiting buyers. As a result of this 
remarkable piece of initiative on 
the part of the Haverhill Shoe 
Manufacturers’ Association, backed 
by the community in general, Hav- 
erhill-made footwear assumes new 
importance in the selling field. 
Practically every man connected 
with the Haverhill trade was on 
duty day and night welcoming cus- 
tomers and receiving congratula- 
tions regarding Haverhill’s style 
show prominence. 


Novelties and Practical Selling 
Numbers 


Local manufacturers, while show- 
ing novelties in women’s turns, 
welts and McKays were neverthe- 
less thoroughly practical as regards 
styles from the standpoint of the 
retail shoe merchant. Buyers’ needs 
were anticipated by Haverhill de- 
signers and manufacturers to an 
extent which brought to the atten- 
tion of visitors styles which repre- 
sent thoroughly practical ideas as 
selling numbers. Simplicity of lines 
and artistic yet modest decorative 
effects were oustanding features of 
sales made during the style show. 
To say that the volume of business 
secured by Haverhill shoe manufac- 
turers was large is merely stating 
a fact. Not only at the show, but at 
Haverhill’s sample rooms in Boston, 
buyers placed a large volume of 
substantial orders. Haverhill fac- 
tories will. be kept busy for an ex- 
tended period on goods to be pro- 
duced by this buying wave. In 
short, the time, money and effort 
invested in the show by Haverhill 
shoe men and citizens generally has 
already paid big business dividends. 
As one manufacturer put it: 


“With the new vision which Haver- 
hill manufacturers have obtained 
as a result of the intensive drive for 
business at the style show, we have 
a clearer understanding of our 
trade responsibilities than ever be- 
fore, and are better prepared in 
every way as regards styles and 
prices to thoroughly fulfill our 
trade obligations.” 


Haverhill Day at Boston 
Show 


The final session of the Boston 
Style Show, July 9, was nominated 
“Haverhill Day” in recognition of 
the prominent part which Haver- 
hill had played in the Fair. Mayor 
McGregor (who, by the way, is a 
Haverhill retail shoe merchant) 
and George W. Hurn, president of 
the Haverhill Chamber of Com- 
merce, with other prominent Hav- 
erhill citizens, were special guests 
of the Haverhill exhibitors. A bevy 
of beautiful young girls were iden- 
tified with the local trade by can- 
ary-colored ribbon badges _bear- 
ing the word “Haverhill.” They 
marched around the hall at inter- 
vals, escorted by Haverhill exhib- 
itors, among whom were many of 
the city’s most prominent shoe men. 
Both halls were visited by these 
parades, which, needless to add, at- 
tracted much universal attention 
and admiration. The color schemes 
of the girls’ gowns were varied, 
and as a matter of course they all 
wore Haverhill-made shoes. They 
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presented a picture at once unique 
and in the highest degree attrac- 
tive. Individual and group photo- 
graphs were made, as a means of 
furthering publicity for Haverhill. 


Many Buyers at Haverhill 
Factories 


During Boston Style Show Week 
many Haverhill factories were vis- 
ited by shoe buyers, most of whom 
are regular customers of these con- 
cerns. As a means of getting into 
intimate touch with the production 
of their orders and inspecting the 
facilities of Haverhill manufactur- 
ers in that line these visits were 
mutually profitable. Retail shoe 
merchants of the modern type ap- 
preciate the opportunities for thus 
viewing their shoes under factory 
conditions. An increasing number 
are visiting Haverhill factories 
during their visits to the New Eng- 
land market. 


Trade Directory Issued 


Distributed at the Boston Shoe 
Style Show and received by many 
visiting buyers, were the Haverhill 
shoe directories recently compiled 
and published. These booklets con- 
tain, in addition to names and 
locations of all local concerns con- 
nected with shoe manufacturing 
and allied trades, statistics regard- 
ing Haverhill’s production and 
its advantages for manufacturing 
shoes. The booklet is illustrated 
and will eventually have a wide dis- 
tribution throughout the trade. 
The Haverhill Chamber of Com- 
merce, which sent out several 
thousand letters to retail shoe mer- 
chants with a notice that the direc- 
tories were ready for distribution, 
has received many requests for 
copies. This additional bit of pub- 
licity for Haverhill and its prod- 
ucts will, in conjunction with other 
broadsides which have gone out to 
the trade, prove far-reaching in its 
benefits to the city and its industry. 





Brockton Detects More 
Interest in Better Grades 


BROCKTON — At the Boston 
Style Show a retail shoe merchant 
who has been a long time engaged 
in the sale-of good shoes, made 
some remarks concerning Brock- 
ton’s position as a shoe manufac- 
turing center. He said: 

“The grade of shoes which has 


always represented the principal 
output of Brockton factories has 
been to some extent overshadowed 
by shoes of lower grades. The sales 
of men’s welts at the so-called popu- 
lar prices has shown a big increase 
to the disadvantage of the medium 
grades. Having sold Brockton shoes 
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Brown Heads the List of 
Fall Colors 


NOWING that BROWN is the leading street-wear color 
for Fall, it only remains for the shoe buyer to select a 
BROWN KID for his orders that is 
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1. Assuredly Correct in Shade 
2. Equally Assured in Quality 


That's 
QUAKER BROWN 


Color 22 


You hear QUAKER BROWN most often referred to by lead- 
ing buyers as most perfectly providing the shade they want— 
not too light, nor yet too dark. 
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«Made in Black 
And the Following Standard (olors 


Color 22 QUAKER BROWN 
Color 17 HAVANA BROWN 
Color 25 GRAY 

Color 20 WHITE 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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at retail for many years, I believe 
I am in a position to sense a dispo- 
sition on the part of many men to 
buy more of the better shoes than 
they have been doing for a year or 
two past. This is encouraging from 
the standpoint of Brockton mer- 
chandise, and having seen lines of 
Brockton shoes retailing at $7, $8 
and $9, I am here to say that they 
represent desirable values. 


Better Shoes Needed 


“I believe that Brockton manu- 
facturers are in a position at the 
present time to take advantage of 
the desire for better shoes. The 
name of Brockton is one which has 
always carried much weight with 
the trade from the standpoint of 
good merchandise. I also believe 
that Brockton manufacturers are 
willing to capitalize their assets in 
this direction by intensive work 


through channels of publicity and. 


work on the part of factory men 
and salesmen. There is no question 
in my mind that Brockton shoes of 
the medium grades will, during the 
next year, show a large increase in 
sales. As I said before, men are be- 
ginning to realize that in shoes as 
in other things they get about 
what they pay for, and if they are 
willing to pay a good price they are 
sure to get a good shoe. Brockton 
shoes are good shoes in various 
grades, but I have special reference 
to the grade which has been lacking 
in consumer demand. There are 
many men associated with the shoe 
business in Brockton today who are 
forward looking and determined to 
maintain Brockton’s prestige as a 
shoe manufacturing center. They 
will see to it, I think, that buyers 
are kept in close touch with the 
merits of the $7, $8 and $9 shoes. 


Figures on Brockton’s 
Industrial Condition 


A recent survey of labor condi- 
tions in Massachusetts shoe indus- 
try made by the Washington Bu- 
reau of Labor reveals the fact that 
shoe workers in Brockton earn 
higher average wages than those in 
other shoe cities of the state. The 
first part of last year the shoe 
workers in Brockton averaged 69 
cents per hour. The average full 
time hours in Brockton per week 
were 48. With 43 shoe factories in 
1920 and 56 in 1924 a gain was dem- 
onstrated, according to the survey. 
No factories moved out of Brock- 
ton during the period covered, that 
is, from 1920 to 1924, and one fac- 


tory moved into Brockton. From 
January 1, 1920, to August 1, 1924, 
a total of 24 factories began busi- 
ness in Brockton, of which 11 
liquidated or went into bankruptcy. 
Of the 56 factories in Brockton at 
the end of the period mentioned 39 
were of the original 43 and 17 were 
of the 24 factories that had come in 
at a later period. None of the 24 
factories starting in business or of 
the 11 liquidating or going into 
bankruptcy were large, either as re- 
gards the number of workers or 
the number of shoes produced daily. 

After giving figures of shipments 
for the years from 1914 to 1924 in- 
clusive, the report concludes: “A 
large majority of the factories in 
Brockton are considerably larger in 
numbers of shoe workers and in 
output of shoes per day than the 
factories in other Massachusetts 
shoe centers. Practically all the 
shoes produced in Brockton fac- 
tories are standard men’s welts, 
with fewer changes in style and in 
labor costs.” 


Good Orders Booked 


Brockton concerns exhibiting at 
the Boston Style Show were not as 
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numerous as in former years. 
Those who showed their lines, how- 
ever, attracted favorable attention 
and many orders were booked as a 
result of the inspection of visiting 
buyers. After visitors had looked 
over the Brockton lines at the show 
they had the further opportunity of 
seeing additional samples at the 
offices and hotel rooms of Brockton 
concerns, with the result that or- 
ders were forthcoming in a volume 
which indicates added business at 
local factories during the next few 
weeks. 


Brockton Shoe Man 
Honored 

Carlton R. Blades, manager of 
the transportation department of 
George E. Keith Co., was recently 
appointed chairman of the shoes 
committee of the New England 
Shippers’ Advisory Board. This 
honor was conferred on Mr. Blades 
at a meeting of New England rail- 
road and shipping men held at Bos- 
ton July 7. Charles H. Jones, presi- 
dent of the Commonwealth Shoe & 
Leather Co. of Whitman, was 
named as a member of the Massa- 

chusetts executive committee. 





Rochester Factories Well 
Filled with Fall Orders 


ROCHESTER — Rochester shoe 
factories are now busy on fall or- 
ders and every factory in the city 
reports a marked increase in busi- 
ness with indications pointing to an 
extremely satisfactory fall run. Or- 
ders for immediate and future 
delivery are reported to be larger 
than for several seasons past, and 
buyers returning from Boston last 
week placed many additional orders 
which helped to swell the already 
satisfactory total of orders on the 
books and to insure a steady run in 
the factories. 

“Help Wanted” signs in the shoe 
factories which have been con- 
spicuous by their absence are now 
being displayed by all the leading 
shoe manufacturers and advertise- 
ments are appearing in the daily 
papers advertising for competent 
shoe workers. 


Discount Sale at Union 


A 35 per cent discount inthe men’s 
shoe section of the Union Cloth- 
ing Company materially stimulated 
business during the past week. Wal- 


ter Sizer, manager of the shoe de- 
partment, reports that the first day 
of the sale brought hundreds of 
buyers and that they are cleaning 
up their stocks in fine shape in 
preparation for moving to their 
new store early in September. 


Feature Saturday Closing 
and Better Service 


B. Forman Co., one of Rochester’s 
leading women’s apparel shops, took 
advantage of the fact that their 
store hours during July and August 
provided for closing all day Satur- 
day to put over a very clever piece 
of advertising featuring that they 
were in business for their health as 
well as for profit. A very clever 
envelope stuffer was used to feature 
the Saturday closing. On the second 
page of the stuffer appeared calen- 
dar pages of July and August with 
the Saturdays marked off in red 
and perforated to stress the fact 
that Saturdays were not business 
days. 

The copy on the first page fea- 
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Ride the Beaded 
Slipper Tide and 
Get the Benefit of 


the Surge Ver Ser Ler 


Our patterns are exclu- 
sive. All materials one 
grade. 

The beading is done by 
our own skilled opera- 
tives. 

The slippers are made 
by the Hand Turn proc- 
ess, which we use ex- 
clusively. 


“Getting More Shoes Sold Right” is 
easy with Goodrich turns in your store. 


Hazen B. Goodrich 
& Company 
Haverhill . . . 


MMT TTT 


tured the Saturday closing as fol- 
lows: 

“Our store will close all day on 
Saturday during July and August 
because we are in business also for 
our health. It is a common thing for 
people to say that they are not in 
business for their health. 

“We want to go on record that 
we are! 

“We were the first Rochester 
store to open at nine o'clock in the 
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morning! We were the first Roches- 
ter store to close at six on Saturday 
night! And we were the first Roches- 
ter store to close all day on Satur- 
day during July and August—for 
the health and happiness of our 
salespeople! 

“But we don’t want to pose as 
philanthropists. We close Saturdays 
because it is good business! We get 
the Saturdays back in better serv- 
ice! And so do you!” 





Merchants Placing Fall 
Orders Earlier This Year 


BALTIMORE—According to the 
monthly report of the Federal Re- 
serve Bank of Richmond, Va., con- 
clusions on the business situation 
in the Fifth district at the middle 
of June were difficult to draw, con- 
flicting testimony being much in 
evidence. Much depends upon crop 
prospects and the latter are highly 
problematical. Business failures in 
the Fifth district in May exceeded 
failures in May, 1924, in both num- 
ber and total of liabilities. The vol- 
ume of retail and wholesale trade 
in May was somewhat below the 
business done in May, 1924. On the 
other hand, debits to individual ac- 
count figures show that a larger 
volume of business is passing 
through the banks of the leading 
trade centers than was the case a 
year ago. Bank deposits are increas- 
ing. On the whole, prospects for the 
near future in the Fifth district de- 
pend upon the weather conditions. 


Looking Better for Fall 


An interview with Mr. Dixon of 
Dixon Bartlett Co. throws an inter- 
esting light on the situation in the 
local manufacturing field. Mr. Dixon 
stated that fall orders are coming 
in earlier and somewhat heavier 
than last year. The general cost 
values in the shoe industry are 
more stable. A better balance is be- 
ing attained in the relationship of 
cost of material and finished price 
of shoes. Since May, 1920, prices 
have been at an abnormal high 
level. Today hides are on a more 
normal basis and are more stabil- 
ized. An equilibrium has been well 
established, due perhaps to the fact 
that there is an oversupply of hides. 
Prices are below the pre-war level. 


Style More Nearly Stabilized 
Mr. Dixon asserts that only a few 


manufacturers are justifying their 
efforts in the shoe game. It has been 


a rough road for the latter, due to 
high rents, etc. Shoes on the whole 
are being produced in more staple 
patterns. Mr. Dixon believes that 
for the fall patent will be in the 
lead, with tan calf as second and 
black kid third. A decided interest 
is being taken in black and dark 
brown suede, also black velvet. The 
Dixon Bartlett Co. manufactures 
about 500 pairs of shoes a day in 
the medium grades. 


Clearance Sales Held Late 


Retail shoe merchants here cheer- 

fully report good business during 
June, some asserting that sales in 
white shoes have exceeded those in 
the past three years. Pre-holiday 
buying was good and sales began 
on the Monday preceding the 
Fourth. This year clearance sales 
began much later than they did last 
year. Of the white lines, strapped 
pumps in kid led in the style array. 
Deauville sandals have been popular 
in the last six weeks. Colored 
enamel buckles are being displayed 
in large numbers. In many instances 
contrasting kid underlay is being 
used. 
The Slipper Craft Shop is dis- 
playing three styles of pigskin 
shoes which retail at ten dollars. 
They are as follows: 

Champagne color step-in gore 
pump, 17/8 spike heel, black kid 
collar, with bronze, cut steel buckle. 

Tan pigskin one-strap sandal 
with large cut-outs at collar, 12/8 
Cuban box heel. 

Blond one-strap pump, 12/8 box 
heel, with four cut-outs at sides, 
cut-out at vamp with dark tan pig- 
skin strips over vamp. 


Painted Designs on Slippers 


One of the leading shops reports 
the purchase for fall wear of a black 
satin one-strap pump, 14/8 spike 
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Spanish heel in the D’Orsay style. 
The strap is unusual, being one- 
quarter inch wide. The shoe retails 
at $14. 

A new touch in footwear is the 
painted design on slippers. Hoch- 
schild, Kohn & Co. is receiving or- 
ders for small flower design, also 
large rose patterns to be painted on 
the slippers. This painting is done 
for $1.50 and $2.50 respectively. 


M. Heyman, formerly assistant 
manager of the Bronx Wise Shoe 
Store, New York, is now manager 
of the local Wise Store. 


Louis T. Blake, formerly with 
S. Halle Sons, has gone into the 
Shoe Finding business at 111 N. 
Green street. The new firm will be 
known as the Nottingham-Blake 
Co., Inc. 





Retail Business 
Better 


PHILADELPHIA—According to 
a survey made of local trade con- 
ditions by R. G. Dun and Company, 
business in general in the Phila- 
delphia district is feeling the effects 
of the usual seasonal lull at present. 
This lull, however, is less marked 
now than it was during the corres- 
ponding period of 1924. There are, 
furthermore, more indications which 
give encouragement to the hope for 
a substantial revival of trade in 
fall. Discussing the boot and shoe 
situation, the survey states that 
some good-sized orders have been 
received during the past week for 
shoes and fine footwear and that 
the prospects point to good trade 
during the next two or three 
months. 


Trade Still Timid About 
Fall Buying 

One manufacturer of children’s 
and misses’ shoes reports that the 
trade is still very timid about buy- 
ing for fall. He is operating his 
plant at about 50 per cent of its 
capacity. He reports that oxfords 
seem to predominate among the 
shoes called for by the fall orders 
which have already been received. 
The bulk of the demand is for plain 
tans, though in some quarters there 
is a little demand for gray tops and 
a few combinations are being asked 
for in infants’ turns. This manu- 
facturer thinks that the trend 
towards plainer patterns, as soon as 
it becomes more definite and more 
pronounced, will have a tendency to 
stabilize trade and permit of buying 
shoes without any danger of their 
being out of date by the time they 
reach the retailers’ shelves. Raw 
stock is firm and higher prices are 
being paid for sole leather now than 
two or three months ago. Crepe 
soles were very active in the mar- 
ket for some time, but the demand 
for them has dropped off. The de- 


Dull But 
Buying for Fall 


mand for white kid is a thing of the 
past so far as the shoe manufac- 
turers are concerned. 


Low Shoes for Fall for Children 


Another manufacturer of chil- 
dren’s footwear likewise reports 
that the bulk of the demand for fall 
footwear is concentrated on low 
shoes. There is some buying of ox- 
fords of the heavier type but the 
call for high shoes is virtually 
negligible. Tan is the predominat- 
ing factor in fall business. A few 
combinations are being asked for 
but business in them is not brisk. 


I. Miller Store Using 
Postcards 

The I. Miller store here is send- 
ing out to the people on its mailing 
list postcards announcing its semi- 
annual sale. In this sale shoes for- 
merly priced up to $12.50 are be- 
ing offered at $7. Models formerly 
priced up to $16.50 are being closed 
out at $9. Full-fashioned, medium 
weight silk stockings with lisle top 
and foot are being featured on the 
cards at $1.25 and full-fashioned, 
all-over sheer silk stockings are be- 
ing offered at $1.45. 

One of the downtown retail shoe 
stores is featuring front-strap san- 
dals in kid. They have slender front 
straps, instep straps, open sides, 
short vamps with moderately 
rounded toes, spike heels and light, 
hand-turned soles. One number in 
a shade of gray that may be worn 
to advantage with costumes of rose, 
blue, gray or black, is offered at 
$15 and a rosy beige that goes well 
with nude stockings and all tan and 
brown shades is offered at $17 a 
pair. 


Glazed Kid Shows 
Improvement 


Glazed kid manufacturing plants 
are being operated, generally speak- 
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ing, at about 60 per cent of their 
capacity. Glazed kid manufacturers 
report that there has been some re- 
cent improvement in the demand for 
their product and that they are able 
to move most of it out into trade 
channels without the necessity of 
putting it on their shelves. Black 
and brown are both said to be fairly 
active. Some firms are still making 
some blond kid on order and one 
firm, at least, is making some up 
for stock. Gray and champagne are 
still selling for lining purposes. All 
grades are said to be selling in the 
small skins and all sizes in the low 
grades. Prices are very firm and 
there are no indications of any 
change in either direction in the 
near future. The trade states that 
reductions are out of the question. 
The opinion seems to prevail, 
furthermore, that it would be a 
serious mistake to advance prices 
=~ any boom in business come HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 


























Buying Active for Fall 


William F. Schoell, secretary and 
treasurer of the Philadelphia Shoe 


& Travelers’ Association, reports that 
Jowa SHOES the trade is actively placing orders STOCK DEPT. s 


for fall goods. The bulk of the de- 
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tain about colors but it is buying 


black in patent leather, satin, suede 
and velvet. There is also a fair call | SNAPPY SHOES 
for glazed kid. There was some sale | FOR YOUNG MEN 
F recently for chestnut brown satin 
j aa but it was not very pronounced and 
‘HIGHEST GRADE ONLY” | did not last very long. High Spanish 
EAST WEYMOUTH, MASS. U.S.A. heels are good as are also Cuban 
heels. Opera pumps with a moderate 
amount of neat stitching or a bit of 
braid are good sellers. Prices are fa 

firm. Mr. Schoell, who has just re- LTP \ON CO-OPERATIVE 
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f WHERE TO BUY ' 
Fearne we A +. 


Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y. 


fe oth, <y i 
Puliman Slipper ay 
RED BLACK TAN 


The Quality 
‘SWAN SHOE CO. Baltimore, Md. 
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NEW ENGLAND SLIPPER 
WESTBORO. MASS. 


PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. ¥. 
Office, Security Bidg., 189 W. Madisen St 
HIGH GRADE MULES and D’ORSAYS 
Made of Quilted Satin, Embessed 
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shoe patterns 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 











No. 7300 Satin in these 
merican Beauty 


Milwaukee 
(Continued from page 75) 
well as cut-outs are selling in brisk 
manner just at this time. The bulk 
of the sales seems to be about evenly 
divided among whites, black satin 
and patents. Combination effects 
are subject to a steady but not 
exceptionally heavy call. The gen- 








Merger Rumors Denied 
by Nunn, Bush & 
Weldon .. 


From time to time rumors 
are heard to the effect that 
the Nunn, Bush & Weldon 
Shoe Co., of Milwaukee, has 
purchased or is about to pur- 
chase the controlling interest 
in some other large firm of 
manufacturers. The latest is 
that the Ogden Shoe Co. has 
been absorbed. 

Nunn, Bush & Weldon of- 
ficials have asked to be placed 
squarely on record as deny- 
ing these rumors. They have 
not taken over the Ogden 
Company. They have not 
taken over any other com- 
pany. They have absolutely 
no intention of taking over 
any company. 
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LOG SHOE FINDING Co., LINC. 
147 Duane St., New York, N. Y. 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 


Men's Leather House 
Slippers In Steck 


Athletic Shee Milg. Ca, 124 N. Third St, Philadelphia 
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METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 








eral tone of the Milwaukee mer- 
chandising market is steady. Pros- 
pects for the remainder of July and 
the month of August are said to be 
excellent. 


Hold Formal Opening 


Five full pages in the daily paper 
of La Crosse were taken by the 
Moss Shoe Co. of that city to an- 
nounce on July 5, the grand opening 
of the firm in its new home at 111 
North Fourth street. The opening 
was held on the day following, July 
6. The company, which is controlled 
by E. W. Olds and E. P. Semsch 
as co-partners, had been in business 
for forty-six years at its former 
location. Through a curious coinci- 
dence, both partners were born on 
July 4. Flowers were given to the 
ladies and cigars to the men who 
inspected the store on the opening 
day. In addition, a fine pair of silk 
hosiery was given away with every 
pair of ladies’ shoes sold. The five 
pages of advertising copy used in 
connection with the opening con- 
tained contributions from Ground 
Gripper shoes, Florsheim shoes, 
“John Kelly” women’s shoes, “Con- 
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325 W. Monroe St., Chicage, Il. 








MANHATTAN FINDING CO. 
Wholesale Shoe Store Supplies 
145 WEST BROADWAY, N. Y. 
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HARD TOE BALLETS 
with Solid Leather Boxes 
John E. McNamara -- Haverhill, Mass. 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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stant Comfort” shoes, W. L. Doug- 
las shoes, La Crosse Rubber Mills 
Co., Copeland & Ryder, Arch 
Triumph shoes, Kranit hosiery, 
Pedigo-Weber Shoe Co., Kinder- 
Garten shoes and Clark-Bracken, 
Inc., lighting equipment. The Moss 
Shoe Co. is the oldest retail firm in 
La Crosse. 


Stores to Close 


Something of a fight has been 
precipitated in Milwaukee mercan- 
tile circles by the Saturday after- 
noon closing movement. Many shoe 
stores have joined with department 
stores in closing their business 
places at 1 P.M. on Saturday after- 
noons, during July and August, in 
order to enable their.employees to 
enjoy the half-holiday during the 
hot weather. Opposition to the 
movement has originated among 
some of the jewelry and other shoe 
stores and a considerable number 
of these houses will remain open, 
notably Brouwers, Walk-Over, Flor- 
sheim, Nunn-Bush, Joseph Schu- 
maker, Diamonds and Regal. Shoe 
stores announcing plans to close in- 
clude Caspari & Virmond, Hanans, 
and the shoe departments of Gimbel 
Brothers, Boston Store, Schuster’s 
Three Stores and Espenhain’s. 


Burlington Company Elects 
Directors 


John Peters, Frank Christien and 
G. Gulbransen were named, with 
officers of the company, to serve as 
directors of the Burlington Shoe 
Co., of Burlington, Wis., for the 
remaining six months of this year. 
The Burlington Shoe Co. is the con- 
cern formerly known as the Su- 
perior Shoe Co., vf Milwaukee, 
which moved to Burlington some 
months ago and has been handling 
a nice business since its removal. 


Menzies Shipments Show 
Gain 

A gain of more than 45 per cent 
in shipments during June of this 
year over June of 1924 is revealed 
in figures issued by the Menzies 
Shoe Co., of Fond du Lac, Wis. The 
comparative figures indicate that in 
June of this year the company 
shipped $263,126 worth of shoes as 
compared with only $179,529 in 
June, 1924, or a cash difference of 
$83,597 in favor of this year. 


Veteran Merchant Dies 


Fred Meier, Sr., 67, owner of a 
shoe store on Milwaukee’s south 
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America’s Favorite 


NU-SHINE 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








MULTIGRAPH PLATES 


COMPLETE re 
Signature Cuts, ‘orms, 
Composition, Steel and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 











Where to Buy 














— Ae £4 bh ft £ . ew OS 
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Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


& COOK CO 
Tapoeries Bs fF Seuth St., Besten, Mase 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 











Innersoles and Heel Reinforcers, 
Pulp Products Department 
WestVirginiaPulp& PaperCompany 
’ Detroit NewYork Chicago 











tT. W. Prss. F. fp SSE, Shem. 


-G. ALD, Vieo-Pres 


PF. E. JONES co. 
FANCY COLORS 


MAT KID 





96 SOUTH STREET BOSTON, MASS. 





oring 


Russell ManufacturingCo. 
Middletown. Conn. 





S WHERE TO BUY € 


Stylish Comfort Shoes 





DR. CAMPBELL'S. 
HEALTH SHOE 


IN STOCK 
Ask for New 





New York City 











side for thirty-four years, died at 
his home, 486 Eleventh avenue on 
July 4 after an illness of several 
weeks. Mr. Meier came to America 
from Hanover, Germany, forty 
years ago, and with his sons or- 
ganized the Fred Meier & Sons Co., 
retail footwear. Mr. Meier is sur- 


vived by his six sons, Fred, Jr., 
William, Henry, Arthur, Ralph and 
Paul. 


New Booth Line Ready 


To insure the explicit following 
out of the principles pledged in very 
definite form by Walter Booth in 
his personal messages to the trade, 
he recently called in his salesmen 
from every field of action that they 
might gain the thorough, first- 
hand understanding of the meaning 
and purposes of these. policies so 
important to their faithful expres- 
sion to the trade, as well as to be- 
come familiar with the new fall line 
that has been developed. The sales- 
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men are now in their territories 
with the new line of Walter Booth 
shoes. 

A complete line-up of new pat- 
terns and lasts has been designed 
and the latest, up-to-date leathers 
utilized in building a line of shoes 
that shall measure up fully to the 
expectations aroused by Walter 
Booth’s announcement of his taking 
over the Beals-Pratt Shoe Co. In 
taking over this plant and organiza- 
tion, he has equipment and factory 
personnel that are right up-to-the 
minute, housed in the modern fire- 
proof building of 60,000 square feet 
floor space shown in the picture 
below, erected in 1920 with a pro- 
ducing capacity of 3,000 pairs daily. 





Summer Trade Shows Good 
Gain Over Last Summer 


SAN FRANCISCO—Most of the 
retail merchants say that business 
for the month of June and the 
early part of July was noticeably 
better than for the same period of 
last year. This applies also to 
houses like the Philadelphia Shoe 
Company, which have stores in 
Oakland as well as here. Yes, June 
was a good month, but the buying 
public had not reached the satura- 
tion point, for the midsummer sales 
that opened a few days after July 
4 brought a rush of trade to the 
leading stores. 

Tan Russia and patent leather are 
still the best sellers in women’s 
shoes. High style shoes are coming 
to spike heels. For the street, 
Cuban and low heels are also in 
good demand. No one is expecting 
anything revolutionary in styles 
for the moment. Retail merchants 
are busy selling their pre-midsum- 
mer stocks, and shoppers are buy- 
ing satisfactorily, with a special 
eye to getting good styles and qual- 
ity at something less than regular 
prices. 


Many Merchants in Eastern 
Market 

Harry A. Gibson, manager of the 
shoe department of the White 
House, has returned from New 
York. Busy with buying, he found 
time to see Mr. and Mrs. Charles F. 
Smith of Los Angeles off on a trip 
to Italy. Mr. Smith will not return 
to the J. P. Smith store till October. 

At that time there were many 
Californians in New York, includ- 
ing H. A. Ballentine of the Hanan 


Shoe Store here; Bert Heart of the 
Los Angeles Hanan Shoe Store; 
M. C. Streicher of H. L. Porter, Inc. ; 
Frank More of the More Shoe 
stores; William Kaufmann and Max 
H. Sommer of Sommer & Kauf- 
mann; H. Russell Werner and Har- 
rison Baker of the Frank Werner 
stores, and Harry A. Gibson. 


Shoe Department Doubles 
Trade 


The Gensler-Smith Shoe Com- 
pany has enlarged the department 
at 813 Market street to twice its 
original size. H. Cantrowith, vice- 
president of the company and its 
buyer, stated that business at this 
department has doubled since it 
was enlarged, early in June. The 
company has closed the store at 
1023 Market street, and is devoting 
its efforts to this larger store. 





New Home for Mauldin 
Shoes 


St. Louis—Creel, Mauldin & 
Chambers, Inc., makers of men’s 
popular-price dress welts, have 
taken a long lease on the handsome 
street-level storeroom, in the Dry- 
goodsman building, 1631 Washing- 
ton avenue. The place has been 
fitted out with ornate furnishings 
which makes an unusually attrac- 
tive office and stockroom. The Maul- 
din shoe plant at Highland, Illinois, 
is running at one thousand pairs 
per day. The company plans an in- 
teresting new policy announcement 
at an early date. 





cAll That Glistens Isn’t “Patent Leather 


If you choose your Patent Leather for its intrinsic quality 
beneath the surface, you will choose Corona Colt or Sides 


The Beese Leatuers include Corona Patent Cort and Sipes, Foerpsrer’s Vict Kip, Ayer CHROME 
Ca r Linineos, SHeepsxins, Suepe Catr, Grain Car, Sipe Leatuers, Spiits, Satins and SHoe Fasrics 
> 


LUCIUS BEEBE AND SONS, INC. 129 SOUTH STREET, BOSTON, MASS. 
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Are Your Gored Styles Protected? 








This trade mark is the pledge of the H U B It guarantees the goring on which it is 


stamped to wear satisfactorily for two 
largest makers of ELASTIC FAB- GOR E roe st the date ve bid yd the 


RICS in the world. A shoe manufacturer. 


TRADE MARK 


a” use cheaper goring UB GORE also means 

unsupported by a guar- originality and variety 
antee suchas of exclusive 
we place on weaves, pat- 


Style by WOLFELT-WEIL, t ern san d 
HUB GORE : POR wan ~ Seok 


is dangerous snakeskin wart. 1 COlors, which 
we are con- 


HUB GORE 
ractice. ’ 
F stantly bring- 


If HUB ing out. 
GORE fails Protect 
to give the your gored 


Style by PREMIER SHOE CO., 


right serv- Brooklyn, N. Y. styles by in- 


Of blonde kid with 


ice, you have eT COKE sisting on 


our guaran- i HUB GORE. 


tee to fall Then you 
back on. know where 


you stand. 


HUB GORE 


GUARANTEED FOR TWO YEARS SERVICE 


HUB GORE MAKERS 


Branch of Everlastik, Inc. 
CHELSEA, MASS. 


1107 Broadway, New York 
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Wy. Dae tA Bon 
WILL CALL FOR 


Black Suede and 
pimeltul mel iaeie 
iim Malvaseemeiti 
Russia Calf 
In mellow Br 
For evening slippers the 

Pastel shades in Velvetta Calf 
Individuality in leather means 
individuality in shoes. Such shoes 
sell today. Hunt-Rankin leathers 


are distinetly individual. 


Hunt-Rankin Leather Co. 


f Fi Caif I 


106 Beach Street Mass. 
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UR plan of established 
standards, under which 
we make KNOX Shoes ap- 
peals at once to the modern 

buyer of shoes. 


He finds that he buys KNOX 
Shoes with the utmost ease 
and elimination of detatl. 


And he learns more forcefully 
with every order delivered, 
that the shoes he orders 

are the shoes he gets. 


To retail at 
$7 to $8 


HUCKINS & TEMPLE 


rs -_— Boston Office 


Factory 
MILFORD ~ De 135 
MASS. LINCOLN ST. 


For Instant Delivery 


Stock No. 399, Patent 
Colt Oxford on HAIGH 
Last. Price $4.50 





BOOT AND SHOE RECORDER July 18, 1925 











BUCK-EL-ON 
SHOE BUCKLES 


Thing In Every Field 
That Is Best 


Nothing but the pressure of the foot in the 

ee is needed to hold Buck-el-on Shoe 
uckles in place. 

We have over fifty styles of colonial buckles 

which are suitable to attach to BUCK-EL- 

ON which range in price from $6.80 to $9.00 

per. dozen pair. 


THE 
REYNOLDS << COMPANY 


Manufacturers and Importers 


ae. Providence, Rhode Island 
$7.65 per doz. pair 


SHOE BUCKLES FOR MANUFACTURER, JOBBER AND RETAILER 





BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 


It’s the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boot & SHoz Recorpsgr is blooded-stock. An 


A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 
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IT’S STYLE THAT SELLS 


Nannette THE THREE Alice 
BIGGEST STYLE HITS 
of the 
BOSTON 
SHOW 








Va ava eNievie 








LIZ \ IZ WE AE? SEZ EE 









Yar ivaviivavivey 





IN 


All made with a Snappy Metal Button Cover 

GRINNERS FICE BLACK GATEN STOCK SKINNER’S RICH BLACK SATIN 

Made with Handsome Imported Hand Beaded. Ornament , - 960. iain Ocean bere and te ; in 
oO. n ee —Code 

No. 968—12/8 Cuban Heel—Code Cunan...... $3.50 No. 979—15/8 Full Louis Heel—Code Hial. $3.50 


No. 967—15/8 Full Louis Heel—Code Hinan $3.50 PATENT 


Mav livaviYaiivaxtiy 






27S 
‘ 


ry 












A 


iiyayi 


7a\ 











No. 969—9/8 Flat Heel—Code Lonan........:... $3.50 No. 380—12/8 Cuban Heel—Code Albpa........ $3.50 
No. 379—15/8 Full Louis Heel—Code Alent $3.50 
PATENT FINE BLACK SUEDE 
Made with Beautiful Metal Ornament No. 390—12/8 Cuban Heel—Code Alsway.... $3.50 
No. 368—12/8 Cuban Heel—Code Nanpa...... $3.50 GENUINE BLONDE KID 
No. 369—9/8 Flat Heel—Code Nanent.......... $3.50 No. 480—12/8 Cuban Heel—Code Alblo........ $3.50 
Florence 
If you want to increase as: Every number a winner. 
your sales and profits, play " Nothing experimental. All 
; the hottest, fastest line of = = for fit. 
rom stock service on 
Novelty McKays on the od ‘ 
new creations. 
| market. . 
A line that’s working for 
: you all the time. 
PATENT 
There is a Hannahsons dis- No. 374—12/8 Cuban Heel—Code Florpa...... $3.50 Write us for his name if 
tribut . ve BLACK KID : : 
ee eee No. 384—12/8 Cuban Heel—Code Kidflor . $3.50 eer ee Seow 
SKINNER’S RICH BLACK SATIN 
Black Suede Collar and Straps 
No. 964—12/8 Cuban Heel—Code Cuflor...... $3.50 
HAVERHILL, MASS. S 
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She walks. in beauty,” 
MODEL 2624 


“WAVE-CREST” 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THIS ARISTOCRATIC PUMP IS MADE IN INDIA 
TAN CALF AND CENTER STRAP—OVER OUR 30 
LAST WITH 17/8 WOOD COVERED SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


THIS MODEL CAN BE MADE IN ANY LEATHER 
OR FABRIC, ALL LASTS AND HEELS. 


BRAUER: BROS. SHOE @. “U'fx" 


FASHIONERS OF WOMEN’S NOVELTY SHOES 








ORNAMENTS POPULAR 


BEADED EFFECTS GOING STRONG 











No. 13575 


Two outside rows black beads. Steel beads inside. 
Center tufted satin. Stylish. Effective. Inexpensive. 
This and other styles $12.00 doz. pr. 


Here is one of the many attractive “DALCO” hand beaded buckles shown in our display at the 
Boston Shoe and Leather Fair. Visitors at the show were greatly impressed with the large and 
varied line of “DALCO” shoe ornaments which we manufacture. If you have never sampled our 


line do so now. 
THE “DALCO” BUCKLE SUPPORT 


helps the sale of buckles—offers an easy method of attaching and permits change as wanted. 
Largely used by shoe manufacturers and merchants. Write for samples and try them out. 


DALRYMPLE-DUDLEY CO. - - HAVERHILL, MASS. 


hon — SE eS | 
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Evening Slipper of 

Skinner's Satin 

with back of Chi- 
nese embroidery. 


Shoe Satin that Women 
Know Will Wear 


HE next thing to being able to guarantee the 

service of your satin shoes, is to be able to tell your 
customers those shoes are made of Skinner’s Shoe 
Satin. That will give any woman confidence in their 
wearing quality. 


There is selling power in the Skinner name. It pays 
in dollars as well as in prestige to specify Skinner’s 
Shoe Satin. 

WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


Smart new 
street shoe of 
Skinner's 


‘ * * satin with 
r° straps of gilt 

kid across 

86 inches wide and supplied in 

four different qualities to meet 


° ll th he trade. 
Shoe Satin all the requirements of the trade, 


' * ft @0o. « F O'R THE NAM E THE SELVAGE*'? 





i.) 
ty 
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Retail 
‘Salesmen 
_ Wanted 


J.C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 

Capable salesmen are needed— men a the 
ages of 25 and 35 years who have 
in one or more of our Eins, andl wile atte give 0s Ge Mighont 
references. 

Our company, which started in 1902 with one 
<iore, pew epeeages STi vetall staves Se & ehntee. 
We sell dry shoes, notions, clothing and 
furnishings men, women and children. 

do a strictly cash business. Our sales in 1924 

were $74,261,343.00. We opened 115 stores in 1920, 

59 stores in 1922, 104 stores in 1923 and 96 stores 

last year. 

By industry, study and determination your progress will 
be a in our y tion. Under our experienced man- 
agers are to become a manager. you 
have qualified 


You are Promoted to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cot en Ge wake cf concen wane What we 


sary J your success with us. 
our company is ample. Briefly, 
sented asd quoven over © 3, pt 


You come to us first as a salesman in one of our 


agers are selected from our sales force. 
When you make a success of the management, 


financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, ond: you repay it from subsequent profits of 
the store. 
Write today for our booklet, “Working mn of y= 

J. C. Penney Company.” Give your age and number 

et ee Se of merchandise In your 
t letter. e may arrange for a personal interview 

All correspondence strictly confid ential. 


Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 


LIGHT COLOR SHOES REQUIRE 
LACES TO MATCH 


STOCK 
“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat. Off.) 


SHOE LACES 
Made in 


LIGHT TAN, BROWN, BLACK 


STRONG and DURABLE 
NO-METAL-TIPS 
First quality, Fast Color Braid from 
TIP-TO-TIP 


“HUBTIPS” are packed in Individual Carto 
72 Carton in yy re - 


Specify ‘““HUBTIPS”’ 
To your jobber or write us direct 


FRANK W. WHITCHER CO. 


Manufacturers 


332 Albany Bldg., Boston, Mass. Chicase, m. 

















SHOES AT A PRICE 


Every Pair From a Nationally 

Known Solid Leather Line 
We handle, exclusively, jobs of solid-leather branded 
shoes. By buying the entire og of samples, 
close-outs and factory-damaged' of the largest fac- 
tory in the country, we get them at especially low 
prices. Our customers get the benefit. Complete 
stocks of children’s, misses’, wing girls’, women’s, 
men’s and boys’ low and high shoes on the floor at 
alltimes. [¢ Will Pay You to See Us 

When in St. Louis 


M. Goldman Shoe Co. 


One Half Block North of Statler Hotel 
617-619 North 9th St. St. Louis 
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Graduate Chiropodists Earn 
from. $5,000 to $15,000 Yearly 


| Why don’t you, too, take up |]. 
SS this rapidly growing, dignified, ey 
Lhighly profitable profession? 


Years of experience in conducting the foremost Chiropody School in the world has proven 
conclusively that the shoe man is ideally qualified to take up Chiropody and make its practice a 
wonderful success. That is only natural. You as a shoe man deal with feet every day in the 
year. Possibly you have “read up” on foot troubles and know what a large percentage of people 
need the services of a Chiropodist. 


Graduate Chiropodists Greatly in Demand 

There is room, yes, a dire need for thousands of Graduate Chi- 

ropodists in.the United States today. There are only three 

thousand practitioners of Chiropody while there are about one 

hundred and seventy thousand physicians. Think what a future 

there is for a man or woman who starts in under such favor- 

able conditions. 

Chiropodists Make Big Money 

And do how a what fees or really competent, gy wae = 

trained Chiropodist receives? They compare very favorably ° 
There is a lot of satisfac- with those of the physician, dentist, oculist and other special- aa a. 
Gen & — conte ote! ists. There are many Chiropodists whose practice runs up to thrill when you put the key in 
or Aes : , ren" ing and even above $15,000 annually. The Graduate Chiropodist your own office door. 

* who cannot average $100 weekly or $5,200 yearly, cannot 

be classified as a successful man. Then Chiropody carries with 

it prestige. You become a professional man and are recognized as 

such, That gives one a great deal of satisfaction. 


The World’s Leading School 
The success you attain in the practice of Chiropody depends 
largely upon the school you select. The Illinois College of Chi- 
ropody is the largest and best equipped school in the world 
teaching this subject. It is now in its 13th successful year and 
occupies an entire 4-story building. Instruction is under a fac- 
ulty of well-known physicians, chiropodists, surgeons, chemists, 
orthopedists and specialists. The College has both day and 
evening classes, leading to the Degree of Surgical Chiropody. 


die come to bendy, Largest Foot Clinic in America pt fn OO of ce 
. : 2 . . . . as entire - 
Enrolling inthelllinois Over 15,000 persons receive treatment annually in the Illinois Geitellinn, Thacitinaed 


College is one of the quick- College Free Foot Dispensary, giving the student a wonderful 

’ throughout could not b - 

est ways of acquiring it. opportunity of coming in contact with and studying every See ma ree 
known foot condition. 


New Classes Open September 8th 
Mail the coupon today for illustrated catalog giving complete in- 
formation relative to the splendid opportunity whichChiropody 
offers and why the Illinois College is the school for you. 


MAIL THIS COUPON TODAY! 


| unvoes COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 
| Gentlemen: Please send me, postage prepaid, latest catalog and complete in- | 
| formation relative to Chiropody and your school. B@SR,1 


A substantial bank account 


Your own home ! That touches 


always interesting and fas- | Name a vital cord. Are you on the 
cinating. Your patients are | right road now or hadn’t you 
the best classes of people Street and Number better take up Chiropody and 








in the country. -a = shorten the route ? 
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Investigate 
Before 
Investing 


Every advertiser—whether national or local—owes 
it to the best interest he represents to fully inves- 
tigate every publication’s claim for circulation, etc. 
before he invests in “white space” advertising. 


It is the advertiser’s right to demand facts, not 
theory. Superficial information is not the kind on 
which to build a successful advertising campaign, 
and unless each copy is delivered and read, the 
advertiser is paying for waste circulation and his 
advertising dollars are not producing proper results. 


By our membership in the Audit Bureau of Cir- 
culations we safeguard the advertiser’s money 
for we want it known, that we make no claims 
of any nature that are not fully substantiated with 
A. B. C. verified reports. 


Get our last report. Know what 
you are buying. Then invest. 


BOOTandSHOE 
RECORDER 


Home Office, 207 South Street, Boston 


- BRANCH OFFICES 


Chicago—189 Madison St. New York—127 Duane St. Rochester—626 Powers Bidg. 
St. Louis—1627 Locust St. Cincinnati—Second National Bank Bidg. Philadelphia—Perry Bidg. 
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E content with nothing less 
authentic than these 


NEW CASTLE BROWNS 


in your smart fall styles. - 


Color 3 


ROYAL BROWN 


Color 31 


HARVEST BROWN tecnin ne 


the Joint Styles Committee: 








Color 08 Color 3 ROYAL BROWN to 
: RUGBY TAN 


INDIA TAN Color 31 HARVEST BROWN 


to WOODLAND BROWN 


RYEN the skill of our veteran organization could Color 98 INDIA TAN 
not alone produce the color subtlety and to INDIA TAN 
individuality of these NEW CASTLE colors. But 
when their expert hands are applied to the choicest 
raw stock that grows, we deliver that unrivaled result 
that everybody knows as typically NEW CASTLE. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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i demers the comfort appeal 
of the tired foot — 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
(KOCKING SHANK 
TO INSOLE 





“The Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





alien 
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“LORRAINE” 
BLACK SUEDE 


Deep-Rich-Black with a velvety suede feel. 
Ghis beautiful leather is ideally adapted to 
MHilady’s smartest footwear. 





High quality and low cutting figures make it 
equally attractive to the shoe manufacturer 
of women’s fine footwear. 


Ask Us For Samples 


Barnet Leather (00., mn. 


Tanners of “LITTLE FALLS” Leathers and “LORRAINE” Leathers 
360 MADISON AVENUE. NEW YORK CITY 


Tanneries; LITTLE FALLS, New York 





Distributing Agents: Boston Distributors 
SAN FRANCISCO BARNET LEATHER CO., INC. 
MILWAUKEE axxiicry, OF MASS. 
CINCINNATI “ Ry 
ST. LOUIS bos . 98-100 South Street 
ROCHESTER ley «At Boston, Mass. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
page per issue: 

1 time 7 times 18times 26times 652 times 

$4.00 $38.50 $3.00 $2.50 

8.00 7.00 6.00 5.00 

12.00 10.50 9.00 7.50 

16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


EW YORK and vicinity, live-wire salesman 
with established trade to represent high- , 

grade — ¢ —— te —- a M ] d W t Vi ee T A 

en’s shoes. State particulars in firs 

et aryiand, West Virginia, iennessee, rkansas 

corder, 127 Duane St.. New York. We want experienced salesmen to cover the above territory. We make unlined UNION 
ALESMEN to sell side line, all leather first- STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Meulder. Write 
cc A, ons otiechdowns 2/1l; popular. for particulars, giving references. 

pr qua shoes in stock. Good terri 

sean. Tab camumission. Gio Gall pertioulane. NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 

~_ Shoe Co., 420 St. Paul street, Rochester, 




















ANTED__Three salesmen, one for Pacific 
™ ae one a and = for the a 
ge ts Set eae Milwaukee Work Sh 
McKay shoes to retail at $5.00, catering to wau ee or oes 
case lot buyers only, large retailers, chain 
i We have openings in the following territories: Northern Illinois, Iowa, Minnesota, Penn- 


stores, and department stores, not jobbers. . 
When replying, state experience, references sylvania, Virginia. Splendid opportunity for big caliber salesmen. Write, giving complete 


and following. All replies will be treated con- record and references. 
* fidentially. Hopkins Shoe Co., 282 Broad St., STEVEN STRONG SHOE COMPANY 
Lynn, Mass. Milwaukee, Wis. 


GALESMAN WANTED — Experienced shoe 


salesman with established trade, to cover 
the following states: Indiana, . Illinois, Ten- ALESMEN WANTED in all states in the XPERIENCED SALESMEN wanted to rep- 
nessee, Georgia, Florida, North Carolina, Middle West to sell as a side line an ad- resent our line of Infants’, Children’s and 
South Carolina, Virginia, Washington, Ore- vertised line of Ballet Slippers. Six samples Misses’ Turns and Stitchdown, in Pennsy!- 
gon, Arizona, New Mexico, North Dakota, will show the line. Will pay liberal commis- vania, Ohio, Indiana, Michigan, North Dakota, 
South Dakota. Rochester's Novelty Shoe Line sion. A good man could pick up considerable South Dakota, Nebraska, Colorado, Kansas, 
of popular-priced children’s shoes in turns, extra money. Write, telling your territory and Arkansas, Utah, Nevada, Oregon and Idaho. 
stitehdowns and McKays; 7 per cent commis- line now carried. Address B-561, care Boot and Strictly 7 per cent commission, stock proposi- 
sion. A stock proposition. Address B-555, care Shoe Recorder, 207 South St., Boston, Mass. tion. Only — _ and 
Boot and Shoe Recorder, 207 South Street, ANTED—Ex experience consi ° ress with reference. 
perienced Rubber Footwear Rehr : 
Boston, Mass. Wilaeem for Western Massachusetts ter- ghe Shoe Co., Orwigsburs, Pa. 
SALESMAN WANTED—One grip, side line ritory. In first letter give complete picture of ALESMEN WANTED—Several states now 
of children’s shoes in turns, stitchdowns yourself—personal qualifications, experience, available for experienced salesmen to 
and McKays. Stock proposition; 7 per cent and sales record. Confidential. Address B-554, carry side line of children’s high-grade 3-sole 
commission ; ular prices. Only producers care Boot and Shoe Recorder, 207 South St., stitchdown boots and oxfords, also several 
nese ppl. » = ~~: oats 3 jeahing- Boston, Mass. mable boots, regular stitchdown 
6 ee, Seen, Ee eee ANTED—Salesman with established trade, ene Se. ee eens few 
. ‘ae _ h preter small investment with object to = including excellent Men's K 
Tennessee. Address B-556, care ot and Shoe ree Dusiness in old esta “ tl stitchdowns, 
Recorder, 207 South Street, Boston, Mass. po Address B-550, care Boot and Shoe Re- plug oxford, etc., ready Aug. 15. i 
r, 207 South St., Boston, Mass. modern up-state New York factory. Will pay 
6 per cent commission. State experience, terri- 
tory covered and give ee Write fully 


SALESMEN Real Opportunity for South St, Boston, Mass nn 


7 be ALESMEN to carry, on commission, high- 
Side-Line Salesmen GALBSMEN 6 asa"wonsen’salippers io 
Promi. manufactu trade only, popu prices. Address B-560, care 
cee ag my = Recorder, 207 South St., Boston, 






































ALESMAN to carry nationally-known line 

of Turn Boudoir Slippers in colored leath- 
ers and quilied satins (leather soles), Ballet 
Slippers, soft and hard toes, side line. Address 
B-557, care Boot and Shoe Recorder 207 South 
St., Boston, Mass. 


SALESMAN, traveling, with large following 
among high class ladies’ shoe stores, dc 
partment stores and jobbers, go sell new line 
of attractive rhinestone shoe buckles, popu- 
larly priced. Real opportunity for a live wire. 
Write immediately, stating experience and 
references. Address K-806, care Boot and Shoe 
Recorder, 127 Duane St., New York, N. Y. 
WANTED—For Western Massachusetts ter- 
rubber footwear sales- 
to John E. Folan, Manager, Con- 
Shoe Company, Boston, Mass. 


























Salesmen—Nunn, Bush & Weldon shoe 
Company of Milwaukee is soon to open 
an in-stock branch in New York City. 
Territories in the vicinity of New York 
are open. Apply te J. D. Nunn, 1462 
Broadway, N. Y. City, N. Y. 
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SALESMEN WANTED 


FOR LEASE 


FOR SALE 








ZALESMEN WANTED—Men with estab- 
lished trade to carry our soft soles, infants’ 
and children’s turns and stitchdowns in con- 
nection with present line. Our line is well 
known and we poy highest commission. = 
ngs in Pennsylvania, Ohio, Wisconsin, i- 
ornia, Kentucky and Tennessee, and Middle 
West. Give full iculars in first letter. J. J. 
MacMaster, ter, N. Y. 


,ALESMEN WANTED—To carry as side line 
our boudoir slippers. Liberal commission. 
The Vogue Slipper Co., Haverhill, Mass. 


YHOE SALESMAN wanted to carry as a 
side line spats and leadi shoe novelties. 
Address with references I Manufacturing 
So., 4248 No, Crawford Avenue, Chicago, Ill. 











POSITION WANTED 


POSITION WANTED—Opportunity wanted— 
Sales manager—Salesman with responsible, 
honest manufacturer, capable of making good 
values, needing larger sales. Large personal 
following in Eastern States. Several years’ 
xperience in retailing shoes, advertising, ac- 
counting, credits and collections, office man- 
agement. Able to hire and handle salesmen. 
Good correspondent. Remuneration based on 
»pportunity, size of business and my ability to 
uild sales. Not interested in regular sales 





ob as am well connected. Desire executive 


ypportunity. Thirty years old, married. Ad-- 


1ress K-56Z, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


AN EXPERIENCED shoe salesman calling on 
‘Athe best accounts, and has a strong follow- 
ing with the chain stores in his territory, 
covering Washington, D. C., Virginia, North 
Carolina, South Carolina, Georgia and Florida, 
is open for a strong line of women’s and 
misses’ popular-priced shoes. Address B-550, 
care Boot and Shoe Recorder, 207 South street, 
Boston, Mass. 








State Street Buyer 


Experienced buyer and manager 
shoe department wants to con- 
nect with live concern. Past nine 
years manager of department 
for large State Street depart- 
ment store. Can furnish best 
references. Address B-563, care 
Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 

















BUSINESS OPPORTUNITY 








Lexington, Kentucky 


With wholesale trade territory of over 
1,000,000 people seeks shoe house to 
help round cut wholesale market. Write 
Lexington Board of Commerce. 














LINE WANTED 


RETAIL LOCATION—Erie, Pa. One hundred 
per cent location which can be had on a 
thirty-year lease starting April 1, 1926; build- 
ing 30 x 165 feet. P. C. Cunningham, 704 
Palace Building, Erie, Pa. 





FOR RENT 


GHOE DEPARTMENT for rent in New 
leans, La. One of the 


cialty stores, doing a large 
ness, is interested in leasing 
ment to a real live operator ; 


$6.00. Address B-539, 
corder, 207 South Street, Boston, Mass. 











| Sample and Sales Office 
For Rent in New York 


In the Graham Building 
on Duane Street 


A medium size suite of of- 
fices are available in the 
Graham Building, on Duane 
street, in the heart of the 
shoe buying and selling dis- 
trict of New York City. 


Suitable for one extensive 
line, or even two non-com- 
peting lines. 


Write to B-567, care Boot 
and Shee Recorder, 127 
Duane St., New York City, 
for full information. 























FOR SALE 


Fork SALE—All or half interest in shoe 
store, with splendid location and lease, in 
New England city of 50,000; not much capital 











Two complete sections “Grand Rapids 
hosiery cases and one 6-ft. counter dis- 

mahogany finish. Cost 
will take $350.00 for quick 


B-566, Re- 
corder, 207 South Street, Boston, Mass. 








WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING Cee At ee 
596 BROADWA : roe . 








We'll Buy For Cash 


Complete shoe stores, factories, or large 
or small stocks of — * leather, findings, 
CASPER and MacLEN 
170 Summer St., Boston, Mass. 











needed as stock is small. Splendid prop 
for chain store. Address B-564, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





For SALE—Shoe store, Indiana manufac- 
turing city, 17,000, growing. Invoice $6000. 
Particulars by letter. Address B-565, care Boot 
and Shoe Recorder, 207 South St., Boston, 





Foz SALE—Shoe stock invoice about ten 
thousand dollars. Men’s women’s and chil- 
dren’s shoes, all new and in modern 
store shoe dept., for rent, lease and reasonable 
rent; store in the best location. The Emporium 
Dept. Store, M. A. Murray, Wenatchee, Wash. 





ESTABLISHED family shoe store in town of 





W ANTED—Manufacturer’s line 
dress 


d 

want this to carry with my 

ness on children’s shoes. Address Box 
Nisswa, Minn. 





blished te: etc. 
K-805, care Boot and Shoe Recor 
Duane St., New York. 





Geop family shoe store, on the main street, 
but out of high rent district. Fourteen 
years in same location. Nice fixtures, and com- 
plete shoe ring outfit. Less than $1000.00 
stock. Will and remodel store-front at 
low rental. Owner recently died, Will sacrifice. 
Address Decatur Shoe Store, Decatur, Ill. 





FAMILY shoe store with good location in 
Brooklyn. 5-year lease. Other business com- 
pels immediate sale. Address K-801, care Boot 
— = Recorder, 127 Duane street, New 
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SHOE CARTONS 
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for the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 
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BROOKLYN N.Y 
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Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 


THe Oscar OnKen Co. 
611 Ww. FOURTH ST. 
CINCINNATI, O. 

We_ do not make 

Metal Fixtures or Show Cases 

















ey (OE (CARTON 


abels 


We design and print 


of those used by 


amniele cpl} | on 
Complete set o samples 


Yas 
wiles 
Ji 


HEYWOOD-WAKEPFIELD WAREHOUSES 
BALTIMORE, MD. 113 W. Conway Se. 
BOSTON 45, inter Hill 
Display Floor. 174 Portland St 
O,N.Y. Wells & C: 


KANSAS CITY, 
LOS ANGELES, CAL. 
NEW YORK, N.Y. 
PHILADELPHIA, PA. 
PORTLAND, O 





Sixth & O'F-"on Ses. 


# ST. LOUIS, MO. 3 
2 a 2 SE 11g 
| Aeywood-Wakefield | 
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IDEAL ROLLING 
LADDERS 





are 
25% Chea 

pd gnc a 
Write for Catalog 


Suceess Furniture 
St. Louis 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right te reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Gee. 
W. R. Hill, 4 ae 507. 

CHICAGO OFFICE: 189 West Madison &t. 
T one Maine 1089. B. C. Bowen, Manager. 

ST. UIS OFFICE: 1627 ‘cust St. H. M. 
Bowen (B. C. Bowen, Manager). Telephone. 
Olive 6130. 

NEW YORK OFFICE: Room 101, Graham 
Bidg., 127 Duane St. H. Walter Scott, Mana- 

7 Whitehall 7454. 

P ELPHIA OFFICE: Room 616 Perry 

Bidg, 1530 Chestnut = H. a Scott, 


Manager. Telephone Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com- 

Rooms, Haverhill National Bank 
. Geo. W. R. Hill, Manager. 

CING. ATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager). 
Telephone Canal 1560. 

ROCHESTER OFFICE: 626 Powers Bidg. 


hone Broadway 7887. 
NGTON OFFICE: William L. Daley, 
t Bidg, 15th and K Sts., N. W. 
des Italiens. L. Huab- 


&. C. Bowen, Manager), 405 Broadway. 
WA: 


Investmen 
PARIS OFFICE: 2 Rue 
Manager. 
LONDON OFFICE: P. 
11 Haymarket, London, 8S. 
AUSTRALIAN OFFICE: 439 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: W 
Manager I. Adlergasse 12, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzina, Gerente. 
BRAZIL: Gerente, John 8S. Fitch, 83 Rue 
General Ca 88 Sob. 


Cuba. 
sa Sem OFFICE: Yokohama. J. F. Wager, 


nager. 
SPAIN: Gerente, Leoncio de Miguel. Librers 
Editor, 20 Fuencarral, Madrid. 
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Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 
for 
Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quality Shoes from 
$1.47 % to $2.00 


Wrile for Catalog - 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 


Milbradt Rolling 
Step Ladders 


Kinds of 
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BUSINESS REVERSES 


Honoraville, Ala.—C. H. Turner, shoes, etc., re- 
ported petitioned into bankruptcy. 

Noma, Fla.—Pearle Ware, , ete., reported 
petitioned into bankruptcy. 

Danville, Il.—Wolf M. Fagen, shoes, etc., re- 
ported petitioned into bankruptcy. 

Chicago, IL—R. Goldfuss (4600 S. Ashland 
avenue), shoes, etc., reported assigned. 

Dawson Springs, Ky.—O’Bannon Dry Goods 

Inc., shoes, etc., reported petitioned 


H. A. Joyner, shoes, etc., 
nkruptcy. 

(483 Tremont 
street), shoes and repairing, reported peti- 
tioned into bankruptcy. 

Chelsea, a Foster (157 Winni- 
simmett street), shoes, reported assigned. 
Melrose, Mass. H. Gershon (19 Berwick street), 
shoes and repairing, reported offering to 

compromise at 40 per cent. 

mshgnenpelin. Minn.—Henry O. Morrison ee 
rison Shoe Co.), (262 Cedar street), 
——— offering to compromise at 33 1/3 


cent. net. 
St. Paul, Minn. Joseph Schwartz, shoes, re- 
ported + into bankruptcy. 

. N. ¥.—Boulbol & Galat (164 At- 
lantic avenue), manufacturers of slippers, 
reported petitioned into bankruptcy. 

Standard Shoe Co. (not incorporated), 

Blake avenue), reported extension 


ranted. 

ule York City—Sidney I. Rabin (2321 8th 
avenue), etc., reported oe 

Isidor Segal (389 West street), shoes, etc., 
reported petitioned into bankruptcy. 

Joseph H. Deutsch, (“Tube Custom Boot 
Shop”) (366 6th avenue), shoes, reported 
meeting of creditors called. 

es Pa.—Domenic Dellapina, shoes, re- 

rted petitioned into bankruptcy. 

Mahoney | City, Pa.—Nathan Goldfeder, shoes, 

receiver appointed. 

Philedclohis, Pa.—Benjamin Cohen (5715 
Kingsessing a shoes, reported peti- 
tioned into bankrup’ 

Joseph S. Miller (United Pawn Shop Out- 
let Co.), (152 N. 8th street), shoes, etc., 
reported petitioned into bankruptcy. 

Connellsville, Pa.—Emanuel Mervis, shoes, etc., 
reported offering to compromise at 25 per 


cent cash. 

Pittsburgh, Pa.—F. W. Schoppel (1703 Carson 
street), shoes, etc., reported petitioned into 
bankrui ptey. 

Bristol, Tenn.—J. W. Ringley, shoes, etc., re- 
ported assigned 

San Antonio, Texas—Myers & Terral, shoes, 
etc., reported petitioned into bankruptcy. 


BUSINESS CHANGES 


Bessemer, Ala.—Philip H. Ripko, shoes, etc., 
succeeded by Ike Nathews. 
Zz, N. Quality Store, 


shoes, retires. 

Long Beach, ” Calif.—Chambers Shoe Store (210 
Pine avenue), shoes, sold out to William R. 
and Grace R. Robbins. 4 


BOOT AND SHOE RECORDER 


Turlock, Calif.—C. G. Palmer (230 E. Main 
street), shoes, sold out to Pete Lainas. 

, Col—Earl B. Strickland, shoes, etc., 
reported selling or sold out. 

Chicago, Ill.—Barnett & Dickwolf (“Paradise 
Boot Shep) (2119 W. a street), shoes, 
succeeded by Max Barnet 

Globe Department Store (Siedele & Bolotin, 
proprieters (4257 Archer avenue), shoes, 
etc., ;—e part by 


Harry S. Sieg 
Harry Hirsehbere (Sample Bargain Shoe 
Store), (928 S. Paulina street), rY and 
repairing, reported selling or sold o 
Louis Blumenthal (1868 Blue Island av- 
enue), (3248 West 26th street), shoes, sold 
store at 3248 West 26th street to Max L. 
and Ben Blumen’ 
Il.—Sherman’s Clothing & Shoe 
, sae strest). shoes, etc., 





dissolved ‘partnership. 

Haverhill, Mass.—D. F. Austin Sole Co., Inc. 
(Duncan street), cut soles, recently com- 
menced i 


business. 
Milchen Shoe Co. (47 Washington street), 
manufacturers, recently commenced business. 
John Mohan (745 Western avenue), shoes, 
reported selling or sold out to Morris 
Kunian. 
Lawrence, Mass.—Annetta Campione (wife of 
= shoes, filed married woman's 


Cedillac Mich.—John A. Coffey, shoes, suc- 
ceeded by Coffey & Anderson. 

Detroit, Mich.—M. Gomolowicz, (10005 Jos. 
Campau avenue), 4761 Michigan avenue), 
shoes, etc., sold store at 10005 Jos. Campau 
avenue to T. Podeszewski. 

The Shoe Repair, shoe repairing, incor- 
porated with authorized capital of $5,000. 

Crete, Neb.—Speier es Co., shoes, ete., 


Hi Jacobeon, shoes, and re- 
by F. Kintigh. 
Ben 


der, shoes, suc- 
ceeded by a Co. 

Jersey City, N. J.—Louis Jordan (344 Jack- 
son avenue), = reported selling or sold 


out. 

Newark, N. J.—M. Strauss & Son (506 Fre- 
linghuysen avenue), leather manufacturers 
and tanners reported liquidating. 

Brooklyn, N. Y.—A. & S. Shoe Co., Inc. (10-12 
Gratton street), manufacturers of uppers, 
s Health Shoe Co., Inc. 
Hyman Berkowitz (1525 St. John’s Place), 
shoes and ssoatens. transferred shoe store 
to Leon Berkowi 

Astoria Shoe Co., Ine. (91 Siegal street), 
shoe manufacturers sold out to the Health 
Shoe Co., Inc. 

Peter Pan Shoe Shop, shoes, in- 
corporated with authorized capital os $i. 000. 

G. & G. Morris (219 Prospect Park, W.), 


Lindenhurst, N. 
repairing, succeeded by Sam Diamond. 


107 


Brooklyn, N. Y.—Bloom Sublyme Shoe Co., 
Ine., (198 Livingston street), shoes filed 
voluntary dissolution. 

New York—W. J. Findlay Corp., shoes, etc., 
ys with authorized capital of 


5,000. 

Finkler & Landau (43 E. 170th street, 
and W. | Burnside avenue), shoes, dissolved 
part by Herman N. 
Landau. 

William Goldstein, shoes, incorporated with 
authorized capital of $100,000. 

John Plutino & J. Di Pede (599 E. 184th 
street), leather findings, succeeded by John 
Plutino. 

Salamanea, N. Y.—E. Wetmore & Co. (25 Main 
street), shoes, etc., reported selling or sold 


out. 
Spring Valley, N. ¥.—Joseph Sturman, shoes, 
ete., reported selling or sold out. 

Hoboken, N. J.—Charles Cohen (356 Ist 
street), shoes, succeeded by Dorf & Gluck. 
Jamestown, N. D.—White Clothing Co., shoes, 

etc., reported going out of business. 
New. Matamoras, Ohio—Amos & Burbacker, 
shoes, succeeded by Burbacher & Little. 
Pa.—M. Greenes (“Juvenile Shoe 
Shop”), (620 Spruce street), shoes, sold out. 
Fairfield, Texas—Hall Dry Goods Co., Ine., 
shoes, etc., succeeded ~y ~~ Bros. 
Brownwood, Texas__Looney Goods Co., 
shoes, etc., succeeded by “livia y 3 Co. 








Received “The Kid Skins” 


Lynn, Mass.—Sixteen students, 
graduating from Lynn’s shoemak- 
ing school, last week, each got a 
diploma, made on a fine white kid- 
skin, which sort of follows out the 
saying, “Nothing takes the place of 
leather.” 





MISCELLANEOUS 








WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 














it in mind—and in action. 





WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 

The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It isa 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 








Comfort and Wear Combined 2K 


That is the story in a nutshell 

of Greeley boudoirs. 

Made of leather and on lasts 
that fit the feet of the 
people who wear 
them. 

Leather and rubber 
heels. 
Black and colors. 


If your jobber cannot supply you, write me. 


A. W. GREELEY 
Sati2 Duncan Street - - - Haverhill, 


Mass. 5 
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Clapp, Edwin, & Sen, Inc., E. Weymouth, Schwartz & Herder, Inc., Phila., Pa............. 87 Manhattan Finding Co., New York City........ 87 
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Ee ee | ’ Smith, Wm. Sumner, Chicago ......................... 87 Miller, O. A., Treeing Mach. Ce. Brock- 
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man, Mass. ............ - 86 Stetson Shee Co., Inc., So. Weymouth, Myers, F. E., Bros., Co., The, Ashland, — 
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) eee aE ; w- 26 United States Rubber Co., New York re a a 106 
Cushman-Hollis Co., Auburn, Me. 64-65 City / Front Cover, 12 Whitcher, Frank W., Co., Boston................. . 98 
Davies Shoe Mfg. Co., Racine, Wis............... 24 Uts & Dunn Co., Rochester, N. Y... “i. 
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Goodrich, Hazen, B., Co., Haverhill, Mass... 84 Cooper-Wells & Co., St. Joseph, Mich......... 52 
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~ || Debonair George O” Brien 
\ 





52 


ee at home on horseback, on 


as shipboard, in drawing rooms. He wears 
eli his clothes with the nonchalance born of 
82 certain knowledge that every last detail is 
” correé&t— even to the flat visible eyelets on 
~ his well-burnished Goodyear Welt oxfords. 
97 Those tiny raised diamonds, like the karat mark 
7 on gold, identify genuine fast color visible eye- 


lets, to be found only on high grade footwear. 


DIAMOND BRAND Visible Fast COLOR 
EYELETS preserve the smooth Style lines of 


[ES 
the nd promote easy lacing. T 
. 88 ok yt original finish pie Pa 
98 and aGually outwear the shoe. 
aes UNITED FAST COLOR EYELET COMPANY, BOSTON 
22 Manufacturers of 


DIAMOND BRAND Visible FAST COLOR EYELETS 


ONLY THE GENUINE HAVE THE DIAMOND 
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ready for immediate delivery “ 
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““The Leather That Sells The Shoe’’ 


In addition to COFFEE 

Our Best Selling Colors Light SMOKE 
Dark SMOKE 
Our Newest Shades LOG CABIN 


ive pord = ptr | ALMOND 


that they might almost d 

















be classed with our best 


sellers mentioned above. | CAMEL SMOKE 











Pick These Six Colors For Your Line 


and have shoes that will sell and satisfy. 


If you want novelties select from the following SPORT WILO colors: 


Be Sure You Get Coffee Camel Smoke Red 
What You Order P . 
If You Specif Light Smoke White Blue 
y 

Dark Smoke Black Green 
Log Cabin Olive Silver Gray 
Tangerine Chocolate Dark Gray 
Almond ‘Beige "Pearl 





C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W ; Lo Oo Leathers 


’ Res. U.S. A. 


10 Spruce Street, New York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
231 West Lake Street, Chicago, Ill. 
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unn-Bush 


Ankle-Fashioned 


No. 4724. Lemon Tan Calf. THE BLIMP—IN STOCK No. 3724. Ebony Calf. 


Cross creased vamp Cross creased vamp 
Natural welt. Black welt. 


Fair separate stitch. Black separate stitch 
Flanged rubber heel. All shoes look good when Flanged rebber heel. 
A toD new. Nunn-Bush shoes AwD 
are as good as they look. 


$625 $5.95 
1 NUNN, BUSH & WELDON SHOE COMPANY hy Hei 


MILWAUKEE, WIS. 
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Shoes by courtesy of 
JOSEPH STARR 
CO., Inc. 
325 Gold St. 
Brooklyn, N. Y. 

Vamps of 
VODE KID 
Color B 
JAVA BROWN 
with quarters and 
straps of 
Color B in 
BABY LIZARD 
Quarter lining of 
VODE KID 
Color 151 


AUTUMN 
BLONDE 
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Colored Kid —T he sudien Favorite 
Leather for Fall 


THE decided preference which Colored Glazed Kid 
has enjoyed since the Easter Season is now assured 
for a continuance into the Fall and Winter. 


With the kid vogue so strongly emphasized it only 
remains for the buyer to choose Vode Kid for his new 
Fall styles, and thereby-attach to his shoes the utmost 
color authority, richness and brilliance. 


THE STANDARD KID CO. 


209 South St., Boston, Mass. 
and Branches 





SS 


Fe Of all Vode Kid colors, BROWNS are in decided preference, the chief s 


demand centering on our 


“Color B JAVA BROWN” 


We also recommend for Fall: 
Color rr RUGBY TAN Color 91 WOODLAND BROWN 
Color 112 INDIA TAN Color 151 AUTUMN BLONDE 
Color 132 PEACH 


We call attention also to Vode Kid Baby Lizard grain which we 
are successfully producing for quarters and trimmings in colors 


B, 11, §1, 71, 112 and Black. y, 
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To maintain a high rate of stock 
turnover without price-cutting and 
without sacrifice of volume is the 


ideal of every retailer. 


Many retailers who have recently 
studied the situation, now believe 
that the free use of the wholesaler’s 
stock will enable them to approach 
closer to their ideal. | 


To insure your independence and 


Success 


Buy from a Wholesaler 


NATIONAL ASSOCIATION of SHOE 
hs (0) By NB 
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THE GREATEST TRIUMPH IN PRESENT-DAY SHOEMAKING 


PIED 


SOG? SYP SES SESE 99 2 QTM) 
HIGHEST GRADE SHOES FOR 


LITTLE INFANTS, INFANTS, CHIL- 
DREN, MISSES, LITTLE GENTS, 
YOUTHS AND GROWING GIRLS 


THIS FALL, the dominating influence in the 
children’s shoes business in every community 


where this line is handled, will be Pied Pipers. 
FOR PIED PIPERS carry a merchandising advan- 


tage that is an indispensable factor in securing 
volume trade in this present era of active retailing. 


IF YOUR CHILDREN’S trade is slipping, or hold- 
ing its own, or showing only a slight increase, you 
probably are keenly in need of the Pied Piper Line 
and Selling Plan. 


LET US submit samples, literature and SPECIFIC 
EXAMPLES. 






























ENTIRE OUTPUT SOLD EXCLUSIVELY TO THE RETAIL TRADE 
MODERN FACTORY ALWAYS OPERATING AT FULL CAPACITY 


Marathon Shoe Co; 


WAUSAU - - - WISCONSIN 
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MRS. DAY'S 
IDEAL BABY gSHOE 


A proud parent never has to 
be ‘‘sold’’—he comes ‘in to 
‘‘buy. And the best is none 
too good for the *‘young hope- 
ful."’ It’s easy to sell Baby 
Shoes—if you've got the right 
line. 


We carry In Stock, three 
distinct types of Baby 
Shoes. Soft Soles, for the 
infant-in-arms. *“Toddlers,” 
for the .baby-on-the-floor. 
First Steps for the child up 
to 3 years of age. 


Your request for the catalog 
is the ‘First Step” towards 
better profits. 





No. 521—"First Step flexible ss. 
process one-stra Patent leather No. a ‘First Step” flexible s.s. 
i, 464— “First St-p” flexible s.s. perforated mnB.'S feign. con.cr emehed blucher boot. wake. tan or 
blucher lace. All white, tan or elk ~ ene last. Per ain’ ak. Per dozen. . . .$13.50 

Smoked elk; a gs dozen. ... Y «$15.00 


with tent vi Pinked — ‘ No. 561—As above, in Patent Leather. 
“U. S.'Army” last. dozen. . Per dozen, 2... 60sec cece ee se $15.00 


MRS. DAY’S IDEAL BABY SHOE 
2 oe DANVERS. MASS. 


Phone Beach 8060 


CHICAGO OFFICE — NEW YORK OFFICE 387 Fourth Avenue, Phone Madison Square £8°6 
325 W. Jackson Blvd. 
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Brophy Gros. | 
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Ritz-Carlton 


“Duplicate Order Shoes” 


Many manufacturers of stylish footwear find an occa- 
sional number in their line which proves a good 
repeater. 


In the Brophy Line a majority of the styles bring in dupli- 


cate orders, and of the shoes in process, a very good 
percentage always represents repeat business. 


If you can find a line which is smart in style—snappy — and 
Brophy’s emphatically is—and in which are many 
repeat numbers, you have a strong help toward profit. 


BROPHY BROS. SHOE CO. 
SOUTH BOSTON, MASS. 


NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 






BOSTON SALESROOM 
89 BEDFORD ST. 


CHICAGO OFFICE 
20 W. JACKSON BLVD. 
ROOM 1612 





Ze ES F258 SS EZ = OS SEZ 






























Style 12 
Dinty Black Kip 
Little Men's C, D pond E.. 
Youth's B, C CandD 


Style 10—Same i in Dinty Tan 


Style 21 
“SANDY” Tan Scotch 
Grain 

Youth's B, C and D 


3.65 

Little Men's C, D and E.... 3.365 

Style 23—Same in black ‘Seotch 
Grain 


BOOT AND SHOE RECORDER 


Style 61 


“SANDY” Tan Scotch Grain 
Boy's B, C a D 

Youth's B, C and D 

Style ten in black Scotch 


Style 11 


Dinty Tan Kip 
Little Men's, cs D, and E.. 
Youths 3B, C andD 
Boys’ B. 
Style 13—Same in Dinty Black 
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HAND TURNED FOOTWEAR 


HAVERHILL MASS. 


Herman €. LeWILS Inc. 


WE ASSUME AN OBLIGATION IN 
MAKING GENUINE HAND TURNED 
FOOTWEAR THAT IS STYLISH, 
COMFORTABLE AND DEPENDABLE 
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In Beauty (§ 


F rst In Variety N 


In Authenticity 


FBLC 
_ Aid. 


Brunette Golden Brown 














Color 93 : Color 256 


Oak Lea 3 Red Ash 


Color 33 Color 91 


Chow Gere Ivory 


Color 254 Color 31 


Caramel Moonstone 








aw o . - P% (>) J () 3.2 00 Je i 
FEO NS BADD NE ZE IT COAG XX) 














AMALGAMATED LEATHER COS, Inc 


22 North 5th St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL, 
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BROKEN LOTS 


GROWING GIRLS’ or LADIES’ SANDALS 
(All Regular Goods) 





at “5% per pair 


SIZES 2% to 7 
(Mostly 2% to 6, very few 6% to 7’s) 


Light Grey Lined — Assorted Styles | Regular Price 
Dark Grey Unlined — Assorted Styles 51 0, 8238 
Tan and Brown Unlined—Assorted Styles Sale Price 
Black Unlined — _ Assorted Styles | +1 00 





Specials 
Factory Damaged, to Clean up 
Patent Leather Lined—2% to7................ $1.00 
Men’s Ventilated Oxfords—6 toll ............ 1.15 
Men’s Blucher Oxfords—6 to 1l .............. 1.15 


Children’s and Misses’ Patent Leather Sandals, 
Unlined. Factory Damaged. 
Children’s 5 to 8 at $.52%, Children’s 8% to 11 at $.62% 


and Misses’ 11% to 2 at $.72%, also Infants’ Creepers, 
Patent Leather, unlined, retanned soles, sizes 2 to 5 


at $.40 
May LS 


TRI PLE WEL; WE CT 


Sivtes SS SS ee= } TARE 


347 Rider Ave. - . saa New York City 
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Practical and Beautiful WoMEN’s STYLES 
that will mean new trade and sales 


for you. Bethe first to show these The Bowne 


All Patent Leather Gore 
Buckle Pump, 9/8 Covered 


numbers. aay 





Stylish Stouts 


There is always a de- 
mand for a shoe for 
unusually large feet. 
This type of trade will 
welcome such shoes and 
can be made permanent 
customers through a 


Also made in Black Satin. 


Style Shoes 


Rice & Hutchins are 
originators of new 
styles and the new in 
women’s footwear is the 


IN DEMAND Style 2132 appealing feature to- 
day. Newness sells, and 

with Rice & Hutchins 

quality and workman- 


real service by the sale ST YLISH STOUT ship you are assured of 


of such merchandise. shoes of success. 


FOOTWEAR for WOMEN 


Three Strap Patent Leather 
Pump, 12/8 Rubber Heel, 
Kid trimmed, EEE Wide. 
Style 2133 at Block hal 
. (Sty ) i 
The Diva (Style 2134.) 


Style 6506 $4.15 


Patent Colt Two Strap 
Pump, Plain Toe, 13/8 
Cuban Heel, Rubber Top 
Lift, B-D. 





RICE & HUTCHINS 


INCORPORATED 


13 HIGH ST., BOSTON, U. S. A. 


' : Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
Rice ¢ Hutchins make footwear for every- Rice & Hutchins Cleveland Co. Atlas Shoe Co., Boston, Mass. . 
one, for every occasion, and m all g Ss Rice & Hutchins Baltimore Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
fo suit every purse. Your entire footwear 
stock can be Rice ¢ Hutchins. Also makers 
by - world famous EDUCATOR shoe for 
the entire family. 


a 
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Normal Business Progress 





For the First Time Since Before the War, the Upward Trend of Business Activity 
in General Has Been Free from Unhealthy Haste—and the Outlook Is Reassuring 


By ARCHER WALL DOUGLAS 


In Co-operation with the Research Staff of LaSalle Extension University 


business activity during and since the war, 

when profits were substantially augmented by 
marked increases in the value of things between the 
time they were bought and the time they were sold it 
was only natural that many of us acquired the habit 
of expecting easily earned—or unearned—money dur- 
ing any period of time that could rightly be called a 
period of prosperity. 


| : AVING experienced several sharp upturns in 


normal prosperity; and the stability of business con- 
ditions in general is now such as to support firmly 
the opinion of those who look for continued health 
and vigor in business activity during the second half 
of the current year. ° 

Although commodity prices as a whole are .some- 
what higher. than they were last year, the level of 
these prices has apparently learned at last how to 
behave itself. The price curve has flattened out with 
remarkable consistency during the past year, as 


Now when a period of normal prosperity comes back 


again after the lapse of 
more than a decade of years, 
it seems difficult for many 
of us to recognize this old 
friend of ours. We find busi- 
ness activity slowing up a 
little in June and July in 
some important lines, such 
as iron and steel and textile 
manufactures, and this nor- 
mal seasonal slowing up here 
and there frightens the 
weak kneed or the unin- 
formed who are inclined to 
make the hoary old blunder 
of letting a part represent 
the whole. 


The Present Stability of 
Business 


UT, as a matter of fact 
—of both statistical 
and common-sense fact — 
we are now experiencing, 
for the first timie since be- 
fore the war, a period of 








The Biggest Boon to Business 


“Perhaps the greatest single factor that 
fosters the continuance of a period of nor- 
mal prosperity is the probable continued 
strength of the building and construction 
industry, which gives employment and 
good wages, both directly and indirectly, 
to millions of men and women. Our great 
and unexampled era of building, which 
has now been going on for more than five 
years, has been made possible by the su- 
perb organization of our financial re- 
sources through the Federal Reserve Sys- 
tem. 

“It now appears that there will be only 
a normal seasonal lull in business activity 
during the remainder of the summer 
months. Meanwhile, the crops will grow 
and ripen for the harvest—and all the 
forces of agricultural and industrial life 
are making forehanded preparations for 
the awakening of business that comes from 
the annual creation of the vast new wealth 
which the harvest of the crops brings into 
existence.” 








shown in the accompanying 
chart of commodity prices. 
Furthermore, the disparities 
in the levels of the prices of 
the different groups of com- 
modities, which were so 
pronounced after the war, 
have largely disappeared. 
Goods and services of vari- 
ous kinds are now ex- 
changed on an equitable 
basis similar to that which 
obtained before the war up- 
set price relationships. This 
means that producers in 
one line now get a price for 
their products which is not 
relatively much higher or 
lower than the prices they 
have to pay for products in 
other lines; and this, of 
course, fosters a livelier ex- 
change of commodities be- 
tween the different groups 
of producers. 
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—Crop and General Conditions Map 
As of.June 18. 1925 


July 25, 1925 








LaSalle Extension University 





This is the original Douglas Condition Map, in use over thirty years for business purposes. Recent changes fol- 
low the day-to-day effects of the weather upon the crops; they lack permanence until the outcome of the har- 
vests is determined. 


The Effect of Price Parities 

HE effect of the parity of price levels as between 

far mproducts as a group and manufactured 
products is clearly apparent in the continued high 
rate of activity in the farm-implement manufactur- 
ing industry. Bushels of wheat, corn, or oats can 
now be exchanged equably for plows, binders, spread- 
ers, tractors, automobiles, etc. There is a similar 
effect in foreign trade. Increased exports have come, 
at least in part, from the fact that rates of foreign 
exchange in general have been gradually working 
toward parity. Many foreign countries can now buy 
from us at less disadvantage than formerly; they 
can buy American dollars payable to exporters in the 
United States for less of their own money than 
formerly. 

There are, however, many other factors that stimu- 
late both domestic and foreign trade. In the case of 
the farmer, for example, he has been accumulating 
the need for new farm implements; many of his old 
implements finally got beyond the stage of deprecia- 
tion where they were worth repairing. In the case of 
our rising exports, many American producers, having 
very large capacities for production in relation to 
the domestic demand for their products, and being 
no longer able to secure profits merely from rising 
prices, have succeeded in lowering their costs of pro- 
duction and their prices down where more foreign 
buyers find them attractive. This has been the case 
with automobile manufacturers, for example. They 
have introduced innumerable economies in their pro- 
ducing methods along with real improvements in 
their products, and they are producing well up to 


capacity, with the prospect of less than a normal sea- 
sonal slump in sales. Exports of American-made 
automobiles have steadly risen more than 700 per 
cent since 1921, and most of this increase has oc- 
curred during the first half of 1925. 


Agriculture and the Weather 

NOTHER elemental requirement of stable eco- 

nomic welfare is a substantial income to the 
farmers of the country, for about one-third of our 
entire population are on the farms and ranches; and 
the active buying power of this great mass of pro- 
ducers of our foodstuffs amounts to several billions 
of dollars each year. 

There is no setback for agriculture now in view. 
Although the spring weather was far from ideal in 
many parts of the country, the composite condition 
of the crops in the United States, as shown in the 
June report of the Government, was but 5.9 per cent 
below their ten-year average. Last year this com- 
posite condition was 7.3 per cent below the ten-year 
average. There is the prospect of relatively good 
prices this year, with a possible increase in the 
farmers’ purchasing power. 

The earliest agricultural commodities to be mar- 
keted, fruits and vegetables, totaled 559,000 car- 
loads for the season up to May 30, as compared with 
578,000 cars for the same period of last year; but, 
in general, the prices these products brought the 
growers were higher. The damage done to fruits and 
vegetables by cold weather in the spring seems to 
have been largely local, and not of any great moment 
in the total reckoning. (Continued on page $2) 
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NEXT WEEK’S ISSUE 


The Right Mark-up for Profit 


No retail shoe merchant can afford to pass up read- 
ing and digesting this practical article. It isn’t theory 
— it is concrete. Your reading of this fine contribution 
may be the turning-point of your business. Next week’s 
BooT AND SHOE RECORDER. 


* * * * 


The Most Pleased Man in Rochester 


Who he is? What makes him so pleased? The story 
of a retail shoe store dream that came true. Practical 
stuff, this. In the August 1st issue. 


* * * 


From Bundle Boy to Head of a 
Million Dollar Retail Shoe Business 


A most interesting account of the rise, progress, 
ideas, methods and practices of “Eddie” C. Bates, and 
his Home Trade Shoe Store in Minneapolis. See next 
week’s issue. 
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A New Way of Selling Baby Shoes 


In order to simplify the selling of baby shoes Mr. 
Benton has devised a—but read all about it in next 
week’s issue. 
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And all the significant trade news, happenings, 
events and personalities, culled from all sections of the 
country. 
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in value due to passage of Explained and a Typical Ex- 


How to Depreciate Your Stock 





at any time is what it will bring 


[D1 tatu due to is a loss Three Generally Used Methods and in fact the value of an article 


style, wear and tear and 
the passage of time. In a factory, 
machines and tools wear out, and they also become 
less valuable, as they become more old-fashioned. In 
a store, stock not only becomes shop-worn, but also 
goes out of date. This latter loss is less obvious than 
the other because it is a loss not of matter but of 
value. It is, however, inevitable. Depreciation is taken 
into consideration in determining profits either di- 
rectly, with measurement in separate accounts, or, as 
at present in the majority of retail shoe stores, indi- 
rectly and without measurement. In the latter case, 
depreciation is taken either by reduction of inventory, 
without showing the amount of reduction, or by clear- 
ance sales, which reduce the gross sales and conse- 
quently gross profit, without showing the amount of 
reduction. 


How to Avoid Too Great a Depreciation Loss 


Loss from depreciation can be in part avoided by 
careful buying, guided by carefully kept stock records. 
Even then, however, the caprice of fashion, with the 
passing of styles, or an unforseen local change in 
sizes demanded by the dealer’s customers, may result 
in an “unlucky season.” 

Three main methods of depreciation in use in the 
retail shoe trade may be described as follows: 


Arbitrary Percentage Method 


(a) The arbitrary percentage method depreciates 
all stock by a certain fixed percentage, usually some 
multiple of five—five per cent, ten percent, fifteen per 
cent, twenty per cent, at each inventory time. Though 
this is arbitrary and may be unjust to some portions 
of the stock, it has the advantage of working surely 
without being affected by human bias. When inven- 
tory is taken at billed cost the value is determined 
automatically, that is, by the manufacturers’ or whole- 
salers’ price to the retail merchant. Then the applica- 
tion of a percentage for depreciation makes the paring 
down also automatic. Just what percentage should be 
employed must be determined by experience. One 
important shoe concern with large retailing experience 
employs four per cent each six months. Many experts 
do not advise a depreciation, at least to start, of less 
than ten per cent. 


Age-of-Stock Method 


(b) The age-of-stock percentage method increases 
the percentage of depreciation with the age of stock 
to which it is applied. For example, stock on hand 
more than one year is depreciated fifty per cent, stock 
on hand less than one year but more than six months, 
twenty-five per cent, and stock on hand less than six 
months according to method (a) or method (c). 

(c) The appraisal method is based on the estimated 
market value at inventory. In theory this is the 
soundest method of depreciation. For both in theory 


ample on the Next Page 





at that time. Unfortunately, what 
- an unsold shoe will bring does not 
depend upon the manager’s or stocktaker’s judgment, 
for he may be too optimistic or too pessimistic, or 
for other reasons, may err. However, if a concern has 
confidence in its estimates of the market value of 
shoes unsold at inventory date, it may proceed in the 
following way: 

Upon its inventory books, or sheets, provide three 
columns—1, 2 and 3 (the first two to be filled in 
detail, the third to be used for test purposes). In 
Column 1 enter the billed cost of the shoe, with no 
discount deducted; in Column 2 enter the price at 
which it is thought the shoe will surely sell. Then to 
the total of all items in Column 2 apply the percentage 
of average gross profit (including discounts taken) 
for the last two years and deduct the amount thus 
obtained from the total of Column 2. 

The remainder of the total of Column 2 deducted 
from the total of all items in Column 1 will give a 
figure of depreciation with accuracy corresponding to 
the accuracy of the appraiser’s judgment. Column 3 
may be used for testing the inventory appraisal, 


Remarkable Tribute Paid to Charles K. 
Hickey 

The flags were at half mast in Brockton and hun- 
dreds of people stood with bowed heads on the street, 
Thursday, July 16, when the army caisson rolled by 
bearing the body of Lieutenant Charles K. Hickey, 
associate editor of the BooT AND SHOE RECORDER, who 
was killed while flying at Mitchell Field, July 13. 

High Mass of Requiem was celebrated at St. 
Patrick’s church, Brockton, and 1,500 people paid their 
last tribute to him. 
* Airplanes dropped flowers over the grave when final 
military orders and taps put him to rest. Brockton is 
pretty much of a shoe city, but all classes paid this 
final tribute to a wonderful boy. 

He is survived by his father, Thomas Hickey, and 
five brothers, William, John, George, Daniel and 
Thomas, Jr. 








Emil Strassburger Back from Europe 

Emil Strassburger, of Strassburger-Stiles, Inc., 
Brooklyn, New York, eminent stylist and footwear 
fashion authority, has returned from an extensive 
European trip. 

Most stylists shuttle over to Paris and back and 
consider the deed done, but he studied the craftsman- 
ship of Australian, Italian and Spanish shoemaking 
in the belief that good ideas are international. 

As a stylist he studies the trend of fashion in foot- 
wear the world over and then creates something essen- 
tially American, but which will harmonize with the 
dress motif of styleful people. Mrs. Strassburger 
accompanied him in all his style pilgrimages. 
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Three Comparative Statements, With Depreciation Figured 





Net Sales 

Inventory Mdse. Beginning Period 
Purchases Mdse. at Billed Cost ; 
Freight, Express and Cartage on Purchases of Mdse. 





Total Merchandise Cost 
Inventory of Mdse. End of Period 
Discount of Inv. Mdse. 
Depreciation of Mdse. 


Net Inventory Mdse. End of Period 
Net Cost of Merchandise Sold 


Profit on Merchandise 
Cash Discounts taken on Purchases Mdse. 


Gross Profit on Merchandise 
Total of Expense Statement 


Net Profit from Merchandise mevapennest 
Total Interest ; 


Final Surplus for the Period 


Net Sales 

Inventory Mdse. Beginning Period 
Purchases Mdse. at Billed Cost 
Freight, Express and Cartage on Purchases of Mdse. - 


Total Merchandise Cost 

Inventory of Mdse. End of Period 

Discount on Inv. Mdse. . $ 428.25 
Depreciation of Mdse. 1,486.64 
Net Inventory Mdse. End of Period 

Net Cost of Merchandise Sold 


Profit on Merchandise 
Cash Discounts taken on Purchases Mdse. 





Gross Profit on Merchandise 
Total of Expense Statement 


Net Profit from Merchandise Operations 
Total Interest ............ 78 


Final Surplus for the Period 


Net Sales ........ 

Inventory Mdse. Beginning Period 
Purchases Mdse. at Billed Cost... 
Freight, Express and Cartage on Purchases of Mdse. 


Total Mdse. Cost .. 

Inventory on Mdse. End of Period 

Discounts on Inv. Mdse. . . $ 419.60 
Net Inventory Mdse. End of Period 

Net Cost of Mdse. Sold 


Profit on Merchandise 
Cash Discounts taken on Purchases Mdse. 


Gross Profit on Merchandise ... 
Total of Expense Statement . 


Net Profit from Merchandise Voge bitin 6 
Total Interest ...0.0...0000000000n.. MPT 


Final Surplus for the Period ...... 





Depreciation on Mdse. ...... 1,311.58 


Statement for First Period 


$393.78 
1,475.16 


Statement for Second Period 


$13,276.44 
17,259.20 
149.30 


$15,294.68 


1,914.89 


Statement for Third Period 


$13,379.79 
16,853.77 
139.48 


$13,535.43 


1,731.18 


- $00,000.00 


28,836.00 
243.10 


$15,145.38 


1,868.94 


$30,684.94 


13,379.79 


$30,373.04 


11,804.25 


$20,862.05 


$29,079.10 


13,276.44 


15,802.66 
$5,059.39 


749.74 


$5,809.13 
5,111.20 


697.93 
521.55 


$176.38 


$24,110.78 


17,305.15 


$ 6,805.63 


483.26 


$ 7,288.89 
3 


$ 1,622.86 


482.22 


$1,140.64 


$27,075.13 


18,568.79 


$ 8,506.34 
5 


21.47 


$ 9,027.81 
6 


227.28 


$ 2,800.53 
622.73 


$ 2,177.80 
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All Wages—Not in Pay 
Envelope 


HE stationary man in a stationary store pre- 
sents a problem of immovability which we 
hope is not to be found anywhere. If either one of 
the two parts mentioned shows signs of life, there 
is some hope for the cther, either by the stimula- 
tion of example or by the process of elimination. 
“What are you getting for the effort and time 
you put into the shoe store?” is often asked of a 
retail shoe store salesman. Invariably his answer 
is the fixed terms of his weekly envelope. Little 
does he realize that in “real wages” he is often 
getting more through the presence of special ad- 
vantages and the absence of disadvantages, that 
make him a better man because of his work in 
that store. If his weekly remuneration was all that 
he got out of his time spent in the store it is not 
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profitable to him or the store for the mutual ar- 
rangement of employee and employer to continue. 

But this subject of real wages came up last 
week in a rather interesting manner. A clerk from 
a country store paid a visit to one of the large 
city stores, and, in the course of conversation with 
a group of clerks he mentioned the salary he was 
getting. They reciprocated. He rushed for a city 
opening. A comparison was made of just the point 
the young fellow was interested in—pay envelope 
wages. He thought different when facts were 
pointed out to him as to the agreeableness or dis- 
agreeableness of the work, length of hours, num- 
ber of holidays, effects on health, comparative 
living expenses, congenial surroundings after 
hours and the hundred and one things overlooked 
by the country boy who sees for the first time the 
glamour of the city. 

But the point that hit home most was “oppor- 
tunities for promotion.” He came out of a town, 
one of the livest in the Middle West, where the 
merchant was upon his toes and fortunate enough 
to own one of those “satisfaction” cars, because 
he was putting back into his business his surplus, 
and strange to say, he had “something over” this 
season. 

The merchant had just installed a system of 
added remuneration, half-yearly determined, of 
profit-sharing bonuses if sales were over a certain 
figure. This team work was planned out to give 
each employee a definite interest in the success 
of the business, it increased their activities, and 
diminished waste and certainly lessened the ne- 
cessity for supervision. It was profit sharing on 
the one angle only, for if there were losses the 
clerks suffered not at all—but this merchant did 
not plan to have losses. 

Well when all these facts were drawn out the 
advice was soundly given, and it is good for any- 
one, “Fill the puddle you now are in before you try 
to float an ocean liner.” Why that young man 
couldn’t get back quick enough. His only hope 
was that he had not babbled the name of his store 
before a bunch of slick dressed ornaments to a 
women’s shoe department, who having worn the 
varnish off were keen for the real thing in wages 
and opportunity. 

This youngster finds that he can learn the 
“whole business” in his busy little town, whereas 
in some big shoe departments the height of knowl- 
edge is “who won the baseball pool this week.” 





Place for a ‘‘Size’’ Store 


ORE talk has been spilt on the subject of 
sizes than any other item in the shoe indus- 
try. Recently the dean of American shoe retailing, 
Andy McGowin, paid tribute to the memory of 
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Tom Cain of Pittsburgh, Pa., who previous to the 
Civil War gave thought to the necessity of mak- 
ing shoes rights and lefts, and in a range of sizes 
best adapted to the feet of children, women and 
men. He finally achieved a scheme of rights and 
lefts in sizes in the ’70’s which has continued ever 
since. 

Tom Cain was a pioneer and the good work has 
gone on so that today a concern like the D. & O. 
Shoe Company of Minneapolis (which we simply 
use for an example, for there are others) empha- 
sizes in its advertising “What a blessing shoe fit- 
ting is. When shoes fit, foot troubles and leg pains 
vanish. Foot troubles come from trying to make 
your feet fit the shoes. Comfort comes from a shoe 
that fits your foot. That is why we carry 200 dif- 
ferent sizes—sizes 1-12, widths AAAA to EEE.” 

What a span of service is covered by these two 
paragraphs. 

And by way of caution, too many stores are 
hitting the middle sizes and forgetting that there 
are more than eight sizes in general public demand 
and more than two widths. Human feet are as 
variable as are the weights and shapes of human 
bodies. If all stores in a community rushed to the 
“standard” center sizes, isn’t there a place in 
every community for a store with the full range 
of sizes where customers can be sent by mutual 
agreement, one store with another. 





A Method of Re-ordering 


HERE is a zest to the fall business which is 
decidedly encouraging. The pace at which it 
opened is some criterion of what is to come in 
the way of prosperity to the shoe merchant and 
through him to every branch of the industry. 
Such artistic and likeable footwear, but withal 
practical, the trade has seldom had to offer. 
What do the first days of a season show? One 
keen merchant estimates his season’s business on 
the following formula: “The number of sales per 
style made the first ten days of the season, mul- 
tiplied by twenty, will approximate the volume of 
business on that style. By this method of figuring 
if I find my stock below that total I re-order im- 
mediately. By close attention to the chart of sales, 
I never get badly stung on a slow seller, and never 
get caught short on a popular style.” 





The Farmer—‘‘Sitting Pretty” 


OTHER Earth has taken upon her own 
shoulders (finding that no human was to 
date capable of it), the responsibility of making 
two blades of grass grow where one grew before 
and has this year produced a crop that is the one 
outstanding omen and basis of a prosperous year. 
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The West, which feeds the East, has been heard 
from. Everything is fine. 

When all is said and done, the whole world de- 
pends for its wealth and prosperity on the farmer. 
No one can live without eating. If there was not 
enough food to go round everyone would scramble 
to get his share and business would be in a state 
of chaos. But, food being plentiful, everyone feels 
better. The West has superfluous food to sell. 
Where there is something to eat, there is always 
someone to eat it, and there can be no doubt that 
prosperity among the farmers, and most of the 
big ones speak of Chicago as “East,” is going to 
reflect prosperity not only in their own section 
but all over the country. 


The Best School of All 


FTER a boy gets through school and college 

he will find experience the greatest teacher 

of them all. Preparation is valuable, but the busi- 
ness man is not made in schools. 

Some theories are workable and others are not. 
It takes the working-out processes of the practical 
to test them. We have found the real business man 
of today to be one who thinks, who reads and dis- 
criminates, 

He proves and measures and adopts those which 
have elements within them of merit, and he is not 
afraid to discard. 

The sum of his experience constitutes an educa- 
tion which cannot be obtained except in actually 
playing the game. 


United in Service Rendered 


HOE merchants and shoe manufacturers are 

in no degree natural antagonists. The inter- 

est of one is the concern of the other. This is true, 

for the success of the one is dependent upon the 

success of the other. It is necessary that both 

make a profit and that some sort of a continued 

basis for co-operation be formed, for the manu- 

facturer builds the shoe that the retailer mer- 
chandises and their interests are mutual. 


Less By-Product Stores 


AKE a trip through the country, and you 
will notice the tiny village shoe stock is un- 
dergoing a migratory change, and becoming ab- 
sorbed in the trim shoe stores of the busy towns- 
and small cities. 
With cheap transportation it is possible to com- 
bine pleasure of travel with the duty of shopping. 
To go ten or twenty miles for a pair of shoes is 
not considered a task any more. Thus you will find 
a minor centralization of the shoe stores of the 
country. 
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Planning the Clearance Sale 
The Foundation of Plan Must Be Constructed 








to Prevent Saturation 


N the big city store a sale is likely to draw enough 
| outsiders, that is to say, customers other than 
regular patrons, to insure an increase in total 
sales over a long period. In the small town a sale may 
just load up regular customers who will not then need 
the new styles when they come in. 
The prevention of saturation should be the first 
thought in planning a sale anywhere, and making the 
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sale a genuine one in order to build and keep cus- 
tomers’ confidence. 

It is surprising to hear some views held by cus- 
tomers with regard to sales. Some with plenty of 
money never buy until they see the race on price- 
cutting begin between merchants. They seldom show 
anybody a profit. Some don’t believe in sales at all. 

A sale costs a merchant money and he ought to get 
something in return. 


The Coupon Idea 


As old as the hills, but with all the “Dollar Days” 
in which the shoe merchant finds it hard to participate 
it offers an opportunity. It can be used in newspaper 
advertising and in direct work. 

It allows a means of checking up on advertising 
which is decidedly worth while, and it shows how 
several newspapers, should there happen to be more 
than one used, stand in relative pulling power. This is 
important because some merchants will find one news- 
paper or one type of newspaper best suited to sale 
advertising. The coupon is worth One Dollar and the 
size of the purchase necessary to receive the dollar 


can be determined on by the individual merchant. The 
coupon could be made valid only on purchases of new 
shoes at regular prices in addition to the sale shoes. 


The New Customer Idea 


The Fall Purchase Discount Sale in which $5 in 
merchandise is offered sounds very liberal. It is some- 
thing not so common; it takes care of future business 
and permits of logical reasons for a sale. At the out- 
set of the sale the enthusiasm of salespeople and the 
novelty of the idea will arouse interest. Then place a 
time limit on the offer and finally if necessary with- 
draw it and make a final reduction on shoes left unsold. 

It will take only a day to have the printer set the 
tickets with three stubs on them and copy something 
like the following: “Fall Purchase Discount Ticket, 
Good on Purchases made between September 15 and 
November 15.” 

Each stub will read: “Good for 10 per cent of Pur- 
chase, Credit Allowed up to $1.25.” 
















































































To get the benefit of the allowance a person must 
make four purchases during the coming months; the 
sale shoes are sold at regular prices and the merchant 
has the use of this money for awhile before the dis- 
count tickets become operative. 
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This is a good feature for newspaper advertising 
and a suggestion is given here for the presentation. 

The copy for the newspaper advertising will read 
something like this: 


“Did you ever get anything for nothing? 
We never did, and we don’t expect our cus- 
tomers to believe any wild stories. 


WE ARE GIVING EVERYONE $5.00 WHO 
BUYS ANY OF OUR SHOES NOW 
ON SALE 

There’s a string hitched to it, though. The 
$5 is to be given you out of purchases made 
from the 15th of September to the 15th of 
November. 

We want to MAKE you experience the tre- 
mendous value of our footwear. We want you 
to become a regular patron. You will be sur- 
prised at the amount of value you will get in 
shoes bought here. 


AND REMEMBER YOU WILL SAVE AC- 
TUALLY $5 ON YOUR NEW FALL SHOES 

It’s worth that to us to have you a steady 
customer.” 


No one needs to stick to one policy during a sale. 
That is not the only reason for working this “stunt” 
at the beginning of the sale, of course, but it should 
relieve one’s mind of any hesitancy in taking it up. 
The newer the setting for a clearance the better; the 




















1925 AUGUST 
GA laid bal 8 





3i4i5\6 
lo | 11/12/13 
17 |1LE|19 |2o 
tre, 26 |27 


Deadline 


BetoreTheseStyles 
Resch theDeadline 


































































































Blank & Co. 











greater the number of angles from which selling is 
done the greater the sales. 

Every merchant knows he is offering a great deal to 
his public in_sacrificing real dollars. The point is to 
make prospective buyers see a sale in its true 
importance. 

Few merchants know what the after effects of a 
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sale will be; whether new customers have been made 
or old ones overloaded. 


“Covering” the Sale with Advertising 


A half a day is saved the merchant in the layout 
suggestion headed, “20 Per Cent Saved.” 

All one needs to do is turn this over to an artist or 
to the newspaper with instructions to follow layout 
as shown for newspaper advertisement. The window 
card and direct advertising piece suggestion may be 








"This coupon Worth. 4! 


ONE DOLLA 


During Mid- en ale 











turned over to a printer who will find it easy to give 
you just the desired effect. 

The heading in this case reads, “Many Folks Are 
Getting That Extra-pair, Can’t-afford Shoes During 
Our Sale.” 

In this we are following what some would call “mob 
psychology.” The thought is a good one. It has an 
element of human desire to recommend its use. It is 
for those who usually wait for sales before buying 
their shoes and also for those who will buy at a re- 
duced figure something that they would ordinarily get 
along without. The copy reads as follows: 


“During a sale like this is the time lots of 
folks get the things they COULD get along 
without. 

“A fragile pump that is a bargain doesn’t 
seem like extravagance to anyone. It is 
bound to give you all the satisfaction possible 
at the price of an ordinary shoe. If you do 
spoil it you don’t feel bad. 

“Tom Jones comes in and gets a pair of 
shoes that look well at dinner (under the 
table) and it’s no killing matter if they have 
to go (under the auto) after dinner. You've 
got your money’s worth. 

“Tt seems a shame NOT to have these shoes 
at the prices we are asking.” 


The “Deadline” Sale 


The heading, “Before These Styles Reach the Dead- 
line,” precedes a copy idea that perhaps we have not 
treated as well as is possible. Fear of loss is worked 

(Continued on page 39) 























































































oer amzect- 


SES Veet; 


ia es oe ee ee oe 








24 





BOOT AND SHOE RECORDER 








She Birth ofa Relail Shoe Sto ve, 








THIS WEEK 


‘Adjusting Complaints’’ 


of $2.63 to make and win each 
new customer for a shoe store, 
and then I have seen the same 
merchant irrevocably lose the old 
customer because he did not use 
diplomacy in adjusting complaint 


[oe seen it cost an average 
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This is the tenth installment of 
the Boot and Shoe Recorder’s 
series “The Birth of a Retail Shoe 
Store.” It tells the ways of adjust- 
ing complaints — reasonable and 
unreasonable — when and where 
responsibility should be placed, 
and the eventual development of 
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amount o. wear, it is best to give 

new shoes without any additional 

cost. 

Letting the Customer Make His 
Own Adjustment 


I have seen complaints adjusted 
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involving less than 50 cents. Your 
attitude toward complaints can 
make or break your business. 

The average adjuster of shoe complaints assumes 
a rebellious attitude, and seems to feel that every com- 
plaining customer is out to “stick” him. He advances 
with a serious or sour face, tries to pose with dignity, 
and renders the tightest kind of a decision. Anything 
he gives is given “painfully” and the customer be- 
comes embarrassed if not angry. 


Result: Another customer lost—and one 
customer lost each day means 300 per year. 
At $2.63 each they represent a replacement 
cost of 789 (if they can be replaced at all). 


First, the adjuster of complaints should be familiar 
with shoe construction so that he can judge faulty 
material and workmanship. In other words, he should 
be able to decide without hesitation whether the 
manufacturer or the wearer is responsible for the 
cause of the complaint. If the trouble is not the fault 
of the wearer, the adjuster should quickly take into 
consideration the manufacturer, and treat him just 
as fairly as the customer. 


When to Repair Free of Charge 


Sometimes 15, 25 or 50 cents worth of repairing 
will please the customer and save the manufacturer 
from a total loss. Remember his losses add to your 
shoe costs. 

The above method should always be employed when 
the shoes have given 50 per cent or more of average 
service. Some troubles are beyond repair, and repair- 
ing such shoes might make them uncomfortable or 
unsuitable for street wear. In such cases new shoes 
should be given the customer cheerfully and without 
controversy at half or some other fractional price, 
and the old shoes returned to the manufacturer for 
half or corresponding credit. 

If shoes develop difficulty in a short space of time 
after purchase, and they show signs of only a small 


on the customer’s own terms. A 
man had a bad pair of shoes, but 
had given them considerable wear 
yet not the amount he should have had for the price 
paid. The smiling adjuster informed the customer he 
was glad he had returned the shoes. He never saw 
anything more unsatisfactory. The factory would 
gladly allow fair credit, and the store would have to 
collect from the customer only a fair “service” charge 
for the wear he had received from the old shoes. He 
then inquired how long the shoes had been worn, and 
asked the customer what that amount of service was 
worth to him. Five Dollars? All right! He got a new 
pair for $5.00 which was half of the regular selling 


‘ price. The customer was happy and told his friends 


how square “Smith’s” Shoe Store treated him. He was 
a walking advertisement. The factory got a square 
deal and the merchant was out nothing. 


Be Fair to Manufacturer, Also 


A fair merchant will be fair to the manufacturer 
who, unfortunately, is not present to protect his in- 
terests. The manufacturer should be held responsible 
for all defective material and workmanship, and 
should be taken into consideration by the merchant 
when taking back shoes which have given considerable 
wear. The manufacturer is entitled to his pay for the 
amount of wear taken out of the shoes if it is of any 
consequence. Likewise, the customer should not receive 
or expect to receive one and one-half pairs of shoe 
service for the price of one pair of shoes. 


Shoes Cracked by Perspiration 


One of the most frequent complaints and the hardest 
to settle with the responsibility placed where it belongs 
is with the vamps or tops of shoes cracked by foot 
perspiration. This sometimes occurs with but very 
little wear. 

Who is to blame for this? Surely not the manufac- 
turer or the retailer. It was not their feet which were 
afflicted with excessive perspiration. The wearer can 
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There’s very little space left in these windows where another pair of shoes may 
be displayed. Display methods of various types of shoe stores differ widely. The 
above illustration is the Feltman and Curme Shoe Store at 426 No. Sixth street, 
St. Louis, Mo., of which R. D. Feltman is manager. Where the high- and medium- 
grade type of shoe stores generally show styles representing the general line, 
most of the low-priced houses believe in displaying a very wide range of patterns. 





seldom see this, and it takes a great amount of diplo- 
macy to explain that no one is responsible for the 
condition of the feet but the customer. 

Perspiration breaks can easily be detected, first, by 
the unsavory odor right at the break; soiled and 
wet linings; or, if the shoe is fairly dry at the time 
examination is made, pressure applied by the thumb 
on the affected surface will show a hard, cooked, life- 
less spot which will almost “click” like a piece of tin. 
It is hard to turn such a customer away without doing 
something for him. He had hard luck, and it is often 
good policy to offer to share his misfortune with him 
by prescribing a relief for his foot conditions, and 
next by letting him have his next shoes at a discount 
—the discount to be at the merchant’s expense and not 
charged to the manufacturer. 


Adjusting Burned Sole Complaints 


The next most common complaint is burned soles. 
Spongy soles which absorb water, and loose fiber soles 
that do not wear should be promptly adjusted by 
putting on new soles free of charge and the old soles 
mailed to the manufacturer with charge ticket for 
repairs. You save the whole cost of the shoes for the 
manufacturer by repairing the part that was weak. If 
the soles wear through in what seems like an unusually 
short time to the customer, and you cannot see any- 
thing wrong with the stock used, look at the heels. 
They usually need straightening, and say: “Your 
heels need fixing, too. We will put on new half soles 
and straighten the heels and assume half the cost. 


This will give you a bottom just like new and no 
doubt the wear you had was worth the few cents you 
will have to pay.” He pays a dollar and you pay a 
dollar. You get a discount of 20c to 40c from the shoe- 
maker. The customer is saved and everybody is happy. 


How to Distinguish Burned Soles 


Burned soles are distinguishable by a knife test. 
If you try to cut or scrape burned leather it won’t 
cut, but instead it will fly up like so much powder, and 
often irregular chunks of leather can be picked off 
with the fingers. 

Upper leather will burn the same way. I once exam- 
ined the shoes of a friend who boasted of drying them 
quickly over a gas jet. I asked permission to see them 
and proceeded to pick the leather off the shoes like so 
much egg shell. Occasionally soles will crack without 
burning, and if, after testing, you find the leather has 
not been burned, the manufacturer should be held 
responsible. In such case you repair or give new shoes, 
depending on the length of time the shoes have been 
worn. 

The parting of sole stitching can easily be repaired 
at a small cost, and should be done without charge to 
the customer. The same is true in the case of spongy 
heel lifts, loose hooks or eyelets, rips, loose or lost 
tongues. These difficulties do not occur frequently, and 
they are too trifling to be referred to the manufac- 
turer. Charge the small cost of repairing to store ex- 
pense and forget it. The customer will be pleased and 
will come back. (Continued on page 32) 
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Building Up a Big Adult Business by Catering 
to Children 
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J.M. Robinson, of Kansas City, Proves the Adage ‘‘As the Twig 
Is Bent, the Tree’s Inclined”’ 


E built his house on a 
H rock. The rock was the 

children’s department, on 
which his business of a family 
shoe store was established and 
made to grow great. We will 
start him at fourteen years of 
age, in a small town in Mary- 
land, on the fifth day of July, in 
the year 1875. Just about fifty 
years ago. 

J. M. Robinson liked to trade. 
His ambition was to go in a 
store, so when a job was offered 
him in a retail shoe store, he 
jumped at it, not that he had 
any great hankering for the shoe 
business; he would have taken 
a job in any store. 


The Beginning of a Big Store 


Let’s skip the years spent in 
working up from salesman and 
the moving from Maryland to 
Kansas City, to the time when, 





From the very first, Mr. Rob- 
inson has been a consistent user 
of newspaper space. Every day 
for the past twenty-five years, 
his copy has appeared in the 
Kansas City Star. From the be- 
ginning, when he wrote his own 
copy, he saw that it was fresh 
and changed each day. It is his 
belief that this regular news- 
paper advertising put his store 
on the map in one-third of the 
time that it would otherwise 
have taken. The .store’s slogan 
for these twenty-five years has 
been “Not cheap shoes, but good 
shoes cheap.” 


Building the Children’s 
Department 


A successful business is made 


a ig yp one 9 up of many little things that do 
i rtant at th 

Kansas City Star. From the beginning, a gooe ee is > Pond —" 

when he wrote his copy himself, he saw “ -s 

dies 2 t that it was changed every day. It is his server. A striking example of 

as manager OF the shoe Gepart- belief that this regular newspaper ad- 

ment of what is now Emery, vertising put his store on the map in 


this is the following. 
The children’s department of 


Bird & Thayer, his chance came. one-third of the time it would other- ‘the Robinson store was located 


This was in 1901. J. C. Altman, 
who ran a family shoe store in 
Kansas City, was broke. With the backing of S. Marcus 
Fletcheimer, of Cincinnati, arrangements were made 
whereby this store became the Robinson Shoe Co. 

Altman had been doing a business of around $40,000. 
The first year of the new regime, the sales ran up to 
$90,000, but showed a loss of $10,000. Now the sales 
are well over ten times the first year’s business, with 
no losses. When the first year’s business was analyzed 
it was discovered that $10,000 had been spent for ad- 
vertising, and that there were $1,400 worth of old 
shoes left from the Altman stock that were practically 
worthless. On account of an extremely favorable lease, 
one hundred cents on a dollar was paid for the Altman 
stock, which in reality was worth only about fifty 
cents; or, as Mr. Robinson figured it at the time, he 
paid a bonus of about $15,000 for the lease. 


Bringing It Up to Date 


As the store was of the old type, with a floor level 
about six steps above the street level, it was decided 
to put in a new front and lower the floor, at the outset. 
Of course, the landlord objected as usual. The total 
cost of all these improvements, including painting the 
interior white, was around $3,000. 


wise have taken. 





in the rear of the street floor, 
because all children’s depart- 
ments, from time immemorial, have been located in the 
rear. Standing at the door one day, Mr. Robinson 
greeted a woman who was pushing a baby buggy. She 
wanted to buy a pair of twenty-five cent baby mocca- 
sins that she had seen in the window. After being 
directed to the children’s department, she went about 
half way down the store and then turned around say- 
ing: “Guess I won’t go in today. It looks so far back 
there.” 

This incident proved to be the turning point of 
Mr. Robinson’s career. Before he went home that 
night, the entire children’s department had been moved 
to the front of the store. The next step was to hire a 
girl who had never sold shoes, but who liked children, 
to stay in that department. Mr. Robinson stood over 
her for days at a time, teaching her to fit shoes 
properly. His orders were, “If I catch you selling 
shoes out of this department you will be discharged.” 
Soon he had six more girls that he had trained, all 
selling children’s shoes. 


Children’s Playroom Installed 


This department has grown much more rapidly than 
any other in the store. Consequently for several years 
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it has occupied the entire second floor of the building. 
For some time it has been the adopted policy to adver- 
tise children’s shoes each Friday, but as the Saturday 
business is usually heavier than can be taken care of 
comfortably, they are considering discontinuing this 
special advertising. 

The idea of making a children’s playroom in the 
children’s department, came from a visit to Marshall 
Field’s toy department. Some of the original rocking 
boats and slides, installed seventeen years ago, are still 
in use. They never seem to lose their attractiveness, 
as kiddies are always coming along to whom they are 
new. The playroom idea attracted the attention of 
many other merchants, who came from miles around 
to see it in operation. It is not uncommon to have as 
many as seventy-five children gathered there at a time. 
A salesforce of twelve people, under the supervision 
of J. A, Cox, are kept busy every minute of the day. 


Training Them Up in the Way They Should Go 


Take any Saturday morning on the men’s side of 
the street floor, and one will find that three quarters 
of the customers are boys who have just outgrown the 
children’s department, accompanied by their mothers. 
Practically the same thing is true in the women’s 
department. It is not an unusual occurrence for 
mothers, who were fitted to their own first shoes at 
Robinson’s, to bring their children into this kindly 
store of service, to have their foot needs properly 
attended to. By co-operating with the orthopedic doc- 
tors, an enormous business has been developed in the 
correct fitting of children’s shoes. 

There is a residential section in Kansas City called 
the Country Club Plaza, that up to a year ago had no 
shoe store. Mr. Robinson, in viewing the situation, 
and learning of the number of children whose feet 
had been crippled by being improperly fitted at neigh- 
borhood repair shops because the mothers did not have 
time to take them to town, decided to open a women’s 
and children’s shoe store there. This he did, and it has 
been successful from the start. The outstanding fea- 
ture of this store is that the entire basement was 
turned into a playroom, no selling being done there at 
all. 

For every cus- 
tomer that the Coun- 
try Club store takes 
from the down-town 
store, it adds six to 
their own list, as 
folks delight in tell- 
ing all their friends 
about this new store. 
For a long time it 
has been customary 
to give every child 
that goes into any 
of the Robinson 
stores, some kind of 
a present. 


Four-Time Turnover 


When Mr. Robin- 
son first started in 
business he had no 
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Reminiscent of Show Week in Boston 





The Copley Plaza. Hotel was the scene of an attractive style show 
put on by employees of the Stetson Shoe Co. Here are some of the 
models grouped on the stage in the big State suite. 
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idea that his children’s department would grow to the 
size that it has, but he realized that a customer in this 
department was a prospect for everything he carried 
in his store, consequently it seemed to him good busi- 
ness to devote considerable thought to the children’s 
requirements. So upon this foundation his success has 
come. 

Concentration in buying is as rigidly adhered to in 
the children’s department as in the rest of the store. 
The buying is confined to three lines, which take care 
of the turns, welts and stitchdowns, 95 per cent of 
the boys’ shoes are bought from one house. Most of 
the children’s shoes are sold under the store’s own 
trade name of “Boxer Bear.” Not ten per cent of the 
shoes are bought from stock, yet a four-time turnover 
is regularly obtained. 

Family shoe service being an absolute necessity has 
got to exist. Automobiles have made it possible for 
the buying public to have a wider buying range, as 
towns are much nearer together than hertofore. To 
live and succeed one must keep abreast of the times. 
Someone in every organization must be eternally on 
his toes, to keep in touch with the eternally changing 
conditions. Vision and courage are necessary to reach 
out to combat existing conditions, is the belief of Mr. 
Robinson, but the bottom of it all, is sticking to your 
job and working. 





MacLaughlin-Sweet, Inc., Holds 
Style Show 


MacLaughlin-Sweet, Inc., of Auburn, Maine, held 
its first factory style show last week. Among those 
in attendance, aside from the leading salesmen, were 
nationally known buyers and customers of the house. 

The style show itself was the central feature of the 
big day and eight of the prettiest models from the 
Boston Show, under the direction of Edric Taylor, 
walked on an illuminated runway made in the form of 
a “T” with the stage as the central feature. 

A dinner prepared by the factory restaurant, enter- 
tainment by factory workers, music, color and lights, 
were a.setting for the show, and last, but not least, 
were speeches by 
Charles D. Mac- 
Laughlin, A. J. 
Sweet, Editor Sta- 
ples of the Lewiston 
Journal, Editor An- 
derson of the BooT 
AND SHOE RECORDER, 
Charles E. Petot and 
W. T. Moran. 

The style show pic- 
tured the latest and 
most exclusive styles 
of MacLaughlin- 
Sweet, and was a pre- 
liminary test of fit- 
ting and style values 
prior to a national 
showing of these 
shoes to merchants 
of this country. 
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Give “PMS” on Shoe 
Dressings 

To stimulate the sale of 
shoe polishes and cleaners 
during the summer days, in 
addition to making a good 
display of same in the window and “up front” in the 
display case, it is also a good plan to mention that you 
have just the right cleaner for a shoe which you are 
advertising—it is also well to have the sales person 
mention shoe cleaners to the shoe purchaser—but, in 
addition to all of these most excellent reminders, in 
the opinion of a clever manager of a shoe findings 
department, nothing moves shoe cleaners more quickly 
than a PM on every bottle or package sold. For in- 
stance, on a cleaner that sells for 25 cents, or 35 cents, 
a “PM” of five cents is allowed. To the salesman in this 
store who sells the most-polishes and other findings 
in the course of a month, a $2 prize is given, to the 
next highest man, $1. By these inducements, one shoe 
store in a big city sold in one month, 999 jars of a 
certain shoe polish. 





New Things All the Time in Hosiery 


In women’s hosiery there are so many new shades 
and developments constantly occurring that, in the 
opinion of a clever woman hosiery buyer of Boston, 
there is no need for a mark-down during July and 
August, unless for a semi-annual clearance sale which 
may be an annual event, and for which the public is 
looking. 

“Study shades for fall and for summer” is a motto 
which has been used to good advantage in this hosiery 
department. “And,” said the young woman buyer, “be 
sure to have enough stock. To allow a hosiery stock 
to get low in July and August is a bad move. It surely 
pays to keep a good stock of staple numbers—the nov- 
elties must be watched, but it is as important to buy 
enough as it is to sell enough.” 

With children’s numbers, a summer sale of slow- 
moving numbers is most desirable. “Clean up your 
odds and ends in the summer time” is the rule which 
a clever children’s hosiery buyer follows. On short 
novelty socks, for instance, this buyer “cleans ’em up,” 
even at a 50 per cent reduction. But in children’s 
styles there are also many new numbers which can be 
successfully introduced in the summer time. 

With men’s hosiery it is not necessary to mark down 
numbers during the summer months, unless a sale is 
the usual merchandising program during July and 
August. Men become. accustomed to a certain price for 
certain grades and do not usually watch the bargain 
tables. ~ 
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Proper Enthusiasm for Summer Shoes 


In many stores it is the customary thing to try to 
sell a customer, after showing her an endless variety 
of shoes, but in Minneapolis there is a store that pro- 
ceeds on the exactly opposite principle. When a cus- 
tomer has been seated in the salon of Poppe, Inc., the 
salesman first endeavors to find out the type of shoe 
wanted, then in a diplomatic way tells her of some 
wonderful new shoes that have just come in, that he 
is sure are just what she wants. In other words, he 
sells her the shoes before he shows them to her. This 
is found to be a very satisfactory way of handling the 
better grade trade. In showing a shoe, Mr. Poppe 
has’ trained his men to handle them as though they 
were the exquisite piece of merchandise they really 
are. 

This store has made considerable money in the past, 
but the profit was always on the shelves. Now it is 
being operated on a stock of about 5,000 pairs less, 
and is showing a seven-times stock-turn. It is seldom 
that a good fitting pattern is dropped, the shoe may 
be reordered, but more often the same pattern is 
bought in different leathers. The conservative high- 
grade customer of today is buying shoes that fit, and 
is much more critical over the fitting qualities than 
over the new and weird effects. Proof of this is that 
80 per cent of the shoes sold during June were plain 
black, with a large percentage of dull kids. The white 
shoes that these customers required were bought along 
in March or April. 

“Sales do not help business,” says Mr. Poppe, “when 
one takes into consideration the cost of advertising, 
extra salesmen expense and the profit lost by selling 
shoes to regular customers; consequently, we do not 
countenance sales as a means of stimulating business.” 





Pick the Salesman to Fit the Customer 


“My big job is to see that the shoes I have on the 
shelves are sold, and sold right. As a result, I have 
tried out successfully many pet theories. It is a well 
known fact that opposites appeal to each other,” re- 
marked F. M. Gravel, manager of. Senack Shoe Co., 
of St. Paul. “The first experiments were more in a 
spirit of play, but I soon found out that a light-haired 
boy could sell a brunette much easier than a dark- 
haired salesman. Also a one hundred and twenty pound 
man can always sell a two hundred pound woman and 
vice versa.” 

This department carries around two hundred and 
twenty different styles of women’s shoes and seldom 
has over seventy-two pairs to a style. Eighty per cent 
of the stock is active and not a shoe in the house is 
over four months old. Of the 6,000 pairs of shoes in 
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stock, there are not 100 pairs of odds and ends. The 
reason for this is that when a line gets down to six 
pairs, the cost is automatically changed to $5, with a 
retail price of $7.85 and a $1 P. M. 

To illustrate the salesman’s reaction to the frequent 
style change, Mr. Gravel tells this story. A couple of 
girls came in and asked to be shown something new. 
The salesman’s reply was “Sorry, but we haven’t a 
thing in the house that is new, as we have received no 
goods for the past two days.” Of course the girls 
realized that he was kidding them, so bought the “old 
styles.” 





A New Way of Marking P. M. Merchandise 


So that he may be sure of identifying P. M. shoes 
when they are returned for exchange or credit, a 
northwestern merchant scratches the amount of the 
P. M. and the number of the salesman who sold it, on 
the shank of the shoe. There are just four “spiffs” in 
this store—25c, 50c, 75c and $1, so the four points of 
the compass are used to designate them. N equals 25c, 
S the 50c, E the 75c, and W the $1. 

“S 16” on the shank means that salesman No. 16 
received fifty cents for selling the shoe. This has been 
found to save lots of arguments when the shoes are 
returned. 





Ideas Stimulate Children’s Business 


With the idea of finding a stimulus for the chil- 
dren’s shoe business, the hosiery business and the 
shoe findings department, a survey has recently been 
made. A group of three stores were chosen—leaders 
in each of the above lines. 

To the question “What are you going to do in July 
and August to stimulate your children’s shoe busi- 
ness?” the retail shoe merchant interviewed replied, 
“July and August are the months of preparedness and 
for early fall business.” This merchant advertises in 
two of the leading newspapers of the town to the ex- 
tent of about a tenth of a page, twice a week, during 
July; that in addition to shoes for the vacation days 
he features special play shoes. He has a children’s win- 
dow all through July and August. In the store litera- 
ture, special attention is called to vacation shoes and 
that the summer months are the “Days of Foot Pre- 
paredness.” 


Try a Children’s “Foot Chautauqua” 

This merchant, moreover, intends this year to try 
a “Children’s Foot Clinic” as a further means of car- 
rying out the “Foot Preparedness” idea, and also as a 
means of adding extra dollars to the cash drawer, 
through good attention to children’s shoe merchandis- 
ing in July and August. About the middle of July he 
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plans to have a reputable foot specialist at his store 
for several hours each day until about the third week 
in August. The doctor will note any foot trouble which 
the child may have and will suggest either corrective 
or preventive measures. Grown-ups will be instructed 
that “play” in old shoes, with run down heels—or 
shoes that are not right, is injurious; that just be- 
cause it is vacation time, the foot must be as well cared 
for through the wearing of the proper footwear, as 
during school days; that summer days are a period of 
leisure in which the welfare of the children’s feet may 
be well considered “Days of Preparation” for the 
school year that is just ahead. 

In August, when the new styles for children begin 
to come into the store, those attending the children’s 
foot clinics can choose the right sizes and widths at 
their convenience. This can be supplemented by book- 
lets for the children and their elders. If a reliable foot 
authority is not available for the conduct of these 
foot clinics, every good shoe merchant may, with profit, 
conduct talks and literature on the right shoes for the 
little folks, for vacation, for schools days, the new 
styles and orthopedic shoes—all a preparedness of the 
rapidly developing little feet for the day when the 
children shall join the ranks of the adults. 





Sells Many Boots 


A proprietor of a men’s store has enjoyed remark- 
able success in selling riding boots. He is a member 
of one riding club and made it a point to become 
acquainted with members of several others. Because 
of his knowledge of riding affairs and his interest in 
affairs of this nature he is naturally the shoe man 
who gets the boot trade. He has built up an immense 
boot trade. 

It is good aggressive salesmanship to know about 
the activities of organizations like military units, rid- 
ing clubs, etc. Do you know that “riding to hounds” 
means a distinctly new boot to go with the red coat, 
etc.? A riding club was reshod by making it a hunt 
club. The shoeman doesn’t necessarily have to be a 
member of the organizations to win their trade. He 
can send a representative of his company with samples 
and in that way carry on the sales effort in an aggres- 
sive manner. 





Two Stores—One Management 


One South Dakota shoe merchant, Henry Sperling 
of Watertown, does not think it good business to have 
sales, even the usual twice-a-year affairs, especially 
in a high-grade store. He has the same problem of 
other merchants in disposing of his short lines. After 

(Continued on page 31) 
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Letters That Induce Discriminating Customers 
to Patronize Clearance Sales — 


How a Leading Washington Department Store Sells Broken Lines to Its 
Highest Type of Customers 


HE shoe department of Woodward & Lothrop, 
Washington, D. C., has been especially success- 
ful during the past year or more in inducing its 

highest type of customers to patronize clearance sales, 

a problem which any shoe dealer will agree is a diffi- 

cult one to handle. 

Letters that bear the personal touch are responsible 
for this company’s success. And they are letters that 
do not smack of the usual line of “sale” language. They 
are on neat stationery, dignified in appearance and 
straightforward in tone. Nothing about unheard of 
bargains appears in them. 


Sales for “Regular” Customers 


“We have found that we must have a sort of clear- 
ance of broken lines and odd lots about every three 
months in our women’s shoe department,” explained 
an official of the store. “The rapid changes in women’s 
shoe styles seem to demand some sort of clearance 
occasionally. We want to keep our stocks clean and 
new, yet we do not want to lose any of our high class 
patronage by too frequent advertising of clearance 
sales. 

“We want to maintain our same type of customer, 
sale or no sale, and we realize that the highest class 
of customer and the profes- 


By RUEL McDANIEL 








and emphasizing the fact that this courtesy is being 
extended, the best type of patrons come and buy the 
sale shoes. Three days usually are given over to regu- 
lar customers before the public is told about the event 
at all. And the rule that the shoes are not to be sold 
promiscuously is adhered to strictly. 


When Letters Go Out 


About five days or a week before the event is to be 
announced in the papers, a selected list of customers 
receive a letter in a high grade, plain note size en- 
velope with no return address on it, appraising them 
of the fact that a sale is about to be held. The letter 
tells about the type of footwear to be reduced in price 
and when the sale is to open. Then it goes on to explain 
that three days before the opening the recipients of 
the letter—a carefully selected list—may come and 
make selections at sale prices. A typical letter, as used 
during the past year or more, is given on this page. 

The appearance of this letter blended well with its 
tone. There was nothing gaudy about it. It was mul- 
tigraphed on note size stationery, folded, with four 
sheets to the fold. At the top was nothing but a small 
seal-like insignia containing the combination of the 
letters W and L, engraved. The stationery was white, 

good grade of linen. The en- 





sional bargain hunter won’t 
mix. So we resorted to let- 


A Letter Which Helped Build 


velope was of the same 
material. 


ters to give our regular cus- . 
tomers the advantage of our Business Each Letter Personally 
sales events and to encour- The smartest low footwear of fall will be Signed 


age them to patronize the placed in our 


clearances.” 


“Private Sale’ Comes First 


So to induce the better 
class of customers to come to 
the sales, the shoe depart- 
ment resorted to a plan that 
has been found excellent in 
department stores in many 
parts of the country —the 
use of a “private” sale be- 
fore the regular event is 
announced. 

The Woodward & Lothrop 
shoe department has found 
that by allowing regular cus- 
tomers to come and pick over 
the stock before the general 
public is aware of the fact 
that a sale is to take place, 





Clearance of Fall Shoes 
at $5.75 and $6.75. 


Assembled are incomplete lines and sizes 
from our regular stocks. The styles are the 
best of the season for it is in these that the 
range of sizes is first broken. You will 
recognize them as the most desirable models 
not only from the fashion appeal but for 
fine workmanship and high quality leathers. 

Styles of fancy pumps with straps and 
gorings or plainer pumps and oxfords. Low, 
medium or high heels. Of patent leather; 
gray, brown, fawn or black suede; tan calf, 
brown kid or black satin. All sizes are rep- 
resented in the lot but not in each style. 

We are extending our patrons the cour- 
tesy of making selections on any of: the 
three days preceding the opening of the 
sale: November 15. We want you to have 
the advantage of first selections. 


The names were filled in 
on typewriter, a ribbon be- 
ing used that would exactly 
match the color of the letter 
as printed by the multigraph 
machine. Each letter was 
signed with pen and ink by 
J. W. Gray, manager of the 
shoe department, although 
his title did not appear at 
the bottom of the message. 


Names for the list to 
which each letter goes are 
secured from the customers’ 
files in the shoe department. 
The persons to go on the 
list being determined by 
the class of footwear to be 
sold, the volume of the 
goods on sale and the 
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Fred Craig of Sioux Falls, S. D., is having the time of his ‘young life 
operating Craig’s Bootery, a department in the store of Gill & Sons Co. 
He has found that the average woman has learned a lesson and knows 
that quality merchandise is best. Sales today generally hinge on patterns, 
with style and fit the main factors. Fine staple shoes are selling very well, 
but have to be sweetened up with styleful numbers for the younger trade. 








records as to the class of footwear bought by the 
customers in the past. 


Of course, these letters do not interfere in any man- 
ner with the regular newspaper advertising. The sales 
events are advertised as usual. The persons receiving 
these letters merely are extended the privilege of 
buying one, two or three days before the general public 
is permitted to participate. 





Ideas from Everywhere to Help Move 
Merchandise 


(Continued from page 29) 
considering it from all angles, he finally became con- 
vinced that a basement department would be the real 
solution. So in March he opened the first basement 
department in town, more or less as an experiment. 


Shoes that were bought for this store had to pass 
the quality test as much as those bought for up- 
stairs. By displaying the shoes on racks and tables, 
selling costs were reduced, which saving was passed 
on to the customers. Many new faces were seen going 
downstairs that had never been in the store before, 
proving Mr. Sperling’s contention that one can not 
mix good and cheap trade successfully. 

The outstanding results of this experiment are, that 
trade has been so good downstairs that the space al- 
loted to this department is to be enlarged about 50 
per cent; that the upstairs floor has shown a consid- 


erable increase in sales, and that there will be no more 
sales on the main floor. 

Advertising for the bargain store is entirely sepa- 
rate from the street store the idea being that con- 
flicting impressions might be had of the establishment 
were both stores mentioned in the same advertise- 
ments. 





Carl Mayer Leaves Andrew Geller 


New York City—One of the surprises of the week 
in shoe circles here was the announcement on Wednes- 
day that Carl Mayer had resigned his connection with 
the Andrew Geller Shoe Manufacturing Co., of Brook- 
lyn, after having been associated with this company 
for many years. 

Negotiations were completed this week whereby Mr. 
Mayer becomes a member of the firm of Benjamin 
Rothman, Inc., well known as makers of women’s high 
grade turns in New York City. This is the first change 
Mr. Meyer has made since entering the shoe selling 
field several years ago. 





The Nettleton Shop in Minneapolis is doing a fine 
business in supplying the officers of the National Guard 
with military riding boots. Manager J. E. Anderson 
makes it a point to visit the armory each week at the 
drills, showing the boots. The store has shown a good 
increase since Easter, with about 70 per cent of the 
sales on tan leathers. 
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Normal Business Progress 
(Continued from page 16) 


Improvement in the Live-Stock Situation 


NE of the most promising likelihoods in agricul- 

ture is that the live-stock industry is headed for 
a long upward swing in prices, with much more 
prosperous days ahead. 

All kinds of live stock are at higher prices than 
a year ago; and, with diminished numbers, prices 
will, in all probability, go still higher; for it will 
take some time to replenish the depleted herds. 

In the live-stock industry, as in the growing crops, 
there is going on important advancement towards 
more scientific methods. There is intelligent selec- 
tion of the strains which are most profitable to the 
producers. The days of the scrub animal are over. 


Expansion of the Automobile Industry 


T is obvious to everyone that the passenger auto- 
mobile and the motor truck are steadily extend- 
ing the radius of their activities. This is most pro- 
nounced in intercity traffic, and it seems likely that 
this development will seriously affect the fortunes 
of interurban electric lines. The competition of the 
passenger bus is already felt by the trolley lines in 
the large cities; but it seems, to the passengers, 
that nearly all methods of transportation are hard 
pressed to take care of the patronage during the 
rush hours, especially so in the congested centers of 
population. 

Sales have held strong; but there is considerable 
significance in the fact that a half dozen or more 
well-known automobile manufacturers have recently 
reduced prices. This is evidence that competition for 
sales is keen and that costs have been considerably 
lowered; and it evidences the desire to maintain 
production schedules at a high level. 

Sales of automobiles from now on will depend 
much upon the outcome of the harvest,.as there are 
more cars sold proportionately to population in the 
country than in the cities. 


Oil Prices and Production 


HE constantly growing consumption of gasoline 

by automobiles has been the chief cause of ad- 
vances in the prices of crude petroleum and of gaso- 
line during May. These advances came despite a rec- 
ord-breaking output of oil in May, when production 
of crude oil reached the top figure—a daily average 
of 2,347,984 barrels for the week ending May 30—due 
mainly to phenomenal production in the Smackover 
field. : 

Steel and Iron Output Slows Down 


HE decrease in the output of steel and iron is 

the usual harbinger of a seasonal slowing up of 
industrial life in general at this time of the year. 
Steel mill operations declined from 75 per cent of 
capacity in May to 68 per cent in June. Steel-ingot 
output in May was 3,548,253 tons, compared with 
3,587,524 tons in April, while pig-iron production in 
May was 2,930,807 tons, as against 3,258,958 tons in 
April. The number of blast furnaces in operation on 
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June 1 was 49 per cent of the total. Unfilled orders 
of the United States Steel Corporation on May 31 
were about 10 per cent less than at the end of April. 
This decrease was somewhat less than that of the 
two preceding months. 





The Birth of a Retail Shoe Store 


(Continued from page 25) 

Wrinkled inner soles, soft box toes, weak counters, 
and loose linings are not easy to repair, and are the 
direct result of poor workmanship or material. Shoes 
with such complaints should be adjusted on the basis 
of service rendered and recovery accordingly made 
from the manufacturer. 

The parting of a welt from the upper is a frequent 
complaint, sometimes fixable at a small cost and at 
other times not satisfactorily repaired. In such cases 
judgment should be used. Be fair to the manufacturer 
if possible, but let him have the shoes back if neces- 
sary. It is his fault, not yours or the customer’s. 

There are many simple remedies for such daily diffi- 
culties, but they must be handled to the customer’s 
satisfaction and if in extreme cases you cannot restore 
confidence by simple remedies it is frequently best to 
give new shoes cheerfully. The soiled pair you take 
back can be refinished and part of the cost gotten out 
of them in one way or another. Customers who paid 
good money for shoes they cannot wear are not a 
good advertisement. The percentage of cases where 
you will have to give new shoes will be very small, but 
keep the idea in your system and use it when neces- 
sary. 

Make your adjustments cheerfully and willingly. 
Toss away a dime or a dollar every day, if necessary. 
Do not be too exacting in the administration of re- 
sponsibility—and remember the smile! 

Next week “The Birth of a Retail Shoe Store” will 
cover METHODS OF GETTING NEW BUSINESS—a 
subject of interest to every retailer of shoes, young 
and old. It is a new tonic with a “kick” in every 


paragraph. 





C. E. Petot Brings His Managers to 
Market 


Boston, July 20—When an eminent shoe merchant 
considers a trip to market so valuable that he brings 
with him thirteen of his managers, and who are, by 
the way, partners in the business, he sets a precedent 
for more stores to do likewise. 

Charles E. Petot brought the executives of his many 
stores on to Boston in the early weeks of July, motor- 
ing from city to city studying merchandising methods 
and then to Boston, visiting factories to get the latest 
educational values out of shoemaking practice. 

A similar study of materials, daily conferences and 
sight-seeing and entertainment made the trip a red 
letter one for the Petot organization. 

Those who made the pilgrimage were Charles E. 
Petot, E. E. Petot, G. B. Burbage, Charles Hardebeck, 
Harry Zavitz, Ralph Schauweker, L. M. Millar, Robert 
Pickering, T. R. Thatcher, L. A. Van Kirk, C. J. 
Brown, H. H. Morgan, G. B. Hays and G. A. Wendling. 











C lis leathers have reversed 
the order of things and 
today colors concewed by us 
dictate the shades inPar.s 
frocks and hats + Sable Brown 
4s the mode for 1925 and.26 
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i ite 
(>Ic Grain in Sable Brown 


makes mens shoes 
distinctive and. popular 
with the well groomed. 
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Group of delegates to the Convention of the National Leather and Shoe Finders’ Association in front of the ; 
F. F. Dalley Co. plant in Buffalo. 


Shoe Finders’ Convention Stresses Buying 
Profitable Merchandise 


tional Leather Shoe Finders’ Association was 

held at the Hotel Statler, Buffalo, July 13 to 16. 
The convention concerned itself chiefly with these 
present problems: lessened volume of shoe repair busi- 
ness; scarcity of correct merchandising sense of many 
shoe repairers; destructive trade practices, and com- 
petition conditions. 

It was a real business convention; the meetings 
opened on time, with practically a full attendance 
always; the excellent entertainment features were 
subordinate to business. There were no display booths 
nor merchandising effort by manufacturers. 

Mayor Frank X. Schwab made the address of wel- 
come and the response was by Walter Wendt of De- 
troit. On Tuesday, Secretary-Director George A. 
Knapp spoke on “Evils Prevalent in Our Industry” 
and urged that fair competition and service be made 
the basis of future efforts. Walter F. Baker, president 
of Chas. F. Baker, Inc., Boston, discussed “The Manu- 
facturer’s Duty to the Jobber of His Merchandise.” 
He urged the jobbers to guard against overbuying; 
buying at cheap prices; unsalable merchandise; buy- 
ing slow turnover merchandise; selling merchandise at 
less than a fair profit through belief that price-cutting 
must be met. 

A. V. Fingulin, editor of Shoe Repair Service, and 
assistant secretary-director, spoke on co-operative ad- 
vertising. He showed slides to illustrate the work of 
the trade promotion bureau of the Association; and 
outlined the prospective benefits of a co-operative ad- 
vertising plan presented to the convention last year 
and successfully carried on in certain localities. Mr. 
Fingulin stated that twenty thousand dollars was 
essential to carry out the double objective of the cam- 
paign, demonstrate the economic and physical value of 
rebuilding shoes, and convince the public of the com- 
petence and reliability of the repairers designated in 
the advertising. 


Advises Following Up Retail Shoe Trade Closer 


dk twenty-first annual convention of the Na- 


The screen illustrations were largely reproductions 
of advertising used in centers where the plan has 
already been adopted. It is of interest to the shoe mer- 


chant that this advertising stresses the buying of good 
shoes and keeping them in good repair. Mr. Fingulin 
urged the jobbers to follow up the retail shoe trade 
more closely than heretofore, and pointed out oppor- 
tunities for greater sales and profits, as the shoe mer- 
chant is the logical man to sell needed requisites, such 
as shoe trees, extra laces, polishes, etc., and that he has 
direct information through his inspection of the 
customer’s foot, and can point out the need of appli- 
ances while the customer is still in the store. 

On Monday evening a reception and dance was held 
at the Hotel Statler. Tuesday noon the women of the 
convention were entertained at the “Roycrofters” and 
the men had luncheon in the grill room. In the evening 
the whole convention went to Crystal Beach, Canada, 
where dancing and sight-seeing were enjoyed. 

On Wednesday the plant of the F. F. Dalley Com- 
pany, shoe polish manufacturers, was visited, and in 
the evening there were dancing and an entertainment, 
tendered by the Tom-Tom Club. On Thursday after- 
noon the entire convention visited Niagara Falls, re- 
turning in the evening to attend the annual banquet. 


Officers Elected 


These officers were elected: President, Sam W. Burt- 
chall; first vice-president, William H. Potts; second 
vice-president, Joseph H. Deacon; third vice-president, 
Thomas Marsfield; fourth vice-president, Morris 
Moss; fifth vice-president, Morris Ziskind; treasurer, 
Peter Nutz; secretary-director, George A. Knapp. 

The 1926 convention will be held in Philadelphia. 


Resolutions Adopted 
These resolutions were adopted: 


Condemning Unfair Practices 


We believe the following business practices are 
detrimental to any industry in which they are preva- 
lent and we declare it as our opinion that they are 
unfair and as placing unnecessary, costly and un- 
equally distributed burdens upon everyone engaged in 
the Leather and Shoe Findings Industry. 

It is our expressed opinion that they stifle and 

(Continued on page 39) 
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LORD JEFF 


WE suggest this new shade as 

a worthy successor to the 
light and yellow shades of calf 
which have been so popular this 
season. 


“Lord Jeff’-—or “Number 29” as 
you choose to call it—is a clear 
light shade, a real brown, free of 
olive and free of red. 





It is the nature of man to like 
change and variety. 








A.F.GALLUN&SONSCO. { 


MILWAUKEE, WIS. r 
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C.H.ALDEN CQ 
Nee 
HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 
ALDEN customers. 








Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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(Continued from page 35) 
suppress competition and create unnecessary costs on 
the public who use shoe repairing service, inasmuch as 
the losses caused through these practices must, of 
necessity, be passed on to the public. 
Following are the business practices referred to in 
the foregoing declaration: 


(a) Improper billing of merchandise. 
(b) Giving secret discounts and rebates. 


(ec) Giving of premiums, other than those dis- 
pensed by the Tanner or the Manufacturer. 


(d) Breaking sales that have, already, been fully 
consummated. 


(e) Criticising (unjustly) the competitor and 
permitting the salesman to do the same. 


(f) Accepting, as true, complaints against a com- 
petitor without, first, giving him oppor- 
tunity to state his side of the question. 


(g) Overbuying and overselling. 

(h) Giving long credit datings. 

(i) Loose and careless credit-giving. 
(j) Slovenly collection methods. 

(k) Pre-paying freight. 


Resale Price Control 


WHEREAS: The Supreme Court of the United States, 
in the so-called Colgate case, has, unqualifiedly, af- 
firmed the right of the manufacturer to fix the price 
at which his products shall be resold and may refuse to 
sell the dealers who do not maintain such prices and, 

WHEREAS: The Court, in the case referred to, and 
in other decisions dealing with the question of price 
maintenance has declared that a formal contract made 
between the manufacturer and dealer for the main- 
tenance of fixed prices, is void in view of the present 
state of the law on the subject; and, 

WHEREAS: The Federal Trade Commission, ap- 
parently ignoring the decisions of the Courts in the 
Colgate case and Beech-Nut case, continues to issue 
formal complaints against concerns which have 
adopted the so-called Colgate plan; and, 

WHEREAS: No effective method of securing the ad- 
herence of dealers to resale prices fixed by manufac- 
turers is possible in the present state of the law, small 
producers being unable to compel jobbers and retailers 
to maintain prices, by refusing to sell to price cutters; 
therefore, be it— 

RESOLVED: That the National Leather and Shoe 
Finders’ Association, in annual convention assembled, 
earnestly urges upon the attention of Congress the 
advisability of enacting a carefully framed law, based 
upon the principle underlying the pending bills, speci- 
fically legalizing resale price control by such methods 
as will render effective, price schedules, fixed by manu- 
facturers, while throwing adequate safeguards around 
the interests of the consumer; and be it further— 

RESOLVED: That the National Leather and Shoe 
Finders’ Association co-operate with the American 
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Fair Trade League in advocacy of this legislation, and, 
be it further— 

RESOLVED: That a copy of these resolutions be for- 
warded to the chairman and members of the House 
Committee on Interstate and Foreign Commerce. 


Simplification of Sizes and Standardization of Packing 
Methods 


The program of simplification upon which the 
American Tack Manufacturers have been working for 
some time has just been brought to our attention. 

When schedules for the simplification of sizes and 
standardization of packing methods have been sub- 
mitted to the members of this industry, we recommend 
that the Executive Committee study this matter care- 
fully and as far as practical co-operate with the Ameri- 
can Tack Manufacturers in perfecting their plans of 
simplification and standardized methods of packing. 





Planning the Clearance 
(Continued from page 23) 
into the theme. The time limit is set, and is conducive 
to action. 

“We have set aside for sale during the 
period beginning .................. OP w.iu.. cane 
thousand pairs of shoes. 

“If you are not fussy and had just as soon 
have tan as black, you can save money. 

“The styles are modern and can be worn 
during the rest of this season and all of next 
if you desire. 

“The only thing we wish to emphasize is 
the fact that after August 25 all shoes re- 
maining unsold will be put back into regular 
stock.” 


The Letter to Salespeoples’ Friends 


Every salesperson has a number of friends to whom 
they can write a letter just before the general sale. A 
suggestion for such a letter follows: 


“Dear So-and-So: 

“I’ve been picking out during the last week 
the styles that are going to be put on sale 
next Pe 
“I thought of you, and wondered if you 
wouldn’t like to come in before the sale starts 
to look over the styles and pick out what you 
like. On some of them you can save as much 
as $4. 

“T’ll be here all day every day excepting 
during the hour from twelve to one, and hope 
to see you. 

“With best wishes.” 


A start has been made on these pages. Time and 
space is limited to the origination of an idea. We leave 
it to the merchants’ ingenuity to proceed with the 
work. 

What follows the sale is of more importance really 
than the sale. Extra interest means extra sales. If a 
sale doesn’t widen the selling field it doesn’t do all it 
is capable of doing. 
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INBAc 


HELTHY-FUT McKAYS OFFER 


Popular Style and Trade Winning Merit 





Genuine Patent Chrome. Cut out 
Fancy Two Straps. Milo Buttons. 
Perforated and Stitched Vamp and 
Quarter. All Solid Construction. 
Leather Heel Pad. One-piece 
Leather Innersole. Leather Quar- 
terlined. Best Bend Sole. Rubber 
Heel. Leather Counters. 


R 6650—Spring Heel,8% to 11, 
Cc, D $2.40 


R 6651—Low Heel, 11% to 2, 


B, C, D $2.65 
R 6652—8/8 Heel, 2% to 7, 
B, C, D $3.00 





Genuine Patent Chrome. Attractive 
Metal Ornament on Instep Strap. 
Stitched and Perforated Vamp and 
Quarter. All Solid Construction. 
Leather Heel Pad. Leather Quarter 
Lined. Best Bend Sole. One-Piece 
Leather Innersole. Rubber Heel. 
Leather Counters. 


R 6654—Low Heel, 11% to 2, 
, D $2.75 


R 6655—8/8 Heel, 2% to 7, 
B, C, D $3 





Genuine Patent Chrome. Pleasing 
Perforated and Stitched Design on 
Vamp and Quarter. Milo Buttons. 
Best Bend Sole. One-Piece Leather 
Innersole. All Solid Construction. 
Leather Heel Pad. Leather Quarter 
Lined. Rubber Heel. Leather 
Counter. 


R 6634—-Spring Heel, 8% to 
13. a ai ... $2.40 

R 6635—Low Heel, 11% to 2, 
B, C, hess $2.65 

R 6636—8/8 Heel, 2% to 7, 
» C, D $3 


Nore—The illustrations show the 
misses’ last. The growing girls’ are 
made on the regular growing-girls’ 
last. 





And These 
Aren’t All 


Many additional numbers, in 
a wide variety of styles, in all 
sizes “For Life’s Springtime” 
—from Infants’ to Growing 
Girls’, in Turns, Welts, Stitch- 
downs and McKays — are 
shown in our new fall catalog. 
Send for an advance copy of 
this big book, now on the 
press. 
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You Know These are 
The AUTHENTIC BROWNS 
for Fall 
Because they are NEW CASTLE 















Color 3 


ROYAL BROWN 


Color 31 


HARVEST BROWN 


Color 98 


INDIA TAN 


| FAYENG authentic colors in your Fall Styles 
was never so important. Color 3 ROYAL BROWN 
to RUGBY TAN 













*These colors correspond with 
those recommended for Fall by 
the Joint Styles Committee: 






That this is appreciated by makers and retailers 
of shoes for whose customers only the best is good Color 31 HARVEST BROWN 
enough, is plainly shown by the demand for the to WOODLAND BROWN 
three above named NEW CASTLE brown shades. 

Color 98 INDIA TAN 


NEW CASTLE color individuality is gained to INDIA TAN 
through our use of only the choicest raw stock that 
grows—and that fact places them beyond imitation 
in less expensive skins. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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Neatness and Simplicity 


are embodied 
in this distinctive 


Wesson Style 


Style Number 538 


A Patent Cutout Strap Pump with a 16/8 Spike 
Widths, B-C-D. 


A. E. WESSEL & SONS 
Better Grade McKays 


Sales Offices and Steck 
Department No. 5 North 


Factory 
222-24-26 Liberty St. 





“Fashion's First Port of (al x: 


Jefferson Import Co., Inc. 
Marbridge Building 
34TH St., AND Broapway 
New York City 


Announce the showing of 


their new fall lines 


IMPORTED 


§ Buckles: Cut Steel, Rhinestones, Novelty ¥% 
(for Retailer and Manufacturer) 


Brocades and Satins Fancy Leathers 
Rhinestone Heels French Mules 
Novelty Shoes Garters 
and “Fiasn’” Dye for Satin Shoes 
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Quality Boudoirs 


With the worth and the wear so 
clearly apparent that you can sell 
them easily at a.good profit. That is 
the kind of boudoirs that bear m 
name and the grade 
have specialized on for 
ears. 
rite or wire for samples. 
Black and colors, leather 
and rubber heels in stock. 


Deliveries At Once 
If your jobber cannot supply you, write me. 


A. W. GREELEY 
x12 Duncan Street - - - Haverhill, Mass. 

















SHOES AT A PRICE 
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R . 
WINNEBAGO CALF 
Wo. 14 SpaTan 


The ideal finish—the smoothness and mellowness—of Rueping’s Winne- 
bago Calf—will materially increase your sales volume on shoes of this 
leather. There is no closer grained boarded calf than this—none more 


pleasing to the eye or more comfortable to the foot. Winnebago Calf 
wears like iron, retains the shape of the shoe, cleans easily and takes a 
high polish. 
One of the most popular shades of the year is 
No. 14 SPA-TAN 


Shoe Illustrated—T he Stadium. 

Golden West Calf (No. 14 Spa-Tan), Natural Welt, 
Fair separate Stitch, Flanged Rubber Heel. Stock 
No. 4747. Made by Nunn, Bush & Weldon Shoe 
Co., Milwaukee. 


Write for color swatches 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: BOSTON CINCINNATI MILWAUKEE ST. LOUIS NEW YORK 
CHICAGO SAN FRANCISCO MONTREAL NORTHAMPTON, ENGLAND 


xu This is a Calf Year *** 
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F.VERY CREESE and COOK 


color has a reason for being. 


Now that the demand has become 
so positive for ‘‘ruddy”’ tones of brown 
in Fall styles you will see why we 4 
produced 


TONY AUBURN 


Reg. U. S. Pat. Off. 


The trade were waiting for just such 


a shade as TONY AUBURN. 


Naturally, it became an immediate 
success. 


- CREESE & COOK COMPANY 





TANNERIES 


SALESROOMS 
TONY AUBURN DANVERSPORT. MASS. 


95 SOUTH ST., BOSTON 
TONY GOLD 


P. A. HENRY & CO. TONY TAN 


706 Broadway, Cincinnati, O. 
62 Mason St., Milwaukee, Wis. TONY BROWN ay & CHRISTMAN 


Leather Trades Bldg.., TONY RED. NEW YO ae lene 
St. Louis, Mo. TONY BLACK 
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Eighteen years ago, Mr. Mitchell 
developed an exclusive process of 
embroidering on satin. 


Styles today demand embroidered 
satin, and the Mitchell-Welch Co. 
have adapted this original process to 
present day style requirements. More- 
over, the method of applying it does 
not slow up the making, and adds 
very little to the price. 


No other shoes in America carry 
this exquisite ornamentation, as illus- 
trated below. 


In Mitchell-Welch $5.00 Retailers* 
the best of the new things 
appear first. 








*Sold in cases 
of 36 pairs on 
a width. 








MITCHELL-WELCH SHOECO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 
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PRICE ONLY 


Shoes on floor for Immediate delivery. 
Oxfords made up for 30 day delivery. 
Stock No. Widths Sizes 


1 Mah. Calf AE 512 

31 Black Kid AE 5-12 

2 Mah. Calf AE 5-12 

12 Black Royal AE 5-12 
32 Black Kid AE 5-12 
55 Black Kid BD 5-12 
62 Brown Calf AE 5-12 
42 Brown Kid A-E 5-12 
P511 Black Boarded Calf Police Spec. B-EE 5-14 

Double Sole—Storm Welt. 








No. 5 WALL 
STREET 


No. 1 ORTHO — m.. 
Mahogany, Black,. any, Black Reval, 
and Russia Tan Brown and Russia 


Calf. Black, Brown 4 ; Tan Calf. Black 
and Tan Kid. > $ Brown andTan Kid. 
4,60 i4,85 
e ® 
©). 420)°1Bh> SHOES 
4 /5 Deys 


— 


Ver 3Oday > 


The only complete line in America of men’s dress shoes 
offered at a standard price—all made on the Combination 
Last and Patterns—and all made of materials that are 
admittedly highest grade—that is what EDMONDS “FOOT- 


FITTERS” mean to the shoe-retailing fraternity. 


No. 2 BROKER — 
Mahogan 4 Note these specifications: High-grade calf and kid skins, 


Rock Oak outsoles, 7 or 8 iron non-collapsible oak insoles 
(no cork filler), extra long leather counters, specially tong 
rubber heels, calfskin inside counter pockets, and corru- 
gated arch-supporting steel shanks. 

You are cordially invited to inspect most rigidly our Split 
Shoe Demonstrator—it shows the solid construction as 
revealed by the buzzsaw, Sent gratis to all EDMONDS 
dealers upon request. 


EdaAmonds 
Shoe Company 


Milwaukee Wisconsin 


Edmonds FOOT-FITTERS fit all feet 




















, 1925 
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the Shade for -4utumn 


The rich, nut brown shade of ‘““E TON” 


is especially favored for Autumn wear 


“ETON” embodies a wealth of character 
in its smooth wear-resisting surface, and 
its color tone of deep tan imparts a warmth 
that is in keeping with chilly] Fall days. 


“ETON ”’—a “Little Falls Leather ’’— 
assures one of quality satisfaction plus 
smartness. 





Producers of the world-famed “DUNDEE” 


Barnet Leather (0., 


Tanners of “Litre Faris” Ceathers and “Lorraine” Leathers 
360 Mapison AVENUE, NEw York CiTy 








Tanneries: LitTLe Fatis, New York 


Distributing Agents Boston Distributors 
SAN FRANCISCO 
MILWAUKEE 
CINCINNATI 


ST. LOUIS 


Barnet Leatuer Co., inc. 
OF MASS, 


98-100 South Street 
Boston, Mass. 
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C Bisiters the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 

ingit when under weight of body. 


Put Crawford Arch Suppert- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 


experiment. 


SPLIT RIVET 
(LOCKING SHANK 
TO INSOLE 


Y 


Mhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


a 


—_—_—- 
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MALT 
SHIES 




















General Offices and 
Sales Rooms 


Washi on Avenue, = . . . 
10th to Ith Seret MARTNESS is the dominant factor in the sale 
New York Sales Room of women’s shoes. 


W. Broadwcy 


Chicago Sales Room 
Rooms 206-207, Security Bldg., 


189 W. Madison St. bilt : 
Sp encod Brownbilt Shoes smartly express all the latest style 


412-417 Pacife Bide., etfects in women’s footwear. They have the added 


San Francisco 


Philadelphia Sales Room : features of fine quality, wearing comfort and mod- 


318 Forest Bldg. » 
Detroit Salés Room ; erate price. 


408 Temple Bidg. 
Pittsburgh Seles Room 
Hotel Henry 


cides tah te The combination attracts and holds customers. 
Wana ee And they are carried in stock for quick shipment. 


Boston Sales Room 
183 Essex Street 
Les Angeles Sales Room 


wiias West eth Street” The pair illustrated is our: 
Kee Central Btrest AA67—** Brownbi!t ”’ 
at? Bi a Beg 8 aa Women’s Patent Diana Pump, plain toe, two- 
x : inch cove wood spike heel, imitation turn, 
Minneapolis Sales Room Thrill re AA to C, 2% to $4.60 
ellie +a, pages AAG6—Same in black oe Wah bina 








Seattle Sales Room 
607 Terminal Sales Bldg. AAG6&—Same in blonde kid with Vassar — 


Indianapolis Sales Room kid trimming 
470 Century Bldg. 


105 Jacobson Bide. All In-Stock, Ready to Ship 


Atlanta Sales Room 
90% North Forsyth Street 5 
Birmingham Sales Room Mail orders receive prompt and careful attention 

Morris Hote! 


Des Moines Sales _ 2 
226 Frankel Bid 


Ft. Worth Sales ~s e0e GS 

Burn ‘Bis, tan Trew dS Scie 
Oklahoma City Sales Room 
Mercantile Semple Rooms 


Wichita Sales Room Standard Since 1878 
426 Butts Bidg. 


Waco Sales Room ST. LOUIS U.S.A. 


a progwe 


Wheeli 
213 Ricy. Side” 
= : 
rs 
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YOU CANT MAKE A SILK PURSE 
OUT OF A SOW'S EAR 


— but you can make the finest shoes in the world out of 





STERLING PATENT COLT and STERLING PATENT KID -leathers 





that have the softness of velvet, the flexibility of silk and the 


strength of expert tanning and finishing 





Sterling Colt Sterling Air 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 




















—— -—— 
a 

















When writing to advertisers please mention Boot anv Suoz Recoapzr 





July 25, 1925 BOOT AND SHOE RECORDER 





ID you ever face this fact? Not every 

woman in the world wants style above all 
else. There are still thousands of women right in 
your neighborhood who want comfort, too. Get 
that business—with Johansen Feeture Arch Shoes. 
They combine perfect, healthful comfort with 
the smartest new patterns, following the style 
trends of the moment. They bring you business 
you haven’t had before. The Feeture Arch is rigid 
as the foot bears down; flexible when it is in 
motion. The Feeture-Fit Heel hugs the wearer’s 
heel firmly and fits and clings like a glove! 





JOHANSEN BROS. SHOE CO. 
ST. LOUIS 








The “Marilyn’’ —No.F-242—The The “Marilyn’’—No. F-243— 
three strap patent colt, on “Ritz” Three strap pattern in select black 
Feeture-Fit last. 13/8 box covered kid. 13/8 leather Cuban heel with 
heel. Uskide top lift. Sizes to 10, rubber top lift. Sizes to 10, AAAA 
AAAA to C. Turn edge welt. Same to C, “Ritz” Feeture-Fit last. Exten- 
attern comesin black satin. No. sion edge welt $6.50 
F244, with 13/8 full Louis heel 
Uskide top lift. $6. 


MWe : ” a _ 
50 > 

The ““Maida’’ —No. F-245—Black 

satin two strap with black cord 

stitched design on throat of vamp. 
The “Manito” —No. F-241—Se- “Avenue” Feeture-Fit last. 15/8 
lect black kid. Two strap. “Ritz” h Louis heel. Sizes to 9. AAA 
Feeture-Fit last. 13/8 full is heel. edge welt. No. F-246 is 
Si: 10, AAAA to C. Turn <i 











OHANSEN 


Feeture Arch Shoes 
WITH THE FEETURE-FIT HEEL 


Oa 
Look for trade mark 
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The 
New Aniline Character 
Calf 


Because of the Excellence of its make up 
BARLYNN is now 


a nationally demanded . 








‘th 
Lynn 


Leathers 











Barlynn 1---a Rich Golden 


with no reddish cast 
Barlynn 5---a Deeper Tan 
Barlynn 9---an Ideal Brown 


J. S. BARNET & SONS, Inc. 


LYNN, MASS. 
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Shoes that are finely tailored, beautifully 
finished and scientifically lasted, backed by a 
high quality, at a reasonable price, are cer- 
tain.to bring you a steadily growing repeat- 
customer business season after season. 
No. 6308—Black Kid No. 6340—Black Kid 


No. 6309—Patent Leather 13 8 Arch Rest shoes are just such shoes. Write or No. 6341—Patent Leather, 13/8 
i t . t . . ° 
_cecaliprmecteehenpe ° wire for full information. a a ee 


Arch Rest Shoes are made in black and brown kid oxfords and strap effects. Also patent leather 
and white cloth for comfort and dress. 12/8 to 14/8 heels, Acomplete in-stock service is main- 
tained for the convenience of Arch Rest Dealers. Write for catalog, 


he Irving Drew Co. 


PORTSMOUTH OHIO 








RUBY KID in 
DUCAT OR Shoe 


HE tanner’s service contribution to the shoe consuming public must lie in his 
co-operation with the shoe manufacturer and the service which he is rendering 
his customers—the retailer and the consumer. 


It has been our aim to so stam@lardize our methods and selections that our brands 
will give the same characteristics of beauty and service in the shoes made from 
Evans Leathers this year as they did last, and the same next year as they did this. 


Of our many valued patrons in the field of shoe manufacturing, we are privi- 
leged today to direct the retail trade’s attention to the line of men’s shoes made 
by the long established and well known firm of 


RICE & HUTCHINS, Inc. 
ROCKLAND, MASS. 


and fabricated out of our RUBY KID. 
This friendly co-operation identifies RUBY KID to the-retail merchant. 


JOHN R. EVANS & COMPANY 
CAMDEN, N. J. 
Branches in all Principal Shoe Centers 





No. 7842 — Ruby 
(black) Kid Bal Edu- 
cator Boot. Widths A 
to EE, sizes § to 11. 


No. 7826 — Ruby 
(black) Kid Blucher 
Educator Oxford. 
Widths A to EE, sizes 
§ to 11. 


All Carried in Stock. 


HE three Educator shoes illus- 
No. 8428 — Ruby trated are only a few 
(black) Kid Blucher J Se A eae 


Modified Educator many RUBY KID styles carried 
Oxford. Widths AA in stock by Rice & Hutchins, Inc., 


ia Na <n in men’s, women’s and children’s 


SIRES. 
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He said they were Keds, but— 


E had some canvas rubber-soled shoes on his shelves. 
Almost everybody asked for Keds. So he tried to cash in 
on the Keds name and sell substitutes for Keds. 

But it wouldn’t work! Right across the street was a wide- 
awake Keds dealer who realized the value of the Keds name. 
He cautioned his customers to look for the name Keds on the 
shoes they bought. He explained to them that unless the name 
Keds was on the shoes they were not genuine Keds. And the peo- 
ple came to his store, where they knew they could get real Keds. 

It is a simple matter to teach your customers to look for the 
name Keds. And it is the surest way of gaining their confi- 
dence and doing a big Keds business. 


United States Rubber Company 


Keds are made only by the 
United States Rubber Company 
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Getting Down to Brass Tacks 
A Selling Story from The Weekly Shoe Sales Bulletin, Compiled 


SALESMAN for a large 
A manufacturer recently 
showed such an increase in 
orders in the face of an. off-buying 


season, that I cornered him one day 
at lunch and asked, “How come?” 


He laughed. “Well, it’s easy. All 
I learned to do was to sell properly 
a printed page of advertising. I’m 
being facetious, of course, when I 
say it was easy. It was the hardest 
job I ever tackled . . . not to sell it, 
but to learn how. 

“I’ve sat in dozens of sales con- 
ventions in my time with the firm. 
I’ve gotten my portfolio of adver- 
tising and sales helps and went out 
full of pep to sell the advertising. 
But I always felt I was falling 
down on. the job. I’d dutifully go 
the rounds and then I’d be stumped. 
Couldn’t go back at them with the 
portfolio. I’d already shown them 
that. So I fell back on a hackneyed 
line of advertising chatter that 
didn’t convince anybody, including 
myself. 

“One night in the hotel I picked 
up my new portfolio. One of our 
advertisements interested me, and 
I read it through .. . then I read 
it again, slowly . . . stopping at 
periods and visualizing what it 
said. And believe me, I got more 
kick out of it than any advertise- 
ment I’d ever seen before. 

“T reasoned that if my reaction 
was thus, why not the jobbers’ 
buyer. I tried it. Here’s my plan 
of action now: I open my portfolio 
and show a buyer the extent of the 
campaign we are running. Then I 
take one advertisement . . . and 
read it slowly to him . . . stopping 
to make comments occasionally. I 


by C. A. Dickens 


ask him if it doesn’t sound convinc- 
ing. He admits it does. Then I pull 
out my current “Dealer Ads.” It 
brings the whole thing right down 
to his front door, and I want to tell 
you he ‘gets’ it. Try putting your 
advertising to work in this way.” 








adr f fui vu 


Has returned to the salesforce 
of Thé Beacon Falls Rubber 
Shoe Co, after an absence of 
about a year. “Fred” Bridges 
is a rubber shoe veteran. He 
has a sales record with the 
Beacon Falis Rubber Shoe Co. 
of sixteen years. 


McLeod On Trip 


A. J. McLeod, president of the 
Rochester Association of Traveling 
Shoe Salesmen, who formerly rep- 
resented the Endicott-Johnson Corp. 
in Ohio, but who was forced to give 
up the road on account of his health, 
went out on the road again last 
week to help Clark B. Rowley “put 
over” Sherwood Shoes in New York 
State. 

“Mac” is “rarin” to go again but 
his doctor tells him that he will not 
be able to stand “the gaff,” so he 
compromises by joining with sec- 
retary Rowley on a trip through the 
southern part of the state. 

“Mac” expected to be in Bing- 
hamton during the “E. J.” sales 
convention and hoped to be able to 
drop in on the sales convention for 
at least one day. 


“Mack” Rose with York 


“Mack” Rose, popular New York 
salesman, has joined the staff of 
the York Shoe Mfg. Co. of Brook- 
lyn and will travel the East for 
them. Mr. Rose was formerly con- 
nected with a well known New 
York manufacturer of ladies’ high- 
grade turns. 


Longini and Goodman with 
Mann-Longini 

Two new salesmen have recently 
been added to the salesforce of the 
Mann-Longini Shoe Co., Cincinnati. 
Isidor Longini of Minneapolis cov- 
ers the Minneapolis territory. A. 
Goodmar of Memphis covers Mem- 
phis and vicinity. 
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The F inishing Touch 


the standard article for giving 
shoes the finishing touch for over 


ten years. 


White shoes are the finishing 
touch to a light and dainty sum- 
mer costume. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 
as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless 
the heels and edges are spotlessly 
white. Well dressed women will 
not wear shabby shoes. Repco 
Heel and Edge Enamel has been 


It is a smooth liquid enamel which 
is easily applied to heels and edges. 
It contains neither varnish nor 
shellac, nor is it gummy or streaky. 
It is made in all popular colors, 
white, ivory, champagne, light 
gray, etc., and is made in two 
forms both Regular and Water- 
proof. The Regular is easier to 
handle and more popular. 
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For Sale By Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York, N.Y. 
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Albert Levine Is 
Vacationizing 


Albert Levine, who travels South 
for the Amdur Shoe Co., after spe- 
cializing in daily golf and other 
strenuous sports at a Vermont For- 
est and Stream Club, is “resting up 
a bit” at Nantasket. .Mr, Levine 
was one of the busy salesmen at 
the Boston Shoe and Leather Mar- 
ket Fair. He plans to be out again 
among his friends in “Dixie Land” 
about August 15. He predicts that 
black satins and velvets are going 
to be “big bets” this fall. 


Fred Brill Optimistic 


Fred S. Brill who represents the 
Charles A. Eaton Co. in Pennsyl- 
vania and New York State is opti- 
mistic about the outlook for fall 
business. Fred just returned from 
a trip through the western end of 
his territory and states that the 
merchants are placing larger orders 
for fall than they have for some 
years past and that the outlook for 
fall business is very encouraging. 


Few Trunks Now 


A Lynn shoe manufacturer was 
noticed in the baggage room of the 
railroad station in Lynn the other 


day. He said he was curious to see 
a salesman’s shoe trunk again. But 
he could not find one. He recol- 
lected when his salesmen had big 
trunks built to order. They made 
long trips then. But now his sales- 
men make quick trips, and many of 
them, and they carry their samples 
in-a traveling bag. 


“C. & P.” Represent 
Lawrence 


Lawrence Shoe Co., makers of 
novelty McKay shoes for women, 
announce that C. & P.-Shoe Co., of 
Auburn, N. Y., are now their direct 
factory representatives. P. and C. 
Nolan of this firm have an exten- 
sive acquaintance among the chain 
store and larger retail buyers. The 
Lawrence line is making excellent 
progress in the popular-priced field. 


Wilson Succeeded by Rahn 


W. W. Wilson, who, for the past 
eighteen years, has represented A. 
M. Creighton in Michigan and In- 
diana, has resigned his position 
and left the road. His successor is 
Theodore Rahn, of Rahn Bros., Ben- 
ton Harbor, Michigan, who is much 
pleased to secure this popular line 
of women’s shoes, so well estab- 
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lished in this territory. Mr. Wilson 
has become interested in the Flor- 
ida west coast lands and will make 
that state his home in the near 
future. 


Spoerke “Star” Salesman 
for Menzies 


The Menzies Shoe Company’s 
star salesman, S. D. Spoerke, who 
recently returned from an eight- 
weeks’ trip through the eastern ter- 
ritory calling on the wholesale 
trade, sold over 650,000 pairs of 
shoes. 

Upon arriving at the factory be- 
fore reaching his desk, he met one 
of his Chicago customers in the 
factory, and sold to this one cus- 
tomer alone 5,580 pairs, making a 
total for the eight weeks of 64,580 
of shoes sold by Menz “Ease” star 
salesman, S. D. Spoerke. 

Mr. Spoerke reports wonderful 
prospects for fall business. 


Bernstein with Siever & 
Potter 


S. S. Bernstein, formerly with 
the Bett Shoe Co., of Philadelphia, 
for the past few years, is now cov- 
ering the same territory for Siever 
& Potter, Philadelphia. 





Two hundred representatives of the Hamilton-Brown Shoe Company, including salesmen, factory superin- 
tendents, officers and department heads attended the recent “Al Fresco” dinner served in the park adjoin- 
ing their Sunlight Factory, St. Louis. The affair was the culmination of the sales conference of the first 
division of traveling men. The second division arrived the second week of July for their part of the confer- 
ence. The new fall line of shoes which will be carried by the salesmen now on their territories was displayed 
by live modeis on an illuminated runway, to the tuneful melodies of the company’s orchestra. The predominant 
styles shown, to be worn by the fair sex for fall, were for the most part black satin and patent leather. Some 
styles were depicted in a new shade of satin called “Gun Metal.” The patterns displayed were for the most part 
pump effects and slender one-straps. Constrasting stitching was shown on both patent as well as satin patterns. 
The much heralded “Woodland Brown” came in for a big portion of the popularity in the footwear displayed. 
Talks were made by officials of the company, including A C. Brown and Maurice Wright, president and vice- 
president of the organization. Walter Bruns, advertising manager of the company, and Jack Winckler, house 
salesman, were responsible for the production of the runway style show. 
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New findings profits | 
jrom new Repco Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers.a fine op- stapled type. Like the brushes they are 


ieee” dditi | findi of the finest stock and finish. 
ee eee Repco Brushes are made in six differ- 


profits. ent types. The Daubers are made in four 
No shoe store is complete without _ different types. 

a stock of Repco Brushes and 
Daubers. Customers recognize 
their valueinstantly andlittleeffort windows 
is necessary to promote their sale. 


Show them 
in your 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. ; 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





What Is a Bargain? : 


think that a low price is all jnined by the Difference 2%¢ sirable. 

there is to a bargain. But Between Price and Worth 

Why Not Accentuate That 
Difference? 


Me merchants seem to [f the Bargain Is Deter- as to impress people that the shoes 


is it? 
No matter how small a piece of 
money is indicated in big bold figures 


TAND for a little while outside 
any “junkily” trimmed bargain 
window and you will see some people 


on a price ticket, the average 
person doesn’t.care to hand 
over that amount. merely be- 
cause it is a low price. _ 

As a matter of fact, the 
lower the price the more cau- 
tiously will he or she inquire: 
“What do I get for it?” All of 
which has (or should have) a 
bearing on the way you show 
the merchandise to which the 
low price pertains. 

It’s good merchandising, in 
a clearance sale, to group a lot 
of shoes at one price. It’s good 
merchandising to let that price 
be low—for the shoes shown. 
But it isn’t good merchandis- 
ing to show those shoes in 
such a way that their good 
points aren’t shown to advan-- 
tage. 

Not that it’s wrong for a 
bargain window to be stockier 
than an advance style trim, 
but— 


T is wrong for any trim to 
be untidy. It is a mistake 
to jumble good shoes all up in 
a heap like rubbish. There are 
other means of letting people 
know, even from across the 
street, that bargains are be- 
ing offered. But if a bargain 
is determined by the differ- 
ence between the price and 
the actual worth of an article, 
why not accentuate that dif- 
ference? 

Surely the logical way to do 
this is to show proper respect 
for the merchandise and to 
show the shoes in such a way 








Recorder Merchandising 
Calendar for August 


August 1 to 8—Not much time left for in- 


stalling new equipment that may be 
needed and attending to the decorative 
work that should be done before fall. 
Take a close look at all the show cases, 
chairs, paneling, shelves, window backs 
and other fixtures with this in mind. If 
you have not yet ordered floral decora- 
tives for fall, go through the flower 
house catalogs and select what you will 
want. Get your window settings planned 
out in detail. 


August 10 to 15—Plan ahead for a “School 


Shoe Week” to be staged the first week 
of September. Inventory the broken 
lines of summer shédes that are marked 
for clearance and reassemble them into 
the fewest possible number of one-price 
groups. If possible, feature two or three 
prices for women and two or three for 
men, with a good range of selection at 
each price. 


August 17 to 22—Give a little time to 


budgeting your own time to make sure 
that each phase of store management 
receives its full share of attention. Set 
aside a certain definite time that will 
be devoted exclusively to preparing 
your advertising—a certain time for 
listing materials wanted for displays— 
a certain time for going over the books, 
etc. 


August 23 to 30—Introduce some of your 


fall numbers, through windows and 
advertising. Jugt some—not all. You will 
need more styles to show to your public 
later in order to keep them interested. 








walk up, take a brief glance at 
the untidily arranged wares 
and then turn away with an 
expression which says as 
plainly as words: “Nope— 
don’t want ’em.” 

Yet among the goods shown 
there are some which really 
should appeal to those same 
people. But such is the power 
of suggestion that they in- 
tinctively feel the same disre- 
spect for them that the mer- 
chant himself implies in per- 
mitting the “junky” arrange- 
ment of the windows. 

We've said it before, but it 
bears repeating— 

Show respect for your mer- 
chandise. 


F course, there was a rea- 

son in the old days for pil- 
ing a window full of shoes— 
the desire on the part of the 
merchant to indicate that a 
wide variety was available. 

But this was in the days 
when styles were more nearly 
staple than today and when 
interest centered more on 
price than on appearance. To- 
day, with appearance looming 
big in importance, the window 
must reflect the style quality 
of the merchandise as well as 
the price.” 

This can be done, and none 
of the “sale” value of the win- 
dow lost, by using more fix- 
tures for the display of your 
shoes. They should be of dif- 
ferent heights so shoes will 
not all be on the same level. 
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‘Buy a “New Way Outfit 
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at Whatever Price You Wish 


A New Way plan will help to visualize your store 
requirements from the standpoint of fixture arrange- 
ment, aisles, location of entrances, stairways, wrap- 
ping and service desks, heating, lighting and other 
service features. 

The cost of the fixture installation can be exactly 
what the merchant wishes it to be from the stand- 
point of individual needs, depending upon the 
degree of utility, attractiveness and service required. 
The New Way line of Store Equipment is com- 


plete—ranging from the finest obtainable to the 
lowest in price that’s good. Regardless of the type 
selected or the price paid every piece of equipment 
represents the best money value obtainable for the 
price paid. 

Why not visualize the future development of your 
store requirements with a New Way plan—then grow 
systematically along well defined plans as rapidly as 
circumstances permit until your store is completely 


equipped. 


Information on Store Planning or New Way equipment upon request—a representative if desired—no obligation. 


GRAND RAPIDS SHOW 


CASE COMPANY 


World’s Largest Designers and Manufacturers of Quality Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. . 
BRANCH OFFICES IN MOST PRINCIPAL CITIES 











PORTLAND, ORE. . 


NEW YORK, N. Y. 
CONSULT TELEPHONE DIRECTORY 
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Fig. 1—A neat and simple setting for a late 
summer or early fall display of shoes and hosiery. 
The illustration for the round disc can be cut 
from a suitable paper or wall paper design. 





A 


Fig. 2—With this wallboard background two 
types of floral decoratives are shown. It is not 
intended that both types should be used. The 
awning effect is a striking feature. 


August Displays Will Help Sell 
Summer Shoes 


UGUST business will be just 
about what the shoe merchant 


makes it. If he puts vim and 
pep into his selling plans he may 
expect a fair return in sales of mer- 
chandise. If he lets things slide— 
they will slide. 

There is nothing to gain by saying 
that business can be just as good in 
August as in June, because it can- 
not, but there is no need for the old- 
time slump in business, either. Peo- 
ple wear shoes in August as well as 
in other months of the year. People 
have money to spend in August as 
at other times. People have the same 
desires for shoes that are appro- 
priate for wear with the summer 
clothing they have purchased. People 
can be induced to purchase for the 
present, and for future needs, just as 
at other seasons of the year. 

So much for the public. What 
about the shoe merchant? He has 
shoes to sell in August. His store is 
open, and his organization is ready 
to do business. With a public that 
can be induced to buy and a shoe 
merchant with shoes to sell is it not 
logical to.believe that more shoes can 
be sold—if the right attitude is 
taken by the merchant towards his 
business? 


Effort Gets Business 


If the merchant takes the stand 
that his customers are all supplied 


By A E. EDGAR 


with footwear until fall, or that they 
will put off buying until that time, 
and makes no effort to get more busi- 
ness, he will get less business. But, 





























Fig. 83—Anyone can make this 
placque. Cut the circle from 
wallboard. Cover it with silk and 
ornament it with artificial fruit 
and foliage as shown. The cords 
and tassels can be bought from 
an artificial flower house. 


if he says to himself: “The public 
has money to spend, they can just as 
well spend it for shoes as for other 
things. How can I get them to do it? 
They may be interested in other 
things, but if I make the right ap- 
peal I can interest them in shoes.” 
Then, having settled this to his satis- 
faction, if the shoe merchant gets 
down to actual efforts to get the 
business he is bound to get it. Many 
other lines of trade have found a way 
to keep up interest in their line dur- 
ing the off-months of their selling 
seasons, why cannot the shoe mer- 
chant? He can do it if he will just 
do it. 

If the merchant has already used 
a Clearance Sale to stimulate busi- 
ness then he will have to hold some 
other kind of sale. Those merchants 
who did not inaugurate their clear- 
ance sales until late in July can con- 
tinue them into August. Those who 
held July sales can have a Clearance 
Sale. Perhaps a Final Clean-Up Sale 
for a week or ten days in August 
might help dispose of odd lots still 
left on hand. 

The sale is the proper inducement 
for the shoe merchant to use as a 
business stimulant if the state of his 
stock is such that a sale is going to 
better its condition. If he has mer- 
chandise that should be disposed of 
before the fall season he should use 
every effort to get rid of that stock, 























IM a 


WANE 


LQG 


PSF - 
= aS 


pO 
OA. 


t 
4 


COCR 


D 
— 


BOOT AND SHOE RECORDER 


























HE chairs in a busy store see a lot of use in the course of 
a year. Chair cost is an item worth studying. The more 
you look into it, the more you will be impressed with the 
fact that sturdy construction is the first attribute of 


economy in seating. 
AMERICAN I NTERLOC KING SHOE STORE CHAIRS 
are lowest in cost per year of service because of exclusive fea- 
tures of construction which make them sturdy beyond the 
ordinary. 

They remain new in appearance for a long time. 


Write for 
‘The Shoe Store Beautiful” 
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American Seating Company 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut S*. Room 302, 69 Canal St. 
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Fig. 4—A panel like this is 
very effective for a small set- 
ting. The simple decorating indi- 
cated can be done in the store. 
The picture can be pasted on. 





and the sale is a logical method of 
doing it. 

The thrift appeal is a strong one. 
Almost every one can be induced to 
respond to the appeal of thrift, but 
after so many thrift appeals and in 
the midst of so much thrift and bar- 
gain advertising the merchant should 
strive to secure a different angle to 
his appeal. If he stages a sale like 
every other sale he has ever held, 
and like dozens of other merchants 
are holding at the time, he is in di- 
rect competition with them. If he in- 
troduces a new idea into his sale he 
will find it much stronger for the 
new angle of appeal. 


will advertise the hosiery depart- 
ment, which will continue to benefit 
during the coming season through 
the tie-up with the shoe offer. 


A selling event of this nature 
should be advertised. Unless the peo- 
ple know that they can get hosiery 
for nothing they will not be able to 
avail themselves of the merchant’s 
generosity. The window display 
should feature both shoes and 
hosiery at all times, but during such 
an event the two departments should 
be tied up strongly with more 
hosiery on display with the shoes 
than usual. Price tickets may be 
made to state the price of the shoes, 
with the added phrase, “Hose Free.” 


A Suitable Background Setting 


The setting illustrated in Fig. 1 
is suggested as one suitable for any 
August display, and one that will 
answer well for the display of shoes 
and hosiery together. Show cards 
should be freely used throughout the 
display, giving particulars in force- 
ful phrases. This setting is also suit- 
able for an early fall display of foot- 
wear. 


If the merchant does not desire to 
have the entire back of his window 
covered with panels he may omit all 
but the center panel and the pilasters 
supporting the flower boxes. He may 
have drapes filling in the space be- 
tween, if he prefers. The panel is 
made of wall board. It is suggested 
that this panel be painted with water 
paint in mottled tones, or, that it be 
covered with wall paper having a 
similar effect. The pilasters may be 
painted a plain color. 

The decorative disc may be a 
painted picture or a printed one. Per- 
haps a good advertising poster may 
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Fig. 5—A unit display of 
hosiery is a good thing to help 
August sales. A suitable illus- 
tration for mounting on a back- 
ground like this can be cut from 
a hosiery poster or display piece 
of some kind. 


be cut in circular form and used in 
this way. It can be purely decorative, 
or it may be symbolic. The crossed 
strips are made of thin strips of 
wood painted the color desired. The 
festooning of the flowers is some- 
thing not seen every day in window 
displays and will attract attention. 


Use of Decoratives 


Another setting is illustrated in 
Fig. 2. In this illustration there are 
shown two types of floral decora- 

tives, each suitable for such a 





setting, but it is not intended 





Free Hosiery Sells Shoes at 
Full Price 


It is not always necessary 
to cut prices to make a thrift 
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that both shall be used at the 
one time. Either may be used 
in duplicate in a large win- 
dow, or singly. The position 

















appeal. Take the shoe mer- 
chant with a hosiery depart- 
ment. He may not want to cut 
prices, but he may realize that 
during the slower business 
months the public should be 
offered some inducement to 
create business. If he is will- 











ing to “shave” profits a little iy 
he may offer a pair of hose Iz 






































they occupy in the setting 
may be changed to suit the 
arrangement of the display. 
If placed in the center of the 
window the stands and furni- 
ture should be arranged on 
each side so that the floral 
unit forms the central point 








of vision, and the apex of the 
display. If the urn is used it 
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“FREE” for “the purpose of 
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may have to be posed on a 
taller pedestal or stand, de- 
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with every pair of shoes, Hf 
"4 
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introducing the hosiery de- 
partment to more people.” 
This could be done for a week, 
or for a couple of days. It will 
get business in shoes and it 


Fig. 6—Schooll ‘opening is an event with 
which you can’t tie up too closely or too strongly. 
Hold a “School Opening Week.” A local sign 
shop can make the clown cut-outs from wallboard. 


pending on the arrangement 
of the footwear in this dis- 
play. The taller unit requires 
no pedestal. This is a dec- 
orative easily made by a 
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A Modern Treasure Chest 
of Display Ideas 
Your Free Copy of 


A decidedly different Catalog of Fall Dis- ° ° ° 99 
play Decoratives. Not only does it show “The Guide to Be tier Window D isp lay. $s 
decorations, but every page shows a prac- is now ready. - - - Write for it Today. 

tical illustration of different type windows 

with merchandise arrangements and how to 


use the decoratives shown. The Adler- Jor ones Co. 


It will be a ready reference book on what 
is correct for your Fall Displays. 645 So. Wells St. - - Chicago 





There is Nothing that will take. the Place of Flowers :: :: 











Confidence Always Pleases Those Who Receive It 


The confidence in Murphy Shoes, expressed by the 
continued repeat orders of the dealers, who now 
have our line, is, indeed, gratifying. If you are not 
one of them, write us. 


Write for In Stock 
Catalogue 


J. D. MURPHY 


ars -. SHOE CO. 
e. i xf jeavy Sole, 
Sresnes Wels Bead hase NATICK - - MASS. 


Goodyear Welt, Royal Last.......................... $3.45 
No. 360—Same in Black Diamond Celf..... $3.45 
Terms 2/20 Net 30 Days F.O0.B. Boston 


7324—Black Diamond 
Wear-proof Lining, Uskide Sole 
Arch-Support Counter, Storm Welt 
Ne. 7332—Same in Black Kid. Two Oak 
Soles $4.25 
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SOLID COPPER 


STORE FRONTS 


WILL Zncrease SALES 


Here’s testimony that in your town—in your store—A Kawneer Front will 
prove a profitable investment. 
Becker Bros., Marine City, Michigan, write: “We charged the 
cost of our Kawneer Front as an investment but it would have been 
well to have charged it to advertising.” 
And in Boston—a city of a million—the Talbot Company 
say: “We feel our Kawneer Front has been the very best . on 
advertising medium—far ahead of newspapers.” efor cay 
More detailed information concerning these superior Please send me without obligation 
points will be gladly sent without obligation 1f you but ——— 
sign the coupon and send it to us today. a Bee 


See opposite side for Six Points of Kawneer Superiority 
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Niles, Mich manufactured 


SOLID COPPER 


STORE FRONTS 


More than 260,000 Store Fronts 
Produced in Twenty Years 


This large industrial plant is the result of Kawneer foresight and pioneering in 
Copper Store Front construction. 

Designed by an architect who had specialized in the construction of business build- 
ings, Kawneer Solid Copper Store Fronts met with immediate favor. | 

Now you can name no line of business that Kawneer Fronts have not benefited. 
They have not only added beauty and visibility, but have actually stimulated sales, for 
Drug, Shoe, Hardware, Motor Sales, Electrical, Furniture, Jewelry, Women’s, Men’s, 
and scores of other retail stores. 

A booklet of suggestions covering your particular line of business will be gladly sent 
without obligation, if you but return the coupon shown on the opposite side of this sheet. 


Here are 6 points of superiority found in full measure in Kawneer Solid Copper Store Fronts. 
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Fig. 7—A roughly printed 
show card like this is in keeping 
with the School Shoe Week win- 
dow design. Use a number of 
different pieces of copy. 


handy man in the store. A circle of 
wall board is cut in half, one part 
being used as the base, the other 
having the center portion cut out is 
used as a flower stand. A two-inch 
board is attached to the straight 
edge of this cut-out, and forms the 
bottom of the flower box, the upright 
strips being nailed to its opposite 
edge. A few artificial flowers, ar- 
ranged in the flower box, completes 
the decorative piece. The shoe mer- 
chant will be wise if he uses his 
spare time in August in making up 
a few units of decoration like this 
for his fall displays. He should send 
for fall catalogues of window decora- 
tions and study them carefully for 
ideas and order his decorations 
early. 

In Fig. 2 the floor is covered with 
wall board blocks, one set plain and 
the other with a marble finish. 
Heavy cardboard may be used for 
this purpose but it is not as satisfac- 
tory as wall board. The joints should 
be neatly made so that the blocks fit 
closely together. Floor rugs and 
drapes may be used on this as on the 
ordinary floor of the window to pro- 
duce a change in the effect. The win- 
dow will attract more attention if 
changes in the floor covering are 
made occasionally instead of having 
the same hardwood floor all the time. 

This setting may be used in Au- 
gust or in September. The August 
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feature of the setting lies in the 
awning effect. To produce this it is 
necessary to attach a strip of wood 
across the back of the window to 
which the awning may be fastened. 
The awning may be made of awning 
material, or of cardboard painted to 
represent awning cioth. The awning 
may extend well into the window 
space. It should be arranged on a 
slant and have a drop curtain around 
the edge. A frame of light lumber 
may be built to support it. This awn- 
ing feature will give the window a 
summery effect. It may be removed 
later and the same setting used 
again without it. 


A Placque Enhances a Setting 


The placque illustrated in Fig. 3 
may be used in either of these set- 
tings in place of the decoratives sug- 
gested in the foregoing. The placque 
is cut out of wall board or cardboard 
and covered with silk. For fall 
orange colored silk is suggested. The 
fruit and foliage arranged on this is 
to be in fall tints and colors. Cords 
with tassels are used with which to 
suspend it, although the placque may 
be used in the same way as that 
illustrated in Fig. 1. 


Screens and Panels Are Effective 


Many times the window display 
will be the better for a screen or 
panel set in the background, es- 
pecially when the permanent back of 
the window is used as a background. 
The panel illustrated in Fig. 4 is 
sightly and easily constructed. It is 
made of wall board. The picture is 
offered just as one suggestion; any 
picture may be used that will prove 
decorative. The squares and upright 
strips are cut out of quarter-inch 
boards and glued on the face of the 
panel. This gives depth to the dec- 
oration. Heavy cardboard may be 
used instead, but will lack some of 
the relief effect. 


For the Hosiery Section 
Merchants who keep their hosiery 


stocks on display find sales increased - 


thereby. In Fig. 5 a little setting for 
the hosiery section in the window or 
interior is illustrated. Any advertis- 
ing poster will serve as the illustra- 
tion. Some of the colored advertise- 
ments of hosiery firms may be cut 
from magazines and used in this 
way, especially for small unit dis- 
plays. A firm in Detroit never has a 
window display that is not made 
more attractive by the addition of 
hosiery units. Often the entire win- 
dow is given up to hosiery, except 
that a few pairs of shoes are added 
as accessories, reversing the usual 
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proceeding, where the hosiery is the 
accessory, and of second importance 
in the display. Sales of hosiery ap- 
proximating $100,000 are the result. 

The shoe merchant may install his 
fall displays just as soon as his Au- 
gust sales are over, and he has suf- 
ficient stock to justify the offering 
of early fall styles. But with the 
coming of September the fall lines 
should be emphasized in every dis- 
play. 

Have a School Shoe Week 


It is suggested that the shoe mer- 
chant have a School Shoe Week this 
year instead of the usual half- 
hearted school campaign. A special 
display of boys’ and girls’ footwear 
for school wear should be installed. 


‘While the footwear displayed is the 


important thing, the setting in which 
it is placed is just as important. 
Every display should have something 
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Fig. 8—One or more cards 
should stress the fact that the 
styles shown are good for early 
fall as well as for now. 


in its make-up that will attract the 
attention of a large number of peo- 
ple passing the store. The suggestion 
illustrated in Fig. 6 will please the 
youngsters and at the same time at- 
tract the grown ups. Two clown cut- 
outs may be made of wall board. Any 
sign painter will be able to do this 
work. The banner may be ordered at 
the same time. The clowns may be 
used in other displays and inside the 
store in the juvenile shoe depart- 
ment. 

A touch of comedy may be added 
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Which shoe store attracts the most atten- 
tion—draws the greatest patronage—pays 
the most profit? 

That store is the one made conspicuous and 
dominant, both day and night, by the Flexlume 
Electric Sign. 

Flexlumes have enduring beauty and utility 
built%into them by a responsible organization 
that has specialized in quality electrical adver- 
tising since 1910. 

The sign which has substantially increased 
the business of thousands of other footwear 
dealers is well worth your investigation. Write 
for photoprints showing Flexlume in use and 
facts about its profit possibilities for you. 

We also build exposed lamp PE ae 


other types of electric signs for 
who prefer or require 


FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 


Factories also at 
Phone “Flexlume” 
All Principal 
Cities 
Toronto, Can. 


The Day-and-Night Sign 
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lly forever. 
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Write fer Our Catalog and Free Trial Offer Great Britain. 
Royal Metal Mfg. Co. ay a 

2327-29 8. Western Ave., CHICAGO, ILLINOIS 27, ‘ang 257 te 317. Established 1869 


et eo 


APPROVED BY | Our Advertising Tariff will be 
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to the school shoe display by having 
three or four huge books strapped 
together as if they were school 
books, also an enlarged slate, pen and 
pencil, etc., may be used with the 
books. The books should be labeled, 
First Reader, Arithmetic, etc. 

Show cards are as necessary as 
shoes in the displays of the shoe 
merchant. They will tell the people 
what the shoes displayed cannot tell 
about his store and his footwear. In 
Fig. 7 we illustrate a suggestion for 
the school shoe display. Actual slates 
may be used and the messages writ- 
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ten on them with crayons, of course, 
but the card illustrated will serve as 
a guide to the merchant who prefers 
to use an illustrated show card. The 
type of card illustrated calls for 
roughly printed wording. 


A Good Season-End Appeal 


The card illustrated in Fig. 8 is 
for use before the fall shoe styles 
are displayed. The suggestion that 
the footwear offered is suitable for 
early fall as well as “now,” although 
the prices are greatly reduced is a 
good idea to place before the public. 
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The card illustrated in Fig. 9 is of 
the plain type, no illustration being 
used. The initial letter is enclosed in 
a box, which may be of a different 
color to the rest of the lettering. 

Merchants should investigate the 
show card service provided by the 
Boot AND SHOE RECORDER. A 
monthly set of cards are provided 
that make the messages of the mer- 
chant timely. Each set is distinctive 
and provides the change in type that 
gets attention. Frames for the cards 
are also supplied with the merchant’s 
own name on them. 





‘Put Your House in Order” for Replenishing 
Your Heavy Rubber Goods Stock 


many retail shoe merchants 

think it wise to prepare for 
winter. And under this heading 
comes the re-checking of heavy 
rubber goods stock. For, just as the 
author must finish his Christmas 
story at least six months in ad- 
vance, so must the retail shoe mer- 
chant prepare his stock of staples 
on rubber goods, at least six months 
in advance—and it is better and 
safer to prepare to meet the demand 
from ten to twelve months ahead of 
time. 


Canvas Shoe Prices Soon Ready 


The rubber houses are now work- 
ing “full steam ahead” on canvas 
shoe price schedules. There may be 
some advance in these prices—rub- 
ber men are making no definite 
statement, but lists on tennis will 
be ready about August 1 and rubber 
salesmen will call at the shoe stores 
of the country shortly thereafter. 
If, then, the merchant has carefully 
investigated his stocks of light and 
heavy rubbers, he can at that time 
either re-order, or order afresh 
from the goodly supply of over- 
shoes, rubber boots, lumbermen’s 
pacs, and other cold and wet 
weather merchandise. One can 
never tell what the winter holds 
in store in the way of freezing tem- 
peratures and snows — oft-times, 
the fall brings with it much wet 
weather—it is always well to be on 
the defensive. A word to the wise is 
sufficient. 


Try a Bathing Shoe Window 


And now that we are in the midst 
of summer weather, it might be a 
good suggestion to try a bathing 


|: is in the midst of summer that 


shoe window. One trim recently 
noted in a big city, featured bath- 
ing shoes, with colored rubber balls, 
water wings and gaily colored rub- 
ber caps, in all the new shades. 
Some of the merchants in the big 
cities started bathing shoe sales the 
past week and have “cleaned up” 
well on same. They are placing 
them also on and in the display 
cases beside a bathing cap in a 
matching color. 


Better Trading Tone 

Rubber salesmen aremuch pleased 
over the generally better tone in 
the trade. Orders are being received 
at the factory on winter supplies 
and the goods ordered last January 
and February for August, Septem- 
ber and October delivery are com- 





A Rolling Stone Gathers 


o Moss 


(From Weekly Shoe Sales 
Bulletin.) 


It doesn’t pay to constantly 
be changing. To be forever 
shifting around looking for 
greener fields, or more pros- 
perous territories. Your repu- 
tation doesn’t have an oppor- 
tunity to grow. Did you ever 
hear of a famous man... a 
man who was known in al- 
most every household, who 
constantly switched around? 

Everybody knows Charles 
M. Schwab, the great sales- 
man who rose to the top of 
the steel business. He stuck to 
the steel business. Who is 
there who hasn’t heard of 
him? 











ing into the warehouses. Again, to 
the merchants, we say: “Be pre- 
pared against all the cold and wet 
days that the winter of 1925-1926 
may bring.” 

Very interesting are the “Lum- 
berjacks,” in one, or four, or five 
buckles—and the “pacs” in the ten- 
eyelet, all rubber shoes. These goods 
sell in large numbers to the folks 
in the cold “Cornbelt” regions— 
men, women and children. Each 
year a new assortment is presented 
—and each year they appear to be 
just as popular sellers as the year 
before. They belong to the great 
class of rubber shoe staples, and 
form the “bright spots” in the 
problem of “How large an order 
shall I place?” 





Western Business Good 


Providence, R. I.—I. S. Forb- 
stein, buyer for the shoe depart- 
ment of the Outlet Co., is making 
an extensive trip through the West. 
He is combining business with 
pleasure. Mr. Forbstein reports 
that all the shoe stores which he 
has visited are doing a splendid 
business. He says that trade is so 
good that he advises all‘shoe buyers 
to send in their fall orders early. 
“Good fall business will not be in- 
sured,” he says, “until the shoes are 
ir. the store.” 





Outing 

Boston, Mass.— The executives 
and employees of the American 
Hide and Leather Co., to the num- 
ber of 125, held an outing at Bill- 
erica, Mass., on the Concord River 
recently. A fine program of sports 
was presented. 
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Your winoows / 


The Reecorder’s Window Card Service 
“PEPS” UP YOUR WINDOWS 


Give your display windows a chance to 
work for you. 


Give them the words that you’d use to a 
customer who was in the store. 


Give them a chance to sell your shoes. 


You wouldn’t hire a “dumb” salesman 
and your windows are the highest priced 
a you have. Don’t let them be 
“ um ye 


The RECORDER SHOW CARD SERV- 
ICE puts attractive and intelligent sales- 
manship at work in your windows. 


“Snappy” selling phrases—up-to-the-min- 


ute with the style and always on the job 
boosting your business. 


A silent window will do but little more 
for you than an unlighted one. You can 
“light” up the corners of your window 
with SHOW CARDS that sell shoes. 


Be the only merchant in your community 
to have the exclusive subscription to the 
RECORDER WINDOW CARD SERV- 
ICE—and see how your “shopper” sales 
improve. 


The service is inexpensive and practical 
and is new and fresh every month. Price 
tickets included. 


SEND IN THE COUPON 


What the Service Consists of 


With your order: Eight handsome display mat frames with your store name 
hand lettered. Four large 8” x 14” and four small 6” x 12”. You have a choice 
of two colors—blue or green.'A generous assortment of blank price tickets 
to match the cards. Also special pen holder with pens and ink with instruc- 


tions on lettering price tickets. 


Every month: Sixteen hand designed card in- 
serts to slip into the mat board frames and easels 
with a generous supply of price tickets to match 
the cards with complete instructions as to the best 


ways to he, the most benefit from the service- 
e 


selling h , ete. 
All for... nate Ribtebaccehaacati lett eile 


The Recorder Show Card Service 


Room 607, 189 West Madison Street 


CHICAGO 


i 
* 00 We carry s, , 
dren’s Shoes and Hosiery. 
(Cross out lines not carried) 
We prefer the (Blue) (Green) Mat 


PER MONTH 





COUPON 


Recorder Show Card Service, 

Room 607, 189 West Madison St., 
Chicago, Ii. 

Please enter our order for the 
RECORDER SHOW CARD SERVICE 
for one year from this date. We agree 
to pay you $4.00 per month for this 
service. 


Men’s, Women’s and Chil- 


Letter our name on the mats as per 
copy attached to this coupon. 





ILLINOIS 
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F RANKEL 


O|{ | PERIOD FIXTURES 
aie Shelving i _ READY FOR DELIVERY 


ake strong, fire-resistant— sea 
py kly erected or re-erected Z “ORDER TODAY 

without special tools—and giving 10 } FOR 
to 30% greater storage space. > SePManT TesoRnow 
= fit Gowtng needs, ay eee oo may be : 

ided later—or the entire ins tion moved 
and re-erected elsewhere. saesite AS K Fi OR 
Allsteel Shelving has innumerable uses in office Bes 
store and factory, with low initial expence sis ) CA TA LOG 
and no upkeep. The Alisteel mark on shelving 
is your guarantee of permanent satisfaction. 

Write for a copy of “‘Saving with Shelving’’ 


THE GENERAL FIREPROOFING CO, 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 








—John J. Pershing was a 
young lieutenant. 


—Everit Terhune was a child 
in arms. 


— Arthur D. Anderson wasn’t 
even born. 


— Henry Ford was a young. 
mechanic. 


— Calvin Coolidge was a nine- 
year-old farmer boy in 
Plymouth, Vermont. 


SENSED Attach this Ooupen 00 your Gem tetewheod SEEM — The Boot and Shoe Recorder 
The Gen Fireproofing Co., Y own, i 
Please send pe oe “aun copy aie 8 aya with was founded. 
Shelving.” 
All going stronger 
and better than ever 
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White Footwear Practically 


Sold Out in Chicago Stores 


CHICAGO—In the past three 
weeks shoe merchants in Chicago 
have had little to complain of unless 
it might be that their foresight was 
not quite as good as the present 
buying interest. 

The real upswing of summer buy- 
ing was late—the public not show- 
ing a great amount of interest in 
summer styles until about the mid- 
dle of June. It is doubtful if there 
is a Loop store that has not shown 
an increase in business over June 
and so far in July of a year ago— 
and probably with a considerably 
smaller investment in stock and 
style. 


Last Year’s Whites Selling 


The past week has been especially 
good with steady weather of a very 
warm variety and the consequent 
interest in summer costuming and 
summer footwear. It seems almost 
a complete reversal of form over 
last year—the way stocks of white 
footwear have been cleaned out. In 
fact, so many white shoes have been 
worn that many stores have 
brought out last year’s stocks that 
have lain in boxes for a year and 
these, too, are selling. Patterns are 
very much the same as those pre- 
vailing this year. 

July sales are in full swing with 
practically all the loop stores par- 
ticipating one way or another, with 
white shoes being featured by those 
who still have them in stock. Hanan 
and Son are featuring three price 
ranges—$8.75, $9.75 and $10.75— 
and have included practically all of 
their stocks in the venture with 
considerable success. C. H. Wolfelt 
Co. is offering the choice of its 
stocks of summer footwear at $7.75 
and this includes kid, calf and 
fabric footwear in white and the 
season’s colorings. 


Black Still Leads, However 


Black satin and patent leather 
still continue to hold the lead and 
footwear of these two are almost 
certain to sell readily provided pat- 
terns are in the prevailing modes. 
The high-throated pump step-in or 
with small tongue and gore beneath 
and the strap-patterned slipper are 
by far the most acceptable with 
every indication that they will be 
good well into the fall. 

While there is some interest 
shown in the longer vamp models 





with the narrower toe—there isn’t 
sufficient interest here to justify 
their being called popular or even 
in demand. One State Street buyer 
expressed himself as being very 
much opposed to the longer vamps 
and narrow toe for, as he said: 
“For us to push this departure 
from the style that has been good 
for two years only means that we 
are working to change the style 
idea of every woman that we show 
them to and make out of date the 
thousands of pairs of mighty at- 
tractive shoes that we now have 
that in the end are daintier and 
more attractive than the longer 
toe types.” 


Little Demand for Pastel Shades 


Blond satins are falling off in 
demand and the expected popu- 
larity of pastel shaded kids and 
doeskins has failed to materialize. 
Suede or ooze leathers and vel- 
vets are strictly “out” so far as 
Miss and Mrs. Chicago are con- 
cerned. Not many of them were 
bought, however, so the resulting 
loss will be small. 

Stocks of crepe-soled footwear 
have been exceptionally well de- 
pleted, the season having been 
especially favorable to the selling 
of this kind of footwear. The sport 
shoe as a distinct type of feminine 
and masculine costuming certainly 
has been established. 


Medium Grades Best Sellers 
To Men 


The men’s business continues on 
the fairly high level set some two 
or three weeks ago and indica :ions 
are that summer footwear stocks 
will be pretty well sold by the time 
the fall merchandise arrives. 

The only puzzling element is the 
price level that has been arbitrarily 
set by men buyers around the seven- 
fifty to eight dollar mark. In this 


75 


price range, shoes seem to move 
with some degree of regularity but 
once the price is set above this, the 
resistance becomes greater as the 
price climbs. Tans came into their 


own late in June and probably 
eighty-five per cent of the sales 
made now are in the light colored 
leathers. 

Men buyers are figuring on a 
considerable popularity of the 
grained shoes for both early and 
late fall and are making their pur- 
chases accordingly, banking their 
chips on the medium wide toed last 
developed late this spring as the 
“best seller” for fall months. Tans 
will predominate in a little darker 
shade from the summer styles, 
similar to the redder brown of the 
autumn colors but still light in 
shade, according to one buyer who 
has had conspicuous success in 
picking the winners in the men’s 
game. 


Chiropody School Graduates 
Big Class 

Fifty odd students were grad- 
uated from the Illinois College of 
Chiropody at the commencement 
exercises of the school held in the 
Cameo room of the Hotel Sherman, 
Chicago, on the evening of June 13. 

Among the speakers at the ban- 
quet which followed the presenta- 
tion of diplomas by Dr. James J. 
O’Malley, president of the college, 
were the following: Dr. O’Malley, 
Dr. Wm. M. Scholl, vice-president 
of the school; Dr. M. S. Harmolin, 
dean of the Ohio College of Chi- 
ropody, Cleveland, who was a 
guest; Dr. Warren Smith of Madi- 
son, president of the Wisconsin 
Chiropodists’ society and Dr. J. 
Banks of Springfield, Illinois, of the 
State Board of Examiners. 

All of the speakers emphasized the 
progress of chiropody and the at- 
tainments of the graduates in com- 
parison with the practitioners 
of twenty years ago. Also they 
brought out the opportunity for 
service that is being offered the 
chiropodist today. Many of the 
graduates were former shoemen. 





Retail Stocks Unusually Low 
St. Louis Merchants Report 


ST. LOUIS—The retail shoe busi- 


ness for the week which ended 


July 18 was pronounced fair by the 
merchants in the down-town shoe 
belt. No complaint was heard in any 





of the stores and only optimism 
prevails both as to the present trend 
of business and the fall prospects. 

The big push of the early July 
sales has spent itself. This was an- 
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other successful phase in the white 
season that will go down on the 
profit side of the ledger as one of 
the best in years. July sales so far 
have been fine. With most of the 
merchandise selected on the first 
rush, naturally it requires keener 
merchandising now to move what 
remains. No doubt stocks in this 
territory at least, are lower than 
they have been in the past four or 
five years. 


Stocks Getting Low 

The manager of one store stated 
that “it is difficult to make sales 
these days, as we are practically 
sold out of desirable footwear. Last 
year we were worrying at this time 
where we would put our fall shoes. 
This year we don’t have that trou- 
ble as our shelves are clean and 
there’s plenty of room.” 

Then this from the manager of 
one of the ultra-smart stores. 

“We have cleaned up on our 
whites and my stock is lower than 
it has been for many a day. We 
carried over some white shoes from 
last year which we have cleaned 
up. What few pairs remain I can 
profitably junk and this will be done 
if they don’t move before the sea- 
son is over.” 

These stories can be heard in al- 
most any store. The bright outlook 
for fall is best exemplified by the 
vigorous buying that many mer- 
chants have been doing. 


Light Hose for Fall 


John H. Schrader, secretary and 
hosiery buyer for the Senac Shoe 
Company, has just returned from a 
ten-day buying trip in the East. 
Schrader states that hosiery for 
fall will be of the light, subdued 
pastel shades. The tone will not run 
to the pinkish shade, however. He 
could see no demand for black or 
gunmetal for fall wear. Flesh for 
evening wear will supplant silver 
and gold, the two popular favorites 
of last year, said Schrader. 


Senac Adds Another 
Department 
The Senac Shoe Company of St. 
Louis has taken over the hosiery 
department of Bradford-Husch of 
Columbus, Ohio, a ready-to-wear 
store. The Senac Company operates 
a number of shoe and hosiery de- 
partments throughout the country. 


Brown Kid Fall Bet 


Retail shoe merchants who have 
placed their orders for early selling 
advise that the new golden brown 


kid has received considerable pat- 
ronage on their order books. Those 
who have returned from the East 
state that the trend there was of the 
same character. However, patent 
and black satin have been played in 
a big way. Buckle pump patterns 
are also popular in the choice of 
buyers. 


Stores Close All Day 
Saturday 


All department stores and the 
principal ready-to-wear stores close 
on Saturday for seven consecutive 
weeks, starting Saturday, July 11. 
Many of the retail shoe stores 
adopted 3 o’clock as their closing 
time. This Saturday closing causes 
a falling off of trade in retail shoe 


stores which have elected to stay 
open and reports from stores show 
that receipts on these days drop to 
almost one-half after this plan goes 
into effect. 


Stock Issue Increased 


Directors of the Johnson-Steph- 
ens-Shinkle Shoe Co., have decided 
upon an increase of the common 
stock issue of the company whereby 
stockholders will receive two addi- 
tional shares for each share they 
hold which will increase the 35,000 
shares of no par value to 105,000. 
It is further understood that $2 a 
share will be paid annually upon 
the entire issue instead of $4 a 
share now being paid upon the 
present 35,000 shares. 





Whites Are Selling 


Readily; 


New Numbers Appearing 


MINNEAPOLIS —A streak of 
extremely hot weather in the mid- 
dle of July had at least one life- 
giving effect. It put some pep in the 
demand for white shoes and mer- 
chants who had anything of a stock 
did some nice business. Whites 
haven’t been pushed hard in Min- 
neapolis this year. However, there 


are plenty of fancy whites being 
shown now. These are in one, two 
and three strap effects, rather 
narrow-toed and French heels. 

Of new styles there have not been 
many numbers introduced in the 
last 30 days. Popular numbers are 
black patent leather, black kid and 
brown calfskin opera pumps with a 





“With newspaper space costing so much, we are bending every effort to 
make our windows stick out into the middle of the street. This new front 
is only a few months old, and is considered one of the best in the North- 
west, from a sales pulling point of view,” says C. E. Weeding, manager 
of the Kinney store, Minneapolis, Minn. The small side lights in the back 
of the windows are kept burning all day long, not only to light the rear 
of the windows, but to attract the eye. This store features a $1.69 full 
fashioned, pure threads silk hose and is doing one of the largest hosiery 
businesses in the chain. 
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narrow cuff over the instep. Blond 
kids in the one and two strap effects 
as well as strip pumps are going 
well. These numbers all are medium 
toed and high heels. New combina- 
tions of the marble kid with black 
patent leather or tan calf are of- 
fered, also combinations of blond 
kid and patents. 

Minneapolis shoe dealers have 
been greatly interested in the suc- 
cess of the new South Dakota anti- 
peddler law. While this law has not 
been tested in the courts, it is re- 
garded as significant that the peo- 
ple seem to want it. Attempts to 
obtain sufficient signatures to have 
it submitted to a referendum have 
failed. “This gives us encourage- 
ment for renewed efforts to frame 
a Minneapolis ordinance that will 
stand the tests of the courts,” said 
W. N. Comer, Minneapolis shoe 
dealer and president of the North- 


western Retail Shoe Dealers’ asso- 


ciation. Mr. Comer took a promi- 
nent part in trying to get anti- 
peddler legislation through the 
state legislature last winter. The 
Minneapolis ordinance, identical 


with that of Portland, of course, is 
a dead letter. 


“Too Much Novelty” 


“The women themselves are tir- 
ing of too much novelty,” declared 
Charles A. Kilbourne, head of the 
Kilbourne Bootery. He held a neat 
little tailored semi-glazed kid pump 
in his hand. “See that little pump. 
A lady was just in here and said 
she wanted a comfortable, well- 
fitting, good-looking pump. We 
showed her that. It fitted and she 
bought it. She didn’t look at an- 
other thing. While the experience 
is unusual it is just an extreme 
case of a tendency among the 
buyers themselves to get down to 
plain footwear.” Mr. Kilbourne 
showed a pretty little gun-metal 
satin pump with a simple gun-metal 
buckle. “That number is another 
popular one, built on simple lines 
that can be sold without showing 
dozens of other styles. I think its 
simplicity appeals to the woman 
wearied by seeing such a bewilder- 
ing array of novelties.” 





Retail Business Good Even 


On the Eve of Clearances 


CINCINNATI—Business held up 
very well for the week ended July 
18, considering the fact that most 
all the stores had planned to start 
their clearance sales July 20. Pat- 
ent leather and white shoes were 
the chief sellers for the week, with 
satins and colored kids also selling 
well. 

Straps and pumps have been sell- 
ing well with straps slightly ahead. 
A few oxfords are sold, but they do 
not attract any great amount of 
attention. Most of the shoes sold 
now are along more conservative 
lines, that is, plainer patterns. This 
probably accounts for the fact that 
so many buckles are sold at present. 
Women prefer to select the orna- 
ment themselves, and then attach it 
to the shoe. This also gives them a 
chance to re-trim their shoes as 
often as they like, with very little 
trouble and expense. 


White Season Unusually Good 


The biggest white business that 
merchants have known for many 
years was done this year, and this 
footwear has led the sales for the 
past month. Merchants will have 


practically no white shoes left to 
include in their sales. 


Julian & Kokenge Working 
at Capacity 


“We're filled up to capacity on or- 
ders,” says Mr. Stix of the Julian & 
Kokenge Co., “and we cannot take 
any orders now for delivery before 
September 15 or October 1. Orders 
are coming in now faster than they 
have for a long time, and we are 
very optimistic for the future. Pat- 
ent leather is receiving the chief 
call but black satin is also very 
good. Colored kids are being ordered 
at a good rate, and also the lighter 
shades of tan calf. The orders are 
principally for straps and pumps. 
As yet we are not receiving many 
calls for oxfords.” 


Business Much Better than 
Last Year 


“How is business this year com- 
pared with last?” This is a question 
of vital interest to all who are con- 
nected with selling. The Monthly 
Business Review, which gives an 
analysis of business for the Fourth 
Federal Reserve District, states 
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that “the absence of any general 
recession such as occurred last year 
at this time is the most noticeable 
feature of the business situation 
today. Seasonal declines in activity 
have taken place as might be ex- 
pected with the approach of sum- 
mer; but the general level of ac- 
tivity is distinctly higher than a 
year ago. 

“Manufacturers of shoes in this 
district state that business is hold- 
ing its own with recent months, no 
change of note having occurred. 
Sales of reporting wholesale shoe 
firms were 16.5 per cent less than 
in May, 1924, and 23.4 per cent less 
than in April, 1925. The first five 
months of this year showed a de- 
cline of 5 per cent from last year. 
Final production figures for April 
for the Fourth District as reported 
to the Bureau of the Census show 
an increase of 6 per cent over 
March, and preliminary figures for 
May indicate a decrease of 16 per 
cent from April.” 


Present Styles Conform to 
Forecast 


H. C, McLaughlin, of the Potter 
Shoe Co., a prominent authority on 
style, has just returned from a trip 
to Boston and New York, having 
attended the style show held in 
Boston. While on this trip, Mr. 
McLaughlin had an opportunity to 
study the style situation, and to 
talk it over with other prominent 
retail shoe merchants, and from 
this observation and discussion he 
draws the conclusion that the styles 
worn at present, and those that will 
probably be worn for fall, conform, 
with practically no changes, to the 
predictions of the Style Forecast 
for Fall and Winter of 1925, which 
was compiled as a result of the 
April meeting of the shoe manufac- 
turers and retailers, at the Hotel 
Astor, New York City. “In ma- 
terials, lasts, patterns and heels,” 
says Mr. McLaughlin, “there is a 
possibility of only one change, and 
that is a slightly narrower toe in 
women’s high grade shoes.” He 
further states, “Patent leather will 
probably continue to be the leader 
in materials, with black satin re- 
ceiving second call. Colored satins 
and colored kids, especially the 
blond shade, will be worn as a shoe 
to complete the costume. However, 
in the kid leather, the tan shade 
which greatly resembles tan calf 
will be the most popular color. 
Suede leathers in both black and 
brown have gained considerably 
and are expected to hold up through 
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the fall. One of the features for fall 
and winter in evening slippers, will 
be the use of materials such as 


white satin and tinsel cloths, that 
can be dyed, after the shoe is made, 
to match the gown.” 





July Clearance Sales Are 
Bringing Ready Response 


MILWAUKEE — Very satisfac- 
tory business since the 1st of July is 
reported by Milwaukee dealers who 
state that the demand for summer 
footwear has held up unusually well 
for this late in the season. Clear- 
ance sales have been in full swing, 
and results are showing up much 
better than a year ago. Even those 
stores that went into the clearance 
period with a heavier stock than 
usual find that their stocks are now 
fairly low, due to the excellent re- 
sponse. One store has found its 
stock so clean that it has been nec- 
essary to show fall styles consid- 
erably earlier than usual, and the 
trade in general is hoping for an 
early fall. 

Those merchants who anticipated 
the demand by putting in a good 
stock have been cleaning up on 
whites as a result of the continued 
hot weather. Patents have also been 
moving unexpectedly well consider- 
ing weather conditions as some 
merchants looked for a drop in this 
end when the thermometer began 
to soar. Kid leather is of note in 
black and light shades in strap ef- 
fects and -black oxfords, while 
satins figure in immediate demand 
at some stores. 

Men’s shoes have been moving 
about as usual for this time of the 
year, with a continued call for light 
tans with broad toes. Response to 
men’s clearance offerings has com- 
pared favorably with last year, with 
little variation. 


Hosiery Trade Active 


Both shoe dealers and depart- 
ment stores have been doing a very 
good hosiery business on a variety 
of light shades. White has been 
holding up well, although it has not 
figured as prominently in July sales 
as it-did a month ago. Light tan 
shades with a pinkish caste follow 
next in line at the majority of 
stores, including French nude, 
atmosphere, flesh, peach, cham- 
pagne and skin. 


Factory Reports Fair 


Shoe manufacturers are receiving 
a fair amount of orders for imme- 


diate delivery, while several are 
now closed down for the inventory 
period, according to Bradstreet’s 
report for the Milwaukee district. 
This report also characterizes retail 
trade as “fair,” with light weight 
and vacation merchandise active. 
Robert Wittig, local manager for 
R. G. Dun Co., attributed an in- 
crease in retail business over last 
year to continued warm weather. 


New Equipment Added 


Gimbel Brothers are attracting a 
great deal of attention to their chil- 
dren’s shoe department by the addi- 
tion of a new piece of equipment 
put out by the Helmhoilz Shoe Co., 
of Cudahy, manufacturers of chil- 
dren’s shoes. This consists of a 
stand about two feet high on which 
are placed six novelty seats to be 
used when fitting children’s shoes. 
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The sides of the seats are formed 
and painted to represent various 
animals and birds, while a striped 
canopy overhead carries out the cir- 
cus atmosphere. 


A. O. Trostel Improving 


Albert O. Trostel, Milwaukee 
tanner, vice-president and treasurer 
of the Albert Trostel & Sons Co., 
has been improving steadily follow- 
ing an operation performed at the 
Mayo clinic, Rochester, Minn., and 
he is expected to return to his home 
before the end of the month. Mr. 
Trostel is a prominent figure in the 
tanning field, and a host of friends 
are hoping for his speedy recovery. 


Nichols Visits East 


S. D. Nichols, president of the 
Menzies Shoe Co., of Fond du Lac, 
Wis., left shortly before the middle 
of July for a trip to points in the 
East. He planned to make stops in 
Philadelphia, New York and Bos- 
ton. One reason for the trip at this 
time was the government contract 
for shoes which was awarded while 
Mr. Nichols was in Philadelphia. 
Mrs. Nichols accompanied him on 
the trip. 





Crop Outlook Is Better; 
Good Prospect for Fall 


DENVER—Retail shoe mer- 
chants of this section of the coun- 
try are enjoying good summer busi- 
ness. The outlook for business in 
Colorado for the fall and winter 
months looms better than it did a 
few weeks ago. The extreme dry 
weather in the state has been broken 
during the past month and that fact 
makes the crop outlook much better. 
For awhile it was feared that in 
certain sections of Colorado there 
would be no crops at all, but the 
coming of rain has changed that. 
Some parts of the state will pro- 
duce larger crops than they did last 
year, while others will fall below. 


Sport Shoes Selling Well 


The Broadhurst-Young Shoe Com- 
pany of this city has been featur- 
ing outdoor sport shoes. The crepe 
sole oxford of smoked elk has been 
going well at this store of late. The 
same thing in a plain oxford with- 
out the strap and buckle has also 
been selling well according to the 
Broadhurst-Young people. 


The Bootery, a new shoe store 
which recently opened in Denver at 
618 Sixteenth street, has taken the 
agency for the Menihan’s Arch-Aid 
shoes for women. 


White Shoe Business Good 


Denver retail shoe merchants re- 
port a good sale of white footwear 
this summer, Side by side with the 
white pumps and the sandals of 
summer, blond satin pumps still 
hold their own. Several pinkish 
shades just off the blond are also 
selling. Light brown satin pumps 
are good, while the black satins 
seem to be almost staple. 

Recently Denver business men 
made a trade extension trip up into 
the Black Hills and Northwestern 
Nebraska, Northeastern Colorado 
and South Dakota. A special train 
carried the party and a band was 
taken along to enliven things at the 
different cities and towns visited. 
Among those making the trip was 
Ed. M. Dunn of the Joseph P. Dunn 
Shoe and Leather Co. 
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Business Conditions Fair 


Good Prospects for Fall 


PHILADELPHIA—In its survey 
of local business conditions, R. G. 
Dun and Co. reports that both 
wholesale and retail merchants con- 
tinue a policy of hesitation in plac- 
ing commitments. This keeps buy- 
ing on a hand-to-mouth basis with 
the result that business is not very 
satisfactory. There is, however, a 
feeling of good trade ahead. Distri- 
bution of dry goods during the first 
six months of the current year 
shows a good increase over the 
totals for the corresponding period 
of 1924, and dealers are looking 
forward to a broader demand this 
fall. 

Manufacturers of morocco state, 
the survey says, that there has been 
some slight improvement in de- 
mand, mostly for the lower grades. 
Volume, however, is still small. 
Shoe manufacturers are said to be 
in the midst of their sampling 
period preparing the new fall offer- 
ings. Movement of rubber goods is 
satisfactory with a steady stream 
of orders being recorded. Brad- 
street’s local review says that 
leather shows a gradual increase. 
The shoe trade reports wholesale 
business fair with retail trade in 
keeping. Collections are fair. 


Men’s Tan and Black Equal 
in Demand 


The Turner-Tompkins Shoe Com- 
pany reports that present indica- 
tions are that men’s shoes will sell 
equally well in tans and blacks. The 
general tendency is towards plainer 
footwear, though some of the heavy 
grain shoes have rather elaborate 
perforations. Oxfords are leading 
by a wide margin in the city trade, 
though in the country districts this 
firm reports that high shoes will 
easily outsell low shoes. 


Says Velvets Are Good for 
Fall 


Paul S. Lippincott, Jr., president 
of the Philadelphia Shoe Travelers’ 
Association, reports that velvets 
are very good sellers for the early 
fall trade. Demand for them is con- 
fined almost entirely to the blacks. 
Black suede is also good and there 
is a fair call for a dark brown shade 
of suede. Patent leather is coming 
along nicely and there is also some 
demand for satin. Patterns are 
plainer. One number which is said 


to be especially good is a shoe with 
one instep-strap with the strap 
wide in the center and narrowing 
at the ends. Present demand is very 
largely for shoes of one color and 
of one material though here and 
there there is a little call for com- 
binations. One combination which 
had sold rather well is a black suede 
shoe trimmed with dull calf. Prices 
show no changes. 


Features Shoes for 
Occasions 


One of the large department 
stores here recently devoted four 
of its show windows to the display 
of footwear for different occasions. 
One window was given over to bou- 
doir footwear, the second to morn- 


* ing shoes, the third to afternoon 


and sports models, and the fourth 
to shoes for evening wear. The 
display attracted a good bit of at- 
tention and was widely commented 
on. 


Better Feeling in Glazed 
Kid Trade 


A better feeling prevails in the 


glazed kid trade. One manufac- 
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turer reports that his plant is being 
operated to capacity and that, in 
spite of a slight seasonal lull, he is 
able to move most of his production 
out immediately through the regu- 
lar trade channels. He says that all 
grades and sizes in men’s weights 
are selling and that in women’s 
weights the larger skins seem to be 
preferred. Prices are fairly steady, 
both on raw stock and on the fin- 
ished product. In some _ sections 
there is talk about higher prices 
but the trade in general is more 
concerned with stability of prices 
than with advances which postpone 
buying and stifle trade. Another 
factor which is working to advan- 
tage for the glazed kid trade is the 
general tendency towards conserva- 
tive, high-grade footwear. The bulk 
of the present demand is for black 
though there is some call for tan 
and a sprinkling of orders for gray, 
champagne and blond. 


Factory Activity Increasing 
Slowly 


Shoe manufacturers here report 
that fall buying is slowly but 
steadily increasing. The trade has 
not yet hit its stride but the volume 
of business is constantly growing. 
Blacks in velvet, suedes, patent 
leather, glazed kid and satin seem 
to have the call. There is little de- 
mand for colors in kid and in suede 
but it is proceeding falteringly and 
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The Walk-Over Shoe Store on Market street, Philadelphia, Pa., uses 
several large display cases effectively in the front section of its store. 
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does not represent a very large part 
of the total volume of business 
available. Prices are firm with no 


real indications of anything which 
might bring about a change in 
either direction. 





Wholesale Shoe Business 
Shows Marked Improvement 


ROCHESTER — The wholesale 
shoe business is showing marked 
improvement and shoe merchants 
are buying briskly for fall, accord- 
ing to Ray Crombach of F. H. Hahn 
Co. In view of the fact that the 
price of crude rubber has advanced 
repeatedly shoe merchants had ex- 
pected to advance in the price of 
rubber footwear. This will not take 
place, however, according to Mr. 
Crombach, as orders for rubber 
footwear have already been placed 
at the lower prices. Tennis shoes 
have taken a sharp advance. 


New Buyer for McFarlin 
Store 


L. J. Fuller, proprietor of the 
Fuller Shoe Co., has closed out his 
shoe business on East avenue and 
has accepted a position as manager 
and buyer of the boys’, misses’ and 
growing girls’ shoe department 
which recently was added to the 
new McFarlin store. Mr. Fuller’s 
department is on the third floor. He 
will carry the same lines as fea- 
tured in his own establishment. 

Men will prefer the extreme wide 
brogue lasts for autumn, according 
to Lester Watson, shoe buyer for 
the McFarlin Clothing Co. Tan, 
he predicts, will have the call in 
shoes for street and business wear. 


Dollar Day Big Trading 
Day 


Rochester’s mid-Summer Dollar 
Day which was held last week un- 
der the auspices of the Retail Mer- 
chants’ Council of the Chamber of 
Commerce proved to be a mighty 
important trading day in the shoe 
stores. All day long the stores were 
thronged with “bargain hunters” 
who bought shoes at $1 a shoe and 
a pair. Many of the shoe stores of- 
fered $1 off on any pair of shoes 
purchased on that day. 


New Manager for Forman’s 


Shoe Department 


Leonard F. Goldstein, formerly 
buyer of women’s and children’s 
shoes for K. W. Watters of Buffalo, 
N. Y., has been named buyer for the 


new shoe department recently in- 


stalled in the B. Forman exclusive 
women’s specialty shop. 


Shoe Trade Preparing for 
Exposition 

Rochester shoe manufacturers 
and shoe merchants are making 
elaborate preparations for the an- 
nual Rochester Exposition which 
opens on Labor Day. This event 
which is attended by people from 
all parts of the country is intended 
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primarily to advertise Rochester as 
a “City of Varied Industries” and 
to emphasize the city’s slogan, 
“Rochester Made Means Quality.” 
Rochester made footwear usually 
draws its share of the publicity. In 
connection with this exhibition of 
Rochester manufactured merchan- 
dise, a Horse Show is held. 


B. J. Boynton Visits Local 
' Shop 


B. J. Boynton of Boynton’s, Bur- 
lington, Vt., was in Rochester on a 
buying trip and believes that trade 
for fall will be encouraging. Mr. 
Boynton is one of the owners of the 
local Arch-Aid Shop which opened 
a few months ago. He reported that 
he was quite pleased with the 
amount of business done in this ex- 
clusive corrective footwear shop. 





Lynn Factories Continue 
to Record Good Gains 


LYNN—Sold ahead to August 
15. Sold ahead to September 1. 
Common are these reports in Lynn. 
They are signs of the rising tide of 
business. Yet Lynn can take on 
more orders. It has an ability to 
pick up speed like a powerful auto- 
mobile. 

A leading shop this month 
touched a new high peak in its out- 


put. A quarter of its production is 
made up of welt shoes. Another 
leading shop is breaking all previ- 
ous records for shoe production 
Sanborn, of Lynn, Inc., started to 
run its pattern shop overtime last 
week. Goodwin Bros., last makers, 
are going to capacity. So on the 
reports run, all indicating better 
business and greater volume. 





A corner of the women’s department in the Walk-Over Shoe Store, Market 
street, Philadelphia, Pa. 
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Plain patterns continue active. 
Patterns are simpler. Lasts are 
graceful and with non conspicuous 
features. 

Blacks have gained again. Pat- 
ents and satins lead once more; ad- 
ditional business on suedes and vel- 
vets is reported; all in black. Black 
kid is selling, too. Medium tones of 
tan, in calf and kid, are in good 
style, with beige or biscuit shades 
of kid, in favor. Champagne satin 
is selling. Beaded ornaments are in 
new demand. Buckles are much 
wanted; some firms say it is diffi- 
cult to get enough shoe ornaments. 

Plain pumps, step-ins, gore styles 
and strap styles all are selling, with 
simple strap patterns the best 
sellers. 

Fine points of shoemaking, like 
contour of bottoms, shape of 
shanks, and edge finishing are get- 
ting more attention. 


Creighton Shop Duplicated 
Abroad 

The fine new Creighton factory, 
which stands on Broad street at the 
entrance to Lynn, has been dupli- 
cated by the Bata Shoe & Leather 
Co. of Zlin, Czecho-Slovakia. This 
company has erected new buildings, 
and has increased its production to 
30,000 pairs daily. A. Klaus, repre- 
sentative of the Bata Shoe & 
Leather Co., having headquarters 
in the Bata building on Willow 
street, Lynn, secured plans of the 
Creighton factory, and sent them to 
the home office at Zlin, to guide the 
builders of the new factory there. 


New Partner in Isenberg 
Shoe Co. 

Hyman Isenberg has joined the 
Fashion Shoe Co. He used to be 
with the National Shoe Co., of 
Lynn and Boston. Henry Dine is 
manager of the Fashion Shoe Co. 
This company has recently moved 
to 65 Willow street, where it has 
increased its output of novelty 
McKays to 1500 pairs daily. 

A new firm here is the Hopkins 
Shoe Co. and has begun to make 
women’s novelty McKays at 278 
Broad street. Karl Hopkins is 
manager. 


Dancing Shoes with 
Plumper Soles 


Some new pumps for dancing or 
street wear have plumper soles 
than is ordinarily used in such 
shoes. The Lynn firm making these 
shoes believes that women who 
dance much, require firm support 


for their feet. So it is making shoes 
with plump outsoles and strong 
shanks. It uses firm insoles, so that 
the shoe bottoms won’t spread, and 
throw the shoes out of shape. Yet 
the shoes have a flexible break be- 
tween the shank and the forepart. 
Uppers are of beautiful fabrics or 
leathers. 


Fewer Dress Shoes for 
Street Wear 


A Lynn style leader comments 
that a sharp distinction is being 
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made between party slippers and 
street shoes, in the present produc- 
tion of Lynn footwear. He says that 
the commonness of the wearing of 
party style slippers on the streets 
has hurt the shoe trade. There has 
been no distinction between shoes 
for wear before six and for wear 
after six. He suggests a revision of 
the men’s trade slogan “Black shoes 
after six,” said revision to be ap- 
plied to the women’s trade, and to 
read “Black shoes before six; party 
slippers after six.” 





“Doggy 


*? Patterns Are Pushed 


By Brockton Manufacturers 


BROCKTON — Brockton manu- 
facturers of men’s welts are going 
right after business with some very 
“doggy” samples. There are many 
variations of the wide “stub toe” 
last, which carries a very short 
vamp. A variety of patterns and 
materials is used in connection.with 
these lasts. Not only in the lines 
retailing at so-called popular prices, 
but in all grades of men’s welts 
made in Brockton there is a strong 
showing of these lasts and patterns. 
Perforated tips, straight or wing, 
fancy quarter trimmings, and wide 
Scotch edges are some of the fea- 
tures. Scotch grains, pigskin and 
other heavy upper leathers are 
used. One concern has added a cus- 


tom touch to the sole by cementing 
on an extra tap, cutting it off at 
the shank in a diamond shape with 
nails or pegs at the shank. This 
shoe has a low, broad flange heel. 
All heels on this class of shoes are 
on the low, broad style. It may be 
added that buyers are reacting fa- 
vorably to this “doggy” footwear 
and that it is being produced at a 
wide range of prices. 


Diamond Shoe Factory 
Expands 
The Diamond Shoe Company, 
manufacturing men’s and women’s 
welts, has recently added to its fac- 
tory floor space. A separate build- 
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Looking from the front of the Walk-Over Shoe Store on Chestnut street, 
Philadelphia, Pa. The display case in front, always showing the newest 
patterns, is directly in the path of one entering the store. 
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On Saturday, June 27, the Boston headquarters organization of the National Fabric and Finishing Co. were 
guests of Treasurer Charles C. Hoyt and Mrs. Hoyt at their home at Marion, Mass. The party of 100 motored 
from Boston in 20 automobiles. President Sidney Coolidge, also Vice-President Julius Kallman and Mrs. Kall- 
man were present. Mr. E. J. Coolidge, Mr. Mowry, Superintendents of the Lowell Plant, Mr. Adams, Mr. 
Bailey, Mr. Bamford, Mr. Osborne and Mr. Brown made the trip from the Lowell Plant to attend. Mr. Hoyt’s 
home is located on_the shores of Buzzards Bay, and the spacious grounds afforded ample opportunity for the 
many sports in which the party indulged. Baseball, football, and tennis were played by most of the men and 
many of the ladies, while others went bathing and boating. Mr. Hoyt, who is an enthusiastic motor boat pilot, 
personally took several parties around the bay, while those who preferred the thrills of scudding before the 
wind made the trip on the sailboat. At 1 o’clock lunch was served on the lawns, and after all had taken a short 


rest, various games were held. 





ing has been provided to increase 
facilities for the cutting and trim- 
ming departments. Superintendent 
Rubin says that congested condi- 
tions in the cutting room, due to 
increased business, made the new 
building an immediate necessity. 
The Diamond Shoe Co. is receiving 
many substantial orders and the 
outlook is for capacity production 
during the next few months. 


New Name in Douglas 
Advertising 


The national advertising con- 
ducted by W. L. Douglas Shoe Co. 
for many years past has familiar- 
ized the public with the picture and 
signature of the founder. This ad- 
vertising now carries an added 
signature, that of H. L. Tinkham, 
president of the corporation, suc- 
ceeding the late Hon. W. L. Douglas. 


Favorable Labor Prices for 
Volume Trade 


Working under a new scale of 
wages recently agreed upon, Wall, 
Doyle & Daly, Inc., manufacturers 
of men’s shoes for the popular 
priced trade, are producing 1,800 
pairs daily of this class of foot- 
wear. William E. Doyle, head of this 
concern, states that as a result of an 
agreement with Brockton locals of 
the Boot and Shoe Workers’ Union, 
a wage list is now in operation 
which will enable the concern to 
operate the plant on ‘a capacity 
basis through orders obtained from 


volume and wholesale buyers. Other 
concerns in Brockton identified 
with a similar line of footwear are 
interested in this new departure. In 
the long run it will cause a substan- 
tial increase in the output of Brock- 
ton factories and the employment 
of much additional labor. Brockton 
manufacturers contend that all 
grades of shoes can be made in this 
city, provided that labor prices are 
arranged according to the various 
grades of shoes. 


Gives Park to Brockton 


The Brockton City Government 
has voted to accept from Daniel W. 
Field, retired shoe manufacturer of 
Brockton, his offer of 450 acres of 
land located in Brockton for muni- 
cipal park purposes. In connection 
with this gift Mr. Field’s proviso 
was that the city spend $300,000 in 
development. This sum will bs spent 


_over a period of ten years at an 


annual rate of $30,000. 





Plainer Footwear Patterns 


Give Bulk of Business 


HAVERHILL—Haverhill manu- 
facturers of women’s footwear, 
while showing at the recent Boston 
exhibition many novelty styles as 
eye-catchers, made the greater part 
of their sales on plain patterns. 
Straps, pumps and step-ins made 
up in black or colors, were and are 
the favorites with buyers. 

In this connection it is well to 
add that these patterns, while plain 
so far as the cutting is concerned, 
are variously ornamented with 
beaded work and buckles, the latter 
in cut steel or filled effects. Patent, 
satin, kid and suede are the buyers’ 
favorites for upper stock, in about 
the order named. Velvet in various 
shades is proving a good seller as a 
novelty. Heels are of greater height 
and more delicate in appearance 


than heretofore. Haverhill heel 
manufacturers who are doing busi- 
ness in all parts of the United 
States note the tendency toward 
this class of heels, not only in 
Haverhill, but elsewhere. 

A Haverhill concern identified 
with the manufacture of women’s 
turn footwear brought out at the 
recent Boston show a _ unique 
novelty pattern. Hazen B. Goodrich 
& Company showed the “Chanti- 
cleer,” a beaded design originated 
by Mrs. Carrell Cate, who designs 
the Goodrich patterns. A chanti- 
cleer embroidered in beads of. red, 
green and blue on a vamp of purple 
satin was admired as an original 
and artistic design in high grade 
turns. , 

The Harding Shoe Co., making a 
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popular priced line of women’s turn 
shoes, introduced at the Boston 
show ‘a novelty which was much 
complimented and extensively cop- 
ied. This is called the “Pansy.” It 
is a pump pattern made up in pansy 
velvet and having a pansy blossom 
ornamenting the top of the vamp. 
This was a Charlie Harding crea- 
tion. 


Novelty Garter Introduced 


The Dalrymple-Dudley Company, 
whose exhibit of shoe ornaments 
was a feature of the recent Boston 
style show,. exhibited there a nov- 
elty garter which is a new feature 
of their production. This garter, 
which was shown by several models 
in the Haverhill section at the show, 
is of fabric construction embroid- 
ered with various designs in colored 
beading. As an added novelty there 
is a pattern called the “Sweetheart” 


garter, which in addition to the — 


beading, has an oval in the centre 
where a medallion portrait may be 
placed. An adjustable elastic com- 
pletes this novelty. 


Dollar Days for Haverhill 
Merchants 


Friday and Saturday, July 17 and 
18, were dollar days in Haverhill. 
Merchants took liberal space in 
local newspapers, and also adver- 
tised in other ways to bring the 
public to their stores to take advan- 
tage of genuine bargains at reduced 
prices. The retail shoe stores were 
at the front in this regard, adver- 
tising extensively and emphasizing 
reductions. 

Brams Boot Shop advertised 
women’s shoes and hosiery at a dol- 
lar a pair; also other lines of ladies’ 
shoes and men’s shoes at $1 a foot 
($2 a pair). This concern gave dis- 
counts on several well-known lines 
of men’s and women’s shoes. Fur- 
ber’s advertised 500 pairs of 
women’s Goodyear welts, AA to D, 
at a dollar, as regular $5 and $7 
values. This concern also gave $1 
off on every $5 purchase. 

Sammy’s advertised odd lines of 
ladies’ novelties and odd-sized men’s 
dress welts of good makes at a dol- 
lar, with others at $2, $3 and $4. 
Bennett & Co. announced that all 
odd pairs and discontinued pairs had 
been marked down, giving an op- 
portunity to purchase two or three 
pairs at the price of one. Prices 
were quoted, ranging from 98 cents 
to $6.98 a pair, in children’s, 
misses’, men’s and women’s lines. 
The Lafayette Shoe Co. made a spe- 
cial feature of women’s white kid 





Overshadowing the 
Price Appeal 
(Read to Your Customers) 


(From “Weekly Shoe Sales 
Bulletin.” Compiled by C. A. 
Dickens.) 

The following table was 
compiled by the U. S. Cham- 
ber of Commerce and shows 
that PRICE comes third as a 
buying impulse on the part of 
retail buyers. Nearly three 
out of five look for service and 
quality, while ONE IN FIVE 
SHOPS ACCORDING TO 
PRICE: 


The Buying Impulse 
Accommodating Serv- 


 f =a 36.66% 
Quality 


Reliability 
Miscellaneous 

Use the argument that price 
is an insignificant factor 
when stacked up against the 
potent power of “ACCOM- 
MODATING SERVICE AND 
QUALITY.” These latter fac- 
tors have attracted a total of 
58.99 per cent of the custom- 
ers who patronized the test 
stores. 

Just think of it! Only one 
in five consider price first, 
whereas more than three out 
of ten want accommodating 
service and more than one in 
five want quality. One out of 
six is attracted by the relia- 
bility of the store. 

Remember that four against 
one will NOT be attracted by 
price alone. In a sequel chart 
we learned that only 9 per 
cent of lost customers were 
attracted elsewhere by price. 
These figures jibe nicely. 
There must be something in 
it. Building up your SERV- 
ICE, maintain your QUAL- 
ITY and insure your reliabil- 
ity against black marks. 











cut-outs with either high or low 
heels at $1 a pair. Men’s work shoes 
were advertised at $1.99 and men’s 
oxfords, “regular $5 and $6 vaules,” 
at $2.50 and $3.50. 





Lynn Products Exhibition 

Lynn, Mass.—Lynn has opened 
an exhibition of Lynn products 
under the direction of the Lynn 
Chamber of Commerce. A hundred 
manufacturers are displaying speci- 
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men products. W. J. Young, of the 
W. J. Young Machine Co., is presi- 
dent of the exhibition; Edward 
Howard, manager; Edric R. Taylor, 
styles director. The exhibition will 
be open all summer. 

Murphy, Gorman & Waterhouse 
show samples of fine novelties, in- 
cluding buckle trimmed pumps, 
step-ins and straps. Strout & Strit- 
ter present an array of their shoes 
for women, misses and children. 
Fred A. Day exhibits “Little Pil- 
grims” or soft soles and twin-sewed 
turns for little folks. George D. 
Merrill & Co. show stitchdowns. 

J. S. Barnet & Sons have a fine 
showing of Barlyn, Glasstan and 
Scotch grain leathers, as well as 
smooth finish and reptile grain 
leathers. Baker & Kimball display 
sheep leather, for linings and novel- 
ties. McNichol, Taylor, Inc., reveal 
new models in lasts. The Beacon 
Rubber Co. offer rubber heels. 
George J. Kelly Co. shows polishes 
for shoes. The Harwaod Co., mak- 
ers of counters for 54 years, ex- 
hibit counters, and the Renton Co., 
an associated firm, have a display of 
heels. 

Lovell’s Factory Shoe Store pre- 
sent custom order shoes, featuring 
those of kangaroo. A stuffed kan- 
garoo stands in the center of its 
exhibit. 

Hoague, Sprague & Co. show 
standard and novelty cartons; but 
its cartons for candy eclipse even 
the fanciest of its cartons for shoes. 

Curtis & Spindell Co. have an 
exhibition of elastic hosiery, ankle 
bandages and instep arch supports. 

Several machinery companies 
have set up machines used in mak- 
ing shoes. 

The General Electric Co. illus- 
trates new methods of decorative 
lighting for stores. 





Buys Only Few Lines 


Sioux Falls, S. D.—In comment- 
ing on the problem of keeping the 
stock clean and active, E. C. Guess- 
ford, buyer for the Shriver-John- 
son Co., holds that a few lines 
bought right is more profitable 
than trying to spread purchases 
too thin. 

A survey taken a year ago, proved 
that his department sold more $7.50 
to $10. shoes than any other grades, 
so the buying was restricted to this 
range. This concentration keeps the 
odd lines down to a minimum. Daily 
contact with the salesforce in re- 
viewing the short lines tends to 
prevent these lines from becoming 
too undesirable. 
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Address all communications to the factory. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON 
Syracuse, N.Y., U. 8. A. 
@EN'S FINE SHOES EXCLUSIVELY 











Shoe Folk Have Parade 
and Outing 


Boston — For the first time in 
years, the shoe district of Boston 
was treated to a real “trade par- 
ade,” on Saturday morning, July 
11 when the first picnic and outing 
of The Boston Novelty Shoe Co., 
and Lynn Ideal Shoe Co. of Boston 
was held. It took 18 trucks and 47 
automobiles to transport the 650 
employees of these firms to Thomp- 
son’s Grove, on Silver Lake, Wil- 
mington, about 20 miles from the 
city. The very finest sort of a time 
was had by all. Sports of various 
sorts, with appropriate prizes for 
the winners, added to the fun. 
Harry Adler, president and founder 
of the two companies was the mov- 
ing spirit of the affair, which was 
so successful that it is to be made 
an annual event. These two com- 
panies, which have been making 
6500 pairs of popular priced novel- 
ties a day, are about to increase 
production, through the taking on 
of additional facilities, to 9000 pairs 
a day. 





Shoe Merchant On Wedding 
Trip 

La Crosse, Wis.—Edward Camp- 
field is at present enjoying an auto- 
mobile wedding trip through the 
East. Stops made at Niagara Falls, 
Boston and New York. Mr. Camp- 
field is of the firm of Melby & 
Campfield, proprietors of the Walk- 
Over Boot Shop, here. Mrs. Camp- 
field was Henrietta Elliott. 





Jacobson Opens Store 


Fargo, N. D.—William Jacobson, 
who has been in the retail shoe busi- 
ness for the past seventeen years, 
recently branched out for himself. 
His new store is at 611 First avenue. 
He sells women’s shoes to retail at 
from $5.50 to $12. The store has 
an inviting attractive atmosphere 
that is created by the wicker furni- 
ture and the French Gray colorings. 





J. A. Kemler Moves 


Boston, Mass.—J. A. Kemler, 
specializing in jobs in rubber and 
canvas footwear, recently moved to 
108 Lincoln street, where he has 
larger and more accessible quarters. 
He started in business two and a 
half years ago on the third floor of 
207 Essex street, and this is his 
first move in location, necessitated 
by a fast-growing business. 
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HENRY LILLY Co. 


88-90 Reade St. 


AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 


Every Wednesday and Friflay 


New York 











STOCK DEPT. 5 


ACTION!  STYLEst 


“They've Got to be Stetson 
to be Snappy” 


THE STETSON SHOE CO., Inc. *. 
Seath Weymouth, Maze 











SNAPPY SHOES 
FOR YOUNG MEN 


wiues, uncurpassed. "Prissd to pinase 

















DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 
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WHERE TO BUYS 


Mens omens Siguacs 





PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washi pmags ma Bg 
Chicago Office, Security Bids. 189 W. Madisen St 


HIGH GRADE MULES and D’ORSAYS 
Made of 





For the 
er 


= J 
om 
Soft-Sole Leather 
Boudoirsand whee 3 a 
Kimono Sa: 
Write for ey 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 








Fork gley, i. 
Pullman Slipper ey 
RED BLACK TAN 


$he Quality 
SWAN SHOE CO. Baltimore, Md. 














Satin, Felt and Leather 
Soft-Sele SLIPPERS 




















mE Many dependable and 


profitable styles constant- 
ly In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 






















ARLE 


shoe patterns 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 
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The “Long-Winded” 
Customer 

“Don’t make them too comfor- 
table,” is the thought in one of the 
newer low-priced chain stores. “Cus- 
tomers will buy quicker if seated on 
a hard straight bench than if they 
are comfortably seated. 

“Our problem is to sell them quick 
and fast. Our prices appeal to the 
class who buy on Saturdays. This 
tends to crowd the store on that 
one day, so our men must wait on 
several at once. Experience has 
taught us that in order to speed up 
the sales the seating arrangement 
that is a bit stiff is preferable to 
the more comfortable kind in our 
type: of store. 

“When salesmen have occasion to 
use a fitting stool during the mid- 
week quiet periods a light four- 
legged affair has been designed that 
is most practicable. During rush 
times or when not in use it may 
easily be kept under the settee, well 
out of the way.” 

The problem of efficient handling 
of customers once they come into 
the store is a serious one with this 
concern. They have taken care of it 
in a way best suited to their par- 
ticular store. Every shoe merchant 
is confronted with the same prob- 








Does Not Like Hand- 

shaking 

A letter recently came to 
this office from a retail shoe 
merchant in a good sized town 
in a big state, who wished us 
to “pass on” the following 
suggestion to the shoe trav- 
eler. This merchant says that 
in his section of the country, 
it is bad form for a new man 
to walk into a store and offer 
his hand to the buyer—oft- 
times an absolute stranger to 
him. This act, he says, abso- 
lutely antagonizes him toward 
the new salesman. If the sales- 
man is well acquainted with 
the buyer, it is a different 
matter, he states. 

The merchant further states 
that some days, as many as 
fifteen new salesmen will call 
and immediately shake hands 
with the buyer. He suggests 
that the best manner of pro- 
cedure is for a new salesman 
to walk into a store, state his 
case quickly and directly to 
the buyer, make it a strictly 
business proposition, and 
eliminate the handshakes. 


























BALLET SLIPPERS — IN STOCK 
of the unusual kind 
Style Bi02 Bk. @ 
Kid, Seft Tee =a 
6-11 11%-3 =2%-8 
$1.30 $1.35 $1.45 


SCHWARTZ & HERDER 
Ine. 


Specialists in Ballet Manufacture 
241 Ne. ith Street - - Philadelphia, Pa. 











IN-STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
$1.20 ‘ 

pr. 
$1.15 pr. 


BLOG SHOE FINDING CoO.., INC. 
147 Duane St., New York, N. Y. 











BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 


Gym frown Neo. 116 
24 to7.....6. $1.00 






© Men's Leather House 
Slippers In Stock 








Athletic Shee Mig. Ce., 124 N. Third St., Philadelphia 





Seft Tee Hard Toe 


eit Ht 18 8/il evesess $2.25 

eA w- 1.20 My PP ‘3 

27 (2s Lee 2'2/7......- 
White Samples on 
15e extra request. 


Also Men's and Women’s Slippers of every deseription. 
METROPOLITAN SLIPPER CO. 


134 W. Bway, near Duane St. New York 





are 


HARD AND 
SOFT TOES 






IN 
STOCK wee. 
Send for SUMNER 
Price List SMITH 


325 W. Monroe St., Chieage, Ill. 








MANHATTAN FINDING CO. 
Wholesale Shoe Store Supplies 

145 WEST BROADWAY, N. Y. 
es Made Ballet Steps 


2. 





8 to 
11% to 
2% to7 

All Leather Gym Shoes at $1.00 a pair 








BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 


HARD TOE BALLETS 
with Solid Leather Boxes 


John E. McNamara -- Haverhill, Mass. 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Flexible Turn Shoes 


Fer the Jebbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 

Beston Office, 183 Essex Street 














SHOES & STOCRUNES 
FOR INFANTS .CHILDREN 
AND YOUNG LADIES 
DR_A POSNER SHOES. INC 

20 BROA0~RY “aw 





IN STOCK 
TURNS AND SOFT SOLES 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES 
“Nu’’Baby Shoe Co. - - East Lynn, Mass. 











p WHERE TO BUY’ 
Narner at - 








7540 


161> } 
* Summer St. BOSTON \754: 4 








Reckiand, Mass. U. 8. A. 
IN STOCK MADE TO ORDER 








Where to Buy 
Wanted Styles 


extra Editorial Service to 
“pecoedas™ free for the 
asking. Write and tell us what 
you would like to know. 





lem, the solution depending upon 
the store, the type of customer, etc. 
There may be a specific help in this 
story for you. The point in question 
merits study, anyway. 


Keeps Stock Clean 


Andrew Snoen of Yankton, So. 
Dakota, does not believe it is neces- 
sary to hold sales in order to keep 
one’s stock clean. He agrees that 
the biggest problem is keeping odd 
lots from accumulating in the 
store. His solution is first, careful 
buying, and second, being sold on 
your merchandise. He finds that it 
is seldom necessary to mark short 
lines down, because by knowing 
what those shoes are, and where 
they are, they can be sold to cus- 
tomers, who are looking for just 
that style, before they get too old. 

Mr. Snoen started in with only 
his two hands, working as a cob- 
bler at a bench in 1895. From the 
very first he has sold nothing but 
the best grades of shoes, and now 
has a good high-grade store in a 
thriving small city. During all this 
time he has only had one sale, and 
that took place four years ago. 


Ownership of C. E. Chase & 
Co. Changes Hands 


The firm of C. E. Chase & Co., 
Danville, N. H., formerly a partner- 
ship between Charles E. Chase of 
Danville, N. H., and the late Alfred 
L. Chase of Waltham, Mass., is now 
owned by Charles E. Chase, he hav- 
ing taken over the interest held by 
the Estate of Alfred -L. Chase. 
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Good Salesmanship 
Rules 


A United States Senator 
once stated that in his opinion 
the following rules must be 
observed by one who aspires 
to be a good salesman: 

. Speak only when you have 
something to say. 

. Speak only what you be- 
lieve to be true. 

3. Prepare thoroughly. 

. Be clear. 

. Stick to your subject. 

. Be fair. 

. Be brief. 

Each point is then discussed 
separately, as to how the in- 
dividual salesman measures 
up to the requirements.— 
From “The Foot Saver,” house 
organ of the Julian & Kokenge 
Co. 








America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N.C. 








SDS CASED 


viene ETOBUY® 


R Engraving & Painting 





MULTIGRAPH PLATES 


COMPLETE —_—s ” 
Si ture Cuts, yd ‘orms, 
Pa mg pew pe iy 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, 
Telephone, LiBerty 8673 

















N iter what ma 

anal in sollig Ae Roy onan 

nevertheless you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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Waterprooti 
Leather That 
Takes and Re- 
tains a Polish. 


& COOK CO. 
pert 95 Seuth St., Besteu, Mass. 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 


est Virginia 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 
WestVirginiaPulp& PaperCompany 
Detroit New York Chicago 














t.W. GODSOR, Pros. FB. B. JONES, Trea. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 











ALL 
WIDTHS 
Oring as 

GRADES 


Russell ManufacturingCo. 
Middletown, Conn. 








EMIL RUBLACK 
Maker of Artistic 
PRICE Lh 

ctual Size 
1%” wide x 2%’ deep 


Any color 
Oviee pw 100 with easel, $3.50 
140-142 WEST BROADWAY 
‘ad NEW YORK 








Where to Buy 
Wanted Styles 
An extra Editorial Service to 
“Recorder” readers, free for the 


asking. Write and tell us what 
you would like to know. 











Leatherettes 


Originally all of the six or seven 
thousand small tanneries in this 
country were located near supplies 
of hemlock or oak bark. Chrome 
tannage did away with that and 
made possible the organization of 
large tanneries in cities or else- 
where, almost regardless of sources 
of tanning materials. 

Clarifying processes and scouring 
have almost wholly nullified the 
“bloom” which was so common on 
leathers a generation aga 

No lot of, say a thousand hides, 
can be tanned into one grade of 
upper leather; as a matter of fact, 
several grades and weights will be 
sure to result. That is why tanners 
of the highest grade leathers in- 
variably have leathers of lesser 
quality to sell. 

Sole leather is graded for weight 
about as follows: Sides—under 16 
pounds, light weight; 16 to 20 
pounds, middle weight; 20 to 26 
pounds, over weight; 26 pounds or 
over, extra over weight. 

Backs—under 14 pounds, light 
weight; 14 to 18 pounds, light 
weight; 18 pounds or over, heavy 
weight. 

Bends—7 to 9 pounds, light 
weight; 9 to 11 pounds, middle 
weight; 11 to 14 pounds, heavy 
weight; 14 pounds or over, extra 
heavy weight. 





The “Cobbler Shop” Incident 


According to F. M. Amster of 
Elizabeth, N. J., real fitting service, 
plenty of newspaper space, clever 
window displays, and a liberal ad- 
justment policy will keep the home 
town folks trading with you. 

One incident will show how far 
Mr. Amster will go in satisfying 
customers. He happened to be in a 
local repair shop not long ago and 
noticed a pair of his shoes there. 
Naturally he picked them up, and 
his attention was immediately 
drawn to the fact that they had 
gone bad in several places from 
causes other than wear. The shoe- 
maker was asked to send the cus- 
tomer to the store so that a new 
pair might be given. 

A “sore” customer was quickly 
changed to a pleased one. To win 
this customer back was obviously a 
more valuable thing to do than get- 
ting a new customer, valuable as 
that is. To have such a policy is 
fine; to give it proper publicity is 
finer. In a year’s time, it is hard to 
say how many unknown dissatisfied 
customers a store makes. And the 
ones who do not “kick” or who are 
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not aware of the fairness of the 
store’s policies are the kind to take 
into consideration in planning ad- 
vertising. 





A Coupon Idea 

Philadelphia, Penn. — Lowen’s 
Boot Shop is trying out this idea. 
A certificate which looks like a Lib- 
erty Bond, coupons and all, printed 
on regular bond paper, is being 
mailed to 2,000 of his regular cus- 
tomers. The heading reads: “Valu- 
able certificate issued by Lowen’s 
Boot Shop, Philadelphia. Par value 
1 pair shoes, capital stock 10,000 
pairs of shoes. 

Then follow ten detachable num- 
bered coupons, carrying out the 
Liberty Bond idea. A letter accom- 
panies the certificate explaining 
that when a coupon is presented by 
anyone buying a pair of shoes the 
holder of the certificate gets a dis- 
count on his next purchase. Each 
coupon is worth a 10 per cent dis- 
count so if three are presented he 
gets 30 per cent off, while if all 10 
are turned in he gets a new pair 
free. So far the response has been 
most gratifying. 


A Grin or So 


The handsome Associate Editor 
of the BOOT AND SHOE RECORDER 
who occupies the next office, lays 
this on my desk: 

“A mail order house received an 
order from a North Carolina woman 
with the following note: “The rea- 
son why I get white stockings is 
on account of fleas, and we don’t 
know where so many fleas come 
from. I can’t see them on black 
stockings. They are gone before I 
can see them, so that is why I get 
white stockings so I can catch fleas 
on them.’ ”’ 








Healthograms 
No. 2.—Digestion 

Stomach ache, acidity, bilious- 
ness, constipation, lassitude, irri- 
tableness, “blueness,” weakening of 
power, appendicitis, etc., etc. 

Avoid over-eating; stick to a 
“balanced ration” (ask your doctor 
what this is); fats, proteins, pro- 
teids, carbohydrates, vegetables, 
greens, fruits. Find out what each 
one does for you and to you. Chew, 
chew, chew. Five glasses of water 
daily. Complete physical examina- 
tion at least once a year. 

Prevention beats the dickens out 
of cure. 

NOW! 

171 days of this year gone—194 
left. 
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page per issue: 


1 time 7 times 


$4.00 


12.00 
16.00 





18 times 
$3.50 $3.00 
8.00 7.00 
10.50 
14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


“Wan 


26times 652 times 
$2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





OSITIONS WANTED—Four cents per word for each inser- 
tion. Minimum amount accepted, 
other ‘ advertisemen 


vertisers 
address, each word of the 
tisement and paid for accordingly. Answers to ads must be sent 
under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


seventy-five cents. For 


its, seven cents per word for each 
—— « Ads under this 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





RESIDENT SALESMAN wanted for manu- 
facturer’s in-stock line, Boys’ Goodyear 
Welts. 6 per cent commission. Can be carried 
as side line. Old established firm. Greater New 
York, Western Pennsylvania, Middle West and 
Southern territories open. Address B-568, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 


YIDE-LINE SALESMEN, to carry short line 

of “‘Wooleather” Comfort Slippers, in Mass., 
Maine, R. IL., and Conn. Well known, well made, 
and ready sellers in the better stores. Send 
complete references, and names of lines now 
carried. Address F. B. Ballou, 309 Bridge St., 
Salem, Mass. 


GALESMEN WANTED in all states in the 
Middle West to sell as a side line an ad- 
vertised line of Ballet Slippers. Carried in stock. 
Six samples will show the line. Will pay liberal 
commission. A good man could pick up con- 
siderable extra money. Write, telling your ter- 
ritory and line now carried. Address B-561, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


‘ALESMAN WANTED —Shoe Salesman 
wanted to represent Ladies’ Fine Turn 
Shoes for the Southern and Western territory. 
Commission basis only. Address Box P-54, Boot 
and Shoe Recorder, 616 Perry Blidg., Phila- 
delphia, Pa. 


GHOE SALESMEN for all states, covering 
territory thoroughly, to carry as side line 
on commission basis, popular-price felt, satin 
and leather soft-sole slipper line. General Foot- 
wear Co., 476 Broadway, New York. 

















WANTED— Experienced shoe salesman to 
sell on commission line of Children’s and 
Misses’ Turns and Stitchdowns. Several ex- 
cellent territories open. State territory you 
cover and references in first letter. Address 
B-569, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


PROMINENT Lynn manufacturer wants ex- 
perienced salesmen throughout the country 
for line of women’s medium-priced welts, fea- 
turing stouts with built-in arch supporting 
shanks. Twenty-five novelty and staple num- 
bers carried in stock. 6 per cent commission. 
As side line if desired. Address B-570, care 
zoe and Shoe Recorder, 207 South St., Boston, 
ass. 








ALESMEN WANTED, to sell side line of 

Men’s and Boys’ Welt Shoes in-stock. Ter- 
ritories open in Vermont, Northern New York, 
Maine, Ohio, Indiana, Michigan and Ill. Give 
full particulars, including territory covered, 
sales for past year, and qualifications. 
Address B-576, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





for particulars, giving references. 


Maryland, West Virginia, Tennessee, Arkansas 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. Write 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 








record and references. 





Milwaukee Work Shoes 


We have openings in the following territories: Northern Illinois, Iowa, Minnesota, ,Penn- 
sylvania, Virginia. Splendid opportunity for big caliber salesmen. Write, giving complete 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 











*ALESMAN WANTED — Experienced shoe 

salesman with established trade, to cover 
the following states: Indiana, Illinois, Ten- 
nessee, Georgia, Florida, North Carolina, 
South Carolina, Virginia, Washington, Ore- 
gon, Arizona, New Mexico, North Dakota, 
South Dakota. Rochester’s Novelty Shoe Line 
of popular-priced children’s shoes in turns, 
stitchdowns and McKays; 7 per cent commis- 
sion. A stock proposition. Address B-555, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


ALESMEN to sell side line, all leather first- 
step 1/6, and sti wns 2/11; popular- 
priced quality shoes in stock. Good territories 
open. 7% commission. Give full particulars. 
see Shoe Co., 420 St. Paul street, Rochester, 





GALESMAN to carry nationally-known line 
of Turn Boudoir Slippers in colored leath- 
ers and quilted satins (leather soles), Ballet 
Slippers, soft and hard toes, side line. Address 
B-557, care Boot and Shoe Recorder 207 South 
St., Boston, Mass. 





GALESMAN WANTED—One grip, side line 
of children’s shoes in turns, stitchdowns 
and McKays. Stock proposition; 7 per cent 
commission; popular prices. Only producers 
need apply. In the following states: Washing- 
ton, Oregon, California, Arizona, New Mexico, 
North and South Dakota, Minnesota, Wiscon- 
sin, Texas, Alabama, Mississippi, Kentucky, 
Tennessee. Address B-556, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


EXPERIENCED SALESMEN wanted to rep- 
resent our line of Infants’, Children’s and 
Misses’ Turns and Stitchdown, in Pennsy!- 
a oe. Indiana, Michigan, North Dakota, 


Strictly 7 per cent commission, stock proposi- 
tion. Only men with established trade and 
experience considered. Address with reference. 
The Rehr Shoe Co., Orwigsburg, Pa. 








,ALESMEN WANTED—Several states now 

available for experienced salesmen to 
carry side line of children’s high-grade 3-sole 
stitchdown boots and oxfords, also several 
styles of fashionable boots, regular stitchdown 
process at moderate prices. Fall samples now 
ready, including excellent Men’s Choc. Kid 
Romeo, at very attractive price. Spring line 
medium-priced stitchdowns, barefoot sandals, 
plug oxford, ete., ready Aug. 15. Made in 
modern up-state New York factory. Will pay 
6 per cent commission. State experience, terri- 
tory covered and give reference. Write fully 
to B-558, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





seekers. 


Mass. 





Can You Qualify? 


A nationally known line of Women’s Popular-Priced Light Welts and Mc- 
Kays is open for a few additional representatives for the States of New 
York, Ohio, and North and South Carolina especially. Only men of highest 
calibre with influence and following with the biggest retail buyers, and 
who can supply excellent sales records will be considered. This is a main- 
street-buyer’s line—not for round-the-corner stores. Our proposition is 
big enough for the best men, and too big for beginners and side-line, 
The largest accounts are on our books. 
whose qualifications interest us. Correspondence held in strict confidence. 
Address B-572, care Boot and Shoe Recorder, 207 South Street, Boston, 


Interviews with those 








GALESMEN WANTED—To carry as side line 
our boudoir slippers. Liberal commission. 
The Vogue Slipper Co., Haverhill, Mass. 





THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
dle West for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and: staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564 Atlan- 
tie Ave., Boston, Mass. 











Salesmen wanted, with established 
trade, to carry as side line all or part 
of young ladies’, misses’, children’s, in- 
fants’ and boys’ in stock shoes, Chicago. 
7% straight commission. References 
required. We have the following terri- 
tories open: Arkansas, California, 
Idaho, So. Illinois, So. Indiana, Kansas, 
Kentucky, Louisiana, Detroit, Ne. Michi- 
gan, Minnesota (exc. Minneapolis and 
St. Paul), Montana, Nebraska (exc. 
Omaha), New Mexico, No. Daketa, Ore- 
gon, So. Dakota, Tennessee, Washing- 
ton, West Virginia, No. Wisconsin, 
Missouri, Nebraska. Address B-546, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 
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SALESMEN WANTED POSITION WANTED POSITION WANTED 


§ 50n SALESMAN wanted to carry as a 
side line spats and leading shoe novelties. 
Address with references Ideal Manufacturing 
Co., 4248 No. Crawford Avenue, Chicago, IIl. 














An executive of many years’ successful experience 
Money Making Side Line in the manufacture of men’s and boys’ fine welt 


We have a snappy side-line proposition 


for a salesman who will produce. shoes, the purchase of materials, production and 
ee , of | nye me 3 < = 
map y By fe ey: labor costs, desires a connection with a Corporation 
dress B-571, Boot and Shoe Recorder, 


189 West Madison Street, Chicago, Ill. where such qualifications and ability would be de- 
ee ee ere sirable. Address B-573, care Boot and Shoe Re- 
oe EPA ng FF corder, 189 W. Madison St., Chicago, Ill. 


turns, a one-grip line. 7% straight commis- 





























lowing territories 
States, 
Pennsylvania. Address B-545, care Boot and OSITION WANTED—Manager for Retail 
Shoe Recorder, 207 South street, Boston, Shoe Store or Department, desires to make 
Mass. a change about oe 15th. Fe ag ag = = 
perience. 31 years old, married. Can furnis 

best of references. Prefer Middle States. Ad- LINE WANTED 
dress B-574, care Boct and Shoe Recorder, 207 


Salesmen—Nunn, Bush & Weldon Shoe South St., Becton, Mass. 
— . . 

Company of Milwaukee is soon to open | ny bey atrnny ine eateemaen — on Lines Wanted for Cuba 

— ‘ 5 the st accounts, and has a strong follow- 

om tncteck Reanch in Mow Veck City. Fine with te chain shores ta bis teeuiers: on commission basis. Fifteen years’ experience In 

Territories in the vicinity of New York covering Washington, D. C., Virginia, North the testucar fine, Beck and aan Amerteae tet. 

are open. Apply to J. D. Nunn, 1462 Carolina, South Carolina, Georgia and Florida, yan wa pnt AL 4 = sien om Ponte Pd 

Broadway, N. Y. City, N. Y. is open for a strong line of women’s and ing for them. We accept only lines which are priced 

misses’ popular-priced shoes. Address B-550, reasonably in proportion to quality. Address B-330, 

care Boot and Shoe Recorder, 207 South street, Boot and Shee Recorder, 207 Seuth St., Beston, 
Boston, Mass. Mass. 













































































BUSINESS OPPORTUNITY 








FOR SALE 


EXCEPTIONAL FIRST CLASS GHOE BUSINESS for sale in a leased depart- 
, : ment on the ground floor of one of the 
ad my , a4 : $35,000 So See leading cloak and suit stores in the finest loca- 
dene in 1924. Clean steck in best leca- tion in the city. Will remove the shoes and 
tion. Only twe ether shee steres in one over the department with a good —— 
- ‘ ” lished business on same terms as original con- 
—F- =g ey Ft tract. Located in one of the larger cities of WINDOW 
Baraboo, Wisconsin. : . Ohio. Address B-575, care Boot and Shoe Re- 


corder, 207 South Street, Boston, Mass DISPLAY 


GHOE STORE, Atlantic City, N. J. Located 


— e Ee the Sete «| previews 











MISCELLANEOUS 

































































Lexington, Kentucky Avenue. ame 
Fok SALE—Shoe stock invoice about ten 

With wholesale trade territory of over thousand dollars. Men’s women’s and chil- Made by 

1,000,000 people seeks shoe house to dren’s shoes, all new and clean in modern 

hel d Seened ket. Write store shoe dept., for rent, lease and reasonable 

elp round out who o mate. WE rent; store in the best location. The Emporium Se all & S 

Lexington Board of Commerce. Dept. Store, M. A. Murray, Wenatchee, Wash. g ons 

933 Arch St. 

—— de li 
mlesion. WANTED TO PURCHASE PHILADELPHIA 





TO LET 











Bus} 
THE NEW YORK EXPORT Are Business Getters 
PURCHASING CORPORATION Send for Catalog and Prices 


FLOOR TO LET | |. see 
20,000 Square Feet "Beri in shoe nlmaye an on hand for Metal Shoe Fitting Stools 


os and Floor 
IN BUILDING WITH Mirrors 


“Best Light in Boston’’ We'll Buy For Cash 




















ODERN Concrete Building. Only ag ae Se — (ae or 


Féw Minutes from Centre of Shoe or any other merchandise. 
and Leather District. Admirably CASPER and MacLEN 
170 S St., Bost Mass. 





adapted for Shoe Factory or Warehouse 

Purposes. Will consider letting half 

of Space if whole not wanted. Cc A Ss Hi PA I D 
For further details communicate with 

- : ” for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken over. 


C. W. WHITTIER & BRO. ae Cotglog THE CHICAGO 


82 Devonshire St., Boston, Mass. ee Ee ee: _— Price WIRE CHAIR CO. 
Phone Seeing sieo-sielsied 621 N. La Selle Street, Chicage, Ill. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTERES’ 
OF THE RETAIL SHOE MERCHANT 
We buy re: and pay highest cash pric 
iD 


for retail a Ly Ly s of shoes or any ATTRACTIVE by the 
a A i SHOE CARTONS BOOT AND SHOE RECORDER 
Bank and mercantile reference. PUBLISHING COMPANY 
BROOKLYN PURCHASING SYNDICATE 
for the exclusive shoe trade (Incorporated under Massachusetts Laws) 
PRICE-SERVICE-QUALITY 1 CAPITAL $150,000 


FRANK WALEED, Pusgetetes 
THAT SATISFY 








WANTED TO PURCHASE MISCELLANEOUS 











oe 


610 Broadway, aie 
Phone 








ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rater 
for Wants, For Sales, etc., see Want Page 


CASH Pp AID Every precaution is taken by the BOOT and 


for entire shoe stocks or ag stocks | \ - SHOE RECORDER to avoid printing any 

shoes or other mer Any q a H statement likely to mislead its readers. The 

Proropt attention given. 263-275 LEXINGTON AVE , publishers reserve the right to reject any 

KIRSCH-BLACHER CO.., Inc. eile GUEATLAE Genes canon ees edvertising or reading matter which is not in 
622-624 Broadway, Nev New York, N. Y. ) ae oe Oy ee 





—<_—_) (7 








OFFICES IN 


BOSTON OFFICE: 207 South Street. 
HIGHEST CASH PRICES PAID BROCKTON OFFICE: 224 Moraine St. Gee. 
for entire shoe stocks. We also buy your W. R. Hill. Manager. Telephone 507. 
surplus or = sellers. Quantities no object c a od OFFICE: 189 West Madison St. 
Retail or wholesale. Short term leases taker hone Maine 1089. B. C. Bowen, Manager 
off your hands. Wire or us. Correspond- ST. LOUIS ys 1627 *ocust St. H. M. 
ence confidential. Established 1890. . “saireee Ovalit Bowen (B. C. Bowen, Manager). Telephone 











MAX GLAUBERG cesta. th , i Olive 6130. 
436 Grand Street. New York City ne Bide. Youk OFFICE: Room 101, Graham 


We also purchase clothing, hats, 127 Duane St. H. Walter Scott, 
goods Dock 0852 . ‘Telephone ee 7454. 
=— ~—s PHILADELPHIA OFFICE: Room 616 Perry 
Bidg, 1530 Chestaut St. H. Walter Scott, 
HAVERNILE C rricke Cl ~ be: rom 
) Chamber of Com- 
merce Rooms, Haverhill National. Bank 
MISCELLANEOUS Bldg. Geo. W. R. Hill, Manager. 
e <> e Oe } aye | — eee oo 
— . H. M. wen (B. C. wen, nager). 
ae $= 22S Telephone Canal 1560. 
Wit AP “ar O T E he: aN — "tS ward. We 626 PH ‘ —< 
ter war estern New Yor D- 
/ Made Only of Wood t Tel Stone 1188. 























x 

1) ~he 
LEM “IPIF be iM wtobacges LHW AChenS" OFFiGcY Geamatl mayer 
i Bi IMMEDIATE (B. C. Bowen, Manager), 405 Broadway. 


Telephone Broadway 7887. 
= pee SHIPMENTS WASHINGTON OFFICE: William a -, Daler, 
SS a ~ Zt PLL nvestment 5th an its., 
— Sze = Send for Catalog PARIS OFFICE: 2 Rue des Italiens. L. Hab- 
Tug Qscag Onxen Co. 
NewYork's newest and most w. FOURTH ST. LONDON” “OFFICE: P. V. Curt Manager. 
* . Sildiltenti, o. - ” 
beautifully furnished hotel ~ men ge gt AUSTRALIAN OFFICE: 439 ‘Lit. Collin St 
° Metal Fixtures or Show Cases Melbourne. G. Jervis Manton, Manage: 
Aecemodating 1034 quests —— CONTINENTAL OFFICE: William Selzman, 
Manager I. Adiergasse 12, Vienna, Austria. 
roadway at 63+ Street. ARGENTINA: Buenos Aires, Rivadavia, 2721. 


H PRIVATE Sabazzina, 





ESTABLISHED I880 suas, Gerente, John S. Fitch, 38 Rue 


wit N% ner, mara, 
goo $250 Le n CHILE? Scatinne’ Les Besas 1128-1187, Otte 


ROOM WITH PRIVATE BATH- Aa yy Oo 
Cuba. 
$350 JAPANESE OFFICE: Yokohama. J. F. Wager. 


\ ALL OUTSIDE ROOMS Qoe (A RTON SPAIN: Gerente, Leoncio de Miguel. Librers 

















Editor, 20 Fuencarral, Madrid. 


¢ > 
CLICKER ah el S ; 
DIES We de sign end we MISCELLANEOUS 


i ldatety: used th . Shoe Trad 
% inch at 12 cents per Pi 
running inch. Lomplele sel of sample 
14 inch at 17 cents per 


running inch. 
Minimum 15 inches 
along with less help, save 
the wear and tear on 


PROMPT ALITY 
even a | OFFICES ano PLANT: BR MASS ¥ your shelving, and help 


FOLEY & HALL vest 4“ wake eat | ae wegepranes Si cows 
1318 North 7th Beemem| store. Shipped subject to 

_ ST. LOUIS MO. y, amt tion guaranteed. 
‘ae Write for our latest cata- 
log showing 18 styles of 
ders other 


; ‘G a BE ao 
INFORMATION DE DDERS ladders a8 well 
for Shoe Merchants 25% }, | - Milbradt 


“WHERE TO BUY” constitutes o and Guaranteed : Manufacturing Co. 
source of haowiedes so that he who Write for Catalog | | ©6416 No. 10th Street 
runs oo, pages may read Success Furniture ' ST. LOUIS, MO. 


— end tem = * Come St. Louis 

















Milbradt Rolling 
Step Ladders 


are madeina great many 
styles to suit all kinds of 
stores and shelving. 

will enable you to get 
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Investigate 
Before 
Investing 








Every advertiser—whether national or local—owes 
it to the best interest he represents to fully inves- 
tigate every publication’s claim for circulation, etc. 
before he invests in “white space” advertising. 


It is the advertiser’s right to demand facts, not 
theory. Superficial information is not the kind on 
which to build a successful advertising campaign, 
and unless each copy is delivered and read, the 
advertiser is paying for waste circulation and his 
advertising dollars are not producing proper results. 








By our membership in the Audit Bureau of Cir- 
culations we safeguard the advertiser’s money 
for we want it known, that we make no claims 
of any nature that are not fully substantiated with 
A. B. C. verified reports. 


Get our last report. Know what 
you are buying. Then invest. 


BOOTandSHOE 
RECORDER 


Home Office, 207 South Street, Boston 


BRANCH OFFICES 


Chicago—189 Madison St. New York—127 Duane St. Rochester—626 Powers Bidg. 
St. Louis—1627 Locust St. | Cincinnati—Second National Bank Bldg. Philadelphia—Perry Bldg. 
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Values That Stand Alone 


THE QUALITY OF HELMHOLZ SHOES FOR CHILDREN 
IS IMMEDIATELY APPARENT TO THE MOTHER WHO 
DESIRES THE BEST. 


THEIR INDIVIDUALITY OF STYLE AND APPEARANCE 
AND THE VISIBLE HIGH STANDARD OF BOTH MATE- 
RIAL AND WORKMANSHIP MAKE HELMHOLZ SHOES 
EASY TO SELL. 


AND THEY ARE NOT HIGH PRICED. MERELY A 
GREATER VALUE FOR THE SAME PRICE AS MANY 
ORDINARY LINES. 


WRITE US FOR SAMPLES OR SALESMAN. 


HELMHOLZ SHOE MFG.CO. 
HIGH GRADE SHOES FOR CHILDREN 


J. er oon co. MILWAUKEE.MIs. menwAlbany, N.Y. co. 
Exclusive Distributors New York State Exclusive of 
Georgia, No. and So. Carolina New York City 


SIMMONS-BRAMHALL CORP. PACIFIC COAST STOCK 
Belfast, Maine BRANCH 
Exclusive Distributors 133 E. Sixth St. 


Les Angeles, Calif. 
and New Hampshire 





« Dheyre Better Stitchdowns + 











Vol. 87, No. 20. Published week the Boot and Shee Recorder 
er Aaeia oe, 190K ee the Peat Ollee at Berton. 
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Levor 
Wi hite*Leathers 


are Washable 


db 
LEVOR 
GRAIR-KID 


WHITE & COLORED 





WHITE LEVOR 
GRAIN GOAT 


| 
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No. 8 

No. 17 
No. 18 
No. 23 
No. 51 
No. 60 
No. 70 


Beaver-Rac 
Charnpagne 
Fall Blonde 
Moonstone { 
Forest Brow 
Bombay Ta 
Apricot 
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or-Rac 


\pagne 
3londe 


Distributors 
S. Patton Leather Co., St. Louis 
W. Newman Lea. Co., Cincinnati 
i. Zohrilaut, Milwaukee 
W. & A. L. Friedman, San Francisco 
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BEAUTY is not only skin deep. 


With us it is millions of skins deep—the result of 
fifty years’ controlled experience. 


Witness the White. Study the Colors. Could one 
believe those an illusion—a surface condition? Strong 
undercurrents, running through a thousand vital 
details, carefully regarded year after year, make 
them what they are,— 


beautiful, stylish leaders for safety. 


Slicer Ge 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 
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A. P. CRADDOCK T. M. TERRY 


JOHN W. CRADDOCK 
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HREE young 
Virginian mus- 
keteers, play- 


matesand schoolmates 
in the quiet little vil- 
lage of Halifax, Va., 
came up to Lynch- 
burg one day to seek 
their fortune. 


They were John W. Craddock, A. P. 
Craddock and T. M. Terry. 


Out of this triumvirate came the great 
house of Craddock-Terry Co., operating 
from Lynchburg, St. Louis, Baltimore and 
Milwaukee. No business association in 
America is a finer example of the commer- 
cial value of “order, timeliness and in being 
at the right spot.” Each of the three friends 
is still alive and the business they founded 
is still growing larger. 

From the beginning of this association, 


Mr. A. P. Craddock devoted all his ener-’ 


gies to selling shoes. For forty years he 
built up a great volume of distribution 
throughout all parts of the South and was 
engaged in selling longer than anyone else 
now alive in the shoe business. 


Cloaking an unfailing singleness of pur- 
pose and an unceasing drive under a natural 
modesty and courtesy, Mr. Craddock now 
holds the position of Vice President and 
General Manager of the distributing 
organization of the Lynchburg plants. 
He has also added four fine sons to the organ- 





CO-BUILDERS OF PROSPERITY 


SALES 
SERVICE 
SOUND MERCHANDISE 


Come with the 
CRADDOCK-TERRY LINE 





ization. Robert E. 
Craddock holds the 
position of Sales 
Manager and A. P. 
Craddock, Jr. is now 
selling a greater vol- 
ume of shoes than 
any salesman in the 
firm. 


* * * * * * 


The versatile genius of Mr. T. M. Terry 
is evidenced by his record as a co-builder 
of the Craddock-Terry Company. During 
the first ten years, when selling was all- 
important, he demonstrated marked ability 
as a salesman. When the question of 
credits and office management became press- 
ing, it wasT. M. Terry who naturally stepped 
into the breach and created sound policies 
and traditions which exist to this day. 
Afterwards he became General Superin- 
tendent of the largest Craddock-Terry fac- 
tory and was made General Manager of the 
Geo. D. Witt Shoe Company when that 
concern was absorbed by Craddock-Terry 
Company. He is now Vice President and 
Treasurer of the Craddock-Terry organiza- 
tion. Mr. Terry’s sons also fill important 
positions. Thos. G. Terry is merchandise 
buyer forallthe Lynchburg factories. Bland 
Terry is one of the leading salesmen of the 


organization. 


Thus are the three Founders arrived “at 
the right spot. “J 


CRADDOCK-TERRY COMPANY, LYNCHBURG, VIRGINIA 
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~/ 
In Beauty G 


Forst In Variety 


In Authenticity 


FD&C. 
hid 


Color 54 Color 21 


Brunette Golden Brown 








Color 93 Color 256 ; 


Oak Leaf ABR Red Ash 


Color 33 Color 91 


Chow EEF Ivory 


Color 31 


Moonstone 




















AMALGAMATED LEATHER COS, Inc. 


22 North sth St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL. 





When writing to advertisers tlease mention Boot anp Suoz Recornper 
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PROVING THAT HEEL HUGGERS 
ARE STYLE SHOES 


Convincing Evidence That Heel Huggers Can Be Made 
in the Most Fashionable Patterns 
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Style B0679P Price $5.60 


Women’s Black Kid quarter and vamp, 3-button Raeburn 
Pump, Special Heel Hugger Patterns, perforated imitation 
tip, perforations on vamp and quarter. Perfect last, Welt 
sole, 1 3/4-inch covered Cuban heel. 


Assuming that HEEL HUGGERS contain the same stylish lines found in 
ordinary footwear we want to impress upon you that the difference is in their 
fitting qualities. 

They are so made that they will not slip at the heel nor bulge at the sides. They 
can’t. Neither will they stretch with usage for special reinforcements and 
unusual construction methods prevent them. 


They are the most perfect-fitting shoes made. 


One of the great One of the great 
Shoe Manufacturers UIZ & DUNN CO. eee me ae 
fA Se of America 

Bt pss ROCHESTER, NEW YORK 


DENVER OFFICE = — citer LOS ANGELES OFFICE 
218 Charles Buildin Bush Terminal Sales Duildi 706 Forrester Buildi 
TIGER @ Mc eo 130-132 West 42nd St, Room 158 6.C. McATEE s 
Representatives F.LARMSTRONG, Representative Representative 
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No. 962. ‘‘The Ethel’ 
Black Satin Gore Pump 


Y 2330393999999909939099 
YW 99-39-9399 99939999333099 
* 


> 


ALL SET FOR FALL AND WINTER 


With promised tax reductions and sound economic 
conditions, the trade looks to the coming season with 
a feeling of optimism and courage. 


As in the past, we are prepared to furnish good shoes 
and prompt service to our trade. The prompt placing 
of orders for an early Fall delivery will work to the 
advantage of both ourselves and our trade. 


DINGLEY-FOSS SHOE COMPANY 


Fabric Shoe Manufacturers to the Wholesale Trade 
AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 





When writing to advertisers please mention Boot AND SuHor RecorvER 
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We welcome the pronounced vogue 
for Colored Glazed Kid for it enables 


us to show 


NEW CASTLE BROWNS 
at [hear ‘Best 





Color 3 


ROYAL BROWN Ties cole erp i 


those recommended for Fall by 
Color 31 the Joint Styles Committee: 


HARVEST BROWN 222225, 


Color 31 HARVEST BROWN 
Color 98 te WOODLAND BROWN 


INDIA TAN a INE INDIA TAN 


i. the preferred brown shades for Fall they express 
that exclusiveness and character which you rightly and al- 
ways expect from NEW CASTLE. 


In choosing these NEW CASTLE Browns you will give your 
Fall styles that vital color background on which sales now, more 
than ever, so greatly depend. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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Style Shoes for Stout Women 
“How small they make my feet look’’ 


IN STOCK 


Style 246—Black Glazed Kid four 
strap sandal, short vamp, plain toe, 
14/8 Wingfoot Cuban heel, built in 
steel arch supporting shanks, 465 
last. Price $4.60 
In Stock Widths D, E and EEE 
Sizes 21% to 10 


IN STOCK 


Style 247—Same as above in 
Patent Leather. Price $4.60. 
Style 244—Same as above in Black 
Ooze Calf. _— Price $5.25. 


Is the stout woman’s usual comment when fitted in 
a pair of “Stylish Stout’’ four straps. 


You may find her mildly interested: in your 
anatomic, orthopedic or corrective footwear, but 
show her something that makes her foot look small 
and dainty, and note how quickly you make a sale. 


That is why these “Stylish Stout’’ four straps are 
proving so popular. Built over special measure- 
ment lasts, they offer the stout woman something 
“different,” for while they run comfortably wide 
they give the stout foot that slender appearance; 
and where is the stout woman who will not appre- 
ciate a shoe that slenderizes? 


Styles two forty-six and two forty-seven will earn 
their keep in any store. 


Your investment need not be large. Carry a pair 
of a size in widths D, E, and EEE, size up weekly 
and at the end of the year, you will find that per 
dollar invested, these two numbers will show a 
greater return than any other number in your stock. 


We are in position to fill your order immediately 
upon receipt. 


165 N. Water St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER.- heen menadione 


smeig ot ke aw Be 


Women: 
salesman is on the way 
to present to you the most 


line of 


% aE af 
" ’ 5a : rr he 
ef % * e Gis 


eee “ars ps 
‘you: ‘have seen. 





_ Itwillpay you to investigate 


and learn the exceptional 


_ value of this line before — 


as gk 
Firestone-Apsley . 


*. RUBBER COMPANY 
. Chicago, Il. HUDSON, MASS. Boston, Mase. 
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BURDETT 
The Growing House 
jer Growing Gir 's Footwear 




















Patent “Sonia” Strap Turn, 9/8 Patent “Beverly” Strap Turn 
Wood Heel, A, B, C, 234-7 9/8 Leather Heel 
$4.25 A, B, C, 244-7 
$3.85 









Two outstanding factors which our customers find in our Growing Girls’ 
Line: ““They sell down to the last few pairs before you know it.’ —‘“They 
satisfy—because they not only have style and fit, but they wear’’—there- 
fore profitable. 







Is it any wonder that these shoes are selling faster than ever? 


A GOOD LINE of GROWING GIRLS’ SHOES 











SALESROOM 
183 ESSEX ST, BOSTON, MASS. 
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Patent and Black Kid 
MATRIX Styles in Stock 
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IN STOCK 


B 508. Patent Colt. Shelburne, French Bound 3-strap. Imitation 
Vamp Band and Collar. 13/8 enamel wood box heel. AAA to E; 3% to 9. 


$6.10 
B 503. Same in Black Kid, 13/8 Leather Heel with Uskide Top Lift. 


$6.10 


Delightful style with the Reed standard of shoemaking and fitting. 
Soles moulded to fit the bottom of the feet—an exclusive patented MATRIX feature. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 


ROCHESTER, N. Y. 


Fashioned in Our New York Style Studio 
MARBRIDGE BUILDING 
W. D. F. Gibson, Style Director 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 


PHILADELPHIA: CHICAGO: 
325 Forrest Bldg. 1316 Republic Bldg. 
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‘‘Now when Iwasa boy---’ 


W/ Way n't \\ | 
| tif 








.... and he mumbled on that the winters were colder then and 
the summers much hotter; that corn grew higher; that shoes 
wore longer; leather was better and... . 


| Our great shoe industry has not stood still, neither has the 
tanner. American shoes are world leaders in style, workman- 
ship and material. American leather is better than it ever was. 





) In this great advance in American shoe production and tan- 
ning ‘‘Company”’ leather has kept pace, and today it leads as 
it did in grandpa’s time and is found as bottom stock in most of 
the best shoes produced. 





THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 
| THE UNITED STATES LEATHER CO. OF MASS. 
yes 
Selling Agents 
McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 
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36 inches wide and sup- 
plied in four different 
qualities to meet all the 
requirements of the 
trade. Alldesirable 
shades in stock. 


Skinner's 
Shoe Satin 


"LOOK F OR HR E NAME 


N street shoes, evening slippers or 
boudoir mules, Skinner’s Shoe Satin 
is the ideal fabric because of its rich 
appearance and unusual wearing quality. 


Skinner’s Shoe Satin is made especially 
for use in shoes and is extra strong. 
Specify it and make it a point to tell 
your customers your shoes are made of 
it. It is a strong sales argument. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 
The world’s largest manufacturers of 
hoe Satin. 
I N 7+ SELVAGE 


August 1, 1925 
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Cc - 
C thead of the Style Clock, 


he Favlawn 


Smart graceful in line, 
well fitting indicative of 
the vogue of the moment. 
nnd theyre profitahle. 


Mac LAUGHLIN-SWEET Inc. 


Auburn, Me. 
BOSTON OFFICE (0 HIGH STREET 
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Rue-Patent Leather D'Orsay 
one-strap. 13/8 Cuban heel. 
Made by the Wolfram factories, 
Madison, Wisconsin 





ATENT LEATHER pumps and oxfords have lost their terror for 
the dealer who knows that he is buying footwear of Rueping’s 
RUE-PATENT. He no longer lives in fear of returns or 


complaints. 

Combined with an unsurpassed high gloss, Rueping’s RUE-PATENT 

has a silky softness which distinguishes it from ordinary patent leather 

in point of wear and comfort as well as of appearance. 
Samples on request 


FRED RUEPING LEATHER CO. 
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In those brave days when the wealth and 
fashion of the North and South made a 
vivid picture on the wide waters of the 
Mississippi River, the elegance of Edwin 
Clapp footwear played its role. Nor was 
the part a small one because the Edwin 
Clapp Company made its premier repu- 
tation with the old-fashioned leg boot, 
known as the “Napoleon Boot,” and this 
was the footwear worn by every grade of 
man, from planter to river gambler, in that 
panorama of fashion which still lingers as The ‘‘GLENGARRY” 
one of the most brilliant traditions of 
American life. 


Cin East WeymouTH. Mass., U.S A. 
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ADVANCE SHOWING OF! FE 
Aristocrats of Fashion| a 


NOVELTY SH} O 
Ww 


32 SOUTH 
CHICAGO, | IL 








FOR THE § EAR 
ENS § EME 


Let Ne. 1300-—Black Satin Pump with booted 
ornament, Saaecens hasumel une san heel. A 

B and C wi ee | 
het Be, (201 same style, “M/s ‘covered 








Let Ne. p-aums style, black velvet, ug 
spiked heel, A, B and C widths 
















Let Ne. 4350—Patent leather, six-eyelet cut-out Oxford, silk Let 
tassel lace, 17/8 spiked heel, AA, A, B, C widthw............ $4.85 blo 
Let Ne. 4851—Same style, 13/8 military covered, A, B, C wid 
poo | Ainigeerepifittiiaganenasiaiiliniesmnanginninainempenennmniegiutiil $4.65 Let 
Let Ne. Black Satin Gore Pump, pette ornament, Let 4852—-Same style, mete ut brown satin, chestnut kid A, 
gray kid fines, 13/8 military covered, B C widths....$3.50 — TT} spiked ved AA, and C widths .. a= 4.85 Let 
Let Ne. 240!—Same style, 16/8 ented heel, s and C Ne. 4353—Same velvet, potent leather trim, ish 
a?) nia saseeens 385 itis spiked heel, AA, A. dX eaendinemel $4.85 
tet 2402—Same style, black v Ivet ith atin r- 
ter, 13/8 covered military, B and C wid ase H's0 
Let 
Let Ne. 3397—Black velvet quarter and cut- 
vamp with black satin front strap, white 14/1 
pm Nine. 16/8 one —_ Aa. A. B wid 
io. 3398—Same style, ”" - 
Lot Ne. 3392—Patent leather two- - rect heel Ae Pra vr, 8s Let 
strap, white kid lining, +} 
military covered, AA. A, B and Ne. 3395—Same style, all over black rod cove 
C wid Pace $4.65 ivory rid, lining, 13/8 military covered. Let 
Lot Ne. 3393—Same style, 16/8 AA, 4, B, C widths... . $4.85 blac 
spiked heel, AA, “2. Bal Me, 8986-~same style, all over black com, A, | 
ee Shee spiked heel, AA, A, 


IMMEDIATE DELIVERY FROM STOCK 
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F} EARLY FALL STYLES 


at Popular Prices 


OE COMPANY | 


WELLS ST. | 
ILLINOIS 












oD eo “nine, "IOS oe covered 
a ~ 83.85 














Let Ne. 2210—Black Satin Pump with ornament, 
be ~ kid lining, 16/8 spiked heel, AA, A, B, ¢ 


cat a $08 ¢—Geme style, 14/8 covered Cte heel, 
Let, Ne, $010 —Biack Satin Pum 
re widths ~~ $8.78 - blonde kid lining, 16/8 spiked eel 3 Bad 


a 


Let iy 2212—Same ‘style, patent leather. MAB hk 
ish heel, AA, A, B and-C width 

















" 900¢—Same style, Diack velvet, 19/8 miliary 
Saas and C widths... 










Let Ne. 1702—Black Satin One-Strap, 
cut-out on quarter, white kid lining, 
ue military covered, AA, A, Cc 


Let Ne. 1065—Bla Velvet One-strap, 
9 silk gimp sitehing, 16/8 spiked 
. B, C and D widths ........... $2.75 





Let r Le as 7 style, black velvet 
Ne. 
ise" military covered, B, C 


Let yy Senseo syle, ae/e military 
covered, A, B, C widths $4.25 


1062—Same style, black satin, 
os *& D 





ta 1063—Same style, 3/8 spiked 
heel, B, C and D widths... $2.75 
Ne. 1064—Same style Patent “Leather, 13/8 
military covered, B, C and D widths $3.15 
Let Ne. 1066—Same style, chestnut brown 
velvet, 16/8 spiked heel, B, C and D 
widths ........... $2.75 


Let Ne. 1704—Sa me, style, atent 1 leather, 
we 1! silk as. ave iked hee! 


Let Ne. "1705 tame ye as ‘mil 
covered, AA, A, B, C widths miliary 





IMMEDIATE DELIVERY FROM STOCK 
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Armstrong Box “Makes Life’s Walk Easier”’ 


HE Lewis A. Crossett Company, with fac- 

tories at North Abington, Mass., and 
Augusta, Maine, place special emphasis on the 
comfort men may expect from Crossett Shoes. 
They “Make Life’s Walk Easy.” 


This company is using Armstrong Cork Box 
Toes in many of its most popular lines because 
the Armstrong Box is a flexible box. And be- 
cause it is made of cork, that flexibility remains 


Armstrong Cork Company . Shoe 


in spite of moisture, heat, or pressure on the toe 
itself. 


Several hundred of the better shoe manu- 
facturers of this country are using the Arm- 
strong Cork Box Toe in their shoes. You can 
easily order your new lines equipped with 
this comfortable, style preserving toe. A card 
to any one of the Armstrong branch offices will 
bring you a list of makers in your vicinity. 


Products Division . Lancaster, Pa. 


Branch Offices 
197 South St., 50 ChurchSt. 408 North Third St., 1017 Broadway, 320 West RandolphSt., 204 South Third $t., 


Boston, Mass. New York City Philadelphia, Pa. 





Circle 





Cincinnati, Ohio 


Chicago, Ill. St. Louis, Me. 


Armstrong 
Cork Box Toe 


B 2% 
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W } 
\ \y NY } 
z Stock No. 016-B—«Mr. At- if 
= las” Last. Special golf oxford. 
> Made of best Tan Elk, with 
= special saddle and vamp over- 
ZZ lay. Kumbac toe box. Brass eye- 
ih lets. Heavy braided laces. Special i 
Red Country Club golf sole and 
, heel. C and D widths. 
— 
y $4.80 
J 
E ““Baby”’ Gol : 
E A “Baby”’ for Golf! : 
Va i 
FoR the thousands of golfers who replace their old shoes with new ones for the = 
Ye week-end and big fall tournaments, this Bates model is a real “baby”! All . WA 
this year it has been a “riot” in Bates dealers’ stores. \ 


And why not? It’s built on a real golf last—snug in the arch and moderately 
broad in the soft-toe forepart. The vamp has the latest accepted vamp-and-saddle 
overlay. The sole and heel are the famous “Red Country Club” construction. The 
leather in the uppers is the best Tan Elk. 









WE 


co 
“AN 


Note its general get-up—and its price. Because of its great popularity we carry 
it constantly in stock, and can fill in all sizes and widths on quick order. 


We have free newspaper cuts for most In-Stock Styles. 
Send for latest edition of Bates Portfolio of In-Stock Shoes. 


A. J. BATES COQ. 


MASSACHUSETTS 
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: 
London Ba a 

i g Collegiates - 
|| Our Latest Speedster | cave us this idea. ts the E 
3 top speed in hot style. = 
BS Give it a whirl in your store ze 
and watch it go. is 

| 


Samples prepaid 
Ask for fall circular 





i] 


DELIVERY 
AUGUST 20th 








No. 774 Yellowstone Light Tan Calf 
No. 775 Black Calf 


Balloon (131) Last; Soft Toe; Plump Sole; 
Storm Welt; Rubber Heels; 


B, C, D; 5% to 10 
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(S VELOURS CALF 


Reg. U.S.A. 








A calfskin of smooth finish 
in a medium shade of 
brown. Adopted for Fall 
footwear by manufacturers 
of high grade men’s and 























women s shoes because of 
its distinctive shade and 
exceptional durability. 


Sample cuttings 
upon request 


This is a : 
Calf Year pay 


Made in Milwaukee 
Sold all over the World 
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Cat B 


GLASS FIXTURES vite 


are recognized by a large element of good merchants as being the most 
effective for the display of shoes, being unobtrusive, neutral and - 
highly interchangeable. Trim No. A is made through the use of pedes- 
tals No. D and plates No. B (of the latter our catalog shows a great 
variety). Pedestals No. D are 6, 9, 12 and 15 inches high, and are very 
substantial. Plate glasses have beveled and polished edges. 


ASK FOR OUR CATALOG NO. 18 
Which Shows These Glass Fixtures in Large Variety 














WOOD FIXTURES ey 


We have them in a large variety of beautiful designs— 
all high class and fully guaranteed against warping and 
blistering. All connections are of metal and unbreakable. 


THREE COMPLETE LINES IN-STOCK FOR AT-ONCE DELIVERY 





WRITE FOR COMPLETE WOOD CATALOG NO. 22 


ASK FOR SAMPLES OF IMMEDIATE DELIVERY WINDOW 
VALANCES, PLUSHES AND SUN-FAST LIGHT WEIGHT 
DRAPING FABRICS 
Quality—Service—Courtesy 
Visit Our Chicago or New York Show Room 


NEW YORK SHOW ROOM THE HECHT FIXTURE co. 


16 West 3ist St. DEPT. 12 
Between Broadway and Sth Ave. 
Medinah Building, Wells St. and Jackson Bivd., Chicago, Il. 
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Did You 
See 


This Ad? 








You doubtless read it in your 
daily paper, but do you realize 
that copies of it went to all shoe 
manufacturers, shoe jobbers, travelling shoe salesmen, high class retailers, 
repairers in many cities, golf clubs, golf professionals, sporting goods dealers 
and thousands more sent out to special lists and upon request? 

The appearance of an advertisement in the daily paper or The Saturday 
Evening Post is but the starting pistol for a thorough campaign to have the 
message reach every factor that can aid in spreading broadcast the fact that 


Nothing takes the place of 


LEATHER 


AMERICAN LEATHER PRODUCERS, Inc. 
ONE MADISON AVENUE, NEW YORK, N. Y. 
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My Best Bets Fo 
Immediate 


Flexi! Mc . French Corded Side Steel S 7000—Patent, 13/8 Block Heel 
= Buckle . 7001 —Patent, 15/8 F. B. Spike Heel 


4958—Black Satin, 14/8 Block Heel, B and C. 













































































Flexible McKay High Grade McKay, French Corded, ’ 
5050—Patent Leather, 13/8 Cuban Heel, 9200—Black Satin, Vamp Embroidered in Read 
“Wingfoot” Top-Lift. C wide only. Black Silk. 15/8 Spike Heel, seee— ovens, 14°0 Phock Het. us 
. 9201—Same, with 14/8 Block Heel. 9015—Patent, 10/8 Block Heel. 
A, Band C 9017—Black Satin, 10/8 Block Heel. 


$3.50 ° $4.25 $4.50. 


HE dealer who is acting in terms of “seasons” is a back number—for there are no 

such things in modern shoe merchandising. It’s a case of having shoes coming in 

frequently, if you are desirous of the distinction of being, the style leader in your 
community. 

And there’s no need to depend entirely upon your own judgment—for my twenty- 
five years’ experience and contact with the leading style-selectors of the country gives 
me a keen appreciation of what is most salable in style shoes. 

Each shoe offered must bear the test of my experience, and because I deal with re- 
putable manufacturers only, the shoes you buy from Merchants Shoe Co., are doubly 
profitable. 


—- 


Jivasy am ern 
MERCHANTS SHOE CO. 
Womens Shoes of Consistent Styles uality 


Ss 57 Lincoln Street, Boston,Mass. 





: eS 7002—Patent, 9/8 Covered Heel ....B and G 
Seer — Block Yeiret, 16/8 Bock Heel, B aad € SS 7003 —Black Satin, 13/8 Block Heei, B and G 


7004—Black Satin, 15/8 F. B. Spike Heel, C- 

$593—Bovene, 14/6 Block 5 € 7005—Black Satin, 9/8 Covered Heel, B and C- 
4 y ; === 7006—Black Velvet, 13/8 Block Heel, B and C. 

7007 —Black Velvet 9 8 Covered Heel, B and C. 


High Grade McKay, French Corded, Kid 
Lining 
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Coaxing the New Customer 


A very wise retail shoe merchant recently remarked to us: 
Th N “TI am not so much interested in making sales as I am in making 
e ew customers.”’ 
Green Book If you can get a woman to buy once in your store, you have a 
PRE TE very good chance of getting her to come back again and again for 
tains a wealth of new ous: future purchases. That’s where your profit lies. 
gestions and trade helps to Perhaps she has been going to another store for a particular line 
ascist Sake ea of shoes you do not handle. Your best chance of getting her into 
ooo ae _- i your store is not by showing your competitive line, but by catch- 
gure to cond you a copy. ing her fancy on another side entirely. 

Daniel Green smart styles, attractive colors, and distinctive 
patterns make a powerful attraction for the woman whom you 
seldom see because she makes a habit of going elsewhere for her 
shoes. 

Right now—while vacation interest is at its height—give 
special attention to your stock of Daniel Green Comfys. It will 
mean new customers and added profits, if you act promptly. 


DANIEL GREEN FELT SHOE CO. 


General Office 
DOLGEVILLE NEW YORK 


Sales Offices 
10 East 43rd Street 10 High Street 189 West Madison Street 


New York City Boston, Mass. Chicago, Ill. 
nx “ gq 


When writing to advertisers please mention Boot AND Snor Recorper 
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(rossett Style—Quality Persontfied 


IN-STOCK NO. 3029— 
(telegraphic code RAY) 
Light Tan Calf (Gallun’s 
55 Mandarin), Rubber 
Heel, Haig last. 








Ae hae 


<a eeatbiaaliOr = a, 


ee ee 


ies? makes a customer think of your store as my store? 
Courtesy, friendly interest in his satisfaction, completeness 
of service—all these things contribute to make loyal customers— 
but above all this stands MERCHANDISE of UNVARIABLE 
VALUE. 
It's in this last respect that CROSSETT Shoes, with their back- 
ground of: forty years unchanged quality, supply the surest possible 
answer to ‘‘How shall I make him think of my store as his store?”’ 


2 a aa 


The Crossett salesman in your territory will 
receive with pleasure your invitation to call 
and submit our merchandising plan. 


LEWIS A. CROSSETT -COMPANY 
North Abington, Mass. 


GR OS Sa 571 


QUALITY SHOE MAKERS FOR 40 YEARS 
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THE GREAT NATIONAL SHOE WEEKLY 
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1882 
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What Is-the Right Mark-Up 
for Profit? 





than last year, and making more money.” 

A retail shoe merchant from a small mid-western 
city said this to a BOOT AND SHOE RECORDER editor at 
the recent Style Show and Exposition in Boston. 
Pressed for an explanation of this seeming paradox, 
this merchant went on to say: 


One Merchant’s Problem 


“T am in a small town and do a moderate business. I 
was making a little money, about $1,500 on $55,000 
sales. It didn’t seem to me that was enough, consider- 
ing the service I was rendering the community. I was 
giving them good merchandise, the best the market 
afforded—and I know the markets well, with over 
twenty years’ experience. I had an excellent location, 


‘| AM now doing less business in dollars and cents 


easily accessible to the people, and the store was neat, 
attractive and well organized for its purpose. 

“Furthermore, I couldn’t bring myself to believe 
that the people of my community would object to me 
making a respectable profit. I was a taxpayer, my chil- 
dren were in the public schools. I helped support the 
churches and charities, I belonged to the Rotary Club, 
the Chamber of Commerce, two fraternal orders and 
in general was what is termed ‘a good citizen.’ 


And How He Solved It 


“The people patronized my business in good shape; 
I couldn’t find any fault on that score. So I concluded 
that if I were not making the right profit, nobody 
was to blame but myself. The answer was found in 
only one thing—my mark-up must be higher. I did just 























84 BOOT AND SHOE RECORDER 


this thing and it worked out very nicely. I did some- 
what less business, but I made more money. And I 
believe that in due time the loss in volume will be made 
up and my profits will be even better. 

“It is easy to decide to get more money for one’s 
goods. It isn’t so easy to put this decision into effect. 
One never can tell in advance just what the reaction 
will be. That’s a gamble that must be taken, but. after 
all it gets down to a question of right or wrong, and 
in the long run the people will be reasonable in their 
judgment, and entirely willing to pay a just price. 


Less Business—More Profit 


“A well-established business that has earned and 
held the confidence of the people of its community has 
a better chance to do this than an enterprise that 
hasn’t yet won the good will and confidence of its 
clientage. I did have that 
good advantage—the people 
had long known me, re-_ 
spected me, and believed in 
me, and the great majority 
felt that I was doing the 
right thing. I expected a 
twenty per cent loss of busi- 
ness, and by luck or other- 
wise, that’s just about what 
happened the first year, 
although in entire fairness I 
must say that business in 
general was off quite a bit in 
my town. In all probability 
I would have had at least a 
ten per cent loss, possibly 
more, even if I had not in- 
creased my mark-up. The 
first six months of 1925 seem to justify that view, for 
business out our way has picked up somewhat, and if 
the last six months hold up, I’ll be back in the figures 
of 1923, with corresponding increase in profit, due to 
the better prices I am getting for my merchandise. 


safe to go. 


How It Looks in Figures 


“My previous mark-up was 331-3 per cent on net 
costs. Roughly it worked out in 1923 as follows: 
Sales mt . $55,000.00 


Cost of goods 41,250.00 
Mark-Up 13,750.00 
Overhead é. 8,500.00 
RR pt tile ites sapnaceenstiaesh. 


In 1924 with a 40 per cent mark-up these are the 
approximate figures: 


Sales .. ates cesecesssececceceee 940,000.00 
Cost of goods 32,000.00 
Mark-Up 13,000.00 
Overhead 8,500.00 

4,500.00 


“Thus I increased my profit nearly 50 per cent on 
$10,000, or 18 per cent less business. This year I am 
working out another little kink that has some addi- 
tional money in it. I refer to discounts. I found out 


A Few Things to Think About in 
Determining Proper 
Mark-Up 
@ Average selling price. maintained by 

competitor handling same grades. 
@ Limit of price beyond which it is not 


@ Cost of doing business—is it high or as 
low as you can safely get it. 
@ The condition of your stock—is it 


clean and able to stand an increased 
mark-up or vice versa. 
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how to do that by reading an article in the BooT AND 
SHOE RECORDER and later by talking it over with a 
fellow merchant in our ‘big town’ fifty miles away. 


Discounts Added to Profit 


“Formerly I figured my merchandise costs net and 
made my mark-up accordingly. Now I do no such 
thing. I have been in position to take every discount 
offered; sometimes I did so, and sometimes not—it 
all depended on how my cash account stood. I soon 
‘got wise’ to the discount game—and I found that 
manufacturers and jobbers were really anxious to have 
me take my discounts. 

“I instructed my bookkeeper to open a special ‘Dis- 
count’ account in the ledger, and every month I have 
a snug little sum to add to the store earnings from 
that source, besides the earned increment due to fig- 
uring my mark-up from the 
gross figures of the invoices 
and not from the net as I did 
before: 

Borrowing Money to Make 
Money 

“Incidentally I found out 
just what banks are for—to 
use, and not merely to put 
money in. For fifteen years 
I had prided myself on never 
borrowing a dollar. Fre- 
quently I’d let the manufac- 
turer or jobber wait an extra 
thirty or even sixty days, 
knowing that I could get 
away with it, because I was 
‘good’ for my bills. Now, I 
know that manufacturers and jobbers have little favors 
tc pass out to the dealer who takes his discount, for 
they too, have their problems of payroll, bills to pay 
and other needs for cash, in the same proportion that 
I do. In this way I found out that a bank was glad 
to let me have money to take my discounts with. I pay 
the bank as low as four and one-half per cent, never 
more than six per cent, and use the money to take 
from two per cent to five per cent discount for ten 
days or thirty—and I don’t know any better way to 
make money than that—borrow money at say one-half 
per cent a month, and earn from two per cent to five 
per cent with it. It was an agreeable surprise to me to 
know that my bank didn’t look upon these transactions 
as any special favor to me, but as good, straight busi- 
ness. 


Rather an interesting story, isn’t it? Yet wholly 
simple and straightforward. We do not assume, of 
course, that in a brief interview all the many details 
involved in the change could be brought out, but the 
high spots were covered, and the results speak for 
themselves. 

It is not to be supposed, either, that every retail 
shoe merchant could do just what this gentleman has 
done, for conditions vary everywhere. Given a similar 
foundation and similar circumstances, the result would 
not be very different. The merchant who feels that his 

(Continued on page 47) 
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| The Story of a Store Doing a Million 





* 
. Dollar B 
OUar DUSINESS 
t 
t By HARRY R. TERHUNE 
‘ Field Editor, Boor anv Saxon Recorper 
. 
HIS story is written for the benefit of those re- Building Up to the Million Mark 
' tail shoe salesmen who say there is no chance © Many men would have been satisfied with the spec- 
' - to. get ahead today. It is the real story of an tacular rise from bundle boy to boss, but this, for 
‘ achievement that is typical of American opportunity, Bates, was only the beginning. Within a year his busi- 
’ and the way that Mr. Bates seized the opportunity ness grew too big for the little store, so he moved up 
; shows that the age of miracles is not past. It shows the street to his present location. Finally, in 1904, he 
; how a man, through his own personality, was able to incorporated his business under the name of the Home 
i pick out the right idea and follow it through. Trade Show Store. This year the sales will run close 
In 1882, Edmund C. Bates, then eleven years old, to one million dollars, which is some record to achieve 
arrived in Minneapolis, looking for a job, but the de- jn thirty-one years. 
mand for eleven-year-old boys seemed always one less Approximately 500,000 pairs of footwear of all kinds 
than the supply. His first real job was that of bundle will be sold in the store this year, or enough to supply 
t boy in the shoe store of C. A. Heffelfinger. On an im- each man, woman and child in Minneapolis with a pair. 
‘ pressive salary of $2.50 a week the youngster managed Today this store is probably the largest shoe store in 
t to live, and even to send a few dollars home now and _ the Northwest. 
then. 
, Real Values—Real Business | 
d Opened First Store in 1894 No special cut price sales are responsible for the 
: At length he attained the exalted position of a full- tremendous volume of business done, but a consistent 
7 fledged shoe salesman. Now young Bates felt that policy of giving real values, has made people “build ’ 
| things were coming his way. He worked even harder a beaten path to his door.” 
‘ as a salesman than as a bundle boy, and began to get Mr. Bates buys his shoes at the lowest possible cash 
. a first-hand knowledge of shoes and human nature. He price, and then sells them for cash, and on account of 
[ felt that shoes were worthy of more consideration the great volume, is able to give good values. In fact, | 
than had been given : ? at certain times he is 
’ them. He wanted to 500,000 — will unable, even with his 
. leave this store this : 
, have a store of his year highly efficient or- 
, own, where he could F ganization, to handle 
: put some of his own the huge crowds that 
ideas into practice. flock to the store. ( 
. Then came a proud Seventy-Five Regular \ 
' day in October, 1894, Employees | 
‘ when the name of Th 4 
ere are seventy- 
) Bates appeared over five employees on the 
7 the door of a little 
regular payroll, and 
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store on Nicollet ave- 
nue, Minneapolis. 
This was a shop 
about twenty feet 
wide and forty feet 
in depth, with a stock ¥ 
worth about a thou- ie 
sand dollars. Pre- 
vious to opening this 
store he had borrowed 
three hundred dollars 
from a friend and had 
two hundred dollars 
of his own savings, 
so was able to secure 
enough stock to start 
with. 










between twenty - five 
and thirty more are 
added on Saturdays 
and rush seasons. 
Every year a substan- 
tial bonus, based on 
the profits of the 
store, is paid to all 
employees. Free life 
insurance policies are 
carried for every per- 
son, and vacations 
and store hours make 
employment so desir- 
able that it is consid- 
ered a privilege to 
work at the Home 
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Trade. About 75 per cent of the present force has company, the man in charge of all office work and of 

been in the employ of Mr. Bates from five to fifteen the finances. Through a system that Mr. Wieseke has 

years. A number of the men in responsible positions installed, the management knows by ten o’clock every 

have worked up from the bottom. morning the exact condition of the business, how much 
One of these is O. E. Wieseke, the secretary of the (Continued on page 48) 
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NEXT WEEK’S ISSUE 


How Will Knight Remodeled His Portland, 
Ore., Store and Increased His Men’s 
Business 10%, Women’s 25% 


A thoroughly practical detailed description of the 
remodeling and an explanation of the things Mr. 
Knight does to make his splendid retail business big- 
ger and better. Every retail shoe man should read this 
great article—ideas beget ideas; maybe you can apply 
some of them to your business. Read this in neat 
week’s BOOT AND SHOE RECORDER. 








“To Move or Not to Move?”— How the 


Customers Decided This Question 


E. W. Olds and E. P. Semsch own the Moss Shoe Co. 
retail store, in La Crosse, Wis. It is a 46-year-old 
house, owned .by young progressive merchants, who 
were debating the question of moving—they decided 
to let the people vote on it. What the result was and 
many other interesting practical facts about this busi- 
ness—in next week’s issue. 


* * * * 


The“Average Customer” Writes to This Paper 


He tells us just what his ideas are concerning “The 
Merchant from Whom I Like to Buy My Shoes.” Good 
stuff this, right from the boss of us all—the customer. 
You’ll find it in next week’s edition. 


* * * * 

In the August 8th issue, next week, you will find a 
summary of the trade news and markets, and opinions 
on styles and trends—collected by our representatives 
in all sections of the country and abroad; for your 
information and use, in aiding you “IN GETTING 
MORE SHOES SOLD RIGHT”—and at a profit. 
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We Need to Know More— 
Statistically 


HE prevailing impression of the majority of 

the shoe industry—that consumption of shoes 
can be increased to sustain the existing capacity 
to produce—is without practical basis. 

The purchasing power of the public is now 
greater than it has ever been in the past, but it 
does not support more than 50 per cent of the pro- 
ducing capacity. 

There is.no economic ground for expecting per 
capita expenditure for shoes to increase. The 
growth of population is 1.5 per cent per year. On 
that basis it would require the growth of a quarter 
century to provide the demand to support the pres- 
ent industry. 


No fortuitous circumstance can arise to relieve 
the industry of the necessity of adjustment to an 
economic condition that it cannot control. 

_ If the industry were left to itself it would go 
through a process of deflation from which the 
most capable and the strongest would emerge with 
capacity and market approximately balanced. 

However, the industry is not self-contained and 
independent of outside economic influences and it 
would not find an undisturbed distribution situa- 
tion waiting for it to determine its own policies. 

Economic necessity demands the elimination of 
waste in the production and distribution of shoes 
as the only source from which the industry may 
hope to secure the profits with which to sustain 
itself. 

The elimination of waste can never result from 
the independent actions of individuals, without 
knowledge of actual conditions. 

At present each individual bases his opinion of 
what general conditions are upon his own experi- 
ence. No two having the same experience, it is 
natural that each individual assumes a general 
condition different from all others. The effect is 
to create a purely imaginary industrial condition 
entirely unrelated to facts. 

It is upon that basis that the shoe industry 
now operates. 





Does the Chiropodist Work 
With You? 


HE professional side of store service needs 

attention. There are more people with foot 
trouble, and be the cause less walking or too high 
living, the fact remains that every store is sens- 
ing the necessity of better professional service, 
either within the store or from some expert in the 
city or town. 

Right in line with the vigorous necessity of 
making a greater study of feet comes a National 
Convention of Chiropodists in Boston, August 
first. Do we realize that there are approximately 
12,000 specialists dealing with abnormalities of 
the feet? The chiropodists and foot specialists of 
this country are rendering a service to mankind 
comparable with the work of the occulist and den- 
tist. The growth and development of chiropody in 
the last five years has been one of the most re- 
markable features of shoe store service. 

A RECORDER editorial on the registration of 
shoe store clerks brought to us a remarkable let- 
ter from Dr. C. F. Schmidtmann of Omaha, Ne- 
braska, and coming as it does at so opportune a 
time we give it editorial emphasis because it war- 
rants it. Here it is: 

“A good bet the shoe men are missing. After 
observation taken in some of the best shoe stores 
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from coast to coast, and from border to border 
and after thirteen years at the feet of the public, 
as a clerk, shoe salesman, shoe-fitter and chiropo- 
dist, I have concluded that there is no more pleas- 
ure in selling shoes without a definite purpose, 
than there is in listening to music without a tune. 

“Daily, patients come to me with scowling faces, 
troubled hearts and aching feet. The fundamental 
reason: some shoe clerk wanted to sell a spiff. 
True, broken lots must be disposed of; but why at 
the expense of the store and the public? 

“Each year thousands of dollars are spent for 
advertising, spreading the cement of good-will, 
almost begging the public to come in and try on 
our shoes, and each year millions of dollars are 
lost by inefficient clerks, misfitting and misrepre- 
senting the shoes of the store. 

“If shoe fitters were forced to register, more 
conscientious effort would be applied to their 
work, a keen personal interest would be taken in 
each customer, and a foundation would be laid for 
the building of a following that would be worth 
while, both to the fitted and to the store. 

“The best advertising is mouth to mouth; to 
have Mrs. Doe tell Mrs. Scheckel about the per- 
sonal interest taken in Mr. Shoeman’s store, 
where the fitter, Mr. Bill, really takes a personal 
interest, and really tries to fit our feet. 

“Mr. Bill, in his efforts, does more for his store 
than all the daily gazettes in the country, because 
he has inspired and gained the confidence of the 
community, and a business built on confidence and 
fair dealing is like the house of old that was built 
upon the rock. 

“How many shoe men realize the possibility of 
co-operation with the chiropodist (a specialist 
treating abnormalities of feet) who has made a 
scientific study of feet and foot comfort? 

“Do they realize that when a patient comes to 
his office, who has on a pair of shoes that is caus- 
ing the trouble, that the chiropodist immediately 
orders the shoes discarded and sees that they are 


_ replaced by shoes that fit? Do they realize that 


very often two pairs of shoes are ordered so that 
the feet may be rested, and the lining given a 
chance to dry in the daily change? 

“Do the shoemen and factories realize that 
there are approximately twelve thousand spe- 
cialists dealing with abnormalities of the feet and 
are constantly causing patients to buy different 
shoes? 

“Suppose each one of these men, for example, 
caused the sale of three pairs of shoes a day: 
that would be thirty-six thousand pairs a day, 
and for three hundred selling days would be ten 
million, eight hundred thousand pairs per year. 
It sort of looks like the retail store and the fac- 
tory were sitting in wheat fields starving for want 
of bread. 
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“Put one of your pet comfort lasts under your 
arm, go and make ‘the acquaintance of your 
chiropodist and orthopedic surgeons, gain their 
good will, learn what they are doing for the pub- 
lic and how they can squelch a knock given the 
shoe store by the patient, and how ‘they could, 
through suggestion of the second pair, help you 
to make many more sales for the year.” 





Make Stores More Attractive 
For ‘“‘Shopping”’ 


HE “shopping instinct” is increasing. There 

is evidence that both women and men get 
pleasure out of buying in stores. We will see a 
national improvement in shoe stores, making 
them more attractive to the shopper. We have 
no patience with the critic who stands in the way 
of progress when he says, “The way they are 
dolling up the shoe stores in this country it is 
evident that the merchant has got to ask more for 
his shoes and the customer is paying twice the 
factory cost for frills.” 

Let us not forget that stores are the outward 
symbol of civilization and the index of better 
standards of living. If part of the joy of living is 
shopping, let’s increase that commendable trait, 
for by so doing we decrease the uneconomic dis- 
tribution of shoes by way of the door-bell ringer 
and methods that do not encourage a customer 
bringing his or her feet into the store for the 
added service given. The shoe industry as a com- 
petitive craft cannot exist without stores and bet- 
ter stores, because more shoes are bought through 
the example of style and the ambitions of people 
to possess things. 

We see nationally an improvement in the aver- 
age shoe store. It is a better place to work in, an 
infinitely better place to shop in, and ultimately 
it will be a better place to make a profit in. It is 
only by "ringing the bell of the cash register” 
that the traveling salesman gets his return, the 
shoe manufacturer his profit, the tanner his small 
bit and every worker in proportion. 





We might say with some degree of pride in our 
foresight, the RECORDER has been developing 


' a circulation scope in towns and cities which show 


signs of business increase. When a business is 
growing, every effort and stimulus is to its greater 
growth. Our service, therefore, acts as pace-maker 
to the small store and is neck-and-neck with the 
speed of the biggest stores. Isn’t this a good and 
worth-while reason for every merchant to train 
with the leader, and to get that national inspira- 
tion that the RECORDER gives? 
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On this page, reading almost 
any way you want to, we see a 
trio of bulwarks. There’s the 
Federal Reserve Bank in Chi- 
cago—business bulwark. Point- 
ing at it, apparently wrapt in 
admiration, is Bobby Jones, bul- 
wark of golf, and his equally 
“bulwarkish” companion, Walter 
Hagen. At the bottom, reminis- 
cent of the Boston Style Show, 
’ we show two good looking 
THT fy lh ities booths, displaying ornaments and 
leather. 
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News Pictorial 
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Every time we say anything = Pir. ‘ MILLER — 

about Paris shoes, we get in wrong. > AUTIFUL SHOES 
So we shall confine our comment on 5 Hi " Wah \ 
the young lady below to a mere ly ih Wh \\ 4 
mention of the fact that she’s an ‘Fi ‘4 
American girl, Marie Bendalari, anne 
making shoes in that awful city. 
The other pictures speak for them- 
selves. The Sorensen Shoe Store 
was recently opened in St. Paul (a 
photo of the front and a close-up of 
one window). 
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Early Autumn to See 





interest to retail shoe merchants. Particularly notable is the number of so-called ‘‘market 


{ fall approaches, a number of trade gatherings are appearing on the schedule of events of 


weeks’’ for which preparations are being made in buying centers in various parts of the country 

from the Atlantic seaboard to the Pacific coast. Two important conventions also are scheduled—that 

of the Wisconsin State Shoe Retailers’ Association, to be held August 11 and 12 and that of the New 

York State Retailers’ Association, to be held September 14 and 15. The St. Louis Fashion Pageant, 
which opens August 4, is dealt with more in detail elsewhere in this issue. 


Elaborate Plans Made for Lynchburg’s 


Market Week 


YNCHBURG, VA., July 29—Annual Buyers’ 

Week, sponsored by the Manufacturers’ and Whole- 
salers’ Association of Lynchburg, opens next Monday. 
Already merchants are appearing in town in sufficient 
numbers to justify the effort which has been put into 
preparing for them. Officials of the Craddock-Terry 
Co., the largest factor in the association, are particu- 
larly optimistic. 

As in most projects of this kind, a method of re- 
funding railroad fares has been worked out. Round 
trip fares up to 150 miles are refunded on purchases 
of $500; up to 250 miles on purchases of $1000; and 
over 250 miles on purchases of $1500. 

An interesting feature of the week will be the educa- 
tional and entertainment features. Each morning there 
will be a talk on some phase of merchandising by a 
representative of the Retail Merchants’ Institute of 
Chicago. These talks will be followed, on Friday, by 
an open forum. The entertainment features include 
an outing on Y. M. C. A. Island, a ball game in which 
several big league players will participate and an 
evening entertainment, the program of which is being 


kept secret. 
* * * * — 


Expect 4000 to Attend ’Frisco Market 
Week 


AN FRANCISCO, July 28—Four thousand retail 

merchants from every section of the United States 
west of Denver are expected to be in San Francisco 
August 24 to 29 for the seventh annual Market Week 
to be held by the San Francisco Manufacturers’ and 
Wholesalers’ Association. Crop and industrial reports 
being received from every section of San Francisco 
trade territory indicate plenty of money for fall buy- 
ing will be available, so the coming market week, mem- 
bers of the association believe, should be one of the 
most successful held since the inauguration of this 
annual event. 

Besides the showings of autumn and winter mer- 
chandise, the association is also planning noon-day 
luncheons, beach parties and dances for the visiting 
merchants. A fashion show, presented under the direc- 
tion of the San Francisco Federation of Apparel 


Manufacturers, will be a feature of the program for 
Thursday, August 27. Approximately 35 manufac- 
turers will be represented in the show, which will be 
held at the Palace Hotel. 

'  Qut-of-town buyers will be allowed fare refunds on 
the following basis: firms within 500 miles of San 
Francisco on shipments of market week purchases of 
$1000 or over; firms located within 500 to 1000 miles 
of San Francisco on shipments of purchases of $2000 
or over; firms located within 1000 to 1500 miles of San 
Francisco on shipments of $3000 or over. All textile 
lines, boots and shoes, household goods, notions, furs, 
millinery, leather, holiday goods, stationery and print- 
ing and office supplies are the broad classifications of 
the 58 lines represented in the Manufacturers’ and 
Wholesalers’ Association. 

* * * * * 


Atlanta to Hold Buyer’s Week 


Beginning August 17 
TLANTA, GA., July 27—The week of August 17 
has been designated by officials of the Atlanta 
Merchants’ and Manufacturers’ Association as the 
annual Fall Buyers’ Week to be held by the manufac- 
turers and jobbers of the city, and invitations are now 
being sent all of the retailers in the Southeast to visit 
the Atlanta markets during this period and take ad- 
vantage of the sales prices that the jobbing trades will 
offer. A particularly interesting program is being ar- 
ranged by the association for this year’s event, and 
special attention will be given to social entertainment 
for the visiting merchants while they are in the city. 
Also, it is stated, railroad fares will be refunded to 
all merchants during the event who make sufficiently 
large purchases. Shoe jobbers and manufacturers tak- 
ing part as members of the association include the 
J. K. Ort Shoe Co., the M. C. Kiser Shoe Co., the At- 
lanta branch of Rice & Hutchins, and Gramling, Spald- 
ing & Collinsworth, Inc. 


Tentative ak ae Complete for 
New York Convention 


OCHESTER, N. Y., July 27—Chairman William 
Pidgeon, Jr., of the general committee in charge 


of arrangements for the convention of the New York 
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State Shoe Retailers’ Association, to be held at the 
Powers Hotel here September 14 and 15, announced 
this week that the tentative program for the conven- 
tion has been completed and that John J. Baird, presi- 
dent of the National Shoe Retailers’ Association, has 
accepted an invitation from State President Mott B. 
Hughey to be a guest and speaker. 

Meyer Jacobstein, representative in Congress and 
noted economist, who is well acquainted with business 
problems through several years’ connection with the 
Rochester clothing industry, has accepted an invita- 
tion to speak at the opening session of the convention 
Monday on “Business and Government.” Congressman 
Jacobstein has made a special study of tax problems 
and is a strong advocate of the further reduction of 
federal taxes. He will explain, among other things, 
why the present rates of taxation are a handicap to 
business and how the average merchant will benefit 
from the tax reduction program which is now before 
Congress. 

Lots of Forum Discussions 


A. H. Geuting of Philadelphia, former president of 
the N. S. R. A. and one of the most successful retail 
merchants in the country, has conditionally accepted 
an invitation to address the Empire state merchants 
on “Practical Problems of Present Day Retailing.” 

George M. Spangler, manager of the N. S. R. A., will 
be in attendance during the two days of the conven- 
tion. Invitations have been sent to a number of promi- 
nent dealers and merchandising experts, who have 
not yet been heard from, but are expected to respond 
favorably. 

The program leaves plenty of opportunity for open 
forum discussions on com- 
ing.styles and on live retail 
problems. In addition plans 
are being made for an inter- 
esting program of entertain- 
ment. There will be an en- 
tertainment for the retail 
merchants, traveling sales- 
men and other trade mem- 
bers in the banquet hall of 
the Powers on Monday eve- 
ning, and on Tuesday after- 
noon and evening the mer- 
chants and ladies will be en- 
tertained at Newport, on 
Irondequoit Bay. Special en- 
tertainments for the ladies 
will include an automobile 
tour of Rochester parks and 
other places of interest and 
a theatre party. 

Both the Rochester Asso- 
ciation of Traveling Shoe 


to 21. 


3 to 8. 


to 29. 
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Summary of Trade Gatherings 
This Fall 


q@ St. Louis Fashion Pageant, August 4 


@ Lynchburg, Va., Market Week, August 


q@ Atlanta Market Week, August 17 to 21. 
@ San Francisco Market Week, August 24 


@ Wisconsin Convention, at Green Bay, 
Wis., August 11 and 12. 


@ New York State Convention, at Raches- 
ter, September 14 and 15. 





Many Trade Gatherings 


Salesmen and the Rochester Boot and Shoe Manufac- 
turers’ Association are co-operating in the plans for 
the entertainment of the visiting shoe men. President 
Frank X. Kelly of the manufacturers’ association has 
appointed a committee to assist President H. J. Van 
Arsdale of the local retailers’ association, Chairman 
Pidgeon and the committees of local dealers. The 
manufacturers’ representatives who will serve on this 
committee are Lester H. Reed, chairman; Wheeler D. 
Allen, Lambert Dunn, Enie Fink, J. Randolph Fox, 
Albert L. Williamson. 


* * * - * 


Wisconsin Merchants to Get Together 
August 11 


ILWAUKEE, July 26—Several features of un- 
usual interest have been planned for the annual 
convention of the Wisconsin State Shoe Retailers’ 
Association, which will be held in Green Bay, Wis., 
August 11 and 12, according to the program for the 
two-day meeting announced by Richard Sager of 
Green Bay, president of the association. Special efforts 
are being put forth by the committee to make the con- 
vention a big success and several hundred delegates 
from all parts of the state are expected to attend the 
meetings in the Northland ballroom. 

The morning session on Aug. 11 will be devoted to 
registration and conferences, while the opening ad- 
dress will be made in the afternoon by Judge Henry 
Graass. R. F. Malia, secretary of the Green Bay Asso- 
ciation of Commerce, will speak on the subject of 
“Store Appearance as a Capital Asset.” Reports will 
then be presented by President Sager and Secretary 
Harry Lucas of Milwaukee. 
The remainder of the after- 
noon will be devoted to a 
round-table discussion on 
“Misuse in Sales of Correc- 
tive Shoes,” led by Max Lau 
of Racine. Following an ad- 
dress on “Shoe Styles” by J. 
H. McGillan, the evening will 
be devoted to a shoe style 
show, at which various shoe 
manufacturers will be repre- 
sented by living models. The 
public is invited. 

Outstanding features of 
the Wednesday sessions in- 
clude an address by George 
M. Spangler, manager of the 
National Shoe Retailers’ As- 
sociation and round-table dis- 
cussion on “Shoe Store Prob- 
lems” led by Harry Balaban 
of Beloit. 
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The Foot Comfort Department as an Asset 
to the Shoe Store 


How to Develop a Form of Service Which Can Be Made to Yield 
a Very Substantial Profit 


By DR. JOSEPH E. WAHMAN 
Orthopedic Foot Specialist of the Emporium, St. Paul, Minn. 


comfort department, is the thing that will be 

stressed by the progressive shoe stores more and 
more as people come to realize the benefits that can 
be derived from this service. To the store that renders 
this aid will go the patronage of thousands. 

It has been estimated that between 70 and 80 per 
cent of the shoe-wearing public suffers from some 
form of foot trouble. It is, therefore, logical to assume 
that the proper place to correct foot ills, is the retail 
shoe store, as the shoe man comes more frequently in 
contact with the sufferers than any one else. 


A Very Profitable Service 

To relieve trouble and cause people to have happy 
feet is not only a trade builder, but a source of profit 
to the establishment. It also gives a certain amount 
of satisfaction to the one who rendered the service. 
Every shoe store should have at least one man on the 
floor who is competent to detect and suggest relief 
from foot ills. Shoe salesmen can be of great assist- 
ance in the successful operation of a shoe comfort 
department, as they come in direct touch with people 
who need help. For that reason, it is most important 
that the men on the floor should be able to detect at 
least the commoner forms of foot trouble, so that the 
customer may be referred to the one in charge of the 
corrective department. 


Particularly Important in Children’s Department 

The children’s department is one of the most valu- 
able, when it comes to building up a foot comfort serv- 
ice. It is surprising how many children suffer from 
foot ailments. These troubles may be due to a variety 
of reasons, but in almost every case the parent will 
gladly listen to reason, and act on any suggestion 
offered them by the foot expert, whether it be a differ- 
ent type of shoe or the building up of a shoe to accom- 
modate the foot in its normal position. The children’s 
department is one of the easiest in which to create 
good will, and that is what makes a store thrive. 


How to Develop this Department 

There are various ways of developing a foot comfort 
department, the first and most important is the sales- 
force on the floor. Another method that can be em- 
ployed with good results, is to have a working agree- 
ment with the physicians and chiropodists in your 
city. The average physician, unless he specializes on 
the foot, will not take the time or trouble to fit an 
appliance, if such is needed. Invariably he will send 


MOOT comfort through the medium of the foot 


the patient to some shoe store to buy the necessary 
appliance, which may, or may not, be correct. Most 
physicians would be only-too glad of the chance to 
be able to recommend some one, or some place in par- 
ticular where they could be sure of getting intelli- 
gent co-operation. 

This method not only brings prestige to the doctor 
and to the foot expert, but it also helps to elevate the 
tone of the store. 


Turning Complaints into Sales 
A great many complaints about the construction of 
shoes, from the wearer’s point of view, are in reality 
not the fault of the shoes, but rather the way the 
shoes are fitted, or the fact that the customer is sub- 
ject to some form of foot trouble, causing him to 
throw an undue pressure on parts of the shoe not 
intended to stand this strain. In many cases a properly 
fitted appliance will not only adjust the complaint, but 
also result in a sale to the store. 
The limits of a foot comfort department are with- 
out bound, and whichever way you look at it, is is an 
asset to the store and everyone concerned. 


Let’s Be Neighborly! 

At the right of Smith & Sullivan’s shoe store, in 
Mankato, Minn., is a drug store, while on the left is a 
jewelry store. As Smith & Sullivan control the block, 
an agreement was easily reached with their neighbors 
on both sides, whereby the three stores were prac- 
tically thrown into one, through the medium of a 
twelve-foot arch cut in both side partitions of the 
shoe store. Iron gates that are locked on each side 





‘ when they are closed at night, isolate each store. 


Customers go from store to store, especially during 
stormy or hot weather. Showcases are placed in the 
front of each store to attract the casual passersby. 


Use Letters to Make Quick Sales 


When a new shoe comes into the Devlin Shoe Store of 
Rochester, Minn., the management tries to visualize 
the customer who will appreciate that special model. 
Then a letter is written to that person, describing the 
new arrival. Mr. Devlin considers this one of the best 
means he knows of for attracting personal attention. 
This, of course, is in addition to the regular news- 
paper advertising. The volume of business of this store 
is on flash merchandise, so the greatest stress is laid 
on the style proposition. . 
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Making a 


Success by 
Filling a 


EVERAL things 
led Mr. Johnson 

to establish a store 
of this type in the 
community. First, 
Rochester has a 
much larger popu- 
lation than appears 
by the census fig- 
ures. The wonder- 
ful hospitals there, 
together with the 
sheer beauty of the 
town, causes the 
city to maintain a 
floating population 
of ten thousand 
persons, every day 
in the year. 

Second, the city 
has several good 
family shoe stores, also a high- 
grade store that specializes in hos- 
pital cases, so the only phase of the 
retail shoe business that was not 
well covered, was a typical feminine 
shoe parlor. An upstairs room was 
selected on account of its lower 
rent, and because when customers 
walk up a flight of stairs they gen- 
erally buy before leaving. 


With a shop of this kind, Mr. 
Johnson carries the living room, or 
home idea, to the point of receiving 
everyone who enters his place as 
his personal guest. He has found 
that good shoes at reasonable prices 
show up much better when shown 
in congenial surroundings. 


Need 


More than 
1,000 women 
visited this lit- 
tle shop, the 
business home 
of C.A. Johnson, 
of Rochester, 
Minn., the first 
three days it was 
opened. The at- 


mosphere is so 
charming that 


goods sell with- 
out any high- 
powered sales- 
manship. 
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An Unappreciated Friend—The 
Credit Man 


By A. T. WOODWARD 
Credit Manager, U.S. Shoe Co., and Chairman of the Boot 


and Shoe group of The National Association of 


the other executives in his organization is fre- 

quently misunderstood and undervalued. His 
department and himself are sometimes looked upon as 
a necessary evil. The salesmen of the organization 
and the customers, at times, take this same viewpoint 
concerning him. 

The real fact of the matter is, that the credit man, 
if he takes his work seriously and realizes his oppor- 
tunity for real, constructive trade building, is a very 
positive producer, as well as a safeguard. 


‘k= work of the credit man and his relation to 


The Foundation of Success 

Now let us look at the question from the retail mer- 
chant’s point of view. There is another comparison 
that we might make. I like to picture the credit stand- 
ing of the merchant as a bridge that leads to the land 
of success. In building his business in that land of 
success, this bridge is absolutely vital. It is his 
means of access to his supplies. It must be sound and 
in excellent repair, and always equal to the loads he 
will put upon it. The main span of this bridge is char- 
acter, and this must rest on two substantial piers. One 
of these is capital—the other is business capacity and 
ability. If any of these parts prove unequal to the 
load, then the bridge will collapse and our merchant 
will find himself engtlfed in the river of defeat and 
failure. 

In building and maintaining the bridge, he must 
have the aid of a competent and expert engineer. That 
is where I like to think the credit man can play his 
part. He is trained to judge with an unusual degree of 
accuracy, just how strong that bridge must be, and 
knows what is needed to strengthen it. Confidence is 
the keynote of its strength. 


How the Credit Man Can Help the Merchant 

When the credit man ships goods to a merchant he 
is paying him the finest compliment one man can pay 
another. He shows by that action that he considers 
the merchant worthy of his confidence—morally, men- 
tally and financially. The man who shows this confi- 
dence in him should be looked upon by the merchant as 
a real friend. One of the greatest curses in business 
today is the tendency to take this confidence, that 
creates credit, as a matter of course. Cheap credit is 
an evil the credit man must fight at all times. The 
merchant must be taught not only the value of 
his credit standing, but also how to build it and pro- 
tect it. 


How the Merchant Can Help the Credit Man 


He should be glad to co-operate with the credit man 
in every way. Would he go to his banker for a loan 


it Men 


without being prepared to give full details regarding 
his affairs? When his note matures at the bank, would 
he let it run past maturity without so much as saying 
“by your leave”? I am sure he would do neither of 
these things. Certainly he would receive little con- 
sideration from that banker if he did. Now why isn’t 
the credit man entitled to the same information and 
consideration as the banker? Loaning money is the 
banker’s business. He derives his profit from his loans. 
He is no more granting a favor when he loans the 
merchant money than is the credit man when he ships 
him merchandise. a 


How to Prevent Over Stocking 

In addition to teaching the merchant how to build 
and develop his credit, the credit man can offer some 
really sound and practical suggestions and help; show 
him where his business is weak. It is not hard to do 
this, when he gives you all the facts and figures per- 
taining to his affairs. I have found the figures of the 
Harvard Bureau of Business Research on shoe store 
expenses very valuable in this work. As a rule you will 
find the dealer glad to receive your advice and appre- 
ciative of it. There are so many ways help can be 
given that I have time to mention only the most 
important one. This type of retailer is almost in- 
variably overstocked, and does not seem to know how 
to overcome the difficulty. Work out a budget for him 
to follow in his purchasing, based on a proper per- 
centage of his last year’s sales. Also point out to him 
the folly of buying from conflicting lines. There is no 
surer way to accumulate broken lines and poor selling 
styles. The retailer must get back to lines. 





A new stunt for holding customer interest is being 
tried by the Arenz Shoe Co. of La Crosse, Wis. It is 
a bushel of fresh roasted peanuts dumped on a large 
table in the center of the store with a sign telling 
everyone to help himself. The idea came to Mr. Arenz 
in thinking back to the old days when in the country 
grocery stores the customers were privileged to help 
themselves to the contents of a tobacco box. 

During the ordinary business periods, there are 
plenty of salesmen to care for the customers’ wants, 
as in any well regulated establishment. In the rush 
times it is a different story (and there are many such 
periods here), so in thinking of some way to keep the 
customers quiet, and at the same time contented, 
the peanut idea was evolved. Folks wander all around 
the store, eating peanuts and buying shoes. Sometimes 
a party of friends will gather, take an empty shoe box 
for the shells, and have a regular party, then go 
around together buying shoes. 
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What Is the Right Mark-Up for Profit? 
(Continued from page 34) 
mark-up is too low for right profit must weigh every- 
thing in the balance. He will have to consider carefully 
all the local conditions; decide the limit of price be- 
yond which it will be suicide to go; analyze his cost 
of doing business and see if that is right or wrong; 
give an ear to competitive conditions, and the status 
of his stock. 
Mark-Up in Relation to Turnover 

This policy doesn’t in any way conflict with the 
principle of large turnover. Turnover is a question 
of ratio of average inventory to sales or vice versa. 
Turnover applies in principle equally to the $10,000 
store as well as to the $100,000 store, or larger. A 
dealer should figure out at what price he can produce 
the number of sales that will produce the greatest 
profit. To bring more customers into a store by cutting 
prices is of no avail, unless the profit is there. 

Nor is the question of mark-up all one-sided. We 
have known many instances where the mark-up was 
too high, and was reduced, to substantial advantage in 
increased business. That too, is just as much of a 
question as is the other, “To increase mark-up or to 
reduce mark-up, that is the question”—to paraphrase 
old Shakespeare. Only the merchant himself, on the 
local ground, can 
answer that ques- 
tion. 


Profit the Real 
Goal 

The whole goal is 
simple — which ever 
way the decision 
goes. PROFIT is the 
end, aim and neces- 
sity, by whatever 
route attained. 
Study, analysis, com- 
parison of store rec- 
ords, deep thought— 
these are the meas- 
uring sticks to bring 
to bear. 


The merchant who [. <2 srry mae ee 
ian | otis rf ie ' 


|: — . 


thinks that the ques- 
tion of mark-up will 
alone determine his 
success or failure, 
deludes himself, of 


Fae {anes 


pacity in manage- 
ment and service, 
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It i ‘ “There is nothing that takes any more time than selling 
= > a of baby shoes, especially to the mother of a first born. It is enough 
simple as that. Ca- to drive a man crazy,” says O. J. Benton, of Austin, Minn. 

In order to simplify the selling, Mr. Benton has devised a 
scheme of showing baby shoes. He has taken an ordinary shoe 


Then too, the modern merchant, large or small, re- 
fuses to bind himself to a hard and fast rule in any- 
thing having to do with so diverse and complex a 
proposition as shoe retailing. For instance, his regula- 
tion mark-up may be 40 per cent on the selling cost; 
but suppose he has a certain exclusive style or type 
of shoes in great demand—why should he not get an 
even larger mark-up to pay him for his wisdom, fore- 
sight—or luck—in anticipating the wishes of the peo- 
ple? Or the reverse: suppose he has guessed wrong on 
a style or type of shoe—he must be as ready to pay 
the price of his lack of wisdom, foresight—or luck— 
and sell out the line at less than the regulation mark- 
up. He -must, as a rule, be content to secure his true 
mark-up on the total of his business. 


The Importance of Store Location—and Its Relation 
to Mark-Up 


A smart store in an expensive location must have a 
larger mark-up than the store situated less expen- 
sively. People who patronize establishments with all 
the accoutrements of smart style, special service; ex- 
pensive equipment and the like features, must pay for 
that, just as they pay more for a dinner at a fashion- 
able hotel than for an equal amount of food in a one- 
arm lunch or modest restaurant. 

A store situated in a medium-expensive locality, or 

smaller city, estab- 


An oe Way to Sell me Shoes lishes its mark-up 


on the same prin- 
ciple; volume is 
usually the result of 
a combination of all 
the elements operat- 
ing in any given 
store. 


Other Ways of 

Making Good 

We know of many 
very fine, exclusive 
smart shoe shops 
that have a heavy 
mark-up and do a 
relatively small busi- 
ness — and make 
money. We know of 
stores similarly sit- 
uated that have a 
comparatively mod- 
erate mark-up, and 
still do a relatively 
small business and 
don’t make much of 
any profit. We know 
of such stores that 





in buying wisely, in carton and put a glass window in the front, then has left a ave heavy mark-up, 
avoiding waste, in space to show one pair of shoes. Back of this pair there is a 4° large business, 
skillful advertising, partition which holds a reserve stock of a dozen pairs. The 2nd make big 


in good salesman- 
ship, in developing styles of baby shoes. 
nearby markets—all 


forty-nine boxes shown in the cut contain forty-nine different profits; still others 


of the same kind 


In this way the customer does not have to handle the deli- with a moderate 


theseand many other cate colored kids, but can see at a glance the store’s entire stock. mark-up doing good 


elements enter into 
the equation. 





The young man in the picture is Harry J. Williams, who was business and mak- 
Mr. Benton’s star salesman for several years. 


ing decent profits. 
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The Story of a Store Doing -— 
a Million Dollar Business 
(Continued from page 36) 


cash on hand, the amount of merchan- 
dise, the amount of profit made the pre- 
vidus day. They know just where they 
are at, and so are able to watch each 
detail of the business. The master or 
control chart is shown on page 36. The 
probable expense in keeping these vital 
records is what usually frightens the 
average merchant from attempting to 
do likewise. In this store, however, just 
the services of one bookkeeper and one 
stenographer are required, the only 
other office help is a cashier and her 
assistant. 


SERIES O 


The Solution to the Problem of Rising 
Costs 


The story of the building of this 
tremendous retail business, from a tiny 
store on a side street to its present pro- 
portions, reads more like fiction than 
sober fact. It is even more remarkable 
when we remember that in the years 
since Bates started in business, the cost 
of doing business in a retail store has 
advanced, until today the expenses of 
the average store are more than double 
what they were a few years ago. 

The ways in which these rising costs 
were met and overcome is proof of the 
sound business sense and efficiency of 
the founder. The Home Trade Shoe 
Store is located on a street out of the high rent dis- 
trict, four blocks away from the retail center of Min- 
neapolis. The policy of the store has always been to 
sell for cash only, to send no goods out on approval 
and make no deliveries, except by Uncle Sam. In this 
way expenses are greatly reduced. 


SERIES O 


store. 


Getting Trade Away from the Center 

While effective in reducing costs, these conditions 
are of no value in attracting trade. Low expenses are 
heavier in the end than high ones, unless there are 
many feet to be shod and many dollars taken in. Mr. 
Bates faced the problem of pulling his customers four 
blocks out of their regular shopping paths, inducing 
them to pay cash and carry away their purchases. He 
made it worth while for patrons to walk those four 
blocks by guaranteeing to save them from twenty-five 
cents to a dollar on every purchase. 

This plan, of course, leaves less profit on the individ- 
ual sale, but it greatly increases the number of sales, 
and with it the total net profit. Doing business on a 
narrow profit margin calls for never-ceasing watchful- 
ness over every detail of the business. The success of 
this business shows that this has been accomplished. 


Expanding One Department at a Time 
Two years ago the building next door was leased and 
is now occupied by the men’s department in the front. 
This also gave a chance for the expansion of the 


ROOT AND SHOE RECORDER 


' YOU WILL BE SERVE 
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This ticket is given cus- 
tomers on busy Saturdays 
in the children’s depart- 
ment of the Home Trade 
There 
crowds that some such sys- 
tem is necessary. The floor- 
man keeps the stub, calling 
the numbers in rotation. It 
is not uncommon tos ee 75 
or 100 customers waiting 
to be served. 
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7 misses’ and children’s department. At 
the present time this latter department 
is selling $245,000 worth of shoes a 
year. Up on the third floor is located a 
repair and custom shoe department. 
Some five hundred pairs of bench made 
custom shoes are produced here each 
year. 


Pictures are taken of every new 
shoe as it comes in the store. One 
print is pasted on the buyer’s rec- 
ord sheet that tells the history of 
the shoe, another print is pasted 
on the outside of the first carton 
of each line. The reason for this 
latter stunt is that it imme- 
diately tells the salesman the 
exact appearance of this particu- 
lar stock number. As there are 
some four hundred styles of 
women’s shoes on the shelves, the 
benefit of this system, not only 
to the regular salesmen but to 
the extra men, can be readily 
understood. 


A studio has been rigged up on the 
third floor, with a small camera and 
suitable lights, so that the picture tak- 
ing process consumes only about one 
minute. 

Mr. Bates has seen the evolution of 
the shoe business and knows that it is 
a science, and is just becoming recog- 
nized as such. Shoes are coming into 
their own as the most important arti- 
cle of wearing apparel. He is a crank on having shoes 
fitted long enough, so has built up his business largely 
on account of the satisfaction he has given to his 
customers by having them fitted properly. 

The Home Trade is a consistent user of newspaper 
space, an advertisement appearing every day except 
Saturday in every Minneapolis paper. The ads, which 
are run without any illustrations, have a most original 
style of treatment, telling in a ‘simple and truthful 
way, just what they have to offer. 





are such 





Sol Mayer Leaves Andrew Geller 


A typographical error was made in an article ap- 
pearing on page thirty-one of the Boot AND SHOE 
RECORDER of July 25. The article, otherwise correct in 
its content should have referred to Sol Mayer. Mr. 
Mayer is so well known to the trade of the United 
States and his connection with Andrew Geller of sev- 
eral years’ standing so thoroughly understood that the 
printer’s error calling him Carl Meyer would not be 
likely to mislead his host of friends. But in order to 
clear up any possible doubt this correction is made. 
Mr. Mayer, as stated in the previous article, has be- 
come vice president of Benjamin Rothman Inc. of New 
York City and this change is the first he has made 
since entering the industry. 
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Our New “PRINCESS” Goring 





Ornaments the 
shoe andalso con- 
ceals the impres- 
sion of the use of 
goring. 

















The shoe illustrated is by A. M. CREIGH- 
TON of Lynn and demonstrates how per- 
fectly “PRINCESS” goring harmonizes with 
suede and how well the goring impression is 
concealed. 


| 
| 
| 
| 
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EADING designers enthuse over “PRINCESS” goring—They tell us it is the 

very thing they have been wanting—that it has greatly increased both the op- 
portunity for originality of style and for delighting the customer with a gored 
shoe that is not noticeably gored. 


Made in a variety of colors Woven of the best quality 
in the approved fall shades. of yarns and elastic. 


A Wholly Quality Goring 


HUB GORE 


GUARANTEED FOR TWO YEARS SERVICE 


HUB HUB GORE MAKERS 


GOR E Branch of Everlastik, Inc. 
CHELSEA, MASS. 


1107 Broadway, New York 


INVITE 


mealies 
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hy a leading wholesaler : 
likes to feature \ c 


HE wholesaler is a keen student of merchandise, quality and style values. 

The wholesale distributor of women’s footwear must cater to his customers, for the very 
nature of his business demands that he have in his stock at all times—the kind of footwear that 
the shoe merchant has immediate demand for, and with which he can make money. 

The interest, then, of the jobber in Kaffor Kid, is significant, adding another testimonial to 
the superior style, wearing and lasting qualities of this leather. 

Kaffor Kid works easily on the lasts and, therefore, adapts readily to fine shoe styling. Its 
soft, pliant texture assures a maximum comfort and appearance. The sturdy, non-scuffing finish 
insures wear and service. 

The manufacturer cutting Kaffor Kid, and his wholesale distributor selling Kaffor Kid shoes, 
insures the present and the future satisfaction of his many merchant customers. Footwear made 
of Kaffor Kid leathers in turn assures the merchants’ patrons ultimate satisfaction in the shoe. 

The Novelty Shoe Company shows in its fine line-up of stylish footwear several fast-selling 
numbers made entirely of Kaffor Kid and also in combination. 






The “Amaryllis” pattern, with Kaf- 
for Kid overlay on Satin, in stock 
at the Novelty Shoe Co., Chicago, 
Arcuiz A. Weisspurs, _ : or IIL, made by Wright-Gorevitz-Mc- 
Treasurer and Buyer for - . < Namara Co., Haverhill, Mass., 
Novetty Suor Co., = F manufacturers of Novelty Footwear 
Chicago, IIL. for the Wholesale Trade. 
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32-S.Wetts St.-Noveury Shoe 





Bios. 


The Ohio Leather Con, 
Girard, Ohio, 





Gentlemen: 













The fine working qualitt 
ther combined with the non~scuffing and long wear. 
ing value, having Siven them an element to work with 
that has made their shoe business better, 


















other values of Style anda 








While it is 


not our Privilege 
to deal with you direct, we 








&s jobbers 
want you to know that we 
@ppreciate the thing that you have so admirably 
accomplished in leather tannage, 













Very Sincerely yours, 


NOVELTY SHOE comp ’ ° 
po 
By: 
AAW:ER Treas. 





















The OHIO LEATHER COMPANY 


GIRARD~OHIO | 












[This is a Be calf year") 


NDORSED 
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Stock 3W’s Pe we 
N-O-W! 


Early Fall Oxfords 





No. 4479—Tan Calf Shield Tip Oxford, rubber 

heel, McKay: 

No. 4479—Growing Girls’, 2% to 7................. 

No. 6380—Misses’, 11% to 2 

No. 6381—Child’s, 8% to 12.00000.000.000.ccceeeee 2.00 

No. 6382—Child’s, 8% to 11, spring heel........ 2.00 No. 6220 


SAMPLES SHIPPED AT OUR EXPENSE 
No. 6220—Patent Leather Cut-out, no tongue, 


3-eyelet oxford, rubber heel, McKay: 


No. 6220—Misses’, 11% to 2 
No. 6221—Child’s, 8% to 11 


WEIMER, WRIGHT | gem. sore in au en cu 
& WATKIN CO. . No. 6226—Child’s, 8% to 11 


received and generously sold by the 
ese 3W’s in-stock ag are fall busi- 





What Shoe Buyers Want 
in Their Business Paper 





. The Important News, When it is News. 

. Reliable Information on Style Trend and Trade Conditions. 
. Practical Ideas in Store Management. 

. The Best Trade Opinion, Advice and Suggestions. 

. Continuous Directory of “Sources of Supply.” 








All These They Get Every Week in 
The Boot and Shoe Recorder. 











When writing to advertisers please mention Boot AND Suor Recorper 














ine leathers have reversed, 
the order of things and 
today , colors conceived buy us 
dictate the shades in Parts 
frocks and hats + Sable Brown 
is the mode for 1925 and 26 
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(a 
a , ALC Crain in Sable Brown 
makes mens shoes 
distinctive and. popular 
with the well groomed. 
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THIS PATTERN FURNISHED 
FOR BUTTERFLY SCENE IN 
FASHION [PAGEANT 
AUGUST 4-21, 1928 


BUTTERFLY 


EVENING PUMP 
ANOTHER EXCLUSIVE BRAUER MODEL 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


A BEAUTIFUL SLIPPER IN ALL SILVER 
TINSEL, WITH PATENT LEATHER BUTTER- 
FLY, SILVER BROCADE UNDERLAY— 
BUILT OVER OUR 300 LAST WITH 17% 
WOOD COVERED SPANISH HEEL. THIS 
MODEL ALSO IN OTHER ATTRACTIVE 
MATERIALS AND LASTS, 


BRAUER BROS. SHOE.Q@. 


FASHIONERS OF WOMEN’S NOVELTY SHOES 


SAINT LOUIS 
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FOUR OF THE EIGHT PAGES WHO WILL GRACE THIS YEAR’S FASHION PAGEANT 


St. Louis Fashion Pageant Features 
Art in Industry 


its theme of Art in Industry, this 

year’s Fashion Pageant will pre- 
sent, from August 4 to 21, the fall 
styles in women’s wear offered by the 
St. Louis market. 

The plot of the Pageant promises a 
perfect evening’s entertainment, in ad- 
dition to the informative value of the 
production as a complete presentation 
of what the St. Louis wholesalers and 
manufacturers are featuring for fall. 
The three promenades of models that 
will take the place of the four previously 
given will be divided by four main 
scenes, each a colorful spectacle, con- 
ceived and directed by Joseph Solari. 

The opening scene, entitled “The 
Weavers of the Thread of Life,” is a bit 
of pageantry that in breadth of scope 
and beauty strikes the keynote of the 
production. All humanity is represented 
symbolically in this scene. 

Following a promenade of models, 
the second scene, “The Cocoon,” is de- 
voted to a series of dances by artists 


August 1, 1925 


(listen: to unusual perfection 


clothed in  butterfly-like garments. 
Again the models promenade, and again 
a new scene, “The Web,” follows. This 
time the action is built around a huge 


spider and her web, and provides a ~- 


light, amusing entertainment, with 
songs and dancing interspersed. 


HE third and last promenade of 

models is concluded by “The May- 
pole,” which allows the genius of the 
Pageant producers full scope. Color, 
music, dancing, and the engrossing 
spectacularity of the entire scene make 
it one of rare beauty. 

The new home of the Pageant, the 
Garden Theater, will prove a pleasant 
surprise for visiting merchants. Its 
seating arrangement is such that the 
average desirability of tickets reserved 
for retailers will be much higher than 
in previous years, when the production 
was given in the Municipal Theater. 
Merchants, by having a complete, close- 
up view of each model on the runway, 
will be able to get a much clearer idea 


57 


of the style details of the fall apparel 
shown. The restaurant beneath the au- 
ditorium will also prove convenient for 
entertaining out-of-town buyers. 

Few pageants have opened with bet- 
ter prospects than this one. Business 
conditions are improving and merchan- 
dise is needed to satisfy expected de- 
mand beginning September 1. 


ONFORMING with the idea of 

making the Pageant a St. Louis 
production, the work of St. Louis talent, 
practically all of the stars are St. Louis 
artists. The pages and models are the 
pick of St. Louis’s beauty and youth, 
and as in previous years, are under the 
direction of Major Levy. The lyrics and 
much of the music were composed 
especially for the Pageant. The lyrics 
are the work of Joseph Solari, and the 
music is by William A. Parson, who 
are respectively production manager 
and musical director of the Garden 
Theater. 
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ORDERS | 


f rages ieee and value of a good mail order service to you cannot 
be too strongly emphasized. Good mail order service means many 
dollars in extra profit to you. To give you the best service of this kind, 
the Central Shoe Company always carries a tremendous floor stock so 
you can get “the shoes you want when you want ’em,” thereby enabling 
you to run your business with less invested capital. 













During the past year Central has made an increase of 101% in mail 
order business alone. This increase is due to the one day service we have 
been giving on all mail orders—and to the price, quality and style of 
Central Shoes. 











Start now to make use of Central’s mail order service. Write for infor- 
mation about the agency on Robin Hood Shoes for Boys and Girls—the 
fastest growing line of children’s shoes in America—or we will have a 
salesman call and show you the line with no obligation on your part. 


CENTRAL SHOE Co. 


MANUFACTURERS Solid Leather Shoes ST. LOUIS MO. 














Visit the sales room nearest you—located in the following cities: 












Cleveland, Ohie Dallas, Texas Birmingham, Als. Seattle, Wash. San Francisco 
237 Arcade Building Waldorf Hotel 402 Lincoln Life Bidg. 312 Denney Building Stewart Hotel 


Pittsburg, Pa. Cincinnati, Ohio 
Hotel Henry 68 Wiggins Block 


Omaha, Nebr. 
406 Arlington Block 
Chicago, Ill. Indianapolis, Ind. 
406 Security Building 833 Meyer-Kiser Bank Bldg. 


Memphis, Tenn. Knoxville, Tenn. Raleigh, N. C. Kansas City, Mo. Les Angeles, Cal. 
227-8 Winfry Building St. James Hotel Shepard Building 817 Central St. Hotel Angelus 














Sacramento, Cal. 
Capitol Hotel 





Detroit, Mich. 
403 Lafayette Building 
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Two Years Have Proved It 
The Sweetest Moneymaker 
Ever Given To A Retailer 


The Calendar Style Service is two years old. Its test 
days are over. Everybody knows that it has arrived. 
Just consider. Each month the smartest, easiest-to-sell 
shoe of that month is delivered to you. A mailing piece 
goes out to your customers direct from here at no cost 
to you. We furnish advertising mats for your newspaper, 
a beautiful window fixture at cost, and inserts for your 
mail. The four work together to produce sales . . . and 
they produce! 12 time turnover on your investment. 
Exclusive rights in your town. The Calendar Style 
Service makes your store style headquarters, and brings 
customers who shop for style and not just price. Be 
guided by the truly er success of several hundred 
other shrewd merchants. One little insignificant two- 
cent stamp brings the details of the proposition to any 
well-rated merchant. 


Att te 


Sas ee, arenes 





HANSEN 


CALENDAR STYLE SHOE 


Herewith, 
letter, 
velope insert for August. 








I I I 











QI IO Le OT Le 


JOHANSEN BROS. SHOE CO. -- ST. LOUIS 
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HE charm of style which holds 
a deep fascination for women, 
especially in feminine footwear, is 
invariably found in Hamilton- 
Brown Shoes. 











The ever increasing popularity 
of this distinctive line is due to the 
unusual way in which the latest 
decree of Fashion is embodied in 
luxurious shoes for women at eco- 
nomical prices. 










It is just this popularity which 
assures constant demand and 
steady profits for Hamilton-Brown 
Shoe merchants. 




















POPU POPULAR 


8, C and D. Price.......... $3.15 








© Hamilton<Brown Shoes 





Independent of all Combinations St. Louis 


means 
Individual Styles for Your City 

















ST. LOUIS —\~ The Worlds ShoeNarket , 


The Fascination of Style 
















No. 9728—Ladies’ Black Satin No. 9719—Ladies’ Patent Leather 
Pump, Patent Leather Trim, Pump, Flexible Single Sole, 15/8 
Flexible Single Sole, 15/8 covered Covered Box Heel, 515 Last. 3 to 
Box heel. 515 Last. 3 to 8 B, 2% to 8 B, 2% to 8, C and D. Price $3.15 


Delivery August 10th Delivery August 10th 


ofetinel bv He milton-Brown Shoe Co. 





Boston 





BOOT AND SHOE RECORDER 








August 1, 1925 








% 


174 


TOS EE... 


Tweedie Presents A Line of Attractive Styles 
To Retail At $5 and $6 the Pair 


The Tweedie line for fall offers a wide range of 
appealing patterns, priced to retail at $5 and $6. Your 
customers will ask in amazement how you can sell such 
attractive shoes at such low prices. For these new 
Tweedie patterns have style and distinction in every 
contour — they look and they wear like high-priced 
shoes. 

As an example, we show Number 330, made in the 
following styles: ; 

No. 330-2—Blonde kid vamp and quarter; apricot kid collar and 
strap; fancy stitched vamp and collar; five cut-out strap. 17/8 
wood heel, covered with apricot kid. Our 112 last. (As shown 
in illustration.) 

No. 330-3—Black satin vamp and quarter; black suede calf 
collar and strap; fancy stitched vamp and collar; silver 
ornament on strap. 14/8 wood Spanish heel, covered with satin. 
Our 128 last 


No. 330-4—Patent leather vamp, quarter, collar and strap; fancy 
stitched tip; eleven cut-out collar; five cut-out strap. 14/8 wood 
heel, covered with celluloid. Our 111 last. 


weedie footwear Corporation 


Women's 








Sales Office 
Factory 15th and Olive Sts. 
Jefferson City, Mo. St. Louis, Mo. 
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ST. LOUTS _—_—.~ he Worlds Shoe Market 
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SAINT LOVIS MANUFACTURER 
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; Page, Louis-Made Ny Pr 
Style Shoes” | 


AT ONCE 
DELIVERY 


On the Runway at the Fashion 
Pageant Wohl Styles will be 
prominent. 











9 Q 0 Mmooaomd”™ 





But to see the complete line of 
Assured Shoe Styles for Fall visit 
our big Display Room. 


WW eS —— ee 


One That Has Gone Over Big 


Model 8050—ESTELLE. Patent step-in-pump. 
Buckle at throat, 16/8 full pocastee $4. 85 
spike heel, AA to C widths - 


oe he enc a Same in $4 85 








WOHL SHOE COMPANY 
1224-26 WASHINGTON AVE. 


ST. .LOUIS, MO. 
The Shoe House You Hear So Much About 
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The Final Touch That 
Makes a Smart Shoe Smarter 


—is the ornament or decoration added at the 
last. minute—attached to the shoe by the man- 
ufacturer or by the retyilet aad quite frequenpty 
by the individual. 





It is the rhinestone on that shoe, the steel buckle 
on another, and the ruching on still another that 
puts the final okeh or finishing touch to the 
complete costume, adding 
that distinctive individuality. 


— a ee i) 


1250—A new and dainty 

idea in metal—all finishes. . 

eT ee And frequently the retailer 
is able to move at a nice profit 
plain slippers, pumps or straps 
by the addition or substitu- 
tion of an ornament. Let us 


tell you how others do it. 





“ —_—_—_—_——_——— —_—_—_—_— a iii)! 


8789—Beaded buckle with 
satin or leather puffed 
center. 

Per dozen pair... 





Increased business, as a result 

of satisfactory service, quality 

at all times and fair prices has : A 8768—Beaded buckle in 
: : ee woe = steel, ~~ jet, gold 

necessitated the building of a : ur, bination. ‘of colors.” nee 

new factory which we now ie 


occupy on Cook Avenue, | east tof 
1213—-A beaded effect, 


. . . metal buckle of graceful 
Taylor. Sie? CU See design in all finishes. 
Per dozen pair $6.00 


You are cordially invited to 
visit us in our new home. Page car, west, stops 


within a half block. 


Abe Manheimer & Company 
Cook Avenue at oT 
ST. LOUIS ot MO. 


‘While Others Talk Quality, We Guarantee It” 
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—concerning Vinsonhaler 


| . and his new 
re. 


HARRY VINSONHALER, Pres., Or sanization— 


Vinsonhaler Shoe Mfg. Co. 
St. Louis, Mo. 





HE shoe trade will be interested in the announce- 

ment that Harry Vinsonhaler, formerly of the 
wholesale house bearing his name and more recently 
president of the F. C. Church Shoe Co., 2801 Benton 
St., St. Louis, has reorganized and refinanced the latter 
company, and the name has been changed to The 
Vinsonhaler Shoe Manufacturing Company. 


The Following Well Known Shoe Men Will Be Active 
in the New Company: 





a 


E. R. Wriiuiams, who has been associated with one of the 
largest novelty shoe houses in St. Louis for several years. 

J. D. Barriey, for the past twelve years connected with 
a prominent Milwaukee shoe house. 

C. F. Keisicx, who became superintendent of the factory 
last November will continue in that capacity. 


— ai) 


The New Vinsonhaler Factory 


Has been reorganized in every department. The quality and 
character of the shoes has been greatly improved, not only 
with new lasts and patterns but in workmanship and style. 
The product of the factory will be 


Women’s High-Grade Flexible Sewed N ovelty 
Footwear 


> 1+ mummy 


It is the intention of the company to sell direct to the retail 
trade and the salesmen are now calling on the merchants 
with the new fall line. The factory started its fall run June 
15 and is now operating at full capacity. 


TT) 


$F 


Visiting Shoe Merchants Are Cordially Invited to Visit Us at Our 
Factory Display Rooms 


VINSONHALER SHOE MBG. CoO. 


2801 Benton St. Saint Louis 
— : —s 
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KAN NALLY'S 


In Stock 


$385 


fall grain calf 


Kannally’s Men’s Shoe 
No, T178X 


Made in light tan full grain 
calf by the shoulder channel 
process. Full 9-iron rock oak 
sole, with rounded edge. 
Sizes 6 to 11 B-D $3.85 


Kannally’s quality shoes are the kind that bring your customers back for 
another pair. They wear unusually well, because only the best full grain 
leathers are used for uppers, and the finest Rock Oak sole leather for soles. 


Besides this, the shoulder channel process of manufacture insures addi- 
tional wear, by reason of its two major superiorities: 1. No cork filler is used 
between inner and outer sole. 2. The full 9-iron outsole, against the 7-iron 
insole, makes 16 irons of solid leather for wear. 


Use Our In-Stock Department 


St. Louis Salesroom: September 1, the most popular leathers and 
ROOM 409 patterns will be in stock in all sizes. 


Columbia Theatre Bldg. A sufficient stock will be maintained at all 


421 No. Sixth Street times to promptly fill your orders. Send them 
by mail, wire or phone. 


Kannally-Wick Corporation 


Manufacturers 


Highland, Illinois Near St. Louis 


Oil A Ef Boome 


When writing to advertisers please mention Boot AND Suor RecorvER 
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Copyright 1925, by The Goodyear Tire & Rubber Co., Inc. 


2 — er ee Se 


N every line there is a fest. In rubber heels, it is the 

Goodyear Wingfoot Heel. Finest because highest in 
— © quality —the live, tough, resilient rubber that wears longer 
and retains its spring. Finest because correctly designed 
for style. No wonder more people walk on Goodyear 
Rubber Heels than on any other kind. 


t all 
hem 
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GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels 


INGFOOT 


- cre em 
When writing to advertisers pleate mention Boot ann Suox Reconper / 


N & 





























SA Meee) SX 
= inch wh ao a 3 ¥ ong Saige va” Siete — An 
“Nee D igh ist BN Te wa by oo aan or hes ox ee OOS ie Lae ~ 
"IAD gst ee PS 7 “ Ree ¥ re = = 
FE 7S SS 


3 
A 





Uys fiat SNARES 


“LORRAINE” 
BLACK SUEDE 





Deep-Rich-Black with a velvety suede feel. 
Ghis beautiful leather is ideally adapted to 
Milady’s smartest footwear. 


High quality and low cutting figures make it 
equally attractive to the shoe manufacturer 
of women’s fine footwear. 


Ask Us For Samples 


Barnet Leather (0... tne. 


Tanners of “LITTLE FALLS” Leathers and “LORRAINE” Leathers 
360 MADISON AVENUE. NEW YORK CITY 
Tanneries: LITTLE FALLS, New York 





Distributing Agents: é Boston Distributors 
SAN FRANCISCO BARNET LEATHER CO., INC. 


MILWAUKEE OF MASS. 
CINCINNATI 
\\\ 


ST. LOUIS ES. 98-100 South Street 
ROCHESTER » = i (| 


| 
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E recently put this ques- 

W tion to a marvelously suc- 

cessful traveling salesman: 

“What is the one great cause of 
your success?” Here is his answer: 

“The retail shoe salesman, the 
man on the firing lines in the stores 
where my shoes go.” Asked to ex- 
plain definitely, he said: 

“The retail shoe salesmen are, 
after all, the real buyers in every 
store. They do, as is so often said, 
make or break a line, for they have 
to make the final sale, explain to the 
people the last, the pattern, the ma- 
terial, the price. They have to meet 
the people face to face, size up their 
peculiarities of temperament and 
physique and finally send them 
away satisfied or dissatisfied. 


Cultivate the Man on the Floor 


“Recognizing this fact I early 
made up my mind to cultivate the 
personal acquaintance of every man 
who handled the shoes I put in the 
stores. I have never deviated from 
that plan and it has proved to be 
good policy. I do not mean that I 
have done this just to be a ‘good 
fellow’ and to line up the clerks 
back of my shoes because they liked 
me, but for a much sounder and 
truer reason. I have done this be- 
cause I wanted the opportunity to 
inform these important elements of 
the retail distributing machines on 
the things they would need to know 
to display, explain, fit and sell my 
shoes. How could they do their part 
without this information? How 
could they get it adequately unless 
directly from me ? 
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Bigger Sales by Cultivating the 
‘‘Man on the Floor” 


By ARTHUR L. EVANS 


How This Salesman Sells His Shoes 

“My method is as follows: When 
I get to a store and the prelimi- 
naries are over, I talk with every 
salesman and find out exactly how 
things are and how my shoes have 
gone. I then learn all the good 
things about the line in that store 
since I was there before, and also 
the things not as good, if there are 
such. When I sit down with the 
buyer I have a clear picture of the 
situation and it doesn’t take long to 
line up the order for next delivery. 








M. F. THOMPSON 
Who travels Maryland, Dela- 
ware, West Virginia and Penn- 
sylvania for Stanley Dutten- 
hofer’ Shoe Co. 





This done, I write the buyer and 
the salesmen who handle the line 
in the store, to meet me at my hotel 
room that evening (sometimes we 
get together for dinner and attend 
to our business afterwards). 


Sees That Salesmen Are Fully 
Informed 


“With every man who is inter- 
ested in the final selling of my 
shoes in that store before me, I 
then take every shoe that has been 
bought and carefully and com- 
pletely explain the most minute de- 
tails as to the last, the pattern, the 
materials, the shoemaking, the fit- 
ting qualities, the price—every- 
thing that will enable the salesman 
to show and sell that shoe to his 
customers. 


“T go on the theory that the re- 
tail shoe salesman is my represen- 
tative and my firm’s representative 
to the public, as well as the store’s, 
and I will not leave that town until 
he is properly prepared for his 
work as such a representative. 


A Method Making for Maximum 
Sales 


“That is why I have been suc- 
cessful; that explains why I have 
inevitably sold the maximum of my 
shoes in practically every store. The 
salesmen knew all about that shoe 
and had the confidence that goes 
with knowledge, and naturally 
showed this footwear at every op- 
portunity because they were on 
familiar ground and ready to give 
quick, intelligent service to their 
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Because MAXIMUS is far | 


more than a Patent Leather 


T IS today a most impressive example of progress in 

“‘shiny leather’? making, the reward of our untiring ex- 
periment for something better—something outstanding in 
patent leather, as it is generally known. 


In MAXIMUS our aim is to have a balanced finish in 
which the hide and enamel will “give and take” together, 
and a leather that will insure greatest comfort and lasting 
beauty when worn in shoes. 


Naturally—-_MAXIMUS makes the long continued friend- 
ships which we intend all Evans Leathers shall. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


“Ctandardize on, 
Evans Brands 
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Reproduction of a letter actually re- 
ceived from a boy in Richmond, Va. 


ERE is one boy who knew what to look for. He knew 
that unless he saw the name Keds he was not getting 
real Keds. And the dealer who offered a substitute lost a sale. 


How about your customers? Do you show them how to 
tell Keds from ordinary canvas rubber-soled shoes? Do you 
prove to them that you sell true Keds? It is in your interest, 
as a Keds dealer, to teach them to look for the name Keds. 
As soon as your customers know that they get real Keds 
from you — with the name Keds on every shoe—you will 
gain their confidence and their repeat business. 


United States Rubber Company 


Keds— 


TRADE MARK REG. U.S, PAT. OFF, 
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FRED W. HACKETT 


Who represents the Edmonds 
Shoe Co. in the Northern part 
of the Golden Gate State. 





customers. This has proved to be 
the true line of least resistance. 

“Traveling shoe salesmen can do 
much to inform their retail sales 
brethren—and they ought to do it, 
not only in reference to their own 
lines, but as to many other things 
that the traveling man’s migrations 
qualify him to impart.” 


Hackett with Edmonds 


Fred W. Hackett, of Palo Alto, 
represents the Edmonds Shoe Com- 
pany in the northern part of the 
Golden Gate State. During the first 
season of 1925, which ran from Jan- 
uary 1 to July 1, Mr. Hackett was 
fourth in a salesforce of forty men. 
He is just now starting the second 
season of 1925 with a new line of 
samples that show some very un- 
usual developments in the Edmonds 
“Footfitters.” 


Du Brin with Kelleher 
Shoe Co. 


“Harry” Du Brin has recently 
taken the line of the Kelleher Shoe 
Co. of Randolph, Mass., as sales 
manager and has been showing his 
new numbers to visiting buyers, in 
Boston, at Room 29, United States 
Hotel, during the past few weeks. 
He “opened up for business” on 
July 13 and reports a good trade. 
“Harry” will sell the big trade of 
the country, and will continue to 
travel his old territory East of the 
Mississippi River. He is showing 
five lasts—the Brogue, the High 


Toe, the Banker’s Last, The Eng- 
lish Last, and the Highland Last— 
in several shades of tan and black. 
“Smooth leathers have the call,” 
said Harry, such as calfs, sides and 
kips. We are also equipped to make 
boys’ shoes, I am most enthusiastic 
over the line.” 


M. J. Murphy Dead 

News has been received in Boston 
of the death of M. J. Murphy, Ohio 
salesman for E. B. Piekenbrock and 
Sons, of Dubuque, Iowa. Mr. Mur- 
phy died early in July’in a hospital 
in Cleveland to which he had been 
removed from his hotel when taken 
ill. He was 45 years of age, unmar- 
ried, and is survived by a brother, 
John P. Murphy, who is connected 
with a wholesale paint concern in 
Pittsburgh, Pa. Mr. Murphy went 
to Piekenbrock from the J. E. Day- 
ton Co., of Williamsport, W. Va., 
in August, 1924. Prior to that he 
had covered Ohio for the A. J. 
Bates Co., of Webster, Mass. He 
had literally hundreds of warm 
friends in the state which he 
travelled and was acknowledged to 
be one of the most sincere and con- 
scientious men on the road today. 


Roster of G. H. Bass 
Salesmen 
The shoe selling force of the G. 
H. Bass & Co., Wilton, Maine, all 
report good business from their 
territories. The salesmen’s roster 
is as follows: H. W. Hunter, Massa- 
chusetts, Rhode Island, New Hamp- 





HARRY HAMBURGER 
who represents the Joseph A. 
Jonas Shoe Co. to the big trade 

of the entire United States. 
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HARRY DU BRIN 


Sales Manager of The Kelleher 
Shoe Co., Randolph. 





shire and Connecticut; A. Craig, 
Maine; W. B. Goodnow, Northern 
New York and Vermont; I. F. Fos- 
ter, Northern Pennsylvania, Cen- 
tral and Western New York; M. P. 
Morss, New Jersey, New York City, 
Southern Pennsylvania, Maryland; 
R. B. Leavell, Jr., Louisiana, Texas, 
Arkansas; R. Calden, Ohio, Mich- 
igan, Illinois, Wisconsin, Indiana, 
North and South Dakota, Minne- 
sota and Iowa; J. B. Dell, Georgia, 
Florida, South Carolina; E. B. 
Carter, Montana; J. B. Krueger, 
California, Oregon, Washington; 
Dave Houston, Colorado, Idaho, 
Utah, Wyoming. 


Compton at Packard Fac- 
tory to Help Plan Styles 


Because he knows from experi- 
ence that certain styles make a dif- 
ferent appeal in different parts of 
the country, H. T. Compton, resi- 
dent salesman in Texas for the 
M. A. Packard Company, recently 
came on to the factory from his 
home in Fort Worth to assist in 
planning the line for next season. 
Because he lives in his territory, 
Mr. Compton is in constant touch 
with the requirements of all shoe 
buyers and his wide acquaintance 
with the trade has been a big fac- 
tor in making Packard shoes well 
known in Texas and Oklahoma. 
Although a dry spell has prevailed 
in some sections of his territory, 
Mr. Compton believes that the cot- 
ton crop outlook is good, as are, 
also, general business conditions. 








BOOT AND SHOE RECORDER August 1, 1925 





eshoes of 
Darbrook Shoe 


ejalins are 





‘By the Manufacturers o 


Darbraok 
SilkS 


The steadily increasing demand for 
Darbrook Shoe Satins and Slipper 
Fabrics is explained by the many re- 
cent additions of strikingly original 
designs; for more and more the manu- 
facturer of high quality shoes is seeking 
the very features of Character and 
Quality by which all Darbrook Shoe 
Fabrics have always been distinguished. 


Darbrook Shoe Satins and Slipper 
Fabrics are now on display in black 
and all the formal shades for daytime | 


and evening wear. 
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Mid-Summer Trade Still 
Holds Up in Mid-West 


CHICAGO—The retail shoe busi- 
ness still continues to be good in 
Chicago and there is little com- 
plaint heard among the owners and 
buyers of the trade volume that has 
steadily held to fairly good figures 
since the latter part of May. The 
steady position of the thermometer 
and the prevailing good weather 
has without question been a boon 
to the shoe men and this, combined 
with the colorful trend of summer 
clothing styles, has made a splendid 
business possible. 

Some buyers have remarked at 
the way the white footwear disap- 
peared during the rush of late June 
and July business, for never at any 
one time was there anything like a 
“run” on this type of footwear, and 
yet it steadily decreased in the 
stocks until very few of the stores 
have anything like a full showing 
to make to late buyers. 


Blond Kid Moving Well 


The vogue of colored coats and 
colored embroidered white clothing 
has added much to the sale of all 
light shades of footwear and among 
the most noticeable lately has been 
the sale of blond shades of kid 
leathers. These and a few of the 
pansy and heliotrope shades of kid 
leathers have been in demand al- 
though the tan has outrun the other 
soft-shaded leathers. 

This is the in-between season in 
the State Street stores when stocks 
are being pared down to the very 
lowest points for semi-annual in- 
ventories and little of the new mer- 
chandise is arriving. Stocks now 
for the most part are on sale and 
most of the arriving footwear is 
being bought to fill in for sale pur- 
poses and to take advantage of the 
mid-summer buying wave that has 
held shoe sales to a most pleasing 
figure. 


Straps and Pumps for Early Fall 


The State Street stylists indicate 
a full confidence in the strap and 
pump patterns for early fall wear 
and in proportion they have bought 
little in the narrower-toed lasts. 
Chicago always has been and per- 
haps always will be a wide toe mar- 
ket, and the canny State Street buy- 
ers are holding their lines in the 
styles that are assured of an imme- 
diate demand when fall shoes are 
called for. 


Children’s Shoe Business Better 


Even the children’s business, 
which has been in the doldrums for 
the better part of the past three 
months, has shown an interesting 
increase in the past few weeks and 
summer stocks of the little folks’ 
shoes are beginning to show open 
spaces in the wanted sizes on the 
stock sheets. 

The men’s business has held to a 
fairly steady volume, with many 
tan shoes being sold. The tendency 
even now is toward a little more of 
the “broguey” types that buyers 
have selected as the leading fall 
style in men’s footwear which 
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seems to bear out the earlier pre- 
diction for men’s styles. 


Carl Winneguth Leaves 
Mandel Brothers 

One of the rumors that has been 
prevalent on State Street for a week 
or two has finally been pinned and 
confirmed in the resignation of Carl 
Winneguth, buyer for Mandel’s 
basement and children’s depart- 
ment. Mr. Winneguth left the Man- 
dal organization July 15. His plans 
for the future are not yet to be made 
public, although it is rumored that 
he has under consideration several 
attractive offers in the East. While 
he has been with the Mandel or- 
ganization only a little more than 
a year, Mr. Winneguth has estab- 
lished an enviable reputation as a 
successful buyer. 





Clearance Sales Producing 
Big Volume of Business 


DETROIT—Many of the larger 
stores report that their July sales 
have pulled big business. At one 
store the manager said: 

“You can see for yourself how 
the sale is pulling business. We are 
entering our third week and there 
is still a steady stream of custom- 
ers coming for the bargains we 
are offering.” 

Observations of the scribe carry 
out the reports, for an unusual ac- 
tivity was found in most of the 
downtown stores during the month. 
Another department manager said: 

“Our sales this month are consid- 
erably ahead of last year. Custom- 
ers are able to recognize real bar- 
gains these days, and they are cer- 
tainly snapping them up. There’s a 
customer whose sales check shows 
five pairs listed on it.” 

Women Snapping Up Bargains 

At this store a _ considerable 
charge business is done, as the cus- 
tomers are of the better classes. 
“She’s buying those to wear at the 
summer cottage,” he continued. 
Among the five pair noted were a 
pair of red and another of blue, 
left-overs' from a former year, 
snapped up at $4.85 a pair, for- 
merly priced at $15. Another store, 
where a corrective shoe is sold, the 
manager reported that 25 pairs of 
high shoes were sold on the opening 
day of the sale. “Our customers 
know we handle only the one shoe, 
and when we offer them at $5 a 


pair they know they are getting 
real values,” he said. 


White Stocks Are Low 


White shoe stocks are low, al- 
though at one store a window dis- 
play announced a sale of white 
shoes at one-third off regular prices. 
Black kid and patent and tan calf 
lines are continuing to sell at the 
sale prices. Straps are the most in 
demand although pumps and gore 
models are continuing strong in 
some stores. 

Detroit, merchants are looking 
forward to a big fall trade and are 
unloading while the unloading is 
good. The women’s departments of 
most all stores are distancing the 
men’s departments and the bulk of 
the sale business is done in wom- 
en’s lines. The men’s trade appears 
to have received a set-back of some 
kind, and sales are dragging along. 
In one men’s store of long standing 
it was reported that “We’ve seen 
nothing like this slump for a long 
while.” Lighter weights are being 
sold this summer and that may 
mean a pick-up in the trade.in the 
early fall. 


Farber Footwear will discontinue 
the sale of men’s lines when the 
present stock is retired. A special 
offer of one-half off on women’s 
lines is being made to clean up the 
entire stock. It is the intention of 
this firm to continue with women’s 
footwear only. 
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The ORIGINAL TAN COMPOSITION SOLE 
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| 
HALESOLE stands out HALESOLE only will 
as an accomplishment deliver HALESOLE 
long desired by shoe service. It is as distinctly 


7 d different from imitations 
makers and merchants. as RAJAH is from ordi- 


nary CREPE SOLES. 


A TAN COLOR 
COMPOSITION MANY THOUSANDS 
= “et REORDERED 
an 
THAT WILL NOT PROVE 
CRACK, or MARK THE SUCCESS 
FLOORS of HALESOLE 











ALFRED HALE RUBBER CO. 


Established 1837 


ATLANTIC, MASS. 
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The new Lubin store on Wash- 
ington Boulevard will be opened to 
the public about August 13. “Jack” 
Lubin says he wishes the opening 
day was Friday, too. 


A golf display at Fyfe’s is at- 
tracting a great deal of attention. 


BOOT 


The floor is covered with imitation 
grass to représent the fairway of a 
golf courses. 

At this and other stores the sale 
of golf footwear has been excel- 
lent as more Detroit men and 
women are taking up the game 
every season. 





Regular Lines and “Sale” 
Shoes Are Both Moving 


CINCINNATI—Business for the 
week ended July 25 has been ex- 
ceedingly good with the majority 
of stores here, and merchants are 
certainly pleased with the way 
their sales, which the majority of 
stores are conducting at present, 
are progressing. However, in spite 
of these sales, there is also a very 
good business being done on the 
regular lines, and the materials in 
the regular lines are led: by patent 
leather as usual. Black satins are 
also very good, and blond kid is 
having a good deal of play in some 
of the stores. White shoes are about 
at the end of their string, as most 
of the stores are about cleaned out. 

Reports from the sales that are 
in progress show that they are ex- 
ceedingly successful in general, and 
Smith Kasson reports that it is the 
biggest sale they ever had, that 
they did not have enough clerks to 
handle all the business. Other stores 
report that during this week they 
have sold three times, and in some 
cases four times, as many shoes be- 
cause of the sale. 


Straps and Pumps Best Sellers 


The patterns being called for in 
all the shoes sold are divided be- 
tween straps and step-ins, and in 
the majority of cases straps have 
the leading call. The feature of the 
shoes sold today is the conserva- 
tive lines of the pattern. Interest 
has now turned to trimmings for 
plain shoes, rather than elaborate 
fancy designs worked up in the 
shoes. 


Plainer Styles To Predominate 

Mr. Vollrath, shoe department 
manager of the H. & S. Pogue Co., 
in discussing the future outlook in 
high-grade footwear, states that 
the higher priced shoes for fall will 
be along the plainer types, in both 
straps and pumps. He thinks that 
in order to add a little snap to the 
pumps, buckles will be worn quite 
extensively; the cut steel buckles 


for afternoon wear and street wear, 
and the rhinestone buckles for 
evening wear. The majority of 
pumps will also have small tongues. 
He further states that patent 
leather will no doubt continue to 
have the chief call, with a good call 
also for black satin, gun metal calf, 
tan and brown calf, and also black 
and brown suede. In the evening 
slippers, silver and gold kid will 
play an important part, both in all- 
silver and all-gold, and also in com- 
bination. Gold brocades will also be 
good to a certain extent. Silver 
brocades and white satins are ex- 
pected to play a very important 
part in the evening slipper field this 
year, because both of these ma- 
terials can be dyed to match the 
customer’s gown, and it is expected 
that a great deal of interest will be 
taken in this new idea. 


Colonials and Straps Selling at 
Wholesale 

According to Mr. Carlisle, sales 
manager of the Krippendorf Ditt- 
man Co., business is very good with 
this firm, especially on colonial 
effects. He states that 75 per cent 
of the business they are doing at 
present is on colonials and straps. 
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Mr. Carlisle feels that buying for 
fall will not be as complicated as it 
has been, owing to the fact that 
about 75 per cent of the materials 
ordered consists of patent leather, 
black satin, and black and brown 
kid. The styles are almost wholly 
concentrated on nice colonial ef- 
fects with pretty buckles and strap 
effects. : 


Reduction Granted by Labor 

According to “Jack” Roth of the 
Roth Shoe Co., the voluntary reduc- 
tion of 10 per cent on piece work 
operations in the shoe factories 
granted by the Shoe Workers Union 
has materially helped them in se- 
curing additional business during 
the past few weeks, as this reduc- 
tion has aided them in selling their 
cheaper shoes, as on some of the 
fancy patterns it reduced their 
shoes 10 cents a pair, and-on plain 
patterns, about 5 cents a pair. Be- 
fore this reduction they were un- 
able to compete on certain grades 
of shoes which they are now able to 
turn out on account of the reduc- 
tion in labor costs. Mr. Roth further 
reports that the orders have been 
received in sufficient volume so that 
they are booked up on orders for 
several weeks ahead, and he is op- 
timistic for the future. The orders 
booked so far are principally for 
patent leather, black satin and black 
kid shoes. 


Mrs. Mark Feder Dead 

Mrs. Mark Feder, wife of Mr. 
Mark Feder, secretary-treasurer of 
the Feder Gregg Shoe Co., died July 
15. Mrs. Feder has been in poor 
health for the last two years, and 
has been confined to her bed for the 
past six months. She is survived by 
her husband, and son, Louis Feder. 





Summer Clearances Over and 


Blacks Begin to Sell Again. 


MILWAUKEE—Although inter- 
est in clearance saies is beginning to 
die out to some extent, local stores 
have been well satisfied with the 
response, and dealers are now con- 
tent to move out the comparatively 
small remaining stock slowly, while 
preparing for the opening of the 
fall demand. Stores where stocks 
were low at the beginning of the 
clearance sales have already been 
selling a few fall styles, despite the 
fact that no attempt has been made 


so far to feature them through dis- 
plays or advertisements. 

Having cleaned up on whites for 
the season, merchants are directing 
interest to patents and black satins 
as something of a between-season 
number. One merchant reported that 
a general line was moving through- 
out the store, and that there had 
been an improvement since the be- 
ginning of July although he was un- 
able to account for the fiuctuations 
of business this season. 
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In these days of keen competition 
it is necessary to do more than 
merely meet the prices of com- 
petitive merchants. You must 
lead in merchandise. You must 
lead in price. Davies Shoes for 
Our number 7370, illustrated above, is Men represent the best values 


in line with the popular demand for you can give your customers. 


men’s light tan stylish oxfords. A Tan j * 
Veal Bal Oxford. Balloon Last. 9-iron Concentrate on one line of popu 
Oak Outer Sole. Grain Leather Inner- lar-priced shoes—and make that 


sole. Half Rubber Heel. A pattern that ; ies’ |i i 
men like. A last that will fit feet. A real line the Davies’ line. Lead with 


merchandising buy at $3.35. Davies! 


DAVIES SHOE MANUFACTURING CO. 


| Racine, Wis. cig ) 
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Fall Style Forecasts Vary 


Opinions differ as to what will 
prove popular for the fall season. 
One specialty shop shoe department 
has already been selling D’Orsay 
styles in patent, black satin and 
light weight black calf, which are 
sponsored for fall wear. Another 
merchant favors a medium brown 
color on the golden brown shade 
which he will sponsor in kidskin 
step-in pumps and some straps. This 
store will also show patents and 
trimmings of alligator or lizard. 

Nothing of special interest has 
developed in the men’s field during 
the past week. Response to sales has 
been fairly satisfactory although it 
is more difficult to interest men in 
sale merchandise than it is women. 


Darker Shades of Hosiery Moving 
Some indication of the trend of 
fall business in hosiery is contained 
in the statement that darker tan 
tones are beginning to move better 
at Breithaupt’s hosiery department. 
Almond, toast, some Aztec, and an 
increasing amount of rose taupe 
are proving popular, in addition to 
the lighter shade of atmosphere. 


Hosiery Manufacturing 
Ahead 
Hosiery is one of three Milwaukee 


industries that reports much more 
activity for the first six months of 
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this year than for the same period 
a year ago, according to a monthly 
review of local business conditions 
by R. E. Wright, of the commercial 
service department of the First 
Wisconsin National Bank. The re- 
ports shows that shoe manufactur- 
ing has been about the same as the 
first half of last year, but leather 
is not as good. 


New Company Organized 

R. E. and H. C. Freeman, of the 
Freeman Shoe Co., of Beloit, Wis., 
have negotiated a five-year lease 
with the privilege of renewal or 
purchase on the plant and property 
of the White Linen Mills of that 
city, and plans have been announced 
for having a new shoe factory in 
operation in the new location before 
the end of August. The new plant 
will be operated separately from 
the Freeman plant, and a new com- 
pany has been organized under the 
name of the Freeman Beddow Shoe 
Manufacturing Co., for the purpose. 
Associated with the Freemans in 
the enterprise is J. A. Beddow, form- 
erly superintendent of the Nunn- 
Bush Shoe Co., of Milwaukee. Ma- 
chinery and equipment for a maxi- 
mum daily output of 3,000 pairs of 
shoes will be installed at once, the 
product to be a quality shoe selling 
at a little higher price than that of 
the Freeman company. 





Business Prospects Good and 


Fall Buying Gets Under Way 


CLEVELAND—tTrade in Cleve- 
land in general has been good in all 
lines. There has been quite a de- 
cided improvement over the summer 
of 1924. There are more men em 
ployed here this year than last, and 
ir some industries the current 12 
months will be the best, from the 
standpoint of sales, in the history 
oi the companies. 

Cleveland shoe stores report that 
trade has been good during June, 
and the first half of July. There 
have not been so many special sales 
this summer as in the past, and 
goods have moved more easily. 


Fall Buying Under Way 
This condition is reflected in the 
buying that is being done for early 
fall. Salesmen are back from their 
offices with their new lines of shoes, 
and they report that buying has 
picked up iately. Most of the pur- 
chases are for fall, particularly Sep- 





tember. The volume of buying by 
merchants is considerably greater 
than it was a year ago at this time. 
D W. Brill, of the Brown Shoe Co., 
is one of many salesmen who have 
returned with their new samples, 
and he reports that he took over 
100 orders for fall shoes within 
seven days. Others report sales are 
much better than a year ago. 

The Petot Shoe Co., has enjoyed 
a fine business during June and 
July, and so has the Stone Co. Mer- 
chants in the outlying districts have 
piled up sales during June and July 
that are better than a year ago 
during the same months. Stocks are 
as a rule in better shape than at 
the same period a year ago. That 
means they are lower. What is left 
is made up largely of limited sizes 
and few models. 


Sleeping Styles Come to Life 
This has been an extraordinary 


season for Cleveland. Extraordinary 
in that models that have been dor- 
mant for years have come back with 
a rush that fairly swept the mer- 
chants off their feet, and left them 
disconcerted when stocks got low. 

The white kid shoes have been 
the big seller this summer. This 
model has been on the shelf for 
years, while sports were the fast- 
moving shoe. This year the latter 
have been forced into the back- 
ground. White canvas has sold 
fairly well, but the demand was 
not so great as a year ago. 


Business Better Than 1924 

A canvass of the downtown stores 
in this city discloses that the mer- 
chants have enjoyed a better run 
of business during the first half of 
1925 than they did in the corre- 
sponding period a year ago. 

Sales are probably 20 to 25 per 
cent better on the average. This 
is about true of business in the resi- 
dential districts. There have not 
been so many mortalities in the re- 
tail trade as in 1924, and there 
have been no large sales of bank- 
rupt stocks. Credit conditions are 
close, but the retail merchants re- 
port that with unemployment at a 
lower level, there are fewer re- 
quests for credit. Charge accounts 
have been paid up well. 


What for Fall? 

Patent leathers, satins, and kid, 
are going to be the popular mate- 
rials for early fall wear, according 
to advance buying by merchants. 
Patent leathers are being purchased 
in the greatest volume. Another low 
shoe season is forecast for the com- 
ing winter in this city. Merchants 
do not look for the boots to return 
this year. There has not been any 
buying of arctics; it is too early for 
that, but they seem certain to have 
another big season. 


Polish Sales Increasing 

Harry Ramsay, head of the Alden 
T. Cleveland Shoe Polish Co., and 
of the H. W. Ramsay & Co., was a 
visitor at some of the Boston stores 
last week. Mr. Ramsay reports that 
the sales of his polishes are greatly 
increasing. Mr. Ramsay is one 
of the younger generation who has 
made a notable success in this field. 
He started in business as an errand 
boy for the R. H. Holden Co. fif- 
teen years ago. Some three and a 
half years ago he bought out the 
Cleveland Polish business — this 
dressing he sells to the stores, who 
put it out under their own name. 
He has invented many novel de- 
vices for the findings trade. 
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ARCH SUPPORT LOW SHOES 





Upper cut away. Note 
leather counter extend- 
 - to ball com 

ectiveness of the rigi 
arch support. 


Correct orthopedic construction is combined with usual permanent volume selters in your store during all the year. 


Martha Washington quality in the new Martha W - 
cont Ares Sungate Low Micke. ashing Order Now—from stock—ftor immediate selling. 


Priced to permit volume sales—built to bring table F. Mayer Boot & Shoe Co. 
repeat business—salable, staple shoes that become Milwaukee 
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Summer Slump Conspicuous 
By Its Absence in St. Louis 


ST. LOUIS—Despite the usual 
doldrums of the shoe business at 
this period, business for the week 
ended July 25 was reported as be- 
ing fair. For the most part the pep 
in buying has subsided and the bar- 
gain hunters are stalking from 
store to store in an effort to dis- 
cover the rarer values. One large 
operator stated that shoppers were 
out for footwear of the $1.50 to 
$3.50 type. 

A check-up on white footwear re- 
veals the a'most complete disap- 
pearance of this stock. Of all the 
down-town stores, only one reported 
a good stock of white shoes in 
wanted sizes and styles and the 
manager was confident that this 
would be materially reduced soon. ° 


Gray Shoes Withdrawn from 
Bargain Counter 

One store that was offering gray 
suede at a $1 a pair in its base- 
ment, has withdrawn the shoes, due 
to the advance rumor that gray 
suede may stage a come-back for 
fall. When this inquiry was put to 
an experienced style picker, he an- 
swered with a couple of loud guf- 
faws. It was his judgment that any 
gray being touted as a fall bet 
was being pushed in an attempt to 
rid the stock of some “hang-overs.” 

The big bet of the week in the 
better grade of footwear was pat- 
ent leather. This material became 
pronounced in the demand. Very 
little, if any, is seen in the sales as 
profit prices can easily be secured. 


Strong Patent Season Indicated 

Early indications apparently point 
to a strong patent season. Pump 
patterns with buckles proved popu- 
lar in an advanced showing of new 
patterns. 


International Buys Bluff 
City Company 

Announcement has been made 
that the International Shoe Com- 
pany has purchased the Bluff City 
Shoe Company of Hannibal, Mis- 
souri. The International will take 
over all physical property, includ- 
ing the real estate, buildings and a 
good part of the machinery. They 
expect to have possession by August 
20, and will begin operations almost 
immediately. The International, last 
fall, purchased the plant of the 
Hannibal Rubber Company and has 
converted it into a rubber heel 
factory. 


Creel, Mauldin, Chambers, 
New Quarters 
Creel, Mauldin, Chambers, Inc., 
have moved to their new quarters 
at 1631 Washington avenue. The 
new sample rooms and offices will 
also house most of the officials of 
the company including the presi- 
dent, Thomas L. Mauldin. 


Mother of John A. Bush 
Dies 


Mrs. Anna M. Bush, widow of 
Allen C. Bush and mother of John 
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A. Bush, president of the Brown 
Shoe Company, died here Sunday, 
July 18, after a long illness, at the 
age of 71 years. Mrs. Bush was 
buried Tuesday from the residence 
of her son with whom she had been 
making her home. 


Senac Stores Show 
= Increases 

All of the twelve shoe depart- 
ments operated by the Senac Shoe 
Company with headquarters in 
St. Louis, with the exception of 
one store, have shown increases 
throughout the month of July over 
the same period of 1924, according 
to announcement made by an offi- 
cial of the company. 





Clearance Sales 


About Over 


New Models Are Appearing 


SAN FRANCISCO—Other lines 
of wearing apparel are experienc- 
ing a somewhat spotty demand, per- 
haps due to the definite changes 
taking place in women’s styles for 
fall, but shoes seem to have a place 
on every buying list, for July busi- 
ness in San Francisco stores has 
been more than satisfactory. July 
clearances have been keeping stores 
of every type busy since after the 
Fourth, but a few retail merchants 
have found it profitable to claim the 
attention of the woman who is in- 
terested in the new, by devoting 
windows to the display of footwear 
showing authentic new tendencies. 

Basket Weave in Gold and Silver 

Among these is the White House, 
which is showing a patent pump, 
trimmed with silver enameled calf 
with a braided silver strap and 
black enameled buckle. This same 
model, which has a 22/8 heel, is 
also being featured in gold, silver 
and pastel brocades with solid 
rhinestone straps. Another number 
which seems to be worth watching 
is an imported spike-heeled pump 
made of tiny strips of gold and sil- 
ver leather, hand-woven in basket 
weave with a center twisted strap, 
fastened on each side. Twenty-eight 
pairs were sold in the two days it 
was displayed in the window; this 
number is retailing at $22. 

Trend Toward Plainer Patterns 

In street shoes tan calf and pat- 
tent seem to be dividing attention, 
with a_ strong tendency noted 
toward the darker shades in tans, 
though the maple and caramel 


shades in kids, particularly those 
with trimmings in darker tones, are 
finding a ready demand, especially 
in the medium-priced stores. On the 
whole, there seems to be a definite 
trend toward less ornately cut mod- 
els with longer vamps and higher 
heels constantly receiving more at- 
tention. 

Gun metal kid is not being shown 
to any extent except in staple lines, 
but some of the Market street stores 
will push it after the July sales are 
over. Buyers expect that the oppor- 
tunity to make it “different” with 
ornamental buckles will be a strong 
selling point in putting it across to 
the younger women. 

High-grade suedes in brown and 
black with patent, lizard and seal 
trimmings are being stocked in a 
limited way for fall selling, but 
some of the exclusive shops are re- 
fusing to gamble on them at all. 


Leather Soled Sport Shoes Popular 

San Francisco fog, which makes 
the links slippery for five o’clock 
and early morning golfers in the 
bay region, is accounted responsible 
for the failure of crepe rubber 
soles to register as heavily as they 
might have, but the season has been 
an exceptionally good one for 
leather-soled sport shoes. Some of 
the department stores which do a 
big men’s business are looking for 
black to be an important figure in 
daytime wear during the coming 
winter, although the present trend 
of buying does not indicate a de- 
mand that won’t have to be stimu- 
lated in some way. 
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Mr, Dempsey and Mr. Simon of the 
Weyenburg Shoe Co. consult with Mr. 
Hildebrant of the Dunbar Pattern Co. 


The many dealers who buy from Weyenberg are always impressed with the 
high grade of quality and the advanced degree of style in this popular 
priced line. In the creation and development of style the Dunbar organi- 
zation is an important factor in the Weyenberg success. 


When a problem of style enters, a Dunbar man is usually called upon to 
enter with it and help solve it. More and more are manufacturers finding 
that the use of Dunbar service makes for more correct style, for better 
fit—and for more complete satisfaction to the retail merchants who buy 
and sell their shoes. 





Your exclusive designs are 
safe when locked in the 
Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 


When writing to advertisers please mention Boot anv Snor Recorver 
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Trade Slow Now—But Good 
Fall Business Is Expected 


PHILADELPHIA — During the 
past week there was a slight lull in 
factory activity here. The average 
plant is being operated between 50 
and 60 per cent of its capacity. 
Some orders for fall are still being 
received but business in fall foot- 
wear is not as active as it was 
hoped it would be at this. time. The 
trade in general feels, however, that 
the present setback is only tem- 
porary and that good trade is just 
around the corner. 

One firm which makes women’s 
and children’s shoes reports that its 
factories are fairly busy making 
staple footwear. Both high and low 
shoes are being called for, the 
former being more active in boys’ 


lines than in girls’. Women’s pat-. 


terns are for the most part very 
plain oxfords and conservative cut- 
out effects. While there is some call 
for black in this fall footwear, the 
predominating material is tan calf. 
There is very little call for com- 
binations though several numbers 
are moving fairly well, especially in 
patent leather with gray or mouse 
tops. Prices remain unchanged. 


Conservative Models Prevail 


A maker of women’s high-grade 
footwear here reports that he is 
getting some orders for poze in 
both black and brown. Black and 
tan calf are also being asked for 
and in some quarters there is still 
a little call for satin. According to 
this manufacturer there are at 
present no signs of any demand for 
velvets for trading during the com- 
ing months. Patterns consist for the 
most part of one-strap effects and 
gored models and are very conserv- 
ative. 

The sole leather market during 
the past week has been rather quiet. 
Its condition is taken to be an ac- 
curate reflection of the situation 
among the factories and with the 
finders. The shoe manufacturers are 
still buying only as they need the 
sole leather to turn out the orders 
on their books. 


Glazed Kid Trade Quiet 


The glazed kid trade here is re- 
ported as being rather quiet at 
present. The bulk of the demand 
now is for champagne and for gray 
for lining purposes. Better trade is. 
expected by next month when the 
factors will have gotten more into 
their regular fall manufacturing 





stride. The trade feels that glazed 
kid, both black and brown, though 
more especially the former, will get 
its share of the business. Buying 
for fall has so far been confined 
very largely to blacks in various 
materials and there is no reason to 
think that when styles and ma- 
terials become a little more clearly 
defined black glazed kid will not 
come in for a fair share of the 
trade. The tendency towards plainer 
patterns is looked upon as a favor- 
able indication for good demand for 
glazed kid. 


Scotch Grain Moving 


Frank A. Hoffman, well-known 
wholesaler, reports that while the 
trade is buying sparingly, there is 
a fair amount of business being 
done in men’s Scotch grain oxfords, 
the demand being about 80 per cent 
for tans and 20 per cent for blacks. 
There is a fair amount of stitching 
and perforations on these shoes, 
though the elaboration of the past 
is missing. There is a demand for 
high shoes. 


One prominent jobber of women’s 
novelty footwear here reports that 
the shoe factories are making vel- 
vets and the jobbers are buying 
them but the retail trade is not buy- 
ing them very freely. It is felt that 
the cause of this lack of buying of 
velvets on the part of the retail 
trade is the hot weather. People will 
not wear velvets until cool weather 
sets in and until that time there will 
be no active call for them in the 
retail shops. This jobber reports 
that patent leather is selling as well 
as anything at present. Satins are 
quiet. The trade is sticking mostly 
to blacks and is buying very little 
besides plain one-straps and operas. 
Prices in some instances show a 
tendency to advance. 


Flesh Satin and Pastel Kid 
Offered 

For wear with summer afternoon 

and evening toilettes with sheer 

flesh-colored hose one of the down- 

town boot shops is offering slippers 


of flesh satin and pastel kid. They | 


are regent-cut opera slippers with 
moderately rounded toe and slender 
spike heel. In flesh satin they are 
priced at $14 and in flesh or sky- 
blue kidskin at $15 a pair. 





Better Margin of Profit 
Is Coming Into Evidence 


BALTIMORE—Leaders of indus- 
try here are more optimistic over 
the trade situation than they have 
been for months. They point out 
that conditions are more satis- 
factory from every angle. There 
are no major troubles’ to disrupt 
industry; stabilization is making 
steady progress in all basic lines, 
and the margin of profit, while still 
small, is somewhat better than it 
was a few months ago. Inability to 
bring down cost of manufacture has 
been one of the chief complaints 
heretofore. This is being overcome 
partly by greater efficiency and 
and partly by a slight reduction in 
wages. Output in most lines is grad- 
ually increasing, but manufactur- 
ers are careful not to speed up pro- 
duction to a point where it will ex- 
ceed consumption. In other words 
they are maintaining the policy of 
balancing output and consumption. 
There has never been a time when 
the credit situation in this district 
was more favorable than it is at 
the present time. Banks have an 


abundance of money to loan. Retail 
trade continues fair to good. 


Shoe Business Healthier 


The shoe industry seems to be 
very optimistic as to its present 
and future status. Some of the 
houses show a gain of over 20 per 
cent as compared with last year. 
Worth-while labor is pretty well ab- 
sorbed. Several of the major houses 
report operating at capacity, which 
is at least 20 per cent better than 
last year. The situation is being 
very much helped by the stabiliza- 
tion of styles. In this connection it 
might be interesting to note that 
2,000,000 pairs of shoes are pro- 
duced here annually. 


White Kid Shoes Sold Freely 


With the white season on the 
wane, retail shoe merchants are all 
in accord with the statement that 
although they were dubious about 
the white season at the outset, the 
demand for whites proved to be par- 
ticularly heavy this year and much 
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better than last year White kids 
predominated in the sales of white 
wear. White fabrigs have also sold 
well. Although es are beginning 
to fall off, merchants feel that 
whites will continue to sell for the 
next few weeks. Patent, however, is 
beginning to sell in greater numbers 
and it is expected that the latter 
will be the best seller in the fall, 
with black satin as second. Clear- 
ance sales were held in nearly all 
the stores and stocks are pretty 
well depleted, except where there 
has been an over abundance of last 
year’s styles. One shop reports that 
black velvet is popular now and ex- 
pects it to continue into the fall. 


Men’s Styles Confused 

As for men’s shoes reports vary. 
Most shops claim to be selling more 
tan than blacks, a few maintain as 
many blacks as tan, and two shops 
assert more blacks are being sold 
than tans. 

A local manufacturer of chil- 
dren’s, misses’ and grown girls’, all 
turned sole shoes, states that for 
the first time in the past three 
years business is showing a decided 
improvement. Fall orders are com- 
ing earlier and heavier, since mer- 


chants are beginning to realize that - 


prices are stable and more nearly 
normal. All styles are being carried 
in stock and this particular manu- 


facturer turns out 1200 pairs of 
shoes per day, the shoes ranging 
in prices from $2.50 to $6. 


Dr. J: P. Simon, of the Educa- 
tional Department of the Scholl 
Manufacturing Co., is having a 
phenomenal success in conducting 
a foot comfort service at Hoch- 
schild, Kohn & Co., one of Balti- 
more’s leading department stores. 
Dr. Simon supervises the fitting of 
orthopedic shoes, fits all orthopedic 
appliances and is on hand when 
any question arises as to the proper 
fitting of shoes. 


The Hub Basement Shoe Shop 
reports an increase of 331/3 per 
cent in business. The latter is using 
window displays in several parts 
of the business section and claims 
this is the best form of advertise- 
ment. Prices of shoes range from 
$2.95 to $4.95. 


The local Shoe Travelers’ Associ- 
ation held their annual picnic at 
Budel’s Park, on Friday, July 17th. 
Athletics, games and various forms 
ot entertainment were held. 


The Cantilever Shoe Shop has 
moved to its new headquarters, 316 
N. Charles Street. Increased busi- 
ness necessitated the change, says 
Mr. H. D. Duvall, Manager. 





Retail Shoe Trade Shows 


Continued Improvement 


ATLANTA—While the usual 
summer lull has set in and business 
is not, therefore, as brisk as it 
might be in the Atlanta stores, shoe 
dealers advise that for a month past 
their volume of business has con- 
tinued to show a steady improve- 
ment over the corresponding period 
of last season, and that if the pres- 
ent trade continues on this basis for 
another two or three weeks it will 
prove one of the best summer sea- 
sons the retail shoe merchants in 
Atlanta have ever 
Nearly all the dealers in Atlanta 
seem to share this opinion, those 
catering to the higher class of trade 
with higher-priced merchandise, 
and those handling lower-priced 
lines as well. 


Plain Patterns Selling Best 
Plain, one-strap slippers and 
pumps appear to be among the best 
sellers, with white footwear in de- 


experienced., 


cidedly good demand, and black and 
blond also going well. In fact, as 
previously stated in the BooT AND 
SHOE RECORDER, the white goods 
season this year gives every promise 
of being one of the best the At- 
lanta trades have ever enjoyed, and 
from reports of salesmen covering 
this territory for various jobbing 
concerns and manufacturers about 
the same conditions prevail in white 
goods in other towns and cities 
throughout the South. Also, it is 
interesting to note, that these sales- 
men also state that the retail mer- 
chants are all reporting a better 
volume of business this year than 
last season. 


Men Buying Sport Shoes More 
Freely 
In the men’s departments and ex- 
clusive men’s stores low shoes are, 
of course, well in the lead of highs 
for the summer trade, with sport 
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footwear this summer the best it 
has been in several seasons whites, 
and white and brown combinations, 
the brown in lighter shades, appear 
to be the prevailing preference 
among the men, and both these lines 
are selling 25 per cent better than 
last year at this time, a majority 
of the dealers in Atlanta advise. 


Planning Early Convention 


Following the recent successful 
convention of the Southeastern Shoe 
Retailers’ Association, held at Sa- 
vannah, Ga., Joseph Steele, of At- 
lanta, president of the organization, 
elected for the coming year at the 
Savannah meeting, declares that 
the organization is continuing to 
grow at a rapid rate, and that a 
number of new applications for 
membership have been obtained the 
past two months from dealers in all 
sections covered by the association. 
This has resulted in a steady growth 
in the membership until it is now 
the largest it has ever been before, 
growing particularly fast in asso- 
ciate membership as several addi- 
tional salesmen have joined lately, 
representing the northern and east- 
ern manufacturers principally. 


Dealers generally believe, too, Mr. 
Steele states, that the plan to hold 
the annual convention shortly after 
Easter, as adopted at the recent 
Savannah meeting, will prove of 
material benefit, and serve to make 
possible a better convention. For 
one thing, it will prove a real aid 
te the manufacturers and jobbers 
who exhibit at the meetings, and to 
their salesmen, it is thought, in that 
dealers visiting the convention will 
have much more buying to do at 
this time of the year than they 
would have in June, when the meet- 
ings have been held in the past, and 
that they will take advantage of 
this opportunity by selecting their 
stocks from the exhibits on hand. 

Also, occurring directly after 
Easter, it will enable dealers to re- 
plenish stocks closed out during the 
Easter season, and all in all it is 
believed such a time will be more 
appropriate and will also aid the 
attendance, both of dealers and 
visiting salesmen. 


Atlanta dealers, too, are well 
pleased that their city was chosen 
for the 1926 convention, and Mr. 
Steele states that they plan to get 
started very early in 1926, laying 
plans for a meeting that the visiting 
trades will long remember, and long 
discuss. 
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REPCO STRETCHERS~ 


Standard Equipment © 
In Every Good Shoe Store 


iis COMPLETE stock of Repco 

= 3] SrreTcueERs is a distinét asset 

to every shoe store. To have 

= all sizes of stretchers is al- 

most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STrReTcuersare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearést 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 







































































L* us take a sure way 
of settling that “IF.” 


@Putting aside time worn 
excuses about slow August 
business, dog — and the 
mid-summer slump; re- 
member—there are as 
many people in your dis- 
trict needing as many 
things in August as there 
will be in October. The 
uestion is—can you get 
em to buy? 


@Most certainly you can! 
Kelly Service has proven 
that numberless times. 


@There is a splendid field 
in outfitting the children of 

our district for school. 

housands of dollars will 
go for children’s shoes, fur- 
nishings and clothes be- 
— now and September 


qgUnite a school opening 
drive under Kelly Service 
with a final clean-up of all 
summer merchandise and 
a showing of your new fall 
goods. The results will pass 
your fondest hopes. 


@You have every reason 
for complete confidence in 
the results Kelly Service 
will produce for you. Con- 
sider the seventh Kelly 
drive just completed for the 


Durant Merc. Co., Durant, 
Okla—cash business $25,000. 
This is matched with a 


$20,000 drive for the Ed- 
ward Belanger Store, Que- 
bec City, and the $45,000 
Kelly sale at the White Clo. 
Co., Jamestown, N. Dak. 
E. E. Cloud, Chester, S. C., 
just brot in $15,000 in ten 
days through Kelly Service. 


@This school opening cam- 
paign offered by Kelly Serv- 
ice 1s built on such broad 
lines that it isin fact a wind- 
up of summer business and 
an opening for fall. 


@Its advertising and mer- 
chandising features are 
clean, forceful and com- 
pelling. 

@Full information on this 
campaign is free. Simply 
mail us the coupon below. 








Mr. T. kK. Kelly, Pres, 


A 
a. Kelly Sales System 
Minneapolis, Minn , 


out m 
'Y summer Merchandise 


Signed Without Obligation 
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Department Stores Show 
Gain 

Fifty of the leading department 
stores of the Southeast, located 
principally in Atlanta, Birmingham, 
New Orleans, Chattanooga, Jack- 
son, Jacksonville, Nashville, and 
Savannah, reporting to the Federal 
Reserve Bank of Atlanta on their 
gross volume of sales for the first 
six months of this year note a fairly 
respectable increase over the corre- 
sponding period last year in the 
total sales volume. Were it not for 
the fact that five stores in Chat- 
tanooga, Tenn.,.come forward with 
a report showing a loss in excess of 
20 per cent, the gain for the dis- 
trict as a whole would really be 
quite substantial. 
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While the jobbing business in a 
number of the leading lines has de- 
clined of late a substantial gain over 
last season is reported by shoe job- 
bers, according to the latest figures 
on jobbing sales compiled by the 
Federal Reserve Bank of Atlanta. 
A dozen of the larger shoe distrib- 
utors of the Southeast reported to 
the bank for its report, noting a 
good gain during May and June 
over the same period last year, three 
of the jobbers in Atlanta—the J. K. 
Orr Shoe Co., the M. C. Kiser Shoe 
Co., and Gramling, Spalding & Col- 
linsworth, Inc.—noting a gain of 35 
per cent in sales volume during 
May, 1925, over May, 1924, and a 
gain of 45 per cent in May, 1925, 
over April, 1925. 





Rochester Factories Speed 
Up As Fall Orders Arrive 


ROCHESTER—Rochester retail 
merchants seem agreed upon the 
fact that styles in footwear for fall 
will be partial towards tan calf, 7 ’.t- 
ent and satin. One merchant ‘« of 
the belief that the demand for light 
shades of suede and gray will be 
stronger than is anticipated. Dainty 
intricate designs with lay-over pat- 
terns and strip pumps with covered 
heels are expected to go strong. One 
store is showing a new strip pump 
of copper brocade with covered 
heel and it is bringing favorable 
comment from feminine admirers. 


Shoe Factories Picking Up 


A visit to the leading shoe fac- 
tories in Rochester reveals consid- 
erable activity. Practically every 
department in the plants inspected 
gives the impression of a big fall 
business. Reports from men on the 


road are exceptionally encouraging, . 


according to the sales managers. 
Stocks in the local stores are de- 
cidedly low and the fall orders 
placed by local merchants have been 
in most cases considerable larger 
than last year. 





Some Peculiarities of 
Fitting 
Elmer Sanborn, Lynn pattern 


' maker, of 40 years’ experience and 
- more, got to talking about peculi- 


- arities of feet, and the fitting of 


"them, the other day. 
He doubts the familiar tradition 


that the left foot is larger than the 


right. Some fitting clerks swear by 
this tradition. Mr. Sanborn doubts 
if it applies to feet of women. His 
measurements show that the right 
foot and the left :oot are of the 
same size. Most of the exceptions, 
as he has noted them, show the 
right foot to be larger than the 
left. However, he deals only with 
feet of women, and mostly with 
model feet. He has nothing to say 
about feet of men. So the question 
of whether the left foot of a man 
is larger than the right is still 
open. 

Mr. Sanborn also says that all No. 
4B feet are not model feet. He re- 


39 


cently measured the feet of 30 
young women, all of whom wear 
No. 4B shoes. Some of them, by 
the way, serve as models. No two 
pairs of these feet are exactly alike. 
Measurements by the tape show 
slight variations in them. Yet they 
all may be fitted with No. 4B shoes. 


Mr. Sanborn tells of a singular 
instance of a foot which is a 
proper No. 4 in length, but shows 
some C and even D measurements 
in width and circumference. Yet 
this foot will fit in to many No. 4B 
shoes perfectly. It has a low instep. 


On the other hand, another foot 
has a high instep, and though it 
measures an approximately perfect 
No. 4B in all dimensions, and fits 
ideally to a pump, yet straps for it 
have to be made one-eighth of an 
inch above standard length. 


Mr. Sanborn also makes this com- 
ment, which will interest many fit- 
ting clerks. Model shoes, or sample 
shoes, are tested for fit on the feet 
of young women who have No. 4B 
shoes. By young women, women of 
20 or thereabouts are meant. Shoes 
made according to models, and dis- 
tributed to stores, are fitted to 
women of from 20 to 60 years. This 
practice has come about through 
novelty styles, which are worn by 
women, regardless of their years. 
The foot changes in character dur- 
ing 40 years. Yet shoes, as pres- 
ently modeled, are expected to fit 
women of from 20 to 60 years. 

Mr. Sanborn thinks there is room 
for more co-operation between pat- 
tern makers and fitting clerks in the 
task of “Getting More Shoes Fitted 
Right.” 





Lynn Factories Are Busy 
On Fall footwear Orders 


of merchants who can provide for a 
large distribution of shoes. 


LYNN—Volume of business con- 
tinues good. Factories are active on 
shoes for August 15 and September 
1 deliveries. Salesmen on the road 
are sending in additional orders, as 
well as encouraging reports on pros- 
pects for fall business. Some firms 
are making as many shoes as during 
the Easter rush, which is usually 
the peak production for the year. A 
few firms are taking additional 
floor space, to increase their pro- 
duction. 

A leading feature of Lynn’s cir- 
cumstances is the tendency to make 
shoes for large accounts, or those 


Summary of Lynn Styles 

Lynn styles are simpler, and yet 
are of abundant variety. Novelty 
oxfords appear as a new feature of 
Lynn’s style designing. Among them 
are shoes with open-front effects, 
novelty laces passing through the 
openings. Some makers of McKays, 
as well as of welts, will try out the 
new oxford designs. 

Adorned shoes are the leading 
style at the moment. Manufacturers 
say it is sometimes difficult to get 
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years. 
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enough pretty ornaments. Usually 
ornaments are used to conceal gores 
in throats of shoes, as well as to 
adorn insteps. Beaded ornaments 
are seen in many designs, ranging 
from simple lines of colored beads 
on throats and straps of satin 
pumps to elaborate buckles for in- 
steps of pumps. 


New Front Strap Effect 


Strap styles continue to sell, and 
the front strap, in new form is 
noted in some lines. Modest three 
and four-strap patterns were no- 
ticed in one line, but these patterns 
have been selling with this firm for 
several years. 

Patent continues the foremost 
leather, most all firms reporting the 


shiny leather as their top liner. 
After patent leather, comes quite 
an array of materials, listed vari- 
ously, according to the circum- 
stances of each manufacturer. 


Wide Variety of Materials 


Among these other materials are 
black suede, which has begun to 
gain, black and gunmetal satin, as 
well as a few light colors in satin, 
black velvet, black kid, woodland 
brown kid, biscuit colored kid, and 
several like shades, and tan calf and 
several shades of brown suede. Be- 
sides, reptiles, grains, in colors, are 
being used for trimmings, or for 
whole shoes. Bronze kid is men- 
tioned as a prospect for fail. 





Smart Styles Will Help Increase 


Men’s Business 


By E. A. BAILEY 
Secretary Northwestern Shoe Travelers’ Association 


HE : situation in the men’s 

| side of the average retail shoe 
store is one that demands a 
great deal of attention today. A 
great many buyers throw up their 
hands when men’s shoes are men- 
tioned. They, themselves, do not 
know why. Selling men’s shoes to- 
day is the most satisfactory busi- 


ness a store can have, so if a little 
more attention were paid to getting 
smart styles, and good fitting lasts, 
this profitable business would be 
much easier to secure. 

This, the average store does not 
do. What are the results? Men’s 
shops, factory owned and other- 
wise, chain and clothing stores are 
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gradually cornering the men’s 
trade. If the management devoted 
one-half of the energy developing 
the men’s business that is concen- 
trated in the women’s, the business 
would show a decided gain at a 
much greater profit, because the 
dead stock in men’s shoes is a 
negligible quality. 

Many merchants all over the 
country, who have discovered this 
truth and who have put it into 
practice, are reaping their just re- 
wards. Store after store comes to 
mind where a merchant has spruced 
up his men’s department by going 
after the profitable young men’s 
trade, and has materially added to 
his profits and prestige by so 
doing. 

Considerable thought must be 
given to the advertising problem. 
Men as a general rule are not as 
much interested in the price appeal 
as they are in the knowledge that 
they may buy good looking and 
good fitting shoes. Men do not like 
long winded, flowery arguments but 
do want to be told good logical rea- 
sons why certain shoes are adapted 
to certain needs. 

I have heard a number of promi- 
nent merchants say that the easy 
selling of the war period has ruined 
the salesmen in their stores, for 
apparently all time. This condition 
should no longer be tolerated. The 
manufacturers spend a vast amount 
of time and thought in perfecting 
correct fitting lasts, but unless the 
salesman thoroughly understands 
the science of fitting feet properly, 
all this outlay of brains and ma- 
terials is wasted. 

Unless the customer specifically 
demands some particular shoe at a 
certain price, the retail salesman 
should size him up, bring out a shoe 
adapted to the customer’s foot, and 
as he slips it on, should explain 
why this particular shoe has been 
selected. The price should not be 
mentioned until this moment, if at 
all. A great many sales are lost 
because the store does not have the 
proper size. This deplorable condi- 
tion could be eliminated if the 
buyer would concentrate his pur- 
chases on non-conflicting lines; this 
would enable them to carry more 
of the sure selling sizes with fewer 
odds and ends, so that the sales- 
people could fit 90 per cent of the 
feet that come into the establish- 
ment. 

There are very few stores that 
try to educate their customers 
through the medium of their show 


(Continued on page 95) 
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method. 


cation do the rest. 









blisters and tender spots 
prevented by this magic 


Millions of people's feet are so tender 
that the most perfectly fitted shoes 
make them /oot-miseradle until the shoes 
conform to the shape of the feet. 
This troublesome ‘‘breakifig in’ 
period is now a thing of the past for all 
who follow this method. Millions have 
adopted it. Dr. Wm. M. Scholl has 
made this possible for you. 

Dr. Scholl has devised and perfected a wafer- 
thin, medicated, antiseptic, protective pad that 
gives you this comfort, and makes your fect 
absolutely immune to corns, callouses, bunions, 
blisters, broken skin and tender spots. 

These marvelous comfort-giving pads are called 
Dr. Scholl's Zino-pads. They are made in three 
sizes for the .purpose (see illustrations below ). 
They cost but a trifle and are sold everywhere. 

The next time you buy shoes, buy « pechage 
of Zine-pads. Then at the least sign of any rub- 
bing or foot tenderness, apply a Zino-pad to the 
spot affected, and let the healing, soothing medi- 


In one minute—or less—all pain and soreness. 
will be gone. It will positively prevent all further 
discomfort and make your new shoes give solid 
comfort from that time on. Try this method. 


Put one on—the pain is gone! 







nen—apply Dr. Schell’: Zine-pads 
(Callous stme) to the tender spats, 
The sp the coum, and instantly 
and the pain. 





For deep painful ridge: om the instep, 
made by pump: or lew shem, un Dm, 
Schell") Zime-pads (Callous or Brmion 


Blimers and tender ipa on the hook 
are canly prevented, 

from chafing immantly removed, by 
arriving Dr. Schall") Zmepads (Cpi- 








sengie Sn for Free Samples 

the th izes of Dr. Scholl's Zino-pads, 
and booklet, “The Feet and Their’ Care” wht te 
mailed to you free on request. Address The Scholl Mfg 


Co., 213 We, Schiller St. Chi 
&t., New York Citys or 222 


or 62 Wet 4th 
ide St., B.; Toronto, 
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The dread of “breaking in” new shoes makes 
thousands wear their old shoes long after new 
ones are needed. Banish this fear and see the dif- 


ference it makes in your sales. 
































Note: The advertisements reproduced on this page 
are a part of a big campaign in THE SATURDAY 
EVENING POST, LADIES’ HOME JOURNAL, 
WOMAN'S HOME COMPANION, and the AMER- 
ICAN MAGAZINE. They will help every shoe mer- 
chant who urges his sales force to get behind them! 

















Millions of people never buy new shoes without 
dreading the thought of “breaking” them in. Itis not 
economy that influences the average person to make old 
shoes last as long as possible—but the urge of comfort. 







Drive the fear of discomfort of “breaking in” new 
shoes from people’s minds, and you will not only sell 
your customers more shoes as a consequence, but 
build up a clientele among people with tender, sensi- 
tive feet that will stick everlastingly to you. 












This is really a serious problem for every progressive 
shoe dealer, and one, which like any other unhealthy 
condition, must be properly diagnosed and treated 
by means of some constructive merchandising idea. 


Dr. Wm. M. Scholl has the solution of that problem 
for you. In addition to advertising his Foot Comfort 
Appliances and Remedies in over 70 leading na- 
tional magazines and over 4500 newspapers, Dr. 
Scholl is now launching a separate campaign in THE 
SATURDAY EVENING POST, LADIES’ HOME JOUR- 
NAL, WOMAN'S HOME COMPANION and the AMER- 
ICAN MAGAZINE, to drive home the idea in 
the minds of millions of people and help you 
capitalize on this wonderful opportunity. 
































One or more of these magazines go in nearly 
every home in your town. Your customers 
read them and will see Dr. Scholl’s series and 
be immediately impressed by this new com- 
mon sense method of preventing discomfort 
of wearing new shoes. 
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hurts the 


Shoe Business: 


Dr. Scholl’s Revolutionary Idea of 
Making New Shoes Give Old — 
Comfort 


A slight friction or pressure on the foot quickly makes 
a tender or raw spot, or blister. Left unprotected, it 
usually develops into a corn, callous or bunion. 
Shoe merchants have always recognized this as an 
insurmountable handicap of their business. But thanks 
to the genius of Dr. Wm. M. Scholl, this problem has 
been solved definitely and finally! 


Start at once to follow Dr. Scholl’s suggestion, and 
see how quickly it. bears fruit! 


Get your clerks together and instruct them to point 
out to every customer that the chafing of new shoes 
is not due to fit, but the stiffness of them while new. 
Then point out to them the need every customer 
has for Dr. Scholl’s Zino-pads; that after wearing the 
shoes for a day, to apply a Zino-pad wherever they 
chafe, irritate or cause tenderness. This positively 


prevents further discomfort, clears up the irritation and 


makes the new shoes henceforth as comfortable as old ones. 


SELL EACH CUSTOMER A PACKAGE OF DR. 
SCHOLL’S ZINO-PADS AT THE TIME THE SHOES 
ARE PURCHASED. 


Besides assuring yourself that every customer thus 
sold will never know discomfort from the shoes you 
sell, you make an extra profit of $1.40 on every dozen 
packages of Zino-pads you sell by your enterprise! 


Put this plan into execution NOW. Keep after 


your salespeople on it till selling Shoes and Zino- 
pads together oe a fixed habit with them. If 
you are not amply supplied with Dr. Scholl’s 
Zino-pads in the three sizes—Corns, Callouses 
and Bunions—order from us at once. Write for 
our circular “The Test That Proves,” and the 
package of Free samples that goes with it. 


THE SCHOLL MFG. CO. 


The Largest Manufacturers of Foot Specialties in the World 


213 W. Schiller St. 62 W. 14th St. 112 Adelaide St. E. 
CHICAGO NEW YORK TORONTO 
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Street, 
New York City; or 212 


New 
Shoes 


made comfortable; 
as old ones this way 


corns, callouses, bun- 
4 blisters and tender spots 
positively prevented. Try it! 

When new shoes hurt, it doesn’t usu- 
ally mean they fit eee. A Shoes 
were never so well-fitting as a oe 
to-day. But the most perfect-ftting 
shoes, until they are shaped to the feet, 
can give great discomfort. 

Dr. Wm. M. Scholl looks upon every foot 
irritation from rubbing or pressure, no matter 
how slight—as a possible corn, callous or bun- 
ion. “Don't let such troubles get a foothold,” 


these troubles, and drives the dread of * *break- 
ing in’’ new shoes forever from your mind. 


day's wear, apply them wherever the shoes 
chafe, rub or press. You will not only in- 
stantly remove the ceuse, quickly clear up the 
irritation, and positively prevent more serious 
foot trouble, but also wear your new shioes 
with all the comfort of the old ones. ° 

Dr. Scholl's Zino-pads have a magic way 
of soothing the most painful chronic corns, 
bunions and callouses — but it is far better to 
prevent these conditions before they develop. 

Zino-pads are made in three sizes. They 
cost but a trifle. Sold everywhere. 

Put one on—the pain is gone! 


Samples of the three sizes of Dr: Scholl's _o 


mailed free on request, Addrem The Schell Mfg. 


Dt Scholz: 
Zino- i 


POR Comms, caicovses, “© sumons, Tenoan spots 
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Retail 
124 Salesmen 
————~ || Wanted 


by the 
Shoemen Make J. C. PENNEY CO. 
Successful NATION-WIDE INSTITUTION OF 


DEPARTMENT STORES 


Chiropodists ag Stztleslemen ee nerdedgoung, men bntren, the 
| nn Leas 6 ahead meres de iter ee aneana 


Now is the time Our company, which started in 1902 with one 
store, now operates 571 retail stores in 41 states. 


you We sell » shoes, notions, clothing and 
for ° to take up . “7 or men, wor pone hens and childrens We 
this interesting, do a strictly cash business. Our sales in 1924 
_ were $74,261,343.00. We opened 115 stores in 1920, 
dignified, profit- nal stores in 1922, 104 stores in 1923 and 96 stores 
Ps t year. 
able pr of esston me industry, study and a your progress will 
, . organization. Under experienced man- 
aay am » anette at typ nay han i When you 
Id for both men and women. have qualified 
Graduate Chiropodists make 
trom $9900.00 10 $15,000.00 You are Promoted to be 


- = Tite annually, and the demand 
Entire ¢-Seory Building greatly exceeds the supply. M anager of a Store 
THE WORLD'S LEADING SCHOOL in which you own a one-third interest, to be paid 
ive yay * Calin of ching this is ee 7 and best ees for out of the profits of the business. 
school in world teachi is subject. It is now in its 
successful year and occupies an entire 4-story building. Instructions Experience has taught us — some of the ores suc- 
under a faculty of well-known physicians, chiropodists, surgeons, cesses come from the ranks 
chemists, orthopedists and specialists. Day and evening classes, 
leading to Degree of Doctor of Surgical Chiropody. 


LARGEST FOOT CLINIC IN AMERICA 
Over 15,000 persons receive treatment annually in the Illinois Col- 


lege Free Foot Dispensary, giving the student a wonderful oppor- 
tunity of coming in contactand studying every known foot condition. 


NEW CLASSES OPEN SEPTEMBER 8th 
Mail coupon to-day for illustrated catalog, giving complete infor- 
mation relative to the opportunities which chiropody offers and 
why the Illinois College is the school for you. 
agers are selected from our sales force. 
ccnsaiiiinassecvtinne Mail this Coupon Today eccedoseguenene When you make a success of the management, 
ILLINOIS COLLEGE ‘OF CHIROPODY, 1327 N. Clark St., Chicago you are sold a one-third interest in a new store 
plats information relative to chiropody and your school." BOR, etl a Me ge oe 
Name....... outgrowth of the ab tn waka you first received a 
pe pens ere If you do not possess the capi- 
Street and No. to purchase a one-third interest in a new store, 
the money isloaned you by the J C. Penney Com- 
pany, an you repay it from subsequent profits of 
the store. 


big today for our oem. “Working Plan of oe 
.C. ve your age and number o 
rye erchandise in 























’ experience in our lines of m 
Bret letter. We may arrange for « personal interview later. 
All correspondence strictly confidential 
Address your letter to our Sideaitle tciinthsjendali Uthini 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 
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This Coplay case in Berg 9 Bootery, Fairmount, Minn., has been produc- 
tive ed much business. 


‘i Styles Will Help 
Increase Men’s Business 
(Continued from page 91) 


windows. Shoes are just set in the 
window more or less artistically 
simply bearing a price tag. If a 
brief explanation of the relative 
values of the shoes, the purpose for 
which they were intended and 
lastly, the reason for the price, con- 
sumer interest in the windows 
would be greatly increased. Win- 
dows are often called “silent sales- 
men,” but who ever heard of a good 
salesman who was dumb? 

Not enough stress is laid upon 
seasonable styles in men’s footwear. 
If the shoemen would emulate the 
example of the hat and clothing 
stores, by playing up certain agreed 
styles at certain periods, it would 
do much to make the male shoe 
buying public shoe conscious. 

Light weight and light colored 
oxfords should be worn in the warm 
months, and medium weight high 
shoes should be shown as soon as 
the chill of autumn gives the gentle 
reminder that the time for a change 
has come. Nature does her part. 
Does the merchant do his? The 
merchants themselves have forced a 
great many men to wear oxfords 
with wool hose all winter, by show- 
ing nothing else. It is hard to be- 
lieve that anyone could be so short 
sighted as to promote this idea, but 
it is generally done, nevertheless. 

One parting thought. There is a 
general tendency all over the coun- 
try toward better shoes. -People 


may have experimented in the past, 
under the delusion that they © were 
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saving money by buying cheap 
shoes. They have learned a costly 
lesson, now ‘they are in a mood to 
take the advice of the shoe mer- 
chant. Customers can be sold 
more, and better shoes. Opportunity 
knocks. Are you prepared to open 
the door? 


Rochester, Minn., Store 
Changes Hands 

Baker & Steinber, who operate 
two stores in Winona, Minn., have 
recently purchased the store of 
John W. Martin, of Rochester, 
Minn. The Rochester store will be 
remodelled and re-decorated, and 
will soon be opened by the new 
owners. 








Atlanta Store Closes Down 

Atlanta, July 30—The retail shoe 
store of the Wright Shoe Co., 11 
Marietta street, recently went out 
of business, after operating in 
Atlanta about two years. It is un- 
derstood the firm was in fairly good 
shape when it closed. 





A children’ 8 bhee one installed iy E. 8. “Bates of Bannon’s Depart- 
ment Store, St. Paul, Minn. 
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eaters the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 
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Nhe Shoe with the Crawford 
Arch Supporting Shank 





United Shoe Machinery Corporation 
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Suggestions I Have Made 
for Improving Our Store’s 
Business 
I 

By ZALDA PASCAL : 
With Schwartz’s Shoe Store, 
Pittsburgh, Pa. 

Suggestions I have made for the 
improvement of the store business 
are: 

That the windows be trimmed 
every week and kept bright and at- 
tractive. 

That odds and ends be put to- 
gether and P.M.’s be placed on 
them so that the clerks will push 
these goods. 

Always to have the store and 
clerks neat. 

To advertise big (for I can see 
we very often buy through the Boot 
AND SHOE RECORDER) and I know 
it pays to advertise. 

That we always make sure that 
our customers are satisfied before 
leaving the store. 

That we have some kind of sou- 
venirs for the kiddies. 


II 
By MARION KOMINAREK 
With Dobeski Shoe Store, Michigan 
City, Indiana. 
I am hereby sending in my sug- 


gestion that improved our store’s. 


business: 

With the shoe store being con- 
ducted in a very excellent manner, 
the hosiery department wasn’t very 


successful at the start. We were 
thinking about trying to improve 
this department, and one day I sug- 
gested to the boss the idea of giving 
a commission on hosiery sales. He 
agreed with me on this and began 
from that day giving us a five per 
cent commission on hosiery sales. 

From that day, which was the 
latter part of February, the hosiery 
department has been booming a lot 
better, therefore, I really believe 
that it was a very good suggestion 
on my part. 

With every pair of shoes sold the 
clerks now suggest hosiery and 
seven out of ten always buy a pair 
to match the shoes. 





“Little Miss Step In” 

T. J. Kiley is introducing “Little 
Miss Step In,” a pump style, for 
growing girls. It has a gore in the 
throat, and the gore is concealed 
by an ornament of ribbon and beads. 
The shoe is made over a nature- 
shaped last. Patent, suede and tan 
calf are the materials chiefly used. 





Charles Auer in Cigar 
Business 

Charles Auer, representing the 
Cahill Shoe Co., and prior to that 
with the P. Sullivan Co. of Cin- 
cinnati, has decided henceforth to 
sell cigars instead of shoes. He has 
opened his own shop at 19 West 
6th street, Cincinnati, and reports 
a good business. 








An unusual and effective background is used by A. L. Jackson, in his 
Minneapolis store. 
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Thomas Turns and Guodyear 
process flexible footwear 


Handsome, little steppers up 
to growing girls in latest styles. 


on special lasts with our mas 


ter modelers newest shapes 


M 


Made at prices that are correct 


for consumers’ appreciation 


Assurance of superior gu quality 


so necessary in 


Shoemakers tothe children of 
America for forty-eight years. 


THOMAS & COMPANY 


ESTABLISHED 1877 
3611 1A4"Ave BROOKLYNNY. 


Boston Salesroom 
183 Essex Street 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MIEN’S FINE SHOES EXCLUSIVELY? 
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BROCKTON, MASS. 














A New Shoe Store for 
Boston 


A new shoe store was opened on 
July 15 at 2 Park Square, Boston. 
The name of the new establishment 
is The Physical Culture Shoe Shop. 
Marcus W. McWeeny is the propri- 
etor. “Style Plus Comfort” is the 
slogan. The prices range from $10 
to $15—the sizes from 1 to 10, 
AAAA to EEE, in women’s shoes, 
and in men’s 5 to 18, AAA to EEE. 
The store is built on a semi-circular 
plan, with two attractively trimmed 
windows, black and white marble 
front and window floor, with Circas- 
sian walnut background. The win- 
dow fixtures are of wood, matching 
the Circassian walnut window 
panels, and ornamented with gilded 
bands. All shoes are shown with 
heels elevated—there are small dis- 
play stands and tables—little yel- 
lowish green glass heel rests, giving 
a pleasing color note. A paneled 
mirror in background with fan top 
effect is effectively employed in 
each window. The valances are of 
blue and gray. Each window is 
lighted by ten or more reflectors, 
hidden by the valance. 

The inside lighting arrangement 
is accomplished by several unique 
opalescent, semi-globular lights, with 
gilded tassels, over which four little 
“candle” bulbs are placed. These 
lamps are suspended from the art- 
craft ceilings and walls. Candelabra 
adorn the paneled gumwood walls. 
The color scheme inside is gray and 
blue, carried out by means of the 
blue rugs and the glazed gray reed 
furniture, with dainty cretonne 
cushions, twenty chairs in number, 
and a large divan in the “reception 
room” entrance. Here there are 
several floor lamps, a writing desk 
with lamp in one corner. The 
“lobby” is separated from the main 
part of the store by a decorative 
wooden arch in gumwood. 

An X-Ray machine plays an im- 
portant part in the store’s equip- 
ment. The public is invited to make 
use of this service. Assisting Mr. 
McWeeny is George M. Goldsmith, 
one of the originators of the idea of 
this Boston store. Mr. Goldsmith 
was formerly one of the heads of 
of the F. G. Collins Shoe Co., now 
the John Davis Shoe Store; F. Mul- 
len, formerly with Coward of New 
York; J. McCarthy, formerly with 
one of the Physical Culture Stores 
in New York; George Cobb, for- 
merly with the Walsh Arch Pre- 
server Shop; Ernest Smith, for fif- 
teen years with E. W. Burt—all 
trained in scientific foot fitting. 








SNAPPY SHOES 
FOR YOUNG MEN 























Every Wednesday and Friflay 











STOCK DEPT. 5 


SO TION! STYLES! 
“"They’ve Got to be Stetson 
to be Snappy” 


THE STETSON SHOE CO., Inc. 
Seeth Weymeath, Mass. 
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PARISTYLE FOOTWEAR MFG. 60., INC. 


41-45 Washington Ave., —a N. 
Security Bidg., 189 Ww. 
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-_Sitoe hoe patterns 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 








The opening day was devoted to 
the leading physicians and orthope- 
dic surgeons, with whom Mr. 
McWeeny is co-operating in filling 
their foot “prescriptions.” 


Files Mortgage for $50,000 

A mortgage for $50,000, covering 
the entire equipment of the plant, 
given by the Olson Shoe Manufac- 
turing Co., of Chippewa Falls, Wis., 
to the Metropolitan National bank, 
of Minneapolis, has been filed with 
the register of deeds in the former 
city. It is stated that the money 
will be used for the purpose of 
“refunding outstanding indebted- 
ness and enlarging, improving and 
extending its properties and plant 
for general corporate purposes,” 
according to the record. 


U.S. Rubber Salesmen Meet 

Footwear salesmen of the United 
States Rubber Co., western divi- 
sion, gathered in Milwaukee for a 
three-day sales conference under 
the direction of Howard T. Ott, 
local branch manager, attended by 
a delegation from the New York 
office of the company. The visitors 
from the East included T. J. Need- 
ham, Fred Strong, Frank Church, 
William North and Fred P. Lundy. 











Ford Store No Longer Sells 
to All Comers 

Detroit, July 27—A couple of 
years ago the Ford Motor Company 
opened a supply store in the vicin- 
ity of their Highland Park plant. 
Shoes were sold at about ten per 
cent above invoice price to all com- 
ers. It is understood that this prac- 
tice has been discontinued, only em- 
ployees with identification checks 
being able to purchase at this store 
now. 

Efforts made at the time of open- 
ing to stop this unfair practice 
were unavailing, but this firm has 
evidently seen the error of its way 
and has voluntarily adopted the dis- 
continuance of the practice that 
pressure could not bring about. 





New Store in Kinston, N. C. 

The Harvey C. Hines Co. opened 
for business recently at Kinston, 
N. C., handling a general merchan- 
dise line, including. boots and shoes. 
The company has been capitalized 
at $500,000, incorporators named 
including Harvey C. Hines, Park 
avenue, Kinston; T. G. Hartsfield, 
and others, and it will conduct a 
large store at that place. 
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BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather es 
John E. McNamara -- Haverhill, Mass. 











BALLET SLIPPERS — IN STOCK 
of the unusual kind 
Style BI02 Bik. Glazed 
Kid, Seft Tee 
6-11 11%-3 2%-8 
$1.30 $1.35 $1.45 
oie. 0; Cae 


Specialists in Ballet Manufacture 
241 Ne. tith Street . - Philadelphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
suse 
$1.15 pr. 


BLOG SHOE. FINDING Co., INC 
147 Duane St., New York, N. Y. 


BALLET AND GYM SHOES 
LACK VICI KID—IN-STOCK 


ay Pr Ne. 116 
2% to $1.00 











Athletic Shee Miz. Ce., 124 N. Third St., Philadelphia 
QUALITY BALLETS— arvix 


Seft Tee Hard Tee 
o/tt $4.8 
1%/2 ... 1.28 








15e extra 
Alse Men’s and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





“ae Monroe St., eon 








MANHATTAN FINDING CO. 


Wholesale Shoe Store Supplies 
145 WEST BROADWAY, N. Y. 
$1.15 
1.20 
1.25 
All Leather Gym Shoes at $1.00 a pair 

















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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San Antonio Factory to 
Increase Output 

San Antonio, Texas, July 28— 
S. L. Gill, president of the San An- 
tonio Boot Co., of San Antonio, 
Texas, recently announced plans 
for the construction of a large 
addition to this company’s fac- 
tory at San Antonio, following a 
recent increase in the capital stock 
of the firm of from $40,000 to 
$500,000, the extra money to be 
used in an extensive enlargement 
program. The present output of the 
company’s factory is approximately 
300 pairs of boots and shoes daily, 
the enlargement program, Mr. 
Gill has stated, calling for an in- 
Flexible Turn Shoes crease in this capacity up to 2,000 


Fer the Jobbing Trade Exclusively pairs daily. 
F. S. ELAM SHOE Co. 

“Pat” Walsh Now with 

Stewart Store 

Atlanta, July 30—W. D. Kimbro, 
manager of the retail shoe store of 
the Fred S. Stewart Co., at White- 
hall and Alabama streets, Atlanta, 
announces that W. R. Walsh, better 
known in the shoe trade in the 
Southeast as “Pat” Walsh, has been 
appointed manager and buyer of Aanteteate Piatto 
the men’s shoe department in the NU SHIN E 
Stewart store. Mr. Walsh has been . 4 
identified with the retail shoe busi- 
ness in Atlanta for a period of 












































F ; ; Makes Old Shoes Look N 
7820 F about fifteen years, during which aaee co. 


'161- ‘i 
é ‘Summer St. BOSTON: \7541 4° time he has become well known to =a Reidsville, N. C. 
; the trade. 

















Addition Planned to Carter 
Plant 


Construction began recently on a 
new addition to the shoe manufac- 
turing plant of the J. W. Carter 
Co., at Nashville, Tenn. The plant 


is located in East Nashville, and 
the additional unit that is now be- MULTIGRAPH PLATES 
ing constructed is one story in COMPLETE SERVICE 
Fn height, occupying a site of 45 by Peg 
Reckland, Mass., U. 8. A. 260 feet, the total cost of the project Write for Prices 
IN STOCK MADE TO ORDER amounting to about $125,000. Con- UNIVERSITY ELECTROTYPE FOUNDRY 
tracts for the building and installa- CAMBRIDGE, MASS. 
tion work have all been awarded. 


; and it is thought the plant will be 
completed in time to start opera- ATLANTIC PRINTING CO. 
i WHERE TO BUY tions during the early part of the meng 1. Kotte pa 
Stylish Comfort Shoes coming fall. Shoe B S lets 
201 South Street Boston, Mass. 
New Store for Tample, Tex. Telephone, LIBerty 8673 


DR. CAMPBELL’S J. B. Elliott and R. D. Smith, 


HEALTH SHOE both of Tample, Texas, and iden- No matter what policy you may 


tified with the shoe business in 
ADainle = Texas, for some years, recently or- fame ea ply oe 


ganized and incorporated the Smith 
& Elliott Shoe Co., in that city, and | Boot and Shoe Recorder 


are opening a new retail store 
there. Capital stock is $10,000. ALL THE TIMES 
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Waterproof 
Leather That 








mend & Cott bak; Stetied 


est Virginia 


The best raw Paavo Bos Beard to 
Uniformity. 
p Products Department 
WestVirginia Pulp &PaperCompany 
Detroit NewYork Chicago 

















T. W. GODSO 
w.a. JON ALD, Vi 


F. E. JONBS CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 


oring <2 


Russell Oe 
Middletown, Conn. 


5 B. JONES, Treas. 
ice- Pres. 











wibTis 








EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
Request 


140-142 WEST BROADWAY 
NEW YORK 


No. 250. $2.50 per 100 Established 1903 








Where to Buy 
Wanted Styles 


*? readers, free for the 
asking. Write and tell us what 
you would like to know 











BOOT 


Florida to Have New Shoe 
Factory 

Jacksonville, Fla., July 27—An- 
other new shoe factory in the 
Southeast that has been recently 
announced is that of the Industrial 
City Shoe & Leather Co., 151 North 
East First street, Miami, Fla., offi- 
cials of this company having an- 
nounced plans for the construction 
of a daylight factory plant at what 
is known as Industrial City, near 
Miami, where a site for the pro- 
posed plant has been secured. The 
main building of the new factory 
will occupy a site of 165 by 45 feet, 
officials of the company have stated, 
and it will have an initial daily ca- 
pacity of about 1,200 pairs of boots 
and shoes, to be increased at a later 
date if conditions warrant. 





Justin Factory Moves to 
Fort Worth 

Fort Worth, Texas, July 29—The 
shoe factory operated for some time 
at Nocoma, Tex., by the firm of J. 
H. Justin & Son, is being moved 
from that city to Fort Worth. The 
company has secured a building, 
located at 320 Lake street, which it 
is remodeling and improving, and 
in which the machinery formerly 
used at the Nocoma plant is being 
installed. Additional equipment for 
the factory also has been pur- 
chased, so that the company will 
have a somewhat larger production 
capacity than heretofore. Indica- 
tions are that the new plant will 
be ready soon to start operations. 





Dyes Satin Shoes 

In these days when many women 
ask for shoes to match their dresses 
a plan followed by the shoe depart- 
ment at Breithaupt’s, women’s wear 
store in Milwaukee, is of special 
interest. This store has developed 
the practice of keeping a stock of 
white satin slippers and dyeing 
them to the exact tint desired by 
the customer. The plan has come to 
the fore recently as many women 
desire satin slippers to match their 
pansy dresses, a request which is 
practically difficult to satisfy be- 
cause of the many tints of the 
pansy shade, ranging from a blue to 
a reddish coloring. The buyer of 
this department has hesitated about 
buying a stock of this shade, both 


because of the wide difference in. 


tones, and the possibility that the 
demand would not continue. How- 
ever, the plan of dyeing the shoes 
has overcome the difficulty nicely, 
and customers are well satisfied, he 
states. 
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New Utility Shoes Made in 
Salem 

The Little Witch Shoe Co., of 
Salem, is busy on its new line of 
welt shoes for growing girls, as 
well as on its familiar lines of 
stitchdown shoes for school wear, 
and soft soles for little folks. Gor- 
don Vaughan, manager, is testing 
a new line of general utility shoes 
for women. These shoes are in- 
tended for women who are active 
on their feet much of the day, such 
as school teachers, nurses, house- 
keepers, clerks in stores, and the 
like. 

These new shoes are made over 
a sole fitting last, the insole being 
molded lightly to make a good seat 
for the heel and the ball joint. The 
shank is flexible. There is plenty of 
toe room. The shoe does not bind 
on the instep. The bottoms of these 
shoes are made by a new process, 
which combines features of the welt 
and the stitchdown processes. There 
is no filler between the soles, except 
for a layer of anti-squeak leather. 
So the wearer of the shoes treads 
on two firm flat soles. Uppers are 
of black kid, tan kid, or white kid. 





Merchant Frightens Bandits 
Charles Cash, 60-year-old shoe 
merchant, at 1625 Vliet street, Mil- 
waukee, refused to comply with the 
command of two youthful bandits 
who ordered him to put up his 
hands when they entered his store, 
and his vigorous opposition pre- 
vented the bandits from taking the 
money in the cash register, al- 
though the shoe dealer came out of 
the fray with a wounded head. in- 
stead of remaining passive when 
the young men entered the store 
with drawn guns, Cash swung at 
one bandit who ducked and hit tie 
merchant over the head with the 
gun. However shouts for help 
aroused passing pedestrians who 
frightened away the thieves. 





New Store for Huntsville, 
Ala. 

The Globe Furnishing Co. is the 
name of a new retail concern that 
was organized and incorporated re- 
cently at Huntsville, Ala., with a 
capital stock of $15,000, the com- 
pany opening a store there during 
July, handling furnishings, shoes 
and kindred lines. Officers named 
include A. Davis, of Huntsville, 
who is president of the company 
and in charge of the business, and 
S. Davis, secretary. 
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Keep Your Customer Sold!) 


It is good business insurance to interest your 
customer in Miller Shoe Trees. You know 
shoes are always better for being kept on 
trees. To put your customer wise is to keep 
him sold on your service. 


August 1, 1925 


The Split Pack Flat Tree is the most recent 
addition to the Miller line. It is simple in 
construction, easy to use, efficient in effect 
and sells in volume at a profitable price. 


Many shoe dealers use Miller Shoe Trees in window shoes 
in place of forms. Thus they save on the price of the 
forms and later take a profit on the sale of the shoe trees. 


(Two Sizes on Women's) 
No. |, fitting Women’s sizes, all 
widths up to size 5. 
No. 2, fitting Women’s sizes, all 
widths, 5 up. 


(Two Sizes on Men's) 
No. 3, fitting Men’s sizes, all widths 
up to size 8. 
No. 4, fitting Men’s sizes, all widths, 
8 up. 


LET US SEND YOU A SAMPLE PAIR ON APPROVAL 


Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton, Massachusetts 


When writing to advertisers please mention Boor anv Snox Recorper 
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Another 100% Seller! 


—of course it’s a 


DECIDEDLY BROCKTON SHOE 


Among retailers who are prospering from 
giving the public what it wants you will 
find a large percentage giving the public 
DECIDEDLY BROCKTON SHOES. 


The reason is VALUE—then more VALUE 


Patent Colt Gore Oxford. Flexible 
Sole, Rubber Heel. Made in Black 
and Brown Patent. Price $3.75 


Brockton Shoe Manufacturing Co. 


BROCKTON, MASS. 


Boston Office and Sales Department, 186 Lincoln Street 


New York Office Stock Dept. 
127 Duane St. 15 N. Fourth St. 
Philadelphia, Pa.. 


Akron, Ohio San Francisco, Cal. Atlanta, Georgia San Antenio, Texas 
335 Walsh 526 Pacific Bldg. 238 Peachtree Arcade 801 Russell Building 
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URUBOROROROMOR 


SNAPPY STYLES IN STOCK 
for Quick Action! 


NAVIN ANi® 





BORO ROROMOMOMOR 


FORD’S 
FINEST 
FITTING 


(av av iiVaviivexitvexi 





No. B363—$4.90 








No. B362—$4.75 
BLACK KID STRAP PUMP 
(Welt) 

264 Last, 12/8 Wood Cuban Heel 
AAA, 4% to9 B,3 to9 
AA,4 to9 C,2%to9 

A, 3% to9 D, 2% to 8 


CEO 


MOO) 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 


SEND 
SIZES 


Terms: Net 30 Days 


PATENT LEATHER GORE 
PUMP 


(Wilson Process) 
264 Last, 12/8 Wood Cuban Heel 
Metal Ornament 
AAA, 4% to9 B,3 to9 
AA,4 to9 C,2% to9 
A,3%to9 D,4 to8 


HANITANITANI TAN IAN AV VaNYanlvey i 
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IN STOCK 


Imported English 
Riding Boots 
B2774 


MEN’S $16.50 Pair 
B2774 
women’s $14.50 pair 


The distinguished style— 
precise workmanship and 
high-grade, pliable willow 
calf—the comfortable and 
snug fit—the skilled crafts- 
manship of those trained for 
years in the perfection of 
bootmaking — will satisfy 
your most critical ‘customer 
that“COLT” IMPORTED 

ENGLISH RIDING 

BOOTS ARE BEST. 


Order them in 
tan or black. 


Colt-Cromwell Co., Inc. 


ESTABLISHED 1899 
IL 596 Broadway New York City 














Quality Boudoirs x 


Into my boudoirs is put the style, and 
wear that makes them the best boudoir 
buy on the market. Once you get to 
running on my boudoirs you will find 
that your trade value them 
for their quality and are 
not so much interested in 
. I carry a_ stock, 
k and colors, with 
leather or rubber heels. 
Sample my line at your 

first opportunity. 


Deliveries At Once 


If your jobber cannot supply you, write me. 








A. W. GREELEY 











ati2 Duncan Street - - - Haverhill, Mass. 


APPROVED BY | 


MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


use. 
Make your stock of 
children’s shoes com- 











WENTILATIONS 
PATENTED jn od by = — 
Phone Brockton 2133 


for immediate action. 


BURKLEY 


SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 





When writing to advertisers please mention Boot AND SHor Recorver 
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SAGA 


INCAS CANS @ 


AoA) 


b 





BUCK-EL-ON ; 
SHOE BUCKLES What Are You Looking For 
gtr Lh, 0 When You Buy Shoe Ornaments? 


First of all—_QUALITY—Up-to-date styles and durable 
merchandise. 


Then—PRICE—which means readiness to pay value for value 
received. 


Last, but by no means least, you want 
SALABLE MERCHANDISE 


ornaments and novelties that the public will buy for their beauty, 
comfort and attractiveness. 


The Right Place to Look is 


The Reynolds Line 








Manufacturers and Importers 


Patent or Black Satin Piller Providence, Rhode Island 


SHOE BUCKLES FOR MANUFACTURER, JOBBER AND RETAILER 


We 


7 \YINZ NEN VE 


Var ivar vax varivarivarivarivay: 
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THE “TULARE” 


Going good in BLACK KID, 
os “TULARE” BROWN KID, PATENT LEATHER 


1478 Heels Medium a Dr. Darling Arch features may be added in this pattern 
SALESMEN OR SAMPLES? 


NEW YORK ; CHICAGO PHILADELPHIA 
Mr. Lobatto, Barclay Bidg. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 


OAKLAND, CAL. LOS ANGELES, CAL. 
Mr. Kushins, care Roos Bros. R.L. Wall, Lankershim Hotel 


pe Sienand Shae Go, 


SMART SHOES 


ROCHESTER,N.Y. 
Buy Sherwoods and Stick to Them 


—_— 


sae i 
SS LIED Se S/T NOAA ES 
ROE ZAMBIA SS GRE SONS 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED— 
Recorder rates for space less than one-eighth gett Four cents per pag a fer a 
page per issue: other “Want” advertisements, seven cents 


insertion. Minimum amount 25 
1 time 26times 652 times be received ££. 


$4.00 $3.50 $3.00 $2.50 Sete, When cdvatinee tate 
8.00 7.00 6.00 5.00 


12.00 10.50 9.00 7.50 iivom cack amtae aie aie 
16.00 1400 12.00 10.00 tie 


7 times 18 times 





it and for x 
and paid for accordingly. 





Payment in advance is required, except when regular advertisers, as amounts are too small to 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








GHOE SALESMEN for Mi ota-Wi i 

Territory. Only men with established trade 
and shoe experience considered. Address Clin- 
ton Shoe Mfg. Co., Clinton, Iowa. 


NOVELTY HOUSE has opening for sales- 
men with following territories: New Jer- 
sey, Washington, Baltimore, Detroit, New 
York State and City. References. Katz Shoe 
Co., 16 Hudson St., New York. 


GALESMEN WANTED. One grip side line of 
Children’s shoes in Turns, Stitchdowns and 
McKays. Stock proposition. 7 per cent commis- 
sion. Popular prices. Only producers need 
apply. Following states open: Washington, 
Oregon, California, Arizona, New Mexico, 
North and South Dakota, Minnesota, Wiscon- 
sin, Texas, Alabama, Mississippi, Kentucky and 
' .- Quality Shoe Company, Rochester, 











SALESMEN WANTED. Experienced shoe 
salesmen, with established trade to cover 
the following states: Indiana, Illinois, Ten- 
nessee, Georgia, Florida, North Carolina, South 
Carolina, Virginia, Washington, Oregon, 
Arizona, New Mexico, North and South Da- 
kota. Rochester’s Novelty line of children’s 
shoes in turns, stitchdowns and McKays, at 
popular prices. 7 per cent commission. Stock 
ae Flexible Shoe Company, Rochester, 





GALESMEN— Kansas, North Texas, Louisi- 
ana, Mississippi, North Missouri, Tennessee 
and Kentucky, N. and S. Carolina. Experi- 
enced salesmen wanted, who live in these re- 
spective territories and have established trade 
there, to sell our line of Nationally-Advertised 
Flexies, Stitchdowns, and growing girls’ Welts. 
Simplex Shoe Mfg. Co., Milwaukee, Wis. 


PROMINENT Lynn manufacturer wants ex- 
perienced men throughout the country 
for line of women’s medium-priced welts, fea- 
turing stouts with built-in arch supporting 
shanks. Twenty-five novelty and staple num- 
bers carried in stock. 6 per cent commission. 
As side line if desired. Address B-570, care 
se Shoe Recorder, 207 South St., Boston, 








GALESMEN to sell side line, all leather first- 
step ue and iebtowss 2/11; ular- 
open. 7 ity shoes in stock. Good territories 

is hy Give full particulars. 
Maize Co., 420 St. Paul street, Rochester, 





ALESM carry jonally-known line 
of Tore Boudoir Slinpen in colored leath- 

ers and quilted satins (leather soles), Ballet 

Slippers, soft and hard toes, side line. A 

+ ag oe Boot and Shoe Recorder 207 South 

t., Mass. 


We want ex 


for particulars, giving references. 


Maryland, West Virginia, Tennessee, Arkansas 


perienced salesme cover 
STAMP WORK SHOES, om ey Welt snd B Nailed in Blacher, oan and Meulder. W: 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


ve territory. We make unlined “— 








record and references. 


Milwaukee Work Shoes 


We have openings in the following territories: Northern Illinois, Io Minnesota, 
sylvania, Virginia. Splendid opportunity for big caliber ee. Write, giving . 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 


aes 














Salesmen Wanted 


Two salesmen of good char- 
acter with established retail 
shoe trade. One a resident 
salesman for Maine and 
New Hampshire. One for 
Boston and suburbs. To sell 
a complete line of shoes, 
rubbers and findings from 
in-stock. Address B-584, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMEN WANTED for New England and 
Southern States, to carry an unusual side 
line of Athletic Shoes and Ballet Slippers ; 7 per 
cent commission. Address B-581, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED in all states in the 

Middle West to sell as a side line an ad- 
vertised line of Ballet Slippers. Carried in stock. 
Six samples will show the line. Will pay liberal 
commission. A good man could pick up con- 
siderable extra money. Write, telling your ter- 
ritory and line now carried. Address B-561, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mads. 

















“Shoe Buckles and Trimmings’’ 
Wanted—An agent to carry an extensive line of 
Shoe Buckles on a liberal commission. All classes of 
buckles are included in the range from the cheapest 
qualities to the very best grades. 

Apply, giving full particulars of connection to 


A. W. TILLEY & CO. 
111, Fore Street, London, E. C. 2 











GALESMAN for Retail Specialty Shoe De- 

partment. Only those accustomed to fitting 
and selling high-class trade considered. Apply 
in person, 5th floor, Shoe Department. Aber- 
crombie & Fitch Co., Madison Ave. and 46th 
St., New York, N. ¥. 


WANTED—Experienced shoe salesman to 
sell on commission, line of Children’s and 
Misses’ Turns and Stitchdowns. 

cellent territories 





d Shoe Recorde: b q 
South St., Boston, Mass. 7 * 





We are now considering applicants for 
Minnesota, Washington and Oregon, and 
Arkansas. Interested only in su 
high-grade salesmen desiring to connect 
permanently with nationally known 
organization. Give references and com- 
plete details. Applications treated in 
strictest confidence. Harsh & Chapline 
Shoe Co., Milwaukee, Wisconsin. 














THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
dle West for experienced salesmen, with 
established trade, to sell women’s is novel 
ties and staples in stock, on straight 
commission. Give full details « and refer- 
ences in first letter. Address 564 Atlan- 
tie Ave., Boston, Mass. 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 








Money Making Side Line 
We have a snappy in» 
salesman 


Excellent line a7 
Stitchdown footwear. Well advertised. 
State of Kansas. One sample case. Ad- 
dress B-571, Boot and Shoe Recorder, 
189 West Madison Street, Chicago, Ill. 













Salesmen wanted with es established trade to 


in-stock shoes in we 
turns, a one-grip line. 7 


sion. References requi 


‘ land, 

Pennsylvania. Address B-545, care Boot and 
= Recorder, 207 South street, 
Mass. 









An executive of many years’ successful experience 
in the manufacture of men’s and boys’ fine welt 
shoes, the purchase of materials, production and 
labor costs, desires a connection with a Corporation 
where such qualifications and ability would be de- 
sirable. Address B-573, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, Ill. 











NO ORDER-TAKERS WANTED 

If you are a salesman trained in selling 
men’s shoes to quantity buyers, we have 
a territory and a proposition for you. 
Unusually liberal commissions, and a 
line of shoes to retail at $5 and $6 that 
cannot be equalled elsewhere. 

Samples ready August 15. Speak quick! 
Address Bowen, care Boot and Shoe 
Recorder, 1627 Locust St., St. Louis, Mo. 














WANTED—EXPERIENCED SHOE 
SALESMAN 


to sell “Hunkidori” shoes, boots and 
pacs in Idaho and Montana, established 
territory. State experience and refer- 
ences in application. Hand M Shoe 
Co., Chippewa Falls, Wis. 









PROMINENT Cincinnati manufacturer, of 
women’s high-grade medium-priced Welts 
and McKays, wishes first-class salesman by 
September 25th for following territories: One 


consists of Florida, Georgia, Alabama, Ten- 
nessee, and part of Kentucky. The other con- 
sists of State of Texas. Line generally known 
in these territories and have certain amount of 
established business to turn over. Applications 
will only be considered from men who have 
been making the territory and have following 
there. In reply state age, names of factories 
travelled for, present connection, amount of 
sales, references and exact working arrange- 
ment desired. Unless these facts are given in 
first letter application cannot be considered. 
Address B-579, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMEN—Carry best side-line specialty 
for retail shoe trade. FOOT-SO-LITE, a 
comfort powder for the feet. Sold over ten 
years. Small samples. Sales easy. Repeat busi- 
ness. Attractive commission and protected ter- 
ritory. Write fully. American Foot-So-Lite 
Company, Canton, Ohio. 


SALESMAN WANTED to sell a line of ladies’ 
fancy turn shoes to the retail trade in 
Philadelphia, Baltimore, Washington and sur- 
rounding country. Address B-583, care Boot 
and Shoe Recorder, Boston, Mass. 


ROOKLYN ladies’ turn manufacturer wants 

experienced selling representative. Straight 
commission basis. Have New York room. 
Address K-809, care boot and Shoe Recorder, 
127 Duane St., New York. 


WANTED— Experienced salesmen to cover 
the states of Ohio and West Virginia, to 
the retail trade, on ————— process line of 
Men’s and Boys’ shoes in stock, together with 
about 10 or 12 numbers, Men’s and Boys’ 
snappy dress welts. Address: Daly Bros. Shoe 
Co., Ine., Brookfield, Mass. 


WANTED High-grade man to sell line of 
dress welts in New York City and Brook- 
lyn. Must be a live wire and know the big 
operators. Jobbers, Chain Stores and large Re- 
tailers are the ones we are after. Real propo- 
sition. Address B-578, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


EXPERIEN: CED SALESMAN with established 
trade wanted, west of the Mississippi, to 
carry side line of TS. selling, —= grade 
Geneane Goodyear W 7 per cent 

ion basis. Address Dees, care Boot and Shoe 
Reuuien, 207 Sout South St., Boston, Mass. 




















SALESMEN WANTED 


FOR SALE 





7, ANTED—Men in all territories to handle 

a jobber’s line of Women’s and Children’s 

novelties on commission basis. Address B-580, 

care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


EXPERIENCED SALESMEN wanted to rep- 
resent our line of Infants’, Children’s and 
Misses’ Turns and Stitchdown, in Pennsyl- 
vania, Ohio, Indiana, Michigan, North Dakota, 
South Dakota, Nebraska, Colorado, Kansas, 
Arkansas, Utah, Nevada, Oregon, Idaho and 
Illinois. Strictly 7 per cent commission, stock 
proposition. Only men with established trade 
and experience considered. Address with ref- 
erence. The Rehr Shoe Co., Orwigsburg, Pa. 


ALESMEN WANTED —To carry a line of 

Misses’, Children’s and Women’s in stock 
and made up. Snappy line of popular-priced 
snappy McKays, direct from factory in South. 
Straight 6 per cent commission; only those 
with a following among well-rated merchants 
in Louisiana, Mississippi, and Arkansas, n 
apply. Give full particulars. Address B-577, 








moss and Shoe Recorder, 207 South St., Boston, 





SHOE SALESMAN wanted to carry 

side line spats and leading shoe fh By 
Address with references Ideal Manufacturing 
Co., 4248 No. Crawford Avenue, Chicago, III. 





BUSINESS OPPORTUNITY 


ROOKLYN manufacturer of semi-ortho- 

pedic and semi-stylish shoes with corrective 
features is desirous of making connection with 
parties who would like to enter into the retail 
venture for themselves. Necessary require- 
ments are, a thorough knowledge of the retail 
shoe business, a good character and a knowl- 
edge of orthopedics. Party must be ready to 
invest some money. The manufacturer would 
take either the major or minor portion. Would 
only be interested in live cities and live loca- 
tions. Address B-585,, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








POSITION WANTED 


I YOUR shoe department is doing fifty thou- 
sand or more annually, I can better it as 
Manager-Buyer. Experience—ten years as Shoe 
Merchandise Man. Make four trips annually 
to markets. Married, 39. Honorable reason to 
change position September first. Would con- 
sider assistant managership in West or North. 
Address B-588, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


HOE BUYER and Manager, fifteen years 
experience with live-wire department stores ; 
open for immediate connection. Highest cre- 
dentials, clean record. Address Box B-589, care 











the Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 

J Mtat  y SALESMAN, well inted 
the trade in Texas and ining 


states, ie open for a good line of Men’s or 

D Best of refer- 
ences. Address B-590, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





FOR SALE 

Good going shoe business (Ladies’ 

Beoterie). Best location on Olive St., St. 
Louis, Mo. Eight years’ lease at a very 
attractive figure. Fixtures complete, 
stock optional. A wonderful opportunity 
at a small investment. Address B-593, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR SALE 

A modern reliable shoe store for men, 
women and children. Wonderful loca- 
tion in city of 75,000 in capital dis- 
trict of New York state. Stock and fix- 
tures new. Reasonable rent. Box B-594, 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











OR SALE—Smith’s Educator Shoe Store. 

Central location, thriving city 100,000; rea- 
sonable rent. Exclusive Agency for Educator 
line; well established; real opportunity. Leav- 
ing city account of other business. 135 4th 
N. W., Canton, Ohio. 





For SALE—Up-to-date Shoe Store, selling 
Ladies’ and Children’s shoes in Southern 
City. Located on main street, have long lease 
at low rental, and prettiest shoe store in town. 
Desiring to sell on account inability to give 
business proper attention, due to other busi- 
ness interests. Address Box 592, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





Fok SALE—Shoe stock. invoice about ten 
thousand dollars. Men’s women’s and chil- 
dren’s shoes, all new and clean in modern 
store shoe dept., for rent, lease and reasonable 
rent; store in the best location. The Emporium 
Dept. Store, M. A. Murray, Wenatchee, Wash. 





FOR RENT 


wit rent 75 feet by 43 feet for a shoe de- 
partment on a five per cent basis, in an 
established department store, city over one 
hundred thousand population. Address 6591, 
eare Boot and Shoe Recorder, 207 South St., 
Bostons Mass. 








For RENT—Shoe departments in 100 per 
cent located Millinery stores, in conjunction 
with a Chain of Millinery stores, handling the 
better type merchandise. Stores located in 
Baltimore, Buffalo and Erie. P. C. Cunning- 
ham, 704 Palace Building, Erie, Pa. 





LINE WANTED 


WANTED— Line of shoes, for Chicago and 
aa Serritory. —_— B-587, 189 
Wadi 7” i q 











YOUNG MAN, six years retail selling and 
managing experience, desires connection 
with manufacturer or jobber. for New York 
State or vicinity. pe mn K-808, care Boot and 
Shoe Recorder, 127 Duane St., ‘New York. 





Is THERE a shoe concern who can offer line 
of shoes to young salesman of merit and ex- 
perience to cover Greater New York? Address 
K-810, care Boot and Shoe Recorder, 127 Duane 
St., New York. 
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LINE WANTED 


MISCELLANEOUS 





WANTED by capable shoe salesman, line 
of women’s shoes. Chicago territory pre- 
ferred. Address B-586, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, Il. 





MISCELLANEOUS 
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“Made Only of Wood 
for all lines 
IMMEDIATE 
SH IPMENTS 
Send for Catalog 
“ESF 


Metal xures or 





ESTABLISHED 1880 














2D, 0.c.No.329 ome 
R dealers catering 


to the best trade have seating & 
equipment of highest grade. Such §— 


chairs as this one are used in stores 


like Marshall Field Co., Chicago 


pd and Sommer & Kaufmann, San — 


Francisco. 
Let Hi Wakefield seating experts 
your seating problems—Free 














IDEAL ROLLING 
LADDERS 


25% Chea 




















INFORMATION 
for Shoe Merchants 
“WHERE Tu BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
and learn. 




















ATTRACTIVE 


SHOE CARTONS 


RN BELS 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


August 1, 1925 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right te reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
er 5 tae 224 Moraine St. Geo. 
R. Hill, Ma Telephone 507. 
CHICAGO OFFICE: i89 West Madison St. 
Telephone Maine 1089. B. C. Bowen, Manag . 
ST. LOUIS OFFICE: 1627 Locust St. HM a 
Bowen (B. C. Bowen, Manager). Telephone 

Olive 6130. 

NEW YORK OFFICE: Room 101, Graham 
Bidg., 127 Duane St. H. Walter Scott, Mana- 
ger. Telephone Whitehall 7454. 

PHILADELPHIA OFFICE: Room 616 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868. 

save OFFICE: Chamber of Com- 
ag Rooms, Haverhill National Bank 

Bidg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. ag C . C. Bowen, Manager). 
Telephone Canal 1 

ROCHESTER OFFICE: 626 Powers Bldg. 
Rositer L. Seward, Western New York Rep- 
resentative. Telephone — a hw 

LYNN OFFICE: Fred A. G 

MILWAUKEE OFFICE: Leonard E. Meyer 
& C. Bowen, Manager), 405 Broadway. 

‘elephone Broadway 7887. 

WASHINGTON OFFICE: William .. new. 
Investment Bldg, 15th and K Sts., 

PARIS a 2 Rue des Italiens. i Bab- 


bard, Manag 
— OFFICE: P. % oo Manager, 
1 Haymarket, London, W., 1 England. 
AUSTRALIAN OFFICE: iso Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, _ Austria. 
es Buenos Aires, Rivadavia, 2721. 
Sabazzina, Gerente. 
BRAZIL: Gerente, John 8. Fitch, 33 Rue 
General Camara, 88 Sob. 
CHILE: Santiago, Las Rosas 1123-1127, Otto 
Gerente. 


Fuhrimann, 
CUS: Mr. rH. Gomez, Corrales 2A, Havana, 
—_ OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral . Madrid. 
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Reece’s E. Z. Walking Rocker 

Bottom Wooden Sole Shoes 
for 

Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quality Shoes from 
$1.47 % to $2.00 


Write for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 











Get the Good Will of Your Neighborhood 
Through the Children 


Our combination pencil case—consisting 
holder, pen-point and ruler with sold stamping of your name, 
business and address. Just the thing for school —Reasonably 
t| priced. Send for sample and prices of quantities. 


PRETTY SOUVENIR ,ovEsTaare COMPANY 


37 East 28th Street 
Good Proposition for Novelty 





of case, two pencils, pen- 


Advertising N. 





New York City, N. Y. 
Salesman 








MISCELLANEOUS 

















WINDOW 
DISPLAY 
FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 














A SHOE STORE NECESSITY 


“VARNU 


(Trade Mark Reg. U. S. Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 
WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Vernum™ Size Sticks 
are made of Extra 
Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify “VARNUM” 
To Your Jobber or Write Direct 
Manufacturers 












F, W. Whitcher Co. "cim..'it 





“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
- tacks on the inside 
o 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


bigb gr are made of 
high-¢ra ade tool steel, 
plated, with a 
sae jaw that en- 
ables you to cut the 
close to the in- 


Bl sole. 

Be sure and specify 
: Genuine 
“MANCHESTER” 
] curved jaw when or- 
ering. 
Write us direct if your 
dealer cannot supply 


you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
i Branch 
Boston, Mass. ok ayn 














TO LET 














FLOOR TO LET 


20,000 Square Feet 
IN BUILDING WITH 


“Best Light in Boston”’ 


)  yeatsagerd Concrete Building. Only 
Few Minutes from Centre of Shoe 
and Leather District. Admirably 
adapted for Shoe Factory or Warehouse 
Purposes. Will consider letting halt 
of Space if whole not wanted. 
For further details communicate with 


C. W. WHITTIER & BRO. 


82 Devonshire St., Boston, Mass. 
_] 





WANTED TO PURCHASE 


























We'll Buy For Cash 


Complete shoe stores, factories, or large 
or small stocks of shees, leather, findings, 
er any other merchandise. 

CASPER and MacLEN 
170 Summer St., Boston, Mass. 








or for other merchandise. Leases taken , 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 ot Beseduar, Tow York 
Phone Spring 5160-5161 








Tar ib rere Wire cara 











WHERE TO BUY 


Wanted Styles 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic information on current 


problems. 



















NS A allies 
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Look for the “Diamond 
ow 


TRADE MARK 





DiAMOND Brand Visible 
Fast Cotor EYELETS pro- 
mote easy lacing and preserve 
the smooth style lines of 
the upper. They retain their 
original color and finish 
indefinitely and a@ually 
outwear the shoe. 











BOOT AND SHOE RECORDER 


The 
Shoe Ensemble 


calls for 
Matching Ejelets 





















©€WDoren who are well informed get their 


fashion forecasts from Paris via Harper's 
‘Bazar and Vogue. Men, whether they ad- 
mit it or not, are just as much influenced 
by Vanity Fair. Both know that the smarter 
tailored shoes have matching eyelets. 


Full page advertisements in these criteria of 
style are being devoted to this quarter of an 
inch of matching eyelet which is absolutely 
essential to the correct shoe ensemble. 


Nor is style the only advantage of shoes 
with visible eyelets. Oftentimes, when style 
brings in a window shopper to look at 
shoes, another timely talking point clinches 
the sale. 


Explain to the customer on the brink of 
decision, that those visible eyelets are there 
for a purpose: they forestall “ crow’s feet” 
by distributing the strain of lacing evenly 


UNITED FAST COLOR EYELET COMPANY, BOSTON 


Manufacturers of 


over the leather in the uppers. The result 
is that a Goodyear Welt shoe with visible 
eyelets comes up smiling after the ninety 
and ninth shine. 


Another point— Diamond Brand visible 
eyelets are fast color... never wear brassy 
under any provocation. Nothing will give 
away the age of a pair of shoes more 
quickly than brassy, speckled eyelets, un- 
less it’s the crow’s feet that develop on 
shoes with no eyelets. 


Finally, be fully prepared for the customers 
who have learned these points for them- 
selves in the advertising pages of Harper’s 
‘Bazar, Vogue, Vanity Fair, and “Photoplay 
... this last named, incidentally a power- 
ful influence upon youthful screen fans. 
Specify “‘ visible eyelets” whenever you order 
lace footwear. 


DIAMOND BRAND Vuk FAST COLOR EYELETS 
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in these smartly different ROGERS BROTHERS’ novelties that 
will not only enliven your present stock but serve 


splendidly during the months to come 


More Smartness and More Value 
have given ROGERS BROTHERS’ 
novelties unusual distinction in 
every state in the Union. 





—Measure these novelties for style. 
—Observe their materials for quality. 


oo 10 hal Lorne ke et — pane the workmanship and A Oe 
—Display them in the front rank. _—— 
—Watch them outsell all others for 

early Fall. 


IN STOCK 
Terms: 2% 10, net 36, 
25 cts. Less 


a pair on 36-pair lots 
of each material 








Unusual Special! 
No. 5457—-Patent leather, black satin, black velvet, & cS 
16/8 full Louls heel, A to C ; $4.60 NEW BU ‘Kil E en bee SS a, black velvet, waite 


WITH VICTORY CLASP 
No Staples Required 


Retails for $1.00 SPECIAL AT 


Gleaming silver-faced 
amber buckle to 
' add charm to the oy 
Ne. —ow y ever-popular opera 


ther and black satin, 7. pump. Easily at 

cent ornament, 16/8 full Loui » 15e ~ Neo. 5474—Patent leat 

etent and ontin Gunn, Louie heel, A to C ..... $4, tached. Order at once! Complete wid, it oe 4 black qatia. golden 
. me materials with Cuban heels 











Newspaper Mats 59 Lincoln Street 


Furnished F 
with case lot omy Boston, Mass. 


of each material. 135 Bush Street 
San Francisco, Cal. 











ee ee ee ee ee “ee See “Gee “ee, “Se, “ee “ef” 
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HOSIERY SECTION 


What Practical Experi- 
ence is Teaching in the 
Hosiery Department 


Throughout the country the hosiery 
departments which are featuring the 
complete line of Gordon Hosiery are 
meeting with great success because 
they are able to offer their customers 
the very best stockings that can be 
produced to sell at each retail price, 
and by the constant use of our large 
reserve stock, they keep a clean stock 
of live numbers, each one showing a 
profit and rapid turnover. 


As an example, we have found that HOSIERY 


the usual $10,000 stock can be re- 
duced to $5,000 and give better ser- 
vice and tremendously increased profits. 
The same principle can be applied to 
larger or smaller stocks. 














We shall be glad to go into the de- 
tails with any hosiery department 
manager or merchandising manager 
who sincerely wishes to improve not 
only the hosiery department figures, 
but the good will position of the de- 
partment in the community. 


You place yourself under no obliga- 
tion by writing us to study your 
situation and suggest a remedy. 


BROWN DURRELL COMPANY 
GordonHosiery - Forest Mills Underwear 


New York Gordon Underwear Boston 


11 West 19th Street 104 Kingston Street | 
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© Send for our Catalogue 
Fall 1925 Stock delivery 
$ 15: 50 A complete list of our most 
popular numbers for the 
Fall season 
we 
$94.00 “‘Onyx’’ Hosiery Inc., ka Memmufacturers 


1107 Broadway - - New York ~ 


(a _. Philadelphia : ; Boston 
San Francisco Los Angeles 


“Onyx “é Hosi ery 


“Pointex” 


eEG US Par OFF 


No. 155—"“Onyx Pointex”’ me- 
dium weight, lisle top and sole | 


No. 255—“Onyx Pointex” ser- 
vice weight, lisle top and sole 


silk”, lislé top and lisle-lined 
sole 


No. 350—" ‘Onyx Pointex” ser- 
vice weight, all silk 


No. 450—“Onyx Pointex Shere- 
silk”, chiffon weight, all. silk 


No. 355—‘‘Onyx Pointex Shere- =" 
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Light Colors Will Prevail 


For Fall 


Many Summer Shades To Hold Over 


HERE are to be noted no radi- 

cal changes in previously re- 

ported hosiery style predictions 

for fall. In fact, it is becoming in- 

creasingly apparent that much of 

the hosiery color card issued for 

summer business will be equally good 
for autumn. 

The so-called nude and flesh tints 
should hold over and with them their 
various derivatives such as atmos- 
phere, mauve, French nude, bran, 
crash, peach and champagne. 

There has been noted an in- 
crease in the interests in 
grays and both manufacturers 
and wholesalers report an in- 
crease in the demand for zinc, 
gravel, Piping Rock, and, to 
some extent, at least, for the 
newer rosy gray, at least one 
form of which has been given 
the delectable name of ec- 
stasy. This is particularly ef- 
fective in chiffon weights. 

Shoe styles are plainer than 
they have been for some time. 
Also skirts are shorter—about 
14 inches for fall. Will this 
mean a revival of clocked 
patterns? 

There are few manufac- 
turers who care to gamble in 
this class of merchandise in 
the light of previous experi- 
ence but the French people 
are declared to be wearing 
them freely and some of the 
American manufacturers have 
come out with new numbers. 


—— 


HE largest chiffon mill in 
Philadelphia has had to 
refuse any more orders for 





healthy increase in this type of ho- 
siery but that, in volume, it will not 
seriously. detract from the business 
on the plain colors. Interest in sheer 
and still sheerer hose shows no 
sign of waning. Well dressed women 
in every part of the country appear 
to have adopted it by unanimous 
vote. 

Men continue to vote for fancies 
with the swing in high-grade lines 
to a trifle more of conservatism than 








the time being. 
We believe it safe to say 
that the fall will show a 


All wedt full-fashioned Fecal saliiieis golf hebe 
with feet reinforced with lisle. Imported by 
Krueger-Tobin Co. 


was apparent last spring and during 
the early summer. The demand is 
even and varies only slightly from 
week to week. It is as certain as any- 
thing can be that many of these fan- 
cies will hold over during fall and 
that the swing back, when it comes, 
will bring in again the familiar two- 
tone effects in addition, of course, to 
the ever present solid, plain colors. 

Not much is to be said in speaking 
of color ‘combinations and patterns, 
except that the Fair Isles run 
to definite contrasts with a 
predilection for red and gray. 
Red, purple and orange con- 
tinue to be used to accent or 
outline colorings in soft, sha- 
dowy effects. While the smart- 
est socks run decidedly to Jac- 
quards, in the cheaper end a 
good choice of hairline strip- 
ing and vertical embroidery 
rurming from welt to toe is 
noted. This embroidery may 
be a solid line in self-color or 
a broken line in half-stitch. 


me cane eS | 


TRIPED cuffs are a new 

addition to Jacquard golf 
hose. Patterns used in 
women’s sport hose duplicate, 
for the most part, the dia- 
monds, checks and plaids that 
may be found. in men’s 
wear. A new tweed shown in 
women’s sport hose is a harsh 
crash effect, which is devel- 
oped in a heather blending or 
in a definite horizontal stripe: 
yet with somewhat of a ran- 
dom effect. 

The three retail hosiery 
stores of the Gotham Silk 
Hosiery Co., Inc., in New 
York City, report that the 
best selling number in their 
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service weight is a full-tashioned 
silk with cotton top and cotton foot 
to retail at $1.85. This one type 
of hosiery contributed from 33 to 
37 per cent of their total sales dur- 
ing the four-week period ended July 
15. In percentage of total sales the 
next largest seller has been the sheer 
full-fashioned stocking, also with 
cotton top and foot and also retail- 
ing at the same price. This type rep- 
resents from 20 to 25 per cent of the 
gross business. 


HOSIERY SECTION 


White hosiery has led in both serv- 
ice and chiffon weights, with black 
second in the service weight and 
down about sixth in chiffon. Follow- 
ing white in the chiffon classifica- 
tion come the tan and flesh shades. 
Grain is the most popular tan shade. 
Piping Rock is the best of the grays. 
The volume on grays, however, is 
considerably under that on the tan 
range. Other well liked colors have 
been beige and flesh. 





There’s an Obvious Way of 
Fighting Canvassers 


UDGING from correspondence re- 

ceived recently by the BooT AND 
SHOE RECORDER, retail shoe mer- 
chants seem to be still worried by 
the fact that a legal decision in favor 
of the Real Silk Hosiery Company 
has been handed down by the Su- 
preme Court, by which decision the 
so-called Portland ordinance has been 
rendered invalid. It will be remem- 
bered that this ordinance sought to 
impose a heavy bond on house to 


Both photographs on this page give an idea of 
the wide variety of woven patterns obtainable in 
half hose for men. 
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house canvassers and was, in effect, 
an attempt to legislate them out of 
existence, 

We have said many times that in 
price and quality, the hosiery ped- 
dler cannot hope to compete with the 
local merchant. There are dozens of 
lines with which the retail shoe mer- 
chant can sell rings around the house 
to house canvasser. This is an estab- 
lished fact. As further proof we have 
gathered together and publish else- 
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where in this issue, an analysis of 
the sales and operating costs of ho- 
siery manufacturers who have chosen 
this method of distribution. They 
are far too high. 

The local merchants, acting sepa- 
rately or collectively should have little 
trouble in overcoming this competi- 
tion by displaying attractive mer- 
chandise, instructing their sales- 
forces how to sell it intelligently, and 
being as liberal as possible in the 
matter of adjustments. Judicious ad- 
vertising, stressing these points, is 
one of the best methods. 





Hosiery Ads in New 
Shoes 


Every pair of new shoes which 
leaves the Knight Shoe Store ir 
Portland, Oregon, has slipped in an 
attractive advertisement of the ho- 
siery carried in the same store. 

Even though the customer has noi 
bought hosiery with the shoes, she is 
given another reminder when she 
gets home and opens the package. 
This advertising material takes the 
form of folders, detailing the good 
points of Knight hosiery, picturing 
the hosiery and indicating colors. 


—_ Sl 


To the left are three different color combinations. 
Above are three more in silk and rayon, both 


Notaseme merchandise. 
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HOSIERY SECTION 


Turning Hosiery Loss Into 


A Real Profit 


As Told by a Boston Merchant 


‘ OSTON isn’t Holly- 
B wood, so the story of 
our hosiery business 
cannot compare in some ways 
with the remarkable record of 
some of my friends on the 
Pacific Coast and elsewhere. 
Frank Bush has told me some- 
thing of the wonderful hosiery 
business done at Wetherby- 
Kayser’s. I have heard about 
Al Gude’s operations in this 
field and Al Katschinski’s and 
others elsewhere and I am 
glad to know about them and 
their great success. 

Less than three years ago— 
five seasons to be exact —I 
kept hearing of the hosiery 
achievements of some of my 
good friends and compatriots 
in the retail shoe industry and 
I’ll confess right here that I 
felt there must be something 
the matter with me, for I 
couldn’t seem to get anywhere 
at all with our hosiery busi- 
ness. That set me to thinking 
and I’m glad to be able to say 
that I feel altogether different 
about this branch of our busi- 
ness than I did before. 


OSIERY was not even 

then a new proposition 
with us. We were, in fact, pioneers 
of nearly fifteen years among Bos- 
ton retail shoe stores carrying ho- 
siery. We have three good stores, 
each excellently located and each 
doing good business in footwear— 
but hosiery just seemed to lick us-— 
couldn’t seem to make it as profitable 
as the investment and service war- 
ranted, and I couldn’t understand 
why—until we tackled the problem 
in dead earnest. 

“Today our hosiery business is a 
very much better proposition in 
every way. True, we don’t sell—or 
keep—any $30-a-pair hose, nor can 
I truthfully say that the profits of 
this department pays all our rent and 
advertising but I can say that we 
do a nice business in this field and 
make money at it. 

“Thorough analysis of the situa- 


Special all wool golf hose that can be slipped 
on over lisle half-hose. Shown by courtesy of 
David Kirsch. 


tion five seasons ago showed that we 
were carrying too many lines; that 
we had much too large a stock, that 
we were not securing an adequate, let 
alone a desirable turnover, that sales 
were not keeping up, and that we 
were making little or no money in 
this department. I couldn’t convince 
myself that any one of these unfa- 
vorable conditions was necessary. 

“Without any special disturbance 
and without any fuss or frills, we 
have revolutionized our entire ho- 
siery business and solved the prob- 
lem. Today it is a practical, profitable 
department of our business, with 
thoroughly satisfactory investment 
in stock, a good turnover, increased 
and increasing sales, and decent 
profits. 


course, to reduce the 
stock and assure turnover 
with increase of business and 
profit. 

“We made up our 
minds that hosiery pre- 
sented a buying problem, 
rather than a selling. 


by big problem was, of 


“ ‘High-pressure efficiency 
salesmen’ had succeeded in 
overstocking us for a dozen 
years. We thought it wise to 
do our own planning in the 
future and to find hosiery 
manufacturers and _ whole- 
salers who would co-operate 
with us our way. In this we 
succeeded. We concentrated on 
fewer lines and much smaller 
stocks, depending on our 
sources to supply us as needed. 
Formerly the greatest pres- 
sure was brought to bear on 
us to buy our season’s ap- 
proximate needs well in ad- 
vance; we were accustomed to 
do so, and the almost inva- 
riable result was to find our- 
selves at the end of the season 
with left-overs to be «<crificed 
sufficient to wipe out the sea- 
son’s profits. 


. HIGHLY reputable hosiery 

wholesaler was found, right 
here in Boston, who was willing, 
after careful explanation of our 
ideas, to co-operate with us. We, 
therefore, concentrated all our me- 
dium grade lines with this house, 
and when both sides had become ac- 
customed to the system and a few 
kinks ironed out here and there, it 
has worked beautifully. Our higher 
priced lines are placed in almost as 
favorable a situation. 

“We now place no advance sea- 
sonal orders; the wholesaler and 
manufacturers have found that it 
isn’t such a bad thing to have a 
steady flow of orders coming in from 
us every week; sometimes every day 
for a considerable period. In the ag- 
gregate they have sold us a very con- 
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Smart circular stripe novelty, imported by Roll- 


man & Rose. 


siderably increased volume, and they 
have the satisfaction of knowing 
that we are making fair profits on 
their merchandise instead of no- 
profit, or loss, as in the old days. 


“Our system, roughly, has 
gradually enabled us to do 
nearly twice the volume of busi- 
ness on one-half the stock. We 
have a turnover of from six to 
twelve times, and practically 
every pair is sold at legitimate 
full profit. We do not have to 
run ‘sales’ with consequent 
demoralization of price and 
quality standards. This last is 
by no means the least of the 
benefits we have derived from 
our little ‘revolution.’ 


“Every shoe man knows that silk 
hosiery does not improve with age; 
some grades deteriorate quite rap- 
idly. Under our new arrangement we 
always have fresh goods; that is a 
good talking point with customers, 
and assures full satisfaction in wear, 
which means good will. Our cus- 
tomers, therefore, know that they 
can depend on our hosiery; this 
frequently leads to extra pair sales. 

“Moreover, we are now free to an- 
ticipate promptly any sudden change 
of fashion or type of hosiery demand, 
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because the stock is always in con- 
dition to allow for such contingen- 
cies. Thus we lose no sales because 
we are overloaded with something 
the people don’t want. 


' HEN, too, it must be remem- 

bered that the hosiery business 
is a size game—nearly as much as 
footwear itself. Constant sizing is 
permissible this way; previously we 
not only had to anticipate months in 
advance the matter of hosiery styles 
and materials, but were obliged to 
do a tall bit of guessing on the size 
demands. We were not always expert 
guessers. Now we have to gamble 
almost not at all on style, on ma- 
terial, or on sizes. We are always 
open to buy the newest fashion, the 
latest material, and the needed sizes. 
It is certain that we have benefited 
from all three of these facts. We are 
never ‘sewed’ up and that’s as it 
should be. 

“As to turnover; the problem is 
not essentially different from foot- 
wear. I don’t believe that on a thou- 
sand dollar stock a twelve-time turn- 
over is reasonably attainable, but I 
do think that under fairly favorable 
conditions it is possible to get an 
eight times turnover—if the stock is 
held down properly and if constant 
watchfulness is maintained. This is 
true in degree for larger stocks. Ex- 
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Attractive printed pattern. Importer’s name on 


request. 


ceptional circumstances may, of 
course, make possible once-a-month 
turnover, but for practical purposes 
I believe that it is a bit difficult to 
maintain such a ratio of stock and 
output. 


a URNOVER can be materially 

increased by ‘sales’; I mean by 
running ‘sales,’ as a policy. But I do 
not see much merit in them, for 
there can be no profit therein, unless 
the people are sold merchandise 
valued accordingly, and that won’t 
build much good will and per- 
manent trade for a store. What is 
the use of boosting turnover to an 
exceptional number in ways that 
yield little or no profit? I believe that 
it is better to have a good, reason- 
able turnover, with steady profit on 
every turnover. Increased turnover 
—yes, but not at the expense of 
profit. 

“Altogether our new system has 
proved itself a success. We wouldn’t 
revert to the former method under 
any circumstances. Less than three 
years ago our hosiery business gave 
us much concern and anxiety; now 
it’s good fun, affords us satisfaction, 
and makes money for us. But we 
watch it with extreme care just the 
same. It is surprising how much 
money can be lost through an ac- 
cumulation of small leaks.” 
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GOTHAM 


OLD STRIP 


“Silk Stockings that Wear” 
means 
ALL the Stocking 


OMEN who have never worn Gothams sometimes 
havé ‘the idea that the wear of a Gold Stripe is only 
in the toe and heel. 


They’re mistaken. The wear of a Gotham goes right on up to 
the stocking’s end. 


There’s wear in the ankle, wear in the leg, wear in the top. 


The Gold Stripe helps wear by allowing no garter runs to 
pass below it, but the quality and knitting of Gotham silk is 
such that runs and picks are very rare visitors. 


And “Silk Stockings that Wear” applies also to colors. 


Gotham colors hold. 


GOTHAM SILK Hosiery Co., INC. 


Manufacturers 


389 Fifth Avenue, New York 
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Build Volume Without 
Price Cutting 


Here’s A Number That Builds A 
Profitable NON-COMPETITIVE Hosiery Business 





Silber Star 


REG. 


STYLE 50A 


Improved -Full Fashioned 





Easy to attach 
garter at the re- 
inforeced point be- 
tween red stripes 
preventing garter 
tears. 











a. Cs 
A fast seller because py 


runners that might 
start in the knee 


of the 3 exclusive wear- : portion of the hoe 


silk, 


resisting features that 

appeal to women on 
sight. 

Made in 57 colors. Silk Faced 
: 14 Ply High THE 8 

We furnish a complete Heel | 

and highly distinctive ad- mageedinger yall 

fine quality mer- 


vertising service. By fy 
more bulky than 


» | the ordinary 4 





THE HOSIERY WITH THE 3 thread toe and heel 


WEAR RESISTING FEATURES 
NOT FOUND IN OTHER MAKES | 


Triple Wear Hosiery Mills 
2046-78 East Erie Avenue Philadelphia, Pa. 


eae 
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and is far more 
durable. 
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Summary of July Hosiery 


Business 


Wholesale Markets Are Active 


Boston Reports Good Call 
For Whites and Colors 


Seasonable weather accelerated re- 
tail hosiery selling in July. Whites 
moved very well, as did the whole 
renge of tints and shades. The call in 
women’s goods ran strongly to solid 
colors over fancies, but in men’s, the 
opposite was true. Many buyers be- 
lieve that grays will come into good 
favor this fall; it is a bit too early 
to report definite trend. 


Milwaukee Hosiery Mills 
Are Extremely Busy 

This great hosiery manufacturing 
city reports excellent business in 
July, some of the mills working extra 
shifts. The domestic volume has been 
ahead of last year and the foreign 
business has substantially increased. 
Chiffon and pure silk, full-fashioned 
and seamless—these are the four big 
elements of present production here. 
The two last ran about even. Re- 
orders in July for whites indicated 
a good retail business in this vari- 
ety all over the country. Local pro- 
ducers expect that the shades popu- 
lar last fall will again predominate 
this year—rose gray, mauve, taupe, 
gun metal, champagne, atmosphere, 
etc. For men, French patterns are 
popular, mostly in seamless. Light 
weight wool hosiery for fall retail- 
ing is now being made up in volume. 
There is said to be somewhat of a 
shortage in men’s plain effects. 


New York City Trade 
Is Uniformly Good 


In July the New York hosiery job- 
bing business was reported by nearly 
everyone as excellent. Whites were 
pretty scarce as the demand was 
greater than it was _ reasonably 
planned to meet. Full-fashioned ho- 
siery was in crying demand all 
through the month, and even the call 
for seconds was pronounced. Un- 
doubtedly the local jobbers could 
have sold a much greater volume if 
they had been able to get the goods 
from their makers. Men’s silk fancies 
have had good favor; also silk plated 
or mercerized cotton. 


The more popular colors in wom- 
en’s full-fashioned styles have been 
peach, sunset, bran, French nude, 
atmosphere, champagne, beige, bis- 
cuit, toast and sunburn, with moon- 
light as the favored shade in gray. 

Women’s sport and golf hosiery 
has been pretty quiet. Hosettes have 
been moving nicely and will probably 
continue for several weeks. Many be- 
lieve this type will increase in vogue 
next summer. Men’s fibre and silk- 
and-fibre goods are quiet. 

There was noted a tendency to 
conservatism by retail buyers of chil- 
dren’s and infants’ hosiery; the busi- 
ness in these lines has centered on 
the seven-eighths length with fancy 
tops. 

Hosiery, chiefly in lisle, of foreign 
make, notably from Germany, has 
come in to a certain extent the past 
month and there has been a demand 
for these goods, but for many rea- 
sons the supply is not steady or al- 
ways to be depended upon and job- 
bers do not like to operate on such 
a basis. Comparison of price and 
service has latterly rather tended to 
favor our own domestic manufacture. 


Pittsburgh Wholesalers 
Look for Good Fall Trade 


July has been an unusually busy 
month with Pittsburgh hosiery job- 
bers, due to strong immediate de- 
mand from retailers to supply good 
summer business. Novelties have not 
been quite so pronounced; plain hose 
have had a great call. All the jobbers 
are expecting good fall business, 
basing their opinions on widely ex- 
tended dealer contacts. 


St. Louis Selling Wide 
Range of Colors 

The St. Louis wholesale hosiery 
market reports July business about 
up to last year. The better grades of 
women’s full-fashioned lines have 
been in excellent call, with a good 
deal of pressure for rush delivery, 
indicating brisk retail selling. These 
colors have been highly popular: 
champagne, zinc, blonde, nude, 
banana, peach, harvest, russia calf, 


a 


grain and sunburn, with strong 
movement of white goods, on which 
some wholesalers were caught short. 
Men’s fancy half-hose have led that 
branch of the business. 


Reddish Note in Philadelphia 
Sport Hosiery 

In Philadelphia, the buyer of one 
big department store professes to 
see a trend toward the use of red as 
one of the colors in mixed color ho- 
siery for fall and winter. It has 
proven popular in wool and cotton 
golf hose, he reports, and misses’ 
stockings are expected to be gayer 
than ever. Silk and wool hosiery is 
expected to open the fall in lighter 
weights than has been customary in 
the past. 


Chiffons Far Ahead in 
Portland, Oregon 

From the west coast, Portland, 
Oregon, reports that the light shades 
of silks have been moving the best 
with a notable let-up in the demand 
for women’s sport hosiery. Women, 
the retail merchants report, have 
been wearing the light silks even 
with their sport costumes. The vol- 
ume of business has been done at 
prices ranging from $1.50 to $2. The 
vogue of chiffons is generally given 
the credit for the volume enjoyed by 
practicaly all stores. They do not, of 
course, give the wear which heavier 
weights give, and replacement busi- 
ness has helped swell the volume. 


Pastel Hose with White 
Shoes in New Orleans 

New Orleans women have not been 
buying white hosiery to wear with 
white shoes to any great extent, ac- 
cording to buyers in that southern 
city. Instead they have worn the 
light pastel shades. Gray started out 
as though it might achieve favor but 
did not get far, according to one 
buyer, while in another store, in 
which the same grades are handled, 
there has been noted a perceptible 
increase in the demand. High colors 
in bobbed hosiery have been adopted 
for beach wear —chiefly reds and 
greens. 
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We're Almost Snowed Under With Re- 
quests for the Iron Clad Cross Word 
Puzzle Contest 


T’S turned out to be a regular avalanche .. . 
every section of the country . . 


much bigger than we earlier had even hoped for 
. and from towns both large and small. 


Almost everybody now knows about the IRON CLAD CROSS WORD PUZZLE CONTEST . 


. they come from 


. and we feel there 


are many dealers who have intended to wire or write for a reservation but who just haven’t got to it. 


To these Dealers let us urge they wire for exclusive community rights and full particulars .. . 
You see the customers make the a on the IN PU 


MAKE .. . all THEY HAVE TO DO IS GATHER IN 


right now. 


which we furnish. The DEALERS HAVE NO PUZZLES TO 
ZZLES AS THE CUSTOMERS BRING them in the store. 
The 96 Best Puzzles will be awarded CASH PRIZES ranging from $100.00 to $1 . . 


. besides there will be several awards 


of IRON CLAD HOSIERY for the Best Puzzles turned in through each Dealer. 
There is very little work or expense connected with putting on this event for any dealer, because we have had 


everything prepared and done in advance that is possible. 


Think of the number of people in your community interested in CROSS WORD PUZZLES and you will visualize the 
great number who will be thinking of your STORE and coming into YOUR STORE during this unique contest. 


Almost everybody is eligible for this contest . 
and the employees and families of both. 


. except the IRON CLAD DEALERS and Cooper Wells & Company 


_. As the Contest opens August 22 for the customers, immediate action is quite necessary upon your part ... pro- 
vided, of course, you have not already asked for the exclusive rights for this business increasing event in your community. 


Cooper Wells & Co., 250 Broad St., St. Joseph, Mich. 


Dealer Helps and Plans Free 


To make sure the IRON CLAD CROSS WORD PUZZLE CONTEST 
will be a huge success and the biggest event of its kind that any mer- 
chant ever attempted, we have worked out a complete series of special 
dealer helps. 


Instructions covering how these can best be used accompany each 
set. These helps have been worked out very carefully to make sure of 


If You Are Not Selling Iron Clads 


a rousing business increasing event with the smallest amount of work 
for the dealer or his assistant to do. 


Let us suggest you take this opportunity to make your store the 
center attraction during August 22 to September 5 by putting on the 
Contest. This will give you a wonderful opportunity to introduce IRON 
CLAD Hosiery to your customers and establish yourself as a dependable 
source of supply for this line of hosiery for every member of the family. 


Contest Rules 


No 1 The IRON CLAD Cross Word Puzzle School Sale Contest is open to 
° * everyone, except IRON CLAD Dealers and Cooper Wells and Company 
and the employees and families of both. 


No 2 A total of 96 CASH PRIZES will be awarded Nationally, divided as 
« #* follows: Ist Prize, $100.00; 2nd Prize, $75.00; 3rd Prize, $50.00; 4th 
Prize, $35.00; Sth yoy $25.00 and 6th Prize, $15.00; the next five best solutions 
will each receive $10 the next ten best "solutions will each receive $5.00; the 
next wens -five best ,- *- each will receive $2.00, and the next fifty will be 
awarded $1.00 each. The best solution sent through this store — receive a box of 
IRON CLAD Hosiery for Men, Women or Children 
next five best solutions will each receive a pair of TRON CLADS, their choice of our 
stock. 





No 3 No solutions will be eligible except those worked out on the design 
* “+ furnished in connection with this contest. 


No To be a Prize Winner a solution must contain the three words “IRON 
« %+* CLAD HOSIERY” at least once. Adjectives and other words used in 
connection with Hosiery should be used wherever possible, as awards will be made 
im greater part upon that basis. As many solutions may be sent as you desire. 


No 5 Your solution should be written in a neat and legible manner. 

ove 

No 6. The design MUST BE FILLED IN with your words. These words must 

° also be numbered and listed below with the definitions for each. Use « 

plain white sheet for this purpose, pasting the design in the upper RIGHT HAND 

CORNER of the page. Write or print neatly, in the upper left hand corner, your 

mame and address, and our name and address as the merchant through whom your 

solutions are sent. Use ONLY ONE SIDE OF A SHEET 

N All puzzles submitted become the property of Cooper Wells & Com- 
0. /. pany and will not be returned to the owners. It is understood these 

solutions may be used in any manner Cooper Wells & Co. may see fit without 

remuneration other than the prize awards. 


NINETY-SIX CASH PRIZES 
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No 8 The judges of this Contest have been selected b: Copper Welt £ Co 
° * and are prominent citizens of St. Joseph, Michigan. "the are: Dr. a, 
nd EL 

A. King, Mayor of St. Joseph; E. P. Clarke, Supt. of Schools, a A. 
master. 

No 9 The IRON CLAD Cross Word Puzzle Contest will officially open on 
° * Saturday, August 22nd and close when this store closes Saturday, Sep- 

tember 5th. All solutions must be turned in to us by that time. 


No. 10. Only solutions sent through our store—your local TRON CLAD Dealer 
—will be eligible for the IRON CLAD Cross Word Puzzle Contest. 


No. 1 1. or “alr Pweeks. "Watch for out "nnouncement 1 ry ty A} “dete. The 
wi answers w e on display a a me. 
BETTER WIRE FOR RESERVATION TODAY — 
TOMORROW MAY BE TOO LATE 
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BESIDES SEVERAL VALUABLE HOSIERY PRIZES 
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New novelty woven pattern. in many colors. 
Imported by Krueger Tobin Co. 


HOSIERY SECTION 





Mardis) 


Woven plaid design in bright and colorful pat- 
tern. Importer’s name on request. 


Here’s More Ammunition for 
Use Against Canvassers 


HEN the bell-ringer talks 
W about his low cost of doing 

business “direct from the 
mill to you,” shoot him with these 
cost factors which enter into the ex- 
penses of all well-organized concerns 
doing business by the house-to-house 
method: 


Salaries in the Field 

Canvasser — Commission ranging 
from 20 to 30 per cent. 

Local Manager—Salary (or com- 
mission), office rent, stenographer. 

District Manager—Salary (or 
commission), office rent, stenog- 
rapher and bookkeeper. 


At the Factory 

Regular factory personnel as in 
every factory. 

Regular purchasing department. 

Regular planning department. 

Same machinery and same quan- 
tity of raw materials at regular 
prices. 

Enormous mailing department. 


Enormous 
ment. 
Enormous filing department. 


stenographic depart- 


T has been estimated that 55 per 

cent of the gross volume of busi- 
ness done is paid out in commissions 
to men in the field—canvassers, local 
and district managers. Labor cost at 
the factory can safely be said to be 
in the neighborhood of 10 per cent. 
Advertising may be three or even 
more. Overhead, salary of executives 
and all the minor expenses ought 
logically to contribute 15 per cent. 
Total it up and you find that the cost 
of doing business this way, far from 
being economical, amounts to some- 
where near 83 per cent. Rather high 
as the cost of doing business, isn’t 
it? And you will note that the cost of 
raw materials is not included. 

It is possible that these figures 
may be high. But you can subtract a 
good many of them and still have a 
cost of doing business far and away 


higher than is customary in indus- 
tries where the regularly established 
channels of distribution are followed. 


Frank G. Barry with 


Corticelli 


The Corticelli Silk Company of 
Florence, Mass., announces the ap- 
pointment of Frank G. Barry as 
manager of its hosiery department, 
in full charge of sales and produc- 
tion, with headquarters at the New 
York office of the company. Mr. 
Barry comes to the Corticelli com- 
pany from the Holeproof Hosiery 
Company of Milwaukee, of which he 
has been general salesmanager since 
1923. Prior to that time, for two 
years he was secretary and treasurer 
of the Silk Association of America. 
At one time, also, Mr. Barry was 
associated with Cheney Brothers of 
South Manchester, and prior to that 
had been engaged in advertising and 
publication work. 
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Popular hosiery ata 


popular price for fall. 


A dozen to a thousand dozen quick! 


Here are four hosiery numbers for the masses, made for 


big volume sales, quick turnover and large profits. 


The fact that we are continuing to advertise, and sell 
these four numbers in large quantities, is proof that 
the public demand for them is growing. 


These four numbers will bring you the volume business 
in your town, because dollar sellers fill the popular de- 
mand today, and these numbers give satisfaction. 


c * * af * La! es Le! La! 
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Look at these sound 
values! 


N 0. 279 te A very smart appearing stocking of Silk and Rayon, which draws a big repeat 


business. A special feature is the embroidered ravel stop stripe in contrasting 


color at the welt. Another feature is the special Starkist foot and 
ankle, designed to give a trim appearing ankle, and comfort to the foot. $7 - 0 p er doz 2 


b atin Strip e— Sty l e N 0 2 0 This Starkist novelty stocking has a dainty satin- 


like vertical stripe, which lends itself perfectly to 
the light color shades now in vogue. The plain colors, so much in favor, 


are maintained while the satin-like stripe adds a distinctive touch to S$ 7. 50 per doz. 


ec. ck cosweceeb whens sane ees 

. _ An exclusive Silk and Rayon novelty for Fall. 
Si tucco S titch S ty le N 0. 64. Very attractive and in big demand. The word 
“Stucco” is the best description of this interesting and highly 
popular stitch. ..... ebw acne: $6.75 per doz. 


Zebra Heel—Style No. 58 ZH. wieiieted pnt tides sen 
Practical, styleful and economical, and very much in favor in $ 8. 7 5 per dee 


tS. GE DGG. os ov u.cv'cs 05 da0d vd ob a0 SESS bd ns Kéwb Recess 


Samples and color cards gladly sent on request. 


Advertising helps, such as counter cards, delivered 
with first order. 


ROBISCHON SALES CoO., INC. 


389-5th Avenue - - New York 
STARKIST HOSIERY CO., READING, PA. 


x * * * Le! * * * 
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MA-RO HOSIERY MILLS CO. 


announce— 


Style No. 407— Temptation” Hose, 
Silk plaited over fibre. Looks as good 
as pure silk. Has given wonderful 
results. It is noted for its remarkable 
resistance to wear and its lasting 
silky beauty. 


COLORS 


Black Almond 
White Nude 

Beige Mist 
Sandalwood French Tan 
Blush Pearl Gray 
Flesh French Nude 
Peach Maize 
Sunburn Toast 
Orchid Powder Blue 
Canary Blonde Satin 
Nile Gun Metal 
Sahara 


In Stock for Immediate Delivery 


In order to further popularize this splendid style, on which we are heavily increasing our already 
large production, we approach you in this manner, which can be offered only because we are 
saving selling cost in reaching you. 


On your request we will send you 4 doz. boxes of any or all the colors, at our already low price of 
$7.50 per dozen, terms 2/10 net 30. 


SPECIAL LADIES’ FULL FASHIONED CHIFFON, FORTY-TWO GAUGE SILK FOOT, 
BEST TWO DOLLAR SELLER OFFERED AT $12.50 PER DOZEN. COLORS: NUDE, 
BEIGE, TEA ROSE, PONGEE, FOG, SILVER-GRAY, BANANA, ATMOSPHERE, GUN 
METAL, BLACK, WHITE, WINDSOR TAN, LARIAT, FRENCH NUDE. 





We have completed our line for Fall, and are ready to show the most ex- 
clusive fifty cent retailers in men’s novelties, wool, prints, also woven. 
Big line of men’s silk and wool jacquard novelties to retail for $1.00. It 
is to your advantage to call at our New York salesroom. 











MA-RO HOSIERY MILLS CO. 


New York Showrooms 


27 N. 3rd St. Philadelphia, Pa. einai taaceeee 


Main Office 


Issue of August 1, 1925 





Ss ct et es eo’ mm A 


Sema] = 


no 


CO sho ca 


Boot and Shoe Recorder 


HOSIERY SECTION 


Visible Display Doubled His 
Hosiery Sales 


‘% methods of department and 
na ten-cent stores, H. F. Orne of 
Faribault, Minn., came to the con- 
clusion that the reason for their 
© rong appeal to the women shop- 
pers lay in the fact that most all 
merchandise offered for sale was in 
full view. 

The idea came to him that he could 
work out a similar idea with his ho- 
siery. He had just gotten rid of a 
big bunch of wool shoe polishers that 
had been on his hands for a year 
through the simple method of put- 
ting them on a table at the regular 
price. Customers bought these pol- 
ishers without being asked to, so why 
wouldn’t they buy hosiery in the 
same way, if it were shown in an 
attractive manner. 

Within the next two days the boys 
in the store, under the supervision 
of Mr. Orne, constructed a creditable 
stand that showed to advantage forty 
pairs of women’s stockings, fifteen 
pairs of men’s socks, and also had 
five shelves for the display of wom- 
en’s shoes. 


FTER studying carefully the 


HIS stand was built of wall 

board, with three supports or 
feet resting on the floor, being 
braced with thin’ wood in the back 
to hold it firm. It was set at a slight 
angle to prevént tipping. The rods 
that hold the stockings are smooth 
pieces of wood, as are the brackets 
that hold the glass shelves for the 
shoes. 

Mr. Orne tells the BooT AND SHOE 
RECORDER that this device in the 
front part of his store has increased 
his hosiery business 100 per cent 
since it has been installed. Out of 
every five dollars that is rung up on 
the cash register, one dollar repre- 
sents a hosiery sale. Twenty per cent 
of his total business today is from 
his hosiery department. 


HE moment a customer enters 

the store she sees this display of 
forty shades of stockings, all at one 
price, a dollar. No hosiery girl is 
needed, because the stock is right 
handy where it tells its own story. 
During rush times it takes only a 
second to sell, for the customer 


A Hosiery Arrangement 
Which Saves Time 


“ Our silk hosiery is kept in 
glass front cabinets,” reports 
Miss J. Luby, hosiery buyer 
for Napier’s Bootery in Min- 
neapolis. 

“I have found it best to keep 
in one compartment all the 
shades of one size and price, 
so when a customer asks either 
for hose at a certain price or 
for hose of a certain size, we 
can show her our full range 
of colors without going into a 
number of compartments. This 
saves time and helps the cus- 
tomer make her selection easier. 

“Salesmen are paid a bonus 
of six per cent on all hosiery 
sold through their efforts.” 


knows just what she wants. Very 
few men’s hose were sold before the 
installation of this stand, now the 
sales run to a respectable amount. 


Today among hosiery salesmen the 
Orne account is considered one of the 
best in town. 

The store has a simple way of ad- 
justing accounts. They just tell the 
customer to launder the hose and re- 
turn them, allowing full credit. This 
is not as radical as it sounds, for all 
last year only twelve pairs were - 
returned. 





Some People Are Never 
Satisfied 


Another objection to rolled hose 
has been voiced in Milwaukee, to 
the effect that the male of the species 
is placed in great danger when rolled 
hose and short dresses appear in sec- 
tions of the city where traffic is con- 
gested. A traffic officer at one of the 
busy Grand avenue intersections 
states that he rescues on an average 
of five males a day from being run 
down by automobiles because they 
have been turning their heads to fol- 
low a pair of chiffon hose. The offi- 
cer suggests either longer dresses 
for women or blinders for men. 





Advertising Which Hurts 
the Canvasser 


WATONNA, MINN., is overrun 

with peddlers, so the firm of 
Anderson & Thomsen decided that 
they would tell the home folks some- 
thing about the operations of these 
fellows. 

Several advertisements have ap- 
peared in the local papers that have 
a wallop in every line. The copy has 
had the effect of waking people up 
to the fact that they can do better by 
trading with their town merchants. 
A recent advertisement read as 
follows: 

“Beware of the Hosiery Peddler. 
Buy your hosiery from us, where you 
don’t have to pay money down and 
then wait for your hosiery. Come to 
us, we can show you 27 different 
shades in silk and chiffon in pure 
silk, full-fashioned As-You-Like-It 


hosiery, a much better grade than 
you can buy from the hosiery ped- 
dler, and you don’t have to pay us a 
dollar down and then wait a week 
or ten days for your hose. We have 
them in stock.” 

The advertisement ended with the 
price—$1.85 per pair or three pairs 
for $5.10. 





Fall Buying Under Way 


It is evident that a number of 
stores are anticipating their fall re- 
quirements on women’s full-fashioned 
silk hose, for orders are coming in 
for chiffon stockings, with silk top 
and foot, to retail for $1.85. The 
shades most in demand are French 
nude, crash, grain, toast, harvest, 
moonlight and Piping Rock. 
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‘‘Varishade’”’ Stockings 


The falling off in the shade creates a distinct 
slendering effect to the ankle and leg. 

2 Dirt spots will not show where the top of the 
low shoe touches the stocking, as they will on an all 
over light colored stocking. 

The change in coloring allows for the matching 
of different color gowns or hats with the same pair 
of stockings. 

4 The present shading in dress fabrics, also the 
graduating of size of figures on dresses harmonizes 
with the graduating of the shades on the stockings. 


Price $9.50 per doz. 


These stockings are two colored. A dark foot 
shading off into a delicately tinted leg. 


Colors Listed Below 
Nude to Windsor Tan 
Peach to Russian Calf 


Flesh to Coral 
Moonlight to Acorn 
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A marvel of the 
dyer’s art. 


Heretofore this beautiful graduated shading of 
coloring in a stocking has been confined to the 
expensive makes of full-fashioned hosiery. 


Women everywhere have admired the beautiful 
colorings obtained by this “Varishade” dyeing 
process but the cost has so far been prohibitive. 


Now, the unceasing work of laboratory experts 
of the Neversink Dye Works has made it possi- 
ble to carry this process to popular-priced Silk 
and Rayon stockings. 


Sample orders accepted as low as 4% dozen of each color 
combination. Be the first in your city to show this 
popular-priced and fast-selling novelty. 


Neversink Dyeing Co., Inc. 
Reading, Pa. 


Penna. Dye & Bleach Works, Inc. 


Harrisburg, Pa. 
Distributed to the retail trade by 


Robischon Sales Co. 
389 Fifth Avenue, - - New York 
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| GLOVES 


rder Boot and Shoe Recorder 


The Alert Merchant 
or 
The Story of the Two Extra Profits 


This is the customer. Just the every-day 
store visitor, but a source of extra profit to ‘THE style story on leather gloves is a simple one—the 
the extent that the effort is made to get it. demand centering almost entirely on novelty cuff effects. 


A wide latitude of design permits of a wide variety and 
does not require an investment that will overbalance the 
quick turnover possibilities. 


The basis of Centemeri standard of quality will always be 
maintained; the variation in price being governed entirely 
by the elaborateness of embroidery, as well as the style 
and liberality of cuff designs. 


This is the merchant, who of course 
i » primarily interested in the sale 
7 of shoes, and helps his customer in 


/ the selection of smart footwear. A Centemeri Kid glove and silk hose department will earn 
substantial profits on the investment, and will win for 


your store a patronage that is really worth while. 


HOSIERY 


He is a wise merchant, and seeks 
extra profits and draws the cus- 
tomer’s attention to his hosiery 
and GLOVE department. Of 
course she buys hosiery to har- 
monize with her new shoes, and 


her cttention to Susther Gives ENTEMERI full-fashioned silk hosiery is just a little 

e ap ae ro yy ye C better than the average silk hose—is equal to any silk 
has been able to select with more hose on the market at comparable prices, and very supe- 

jog ng ~ Le ue than rior to the many lines that require all the adjectives in the 

F dictionary to describe the simple features that one is 

supposed to find in every honorably made hose. Centemeri 

] silk hose will earn for your hosiery department a lasting 
reputation, strongly emphasized by increasing patronage, 

‘4 which will reflect to the advantage of your entire store— 


The customer’s glove purchase, harmo- 
nizing with shoes and hosiery, is a fore- 
gone conclusion, and the merchant bids 
her adieu at his store door, happy in 
S the knowledge that he has not only 
served the customer well, but as a re- 
‘ CHES Sh DES SENS GHD CaS GE C 500—42-gauge chiffon, full-fashioned with silk plaited sole and lisle 

top ....$15.00 per doz. 


C 400—Heavy weight, 42-gauge, full-fashioned with lisle top. 
$15.85 per doz. 


and bring immediate profits. 


C 900—A popular selling medium weight service hose, full-fashioned 
with lisle top cocee $12.00 per doz. 


C 700—Medium weight service hose, heavier than C 900, full-fashioned 
with lisle top : $13.00 per doz. 


r All numbers are for immediate delivery. 
Fall Hosiery color card now ready. 


¢ 


P CEN TEMERI & COMPANY 


ACUWENS 
. 5 4 Feneth Ave., New York 


48 rue Thiers, Grenoble, France 


Gloves—Hosiery 
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A Callum 


Fall Concentration 
October 5th to 17th 


A sane, sound plan of hosiery merchandising worked out t 
from the standpoint of the RETAILER t! 


you are one of the hundreds of progressive merchants ti 
whose cooperation made the McCallum Spring Concen- c 
tration a success that surpassed the most sanguine expec- 
tations, you will be glad to hear that this unusually effective a 


merchandising event is now being organized—on a bigger, better rr 
basis —for fall selling. g 
tc 





a eos . hy 
, oo ow of the beet heaieng buyers os Cenersen ; 





If you do not carry McCallum Hosiery, you should bear in mind that 
only a limited number of new dealers can be included in the concen- 
tration. This is due to our policy of protecting the McCallum dealer 
to the utmost—in service and delivery. 


During the McCallum Concentration, every factor in the produc- 
tion, sale, advertising and dealer service of McCallum Hosiery is co- 
ordinated at the time of natural consumer buying so that consumers 
are attracted by the national advertising, directed to the right store 
by local advertising, interested in specific merchandise by proper dis- 
plays, and sold by enthusiastic sales people. The concentration is 
directed so that each step leads up naturally to the final sale in 
the retail store. 


Write for the Concentration Plan today. It made sales history 
for many a merchant last spring—it can do as much for you next fall. 





Philadelphia, 1001 Chestnut St. Chicago, 36 So. State St. 
Boston, 77 Summer St. 


McCallum Hosiery Co., Northampton, Mass. 
New York Sales Office, 417 Fifth Ave. 





=) oa JUST K N O W SHE WEAR S (_@ 3. ome 
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What the Wholesale Trade 


SURVEY of the hosiery [ou 
A mari at this date, 


based on interviews and 
reports from many manufac- 
turers and wholesalers shows 
that the primary market in 
hosiery is in pretty good run- 
ning order, with signs of con- 
tinuation along fairly healthy 
volume lines for some time to 
come. 

The commitments of job- 
bers is always one of the 
authentic straws in the wind. 
The wholesaler is nearer to 
the retail markets; he must 
get his orders into the fac- 
tories in plenty of time to 
have the goods on hand when 
called for later in the season 
by retailers. To that extent he 
must anticipate styles, volume 
and grades. If he feels fairly 
sure of himself in these re- 
spects he orders with confi- 
dence. 

This seems to be the pres- 
ent situation and explains the 
comfortable status of manu- 
facturing, based on that siz- 
able branch of distribution of 
hosiery. Jobbers, called upon 
for decisions, as a rule gather 
together pretty conclusive evi- 
dence as to future needs, from their 
chief customers, before proceeding 
to commit themselves with their 
producers. This phase of the hosiery 
market is apparently sound today and 
confidence-bearing for the future. 


EPORTS also indicate that many 

smaller retail buyers are “nosing 
about,” showing a bit more interest 
in the future then might ordinarily 
be expected at this time; this is it- 
self a little foretaste of good future 
orders. 

It seems safely fair to assume that 
from 70 per cent to 80 per cent of all 
early and middle fall requirements of 
wholesale distributors are now in 
the works, leaving from 20 per cent 
to 30 per cent to come in August. 
September will certainly see a quick- 
ening of production as everybody 
will be closing up fag ends of orders 
for this year’s delivery, including the 
always-rushed holiday goods require- 
ments. Winter and early spring or- 


Is Buying 





A number of new woven domestic novelties 
shown by courtesy of the Raymond Hosiery Co. 


ders will be placed by far-seeing dis- 
tributors as soon as safely possible. 

There are, of course, some jobbers 
who hold off until the last minute in 
placing any of their orders, just as 
a large number of retail merchants 
wait as long as they dare before go- 
ing into the market. This latter con- 
dition undoubtedly puts a larger 
problem up to the jobber and maker, 
but on the other hand, the better 
turnover obtained and less loss in- 
curred by the retailer, certainly 
mean a sounder and more profitable 
retail market, and in the last analysis, 
this is a good thing for the jobber 
and producer. 

Reports of production, issued by 
the Department of Commerce, reveal 
some interesting data; cotton hosiery 
production in April declined a little 
and silk manufacture increased no- 
ticeably. However, the decline in cot- 
ton may not mean a thing, since the 
same thing occurred in May last 
year, and that month this year 


showed an _ increase over 
May, 1924. There was a gain 
of 36 per cent in women’s 
full-fashioned silk hosiery 
production in the first five 
months this year as compared 
with last year; a 17 per cent 
gain in circular knit, and a 20 
per cent gain in silk mixture, 
in the same period. In this 
five months’ period there was 
a 26 per cent reduction in 
manufacture of men’s full- 
fashionable hosiery and six 
per cent in seamless. Rayon 
hosiery production, all kinds, 
increased in May over April, 
and was 50 per cent larger 
than in May, 1924, due partly 
to foreign buying in anticipa- 
tion of the July first duty. 





N lower grades there is ex- 

cellent call for eight and 
nine strand full-fashioned silk 
hosiery. Goods made by the 
spring needle process to retail 
at about a dollar a pair have 
advanced in demand. This 
type of merchandise seems to 
have increased in favor over 
the latch-needle in these 
grades, if not in the ten and 
twelve strand article. 

Buyers in general are giving 
thought to men’s novelty half-hose. 
There is diversity of opinion as to 
their future. Some are strongly con- 
vinced of their continuing popu- 
larity; others look for a recession to 
plain and tonal effects. However, if 
makers continue to get out pleasing 
patterns it seems reasonably certain 
to expect at least a fair call for them 
on the part of the public. 

Full-fashioned mills are generally 
believed tobe well sold up. Indications 
however point to the concusion that 
certain factories are in better posi- 
tion than for some time to take care 
of the pressing demand for this va- 
riety of hosiery. 

It will be remembered that last 
fall’s selling of chiffons was larger 
than the summer volume, and many 
buyers feel certain that history will 
repeat itself this autumn. 

Altogether, at this writing the 
hosiery market seems to be in nor- 
mal status for this time of year. 
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‘Sweetheart’? Garter 


A PROFIT PRODUCER FOR THE SHOE AND HOSIERY RETAILER. THOSE WHO SAW 
THEM AT THE RECENT BOSTON STYLE SHOW PRONOUNCED THEM 
“A GREAT IDEA, THE SNAPPIEST NOVELTY OF THE SEASON” 


The “Sweetheart Garter” is ornamented with a 
hand-beaded design, of bright-colored beads, in 
the center of which is a gold frame for the sweet- 
heart’s portrait. Other attractive designs in various 
colors are made without portrait frame. The best 
grade of Skinner Satin in Grey and Blonde is used. 





Silk elastic with Gilt buckle provides for perfect 
adjustment, making one size serve for all. The 
artistic blending of Colored Beads in most fascinat- 
ing designs gives that finishing touch to Milady’s 
wardrobe and lends added enchantment to the 
natural lines of the feminine figure. 


The “Sweetheart Garters” are obtainable in a variety of patterns at 
prices ranged from $18.00 to $30.00 per dozen pair. 
Order your trial selection today. 


DALRYMPLE-DUDLEY COMPANY 


HAVERHILL 


MASS. 


MANUFACTURERS AND DESIGNERS OF HIGH GRADE SHOE ORNAMENTS FOR FIFTY YEARS 
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A Composite Picture of the 11,500 Retail Sub- 
scribers of the Boot and Shoe Recorder 


What to Buy—the Right Style Information and guidance. 
When to Buy—the Right Advice to assure adequate turnover. 


Where to Buy—the Right Data on his every need; the sales markets 
brought to him every week. 


Hew to Merchandise His Stock—the Right Advice, practical, profit- 
assuring. 


How to Handle His Store Staff—the Right ideas, suggestions, practices 
and methods. 


How to Operate—the Right advice and experience in every department 
of store management. 


What’s going on—the Right news and views on trade conditions, events 
going g ’ 


and folks. 


All this every week 
In the Boot and Shoe Recorder 
The Right Hand of the Shoe and Leather Industry 


| 
| 
| 
| 
| 
| 
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, is of fine lus- 
P utiful hose 48 o 
c these OY PAIR PERFECT. 


HOSIERY SECTION Boot and Shoe Recorder 
— — = 

A Great Hosiery (= 

rsday at 9 A. M. 
York, you can do in your city. | " Gi i] 
people. For three days the OF THE 
is a great value. Many bought 
regular patrons on the spot. 
With reinforced lisle tops and 
style of hosiery in America. = Yes tread silk 


. 
The Event That Thrilled N. Y. Shoppers 
, BROTHERS |D 
Section— 3 
¢ New York 
This page “ad” in the New York 
crowds came in response to a i COLORS— 
three pairs—all were delighted 
ONE TWENTY FIVE PURE 
feet is the greatest value in this | | eo price 
Every inch of silk is guaran- 


—And Crowded 
YORK CITY 
STREET NEW 
What this store did in New | cing to th Women * 
Daily News and Evening Jour- : 
nal reached over one million READ SILK HOSIER 
regular price that by comparison 
with their purchases, and became 
THREAD SILK HOSIERY 
Yes, every Bai 
teed by the maker. 





One Twenty Five is being con- 

fined to representative stores 

who offer full opportunity to its R 

“7 *4*.¢ ' SS Z : : o choose from? Plenty 

great possibilities. : +. , ae tng ee 
full season’ 


quickly. , 


Write at once for samples. yy Sheree oe a. 20 1045 
. = Se 


RAY-MOND za 

HOSIERY Co. Mar ORDERS 

373 Fourth Avenue ee... — 
New York City 





The RAY-MOND 


Complete Fall Line 
Now Ready 


Besides extensive lines of Women’s 
Silk Hosiery, we are offering some- 
thing special in 


Men’s Popular Priced Fan- 
cies in unique patterns (not 
printed) to retail at 55c. 


Make a note to see these. 
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Style No. 339—7% length 
fancy top sport hose (illus- 
trated at right). Color is 
Beige with two-tone effect 
in white, There is a third 
color, blue, introduced in 
the fancy top. A style worn 
by both boys and girls. 


Per dozen, $5.50 


Style No. 358-359 
—Boys’ and Girls’ 
mercrized ribbed 
s hose, % 
ioe h.Solid col- 
ors. Gray and 
Beice. Fancy 
three color tops. 
Per dozen, 


$5.50 


Style No. 41 5—Boys’” 
seamless, medium 
weight, full ribbed 
hose, withtriple knee, 
heeland toe. Knitex- 
tra elastic. Combines 
comfort with extra 
wearing quality, 
Black andCordovan. 
Per dozen, $2.75 


, 


Style No. go— Boys 
medium weight, 
made from a two-ply 
lisleyarn, having four 
ply reinforced knees, 
heels and toes. Extra 
elastic. Black and 
Cordovan. 

Per dozen, $3.75 


HOSIERY SECTION 














The real secret of success 
in children’s hosiery 


—an actual experience 


ECENTLY one of the 
shrewdest hosiery buyers 

that we know of, analyzed his 
children’s lines. He found he 
was carrying no less than 15 
different brands. Overa period 
of years he had picked from all 
linesanassortment which hefelt 
contained the bestofevery one. 


But—in spite of this, his sales 
were notkeepingup withother 
hosiery. To reduce stock he 
decided to concentrate on one 
brand and pushit. He did this. 
And— almost immediately he 
found a surprising increase in 
his sales. Almost 20 per cent 
gain in a few months. With a 
reduced stock! We’ can cite 
many similar cases. 


Concentrating your sales ef- 
fort on one brand will do this 
—with any good line. Itis per- 
haps easier with Allen-A chil- 
dren’s hose. Itisthe most com- 
prehensive line in America. It 
is widely advertised. And for 
three generations the origi- 
nators of triple-knees and 4- 
thread heels and toes have 
produced merchandise that 
insures permanent repeat cus- 
tomers for your department. 


Above are a few styles for the 
foundation of a tested short 
line of children’s hose. It will 
turn fast and sell out clean. 
Write us for full details. 
Tue ALLEN A Company, 
KeEeNnosHA, WISCONSIN. 


AllenA 


Hosiery 
For Men, Women and PR 


Underwear 
For Men and Boys Only 
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Interchangeable Wood 
Display Fixtures 


Detachable Tops 
Uprights 
and Bases 


Model HF 


The double Tee stand 
illustrated consists of a 
double Tee top, an 18- 
inch upright, and a round 
base. It is quite inex- 
pensive and is only one 
of many attractive com- 
binations that can be 
constructed with the in- 
terchangeable fixtures. 


J. R. PALMENBERG’S SONS, Inc. 
Founded 1852 
63-65 West 36th Street, New York 


BALTIMORE CHICAGO 
22 W. Baltimore $t. 204 W. Jackson Blvd 
BOSTON SAN FRANCISCO 
26 Kingston St. 11 First St. 























Full swineg of fhe pewouLuri 


fron The coneon-place of six 


Sp aile 
ay 





SIS FOURTH AVE. 
wa Yoar, 
TEL. GRAMERCY. 6866 




















“The Place to Sell Hosiery Is the Shoe Store’’ 


Nearly three years ago “‘Hosiery”’ started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 

The sown seed is growing with amazing 
rapidity. All over the country shoe aaene 
are putting in hosiery departments. Each 
month the idea grows bigger. 

Oe eee Se ey 
easily, is to the shoe merchan 

The Boot and Shoe con through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 


Boston, Mass. 
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HOSIERY FORMS 


ALL LENGTHS—ALL SIZES 


FOR LADIES’, CHILDREN’S 
AND MEN’S WEAR 


ASK FOR 
CATALOG 
34B 


PA AKE A: a oo —~y. 
e Dp NK on = | 

NACI 
re = PLAY F 


‘Hosiery Buyers 


In search of information for the 
solution of hosiery problems are al- 
ways welcome at any of our offices 


Beston 
New York 


Chicago 
St. Louis 
Philadelphia 
Cincinnati 
Rochester 
where representatives of the Boot 
and Shoe Recorder will be glad to 


give 


INFORMATION 


regarding hosiery brands, hosiery 
manufacturers and wholesalers, 
new styles, color information, etc. 
Written inquiries will have our 
prompt and careful attention. 


Hosiery Division 


Boot and Shoe Recorder 
127 Duane St., New York 
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They all want’em 


Te 
a 
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in fancy hose 


Style No. 2008 


Silkk and Lisle. Twelve color 
combinations in our own woven 
patterns, high spliced heel and 
double sole. 


Price $11.00 per doz. 


Style No. 938 


Lisle. Twelve color combina- 
tions in our own woven pat- 
terns, high spliced heel and 
double sole. 


Price $7.75 per doz. 


Style No. 733 
Silk and Lisle. Twelve woven 
color combinations, high spliced 
heel and double sole. 


Price $9.50 per doz. 


Made in wool and lisle at $11.00 per dozen 
—12 color combinations. Also silk and 
wool at $13.00 per dozen—12 color com- 
binations. 


These styles are our own creations and 
are made only of the finest ingrain yarns 
obtainable, which hold their coloring 
through wear and washing. Samples, 
coior cards, actual swatches and full 
information about our other popular 
numbers furnished on request. Due to our 
increased production we are able to make 
immediate deliveries. 


Manufacturers of the famous Hirner 
Foot Hose—“Built like a Shoe.” 


HIRNER HOSIERY CO. 
ALLENTOWN, PA. 


Selling Agents 

















Cee) 


Socks 


Of Light Weight Wool 


in Cheerful Plaids 
and Checks 


Here is something different, something 
better in a line of fancy wool socks. 


They’re Everwear’s up-to-the-minute 
contribution to the coming season’s de- 
mand for light weight wool socks of 
fancy pattern. 


Watch your sales jump the minute you 
display a few of these distinctive, cheer- 
ful new-idea styles. 


And they’re the true Everwear quality 
—that’s sure to make them sales re- 
peaters. You might just as well stock 
fancy wools that are certain to give 
your men’s hosiery department a repu- 
tation for money’s worth as well as 
style. You will find no light weight 
fancy wools to compare with these. 
Write now for samples! 

Everwear Plaids Everwear Checks 
Number 339 Number 340 
Light weight wool Light weight wool 
$8 dozen $8 dozen 
Retail at $1 a pair Retail at $1 a pair 


The Everwear Hosiery Co. 
Milwaukee, U. S. A. 


36 South State St. 230 Fifth Avenue 130 Bush Street 


ROBISCHON SALES CO. CHICAGO NEW YORK _ SAN FRANCISCO 


389 5th Avenue, NEW YORK 
Boston Office, 33 Bedford St. 
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= E. ADAMS SHOE COMPANY 
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glint of goldenrod fe- 
| ds us the grapes will 
$53, soon be purpling. Summer's 
business is at high tide—with the 
undertow of Fall styles tugging at 
the buyers’ purse strings. 
Creighton customers never hesi- 
tate at this period. Happy experi- 
ence has taught them that we have 
accurately tested the style pulse of 
popular priced Fall footwear and 
that an order to Creighton now is 
one sure jump ahead of Autumn 
competition. 


A. M. CREIGHTON 


Lynn :: :: #Massachusetts 


























In Stock 


r 


Style 314 
Skinner's Black Satin 
Imported Buckle 
13/8 Cuban Covered Heel 
Widths A, B and C 


Price $4.25 


Style 307 


Patent Leather 
16/8 Covered Heel 
Widths AA-C 


Price $4.00 
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SSOFES 


Shoes by courtesy of 
MARTIN & 
MARTIN 
366 14th Ave. 
Newark, N. J. 
Made of 
VODE KID 
Color B 
JAVA BROWN 
with Color s1 
CHAMPAGNE 
BABY LIZARD 
trimmings and heel 
covers 
Quarter Linings of 
VODE KID 


Color s1 
CHAMPAGNE 
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COLORED is 
The Logical Leader in Fall Styles 


W 71TH the shoe vogue now definitely pointed to uncomplicated 
patterns, it is entirely logical that Colored Kid should be the 
dominating leather. 










bd. 


SES 





No other leather has the brilliant colorful “life” that must be pres- 
ent to attract the modern woman and make her buy. 


In selecting Vode Kid for your fall shoes, you get more than the 
finest of kid leather. 


You get telling color values that make the shoe “beckon” from 
your window and win attention and sales. 


THE STANDARD KID CO. 


209 South St., Boston, Mass. 
and Branches 





SS 


( BROWN shades lead all others in point of preference and the best liked of y 


our Brown shades is 
“Colon B JAVA BROWN” 


We also recommend for Fall: 


Color 11 RUGBY TAN Color 9t WOODLAND BROWN 
Color 112 INDIA TAN Color 15x AUTUMN BLONDE 
Color 132 PEACH 









We call attention also to Vode Kid Baby Lizard grain which we 
are successfully producing for quarters and trimmings in colors 


. B, 11, §1, 71, 112 and Black. ? 








BOOT AND SHOE RECORDER August 8, 1925 


ee acc 


ANNOUNCING 


SHANLEY SHOES 


TO RETAIL AT 


*4.00 


IN STOCK 


Stock No. 100—Golden Tan Bal 
Oxford, Brogue Last, Natural Cord 
Welt, Flat Brass Eyelets. 


Stock No. 200—Same in Black Calf 
with Black Cord Welt and Flat 
Black Eyelets. 


Price $2.85 TERMS: 2%—30 Days. 


Here’s a Lot of Value for $4.00 with Brockton Quality Throughout! 


Public opinion is switching definitely to shoes retailing at $4.00. 
Men’s shoes at this price are selling in volume, bringing much needed sales and 
profits to merchants everywhere. 


The Shanley Shoe has the Brockton district quality, workmanship and style—and 
SHANLEY SHOES ARE OF EQUAL QUALITY WITH MOST LINES 


THAT ARE OFFERED TO RETAIL AT $5.00. 








CONSTRUCTION WORKMANSHIP 


All Colored Shoes made from Selected Kip ALL SHANLEY SHOES made in our own 
Leather; Black Shoes from Full Grained factory at South Hanover, Mass., by the 
Calf. Oak Outsoles, Grain Leather Insoles; skilled labor of Brockton and immediate 
Leather Counters and Heel Bases. district. 

















No Salesmen. Samples and Catalog Gladly sent on Request. 


MISHANLEY SHOE COMPANY 


South Hanover, Mass. 


= 
= 
= 
=| 

=| 
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Lrophy Lros. 























MNT 


A combination of many factors causes one to approve 
a certain manufacturer’s product above all others. 
—But of all, the greatest is Experience. 


=| 
= 
= 
= 
= 
= 


More and mors—because of experience—the experience of 
opening up and of selling the shoes—are our customers 
concentrating upon the Brophy Line. 


That kind of line means satisfaction—profit—for you. 
Emphatically a duplicate order—repeat—line. 


BROPHY BROS. SHOE CO. 
SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM : CHICAGO OFFICE 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 20 W. JACKSON BLVD. 
ROOM 1612 
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Perfectzon — Our Single Aim 
In Producing 
NEW CASTLE COLORS 


E are never content with the quality or 

beauty of NEW CASTLE Colors although 
we think we are safe in saying that no kid 
leather is more often held up by shoemen as 
the criterion for colored kid. 


The entire New Castle organization realizes 
what is expected of NEW CASTLE Colors. 
Their pride of craft applied to the choicest raw 
stock that grows, makes these colors stand out 
as criterion Browns for Fall. 


Color 3 


ROYAL BROWN 


Color 31 


HARVEST BROWN’ 


Color 98 


INDIA TAN’ 


*T hese colors correspond with 
those recommended for Fall by 
the Joint Styles Committee: 


Color 3 ROYAL BROWN 
to RUGBY TAN 


Color 31 HARVEST BROWN 
to WOODLAND. BROWN 


Color 98 INDIA TAN 
to INDIA TAN 


NEW CASTLE LEATHER COMPANY 


NEW YORK 
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NDON CHARACTR HOLS ~ser 


Wwe Jucliallihs 


» 


HEN we chose the 

word “Character” as 
part of the name for our 
shoes the choice was inten- 
tional. Our production must 
have individual character,we 
said, comparable to the best 
of the London bootmakers. 


=a 


Even a casual acquaintance 
with London Character 
Shoes will prove that our 
success has been equal to 
our ideal. 





_ ER “SES 


The line awaits your inspec- 


i <a eee ee ee ee ee ee a a ee ee oe fd 














LONDON CHARACTER JUOL COMPANY: 


BROCKTON, MASS: 


SUCCESSORS TOC. S MARSHALL CO. 
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COLOR SUPREMACY 


GOLDEN 
BROWN 


Color 21 


RED ASH 


Color 256 








BRUNETTE 





OAK LEAF 


MOONSTONE 


Color 31 


AMALGAMATED 
LEATHER COS. Inc. | 


22 North Fifth Street 
PHILADELPHIA U. S. A. 


Tanneries - 


ing to advertisers please mention Boot anv SHor RecorpEer 
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GENUINE 


HAND TURNED FOOTWEAR 





Herman C. Lewes Inc. 


HAVERHILL,MASS. 


Manufacturers of 


GENUINE HAND TURNED 
FOOTWEAR EXCLUSIVELY 


Since 1899 
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Three New Ones—There are More Like ’em 
— Send for Complete Catalog — 






No. 162 
Price $3.85 





No. 308 
Price $4.30 






No. 233 
Price $4.25 


Patent Rella 
One-Strap, Pat- 
ent Trim, Imita- 
tion Stitched Tip. 





Patent One- 
Strap Beth, 
PD Flexible McKay, 
, Flexible McKay, Full Louis Military Wood 


aa Flexible McKay, Military Wood Covered Heel. 
ag Paris Last, AA to C. Covered Heel. State Street Last, AA to C. Boston Last, AA to C. 
©. 310—Same in Black Satin....... Price $4.30 No. 163—Same in Black Kid... Price $3.85 No. 234—Same in Black Satin........Price $4.35 


Thomson-Crooker |§ 
1 8-28 Station St. 
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7 Stock Service 




















Shoes may be made right and 
styled right, but if they are 
not stocked right the dealer. 
misses many sales opportuni- 
ties that show a loss of profit- 
able turnover. 





Our stock service 
has stood the test 
of time in its ability 
to help many mer- 
chants properly han- 
dle their sales prob- 
lems. 


Quich Shipment 
to all parts of the U.S. 


-|Shoe Co., Boston, Mass. 


" 18-28 Station St. 
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‘The Leather that Sells the Shoe’’ 


Have you ever tried increasing your 
Be sue vou cee = - Children’s shoe business by 
carrying severalcolorsin your 


most popular 





A great many of our customers using 
have found that by showing shoes 
made of our 4 best selling colors 


COFFEE, LIGHT SMOKE, 
DARK SMOKE and 
LOG CABIN 


their customers frequently pur- 
chase two colors i order to have 
their children’s shoes harmonize 
with their clothes. 


Select a good style seller, and try 
ordering it in these four colors 
and see how many more pairs 
of this shoe you will sell. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Me | a Oo Leathers 


Reg. U. 8. A. 
10 Spruce Street, ‘New York —BRANCHES— 


231 West Lake Street, Chicago, Iil. 


giving mothers a chance to 
select two pairs instead of one? 


_ of colors select any of the 


style—and thus 


WILO 


If you carry a large variety 


following 


Coffee Olive 
Light Smoke Chocolate 
Dark Smoke Beige 

Log Cabin Red 
Tangerine Blue 
Almond Green 
Camel Smoke _ Silver Gray 
White Dark Gray 
Black Pearl 


WHICH ARE CARRIED IN STOCK 


308 Leather Trades Bidg., St. Louis, Mo 
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This Boys’ Shoe is PECIAL-VALUE shoes for Boys and 
IN STOCK Little Gents are a strong feature in the New 


Crafts Line for Dealers. 
No. 72 (Illustrated): Boys’ Rugby : ; 
Tan Elko. “Pep” Last. Sizes Note the specifications, and particularly the 


| to 6. D and E widths. _size ranges, of the two remarkable numbers 
$2.85 described here. Note also their prices! 


No. 74: Little Gents’ Tan Elko. Discount 5% 30 Days! 


“Junior” Last. 9-13. D and E. Let us send you illustrated literature on the complete 
$2.35 new Crafts Five-Dollar line (Boys’ $4 and 
Little Gents’ $3.50) 


G. P. CRAFTS Co. 


Mfrs. of Men's and Boys’ Goodyear Welt Shoes 
MANCHESTER, N. H. 
BOSTON SALESROOMS: 186 LINCOLN ST, 


WULVUVOUUOULVOUVTVOAVOUVVOUVOUSVUSVOUGUTQOUHAAROEVOUOUVUGURUHUGESOTUUUGOAUGUUANAD UTA 
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Ruepings 


Dlor Recommendatio 
for Autumn 1925 










trendin color preference that the Fred Rueping Leathe 
ae Company developed and selected the new shades no 
LS offered in 


< S Rueping’s 
WINNEBAGO CALF 


Gathered together in a swatch book, which is yours for the 
asking, are seven pleasingly distinctive light and mediun 
tan and brown shades that we unhesitatingly recommend 
as safe and sound colors for fall shoes ordered now. These 
seven range from the lightest to the darkest shades that 


|: was only after a careful and exhaustive study of th 


are practical and, together with black, should cover your 
calf leather color needs for the season: 


LIGHT TAN MEDIUM TAN BROWN 


No. 14 Spa-Tan No. 24 Ginger No. 19 Tortoise Shell 
Orange tan Real ginger color Golden brown 
No. 17Spice_.- No. 33 Titian No. 18 Cocoa 
Light yellow tan Dark tan Brown 
No. 22 Zanzibar 
Black will sell well 


Dark brown with slight! 
trace of red 
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Fred Rueping Leather Co., 
Fond du Lac, Wis. 
Dear Sirs: 


Please send the Winnebago Calf swatch book showing your seven color recom- 
mendations for the fall of 1925. No charge. 


Name of Store 


Street Address ...... 


y Yilbodbtébbdéitld Wt: 
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RE ORTS to the contrary notwithstand- 


ing, we are assured by prominent shoe 
manufacturers and merchants, that light tan 
shades will continue to be good for fall. 


This is further substantiated by the fact that 
we see no indication of lessening fall demand 
for our most popular light shades. 


TONY TONY 


Reg. U. S. Pat. Of. Reg. U. S. Pat. Off. 


GOLD gaa TA N 

















CREESE & COOK COMPANY 





SALESROOMS TANNERIES 
9% SOUTH ST., BOSTON TONY AUBURN DANVERSPORT, MASS. 
TONY GOLD 
P. A. HENRY & CO. mali inte 


706 Broadway, Cincinnati, O. 
: . TONY BROWN SILVEY & CHRISTMAN 
62 Mason St., Milwaukee, Wis. 82 GOLD STREET 


Leather Trades Bidg., TONY RED NEW YORK CITY 
TONY BLACK 
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ATTENTION 


Retail Shoe Merchants of 


Alabama Louisiana North Dakota 
Arizona Michigan Ohio 
Arkansas Minnesota © Oklahoma 
California Mississippi Oregon 
Colorado Missouri South Dakota 
Idaho Montana Texas 

Illinois Nebraska Utah 

Indiana Nevada Washington 
lowa New Mexico Wisconsin 
Kansas New York Wyoming 








UR Salesmen are on their way with the greatest Line of Shoes ever 
bearing the Foot, Schulze Trade-Mark. Every one of these shoes is a 
real “Trade Booster”—clean, quality-built merchandise that will hold your 
old customers, create new ones and help you build a bigger business. One 
of these salesmen will be at your store in ample time for you to make 
your selections for Spring or immediate delivery, and we urge you to hold 
your orders until you have had the opportunity of inspecting the Foot, 
Schulze line in detail. 


rt Sch Foot, Schulze & Co. Qécsuie 
SHES Makers of Shoes Since 1885 ~ SHOES 
SAINT PAUL MINNESOTA 
_———————————————————————————— 
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RUBY _ KID 2c Standard 





acturer and the shoe retailer that EVANS 
LEATHERS can extend that service to the 
public which we desire them always to give. 


[: is only through the medium of the shoe manu- 
f; 


Therefore, we appreciate very much the long 
continued use of our RUBY (Black) KID by so 
long established and substantial a manufacturing 


house as 


F. M. HOYT SHOE COMPANY 


Makers of B2ac2n Sh22s for Man and Womsn 


Manchester, N. H. 


Needless to say we are keenly alive to the re- 
liance placed in us by the F. M. Hoyt Shoe Com- 
pany and the co-operation they extend us in ac- 
quainting buyers and wearers of Beacon shoes 


with the fact that RUBY KID will give the same 
service this year as it did last year and the 
same service last year as it did this year. 


JOHN R. EVANS & COMPANY 
CAMDEN, N. J. 
(Branches in All Principal Sho2 Centers) 


‘ tandardize on ‘ 
Evans Brands 
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E are glad to call attention here 

to three Beacon styles selected 
from the many which the F. M. Hoyt 
Shoe Company manufacture from our 
RUBY KID. 


By adherence to the use of RUBY 
KID in these styles, Beacon customers 
are taught to expect a repeatedly 
satisfying experience in every pair 
they buy. 


vy, 


RUBY (Black) KID—4 RUBY (Black) KID—Circular RUBY (Black) KID—Jewel 3 
Strap, 13/8 Leather Heel, Vamp Oxford, 10/8 Leather Strap—13/8 Leather Heei, 
Resta Last, Klingarch. Heel, Regal Last,- Klingarch. Resta Last, Klingarch. 
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Sow, | Comfort and Corrective 
Shoes That You Only 
Have to Sell Once 


SUppoR* 











Lae sum up most perfectly the three essentials 
to comfort and corrective shoes which sell in con- 


stantly growing terms year after year. 


Ist. Names of the utmost 
suggestiveness. 


2nd. Support and Comfort 
without the unsightly lines of 
strictly orthopedic shoes. 


x 


3rd. Reasonable Price which 
surprises many who are used to 
paying more. 

4th. Leather Quality. Our 


reputation for using the finest 
black kid is conceded generally. 


The first sale is the only real 


one you have to make. After 
that they sell themselves. 


—Wholesale Distributors— 


Are most efficiently “backed-up” by 
our New STAMP and SHIP Plan 
now in operation in our IN STOCK 
department. It saves time and money 
to.all concerned. 











EETaylorCompany 


BOSTON , MAS 
FACTORIES AT BROCKTON AND NEW BEDFORD 
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More Farmers 
Are Buying 
USKIDE Soled Shoes 


T is no longer hard to get shoes 
to sell the farmer that will 

stand the hard service he gives 
them. 

In the past few years, wide- 
awake shoe dealers have found 
the sole that makes a shoe give 
the kind of service a man on 
the farm expects. 

That sole is USKIDE. 


A shoe dealer can put a pair 
of USKIDE Soled shoes on the 
feet of a farm worker, and point 
out more real advantages than 
he ever before thought any shoe 
could have. 

USKIDE will stand up against 
all the things that usually wear 


out shoe soles so fast on the 
farm. Better than any other 
shoe sole. 


Rough ground, stones, wet 
grass, cement floors, can’t touch 
USKIDE. 


USKIDE is water-proof. Is not 
affected by barnyard acids. Pro- 
tects against slipping, even on 
dry grass. 

You can win the permanent trade 


of farmers from every direction if you 
feature shoes with USKIDE Soles. 


In fact, USKIDE Soled shoes are 
leaders that make a strong bid for the 
trade of every hard worker and hard 
walker in your community. 


Specify USKIDE Soles on your next 
order of heavy service shoes. 


United States Rubber Company 


1790 Broadway 


New York 


Sole and Heel Stocks in our following branches: 
Boston Chicago New Orleans New York *Cincinnati 
.Louis Pittsburgh Portland, Ore. Los Angeles San Francisco 
* Stock for shee manufacturers only 


USKIDE Soles 


If you want a heel that 
will match the fine quali- 
ties of USKIDE Soles, be 
sure to order shoes with 
“U.S.” Spring-Step Heels 
—made of Sprayed Rub- 
ber for longer service 
and comfort. 
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A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 













- 
wis's gs 8 
On. 8ee. 2 SS i ee _® 
Lh A a Oe To Mae gAtizes all S33 
. oy. sg + a ry ‘ 2 . 3°. 37 2° ae 
Ni} ah, ee Saeed Ne oe NOS es 2d Ain % oe tts 2 «= me ¢ 
. ro 0 Pa ee Ra tart Y ag”. “See ae ae * £* wtse ches + > wa 
; ~. Pres se bor. 68. BE 3.228 ores oA Ainety 2h Sere aD aloe OF “ AOL te ‘ 
tw? oe . >; lah 7h POT, eg | of Wy ! 
SEI TSE a Fe a Saag eg OR Yet 0 eH pe RESINS Sd ae 






j + ——— 
; | “ 
yf " / 


Excellence ~~ 








BOOT AND SHOE RECORDER August 8, 1925 

















CORD TIRE WEAR IN EVERY PAIR 


CXere's how 


one successful shoe retailer 
sells Gro-Cord eae shoes 


Mr. Karli Sutherland of Bloomington, Indiana, has had 

success in the sale of Gro-Cord Soled Shoes. He has in 
business for over 15 years and attributes his Gro-Cord selling suc- 
cess to several factors. He says: 


“We display two Gro-Cord soled shoes in our window —one show- 


‘ sole. In ee ee 
mle te siays show ather composition ii 


vantages of 
eepaptises 0) pat NO _ 

—flexible— floors—non-conductors of 

consequently will not CHILL the fect, in, the winter nor BURN 
them in the summer—easily half soled—much more wear than 
leather or other soles—NON-SLIPPING and extremely comfort- 
able to the wearer. In addition, I have one of the best salesmen 
in the country.” 


You can + soe t deal by the su vega Sutherland has 
tomers see difference. If E aay Tage not examined Gro-Cord 
soles send for a sample showing Gro-Cord construction. Wé’ll 
also send the names of the man who can supply you with 
Gro-Cord Soled shoes. Write us today. 


DISTRIBUTORS 


Edward C. Mueller A. R. Mueller Co. A. C. Morand Co. Northwestern Leather Co, 
1627 Locust St. 258 Fourth St. 14 South Street 
St. Louis, Mo. Milwaukee, Wisconsin i Boston, Mass. 


The Lima Cord Sole and Heel Co. 


Lima, Ohio 
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The Rosalie 


An all patent leather 
step-in with black 
stitching. 
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Since Simplicity is 
the keynote of Fall 
Fashions, Step-in 
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pumps with buckle 


effect are more in 


WN 


demand than ever. 
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Piciitndiins BOSTON OFFICE 
; 207 ESSEX STREET 
Since 1871 ROOM 213 
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The 
New Aniline Character 
Calf 





a nationally demanded 
Leather. 














Leathers 





‘ty | 
Lynn | 


Barlynn 1---a Rich Golden 
with no reddish cast 


Barlynn 5---a Deeper Tan 
Barlynn 9---an Ideal Brown 


‘J. S. BARNET & SONS, Inc. 


LYNN, MASS. 
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We illustrate our style 636 made 
over our 51 Pump last. Pronounced 
during Style Show a perfect fitter. 


With a strong tendency developing towards Pump and Low Front 
Gore effects expert workmanship and proper pump lasts are 
essential to the successful making of this type footwear. 


We have both. 


Salesmen are now in their territories. A Line 
will bring 100 other Butterfly Styles to you. 


GEO. B. LEAVITT CO. ¥ 
FARMINGTON ,N.H. 


Women’s Shoemakers Exclusively 


for 35 Years 
Boston Orrices 163 Essex Street 


G —_2=— 
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Look for the “Diamond 
te 


TRADE MARK 


Ditamonp Branv Visible 
Fast Cotor Eye ets pro- 
mote easy lacing and preserve 
the smooth style lines of 
the upper. They retain their 
original color and finish 
indefinitely and afually 
outwear the shoe. 
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The 
Shoe Ensemble 


calls for 
Matching E}elets 








©€Doren who are well informed get their 
fashion forecasts from Paris via Harper’s 
‘Bazar and Vogue. Men, whether they ad- 
mit it or not, are just as much influenced 
by Vanity Fair. Both know that the smarter 
tailored shoes have matching eyelets. 


Full page advertisements in these criteria of 
style are being devoted to this quarter of an 
inch of matching eyelet which is absolutely 
essential to the correct shoe ensemble. 


Nor is style the only advantage of shoes 
with visible eyelets. Oftentimes, when style 
brings in a window shopper to look at 
shoes, another timely talking point clinches 
the sale. 


Explain to the customer on the brink of 
decision, that those visible eyelets are there 
for a purpose: they forestall “ crow’s feet” 
by distributing the strain of lacing evenly 


over the leather in the uppers. The result 
is that a Goodyear Welt shoe with visible 
eyelets comes up smiling after the ninety 
and ninth shine. 


Another point— Diamond Brand visible 
eyelets are fast color, . . never wear brassy 
under any provocation. Nothing will give 
away the age of a pair of shoes more 
quickly than brassy, speckled eyelets, un- 
less it’s the crow’s feet that develop on 
shoes with no eyelets. 


Finally, be fully prepared for the customers 
who have learned these points for them- 
selves in the advertising pages of Harper’: 
‘Bazar, Vogue, Vanity Fair, and “Photopla) 
... this last named, incidentally a power- 
ful influence upon youthful screen fans. 
Specify “visible eyelets” whenever you order 
lace footwear. 


UNITED FAST COLOR EYELET COMPANY, BOSTON 


Manufadurers of 


DIAMOND BRAND Vuibk FAST COLOR EYELETS 
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MR. L. D. FERNALD USE THIS COUPON 
A 4 Fair-Vogue 
This advertisement appears ee rol Pl = d = , charge Coun 
i i i Gent : Please send me without the ter 
in the issue pee — Card mounted with the United Fast Color Eyelet Com- 
/ pany advertisement appearing in Vogue for September 15. 
Vanity Fair — September. 
Signed. Sn ae a 
Firm Name P alee 
SE EE TS EE EE, 

















This advertisement appears in Vanity Fair 
in the issue of September, 1925. 


result 
visible 
ninety 


visibl. 
brassy 
I give 
more 
$, un- 
»p on 


TS 


This counter card is printed in green 
(Vanity Fair) or blue (Vogue) black and 
gold combination, with white letters. Ie 
is heavy cardboard 15 7/16 x 10 11/16 
inches, with easel back. Delivered with 
the advertisement as shown 
y mounted. 


Worth Thousands...Costs You Nothing 


Oths: this card in your window or counter 
display and cash in on the Visible Eyelet 
Advertising now running in these nation- 
ally recognized authoritative style maga- 
zines. 

Hundreds of the most influential men and 
women in your city—the style leaders— 
the most valuable customers you could 
have on your books, are regular subscribers 
to one or both of these magazines. The 
advertising pages are their buying guide. 
They spend thousands of dollars every 


month on merchandise shown in Vogue 
and Vanity Fair. 

Let them know you carry shoes with match- 
ing visible eyelets, as featured in United Fast 
Color Eyelet advertising. 


The advertisements shown here will ap- 
pear in September 15 Vogwe in full color, 
and in September and October Vanity Fair. 
Just fill in the coupon at the top of the 
page, and Vogue or Vanity Fair will send 
you either advertisement mounted on one 
of these attractive cards, without charge. 


Look for the “Diamond 
oe 


TRADE MARK 





DiAMOND Brand Visible 
Fast Coton EyYsLets pro- 
mote easy lacing and preserve 
the smooth style lines of 
the upper. They retain their 
original color and finish 
indefinitely and aGually 
outwear the shoe. 


DIAMOND BRAND Visible FAST COLOR EYELETS 


UNITED FAST COLOR EYELET COMPANY, BosTON 


Manufatiured by 
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* dm) AMERICANS SHOULD PRODUCE THEIR OWN RUBBER.— %6S cntrlent_ : a] 














The FIRESTONE THOROGRIP 
is the outstanding shoe in the trade 
this season, combining comfort with 
long wear, speed with surefooted- 
ness—a real opponent to the op- 
posing team. 

Made with upper of highest quality natural 
or brown duck loose lined with strong duck. 
Back stays inside and outside with new rein- 
forcing side stays. Kool-foot Insoles. Made 
with ventilating eyelets when ordered. A 
sponge rubber heel pad with cushi prop- 
erties insuring protection against shocks and 
bruises. 

RUBBERIBBED Soles of selected pure 
rubber, with more angles against ‘egaen or 
slipping than any other sole on the market 


' 


en the whistle blows 


for the opening of a new season, you need a com- 
plete stock of Basketball Shoes. As in the past, 
your customers will demand the maximum in 
material, workmanship and long wear. 


The FIRESTONE THOROGRIP meets these de- 
mands and, in addition, it is a Basketball Shoe that 
WINS GAMES—coaches and players everywhere 
have sought long for this shoe—there is real signifi- 
cance in the name—FIRESTONE THOROGRIP 
for basketball and all indoor sports and gym wear. 


Prepare now for the opening season by stocking 


the FIRESTONE THOROGRIP. 


» ate: 


RUBBER COMPANY 
Chicago, Il. HUDSON, MASS. Boston, Mass. 





























RusserisseD 
SOLE 





—— 








Firestone 


THOROGRIP 


' Stock No. 7101—Men’s Brown $3.00 
Stock No. 7183—Boys’ Brown $2.75 
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C.H.ALDEN CQ 


=—_—— 
£.3.% 


HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also mcludes quick 
delivery service on certain lines 
altho’ this 1s not an im-stock 
proposttion. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. _ 10 HIGH ST. 
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Lethe Shoe Store Beautiful J 


? HERE is nothing more helpful toward putting 
customers in a receptive frame of mind than 
chairs which make them completely comfortable 
—chairs which are pleasing to the eye and in 
harmony with their surroundings. 


AMERICAN INTERLOCKING SHOE STORE 
CHAIRS have that quality that you’d call “fit.” They 
make every line and curve feel ‘“‘at home.’’ Their rest- 
fulness charms even those of restless disposition. 


AMERICAN INTERLOCKING SHOE STORE 
CHAIRS are available in a variety of designs, finished 
in any desired colors, with a practically unlimited choice 
of upholstery. Precisely those elements of color and 
ornamentation which best accord with your interior 
fittings are available. 


Write for 
"She 
Shoe Store 
Beautiful’ 

















WALK-OVER 
SHOE STORE, 
NEW ORLEANS 


cau Seating Company 


General Offices: CHICAGO, 1016 Lytton Bidg. 


PHILAD 


ELPHIA BOSTON 
Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 


—— 


August 8,.1925 
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PARACORD SOLES 
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EASY TO WEAR — HARD TO WEAR OUT 











They've gone 2300 miles 


A DISTANCE equal to that between 
New York and Yuma. That’s how 
far Arthur Vincent Roth, famous 
walker and Marathon runner, has 
hiked in a pair of shoes with Para- 
cord Soles. 

Yet he states, ‘““The Paracord 
Soles are little worn, still in good 
condition and I expect to get many 
more miles out of them before 
repairs are needed.” 


Before he learned of .Paracords 
he wore leather soles. At the end 


of 1200 miles those leather soles 
were usually completely worn out. 


Paracords are already on over 
two million pairs of shoes. Noth- 
ing like them for durability and 
comfort. Tough, yet flexible. 
Won’t crack or harden during the 
life of the shoe. Moulded shank 
to fit the last, insuring better arch 
support. 

Insist on Paracord Soles on the 
shoes you buy and build a shoe busi- 
ness that stays with-you. 


Write for further information 


THE..PARACORD..COMPAWN.LY, 


INc.,..johnason 





Te Ble 6 
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STILL AT IT! 
Still Saving Our Customers 
from 15% to 30% 

RITA BETTINA ( 
Women’s Patent one strap side cut-out with Cuban Women's Chrome Patent Step-in Pumps in Cuban and V 

and 8/8 Low Leather Heels, Rubber Top lifts. Low Leather Heels, Rubber Top lifts. 
Sizes 3—7,]3—8 Sizes 3—7, 3—8 ( 
PRICE PRICE * 
$1.65 $1.75 
j 
a 
S 
“ 
T 
I 
Nn 
THE SALON W 
PRICE $2.7 5 
to 
ti 
E 
= 
Ww 
Women’s Step-In Pump, in Chrome Patent with covered Spanish and - 
Cuban Heel, Silver Trimmed three ply Ornamented Bows. This same se 
shoe made in Skinner's Black Satin, Sizes 3-7, 3-8. A 

Look around—the more you look the better ROSENBERG customer you'll become! 
S. ROSENBERG & SON, Inc. ||ff, 
144 ESSEX STREET -- -- -- -- BOSTON, MASS. 

a 
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Your Wnoows/ 





The Reeorder’s Window Card Service 
“PEPS” UP YOUR WINDOWS 


Give your display windows a chance to 
work for you. 


Give them the words that you’d use to a 


customer who was in the store. 


Give them a chance to sell your shoes. 


You wouldn’t hire a “dumb” salesman 
and your windows are the highest priced 
salesmen you have. Don’t let them be 
“dumb.” 


The RECORDER SHOW CARD SERV- 
ICE puts attractive and intelligent sales- 
manship at work in your windows. 


“Snappy” selling phrases—up-to-the-min- 


ute with the style and always on the job 
boosting your business. 


A silent window will do but little more 
for you than an unlighted one. You can 
“light” up the corners of your window 
with SHOW CARDS that sell shoes. 


Be the only merchant in your community 
to have the exclusive subscription to the 
RECORDER WINDOW CARD SERV- 
ICE—and see how your “shopper” sales 
improve. 


The service is inexpensive and practical 
and is new and fresh every month. Price 
tickets included. 


SEND IN THE COUPON 


What the Service Consists of 


With your order: Eight handsome display mat frames with your store name 
hand lettered. Four large 8” x 14” and four small 6” x 12”. You have a choice 
of two colors—blue or green. A generous assortment of blank price tickets 
to match the cards. Also special pen holder with pens and ink with instruc- 


$ A 00 


tions on lettering price tickets. 


Every month: Sixteen hand designed card in- 
serts to slip into the mat frames and easels 
with a generous supply of price tickets to match 
the with complete instructions as to the best 


ways to get the most benefit from the service- 
selling helps, etc. 
AO SIT <<, ssnSininscicesounsupstescseipapaiataaaeamansaiaiaiaanlscmalcaiael 


The Recorder Show Card Service 


Room 607, 189 West Madison Street 


CHICAGO 





COUPON 


Recorder Show Card Service, 

Room 607, 189 West Madison St., 
Chicago, Ill. 

Please enter our order for the 
RECORDER SHOW CARD SERVICE 
for one year from this date. We agree 
to pay you $4.00 per month for this 
service. 


We carry Men's, Women’s and Chil- 
dren’s Shoes and Hosiery. 


(Cross out lines not carried) 
We prefer the (Blue) (Green) Mat 
board frames. 


PER MONTH 
Letter our name on the mats as per 
copy attached to this coupon. 
ee Ff” 
— nee = 8 Fe 
State do 





ILLINOIS 
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THIS FRAME IN YOUR WINDOW 
WOULD MEAN MORE BUSINESS 
IN YOUR STORE 














In the little town of Creston, Iowa, 
you'll find this frame in the window of 
the leading shoe store. Its content is 
changed each month as the leading 
Johansen national magazine adver- 
tisement appears. And in one year 
this shoeman sold 316 pairs of Feeture 
Arch shoes... one pair to every fine 
families!—and making money. There’s 
nothing exceptional in this success... 
you could do it just as easily with our 


JOHANSEN BROS. SHOE CO. - - 


product and our plan. We honestly 
feel that Johansen Feeture Arch 
shoes offer a dealer more than any 
corrective shoes on the market. The 
shoes are not only comfortable, but 
stylish! graceful! The Feeture-Fit heel 
surprises its wearers by its trim, snug 
fit... that’s a newexperience for them. 
Let us send you complete details of 
the exclusive franchise—there isn’t 
room for them here! 


St. Louis 


OHANSEN 


Feeture Arch Shoes 


Look fer Tradé Mark 
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What can you show when your 
customer asks for “something 


different’? 


When an independent retailer | 
buys through the Wholesaler | 
he can maintain his assort- | 
ments better and in that way | 
keep the manufacturer’s new- 


est goods on display. 


When styles are changing 
echeyColhmoasteltCcrntmeeysteliechatey ets 
between Wholesaler and re- 
tailer will insure a proportion- 
FUCoMaclatlarMlemetels (sve Mey cegte 


NATIONAL ASSOCIATION of SHOE 
WHOLESALERS 
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Saves heels - 


Saves hosiery. | 


Prevents slipping 


Makes friends and 
profits for the dealer 


> DR. SCHOLL’S NU-GRIP 

<3 HEEL LINER is the most use- 

ful shoe accessory ever made. 

Every sale of low-cuts, pumps or 

oxfords should include one or 

more pairs of this very useful 

item. The thin cupped shape 

= = eg center does the job. The cupped 
White—A popular summer seller recess firmly holds the rounded 
part of the heel in its correct 

position in the shoe. There is 

no danger of the shoe slipping 

or friction occurring that would 


wear the stocking. 
Nu-Grips are being used with 


great success by stores handling 
the finest footwear and hosiery 
and is highly recommended by 
these firms as a stocking heel 
Black—In demand the year ’round saver. They are easily attached 
to any shoe: made in two sizes, 
medium and large, and in col- 
ors, white, black, champagne 
and tan. 
Don’t be without this quick sell- 
ing, satisfaction giving and prof- 
it making shoe accessory. Order 
an assortment today. 


, Retail price .. $ .25 per pair 
Champagne—Fashion has made this shade very popular Wholesale ... 2.00 per dozen pairs 


Each pair is packed in an attractive 
carton with full directions 


. THE SCHOLL MFG. CO. 
213 W. Schiller St. 
CHICAGO 


62 W. 14th St., New York 
112 Adelaide St. E., Toronto 


Tan—A favorite color with many people 





Hie in with the — 
ici merchandising plan? 


ICI KID is the only brand of shoe upper 
leather advertised to the consumer and 
known to the consumer by brand name. 


VICI kid, nationally advertised, has made pos- 
sible a forward step in shoe merchandising— 
tanner, shoe manufacturer and retailer joining 
forces for greater sales. 


The VICI kid trade mark—a part of the VICI 
merchandising plan—enjoys nation-wide recog- 
nition and acceptance as the standard of kid 
leather quality. It is the only major selling point 
that can be incorporated in a line of shoes today 
without increasing the cost to manufacturer, 
retailer or consumer. 


The VICI kid trade mark places the full force of 
VICI merchandising behind retail sales. Shoes 





made by prominent manufacturers carry this 
accepted mark of leather quality and are featured 
in the leading stores of the country. 


Does your kid footwear carry the trade mark of 
the one and only VICI kid? 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 
Selling agencies in all parts of the world 
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“How small is 
a number "five ? foot: 











HE sun has set on the 
mercifully short day of the 
too-small shoe. As a means of ‘ 
achieving the effect of a small 
and graceful foot that instru- 
ment of torture is most decidedly passe. color effects. But her wisdom, though 
The modern woman, with her business — may call it vanity, Toy _ that 
—* her sports and her thorough- r greatest inspiration lies in the ma- 
Retna « of life, appreciates the _ terial of which they ade— for Vici 
_gevafore of peanty fitting Sa See Deis ee end emecth and 
her shoes, as she colorful, does 


show the foot at its small- 

buys bow everthi else, by honest meas- 
urement. knows how to choose 
her shoes - a critical eye to their 
effect upon the size and appearance of 
the foot. She knows how lines and ma- 
terialg differ iri this respect—how one 
shoé makes the foot look 
smaller than another shoe of 
the same size. 

In Vici kid is the 

inspiration 

The woman who follows the 
fashions applauds the shoes of 
the current season. Her fashion “To be modish”, ‘says 
sense admits the smartness of Fashion, “choose shoe of 
their rich simplicity. Her keen vee Vici, kid.” To be sure of get- 
eye for beauty enjoys their grace- “fyuechoee. Thee ting Vici kid, look for the Vici 
ful p and har i oa * kid trade mark inside the shoe. 


ROBERT H. 1. FOERDERER, Inc. 


Sefling Agents: + —-r go. Bosca 
Selling agencies im all pores 


VICI kid 


This is the trade mark which 
appears inside the VICI kid models 
offered leading manufacturers 
and retailers. Readers of the VICI 
kid national advertising will or 
nize and appreciate the quali 
si nce of this trade ma 
selecting shoes. 



































MADE ONLY BY 


ROBT H.FOERDERER INC. 
PHILADELPHIA 
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JIOO 


In prizes 
for aname and slogan 
FIRST PRIZE *300 


SECOND PRIZE*150O0 
THIRD PRIZE? 5O 


OPEN ONLY TO SHOE RETAILERS AND THEIR EMPLOYEES 


The New Line 


will consist of about fifteen styles of men’s high grade 
calfskin shoes and oxfords. They will be of wonderful 
quality and priced to retail at six dollars. All styles 
will be carried in stock in widths of A to D. It will be 
a Freeman product but made and sold by an entirely 
separate organization. 


The Suggestion Wanted 


A trade name and slogan fitting for shoes of this char- 
acter. The trade name is the essential thing but the 
slogan will also be considered. Make as many sug- 
gestions as you wish. Contest closes September first. 
Judges: H. R. Kalisky, The Shoe Style Digest; G. L. 
Anderson, Boot and Shoe Recorder; H. C. Freeman. 





BELOIT, WIs. 
Gentlemen: 





NAME AND SLOGAN CONTEST 


FREEMAN-BEDDOW SHOE MFG. CO. 


My suggestions for the Name and Slogan for this new line of shoes are 
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the EDUCATOR shoe for wo- 


“for Womdbn -- 


you must have shoes that have Scie athe. We keke 
great demand for a shoe that 


oo embodies orthopedic features 
a special appeal -- to sell them embodies "orthopedic feature 
shoes are also made for women 
with stout feet!the hart-to-fit 
feet and your source of extra 
sales. 








WONG ONO NON ONO ONG) 


Nive vii7a\iiVa\il/a\li7a\ii7e\ 


Viale 


aNiiva\i've 


Foucato 
SHOE 


REG. U.S. PAT. OF F. 


DIOR 


‘av \iVaitvay 


The EDUCATOR shoe is the fastest selling branded 
shoe today. The brand is made famous through its 
favorable reputation, for comfort, fit, style, service, 
wear and economy. Its orthopedic principles are - 
original, beneficial to the wearer, and creators of Style 2131 

— = ° ; Women’s EDUCATOR blak PRICE 
steady and friendly customers. The prices to you, . 7 foe ee 

Mr. Dealer, are such that you can enjoy a neat profit, > mn; ary $4. 15 o 
and rapid turnover. The EDUCATOR line has the 
endorsement of 15,000 successful retailers throughout 
the country. 


aYariiv 





av ivVanivaniivaniveniva 


Yaytr 


~<{ 
2 
= 
~ 
© 
= 
=> 


Ya\ av ivayl 


1% 


5 


vex 


IMPORTANT— 


We have in stock a complete run of sizes 
in the well-known women’s Modified 
EDUCATOR 8-inch boot, in tan or black 
kid, Goodyear welt, rubber heels. Here 
are two styles that are always in de- 
mand, especially in small sizes and nar- 
row widths, but usually very hard to 
obtain. 


Sizes 214-10 Widths AAA-EE 
IN STOCK NOW! 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U. S. A. 


Distributing Branches: Style 2503 
Rice & Hutchins Chicago Co- Rice & Hutchins New York Co. Black kid MODIFIED EDUCA- 
Rice & Hutchins Cleveland Co. Atlas Shoe Co., Boston, Mass. TOR stugle sole rubber heel. Sizes, 24 
Rice & Hutchins Philadelphia Co., Philadelphia, Pa. to 10. Widths, AAA-EE.{Price, $6.25. 


FOR QUICK SERVICE WRITE TO YOUR Style 2504 
NEAREST RICE & HUTCHINS AGENCY. i 
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He Who Nibbles Everywhere 
Is Never Out of Trouble 


The Fallacy of ‘Too Many Creditors 


Just Before the Fall Battle of Buying Short Lines 
From Everywhere Take a look At This 


By Walter H. Gilday 


We went to a credit manager for the inside “info” on 
“creditors as friends or friendly enemies.” Here’s his 
story from an extensive experience with Hamilton- 
Brown Shoe Co., Boston, Mass. 


This is generally true of many merchants and 
is the result of a multiplicity of circumstances. 
We will consider some of the causes: 


Drie say that they have too many creditors. 


I. Causes of Too Many Creditors 


The abnormal post-war period showed a large in- 
crease in the number of manufacturers and whole- 
salers and consequently in the overproduction of 
manufactured products, in many lines, including the 
shoe industry. Many industries organized for capacity 
production have been slow to restrict volume through 
the mistaken idea that volume alone is essential. While 
there is a distinct tendency toward elimination among 
manufacturers and wholesalers the reaction is not yet 
complete. 

Overproduction brings as its inevitable corollary 
intensive sales policies and advertising schemes. There 
are more salesmen in the field today than ever. Deal- 
ers are besieged by traveling men and special repre- 
sentatives. Modern sales methods are complex and 
highly organized so that even in the rural districts 
the merchant is sure to be solicited by a large number 
of houses. Attractive advertising methods also play a 
large part in forcing sales. More money is spent for 
selling and advertising expenses today than ever 
before. 


Another cause of too many creditors is the ease of 
securing credit. “Credit is cheap” particularly in mod- 
erate amounts. Any honest merchant with some stabil- 
ity, and some capital, can secure limited amounts of 
credit with many houses, thus creating in the aggre- 
gate, a sizable indebtedness. 

There is a distinct tendency on the part of some 
merchants to “shop around.” This is the natural result 
of two conditions, one voluntary, the other involun- 
tary. These are: a desire to find the right merchan- 
dise, and the possible difficulty of securing sizable 
credit from an individual house. Style changes also 
have a part in causing the merchant to purchase small 
amounts from several houses rather than substantial 
amounts from a few. Merchants are buying in smaller 
quantities to prevent an accumulation of old styles 
with consequent inventory depreciation and, on the 
other hand, being forced to do so for credit reasons. 

A further phase of this problem is seen in a mini- 
mum of stock turnover, caused by poor management 
or outside conditions. This leads to slow paying meth- 
ods and restriction of credit so that the merchant is 
obliged to buy from several houses. In most cases, be- 
cause of the “easy credits” in small amounts the num- 
ber of creditors grows rapidly and the cycle is com- 
plete. 

II. Results of Having Too Many Creditors 


Dealing with too many houses necessitates seeing 
too many salesmen. Merchants thus have a new prob- 
lem: too much of their time given to these interviews. 
It is a great waste of time and energy. 
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Dealing with too many houses increases overhead 
expenses, particularly buying and advertising; primar- 
ily where dealers visit sources of supply periodically. 
Local advertising costs increase, by the necessity of 
featuring many lines. 

Perhaps the most serious merchandising result is a 
positive tendency toward style duplication. In a recent 
referendum of our sales force on this problem, one of 

‘the salesmen remarked: “I have several accounts 
loaded full with shoes and nothing to sell.” Many 
merchants today find themselves in a similar condi- 
tion, due to the heterogeneous stock. Poor turnover 
ensues, causing slow payments and further injury to 
their credit. I believe this problem is fundamental 
with retailers today and well worth careful study. 

Buying from too many houses complicates account- 
ing records and causes unnecessary expense. Finan- 
cially the question is important from a credit stand- 
point, as it is hard for the merchant to know his exact 
condition if his accounting is complex. Many failures 
are due to improper or negligible accounting due pri- 
marily to careless buying methods. Dealers are begin- 
ning to realize the necessity of accurate bookkeeping 
methods. A recent movement to introduce a standard 
system for smaller stores is growing rapidly. 

There is lack of uniformity of terms among manu- 
facturers or wholesalers; even among those who sell 
about the same class of trade a similar product. It 
is, therefore, difficult for the dealer to keep clearly in 
mind the terms of different purchases. Sometimes a 
discount is lost through oversight, or an account be- 
comes slow pay and delinquent in the eyes of the 
creditor through carelessness, not because of internal 
weakness. 

Financial difficulties inevitably result from having 
too many creditors. Many failures are precipitated by 
hasty and ill-advised action by two or three creditors. 
A small merchant may have as many as 50 and 60 
creditors, with liabilities of perhaps $15,000. Visualize 
the circumstances leading up to such a failure; the 
case is typical. Character and previous good record 
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count little with some houses, which by legal action 
impatiently throw the merchant into bankruptcy with- 
out sufficient cause. The large amount ef economic 
waste from credit losses and insolvency is a result 
of these conditions, due primarily to the dealers them- 
selves. : 

The personal touch in business, said to be a pre- 
requisite of success, is impossible where purchasers 
are scattered. The lack of foresight with which many 
merchants approach this problem largely accounts for 
the elimination of the inefficient. The merchant who 
disregards the truth of this statement is blind to the 
basic laws of modern business methods. 


Ill. Advantages of Concentration 


Buying from a limited number of creditors assures 
uniform and up-to-date stock. The buyer is better able 
to maintain perpetual inventory, to analyze his stock 
frequently, to estimate deliveries accurately and to 
prevent broken runs of sizes. Thus he can render para- 
mount service to the consumer, impossible where pur- 
chases are scattered. Concentration is thus scientific 
buying, the primary requisite of success. 

Concentration prevents duplication of styles, a prob- 
lem in itself. Keen students of the trade blame style 
changes for unsettled conditions of demand. The for- 
mer normal relation between staplesand novelties is no 
criterion today. Dealers find themselves with large 
stocks of novelty shoes, obsolete in an amazingly short 
time, with serious financial loss. So the average mer- 
chant hesitates to place large future orders. This hand- 
to-mouth buying is a healthy retailing sign, as it shows 
the dealers are studying this style problem construc- 
tively. The more successful go one step further: they 
refuse to buy from many wholesalers or manufac- 
turers; they are concentrating their purchases, buy- 
ing wisely, and avoiding over-stocking. Concentrating 
with fewer houses helps to solve this problem. 

Purchases restricted to fewer houses simplify book- 
keeping records, so decreasing overhead expense. The 
dealer knows where he stands at frequent intervals. 





1—CAUSES 
a. Multiplicity of manufactured products. 
b. Intensive sales policies. 
ce. Ease of securing moderate credit. 
d. Shopping around. 
e. Style changes and uncertain demands. 
f. Slow turnover causing slow pay. 


8—ADVANTAGES OF CONCENTRATION 
a. Insures uniform up-to-date stock. 
b. Prevents duplication of styles. 
c. Simplifies bookkeeping. 


chant and house. 
e. Gives feeling of security. 
. 





What Makes The Boss Wild !!! 


and What Makes Him Glad 


d. Creates personal touch between mer- 


vy 


2—RESULTS 

a. Time wasted. 

b. Increased overhead expenses. 
. Duplication of styles. 
. Increased accounting records. 

. Variation in terms. 
. Financial trouble by hasty action of 

some creditors. 
g. Lack of personal contact with creditors. 


4—THE PROCESS OF CONCENTRATION 
a. Must be gradual and definite. 
b. Merchant must have the confidence of 
creditors. 
c. Must confine purchases and work with 
creditors. 
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The idea of showing the stock of a shoe store, rather than showing the con- 
tainers that house the shoes, seems to be gaining favor in many places where the 
popular-priced footwear is sold. This is not confined to basements alone, but to 
regular shoe stores. Stores that have tried out this method claim that they would 
never go back to the old way. Customers are able to see all the styles that the 
stock offers. One salesman is able to wait on many customers at once. 

Even the better grade stores are taking out a row of shelves, sometimes the 
entire length of the store, in order that the customers may see and handle the 
goods on display. The thought behind this is identical to the way the department 
stores have their wares displayed. On entering the average shoe store all that the 
customer sees is an array of boxes. They are not interested in boxes but shoes. 
Why not show them the shoes? 


The interior pictured is that of the Modern Shoe Store of Wausau, Wis., of 
which L. C. Englert is proprietor and C. A. Dickert the manager. 





Many merchants have little knowledge of their exact 
financial condition and simply drift into difficulty. 
Sometimes a few changes set matters right, but more 
often real trouble ensues. 

Few creditors mean a personal touch. This is also 
a credit problem which reacts to the advantage of 
all. The merchant who knows the personnel of creditor 
houses is building on a sound basis, impossible when 
there are a large number of creditors. Retailers are 
becoming acquainted with financial men by interviews, 
and by intimate correspondence. 

Financial difficulties through unnecessary and pre- 
mature action on the part of creditors are often 
averted by merchants who study collection policies 
of the houses from which they buy. Concentration with 
a few gives a feeling of security because the danger 
of ill-advised action is practically removed. The mer- 
chant who keeps his debts in a few places is relieved 
of many worries, and so can give more constructive 
thought to serving his consumers. 


IV. The Process of Concentration 


There are no rules on concentration by the individ- 
ual, but certain well-defined methods will bring the 
desired result. Time and patience are needed to put 
into operation any good plan. A merchant fairly new 
in business can reduce his creditors more easily per- 
haps than older concerns buying promiscuously from 
a large number. The transition must be gradual and 


carried out persistently, upon a definite basis. The 
merchant must study his own condition and then elimi- 
nate unnecessary sources of supply. Complications will 
arise, particularly with creditors who will probably 
press for payment when they realize that they are to 
receive no more business. The merchant must prepare 
for this by being able to meet these obligations with- 
out danger of legal action. 

When a dealer has made up his mind from whom he 
will buy, he then interviews the financial men and ex- 
plains his purpose. He must enjoy the confidence of his 
creditors and if he “puts his cards on the table” he 
will find a reciprocal attitude. The merchant who ex- 
plains the conduct of his business as to his overhead, 
mark-up, receipts and distribution to his creditors 
will find that this frankness pays. Most merchants are 
willing to do this today especially since the enactment 
of the Income Tax Law. Mutual co-operation makes 
for stability and gives more time for constructive 
effort. 

The merchant must take up the problem and see it 
through. In placing his business he must consider the 
whole line as explained by the salesman without undue 
attention to a few particular numbers. This entails a 
continued triangular relationship between the sales- 
man, the dealer and the house. It is fundamentally 
sound. Any merchant who determines just what lines 
will best afford him a steady supply to meet the de- 
mand of his locality is stepping in the right direction. 
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_ The Wright” Way to Success 


his store since he started in the shoe business. He 
pays his bills promptly upon presentation and some- 
times before delivery of the goods. Next, his business 
actually increases when the other stores in. town 
have “sales.” 


the middle west who felt “that he was a big 

flop in the retail business, for every issue of the 
RECORDER tells of someone who is making a fortune 
in the retail business.” As he said it “no one is in this 
town and neither are any of my friends in other towns 
wealthy. Are we all dumb, or is it just the exceptional 
cases that you tell about?” 

In his travels our editor finds out that so many 
merchants feel that the only way to stimulate trade is 
to run a sale, and when that is done (and it is usually 
not a success) they are flat on their back wondering 
what next to do to stimulate business. 

Here is a story of a merchant who has been suc- 
cessful through sticking to a policy of selling for 
cash, no freakish sales, no stunts of any sort—just 
straight good, common sense merchandising. His story 
is typical of hundreds of other stories, but it has this 
added point of interest. The man, though well along 
in years, has kept pace with changing conditions. He 
has held to the common sense of merchandising even 
though the age may be wild with jazz. It is one of 
those common sense stories that should convince a 
merchant that if he is following a similar line of proce- 
dure he can get the business if he works hard enough 
for it. 

Shoe merchants, meet Mr. Thomas Wright, a 
brother merchant in Adel, a town of 1,553 inhabi- 
tants in Iowa. For Mr. Wright is worth meeting! 
Why? Well, for instance, he has never had a sale in 


QO of our traveling editors met a merchant in 


Wide Trading Area 


He draws trade from fifteen miles in all directions, 
even getting the patronage of people working in Des 
Moines. Then his 1924 business was much ahead of 
1923, and the first six months of this year were better 
than the first eight months of 1924. So you see Mr. 
Wright is rather unusual. And yet he does not explain 
his success other than that he has tried to find out 
the best thing to do and then to do it. 

Mr. Wright will be 73 years old next November. He 
has always lived in Iowa. His first job at which he 
earned money, he says, was driving three yoke of oxen 
for a neighboring farmer and for this work he received 
50 cents a day. He was then 13 years old. Later he 
went into farming for himself but had a hard time 
of it and finally decided to give it up, coming to Adel 
$1,500 in debt. Working here for three years, he not 
only cleaned up his indebtedness but also saved enough 
to buy the shoe store which he is still managing. This 
was 281% years ago. His first year in business he made 
$1,250 and ever since he has continued to be successful. 

Now Mr. Wright has no secret formula to explain 
this success. Salesmen tell him, he says, that most 

(Continued on page 62) 
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The Merchant Whom I Like 


Must 


1. Be located near to my home or in a convenient trading cen- 
ter or community provided the following conditions are met: 


2. Keep a neat store from windows to storeroom. 
3. Himself be neat and tidy in appearance. 


4. Act as if he was anxious to wait on me rather than giving 
the impression of hating to leave his chair or the book or paper 
he may be reading. cee. 


5. Let me know when he has shoes of the quality and price in 
which he knows I am interested. 


6. Tell me the truth even to the point of sending me from the 
store without purchasing, provided he does not have a shoe that 
is suitable for me. ceee 


7. Not knock his competitors. , 
8. Never find fault with his clerks when I am in the store. 
9. Not talk too much, that is, not be over-patronizing. 


10. Have a sense of humor and not be anxious to unload all his 
troubles on me. a 


11. Not visit with the customer before me while I am waiting. 


12. Know his stock well.enough so that my time will not be 
taken, waiting for him to search for what I want. 


13. Not hurry me in order to serve the next customer. 


14. Advise me as to how to get the best service out of my shoes 
after [have purchased them. 


15. Listen to my fair complaints and make satisfactory adjust- 
ments. oe ee 
16. Be regular in sending his bills so that I may be regular in 
keeping my own accounts. 
MR. AND MRS. “AVERAGE CUSTOMER.” 
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PERIOD OF PRICE WEAKNESS ABOUT OVER 
TRADE STABILITY NEARLY ATTAINED 
SOUND CONDITIONS WARRANT 
CONFIDENCE AND COURAGE 
IN FUTURE 


ee ee 


R. LEWIS H. HANEY, Director of the New York University Bureau of 

Business Research, is one of the world’s greatest authorities on business 
— and in forecasting probabilities. For five years he has not made a 
mistake. 


Listen to what Dr. Haney said on July 16, concerning the iron and steel 
business, the basic pivotal industry of this country: 


‘Customers’ inventories are low, production has been 
well adjusted to demand and producers are showing 
a marked tendency to develop firmer ideas concern- 
ing prices. The attempt to maintain volume by mak- 
ing price concessions seems to have been abandoned 
in most markets. 


‘*The period of price weakness is nearly over. Produc- 
tion practically balances consumption. Stocks are 
low.”’ 


He also said this about general business: 


‘In general the existing price structure indicates a 
fairly stable adjustment among the basic products.”’ 


om memes 


The irresistible conclusion of the forecast by this eminent analyst is this: 


STABILITY OF BUSINESS. 


THE APPLICATION OF THIS TO THE SHOE BUSINESS 


The first six months of 1925 have been an adjustment period in the shoe 
industry, with these results accomplished or well on the way to accom- 
plishment: 


1. Definite decrease of shoe manufacturers’ efforts to 
maintain volume at all hazards, with price as a chief 
inducement. 





August 8, 1925 FOOT AND SHOE RECORDER 





AU WUPUTTEREUOTORUEEOEED 


2. Policy of shoe retailers not to over-buy. 


3. Adjustment to sound demands, of stocks of tan- 
ners and allied concerns supplying shoe manufacturers. 


4. Reduction of merchandise stocks and footwear in 
hands of manufacturers, wholesalers and retailers to the 
lowest point in five years. . 


5. General recognition of sound business practice as 


the only true means of MAKING A PROFIT. 
These all indicate a steadily crystallizing stable trade condition. 


The unstable opportunist, with his non-profitable policies, is no longer a 
factor in shoe merchandising. Those who have had the courage and fore- 
sight to produce and distribute honest merchandise at a profit have come, 
or are coming, into their own. 


No longer are shoe manufacturers, wholesalers and retailers, tanners and 
allied businesses willing to sell their commodities at a loss. 


ee eel 


The shoe business, with exceptions that always exist, has shaken itself 
together, and is today on the soundest basis in five years. It is rebuilding 
on a profit-making foundation and better business can be relied upon. 


Wise manufacturers, wholesalers and retailers should govern them- 
selves accordingly, in their immediate and future plans. 


te 


I do not predict a ‘‘boom”’ in our industry. I deeply hope that no such 
thing will occur now or in future;-the price paid, in the last analysis, is too 
great. 


What I do believe is this: that the business of this industry will continue 
to be good; that it has today reached a profit-making basis; and that it will 
steadily and surely operate on this basis, and show improvement. 
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The foundation of business in this industry today gives fair warrant for 


confidence and courage. 


PRESIDENT 
BOOT AND SHOE RECORDER PUBLISHING COMPANY 
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National Measure of Markets 


HEN all is said and done the measure of the 

shoe industry is not—in the volume of cap- 
acity—but in the volume of consumption. How- 
ever, the industry receives its impulse from its 
capacity to produce. That is to say, the manufac- 
turer who has a capacity to produce ten thousand 
pairs of shoes per day, but is able to sell only five 
thousand pairs per day, is in an unsatisfactory 
condition, while the man who can produce five 
thousand pairs per day and sell five thousand pairs 
per day is in excellent shape. What is the answer? 
It might be a practical suggestion to say “Get 
rid of your surplus capacity and operate on what 
you can sell.” It is not improbable that an increas- 
ing number of shoe manufacturers will give con- 
sideration to such a means of balancing produc- 
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tion and markets. The mere possesion of capacity 
to produce twice as many shoes as you can sell 
does not make your business great. It ultimately 
puts you out of business. 

The capacity of the market is the measure of 
the industry, but without a measure of the mar- 
ket the industry must operate in the dark. Nearly 
two-thirds of the concerns in the shoe industry 
operate on only about ten per cent of the total vol- 
ume. In other words, out of an industry of practi- 
cally fifteen hundred plants producing one billion 
dollars’ worth of shoes per year, about one thou- 
sand plants must exist on only a little more than 
one-hundred-million dollars’ worth of sales. 

Nevertheless, the thousand concerns are in ac- 
tive competition. Imagine thousands of salesmen 
traveling into every city, town, village and hamlet 
in the United States, offering shoes beyond the 
capacity of the public to wear, not to say beyond 
the capacity of the public to buy. 

Does the consumer support this cost? The con- 
sumer does not. The consumer only supports his 
proportion of the cost as represented in the num- 
ber of pairs of shoes he buys, but the industry 
supports out of earning and not infrequently out 
of capital the cost of capacity to produce i in excess 
of the current capacity of the public to consume. 





Nature and the Colors 


T is an axiom in the garment trades that “you 
cannot go contrary to nature in the color 
scheme of dress.” For that reason a back-to-nature 
trend of style has been developed by costume de- 
signers. 

We are seeing in August presentation of ad- 
vance style models for fall a complete showing of 
“bird costumes.” You will see in many depart- 
ment store windows bird plates in colors showing 
the beautiful birds of the air and sea, and in the 
same window the garment interpretation of those 
same colors in coats and dresses. 

The particular high note of the “bird series” is 
the fabric coat with fur trimmings at collar, cuff 
and bottom. The soft shades of brown and the 
mellow shades of gray vie with the colors of the 
more brilliant bird plumage. Best of all the em- 
phasis is on the soft browns. Nature is in its 
brown mood in autumn, and we in the shoe trade 
must not forget it. 

If you have read, with care, your RECORDER 
you will remember that in the June 6 issue a full 
two months in advance of the present emphasis 
on bird colors, that Eugene Peirce said this: (and 
let us say we put it in bold face type then—as we 
do now)— 

The new season is opening with black a top-liner, 
followed by “cuckoo,” allied to rust; “tanager,” a 
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soft, dull red; “sea swallow,” a gray; “brown 
dove,” from the beaver family; “queen bird,” a 
very dark purple; “grackle head,” a dark navy; 
“falcon,” a gray; “plover,” an indistinct brown. 
“Troupial,” a soft brown, shows the strength of 
the brown series; “toucan” is the name of a bluish 
myrtle; “piranga” is a soft red; “manikin” is a 
dark tobacco brown. 

Boiled down, the coating and dress colors are 
black, assorted red and yellow browns, grays, 
navies, rusts, beavers, myrtles and unobtrusive 
reds for daytime wear and eighteenth century 
pastels for evening functions principally. 


The RECORDER has been giving the industry 
its color lead every season and it has been invari- 
ably accurate. We feel that we sensed the color 
movement well in advance of the season, so that 
it could be interpreted into footwear nationally. 





Faith in the Retail Merchant 


OOK at the real merchants the country over! 

Where are the common sensers? In the brisk 
communities where a healthy business is not only 
possible, but altogether a reality. That’s where 
you will find the type of merchant whose days 
are not filled with worry, and whose nights are 
not spent fighting the pillow. Invariably you will 


find, too, that they graduated from the fitting 
floor, saved a little money, got their friends inter- 
ested and in the ripeness of. their enthusiasm, 
backed up by “whole store experience,” they 
started out for themselves. 


Thrift and thoroughness did it. Each and every 
one of them is trying to “fill the puddle he is now 
in before he tries to float an ocean liner.” 

It is because of this substantial footing (1456 
United States towns with 5000 population or 
more) that we have faith in the retail shoe mer- 
chant as the distributor of footwear to the public. 

The average is rising—standards of living de- 
mand better things for all classes. As a result, 
the number of people wearing good shoes is 
always increasing. Consider “the law of growth” 
—what was adequate ten years ago is obsolete 
now. Ten years ahead will find newer methods 
brought about by the inexorable demand .made 
necessary by the great growth in this country of 
population, of transportation and of still better 
standards of living. 





Note those words from the RECOR- 
DER, “SO THAT THE HANDLING OF 
FASHIONABLE GOODS SHALL BE 
PROFITABLE TO ALL CONCERNED.” 
That is the kind and degree of style in- 
fluence the RECORDER has always rec- 
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ommended to the shoe trade as an aim. 
tadther words, we have labored in season 
and out of season, in the big and broad 
shoe trade work of “getting more shoes 
sold right.” 

We have repeatedly urged merchants 
and manufacturers alike to realize their 
own opportunities in the way of develop- 
ing and using style authority, for exactly 
that purpose, “so that the handling of 
fashionable goods shall be profitable to 
all concerned.” We featured a color guide 
in last week’s issue for shoe men to 
realize their own opportunity, in a sea- 
son ahead when an over abundance of 
orders on blacks leaves open a selection 
of smart colors for the extra profit that 
such a distinctly fashionable stock should 
bring. 





Try an Early Fall Opening 


AKE a leaf from the book of the garment 

merchandiser, who early in August presents 
advance fall models for customer approval and 
acceptance. Take another leaf from the book of 
the milliner, who shows satin and velvet hats in 
early August (when by all that is seasonable) 
straws ought to be on the women’s heads. 

Cannot the impulse to possess things in advance 
of the season be made of profit value to the shoe 
trade? How about fall shoes to harmonize with 
the advance dress model and the satin or velvet 
hat? It is hardly fitting for a customer to be under 
the necessity of wearing cut-out sandals with a 
typically fall costume. 


So much of the demand for advance fall mer- 
chandise is in black, brightened by color, that 
satins and patents have an opportunity of sale by 
treason of contrast. Almost invariably the cus- 
tomer coming in to buy these new fall models is 
wearing dress, hat and shoes of white or in the 
soft colors of the season. The contrast sells the 
merchandise—from a vivid color to plain black, 
from white to black, that is the feeling of the 
shopper who buys in advance of the season. 


Then that same customer is in the market in 
September and October for some costume in the 
soft browns and grays that will appear this fall. 
The cocoa color is appearing in dress, furs and in 
garments. Have you a shoe to harmonize? 


Here’s the situation that you are in in August. 
You may be generally operating on a clearance 
and clean-up plan, but you have something on 
hand for the advance shopper, and you have some- 
thing in mind for the shopper of September and 
October. 
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The “Knight's” 
Men’s Department 
is located in the 
basement. 
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It does the busi- 
ness because of its 
isolation for it is 
a club-room for 
shoes. 


To Increase Business—Try Remodeling 
the Store 


How Will A. Knight Executed Salient Changes in His Busy 
Portland, Oregon, Store and What Resulted 


ILL A. KNIGHT, proprietor of Knight’s Shoe 

W Store in Portland, Oregon, though his shoe 

store was one of Portland’s busiest, believed 
that still more business could be done under the same 
overhead. He put this belief to the test and proved its 
soundness. The basis of the effort was the remodeling 
of his store. 

As it stood Knight’s was divided into three busy 
sections, the men’s and women’s occupying equal por- 
tions of the main floor salesroom, the juvenile and 
orthopedic department on the mezzanine floor, and the 
Economy Shoe Store, the repair department, and the 
shoe shining department in the basement. 


Remodeling Cost $7,500 


By accomplishing a carefully thought-out physical 
change at a cost of $7,000, Knight’s increased the sale 
of men’s shoes 10 per cent and women’s, 25 per cent 
over the volume before alterations were made. The 
children’s business remained practically the same as no 
alterations were made. 


Women’s Department to the Front 


This is what was done: The Economy Store was 
done away with and the basement entirely remodeled 
to accommodate the men’s department, in the main 
room; separate from the rest of the basement; the 
repair department, in larger, airier quarters, and the 
shoe shining department which remained in the same 
location as before. The entire main floor was thus 
freed for the women’s department, this decision having 
been reached on the basis that as three-fourths of the 
shoe business depends on the sale of women’s shoes, 


the greater and main part of the store should be de- 
voted to this department. 


A Men’s Club Room 


The change is even more agreeable to the men’s 
trade. Formerly, men and women continually ran into 
each other as they entered and left the closely located 
departments. With the men’s department downstairs, 
in an attractive room furnished like a men’s club room, 
the men have privacy during the time they are pur- 
chasing their shoes, at least. And the women! To try 
on all the shoes their hearts desire with no man in 
sight other than the accommodating salesman, what 
better opportunity could be given them for concentra- 
tion on the matter of shoe selection. 


The Color Scheme 


The partitions, built in the form of artistic panel- 
ling, were papered in soft grey green imitation leather, 
while the panel strips and all woodwork were finished 
in old ivory. The inside size of the salesroom, irre- 
spective of the stock aisles that bound it on three sides 
is 45 ft.x 80 ft.; six arched openings, leading to the 
stocks in the rear, are hung with rich curtaining of 
rose and blue brocade. Salesmen entering the stock 
aisles part these curtains in the center. They immedi- 
ately fall together again, giving the room perfect 
beauty and richness of appearance at all times, partic- 
ularly interesting because of the artistic fluted pil- 
asters with dainty pastel tinted decorations. These cur- 
tained archways, located three on either side of the 
salesrooms, leave the entire length of the rear wall for 
fitting chairs. 
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The Hosiery Layout 


Inside the main entrance, to the right, is located the 
hosiery counter, just as it stood before the remodeling. 
To the left is an inconspicuous stairway leading to 
the offices in the front part of the mezzanine floor, a 
stairway leading to the men’s department in the base- 
ment and the long ramp that leads to the children’s 
department in the rear mezzanine floor. All three are 
grouped in one corner. Because no mezzanine floor has 
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Shoes on the floor so that the customer can see 
new styles at a proper distance from the eye is a 
feature of the Knight’s Shoe Store service. 


been built over the center of the salesroom extreme 
height has been secured, giving the room a theatre-like 
appearance, decidedly unusual and pleasing to cus- 
tomers in light, ventilation and setting. 


Buckles—Some at $150 a Pair 


From his years of experience in shoe retailing Will 
A. Knight devised efficient selling help in the way of 
store fixtures, including the small, portable buckle 
cabinet and the remarkably convenient wrapping 
station. 

The buckle cabinet has a plate glass top beneath 
which are displayed the newest shoe buckles for dress 
and evening wear. In eight small, light drawers be- 
neath are assortments of buckles, attractively laid, 
ready for the salesman’s adroit suggestion. After a 
customer has purchased a pair of shoes, or perhaps 
two or three pairs, the salesman quietly rolls the little 
buckle cabinet before the customer. Because she does 
not have to get up to see the buckles, but still remains 
comfortably relaxed, and in pleasant mood over her 
selection of new shoes, she seldom fails to select sev- 
eral pairs of buckles. So successful are Knight’s in 
the buckle line that they are able to sell buckles priced 
a high as $150 a pair! 


The Service Station 


Where many shoe sales are made the wrapping sta- 
tion is a problem, particularly where salesmen’s time 
is valuable, and there is necessity of making room for 
the next customer. Knight’s wrapping station is a 
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model for a shoe store; he devised it from his wealth 
of experience. It is like no other that he has ever seen. 
The counter is approximately five feet by four feet 
and is one foot wide. It is partitioned off into bins 
open on two sides, at the front for the salesman’s con- 
venience, and at the back for the convenience of the 
wrapping clerk. The top of these bins has low parti- 
tions on three sides, and is open at the front. Each 
salesman places his shoes to be wrapped, in a bin; 
when they have been wrapped they are replaced in 
the bin. There are enough of these open bins to make 
it unnecessary to place more than one package in each. 
On the top, salesbooks not in use, address labels and 
other miscellaneous material used in connection with 
wrapping and sending of packages are in orderly ar- 
rangement, each item clearly visible because of the 
little low partitions that keep them separated. The girl 
who stands behind the bins is provided with a wrap- 
ping counter in the back. All wrapping arrangements 
are concealed because the bins are considerably higher 
than the wrapping counter. 


Men’s Department 


The men’s department has been planned like the 
women’s. The downstairs location has extra illumina- 
tion that makes the place bright as daylight. This 
salesroom is 40 feet long and 18 feet wide, and stocks 
here are also concealed. The stationary type chair is 
not used here, just a round dozen comfortable Windsor 
type arm chairs, with smoking stands placed at con- 
venient intervals. A touch of color is given by a nar- 
row bright red striping around the all-wood ivory 
panelling, which is repeated in the thick gray carpet- 
ing. Half a dozen unique wall-type display cases with- 
out glass have been built direct to the wall. The top of 
these cases are formed by an attractively designed 
shelf, and the lower part of the case contains foot 
mirrors. In the left hand corner, well up to the front 
of the department, is the wrapping counter. The pneu- 





Mr. Knight devised a wrapping counter which 
can’t be beat for speed and efficiency. 


matic tube used in change making is concealed by 
leaded glass windows in line with the walls. 

At the foot of the stairs leading into the men’s 
department is a small carpeted platform, from which 
stairs lead to the men’s department on one side and 
to the repair and shining departments on the other. 
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How Is a New Store 
Welcomed in Your Town? 


They Called Him an “Outlaw” 


What Profiteth a Man to Harbor Jealousy and Hatred 
In Business Toward His Neighbor? 


By T. K. Kelly 


They call him the “Sales-System 
King” Kelly out in wheat country, 
for he makes his headquarters in 
Minneapolis, Minnesota, but his fa- 
vorite position is on a platform at 
some retail convention and his fa- 
vorite message is “The Outlaw,” 
taken from meeting a merchant do- 
ing business under that title in the 
little city of Winner, South Dakota. 


said E. U. Berdahl, former 
secretary of the South Dakota 
Retail Merchants’ Association, at the 
convention at Rapid City, South 
Dokata, July 15 of this year. 
And I was surprised to find the 
“Outlaw” a bright, clean-looking 
chap—one would never think he was 
an outlaw but that is the name that 
has been registered in that community in con- 
nection with his store. As Ex-Secretary Berdahl 
said to me: “Some years ago he started in business in 
this district and in some way or another he was nick- 
named the “Outlaw,” but in spite of all the handicaps 
his competitors have thrown in his path, he has be- 
come a very successful merchant, selling as high as 
$600,000 worth of merchandise in one year.” 
Mr. Berdahl recalled a very peculiar coincidence: 


“When the Outlaw first started in business he occu- 
pied only one small building, but as his business has 
advanced he has added other buildings, and once when 
I visited him he was just completing the erection of 
another building which he was going to use as a hard- 
ware store. In looking over the building I said to him: 
“Aren’t you going to build a ceiling on this new addi- 
tion?” “What do I want a ceiling for?” the Outlaw 
replied. “It will save you considerable fuel during the 
winter season,” answered Mr. Berdahl. “Well, I would 
rather pay for the extra fuel and not have any ceiling 
because I want this building to look like a barn. When 
the cow punchers come in they will discontinue trad- 
ing with me if I throw too much style—when they 
come into this store I want to make them feel as if 
they were. walking into a barn, for that’s where a great 


Sie hands with the Outlaw,” 


many of them usually feel at home. 
In addition to that he had pitchforks, 
rakes, hoes, shovels, saddles, etc., 
hung all around the walls of his 
hardware department so that it as- 
sumed the appearance of an incom- 
pleted building—in fact, just as 
rough as some of his customers. 


Not a Gunman but a Grin-man 


I naturally expected to meet a 
Two-Gun Pete when Mr. Berdahl 
said, “Meet the Outlaw,” but he 
proved to be a clean-cut business man 


to any community. He knows the wis- 
dom of adapting his store rooms ac- 
cording to the likes of his customers. 

It just goes to show what a mer- 
chant can do if he is hard pressed 
for business and a thought ran 
through my mind while I was shaking hands with the 
“Outlaw”—if the other merchants in that town had 
invited him into their society he perhaps would not be 
the huge success that he is today with his $600,000 
worth of merchandise going into the homes of the peo- 
ple and yet the town in which he is located has a popu- 
lation of only two thousand. 

When a man gets his fighting spirit going he can 
out-distance his competitors and undoubtedly that was 
the case with the “Outlaw’—he was repeatedly told 
he could not make a living in the merchandise busi- 
ness and that song being constantly chorused by his 
competitors, naturally put him in a state of mind 
whereby he sold himself the idea: “I know I’ve got the 
ability and if hard work and playing the game fair 
will bring results, I’m going to pull myself up by the 
boots” and that is what he has done. 

We know that almost anybody can tell you what to 
do to succeed, but how many of them hit on the real 
prescription. The surest way to make a success in life 
is to like folks. Sounds simple, but it isn’t easy. The 
more folks you like, the more successful you will be. 
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This is true in any business or profession you take’ 


up. It will bring money success, more than likely. But 
—and this is the thing to think of—if you go through 
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instead—one who would be a credit 
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life liking folks, you will have been a success without 
doing anything else. Just the ability to like people is a 
grand success all by itself. 


Live and let live 


Jealousy exists to such an extent in various towns 
that the shoe merchant holds a grudge against the 
dry goods man and the first thing you know he is 
adding a line of dry goods to his shoe store. Not to 
be outdone, the dry goods merchant adds a line of 
shoes to his dry goods stock. The clothing man is, 
green with envy to see how well the dry goods man 
is doing so he puts in a line of dry goods in his store. 
The furniture man down the street thinks the hard- 
ware man is making a lot of money so he puts in a 
hardware stock, thinking it will mean a big profit 
for him; the hardware man in turn buys a small furni- 
ture stock, and because the druggist is selling sand- 
wiches and coffee, the restaurant man adds a line of 
patent medicines and drug sundries to his stock. 


The Game You Love 


Hardly can you find a merchant in the United States 
who does not love one line of merchandise more than 
he does another and always you will find that the 
department handling the merchandise he is most fond 
of, enjoys a very profitable business. 


For Trade—Flock Together 


Down in Boston, Massachusetts, is a building called 
Barrister Hall which is occupied entirely by attorneys. 
You would naturally think that a young attorney just 
starting out in business would hesitate to engage 
offices in Barrister Hall but no—he wants to go where 
all the prospective legal clients are seeking lawyers. 
As an attorney told me one time: “I wish every lawyer 
in the city was located in the building where I am 
situated—it would be a big asset for me.” 

So no merchant should ever try and keep another 
merchant out of his town because he carries a competi- 
tive line—welcome him to your midst—you are going 
to draw more people to buy your line of goods through 
having him located in your town. 

Now how can we regulate this situation and prevent 
the public from being disappointed when they visit 
our store? Just because the Brown Mercantile Com- 
pany does not like the Smith Mercantile Company is 
no reason why they should be fighting in place of 
working in harmony. 

Every town should have its Retail Merchants’ Asso- 
ciation and these things should be threshed out pro 
and con. If Mr. Brown has only a few thousand dollars 
worth of clothing and his speciality is dry goods and 
shoes, why not sell his clothing stock to the exclusive 
clothier, or trade merchandise with the Smith Mer- 
cantile Company? 


Everybody Infringes—No. Business 


About six months during the year I live in a suburb 
of a small town which is situated near a large lake. 
One Saturday afternoon, a few weeks ago, I dropped 
into the only shoe store in this town to purchase a 
pair of shoes for a member of my family. The shoe 
man had the style I desired’ and the price I wished to 
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pay but he did not have the size. His excuse was— 
“The dry goods store up the street carries shoes also 
and so the trade is split—I cannot afford to carry a 
large stock.” “But why do you not make it a point to 
carry less lines and have complete sizes?” I asked him. 
And he is trying that out now. However, he is in- 
fringing on the dry goods man by carrying a line of 
hosiery in his store as well as a few other knick-knacks 
that only a dry goods store should handle with the 
conditions in this town. 

Being unable to secure the shoes I desired at this 
shoe store I dropped into the dry goods store and 
found that their stock was also incomplete, not being 
able to supply me with the style of a shoe I desired. So 
I drove right to the big city to purchase a pair of 
shoes. 

The trade is mighty nervous today—if they drop 
into your store very many times and do not find the 
merchandise they are seeking, they will soon forget 
you altogether. 


Don’t Keep Shelf-Warmers 


No merchant can afford to have a dollar’s worth of 
merchandise parking in his store that is not paying 
rent. 

Here you are a shoe merchant—you have a shoe stock 
of $15,000 and a clothing stock of $3,500. Would it not 
be better to have that $3,500 you now have invested in 
clothing, in your shoe stock—would it not be better for 
you to be able to discount your bills—would it not be 
better for you to be able to buy in the open market and 
take advantage of lower prices where you will get the 
best values—would it not be better to devote all of 
your time to your shoe stock—sing, shout and holler 
the praises of your shoe stock to the people for fifty 
miles around, advertise the fact that you are a shoe 
specialist and handle nothing but shoes—would it 
not be better to be an exclusive shoe man than fifty 
per cent shoe man and fifty per cent clothing man? 
Devote all your time to one line and that line will pay 
you bigger dividends than if you spend half of your 
time in the clothing department and half of the time 
in the shoe department. The clothing man in your 
town, you state, carries approximately a $15,000 
clothing stock and $3,500 shoe stock—you could ex- 
change your clothing stock for his shoe stock as 
undoubtedly both would match up in about the same 
condition as to age, style and value. 


A House of “All Nations” 


We have been crying and preaching about hand- 
to-mouth buying the last year or two—there would 
be less of this if we ceased to make our store a house 
of all nations. Trying to stock merchandise because 
some of the raw material comes from every nation 
on the globe. Each store has been trying to sell too 
many lines and consequently specializing in none— 
let us eliminate this house of all nations idea and 
let us eliminate all merchandise parking on our shelves 
that is not paying a good substantial rent—trade it 
off to your competitor and stick to your own line 
whether it be jewelry, clothing, dry goods, shoes, fur- 
niture,. hardware or automobiles. As Henry Ford 
says—“Stick.to the finish,” 
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SEO PEPE BRB BEEPS 


Next Week’s Issue of the Boor we SHOE 
Recorper Will Be Brimming with Material 
Useful to the Retail Dealer 


+. 
as 


For INSTANCE: 


Selling “Christmas” Slippers on Dog Days. 





A practical article telling how holiday merchandise can be sold the year round. Helpful in 
removing at least one seasonal bugaboo. 


A Daily Dozen Plus: Foot Exercises. 


Here is a highly interesting article for every shoe store. Practical exercises suggested. 
Points for retail salespeople by an authority in this subject in charge of the foot wel- 
fare of the Quantico marine corps and overseas. 


They Started with $1,500 Capital. What Happened? 


An account of two brothers, who saved $1,500 and started a retail shoe store and 
what resulted. They operate on a twelve times turnover and believe that a 
small active stock beats a big, slow stock every way you look at it. 


The Retail Shoe Salesman. 


Regular monthly four-page department devoted to the help, aid, instruc- 
tion, education and inspiration of the retail salespeople, the folks who 
represent the whole industry to the public. Edited by the man who is 
the pioneer prophet and advocate of better sales service in the shoe 
stores—Arthur L. Evans. 


Perspiration—Its Effects on Leather and Textiles. 


Here’s an article written exclusively for the BooT AND SHOE 

RECORDER by a chemist who has specialized on perspiration. It 

will tell you interestings things on this subject, and inform you 
of factst that you ought to know. 


All The Trade News. 


A carefully gleaned summary of the trade events of 
importance—the trend of style, prices, markets, mer- 
chandising, marketing and selling ideas a plenty. 
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“To Move or Not to Move---That Is the 
Question” 


The Moss Shoe Company, LaCrosse, Asked the People to 
Make the Decision—And—They Voted ‘‘Yes” 


HE Fourth of July was 

a big day in the history 

of the Moss Shoe Co., 
of La Crosse, Wis., for not 
only was this the Nation’s 
birthday—it was also the 
birthday of both owners, 
Major E. W. Olds and E. P. 
Semsch. Moreover, on this 
great day the business moved 
from the location they had 
occupied nearly half a cen- 
tury to a brand new store in 
the center of the business 
district. 

In 1880, a retail shoe store 
was here established by 
Quinn & Batchelder. Thir- 
teen years later this partnership sold out to one of the 
employees, W. G. Moss, who conducted the business up 
to the time of his death in 1921. E. W. Olds then took 
over the business and in January, 1923, E. P. Semsch 
became associated with him. 

During these forty-six years, the Moss Shoe Co. 
has built up a fine name and business. Although in 
later years, the heart of the business district gradually 
moved eastward, the firm_has nevertheless enjoyed a 
healthy trade. The public was invited to vote on the 
question of the store’s moving and they, the people, 
decided to transfer the business, after forty-six years 
of continuous service in one location. 

The method of arousing public interest in the 
removal question was unique. A half page advertise- 
ment in the La Crosse Tribune put the question 
squarely up to their eustomers, through a voting cou- 
pon incorporated in the space. The people were asked: 
“Can the Moss Shoe Company serve you better near 
4th and Main streets, or do you prefer to buy your 
footwear at the old location? The entire matter rests 
with our patrons. Tear off the coupon and send it to 
us—we want to know. We thank you for your con- 
sideration.” 

Three weeks later, after the votes were all in, an- 
other half page advertisement announced that the 
answer was “Yes.” This advertisement had reproduc- 
tions of votes received from the mayor, judge, physi- 
cians, merchants, also the first and last votes received. 
Over 93 per cent of the large volume who expressed an 
opinion were in favor of the proposed change. The 
publicity gained by this stunt was of great value to 
the store, when they announced their removal sale. 

On July 5, the store carried five full pages of copy, 
inviting everyone to the grand opening of the Moss 


Shoe Company, the next day. Flowers and cigars Were - 


Here is the store and there are the owners—and 
the public is responsible for both location and 
their success. 


distributed and in addition,, 
with every pair of women’s 
high-grade shoes sold, a fine 
pair of silk hose was pre- 
sented to the customer. It is 
needless to say that with all 
this expenditure of printer’s 
ink, the opening went over 
big. 

With a new front and 
handsome new fixtures, the 
Moss store adds much to the 
beauty of the business dis- 
trict. An elaborate lighting 
system was installed. The 
method of displaying the 
store name is quite out of 
the ordinary. “The Moss 
Shoe Company” is painted with white letters on plate 
glass, blocked in blue with a gold outline. This glass 
runs across the entire front of the store, 20 feet, and 
is three feet high. A trough back of the glass, with 
twelve 75-watt lamps, throws a mass of light through 
this sign, making the store stand out after dark. 


Concentration Policy 


There must be some sound reason for a store even 
to exist half a century, to say nothing of the fact that 
it has shown steady increase in business since its 
inception. The merchandising policy of concentrating 
on lines has been faithfully carried out for years, as 
witnessed by the fact that one line of women’s shoes 
has been sold for thirty-two years and a line of men’s 
footwear for twenty-eight years. The policy of picking 
lines carefully, and then standing by them is still 
maintained. As Mr. Semsch puts it, “We have a small 
turnover on lines, but a large turnover on merchan- 
dise. We maintain that a continual change of lines 
means continual change of customers. If you want an 
established trade, stick to established lines. 

“We believe in giving customers their conception 
of good service. We realize that fitting feet correctly 
is our method of contributing to the public welfare, 
and so in order to give them the best possible service, 
we have installed an X-ray machine.” 

The store spends a reasonable part of its adver- 
tising appropriation in its mail follow-up system. 
Records are, of course, kept of each sale; the different 
types of customers are classified. Letters are sent, de- 
scribing a certain type of shoe to those customers who 
will most appreciate it. 

A custom shoe department is operated, which in 
addition to taking care of the regular repairing, makes 
many hand-made shoes for cripples and others desiring 
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custom foot wear. Hosiery is a big item, with one 
line that retails at $1, $1.65 and $1.95. 
One remark of Mr. Semsch, is well worth recording. 


E. W. OLDS 


“We pay the rent of our store by taking all of our 
discounts.” 

Major Olds is president of the Moss Shoe Company, 
and E. P, Semsch is secretary and treasurer. Major 


August 8, 1925 


Olds formerly sold shoes on the road and is a World 


War veteran, 
E. P. Semsch was with the Edmonds Shoe Co., Mil- 


E. P. SEMSCH 


waukee, as assistant credit man until he entered the 
retail shoe business with Mr. Olds. They haye built up 
a most satisfactory trade on men’s, women’s and chil- 
dren’s high-grade shoes. 


New England Shoe and Leather Golf ‘Tournament 
At Wollaston, August 25 


On Tuesday, August 25, at the Wollaston Golf Club 
at Montclair, Mass., a shoe and leather trade golf 
tournament will be held. 

These are the details and conditions: The tourna- 
ment will be at medal play, 18 holes, handicap. It 
will be an all-day affair and prizes will be offered for 
the best gross score, second best gross score; six 
best net scores; best first nine holes; best second 
nine holes; best shoe manufacturing industry score; 
best leather industry score; best allied industry 
score; hole in one; special prizes, to be announced. 

Arrangements have been made for refreshments to 
be provided at the club house at the pleasure of 
entrants. 


A handsome cup will be offered for the best gross 
score, and the winner will be acclaimed the champion 
golfer of the entire industry. He will hold the cup 
for one year when it will again be placed in compe- 
tition. 

Entry blanks are now being printed and will be 
mailed to all who desire to participate. The entry fee 
is $2.50, to cover greens fees and incidental ex- 
penses. The invitation to attend and play is extended 
to all persons in our industry in New England. 

Everit B. Terhune has been elected treasurer of 
the tournament. All who are interested may secure 
full information and entry blanks by communicating 
with Mr. Terhune at 207 South street, Boston. 





The ‘“‘Wright”” Way to Success 


(Continued from page 50) 
retailers are having their troubles today because of 
too much overhead and too liberal an extension of 
credit. He believes that maybe his success is in part 
due to the fact that he has guarded against these two 
dangers. 

The store is operated on a “cash” basis. This policy 
meant hard sledding during the first few years but 
when people saw that this policy meant lower prices 
and that the service rendered by Mr. Wright was 
worth a little inconvenience at times, they became 


steady customers. And these first customers, some of 
them mere youngsters then, are now bringing in their 
own youngsters to trade here. 

The store has also found it advantageous to concen- 
trate on a few lines. Ninety per cent of the stock is 
purchased from one house alone. This insures g 
dealings for both parties. ' 

The store advertises each week in the local paper 
but its best advertisement is the large number of satis- 
fied customers, They feel that Mr. Wright is one of 
them—a member of the community, interested in and 
working for it. They know that when he says a shoe 
is right, it is right. They do not question his prices, 
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The Onnilee 


The Carolyn 
cA Guazep Kp ONE-BUTTON STRAP cA Four-STRAP BUTTON SANDAL 
SANDAL made over No. 141 last, one MADE IN BiacK Kip with two cut- 
of our best fitters. A quarter-over pat- outs as shown. A Welt drawn over 
tern with four cut-outs in quarter. last No. 141, a proven fitter. Carries a 
Light close edge Welt. 13/8 leather 12/8 leather heel with half-rubber. 
heel with Uskide toplift. 


AA 4% to8 
A 3% to8 


3 
Price, $4.50 


Price, $4.50 
NET THIRTY DAYS NET THIRTY DAYS 


No. B801 
The Evelyn 


SAME IN PATENT COLT 
Price, $4.75 _ 
NET THIRTY DAYS 


No. B806 














The Marylee 


cA Parent Cour ONE-BUTTON STRAP The Rosalee 

SANDAL drawn over our No. 153 last cA BLACK SATIN ONE-BUTTON STRAP 
in the Wilson Process. Has cut-out in SANDAL drawn over No. 146X last 
the quarter and carries a covered 14/8 with its slightly rounded toe. Made in 
spike heel with Uskide toplift. Both the Wilson Process. Has cut-out in 
pattern and last possess simple beauty the quarter. Carries a 14/8 covered 
and grace. spike heel with Uskide ae. ‘ 

AA to) 


Price; $4.50 


NET THIRTY DAYS NET THIRTY DAYS 


ioe Sos. 
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CLARICE 


NE of our new and smart 

creations which can be de- 
veloped in any leather, fabric 
and last. 


Note the Distinctive 
Lampe Styles Worn at 
the Fashion Pageant 





Then see our complete line on 
display in 

FACTORY SHOW ROOMS 
4060 Forest Park Boulevard 


LAMPE 


Shoe Co. 


SAINT LOVIS MANUFACTURER U.S.A. 


When writing to advertisers please mention Boot and Suor Recorper 





Shoes Cou rtesy 
A.GARSIDE & SONS 


bace for autumn i 
Shoes of Sable Brown 
“This color. conceived 
N the Wearer.as a person 


|", 


Carl E Schmidt & Co. Inc. 
© Tanners of the Schmidt Calf Leathers ' 


Detroit, Mich. ~ Boston. Mass. 








DM ok commit. Wear ond. 


Style in Shoes. “The leather 
pinay Hea ORT 
LS’ OWuw” aGres 

Sash ‘Brown. 


diminctive 


4 i" 
‘¢ %, 
_ - “ 
’ ' 


7 Carl E. Schmidt & Co. inc. 
: C Janners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 
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Do You Sell Quality Shoes 
In Your Store? 


If you do, you know by experience that true 
quality in footweat can never be regulated 
downward by price fluctuations—You know 
that there is always a best in everything, regard- 
less of price—for quality is an intrinsic tangible 
thing. 


Do You Sell True Style Footwear? 


If so, experience has again told you that the 
correct mode in shoes, as in all else, is inherent 
in high quality. This is an inseparable union. 


~~ 


The representative Brooklyn and Greater 
New York shoe manufacturers are devotees 
and exponents of True Quality and Fine 
Style. 

















4 


JBROOKLYN ©@ 


Create. New York 
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Where The Profit Lies 





In the marketing of high quality footwear, it is not 
always the complicated pattern with fancy cut- 
outs or overlays that spells profit for the merchant. 
Many keen buyers recognize this fact, but for the 
greater good of all, we again stress its importance, 
because we are firmly convinced that it is the shoe 
of simple beauty, well made, that means greater 
turnover and hence a greater profit. 


Our full line, for the most part, consists of shoes of 
this type—for example, the “‘Avonne.” They are 
shoes of simplicity, true, but fashioned with in- 
finite care to give the American Girl character in 
her footwear, with beauty as well. 


American Shoe Co. 


Showroom: 622 Marbridge Bldg. 
34th St. and Broadway NEW YORK 








The 
“6. Avonne”’ 


A dainty ankle strap pump, 
shown in black velvet with 16/8 
Spike heel. Also good in pat- 
ent, satin and other popular 
materials. 


FACTORY 
176 Livingston St. 
Brooklyn, N. Y. 
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On the hand 
of fashion 


“Piccadilly” 


~The Merchants (all “What's New!!!” 
Is Answered by Wichert 


HE range of profit-promising styles within the Wichert line 
1s something that 1s setting the trade to thinking. “Wichert’s 
wonderful shoes have a place in every good shoe store.” 

The garment trades are interpreting style this fall in the “bird 
series” —we have tried to capture that thought in the “winged” 
pattern above. Try it in the ooze family, black or brown, with 
trimmings in compliment to the color selected. 


The Piccadilly above is in brown ooze with Russia brown 
saddle to match—it is a “winged victory” as a seller. 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


New York Office, Marbridge Bldg. Atlantic and Schenectady Avenues 
34th and 6th Avenue Brooklyn, New York 


When writing to advertisers please mention Boot AND Suor RecorvER 
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~ REPRESENTATIVE 



















HE FALL RETAIL SELLING SEASON AP- 
PROACHES—EVERY WHERE RETAIL SHOE 
DEALERS WHO HAVE REPUTATION 
e FOR CARRYING THE FINEST QUALITY 
FOOTWEAR ARE RELYING ON 
BROOKLYN AND THE GREATER 
NEW YORK DISTRICT FOR THEIR “ 
MAIN SOURCE OF SUPPLY TO 
MEET THE DEMANDS OF 
THE DISCRIMINATING 
FEMININE CUSTOM- 
ERS FOR THE BEST 
IN MATERIAL, IN 
WORKMANSHIP, 
IN MODE. 







— | 



































BROOKLYN and GR A 
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, | MANUFACTURERS 














THE LONG-ESTABLISHED ABILITY TO DESIGN, 
PRODUCE AND MARKET HIGH QUALITY FOOT- 

WEAR IN THE TRUE MODE, IN THE WORLD'S 
STYLE CAPITAL AND AT THE CENTRE OF + 
THE FINEST SHOEMAKING IN THE 
WORLD, ARE THE BASES OF SUPPLY- 

ING RETAIL SHOE BUYERS REQUIR- 

ING MERCHANDISE OF _ THIS 

CHARACTER—THE REPRESENT- 
ATIVE SHOE MANUFACTUR- 
ERS OF BROOKLYN AND 
GREATER NEW YORK 
EXACTLY FULFILL 
THESE CON- 
DITIONS. 

















FRIATER NEW YORK 
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eANnoUuncine— 


A New Organization 


After a career of fourteen years in the creation of 
handmade footwear of recognized excellence for 
women, the business of William Goldstein, in the 
interests of greater efficiency, has been incorporated. 


William Goldstein Shoes, Inc. 


will have as its executives 


William Goldstein, President 
Frank B. King, Vice-President 


The new organization pledges to the industry even 
better service, more effective designs in strictest 
keeping with the mode, and that superiority of 
workmanship and material for which it has al- 


ways been noted. 


TRADE MARK 


Gilliam Goldstein Shoes, Ine. 


127 Spring Street - - - New York City 


WESTERN OFFICE 
In charge of Mr. King 
22 Quincy Street 
Chicago, Ill. 
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= =o } merchant catering to the better class of 

1S ‘ Vay trade builds his business largely on the “LENOX” 
ike A quality and restrained good taste of his 
Wea { footwear offerings. He must be sure his 

- oa are “right” in every detail, before he dares 

show them to his customers—a most exacting 

clientele willing to pay the price for what they want. 


It is no wonder, therefore, that merchants of this class 
must exercise rare good judgment in the selection of 
their shoes, and that they turn to houses of standing 
and ability. Atrim colonial pump which 
is typical of the kind of 
Lax & Abowitz’ creations have long been recognized footwear we feature. Made 
as among the best in women’s fine turn shoes. It is over our “Gladys” last in 
only in the most exclusive shops of the country that ee leather with 12/8 
. : . ‘ uban Heel, and enamel! 
you will find them. Our line for Fall is now being finish buckle with nickel 


shown. edges. 


“Lax &Abowite 


17 Smith St. - - Brooklyn 





“Footwear of Distinction’”’ 


When writing to advertisers please mention Boot AND SHOE RECORDER, 
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cf personal letter-srom 


“= \Sol Mayer 


C5 wv 
A line to Mr. Mayer in care B ENJAMIN ROTHMAN INC. 


of the factory will insure 


his visit to your store on Designer$ and Bualders 


wee hia WOMENS HIGH GRADE 
43-TO-47 -WEST - 16™- STREET-NEW: YORK 


When writing to advertisers please mention Boot anv Suos Recorver 
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An example of the unusual in shoe making 
that is typical of Cornell— 

A shaded effect from deep brown to light 
blond gained by combining harmonious 
leather shades in a pattern worthy of the 
effort—Such the “Chameleon” — 


To get that variation which means orig- 
inality and yet maintain a strict adherence to 
correct style, is the constant problem of the 
woman of fashion. 


In her footwear, Cornell styles will meet this 
“The Shoe You -Admire condition—always. 
is -Made by 
(ornell” 


POTS 


(ornell Shoe (0. Breslin Ne Y. 


When writing to advertisers please mention Boor anv Snor Recorper 
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ATributetoSuccess 


Our miembership in the AUDIT 
BUREAU OF CIRCULA- 
TIONS is the highest tribute to 
success that could be paid us. 


The Audit Bureau of Circu- 
lations is an International 
Association of Publishers, 
Advertisers and Advertising 
Agentsthat requires each Pub- 
lisher-Member to submit once 
a year to an audit by the Bu- 
reau, to absolutely verify all 


claims of circulation, as well 
as honest business methods. 
Every Advertiser using the 
Boot and Shoe Recorder shares 
in our success and knows he 
has the protection of bona fide 
circulation, fully approved and 
verified by the A.B.C. auditor. 


There is never any argument 
when an A.BC. report is con- 
sulted—and our last audit is 
available for closest inspection. 


This is the only authentic way 
the Advertiser can make sure 
his message is reaching the 
readers in the field desired. 


BOOTandSHOE 
RECORDER 


Home Office, 207 South Street, Boston 
BRANCH OFFICES 


Chicago—189 W. Madison St. New York—127 Duane St. 
Cincinnati—Second National Bank Bidg. Philadeiphia—Perry Bldg. 


St. Louis—1627 Locust St. 


Rochester—626 Powers Bidg. 
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C/Innouncement 


Mr. ArTHUR BENDER 


FOR A NUMBER OF YEARS INTIMATELY 
ASSOCIATED WITH THE MANUFACTURING 
AND MARKETING OF THE HIGHEST GRADE 
WOMEN'S FOOTWEAR, ANNOUNCES THE 
ORGANIZATION OF 
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IT WILL BE THE POLICY OF THE NEW FIRM 
TO PRODUCE FOOTWEAR OF FINEST QUALITY 
IN PATTERNS THAT ARE DISTINCTIVE, AND 
WITH THAT INDEFINABLE QUALITY THAT 
ONLY HAND-WORK CAN PRODUCE # TO THAT 
END, COMPLETE DESIGNING AND MANUFAC- 
TURING FACILITIES HAVE BEEN ASSEMBLED 


AT 


692-694 BROADWAY AT 4TH ST. 
NEW YORK CITY 
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Reproduction of a letter actually re- 
ceived from a boy in Richmond, Va. 


ERE is one boy who knew what to look for. He knew 
that unless he saw the name Keds he was not getting 
real Keds. And the dealer who offered a substitute lost a sale. 


How about your customers? Do you show them how to 
tell Keds from ordinary canvas rubber-soled shoes? Do you 
prove to them that you sell true Keds? It is in your interest, 
as a Keds dealer, to teach them to look for the name Keds. 
As soon as your customers know that they get real Keds 
from you — with the name Keds on every shoe—you will 
gain their confidence and their repeat business. 


United States Rubber Company 


August 8, 1925 











Keds 


“TRADE MARK REG. U.S, PAT. OFF. 
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Increase in Price of 


Canvas Rubber-Soled 
Footwear for 1925-1926 


HE Keds net price list of the 
United States Rubber Com- 
pany for 1925-1926, effective 
August 1, 1925, is published here- 
with, in accordance with our annual 
custom. These prices, due to the 
rise in crude.rubber prices, show 
an advance and explanatory of this 
condition we quote from the recent 
general announcement letter of the 
United States Rubber Co., sent to 
its branch stores and distributors. 
“In making the increase in Keds 
prices for the new season, we have 
been guided by a desire to keep the 
prices as low and as attractive as 
possible. It is our hope to be able to 
maintain these prices throughout 
the new Keds season, although the 
price of crude rubber may make 
further increases necessary :” 
Be py A ty 
$2.75; Boys’, $2.50 


“CREPE SOLE METEOR”—Featherweight 
athletic shoe, designed for basketball, handball, 
and any other sport requiring fast and accu- 
rate footwork. Men’s, $2.55; Boys’, $2.30. 


“METEOR”—A popular lightweight basket- 
ball shoe with added improvements. Men's, 
$2.35; Boys’, $2.15; Youths’, $2.00; Women’s, 
$2.15. 

S ZER”—A rugged lace-to-toe style with 
_ — crepe sole. Men’s, $2.15; Boys’, 
$2.00; Youths’, $1.85. 


“HIKER”—A serviceable work or camp shoe 
with rugged vulcanized crepe sole. Moccasin 
vamp. Men’s, $2.15; Boys’, $2.00; Youths’, 
$1.85. 


“JUNO”—For women’s indoor and outdoor 
athletics. Women’s, $1.45; Misses’, $1.35. 


“CLEO”—A women’s tennis shoe. Made Ox- 
ford only. Durable vulcanized crepe sole. 
Women’s, $2.00. 


“TRIUMPH OXFORD”—For tennis cham- 
pions. Outsole is vu'canized crepe of good thick- 
ness. Men’s, $2.10; Boys’, $1.85; Women’s, 
$1.85. 

“CONQUEST” —Lace-to-toe style with vul- 


nized crepe sole. Men’s, $1.50; Boys’, $1.42; 
Youths’, $1.34; Little Gents’, $1.28. 


“MOCCASIN”—For girls and boys. Rugged 
B 


Boys’, $1.25; 


*, $1.35; 
i. 8 Children’s, 


crepe sole. 
Youths’, $1.15; Misses’, $1.15; 
$1.05. 


“MIAMI PLAIN No. 11 LAST”’—Men’s 
white canvas oxford. Vulcanized crepe sole. 
$2.60. 


“MIAMI TRIM No. 82 LAST”’—Women’s 
white canvas oxford. Vulcanized crepe sole. 
$2.30. 


“MIAMI PLAIN No. 32 LAST”’—Women’s 
white canvas oxford. Corded tip. Vulcanized 
crepe sole. $2.30. 


“MIAMI TRIM No. 29 LAST’”—Women’s 
white canvas oxford. Vulcanized crepe sole. 
$2.30. 


“MIAMI PLAIN No. 29 LAST”—Women's 
white canvas oxford. Vulcanized crepe sole. 
Corded Tip. $2.30. 


“RAMPART” BAL”—A springy, comfort- 
able shoe with excellent wearing qualities. 


Upper of bleached white duck or brown duck. 
Vulcanized crepe sole. Men’s, $1.40; Boys’, 
$1.25; Youths’, $1.15; Women’s, $1.25. 


“RAMPART OXFORD”—Untrimmed, with 
vuleanized crepe sole for indoor and outdoor 
sports. Men's, $1.25; Boys’, $1.10; Youths’, 
$1.00; Women’s, $1.10. 


“COMBAT”—For workers. Made of heavy 
brown duck, with steel and fibre shank. Men’s, 
yr Boys’, $1.70; Youths’, $1.55 ; Little Gents’, 

1.40. 


“PLAYER”—A new lace-to-toe shoe made 
for use on tennis courts which permit only 
smooth soles. Men's, $1.90; Boys’, $1.75; 
Youths,” $1.60; Little Gents’, $1.45. 


“STRIDE”—All-around athletic shoe. Lace- 
to-toe. Men’s, $1.85; Boys’, $1.65; Youths’, 
$1.50; Little Gents’, $1.35. 


“SPORTSTER”—New lace-to-toe style. Up- 
per of unbleached white duck or brown duck. 
Gray corrugated sole, with or without suction 
holes. Sent without suction holes unless 
wise specified. M and F widths. Men’s, $1.35; 
a te $1.25; Youths’, $1.15; Little Gents’, 


“PLAYGROUND” — Companion 
“Sportster.” Made to fill demand for something 
new in a bal cut shoe. Athletic trimming and 
ankle patch. Men’s, $1.35; Boys’, $1.25; 
Youths’, $1.15; Little Gents’, $1.05 ; Women’s, 
$1.25; Misses’, $1.15; Children’s, $1.00. 


“RATTLER BAL”—New lace-to-toe style to 
meet demand for a good shoe at a low price. 
Men’s, $1.00; Boys’, 90c.; Youths’, 85c.; Little 
Gents’, 80c.; Women’s, 90c.; Misses’, 85c. 


“STURDY”—Companion shoe to the “Rat- 
tler.” Bal cut. Men’s, $1.00; Boys’, 90c.; 
Youths’, 85c.; Little Gents’, 80c.; Women’s, 

.; Misses’, 85c.; Children’s, 80c. 


“RATTLER OXFORD”—Lace-to-toe Oxford 
with black athletic trimming at a low price 
level. Men’s, 95c.; Boys’, 85c.; Youths’, 80c. ; 
Women’s, 85c. 


“UNIVERSAL OXFORD”’—A cool, com- 
fortable, untrimmed Oxford with heel, worn 
ao for athletic and outing purposes. 


“DIANA”—Lace-to-toe athletic shoe much in 
demand for women’s gymnastic work. Women’s, 
$1.05; Misses’, 95c. 


“CHAMPION BAL”—White, black or brown 
duck. White and brown made with white cor- 
rugated sole. Black made with black sole. Gum 
foxing extends well up over the toe. Men’s, 
$1.10; Boys’, $1.00; Youths’, 90c. ; Little Gents’, 
sams Women’s, $1.00; Misses’, 90c. ; Children’s, 


shoe to 


“CHAMPION OXFORD”—For sport and 
school wear. Men’s, 95c.; Boys’, 85c.; Youths’, 
75c.; Little Gents’, 70c.; Women’s, 865c.; 
Misses’, 75c.; Children’s, 65c. 


“PINAFORE”—For growing girls, misses 
and children for school and playtime wear. 
Women’s, 90c. ; Misses’, 80c. ; Children’s, 70c. 


“LOTUS”—Comfortable and stylish heeled 
pump. Women’s, $1.25; Misses’, $1.15. 


“ROVER BAL”—(“Rovers” are not Keds). 
Although the Rover is not a Keds, its wear 
will compare favorably with that of any other 
shoe at such a low price. Corrugated sole. 
Men's, 87c.; Boys’, 80c.; Youths’, 7b5c.; 
Women’s, 80c.; Misses’, 75c.; Children’s, 70c. 


“ROVER CROSS STRAP. PUMP”— 
(“Rovers” are not Keds). While not a Keds, 
this pump is unusually durable for its price. 
Made with cross straps. Women’s, 73c. ; Misses’, 
66c. ; Children’s, 61c. 


“ROVER OXFORD”—(“Rovers” are not 
Keds). A _ rapidly-se'ling shoe in localities 
where price is the deciding factor. Not a Keds, 
but very durable at its price. Men’s, 72c.; 
Boys’, 65c.; Youths’, 60c.; Women’s, 65c.; 
Misses’, 60c.; Children’s, 55c. 


“ROVER PUMP”—( “Rovers” are not Keds). 
Mede on a Nature last. Women’s, 70c. ; Misses’, 
68c. ; Children’s, 58c. 
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Cleveland Merchant Stocks 
Heavily on Arctics 

From the City of Cleveland 
comes the news that Walter Synen- 
berg, buyer for the Daniels Shoe 
Co., has found that it pays to be 
fully supplied in the way of rubber 
footwear. He has therefore made 
heavy purchases on arctics for the 
winter of 1925-1926, in accordance 
with his.custom of past years. A 
recent order has been for 1250 
cases—he says that he is certain 
every pair will be sold before 
Christmas, 1925. He believes that 
arctics are the proper accompani- 
ment in the winter for low shoes. 
Mr. Synenberg sold 11,000 pairs of 
arctics last winter and expects to 
better that figure for the winter of 
1925-1926. 

How He Did It 


This is how he did it. Early last 
fall he began a newspaper adver- 
tising campaign on heavy rubber 
footwear. He advertised that he 
had a full supply of arctics in every 
required size and width. He told 
about the comfort-giving qualities 
of arctics when worn over low shoes 
in the cold and snow. The weather 
was comparatively warm when Mr. 
Synenberg commenced to advertise 
arctics. It continued warm right 
into November. Folks found over- 
coats and heavy wraps unnecessary. 
Merchants were much discouraged 
—retail shoe merchants in particu- 
lar, because the public continued to 
wear their summer weight shoes. 
Suddenly one morning Clevelanders 
awoke to find the sky a dull gray, 
with an icy cold rain falling—then 
a flurry of snow. The next day, a 
veritable blizzard was “on.” There 
was a rush for warmer clothing and 
for more foot protection. 

That morning and the morning 
before the Daniels Shoe Co.’s ad 
appeared as usual. And to Daniels 
Shoe Co.’s store flocked the people. 
At the close of the day of the bliz- 
zard, Walter Wynenberg counted 
2,000 pairs of arctics sold and his 
store established as one of the prin- 
cipal rubber shoe headquarters of 
the city 


A “Shower-Slip” 

A special type of shoe, called a 
“shower-slip,” is intended for wear 
in country clubs, gymnasiums and 
like places, where folks pass from 
the locker room to the shower 
baths. 

This “shower-slip” has a non- 
slip sole of crepe rubber, and it is 
lined, on both sole and upper, with 
a waterproof lining. 
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Mh Sa IN STOCK—Tan Patent, 
Deauville Sandals ("Ei White, Plain and Combina- 
P PR tions for Ladies—Also Men’s 

Soft and Flexible Brown Sandals and Oxfords— 


‘ LY EE . 
Cool and Comfortable SY, eather and Crepe Soles for 
ANTE, 


GOLO SLIPPER COMPANY 


129 DUANE STREET - NEW YORK CITY 


























a Sturdier and Stronger Shoes 


have always been our aim. 


Murphy Moccasin Toe shoes and hunt- 
ing boots will stand up. Well-selected 
materials coupled with good shoemaking 
We have spe- 


is the reason for the Murphy success. <isiised in the 
manufacture of 
storm and hunt- 
ing beots for 
over twenty 
years. 


Ooo 


WRITE FOR IN-STOCK 
CATALOGUE 


Oo 


Terms, 2/20 Net 30 Days 
F. 0. B. Boston 


No. 1630—16-inch, cut from finest Black Water- 
No. 3333 proofed, Uskide Sole, White Storm Welt around 
Heel. Cadet Last $6.00 


Ne. 38383—Chocolate Korited Elk, Uskide Sole, OT Bole, "Gesdsene Wal Tan Stormtan, Upper, Useits 
White Storm Welt to Heel, Munson Last $3.50 No. Sole, Full White Binnie Elk Upper, Uskide- 


No. 3339—Black Elk, ters Sole, White — ite Storm Welt around Heel, Mun- 
Welt to Heel. Cadet Las $3.40 $7.00 


J. D. Murphy Shoe Co. Natick, Mass. 


When writing to advertisers please mention Boot anv Suox Recorper 
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It Pays to Educate Your “‘Competition” 


From ‘*The Weekly Shoe Sales Bulletin’? Compiled by 


SUCCESSFUL young shoe 

l salesman who had made a 

great deal of money and built 

a reputation for himself and his 
company in the children’s specialty 
shoe field, made a remark at a din- 
ner a short time ago which startled 
some of his hearers. He said that 
in the discussions he had heard 
about educating retail salesmen, 
training salesmen, helping mer- 
chants and keeping in close touch 
with consumers, one very important 
item was sometimes overlooked. 


That was, ediicating one’s competi- . 


tors. ; 
“Anything now that I can do to 
help a man im.our business, who is 
working along the right lines,” he 
said, “or to point out his errors to 
a man who is going about things in 
the wrong way, helps me in the 
long run. There is plenty of busi- 
ness for all of us in this field. 
“Anything which is done very 
badly in our industry is liable to 
hurt so. Our industry as a whole 
will prosper from the work of every 
man in it who is working in a con- 
structive way.” 


Enthusiasm on Fall Business 


“Bill” Kiss, salesmanager for the 
Martha Washington line, made by 


F. Mayer Boot and Shoe Company’ 


of Milwaukee, visited Chicago re- 
cently. Mr. Kiss was on his way 
home from an extended eastern trip 
and was highly enthusiastic about 
the outline for fall business gen- 
erally and the Martha Washington 
line in particular. Mr. Kiss says 
that he is looking forward to one of 
the most successful years in the 


C. A. Dickens, Chicago 


history of his company, and mod- 
estly refusing to credit this belief 
to the success of the Mayer line, he 
attributes it to the business-like 
way that good merchants have con- 
ducted their affairs during the 
critical period just passed, with a 
result that liquidation of stocks 
bought for summer selling has been 
highly successful. 

“Naturally then,” says Bill, “good 
merchants will recognize good lines 
of footwear and buy accordingly 
and we know that we then will re- 
ceive our share of the patronage of 
the country’s good stores.” 





MILTON RUBEL 


Who covers West of Chicago 
for the Watson Shoe Co. of 
Lynn. 


Milton Rubel with Watson 


A Lynn visitor in Chicago last 
week was A. N. Blake, president 
of the Watson Shoe Company. 
Mr. Blake was in Chicago to lend 
his executive capacity to Milton 
Rubel, former president of the Chi- 
cago Shoe Travelers who has re- 
cently taken the Watson line. Mil- 
ton is mighty enthusiastic about 
the possibilities of the splendid 
style offerings of the Watson line 
and will cover the territory west of 
Chicago for the Watson Company. 
“Milt’s” friends will be glad to 
hear of his new connection. 


Newton with Interstate 
Shoe Co. 


Oscar J. Newton, who recently 
joined the salesforce of the Inter- 
state Shoe Co., has started off in 
fine shape with a “good” bunch of 
business to his credit. His large cir- 
cle of friends in Pennsylvania, 
where he traveled for so many 
years, will be pleased to know that 
the Interstate folks have planned to 
assign to him many additional 
cities. 


Fred Yeaton with Tuttle 
Shoe Co. 


Fred Yeaton, of Los Angeles, 
Calif., has recently been appointed 
a member of the Tuttle Shoe Co.’s 
salesforce and will represent them 
on the Pacific Coast. Mr. Yeaton is 
well acquainted and has a host of 
friends in this territory. 
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A New 


1926 


Spring Tan 


Ask for Samples 


AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores 
NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER COMPANY, Ltd. 
Northampton and Leicester, England 


Calf, Kid and Side Upper Leather Tanneries 
Lowell Peabody Woburn Chicago Sheboygan’ BallstonSpa Curwensville 
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H. L. OTTENHEIMER 


Who represents the Service 
Shoe Co. 





Hooper with Sinbac Line 


L. B. Hooper, of Kansas City, 
formerly with the Peters Shoe Co., 
is now representing the Sinbac 
Helthy-Fut line in Kansas and 
Missouri. 


McMillan on Fall Trip 


Levi McMillan, who makes his 
home at Wilmington, N. C., left 
Boston recently on his fall and 
winter trip. He covers the Caro- 
linas, Georgia and Florida, for the 
Interstate Shoe Co. Mr. McMillan 
is already beginning to send in 
some good orders and states that 
there is every indication that 
southern merchants are going to 
place a liberal amount of business, 
as they have all enjoyed a splendid 
spring and summer business. 


Lansing Travels New 
England for Packard 


In Rhode Island and Connecticut, 
R. L. Lansing is in constant touch 
with the M. A. Packard agencies in 
those two states. Mr. Lansing is 
well known to New England shoe 
buyers and his familiarity with 
their requirements will do much to 
continue making Packards favor- 
ably known in that territory. 


Science and grit are the fighter’s 
two hands, and a one handed fighter 
never won anything.—Walk-Over 
Business Men’s Calendar. 


Ottenheimer and Gardner 
Sell Service Line 

H. L. Ottenheimer and “Sol” 
Gardner, with headquarters on the 
ground floor of the Graham Build- 
ing, 127 Duane street, New York, 
have “signed up” with The Service 
Shoe Co. of Nashville, Tenn., and 
will cover Baltimore, Washington 
and Wilmington, Del., with the 
men’s popular-priced stylish shoes 
of solid leather construction of The 
Service line. 


J. J. Grover’s Salesforce 
Changes 

John D. Clark has resigned from 
the staff of J. J. Grover’s Sons Co., 
of Lynn. He covered big cities of 
the Middle West. He is going to 
San Diego, Cal. where he will make 
his home. Mr. Clark has been with 
the Grovers for many years. Many 
of his customers will regret his 
change, even as does his firm. 

Mr. Clark’s big city trade is be- 
ing shared among other Grover 
salesmen, as follows: Lewis K. 
Urquhart will sell the Chicago 
trade, in addition to his regular 
customers in the state of Illinois. 
Irving F. Staps will sell Grover’s 
shoes in Minneapolis and St. Paul 
in addition to his regular customers 
in Omaha and Nebraska. Ernest L. 
Leverone will add the city of De- 
troit to his Michigan territory. 
Fred C. Mowry will take on the St. 
Louis sales, in addition to his busi- 
ness in Missouri. George F. Schoner 
will handle the big city trade in 
Ohio, as well as his regular trade. 
J. J. Duncan will visit merchants in 
Indianapolis and Terra Haute, and 
merchants in Indiana generally. 


Ballou of Wooleather on 
Trip 

Frank Ballou, of Wooleather, Inc., 
of Salem, Mass., is on the road with 
a new line of slippers of woolskin. 
Among these new shoes are slippers 
for college girls and young people, 
these slippers being in gay colors 
to please the fancy of young folks. 
Some have tongues, with ribbon 
“pomps.” Soles and trimmings match 
in color, in some shoes, while the 
uppers are of a contrasting color. 

Part mule and part slipper is an- 
other woolskin specialty for men, 
for it is a mule with a half foxing, 
this foxing being just high enough 
to hold to the heel of the foot. 

Besides, Mr. Ballou has with him 
samples of staple woolskin shoes 
for house, hospital and out-of-door 
wear. 
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“SOL” GARDNER 


Who represents the Service 
Shoe Co. 





Hamill Joins Edmonds 


Thos. M. Hamill of Pittsburgh, 
well known in Western Pennsyl- 
vania, has joined the salesforce of 
the men’s “Foot-Fitter”’ manufac- 
turers, and will cover his old terri- 
tory for these people. 


Mr. Hamill is very enthusiastic 
as to the selling possibilities of the 
new Edmonds proposition, which 
now comprises a standardized line 
of calf oxfords and shoes. He is also 
carrying their Transco line, which 
Mr. Hamill says is unexcelled for 
real quality merchandise at the 
prices asked. He says that he knows 
his trade will be more than pleased 
with his new presentations. 


Cummings Crosses Seas for 
Vacation 


George T. Cummings, salesman 
for Wise & Cooper Company, Au- 
burn, Maine, left last Saturday on 
a vacation trip to Ireland, England 
and France. Mr. Cummings says 
that this trip is purely “vacational” 
and that business is to be put aside 
until about the middle of August. 


Harlan Leighton on Trip 


Harlan Leighton, of Colella & 
Leighton, Lynn, is on a_ three- 
weeks’ trip among western cities. 
Collella & Leighton are cutting 
bronze kid, as well as patents, sat- 
ins and colored kids. 
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All That Glistens Isn't Patent Leather 


If you choose your Patent Leather for its intrinsic quality 
beneath the surface, you will choose Corona Colt or Sides 


The Beese Leatuers include Corona Patent Corr and Sines, Forrperer’s Vici Kio, Ayer CHROME 
Catr Linincs, Sueepsxins, Suepe Catr, Grain Ca r, Sipe Leatuers, Spits, Satins and SHor Fasrics 
> 


LUCIUS BEEBE AND SONS, INC. 129 SOUTH STREET, BOSTON, MASS. 
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Karl Heimberger with 
Cahill 


Karl Heimberger, who for 16 
years has traveled Pennsylvania, 
West Virginia and adjacent terri- 
tory, is now representing The 
Cahill Shoe Company of Cincinnati, 
Ohio, makers of high-grade wom- 
en’s McKays and welt shoes. 

Karl states he feels Cincinnati is 
rapidly coming to the front again 
and now feels equipped to give his 
friends the kind of shoes he has 
been accustomed to selling them. 
Karl is well known to the retail 
trade in Pennsylvania and will 
make his headquarters in Pitts- 
burgh. He is very enthused over his 
new line of “Cahill’s Catchy Crea- 
tions,” which he designed while at 
the plant last month and is now 
showing in his territory. 

“It is gratifying to report,” 
states Secretary Faxon, “that our 
salesmen have done splendidly 
since they went into their terri- 
tories this season—that they are 
sending in a good volume of busi- 
ness and it appears that this is go- 
ing to be a very active season for 
us 


Miller Travels New York for 
Packard 


Roy L. Miller, recently with 
Whitman & Keith, is now looking 
out for Packard accounts in New 
York State. Mr.Miller has been iden- 
tified with the shoe trade in that 
section for several years and his 
pleasing personality has created a 
wide circle of friends. One of his 
previous experiences as buyer for a 
chain of stores has acquainted him 
fully with the requirements of the 
retail shoe merchant. In addition to 
his enthusiasm about the prospects 
of Packard shoes in New York 
State, the fact that Mr. Miller has 
recently joined the ranks of the 
benedicts should prove an added in- 
centive for his success in the Em- 
pire State. 


Reynolds and Miller Sell 
“Hunkidoris” 


George W. Reynolds will call on 
the retail shoe merchants of 
Washington and Oregon with the 
“Hunkidori” line of the Hand- 
Made Shoe Co. of Chippewa Falls, 
Wis. R. H. Miller, formerly sales- 
man for Cahn, Nickelsburg & Co., 
which house for the past two years 
jobbed the “Hunkidori” line, will 


_ cover California. 
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KARL HEIMBERGER 


Who travels for the Cahill Shoe 
Co. with headquarters at Pitts- 
burgh. 





Charles Helmer Moves to 
Chicago 

Charles Helmer, formerly sales- 
man for the United Last Company 
and an enthusiastic honorary mem- 
ber of the Rochester Association of 
Traveling Shoe Salesmen, has for- 
saken the shoe business and has left 
Rochester for Chicago, where he 
will be western sales manager for 
the Savage Arms Company. 

“Charley” was one of the most 
enthusiastic members of the R. A. 
T. S. S., and served as a chairman 
of the last Rochester Shoe Style 
Show. His host of friends in Roch- 
ester wish him success in his new 
field of endeavor. 





Tom Knox Honored on 
Birthday 


Tom Knox, who represents 
Adams Bros., of Pittsfield, 
N. H., in the Chicago terri- 
tory, recently celebrated his 
seventy-third birthday at his 
home in Chicago. It is re- 
ported that he has forty years 
of road selling to his credit. 

Thomas W. James, who rep- 
resents the Cleveland Shoe 
Mfg. Co., in the Chicago ter- 
ritory, represented the Chi- 
cago Shoe Travelers’ Associa- 
tion in the presentation of a 
beautiful percolator set to the 
beloved shoe traveler “vet.” . 
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Hood Rubber Salesman 
Meet 


The entire sales organization of 
the Hood Rubber Company in the 
St. Louis territory, and William 
Springer, district manager, left St. 
Louis last week for a factory con- 
ference at the offices of the company 
at Watertown, Mass. Two special 
coaches carried the members of the 
organization. They will remain at 
the factory for a week. After the 
conference, Springer will make a 
tour of the company’s branches 
throughout the South, over which 
he has jurisdiction. 


U. S. Rubber Co. Hold Big 
Sales_ Meeting 


Plans for adding to the line for 
next spring were formulated at the 
three-day convention of salesmen 
from the western part of the 
United States in the footwear divi- 
sion of the United States Rubber 
Co. Reports prepared for the meet- 
ing indicated that the company had 
wound up the first half of the year 
with.a tremendous gain in sales, 
according to announcement by 
Howard Ott, Milwaukee branch 
manager of the footwear division. 
Approximately 200 salesmen at- 
tended the convention with five offi- 
cials from New York. The latter 
were T’ J. Needham, general mana- 
ger of all branches; Fred Strong, 
assistant financial manager of 
sales; Frank Church, general mana- 
ger of rubber footwear sales; Wil- 
liam North, merchandise manager; 
and Fred P. Lundy, supervisor 
leather and felt footwear. 


Kannensohn with Geller 


Fred Kannensohn left Brooklyn 
about August 1 to cover the entire 
South, including Texas, for Andrew 
Geller Shoe Mfg. Co., Inc. He is 
showing the advanced styles of the 
house, and this trip marks a con- 
siderable extension of his territory. 

Murray Geller of the house left 
at the same time, covering the 
Pacific Coast. Mr. Geller is very 
well acquainted with the territory 
which he will visit, but this is his 
first trip there in the interests of 
the firm. 


Cushnie with Watson 


J. G. Cushnie, who for eight 
years was with Crossett and for 
two years with Smaltz, Goodwin 
Co., is now to represent the Watson 
Shoe Company of Lynn in Ohio, 
Indiana and Michigan. 
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A “LIFE SAVER” 
FOR SHOES— 


IT CLEANS, POLISHES AND 
PRESERVES LEATHER IN 
ONE OPERATION 


THs is the big seller in our 
group of big sellers. It is 
the outstanding shoe polish 
buy of all, today. 


““BOSTONIAN”’ 
SHOE CREAM 


has a record for results no one will dis- 
pute. It sells because it satisfies. 
For all shades of tan leathers, 


for black leathers and od 
colored kid leather. 


See your jobber or write us. 
WHITTEMORE BROS. 


CAMBRIDGE, MASS. 
Shoe polish manufacturers for nearly a century. 


August 8, 1925 











IT IS A GOOD IDEA TO 
SAY—“‘SHALL WE INCLUDE 
WHITTEMORE’S POLISH 
WITH YOUR SHOE PUR- 
CHASE?” Bie ke 











Dainty Craftsmanship and 
Wesson Quality 
are portrayed 


in Better Grade McKays 


Style No. 0535—Black Satin Street Pump—15/8 
Spike Heel with Rhinestone Ornament Buckle. 
$3.85 


Style No. 535—Black Velvet Street Pump, 15/8 
Spike Heel with Rhinestone Ornament Buckle. 
$3.85 


Style No. 1535—Patent Street Pump, 15/8 Spike 
Heel with Rhinestone Ornament Buckle....$3.85 
Widths B-C-D 


A. E. WESSEL & SONS 


Sales Offices and Stock 
Factory Department No. § North 
222-24-26 Liberty St. 4th St., Philadelphia, Pa. 
Camden, N. J. Meyer Wessel, Sales Mer. 
BRANCH OFFICE 
New Orleans: 105 Decatur St.; J. Milton Boze 


Better Grade McKays 
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JAMES E. BLYTHE 


With Mrs. A. R. King Corp., 
Philadelphia. 


James E. Blythe, better known 
to his hosts of friends in the retail 
shoe trade as “Jimmie,” and who 
traveled for many years for Dugan 
& Hudson Co., of Rochester, selling 
their women’s, misses’ and children’s 
shoes, is again in his old territory 
this season with the entire well- 
known Mrs. A. R. King Corp. line, 
of Philadelphia. “Jimmie” is par- 
ticularly pleased with the fact that 
the Mrs. King Corp. has added an 
attractive line of senior girls’ shoes, 
which will carry wood heels and 
will be made in sizes up to eight. 
Good attention will be paid to 
“styleing” these larger sizes, at the 
same time there will be no neglect 
of their misses’, children’s and in- 
fants’ shoes, on which such a splen- 
did reputation and large business 
have been built. Fall samples are 
practically completed. 

“Jimmie” Blythe has been in the 
shoe game ever since he was “knee 
high to a grasshopper.” He has 
made a special study of shoes for 
young women and growing chil- 
dren. In the Dugan & Hudson fac- 
tory he was high man in the sales 
of the larger sizes of shoes, which 
was due in no small measure to his 
shoemaking. His friends will be glad 
to know that he is with the Phila- 
delphia house, which has a splendid 
reputation for shoes of the better 
grades. Mr. Blythe makes his home 
in Decatur, Ill. The King line is 
made under the direction of W. H. 
Taylor, formerly of H. H. Gray’s 
Son, Syracuse, and Wright & Peters 
Co., of Rochester. 


Armstrong on National 
Council Convention 


Committee 


F. L. Armstrong, president of the 
Boot and Shoe Travelers’ Associa- 
tion of New York, is a member of 
the convention committee of the 
1925 Convention of the National 
Council of Traveling Salesmen’s 
Associations, which will be held at 
the Hotel Pennsylvania, New York, 
September 1-3. There will be an 
imposing parade, with attractive 
industrial floats, sixteen bands, a 
reviewing stand at Madison Park 
and artistic decorations. There will 
be baseball games, smoker, vaude- 
ville and boxing. The convention 
will be closed with the annual ban- 
quet and ball. Every effort is being 
made to make a good showing in 
the shoe division of the parade. 

Other shoe salesmen on the con- 
vention committee are: A. I. Bene- 
dict, secretary-treasurer of the 
Boot and Shoe Travelers’ Associa- 
tion of New York and J. D. Baxter, 
chairman of the Hotel Committee 
of the N. 8. T. A. 


What the Traveling 
Salesmen Want 


On the back flap of the long en- 
velopes sent out by the “Men’s Ap- 
parel Club, of Iowa, Inc., of which 
J. E. William Prescott, Publicity 
Chairman of the Shoe Travelers’ 
Auxiliary of Iowa, is Secretary- 
Treasurer, is an interesting inscrip- 
tion. It reads: “The Traveling 
Salesmen of America want: A 
salesman on the Interstate Com- 
merce Commission, also one on 
every state railroad commission, 
Because They Know What We 
Need.” . 


Bradshaw Covers Texas 


J. N. Bradshaw covers Texas 
with the women’s, misses’ and 
children’s line of comfort welts for 
the Prouty-Daniels Co. Mr. Brad- 
shaw makes his headquarters at 
Dallas. 


Labor is discovered to be the 
grand conqueror, enriching and 
building up nations more surely 
than the proudest battles.—Chan- 
ning. 


Knowledge is indeed that which, 
next to virtue, truly and essentially 
raises one man above another.— 
Addison. 
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J. WEINBERG 


J. Weinberg, who formerly covered 
Western Pennsylvania for the North 
Lebanon Shoe Company, recently 
signed a contract with the Steven 
Strong Shoe Company, of Milwau- 
kee, Wisconsin. Mr. Weinberg has 
a host of friends throughout the 
territory and will maintain a sam- 
ple room at the Henry Hotel, Pitts- 
burgh, Pa. 








CORRECTION 


Error in Rogers Bros.’ Adver- 
tisement Last Week. 


In a full-page advertisement 
of Rogers Bros., novelty shoe 
wholesalers, 59 Lincoln street, 
Boston, in our issue of August 1, 
an error was made in the price 
of a buckle there illustrated and 
described. The price, as printed, 
through our error was given as 
30 cents; the correct price is 50 
cents. 

Below we reproduce the buckle 
advertisement with the correct 
price of 50 cents. 





Unusual Special! 
NEW BUCKLES 


WITH VICTORY CLASP 
No Staples Required 


Retails for $1.00 


Gleaming silver-faced 
buckle 


ever-popular opera 
pump. Easily at- 
tached. Order at once! 
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“One of the many The highest concrete 
different Proven bridge in the world 
Arch Styles for } across Skuru Sound, 
women.” near Stockholm, Swe- 


den. 


Proven EN ARCH 
=... Shoe 


The world’s business moves on a Proven 
Arch. Whenever valleys and rivers are to 
be spanned engineering experts naturally 
turn to the Arch as the best means of 
supporting safely and efficiently the vast 
“One of Gis watt . traffic that must use the span. The Arch 

has Proven its worth to the world. 


different Proven 
Arch styles for 
men.” The PROVEN ARCH SHOE utilizes the 
same principle. Anchored at both ends, 
a finely tempered piece of steel is grace- 
fully Arched into position to support the 
weight of the body as it descends upon 
the Arch of the foot. Upon this principle, 
and with the resources and efficiency of 
the Stonefield-Evans organization, the 
CERTIFIED PROVEN ARCH SHOE is 
built—for men and’for women. 











It will be a pleasure to send you 
our well-illustrated catalogue. 


STONEFIELD-EVANS SHOE COMPANY 


ROCKFORD, ILLINOIS 


Chicago—J. Wurmser, 410 Security Bidg. 
Philadelphia—Walter B. Yost, 513 Denckle Bidg. 


Detroit—A. Apple, Jr., Tuller Hotel 


NGS EEE SS Ae aT A 


When writing to advertisers please mention Boot anv Suox Recorper 
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Buying Is Heavy 


‘ 


BOOT AND SHOE RECORDER 


on 


Black Patents and Satins 


CHICAGO—While trading in 
Chicago the last week in July has 
not been quite as active as the 
earlier weeks of that month, never- 
theless there was sufficient volume 
to keep up the enthusiasm that has 
prevailed in Chicago shoe shops 
during the better part of the 
summer. 

The final clearances that have 
been held have been well attended. 
This has been especially true of the 
Wolfelt store and the sale held at 
the Hub Clothing Company—the 
one selling high-lights in women’s 
footwear and the other a strictly 
men’s store, where John Spalo’s 
merchandising sense found much 
favor among the men buyers. 

There is no footwear fabric that 
seems to come in for as much 
debate when fall predictions are in 
order as velvet and suede. In spite 
of the fact that the shoe buyers are 
fighting shy of these fabrics, they 
seem to regard them with a most 
complete uncertainty and not a few 
of them are inclined to look a little 
grudgingly on the lack of these ma- 
terials in fall orders. Just what 
may be back of this is hard to say. 
Doeskins were a long way from 
popular this summer. Few of them 
were bought and then not enough 
to warrant their being accorded 
any popularity, and the velvets cer- 
tainly were anything but in de- 
mand. 


Simpler Patterns Prevail 


Generally the interest in other 
lines centers in the simpler pat- 
terns with an unquestioned weight 
in favor of the pump, gored and 
strap models. A number of stores 
are favoring a return of the Cleo- 
patra strap across the center of the 
instep upward to meet the ankle 
strap and with many variations 
this pattern will demand consid- 
erable attention. The gored mod- 
els are showing a tendency toward 
strap effects across the ankles in 
one, two and three-strap design 
with gores on both the outside and 
inside of the shoe. 

All buyers report a heavy pur- 
chase in black satins and patent for 
fall. In some cases the relative pro- 
portion of buying in this one color 
will run to seventy five per cent of 
the shoes ordered for early fall 
arrival. 


The rust or penny shades will 
also come in for considerable at- 
tention, if the faith of the buyers 
is realized, and much has been or- 
dered in calfskin and kid of the 
deeper hues of the tans. There 
seems to be a decided tendency 
toward a kid leather season and the 
deeper browns and coffee-colored 
kid patterns are finding favor with 
the store managers and evidently 
are being sought after by the early 
style buyers. 


Buckles Continue Popular 


All fall lines show a decided ten- 
dency toward buckle decoration and 
some beautiful effects in irridescent 
materials are being shown. Abalone 
buckles—amber tinted ones, cut 
steel and silvered effects are most 
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prominent—harmonizing and con- 
trasting beautifully with the ac- 
cepted fall leather shades. The 
ornaments show a tendency toward 
a less conspicuous part in the cos- 
tume than those shown early this 
summer, yet are placed for the most 
part on the pump and gore pat- 
terns where even the small decora- 
tion is conspicuous. 


Young Men Favor Black Shoes 


For no accountable reason there 
has developed among the younger 
men a demand for black footwear. 
One buyer has suggested that it 
comes from among the college boys, 
who have been notorious this past 
year for “bolshevik” style demands. 

Said one merchant: “It begins 
to look.as though men buyers were 
taking up the ‘gage’ in style where 
women let it go—and that the com- 
ing season may be one of unex- 
pected demands in the way of men’s 
style footwear.” 





July Retail Business Large 


and Profits Substantial 


ST. LOUIS—July sales were un- 
usually successful. July trade in- 
creases of this year over those of 
1924 are an indication of business 
betterment. With the week ending 
August 1, retail shoe merchants 
were in a very optimistic attitude. 
The shoes, for the most part, sold 
after the first two weeks of July 
were those which many retail mer- 
chants would have otherwise had 
to sacrifice at ridiculous prices. The 
sale prices secured for this foot- 
wear were substantial and added 
pleasing profits to the right side of 
the ledger. 


White Shoes Selling 


White shoes are still selling, with 
little or no choice as to a selection 
of patterns. The price range now 
being offered is from $1.00 up to 
$5.00. The big percentage of busi- 
ness is being waged in the $3.50 
field. 


Patent Leather Leads 


A cool wave, which has been 
prevalent for the past four or five 
days, has stimulated the call for 
patent and black satin footwear. 
The big demand is being made on 
patent leather. This material con- 
tinues to overwhelm all other styles 
of the advanced fall showings. Dur- 
ing the past week it was particu- 


larly strong and its popularity 
seems to be growing. 


Black Satin Scores 


Black satin is another material 
which scored heavily during the 
week. Retail shoe merchants look 





Successful Sales 
Statement 


Some idea of the complete 
clean-up in the summer foot- 
wear field may. be gathered 
from the following statement 
of a rather important opera- 
tor: “We had 1200 empty 
boxes on our shelves, with no 
really attractive merchandise 
to show our trade. We decided 
to push fall footwear, which 
we are doing with much sat- 
isfaction as to sales.” 











to this ’duet” for a big bulk of the 
business for fall and if early de- 
mands are an indication their guess 
will not go awry. 


Brown Kid Popular 


A pattern of the new brown kid 
tone was pointed out in an impor- 
tant store as having a popular de- 
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mand. As to patterns, the principal 
style thus far wanted is a buckle 
pump. Tongue effects with buckles 
are better than the slender one- 
strap. In fact in the new array of 
styles little else is being shown but 
these two numbers. 


A “Two Pair for $1.00” Sale 


The Shoe-Mart in cleaning up its 
undesirable odds and ends ran on 
Wednesday, July 29, a “Two Pair 
for $1.00” sale in their basement 
store. The RECORDER correspondent 
observed the basement “inundated” 
with bargain hunters who carried 
off a large majority of the offerings. 


Vogue Announce Fall 
Opening 
The Vogue Boot Shop announced 
on Monday, July 27, its fall open- 
ing. Autumn styles were displayed 
in both windows. Sam Crasilneck, 
one of the proprietors, stated that 
the opening business was beyond 
his anticipation, particularly so 
early in the season. His reasons for 
the early showing was due to lack 
of desirable footwear to continue 
their summer business. 


Werner to Manage 
Garland’s Dept. 


It has been announced that “Ed” 
Werner will manage the new shoe 
department to be opened August 1 
by Garland’s, a large ready-to-wear 
store. 


Leader Business Big 


Norman Roth, assistant manager 
of the shoe department of the 
Grand Leader, stated that the first 
two days of this week were as large 
as any experienced in some time. 
The business for the most part was 
done on summer sale footwear. He 
stated that the July business would 
show a substantial increase over 
the same period of a year ago. 


Frank Rand in Europe 


Frank Rand, president of the In- 
ternational Shoe Company is at 
present in Europe. His daughter 
and two sons are with him. They 
will visit England, France and Italy 
and sail for home on August 22. 


Travasco Purchased by 
Dodd and Morris 
Joseph M. Dodd and E. W. Mor- 


ris have purchased the Travasco 
Shoe Co. Mr. Dodd is president and 


, 


JOSEPH M. DODD 


President and Treasurer of 
The Travasco Shoe Co., St. 
Louis. 


treasurer. Mr. Morris, vice-presi- 
dent and secretary. For years, 
President Dodd manufactured shoes 
in Brooklyn; later in Cincinnati, 
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with Robert Wise, and for the past 
two years with the Pedigo-Weber 
Shoe Co., St. Louis. Vice-president 
Morris has been connected with the 
Pedigo-Weber Shoe Co. for the past 
thirteen years. The business w || 
retain the same name and will make 
high-grade turn shoes, exclusively. 
Mr. Dodd says: “My purpose is to 
make St. Louis as prominent in the 
manufacture of style turns as she 
is in style McKays.” 


Roger Lord on Extensive 
Trip 

Roger Lord, manager of the Endi- 
cott-Johnson Company St. Louis 
Distributing House, is on an exten- 
sive trip, from Dallas through the 
West and the Pacific Coast, termi- 
nating in Portland, Oregon. He will 
be accompanied on the trip by Louis 
Seaber of the N. W. Ayers advertis- 
ing Company, who has recently pre- 
pared a $600,000 national advertis- 
ing campaign for the Endicott-John- 
son Co. The principal purpose of 
the trip is to place before the sales- 
men the great selling value of the 
advertising campaign and its ad- 
vantages to the retail shoe mer- 
chant. 





Retail Shoe Business in 


Healthy State—Stocks Low 


CINCINNATI — Most retail 
stores report that business during 
July has shown an increase over a 
year ago. The bulk of business has 
been due to clearance sales. which 
are now in full swing. Practically 
every store is holding a clearance 
sale, but another week will prob- 
ably wind up these sales. One or 
two stores have discontinued their 
sales, as their stocks are cleaned up. 
The majority of stores are doing 
a record business, due to their 
sales. 

Most of the calls are for patent 
leather and black satin. White shoes 
are still in demand, though sales 
are not so big as earlier in the sum- 
mer. Many stores are receiving 
calls for white shoes which they 
can not supply as their stock is de- 
pleted. Few white shoes will be car- 
‘ried over this season, as most stores 
have sold out their stock, with the 
exception of numbers they intend 
to carry regularly all year. Mr. 
Newbold, manager and buyer of 
the fourth floor department at the 
Smith Kasson Department Store, 
reported an unusually good re- 


sponse to its sale this year and that 
stocks are cleaned up and in better 
shape than ever before. Most of the 
desirable shoes have been disposed 
of in the sales. The Potter’s Shoe 
Co. started a special sale for the 
week of August 2, to clean up the 
odds and ends which have not 
moved during the regular clearance 
sale. 

One of the merchants reported 
that business slowed up with him 
during the past week. His stocks 
were so low that he had to “scout 
around” trying to find some shoes 
at the factories to put into his sale, 
as he had not received very many of 
his new fall shoes and had to have 
some shoes to meet the demand. 

Some stores have already started 
to display their new fall footwear. 


Factories Running to 
Capacity 
There is a noticeable improve- 
ment in shoe manufacturing. Fac- 
tories have been very busy since 
July 1, many of them having 
booked sufficient orders to keep 
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them running to capacity for the 
next few months. Many ads for 
shoe workers have appeared in the 
newspapers during the past few 
weeks. Most of the orders received 
by the factories are for early fall 
delivery. 


Patent Leather and Black Satin 
Leads 


Orders are principally for patent 
leather and black satin, although 
there has been an exceptional de- 
mand for black kid. There has been 
little demand for any colored 
leathers or satins, except a sprin- 
kling of chestnut brown, autumn 
blond satin and tan kid. The fac- 
tories anticipate a better demand 
for brown shades of leather and 
satin a little later on. There has 
been some activity in black suedes. 
There is a good deal of talk about 
black suedes, and many of the fac- 
tories are watching this material 
closely. During the past 10 days, 
many orders for black velvets have 
been received and it appears that 
there will be a fair demand for vel- 
vets for fall and winter. 

Strap effects are the leading pat- 
terns, but there is a good demand 
for step-in patterns trimmed with 
fancy buckles and beaded orna- 
ments. 


Shoe and Leather Club 
Picnic 

The Shoe and Leather Club of 
Cincinnati held its twenty-fifth sil- 
ver jubilee outing at Cody’s Farm, 
12 miles from Cincinnati, at Er- 
langer, Ky., Saturday, July 25. 
About 170 attended the outing, 
many out-of-town guests being 
among those present. Columbus fac- 
tories were well represented at the 
outing and ideal weather prevailed 
till late in the afternoon, when a 
heavy down-pour put a damper on 
the gathering. 


Notes from Factories 


Will Cahill, president and gen- 
eral manager of the Cahill Shoe 
Co., reports that his factory has 
been running at 100 per cent capac- 
ity since July 1, and that orders 
booked so far will keep them oper- 
ating on a full schedule till Octo- 
ber 1. 

Mareus Rice, vice-president of 
the U. S. Shoe Co., who recently 
returned from a trip in the East, 
calling on the “Red Cross” mer- 
chants in the larger cities, reports 
that in all the cities he visited the 
stores have been very busy and 
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have had an unusually large July 
business. According to Mr. Rice 
factory orders for fall show that 
patent leather ranks first, black kid 
second, and black satin third, with 
a fair demand for golden and brown 
kid and a few orders for black 
suede. Strap patterns in one, two 
and three straps, and_ buckled 
pumps are the leaders in the pat- 
tern field. He further reports that 
merchants seem to be taking ad- 
vantage of their “in stock” depart- 
ments; that they have enlarged 
these departments, which have 
grown tremendously in the past few 
months, and at the present time 
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they are carrying twenty-one well- 
styled numbers in stock in all the 
leading materials and patterns. 


Shoe Men’s Association 
Meet 


The regular monthly meeting of 
the Shoe Men’s Association was 
held Sunday, July 26, at its camp 
on the Ohio River at California, 
Ohio. Henry Stock, president, pre- 
sided. It was decided to hold “camp 
committee” day August 9, at the 
camp; “Irish day,” August 13; 
‘Ladies’ day,” August 20, and “Ger- 
man day,” August 27. 





Stocks in Readiness 
for Early Fall Trade 


MILWAUKEE — Interest in 
clearance sales is waning, and Mil- 
waukee merchants have been put- 
ting forth their final efforts to dis- 
pose of summer merchandise before 
showing fall lines. Demand for 
clearance items has held up very 
well this year so stocks will be 
nicely cleared out for the beginning 
of fall trade in most cases. Move- 
ment in a general line of footwear 
is reported. Cooler weather has 
slowed up the call for whites, but 
patents, satins and some tans have 
proved good numbers. 

In the majority of cases, early 
fall stock has already been received, 
and is being held in readiness for 
the first showing at the close of 
clearance events. Patents and black 
satins are mentioned as “the best 
bets” for early fall trade. However, 
tans and brown shades will also be 
shown, despite the general ten- 
dency to blacks. 

Demand for men’s shoes is some- 
what slow as the price appeal does 
not seem to have as much effect on 
this trade as it does upon the 
women. A certain number of men 
take advantage of clearance offer- 
ings, but the majority wait until 
they need a pair of shoes and then 
buy, regardless of sales, local mer- 
chants find. Little real demand for 
men’s shoes is expected before fall. 

No marked change in hosiery has 
been noticed so far in local stores. 
Light shades continue active, at- 
mosphere and nude being of special 
note. A trend towards darker 
shades is expected for fall, but so 
far this change has been reported 
in only a few cases. 

Caspari & Virmond have been 


showing a few fall styles which 
have been moving satisfactorily, a 
very successful clearance sale re- 
sulting in an early showing of fall 
goods. Patents, satins and kids are 
shown in strap effects, as well as 
Colonial styles, which are almost a 
staple pattern for trade at this 
store. 


Completes Big Sale 


Eight extra salespeople were nec- 
essary to care for the crowds that 
attended a three-day sale conducted 
by Edward G. Dors, shoe merchant, 
at 1034 27th street. Mr. Dors states 
that it was the best three-day sale 
he ever held. Much attention is at- 
tracted to this store by high-grade 
window trims. 


Variety of Styles Noted 


That merchants are not helped by 
the great variety of styles in 
women’s shoes is the opinion of 
Sverre Anderson, shoe merchant of 
Stoughton, Wis., who says: 

“Shoe styles used to change twice 
a year. When the slump came in 
’21, manufacturers doubled the 
number of styles to make people 
buy. Now one firm announces at 
least one new style each month. 
Manufacturers may make more 
money because of it, but we dealers 
don’t. If women buy more shoes 
now, men buy fewer, so we’re no 
better off.” 


Increase in Shoe Output 

An increase of approximately 
$12,000,000 in the total value of 
products of the boot and shoe in- 
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dustry in Milwaukee between 1921 
and 1923 is indicated in a census 
taken by the United States depart- 
ment of commerce with the as- 
sistance of the local association of 
Commerce. Products of boot and 
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shoe plants went from $22,557,000 
in 1921 to $34,761,000 in 1923. The 
report showed an increase of nearly 
$100 in the average yearly wage, 
and also emphasized the great di- 
versity of industries in this city. 





Successful Summer Sales 


Good Winter Trade Predicted 


SAN FRANCISCO—The volume 
of July clearance business has been 
exceptionally heavy, much greater 
than that of last year and the end 
of the month found little old stock 
or short lines on the shelves of San 
Francisco shoe stores. One shop had 
to show its autumn lines a week 
earlier than originally scheduled 
because its clearance merchandise 





Men’s Broad Toes 
Featured 


Max Sommer, Jr., buyer for 
Sommer and Kauffman, whose 
two stores do perhaps the 
largest volume of business in 
San Francisco, believes that 
while college men from the 
University of California and 
Stanford, who are seen danc- 
ing at the St. Francis and 
Fairmont, continue to wear 
gray slouch suits and broad 
toed tan oxfords in the eve- 
ning, it is going to be difficult 
to put across black with the 
younger men who like to keep 
up with the styles. This store 
is going to feature this fall a 
broad toed custom last in a 
medium tan _ scratch-proof 
ooze and calf combination. 











was depleted so much faster than 
was anticipated. In another store a 
manager voiced the fear that peo- 
ple were buying so much that it 
might cut into fall selling a little 
at first. Retail merchants believe 
that winter business will be better 
than it has been for a long time, 
basing their belief on San Fran- 
cisco’s big building program and 
on the many encouraging reports 
on crop and industrial conditions 
being received from its trade terri- 
tory. 
Patent Leather Leads 


A survey of representative stores 
handling less expensive and higher 
grade merchandise shows that 
about 70 per cent of sales in 


women’s shoes for street wear are 
in patent. A few shops report that 
there is a slowly growing interest 
in black kid but so far few are seen 
outside the orthopedic lines. Darker 
wood tones in both calfs and kid are 
meeting a growing demand. 


What's What in Style 


In the smart shops on Geary 
street and Grant avenue, the gored 
and opera models continue to be 
first choice but the very slender 
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strap pumps are selling readily too. 
On Market street, straps continue 
to be well liked and the Emporium, 
San Francisco’s largest department 
store, showed a_ representative 
group of three and four strap tail- 
ored models in its initial display of 
fall models. 


Pastel Shades for Evening 
The visit of officers and midship- 
men of the Annapolis naval train- 
ing school has been the occasion of 
much midsummer entertaining with 
a heavier demand than usual regis- 
tered for evening wear. Pastel 
shades in kid as well as silver and 
gold kids were shown by Porters 
Inc. at their fall opening. 
Sommer and Kauffman are bring. 
ing out white and flesh satins met- 
allic kids and brocades in a repre- 
sentative assortment with a limited 
number of beaded black and bronze 
satins and black velvets with gold 
and silver trimmings. 





Trade on Up-Trend—“Two 
for One” Sales Resultful 


CLEVELAND—Retail shoe mer- 
chants are expecting an increase in 
business for fall. Banks in their 
business forecasts bear out the ex- 
pectations of the shoe merchants. 
Financial institutions announce 
that business has beeri on the up- 
trend for several weeks. The prog- 
ress is slow, it is true, but the rate 
of increase has been healthy. These 
statements are based largely on em- 
ployment figures which are better 
than a year ago. 

Clearance sales have resulted in 
heavy buying. White kid shoes have 
been about all that have been sold, 
but here and there odd sizes and 
models may be seen in the windows, 
where specials are being conducted. 

July was the biggest white month 
here in several years. So was June. 
With stocks of these shoes about 
exhausted, merchants are bending 
their efforts to dispose of summer 
patterns and colors. 

“Two for One” sales in Cleveland 
on Saturday, August 1, brought 
about the greatest buying rush that 
has been seen on Euclid avenue for 
some months. 

In one store, The Petot Shoe Co., 
which is but a stone’s throw from 
Euclid avenue and E 9th street, one 
of the busiest corners in the world, 
two pairs of shoes were sold for 
$6.00. The latter price is the regu- 


lar selling figure for Petot shoes. 
One pair of shoes was retailed for 
$3.85. 

Display windows were dressed 
for the occasion and newspaper ad- 
vertising helped to carry the plans 
of the store throughout Cleveland 
and Northern Ohio cities. 

On the same day, the Forsyth 
Shoe Co,. a few doors up Euclid 
avenue, conducted a “Two for One” 
sale, with $5.00 shoes selling for 
$2.85 or two pairs for $5.00. 

The greater part of Saturday 
afternoon, the stores were filled with 
customers. Crowds lined the en- 
trance to the stores most of the 
day, and there were delegations of 
shoppers in front of the windows. 


Stocks Are Lower 


Walter Synenberg of the Daniels 
Shoe Co., reports that his stock is 
considerably lower than it was the 
first of the year, and much lower 
than it was at the end of July a 
year ago. This he says is in line 
with conditions in other stores of 
the city. 

Synenberg is banking heavily on 
black satins and patent leathers for 
fall and winter, and he has made 
purchases on the theory that the 
winter will be as strong a low shoe 
season as was last. 
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July Retail Shoe Business 
Ahead—Fall Selling Has Begun 


NEW YORK—With July, the 
normally dull month in the shoe 
business, safely behind them, retail 
shoe merchants are looking for- 
ward to a considerable increase in 
volume during the next few months. 
July was a month of sales here, and 
with few exceptions, these sales 
were successful in clearing out the 
odds and ends of summer stocks. 
In fact, in volume, the leading re- 
tail merchants report July business 
this year as in excess of last year, 
and stocks far cleaner and smaller 
than last year. Some of the clear- 
ance sales will extend through the 
first half of August, but many of 
the stores have finished with their 
clearances and are now conducting 
business on their early fall shoes. 
Showings of the latter have already 
become widespread and sales shoes 
are no longer featured. The early 
fall business that has developed al- 
ready has given the merchants some 
idea of what to expect later. 


Early Fall Favorites 


In the main, the outstanding ma- 
terials for early fall at last seem 
to be settled on patent leather and 
black satin. Retail merchants seem 
to be sure of these two materials, 
at least, and their early orders have 
been placed mainly on them. 


Instep Straps Popular 


While the opera pump appears to 
be about the one best pattern, some 
of the merchants note an increas- 
ing call for the rather simple in- 
step strap pump, cut higher than 
the summer pumps. For staple sell- 
ing, this looks like a good pattern 
for New York at least. In order to 
vary the pattern a little, some of 
the shoe men have ordered it with 
two buttons to fasten the single 
strap. 


Dark Browns and Gray Good 


With black settled on as the lead- 
ing color, there is some difference 
of opinion in regard to colors that 
will be “runners up.” The darker 
shades of brown are the most gen- 
erally accepted colors for second 
place, with some retail merchants 
hoting a rather strong tendency 
toward gray. At least one promi- 
nent retail merchant asserts that 
he sold more gray shoes during 
July than he did in April. In the 
garment field there has been a 


smattering of gray sold, more in 
fact than is usual for the early fall 
season, and it is possible that gray 
will develop as a good fall proposi- 
tion. 

In the brown shades, calf and 
satin are given first call. Suede has 
few boosters here. Some black suede 
is being ordered and a little brown 
and gray suede, but it forms only 
a small part of the early fall orders. 

A few special orders for velvet 
also have been received in some 
quarters. These come chiefly from 
the theatrical trade and it is not 
expected to reach any more than 
the usual volume in velvets for the 
fall and winter season. 


Short Vamps Prevail 


While the trend in higher grade 
footwear seems to be definitely 
toward longer vamps and slightly 
narrower toes, there are some mer- 
chants who find their customers un- 
willing to accept them, and it seems 
likely that the short vamp and 
rounded toes will be good sellers 
along with the newer lasts. 


French Heels in Demand 


On the subject of heels there 
also is some variance of opinion. 
Altogether, the spike heel seems to 
be losing some of its popularity. In 
several stores customers are re- 
ported to be calling for French 
heels again. This has not developed 
to a point where the retail mer- 
chants are willing to stock heavily 
on French heels, but the fact re- 
mains that French heels are in bet- 


‘hind June, 


ter demand now than they have 
been for some time. 


Shoe Departments Show 
Gain 


With department store sales in 
the Second Federal Reserve Dis- 
trict, as reported to: the Federal 
Reserve Bank of New York, show- 
ing aggregate sales in June, 4.2 per 
cent larger than in June, 1924, the 
shoe departments in these stores ap- 
peared to have made an even 
greater proportionate gain, as the 
increase in shoe sales was reported 
at 11.5 per cent. This was the best 
showing that shoe departments 
have made so far this year. The 
total gain in shoe departments 
for the first six months of 1925 
over 1924 was 5.6 per cent. Stocks 
on hand at the end of June were 
5.6 per cent larger than at the end 
of the same month last year. 

Chain shoe stores did not do as 
well, the sales in individual store 
comparisons falling 9.8 per cent be- 
1924, although total 
sales were 8.1 per cent larger, due 
to an increase of 19.8 per cent in 
the number of stores reporting. In- 
cidentally the increase in the num- 
ber of shoe stores is larger than 
for any other type of chain stores 
reporting back to the bank. The 
next largest was grocery chains, 
with an increase of 18.8 per cent. 

Total sales of shoes at whole- 
sale in June were 6.3 per cent 
larger than in June, 1924, but for 
the first six months of the year 
were 2.9 per cent smaller than in 
the first half of 1924. Stocks of 
shoes at wholesale at the end of 
June were 20.6 per cent larger than 
a year ago. 





Continued Improvement in 


Brockton’s Shoe Industry 


President John S. Kent of 
Brockton Shoe Manufacturers’ As- 


BROCKTON—The fall season in 
Brockton shoe factories is well 
under way, with prospects favor- 
able for a steady output in local 
plants during the next few months. 
The same is true of the accessory 
lines such as lasts, patterns, and 
various other local products which 
are used in connection with the 
manufacture of Brockton shoes. 
Several men, prominent in the 
Brockton shoe industry are quoted 
in the local press as optimistic in 
regard to business during the fall 
and winter months. Among these 


are: 


sociation. President Herbert L. 
Tinkham of W. L. Douglas Shoe 
Co. President Harold C. Keith of 
George E. Keith Co., President 
William E. Doyle of Wall, Doyle & 
Daly, Inc., Paul S. Jones of Ma- 
whinney Last Co., and John F. 
Teehan of the Dunbar Pattern Co. 
There is a noticeable increase in 
the demand for Brockton shoes of 
the better grades. This of itself is 
encouraging. Skilled workmanship, 
which is an integral part of Brock- 
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ton shoes, is given closer attention 
than ever by heads of factory de- 
partments. Quality of materials 
and frequent changes of styles are 
other features which go to bring 
the Brockton shoe into increasing 
trade favor, especially with the 


buyers of better grade shoes. Ap- 
preciation of real shoe value was 
never so great as it is at the pres- 
ent time, and the demand for better 
grades is steadily increasing. 


Brockton Fair Style Show 
Plans “On” 


Plans are being worked out in 
reference to the shoe style show of 
the Brockton Fair for 1925, which 
will make this feature more promi- 
nent than in any previous year. 
Last year special admission tickets 
were sold to shoe manufacturers in 
Brockton and the South Shore dis- 
trict, which were sent in advance to 
shoe merchants. This year the plan 
will be continued on a larger scale. 
The style show committee of the 
Brockton Fair intends to make the 
present year’s show of special in- 
terest to prospective shoe buyers, 
many of whom are planning to 
come to Brockton this year to see 
footwear exhibited in a unique and 
striking manner. Improvements in 
the runway, decorations and other 
accessories will put the shoe style 
show of Brockton Fair on a firmer 
footing than ever before as a prac- 
tical selling proposition for those 
manufacturers who are exhibitors. 
The Brockton shoe district, produc- 
ing style and quality shoes in both 
men’s and women’s welts, is in a 
favorable position to capitalize its 
assets through the Brockton Fair 
Style Show. More room than last 
year will be available in the Edu- 
cational Building for shoe and 
leather exhibits. Style show models 
will be chosen entirely from men 
and women residing in Brockton 
and the district. 


Style Show Committees 


Frank E. Packard of George E. 
Keith Co. is general chairman of 
the Brockton Fair Style Show Com- 
mittee for 1925. The other members 
are as follows: John S. Kent, M. A. 
Packard Co., honorary chairman; 
William B. Nash, W. L. Douglas 
Shoe Co., style show director; Miss 
Mollie F. Hurley, supervisor of 
models; George M. Rand, Tolman 
Print, Inc., decorations; William W. 
MacArthur, Mawhinney Last Co., 
exhibits; Frank E. Cobb, advisory; 
John S. Kent, Jr., M. A. Packard 


Co., men’s shoes; Frank M. Bump, 
secretary and treasurer; J. Frank 
Beal, music; Miss A. L. Glidden, 
advisory; A. Scudder Moore, elec- 
trical effects. 


Death of Prominent Last 
Manufacturer 

Ellery C. Wright of the firm of 
Woodard & Wright, Inc., last 
manufacturer of Brockton, died 
August 1 at his summer home at 
West Falmouth, Mass. Mr. Wright, 
who was in his 73rd year, had been 
in poor health for a considerable 
period. He was a pioneer in last 
manufacturing in Brockton, the 
firm with which he was connected 
having been established nearly 40 
years ago. Mr. Wright began his 
association with the shoe business 
by working as a laster. With a 
knowledge of shoemaking thus at- 
tained, he came to Brockton, then 
North Bridgewater, obtaining em- 
ployment in a local shoe factory. 
After working in other towns he 
became a member, in 1880, of the 
firm of Churchill, Lee & Co. of 
Brockton, this name being later 
changed to Lee & Wright, last 
manufacturers. Horace F. Woodard 
purchased the interest of Mr. Lee 
in 1886, and the firm became Wood- 
ard & Wright, continuing under 
this style until the present day. Mr. 
Wright invented and patented sev- 
eral devices in connection with last- 
making, among them the E. C. W. 
heeling bolt, utilized extensively in 
manufacturing lasts. Mr. Wright 
was incorporator of the George V. 
Scott Machine Company, of which 
he was president at one time; and 
also an incorporator of the Clark 
Re-lasting and Shoe Treeing Com- 
pany. Aside from business inter- 
ests he was fond of outdoor sports 
and spent much time hunting and 
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fishing. Of late years he has passed 
many months at his summer home 
in West Falmouth. Mr. Wright, who 
was twice married, leaves a widow, 
a son, Louis, two daughters and six 
grandchildren. 


Shoe Shipments Important 
in Postoffice Receipts 


As indicating a substantial gain 
in receipts at the Brockton post 
office, it is of interest to note that 
this city now stands fourth in Mas- 
sachusetts as regards receipts for 
1924, the figures being $444,211. 
This gives Brockton 119th place 
among the 125 leading post offices 
of the United States. Postmaster 
Briggs says in regard to Brockton’s 
prominence among the country’s 
post offices: “Many shoe manufac- 
turers are shipping shoes in single 
pairs; also dozen-pair lots by par- 
cel post. This has done much to 
swell Brockton’s postal receipts. 
Several firms in Brockton do a large 
business in this line, and one of our 
greatest increases in parcel post 
have been the C. O. D. packages. 
Small orders of this sort increase 
the postal business. Also a great 
deal of advertising is done through 
the mails by local shoe manufactur- 
ing and kindred concerns. Brockton 
shoe workers, well educated and 
well paid, contribute a large 
amount of correspondence, so that 
altogether the shoe business in 
Brockton is a most important fac- 
tor in the increase in our post 
office receipts during the past year.” 


Increased Output 
L. Q. White Shoe Company of 
Bridgewater is increasing its out- 
put of men’s shoes by 300 dozen 
daily. The factory is working on a 
five-and-one-half-day schedule, and 
employing many additional workers. 





Trademark Names Will 
Identify Haverhill Shoes 


HAVERHILL — Appreciation on 
the part of local shoe manufactur- 
ers regarding the value of names 
and trade marks in connection with 
the production of shoes, is increas- 
ing. Several concerns are planning 
distinctive names for the lines 
which they produce. They intend to 
familiarize the trade with these 
names through various kinds of 
publicity. Many favorable comments 
have been made by merchants 
throughout the country regarding 


the prominent part played by Hav- 
erhill shoe manufacturers at the 
recent Boston Style Show. These 
have stimulated’ local concerns to 
make further efforts as to identifi- 
cation of their shoes through dis- 
tinctive names or trade marks. In 
this connection, the Haverhill 
Gazette, in a recent issue, printed 
on its editorial page the following 
endorsement of the trade name 
idea for Haverhill shoes: 

“Trade names have become a con- 
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spicuous feature of modern mer- 
chandising. The. benefits are ob- 
vious. Trade marked products have 
a wide public appeal and recog- 
nized marketing value. The Haver- 
hill shoe industry is widely known 
for the style and quality of its 
product. The adoption of trade 
marks to identify the products of 
our factories as an exclusive article 
of trade commands our approval. 
Aided by high standards of style 
and quality, it should not be diffi- 
cult to educate the public to recog- 
nize Haverhill-made shoes by trade 
names.” 


Shoe Concern Increasing 
Output 


The Rickard Shoe Co., by reor- 
ganization of departments in the 
No. 1 plant, has increased its daily 
production of women’s turn foot- 
wear by 500 pairs daily. The No. 1 
factory was formerly devoted to 
women’s welt production. A new 
line of turn machinery has been in- 
stalled to supplement the produc- 
tion of turn shoes in the No. 2 fac- 
tory, known as the Claremont Shoe 
Co. 


Shoe Manufacturer’s Son a 
Star Golfer 


John R. English, son of Phil Eng- 
lish, Jr., of Witherell & Dobbins 
Co., Haverhill shoe manufacturers, 
is, at the age of 15 years, playing 
high class golf. Young English en- 
tered in a three-day tournament 
held recently at Plymouth and 
Scituate, Mass. In the former 
course, he registered a gross of 81 
and a net of 66, while at Scituate 
he had a net score of 72. Although 
a mere lad, he has been playing 
golf for six years under the tutor- 
ship of a professional at the 
Plymouth golf course. Phil Eng- 
lish, Jr., who is well known to shoe 
merchants all over the country, is 
naturally proud of his youngster’s 
ability, and he says he hopes the 
boy is at the beginning of a golfing 
career which will place him among 
the top-notchers. 


Buyers Continue Hand-to- 
Mouth Purchasing 


It is noticeable that shoe buyers, 
while interested in Haverhill lines 
to the extent of placing substantial 
orders, are as a rule confining their 
purchases to immediate needs. This 
is a continuation of the policy 
which has been in vogue for many 
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months, and one which seems to be 
practically universal among retail 
shoe merchants. A local manufac- 
turer, in commenting on this situa- 
tion, said: “One extreme always fol- 
lows another, and this buying close 
to needs is just a reaction from the 
placing large orders in advance, 
which was the case three or four 
years ago. Shoe prices and trans- 
portation facilities are today favor- 
able for hand-to-mouth buying on 
the part of the merchant. The same 
is true, of course, for the manufac- 
turer, who has to govern his pur- 
chases by the way in which his cus- 
tomers buy their shoes. At the same 
time, the fact should not be over- 
looked that it is wise for manufac- 
turer and merchant to have reserve 
stocks on hand. This was illustrated 
during the present summer by the 
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early and abnormal appearance of 
hot weather, which prevailed in 
many parts of the United States, 
and the consequent tremendous 
shortage of white shoes in retail 
stores. Similar conditions may arise 
at any season of the year, due to 
weather conditions, when retailers 
would be caught short of season- 
able and salable footwear. If condi- 
tions should arise which tended to 
restrict the output of materials and 
thus bring manufacturers short of 
supplies, retail merchants would be 
in a position where they would lose 
money, sales, and profits. If mer- 
chants, while buying conservatively, 
would nevertheless anticipate their 
future needs, they would be sure 
to have an adequate stock from 
which to supply their customers’ 
needs at any time.” 





Better Business Is the 


Report from Lynn 


LYNN—Business in good volume 
may again be reported. Salesmen 
continue to send in additional or- 
ders. Improvement is noted all 
along the line. Better circumstances 
of Lynn manufacturing, as well as 
improvements in general conditions, 
doubtless combine to lead to the 
better times now prevailing. Opti- 
mists are beginning to predict that 
the output of shoes for the last half 
of the year will exceed that of the 
first half, which is unusual, for, in 
the Lynn trade at least, the spring 
and summer season is the better of 
the two seasons of the year. 


A Style Summary 

Black leads in colors, with pat- 
ents and satins foremost, and 
suedes and velvets coming after- 
wards. The output of black shoes 
appears to be larger than for a 
number of seasons. 

Colors, as used, are modest, and 
mostly of the brown tones. Reptiles 
grains are used for trimmings. 
Bronze is again reported. 

A new last shows a vamp, 3% 
inches in length, which is unusual. 
Another new last shows a heel 
1744/8 high, which is also unusual. 

Novelty oxfords appear to be 
gaining. They show combinations 
of leather, as, for instance, oxfords 
of patent leather, with trimmings 
of dull kid, the trimmings consist- 
ing of lace stays, and a narrow col- 
lar along the seam of the circular 
vamp and quarter. 


Others of these novelty oxfords 
have open fronts of one sort or 
another. 

Plain pumps, and Regent effect 
pumps, are selling. Gore styles are 
as good as ever, especially when 
trimmed with pretty ornaments. 
Another new development of one 
and two strap patterns, and loop 
strap effects is reported. Three 
straps are mentioned, and southern 
ties are being made. 

School shoes are in brisk demand, 
and Christmas slippers are selling. 


Buys Box Business 


The United Shoe Machinery Co. 
has bought an interest in Hoague, 
Sprague Co., Lynn, who own a 
chain of ten factories in New Eng: 
land and New York, making car- 
tons and boxes for the shoe and 
other trades. Messrs. Hoague and 
Sprague, manager of the corpora- 
tion bearing their name, will con- 
tinue as its managers. 


John Coolidge Sees Shoes 
Made 


John Coolidge, son of President 
Coolidge, visited the factory of A. 
E. Little & Co., Lynn, last week, and 
saw shoes made. He was so inter- 
ested that he stayed in the work- 
rooms until after the noon whistle 
blew. Then he got a quick lunch and 
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returned to the factory. A pair of 
shoes was made for him, according 
to measurements of his feet. 
Young Mr. Coolidge also visited 
the United Shoe Machinery Co. 
shops in Beverly, and saw the 
manufacture of shoe machinery. 
He was accompanied by a group of 
officers of the U. S. Marine Corps. 


A New Arch Feature 


Murphy, Gorman & Waterhouse 
have added to their novelties some 
smart looking shoes that have ex- 
tra shank reinforcements. A special 
steel shank piece is riveted into the 
shank, between soles, and a special 


arch-fitting counter, with extension 
wings is used. The shoes look light 
and dainty. They have wood heels, 
and a wood heel style, with an arch 
support shank. 


New McKay Line 


The Cotter Shoe Co. is getting out 
a new line of novelties, fine McKay 
stitched, wood heels, smart patterns 
and choice selections of materials. 
The shoes are in popular grades. 
Frank Sarra, who was formerly 
with J. J. Grover’s Sons, as style 
and quality man, has become pro- 
duction manager for the Cotter 
Shoe Co. 





Trade in General Is Fairly 
Brisk—A Style Summary 


PHILADELPHIA—Sales at re- 
tail during the past week were 
fairly satisfactory and were equal 
to those of the corresponding week 
of 1924. 

The Remy Shoe Company reports 
that the wholesale shoe business is 
fairly active. In the men’s lines pat- 
ent leather and a light shade of tan 
ealf in oxfords are selling. In 
women’s lines this firm is featuring 
black velvets. Black satins are also 
selling. It is felt that there will be 
some call for brown suede. The de- 
mand for whites has declined. This 
firm reports that patterns are 
plainer and that prices are some- 
what easier. 

Shoe manufacturers report vary- 
ing degrees of activity in their 
trade. Most of them have received 
some orders for fall. Some of the 
factories are working fairly close 
to capacity on fall footwear for 
which orders are on their books 
while others find buying a little 
sluggish. One factory making wom- 
en’s high-grade shoes finds some 
buying of black suede, glazed kid, 
patent leather and satin in pumps, 
buckled shoes, and strap effects. An- 
other factory finds buying for fall 
distributed over black and brown 
calfskin, ooze and glazed kidskin. 
Strap effects, operas and gores are 
the chief patterns. A maker of chil- 
dren’s footwear reports that the 
bulk of the demand is more for tans 
and patent leather. The demand for 
high shoes and low shoes is about 
equally divided. Patterns in a gen- 
eral way are reported by various 
manufacturers to continue their 
trend towards plainer effects, 
though fairly fancy models still 


move in the trade circles without 
much delay. Prices are said to vary. 
In some quarters it is reported they 
are holding their own while in 
others slight advances are noted 
and in still other concessions are 
said to be available. 


Sole Leather Somewhat 
More Active 


Tanners of sole leather report 
that there has recently been an in- 
crease in activity in the buying of 
factory leather. This is felt to have 
been the result both of the receipt 
of some orders for fall footwear by 
the factories and the growing con- 
viction that sole leather prices are 
about as low as they will be for some 
time to come. There has been no 
general departure from the habit of 
buying for immediate needs only, 
though some factories have taken a 
little leather beyond their imme- 
diate wants. 


Glazed Kid Active 


One manufacturer of glazed kid 
here reports that his plant is run- 
ning at about 65 per cent of its ca- 
pacity and that most of its output 
is moving directly into the regular 
trade channels without the neces- 
sity of being put on his shelves. 
The demand for both black and 
colors is said to be active though 
the demand for colors is somewhat 
more active than that for black at 
present, especially a light shade of 
tan known as Cochin, Sudan and 
apricot. Trimming and lining stock 
in colors are also being asked for. 
All grades of skins from the top 
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selections to the bottom are selling 
in colors. In black the bulk of the 
demand has been for the top grades 
but the trade is now beginning to 
get some orders calling for the 
medium priced selections. The two, 
three, and four foot skins are more 
active than the larger sizes. 


Fall Buying Active 


The John F. McIlvaine Company 
reports that fall buying at present 
is fairly active. The demand for the 
most part is for black suedes, pat- 
ent leather, and velvets in strap 
effects and plain pumps. There is a 
little buying of bronze shades of 
kid and patent leather to tone in 
with purple shades of clothing be- 
ing worn. There is very little call 
for combinations, the bulk of the 
demand being for shoes of one ma- 
terial and of orie color. Patterns are 
fairly fancy in spite of the trend 
towards plainer styles though there 
has been a modification in the ex- 
tremes of the past six months or a 
year. Prices are holding firm and 
there are no indications of any 
changes in the near future. 

Many of the well-known figures 
in the local shoe trade are away 
from town on pleasure trips. One or 
two of the factories recently closed 
down entirely to let all of the em- 
ployes in the plants get away for a 
week or two at one time. 


Features Clearance 


The Strawbridge and Clothier 
Department store recently held a 
clearance sale of footwear. Prices 
ranged from $1.50 up to $7.95. At 
the former price the store offered a 
lot of women’s low white shoes in a 
variety of styles and leathers. At 
the latter price the store offered a 
lot of men’s high-grade oxfords in 
all styles and leathers. 


Sale at $6.75 Featured 


Winkelman’s store on Chestnut 
street recently held a sale of foot- 
wear at $6.75. Included in the offer- 
ings were operas, operettas, buckle 
pumps, strap pumps and tongue 
pumps. The materials included all 
of the store’s whites, satins, suedes, 
patent leathers, colored velvets and 
dull kids. 


Shoe Merchant’s Son 
Produces Opera 


Philadelphia shoe men were in- 
terested in the recent announce- 
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ment that George Antheil, the 
young American composer, will in 
the fall produce in London his 
opera, “The Cyclops.” Mr. Antheil 
is the son of Henry W. Antheil, a 
shoe merchant who conducts a store 
at 137 North Broad street, Trenton, 
N. J. His father is well known in 
Philadelphia trade circles and was 


BOOT 


formerly in the wholesale shoe busi- 
ness. 


Takes Over Store 


Samuel Rosman, interested in 
shoe stores in Philadelphia, Read- 
ing and Camden, has announced 
that he will shortly take over a 
store on King street, Lancaster. 





White Footwear Continues 
Popular—Many Clearances 


ROCHESTER—Clearance sales 
are still being featured in Roches- 
ter shoe stores and favorable re- 
sults are reported in most of the 
downtown stores in spite of the fact 
that sales were started before the 
fourth and have continued through- 
out the month. 

White footwear still continues in 
public favor and local merchants re- 
port that this has been one of the 
most successful white shoe seasons 
that they have ever enjoyed. 


In the men’s shoe stores light 
weight oxfords are reported as be- 
ing the big sellers and local mer- 
chants are enjoying a very satis- 
factory business in light weight 
footwear. 





When you harness “energy” with 
“common sense” and then let "’sys- 
tem” be the guiding reins, there is 
no limit to the distance you can 
travel—John Miller Wyatt in 
“Walk-Over Shrapnel.” 





Park-Brannock Shoe Co., one of the leading retail shoe stores of Syracuse, 
N. Y., presented one of the most interesting exhibits at the recent Centen- 
nial Celebration in that city. Robert Park of the men’s department, who 
was in charge, decided to feature a shoe with a talking point and, there- 
fore, built his display around Arch Preserver Shoes. In the background 
was hung a large electric Arch Preserver Shoe sign, and on the counter 
each side, were cards and diagrams showing exactly how the shoe helps 
the foot. Displays of shoes in different stages of construction were also 
shown. An X-ray machine was placed at the front of the display, and each 
day men and women were shown the condition of their feet. It was inter- 
esting to note that this machine showed a great number of short-fitted 
shoes. More than a thousand men and women became interested in the 


Park-Brannock method of fitting the Arch Preserver Shoe and left their 


names and addresses. The company took advantage of this and mailed 
them letters. 
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Higher Freight Rates 
Would Hit Haverhill 


Haverhill — The proposed in- 
creases in freight rates on leather 
by railroads in the East would, ac- 
cording to statements by repre- 
sentatives of the tanning industry, 
make an increase of several mil- 
lions of dollars yearly in the cost 
of leather shoes and other commod- 
ities. The Tanners’ Council of 
America is appearing in Washing-. 
ton in opposition to the suggested 
changes. The increases contem- 
plated would affect principally New 
England and the East, but would 
be felt in all territories east of the 
Mississippi and north of the Ohio 
rivers. Every manufacturer of 
leather and leather products in 
New England would be called upon 
to bear a share of the burden, 
which would necessarily be passed 
along to the consumer. Haverhill 
shoe manufacturers are vitally in- 
terested in this matter, and the 
shoe trade in general is joining 
hands with the leather trade in 
fighting the proposed higher 
freight rates. 





Leopold Freiburger Is Dead 
Fort Wayne, Ind.—Leopold Frei- 


burger, one of the founders of S. 
Freiburger and Brother Company, 
wholesalers of shoes and leather, 
died at the home of his son here, 
July 22, at the age of 90 years. He 
had retired from active participa- 
tion in the business about twenty 
years ago, at which time the part- 
nership existing between him and 
his brother was dissolved and a 
corporation formed. Mr. Freibur- 
ger was born in Wurtemberg, Ger- 
many, coming to this country in 
1856. He is survived by two sons, 
Joseph and Herman, of this city, 
and by one daughter, Mrs. Henry 
Friend, of Chicago. 


Colonel Shedd on Vacation 


Boston—Benj. B. Shedd of Ameri- 
can Oak Leather Company and 
colonel of the Two Hundred and 
Forty-first Coast Artillery Corps of 
the Massachusetts National Guard, 
left Boston, Aug. 2, with regiment 
for Fishers Island, New York, for a 
two-week period of intensive train- 
ing. Colonel Shedd has issued an 
invitation to all his friends in the 
shoe and leather industry to visit 
him. Practice firing with the big 
10 and 12 inch guns, he announces, 
will be -held between August 10 
and 13. 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
@EN'S FINE SHOES EXCLUSIVELY 














Shoe Style Flashes 


Lynn—Three new lasts are in the 
line of the Artcraft Shoe Co. They 
have somewhat rounded toes, and 
heels, 12%/8, 15/8 and 17%/8 
high. Patterns, in the Artcraft line, 
show novelty oxfords, and new 
pump effects. One novelty oxford 
has an open bar front, and the bars 
are drawn together with a silk lace. 
A new loop pump, in the Artcraft 
line, is ingeniously made. It has a 
pretty center piece of metal. This 
center piece is attached by webbing 
to the strap of the shoe. The web- 
bing is concealed by the leather of 
the strap, and a flexible strip of 
metal, concealed under the lining, 
keeps the strap snug down to the 
webbing which it conceals. Patents 
and satins are used mostly. Shoes 
show clever appliques. The factory 
is at capacity. 
































Howard f SHOES 


BROCKTON, MASS. 


Address all communications to the factory. 

















“HIGHEST GRADE ONLY 
EAST EST ORADE USA. 


MARCUS W. 
McWEENY 


Proprietor of the 

Physical Culture 

Shoe Shop, 2 Park 
Square, Boston. 





Machine Company in New 
Quarters 


Haverhill—The Busfield Machine 
Co., established nearly 50 years 
ago, and one of the oldest concerns 
in this line in the United States, 
recently removed from 72 Washing- 
ton street, where it has been located 
for nearly 40 years, to new quar- 
ters on Walnut street. The new lo- 
cation was formerly the plant of 
W. D. V. O. Kimball Shoe Co. The 
Busfield concern specializes in wood 
heel machinery, which it ships all 
over the world. It has equipped 
many large plants throughout the 
United States, Cuba, and other for- 
eign countries. The new location 
provides much needed room by af- 
fording larger facilities for the 
various departments. 
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STOCK DEPT. 5 
SNAPPY SNAPPY 
ACTION! STYLES! 

*They’ve } yd to s- pees ag 
to be Sna 

THE STETSON ven CO., Ine. \ 26 
Seuth Weymouth, Mass. 











SNAPPY SHOES 
FOR YOUNG MEN 
Up w the minute ns * 
Investigate. , 
CRAIG-REED & —--} Inc. 
Brockton 








BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 

















88-90 Reade St. New York 
AUCTION TRADE SALES 
of 
SHOES AND RUBBERS | 
Every Wednesday and Friday t 





{WHERE TO BUY 


Stylser Comfort Shoes 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane 8t.. 
New York City 
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Cote ° 


The Quality 
Pullman Slipper 


RED BLACK TAN 


SWAN SHOE CO. Baltimore, Md. 

















PARISTYLE FOOTWEAR MF@. GO., INC. 
41-45 Washington Ave., Brooklyn, N.Y. 
Chicage Security Bidg., 189 W. &. 

TIGHG a MULES and D’ORSAYS 

















Many <n ee and 
ble styles constant- 
2. Said ber betons gules Wee. 

















shoe patterns 


ARLE SHOE PATTERN Co 
50 MAIN ST, BROCKTON, MASS. 


FOR MEX’S 








Maicello, Designer, Goes to 
Europe 


Charles Maicello, pattern de- 
signer for American Shoe Co., 
Brooklyn, N. Y., is off for a three- 
months’ stay in Europe. The trip 
will combine both business and 
pleasure, and while abroad Mr. 


CHARLES MAICELLO 


Pattern designer for American 
Shoe Co. 


Maicello will visit all of the prin-- 
cipal centers, with a view to sensing 
the style situation and broadening 
his knowledge generally. Mr. Mai- 
cello anticipates bringing back with 
him many style ideas which can be 
readapted in “Americanized” pat- 
terns. 


“Farm Wages” Check 
Forged 


Two stores in Fort Atkinson, 
Wis., cashed a check for a clever 
forger. The man posed as a farm 
laborer and presented a check 
labeled “Farm Wages” in payment 
for his purchase. Receiving the 
change, the man left the shoes say- 
ing he would call for them later, but 
failed to return. It was later dis- 
covered that the signature and the 
man’s indorsement on the check 
were the same. 








Shoes Carry Ornaments 


The Harney Shoe Co. is cutting 
chiefly patent satin and velvet, and 
some black mat kid. Patterns are 
mostly of plain and strap styles, 
and of styles to be trimmed with 
ornaments. Heels are running 16/8 
high. 














All Leather Gym Shoes at $1.00 a pair 








BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 








John E. McNamara -- Haverhill, Mass. 








BALLET SLIPPERS — IN STOCK 
of the unusual kind 
Style BI02 Glazee 
Kid. Bett Too 
6-11 2%-8 


11%-3 
$1.30 86$1.35 8 «$1.45 


SCHWARTZ & HERDER 
Ine. 


Specialists in Ballet Manufacture 
241 Ne. tith Street - . Philadelphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr 
$1.15 pr. 


SHOE FINDING CO oon 
147 Duane St., New York, N.Y. 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 


Gym Shoes Ne. =. 
2% wo7 $1. 








Athletic Shee Mig. Ce, 124 N. Third St., Philadelphie 
QUALITY BALLETS— arvix 


Seft Tee Hard Tee 
“eZ 1s 





ei 
it 


(Se extra 
Alse Men’s and Women’s Slippers of every deseription. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 





Send for 


sale. Sa ge 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Ground Gripper Has Annual 
Outing 
Boston—The annual outing of the 
Ground Gripper Shoe Co., Inc., was 
held under most auspicious condi- 
tions on Wednesday, July 29. The 
group of 250 employees and execu- 
tives of the firm gathered at the J. R. BEATON COMPANY, Inc 
factory on Linden Park street in 33! FOURTH AVE.. NEW YORK 
wieuaves Turn Shoes Roxbury at 8 A.M. They embarked 
Jobbing Exclusively in six motor coaches and 25 pleas- 
F.S. ae ee co. ure automobiles for Fieldston-on- 
Boston Office, 183 Essex Street the Atlantic, Marshfield, Mass. Each 
person had a noise-maker, and with 
the banners and streamers with 
which each car was bedecked, the 
populace along the way knew that a 
good time was in progress. Arriv- 
ing in Fieldston a group picture 
was taken and immediate plans 
made for a baseball game between 
taste, DR A POSNER SK wet the married and single men, which 
resulted in a two to two tie. After Pecan md ag" cd 
dinner games were participated in 
and bathing. The owners of the NU-SHINE 
pavilion turned the entire premises Restores Color 
over to the company. There was a ee 
dancing in the afternoon and eve- Sy Shoes aook New 
ning, bowling, etc. NU-SHINE Co. 
The outing waa ably managed by Mkt. St. Reidsville, N.C 
a committee headed by Superinten- 
dent J. H. Van Kleeck, Jr., and 
President Fred Farwell. Ground 
Gripper employees are one big 
family, and the spirit of good fel- 
Reckiand, Mass. U. 8. 4. iowship which permeated the day’s 
IN STOCK MADE TO ORDER activities was very manifest. “All 
hands” voted this year’s outing 
“the best ever,” and intend to re- 
peat at the same place next season. 


Parking Problems 
Discussed 


Milwaukee—Shoe merchants con- 
nected with various business or- 
ganizations in the down-town busi- 
ness district are taking an active ATLANTIC PRINTING CO. 
part in the attempt to have a new Producers of Distinctive 
parking ordinance passed by the Shoe Catalogues and 
common council in order that peo- Shoe Booklets 

Osseo ple will not be confused as they are 201 South Street Tichee. Blass. 

ee \7541/- under present rulings. An ordinance Telephone, LIBerty 8673 

‘ presented before the common coun- 
cil by Lieut. A. J. Murray of the 
police traffic department, about a MULTYIGRAPH PLATES 
year ago, was successfully opposed COMPLETE SERVICE 
by the Grand Avenue Business ee a ee 
Men’s Association on the grounds Write for Prices 
that it did not provide enough time UNIVERSITY ELECTROTYPE FOUNDRY 
for parking in this district. How- CAMBRIDGE, MASS. 
ever, members of this association, 


ll as the Lower West Side 
EMIL RUBLACK | ‘4...- aie No matter what policy you may 
Advancement Association, held a in sellinia to the al leaiie. 


Pri wow Sele Ticke joint meeting at which the general 
icket: 
prae ee ‘ecg opinion was that some steps must nevertheless you need the 
uest 


be taken to eliminate the all-day | Boot and Shoe Recorder 



















































































140-142 WEST BROADWAY : . 
parker and to establish definite 
No. 250. $2.50 per 100 Gemstones rans periods for parking. ALL THE TIME 
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Russell ManufacturingCo. 
Middletown, Conn. 


The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 





CREESE & COOK CO. 
'sooertes at Danverspert 95 Seuth St., Besten, Mass 








Beggs & Cobb, Inc., Boston, Mass 


West Virginia 


Adds to the Wearing Quality 
of the Shoe. 
Pulp Products Department 
W estVirginia Pulp& PaperCompany 
troit NewYork Chicago 














fT. W.GODSOE, Pr. __ F. B. JONES, Treas. 
W.G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 














L. B. Cahill Returns from 
Canada 


Cincinnati—L. B. Cahill of The 
Cahill Shoe Co., Cincinnati, re- 
turned to the plant, after spending 
a month’s vacation in Canada. 
Larry says that the import duty on 
shoes into Canada amounts to four- 
teen per cent, which practically ex- 
cludes American made footwear 
from the retail stores there. 


Shoe Store Sells Lease 


Fort Wayne, Ind.—A. A. Fred- 
erick, proprietor of Frederick’s 
Fashion Bootery, has sold his lease 
to a clothing concern which took 
possession August 3. At the present 
time, Mr. Frederick is undecided as 
to his future plans, “Going to look 
around some” is the way he puts it. 
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American Hosiery Popular 


Milwaukee—American hosiery is 
preferred in foreign countries, our 
greatest competitor in the lower 
grades being the German manufac- 
turers, according to P. J. Urme- 
neta, export manager for the Phoe- 
nix Hosiery Co., who has just 
returned from a business trip, dur- 
ing which he visited some sixteen 
countries, including points in Asia, 
Africa, Australia and Europe. He 
states that competition from other 
countries is limited. 

“Everywhere abroad business 
conditions are improving and there 
is an increased demand for Ameri- 
can manufactures,” he said. “This 
is caused by better labor conditions. 
In some of the countries where 
labor has in the past received very 
low wages this condition is chang- 
ing. Modern ideas are being ac- 
cepted. Labor is getting higher 
wages, which means that the 
workers have more to spend. The 
natives are copying European and 
American ways of living.” 





Strong School Shoe 
Stitchdowns 


Lynn—John E. Scott Shoe Co. 
is making stitchdown shoes, for 
school wear, that can be repaired. 
It uses no metal in the foreparts. 
Instead of stapling shoes, after 
lasting them, it “Puritan” stitches 
them, so there is no metal in the 
forepart of the shoe, to trouble the 
cobbler when he undertakes to sew 
a new sole to them. These shoes 
have two soles, and after the outer 
sole is worn, it may be renewed, the 
same as the outersole of a welt. The 
shoes are called “Nu-Welts for 
School Wear.” 





A Deserved Promotion 


Racine, Wis.—N. B. Peterson has 
been promoted to the managerial 
position of the local Feltman Curme 
store. He is a Racine boy, having 
been with present firm for a num- 
ber of years. 


New Bench Made Turn 
House 


New York City—Arthur Bender, 
for a number of years intimately 
associated with the manufacturing 
and marketing of women’s high- 
grade footwear, has started the 
organization of Arthur Bender, to 
conduct the business of bench made 
turns, exclusively, at 692 Broadway 
and 4th street. 





101 


The Aim of the Stevenson 
Plan 


Says Shoe and Leather News of 
London: The position of rubber is 
very interesting, and the way the 
situation has evolved illustrates the 
unexpected way in which the “best- 
laid schemes o’ mice and men gang 
aft a-gley.” 

It will be remembered that dur- 
ing the war, and on account of the 
tremendous demand for the ma- 
terial, the production of rubber was 
greatly increased. Afterwards there 
was a big slump in the demand, 
likewise a big supply, and the price 
dropped to most unremunerative 
figures. Unless something was done 
it was seen that disaster would 
overtake many plantations, and as 
the production of rubber was 
mainly a British monopoly, and the 
mainstay of some British depen- 
dencies, the Government was pre- 
vailed upon to come to the assist- 
ance of the rubber planter. Even- 
tually the Stevenson scheme was 
evolved, by which the production of 
rubber, or rather the export of it, 
was to be reduced until the market 
price stabilized round about 1s. 3d. 
a lb. When the demand caused the 
price to be exceeded there were to 
be up to 10 per cent increase of 
export permitted; the professed 
idea being to keep price fairly 
stable at a figure which was fairly 
remunerative. 


Raw Rubber Quadruples Price 

Owing to the greatly extended 
uses to which rubber is now put, 
the 10 per cent increase is stated to 
be equal only to two days’ extra 
supply, and there may only be one 
increase each three months. The re- 
sult is that instead of the raw rub- 
ber being at 1s. 3d. a Ib., or even at, 
the 1s. 6d. which was contemplated 
it might reach, it is at the time of 
writing being quoted at 4s. 4d. a Ib. 

Undoubtedly the matter is an 
anxious one for those trades who 
use rubber to any extent, and one 
can understand there is some agita- 
tion to have the Stevenson scheme 
abolished, or at least very consid- 
erably amended. To boot and shoe 
manufacturers who have commit- 
ments for footwear with crepe rub- 
ber soles, and whose requirements 
are not well covered, the matter is 
one of some concern, but it is also 
interesting as showing the extreme 
difficulty of interfering with the 
supply of a product in general de- 
mand without hurt to others and 
perhaps injury to the industry 
concerned. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





Sh, 7, 








M2CCASINS--Wanted 
with established trade to represent high- 
grade line of moccasins in New England, 
Pittsburgh and vicinity, Ohio, Oregon and 
Washington, and other good territory. Highest 
commission. Twelve samples. Stock proposition. 
Address B-600, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





GALESMEN WANTED for South Dakota, 
7 Kansas, Colorado and New England states 
to carry our line of soft soles, first step turns 
and baby welts. Line can be carried in connec- 
tion with non-conflicting line. Liberal commis- 
sion paid to salesmen of real selling ability. 
Samples now ready. H. H. Freeland, Inc., 
Rochester, N. Y. 


Two EXPERIENCED shoe salesmen to cover 
established trade in Hudson river section of 
New York and state of Connecticut for well 
known New York wholesale house. Must own 
car and live in territory; 5 per cent commis- 
sion; drawing account. Address Box K-813, 
care Boot and Shoe Recorder, 127 Duane St., 
New York City. 


GALESMEN WANTED—Men with estab- 
lished trade to carry our soft soles, infants’ 
and children’s turns and stitchdowns in con- 
nection with present line. Our line is well 
known and we pay highest commission. Desir- 
able territory open. Give full particulars in 
first letter. J. J. MacMast , B. ¥. 


WELL KNOWN line of men’s and ladies’ 

shoes is open for a salesman for the states 
of Texas and Oklahoma. Only men of proven 
ability and who can supply excellent sales 
records and references will be considered. This 
is a big buyer’s line and not a small store 
proposition. Address B-597, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill 


GALESMEN WANTED—Resident 




















We want experienced salesmen 
for particulars, giving references. 





Western Pennsylvania 


cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Geodyear” Welt and Nailed, in Blucher, Outing and Moulder. Write 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 





The NEENAH SHOE COMPANY has the following territory open: 
MINNESOTA, ere. NORTH AND SOUTH DAKOTA, TENNESSEE, ALABAMA, 
ENTUCKY, MARYLAND, DELAWARE, VIRGINIA . 


High-Grade Boys’ Welts of an established quality and style. Can be handled with a non- 
—— quality line. Straight liberal commssion basis. 
ith established following need apply. Give full particulars and references. NE 


COMPANY, Neenah, Wis. 


ALESMEN WANTED—To sell on commis- 
sion our line of high-grade stitc ‘ 
infants’, child’s, misses’, little gents’ and 
youths’ instock, for Indiana, Michigan (except 
Detroit), California. Address B-596, care Boot 
Shoe Recorder, 207 South Street, Boston, 





ANTED — Resident representatives for 
highest grade soft sole leather slippers, 
territories open. Wonderful opportunity for 
men with a following. Address B-598, care 
of and Gee Recorder, 127 Duane St., New 

or! 


GALESMEN—All territories, retail trade, in- 
teresting priced side line felt ——— your 
opportunity. Address B-599 and 

Shoe Recorder, 207 South Street, Desten, Mass. 








tatives for popular-priced line of 7 
novelties, in-stock, for Pittsburgh, Detroit and 
surrounding territories. Also seve able men 
for Men’s in-stock shoes for Greater New 
York, New Jersey and Pennsylvania. Answers 
are treated confidentially. Address K-812, care 
ad on -* Recorder, 127 Duane St., New 

ork, N. Y. 


“HOE SALESMAN wanted who is intimately 
acquainted with the jobber trade in all 
states, one with interest enough in his work 
to invest $5000. Plenty of money now in the 
company, but small investment required to 
demonstrate salesman’s ability ba sell shoes in 
volume to retail for $4.00 and $5.00. ——— 
ment of Conveyor type and F way of the fi 
and most modern in the U. Address B-601, 
care Boot and Shoe Recorder, S07 South Street, 
Boston, Mass. 





OVELTY HOUSE has opening for sales- 

men with following territories: New Jer- 
sey, Washington, Baltimore, Detroit, New 
York State and City. References. Shoe 
Co., 16 Hudson St., New York. 


ALESMAN to carry nationally-known 
of Turn Boudoir Sli in colored 
ers and quilted satins (leather soles), 
Slippers, soft and hard 
B-6557, care Boot and Shoe 
St., Boston, Mass. 











resentatives 


Only experienced 
AH SHOE 





SChildren’s shoes in Turns, Stitechdowns and 
McKays. Stock proposition. 7 per cent commis- 
sion. Popular prices. producers need 
apply. Following states open: Washinzton, 
Oregon, California, Arizona, New Mexico, 

South Wiscon- 


+ Rochester, 





— WANTED. Experienced shoe 
salesmen, with established = to cover 
the following states: Indiana, inois, Ten- 
nessee, ia, Florida, North“ coroling’ South 
Carolina, nia, Washington, Oregon, 
» North and South Da- 

line of children's 





B-569, and Shoe Recorder, 201 
South St., Boston, Mass. 


Erecent our lin SALESMEN wanted to rep- 
resent our line of Infants’, Children’s and 
and . in Pennsyl- 

a ‘ona Indiana, Michigan, North Dakota, 
South Dakota, Nebraska, Colorado, Kansas, 
Arkansas, Utah, Nevada, Oregon, Idaho and 
Illinois. Strictly 7 per cent commission, stock 
ition. with established trade 











WANTED 


Real Shoe Salesman for Western Pennsylvania to carry 
our lines of soft sole leather house slippers and snappy 
line of children’s triple sole, double stitched Welt shoes. 
Seven per cent commission paid. Fullest office co-opera- 
tion. Address B-604, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





Real Opportunity 
Side Line Salesman 
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SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





| i her mmm SALESMAN with established 
trade wanted, west of Mississippi, to 
carry side line of quick selling, medium grade 
Genuine Goodyear Welts; 7 per cent commis- 
sion basis. Address B-582, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








Seymour 


Troy & Co., Inc. 


Has an opening for a 
high-grade salesman. 


One acquainted with Mid- 
dle West and Coast trade. 
Commission basis. 


Seymour Troy&Co., Inc. 
75 Front St. Brooklyn, N. Y.. 








ROMINENT Cincinnati manufacturer 

of women’s high-grade, medium- 
priced Welts and McKays wishes first- 
class salesman by September 25 for 
following territories: One consists of 
Florida, Georgia, Alab T 
and part of Kentucky. Line generally 
known in these territories and have 
certain amount of established business 
to turn over. Applications will only be 
considered from men who heve been 
making the territory and have follow- 
ing there. In reply state age, names of 
factories traveled for, present connec- 
tion, amount of sales, references and 
exact working arrangement desired. 
Unless these facts are given in first 
letter application cannot be considered. 
Roth Shoe Manufacturing Co., Cincin- 
nati, Ohio. 











Salesmen Wanted 


Two salesmen of good char- 
acter with established retail 
shoe trade. One a resident 
salesman for Maine and 
New Hampshire. One for 
Boston and suburbs. To sell 
a complete line of shoes, 
rubbers and findings from 
in-stock. Address B-584, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














Salesmen wanted, with established 
trade, to carry as side line all er part 
of young ladies’, misses’, children’s, in- 
fants’ and boys’ in stock shoes, Chicago. 
7% straight commission. References 
required. We have the following terri- 
tories open: Arkansas, California, 
Idaho, So. Illinois, So. Indiana, Kansas, 
Kentucky, Louisiana, Detroit, Ne. Michi- 
gan, Minnesota (exc. Minneapolis and 
St. Paul), Montana, Nebraska (exc. 
Omaha), New Mexico, No. Daketa, Ore- 
gon, Se. Dakota, Tennessee, Washing- 
ton, West Virginia, No. Wisconsin, 
Missouri, Nebraska. Address B-546, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


WANTED—EXPERIENCED SHOE 
SALESMAN 
to sell “Hunkidori” shoes, boots and 
pacs in Idaho and Montana, established 
territory. State experience and refer- 
ences in application. R ws Made Shoe 


Co., Chippewa 





NO ORDER-TAKERS WANTED 
If you are a salesman trained in selling 
men’s shoes to quantity buyers, we have 
a territory and a proposition for you. 
Unusually liberal commissions, and a 
line of shoes to retail at $5 and $6 that 
t be d elsewhere. 


Samples ready ae 15. Speak yg oh 
Address Bowen, Boot and 
Recorder, 1627 avast | St., St. Levis, | Me. 














We are now considering applicants for 
nnesota, W cond 


Mi ashington Oregon, and 

Interested only in successful, 
high-grade salesmen desiring to connect 
permanently with nationally known 
organization. Give references and com- 
plete detzils. Applications treated in 
strictest . Harsh & Chapline 
Shoe Co., Milwaukee, Wisconsin. 














POSITION WANTED 


OSITION WANTED—Rubber manufactur- 

er’s representative seeks opportunity with 
progressive house making line of rubber and 
composition heels, soles and footwear. F 
familiar with New England, New York, and 
Pennsylvania Territory. Address B-605, care 
Boot and Shoe Recorder, 207 South St., Boston. 








OSITION WANTED—A live-wire retail 

shoe man, 25 years of buying and managing 
a very modern shoe business is now available 
at once; can take full charge or any part of 
any kind of a shoe proposition; will go any 
place you want to send me; can give best of 
references; let’s get together right now. Ad- 
dress Ernest Cowles, 235 North Cross Street, 
Sullivan, Ind. 





GHOE MAN, 17 years’ experience in whole- 
sale and retail. wishes connection as buyer 
or assistant; live wire. Available Sept. 1. Ad- 
dress K-811, care Boot and Shoe Recorder, 127 
Duane St., New York. 





HOE BUYER and Manager, fifteen years 
experience with live-wire department stores ; 
open for immediate connection. 
dentials, clean record. Address Box B-589, care 
the Boot and Shoe Recorder, 207 South St., 
Boston, Mass. ‘ 





SHOE SALESPEOPLE 
Large y ony store in the Metro- 
politan District has Yo for expe- 
ced shoe and saleswomen. 


rien 

Excellent salaries and commissions on 
all sales. Splendid working conditions 
and —— fi 


B-603, 
corder, 207 South Street, Boston, Mass. 














LINE WANTED 





LADIES’ MEDIUM-PRICED LINE WANTED 
—Shoe salesman of reputation with years 
of personal acquaintance among the largest 
retail and wholesale shoe houses west of the 
Mississippi River to the Coast, is desirous of 
securing a snappy factory line of ladies’ me- 
dium-priced shoes in widths. Will not be inter- 
ested in any line unless the manufacturer is 
willing to co-operate to the extent of occasion- 

new ple styles. Best of refer- 
ences furnished and required. Strictly confi- 
dential. For further particulars address B-606, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


[Lines Wanted for Cuba 


on yy nag Aap years’ experience in 
the ref- 








ether American 

















GHOE DEPARTMENT for lease in large 
specialty shop catering to popular-priced 
trade; cash sales only. In large town of over 
150,000 population; within 125 miles of New 
York ; completely fixtured and established; at- 
tractive window display. Wonderful opportun- 
ity for live-wire operators catering to popular- 
priced trade. Terms minimum guarantee and 
percentage. Only reliable and successful op- 
erators considered. Address B-595, care Boot 
one Shoe Recorder, 207 South Street, Boston, 
ass. 





FOR SALE 





For SALE—Smith’s Educator Shoe Store. 
Central location, thriving city 100,000; rea- 
sonable rent. Exclusive Agency for Educator 
line; well established; real opportunity. Leav- 
ing city account of business. 185 4th 
N. W., Canton, Ohio 





Fo SALE—Up-to-date Shoe Store, selling 
Ladies’ and Children’s shoes in Southern 
City. Located on main street, have long lease 
at low rental, and prettiest shoe store in town. 
Desiring to sell on account inability to give 
business proper attention, due to other busi- 
ness interests. Address Box 592, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





FOR RENT 





Foz RENT in aaieite * oo suite of 
three rooms or will d meession. Ap- 
a. renee 910, 47 West oath Street New York 








pe pe md SALESMAN, well acquainted 


better type 
Baltimore, Buffalo and Erie. P. C. Cunning- 
ham, 704 Palace Building, Erie, Pa. 
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FOR RENT FOR RENT 

















Sample Office in New York 


Any manufacturer or wholesaler desiring a sample 
office in the very center of the shoe trading district 
of New York can secure just what he needs—medium 
in size—in the Graham Building on Duane Street. 
Will accommodate two non-competing lines if so 
desired. 

Address B-607, care 7 and Shoe Recorder, 127 
Duane St., New York, N. 


























WANTED TO PURCHASE MISCELLANEOUS 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW yoaK. N.Y. 

Phone—tanal 66 


WILL SLOW SELLERS 
SURPLUS STOCKS 
BUY | ENTIRE STOCKS 

Bargains in shoes al hand f 








CASH PAID 


o ate shoe stocks or surplus stocks 
or other merchandise. Any = 
)~ ay attention given. 
KIRSCH-BLACHER CO., Inc. = Made Only of Wood 
622-624 Broadway, New York, N. Y. for all lines 
Phone 1443 


IMMEDIATE 





SHIPMENTS 





Send for Catalog 
Tue Oscar Onnen Co. 


611 Ww. FOURTH ST. 
lm pts! oO. 
do not make 
metal t Fixtures or Show Cases 


HEST CASH of ~~ PAID 





STABLISHED 18s0 




















We'll Buy For Cash | ( CT ICKER 


Complete shoe stores, a a Sa 
CASPER and MacLEN 
170 Summer St., Boston, Mass. % ol alg cents per 





14 inch at 17 cents per 





running inch. 
Minimum 15 inches 


OMPT ALITY 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 


ST. LOUIS MO. D 














IDEAL ROLLING 
LADDERS 























Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREs7T 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page 


Every precaution is taken by the BOOT ang 
SHOE RECORDER to avoid. printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not ip 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo, 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West Madison S. 
Telephone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. H. Mm. 
| + a (B. C. Bowen, Manager). Telephone 

ive 

NEW YORK OFFICE: Room 101, Graham 
Bldg., 127 Duane St. H. Walter Seott, Mana- 
ger. Telephone Whitehall 7454. 

PHILADELPHIA OFFICE: Room 616 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com. 
merce Rooms, Haverhill National Bank 
Bidg. Geo. W. R. Hill, Manager. 

ae ge OFFICE: — National Bank 

Bidg. H. M. Bowen (B. C. Bowen, Manaczer). 
Telephone Canal 1560. 

ROCHESTER OFFICE: 626 Powers Bidg. 
Rositer L. Seward, Western New York Rep- 
———— Telephone Stone 11383. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 

B. C. Bowen, Manager), 405 Broadway. 
‘elephone Broadway 7887. 

WASHINGTON OFFICE: William *. Daley, 
Investment Bldg, 15th and K Sts., Ww. 
PARIS OFFICE: 2 Rue des Italiens. i Hub- 

bard, Manager. 

LONDON OFFICE: P. V. Curtis, Manager, 
11 Haymarket, London, S. W., 1 England 

AUSTRALIAN OFFICE: 439 Lit. Collins St. 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzina, Gerente. 

BRAZIL: Gerente, John 8S. Fitch, 33 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1128-1127, Otte 
Fuhrimann, Gerente. 


cues Mr. H. Gomez, Corrales 2A, Havana, 
uba. 
— OFFICE: Yokohama. J. F. Wager, 


SPAIN Genante, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 
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iervexne APPROVED BY Quality Boudoirs 

CHANT MEDICAL MEN 
As a sturdy support for the ankles of wate ag be ne ny bre te a 
growing children and as a_ fully buy on the market. Once you get to 

RDER ventilated shoe, the Burkley Venti- running on boudoirs y in find 
lated Foot Developer is unexcelled. thet ah ogee ie 

NY Well known surgeons recommend its for Ser one aad are 
use. 

its Laws) Make your stock of pw Ag aa wy 
cermanene CiSven's chess ‘come black and colors, with 

a | PATENTED pow =f 2 eames your leather or rubber heels. 

Phone Brockton 2138 Sample my line at your 
Advertising for immediate action. IN first opportunity. 
ra * . 
Want Page BURKLEY STOCK Deliveries At Once 
36 Pair Cases 

BOO! and H E Oo 

~~ Th SHO co. If your jobber cannot supply you, write me. 

recta 1186 He. Main Sees A. W. GREELEY 

h is not in Brockton, Mass. 





et. 
ne St. Geo, 
507. 
fadison St. 
nh, Mar ager. 


St. BH. M. 
. Telephone 































yeti2 Duncan Street - - - Haverhill, Mass. 
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Get the Good Will of Your Neighborhood 
Through the Children 


Our combination pencil case—consisting of case, two pencils, pen- 
holder, pen-point and ruler with gold stamping of your name, 
ness and address. Just the thing for school opening—Reasonably 
priced. Send for sample and prices of quantities. 


PRETTY SOUVENIR ADVERTISING COMPANY 


MISCELLANEOUS 









ATTRACTIVE f 
SHOE CARTONS 





















































sett, Dane | SeEbsees os atti Sue Tew Yok Cis, B. 
mm e BPOOnLYa, # ¥. e , . . 
616 P Good Proposition for Novelty Scleenen 3 
P Seete for the exclusive shoc trade 
7368. Don’t Sell Too Much at {i PRICE-SERVICE-QUALITY 
~~ ° © THAT SATISFY 
i One Time MISCELLANEOUS F = 
aimeeah H. D. Wilson, manager of the | oe - 
, Tradehome Shoe Store in La aro a 
vers Bidg. SHOE CART O= iy 
York Rep. Crosse, Wisconsin, says that he has iene nse amare 
found it poor policy to sell a woman Bee CBROOKLYN LY. 
a hosiery while she is buying shoes. Pi ee Seen canoes Oe 
—_ “Don’t mention hosiery,” he ad- “ 
NW. vises, “until the shoe purchase has 
p> a been completed. It only tends to 
Manager, confuse her and to raise in her 
collins St, mind the vision of a large bill to : WIND OW 
nager. 
, come. Better, at least we have found : . * 
m Austra it so, to wait until her shoes have beautifully furnished hotel DISPLAY 
a been bought and paid for, then accomodating 1034 guests FIXTURES 
_? => place in her hands two pairs of Broadway at 63% Street. 
1127, Otte hosiery suitable to go with her wiTH PRIVATE nN Made b 
., Havana, shoes with whatever comment you oo $250 Lp n ‘ 
en BED 1S Bae a0 te ete ve ROOM WITH PRIVATE BATH- Segall & Sons 
wae We have a small store which fre- + 0 
quently becomes crowded during v7 330 933 Arch St. 
rush hours. This gives us a chance ALL OUTSIDE ROOMS , ILAD 
to pick out the most likely woman PH SLPHIA 
3 prospect, sell her hosiery and, in so Are Business Getters 
doing, attract the attention of other Send for Catalog and Price 
. women nearby. In this way, we Metal Shoe fi ad “ 
Rolling make a sale and arouse the interest - 
iders of the other women customers in Fitting Stools 
“2s the store, which frequently leads to 8 SS dat (Cer eo). | 
> oult al still more sales.” and 
rea 0a 
He , fae Labels| 
save te Incorporate Leather Firm ret 
~ A. The American Leather Manufac- Write for We design and print most | 
tnfnction turing Co., Inc., ‘of Fond du Lac, Catalog and Prices of those used by the ShoeTra 
if Wis., has been incorporated to deal omplele set of samples onr 
aes in all kinds of leather and articles THE CHICAGO WIRE CHAIR CO. jes lt ee 
mo wel made of leather. Incorporators in- 681 N. Le Salle Strest - - Chicago, Il. i 
dt oo J. C. Goetz, Max Rang and e ii | 
_W. s : Le « 
ing Co. W Chadbourne. Capital for the Information fer Shee Merchants | 
new company is placed at 300 $100 “Where to Buy” constitutes a source of 
ng shares of preferred cumulative, and knowledge so that he who runs through 
1. s' 300 $100 shares common. ete eiiode™ ers 
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- No. 6282R--off to a record- 
2 breaking start 


Eight weeks ago this new Grover Three-Strap was only a dream in the 
designer’s head. Six weeks ago it made its appearance in the leather 
at the Boston Shoe Show. Four weeks ago we told you it would be in 
stock August 25th, and now, long before we are able even to get it into 
stock it is selling like hot cakes. 


Practically every order coming into the sales department includes this 
number. And it isn’t much to wonder at either. It is a mighty attrac- 
tive pattern, built on the same last on which our famous No. 3604R 
was built; and that shoe, due very largely to its perfect fitting quali- 
ties is still one of the heaviest selling shoes that comes through our 
factory. 


No. 6282R, if we can judge anything by its start, promises to excel 
even 3604R, and we advise you to get your order in as quickly as possi- 
ble, even though we shall not have it in stock before the 25th of this 
month. 


No. 6282R is a black kid three-strap of the new Grover Superturn 
construction, with cut-out quarter, 13/8 heel with rubber top. It 
will be stocked in AA to E widths and the price will 

$5.35 
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No. 6409R—Same shoe in patent, same price. 


J. J. GROVER’S SONS CO., Lynn, Mass. 
**Soft Shoes for Tender Feet’’ 


BOSTON OFFICE Established 1865 CHICAGO RR. nye 


Little Building 
80 Boylston Street NEW YORK OFFICE 5 North Wabash Avenue 
Marbridge Bldg., 47 W. 34th St. Madison 
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and the Very Latest 
No. 43 Indian Summer 


Distributors: 
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Safety 


The more experienced the 
steersman, the more room he 
gives the dangers. 








Our fifty years have taught 
us from the economic angle, 
the positive necessity of the 
safety factor in stylish colors, 









This season's offerings con- 
tinue to heed the dangers of 
untried and unnecessary flares. 











TANNERS 
“The White House of America’’ 
NEW YORK GLOVERSVILLE BOSTON 
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| ON A SUMMER DAY 

| IN 1901 THE FIRST 

CRADDOCK-TERRY SHOE 
FACTORY BECAME A REALITY 


Up to that time Lynchburg had been the tobacco center of the United States. Business develop- 
H ments changed this overnight. The citizens were worried. Their economic future looked 
i black. 
Had you been there on that historic day you would have heard the heartening sound of the build- 
ers erecting the first real shoe factory of the South. It was a pioneer industry leading the van of all 
the other great mills which were to sweep in conquest across the broad southland. 


This first factory was built to save a city from discouragement. Every citizen had a keen personal 
interest in each stick of timber—in every load of bricks which went through the streets of Lynch- 
burg on that summer’s day. 


CRADDOC 


LYNCHBURG 


McELROY-SLOAN SHOE CO., ST. LOUIS, MO. 
When writing to advertisers please mention Boot anv Suor Recorprr 
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GEO. D. WITT SHOE Co., LYNCHBURG, VA. 
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TEN SPECIALIZED PLANTS 
AT STRATEGIC POINTS 
UNITE TO MAKE THIS SERV- 
ICE COMPLETE AND IDEAL 
FOR MERCHANTS SELLING 
SHOES AT 


5 au G 
DOLLARS 




















The Craddock-Terry Company has grown and prospered as a 
local and southern institution. Its heads and hands have been 
town and county people. Its’ product has been the pride of prac- 
tically every family in the locality. 

Pride of product prevails in every unit of the Craddock-Terry Company—Pride of product and 
al the further pride that so many retail merchants find unusual success and profit in handling 
Craddock-Terry shoes. 


TERRY. CO. 


v I R G I IN I a& HARSH & CHAPLINE SHOE CO., MILWAUKEE, WIS. 


CRADDOCK-TERRY CO., FALTIMORE, MD. 





‘N 





When writing to advertisers please mention Boor AND ‘Suse RECORDER 
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HERE'S a smartness to shoes made of Sauquoit Satins which 

is dear to the feminine heart. The beauty of lustrous satin 
pumps is irresistible—they lend a charm to the costume which no 
other type of footwear can approach. Sauquoit Shoe Satins hold 
their lustre because it is the natural lustre of the silk. It doesn’t 
“‘wear off’ like the lustre which is produced largely by artificial 
means, Every grade of 


SAUQUOIT 


SOLE SELLING AGENTS 
NATIONAL PABRIC & FINISHING CO. 


SHOE SATINS 


is made of the finest of Japanese silk, and is absolutely ‘‘pure dye,” 
insuring maximum satisfaction. ‘‘Chestnut Brown” promises to be 
one of the most popular Fall colors. This and other handsome 
browns and greys are to be had in the Sauquoit line. Sauquoit 
Shoe Satins are made in four different grades—a grade suitable 
for every type of shoe. Samples gladly sent on request. 























NATIONAL FABRIC & FINISHING CO. 
58 LINCOLN STREET, BOSTON, MASS. 
SAUQUOIT SRK MPC. CO. PUILADELFIMA, PA. 
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UTZ & DUNN CO. AGAIN OFFERS 
TWO UNQUESTIONABLY 
ATTRACTIVE STOCK NUMBERS 
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‘ 


A. PATENT and a BLACK KID one strap that will 
make CUSTOMERS and DOLLARS for you. 





Ready for Delivery 


Style B1403F Price $4.00 
Net 30 Days 


Code Word “Parish” 
Women’s Patent 1 Strap Arona Pump, Chateau 
Last, Flexible McKay Sole, 1 3/4-inch covered 
Cuban heel. 


AA,5 to8 B,4 to8 
A, 4% to 8 C, 3% to 7% 





Same Style in Black Kid 
Style B1479X Price $4.00 
Code Word “Brake” 
Sizes as on Patent 


This Pattern appeals to the most alert mer- 
chants. They can see in it style, profit and 
quick turnover. 
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DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Buildin Bush Terminal Sales Duildi 76 Forrester Bui 

TIGER 6 Me pone 130-132 West 42nd St, Room 15a 6.C. Mc ph 
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A Wondertul Buy 
* and Onl 


In these days of keen competition 
it is necessary to do more than 
merely meet the prices of com- 
petitive merchants. You must 
lead in merchandise. You must 
lead in price. Davies Shoes for 


Our number 7370, illustrated above, is Men represent the best values you 
in line with the popular demand for 
men’s light tan stylish oxfords. A Tan can give your customers. Concen- 


Veal Bal Oxford. Balloon Last. 9-iron : i 
Oak Outer Sole. Grain Leather Inner- trate on one line of popular-priced 
sole. Hal f Rubber Heel. A pattern that shoes—and make that line the 
men like. A last that will fit feet. A real p ; ‘ ‘ 
merchandising buy at $3.35. Davies’ line. Lead with Davies! 


DAVIES SHOE MANUFACTURING CO. 


| Racine, Wis. | 






































A WORD WIT} A WORLD OF 


/MEANING~10 BUYERS OF 
SMART SHOES FOR. WOMEN 
Watk-Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 


A? THEIR FACTORY —- 

















4 O OLD ‘A LD) 

















Seep Seething te i 





209 PS ee eager. te. 

















BOOT AND SHOE RECORDER August 15, 1925 


~COHOR-GUPRE MACY 


aan 


GOLDEN 
BROWN BRUNETTE 


Color 21 a Color 54 


|» 


RED ASH [ ) OAK LEAF 
€ Color 93 


Color 256 
















CHOW . CARAMEL 
thio» Color 254 
@ MOONSTONE 
IVORY es 
Color 91 Ki olor 31 
AMALGAMATED 
LEATHER COS Inc. 
22 North Fifth Street 
PHILADELPHIA, U.S A 


















Tanneries - - Wilmington, Del. 
Te sit: CEE Sat SIT ROE 
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LM 
DEPARTMENT 


The greatest immediate delivery service 
on tested sellers of high quality 
shoes in America! 


R))) 


>) - 


ma 
‘Wi 


: 
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MILLER maintains for his agencies and prospective 

* representatives an in-stock service of tremendous value 
in reducing stock investment and maintaining a high rate 
of turnover. Those styles which are bought by our agencies 
are immediately put in stock ona large scale for quick size-up. 


Pidured is the Interloop, a popular, walking heel, gored 
model continued from last season by overwhelming demand 
--on which I. Miller dealers everywhere are sizing up 
weekly. Interloop is a proven year-in and year-out seller 

--a modish, graceful, comfortable shoe that inevitably saves 
sales when other styles fail to please!» You can order up 

on Interloop at all times. It is an in-stock style, ready for 
instant delivery. 


To keep abreast of the demand for Fall we suggest that 
you send for the I. Miller In-stock Style Sheet, and stock 
up with the I. Miller authoritative styles. 


The I. Miller in-stock service is just another reason why “Every 
I. Miller Dealer Is Successful!” 


Save the Sale with the Interloop! 


(QV (Ser Cie 


SS 


I. MILLER @ SONS 


Harris and Ely Aves., Long Island City 


aC 
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FY C. lsawrenee Leather Company 


210 South Street, Boston,Mass. 
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) No. 162 
Price $3.85 





No. 258 rice eenan Patent One-St Beth, Flexibl 
: n e-Stra . exible 

Patent Rella One-Strap, Patent Trim, McKay. Military Wood Covered Heel. 

Imitation Stitched Tip, Flexible State Street Last, AA to C. 

McKay, Military Wood Covered Heel. No. 163—Same in Blk. Kid, Price $3.85 


Boston Last, AA to C. 
No. 234—Same in Black Satin....$4.35 


Get the Habit 


of looking at page 
13 of this paper 
each week for our 
offering of stock 
styles that are 
timed right tomeet 
the style demand 
at popular prices. 






No. 198 Price $4.00 
Black Satin One-Strap Beth, Flexible 
McKay, Full Louis Spike Heel. Bea- 
con Last, AA to C. 

No. 199. Same.in Chestnut Brown 
RS SEES a ee Price $4.00 
No. 195. Same in Patent......Price $4.00 











Buy Fewer Lines and 
Make More Money 


No. 105 Price $4.15 


Patent Nan, Side Gore, Cut-Out 
Front, Flexible McKay, 9/8 Wood 
Heel. Caprice Last, AA to C. 

No. 106. Same in Tan Calf..Price $4.15 


Thomson-Crooker Shoe Co. 


18~26 Station Street 


“Boston CNMass. 
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Cfor Shoes of (haratter and Quality 


DarBrook SHOE SATINS 
and (fabrics 


‘he important place which the satin slip- 

per has assumed in the smart woman’s 
wardrobe is due in great degree to the 
Originality, Character and Quality of Dar- 
brook Shoe Satins, of which the finest 
shoes and slippers today are made. 


New Darbrook Shoe Satins and Fabrics 
for daytime and evening wear, styled in 
harmony with the new Darbrook Silks 
for fall, are now available. 


Represented by: 


W. A. Gallup ~ Cincinnati, Ohio 

T. F. Leary ~ Boston, Massachusetts 

Henley & McGaghey ~ St. Louis, Missouri 
Desmond & Hottinger, Inc. ~ New York, N. Y. 
D. J. Finn ~ Philadelphia, Pennsylvania 














SCHWARZENBACH; HUBER & Co. 
478 FOURTH AVENUE, at 32nd Street 
New York City 
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ing your shoes that 
their salability is 
insured, 


ERNEST D. HASELTINE CO. 
NEWBURYPORT 
MASSACHUSETTS 
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Why RUBY KID is the Standard | | 


Black (or colored) Kidskins can 
be made to seem freer from im- 
perfections and thus to have a 
better cutting surface, through 
liberal filling and high glazing. 








Or theycan be finished free from 
all filler as we finish RUBY KID, 
with nothing but a clean black 
season which puts the polish on 
the grain of the skin thus showing 
the leather exactly as it is. 











RUBY KID finished in this way 
RUBY KID is polished with the can be handled much more satis- 
least season it is possible to apply. factorily in the factory. 


Thus the manufacturer who RUBY KID finish, light as it is, 
uses RUBY KID secures the best is durable and will give utmost 
there is in the way of finish and service during the life of the shoes. 





JOHN R. EVANS & COMPANY 
CAMDEN, N. J. 
(Branches In All Principal Shoe Centers) 














Black Kid in RALSTON Shoes 











The “Riverside” 
IN STOCK 
No. 299 

Black Ruby Glazed Kid 
combination oxford with 
single sole and Wingfoot 
rubber heels. 
Sizes 5 to 11, Widths A to E. 
Sample onfRequest. 





Churchill & Alden Company of Campello, 
Massachusetts, makers of Ralston shoes for men, 
prefer RUBY KID particularly on account of 
its finish which shows the leather to the customer 
exactly as it is given and exactly as it will remain 
during the life of the shoe with reasonable care. 


The shoe illustrated is one of the most steadily 
demanded from year to year by Ralston cus- 
tomers, a fact which tends to confirm our claim 
that shoes made of RUBY KID will give the 
same service this year asthey did last year and the 
same service next year as they did this year. 


, tandardize on 
Evans Brands | 
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"he sae has become so important a shoe fashion 
factor that the choice of what leather shall be 
used in their orders cannot be carelessly considered by 


progressive shoe buyers. 


In this scheme of things, the superiority of NEW 
CASTLE Colors becomes increasingly evident—mark- 
edly so in these three NEW CASTLE BROWNS. 


Color 3 


ROYAL BROWN 


Color 31 


HARVEST BROWN 


Color 98 


INDIA TAN 


If you specify these colors in your orders, you will 
know that your shoes are the last word in color 


authority. 


Only the choicest raw stock that grows, processed by 
the hands of veteran NEW CASTLE craftsmen can 
give the true NEW CASTLE color subtlety and 


distinction. 


August 15, 1925 


These colors correspond with 
those-recommended for Fall by 
the Joint Styles Committee: 


Color 3 ROYAL BROWN 
to RUGBY TAN 


Color 31 HARVEST BROWN 
te WOODLAND BROWN 


Color 98 INDIA TAN 
to INDIA TAN 


NEW CASTLE LEATHER COMPANY 


NEW YORK 


MUM 
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These Boys’ Shoes T a moment’s notice Crafts Shoes for Boys 
and Little Gents will hustle right into the 


IN STOCK , 
vacant places in your stock! We’re fully pre- 


No. 76 (I/lustrated)—Boys’ Rugby pared for this month’s pre-school rush. 
Tan Elko on “Caddie” last. Spe- 


cial storm welt. Sizes, 1 to 6; Crafts Shoes for Juniors are little wonders. 
D and E. . . . ° 

$2 85 They’re built for quality and service—at the 

2 most favorable prices. Their size range is large, 


No. 72—Boys’ Rugby Tan Elko, and our In-Stock service on them is perfect. 
on Balloon last. 


$2.85 Note the Discount 


No. 74—Little Gents’ Rugby Tan 5% 30 Days 
Elko on nature-shape last. 1 ; 
$2 35 You should have our illustrated literature on the complete 


new Crafts Five-Dollar Line (Boys’ $4 and Little Gents’ 
$3.50). 


G. P. CRAFTS CoO. 


Mfrs. of Men’s and Boys’ Goodyear Welt Shoes 


MANCHESTER, N. H. 
BOSTON SALESROOMS: 186 LINCOLN STREET 


QU TAA 
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ew Customer 


A very wise retail shoe merchant recently remarked to us: 
“I am not so much interested in making sales as I am in making 


The New customers.” 
Green Book If you can get a woman to buy once in your store, you have a 
very good chance of getting her to come back again and again for 
equine @ wealth of now eus> future purchases. That’s where your profit lies. 
gestions and trade helps to Perhaps she has been going to another store for a particular line 
assist our dealers in selling of shoes you do not handle. Your best chance of getting her into 
eens soenape—+ Ma your store is not by showing your competitive line, but by catch- 


is just off the press. It con- 


Write us so that we will be 


eure to send you a copy. ing her fancy on another side entirely. 


Daniel Green smart styles, attractive colors, and distinctive 
patterns make a powerful attraction for the woman whom you 
seldom see because she makes a habit of going elsewhere for her 
shoes. 

Right now—while vacation interest is at its height—give 
special attention to your stock of Daniel Green Comfys. It will 
mean new customers and added profits, if you act promptly. 


DANIEL GREEN FELT SHOE CO. 


General Office 
DOLGEVILLE NEW YORK 
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Jine Eth Tannage 


Soft and mellow as the most fastidious 
big sister could wish, yet ready for the 
roughest wear that girls of the romping age 
can impose—that is why the L. D. Stickles 
Shoe Company and other particular manu- 
facturers of children’s shoes are enthusi- 
astic over Rueping’s KIN KIN elk tannage. 


And ELASTICITY, that paramount 
quality of elk tannage, is brought to its 
farthest development in Rueping’s KIN 
KIN. 


Don’t just order “elk” uppers. Specify 
KIN KIN. 


Color Card on Request 


FRED RUEPING LEATHER CO.” 
FOND DU LAC, WIS. 


Branches: Boston . Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


This is a Calf Year 


Style No. 8839—Misses’ No. 926 Golden 
Brown KK Elk Toppie Lace Shield Tip 
with Soft Toe, 10 Iron Oak Bend Sole, 
Natural Bottom, No. 148 Last, Rubber 
Heel. Sizes 12-2. Price $3.75. Made by L. D. 
Stickles Shoe Co., Red Wing, Minn. 


\V a wl A AlN Nes 
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Be Confident in BROWN SHADES for FALL 


EVER has the shoe trade been in more 


general agreement that BROWN will 
lead all other colors in the coming season’s 
styles. 


Be DOUBLY CONFIDENT In 


QUAKER BROWN 


Color 22 


a Ss ORNS = 
—_— Jee ON SN = 


yr. 
bon / 


i} is pronounced, by shoemen of most highly 
respected judgment, the ideal tone of brown. 


“*Netther too light, nor too dark’’ 
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PO Ks 


CITY KiD 


«Made in Black 
And the Following Standard (olors 


Color 22 QUAKER BROWN 
Color 17 HAVANA BROWN 


, 
‘ar 
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QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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LL 
Three Live Selling 
MATRIX Styles in Stock 
ly 
> 18/8 box covered heel, AAA to D, 3% 


to 9. 


$6.85 


B-503—Black Kid Shelburne three strap, B-508—Patent Colt Shelburne three 
13/8 leather heel with Uskide top lift, strap, 13/8 enamel wood box heel, AAA 
AAA to E, 3% to 9. to E, 3% to 9. 


$6.10 $6.10 


Smart up-to-the-minute patterns that appeal as much for their 
style as for their fine materials and flawless shoemaking. 
All have the exclusive patented MATRIX 
feature—Soles molded to fit the feet. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 
ROCHESTER, N. Y. 


Fashioned in Our New York Style Studio 
MARBRIDGE BUILDING 
W. D. F. Gibson, Style Director 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 


Wy Fv Ww 


39) 
Ale 


PHILADELPHIA: CHICAGO: 
325 Forrest Bidg. ‘ 1316 Republic Bldg. 
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Style B-2774 








IMPORTED ENGLISH 


The perfect fit and shape of these English Boots, made 
of leather timed in tanning to produce the greatest 
degree of durability, are recognized by discriminating 
men and women who seek that much-desired custom- 
made appearance. 

“Colt” English Riding Boots and Field Boots are in 
favor with most dealers because of their easy fitting 
qualities and their outstanding values. 


IN STOCK 


ENGLISH RIDING ENGLISH FIELD 
BOOTS BOOTS 
are supreme in fit and are just right for R. O. 
finish. T. C. Service. 
STYLE B-2774 STYLE B-2778 
Black or Tan Willow Calf Men’s Tan Boots 


Men’s Full leather lined and has 
$16.50 pair two full soles to heel. 


Women’s $ 1 3.9 0 
$14,50 pair pair 


Colt-Cromwell Co., inc. 


Established 1899 
596 BROADWAY NEW YORK 


RIDING BOOTS and FIELD BOOTS 


Style B-2778 


Catalogue of Puttees, Riding and Hunting Boots, and Sam Brown Belts sent on request. 











Samples 
Shipped At 
Our Expense 
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No. 6220—Patent Leather Cut-out, no tongue, 
3-eyelet oxford, rubber heel, McKay: heel, McKay: 


No. 6220—Misses’, 11% to 2 
No. 6221—Child’s, 8% to 11 
Same as above in All Tan Calf: 
No. 6225—Misses’, 11% to 2 


No. 6226—Child’s, 8% to 11 


WEIMER, WRIGHT 
& WATKIN CO. 


38 South Second Street, 


r 
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No. 4479—Growing -Girls’, 2% to 7 

No. 6380—Misses’, 11% to 2 

No. 6381—Child’s, 8% to 11 

No. 6382—Child’s, 8% to 11, spring heel 


Shipped At 
Our Expense 
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EARLY FALL OXFORDS 


3W’s 
Lenox 


No. 4479—Tan Calf Shield Tip Oxford, rubber 
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AS FIRESTONE GUM DIPPED BALLOON TIRES GIVE COMFORT TO THE MOTORIST 
LIKEWISE FIRESTONE SHOES GIVE COMFORT TO THE WEARER 


You will need the FFRESTONE BALLOON in your stock 

to meet the demand from users who prefer an athletic shoe 

vaderetihs feist deiltis lone for indoor and outdoor wear, especially designed to give springy 
Chre. natural or aes eae comfort, surefootedness and long wear. 


uppers, drill lined—brown The FIRESTONE BALLOON will enable you to create 


trimmings —double foxing new customers, increase volume and secure added profits. 
—Kool-foot Insoles— 


RUBBERIBBED Sole. RUBBERIBBED soles of selected pure rubber and more angles 
against skidding or slipping than any other sole on the market, 
Stock No. 7110 Men’s Natural make this an outstanding feature this season. 


Stock No. 7111 Boys’ bial Prepare now with a stock of FFRESTONE BALLOONS. 


Firestone Apsley 


RUBBER COMPANY 
Chicago, Ill. HUDSON, MASS. Boston, Mass. 








BALLOON 


with RUBBERIBBED Sole 
RusBerisseD White Duck Lace to Toe 
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A Point That Will Appeal to Him 


ES, he’s had soft box toes before and 

while he liked their comfort he did not like 

the way the toes wrinkled and lost their shape. 

Tell him that this box in the shoe you are 

showing him is something new—a soft box, 

comfortable and flexible, and yet a resilient 
box that will keep the smooth lines of the toe. 


This point will appeal to him, and by press- 


Armstrong Cork Company 


Shoe Products Division . 


ing the toe flat and letting him watch it come 
back you will convince him quickly. 

He will get more comfort from his Arm- 
strong Box Toe Shoes and he will like the way 
they keep their shape. 

Specify Armstrong Cork Box Toes in your 
men’s shoes. More than two hundred manu- 
facturers are using them now. 


Lancaster, Pa. 


BRANCH OFFICES 


408 North Third St. 
Philadelphia, Pa. 


50 Church St. 
New York City 


197 South Ss. 
Boston, Mass. 


1017 Broadway 
Cincinnati, Ohio 


204 South Third St. 
St. Louis, Mo. 


320 West Randolph St. 
Chicago, Ill. 


Armstrong 


Circle 


B27 
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Cork Box Toe 
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Skirts Continue to Be Short! 
—and Footwear Is Much ‘‘On View”’ 


Your women patrons will select their footwear more 
carefully than ever this fall. Skirts continue to be 
short and attractively clad feet are an important part 
of Milady’s ensemble. St st 

Tweedie has anticipated the demand for distinctive 
shoe patterns, and is offering for all a wide range of 
appealing styles. They are priced to retail at $5 and $6 
the pair. Such values will be readily appreciated by 
your trade. 

As an example, we show Number 337, made in the 
following styles: 

No. 337-1—Patent vamp and quarter; blonde kid covered gore 
front with eight cut-outs. 17/8 wood spike heel, covered with 
blonde kid. Our 112 last. (As shown in illustration.) 

No. 337-3—Gun metal satin vamp and quarter; gold kid cov- 
ered gore front with eight cut-outs. 17/8 wood spike heel, 
covered with gold kid. Our 112 last. 

No, 337-4—Black satin vamp and quarter; black calf covered 
gore front with eight cut-outs. 14/8 wood spike héel, satin 
covered. Our 111 last. 





weedie footwear Corporation 


Women's Growing Girls’ 








General Offices and Sales Office 
Factory 15th and Olive Sts. 


Jefferson City, Mo. St. Louis, Mo. 
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~ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 





SPLIT RIVET 
GOCKING SHANK 
TO INSOLE 


t 





“The Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Shopenitien 


BOSTON, MASSACHUSETTS 
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Big Profit Pullers for Over a Year 


These shoes, with the exceptions of 
*“‘Bunny Hug” and ‘‘Nancy”’ (which are 
brand new numbers), are the best re- 
peaters we have seen in years. Here are 
style shoes without a risk. 


Our stocks are replenished constantly on 
many such numbers. We welcome the 
frequently placed orders of our customers 
—for this is the ‘‘Merchants Plan.”’ 


PATRICIA 





8$121—Kaffor Kid. 
$122—Patent. 8/8 “ ° S 


$3.50 






5021—Patent. OH Wingfoot. B, C, D. McKay. 
5023—Kaffor Ki 
$3.50 


8217—Patent. 13/8 Wingfoot. C, D. Gyr. Welt. 


8220—Blk. Kid. 
$3.60 






8161—Kaffor Kid 
8162—Patent. 8/8 7 = - 


3-Button Strap Pump, Fr. Corded Vamp 


8150—Patent. 13/8 Wingfoot. Cc, D. Gyr. Welt. 
8152—Kaffor Kid. 

$153—Blk. Ooze Cf. . 
8154—Pat. (Stout Ankle). 4 EEE. 


8155—Blk. Kid 
$3.60 


8110—Patent. Ze he Wingfoot. B, C. D. McKay. 
8112—Kaffor Ki 


$3.50 











SYLVIA 
Flexible McKay, Front Gore = 


7000—Pat. or Satin 13/8 Biosk Heel. 
7001—Pat. or Satin 15/8 F. B. Spike Heel. 
7002—Pat. or Satin 9/8 Covered Heel. B, 
7006—Bik. Velvet 13/8B 

7007 —Bik. Velvet 9/8 Bocuse 


Fine Flex. McKay Regent, Fr. Corded 


3610— Bik. Velvet. 16/8 F. B. S ike ~~ B, c. 
3611—Bik. Velvet. 14/8 oa 
6/8 F.B o ar 


3612—Patent. Spi - 
14/8 Biock. Rub. Top. 7009—Blk. Velvet 15/8 F.B. Spike Heel. 


$3.50 $3.60 


ACH style offered by Merchants Shoe Company is selected by me 
personally. Many are the style ideas submitted by my various 
manufacturers, but few are chosen without my making a change here or 
there. Customers say that these shoes reflect my personality, and that 
they are depending more and more on my style ideas for better profit. 
Your store will stand out as style headquarters, too, expressing the 
personality born of experience, if you concentrate on Merchants il 


on bedirn, 
Aivasy <M 
General Manager 


MERCHANTS SHOE CO. 
Womens Shoes of Consistent Styleauality 


57 Lincoln Street, Boston,Mass. 





6 
















8120—Patent. 13/8 Wingfoot. "c, D. McKay. 


8160— Patent. i Wingfoot. Cc, D. Gyr. Welt. 


BUNNY HUG 


B, C. 
a 
c. 


“ 
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ot POSNER’s 


“ANNA” 
Child’s and Misses’ Turns and Welts 
Growing Girls’ Welts 
Factory Make-Up Only 


Misses’ and Growing Girls’ Welts 
Factory Make-Up Only 


Misses’ Turns and Welts 
Growing Girls’ Welts 
Factory Make-Up Only 


“SYLVIA” 
Child’s and Misses’ Turns and Welts 
Growing “ elts 
Factory Make-Up Only 


sciewrierc 


HOUSIERY 


D*®A.POSNER.SHQOES. Inc. 


144 WEST BROADWAY 
NEW YORK CITY 


“COMBINE GOOD HOSIERY WITH GOOD SHOES” 0 PpvaNs R Ss 


& POSNER: 
Me SHUES . 


FOR GIRLS AND BOYS 
FROM TOTS TO TEENS 


HE younger set, like their elders, demand 

that their shoes be stylish. Satisfying this 
youthful yearning for appealing footwear, 
yet harmonizing it with correct construction, 
is the secret of Dr. Posner popularity. 


Brooklyn styled implies shoes of the hour. 
Every detail in the making of a pair of Dr. 
Posner Shoes is skillfully looked after by 
trained shoemen. Dr. Posner presents pat- 
terns of simple originality, yet sufficiently 
staple for all year round selling. 


A comprehensive merchandising plan is be- 
hind our proposition. This includes 
—an extensive In-Stock Department 
—practical aids in merchandising 
—an inclusive advertising program. 


We can grant the exclusive Dr. Posner agency 
to the right store in your town. 


Write for samples and price list. 


Ooo 


= 


OSNE, 
SHO 
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OU will find Goodyear Wingfoot Heels 


on the very best shoes of America’s repre- 


sentative manufacturers. Their quality has 


earned them the preference. ‘They wear longer. 
Their resilience lasts. They have the neat, 
close-seating design that means good style. 
That is why more people walk on Good- 
year Rubber Heels than on any other kind. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels 





When writing to advertisers please mention Boot AND SHor RecorDER 





BOOT AND SHOE RECORDER August 15, 1925 


A CROSSET T Style for Fall - 


No. 3037 
Black Cadet Calf, heavy single 
sole, wide extention, cable stitch, 
oval heel, soft cork box, French 
brogue. 


No. 3035 
The same in light tan Aura Calf. 


a more profit in keeping customers than in catching 
them. No merchant ever prospers very long by selling 
second-grade merchandise even at bargain prices that may 
catch a customer once, for even in good sized communities pos- 
sibilities of a crop of new customers every few weeks soon 
becomes an impossibility. 

A successful merchant makes his money by keeping his old 
customers and gaining new ones through his reputation for 
up-to-date and always reliable shoes. 

CROSSETT Shoes, with their record of unchanged quality 
for over forty years, are the kind of shoes that help you keep 
your customers. 


The Crossett salesman in your territory will 
receive with pleasure your invitation to call 
and submit our merchandising plan. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


GROSS eok ag 


QUALITY SHOE MAKERS FOR 40 YEARS 
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What Will Energize the Shoe 
| -.. Business? 


The Foremost Business Analyst on Markets and Merchandising 
Gives the Keynote for Fall 






Exclusive Research for the 
Boot ano SHOE RecorDER 





By Irving S. Paul 






q It is not the pressure of selling, but the suction of buying that energizes industry. 









q@ It is not the order for thousands of pairs of shoes, but the order for one pair that gives purpose to the 
shoe industry. 









q It is not in the manufacturing plant, but in the fitting chair that the problems of the shoe industry 
are to be solved. 










@ National problems are only community problems multiplied—community problems are the collective 
problems of relations between individuals. 










@ The consumer buys to satisfy personal need. He depends upon his purchasing agent, the retailer, to 
anticipate his requirements. 










@ The success with which the retailer serves as a purchasing agent depends upon his ability to inter- 
pret the consumer’s requirements. 









@ The more effectively he buys for his customer, the more readily will his customer find comfort and 
satisfaction in the merchandise the retailer has selected. 







@ Volume of sales is not the result of “high pressure selling” rather it is the result of intelligent buying. 
Not only does the successful retailer buy for his customers, but he helps them buy to the greatest sat- 
isfaction of comfort, appearance and service. 








@ The problem of the industry is not merely a proposition of securing increasing volume of production, 
but in securing a steady suction of demand that will keep merchandise moving through the channels of 
distribution in a steady, orderly flow. 






& 
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They Started 
with Fifteen 
Hundred Dollars 


and a System 


“Buy on Thirty Days 
and Sell in Twenty” 


EAD this, you fellows’ who are plugging away 
R selling shoes at retail, especially those of you 
who say there is no chance for a young fellow 

to get ahead these days. 

This is a brief outline of two brothers, who a few 
years ago were selling papers on the streets of Mil- 
waukee, and now are the sole owners of one of Grand 
Avenue’s busy stores. 

Morris Frame graduated from the newspaper busi- 
ness about ten years ago, and got a job selling shoes 
on the road. He felt that there were great possibilities 
in the retail field, so four years ago, he and his brother, 
Alex, started a small retail shoe store up in the Jew- 
ish district of Milwaukee. This new firm had a capital 
of $1500, which represented their combined savings. 


Sandals “Set ’em Up” 


After the first week’s business, Alex was so dis- 
couraged that he applied to the circulation manager for 
his old job of selling papers, back. This he got and held 
for about a month, when Morris sensed that sandals 
were coming in strong. Alex was called in from his old 
job to tend the store, while Morris went out scouting 


for sandals. That was the way that they got their big - 
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Who says there is no opportunity in the shoe 
business? Here is proof. 


‘start, and that is the way the business has been oper- 


ated since that time, with Alex running the store, and 
Morris spending most of his time outside, buying. 

Three years in their first location gave them enough 
additional capital and courage, to start a store down- 
town, where the play was faster and the chances of 
making money greater. A location was secured on 
Grand Avenue, and they opened there the first of this 
year. Considerable time and thought and money were 
used in making this store attractive. 

They specialize wholly in women’s popular priced, 
pretty shoes. No findings, felts or any other accessory 
except hosiery, as they believe that the old idea, that a 
shoe store must carry all sorts of merchandise, is past. 


Buy on Thirty Days—Sell in Twenty Days 


Here is their merchandising creed. Buy shoes on a 
thirty day basis, and sell them out in twenty days. The 
Frames have found that if a shoe has the right style 
appeal, it can be sold out complete in this time. They 
then take the money received from the sale of these 
shoes, and buy new ones. According to their way of 
figuring, 30 per cent gross profit a month, means a 
profit of 360 per cent a year. The real money, of course, 
is made by taking advantage of all discounts. It is not 
the big stock that counts, but the activity of a small 
stock, for they have proven that if the average cus- 
tomer can be fitted in five to ten shoes, she can invari- 
ably be sold. 


Customers Repeat 65 Per Cent 


The store’s records show that 65 per cent of the cus- 
tomers are repeaters, and when the fact is taken into 
consideration, that the business has doubled in the last 
six months, this showing is truly remarkable. The 
windows have some new shoes added almost every day, 
to interest the passerby. 

Due to the P.M. system, this store never has over 
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fifty pairs of odd lots, at any one time. A simplified 
perpetual inventory system, tells every day, the finan- 
cial condition and the resources of the store. 


A Couple of Youngsters 


Morris is 27 and Alex is 22, so for a couple of young 
fellows they have done pretty fair. Their safe deposit 
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box is commencing to accumulate a goodly number of 
government bonds and that. one thing to the most of 
us tells the story of their success. 

The new store of Frame Bros. is on page 34. It is 
finished in brown tones. Sidney Shewitz is the window 
decorator. This store never runs a sale, but depends 
on showing new shoes for their volume. 


International Shoe Company to 
Appeal Ruling 


Federal Trade Commission Orders That Company Divest Itself of All 
Holdings in W. H. McElwain Company, Boston 


dered the International Shoe Company of St. 

Louis to return all stock or share capital of the 
W. H. McElwain Company, formerly of Boston, Mass., 
and to submit within sixty days a plan for the “per- 
formance of this order in a manner which shall-restore 
in harmony with the law the competitive conditions 
which existed prior to the acquisition of the W. H. 
McElwain Company by the International Shoe Com- 
pany.” 

The report of the commission was not unanimous, 
Commissioners Hunt and Humphrey dissenting as 
follows: “To issue this order will in all probability 
cause innocent stock holders to lose several million 
dollars. It will do no good to anyone. We cannot bring 
ourselves to believe that it is the duty of the commis- 
sion to issue an order where no good will result and 
evil must follow:” 

The finding of the commission states that the Inter- 
national Shoe Company had violated Section 7 of the 
Clayton Act. 


Bought Its Competitor 


The finding of the commission states that the Inter- 
national Company by acquiring the stock of the 
McElwain Company gained control of the largest 
manufacturer of street and dress welt shoes for men 
and boys and eliminated from the field of competition 
its largest competitor in the sale of men’s dress shoes. 
It also secured immediate entrance into the sales ter- 
ritory of the New England States, the general effect 
being to lessen substantially competition between the 
two companies in the sale of dress shoes for men and 
to restrain commerce in the shoe business in various 
sections of the United States in which the two com- 
panies operate. 

Two of the members of the commission dissent from 
the finding, taking the position that the McElwain 
Company, in a failing financial condition at the time, 
initiated the transaction in a belief that its bankruptcy 
was probable; that the International Company had 
taken more orders than it was able to fill and was 
desirous of increasing production; that it used the 
organization and assets of the McElwain Company in 
increasing its output largely for the purpose of filling 
the excess orders; that the International Company did 


Te Federal Trade Commission, last Friday, or- 


not increase, but on the contrary decreased prices; 
that it made better shoes and sold them for the same 
or less money than the McElwain Company sold the 
same class of shoes at the time; that the International 
Company did.not use. the.stock so acquired, by voting .. 
or. otherwise bringing. about or attempting. to bring 
about the: substantial lessening of: competition;: that 
the public was in no degree, in anyway, injured by 
the transaction, but on the contrary was benefited 
thereby. 
Facts on Merger in 1921 


The W. H. McElwain Company was founded in 1894, 
under Massachusetts laws and had a capital of $13,- 
000,000. The International Shoe Company was estab- 
lished in 1912, with a capital of $28,000,000. 

It was in May, 1921, that announcement of the 
merger of the two companies was made. It meant a 
linking of shoe industries of the east and west and the 
formation of the largest shoe company in the world, 
with a combined capital of $40,000,000. 

The trade names were to be kept intact, the an- 
nouncement stated, and the two companies were to 
function as one, with an increased output. No public 
financing was connected with the merger. The Inter- 
national daily output was placed at 70,000 pairs and 
that of the McElwain Company at 40,000. 

Thirty-two factories of the International and three 
tanneries of the Kistler, Lesh.& Co., Boston, 10 fac- 
tories, two tanneries and four material factories of 
the McElwain Company, all located in New Hampshire, 
were joined by the merger. 

It was stated at the time of the merger that the 
International Company paid 82 per cent of the $100 a 
share par value for the McElwain Company preferred; 
75 per cent for the $50 par value second preferred, 
and 50 per cent for the $50 par value common stock. 

McElwain stockholders who held the stock they re- 
ceived in exchange on this basis were able to realize 
much more because of the sharp advance in the market 
value of International. 

R. E. Blake, attorney for the International Shoe 
Company, immediately upon receipt of the order from 
the Federal Trade Commission, is reported to have 
said, “The International Shoe Co. would appeal to 
the United States Circuit Court of Appeals from the 
decision.” 
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‘“‘Didja” Ever Try to Buy 
House Slippers in July? 
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What’ll This Man Do—for 
Slippers? 


She-Who-Must-Be-Obeyed Tells the Old Man He Needs a New 
Pair of Slippers Now—Not Christmas 


By R. L. Prather 





carry over from many holiday 





AN a man buy a pair of 

- house slippers in Au- 
gust? 

Try it and see. 

Just recently my wife in- 
formed me that my old slippers 
were a “disgrace to the family” 
and that I must forthwith go 
into town and buy a new pair. 
She supplemented this mani- 
festo with an ultimatum. If I 
wanted to go about in my stock- 
ing feet, all right, but she pro- 
posed to throw the old ones into 
the waste basket that very day. 

The writer confesses to being 
of that age when pipe and 
slippers are one of the main 
joys of life. That old pair had 
been my companions for years. 
True, they were disreputable 
and shabby. But they were the 
acme of comfort and hominess. 
I had a hard time getting them. 
In fact, they were the first pair 
I ever had that completely filled 
the bill. I have a natural 8-D 
foot, free of corns and, bunions. It is one of those old- 
fashioned pairs of feet with the width where it should 
be and the length all right—at least that is what a 
shoe fitter told me. 

To go out into the busy marts of trade and search 
out another pair like those old ones was not a pleasant 
undertaking. But “She Who Must be Obeyed” had 
spoken and I had naught to do but fly at it. 

Down town I went and began the round of shoe 
stores. Here is a true account of the search: 





HE first store I entered told me they were “just 
out of slippers,” that “they let their stock run down 
after the holidays.” 
The next store showed me a few pairs of cheap 
cabrettas, covered with dust, bloom and evidently a 


HAVE You GoT 
== 
ANY suPrers f 


seasons. 

Number Three Store had a 
few in stock “somewhere” but 
it took too long to discover 
them, so I went out. 

My next attempt was in a 
store that prided itself on hav- 
ing everything any man, woman 
or child might need in foot- 
wear. Now, I was on the right 
track at last. The obliging 
salesman went away on a long 
voyage of discovery. After 
some fifteen minutes he re- 
turned with an armful of car- 
tons, his face beaming. The car- 
tons were dusty. Evidently he 
had been compelled to dig into 
storage stock for them. Undis- 
couraged, he exhibited four 
styles that he proclaimed were 
“nice little slippers.” Evidently 
this was a salesman accustomed 
to feminine trade. Nice little 
slippers for a 190-pound he man 
was going it a little strong, I 
thought, but I submitted to the try-on. The first pair 
was built on that old, old straight last, the kind some- 
one has been making slippers on for the past 50 years. 
Not a particle of shape or swing to them. Just a long, 
straight, narrow last that would fit either foot with 
equal facility. My foot would not even start in that 
kind. He ran off again and brought back a size 10 that 
my foot squeezed into with a lot of pushing and haul- 
ing. NO good. Those wouldn’t do at all. He then -pro- 
duced his piéce de résistance. A slipper with a swing 
on the inside and a perfectly straight line on the 
outside. 

I remarked, “The manufacturer got his lasts mixed 
here. He has made the right slipper on the left last, 
evidently.” The salesman admitted that the evidence 
seemed to bear out my assertion. I had to admire this 
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young man’s tenacity. He made one more visit to the 
stock room and brought out felts. No, I did not want 
felts. I wanted a kid slipper, with a heel, and a sole 
that would permit my walking out into the garden if I 
chose. We expended a half hour but failed utterly to 
make a deal. 

I went away from there. I tramped and tramped 
and looked and looked. I peeped into show windows, 
show cases, even entered stores and stole looks at 
shelves and ingle-nooks in the hope of discovering the 
slipper of my dreams. After covering some miles and 
growing hotter and more discouraged every minute, 
suddenly! there they were! My dear old slippers in 
new and shiny appearance, siting proudly in a show 
case. In I went and sat me down with a deep sigh of 
happiness. 


ND this salesman is what I call a go-getter. He 
buzzed efficiently. “Oh, yes, indeed.” He had all 
kinds of slippers and he started to bring forth all 
kinds, shapes, colors and conditions, from quilted silk 
to carpets. I told him gently but firmly that there was 
but one kind in the world for me and that kind was 
right there in the show case. I took him by the hand 
and led him to them. A look of astonishment ran across 
his face like a wave. He seated me again and trotted 
away. Soon he came back with a rueful face to say 
that he was entirely out of sizes on that one. “You 
see, we let our stock run down after the holidays.” 

I heard him conferring with the boss. Something 
was said about the window man putting styles in dis- 
play that were not available. I knew that some fellow 
was due for a razz. So I tried to make a graceful exit. 
But the boss took the case in hand. He sat down by my 
side and led me to talk of slippers. He was the most 
interested person I ever saw—a real shoe man. 
I knew how he came to be boss. He was one who 
realizes that a middle-aged man has ideas of his own 
about shoes and things and that he cannot be sold 
unless he is pleased. This boss took my size carefully, 
made a memo, explained to me that it was unfortunate 
that they were out of sizes, but he would order, 
specially, a pair from the factory that he would guar- 
antee a fit or no sale. Took my name and address and 
said he would write me a line the moment they came 
in, then I could try them on, or he would send them out 
to the house. And all the time he assured me it was a 
pleasure to do all this for me. He knew what it meant 
to want a pair of the kind of slippers a man wanted. 
And, by heck, he proposed that I was to have them if 
it took the united efforts of all the store and the hearty 
co-operation of the factory. 

I went home hoping that the banishment of my old 
slippers might be held off until my new ones arrived. 
Sure enough it happened. And all is well. ’ 


UT, and this is a but that I think is worth the 
consideration of shoe retailers. Why cannot a 
man buy house slippers in July? Why are slippers 
sacred to the holidays? 
Surely there is an every day NEED for slippers. It 
seems to me that every day, perhaps every minute, 
somewhere, some man is wanting a new pair of house 
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slippers. Slippers wear out today that never wore out 
before. Men like me want the kind they had last year 
or five years ago. And they are not going to have any- 
thing else. 

And from my seat in the Laymen’s corner, I arise to 
ask: 

Why do retailers let their stocks of slippers run 
down after holidays? 

Why do they not go after those extra sales that may 
be had? Why do they neglect a profitable field that 
may be developed by proper attention, display, adver- 
tising, and above all else SENSIBLE SELECTION of LASTS 
and patterns? 

And, why do slipper manufacturers, so many of them 
at least, continue to make slippers on lasts that were 
hewn from oaken blocks, in 1776, with a dull axe? Why 
not recognize the fact that men have right and left 
feet and that they have curves and bends and all sorts 
of eccentric rounds to their toes? Why continue to use 
those ridiculous, old, straight lasts? 

And why has it not occurred to some one to put 
“rubber heels” on slippers? If rubber heels are good 
on shoes, why not on slippers? Many a housewife 
will rise up and call him blessed who equips her 
man’s slippers with rubber heels to protect her floors 
and furniture from hard leather heels. 





Vinsonhaler Shoe Manufacturing Com- 
pany Organized in St. Louis 


St. Louis—Harry Vinsonhaler, who has been identi- 
fied with the shoe trade of St. Louis for the past 
twenty-five years, has reorganized and refinanced the 
F. C. Church Shoe Company, located at 2801 Benton 
street, St. Louis, Mo. The name of the company has 
been changed to the Vinsonhaler Shoe Manufacturing 
Company, and Mr. Vinsonhaler is the president of the 
new organization. 

Mr. Vinsonhaler became president of F. C. Church 
Shoe Company in March, 1924, and in the fall of that 
year closed the Vinsonhaler Shoe Company, which was 
a wholesale house dealing in women’s footwear. 

The new organization will ‘include E. R. Williams, 
who has been associated with the International Shoe 
Company for several years; J. D. Bartley, who has 
been connected with the Nunn-Bush Shoe Company of 
Milwaukee for the past twelve years, and C. F. Kelsick, 
who became superintendent of the factory last Novem- 
ber, will continue in that capacity. 

The new Vinsonhaler factory has been reorganized 
in every department. The quality and character of the 
shoes have been greatly improved, not only with new 
lasts and patterns, but in workmanship and style. The 
product of the factory will be women’s high-grade 
flexible sewed novelty footwear. 

It is the intention of the company to sell direct to 
the retail trade. Salesmen are now calling on the 
merchants with the new fall line. The factory started 
on its fall run June 15 and is now running to its 


capacity. 
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Best Index for Fall. Business 


OR some years now business doctors have told 

us that one of the necessary cures for depres- 

sion was the comeback of the farmer. To many, all 

this talk about the farmer and his lessened pur- 

chasing power has seemed theoretical and aca- 

demic. But retailers throughout the farming dis- 

tricts can tell ‘you that it’s no theory at all, it’s a 

fact—that when the farmer. doesn’t: produce and 

sell at a profit, they might as well close up shop 
and wait for another season to roll around. 

It’s good news to hear then that the merchants 
in these districts are keeping their doors wide 
open this fall and winter. From Minneapolis down 
to Dallas and over to Atlanta, everybody’s happy. 
For, with few exceptions, the farms are producing 
bumper crops and getting a good price for them. 
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Corn and wheat as a whole are successful crops. 
Cotton, with the exception of a few and widely 
scattered areas, is having a great year. In the poor 
sections, such as parts of Georgia and Texas, 
other crops are making up the deficit. 

A Peabody, Kansas, merchant says, “Yes we 
are looking for a great fall business. The farmers 
made enough last year to come even with the 
board and this year is so good, they’ll get ahead 
of the game.” A merchant in Vicksburg says, 
“The delta from here to Memphis has the best 
cotton crop in years and the farmers will have so 
much money this fall they won’t know what to do 
with it.” In Newton, Mississippi, farmers who 
have been raising cotton for fifty years say that 
this year’s crop will be the best they have ever 
picked. “So why shouldn’t we have a big fall busi- 
ness?” asks the local shoe dealer. 

These are merely specific examples of the feel- 
ing everywhere through the West and South. The 
farmers are able to buy once more. And they’re 
going to buy the best. The manufacturer should 
not consider the farmer a prospect for his left- 
overs or cheap goods. When the farmer is in the 
fields, it matters not what he wears. But when he 
dresses up, he dresses up. These folks know mer- 
chandise from A to Z. 





Personality Made Profitable 


F you had a choice of patronizing one of two 
drug, grocery or dry goods stores, both carry- 
ing the same quality merchandise at the same 
prices, giving equal service accommodations and 
equally convenient as to location, which one would 
you choose? Put bluntly on paper this way, the 
question may seem difficult to answer, but you 
are doubtless making such a choice in your trad- 
ing every day. What is the factor that determines 
this choice? Personality, atmosphere or call it 
what you will. 

Things as well as people have personality. Dif- 
ferent towns and cities have personalities that dif- 
fer. Some of us like one, some another. Every hotel 
has its particular type of personality. An auto- 
mobile has personality.These things are just like 
people—impressing us positively or negatively. 

And so it is with stores. A store can have all the 
tricks of the trade and still be lacking in that in- 
definable something that makes up “atmosphere,” 
that something that attracts people to it. It isn’t 
one thing that produces this pleasing personality, 
it’s a combination of everything. 

This personality or atmosphere cannot be stan- 
dardized and automatically adopted by everybody. 
It is one of the things by which a store can indi- 
vidualize itself without fear of having it taken 
over wholesale by competitors, such as can be 
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done with window trims, layouts, credit schemes 
and the like. And moreover, every store should 
not have the same personality—it depends upon 
the type of trade appealed to. 

Department stores are excellent examples of a 
type that have differing personalities according to 
the clientele they hope to attract. Price may seem 
on the surface to be the determining factor here, 
but after all isn’t the personality there to fit the 
group attracted? Isn’t the backbone of the 5 and 
10 cent store trade entirely foreign to the trade of 
the leading department store of your city? 

In just the same way the shoe store can appeal 
to almost any definite clientele. If exclusiveness, 
style, elegance represent the characteristics of the 
people you wish to bring into your store, do every- 
thing possible to build up an atmosphere of ex- 
clusiveness, style and elegance. Make your person- 
ality attractive to that group. If on the other 
hand, you expect to draw the “glad hand,” “slap 
on the back,” type of customer, give your store 
that atmosphere. 

Consider for a moment whether or not there is 
any reason why anybody should be buying their 
shoes of you. Aren’t there any number of stores 
offering the same inducements, or outwardly the 
same, to the people of your community? If this is 
the case, it is worth your while to bring your 
store out of this “flat,” “same” class into a class 
of its own. Make people want to trade with you 
rather than just happen to trade with you. 





Some Traffic Cops Spoil 
Business 


HERE is a particularly sour traffic cop who 

rules with a hard hand a square in the shop- 
ping district of a town not many miles from Bos- 
ton. The merchants in that community have for 
some time been puzzled over the decrease in trade, 
a condition unwarranted by the prosperity of the 
town. At last one of the shrewd merchants dis- 
covered it. The traffic cop had been living up to 
the law and any car parking over twenty minutes 
was ticketed. This one officer was responsible for 
the loss of trade. 

A similar situation must have influenced the 
Retail Trade Board of Boston to ask for a change 
of parking regulations, so that the shopper. could 
have a leeway of an hour insteadiof twenty min- 
utes. Streets are made to travel in—not to use a3 
garages, but there is a fair limitation of time that 
must be permitted if customers are to be of any 
value to that district, town or city. 

It is a mighty good idea for you to make a study 
of the parking facilities in front of your store. 
Many a merchant has considered branch stores in 
the suburbs so as to give his customers who travel 
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in automobiles the benefit of both parking time 
and doing business with a store that values cus- 
tomer acquaintance. The officer must live up to 
the law, but there are times when he is pretty 
close to making himself a nuisance by petty inter- 
ferences with the normal function of shopping. 





Are Feet Improving? 
OMEONE said at the chiropodists’ meeting 
that a Dumb-Dora came into the foot correc- 
tion parlor and asked for the pessimist, because 
as she understood it, the optimist took care of a 
person’s eyes and the pessimist a person’s feet. 

Be that as it may, there is no need for national 
pessimism on feet—they never were in better con- 
dition. Feet structurally are improving. At a foot 
clinic in a Massachusetts hospital recently a sur- 
prising number of nearly perfect feet were to be 
found on the younger generation. A cross section 
of the study made showed that up to twenty years 
of age feet were in remarkably good condition; 
up to forty years of age not so good, and above 
that “Doctor Osler’? line feet were worse than 
ever before. Considering that to the younger gen- 
eration size has now no terror; to the middle-aged 
some of the nonsense or size-pride of the “nine- 
ties,” and to the older generation the lack of study 
of lasts, foot shapes and the economy of wearing 
a shoe until it wore out, these three big divisions 
can easily be seen. 

Isn’t there hope that the younger generation 
with its greater activity, its disregard of size, its 
desire for comfortable and ventilated shoes, its 
dancing and its liberty, holds promise of a better- 
ment of feet in years to come? This improvement 
of the younger generation in foot understanding 
is one of the encouraging factors in making opti- 
mists of the shoe men of the future. 





It is the RECORDER’S function to feature in 
newest styles and their first presentation, and to 
point out the reasons for its existence. In this 
work the RECORDER stands pre-eminent for so 
much depends upon the correct interpretation of 
styles to the buyer whose individual judgment is 
the court of last resort. The RECORDER never 
places an endorsement on a style to influence the 
buyer te purchase, feeling that because of its na- 
tional scope and circulation it would be unwar- 
ranted trespass on the trade. What will sell in one 
community might not be worth fifty cents on the 
dollar in another. 

What we do is to present the facts with all cor- 
related evidence that skilled style men can give, 
and it then rests with the buyer and his store’s 
best judgment as to the advisability of purchase. 

There must and will be new styles of footwear 
and opportunity for some one is in each. 
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It may look like a large 
wooden door-knob—but it is 
a foot massaging appliance 
that has worked wonders. 
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Every muscle of the foot is 
exercised by this device— 
as illustrated herewith. 


Can Feet Be Improved by Exercise? 


‘‘A Daily Dozen’’—Ten Minutes Morning and Night 


By DR. WILLIAM SAKLAD 


While in charge of foot welfare of the Marine Corps 
at Quantico, Va., and later for sixteen months over- 
seas, Dr. William Saklad of Dorchester, Mass., devel- 
oped a method of foot exercise based on the use of a 
wooden foot-massaging appliance, something that 
strengthens the foot and removes blisters and calluses. 
He tells how it is done herewith. 


cise for the rest of the body. Walking alone 

does not exercise the muscles of the feet, as oft 
times the feet are encased in improperly fitting shoes 
which cramp the muscles and retard their development. 
Mechanical devices are many times used to stimulate 
the action of the muscles of the feet, as well as the 
circulation, Rol-a-foot, a foot-massaging appliance, is 
used for this purpose. 

Rol-a-foot is,;a curving pedestal, a little over six 
inches high, with a rounded top, tapering toward its 
base, which broadens out to a flat surface. Proper and 
frequent exercising with this appliance gives instant 
relief for tired, burning, aching feet. Best results are 
obtained from Rol-a-foot by using in the following 
manner: 


Yee for for the feet is as essential as exer- 


Illustrations Described 
Patient in sitting position. 
B. Place Rol-a-foot on floor in prone position, with 
base toward outside of foot. Place foot on “neck” of 


Rol-a-foot, rolling foot back and forth, from base of 
heel to ball to foot, bearing weight on Rol-a-foot. This 
should be done for one minute with each foot. 

A. Repeat exercise B, except that foot rests on upper 
rounded surface, rolling from base of heel to ball of 
foot. Practice this movement for one minute with each 
foot. 

C. This is used for toe exercises.. Place Rol-a-foot 
in an upright position, putting ball of foot on top of in- 
strument, bending toes downward, gripping Rol-a-foot. 
In cases where toe joints are stiff, gently massage 
the toes with the hand, forcing toes to grip Rol-a-foot. 
Practice this exercise one minute with each foot. These 
exercises flex the bones and muscles of the foot, mak- 
ing the muscles more firm and healthy. Do not try to 
overdo these exercises—one minute for each one with 
each, foot is sufficient at one time. If possible, use 
Rol-a-foot two or three times a day regularly. 


Additional Foot Exercises 


The following additional exercises can be used to 
advantage by all: 

(1) Rotate the ankle with a circular motion, start- 
ing from the outside, circling around toward the in- 
side. At the same time, bend toes downward. Practice 
this for one minute with each foot, always from a sit- 
ting position. 

(Continued on page 43) 
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The old days, when the chiropodist 
was considered simply “A corn remover” 
have long since passed away. A thorough 
course at one of the six or seven recog- 
nized schools in this country having the 
required foot study courses is required 
by nearly every state licensing board. 


Fourteen years ago the National 
Chiropodists’ Association numbered only 
112 men—Today, it numbers 1680. 
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The Chiropodists Hold a National 
Meeting 


The Professional Side of Foot Comfort Is 
Given a Hearing 


tional Association of Chiropodists, held at the 
Hotel Somerset, Boston, last week, stressed 
strongly a better co-operation with retail shoe mer- 
chants. The registration showed 800 foot specialists— 
men and women—from all parts of the United States 
and one from British Columbia, whoassembled in execu- 
tive session for the advancement of the profession and 
that their service might be better known to the public, 
not the least among which is the retail shoe merchant. 
The RECORDER’S editorial, “Does the Chiropodist 
Work With You?” was read at the Tuesday afternoon 
session. Free clinics were held and lectures given by 
eminent foot specialists. Many of the doctors of podi- 
atry in attendance at one time studied the foot as they 
sold shoes over the fitting stool in the retail shoe store. 


Te Fourteenth Annual Convention of the Na- 


Chiropodist a Foot Scientist 


Said Dr. H. E. Wiegner of Elkhart, Ind., “Too many 
shoemen have the erroneous idea that a chiropodist is 
nothing more nor less than a corn doctor. Some'even 
get us mixed up with the chiropracteurs. We ‘would 
like to have the shoe merchant know us better. In my 
twelve years of shoe selling at Walk-Over and at 
Hanan stores, I have learned the dire necessity of a 
correction of many of the false impressions that pre- 
vail, for the chiropodist is a foot scientist—the rules 
of the state and nation require that we must under- 
stand our profession thoroughly—or we cannot prac- 
tice the same.” 

Said a Boston shoe salesman, in charge of the ortho- 
pedic department of one of the big retail shoe stores, 


“A greater co-operation between chiropodist and mer- 
chant is much needed.” . 

Said another chiropodist, “No foot is stylishly fitted 
unless it is comfortably and correctly fitted.” And just 
to prove this, one of the exhibitors in the Commercial 
Exhibit in the Palm Room of the big hostelry had on 
display a page from one of the women’s style maga- 
zines, showing how “Comfort Lovers” were also style 
adherents. 


Good Educational Features 


The booths in the Commercial Exhibit numbered 20 
and in addition to a number of arch support and elec- 
trical device houses, there were five shoe manufac- 
turing houses that demonstrated their orthopedic lines. 
The exposition attracted marked attention, as did the 
lectures, the demonstrations and clinics, forming the 
four-days’ convention program. On Thursday, August 
6, the “Quiz Forum,” under the supervision of the 
scientific committee, brought out many interesting 
foot fitting points. 

- A moving picture lecture, “From Pelt to Welt,” by 
Major Charles T. Cahill, of the United Shoe Machinery 
Corporation, afid the’ United Shoe Machinery Co.’s 
exhibit of foreign and antique shoes, and views show- 
ing the various processes of Goodyear welt shoemak- 
ing, gave an added trade “flavor.” 


Normal Feet a Rarity 


Many of the lecturers made startling statements 
well worth the attention of the retail shoe merchant. 
(Continued on page 43) 
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You Know How You Perspire in 
Summer—One Pint to a Gallon a Day! 


August 15,°1925 


Perspiration—Its Effects on 
Leather and Textiles 


A Chemist and Biologist in the Flushing High School, Flushing, 
N. Y., Tell the Public Something About Themselves 


By Arthur H. Killen 


of fuel. As more heat energy is developed than 

can be transformed into mechanical motion, the 
excess heat is carried away from the cylinders to the 
radiator by the best of all heat carriers, water. 

The human body is also a heat engine. It obtains its 
power by oxidation of food. It also develops more heat 
energy than it can transform into mental activity or 
mechanical motion. The primary purpose of perspira- 
tion is to carry off this excess heat. The sweat glands 
draw moisture out of the blood and send it to the sur- 
face. Evaporation from the surface has a cooling 
effect. Put a little ether on the back of your hand and 
blow upon it and get an illustration of the cooling 
effect of evaporation. 


‘ N automobile engine gets its power by oxidation 


The Secondary Purpose of Perspiration 


The secondary purpose of perspiration is to 
help remove waste 
products from the 
body. Life is a continu- 
ous process of building 

P duct‘ of 

up and tearing down sweat gland 
living tissue. This re- hair ae 
sults in waste products papille & 
which are poisonous to dermis 
the body, and which 
must be removed. 
There are four organs 
of elimination of waste 
products: the large in- 
testine, the lungs, the 
kidneys, and the skin. 
The skin eliminates 
about seventeen per 
cent of the total water 
given off by the body. 
This water carries 
with it a considerable 
amount of waste mat- 
ter in solution. 

The importance of 
this to the body can be 


oil gland 


hair follicle 


To give you an idea how the flesh and skin exude 
perspiration. 


seen from the story of the gilded boy. A very beautiful 
float for a parade was made by constructing a large 
silvered globe, on which was placed a boy with a beau- 
tiful figure, coated with shellac and gold leaf. Within 
a few hours, the boy was dead, poisoned by the per- 
spiration that could not escape. They could not get 
the gold leaf off. 


Quantity of Perspiration 


The quantity of perspiration given off by an adult 
in a day of twenty-four hours, varies from a pint to 
six quarts. The average is about one quart. There are 
about two million sweat glands in the entire surface 
of the body. They are unevenly distributed. There are 
about twenty-five hundred to the square inch on the 
soles of the feet and the palms of the hands, as com- 
pared with about four hundred to the square inch 
on the back. Those in the arm pits are of extra size. 

These three places are, 
therefore, the ones that 
give most trouble. 


Excessive Perspiration 

Excessive perspira- 
tion, or hyperidrosis, is 
caused by nervous dis- 
orders. When the 
nerves are somewhat 
frayed, because of ne- 
glect of the simple 
rules of health, they 
get into the habit of 
sending impulses to the 
nerves of the skin and 
fatty tissue cause excessive per- 
spiration. Some of the 
causes of nervous dis- 
orders are: lack of 
sleep, worry, improper 
diet, too much tea or 
coffee, neglect of teeth. 
The remedy is to re- 
move the cause. Stop 
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worrying. Cut down on tea and coffee, et cetera. 

The man who works with his hands, as the car- 
penter, the laborer, the farmer, the glass blower, and 
the iron worker, has large volume perspiration, which, 
although not a physical disorder, is excessive perspira- 
tion as far as its effect on shoes and clothing is con- 
cerned. 

Another special case, is that of the person who 
has foot trouble. This condition causes an irritation 
of the nerves of the feet, causing excessive perspira- 
tion. The remedy is to procure shoes that remedy 
that foot trouble. 


Effect on Textiles and Leathers 


The effect may be divided into three parts: me- 
chanical action, due to the formation of crystals of 
common salt in the fibres; chemical action, due to 
the presence of acids; decay due to bacterial action. 

An analysis of textiles and leather that have been 
worn, shows the presence of crystals of common 
table salt. This has sharp corners and edges. Silk 
fibre is from 1/1550 to 1/2000 of an inch in thickness. 
Cotton fibre is from 1/1000 to 1/2000 of an inch in 
thickness. It is easily seen under the microscope that 
these slender threads can be and are cut by the salt 
crystals. Salt in the fibre of leather shows evidence 
of abrasive action. 

Bacteria are everywhere present. No decay takes 
place without the action of bacteria. That is why we 
preserve food by heating it and then sealing it in air 
tight containers. Perspiration on textiles and leather 
provides the moisture, then bacteria rot the goods. 

Of the acids in perspiration, uric acid does little or 
no harm. The acids of the fatty acid series attack silk 
and leather. They have little or no effect on wool and 
cotton. 

Silk is mechanically damaged by salt crystals. Silk 
is attacked by the acids in perspiration. Silk rots 
when moistened with perspiration. 

Wool rots when moistened with perspiration. 

Cotton is mechanically damaged by salt crystals. 
Cotton rots when moistened with perspiration. This 
applies particularly to the linings of shoes. 

Leather. There are three main ways of tanning 
leather. Leather is tanned with tannin. Leather is pre- 
served with mineral salts. Leather is preserved with 
greases, the decomposition products of which are the 
real preservatives. In any case, the alkaline radicals at- 
tack and dissolve out the greases in the leather. The 
fatty acids attack and dissolve out the tannin and the 
mineral salts. The leather being then, in effect, un- 
tanned, rots, due to the action of bacteria. Salt crystals 
in the fibre of leather weaken it by abrasion. 
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The Chiropodists Hold a National 
Meeting 
(Continued from page 41) 

For instance, Dr. Frank E. Hayden, president of the 
Massachusetts Chiropody Association, declared that 
only about one per cent of the men and women of the 
present day have normal feet and walk properly; that 
the great number of fallen arches, indicated by the 
shuffling gait so common at the present time, is appall- 
ing and makes for a less efficient nation. 

He spoke of the necessity of remembering that the 
shoe is intended as a support for the foot and that it 
is the overlooking of this fact that makes for so many 
abnormal feet. “Shoes should be bought to fit the 
feet,” he said, “instead of having feet fit the shoes.” 
He stressed the importance of fitting children’s feet 
correctly. 

Fit Hosiery Long 


Dr. Joseph Lelyveld, of Boston, told the delegates 
that they should advocate good fitting hosiery. “Stock- 
ings should extend one-half inch beyond the big toe 
nail,” said Dr. Lelyveld. “Short socks cause in-growing 
toe nails and many other foot ills. Shoes should extend 
twice the width of the thumb beyond the big toe nail 
—the foot should slide forward a half a size with each 
step. 

School Podiatrists Advocated 

He stated that some day the podiatrist would 
be just as much a part of the health equipment of a 
school as the school physician. 

“Feet are an index to general health,” he stated. 
“It is entirely possible to diagnose most illnesses Sram 
making a study of the feet.” 





Can Feet Be Improved by Exercise? 
(Continued from page 40) 

(2) Rise on the toes, with the feet about four inches 
apart. Practice this ten times once or twice a day. 

(3) Rise up and down on the toes, bending body 
downward while on toes, until you are almost sitting 
on your heels. Practice this ten times each morning. 

(4) Lie flat on back, lifting one foot up at a time, 
as far back as possible—ten times with each leg—then 
both together ten times. 

(5) When resting in a chair, cross the feet in such a 
manner that the inside of the feet turn up—this re- 
laxes the muscles on the inner side of the foot and 
leg. This exercise is beneficial to people with flat feet 
and those with weak ankles. 

(6) To relax while standing, it is advisable to 
Place the feet squarely on the ground, the feet from 


four to eight inches apart, toes pointing straight 


How This Applies 


The information given in this article suggests an 
answer to complaints received from dissatisfied cus- 
tomers. It suggests the use of a heavier cotton lining 
for shoes. It makes clear why frequent washing of 
underclothes and stockings is necessary. Perhaps 
manufacturers can find some way to ventilate shoes 
so that perspiration will dry before it reaches the 
leather. How about recommending frequent changes 
of footwear ? 





ahead. This is-also for, correct posture. 

(7) “Run” in a standing position, not making any 
progress, except in exercise, keeping on ball of foot 
in a skipping-rope motion. 

(8) Stand, rocking from heel to toe—rise on toes 
as high as possible and then back on heel as far as 
possible—a good equilibrium tester for better body 
balance. 

(9) Dancing is very good exercise for the feet, if 
not carried to excess. 
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N the July issue of this Department, I 
mentioned that the late former Gov- 
ernor William D. Hoard, of Wisconsin, 
was born in the country where I was 

reared—old Madison County, nestling squarely in 
the center of New York State; now I want to tell 
you something more about this exceptional man, 
whom in his older age I knew, respected and ad- 
mired, as did all who were familiar with him and 
his life. 

Born and reared on a pioneer farm he early fol- 
lowed Horace Greeley’s advice and “went West” 
to carve out his fortune in that then new and un- 
developed region. This was in the middle of the 
last century. He went to Wisconsin and did all 
sorts of odd jobs—working by the day on farms, 
teaching “district school” and anything else that 
came to hand to supply daily bread and keep. 

Wisconsin was then devoted to wheat growing 
as its main resource. Young Hoard found out that 
only twelve bushels to the acre were being pro- 
duced. This wasn’t a paying return for the hard 
drudgery and expense involved. The farmers were 
“broke” and discouraged. They 'told him that “in 
the olden days” they raised thirty bushels to the 
acre, but year by year the yield lessened, until 
wheat raising no longer paid. He and they realized 
that this couldn’t go on forever; but Hoard 
thought about it more and deeper than they. Being 
young, ambitious and unafraid, he called the 
neighbors together at the little old school house 
and told them that the reason their wheat crops 
were steadily diminishing was not just hard luck 
or the visitation of divine Providence, but be- 
cause they were not putting anything back in the 
ground. He showed them that wheat took some- 
thing out of the soil each year and, therefore, the 
next year had less to give. 


The Wisconsin farmers were too poor to buy 
fertilizer to replenish the soil; even though this 
was to be had as it now is, which is doubtful. So 
Mr. Hoard told them: “Why stick to a losing 
proposition? Quit growing wheat at a constantly- 
increasing loss. Turn to dairying on your farms 
and you’ll solve the whole problem.” A few of 
them thought that this sounded sensible and they 
followed his advice, while the others couldn’t see 
anything in the “new-fangled notions of the school 
teacher.” 

It wasn’t more than a year or two before the 
soundness of the young man’s advice was proved, 
and then all followed suit. In every way possible 
Mr. Hoard preached his dairy doctrines; he was 
a “voice crying in the wilderness,” a prophet. As 
a result, Wisconsin turned from a wheat-growing 
state to a dairying state; from a poverty-stricken 
commonwealth to prosperity and affluence; from a 
poor wheat state to the greatest dairying state in 
the Union. 

The people of Wisconsin made William 
Dempster Hoard their Governor, and when he died 
a few years ago at a ripe old age, he was called 
“The Grand Old Man of Wisconsin.” 

What has all this to do with retail shoe sales- 
manship? A good deal. For one thing, it serves to 
remind us that if we keep taking something out 
and never putting something back, something 


“unpleasant is certain to happen, sometime. Again, 


we read between the lines that THOUGHT was the 
most powerful thing in Wisconsin back there in 
the “sixties.” 

I don’t know anything that has happened to 
change the truth of such things today, nor their 
application to our jobs, whatever or wherever they 


may be. 
A. L. E. 
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July Prize Winners 


W. R. Hawk, with W. H. Wil- 
liamson & Co., Newport News,, Va., 
wins the first prize of $10.00 for 
his answer to the July problem on 
“Benefits I Have Received from 
Our Store Meetings.” 

John Neish, with L. Bamberger 
& Co., Newark, N. J., is awarded the 
second prize of $5.00 on this prob- 
lem. 

Victor J. Marks with Marks Shoe 
Store, Danville, Pa., receives hon- 
orable mention for his contribution 
on this subject. 

Mr. Hawk’s prize-winning article 
follows: 

“TI have acquired from our store 
meetings the following: 


“1. I have learned that these 
meetings among our sales force 
give each and every one a 
broad, adequate knowledge and 
establish a wonderful sales co- 
operation. 

“2. These meetings give me 
a better knowledge of shoe fit- 
ting. This has been an advan- 
tage to our patrons. There are 
a lot of shoes sold today, but 
fitting shoes correctly is a sci- 
ence still to be mastered by 
many sales forces. 


“3. I have learned at these 
meetings the views and ideas 
of the executives and salesmen 
on selling, stockkeeping, buying 
profitable merchandise, and 
right sizes and also profitable 
mark-up on merchandise. These 
advantages have given me a 
new vision of shoe merchan- 
dising. They have created in 
me a spirit that I can be suc- 
cessful anywhere, and if my 
chance comes I can buy the 
right kind of merchandise and 
sell on a profitable basis among 
keen competition. 

“4. These meetings have 
stimulated in me ‘pep’ and 
energy. They have revived and 
made in me a progressive spirit 
and have taught me the won- 
derful ait of selecting good, 
clean merchandise if I ever be- 
come a buyer. 

“5. These meetings have cre- 
ated in me an earnest and de- 
voted love for my work. I love 
to-sell shoes more than any 
other position in life, and I 
am going to stick to this voca- 
tion, taking promotions as I 
earn them. This has all come 
about through the concentra- 
tion on my work, due to en- 
thusiastic store meetings. 
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“6. These meetings have 
made me unselfish in my re- 
gard for my fellow employees. 
In most all stores where there 
are no meetings there is apt to 
be a little friction in the sales 
force. These meetings create in 
one and all a friendly, co-op- 
erative spirit which naturally 
puts good-will in the entire 
store organization. 

“7. These meetings give me 
the privilege of discussing 
things of interest to my em- 
ployer. He and I have passed 
ideas with others that have 
helped our sales. It is a won- 
derful feeling when all are 
working together like spokes in 
a wheel for the uplifting of 
progressive, industrious and 
clean shoe merchandising. 

“8. During these meetings I 
have acquired a_ substantial 
knowledge of truthful adver- 
tising; also an adequate knowl- 
edge of window scheming and 


Appropriate Gifts 


If a fly is posed upon my nose, 
One fly, or maybe two, 

What would be the perfect gift? 
Why certainly—a shoo! 


And if a would-be son-in-law 


Is twanging on a lute, 


What is the fitting gift for him? 


Unquestionably—a boot! 


decorating. At the last meeting 
we had our hosiery girl, who 
understands hose and color 
contrasting. She gave us all 
ideas of color harmonizing 
with different color footwear. 
This was a wonderful selling 
help to us all and improved 
sales greatly. These meetings 
are for the little items and sug- 
gestions which gradually build 
large merchandising policies 
and successes. That is the aim 
of our store meetings. 

“9. One essential thing these 
meetings have done for me is to 
help me speak better English. 
I mean that it has helped me 
to use the proper words at the 
right time, when they have 
proved effective, and are pro- 


“nounced correctly. One reason 


that our country is not as pro- 
gressive as it could be is the 
fact that English, as used by 
salesmen, is pretty poor. You 
can hear it in daily sales talk 








Problem for August 


What Is the Meaning of Full 
Co-operation by a Retail Shoe 
Salesperson? 


Write out your ideas of the 
things that constitute a full 
measure of co-operation on the 
part of a retail shoe salesper- 
son—the various ways in 
which he or she can exemplify 
both the spirit and practice of 
team work in the store. 


For the best article on this 
interesting subject the Boot 
AND SHOE RECORDER will give 
a cash prize of $10.00; for 
the second best article $5.00 
will be awarded. This contest 
is confined to retail salesfolks 
actually in service on the floor. 

Send your contribution to 
the Editor of “The Retail 
Shoe Salesman,” in care of 
this publication, 207 South 
Street, Boston, Mass., to reach 
this office not later than Sep- 
tember 10. 

The awards will be deter- 
mined on the basis of the ideas 
presented without reference 
to spelling or grammatical 
construction; however, all 
things else being equal, the 
better written contribution 
will naturally be favored. Win- 
ners will be announced in the 
issue of this department to be 
published September 19. 

















46 BOOT AND SHOE RECORDER 


—poor pronunciation, poor 
grammar and ‘slang.’ 

“10. One reason why shoe 
merchandising has made good 
strides and success is the co- 
operation among national re- 
tail associations, state associa- 
tions and among chief. execu- 
tives. All these have been for 
one aim, to uplift and forward 
shoe merchandising. This has 
helped each retailer just as the 
meetings here in this store 
have helped me.” 


August Intelligence Test 


. What is a basic industry? 

. Where is the center of popula- 

tion in the United States? 

. What is the national wealth of 
the United States? 

When was the “Boston Tea 
Party”? 

Who was Plato? 

. What is Duck? Drill? Twill? 
What were the ancient “Seven 
Wonders of the World”? 

. Who is Arthur D. Anderson? 

. Who wrote “The Star Spangled 

Banner’’? 

10. What is a contract? 

11. What is demurrage? 

12. In meteorology, what does “low 
pressure” mean? 

13. What is a surplus, in a busi- 
ness statement? 

14. Who is Secretary of Commerce? 

15. What is a diamond? 

Try to answer these questions. 
Write out your solutions, and com- 
pare them with the answers to be 
printed in this Department of the 
BooT AND SHOE RECORDER, Septem- 
ber 19: Look them up in a dic- 
tionary or encyclopedia. See how 
many your associates can answer 
offhand. 
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Answers to July Intelligence 
Test ° 


1. A constant progress‘in physi- 
cal development through “survival 
of the fittest”; a higher type grow- 
ing from a lower. 

2. Nathaniel Hawthorne was the 
author of “Twice Told Tales”; 
Daniel Defoe wrote “Robinson Cru- 
soe”; Henry W.: Longfellow wrote 
“The Courtship of Miles Standish.” 

3. Chester A. Arthur was presi- 
dent of the United States from 
September 10, 1881 to March 4, 
1885. 

4. A bill of lading is a document 
attesting the loading of commodi- 
ties or articles, consigned to or 
destined for a specified person or 
concern. 

5. Radium is found in pitch- 
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“The most difficult sale I ever 
made” 


blende, carnotite and uranium 
metals. It is an intensely radio- 
active metallic element. 

6. Commodore Perry said: “We 
have met the enemy and they are 
ours.” 

7. The Mammoth Cave is in Ken- 
tucky; the Grand Canyon is that of 
the Colorado River. 

8. A contrast is opposition or dis- 
similitude of associated things or 
qualities. 

9. The breathing apparatus of 
fish enables them to extract the air 
from the water. 

10. Richmond, Va., was the capi- 
tal of the Confederacy. 

11. Ulysses S. Grant. 

12. William M. Butler is United 
States Senator from Massachusetts 
and Chairman of the Republican 
National Committee; W. M. Jardine 
is Secretary of Agriculture; Walter 
Maranville is manager and short- 
stop of the Chicago baseball team 
in the National League. 

13. The war with Mexico began 
in 1846 and concluded with the 
treaty of peace, July 4, 1848. 

14. Gloversville and Johnstown, 
in Fulton County, New York, are 
the center of the glove-making in- 
dustry in America. 

15. Syracuse, N. Y., 
“The Salt City.” 
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Don’t try to bring too many shoes 
at one time 










The “Technique” of Sales- 
manship 

A retail salesman may apparent- 
ly have every one of the scheduled 
attributes of his profession and 
still not quite ring the bell. 

Perhaps he lacks what is called 
the “‘technique” or “finesse” or “pro- 
fessional touch.” What is this, any- 
how? 

It’s the way he handles himself; 
the deftness with which he removes 
a shoe from the foot and slips the 
new one on; the celerity and assur- 
ance with which he laces up the ox- 
ford or buttons the straps; the at- 
titude of ease and confidence in 
which he “stands by”; the unob- 
trusive, yet efficient way he makes 
out the sales slip, escorts the cus- 














two customers? Which one? 


tomer to the door, and the dozen 
little elements that enter into each 
sale or showing. 

Ever notice the difference be- 
tween the way a veteran profes- 
sional baseball player handles him- 
self—with grace, agility, speed, 
wasteless effort—and the hard work 
most- amateurs make of the same 
plays? 

And yet—and yet Hans Wagner, 
the greatest shortstop that ever 
lived, in every respect, was fright- 
fully awkward and he made even 
ordinary easy plays looks hard. So, 
I dunno, after all. 


Books! 


Have you read any or all of these 
excellent and interesting books?: 


“Innocents Abroad,” by Mark 
Twain; “Vanity Fair,” by W. M. 
Thackeray ; “Options,” by O. Henry; 
“Sherlock Holmes,” by A. Conan 
Doyle; “Roads of Destiny,” by O. 
Henry; “Essays,” by Ralph Waldo 
Emerson. 


Two-hundred and twenty-seven 
days of this year gone—138 left. 


August 15, 1925 
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les- Brain Trainers Shoes sold for about half as much 
, per pair as now. That’s equivalent q 
In the June issue of The Retail today to individual annual sales of ki, 
rent- Shoe Salesman, we propounded this $49,000. What does the retail sales- it 
duled little business problem, “A shoe man who sells that amount nowa- aH 
and merchant buys an average of $8500 days draw down? q 
worth of merchandise a month, all i 
~alled of it carrying terms of two per of 
“pro- cent, thirty days. He always takes On the Ashes of Defeat a 
any- his discount. What does he then Once upon a time a young man h 
save on his year’s business?” was a candidate for the legislature 9 
self ; Answer $2040.00. of a certain mid-western state. De- + 
10ves Now try this one: A retail shoe feated. ih 
3 the merchant bought of one style shoe, This man went into business. It ¥ 
ssur- 108 pairs patent leather at $4.10 took him nearly twenty years to 
@ ox- Suggest to your customer that it per pair; 144 pairs of black satin Pay the debts after it failed, chiefly 
e at- — be nice hd eo bought some at $4.20 per pair; 72 pairs of Rus- because of somebody else’s fault. ‘i 
sin new a pate 5 gp? a ae: sia calf at $4.36 per pair and 36 He loved devotedly a sweet, gentle it 
nob- pairs of black ooze calf at $4.60 and a ge ii . F 
akes “Wh tdn’: per pair. He sells them all at $6.50 © wanted to go to Vongress Tor ca 
cus- y et Make a per pair. What is his gross profit a second time. The bosses turned ier 
. on the transaction, not counting him down. ‘ 





: department in the September 19 , J ae . 
on a prospect and failed to get an jggye. Presidential nomination. Licked. 
order, he sits down at once and A succession of failures. 
asks himself this question: “Why : Then he became “A Man for the 
didn’t I get an order?” Margins of Profit Ages,” and one of the supremely 
When he gets through he has the Mebbe sometime you'll have a 
correct answer. Sometimes he has customer who intimates more or 
himself to blame; sometimes nobody _less forcibly that retail shoe deal- 
is to blame. But he knows just why, ers are at least first cousins of Jesse 
in any event. If he blames him- James and Ponzi. Quietly tell him 
self, he then repeats, ten times, that the average profit of even the 
this little formula: “I won’t make most successful shoe dealers is only 
the same mistake again; I won’t around five per cent, and that you 
ur”) make the same mistake again,” etc. don’t see how shoe dealers can safe- 
If there was a valid reason why ly run their businesses on less mar- 
no order was secured, he asks him- gin than that. If you feel safe in 
een self this question: “Did I handle doing so, ask him what his line of 
ach myself all right, so that I have a business may be, and what the 
fair chance next time?” fair margin of profit is in that line. 
pe ; see 7 = moral = of this iret 
4 ellow’s little system which i ! ; 
(im- made him one of rn e best in or * a Wota Difrunce “4 Make every effort to explain things 
sare F Times change, for a fact. ’Gene to the elderly 
or . 
sme “Join Me At Lunch” on _— po a 5 great and noble figures in all his- 
Do you go to lunch alone, or with Mass., says that in the old days, ‘°'Y: ’ 
ner, one of the other boys? You know thirty years ago, he and four others His name was Abraham Lincoln. 
ver that executives these. days almost in that store sold $100,000 worth of , ae pT 
rht- universally lunch with somebody in shoes a year, and the retail sales- Everit B. Terhune, the celebrated 
ven or out of the concern, with whom man’s weekly wage was about $10. president of this publication, re- 
So, they do business cently waylaid the writer in the 
The American lunch hour is a midst of a very busy day and told 
great institution. Folks mellow a this one which he claimed to have 
lot when their legs are under a heard when he was at the Texas 
table laden with good things to eat Shoe Retailers’ Association conven- ; 
ese and drink. Many a business problem tion in Fort Worth awhile ago: “A : 
: is ironed out at such times. Good colored man who was unbelievably re. 
ark idea for retail salespeople to follow lasyvwas converted in a religious | 
M. suit when possible. revival, and was asked to lead in i 
ry; But, remember this: when your prayer at a camp meeting and ut- ‘| 
ian stomach is performing the pro- tered this petition: ‘Use me hard, if 
O. cesses of digestion, it should be al- use me—in an advisory capacity!’ ” re 
Ido lowed to do its work peaceably; —_—_—— Le 
heavy thinking or nervous discus- And now we reach the concluding — ; 
sion is bad business then. Let the line t 
yen lunch-time talk be easy, comfort- Till next time comes may your i 























A certain salesman in the whole- 
sale leather trade has this system 
in personal use: When he has called 


able, pleasing. 


discount? 
The answer will be printed in this 














He ran for United States Senator. 
Defeated. 
He was a candidate for the Vice- 

















luck be fine. 
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Next Week’s Issue 


of the 


BOOT AND SHOE RECORDER 


Will Measure the Merchant’s Market 
and His Opportunity for Fall Profits 





















A Flash of the Features: 


How Far Afield Is Your Trading Center? 


We chart the town of Howell, Michigan, complete, illustrating it with a blue print, 
its trading area and show how, in a circle for twenty miles, business is brought 
to the store. This is one of the classics of the BooT AND SHOE RECORDER’S 
service to the merchant, who is beginning to realize that his store is not merely 
a speck on Main Street, but the center of a potential trading territory. This out- 
standing bit of research work next week. 














Ring the Bell—Fall Is Profit Time 


The way to hold fall openings with cash-register music. 







More Sizes and Less Lines 
A retail business built on 4 AAAA and every possible size. 










Advertising to Sell Shoes at a Profit 


Is it better to run smaller space regularly than to use shotgun advertising, hoping 


it will hit something? By a retail store advertising man. 













We plan for the August 22 issue a world of good ideas, for it is just over-the- 
divide between vacation and fall business. Most everybody is back “feeling right pert 






and a-fittin’ for to go,” as they say down Cape Cod way. 











Shoes Courtesy 
A.GARSIDE & SONS 
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Carl E. Schmidt & Co. inc j 
© Tanners of the Schmidt Calf Leathers i 
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style in shoes. The leather 
in Which they find this triov 
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distinctive 


Shoes 
BOSTONIANS 


Courtesy of 
Commonwealth Shoe & [eather Co: 


Carl E. Schmidt & Co inc. 
C Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 





August 15, 1925 


BOOT AND SHOE RECORDER 


National Advertising 
for 


BARBOURWELT 


Ce Advertising Campaign for the 
Fall includes FULL PAGES in the 
Saturday Evening Post of September 
Sth and October 3rd. 


We urge Retailers to take the fullest 
possible advantage of this publicity. 


If you have shoes in your store made 
with GENUINE BARBOURWELT, 
let your customers know it at the time 
this conspicuous advertising appears. 


Feature a window display using the 
Display Cards and Dealer Helps which 
we will gladly provide. 


Barbour Welting Company 


Brockton, Mass. 
Sole Manufacturers of 


** BARBOURWELT ”’ 
“STORM WELT” —“DRESSWELT”—“‘ZEBRAWELT”’ 
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A LEADING WHOLESALER TELLS WHY HE SPECIFIES C 
KAFFOR KID 


‘Read this one, its good! 








oVATIONALLY|! 
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!| KAFFOR cAAID 


The Ideal Calf Leather 


HE jobber of footwear—more especially women’s foot- 
wear—has learned from experience that the line of the 
least resistance is the profitable one. 

And for that reason, the jobber knows that footwear 
made of Kaffor Kid leather offers the “least resistance” to 
selling effort. 

Kaffor Kid assures a permanency of fit and appearance 
that is a never-ending source of satisfaction to the wearer. 
Its soft texture and firm grain gives both excellent working 
qualities on the last and a comfort in wear that assures 
“repeat” sales. 


Merchants in turn are specifying Kaffor Kid in their style 
footwear because they are learning that the customer of today 
—demanding the utmost in style and appearance expects in 
turn— 

Serviee and consistent good appearance’ and fitting comfort in 
the shoes they purchase—and that Kaffor Kid fills this need. 





By Brophy Bros. 


A style which has been 
a steady seller for over 
a year, in a leather which 
is always good. 





The OHIO LEATHER COMPANY 


GIRARD~OHIO 

















("This is a Be Calf year} 


TENDORSED 
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BLACK SUEDE 
The 
Ideal Leather for Fall 


P. & V. BLACK SUEDE —acknowledged 
the finest and richest black on the market 
today. 
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The fine nap and velvety feel, with the 
depth of color, make it ideal for women’s 
smart footwear. 
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Write for sample cuttings. 


Made in Milwaukee 


UT 


Sold all over the World 





UU 


Pfister & Vogel Leather Co. 


Boston Philadelphia St. Paul Northampton, Eng. 
New York St. Louis San Francisco Leicester, Eng. 
Chicago Cincinnati Frankfurt, Germany 
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THE QUALITY SHOE (=a 1D MARKET OF AMERICA. on 


Bear in Mind--- 


Rarely if ever will you find a 
prominent successful mer- 
chant who does not handle 
one or more lines of Cincin- 








nati shoes season after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTENHOFER 
HOFER SHOE CO. SONS CO. 


THE HOLTERS CO. THE KRIPPENDORF-DITT- 


THE 
MANN CO. 
JULIAN & KOKENGE CO. 


THE THE 
CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. VOLLMAN, LAWRENCE CoO. 
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The Pump 


A dainty little shoe, possibly none so neat for 
pretty feet. Requiring artistic shoemaking, correct 
measurement of last and patterns giving that grace- 
ful clinging fit as if molded on the feet. Features 
always found in Cahill’s Catchy Creations. 


The style we illustrate is conceded to be the best, 
and selected over all by gentlewomen, recognized 
leaders, wearing new style fashionable footwear. 


5353 


Made in all over Patent Leather with con- 
cealed instep gore adjustment. Also very 
smart in velvets and satins. 

All styles carry Iris Steel beads worked 
on the tongue, which has proven so popu- 
lar this season. 


THE CAHILL SHOE CO. 


CINCINNATI 





THE QUALITY SHOE 
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| 
ohn. [ Laird 


e Notional Soc Beech penta 
writes:— 


“For over thirty-five years The Pitts Shoe 
Company has been using Cincinnati made 
shoes with satisfaction and profit.” 


Like MR. BAIRD, there are merchants every- 
where who have been using Cincinnati shoes with 
satisfaction and profit over a term of years. 


Profit multiplied by years means Success. 

Buy one or more lines of Cincinnati Shoes and you 
will find them, as Mr. Baird and thousands of 
other merchants say: “Reliable and thoroughly 
good merchandise." 


From time to time we will present in these pages the 
interesting experience of prominent merchants who have 
built successfully over a term of years with Cincinnati 


shoes. 
Mr. Merchant: 
If your experience with Cincinnati 
shoes has been interesting: write us. 
Address Cincinnati Market Head- 
uarters, 304 Provident Bank Bidg., 
‘incinnati, Ohio. 
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DEPENDABLE 


1 
For a Dependable Business 
The real dependability of K D Styles 
means profit to you and the building of 
a dependable business. 


The three patterns shown on this page 
THE ADORE a oe - 
Patent leather step-in. Very good in satin are steady selling patterns—in line with 
and golden brown kid as well our policy of giving the merchants of the 
country only dependable styles. They are 
quality shoes as well and the beauty of 
these patterns is apparent. 


The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 


RK. Style Quality , Service 


THE CAPELLA THE BELPRE 
Patent leather two strap. Very attractive in Popular in golden brown, black kid and 
golden brown kid and satin patent leather. 





ce : ee Ad 
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THE QUALITY SHOE YeatPeeT) MARKET OF AMERICA 
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Patent Vivian, 13/8 Wood¥Cu- 
ban Heel. Shown by the Voll- 
man, Lawrence Co., Cincinnati. 


Style No. 382 











2 
“ No— You are wrong. They are Welts, Not McKays.” 


We must acknowledge when we first saw these beautiful models, 
three out of 2 dozen others on the racks in the factory, we thought 
they were McKays and our Superintendent set us right with the 
above remark. Upon picking them up and comparing them with 
our McKays we found that shoe for shoe there was exactly 13/8 
ounces difference in the weight, yet they contain the sturdiness 
that has always kept the Goodyear Welt shoe in the foreground, 
coupled with a rigid shank that withholds a ton pressure, plus 
style that has never before been attempted in shoes of this type. 
In short, Mr. Merchant, you have here beautiful shoes over 
Combination Lasts, extremely light in weight, containing Cor- 
rective Features, minus the unsightly appearance of the ordinary 
Corrective Shoe, and they can be retailed at popular prices. 


THE VOLLMAN, LAWRENCE CO. 


CINCINNATI 


‘*THE HOUSE OF WHITE SATIN SHOES” 
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Fourstrap welt PROTEX ARCH, 
13/8 leather heel, rubber top lift, sizes 
as below. $4.60. Net 30 Days. In all 


black kid it is No. 54; in patent leather 
it is No. 55. 


Sizes: (9% and 10, 50c extra) i A we 
to9 C—3t0 10 —* 
AA—4%to9 D—3to 10 
told E—4to9 
to 10 


Clara 


With the Bases Full 


..- A Home Run 


When a patron is convinced that a shoe looks well on her and that it fits— i. 
your sale is all but made. Then, with the bases full, price comes to bat— 

and what happens? ’ 
Nothing less than a home run when you're selling these Holters’ Style J ica 
Welts. For these shoes are made to look higher-priced than they are. Just 

glance at the models illustrated—trim, modish, attractive. Yet they retail 

at $7.00. That's why price makes a home run—and a sale. 


The Janet “In Stock,"* too—teady for immediate delivery. 


Gir aeereeh ROT An ci op THE HOLTERS COMPANY 


life, sizes as below. $4.60. Net 30 s. Ina 
patent it is No. 56; in black kid it is No. 57. 
Sizes: (94 and 10, 50c extra) ; (Branch of the United States Shoe Company) 
C— 234 to 10 Sixth and Sycamore Sts. CINCINNATI, OHIO 


to 10 
Chi Office: : Minneapolis Office: 
210 Security Building 723 Boston Block 
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“Which is right?” 


she asks.... 





Now you can tell her 


Women have always had to choose between flexible and 
rigid'shank footwear. Each type had its strong and its weak 
points—neither was wholly satisfactory. But now, with The 
Flexridge Shoe comes the final answer to the rigid versus the 
flexible shoe. That answer is: ‘Flexible where you want it; 
rigid where you need it.” In other words, in The Flexridge we 
offer a shoe that has all the advantages of the rigid and the 
flexible shank shoe and none of the disadvantages of either. 


The Ravenswood This shoe is built with an arch support that"stops just under 
A well-styled hidden gore pump in tan 


he eh Ay GA the scaphoid bone—the keystone to the arch’of the foot. Long 

leather with black suede inlay. enough to hold the arch in place, short enough to leave the 
rest of the foot free and flexible—this short support is the 
secret of The Flexridge Shoe. And, of course, it is patented 
and exclusive. 


Light, trim, well-styled, The Flexridge Shoe appeals to the 
eye as well as to the foot. And many models are In Stock— 
ready for immediate shipment. Write today for full_informa- 
tion about a new shoe that is built on a new idea and will 
make new friends for you. 


The Newcastle The Val Duttenhofer Sons’ Company 


A two-button strap effect in all patent 


leather, or black satin, or brown kid. Branch of The United States Shoe Company 
Sixth and Sycamore Sts., CINCINNATI, OHIO 


THE FLEXRIDgE 


THE QUALITY SHOE 
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What Will Your Fall Profits Be? 


Depends upon what kind of merchandise you will feature, doesn't it? 
Your customers want the newest in style; they want shoes that fit and give 
good service—and they want to pay $5.00 to $6.00 for such shoes. Can't 
do it, you say? You most certainly can! You can sell the new CMSC-made 
line of attractive, carefully fashioned Novelties at the ‘‘popular”™ prices and 
realize a full margin of profit on them! You can sell smart Patent and Satin 
slippers, with covered heels, made over the newest lasts, with beautiful 
style effects, with quality inside as well as outside, in a full range of widths 
and sizes at $5.00 to $6.00! ' 


For Cincy’s __ cus- 
tomers—their fill of 


The above six numbers are, of course, only a FEW 
on fun! ome Get e Copy of from our complete IN STOCK Fall lines—a remark- 


play and profit! FOOT-LIGHT! ably attractive array of the most advanced vogues. 
No ambitious retailer of women's novelty footwear can 
afford to miss seeing them! The August issue of FOOT-LIGHT, our monthly catalog, is being 
mailed out now and it contains illustrated description on our entire women's, misses’ and 
children’s lines for Fall. A card will bring you a copy—pronto! 


AUG. 30" t 
SEPT. 7° 
Zoological 
Gardens 





THE QUALITY 
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The Biggest Thing 
in the U. S. Today 


The BAND -GRIP 


Patented Shoe 


The market's there. The profit’s there. And, take 
the word of progressive merchants everywhere, 
the shoe itself is “there.” 


The first arch sup- 
port shoe that can 
be regulated to 
suit each wearer's 
needs, we believe. 
“Band Grip,’’ 
shown in this 
© = sketch’’ is 
The first arch sup- S cot 4S x. of course, invisible. 


port shoe to sup- 
port the side as 
well as the bottom 
of the arch, so far 
as we know. 





The illustrations tell an eloquent story: note how the pap tal ete 
band (lasted in with the upper leather) will pull the sole the average shoe. 
and inner sole up into the arch when the laces are tight- Fete & tet 
ened, and the “band” itself will give the comforting sup- 

port of a girdle. And the Band Grip feature, can be in- 


corporated into any oxford. 








Get the Band Grip Agency; Get the Business ; 
It's Yours With the Band Grip 


Hh ROTH SHOE”AG. 


“¥ CINCINNATI »« 
Makers of B. W. and May Manton Shoes 
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The Arbor—A dignified one-strap 
made by The Charles Meis Shoe 
Company, manufacturing whole- 
salers, Cincinnati. Comes four ways 
—in 16/8 full-breasted Spanish or 
16/8 Cuban covered heels; of black 
satin fine patent chrome.  Imit. 
turn, flexible McKay, genuine kid 
lined. 


ly 


The patent “Marilyn” strap with 
15/8 heel, black satin insert on front 
of strap. Shown by The Roth Shoe Co., 


Cincinnati, Ohio. 














Style No. 383—Patent Vivian, 

13/8 wood Cuban heel. Shown 

by The Vollman, Lawrence Co., 
Cincinnati. 
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With Cincinnati Styles 


The Adore—Patent leather step- 

in. Good in satin and golden brown 

kid as well. Shown by The Krippen- 
dorf, Dittmann Co., Cincinnati. 


Black satin “Della” gore pump with 

suede trim. Silver beaded buckle, 103 last. 

The Stanley Duttenhofer Shoe Co., 
Cincinnati. 


Attractive step-in pump with 
tab and beaded front coming in 
several materials and made by 
The Cahill Shoe Co., Cincinnati. 
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C Nittd NON Ao 


MeLure of the 


_— hope of a permanent and 
profitable business, based on 
——— style alone, is the “mirage” of the 


shoe industry—a picture of the 


—_—_——. 
-_-_— 




















imagination. 





——— Thecharts of careful records show 
the shoe merchant that style alone 
will not take him where he wants 
to go, nor satisfy the thirst for 
a substantial business. 


This is*one of a series 
of advertisements deal- 
ing with the problems 
of the shoe merchant 
today. Comments are 
welcome. 
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travel. Style is an important and essential factor 

- in shoe retailing, but it is a fallacy to expect to 

ac = build a lasting good will or a substantial busi- 
>__ ness with style the only appeal. 














J & K Arch Fitting Shoes are smart, genteel and 
refined styles always, but J & K Shoes have last- 
ing attractions, other than good styles. 


J & K Arch Fitting Shoes are scientifically con- 
structed with distinct, inbuilt features that give 
the foot relief that women appreciate; that fact 
brings to your store distinct, individual selling 
features, in addition to smart styles. 


J & K Arch Fitting Shoes are known to the women i 
of your community—a ready demand that gives 
_~ your store trade-building advantages and profit a 
oo possibilities of a real, permanent character. 
I Write us. You will find the J & K proposition 
nai X .¥ the safe way to an ever-growing, substantial busi- 
seat t ness and large profits, proportionate to your 
_— we efforts. 


— 


Beware the Lure of the Style Mirage. 
47) 
{ THE JULIAN @ KOKENGE CO. 


Makers of the famous **} & K** Arch Fitting Shoes for Women 
E. Fourth Street, Cincinnati, Ohio 
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Your smart trade will demand fine shoes this fall 


The fashionable women of your com- 
munity, those who have an eye for exqui- 
site beauty and all that is absolutely proper 
in style for fall, will depend upon you to 
satisfy their demands. 


Beautiful styles, graceful lines, fine work- 
manship and superior quality—these fac- 
tors, all with prices that are “correct,” 
make the Stanley Duttenhofer fall line one 
of the safest and most profitable merchan- 
dising propositions in the trade today. Be 
sure you see it. Stanley Duttenhofer Shoe 
Company, 1401 Plum Street, Cincinnati 

Black Satin ‘Della Gore Pump Ohio. 

with Suede Trim. Silver Beaded 

Satin Buckle, 103 Last. 


There's a reason why our customers are 
merchants who demand shoes with an 


STANLEY eetenoat eon 
DUTTENHOFER SHOES | 
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N. S. T. A. Talks “Seasonal Shoes”’ 


HE N. S&S. T. A. office, 183 
Essex street, Boston, is stress- 
ing in its various communica- 
tions to shoe traveler-members the 
sales stimulating factor of “Sea- 
sonal Shoes.” “New and heavier 
weight shoes for fall and winter are 
now looked for as much by the well 
dressed man and woman as are new 
and heavier weight suits and coats. 
Especially is this true of men who 
buy their shoes for comfort-giving 
qualities, as well as for their style 
merits,” says the well-put argu- 
ment. 

“And,” continues the propaganda 
for seasonal shoes, “men and women 
today are more consistent in their 
selections than ever before. The 
public has gone through various 
testing phases of shoes and have in 
general learned that shoes of sub- 
stantial character are needed for 
fall and winter wear, just as much 
as are summer weight shoes needed 
with Palm Beach suits and other 
light weight clothing of the warm 
weather. Thin weight soles on a 
pair of men’s shoes in the winter 
make a man look as if he could not 
afford a pair of shoes to give him 
the necessary foot protection; they 
are as decidedly out of place as a 
straw hat would be.” 


“Fall Shoes with Felt Hats” 


Don Fall Shoes with Felt Hats 
is the N.S. T. A. slogan. N. S. T. A. 
members believe that the impor- 
tance of “Seasonal Shoes,” if prop- 
erly brought to the attention of 
the public by the’ merchant, will 
aid much in the sales promotion of 
men’s and women’s footwear. 


Change Shoes Often 


Another subject on which the 
National office is advising its mem- 


bers to talk everywhere is — the 
frequent changing of shoes. 


“Change, Shoes to Be Happy” 


The same theme, stressed by J. 
Harry Selz, president of Selz, 
Schwab & Co., has been copied by 
the Chicago newspapers. President 
Selz’s talk on this subject was given 
to more than 200 shoe salesmen at 
a recent sales convention. Said Mr. 
Selz: 


“If you have a grouch, change 
your shoes. Constantly wearing the 
same pair of shoes has done more 
to ruffle the tempers and irritate 
the minds of American business 
men than all other causes com- 
bined.” 

Mr. Selz believes a man should 
change his shoes as he does his 
clothes and that style in footwear 
is as necessary for the comfort of 





N.S. T. A. Bulletin 


The monthly bulletin of the 
N. 8. T. A., edited by T. A. 
Delany, National Secretary, 
183 Essex street, Boston, will 
soon be ready for distribution. 
A copy will be mailed to the 
entire membership list. This 
will be an important issue, 
containing the decisions in 
the matter of commissions and 
guarantees, and other valu- 
able information. A copy will 
be mailed to the entire mem- 
bership list. And then each 
member should see to it, after 
reading his copy, that it is 
passed on to some one who is 
not a member. 











the feet as is style in hats for the 
comfort of the head. 


Why Punish Feet? 


“It does not seem reasonable to 
neglect the feet, which really have 
the hardest part of the work to do 
in carrying the human body,” said 
Mr. Selz in his talk. “A fellow 
doesn’t put up long with a bad 
tooth, he dashes to a dentist for 
relief. A man won’t tolerate a saw- 
edge collar nor does he put up any 
longer than necessary with .an ill- 
fitting shirt. He finds a remedy. 
Then why punish your feet? 

“It is just as logical to have 
three or four pairs of shoes and 
change off in the wearing of them 
as it is to have several suits of 
clothes and change off. Every man 
knows the comfortable feeling he 
experiences when he comes home 
from a busy day in the office and 
changes his linen and clothes. Then 
why discriminate against your 
feet? 

Better Temper 


“There are styles in shoes just as 
in clothes. There is tan for office 
wear, black for evening wear, heavy 
brogues for outing and patent 
leather for dress. 

“We will be a happier nation and 
a nation of more even dispositions 
when men begin buying their shoes 
on other than the replacement basis. 

“The importance of a man’s shoes 
has always been recognized by great 
army leaders. It was Napoleon who 
said, ‘With bread and a pair of good 
shoes, a man can march around the 
world.’ So it is with our American 
business man. With a pair of easy 
shoes he can go through the day 
without that irritation which finds 
reflection in a bad temper.” 
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J. G. CUSHNIE 


Who represents the Watson 
Shoe Co., in Indiana, Ohio and 
Michigan. 


J. G. Cushnie of Utica, N. Y., has 
joined the sales force of the Watson 
Shoe Co. Mr. Cushnie paid a visit 
to the RECORDER office shortly after 
“signing up” with the Watson folks 
and reported that he would cover 
Indiana, Ohio and Michigan. On 
his way home to Utica, he said that 
he intended covering a few towns 
in the Empire state. Mr. Cushnie 
further stated that conditions the 
country over are showing a big im- 
provement. “My house is on the 
job every minute to give the mer- 
chant what he demands in the way 
of style and real merit shoe wise,” 
said he. “Today it is a fast game, 
but the Watson line is ‘there’ all 
the time with the right lasts and 
patterns.” Mr. Cushnie will be in 
his territory about September 1. 


Bowman with Rice & 
Hutchins, Inc. 


W. W. Bowman, formerly with 
the Endicott, Johnson Corporation, 
and before that buyer for the 
Charles Williams Stores, has joined 
the wholesale division of Rice & 
Hutchins, Inc., and will cover the 
South for this house. Mr. Bowman 
will take out with him about the 
last of August, or first of Septem- 
ber, a line of popular priced men’s 
Goodyear welts. Mr. Bowman is 
well and favorably known in the 
trade. He is a “running mate” with 
Irving G. McKenna, the latter cov- 
ering the North and West, while 
Mr. Bowman covers “Dixie Land.” 


BOOT AND SHOE 


RALPH F. LITTLE 


Who represents the Firestone- 
Apsley Rubber Co., in Con- 
necticut. 





McKenna with Rice & 
Hutchins, Inc. 


Irving G. McKenna has joined 
the wholesale division of Rice & 
Hutchins, Inc. He will sell men’s 
popular priced Goodyear welts to 
the wholesale trade of the West and 
North, including New York City and 
Philadelphia. For a great many 
years Mr. McKennarepresented E. E. 
Taylor Co. He has long specialized 
on the wholesale trade, and is very 
popular with “the fraternity.” He 
has been vice-president of the Bos- 
ton Shoe Associates, an organiza- 
tion of travelers selling the whole- 
sale trade, exclusively, and has held 
other elective offices. 


Said Mr. McKenna: “I am taking 
out a wide assortment of young 
men’s balloon lasts, in light colors— 
all my shoes are ‘Styles of the Mo- 
ment’ for the various localities 
which I will visit. The public’s foot- 
wear style tastes in the different 
cities vary greatly. For instance, 
while in a great many places 
smooth leathers are preferred, there 
are other places where nothing but 
grain leathers will sell. I have al- 
ready sold a great many grain ox- 
fords for fall.” 

Mr. McKenna further states that 
one of the best business trips he 
ever took was through California 
the past spring. He believes that 
the men’s shoe business has taken a 
definite trend for the better. 


Mr. McKenna expects to go out 


RECORDER 


WILLIAM J. ZICK 


Who represents the Firestone- 
Apsley Rubber Co., in Maine. 





on his territory about the last of 
August, or the first of September. 


William E. O’Reilly Is Dead 


William E. O’Reilly, formerly of 
the Empire Shoe Company, Brock- 
ton, and for several years salesman 
in New York State for Joseph F. 
Corcoran Shoe Company, died re- 
cently at his home in New Rochelle, 
N. Y. Mr. O’Reilly was a native of 
Brockton and lived in this city up 
to the time of his removal to New 
York State, 20 years ago. He was 59 
years of age. 


Cahill Takes Big Orders 


C. N. Cahill, who represents Rob- 
erts, Johnson & Rand Branch of the 
International Shoe Co., in the Har- 
risburg territory, opened his fall 
and winter season in the Harris- 
burg sales office with volume orders 
for immediate and early fall de- 
livery. 

He reports that his trade is not 
hesitating to place their require- 
ments on staples, as well as novel- 
ties, and as a whole are optimistic 
regarding the coming season. He 
finds that retail stocks are low and 
is advising his trade to place orders 
at once to be sure of having ample 
sizes to meet the requirements of 
September, October and November. 


The great man is he who does 
not lose his child’s heart.—Men- 
cius. 
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Canvas, Rubber Soled, Footwear Is a 


HE average boy likes the 

“sneaker.” It represents to 

; him the same happy-go-lucky, 
summer-vacation foot freedom that 
the joy of going about in bare feet 
brought to the minds of the boy of 
a quarter of a century ago. At that 
time there were “sneakers” worn, 
to be sure, and they were just 
“sneakers.” Not the durable kind of 
today, but still a canvas shoe with 
a rubber sole that protected the feet 
from stone bruises. It was worn, 
too, by men and women for tennis 
and general summer outdoor use. 
Nowadays, it is not considered wise 
nor sanitary for the child to roam 
around in bare feet. Hence the rub- 
ber soled canvas shoe in its varied 
adaptations. 

The above is the opinion, in a 
nutshell, of twenty merchants from 
various sections of the country. It 
may be safely said that if every one 
of the 15,000 of the most progres- 
sive shoe merchants in the United 
States were interviewed, the same 
statement, in substance, would be 
made. 


Window Trims Help 


The twenty interviewed have 
found that it is no trouble to sell 
canvas, rubber soled, footwear to the 
boys of their community if they are 
featured by attractive windowtrims. 
They usually commence to feature 
these shoes about May 1. They put 
action into their displays, sometimes 
bya figure of a boy in a baseball suit, 
wearing canvas, rubber soled, foot- 
wear; by the pictures of some of 
the baseball or tennis stars, with a 
grass window rug on which white 
canvas footwear shows up so effec- 
tively; by offering to give a base- 
ball bat, or ball, with every canvas 
rubber soled footwear purchased at 
a price above a certain figure. 


Feature Canvas Early 


This featuring of canvas rubber 
soled footwear early in the season 
carries it forward with an impetus 
into the vacation days, so that not 
only is the improved sneaker of the 
present day sold as a separate prop- 
osition, but when shoes for dress, 
or leather shoes for play are 
bought, the rubber soled canvas 
shoe is bought also, for a “change 
off,” because it is cool and com- 
fortable and more to the point; be- 


cause “all the regular fellows,” es- 
pecially the baseball, football and 
tennis favorites wear it. 


Sell Canvas by Suggestion 


Fifteen thousand progressive shoe 
merchants have found that on ac- 
count of the fact that the canvas 
rubber soled shoe is cool and com- 
fortable, and inexpensive, that par- 
ents will, 99 times out of 100 
times buy, if the suggestion is 
made, when leather shoes are pur- 
chased. The store salesman makes 
a request to the customer—as “Let 
me fit the young man to a pair of 
canvas rubber soled shoes for the 
summer time,” rather than, “Why 
don’t you let me sell the boy a pair?” 

The positive attitude is taken be- 
cause it is a sensible and logical 
conclusion that every boy wants a 
pair of canvas rubber soled shoes 
at the beginning of the vacation 
season. The small boy usually “kicks 
out” three or four pairs before the 
season is ended. 


Sell Canvas with School Shoes 


In the fall, when school shoes are 
being shown, progressive retail 
shoe merchants succeed in selling a 
pair of “sneakers” for gymnasium 
wear. They sell these “sneakers” to 
high school pupils, to college men 
and women. 


Styles in Canvas Shoes 


This year, the crepe rubber soled 
canvas oxford has been a popular 
one with the youngsters. They are 
in the new order of the improved 
sneaker and the kiddies like the 
new effects just as well as the 
grown-ups. 

The lace-to-toe styles stand high 
in favor with the boys, as well as 
the bal cut shoe with ankle patch. 
Some of the little folks like the cor- 
rugated sole. They feel quite 
“grown up” in this style, while 
mother decides that the very little 
tots may he cool, comfortable and 
stylish in a cross strap. 

Canvas rubber soled footwear is 
an all-the-year-round proposition 
for men, women and children—if 
the weather is cold, for indoor use; 
if the weather is warm, for out- 
door use. For the canvas rubber 
soled shoe, in its wide variety of 
styles and types, constitutes a very 
definite footwear realm of its own. 


Year-Round Seller 


It can be made as big a profit win- 
ner as the retail shoe merchant may 
decide. There are good merchan- 
dising suggestions on every side 
and free for the asking. 

Let us help you with any prob- 
lems you may have for a better 
movement of canvas rubber soled 
footwear. 


Cambridge Rubber Increases 
Capacity 


Five stories are being added to 
the present large factory occupied 
by the Cambridge Rubber Company 
at Cambridge, Mass. When com- 
pleted the capacity of the plant will 
be raised about ten thousand pairs 
daily on rubber footwear in vari- 
ous styles, from the lightest type 
for women’s wear to the hip rubber 
boots for men. 

The Cambridge Rubber Company, 
which has been constantly progress- 
ing, has a most brilliant future, 
with sales offices and a stock de- 
partment opened recently at 125 
Duane street, New York, and with 
their distributing facilities in Bos- 
ton, Chicago and elsewhere, they 
are in a favorable position to serve 
the trade. 


United States Rubber Sales 
Conference 


The semi-annual conference of 
southern representatives of the 
United States Rubber Co., head- 
quarters of which are located in 
Atlanta, was recently held at the 


Atlanta-Biltmore Hotel. Officials 
present included W. A. North, mer- 
chandise manager; T. J. Needham, 
in charge of branch stores in Geor- 
gia; Fred Strong, financial mana- 
ger of branch stores, and Frank 
Church, sales manager of the foot- 
wear department. Plans of the com- 
pany in the South for the coming 
year were discussed at the con- 
ference. 





Change of Location 


Cleveland—The “Real Bootery,” 
which has been in the Old Arcade 
for the past eight years, has re- 
cently moved to the old Ferguson 
location at No. 52 in the same 
building. 
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Contest Gates Close 


LZ IG QI AreYouIn? 


WORD PUZZLE CONTEST in your community you had better do so at once .. . 


it you are an FRON CLAD Dealer and have not applied for the EXCLUSIVE USE “ Ri IRON CLAD CROSS 
BY 


The CONTEST as possibly you know is the Big Business INCREASING Plan we see erties for IRON CLAD 


Dealers. 
Contest. . . 


. The Dealers who put on this event will draw all their communities’ attention during the two weeks of the 


Very little work or cost for any Dealer putting on this Contest as the Customers WORK THE PUZZLES .. . and 
the complete campaign has been worked out in very simple form in a manner that will bring great results. 


Many . « many dealer helps 


. special for this event have been prepared and are furnished FREE to the 


Dealers putting on this unique event. Each is prepared and arranged in such a way that all the dealer will have to do is 


follow the instructions step by step. 


All IRON CLAD Dealers are eligible for the Contest . . F 
ut on in a community so all IRON CLAD Dealers who have not already done so had better WIRE 


be only one Contest 
for reservations AT ONCE. 


All customers and friends of the Dealer are eligible for the Contest 


. it is open and FREE TO ALL .. . however, there will 


- in fact, everybody can enter for a prize 


. except IRON CLAD Dealers and Cooper Wells & Co., and the employees and families of both. 


The Judges are men well known in their communities . . . 
. and the third a Superintendent of Schools. They will select the 


cities of the Mid-West . . . another a Postmaster . 


Winning solutions without Fear or Favor. 


COOPER WELLS & CO., 250 Broad St., St. Joseph, Mich. 


Customers Not Merchant Work the Puzzles 


I= think what it would mean to have everyone interested in CROSS 
WORD PUZZLES .. talking, thinking . . . and coming into 
your store. 

In fact, for your store to be the center of attraction for the two- 

week period of this Contest. It would be worth a lot to you and or- 
dinarily would cost you a great deal ... for the plans .. ideas 
° . show window and advertising ideas .. . to say nothing of the 
prizes. 
However, we have merchandised this plan so carefully we know it 
will succeed and that any IRON CLAD Dealer who puts it on according 
to the instructions will INCREASE HIS SALES of IRON CLAD 
HOSIERY at a very small cost. 

This Contest is adaptable to any town or city regardless of size. 
In fact, wherever CROSS WORD PUZZLES ARE BEING WORKED 
THIS CONTEST WILL PROVE A GREAT SUCCESS. 


Contest 


N 1 The IRON CLAD Cross Word Puzzle School Sale Contest is open to 
oO. * everyone, except IRON CLAD Dealers and Cooper Wells & Company 
and the employees and families of both. 
No 2 A total of 96 CASH Y-~ will be awarded Nationally, divided as 
. * follows: ist Prize, $100.00; 2nd Prize, $75.00; Srd Prize, $50.00; 4th 
Prize, $35.00; 5th Prize, $25.00 and 6th Prize, $15.00; the next five best ates 
will each receive $10.00; the next ten best solutions will each receive 
next twenty-five best solutions each will receive $2.00, and the next firty “wilt ‘be 
.00 each. The best solution sent through this store will receive a box of 
IRON CLAD Hosiery for Men, Women or Children, according to the contestant. The 
next five hest solutions will each receive a pair of IRON CLADS, their choice of our 
stock. 


No 3 No solutions will be eligible except those worked out on the design 

° * furnished in connection with this contest. 

No 4 To be a Prize Winner a solution must contain the three words “IRON 
° * CLAD HOSIERY” at least once. Adjectives and other words used in 

connection with Hosiery should be used wherever possible, a8 awards will be made 

in greater part upon that basis. As many solutions may be sent as you desire. 


No 5. Your solution should be written in a neat and legible manner. 
. 


N 6. The design MUST BE FILLED IN wen pews words. These words must 
0. also be numbered and listed below with definitions for each. Use a 
piste white sheet for this purpose, pasting the design in the Cast RIGHT HAND 

CORNER of the page. Write or print neatly, in the upper corner, your 
name and address, and our name and address as the merchant tnrough whom your 
solutions are sent. Use ONLY ONE SIDE OF A SHEET. 

N 7 All puzzles submitted become the property of Cooper Wells & Com- 
0. * pany and will not be returned to the owners. It is wu these 
solutions may be used in any manner Cooper Wells & Co. may see fit without 

remuneration other than the prize awards. 
n Wells & >. 


The judges of this Contest have been selected by 
No. 8. and are prominent citizens of St. Joseph, Michigan. are: Dr. 


one being Mayor of one of the most progressive small 


If You Don’t Carry Iron Clad Hosiery 


There is no time like the present to stock at least a representative 
assortment of IRON CLADS for men, women and children and test out 
a Hosiery line that has proven a profit maker for many merchants for 
almost half a century. At your request a salesman will call and mer- 
chandise the IRON CLAD line to you . . . help you make the selec- 
tion best suited for your needs and as 4 success depends upon your 
success you can depend upon his ju and show you just 
how to operate the CROSS WORD PUZZLE CONTEST to introduce 
you as the source of supply for IRON CLADS. . 

Many localities have been allotted to IRON CLAD Dealers . . 
however, there are still several very desirable towns and cities that are 
open for some merchant to put on the IRON CLAD CROSS WORD 
PUZZLE CONTEST and make a lot of money for his hosiery depart- 
ment and the entire store. 


Rules 


A. King, Mayor of St. Joseph; E. P. Clarke, Supt. of Schools, and E. A. Gast. 
Postmaster. 


No 9 The IRON CLAD Cross Word Puzzle pS ogee will officially open on 
. e turday, August 22nd and close when ¢ store closes Saturday, Sep 


tember 5th. All solutions must be turned in to us am that time. 

No 0 Only solutions sent through our store—your local IRON CLAD Dealer 
° * —will be eligible for the IRON CLAD Cross Word Puzzle Convest. 

No 1 1 All prize awards will be announced through our store in about four 
° or six weeks. Watch for our announcements as to the exact date. The 

winning answers will be on display at that time. 


Better Wire for Reservation Today—Tomorrow 
May Be Too Late 


96 CASH AND MANY HOSIERY PRIZES 
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Men’s Business Is Good | 
$7.50 the Popular Price 


CHICAGO—There has been no 
extraordinary activity in the shoe 
trade in Chicago the past week al- 
though volume has kept to sufficient 
levels to keep stocks moving. The 
interest in sales is falling, as it 
usually does at this season of the 
vear, and it is still early for any 
particular interest in fall footwear. 
Stocks of both white and sport foot- 
wear are at the lowest ebb of any 
summer season for several years 
and those stores where stocks were 
reasonably heavy on these items 
have enjoyed a substantial profit on 
the business. 


Deep Cocoa Kid Interests 


Blond satin and blond kid remain 
active in almost all the shops where 
style footwear is sold and the 
deeper cocoa hues in kid are begin- 
ning to attract considerable atten- 
tion from the early shoppers. But 
to the observer there is a little ques- 
tion as to the favor of the public. 
The number of black satin and pat- 
ent shoes runs at least three to one 
of all other fabrics combined. 

At the recent Hawthorne track 
races a number of iridescent pat- 
ent pumps were worn with pansy 
shades in gowns and hats, but even 
then the prevailing footwear was 
black patent—some with blond kid 
trim and bronze buckles. : 

No great demand for the pansy 
shades has yet been shown in the 
Chicago market and unfortunately 
what costumes have been seen here 
in this color have been seen on 
wearers who could not qualify as 
persons of more than moderate cir- 
cumstance. The stylists from the 
boulevard surroundings have shown 
no inclination toward the “purple.” 


Concealed Gores and High Tongue 
Effects 

There is no question but that 
women’s fall models will come 
higher up over the instep. Many are 
appearing with front gore under 
the tongue, or with two-side gores 
—one on each side of the throat, 
either beaded or concealed by an 
ornament. 


Tendency Toward Ties 


There seems to be a tendency 
toward the tie effect—with straps 
brought up a little higher on the 
instep and fastened by a bow of 
metal or fabric beaded —with a 
tongue to conceal the opening. This 


pattern—with two straps and the 
plain front gore with buckle or 
other ornament seems to prevail in 
almost every advanced fall line seen 
so far. 

Kid leathers seem to predominate 
—after patent and satins—in most 
of the fall shoes being shown. Blond 
kid—coffee brown and a redwood 
shade seem to be the most fre- 
quently seen in the stocks. There is 
an absence of intricate stitchings 
and patterns. 

Some buyers hold to the idea that 
there will be a demand for velvets 
this fall, for evening wear, more 
especially those trimmed in gold 
and silver and in some cases with 
bright reds and blues. 


Men’s Summer Stocks Low 


The men’s business seems to hold 
to a steady volume. Summer stocks 
of men’s footwear are pretty well 
sold down to a very safe minimum. 
The trade in men’s shoes, however, 
seems to be most active around the 


seven to eight-fifty lines. The low 


and high prices evidently fail to 
appeal to the economic ideas and 
ideals of men buyers. 


Shoe and Leather Ass’n’s 
Annual Outing 


The members of the Chicago Shoe 
and Leather Association journeyed 
out to the Westward Ho Golf Club 
for their annual outing on August 
4, and with an attendance of over 
one hundred and fifty members, a 
golf tournament was held that 
proved the members knew some- 
thing else besides business. 

Thanks to the efforts of Charles 
W. Stafford, the president, a splen- 
did meeting was arranged and a 
sport program that took the 
“kinks” out of some muscles and 
put a lot in others. The program 
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started early in the morning with 
the qualifying tournament rounds, 
a luncheon, more golf and a chicken 
dinner followed by the prize 
awards. 

The real battle of the day 
(though not the lowest score) was 
staged between George Spangler of 
the N. S. R. A. and Harry Malloy 
of the Shoe Retailer, pitted in their 
skill against the old war-horse 
Frank King and B. C. (Barney) 
Bowen of the BooT AND SHOE RE- 
CORDER. When the smoke of the 
battle had cleared some forty cents 
changed hands but they refused to 
divulge their scores. Since the prize 
for the highest number of strokes 
went to Curt Stien and Eddie Wein- 
stein—it may be safe to assume 
that they were under that—or so 
far over that the judges wouldn’t 
allow the score. 

The prize for low gross went to 
John Burnham and low net to L. W. 
Crush. In all, some seventy-eight 
prizes were distributed among 
the playing members—prizes that 
ranged from some splendid clubs— 
balls, duffle bags and such to leather 
belts and bacon and hams of Ar- 
mour’s best. 

George Spangler “took home the 
bacon” as his winning, although no 
one was able to find out what the 
prize was awarded for unless it was 
because he insisted on a second 
helping of fried chicken and the © 
committee thought he was hungry. 

But it was a great day—all in all 
—and the party broke up about 
nine o’clock in the evening. And 
everybody went home satisfied. 


Paul, Buyer of Globe 


Norman Paul, formerly buyer 
of the Busy Bee Shoe Store, Ham- 
mond, Ind., is now the shoe buyer 
of the Globe Department Store, 
Waukegan, Ill. He succeeds Max 
Kaufman. The Globe store is being 
remodeled and the merchandising 
policy is changing from high priced 
to popular priced footwear. 





Trade Continues on Up-Grade 
July Shows Big Increase 


ST. LOUIS—Optimism continues 
to prevail over the continued ac- 
tivity of the retail shoe business as 
characterized by the trend evident 
throughout the week ending August 
8. Further reports on the July busi- 
ness indicates that a. majority of 
stores showed a_ substantial in- 


crease over the period of a year 
ago. The range of percentages are 
from 10, to as high as 25 per cent. 
Considering the excellent June, ex- 
perienced by all merchants and the 
rather thorough clean-up on white 
footwear, July volume can be taken 
as a good omen of the future trend 
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Arch Relief Models 
—in Stock 


























Arch Relief Model 
No. Lm Majestic 
isite pattern ideally developed in soft 

plovel e Black Kidskin, two graceful straps 

ed on either side by artistic cutouts makes 
this medium round toe model the accepted 
favorite of your trade. “Fhe last is No. 157, the 
heel 14/8 with rubber top. 

The Price $5.00 


fect s Beliet Model 
Ay as above, Al ove, All Pent caine: 


~ 


sg | a Reltet Be ay 


rN a more pon is this exclusive three 
button effect, fashioned from Black ey 
giving the effect of a three strap, graced b’ 

cutouts and imitation tip, over a mod! — 
which expresses that individuality so char- 
acteristic of Arch Relief shoes. The last is No. 
118, the heel 12/8 with rubber top. 
The Price $5.00 


elief Model 
No. 8221—The Marion 
Same as above, all Patent Leather. 
The Price $4.75 





Ri Rew 
Re Tt 


TRADE MARK REG 








Arch Relief M 

No. 8214—The 

ay smart scarcely describes this charm- 
four strap model, fashioned in soft Black 
——- by just enough open work to 


very essence of smartness, and so 
appealing ‘ail t that is fine and feminine» The 
157, we bea! t ‘oss rubber_top. 


Maramor 
Same as above, all Patent Leather. 
The Price $5.00 


Arch Relief Model 

No. 6011—The Marvel 

A finely tailored oxford in soft Black Kidskin, 

givi that grace, dignity, and smartness sel- 
ound in oxfords. over a modish 

last that insures perfect fit. The last is No. 118, 

the heel 14/8 with —— top. 


Price $4.75 
Arch Relief Model 
No. 6010—The Marvel 
Samz as above, all Brown Kid. 
The Price 
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of business. Stores still report good 
business on sale shoes, but a deter- 
mined buying impulse on the part 
of the public is forcing merchants 
to place their fall shoes on the 
shelves to satisfy the demand felt 
in all stores. 


Black the Best Seller 


Black at present is scoring 
heavily in all stores. Patent forges 
on in its undisputed leadership. A 
plain patent pump continues to be 
an unusual seller and one large 
store describes this demand as be- 
ing “unable to get enough of them.” 
Not a few stores are showing some 
attractive patterns in black calf. A 
few buyers sense a demand for this 
material, with a stronger convic- 
tion voiced by the operators of 
higher priced stores. Black satin 
ranks second in materials wanted 
and its many admirers have created 
a pronounced prestige in practically 
all stores showing a variety of 
patterns. 

The usual call is being received 
for blond kid, but at present no 
“husky” scoring has been made by 
brown kid. This is not disturbing 
as it is too early, and not enough 
patterns are being displayed to cre- 
ate the vogue for this attractive 
material. 


A Business Increase 

Ralph Casper, formerly con- 
nected with the shoe department of 
the New York store of Lane Bryant 
has been made manager of the main 
floor and basement shoe depart- 
ments of the St. Louis store. Cas- 
per stated that business had in- 
creased each month since the store 
opened a few months ago and the 
sales force has been increased from 
three to five salesmen. 


Unique Store Catalogue 

A unique catalogue has just been 
issued by the Vogue Boot Shop and 
sent to its list of customers. The 
title page shows the Eiffel Tower 
and lettered “Touring in Vogue 
Short Vamps.” The size and appear- 
ance is similar to the post card 
packets sold throughout European 
cities. Inside each shoe has been 
named after some popular resort of 
Europe. The back is an order blank. 


New Shoe Department 


Garland’s official opening of the 
new shoe department took place 
Monday, August 10, and indications 
of the crowd present would aver of 
a successful department. A general 








style line will be handled according 
to Manager Werner. The depart- 
ment is equipped with cane-backed 
chairs of American walnut with 
cushion seats of velour. The shelv- 
ing is also finished in walnut, and 
has a capacity for 3000 pairs. Boxes 
of black, gold and red are unusually 
attractive. 

Announcements were sent to the 
entire list of charge accounts of the 
company. 


Sonnenfeld’s Selling 
Ornaments 


Many ornaments are being sold 


by Sonnenfeld’s shoe department, ’ 


according to Ralph Ellis, manager 
of the department. A large display 
greets the customers as they ap- 
proach the shoe department. The 
demand for black satin and patent 
in pump effects has created an un- 
usual demand for ornaments of all 


types. 
“Old-Timers” at Show 


No style show in St. Louis is com- 
plete unless a number of veteran 
shoe fitters connected with practi- 
cally all previous shows are back. of 
the scenes to make “letter perfect” 
every pair of shoes displayed on the 
runway. Walter Pickett of Brown 
Shoe Company, who has headed this 
corps for years, is again directing 
activities during the present show. 
Jack Winkler, genial house sales- 
man for Hamilton-Brown Shoe Co., 
also has added in the proper fitting 
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of the models’ footwear. Frank 
Mahler, secretary of the St. Louis 
Shoe Manufacturers’ and Whole- 
salers’ Association is present every 
night looking after the interests of 
his large organization. Also W. S. 
Overton of Brauer Bros. Shoe Com- 
pany, chairman of the display com- 
mittee of the manufacturers’ asso- 
ciation. 


Design Tableau Shoes 


Brauer Bros. Shoe Company, de- 
signed the shoes worn by members 
of the pageant portion of the pro- 
gram at the St. Louis Fashion 
Pageant in the following three 
scenes: the heart scene, spider 
spectacle and the elaborate butter- 
fly tableau number. 


Juvenile Personnel Changes 


C. F. Keith, of The Juvenile Shoe 
Corporation, announces the follow- 
ing changes in the personnel of this 
corporation: B. B. Scheurer, who 
was transferred to St. Louis, has 
resigned as vice-president and sec- 
retary, effective immediately. A. L. 
McCall, formerly vice-president of 
The Juvenile Shoe Corporation, re- 
turns August 15 in this capacity, 
with the additional duties of gen- 
eral manager of the organization. 
Charles Sharp, in addition to his 
duties of sales manager, assumes 
the duty of advertising director. E. 
L. Delaney continues as general 
superintendent of the Juvenile 
plants. 





Men’s Shoe Trade Improves 
Fall Prospects Are Good 


DETROIT—Shoe merchants are 
generally pleased over the success 
of their clearance sales during July. 
Not for many years has summer 
business been as satisfactory. Sales 
are continuing at many stores for 
the purpose of cleaning up, as well 
as to stimulate trade. Inventories 
have shown a decided decrease in 
stocks. 

Colorful styles of summer wear- 
ing apparel have made the sale of 
whites large, many of the mer- 
chants regretting that they had not 
ordered larger stocks of this line. 
However, the shortage of -whites 
has helped the sale of blacks, which 
are regarded as the best bet for 
fall. Tans are selling in undi- 
minished volume in some lines and 
it is felt that these, too, will have 
a large place in fall sales. 





The ten windows at R. H. Fyfe & 
Co.’s store are used to display new 
fall styles, embracing every depart- 
ment. Other merchants are intro- 
ducing new fall displays in their 
windows, while a number are show- 
ing sale lines as well as fall goods. 
The settling down to fall business 
on August 1 is unusual in Detroit, 
but the large number of tourists 
visiting the city makes this de- 
sirable. In fact, as one merchant 
stated, “There is not the same 
marked distinction between the sea- 
sons as formerly and the people are 
demanding and buying the new 
lines.” 

No store has received its full com- 
plement of fall styles, so that the 
business is on lines shipped early. 
At the Fyfe store the showing con- 
sists principally of black numbers, 
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t She Shoe Store Beautiful 
































HAIRS are the chief!factor in making customers feel 
at home in a store. Very likely you have the dual 
problem of providing homelike comfort for them 
and at the same time seating as many people as 
possible in the space provided for chairs. The answer is— 


American Interlocking Shoe Store Chairs 


For example, see this wing chair, illustrated above. Notice 
the comfortable curve that fits the customer’s back, be 
it a slender back or broad. It has soft, springy cushions 
that remain soft and springy. Here’s comfort, plus com- 
pactness—for seven AMERICAN y INTERLOCKING 


SHOE STORE CHAIRS fit into the space that would be 
required for six chairs of other types. 


Write for 
‘Ihe Shoe Store Beautiful’ 


American Seating Company 























He 
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General Offices: CHICAGO, 1016 Lytton Bldg. 
BOSTON PHILADELPHIA NEW YORK 
Room 302, 69 Canal St. Room 703,1211 Chestnut St. Room 601,119 W. 40th St. 
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although there is a fair sprinkling 
of tans. Strap styles predominate, 
gore pumps with buckles making a 
good showing. There are also a few 
plain small tongue effects displayed. 
Simpler styles are considered to be 
the most promising. 

Patent leather will undoubtedly 
be the largest seller, with satin and 
kid in black in good demand. Just 
what color of tan will lead there is 
no settled opinion among buyers, 
some inclining to the light shades, 
others to the medium. 


Men’s Business Better 


A decided turn for the better in 
men’s lines is noticed in many ex- 
clusive men’s stores. Where a few 
weeks ago these stores were com- 
plaining bitterly of the lack of busi- 
ness and wondering as to the cause 
they are now reporting that busi- 
ness is good. July opened with little 
prospect for men’s shoes, but busi- 
ness soon developed until July of 
this year has led that of last by a 
goodly percentage in sales, and 
every indication that this condition 
will prevail throughout August. 

Fall prospects for footwear mer- 
chants in all grades and types ap- 
near to be good. Merchants are 
optimistic and look forward to a 
a splendid “wind up” of the year’s 
business. 


New Shoe Department 


The Ames Co., 1275 Woodward 
avenue, faqrmerly “Stevens,” has 
added a new shoe department, de- 
voted to the exclusive selling of 
French footwear of the short vamp, 
stage last types. The department is 
in charge of Bert Bergman, of the 
Wilbert Shoe Co., whose aim will be 
to bring to Detroit women the very 
latest footwear fashions with a 
Parisian “flavor.” The slogan of 
this firm reads: “Where Smart 
Style Meets Moderate Price.” 


An Orthopedic Display 


The Hack Shoe Company, located 
on the fifth floor of the Stroh Build- 
ing, 28 Adams avenue, West, has 
been utilizing the display windows 
of a vacant store alongside of their 
own building for the showing of 
their orthopedic lines. 


New Hudson Building 


The J. L. Hudson Company will 
occupy its new eighteen-floor fire- 
proof building, the last of this 
month. This “Greater Hudson 
Store,” which has been a little more 
than two years in completion, is 
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being announced through a series 
of unusual advertisements, showing 
a photograph of the new building 


79 


and a story covering admirably the 
various phases of the establish- 
ment. 





Fall Shoes Selling Well 
Styles Show Simplicity 


CINCINNATI—With the excep- 
tion of a few showers, the weather 
was ideal for the week ending 
August 8. Typical summer weather 
is probably one of the main reasons 
why all stores said that their sales 
were the most successful they ever 
conducted. These sales cleaned up 
the odds and ends, and broken sizes 
that have been occupying valuable 
space in the stores. Merchants are 
now ready to start out new with 





Voller Forecasts Men’s 
Styles 

Chas. H. Voller, buyer for 
the shoe department of the 
Mabley & Carew Co., states: 
“More low shoes will be worn 
by men this year than ever be- 
fore. Styles will more or less 
center around modified 
brogues, as the men seem very 
much pleased with this type 
of shoe. The different weights 
in the oxfords will help to es- 
tablish them for all-year wear, 
as for summer months a man 
can wear a light weight ox- 
ford, and instead of changing 
to a high shoe in winter, he 
can change over to a heavier 
weight oxford. 

Indications show that 
darker shades of tan will prob- 
ably prevail in the color field. 
It is also noticeable that there 
is some change being made in 
the heels. There is more of a 
demand now for heavy leather 
heels instead of rubber in the 
young men’s styles.” 

















the advance fall styles. Some of the 
stores have already started to show 
a few of their new patterns, and 
much interest is being shown in 
them by the trade. In spite of sales 
which were going on for the past 
week, the regular stocks of shoes 
also sold exceptionally well, and 
altogether merchants are very 
pleased with the business being 
transacted. 
Patent Leather Leads 


In the regular stocks of shoes, 
patent leather is still leading, with 
black satin second, and colored kid 
very good. It is expected by a few 
of the stores that suede shoes in the 
higher priced lines will be good. 
All of the stores agree that orna- 
ments will play a very important 
part in the fall styles, as-the shoe 
style trend will be along simpler 
lines, with ornaments to add the 
necessary snap. Plain regent pumps 
with an ornament, and no goring, 
are expected to be in the limelight 
in the pump pattern field. 


Working at Capacity 


According to Mr. Grafe, buyer 
for the United States Shoe Co., all 
the branches of this company are 
working at capacity, and orders are 
still coming in at a sufficient rate 
to keep them going for some time. 
He says that patent leather is the 
material ordered most frequently, 
and then black satin, golden brown 
kid is also going very good. He be- 
lieves that ornaments are going to 
be very big this fall, as already the 
majority of orders received include 
ornaments of some kind on the 
shoe. 





Fall Shoe Season Commences 
Confidence in Novelties 


MILWAUKEE—Shoe stores have 
reached a between-season period 
with little activity of note. Clear- 
ance sales have been brought to a 
close in many cases, and are not ex- 
pected to create much further in- 
terest. First showings of fall shoes 
have been arranged in a few stores. 


However, the demand for fall foot- 
wear has not opened up to any 
great extent, as yet, although stores 
report a few sales in this line. 

One high-grade store reports a 
fair demand for fall shoes, center- 
ing particularly around patents. In 
addition there is a call for black 
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Smartly Extreme Shoes 


of 
Jet Black Kid 


—The Favorite Fall Styles 
of The Gentlwoman 


I ish PARIS you will find this vogue 


the present ruler in most exclusive 
circles. 


In NEW YORK the same favor has 
met the smart elegance of Jet Black 
Kid relteved by white stitching or 
piping. 

Nothing like these new styles has 
ever before been shown American 
women, and they are showing their 
appreciation. 


SUCH styles cannot be truly 
effective in any but the finest 


“Tt takes on i 
added beauty black kid. 


in the shoe’’ 


SURPASS LEATHER COMPANY 
NEW YORK 
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satins, a few suede in black and 
gray and golden brown kid. This 
store is featuring an ornamented 
pump, cut rather high and trimmed 
in most cases with a fancy buckle; 
also fancy strap effects. Little con- 
fidence is expressed in a perfectly 
plain shoe, or a simple strap slip- 
per, but more elaborate effects are 
preferred. The tendency is towards 
slightly higher heels, running 15/8 
and 16/8, rather than 14/8 which 
was more popular during the past 
season. Toes are a trifle more 
pointed. One department store 
stated that business has been some- 
what slow, but interest in fall shoes 
is showing up earlier than usual. 


Men’s Clearances Successful 


Although merchants, handling 
both men’s and women’s shoes, state 
that men have shown much less in- 
terest in clearance events than 
women, one merchant handling 
men’s shoes only reports a very 
satisfactory clearance. The proprie- 
tor of this store states that the 
clearance sale this summer has 
shown an increase over business 
during the same period last year. 


Good $5 Sale 


The Walk-Over Shoe store re- 
ceived a good response on a $5 sale 
which winds up the clearance sea- 
son each year. A good business was 
expected, but the response was 
much better than had been antici- 
pated. The women’s department, 
particularly, was crowded the first 
two days of the sale. 


Increase in Buying 


Milwaukee shoe manufacturers 
report a noticeable increase in the 
number of orders received since 
early July, and are now taking an 
optimistic view of fall prospects. 

H. L. Nunn, of the Nunn, Bush 
& Weldon Shoe Co., reports an im- 
portant revival in the demand for 
shoes, stating that the increase has 
been felt principally in men’s popu- 
lar priced shoes. Buying in high- 
grade men’s shoes has not increased 
proportionately. 

“Formerly, the shoe manufac- 
turers were active in the spring 
getting ready for fall trade. Now 
the retail merchants buy their 
shoes carefully, in small lots,” said 
Mr. Nunn. “Consequently, the be- 
ginning of the fall shoe demand did 
not show up until July. With buy- 
ing on the short order plan, this is 
likely to be the rule in the future.” 


Other manufacturers also com- 


ment on the opening of fall buying 
during July, including P. O. Peter- 
son, vice-president of the B. B. Shoe 
Co., manufacturers of women’s 
shoes; and officials of the Edmonds 
Shoe Co., and the F. Mayer Boot & 
Shoe Co. All of these manufac- 
turers comment on the high prices 
of hides and leather, but state that 
shoe prices will remain the same as 
long as possible, as an increase 
would cut down orders. 


On Vacation 


George Virmond, of Caspari & 
Virmond, local shoe merchants, has 
been spending his vacation on a 
fishing trip at Mercer, Wis., accom- 
panied by his son, George, Jr. 


Favor Newspaper Adver- 
tising 

Five of the leading shoe firms in 
the city received much free public- 
ity when the Milwaukee Journal 
sought to show that it was the best 
advertising medium for shoe mer- 
chants in Milwaukee. This news- 
paper used a full-page advertise- 
ment to show “Why the Journal 
prints three-fourths of the shoe ad- 
vertising in Milwaukee.” 

One section of the advertisement 
was devoted to the S. J. Brouwer 
Shoe Co., stating that S. J. Brouwer 
came to Milwaukee in 1902 and 
opened a small shop. Within twenty 
years this store has become the 
largest shoe store in Wisconsin. 
This remarkable growth is attrib- 
uted to “good merchandise, backed 
up by real fitting service—both ad- 
vertised consistently in the Jour- 
nal.” 

The Walk-Over Shoe store ranks 
tenth in annual volume of business 
among the several hundred Walk- 
Over stores in the United States, 
and has increased its business to 
six times what it was ten years ago. 
This store invests 85 per cent of its 
appropriation for advertising in 
this newspaper, according to the 
Journal. 

Annual sales of the four stores 
of the G. R. Kinney Co. have tripled 
in volume since 1920, and more 
than 95 per cent of their appropria- 
tion has been invested in consistent 
newspaper advertising through the 
medium of this paper. 

J. J. Schumacher is mer.tioned as 
another well known local shoe 
dealer who recognizes the value of 
newspaper advertising. 

Quotations from a letter received 
from the Regal Shoe Co. indicate 
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that results obtained through the 
Journal in the 1925 spring adver- 
tising campaign were very satisfac- 
tory, and entrants in the $1,000 
prize contest obtained through this 
paper equalled the number from any 
of three Chicago papers. 


Makes Wooden Shoes 


John Gulbranson has the record 
of making wooden shoes for 61 
years, and he is still at the job, al- 
though he is now nearly 80 years 
old. Mr. Gulbranson started learn- 
ing the shoemaking trade when he 
was 18 years of age. As the ma- 
jority of people in his home in 
Christiania, Norway, wore wooden 
shoes at this time, it was this trade 
which he learned. Today he still 
makes wooden shoes, working in 
the shop of the Milwaukee Wooden 
Sole Shoe Co., 315 Eleventh avenue. 
He states that there is still a good 
market for wooden shoes, especially 
in certain Wisconsin communities 
where farmers of Dutch, Belgian 
and Danish origin use them con- 
stantly about their barns and yards. 
Shoes with wooden soles and 
leather uppers are more widely used 
by creamery and packing house 
workers, butter makers, bathers, 
housewives and many others. Mr. 
Gulbranson believes that wooden 
shoes would save many people from 
rheumatism and similar ailments, 
traceable to damp feet. 





Start Factory Addition 


Cedar Grove, Wis.—Work is now 
under way for an $18,000 addition 
to the plant of the Cedar Grove 
Shoe Manufacturing Co., Cedar 
Grove, Wis. The addition has been 
made necessary by the large volume 
of business of the past year, accord- 
ing to Earnest L. Riebau, president. 
The new building will provide for 
an increase in production of 600 
pairs per day. 

The Cedar Grove Shoe Manufac- 
turing Co. was organized less than 
three years ago, but has enjoyed 
remarkable growth. Since its or- 
ganization, the capitalization has 
been increased from $35,000 to 
$125,000, and production in 1924 
showed an increase of 350 per cent 
over 1923. 

“The first six months of this year 
have been very successful, although 
we had the usual slump during the 
months of June and July,” Mr. 
Riebau statel. “But we now have 
orders or «le to run full capacity 
for the {. .nce of the year.” 
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BUILD A FIRE 
UNDER HIS CHAIR! 
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The fire of enthusiasm is the motive power of. retail shoe 
store success. Shoes made of Sterling Patent Colt and 
Sterling Patent Kid inspire enthusiasm in salesmen and 


customers, cinch sales and build better business. 
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Early Demand for Fall Shoes 
August Trade Is Good 


NEW YORK—Swinging into 
August the shoe business is report- 
ing satisfactory results, both with 
the clearance sales that are still 
running and the early demand for 
fa!l footwear. The latter is still 
secondary in importance, but enough 
of it has developed to indicate that 
the outlook for a good fall season 
is promising. Clearance sales that 
are still in progress continue to 
draw a good patronage and it seems 
likely that the majority of retail 
merchants will enter the fall sea- 
son with cleaner stocks than have 
been seen in several seasons. The 
reductions in prices to clear out 
summer stocks also appear to have 
been less drastic than usual. The 
greatest cuts have been made on 
the extreme novelty types and in 
this class of footwear, it is easy to 
find former $80 values selling for 
as low as $10. In general, the ex- 
treme novelties have been cut in 
price about 50 per cent, but on the 
more conservative types of foot- 
wear the average cut for clearance 
purposes appears to run around 25 
to 35 per cent. 


White Business Ahead 


Prices on white shoes were well 
maintained and even now there are 
some retail merchants who are still 
getting full prices for their best 
white numbers. Altogether the 
white business this year exceeded 
expectations and fooled most of the 
retail merchants who had been pre- 
dicting that the light colored kid 
business would cut into the white 
shoe business, and accordingly un- 
derestimated their requirements in 
whites. 


Black with Silver and Gold 


The demand for white this year 
can be traced directly to the in- 
fluence of women’s dresses. The 
multicolored printed silk and cot- 
ton frocks which attained such a 
vogue were of fabrics, with white 
backing. It was éasier to match the 
white background than any one of 
the several colors that appeared in 
the average printed material and 
accordingly this stimulated the de- 
mand for white. Much the same 
tendency seems to be showing it- 
self in the early fall costumes. Black 
as the main ground color of dresses 
has asserted itself. Bright colors 
are being used for decorations, in 
some cases even gold and silver kid. 





College Boys Like 
Rocker Bottoms 


Two new developments are 
making rather good progress in 
the men’s shoe business here. 
One of them is the “rocker 
bottom” that has caught on 
with the young men of the 
college type and the other is 
the old custom last that has 
been revived and is now being 
offered by Hanan & Son under 
the name of “Bespoke.” The 
new Hanan last was developed 
in the organization’s store in 
Regent street, London, and is 
now being presented to New 
Yorkers. It is a last with a 
rather pronounced swing on 
both the inside and outside 
and brings the toe down much 
narrower than most of those 
recently seen here. 











The effect of this, according to some 
retail merchants, will be to throw 
the bulk of demand onto black foot- 
wear, principally patent and satin, 
with possibly some touch in shoe 
decoration to match the dress orna- 
mentation. In fact, some retail mer- 
chants profess to see a demand 
coming for black shoes trimmed 
with gold and silver kid, and al- 
ready have stocked footwear of 
this type. In most cases the touches 
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of gold or silver are found in small 
buckle like ornaments or pipings, 
or narrow applique work of the 
metal leather. 


Kohn Runs Successful 
Clearance 

Alfred Kohn, the well known 
Fifth avenue retail merchant who 
is giving up his lease September 1, 
and is running a stock clearing 
sale reports a most gratifying re- 
sponse. It is likely that the sale will 
be terminated before the expiration 
of the lease period as the stock is 
dwindling. more rapidly than ex- 
pected. Mr. Kohn is negotiating for 
a new location and definite an- 
nouncement of the site of the new | 
Kohn store is expected to be made 
in a week or two. It is likely that 
the new store will not be on Fifth 
avenue. 


Frank Rubin Is Dead 

Frank Rubin, brother of Julius 
Rubin, retail shoe merchant, of 
1318 Boston road, is dead. His pass- 
ing away was due to the result of 
an automobile accident. Mr. Rubin 
was well known in the shoe trade 
of this section. His sudden death is 
a great shock to his wide circle of 
friends. 


Guenther President of Onyx 


Paul Guenther, vice-president 
and treasurer of “Onyx” Hosiery, 
Inc., New York, has bought the in- 
terest of Joseph H. Emery, presi- 
dent. Mr. Emery, who will retire 
from office in September, will be 
succeeded by Mr. Guenther. 





Business Still on Up-Grade 
A Steady Flow of Orders 


BROOKLYN—The upturn in 
business, noted in the Brooklyn 
shoe producing section in June, con- 
tinued through July and seems to 
be holding up well at the opening 
of August. This does not mean that 
the Brooklyn factories are over- 
crowded with orders, but the goodly 
amount of business booked cause 
the larger factories to run nearer 
capacity than in the earlier months 
of this year. 


“Hand to Mouth” Buying 


Retail merchants are still buying 
largely in the hand-to-mouth man- 


ner, according to Brooklyn manu-. 


facturers and many of the latter 
do not expect any great shift from 


this basis as long as style remains 
the paramount element in fine foot- 
wear. Although the manufacturers 
have made changes in their policies 
and manufacturing processes to 
conform to this type of buying, it 
still presents many difficulties from 
the producing angle. The mere fact 
alone, that retail merchants, in 
most cases, are demanding delivery 
in four to five weeks after placing 
the order makes manufacturing 
difficult. It also is presenting diffi- 
culties in the leather situation, 
since manufacturers do not stock 
up on leather to as great an extent 
as formerly. The tanner also is 
playing the “hand to mouth” game, 
with the result that top grade 
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Brooklyn Style Flashes 


In order to satisfy the de- 
mands of retail merchants for 
something new, Brooklyn pro- 
ducers are putting in new and 
more elaborate patterns. The 
conservatism that was so 
strongly marked several 
months ago seems to be giving 
way to more ornamentation 
on shoes, Appliques seem to be 
the chief feature of ornamen- 
tation at present and both 
street and evening models are 
being treated to liberal doses 
of applique work in order to 
make the shoes different from 
the ordinary run of footwear. 
Oxfords, without tengues and 
with inserts of a different 
leather from the body of the 
shoe along the sides and then 
appliqued are being shown by 
a large number of manufac- 
turers here. The same idea 
has been carried out on one 
and two strap models and even 
on the opera or regent pumps, 
which appear to have. devel- 
oped into the staple or semi- 
staple class. 

Patent leather and black 
satin are the two leading ma- 
terials at present. Ooze is be- 
ing used in combination with 
these as a base for the ap- 
plique work. Darker shades of 
tan and brown in kid and calf 
also are being used, and on 
these suede inserts are fre- 
quently seen with the applique 
work in kid or calf. 

Despite some shift to the 
narrower toe and long vamps, 
the short vamp round toed 
shoes are still being made 
in considerable quantities in 
Brooklyn. The East, in general, 
is taking to the narrower toes 
and longer vamps, while the 
West, Chicago, particularly, 
according to manufacturers 
here are still running strong 
on the short vamp shoes. 

Heels are running to ex- 
tremes. A 24-inch spike heel, 
of extremely slender propor- 
tions and almost no pitch at 
all is one of the best sellers 
with a leading manufacturer 
here. No heels higher than 
the 2%4-inch have been called 
for, but it would not be sur- 
prising if they should go a 
“little higher,’ in the opinion 
of one Brooklyn style expert. 

















leather is difficult to get in the 
quantities wanted. In fact, several 
Brooklyn manufacturers assert that 
they are compelled to take some 
second grade leather along with 
their top grade in order to get suit- 
able quantities of the latter. This 
makes cutting more expensive and 
hence adds to the cost of the shoes. 


A New Salesroom 


The New York offices of S. Weil 
& Company in the Marbridge Build- 
ing, have been completely refur- 
nished and one room, the show 
room, is now furnished in the 
studio style, Tudor furniture, in- 
cluding tables, taborets and tapes- 
try chairs, gives an air of comfort 
and refinement that is rather dif- 
ferent from the ordinary show 
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room. Mahogany glass front cases 
are used for most of the samples, 
while others are placed about on the 
tables and taborets scattered about 
the room. A large mohair Chester- 
field, antique screen and a Tudor 
carved cabinet and suitable lighting 
fixtures complete the furnishings. 


A New Corporation 


H. D. Roberts & Co., Inc., is the 
name of a new corporation at 123 
Smith street, Brooklyn. Harry D. 
Roberts, well and favorably known 
in the trade, has associated with 
him a number of the best of Brook- 
lyn’s shoe artisans. The product 
of this house will be women’s 
high grade turns for the ultra 
fashionable. 





New Styles Show Big Variety 
Attractive Lasts and Patterns 


BROCKTON — Brockton manu- 
facturers are busily preparing new 
styles of men’s shoes. They are 
planning an extensive variety in 
lasts as well as patterns. As methods 
of merchandising have changed 
greatly during the past few years, 
samples for two seasons are now 
shown together. For instance, sales- 
men who go out in September will 
carry not only samples for the 
spring of 1926, but styles suitable 
for the fall and winter season of 
1925. This is in recognition of the 
changed methods of buying on the 
part of merchants, and one which 
every manufacturer is compelled to 





Style Flashes from 
Brockton 


In the opinion of Brockton 
manufacturers the trade will 
see shoes which represent 
greater attractiveness and 
more skillful shoemaking than 
Brockton, even with its repu- 
tation in this line, has hither- 
to produced. There'are many 
lasts with wide toe and short 
vamp effects; others have the 
medium, or English shapes. 
Brogue patterns occupy a 
smaller space in the new line 
than for the past several sea- 
sons. In colored calfskins, 
light and medium shades pre- 
dominate, with many kid 
shoes shown in golden brown. 


a 











follow in planning his samples. 
With merchants buying closer to 
requirements than ever, a salesman 
must be equipped with samples, 
representing styles suitable for all 
seasons of the year. 


Fancy Patterns 

New lines which are going for- 
ward are continuing the tendency 
which has been so marked of late 
in fancy pattern effects. To please 
the eye of the merchant and 
through him the consumer, new 
samples represent the greatest va- 
riety of novelties ever shown by 
Brockton concerns. Oxfords, which 
have so long enjoyed great popu- 
larity in men’s shoes, predominate. 
These show color combinations of 
great variety and much beauty. 
Pattern designers have excelled 
all their previous efforts in this 
regard. 


Merchants Inspect Plants 


The Melville Shoe Co., one of the 
large chain store concerns in New 
York City, sent about 30 represen- 
tatives to Brockton recently where 
factories were visited and views of 
shoes in the making were obtained. 
Frank Melville, president of the 
concern, and his son, Ward Mel- 
ville, headed the party. Thompson 
Bros. Shoe Co. and Mawhinney Last 
Co. were the factories visited, after 
which lunch was served at the Com- 
mercial Club. Later, a complimen- 
tary dinner was tended to the offi- 
cials by Thompson Bros. Shoe Co., 
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Chiropody offers a splendid field for both men and 
women to make an exceptional income, in a high- 
grade calling. The demand for Graduate Chirop- 
odists far exceeds the supply. 


The World’s Leading School 


The Illinois College of Chiropody is the largest and 
Si} } best equipped school in the world teaching this sub- 

, ject. It is now in its 13th successful year and occu- 
pies an entire 4-story building. Instruction under 
a faculty of well-known physicians, chiropodists, 
surgeons, chemists, orthopedists and specialists. 
Day and evening classes. 


Largest Foot Clinic in Auiatea 


Over 15,000 persons receive treatment annually in 
the Illinois College Free Foot Dispensary, giving the 
student a wonderful opportunity of coming in con- 
tact and studying every known foot condition. 


New Classes Open September 8th 


"} Mail coupon today for illustrated catalog, giving complete 
information relative to the opportunities which chiropody offers 

_ and why the Illinois College is the school for you. Gives com- 
plete data relative to courses, equipment, facilities, entrance 

| requirements, methods of earning money while studying, etc. 


)— — — Mail This Coupon Today — — — 


| Illinois College of Chiropody, 
it Clark St., Chicago. ' 
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followed by an entertainment. Mel- 
ville Shoe Co. owns more than 100 
stores, and is one of the largest 
retail shoe houses in the United 
States. 


French, New Vice-President 


At a recent meeting of the direc- 
tors of Stacy-Adams Co., Brockton 
manufacturers of men’s fine shoes, 
W. A. French was elected vice- 
president to fill the vacancy created 
by the resignation of W. H. H. 
James. Mr. French, who has been 
associated with the Stacy-Adams 
Co. for 35 years, is upper leather 
buyer for the concern. A vacancy on 
the directorate, caused by the re- 
tirement of Mr. James, was filled by 
the election of G. Stacy Bearse. Mr. 
Bearse, who is one of the younger 
members of the concern, is asso- 
ciated with the selling department. 


Continue Stock Department 


Howard & Foster Co., manufac- 
turers of men’s fine welts, has its 
new line of samples well under way 
for spring, also for the in-stock de- 
partment, fall and winter season. 
About ten styles will be carried in 
stock during the next few months, 
these including styles which are 
assured sellers, with the addition 
of several stock styles on new lasts 
and patterns. A new stock catalogue 
which is now on the press will be 
ready for distribution early in Sep- 
tember. 


Wells Wins First Prize 

Nelson B. Wells, manager of the 
Boston office of the Barbour Welt- 
ing Co., was the winner of the $500, 
first prize, recently offered in a 
cover contest of the July 4 issue 
of Liberty Magazine. Mr. Wells’ 
design was selected by the judges 
from thousands of others submitted 
by contestants in all parts of the 
United States. 


A Large Production 

The Brockton Shoe Manufactur- 
ing Co., manufacturers of men’s 
popular priced welts, is producing 
at its two factories in Brockton and 
Holbrook, 4,200 pairs daily. 
ger E. F. O’Neill of this* c 
Says that sufficient orders are in 
hand to insure production in both 
factories of full capacity for the 
next few months. “Decidedly Brock- 
ton” shoes, by which title the line 
is identified in the minds of shoe 
buyers, are handled by many lead- 
ing retail, wholesale and chain store 
merchants. 


Employees of the Brockton Shoe 
Manufacturing Company recently 
held an outing at Nantasket Beach, 
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Mass., where a program of sports 
was enjoyed, followed by dinner 
served at the Atlantic House. 





Plants Basy on Fall Orders 
Quick Deliveries Specified 


HAVERHILL—July was a busy 
month at Haverhill factories; busier 
than the corresponding period a 
year ago. According to figures sup- 
plied by the local electric power 
company more power by 25 per cent 
was called for by shoe factories 
during July than the same month a 
year ago. August is showing in 
many factories a continuance of 
this condition. Those making for a 
volume and chain store trade was 
especially favored with orders. 
McKay factories are well supplied 
with business on the lower priced 
lines. Turns and welts are in good 
demand. Practically all the orders 
received are for early deliveries. 

“Get these out as soon as possi- 
ble,” is the usual accompaniment to 
an order. September 15 is a dead 
line for deliveries of most of the 
business now in hand at local fac- 
tories. A $15,000 order received for 
turns August 10, specified Septem- 
ber 10 as the delivery date. Doubt 
was expressed by a number of the 
organizations as to whether such 
delivery could be made. 

“We've got to make it,” said the 
head of the concern. “We need the 
business and the customer needs 
the goods.” 

That seems to be a general ex- 
planation of urgent demands from 
merchants. 

“Our reports,” said a Haverhill 
manufacturer, “are to the effect 
that merchants are not  over- 
stocked. They sense prosperous con- 
ditions of business during the next 
few months. They want to be ready 
to get their share of it. Many who 
postponed buying now realize their 
immediate needs. Hence, the frantic 
urge for quick deliveries.” 

Resources of Haverhill factories 
are tested to the utmost. Extra help 
is employed and overtime work is 
being done in ‘many plants. Hane 

ill manufacturers have remodeled 
their organizations to meet new 
selling conditions and are “all set” 
to make prompt deliveries. 


Blacks and Plain Patterns 


On the order sheets received at 
Haverhill factories plain patterns 
are the rule. Regents or strip 


pumps, D’Orsays, front straps and 
similar styles are leading in the 
orders. Front goring is concealed 
by buckles or other ornaments. 
These latter are in great variety. 
Overlays are favored to the exclu- 
sion of cut-outs. Black is a prime 
favor, with patent, velvet and satin 
the principal materials. Browns and 
grays come next. 

“Shoe buyers,” said a manufac- 
turer, “want goods which will be 
immediately available, and appar- 
ently are not much interested in 
future styles or commitments.” 


Dobbins Sole Proprietor 


George W. Dobbins is now sole 
proprietor of Witherell & Dobbins 
Company, Haverhill manufacturers. 
Phil English, Jr., has resigned as 
president and withdrawn from the 
concern. Mr. Dobbins, who has been 
for many years identified with 
Haverhill shoe manufacturing, has 
reorganized the factory on a daily 
production basis of 25 to 30 cases. 
The line of “W. & D. Turns” will be 
marketed as heretofore among 
wholesalers, department stores, and 
volume buyers in general. New 
samples will be ready to show the 
trade early in September, 


Greeley on Extensive Trip 


A. W. Greeley, well known manu- 
facturer of boudoirs, is making an 
extended trip, which combines busi- 
ness and pleasure. He sailed last 
week from New York for Galveston, 
Texas, asian enjoyable sea voyage. 
Fro! this point he will visit. cities 
in the “Lone Star State” and Okla- 
homa, thence to Chicago, returning 
east by rail. Mr. Greeley says that 
each month of the present year has 
shown an increase over the corre- 
sponding month last year as re- 
gards the output of “Greeley Bou- 
doirs.” 


Commends “Boost Haver- 
hill” Movement 


In a recent bulletin, published by 
the Massachusetts Chamber of 


Commerce, some complimentary 
comments were made regarding the 
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9/8, 10/8 and 12/8 Heels. 








NEW YORK 
Mr. Lobatto, Barclay Bldg. 


OAKLAND, CAL. 
ins, care Roos Bros. 


CHICAGO 
Mr. Le Pine, 1618 Republic Bidg. 


‘The Stepper’’ 
—A Smart ‘‘ Step In’’ for Street Wear 
Salable in Calf—Patent—Suede 
Also Combinations 
Dr. Darling Arch features may be added in this pattern 


WRITE FOR SALESMEN 


PHILADELPHIA 
Mr. Schoell, 119 So. 4th St. 
LOS ANGELES, CAL. 
R. L. Wall, Lankershim Hotel 








SMART SHOES 


ROCHESTER,N.Y. 


Buy Sherwoods and Stick to Them 
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IN STOCK 


A very handsome style and a ready seller. Each 
has an attractive steel beaded leather ornament, 
is kid lined and French corded. Carries cither 
16/8 full breasted Spanish, 13/8 Cuban, or 9/8 
block heels. 


2115—Patent, with Mat. Kid trim, Spanish. 
2116—Patent, with Mat. Kid trim, Cuban. 
2117—Patent, with Mat. Kid trim, 9/8 Block. 
2118—Black Velvet, with Satin trim, Spanish. 
2119—Black Velvet, with Satin trim, Cuban. 
2120—Black Velvet, with Satin trim, 9/8 Block. 


MOoNARCH 


One of the season’s best sellers. A Regent opera 
with a beautiful 3-fold silk bow. Carries either 
16/8 full breasted Spanish, 13/8 Cuban, or 9/8 
block heels. 

2578 —Black Velvet, Spanish. 

2578 44—Black Velvet, Cuban. 

2579 —Black Velvet, 9/8 Block. 

2580 —Black Satin, Spanish. 

2580 }4—Black Satin, Cuban. 

2581 —Black Satin, 9/8 Block. 

2582 —Patent, Spanish. 

2582 }4—Patent, Cuban. 

2583 —Patent, 9/8 Block. 


SHOECO.Inc. 


‘Comens Specialty Jootwear 


149 Tuane Street - - - 


New York, N.'Y. 
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movement recently inaugurated in 
Haverhill for boosting the city’s 
shoe business. Characterizing this 
as a nheighborhod idea, the state- 
ment was made that an aroused 
neighborhood can get results 
quicker than those in any other 
frame of mind. The bulletin added: 
“People in Haverhill, in getting 
down to a neighborly basis, found 
out that it is everybody’s business 
to take an interest in the shoe busi- 
ness and to sell Haverhill shoes. 
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When the various forms of business 
and civic activities not directly re- 
lated to shoes were privileged to get 
together with their neighbors and 
customers engaged in the shoe busi- 
ness they were not long in coming 
to the conclusion that Haverhill 
must merchandise shoes as a com- 
munity enterprise and not leave the 
manufacturer to carry the whole 
load. We think this is something in 
the way of a hint for other citizens 
and towns to go and do likewise.” 





Lynn Shoes Moving 


Quickly 


Quick Deliveries Wanted 


LYNN — Another’ encouraging 
week may be reported. Lynn fac- 
tories continue active. August pro- 
duction is exceeding expectations. 

Many buyers ask, “how soon can 
I have the shoes.” This desire for 
quick deliveries is taken as a sign 
that Lynn shoes are moving right 
along through retail stores to feet 
on the style. 


Styles Simple and “Snappy” 


Again it may be reported that 
styles are simple, but pretty. The 
shoe itself is simple; the adorn- 
ments make it pretty. 

Lasts show a tendency to longer 
vamps and narrower toes. But the 
short vamp, round toe last, con- 
tinues a favorite in several sections. 

Heels are higher; or, as one man 
puts it “high heels are higher, even 
up to 17/8.” 

Patterns continue in pump styles 
chiefly, with the novelty oxfords 
bidding for favor. There is a ten- 
dency to build up the fronts of 
shoes, or to make them higher on 
the instep, as well as to close up 
cut-outs, against the coming of 
cooler weather. 

Pump styles include strip pumps 
to be trimmed,_ Regents, D’Orsays, 
step-ins and gore styles, as well as 
straps, with some firms reporting 
that their strap styles are selling 
best. 

There are many pretty buckles 
or slides, beaded trimmings and 
appliques, on pump styles, also 
novelty laces and lace stays on 
oxfords. 


Patents and Satins 


“Patents and satins”—so runs 
the common report. Suedes seem to 
be gaining again. Velvet continues 
in use. Mat kid, or light weight calf 


with a kid finish, is also in use. All 
of these materials are in black, 
which is by far the leading color. 
Two shades of black are secured in 
many shoes, by trimming a patent 
with dull kid, or a satin with suede, 
or so on. 

Colors in brown are on the me- 
dium shade. Two-tone effects are 
seen in browns, the same as in 
blacks. Some reptile grains are 
used for trimming brown shoes. 
Gold, silver and fine fancy leathers 
or fabrics, are to be seen in dress 
slippers. 

While bottoms of shoes are a 
trifle heavier in substance, yet 
edges continue close and thin, shoes 
are as flexible, shanks are slim, and 
the contour of the bottoms, as well 
as of uppers, is graceful. Three iron 
insoles being used in place of two 
and one-half iron insoles, and seven 
iron outsoles being used in place of 
six iron outsoles. 

Patterns run strongly towards 
gore style shoes, the gores being in 
the throat, Regent and D’Orsay ef- 
fects, with strap models following 
after. A number of plain pumps are 
being made, to be trimmed with 
buckles. Metal ornaments, that 
“perk up” like a bull dog’s ear, seem 
to be much wanted. 


Bargains Passed to Customers 


Manufacturers having confined 
their styles to a few leathers, or 
fabrics, mostly blacks, are buying 
leather with much thrift, and are 
giving their customers the benefit 
of their bargains. 

While many shoe buyers hold 
their orders down to small lots of 


shoes, and frequently repeat their 


orders, yet shoe manufacturers, 
cutting mostly blacks, can buy their 
leather or fabrics, in larger volume 
and at better prices. 
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Home from Europe 


Daniel A. Donovan, of Donovan, 
Giles Co., Lynn, makers of women’s 
welt shoes, is home from a short 
trip to Europe. 


New Shoe Course 


The Lynn shoe school will have a 
new two years’ course of instruc- 
tion in shoemaking besides its regu- 
lar course of four years. Also, it 
will teach girls to stitch and to pack 
shoes. Its next term will start in 
September. 


Factory Flashes on Style 


It is mostly blacks on pump com- 
bination lasts that Mitchell-Welch 
Co. are making and the factory is 
running to full capacity. Patent 
leather comes first, then satin, and 
then suede and velvet, and light 
weight calf leather with a kid-like 
finish. Sales of suedes showed a 


* gain last week. Colors are browns 


for street shoes, and gold, silver, 
white and a few fancy colors for 
party slippers. 

This house has set up new equip- 
ment in their stitching room, so 
that they may embroider vamps of 
shoes with threads of silk, in a 
number of designs. Having its own 
equipment, the firm is able to make 
quick deliveries of shoes having 
embroidered vamps. 

A number of the shoes have 
dainty applique designs. A pump, 
for instance, is of patent leather, 
with a collar of suede, appliqued in 
the leaf pattern. On other shoes, 
small leaves of leather are appliqued 
to the vamps or quarters. There is 
also a special equipment for French 
cording. 

Heels are running higher. Some 
new lasts call for 17/8 heels. Yet 
sales continue active on heels, of 
the Cuban type, 13/8 high, while a 
few are as low as 9/8. 

Merrill, Porter Co. is making 
mostly Regent, D’Orsay and strap 
pumps, of patent, suede and satin, 
in their novelty lines. Heels are 
16/8 high. Beaded trimmings are 
in demand. Lasts show a tendency 
to narrower toes. 

T. J. Sullivan & Co. is using 
iridescent patent leather for trim- 
ming shoes. Patent leather and 
black satins are the leading ma- 
terials. Some call for novelty ox- 
fords is noted. 

' For growing girls, many pretty 
shoes are being made by the Bur- 
detts in the Regent, D’Orsay, cen- 
ter gore types, and also one and two 
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New findings profits 
from new Repco Brushes and Daubers 


HE new line of Repco Brushes 

and Daubers offers a fine op- 
portunity for additional findings 
profits. 


No shoe store is complete without 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 


Repco Brushes are made in six differ 
ent types. The Daubers are made in four 
different types. 


Show them 
in your 
windows 


San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39. Warren Street, New York City 





August 15, 1925 


Corporation, Bosten 


. & of a mh © 


Tr he be 


a & oo A bh cof oot ot 


August 15, 1925 


strap shoes. Materials are chiefly 
patent leather and black satin, with 
some Russia calf of a medium 
brown shade. 

More sizes are being made, for 
the lengths are now up to No. 8, 
and the widths are as narrow as 
AAA. 

Heels are mostly from 8/8 to 
11/8 high, and a 11/8 heel is fairly 
high for a growing girl’s style. 
Shanks are gracefully rounded. A 


special metal shank piece is used. 
Toes are shaped true to the last in 
the factory, and in a manner to 
hold their shape and smoothness, 
for as long as the shoes are worn. 
Counters are longer, and of more 
substance. They are lasted well 
down into the shanks of the shoes. 
A new machine rolls counters just 
before the shoes are packed. It is an 
extra operation. It adds to the looks 
of the shoes. 





Outlook for Fall Favorable 


Chain Store Business Slow 


ROCHESTER—Local merchants 
report that business in general is 
very satisfactory and that the local 
outlook for fall business is most 
encouraging. 

Reports from sales held during 
the month of July indicate that 
business in both regular and sale 
merchandise was extremely good. 
The only shoe stores that report 
poor business at the present time 
are the chain stores. A visit to the 
various chain stores brought prac- 
tically the same answer in every 
store—‘“Business has been ex- 
tremely slow since the Fourth of 
July.” Various reasons were ad- 
vanced by local chain store mana- 
gers as to the cause of the slump in 
chain store sales, but most of the 
managers agree that with high- 
grade shoes marked at prices only 
slightly above chain store prices that 
their organizations could not ex- 
pect good business until fall, when 
regular prices were again in force 
on high-grade shoes and the public 
which has only $5 or $6 to spend 
for a pair of shoes were again 
forced to patronize the chain stores. 


Plans for Convention Pro- 
gressing 

Plans for the annual convention 

of the New York State Retail Shoe 


Dealers’ Association, to be held at 
the Powers Hotel, September 14-15, 
are progressing. Chairman William 
Pidgeon, Jr., reannounces that ac- 
ceptances have already been re- 
ceived from the following nationally 
known speakers: 

John Baird, president of the 
National Shoe Retailers’ Associa- 
tion, who will address the conven- 
tion on organization work and its 
value to the individual shoe mer- 
chants; Meyer Jacobstein, con- 
gressman and economist, will speak 
on “Business and Government”; 
T. B. M. Hicks, head of Filene’s re- 
search department will talk on a 
merchandising topic. A. H. Geuting 
has tentively agreed to speak on 
“Problems of Present Day Retail- 
ing.” Other prominent merchants 
will also lead the round table dis- 
cussions, which are to be a feature 
of the convention. Mr. Pidgeon 
promises that the entire program 
will be devoted to real merchandis- 
ing problems, with a liberal amount 
of entertainment for the men in the 
evening and plenty of entertain- 
ment for visiting ladies. 





“If a man puts all that is in him 
into his business, it will give him 
back all that is in it.”—Walk-Over 
Shrapnel. 





Business Better than Last Year 


Factory Activity Improves 


PHILADELPHIA—In spite of 
numerous declines in June and July 
business in this district now is dis- 
tinctly better than it was a year 
ago, according to a survey of trade 
conditions made by the Federal Re- 
serve Bank of Philadelphia. Not 
only is business sentiment more 
cheerful but the purchasing of 


goods and distributive and produc- 
tive activity are much greater than 
in the corresponding months of 
1924. 

Industrial employment in this 
district and wage payments to fac- 
tory workers continued a gradual 
decline which started in April, 
though they are now both well 
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above the levels of a year ago. More 
evidence of stronger buying power 
is furnished by reports from whole- 
sale and retail merchants. Among 
the industries which reported satis- 
factory conditions with output at or 
above last year’s level were leather 
and shoes. 





Featuring Sale of Tan 
Calfskin 
“y % - The downstairs store of the John 
” Wanamaker establishment recently 
IGHEST GRADE ONLY featured a sale of four models in Reeny Wetuestey ont Ew, 
tan calfskin at $4.90 a pair. Three 


of them were slippers of Russia STOCK. DEPT. 5 


calfskin, one of them being a pump SNAPPY 
with many cut-outs and non- ACTION! STYLES! 
wrinkly toe. The fourth was an See epee 
oxford of willow calfskin with THE STETSON SHOE CO., Inc. 
shield tip, perforations, and a crepe South Weymouth, Mass. 
rubber sole on a leather welt. It was 


featured as being especially adapted 
NETTLETON | ‘sos wes eg 


Shoes of Worth Subway Shoe Sale Featured valuss ensurpaneh Priel to siaame 


A. E. NETTLETON CO. i ? . CRAIG-REED ERSON 
A RESERIEL® «| 3h Gietd Bete Sore = | oomeaee ge mygpeen Se 
ase partment a sale of shoes for the 
family. Included in the offerings 
were women’s patents and satins in 
all sizes and a variety of high and Vigguaw CO-OPERATIVE 
low heels at $2.85, women’s soft ASSOCIATION 
black kid oxfords and one-strap 
pumps for house and street wear at 
$1.95, men’s tan and black low shoes 
in three styles of lasts, women’s 
and misses’ white canvas shoes at 
25 cents a pair, and boys’ tan lace, 
high and low, A. S. Kreider shoes 
at $2.85. 


To Boost Regional 
Association 


Announcement is made in the 
current issue of The Shoe Tie, is- 
sued by the Pennsylvania Shoe Re- 
tailers’ Association, that Sam Davis 
has been engaged to assist in the 
drive to organize the new Regional 
Association. He will visit the prin- 
cipal cities in Maryland, Delaware, 
New Jersey, Virginia and the Dis- 
trict of Columbia in an effort to 
show shoe merchants the real bene- 
fits to be derived from the associa- 
tion. His itinerary will be an- 


nounced in September. 
——tiat THE SHOE FOR MEN 
> SHOB . - 
Plants Are Busier ae 
#. During the past week or ten days 
ere has n considerable im- 
SuoEs | there has bee iderable i INFORMATION 
provement in the activity in shoe for Shoe Merchants 
factories here. Several of the large “WHERE TO BUY” constitutes a 
BROCKTON, MASS. plants are being operated to ca- of 
n pacity and others approach that 
Address all communications to the factory. condition in varying degrees. There 
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| ® Better 
“. Trade 


BEST-EVE! 
Soft-Sole aaetee 
‘  Boudoirs and Novelty 
Kimono Sandals 

















BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 
The Quality 
SWAN SHOE CO. _ Baltimore, Md. 
Bidg., 189 W 


footy 
a 
Pullman Slipper 
PARISTYLE FOOTWEAR MFG. GO., INC. 
HIGH GRADE MULES and D’ORSAYS 
Embessed 


Write for Prices 
REGISTEREO 
RED BLACK TAN 
41-45 Washington Ave., Brooklyn, N.Y. 
Chieage Office, Security . Madison St. 
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fit ble styl t- |: 
ly In Stock. Send for latest price i — 


dependable and 














shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 








Where to Buy 
Wanted Styles 


Wie cot cals what 
you would like to know. 











is some uncertainty as to just how 
long this satisfactory condition will 
continue, however. Some factories 
expect to continue maximum pro- 
duction for at least a month and one 
or two are looking for the present 
activity to last beyond that period. 
Prices remain unchanged, generally 
speaking, from the quotations of 
last year. 


W. John Crawford Is Dead 


On Sunday, August 2, W. John 
Crawford, a retired shoe man, and 
for many years a Democratic politi- 
cal adviser in Delaware County, 
died at his home in one of Philadel- 
phia’s suburbs. He was 73 years old 
and is survived by three children. 


Tan Calf and Patent in 
Demand 


William Delamater, of the Syl- 
vania Shoe Company, reports good 
demand for low shees in tan calf 
and patent. There is virtually no 
call for high shoes and very little 
for combinations of various ma- 
terials and colors, the trade pre- 
ferring single effects in color and 
material. While patterns do not dis- 
play the elaborations of the past 
year or two the popular: numbers 
are still more or less elaborate. 
Prices on sole and upper leather 
remain unchanged and quotations 
on footwear are likewise stable. 


Trade Buying More Freely 


C. R. McClellan, of the Duane 
Shoe Company, reports that the 
trade is buying somewhat more 
freely than for some time past. He 
reports good business in opera 
pumps and plain strap effects in 
black velvets. There is still some 
call for patents though the demand 
for satins is on the decline. There 
is not much call for suedes in the 
cheaper grades of footwear. Mr. 
McClellan does not look for much 
business in anything but black for 
street wear, though there will be 
quite a few fancy colors for evening 
wear. Prices remain unchanged. 


Buying for Fall Under Way 


The Weber Shoe Company re- 
ports that buying for fall has 
started but that it has not yet hit 
its stride. There is some demand 
for tans and patents in children’s 
footwear. Combinations are not 
very active, the dominant demand 
being for shoes of one color and of 
one material. Most of the shoes for 
children are low, though here and 


BOOT AND SHOE RECORDER 





SMITH 
325 W. Monroe St., Chieage, Ill. 


MANHATTAN FINDING CO. 


Wholesale Shoe Store Supplies 
145 WEST BROADWAY, N. Y. 




















All Leather Gym Shoes at $1.00 a pair 








BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 


HARD TOE BALLETS 
with Solid Leather Boxes 


John E. McNamara -- Haverhill, Mass. 











BALLET SLIPPERS — IN STOCK 
ef the unusual kind 

8102 B lazed 

so ta ett Tes 
6-11 11%-2 2%-8 
$1.80 8 86$1.35 $1.45 
SCHWARTZ & HERDER 

Ine. 


Specialists in Ballet Manufacture 
241 Ne. Iith Street - - Philadelphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 


$1.25 pr. 
$1.20 
Childs" 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. 











BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
py LES Ne. “suee 


Men's Leather House 
Slippers In Stock 


Athletic Shee Mig. Ce., 124 N. Third St., Philadelphia 
QUALITY BALLETS— artx 


Hard Tee 


esti a + 18 s/it 
1%/2 .. 1.20 Hh 
2 ve 1628 
hite 
{Se extra request. 


Alse Men’s and Women’s Slippers of every deseription. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











New Yer’ 
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there there is a little call for high 
shoes. In the demand for low shoes, 
the call for strap pumps exceeds the 
call for oxfords by a considerable 
margin. Patterns are plainer than 
for some time. 


Strap Effects and Front 
Gores 


According to Herman Meyers, of 

Croxton, Wood & Company, Inc., 

the bulk of the demand is for vari- 

ous strap effects and front gore 

DR A POSNER SHOES. INC models. There is practically no de- 

on enone __ mand for oxfords and only the usual 

demand for staple high shoes. The 

popular materials are patent leather, 

black satin and tan kid. There is, 

Flexible bah Shoes | iso, some little call for black and 

Fer the Jobbing Bxchustvely brown suede. Combinations are not 

F.S. ELAM SHOE co. very active, prices remain un- 

“4 changed, and patterns while plainer 

are still considerably removed from 
severely plain footwear. 


Glazed Kid in Good Demand 


Business in both men’s and 
women’s weights and both black and 
browns is reported by one promi- 
nent glazed kid manufacturer here. 
There is also some call for blond America’s Favorite 
and gray but it is confined almost 
entirely to selections for lining pur- N U-S H I N E 
poses. There has been a marked 
decline in the call for these two 
colors for trimming purposes. De- ee eee oe 
mand is well distributed over all Mkt. St. Reidsville, N. C. 
selections from the top grades to 
the cheaper grades. Both large and 
small skins are being asked for, 
though there is no demand for skins 
for high shoes except for the usual 
staple orthopedic lines. Domestic 
business continues to hold its own, 
though there has recently been a 
noticeable decline in export trade. 


Prices remain unchanged and there 

are no indications of any variations MULTIGRAPH PL P LATES 

in either direction. Lge 
——ee . cEasrarines, senate Cute, Rela Forme, 

.¥: Sole Leather Situation Write for Prices 

7540 |; Unchanged UNIVERSITY ELECTROTYPE FOUNDRY 


7 1s. 

s—— There has been virtually no 
change of any moment in the sole 
leather situation during the past ATLANTIC PRINTING CO. 
week or ten days. While some of the Producers of Distinctive 
factories are operating at capacity Shoe Catalogues and 
the situation is not general and the Shoe Booklets 
resulting increase in the need for | 291 South Street Boston, Mass. 
sole leather has not stimulated buy- Telephone, LiBerty 8673 
ing beyond immediate require- 


EMIL RUBLACK ments. Prices remain unchanged. No matter what policy you may 


While there may be some conces- 
ates al Sele Tickets sions here and there on less de- purse naling othe shoo trade 


Samples Mailed Free on sirable stock, good selections are 
Request bringing their prices. There is | Boot and Shoe Recorder 
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F. E. JONES CO. 
FANCY COLORS 


MAT KID 











« ALL 
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OFM .2is:s 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproof 
Leather That 
Takes and Re- 
taine a Polish. 


CREESE & COOK CO. 
Tamoertes a! Danverepert 95 Seuth St., Boston, Mess 








Colored 
Chrome 
Sides 

Beggs & Cobb, inc., Boston, Mass. 


est Virginia 


Exacting wie 5 one manufacture 
produce Uniform Quality. 











Pulp Product Department 
West Virginia Pulp& Paper Company 
Detroit New York hicago 








DR. CAMPBELLS 
HEALTH SHOE 


Ask for New 
Catalogue 








Where to Buy 


An extra 
me 
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any change in either direction in 
quotations. 


Activity in Suede Expected 


One of the prominent upper 
leather houses here is looking for 





Pidgeon Tests Adver- 
tising 

William Pidgeon, Jr., Roch- 
ester’s leading exponent of 
orthopedic and comfort foot- 
wear has been conducting -an 
interesting study of the value 
of various forms of advertis- 
ing, and after keeping com- 
parative records over a period 
of years concludes that small 
space newspaper. advertising 
is of the most value in adver- 
tising to women and large 
space rotogravure advertising 
produces the best result in 
advertising to men. 

For a number of years Mr. 
Pidgeon has been using small 
space newspaper advertising, 
featuring his various types of 
shoes, service, comfort fea- 
tures, etc., and through this 
advertising and by direct mail, 
he has been able to build up a 
very successful women’s shoe 
business, which has been in- 
creasing yearly. However, his 
men’s business had not been 
keeping pace with his women’s 
business, and after consulta- 
tion with advertising experts, 
he decided to use large space 
rotogravure advertising to 
sell the men of Rochester on 
Pidgeon’s shoes, service and 
comfort. 

A double page spread in the 
rotogravure section of the 
Democrat and Chronicle, fea- 
turing the new platform ar- 
rangement and fitting service, 
which has recently been in- 
stalled in the store, appeared 
as the first broadside for 
men’s business. This has been 
followed up by additional 
small space rotogravure ad- 
vertising. The results have 
been so satisfactory that Mr. 
Pidgeon is convinced that men 
pay more attention to large 
advertisements than women 
do. He plans to use large 
space rotogravure advertise- ~ 
ments for the development of 
his men’s business; but will 
continue his usual single col- 
umn advertisements featuring 
women’s shoes. 
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renewed activity in suede in both 
black and various shades of brown. 
There is at present a fair amount 
of business in patent leather and in 
tan calf. In some quarters there is 
a slight tendency to do a little ad- 
vance buying, though the trade in 
general is adhering to its policy of 
hand-to-mouth buying. 


Craddock-Terry’s Attractive 
Salesroom 


The Philadelphia office of the 
Craddock-Terry Co. is now located 
at 56 North 3rd street. This selling 
headquarters will occupy the entire 
first floor and basement. Edgar M. 
Scattergood is in charge and an- 
nounced that the new headquarters 
will be open every day in the year 
and will be adequately and attrac- 
tively equipped to give customers 
the very best attention. 





Fischer with Barnet in 
Northern New York 


C. Roy Fischer, of Rochester, 
N. Y., successor to Charles A. 
Brady & Co., represents the Barnet 
Leather Co., Inc., in Northern New 
York. Mr. Fischer’s connection with 
the Barnet Leather Co., Inc., marks 
the return to the fold of an able 
and successful salesman. He is 
thoroughly familiar with the vari- 
ous Barnet lines, having handled 
the “Little Falls Leathers” when 
Charles A. Brady & Co. were Bar- 
net representatives, and _ since 
Charles A. Brady & Co. were also 
agents for the “Lorraine” Leathers 
of Rousmaniere-Williams & Co., 
until recently, when these were 
taken over by the Barnet Leather 
Co., he is therefore familiar with 
these products. It is predicted that 
Mr, Fischer will carry the Barnet 
slogan, “Everything in Calf,” in his 
territory, to decided advantage. 


Making Totem Poles 


E. W. Burt writes to friends in 
Lynn, telling them that he is busy 
at Sandy River plantation, Range- 
ley, Me., farming and lumbering, 
and, also, carving totem poles, like 
those of the Indians. Mr. Burt is 
always doing something different. 

When in Lynn Mr. Burt built up 
the Ground Gripper Shoe Co., and 
made famous the footwear with the 
Indian like tread. ‘Also he was ac- 
tive in promoting organizations of 
retail shoe merchants, both state 
and national. 

He retired from shoe manufac- 
turing several years ago. 
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TWO NEW FALL PATTERNS 
IN STOCK—Patent Leather Strap Pump 


Tan Russia Calf, Gore Pump 


Vity TiYeNIVeNIV@rIVatne 








No. B368—$5.00 
No. B369— $5.15 TAN RUSSIA CALF GORE 
PATENT LEATHER STRAP PUMP 
PUMP (Welt) 
(Wilson Process) 264 Last. 12/8 Wood Cuban Heel 
263 Last. 15/8 Spike Louis Heel SIZES Stetel Geenenent 
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C. P. FORD & CO., Inc., Rochester, N. Y. 
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LIGHT COLOR SHOES REQUIRE 
OR LACES TO MATCH 
ASK Fi , STOCK 


CATALOG 
: “HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat. Off.) 


| a , | SHOE LACES 
PERIOD FIXTURES | LIGHT TAN, "BROWN, BLACK 
READY FOR DELIVERY ! STRONG and DURABLE 
“ORDER TODAY NO-METAL-TIPS 


omnia TOMORROW” ff a Nd First quality, Fast Color Braid from 
TIP-TO-TIP 


” edad * > aeeed in Striking Individual Cartons 
in Displ - 


Spec “HUBTIPS”’ 
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FRANK W. WHITCHER CO. 


Manufacturers 


332 Albany Bldg., Boston, Mass. 2rite*, wm. 
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Stores Report Big Business 
Public in a Buying Mood 


BOSTON—Retail shoe stores and 
departments report that business is 
way ahead of the corresponding 
period of last year. July clearances 
were most satisfactory and August 
has opened auspiciously with new 
styles selling well. The prices of $6 
to $7.50 are popular ones, with 
shoes giving added style and service 
qualifications bringing much higher 
prices. The convention of the Na- 
tional Chiropodists’ Association, 
held here recently again reminded 
the public about the necessity of 
wearing shoes and hosiery that 
fit the feet. And shoe stores profited 
thereby with an increase in ortho- 
pedic shoes sold. 

At Merrill-Grover’s second floor 
shoe shop, Mr. Merrill reports that 
his business showed a gain of 85 
per cent this July over that of a 
year ago. 

At the Regal Shoe Store, J. J. 
Buckley reports that July business 
has shown a big gain over that of 
July, 1924, and that August to date 
has led that of August, 1924, last 
year. 


Patent Leather Leads 


The best general seller in the 
shoe stores is black patent leather 
in simple straps, or pumps, buckle 
ornamented at throat. A very beau- 
tiful assortment of buckles is shown 
in the findings cases of the various 
stores. 

Windows, featuring shoes and 
hosiery, are very attractive. 

White footwear is still selling in 
small quantities. Those merchants 
who had a goodly supply of white 
footwear report a highly satisfac- 
tory business thereon during June 
and July. 


Shoe Shop Addition 


Filene’s has added over 1,000 feet 
of floor space to its shoe shops. It 
has been featuring, among the new 
fall offerings, a simple strap, with 
modified French toe and high heel, 
in patent, satin and suede, in sizes 
3 to 8, and widths AAA to D,:at 
$10. Other new fall styles are of- 
fered at $8 and $12. 


Visitor in Boston 
H. Abramson, proprietor of the 
Ideal Shoe Store, of 3016 Hastings 
street, Detroit, was a visitor in 
Boston the week of August 5. Mr. 


Abramson came here on a pleasure 
and buying trip. He has been in 
the shoe business for about 14 
years, eleven of which have been 
spent in shoe retailing. He came to 
this country when a child and was 
first introduced to shoes in the fac- 
tory of the Gale Shoe Mfg. Co., 
Manchester, N. H., later in the 
Thomas G. Plant factory, and still 
later, in the Pingree Shoe Co., of 
Detroit. With $700 capital, he 
opened his store. He now does a 
business of $45,000 a year. He car- 
ries men’s, women’s and children’s 
shoes and hosiery. His store is 
about 50x20 feet. He believes in 
attractive window trims. He re- 
ports that during the big 24-hour 
rain storm in his city on July 31, 
the water was so deep in the vicinty 
of Jefferson avenue that motor 
boats were used as a means of 
transportation. 


Purchases Central Shoe Co. 


The store formerly operated by 
C. F. Dederick of Warsaw, Ind., has 
been purchased by Almon Gerard 





ALMON GERARD 


Proprietor of Central Shoe Co., 
Warsaw, Ind. 


and will be known as the Central 
Shoe Co. Mr. Gerard has been with 
the Gresso and Richardson stores 
in Warsaw for the past 13 years. 
He knows the requirements of his 
community. It is his intention to 
continue to cater to the family 
trade. He will modernize the store. 
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Budget Your Advertising 


In the August issue of the Foot- 
saver, a house organ published by 
The Julian & Kokenge Co., is one 
on advertising by Richard L. 
Prather, a director of the Prather 
Allen Co. Mr. Prather states that 
in order to advertise properly, a 
schedule should be planned for 
a definite period, and then fol- 
lowed out consistently. “Advertis- 
ing should be budgeted—not on the 
amount of sales in a certain depart- 
ment, but on the amount of sales 
that ought to be there. Whenever 
there is a weak spot in your organi- 
zation, or a lack of sales in any one 
department, that is where the ad- 
vertising can also help to ‘iron out’ 
the peaks and slumps in the cycle 
of business for the year. Months 
that are generally known as bad 
months can be ‘pepped up’ through 
additional advertising those months, 
and in that way the business cycle 
can be made more smooth. Instead 
of concentrating advertising on 
sales, advertise ahead of time, and 
you won’t need to have so many 
sales. 


Will Your Customer Come Back? 


“How many times do you wonder 
whether the customer to whom you 
just sold a pair of shoes will come 
back again? Do you ever think about 
how to make him come back?” 
Here is a novel way that was de- 
scribed in the August Footsaver. 
Several weeks after buying a pair 
of shoes at this certain store, the 
customer received a neatly worded 
card in an envelope, together with 
a pair of shoe strings exactly the 
same as were in the shoes he 
bought. The wording on this card 
was “Here is a pair of shoe strings 
with our compliments. You may not 
need them now, but you probably 
will later and at any rate we want 
them to serve as a reminder that 
Smith’s Shoe Store is thinking of 
you and is always willing to be of 
service. We have your size on rec- 
ord. Come in and see us again.’ 
How would you feel if you were 
treated thus, by a store where you 
merely bought a pair of shoes? 
Would you go back there again? Of 
course you would. And you would 
be easier to sell the second time. 
There are many ideas of a similar 
nature that can produce the same 
results. The use of them will prob- 
ably increase your list of permanent 
customers. 
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A Tributeto Success 


Our membership in the AUDIT 
BUREAU OF CIRCULA- 
TIONS is the highest tribute to 
success that could be paid us. 


The Audit Bureau of Circu- 
lations is an International 
Association of Publishers, 
Advertisers and Advertising 
Agentsthat requires each Pub- 
lisher-Member to submit once 
a year to an audit by the Bu- 
reau, to absolutely verify all 


claims of circulation, as well 
as honest business methods. 
Every Advertiser using the 
Boot and Shoe Recorder shares 
in our success and knows he 
has the protection of bona fide 
circulation, fully approved and 
verified by the A.B.C. auditor. 


There is never any argument 
when an A.B. report is con- 
sulted—and our last audit is 
available for closest inspection. 


This is the only authentic way 
the Advertiser can make sure 
his message is reaching the 
readers in the field desired. 


BOOTandSHOE 
RECORDER 


Home Office, 207 South Street, Boston 
BRANCH OFFICES 


Chicago—189 W. Madison St. New York—127 Duane St. 


Rochester—626 Powers Bidg. 


St. Louis—1627 Locust St. | Cincinnati—Second National Bank Bldg. Philadelphia—Perry Bidg. 
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Retail 
Salesmen 
Wanted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed,—young men between 
the ages of 25 and 35 years who have had thorough 
| experience in one or more of our lines, and who can 
give us the highest references. 

Our company, which started in 1902 with one 
store, now operates 676 retail stores in 44 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We do 
a strictly cash business. Our sales in 1924 were 
$74,261,343.00. We opened 115 stores in 1920, 59 
stores in 1922, 104 stores in 1923, 96 stores in 1924 
and 105 stores in 1925. 

By industry, study and determination your progress 
will be rapid in our organization. Under our experi- 
enced managers you are trained to become a manager. 
When you have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest 
successes come from the ranks of average men. What 
we need are young, healthy and capable salesmen who 
have had thorough experience in a small or medium- 
sized department store or are experienced in general 
store work in special lines. The investment of money 
is not necessary for your success with us. The financial 
backing of our company is ample. Briefly, this is our 
proposition—tested and proven over a period of 23 
years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 
J. C. Penney Company.” Give your age and number 
of years’ experience in our lines of merchandise in 
your first letter. We may arrange for a personal in- 
terview later. All correspondence strictly confidential. 


Address your letter to\our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 














Harmonious Displays 
are the most effective 


By means of comparison, you 
wouldn’t entertain the idea of show- 
ing dancing slippers and fishing 
boots in the same window display. 
The effect would be ludicrous, of 
course, and each would detract from 
the sales appeal of the other. 


A heterogeneous assortment of 
display fixtures is equally unad- 
visable. Hugh Lyons adaptation of 
Period Styles to fixture designing 
produces fixtures that make possi- 
ble that appearance of artistic har- 
mony which so strongly enhances 
sales effectiveness. 


No. 5715 


Makes Buyers out of Passers-by 


o. 5718 


Shoe stands, a 
plateau and ho- 
siery stand are 
here shown in 
Elizabethan 
Period design. 


No. 5719 


THE SHOE STORE BOOK, 


which will be 


sent to you upon ~ 


request, shows how all your 
display fixtures, regardless of 


size, may be 


of the same de- 


sign, and finished to match your 
store interior. Send for your 


No. 5725 copy today. 


HuGH LYONS & COMPANY 


Lansing Mi 
SALES OFFICE 
New York 
Chicago 
Baltimore sbajiide, Bees 
Boston 


chigan 


eS W. 32nd St. 
217 W. Jackson Blvd. 


Eutaw St. 


.. 52 Chauncy St. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth Yi WANTED—Four cents - per vat 
page per issue: seven 


other “Want” per 
1 time 7 times 18times 26times 52 times 
$4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 


each 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Here is an opportunity to connect with 
a SPECIALTY line of women’s WELTS, 
made scientifically in strap pumps and ox- 
fords in stout widths. It is medium priced 
and unparalleled in quality. In-Stock 
roposition. Can be carried with non-con- 
icting line. Commission 7 per cent. Resi- 
dent salesmen preferred. FASHION SHOE 
CO., 73 Albany St., Boston, Mass. 








We want experienced 


for particulars, giving references. 





Western Pennsylvania 


salesmen to cover the abov 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. Write 


e territory. We make unlined UNION 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 





ALESMEN WANTED for New York and 

New England. A few other states open. 
Invisible Rubber Sole applied with cement 
only. Liberal commissions. Repeat orders pro- 
tected. Serton Rubber Co., Dayton, Ohio. 


WANTED—Experienced shoe salesmen to 
sell on 6 per cent commission, a medium 
and fine line of Infants’, Children’s and 
Misses’ Pennsylvania turns, to be carried as 
side line with other non-conflicting lines. 
Several excellent territories open. State terri- 
tory covered, other lines carried, references, 
and sales record, in first letter. Address B-609, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


TRA MONEY FOR SHOE SALESMEN— 

Best, proved, quickest selling side-line ever 
offered. Article needed and used by thousands 
everywhere. Unusual chance for extra profits. 
Make $35 and up weekly in average terri- 
tory. Sample carried in pocket. Great talking 
points. Dealers see advantages at once. A con- 
stant repeater. Regular income. Write now. 
State experience. Territory covered, and for 
how long. What houses you have been with. 
Age, and other facts about yourself. We want 
reliable men. This offer is from an old-estab- 
lished house. Address W. W. H., 1802 Lytton 
Bidg., Chicago. 


TONDERFUL opportunity for real sales- 

men with established trade. Snappy nov- 
elty line of Women’s McKays—Wood Heels. 
Priced to move in volume. Responsible manu- 
facturer. Six per cent commission. Territory 
open: Oklahoma, Arkansas, Louisiana, Mis- 
souri, Iowa, North Dakota, South Dakota, 
Alabama, Tennessee, Georgia, Florida, North 
Carolina, South Carolina, Virginia, Kentucky, 
West Virginia. Only hard workers wanted. 
Address B-610, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














WANt experienced shoe salesman to sell on 
commission “KESCO” line of Children’s, 
and Misses’ Turns and Stitchdowns. Several 
excellent territories open. State territory you 
cover and give references in first letter. Ad- 
dress: The Kepner-Scott Shoe Co., Orwigs- 
burg, Pa. 





“Kozy Komfort” Side Line Salesmen—We 
offer a most complete Line of Leather 
Soft Sole Slippers in all styles, colors and 
combinations at real prices to the trade. 
Have real proposition for salesmen head- 
quarters at Cleveland, Buffalo, Philadel- 
hia and vicinity; also Virginias and 
athern States. Write for full particu- 
lars. Kozy Komfort Shoe Mfg. Co., 1701 
Richard Street, Milwaukee, Wisconsin. 








Side line, in-stock proposition. One grip, 
he styles men’s dress welts. Popu- 











ICCASINS—Wanted responsible sal 

with established trade to represent high- 
grade line of moccasins in New England, 
Pittsburgh and vicinity, Ohio, Oregon and 
Washington, and other good territory. Highest 
commission. Twelve samples. Stock proposition. 
Address B-600, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


SALESMEN WANTED for South Dakota, 
Kansas, Colorado and New England states 
to carry our line of soft soles, first step turns 
and baby welts. Line can be carried in connec- 
tion with non-conflicting line. Liberal commis- 
sion paid to salesmen of real selling ability. 
Samples now Freeland, Inc., 
Rochester, N. Y. 


GALESMEN WANTED—Men with estab- 
lished trade to carry our soft soles, infants’ 
and children’s turns and stitchdowns in con- 
nection with present line. Our line is well 
known and we pay highest commission. Desir- 
able territory open. Give full particulars in 
first letter. J. J. MacMaster, Rochester, N 


GALESMEN to sell side line, all leather first- 

step 1/5, and stitchdowns 2/11; popular- 
priced quality shoes in stock. Good territories 
coen. 7% commission. Give full particulars. 
e Shoe 














Co., 420 St. Paul street, Rochester, 





XPERIENCED SALESMAN with established 

trade wanted, west of the Mississippi, to 
carry side line of quick selling, medium grade 
Genuine Goodyear Welts; 7 per cent commis- 
sion basis. Address B-582, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





Experienced shoe salesman wanted to 
sell our line of women’s novelty foot- 
wear, for immediate delivery, in your 
territory, on commission basis. Men of 
good standing, well acquainted, with 
following need apply. Furnish refer- 
ences. Fin-Lin Novelty Shoes, 140 Lin- 
coln St., Boston, Mass. 











Salesmen wanted with established 


Shee Recorder, 207 South street, Boston, 
Mass. 


WANTED—EXPERIENCED SHOE 
SALESMAN 


to sell “Hunkidori” shoes, boots and 
pacs in Idaho and Montana, established 
territory. State experience and refer- 
ences in application. Hand Made Shoe 
Co., Chippewa Falls, Wis. 





PROMINEN T Cincinnati manufacturer 
of women’s high-grade, mediu 
priced Welts and McKays wishes 

class salesman by September 25 for 
following territories: One consists of 
Florida, Georgia, Alabama, Tennessee, 
and part of Kentucky. The other con- 
sists of the State of Texas. Line gen- 
erally known in these territories and 
have certain amount of established 
business to turn over. Applications 
will only be considered from men who 
have been making the territory and 
have following there. In reply state 
age, names of factories traveled for, 
Pp t ti t of sales, 
references and exact working arrang- 
ment desired. Unless these facts are 
given in first letter application cannot 
be considered. Roth Shoe Manufactur- 
ing Co., Cincinnati, Ohio. 














E. J. Ramsey Company’s 


spring line will be ready on August 
20th. We are interested in securing the 
services of salesmen who have estab- 
lished trade and work their territory 
close in the following states: Ohio, 
Michigan, Texas, Louisiana, Virginia, 
North Carolina, Kentucky, Tennessee. 
Our new line is positively the strongest 
line of flexibles, play, school and dress 
shoes on the market. First letter, ter- 
ritery covered in detail; present con- 
nection, amount of shipments, ete. 347 
Rider Avenue, New York City. 
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POSITION WANTED FOR RENT FOR RENT 


POstTIon WANTED—A live-wire retail 
shoe man, 25 years of buying and managing 
a very modern shoe business is now available 
at once; can take full charge or any part of 


pigce you want torent me: can give beet ot =| XQ YOU Wanta Sample Office in N.Y.? 








references; let’s get together right now. Ad- 
dress Ernest Cowles, 235 North Cross Street. 
Sullivan, Ind. baa) : F : jf . 
If you are thinking of opening a sales office in the metropolis or if you wish to make 





a change from your present location—get in touch with the address below and find out 


MANAGER WANTED about a most desirable suite suitable for one or two lines—in the centre of the great 


shoe trading center of New York. 








WANTED—A good shoe man who thor- 

oughly understands the buying and selling 
of popular-priced women’s and children’s = =Appress B616, Care Boot anp SHoe Recorper, 127 Duane St., New York City 
shoes for a well-established and growing shoe ’ 
department. Must be thoroughly experienced 
in the line, know the market and take entire 
charge of the department. A good opportunity 
for a willing worker who does not think 
he knows it all. State past experience, age . 


and salary desired, to: Raphael’s Department 
WANTED TO PURCHASE WANTED TO PURCHASE 


FOR SALE WANTED TO BUY 


SFibhed General Stee — rane Fi =. a good line of Women’s McKays or Turns by one of the largest distributors 


in Ohio—15,000 population, large drawing with unexcelled rating and distribution. Also in the market for boys’ and 
a a Janna Eye, — children’s welts. Just an ordinary proposition for an ordinary jobber will 
shoe store in room 50 yrs. ; everything modern not interest us at all. We are looking for the kind of hook-ups that will 
oa Fy to < wy F S- provide somebody with a steady flow of work, and us with a long-time 
sonable rent; a quality proposition; reason LOWER-priced source of supply. All replies confidential. Address B-617, 
aan pag h i “Son one ee. care Boot and Shoe Recorder, 207 South St., Boston, Mass. 
207 South St., Boston, Mass. 
































+ SALE-— — old established shoe —- 
acturing usiness operating a ully THE NEW YORK EXPORT HIGHEST CASH PRices _ 
equipped country factory with ideal labor f shoe ® 

conditions, with a capacity of three thousand PURCHASING CORPORATION 2 - = 

pairs of women’s McKays per day. Address 596 BROADWAY, NEW YORK, N.Y. 

B-608, care Boot and Shoe Recorder, 207 Phone—Canal 6874 
South St., Boston, Mass. WILL ; SLOW 





FOR SALE—Up-to-date Shoe Store, selling 
Ladies’ and Children’s shoes in Southern 
City. Located on main street, have long lease 
at low rental, and prettiest shoe store in town. 
Desiring to sell on account inability to give 


business proper attention, due to other busi- 
Site Beton, ST Sout Ber baton as CASH PAID 
oe ler, 207 Sou t., ton, Mass. 9 
for entire shoe stocks or surplus stocks of * il B y F Cash 
e uy ror 


shoes or ise. Any quantity. 
Here's a life-time opportunity for a Feomee ¢ attention given. Cemplete shoe stores, factories, or large 


live cash buyer. One of Detroit’s busiest KIRSCH-BLACHER CO., Inc. | = = Motte of ee 5 tan 
neighborhood shoe stores, doing $100,000 622-624 Broadway, New York,.N. Y. MacLEN 
profitable business annually will sell Phone 1448 170 pe ay gg Mass. 
stock, fixtures and good will. Address ‘eT 
B-615, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


















































Se CASH PAID 


FOR RENT in Marbridge Building, suite of 
three rooms or will divide. Concession. Ap- Fy taken over 
LINE WANTED ply Room 910, 47 West 34th Street, New York We will send a representative to investigate 











and make offer upon request. 
Kalter Cerf. Mercantile le Ce., Ine. 


’OUNG MAN, thirty-two years of age, mar- OR RENT—Shoe departments in 100 per 591 Broadway, New Y a 
Y ried, six years road experience, desires line F cent located Millinery stores, in conjunction Phone Spring 5160-5161-51 
of men’s dress welts, or children’s stitch- with a Chain of Millinery stores, handling the 
downs. Southern territory. Well acquainted. better type merchandise. Stores located in 
Address B-618, care Boot and Shoe Recorder, Baltimore, Buffalo and Erie. P. C. Cunning- 
189 W. Madison St., Chicago, IIl. ham, 704 Palace Building, Erie, Pa. 


City. 























WANTED by capable shoe salesman, line of 
women’s shoes. Chic territory pre- 


corder, 189° W. Madison St. Chicago, Ti LINE WANTED See ROR TIE SURERRAENG SUNUNCATE 


naa 











RUBBER GOODS AGENCY WANTED 


A live wire shoe distributer who enjoys the best credit rating and employs a large and ef- a 

ficient shoe sales force throughout the eastern states desires the agney for that terriory of Information for Shoe Merchants 
a good line of rubber goods, even though it may not be extensively known and advertised. “Where to Buy” constitutes a source of 
Replies confidential. Address B-613, care Boot and Shoe Recorder, 207 South St., Boston, knowledge so that be who runs 


Mass. these pages may 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


Get the Good Will of Your Neighborhood bed - 


Yaa ey ee BOOT AND SHOE RECORDER 


Our combination pencil eg J a iS = 
business ‘and address. Just the thing for school opening—Measonaby | PUBLISHING COMPANY 


— — A | —— = = os 7 — 
pri le or sample &@ prices of quan es. 
PRETTY SOUVENIR ADVERTISING COMPANY (Incorporated under Massachusetts Laws) 
Advertising Novelties 
37 East 28th Street New York City, N. ¥. CAPITAL $150,000 
Good Proposition for Novelty Salesman 





MISCELLANEOUS MISCELLANEOUS 


























ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Pace. 


QfiOE (A RTON aay SHOE RECORDER to avoid printing ary 








statement likely to mislead its readers. The 
ht to reject any 


[ . 5 = publishers reserve the rig 
eS ome = advertising or reading matter which is not in 
= ; r line with this policy. 
: \ =|s5 
74 ae 


We design and print most OFFICES IN 
of those used by the Shoe Trade YS] «BOSTON OFFICE: 207 South Street. 
ee eee = ~ ny © Geo. 
Complete sel of samples on request Ee | CHICAGO OFFICE: 189 West Madison St 
. ; ' Telephone Maine 1089. B. C. Bowen, Manager. 
ST. LOUIS OFFICE: 1627 Locust St. H. M. 


. lL = \ 4 Bowen (B. C. Bowen, Manager). Telephone 

Ve oe " _—— a Olive 6130. 

PRIN / Remus. dealers catering a 7h at ag | —— 101, Graham 
: a uane St. H. r Scott, Mana- 
to the best trade have seating ger. Telephone Whitehall 7454. 

equipment of highest grade. Such F PHILADELPHIA OFFICE: Room 616 Perry 
chairs as this one are used in stores nes 1500 Cosstaut Bt . Walter Scott, 

* . : anager. ephone Rittenhouse 5 
like Marshall Field Co., Chicago HAVERHILL OFFICE: Chamber of Com- 
and Sommer & Kaufmann, San merce Rooms, Haverhill National Bank 

Bidg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager). 
Telephone Canal 1560. 

ROCHESTER OFFICE: 626 Powers Bldg. 
Rositer L. Seward, Western New York Rep- 
resentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 
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HEYWOOD-WAKEFIELD WAREHOUSES 
BALTIMORE, MD. 113 W. Conway Se. 
BOSTON 45, MASS, Winter Hill 


WINDOW Saat eae 
DISPLAY Saeco 


B. C. Bowen, Manager), 405 Broadway. 


.¥. 
PHILADELPHIA, PA. ‘elephone Broadw: 
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= 























ay 7887. 
FIXTURES WASHINGTON OFFICE: William L. Daley, 
Investment Bldg, 15th and K Sts., N. W. 
a * : ae oe — 2 Rue des Italiens. L. Hub- 
— — r anager. 
Made b E ee VA Py LONDON OFFICE: P. V. Curtis, Manager, 
y : cyl cod -)f he fie ld 11 Haymarket, London, S. W., 1 England. 
J « eee ee Aue AUSTRALIAN. OFFICE: 439 Lit. ¢ Collins St., 
1 Z Ea . m=): e urne. . e anton, nager. 
Segall & Sons | SS OF =| SAS = Ll SES 17 = CONTINENTAL OFFICE: William Salzman, 
ARGENTINA; Bustos Aine, Rivedevia 2721 
933 Arch St Sian A , 
° . P. Sabazzina, Gerente. 
PHILADELPHIA Reece’s E. Z. Walking Rocker | rAzit.:' Gerente, John 8. Fitch, 88 Roe 
ner! mara, ob. 
pl ate CG Bottom Wooden Sole Shoes CHILE: Santiago, Las Rosas 1128-1127, Otte 
f. uhrimann, erente. 
Fe BUSINESS etters Men, Bo ae W. CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
e ry ys a omen Cuba. 
Send for Catalog and Prices JAPANESE OFFICE: Yokohama. J. F. Wager, 
—_- SPAIN Gerente, Leoncio de Miguel. Lib 
id : nte, ne rere 
ee on we, Bet oF On Editor, 20 Fuencarral, Madrid. 
Quality Shoes from 
$1.47 to $2.00 MISCELLANEOUS 
Write for Calalog 
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apt — «bow bcos beapasemed = Step Ladders 


Columbus, Nebraska 
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A La “First National” 


A manufacturer has a shoe for 
which he has no particular use. But 
there is a possibility that some mer- 
chants might use it for a display 
shoe. 

This shoe is a strap pump, with a 
small purse on the strap, not 
bulging on the strap, but sunken 
into the strap. In this purse, money, 
even a folded bank note, may be 
carried. , 

The manufacturer calls it “The 
First National Bank Shoe” and 
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Surgical Leather 


Lynn—Some surgical leather is 
used in Lynn, .chiefly for making 
bandages and straps for insteps, 
ankles and other parts of the body, 
and, occasionally in special order 
shoes as prescribed by doctors. 

Surgical leather, which is tanned 
in formaldehyde and oil, is said to 
be more like the human skin than 
any other leather, especially if it be 
treated with talcum powder. 





MISCELLANEOUS 








comments that it may serve better 


Made Only of Wood 
for all lines 





than the traditional first national 
bank, since women have begun to 
roll their stockings. 


MISCELLANEOUS 


IMMEDIATE 
SHIPMENTS 








In More Favorable Location 


Boston—The United States 
Leather Company has removed from 
its present Essex street offices to a 
new general headquarters at 224 
Summer street. In their new larger 
and more attractive location, the 
company will occupy all of the first 
floor and basement. These new 
headquarters are directly opposite 
the Summer street entrance of the 
South Station and should result in 
greater customer-convenience. 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 


children’s shoes com- 
WENTHATIONS Diete by sending your 


PATENTEO : 
Phone Brockton 2133 
for immediate action. 


BURKLEY 


SHOE Co. 
1156 No. Main Street 
Brockton, Mass. 








WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It isa 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 








BP 


NEW: and USED CHAIRS 


Prices from $2.00 each up 
Always on Hand 


Crown Motion Picture Supplies 
138 W. 46th Street Corp.. 
New York City - - - = = N.Y. Kirkwood. Mo. | 


Send for Catalog 
Tue Oscar Onnen Co, 


11¥ FOURTH ST. 
CINGINNATI, O. 


we do t make 
Metal Fratures or Show Cases 











IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
Guaranteed 
Write for Catalog 


Success Furniture 
St. Leuis 
Mo. 











BOWS 4 BUCKLES 


Write us at once for sample 
assortment. 


Lincoln Store Supplies Co. 
1508 Washington Avenue 
ST. LOUIS 


NOVELTY SHOE FINDINGS 











BK Greeley’s Quality Boudoirs™% 


One shoe man says to another, 

“the Greeley Black Kid Boudoir 

is the best in the country for 
the money.” Very nice, 
but—you have got to 
have a 36 pair case to 
know this. May 
have your order to- 
day? Leather or rub- 
ber heels. 


Deliveries At Once 
Mf pour jobber cannot supply you, write me. 


A. W. GREELEY 
12 Dunean Street - - - Haverhill, Mase. 3 
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A Man who Loves (o0mfort 


HERE are thousands like him. They want what 
they want and can pay for it. They’re the men 
who buy shoes with lacing hooks. 


? 


Cf Min eee 
eyelets and Viti; hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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No. 5707 Black satin with be 
on vamp, 16/8 full Louls neel, A 


prown | 
$4.60 
4.50 








No. 5236—Blacx satin, patent jeather, plack velvet, 
plack id, [ndian tan kid. 16/8 full Louis neel. 4 
w © . 8 nD 





Newspape* Mats 
Furnish 








, 1925 
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BUILT ON 
THE LAST OF EXPERIENCE 
THAT EXPLAINS THE 
POPULARITY OF 
SEABROOK CRAFTSMANSHIP 
EXEMPLIFIED IN 


7 ADAMS TURNS 
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{ ADAMS TURNS } 
F.E.ADAMS SHOE COMPANY 
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Although women may be unccr- 
tain, coy and hard to please in 
most things, the increasing <e- 
mand for Fashioned Footwear 
- Creighton proves the profit- 
able exception to the rule. 
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PogHE teas are teasing—the fairways 


ts are calling. All the world and his 
Sing. / anecnd? 
> Ly wife—particularly his wife—are 
= out and about in the early fall 
sunshine. 


Now, too, are golden days for merchants 
selling that line of Fashioned Footwear with 
a style as popular as its price—the famous 
Creighton Line. 


The two early Fall models here shown are 
shapely symbols of the entire range of new 
Creighton numbers—perhaps the best we 
have ever released. 


A. M. CREIGHTON 


Lynn tr "33 Massachusetts 





























In Stock 


Style 318 
Patent Leather 


D’Orsa 
14/8 Covered. Heel 
Widths, A to C 
Price, $4.00 


Style 320 
Skinner's Black Satin 
Imported Buckle 
14/8 Covered Heel 
Widths, AA to C 


Price, $4.60 
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Shoes by courtesy of 
HEIM & 
DOREMUS 
325 Gold St. 
Brooklyn, N. Y. 
Made of 
VODE KID 


Color B 
JAVA BROWN 


Quarter Lining 


Color $1 
IVORY 
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~ COLORED KID 
The Dominant Fall Shoe Material 


\X JITH the colored kid vogue so positively estab- 
lished, for Fall, it only remains for the merchant 
to select the right colors in placing his order. 


The best informed buyers know that Vode Kid 
Colors have a liveliness and sparkle that makes the 
greatest difference in the selling appeal of their shoes. 


THE STANDARD KID CO. 
209 South St., Boston, Mass. 


and Branches 


e 





fr BROWN shades lead all others in point of preference and the best aie 


of our Brown shades is 


“Color BJAVA BROWN" 
We also recommend for Fall: 


Color 11 RUGBY TAN Color 9x WOODLAND BROWN 
Color 112 INDIA TAN Color 131 AUTUMN BLONDE 
Color 152 PEACH 


We call attention also to Vode Kid Baby Lizard grain which we 
re successtully producing for quarters and trimmings in Colors B, 


C Il, §1, 71, 112 and Black. aa 


| 
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13 Popular Styles 
IN STOCK AFTER SEPTEMBER Ist 


All oxfords are one price, $3.88; all high shoes, $4.00. Terms, 2%—10 days, 
net 30 days. Every style carried In Stock. Widths, A to D. A catalog will be 


mailed on request. 


Style No. I1, illustrated above, is made of Gallun’s Color 48 Calf (a light 
tan shade) 9 iron oak bend outsoles; leather counters; natural calf quarter 
linings; on the Brute last, a new balloon toe. 


MARION SHOE CO. 


MARION, INDIANA 
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SALESMEN 


On August Ist we revised our selling policy. The Marion Shoe Company is 


now making a short line of 13, strictly young men’s, styles. Every number is 
carried In Stock. Our big, modern factory will be devoted entirely to the 


production of this new line. 










Every style will be built of full grain calf leathers, 9 iron oak bend outsoles, 
leather counters, calf quarter linings in the oxfords. There are 2 light tan calf 
oxfords, 2 medium tan, 2 golden tan, 2 black, a tan and black Scotch grain 
oxford, a patent dance oxford, and a tan and black high shoe. These styles 
are built on 4 lasts; the Brute, a new balloon toe; the Campus, a broad round 
toe; the Varsity, a medium round toe; the Star, a broad square toe. 


The |1 oxfords will all be one price, $3.88; the 2 high shoes, $4.00. Every 
style is carried In Stock in widths A to D. 



















There are a few good territories still open for salesmen to take this line on a 
straight commission basis. 








G. P. BUTTERWORTH, Pres. 
A.L. BUTTERWORTH F.L.BUTTERWORTH : 

Sales Mgr. Factory Supt. ial 
A. P. BUTTERWORTH, Treas. ‘ 













MARION SHOE CO. 


MARION, INDIANA 
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Oy) Op 229) (SOKO) IAG 


On the floor—ALWAYS 


(Immediate Delivery) 


aa No. Last Widths Sizes 
1 Mah. Calf Ortho AE 5-12 
31 Black Kid Ortho A-E 5-12 
Mah, Calf Broker A-E 5-12 
Black Royal Broker A-E 5-12 
Black Kid Broker A-E 5-12 
Black Kid Wall St. BD 5-12 
Brown Calf Broker A-E 5-12 
Brown Kid Broker A-E 5-12 

Black Boarded Calf 
Police Spec. B-EE 5-14 


Aug 








No. 5 WALL STREET 


No. 1 ORTHO—In Ma- — Mahogany, o 
hogany, Black, and Royal, Brown an us- 


Russia Tan Calf. Black, ml PS sia Tan Calf. Black, 
ewe al Tan Kid. Brown and Tan Kid. 


They Fit the Feet Like 
a Doctor’s Bandage! 


EDMOND'S “FOOT-FITTERS” conform 
to the movements of the human foot—and 
support it at the same time—much the 
same as a Doctor's Bandage. The reason 
is simple; they are built right, and so 
they fit right. 


All “FOOT-FITTERS” are made on the Combination 
Last and Patterns, of high-grade calf and kid «kins, 
with Rock Oak outsoles, 7 or 8 iron non-collapsible 
oak insoles (no cork filler), extra long leather coun- 
ters, specially long rubber heels, calfskin inside 
counter pockets, and corrugated arch-supporting 
steel shanks. 





Note please, that they are offered at a standard 
price. They are the only complete line of men's 
dress shoes so offered in America. The entire 
EDMONDS line is one price for oxfords and shoes 
respectively. 
See the way EDMONDS “FOOT-FITTERS” are 
ees made. Ask to see our Split Shoe Demonstrator—it 
site a is a regular shoe given the Buzz-Saw Test. See it— 
No. 2 BROKER — Ma- it is a revelation! 
hogany, Black, Brown 
and Russia Tan Calf. 
Black, Brown and Tan 
Kid. 











Edmonds 
Shoe Company 


Milwaukee Wisconsin 


J Xs Faakepa te a 
60 FOOT- FITTERS V4 Be yo. 
Fit All Feet ut 
OXFORDS 5%1I5S days net30days SEI ow Ss 
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Deauville 


F340 “beat competition” is the aim of the 
xf. Meer manufacturer. But no matter how good 
24 EX. values he offers, occasionally a customer 


LI ‘cets away.” 

Though it is a rare thing for a Brophy customer to 
stray, in two instances of recent occurrence these 
customers returned to us, better sold than ever 
on the competitive value of the Brophy Line. 


Brophy Shoes are profit shoes, and a leading rea- 
son is—so many of the numbers are re-ordered. 


BROPHY BROS. SHOE CO. 
SOUTH BOSTON, MAss. 


89 Bedford St. 755 Marbridge Building 20 W. Jackson Blvd. 
Room 1612 
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‘‘ The Leathes that Sells the Shoe” 


D2 you realize that when 


SPORT WILO goes ‘in- S$ Te) RT 


to the shoe it does not lose 


its identity and become just WILO 











leather...It still remains 


and is known by its name 
SPORT WILO. SPORT WILO COLORS 


Comprise the following: 


Manufacturers, wholesalers, fom. Gite 


retailers,—all tell their cus- Dark Smoke Beige 
Log Cabin Red 


tomers that the leather is Tangerine Blue 
Almond Green 


SPORT WILO, and their Camel Smoke _ Silver Gray 
. . White Dark Gray 
customers like to know it. Bleck see 


The up-to-date shoe merchant takes advantage of 
the merits of SPORT WILO, and talks this to his 
customers... Thus he takes business from competitors 
who donot appreciate the selling value of SPORT 


WILO. 











Be sure you get 
the genuine 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Ve | L Oo Leathers 


; Reg. U. 5. A. 


10 Spruce Street, New York —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
231 West Lake Street, Chicago, II. 
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GENUINE 


HAND TURNED FOOTWEAR 


Herman €. LoL Inc. 


HAVERHILL MASS. 


4 


IN THE CONSTRUCTION OF OUR GEN- G © 


= “4 
Pri 7S 
UINE HAND TURNED FOOTWEAR, o> ~~ 
WE MAINTAIN THE HIGH TRADI- r [Y 


TIONS OF OUR ANCIENT CRAFT 
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Patent Nan, Side Gore, 
Flexible McKay, 13/8 


Price $4.15 


BOOT AND 


No. 169 


Cut-Out Front, 
Military Wood 
—— Heel. State Street Last, AA 
to C. 


No. 170—Same in Tan Calf 






Price $4.00 


Price $4.15 


No. 198 












Black Satin One-Strap Beth, Flexible 
McKay, Full Louis Spike Heel. Bea- 
con Last, AA to C 
No. 199—Same in Chestnut Brown 


Satin ........ ‘ 
No. 195—Same in Pate 


Trim, Concealed Gore, 


Black Satin Aline Pump, Dull Kid 


Price $4.00 
nt...Price 4.00 








No. 160 


Price $4.25 


Large Buckle, 


Flexible McKay, Military Wood Cov- 
ered Heel. State Street Last, AA to C. 


No. 161—Same in Chestnut Brown 


Satin, Brown Kid Trim 


Thomson-CrookRer Shoe Co. 
“Boston 


arti Price $4.25 





SHOE RECORDER 


Profitable and 
‘Permanent 
Patronage 


The kind of trade that brings 
the merchant real satisfaction 
is developed only by selling 
shoes that give real service. 


Concentrate your buying on 
this line that has stood the 
test for many years. It is 
styled right, made right and 
priced right to bring a profit- 
able and permanent patron- 
age—and a quick turnover 
through the use of our effi- 


cient stock service. 


Buy Fewer Lines and 
Make More Money 


18~26 Station Street 


When writing to advertisers please mention Boot anv Suor Recorper 


CMNass. 


No. 165 
Price $3.85 











Black Satin One-Strap Beth, Flex. McKay, Mil. 
Wood Cov. Heel. State Street Last, AA to C. 


No. 166—Same in Chestnut Brown Satin. 
Price $3.85 

































































General Offices and 
Sales Rooms 
Washington Avenue, 
16th to 17th Street, 
St. Louls 


New York Sales Room 
142 W. mow 


Chicago Sales Room 
Rooms 206-207 Ae Bldg. 
189 W. 


Pacific Coast Department 
412-417 Pacific Bidg., 
San Francisco 


Philadelphia Sales 
318 Forest Bldg. 
Detroit Sales Room 
408 Temple Bldg. 
Pittsburgh Sales Room 
Hotel Henry 
Cleveland Salesroom 
260-290 The Arcade 
Boston Sales Room 
183 Essex Street 


Kansas City Sales Room 
807 Central Street 


New fom Sales Room 
618 Godchaux Bldg. 
Minneapolis Sales Room 
507 Boston Block 
Seattle Sales Room 
607 Terminal Sales Bldg. 
Indianapolis Sales Room 
470 Century — 


Denver Sales 
403 Jacobson Bide, 


90% Attest Worsyth Bt Street 
Birmingham Sales Room 
Morris Hotel 
Des Moines Sales Room 
226 Frankel Bidg. 

Ft. Worth Sales Room 
Burton Bidg., Tth and Main 
Oklahoma se Sales Room 
Mercantile Sample Rooms 
Wichita Sales Room 

426 Butts Bidg. 
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Sftlways 
Something 


New 


| ‘sas day is Style Day in the Brownbilt department that 
creates new and attractive footwear for women. 


That is why we are always ready with the patterns that make 
leaders of the shoe merchants who consistently follow our style 


features. 


You can always have something new to offer discriminating buyers 
by keeping in touch with the newest styles in Brownbilt footwear. 


Illustrated is No. 


D302—“BROWNbilt” Women’s ery Chickie Pump, trimmed in Mat. 
Cabretta, plain toe, single sole, 13/8 wood box heel, imitation 
turn, Gloria last, AA 4-8, A 3%-8, B 3-8, C 2-8 $4.60 
D300—Same in black satin with black suede trimming........................ $4.60 
D301—Same in Vassar brown satin with Hazel brown kid trimming. $4.60 


D303—Same in Mat. Cabretta with patent leather trimming.............. $4.60 


Now “In-Stock”? ready for quick shipment 


Drow Duos Gowrgaray 


Manufacturers 
ST. LOUIS U. S. A. 
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IMITATION CUT STEEL RHINESTONE 
CLAMP BUCKLES 


No. 4035 @ $6.00 


No. 4028 @ $9.00 
No. 4445 @ $4.20 
Nickel 
No. 7430 @ $9.00 


No. 138 @ $9.00 


RHINESTONE 
SLIDE BUCKLES 


No. 4446 @ $4.20 ip 
Nickel” 3 8 
5 a No. 4386 @ $5.40 


gateway 


No. 4404 @ $4.20 


No, 1214 @ $7.20 


All Prices 
Quoted For Dozen Pairs 


If Metal Buckles are desired attached to 
BUCK-EL-ON add $3.00 per doz. pairs. 


THE 
REYNOLDS 


Nickel 


Above same price in Silver Ox. Finish COM PANY 
Manufacturers and Importers 


1 pair each 
BUCKLE Providence, Rhode Island 


DISPLAYED 
$7.50 Shoe Buckles for Manufacturer and Retailer 

















SHOE — *REYCO” — BUCKLES 


METAL COLONIALS 


Jet on Nickel 


Nickel oe page 
BY is No. 4434 @ $4.20 
: Silver Ox. Finish 


Be tae S vee ie No. 4441 @ $6.00 
Bright Jet Enamel and Hand Engraved 








VICTORY 
BUCKLE 
HOLDER 
$2.00 doz. pairs. 
$18.00 gross pairs. 
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HELPING THE RETAILER SELL 
C1070) DOS s | as DLO) a (ON Mey OO) Ge 


The Wholesaler offers to the inde- 
pendent retailer the quickest and 
best supply depot. By buying from — 
the Wholesaler the retailer can avoid 
loss of sales without the necessity of 


stocking heavily. 


The regional Wholesaler has the 
further advantage of being able to 
make a closer study of the sales 
possibilities of his territory. Being 
thoroughly conservant with the needs 
and demands of the territory, he can 
and will give accurate information 

to his customers. | 


NATIONAL ASSOCIATION of SHOE 
WHOLESALERS 





August 22, 1925 BOOT AND SHOE RECORDER 


AMERICANS SHOULD PRODUCE THEIR OWN RUBBER.— ASS xnutene_ 


SPRINGY COMFORT and SURE TREAD 
The Firestone MATCALESS and MECCA are two 


styles representing the utmost in material, design and 
Madewithhigh quality, workmanship—they will stand rough usage and severe 
natural or brown duck strains in any kind of sports wear. 
uppers, drill lined — 
brown rubber trim- 
mings—dual foxing— 
Kool-foot Insoles— 
crepe soles. 


The Crepe Soles of selected pure rubber give springy 
comfort and sure tread—they grip and hold on any 
playing surface, so it is natural that wearers report 
the absence of fatigue when wearing these shoes. 


The sale of Firestone MATCALESS and MECCA 
Stock No. 7141 Boys’ Crepe Sole Shoes will help you make new friends and 
Brown MECCA. . $1.42 keep them as customers. 


Stock No. 7147 Boys’ 


Natural MATCHALESS 
$1.42 


RUBBER COMPANY 
Chicago, Ill. HUDSON, MASS. Boston, Mass. 





Crepe Rubber Sole 





Firestone = Firestone 


White MATCHLESS Bal MECCA 


Brown Laced to Toe 











ree oe 
AS AES TT gg 
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Dainty~Attvactive 
~ Comfortable 
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No. 411—Glazed Kid, 

Turn, Twin Strap, 13-8 Heel, 

Width B, Sizes ma Widths C, D, 

E,Sizes2%-9 + Price $3.50 

No. 415—Patent Leather, Same as No. 411 

with perforated Vamp YY re 
Price $3. 


\, No. 531—Patent Leather, \ 
D Yih bss iin Wide 
/ : i . $3.85 
/ No. 53. i ° 
No. 3238—Tan Cale, Goodyeat Welt, Same 
o. ‘an Calf, elt, 
Pattern as No.33t ¢ + + Price $4.15 








2”) 


. = . 
~~ <x é “ ; 
—_ 4 
bw x “i 8 
ag, We 
No. 536—Black Satin, T aa —s 
Wide OneSrp. 13-8 Covered Sram = 
C, Sizes 24-9 . a 


tates esse aS 
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DRESS and COMFORT 
SHOES 








— 





| puesheercapt completely the 
present-day demand of American 

women for comfortable shoes that 

are genuinely stylish - that is why 

production of Martha Washington 

Shoes has been tripled in seven 

months. You, too, can sell these 
shoes in volume. Order them. 

You will soon re-order 
needed sizes. 


F. Mayer Boot & Shoe Co. 
Milwaukee 


















No. 527—Patent pomher Three Strap, 
Dull Kid Trimmed, Turn 13-8 Heel, 
Width B, Sizes 3 9 Widths C, D 
Sizes 24-9 - Price $4.35 
No. Kid, Same as No. 
$27 . . a Price $4.35 








Cuban 
SP ae S70 ouaitels 


No. io: 84 Tan Calf, Some as at 
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GA LLIN 


Always Standards 
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rt With a shoe of Aztec Calf you can assure 
pee hep 258 my, your customer that it is made of the most 
alt ee ti eee tg? ae On 7. . » be } 

Rie POR at BORG PRY BEN: thoroughly satisfactory leather a man can 
ve A. Ee ee afi" : put on his feet. 

be 


It will be easy and comfortable from the 
day it is first ‘worn. 









It will not stretch and contract more than 
one-third as much as chrome leather with 
changes in humidity. 


It has that stability of color and lustre 
which is always demanded by the discrimi- 
nating buyer. 







It will retain its original shape and style. 




























+" " eo - These qualities account for the use of 
", cota ee Aztec Calf in all those lines of shoes which 
Py gp bg ae? yes ~~ if it aS . are noted for an exclusive character in style 
Ca Tit ees a — 
' 3 seu Y, ors t. Utey. ae he .  *an’s 
y Le ea Bean ire A. F. GALLUN & SONS CO. 
mid * a ats ite “thf MILWAUKEE, WIS. 
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>| of Excellence ~ 
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on | ‘0/0r is, Upremacy mmm 


FD&C Ki 


Golden Brown color x1 


Brunette color 54 
Oak Leaf Color 93 


Caramel Color 254 


Moonstone color 31 


Red Ash Color 256 


First 1N BEautTr 


Iv ory Color 91 


Pirst 1N VARIETY 


First 1N AUTHENTICITY Chow Color 33 


AMALGAMATED LEATHER COS, Inc. 


22 North sth St., Philadelphia, U.S. A. 
TANNERIES: WILMINGTON, DEL. 
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IN STOCK 


The CARMELITA 


Delivery at once 
No. 01-13. All patent leather, very 
light welt, slide ornament . . . $7.50 
Delivery cAugust 15th 
No. 51-13. All tan calf, medium shade, 
very light welt, slide ornament $7.50 
Widths--AAA to D 
& IMPORTANT: Covered Cuban 13/8 
heels. Made under new special 
) process. Very light weight welt. 
Turn appearance. 


~ 
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The CARMEN 
Delivery cAugust 10th 












j o No. 01-26. All patent leather, 17/8 

Wi Y Spanish heel ......-.-+-- $7.50 

ot: Oo No. * -26. Black satin, 17/8 Sreci 

I: j Widthe AAAC The one-strap tailored slipper will 

j 25 wo. 12.2 ery fugues 200k iam, Seta definite style trend this season na 
1 1478 Junior Spike heel -.--- $759 and no dealer can afford to be with- )) 
AF f EVENING SLIPPERS out one good interpretation of this pa 
=¢: = . S 

j wo. 88.26. giver at omer. scan model. I. Miller presents the Car- ) 
Hi heel wusettes Eee $10.50 \ 


No. 89- 26. Gold kid, 17/8 Spanish 
" Prrerrerrre rss $10.50 
“do. 81-26. White satin, 17/8 Spanish 
$7.75 


6 ree 


No. 82-26. Salmon pink satin, new 
. $7.75 


shade, 17/8 Spanish heel . 
(Note:-- All carry bead edge, obs soles) 
Widths AAA-C 


melita to supply this undoubtedly 
successful style, and has advertised 
it nationally to tie up with the 
wide editorial attention given to 
this type of shoe by the leading 


= 
2) 


SS 


— 


women’s fashion magazines. 


= 


wD) Kc) 


" — 


? I. MILLER & SONS 6 

EneEtene NR -O 3 Le One oa Bi: 8 ce J 
wy No. 31-97. All black satin, 13/8 Bab . : 

© ere oe Oe Harris and Ely Avenues, Long Island City ‘ 
2) = Dy ot Ly YA = ws Wi = Ns cy —- wy) a ) ~ 2) — 4) aa 2) ) en S 





When writing te advertisers please mention Boot anv Suoe Recorver 














BOOT AND SHOE RECORDER August 22, 1925 


We welcome the pronounced vogue 
for Colored Glazed Kid for it enables 
us to show 


NEW CASTLE BROWNS 
at Their Best 


Color 3 
These colors correspond with 


those recommended for Fall by 
Color 31 the Joint Styles Committe: 


HARVEST BROWN "22 
to RUGBY TAN 


] Color 31 HARVEST BROWN 
Color 98 to WOODLAND BROWN 


Color 98 INDIA TAN 
INDIA TAN ey 


Sreesapaetews the preferred brown shades for Fall they express 
that exclusiveness and character which you rightly and al- 
ways expect from New Castle. 

In choosing these NEW CASTLE Browns you will give your 
Fall styles that vital color background on which sales now, more 
than ever, so greatly depend. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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SengO merchant need worry about pumps 
SI} coming back accompanied by customers’ 
=! complaints on the fitting. . . . Johansen 

strip pumps fit the foot as a fine glove fits the 

hand...no bulge, no sag, no loss of shape... 
hundreds of the country’s shrewdest shoemen 
have judged them remarkable fitters, and have 
backed up their judgment with their orders. 
Write for our new folder showing twenty new “‘In 


Stock” styles, which includes the IMPERIAL, 


illustrated below. 
JOHANSEN BROS. SHOE CO. 





THE IMPERIAL 


No. 8384—Black Satin No. 65 
turned last especially developed 
for strip pumps, 17/8 Spanish 
Spike Heel. If you want an eye 
opener send us a trial order. 











OHANSEN 


FOOTWEAR FASHIONS 
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Retai 


WOMAN —any and all women, and 
young women — can be satisfied with 
nothing less than the right fit and feel 
and looks in her shoes. She is influ- 
enced in her first choice by the association of names 
that mean something to her. She feels the trade-drawing power of 
names best known—of ‘‘ Queen Quality ’’ in shoes—associated with 
stores prepared to satisfy her with ‘‘Queen Quality.’”’ This direct 


contact between the merchandise and the wearer is yours, with 
the right to the name which links the wearer to you. 














“Queen Quality ” means something to you because it means 
something to her..In your store she recognizes the name that 


reveals and assures what she wants in her shoes. Her experience 
and what she hears and sees, wins and holds her to your store and its merchan- 
dise. You can satisfy her and every woman with “Queen Quality.” 


Shoes stamped with this name will bring to your business 


the trade-drawing power and established consumer-contact that 


links the wearer to you; and in turn you will find in “Queen Quality” the broadest, 
strongest line with which to re-create your desired volume and turnover. 


(Concentrate on “Queen Quality’’ 
--- the tame 25 veght ! 
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Leaders © 


are men of Action / 





. Bh —_ situation that calls for action, gets 
1 “JetR* 4 action. A thousand reasons for doing 
- »* 4 nothing are swept aside. to concentrate on 
: “a the problem in hand. These are the mer- 
- ‘ chants who are getting somewhere right 
n now because of their concentration on “Queen 





Quality,’ America’s best-known make. You,too,can 
concentrate,and begin now to profit by your ability 
tomeet the new order of things with well-balanced, 
unified stocks of footwear best-known to wearers. 
If you have been going to do something about it, 
why not do it now with the leading line on which 
you can concentrate for your volume— 





s ‘Vv a“ ~”n 


FLEOLAE 





’REG. U.S. PAT. OFF. T.G.P. CO 


Famous Shoes for Women 
and Young Women 


THOMAS G. PLANT COMPANY, BOSTON 30, MASS. 
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VatN 
C.H.ALDEN Ca 


(Ae 


‘LS ALDEN PLAN is a success because, 


by permitting better value at‘no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 











Our plan also includes quick 
delivery service on certain lines 
altho’ this 1s not an in-stock 
proposition. . 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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Slipper of Rueping’s RUE- 
SUEDE Calf, No. 374 Dark 
Tobacco, made by E. P. Reed 
& Company Rochester, N. Y. 


in instant appeal fo sight and touch, 
RUEPING’S 
-Rue-Suede Calf 


MIHE very instant that the eye beholds a shoe of RUE- 
4a SUEDE Calf the mind receives the impression of 
Z% rare DEPTH — depth of rich, velvety Sermmene 

depth of soft, even color. 


x 


Tha’ soocnent thii'the heed toulhil eal iauale eames 
SUEDE it senses a remarkable mellowness which can be 
identified only with fine skins and tannage of a high order. 


Any woman’s intuition at once will tell her, hea mae 
be unversed with regard to leather, that the shoe of RUE-— 
SUEDE is of a stock well circulated to please and to serve. 


Ask your favorite manufacturers to show you samples in 
RUE-SUEDE. — 
Write for Color Swatches. 


FRED RUEPING LEATHER CO. 
Fond Du Lac, Wisconsin 


Branches 


Chicago Cincinnati Milwaukee St. Louis New York 
Boston San Francisco Montreal Northampton, England 
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Three for Fall 35 


Here is a triangle of ex- 
ceptional values for quick ial 
Fall turn-over and profits. No. 6505—Ladifair Black 
Satin Vixen Pump, 13/8 
Each is distinctively a Rice Covered Cuban Heel, 292 
& Hutchins creation—well Last, B-D....... . $3.35 
made of excellent materials. 


CUBUROROMOM X 


% 


(a aviiaNianivann 


(a Vani 





The Black Satin vogue will 
continue strong this Autumn and 
the two numbers shown here at 
these prices should make brisk 
business for alert dealers. The 
Patent model, too, is unusually 
popular, judging by advance 
orders. 


Nit/aviiva\llVavli Vax liYaxlivavitvax 
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No. 6503 
Ladifair Black Satin, Nan 
Gore Pump, 15/8 Covered 
Cuban eel, 292 Last, 
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6722 
No. 6722 6 
P ‘ 
$3.35 Cala Calan He 3 $3.60 


Last, B-D.. . 83.60 


nce murine KRICE & HUTCHINS © = 


Also Make I 
New Catalog 
INCORPORATED 
Educators for Showing 


ey Seer 13 HIGH ST., BOSTON, U. S. A. sae: apenas 


of 
the Family Rice & Hutchins Chicago Co. Rice & Hutchins New York, Co. Se al 
Rice & Hutchins Cleveland Co. Shoe Co., Boston, Mass. - 
Rice & Hutchins Balti Co. bt Ay hy — —— 
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No Throats Are Cut in the Town 
Of Howell, 


Michigan 


Every Merchant ‘Lives and Lets Live’ and Works Like the Dickens 





For Business for Himself and His Town 





THallthecomplain- J 
ing you are doing at 
the harm the auto- 


mobile is doing the shoe 
business, did you ever stop 
to consider that there is a cannune 
bright side to the situation? rad 
Have you realized that the —~ 
advent of automobiles and 4 
good roads has. brought oe Pmennty 
many more customers within 
the trading radius of your 
store, or rather has length- 
ened this radius? | 
Merchants in the more \ 











DuRAm «18 MNES 
COMOCTAM 17 MES 


BYRON 10 names 


\ is excellent bus service as 
well. Howell is also on the 
Pere Marquette and Ann 
| Arbor railroads. 


FENTON 2omucs 





HIS little county seat of 
Livingston county has a 
wre roses? population of about 3,400 
seurn iron and a_ trading ~ territory 
we “Simes|| which takes in about 5,000 

more. This trading territory 
includes the towns of Brigh- 
ton, Pinckney, Fowlerville, 
TRASHOS MAGNE é Weberville, South Lyon, Fen- 
~ ton, Cohoctah, Byron and 








alert towns have taken ad- 
vantage of this situation and 
profited by it. They are do- 
ing a steadily progressing business because they have 
read the handwriting on the wall, instead of sulking 
when prosperity seemed on the wane. 

Howell, Michigan, is one of these up-and-coming 
towns; it is not merely entertaining hopes for the 
future but is going out to insure the future. It is 
keeping step with the times. 

The city directory tells one that Howell is “near 
enough to large cities for convenience, far enough for 
independence.” 

The direct route from Detroit, 53 miles to the south- 
east, and Lansing, 33 miles northwest, cuts the heart 
of Howell. This splendidly paved road makes it a short 
journey by machine to either of these cities and there 





The county seat has 3,400 customers and here’s 
how it gets more. 


Duran. Good roads extend 
from these towns into 
Howell. Most of this outlying 
territory is devoted to farming, and successful farm- 
ing, too, for this section is the second largest Holstein 
center in the country. It is one of the richest dairying 
regions in Michigan. 

In Howell itself there are several small manufac- 
turing plants employing a few hundred people. For 
instance, there is the largest factory in the country 
devoted exclusively to the manufacture of automobile 
and airplane pistons. Then there is the Red Band elec- 
tric motor plant, an automobile jack manufacturing 
plant and various others. 

The home office of the second largest exclusive 
automobile insurance company in America is in this 
town. 
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The ideal merchant town—take a look at its main street—it sure is inviting for automobiles. Every merchant 
has a flag staff in front of his store—the only real way to display the American flag for bunting is a disgrace 
to any town or store front. 


OWELL boasts also of being in the center of a 

country “studded with fine lakes,” attracting a 
great many tourists. It is proud of its four miles of 
brick and asphalt paving, its $175,000 central school 
building, its nine miles of sanitary sewer system, its 
fine Carnegie library and its municipal water plant 
with ten miles of mains. 

Now there is no reason why this town of Howell 
should be a trading center of great importance to this 
region, for larger cities and towns lie not far away. 
But Howell is progressive and wants to be a leader; 
it takes steps out of the ordinary to insure this leader- 
ship, through the activity of its Board of Commerce 
with over 200 members, including professional men. 
(There are.over 100 retail stores in the town.) , 

This Board of Commerce is ever contriving some 
scheme for keeping Howellites at home and bringing 
outsiders into Howell to trade. They do not want to 


be dominated by Detroit and Lansing and have been 


successful in preventing such domination. Their 


methods are unique. 


defray the expenses of the entertainment. The profes- 
sional men feel that they are reaping as much benefit 
indirectly as are the merchants, both directly and 
indirectly. 

Then each fall a farmer-merchant banquet is held 
in some hall in town. Each merchant buys two tickets 
for the banquet and then invites any farmer whom 
he wishes to have accompany him. If this farmer has 
already received an invitation, the merchant asks an- 
other and so on until he obtains a guest. The cordial 
relations thus promoted between these two groups is 
obvious. 

Plans are being made for a “sales day” soon. At this 
time, all the merchants will display some attractive 
values. for! their customers, Towns within a twenty- 
mile radius will be circularized. 


S it any wonder that Howell is thriving under such 
conditions? All the stores are prosperous and there 
is an entire absence of cut-throat competition. The 
community spirit is well il- 
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For example, they put on 
a free show every Wednes- 
day night during July and 
August, attracting people 
from as far as forty miles 
away. These shows are given 
by talent secured from De- 
troit or other large cities. A 
count one time showed 
4,000 machines parked on 
the streets of the town on 
a Wednesday evening. Of 
course, the merchants keep 
their stores open on these oc- 





lustrated by the fact that 
there is but one chain store 
in town, a grocery. 

Now the reader will, of 
course, be interested to see 
what one of the shoe stores 
in Howell does to share in 
this activity. Let’s take Mon- 
roe & Newcomb’s, for in- 
stance. In the first place, Mr. 
Monroe is president of the 
Board of Commerce which 
in itself implies more than 
the average initiative. 

Mr. Monroe took over 








casions. Every merchant and 
professional man contributes 
a fixed amount each week to 


Why not “blue print” your town to find its 
“trading values’’ ? 


the store when his father 
stepped out of the business 
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ew for some time 


opportunity of showing you these new models. 


We hope you will stop in and look these over 
before purchasing your Spring footwear. 


Yours very truly, 
Monroe & Bewcomd. 


Be have just received some new 5; 
that we believe would appeal to you. Patte: 
leathers that go to sake up durable ev well as 
stylish shoes with the desired amount of comfort. 


MONROE & NEWOCOMB 
SHORS AND HOSIERY 
. Loe Raee nae arvee oe 


Our records show that we have not had the 


ring Oxfords 
rns and 








Keeping a friendly contact with customers. 


and about a year and a half 
ago took Mr. Newcomb into 
partnership with him. The 
success of the store is dem- 
onstrated by the fact that 
last year it enjoyed a great 
increase in business over 
1923, and this at a time when 
more stores were struggling 
to break even. Further, take 
note that this store turns its 
stock five times a year and 
you will understand that it 
is on its toes. 


OW do they do it? They 
reach the people of 
How ell and surrounding 
towns in three principal ways 
—general advertising, direct 
mail advertising and adver- 
tising through specialties 
and prizes. The general ad- 
vertising appropriation is 
spent in newspapers and mo- 
tion picture slides. They take 
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Dear Sir: 

We wish to take this opportunity to wel- 
come you to our city. Those of us who have 
lived here for years think well of this place. 
We hope you will, too. 

Our churches, schools, entertainments and 
stores are conducted in a manner to make 
home life enjoyable. You will find all these 
things right in town, too. You will not have 
to travel for any of these comforts. 

When you are in need of footwear we will 
deem it a pleasure to show you and we feel 
confident with our stock of being able to fit 
you and please you in a satisfactory manner. 

Wishing you happiness in your new home, 
we remain, 
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Open Friday Evening. 
es wees oa ean ee 


YOU'LL FEEL LIKE 


CELEBRATING 


If you wear footwear from our store. 


This week we are featuring Arch Supporting 
Shoes. We believe we have the finest Arch Sup. 
port Shoe IN THE WORLD. 


Many styles to show you--most sizes to fit you 


Shoes and Hosiery 





Monroe & Newcomb 


Closed Saturday 








did it. 


The town shuts up on Saturday—co-operation 


Yours very truly, 


MONROE & NEWCOMB. 


Then there are other let- 
ters designed to fit particu- 
lar situations., Every high 
school graduate in Howell 
and surrounding towns re- 
ceives a letter of congratula- 
tion from the store. This 
proves an effective builder of 
good will. Isn’t the result of 
sending such letters obvious? 

In the giving of special- 
ties and prizes, Monroe & 
Newcomb are fully aware 
that this stunt done inju- 


’ diciously will eat up profits 


and also may be distasteful 
to certain classes. These two 
thoughts, then, guide them 
in all their plans. 


UCH of this form of 
advertising attack is 
aimed at the youngsters in 
Howell. The store keeps con- 
stantly in its mind that the 
(Continued on page 47) 





space regularly in the Republican and the Democrat, oe were 


the two Howell weeklies. They get preferred position 


on the “locals” page and always use a distinctive 
border of their own. Their copy is timely and fresh. 
From time to time, they take space in the Brighton 
and Pinckney weeklies. 

At every motion picture show in the local theatre, 
they advertise by slides and thus constantly remind 
the audiences that Monrce & Newcomb have what 
they want, when it’s a question of footwear. : 

The store’s use of direct mail is very effective. The 
mailing list is secured from customers, telephone 
books, the city directory and the local newspapers. 
Letters are sent out from time to time to everybody 
in the surrounding country and sometimes special 
mailing lists are used. For example, when a new resi- 
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Mr. John Doe, 
Howell , Michigan. 
Dear Sir: 

Our records show that of sessssesesseseree you 
purchased @ pair Ofe.ssesessees and we hope you are 
enjoying as ee an and satisfaction in wear- 
ing them as we in selling them to you. 


some of your friends would be just as 


Poseibl. 
delighted with a pair as we trust you are with yours and 


would appreciate your telling them. 


Trusting you will call upén us when in need of 
footwear, we remain 


Yours very truly, 
MONROE & WEWOOMB 








dent comes to town, he receives this letter: 


Tell her your service. 
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Ring the Bell—Fall Is 
Profit Time 


The Way to Advertise a Fall Opening with 
Cash Register Music 


to the farmer and then to the merchant. Clever 

wording and beautiful pictures are poor substi- 
tutes for ideas at such a time. The shoe store must be 
associated with the affairs of the community. 

It is impossible to picture many ideas on these pages. 
Therefore, there are shown only two conventional 
“Fall Opening” advertisements. The copy for these 
advertisements follows farther on. 


Ree brings its harvests—a shifting of money 
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A sample ad lay-out. 
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These advertisements ought to be planned and set 
up in time to have prints made for a general announce- 
ment direct to the old customers. They can be mounted 
for display in the windows, ribbons running from the 


picture of the shoe to the shoe itself. 
Copy follows for these ads: 


The New Fall Shoes 


They are the kind you want to put right on. The 
one who wears these shoes will never be considered 


mediocre in taste. They are the pick of the style world, 
selected after living models have demonstrated how 
nicely they fit the prevailing fashions. 


Now Showing the New Fall Shoes 


Smart as a Rolls-Royce and just as distinc- 
tive. Shoes that make feet slim and aristo- 
cratic or that give the French flavor, chic. 

The patents, the tans vie with one another. 
It’s hard to choose—they are all so brilliant 
in their fall spirit. 

It’s fun buying them, it’s fun wearing them 
and a delight to your economic sense, they 
are so finely fashioned and long-wearing. 

When crowds begin to gather, Lodges and 
Granges holding their fall councils offer a 
good field-in which to work. 


The fraternal spirit is strong among such gather- 
ings. 

A list of the members of an order that is to meet in 
the town ought to be procured and personal letters 
addressed to each member. The officials of the order 
very likely will appreciate one’s willingness to display 
prizes that are to be given away during their festiv- 
ities. 9 

! { 


-+Tone Up Your Letters 


The following letter copy is a suggestion for writ- 
ing to out-of-towners who are to visit the town in 
which the store is located: 


Dear Sir (or Madam), 

We wish to extend you the greetings of our 
town. During your visit you will find parking 
spaces reserved for you very conveniently. 
Our checking bureau will save you the neces- 
sity of carrying your bundles around town. 
We have opened a rest room and will give 
you the service of complete information that 
will help you in going about our city. 

And we sincerely hope to have the pleasure 
of meeting you during your stay. 

Very respectfully yours, 

A shoe prize for the best vegetable exhibit at the 
Grange Fair is a good idea. Some merchants take a 
pumpkin for a subject and have guessing contests on 
its weight and then on the number of seeds, etc. 


The Grange Fair Week 


The sale of tickets in a store is not advisable ordi- 
narily unless doing so may be easily construed as 4 
further service to patrons. It is a service that at least 
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does not add to the cost of doing business. Anything 
to win the patronage or favor of a body of buyers. 


The Balloon Idea 
To liberate a few hundred balloons, each bearing an 
envelope entitling the one who captures it to a liberal 
discount on or a pair of shoes free is not new, but none 
the less effective in directing “holiday” attention to 
a store. 





Outside Displays 

Wherever visitors are gathered in number, at a hotel 
for example, a room might be engaged for a display 
of fall footwear. A model would add a style touch 
to the occasion. It would cost but little to engage a 
carpenter to build a small raised platform for the 
model to show on. 

At the Grange Hall the same type of showing might 
be possible. Poster work in connection with such plans 
is important. The copy suggestions for poster follow: 


The Cut-out Pumps for Fall are on display at 
Blank’s 
See a bit of Paris in Blank’s New Fall Shoes 
Now Being Shown 

Travel in style—New Fall Shoe Styles At- 
tracting Interest of Grange Members— 
Blank’s 

Introduce your wife to a pair of Blank’s New 
Fall Pumps. 


These signs made by a sign painter and posted 
around town are good. Make them of cardboard for 
economy’s sake—they do not represent a big invest- 
ment and will serve the purpose in a week or two. 
Such signs ought to be removed to prevent their be- 
coming delapidated, thus reflecting on the standing 
of a store. 

Some travel sytem might be adopted for distinction 
in design of posters; such as, a traffic officer’s hand, 
er a cross, or a symbol indicating, safe roads to the 
store, etc. 

Souvenir Advertising 


Distribution of souvenirs is good advertising on 
certain occasions. Select something of daily use and 
connected with footwear, such as shoe horns, shoe 
wipers, etc. 

Special Services 

Messenger service in calling for and delivering shoes 
to be repaired or shined is worth while trying. The 
co-operation of hotel clerks in such a scheme is neces- 
sary, but easily procurable inasmuch as the hotel is 
eager to give service. The regular bill of fare ad- 
vertisement is not aggressive enough now. 

A small circular on the hotel desk reading as fol- 
lows will gain goodwill: 

During Your Stay 
We will keep your shoes shined and save 
you the time spent usually at a bootblack 
stand. Just ask the clerk to call our messenger 
who will collect and deliver your shoes. Shin- 
ing and repairing at this shop an extra serv- 
ice during week of Fair, (Convention, etc.). 
Blank’s Shoe Store 
Address Telephone 
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When the shoes are received their general condition 
may be noted and perhaps a suggestion made about the 
type of footwear it would be advisable for the owner 
to wear. In every pair of shoes would be a little adver- 
tisement telling about the new fall shoes, reading 
something as follows: 


The pretty patterns that have just come 
from the leading manufacturers are attract- 
ing much attention at this shop. They are 
advanced models of coming winter styles and 
offer a welcome change from the old at this 
time. 

We feel they will make of you a regular 
customer, their style is so distinctive and 
their value so high. We hope to have the 
pleasure of showing them to you. 

Blank’s. 

Ask to see Mf. ..............0.... » you will be in- 
terested in our new. fall footwear. 
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You have something unusual to offer for 

Fall—a change of dress means a similar 

change of footwear—tell your public early 

in the season that shoes have a place in the 
Fall scheme of dress. 


The latest styles worn by SO AND 80 of New 
York and Paris (Exact Duplicates). 
And the prices are not “Fifth Avenue 
high.” 
The Mailing List 
The mailing list compiled during the town’s fall 


gatherings can be worked during the coming year. 


With a person’s name and address in one’s possession 
the follow-up advertising may be planned. 
(Continued on page 47) 
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‘ Measure Your Market 


N the early days when the production and con- 
sumption of shoes was localized the manu- 
facturer came into contact with the consumer and 
knew the measure of his markets, then came the 
development of this vast continent with its limit- 
less opportunity and the inflow of millions of peo- 
ple. This increasing market challenged the manu- 
facturer to produce volume in measure with his 
opportunities. He had but two problems: one to 
“make” the other to “deliver.” He chose to confine 
his attention to the making and to give to another 
the problem of delivering. It was here that he lost 
contact with the consumer and has never since 
known the measure of his market. 
Traders were the pioneer merchants. Natural 
resources were converted into wealth and with it 
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the buying ever increasing volume. Growth—ex. 
pansion and improvement were the compelling 
motives of the time. Goods flowed through the 
processes of manufacture in response to insistent 
demand. Industry overtook market, but its im- 
petus carried it on. It kept growing, expanding 
and improving. 

When demand became sluggish it was @time. 
lated by the pressure of selling. Novelties were 
produced and new demands were created. There 
seemed no limit to the potential capacity of mar- 
kets. More and more people engaged in manu- 
facture and an ever greater number entered the 
field of merchandising. 

Competition was the order of the day and the 
spirit of the age was: “Let the best man win.” 

SELL—SELL—SELL was the urge. Price ad- 
vantage was in large orders. Economy of manu- 
facture lay in mass production. 

And then one day—the maximum capacity of 
market was reached and surpassed. The retailer 
was over-stocked, idle merchandise on the shelves 
constituted a dam across the channel of distri- 
bution. 

Inactive stocks accumulated a constantly in- 
creasing burden of rent, interest, insurance, taxes, 
distribution and obsolescense. 

Industry was flooded with material and com- 
merce was submerged with goods. 

There could be no production because markets 
were satiated. Idle workers could not buy. With- 
out purchasers, stocks could not be moved. 

“Sacrifice sale—slash prices—move goods” was 
the cry of the moment. 

Gradually as shoes wore out new ones were 
bought out of limited resources. Slowly stocks be- 
gan to melt. After a time stocks needed to be re- 
plenished and workers were called back to their 
machines. Wages were buying power. Retailers 
bought and manufacturers produced. Again busi- 
ness was in full swing. 

New conveniences—comforts and luxuries were 
created and consumers distributed their income 
over a great variety of goods. 

Living became complex. A new age had arrived. 
Incomes would not suffice. Wages rose and prices 
advanced. 

“High Cost of Living” was the universal topic. 
Then came the war and its unlimited demand, 
with consequent expansion. Peace and relaxation 
came and was attended by riotous spending—and 
lavish buying. Production was again a problem. 
Demand called for maximum speed. But “over 
night” the whole process was in reverse. 

Cancellations multiplied because the market 
was glutted. Loss. and liquidation were general 
and unemployment: ant’ under-consumption af- 
fected every"industry. 
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Then came a new start. Hand-to-mouth buying 
—purchasing minimum stocks and rapid turnover 
became the established practice. 

The retailer declined to anticipate markets. We 
had passed the period of exploitation and inflation 
and once more we began to look to the balancing 
of production and consumption. 

We now observe the deflation of over-capacity 
to produce, and bend our energies to the stabiliza- 
tion of industry and commerce. 

We are beginning to think in trems of “Meas- 
ured Market” and a suction of demand that will 
draw goods through the channels of distribution 
and materials through the process of manufac- 
ture, in a steady, orderly flow. 

We are looking for economies in production and 
distribution in response to the universal demand 
for the elimination of waste. 





Will ‘‘Summerweights’”’ 
Continue? 


OW is the time to measure the value of a 
style and see about its possibilities for next 
summer—did the lightweight oxford establish 
itself as a permanent summer type of shoe? What 
success did you have with it? These questions 
come to mind with the criticism made on light- 
weight shoes for men by “Men’s Wear.” 

This masculine publication said: 

“Again it has been demonstrated that the cus- 
tomer is king. That the manufacturer proposes 
and the consumer disposes is revealed in the re- 
marks of New York shoe retailers who assert that 
the shoe industry’s endeavor to put over thin soled 
footwear for men in order to differentiate between 
summer and winter footwear has not met with 
the hoped-for success. Individuals connected with 
some of the representative high grade shoe shops 
and departments affirm that early in the summer 
and spring quite a number of customers were will- 
ing to listen to the logic that the brogued, heavy 
soled shoes, such as had been affected by college 
men and others all winter, were neither appro- 
priate nor comfortable for summer wear. These 
customers have been coming in to buy more shoes 
and excepting for dress shoes invariably they 
have gone back to the thick soled specimens they 
wore before they listened to the lure of the light- 
weight.” 

A keen stylist made a survey of New York 
stores for us on the lightweight shoe. He found 
that in the high grade stores the summerweight 
shoe sold freely to men above forty years of age 
in May, June, July and August and with proper 
presentation had a place in selling the year around. 

In the popular grade shoes a remarkable de- 
mand for lightweight dressier shoes by the danc- 
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ing boys—the new Charleston can’t be danced in, 


clogs. This dance influence on footwear weights 


is important because it’s a case of dancing noon, 
night and morning and it isn’t with dress or 
Tuxedo attire. 

The volume wasn’t to be expected the first year 
but there is a future in the lightweights. What we 
would like is merchant-opinion on what the future 
holds for the summerweight shoes. Will you please 
tell us? 


Will Ring Bells No More 


FIRM that sold shoes from house-to-house 

has closed its doors. Its canvassers will ring 
bells no more. Competition of regular retailers has 
proven too much for it. The stores offer more 
styles, and better fitting, than did the canvassers, 
and next clinched the matter by getting prices 
down lower than those quoted by canvassers. 

It happens that this particular house-to-house 
firm had its canvassers mostly in the northerly 
section of the country, where the snow comes 
down in winter. The canvassers were not so keen 
about tramping from house-to-house in stormy 
winter weather. Besides, they had no rubbers to 
sell, and their customers wanted rubbers, as well 
as shoes, and they went to the regular shoe stores 
and got their rubbers.and their shoes. 








The Future Is Southward 


HE southern market is going to get stronger. 

For while these states have been experiencing 
hard times over the past few years, they have 
been learning a lesson and profiting by it. Tem- 
porary prosperity will not blind them. In the first 
place, they are practicing crop diversification. 
Georgia, for instance is raising loads more tobacco 
and offsetting some cotton losses. Mississippi has 
started to raise strawberries and peaches and 
finds it pays. Dairying is becoming increasingly 
important through these sections. 

Then there is a cry for manufacturing industry 
in the south and the cry is being heard. Mill after 
mill and factory after factory are locating in 
southern cities. Building is going ahead at a great 
rate. One can almost feel the progress that is 
being made here—it ’s in the air. 

The South is beginning to realize that it has 
everything it needs right in its own back door 
yard, if it will take advantage of it. It has abun- 
dant raw materials, excellent transportation facili- 
ties and growing markets. 

Watch the South during the next few years and 
take advantage of its growth. It is just starting 
in—wait until it gets under way. It has the room 
to grow, the means to grow and the will to grow. 
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Next Week’s Shipment | 


The BooT AND SHOE RECORDER Has 
Prepared a Splendid Assortment 
of Useful, Valuable Material 
to Send to Its Subscribers 
August 29 
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Principal Details of the Cargo 


Item I—Do You Tell the Real Truth in 
Your Advertising? 


A thoroughly practical and highly interesting article on “The Truth In Adver- 
tising.” Do shoe ads lie? When? How Much? What is the Answer? “Read ’em 
and weep”—tells about the Better Business Bureau Work. In next week’s issue. 


Item II—Keeping Down Store' Selling Costs 
by Keeping Salesmen Busy 


Another excellent, practical contribution. Ideas on how to handle the peak of 
the day’s selling without loading your sales costs for the quiet hours. August 29th 
edition. 


Item II—Some Exceptional Window Displays 


Illustrations and descriptions of several “‘go-get-’em” windows; by the 
Bootery in . Valuable for every shoe store that has a display window 
or so. Watch for this next week. 


— Item IV—7% Spent in Advertising, Scattered—No 
Good; How to Spend Less and WIN 


First of a series of three very useful, timely, sensible articles on the true way to 
advertise a shoe store. By , (you'll find out who it is next week)—an 


expert on this subject. 





And all the Pertinent Trade News, of course. 
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Making Fitting the Foundation 
Of Good Business 


More Sizes—Fewer Lines 





. H. DU BEAU and 

Louis Olson both 

held responsible 
positions in retail shoe 
stores in Minneapolis for 
many years. Both had the 
same ideals of conducting a 
shoe store, so it was only 
natural that they should 
team up. That is how the 
“1D & O” Shoe Store came 
into existence two years 
ago. 

As the partners viewed 
the situation at the start, 
they felt that their venture 
would succeed if they could 
give extra good fitting serv- 
ice and extra personal at- 
tention to their customers. 
They felt that many sales 
were needlessly lost in a 
number of shoe stores by 
not carrying enough right 
sizes. Both are cranks on 
proper fitting. Length 
measurements are always 
taken when the customer is 
standing and shoes are 
fitted from the ball to the heel. If the customer does 
not wish to accept the “D & O” version of fitting, then 
they are not sold. 


A Range of 215 Sizes 


Practical application of the saying “More sizes and 
fewer lines,” made here. One style in women’s shoes, 
a black satin, block heel, is carried from 1 AA to size 
12, 9 wide,. This style carries a size range of 215 sizes, 
at one pair on a size, but of course many duplicates 
are carried on the good selling sizes. Every shoe in 
the house, avhether men’s, women’s or children’s, is 
made on ial measure last, carrying narrow heel 
fittings. i) “i 

") ' ® Built Around One Line 


The business on the women’s side has been built 
around the W. B. Coon line, over 7000 pairs of which 
make are sold annually. Mr. DuBeau claims his store 
to be the only one between Chicago and the Coast that 
features extreme sizes in a wide variety. The big, 
husky woman who wears size 10 to 12, is assured of 
a proper fitting shoe, regardless of the width she takes, 
in pretty shoes as well as the more staple styles. 








Underneath all is the fitting stool 


A letter was recently re- 
ceived from a woman in the 
northern part of the state, 
stating that she had heard 
of this store, and wondered 
if they could fit her. She 
wore size 12 AAAA, with a 
6 A heel. Three pairs were 
sent on approval, which she 
kept and paid for, and that 
did not represent the entire 
stock on that size either. 


Ten Men on the Floor 


The wisdom of the pol- 
icy of the house finds its 
answer in the fact that ten 
men are kept busy all day 
long selling shoes. Every 
one of these men has had 
at least fifteen years’ re- 
tail shoe experience. 

Both partners are on the 
floor selling during the 
busy part of the day. Con- 
sequently, they know and 
see everything that goes 
on. A detailed account of 
the business is kept, 
whereby the partners ascertain, each day, exactly 
where they stand. This record shows the inventory 
worth of the stock, cash on hand, cost of overhead, 
and amount of daily profits. With a check like this 
constantly in front of them, they are at all times 
to keep their fingers on the store’s pulse. One young 
lady, who acts as both bookkeeper and cashier, finds 
plenty of time to supply these details. 

Here is a case where more sizes and fewer styles 
means more sales and more profits. 











No Change in Management of the 
United Last Company 


In view of the fact that Mr. George C. Thomas has 
been appointed head of the Beverly Plant of the United 
Shoe Machinery Corporation, numerous inquiries have 
been received by the United Last Company as to 
whether Mr. Thomas would still continue as its Gen- 
eral Manager. 

We are glad to advise the trade that the manage- 
ment of the United Last Company will continue un- 
changed with Mr. Thomas at its head. 
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Fifty-fifty leather and crepe worn 
by golf champions in Scotland. 


Style show for salesmen with Ed. 
Hyde staging an International Shoe 
Co. feature. 


At bottom, style walks before 
the Petot organization, staged by 
MacLaughlin-Sweet bunch at Au- 
burn, Me. 


Arthur B. Butman, at Washing- 
ton, compares “flapper” footwear 
of the world. 


And Gimbel’s, New York, sells 
over 2,000 pairs of Raymond hose 
with this window. 
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Our girl champion, Helen Willis, 
gets the Essex Country Club bowl 
from Wallace Goodrich. 


Salt Lake City writes an invita- 
tion to its Round-Up on a branded 
cattle hide. 


Fred Appledorn of Appledorn 
Sons Co., Kalamazoo, with Joe 
Kalisky, of Thompson Bros. Co., 
catch a string of bass. 








And with summer outing flavor 
we show the Ground Gripper Shoe 
Co. organization lined up at Field- 
ston, Mass.—what a party. 
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New Styles for Fall Shown at 
St. Louis Pageant 


A Feature Show for Merchants 


HE St. Louis Fashion 
Pageant opened Tues- 
day night, August 4, at 
the Garden Theatre, on the 
fringe of St. Louis’ finest 
residential section to a wel- 
come from a gathering of re- 
tail merchants that filled the 
spacious theatre to its 3000 
seating capacity. The show 
ran every night except Sun- 
day until August 21. 

Aside from the pageantry 
portion of the program, 
which in itself surpassed any 
of the ten previous efforts, 
the display of women’s ap- 
parel from top to toe was a 
real Americanization of Paul 
Poiret and Jean Patou to say 
nothing of the building in 
this market of shoes that 
will set the pace in fashion- 
able footwear. 


High Lights—Spot-lighted 
Skirt lengths have not been shortened except in the 
case of evening gowns, and these are slightly lower 
than the just-below-the-knee measurement now. pre- 
vailing. Coats and gowns are cut to fit the figure, not 
too tightly, but easily, instead .of the hanging in 
straight lines. 


In footwear, the step-in effects continue to bask in - 


the limelight of prestige. There is some tendency to: 
raise the throat of the vamp and straighten the side » _ 
lines instead of dipping towards the arch as they have)” 


so persistently been doing on the D’Orsays. The plain ‘ 
pump effects are slightly trimmed and designers in 
their desire to create footwear with a fall freshness 
in the patterns have resorted to stitching (not con- 


trasted, however) and light contrasted trimmings of .* 


i 


narrow overlay strips around the collar and in some 
instances over the vamp. 


Slender One-Strap Predominates 


The other prevailing pattern is the slender one- 
strap. The front strap was shown on a few patterns 
and a very few revealed two- and three-strap front 
cut-out effects. 

A notable shift in the pump patterns, in which we 
include small tongue colonial effects, is the avalanche 
of ornaments that were displayed, much to the in- 
creased richness of the footwear shown. On black satin, 


‘5 


‘Y 


bie. 


rhinestones and satin buckles ~ 
were the mode. But on the | 
patterns of brown kid was . 
noted a decided trend toward | 
leather, bone and the newer 
notes of buckle styles in 
harmonious tones. On patent, ~ 
buckles of steel prevailed. 


Patent and Black Satin 
Again Lead 


Materials shown were pat- 
ent, black satin, brown kid, 
blond kid and a few shoes of 
brown satin, dark purple | 
velvet, the new iridescent 
patent, and tonal effects of 
brown suede. Of course for 
evening, silver and gold kid, © 
and both these colors in bro- 
cade were in evidence. 

Heels are elevated and the 
popular range is from 15/8 
to 17/8 of the spike type. 

The plainness of footwear 

throughout seems to add elegance to its appearance. 
Cut-outs have abrogated and in their place come de- 
signs that will add more grace and charm to the foot 
through’ simplenesg of pattern. 
Shoes for the pdgeant were made by the following: 
Ault-Williamson Shoe Co. 
Boyd-Welsh Shoe Co. 
Brauer Bros. Shoe Co. 
Brown Shoe Co. 
, Capitol Shoemakers, Inc. 
i Central Shoe Co. 
_+\° Chouteau Shoe Mfg. Co. 
ey Creel, Mauldin & Chambers 
‘ Endicott-Johnson Corp. 
,. Friedman-Shelby Branch 
’ Hamilton-Brown Shoe Co. 
Johansen Bros. Shoe Co. 
Johnson, Stephens & Shinkle Shoe Co. 
W. H. Lampe Shoe Co. 
McElroy-Sloan Shoe Co. 
The Moore Shoe Co. 
Pedigo-Weber Shoe Co. 
Peters Branch 
Rice-O’Neill Shoe Co. 
Roberts, Johnson & Rand Branch 
Samuels Shoe Co. 
Travaso Shoe Co. 
Tweedie Footwear Corp. 
Wohl ‘Shoe Co. 
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Crop and General Conditions Map 
As of July 20, 1925 








La Salle Extension University *" 





This is the original Douglas Condition Map, in use over thirty years for business purposes. The shadings reflect 

both actual prevailing conditions and the attitude in each section toward the immediate future. The Central 

West is cheered by the outlook for a great yield of corn; the South expects a large crop of cotton at remunera- 

tive figures. Dark spots west of the Mississippi show short-crop prospects from drought, while those east of 
the river reflect seasonal industrial dullness. 


Good Business Is Assured by 
Good Harvests 


By Archer Wall Douglas 


observers in all sections of the country lay stress 

upon the favorable outlook for fall business— 
provided the present promise of the crops will be ful- 
filled. Evidence of this feeling is seen in the better 
buying in June by both consumers and dealers, for 
there was a larger volume of distribution in June than 
in May. 

There is general realization that the annual harvest 
with its creation of new wealth is the one factor needed 
to give impetus to increased domestic demand and pro- 
duction, and to set the pace for all business during the 
coming fall. At the beginning of summer, the farmer 
finds his buying power much curtailed. 


(observers in als reports now in from many 


When Harvests Are on the Way 


It is another story when the harvests are well on the 
way and the farmer has in sight the returns from his 
products. Then he is inclined to take some chances on 
a favorable outlook, for most agricultural communities 





are given to doing some trading on “prospects.” 

The Government estimate, as of July 1, is for a 
yield of all wheat of 680,000,000 bushels, compared 
with a yield of 872,000,000 bushels in 1924. But prices 
are about 50 per cent higher than at this time last 
year. 

The Government estimate, as of July 1, is for a corn 
crop of 3,095,000,000 bushels, the second largest crop 
on record. The outlook now is for a growing increase 
in the hog population under the stimulus of high- 
priced pork and an abundant supply of corn. This 
means also correspondingly good times to the wide- 
spread packing business. 


Dairy and Live Stock Increases 


The dairy industry shows a slow but steady increase 
in the number of animals, save in the South, where 
the population of the herds fluctuates within narrow 
limits. Most dairy products are selling at remunerative 
(Continued on page 48) 
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Wisconsin Merchants Vote for 
Variety in Material 


Sell the Customer the Style, They Say, but 
Let Her Choose What It Shall Be Made of 


The tenth annual 
convention of the 
Wisconsin Shoe Re- 
tailers’ Associa- 
tion, held in Green 
Bay, August 11 and 
12, was one of the 
best ever held by 
the association, the 
proceedings being 
notable, particu- 
larly for the wealth 
of real merchandis- 
ing “dope” which 
came through the 
open forum discus- 
sions. 


One of the best 
_ of the many good 
suggestions was 
that made during a 
discussion of styles, 
led by Harry Bal- 
landan of Beloit on 
the second morning of the convention. In effect this 
was that the women’s shoe business could best be 
stimulated by selling the woman on a particular last 
and pattern but allowing her the widest possible lati- 
tude in her choice of materials. 


On the subject of men’s styles it was agreed that 
the lightweight shoes are correct for men in summer 
but that the lightweight idea had been born a little 
too late to reap the full measure of its reward this 
season. It was also agreed to feature the heavier weight 
soles for late fall and winter, thus making it easier, 
when next spring comes, to make the switch back again 
to the lighter weights. Tan shoes, it was said, would 
sell well up to the last part of October and probably to 
some extent even later than that. 


CHARLES N. CODY 
Antigo, Wisconsin, merchant, 
elected president of the Wiscon- 
sin Shoe Retailers’ Association. 


Careful Fitting a Necessity 


On the same day was another memorable address, 
this one by S. J. Brouwer of Milwaukee, on the respon- 
sibility of correct fitting. 

“What the merchants need today,” he said, “is to 
study their lasts, to get scientific and accurate knowl- 
edge of the anatomical structure of the foot.. We 
need more facts and fewer guesses. We need 
conscientious interest in the honorable and serious 
responsibility which is ours. On us depends a great 


part of the health of the children in our communities. 
We should encourage as much interest in the hygiene 
of the foot as we do in all other parts of the body. It 
is a pity that this side of the shoe business is so 
unpopular among shoemen. 


Many Shoes Fitted Short 


“In a recent investigation among kindergarten chil- 
dren it was found that sixty-three per cent were wear- 
ing broad toed shoes that were much too short. Among 
two hundred and eighty-nine children between the ages 
of 12 and 16 that were examined at another time it 
was found that fifty-eight per cent were wearing shoes 
too short. Among the internes and nurses in a large 
hospital sixty-two per cent were found to be wearing 
shoes which were too short. 

“Are we, as shoe men, in our anxiety to make sales, 
forgetting that we have another duty besides selling 
shoes? It is worth considering and it is high time that 
we did consider it.” 


How to Visualize Values 


President Sager presided at all sessions of the con- 
vention, opening the convention Tuesday afternoon, 
following which there was an address of welcome by 
Judge Henry Graas of Green Bay. 

The first formal merchandising address of the con- 
vention was that of Richard Malia, secretary of the 
Green Bay Chamber of Commerce who stressed the 
importance from a sales standpoint of the store’s 
appearance. Fully twenty-five per cent of the sales pos- 
sibilities of any store, he declared, will be found in the 
proper display and appearance of the merchandise. 
This science of display, he pointed out, was a logical 
development of the methods used in the earliest annals 
of merchandising, when the most successful man was 
he who succeeded best in visualizing the worth of his 
wares. 

Runway Style Show 


Tuesday evening was given over to a runway style 
show with ten models, each one appearing in three 
different costumes. Of the thirty types of shoes shown 
at least half were in patent or satin, the balance being 
divided among fancy trimmed kids, some velvet and 
suede and a scattering of other materials. 

The feature of the Wednesday morning session was 
an address by George M. Spangler of the National 
Shoe Retailers’ Association who reviewed what the 
national association has done and plans to do for its 
membership and urged particularly that the insurance 
branch of the association activities be wholeheartedly 
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supported. A resolu- 
tion to this effect 
later was adopted. 


Cody Made 
President 


Officers elected 
were as follows: 

President, Charles 
N. Cody, . Antigo; 
first vice - president, 
kK. Mayer, Water- 
town; second vice- 
president, Harry 
Lucas, Milwaukee; 
secretary and treas- 
urer, Joe Langen- 
berg, Appleton. Di- 
rectors for’ three 
years—John Geisin- 
ger, Milwaukee; C. 
J. Ruel, Green Bay, 
and B. J. Friedl, 
Antigo. A. Strauss, 
of LaCrosse, was elected a director for one year. It 
was voted to hold next year’s convention in Merrill, 
Wisconsin. 


Ring the Bell—Fall Is Profit Time 


(Continued from page 37) 


A week or so after a customer has returned home 
send a letter something like this: 


Dear Madam: 

It was a pleasure to have the opportunity of 
supplying you with shoes during your stay 
in Blanktown. We are wondering how your 
purchase pleased you after returning home. 

We want you now for a steady customer. 

You may order by mail if you cannot, call 
yourself and receive expert and careful atten- 
tion, you know. 

If there should be anything about your 
shoes you did not like we will only be too glad 
to make it good. 

Sincerely yours, 

Nor are the townspeople to be forgotten in the bid 
for business. They are as much interested as the visi- 
tors. Plan your advertising to tie up with local in- 
terest. When the next fair, carnival or convention is 
announced, place a little item like this in your copy 
to the local paper: if it is a Legion Carnival, “John 
Paul Jones Post annual carnival next Saturday. Every- 
body out.” It is not much, but it shows a little thought 
for the other fellow. 


Open in Carnival Week 


Remember at this time the whole town is filled with 
the carnival spirit and you, too, must be filled with it. 

Reverting to a previous statement of having prizes 
in your windows: Build up your window display 
around the spirit of the fete, suggesting new shoes 
to wear. 

Then, again, your local customers have more time 





An effective style show was a feature of the Wisconsin convention. 


BOOT AND SHOE RECORDER 


to shop than the visi- 
tors. An advertise- 
ment stating: the 
coming carnival, 
(convention, etc.), 
will bring many peo- 
ple hurrying to ob- 
tain their new fall 
models. We advise 
you to come and 
choose yours while 
the selection is good 
and it can be done 
without haste and 
worry. 
. As’ the day ap- 
proaches for the big 
event an dvertise- 
ment telling: Only 
days before 

Che 320: . get here. 
They will take over 
the city. Choose your 
néw. fall footwear 
while it is yet possible without haste and incon- 
venience. ye ty 

Fall offers a big opportunity for. broadening the 
field of operations. The procedure is simpie enough; 
aggressiveness is the main requisite. 





No Throats Are Cut in the Town of 
Howell, Michigan 


(Continued from page 35) 
children of today are the customers of tomorrow. So 
every child that makes a purchase in the store is given 
a remembrance of some sort bearing the name of the 
store—a pad, pencil, ruler or something along this 
line. This spring, every boy who was outfitted here 
was given a baseball. 


These same tactics are used to win the high school 
trade. Either Mr. Newcomb or Mr. Monroe attends 
every athletic contest in town and mixes with the boys. 
They provide the shoes for the various teams and see 
to it that they are satisfactory. This year they offered 
2 pair of shoes to the first man on the Howell team who 
knocked a home run. This bit of advertising was not 
effective until the last game of the season. 

The winner of the local golf tournament receives a 
pair of shoes from this store as a prize. And so the 
name is ever being put before various groups in town. 

Realizing that advertising is wasted without some- 
thing to back it up, as much attention is paid to the 
store and the stock as to the customers. The window 
displays are changed once a week. The interior of the 
store is always kept very neat and has several attrac- 
tive advertising cards on display. The buying is done 
from very few houses and odds and ends are elimi- 
nated or rather never appear. This is also a partial 
explanation of the high turnover enjoyed by the store. 
Another explanation, according to Mr. Monroe, is the 
fact that he has been a devoted reader of the Boor 
AND SHOE ReEcorpDER for fifteen years. 
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Twin Stars in Style 


One a Maker, the Other a Seller of Hand-Made Turns 


New York—William Goldstein, Shoes, Inc., in the 
creation of women’s fine bench-made turns, carries on 
the high style game under the twin leadership of Wil- 


liam Goldstein and 
Frank B. King. 
The factory is 
at 127 Spring 
street, with Wil- 
liam Goldstein, 
founder of the busi- 
ness and president, 
in charge. Its west- 
ern office is at 22 
Quincy street, Chi- 
cago, with Frank 
B. King, vice-presi- 
dent, in charge. 

William Gold- 
stein established 
this business in 
1912. In 1914, en- 
larged quarters 
were necessary. In 
the spring of 1921, 

a still larger plant WILLIAM GOLDSTEIN 
was required. With p,esident of William Goldstein, 
the incorporation Shoes, Inc. 

of his business, and 

his association in 
the corporation 
with Frank B. 
King, shoe sales- 
man and_ stylist, 
the policy of the 
house will be for 
greater general im- 
provement rather 
than increased pro- 
duction: 

Frank B. King, 
the new vice-presi- 
dent, is one of the 
best known men in 
the shoe selling 
and merchandising 
fraternity. For 18 
years, Mr. King 
represented John J. 
Lattemann Shoe 
Mfg. Co., Inc., in 
the Middle West. 
For the past year 
and a half, he has represented William Goldstein in 
the same territory. In his new capacity, Mr. King will 
assume responsibility for the sales of the product of 
his house in the entire country, except New York 
and Philadelphia. He was president of the National 
Shoe Travelers’ Association in 1922 and has been for 
many years chairman of the shoe travelers’ group in 
the Allied Trades Styles Conference. 


FRANK B. KING 
Stylist and vice-president 
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Good Business Is Assured by Good 
Harvests 
(Continued from page 45) 

prices. This industry offers the best example of stabili- 
zation in output and in prices of any agricultural pur- 
suit. Its prosperity stimulates the manufacture of 
numerous dairy implements and accessories, and the 
erection of silos, consuming annually a large. tonnage 
of cement, steel, and wood. This latter feature is espe- 
cially notable in Wisconsin, where 85,000 silos are now 
operating and are being added to at the rate of 5,000 
a year. 

Prices of live stock continue to rise, although their 
numbers are still too few for well-balanced conditions. 


A Bumper Cotton Crop Is Forecast 


The Government forecast of July 1 for 14,339,000 
bales of cotton indicates the third largest crop of rec- 
ord, and the largest acreage up to this time. The cotton 
crop of 1924 was the largest in ten years, and the com- 
ing crop will apparently. be at least as large, for the 
estimated output is 700,000 bales larger than last 
year’s crop. 

The story of wool is almost a duplicate of that of 
cotton—with dullness in the early spring and higher 
prices for the raw material in June accompanying 
better demand for wool cloths. 

There is no let-up in the activity of the silk industry, 
which was very active in the spring when other tex- 
tiles were dull. This early activity was followed by 
higher prices, but without decreasing the volume of 
business, especially in rayon. 


Last Call for New England Golf 
Tournament 


Boston—A large number of entries have been re- 
ceived for the first annual golf tournament of the 
New England Shoe and Leather Golf Association. 
This event will take place at the Wollaston Golf 
Club next Tuesday, August 25. Any one connected 
with any branch of the shoe, leather and allied indus- 
tries, is eligible to enter the tournament, which will 
continue throughout the entire day. 

The competition will be at 18 holes handicap, 
medal play. There will be many prizes for best gross 
and net scores, as follows: 

Championship cup for best gross score; to be held 
by winner for one year when it will again be placed 
in competition. 

Best gross (championship cup) ; second best gross; 
six best net scores; best selected nine holes; best 
first nine gross; best second nine gross; best shoe 
trade gross score; best leather trade gross score; 

Best gross (championship cup); second best gross; 
announced. 

Through the courtesy of the Wollaston Golf Club 
the entrants may secure lunches a la carte and 
special, at the clubhouse, all day. 

Send entries, with fee, to Everit B. Terhune, Treas- 
urer, 207 South St., Boston, Mass. Post entries will 
be accepted. 
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Shoes Courtesy 
THE JULIAN & KOKENGE CO, 
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TCHAD cL I? 
ADEWELL 


Doing One Thing Well 


By concentrating our entire styling, 
buying, and manufacturing energies 
on $5.00 Retailers, * we are enabled to 
produce values which frequently sur- 
prise the most experienced buyers. 


Since its inception, almost a year 
ago, this business has not known a 
slack moment. Marked loyalty on the 
part of our customers has resulted in 
constantly mounting sales.—All of 
which justifies the experienced plans 
of the founders. 











*Sold in cases 
of 36 pairs on 
a width 





Selling freely 
in Black Ooze, 





MITCHELL-WELCHSHOECO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 




















Women Now Expect T heir Shoes 
to be Harmoniously 
Lined With Kid 


for lin ings 
VANS “PEACOCK COLOR” 
] ot By) LININGS—are made on a 
W H I E straight Goatskin—are drum 
colored—are dyed through and 


CHAMPAGNE through. 


p E A Pa | They are made to blend with and 


also protect the delicately colored 
. a hosiery from staining by crocking. 
GRAY 1 wd be . 


They are all‘““EVANS LEATHERS” 


2 IE | D MOUS SF- and, as such, are made to help every 


user gain a reputation for leather 


Al 9 P, ICOT value, beauty and service inside the 


shoe as well as out. 


Peacock Colors 


We Invite You to Make Them Your 
Standard Linings 


JOHN R. EVANS & COMPANY 


CAMDEN, N. J. 
(Branches In All Principal Shoe Centers) 


tandardize on , 
Evans Brands 


cCvans 





When writing to advertisers please mention Boot anv Suor Recorver 
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protect the 
delicately 
shaded hose 
of present 
fashion 


Seats 


ASNSAYUGEARSOSERGNANSGA ENGAGE 





When writing to advertisers please mention Boot AND SHor RecorDER 
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USKIDE Soles will make 
Your Store Headquarters 
for Heavy Service Shoes 


¥ 


Trade Mark 
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HE hard workers in your community are the men 
who can make your shoe business pay big profits 
year after year. 

But these men demand shoes that will stand all the 
hard knocks that come in the day’s work. 

They want solesthat will give morethan ordinary wear 
—that keep their feet dry and comfortable all day long. 

You can give them just what they want with 
USKIDE Soled shoes. 

USKIDE, the wonder sole for wear. The sole that 
has given a new reputation to hundreds of makes of 
work shoes. 

Feature shoes with USKIDE Soles. These famous 
soles will help you sell the shoes. 

Once the hard workers of your community know that you sell 
shoes that give the service that USKIDE insures, you will find 
more and more customers coming to you for heavy service shoes. 


Your store will be Headquarters for shoes that make the ing the facts about USKIDE to millions. They 
working man’s dollar go further. are told to patronize the dealer who is giving 


Specify USKIDE and be sure that you get genuine USKIDE. The more value for the money with USKIDE. 
name USKIDE is embossed on the sole. The wonders Gf, Sprayed. Riabber used in 


United States Rubber Company “U.S.” Spring-Step Heels are also being told 


in a forceful way. Give your customers the 
1790 Broadway New York advantage of this better heel to walk on. 
Sole and Heel Stocks in our following branches: 
Boston Chicago New Orleans New York *Cincinnati 
St. Louis Pittsburgh Portland, Ore. Los Angeles San Francisco 
* Stock for shee manufacturers only 


USKIDE Soles 


When writing to advertisers please mention Boot anv Suoz Recorper 


Nation-wide newspaper advertising is spread- 
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Build School Trade on Canvas 
Rubber-Soled Shoes 


seller to school children. It 
pays to cultivate the boys and girls 
in the wearing of this light weight 
and durable footwear. Its inexpen- 
sive feature is a big selling factor. 
Some merchants may hesitate about 
making calls on the principals of 
high and grammar schools in their 
towns for the outfitting of feet for 
gymnasium work, now one of the 
strong features of even the smallest 
town’s educational curriculum. 

It is not too early now to call on 
your local school committee, if the 
school principals are not available. 
School will open in a few weeks. In 
addition to the gym there are the 
baseball, football and tennis games, 
which will continue until the snow 
flies. 

Just because, in the past, some 
merchants have neglected’ the 
school-children possibilities of can- 
vas rubber-soled footwear, there is 


ANVAS, rubber-soled foot- 
wear can be made a volume 


no reason why they should not com- 
mence at once to “cash in.” 

Make a personal call on the schoo! 
principals of your town. Make it 
known that you have the same type 
of shoes or better—and more to the 
point—in all the required widths 
and sizes in stock—that the sport- 
ing goods houses have. That where- 
as, the sporting goods house may be 
located in some city hundreds of 
miles away, the retail shoe man is 
located in the same city, and that 
he does not have to take measure- 
ments and then keep the classes 
waiting several weeks, that if the 
children will come to his store they 
can be measured and fitted that 
very day—no long waits and the 
schools will be patronizing “home 
industry.” 

A salesman covering New Eng- 
land for a rubber house stated re- 
cently, “I had oft begged and be- 
sought one of my customers to ‘go 
after’ the local high school for a 


gymnasium order on canvas rubber- 
soled shoes. The merchant hesi- 
tated, he did not think that there 
was any use in doing so; he waited 
for the children to come to him. 
Several weeks elapsed, and then one 
day a salesman from a well-known 
sporting goods house visited the 
schoo!, measured the children’s feet 
and took an order for 1,000 pairs 
of rubber-soled canvas shoes. These 
were not for quick deliveries, either. 
Result—1,000 pairs of rubber-soled 
canvas shoes sold by an out-of-town 
sporting goods house which this 
merchant might just as well have 
sold.” 

As we have so often stated—win- 
dow trims are one of the big factors 
in getting more rubber-soled canvas 
footwear sold right. We are describ- 
ing the window of the first prize 
winner of $200 in the recent Keds’ 
Window Display Contest. This prize 
was awarded to Joseph Horne Co., 
of Pittsburgh. 
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The best is the cheapest in the long run. 
This also applies to Work Shoes. 


Your customers will find that it is true 
economy to buy Murphy Moccasin Toe 
Work Shoes. 


We have spe- 


ing boots for 
ever twenty 


WRITE FOR IN-STOCK 
CATALOGUE 


OO 


Terms, 2/20 Net 30 Days 


F. 0. B. Boston No. 1630 


No. 1630—16-inch, cut from finest black water- 
proofed, Uskide sole, white storm welt around 
heel, Cadet last Wieelligiciciat covevene 6,00 
1632—16-inch tan Stormtan upper, bs 7 

coveeee 5.25 


No. 500 


No. 500—Black water-proof upper, Gleasonite or 
Cordwear sole, full white welt around heel, Cadet 
last. Sizes 5 to 12 

No. 3330—Fine black water-proofed elk, 
sole, Cadet last. In stock 

No. 3350—Genuine water-proof upper, natural 
leather storm welt, Uskide sole : $4.25 


J.D. Murphy Shoe Co. 


Here's a Store Customers Find Easily 
Both Day and Night 


that is best in the art of elec- 
trical advertising. Flexlume 


No. 


sole, Goodyear welt, Munson last ... ‘ 

1231—12-inch chocolate elk upper, 
full white storm welt around heel, 
enced . ‘ SES saionaniak ae 


Natick, Mass. 


$3.75 
Uskide 
$4.00 Uskide 
unson 


No. 
sole, 


last 


























See how bold this shoe store 
sign is. It is readily seen and 


easily read though surrounded 
by many other things competing 
for attention. No trouble picking 
out this store on this busy street 
with the Flexlume electric sign, 
emphasizing its location. 

Flexlume will make your store 
front “reach out” and get more 
business, too. It will give your 
store personality. It embodies all 


gives the impression of high 
quality, good taste, refinement 
and success that means so much 
to your business. 

Write today for literature and 
photoprints showing Flexlume 
working day and nig t for other 
shoe stores, and information as 
to how it can profitably serve 
you. 


We also build exposed lamp and other types of elec- 
tric signs for those who prefer or require them. 


FLEXLUME CORPORATION 
1220 Military Road, Buffalo, N. Y. 


Phone: “‘Flexlume” 
All Principal Cities 


Factories also at 
Detroit, Los Angeles, 
Oakland, Calif., and 

Toronto, Can. 








When writing to advertisers please mention Boor AND Suor RecorpEr 
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Travelers Report Women’s Shoes Bring Good Prices 


the N. S. T. A. headquarters 

state that it is interesting to 
note that retail shoe merchants find 
no trouble in getting $10, $11 and 
$12 for women’s meritorious shoes 
—shoes that combine style and good 
fitting features, that the feminine 
portion of the community is not 
price “quibbling” over the new fall 
models in the required last and pat- 
terns. As to pattern, the plain 
pump, buckle ornamented, in patent 
leather and satin, is a favorite, with 
straps second, and brown shades 
showing more interest, as the sea- 
son progresses. Plain patterns, with 
elegance of line, are the most 
popular. 


Ste travelers reporting at 


Travelers report that during 


their calls on the retail shoe trade 
in July and August, they have 
found many of the big buyers away 
on their vacations and state that 
some have queried the advantage of 
taking long trips during the sum- 
mer months; when so many of the 
men who place orders are absent, 
either in the various markets, com- 
bining business with pleasure, or 
simply “vacationizing.” 


Brauer Bros. Sales Contest 


The result of the salesmen’s con- 
test conducted during May and 
June, by Brauer Bros. Shoe Co., St. 
Louis, was recently announced. New 
high sales records were established 
by practically every one of the 
salesmen and consequently the fac- 
tory has been running and will con- 
tinue to run, at full capacity for 
some time. 

Two individual prizes and two 
team prizes were offered. The first 
individual prize was a gold watch 
and chain valued at $100, the sec- 


ond individual prize was a genuine 
leather traveling bag valued at $50. 
The first team prize was $250 in 
cash and the second team prize $100 
in cash. 


The Prize Winners 


Joe Gordon was the winner of the 
first individual prize and was also 
captain of the team winning second 
prize. He travels Michigan and In- 


JOE GORDON 


Who won first honors in the 

Brauer Bros. Shee Co.’s sales- 

men’s contest. He _ travels 
Michigan and Indiana. 


diana and his customers gave him 
loyal support. 

J. W. Kurtzman, of the Pacific 
Coast territory, won second indi- 
vidual prize, losing first prize by 
about one per cent. Kurtzman has 
a host of friends in the retail shoe 
trade on the Pacific Coast and is 
one of the most successful sales- 
men in this territory. 

Mare Gautiere, who travels Ohio 
and Pennsylvania, captained the 
team winning first team prize and 
it was largely due to his personal 
efforts that his team won. 

The contest developed keen com- 


petition among the salesmen, every 
man was “on his toes” from the 
start and the big increase in “Para- 
dise” Shoe orders, during a nor- 
mally quiet period, was highly 
satisfactory to Brauer Bros. as 
well as to the salesmen. 


Stephen Putney Sales 
Conference 


A number of representatives of 
the Stephen Putney Shoe Co., of 
Richmond, Va., held a sales and 
merchandising conference at the 
Robert Fulton Hotel in Atlanta re- 
cently, and formed plans for an in- 
tensive sales campaign in Georgia 
to boost the sale of the Stephen 
Putney lines in this state. H. L. 
Threadcraft, general salesmanager 
of the company; J. G. Addy, who 
recently became Georgia division 
sales manager; S. P. Cannon, J. M. 
Wilhete and R. E. Davis, Jr., were 
among those who attended the con- 
ference. The Richmond concern, it 
was stated at the conference, will 
this year observe its 108th anniver- 
sary. 


Riesenberger On Road Soon 


“Every unit of the Wolf & Peck 
factory, Cincinnati, is busy turn- 
ing out shoes at present, and will 
probably be for some time,” says 
E. W. (Manie) Peck, of the Ries- 
enberger, Wolf & Peck Co. Although 
our men are off the road now, or- 
ders are coming in at a very good 
rate. We are especially busy at 
present building a new line of sam- 
ples, and these will make up the 
new fall lines which our salesmen 
will have with them when they 
leave for their respective territories 
early in September. 
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36 inches wide and supplied in four different 
qualities to meet all the requirements of the 
trade. All desirable shades in stock. 


NEXT to style, wearing quality is the 
most important}consideration in 
shoes. If your satin shoes are made of 


. s/ Skinner’s Shoe Satin, your customers 
I nN nN eC T° S will know the wearing quality is there. 

Sh S — WILLIAM SKINNER & SONS 
oe a tl n — vss ttatyuhe, Mass. vr iapeaiihdiber anes” pas 


The world’s largest manufacturers of 
Shoe Satin. 








SELVAGE 








2, 1925 
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Good Fall Orders 


William F. Schoell, secre- 
tary and treasurer of the 
Philadelphia Shoe Travelers’ 
Association, reports that or- 
ders for fall footwear have 
been fairly well placed. The 
bulk of the demand was for 
black with patent leather, 
satins, glazed kid and velvet, 
leading the procession of 
popular materials. There has, 
so far, been no demand for 
colors, though it may come 
later on. There has likewise 
been virtually no call for com- 
binations. In patterns the 
dominant feature of the fall 
buying was buckled Colonials. 
One-straps were also popular 
and there was considerable 
demand for Regents and 
D’Orsays. There was not much 
call for leather trimming, the 
principal ornamentation being 
buckles. 











Mayer Holds Sales 
Convention 


All of the salesmen for the 
F. Mayer Boot & Shoe Company 
convened for four days of last week 
to attend the annual sales conven- 
tion of that company. The general 
comment from salesmen, foremen 
and executives of the company 
proved this one of the best sales 
gatherings the company has ever 
had. 

The banquet was held in the com- 
pany’s cafeteria, the cooking being 
done by the regular kitchen force 
under the supervision of the regu- 
lar chef. Regular company wait- 
resses waited on the tables, and 
music was furnished by the com- 
pany orchestra. The banquet, even 
to these fine details, was strictly a 
Mayer proposition. 

E. B. Earhardt, of the Robert H. 
Foerderer Company, of Philadel- 
phia, spoke on the first day of the 
convention. Ed Barnes, of the Cur- 
tis Publishing Company, also spoke. 
Most of the talking after that was 
done by D. L. Sawyer who is credit 
manager, W. W. Kiss who is sales 
manager, and George F. Mayer, 
general manager of the company. 


Marlin Travels Louisiana 


S. S. Marlin was introduced as 
the new representative for Louisi- 
ana. A. Castanedo is to be a new 


Tepresentative in Southern Texas, . 


~ WILLIAM T. GAUL 


Who represents C. A. Grosvenor Shoe Co. 
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Gaul with Grosvenor 


William T. Gaul, who for 
the past 12 years has been 
identified with the felt slipper 
industry, is now with the 
C. A. Grosvenor Shoe Co., of 
Worcester, Mass. Mr. Gaul is 
very well known to the trade, 
who wish him success in his 
new connection. He is acting 
in the capacity of direct fac- 
tory representative to the 
wholesale trade and volume 
buyers. He is also devoting 
considerable time todeveloping 
new styles at the Grosvenor’s 
factories in Worcester and 
Oxford, Mass. Mr. Gaul in- 
tends making his fall trip late 
in October. 





C. C. Crockett is to travel Southern 
Illinois and Southern Indiana, R. R. 
Berry was introduced as assistant 
to J. C. Kinsey who travels the 
state of Nebraska. A. P. Hereford 
is another addition to the sales 
force and will travel in Montana, 
Wyoming and Utah. 


Kinsey Honor Salesman 


J. C. Kinsey was presented with 
a $20 gold piece for occupying first 
position on the sales list. The Ne- 
braska representative has been 
among the leaders during the en- 
tire past season. Gladstone bags 
were presented to the following 
men for their standing in volume 
for the season: Paul F. Becker, 
Wisconsin; Herbert W. Dixon, Wis- 
consin; F. M. Schnurr, Milwaukee; 
J. E. W. Prescott, Eastern Iowa; 
W. F. Tritchler, North Dakota, and 
F. B. Mixter, Michigan. 





Rochester Boys Plan 
Convention Frolic 


The Rochester Association 
of Traveling Shoe Salesmen is 
planning to entertain visitors 
at the annual convention of 
the New York State Retail 
Shoe Dealers’ Association. 
This entertainment will take 
the form of a picnic and frolic 
at Newport on Tuesday eve- 
ning, September 15. The fun 
features will be in charge of 
the shoe travelers. Secretary 
Clark B. Rowley promises “a 
réal old-fashioned, good time” 
for every convention visitor. 











Weiner Sells Golo Sandals 


B. G. Weiner, the southern rep- 
resentative of the Golo Slipper 
Company, recently left New York 
on an extensive trip, with the com- 
plete lines of the Golo Slipper Co. 

His start was somewhat delayed 
in anticipation of the return from 
Europe of A. Heilbrunn, president 
of the Company. Mr. Heilbrunn 
spent the summer investigating the 
various European markets to ob- 
tain both improved and new mer- 
chandise to offer to the American 
trade. 

Mr. Weiner says: “I will show 
for immediate and winter delivery 
the famous ‘Deauville’ and ‘La 
Riviera’ sandals as well as a com- 
plete line of house and bedroom 
slippers in which will be incorpo- 
rated a number of beautiful new 
creations of mules and D’Orsays, 
which are being made by one of the 
leading French stylists especially 
for the Golo Slipper Company. In 
addition to this, I will also have 
with me many new novelty shoes 
of the Deauville and La Riviera 
lines for spring business. Both of 
these sandals have been so tremen- 
dously improved as a result of Mr. 
Heilbrunn’s visit to the European 
factories, that there is no doubt 
but that my trade will be very glad 
to see them.” 


Southeast’s Business Good 


Traveling salesmen for Atlanta 
jobbing houses report that mer- 
chants in the Southeast, in both 
the larger cities and smaller towns, 
are enjoying extra good business 
this summer, and have been doing 
so for a month or two past. 
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| Why it’s a _ 
year-round seller 
ECAUSE sport is America’s great 


all-year pastime! 


Because compulsory physical train- 
ing demands shoes like these! 


Because every boy loves em, wants 
*em — and wears ’em out! He plays 


all year! 
Because their much higher quality 


makes them almost self-selling! 


Because dealers make so much 
profit on the quick turn-overs that it 


pays them to push them! 


Only HOOD Canvas Shoes 
can have this. tougher, 
stronger, springier, longer- Hoop Russer Propucts Company, Inc, 
wearing sole. Made of crepe Watertown, Massachusetts 

rubber wear-proofed and 

toughened—as iron is 

toughened into steel—by 

heat treatment. 





BETTER RUBBER PRODUCTS SINCE [1896 
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FRANCIS S. CUTTING 
72 Lincoln St., Boston 


Francis S. Cutting, with sales 
office at 72 Lincoln street, Boston, is 
well known to a wide circle of buy- 
ers. Mr. Cutting is a familiar figure 
“On the Street” of the “Hub.” He 
has sold the wholesale trade for 
over a quarter of a century. He is 
“professionally” known as a shoe 
broker. He carries misses’ and 
children’s McKays, men’s slippers 
in McKays and turns; infants’, 
boys’ and little gents’ medium- 
priced shoes; men’s and boys’ popu- 
lar-priced moccasins for work and 
sport, to the “case lot” trade. Many 
buyers making the Boston market 
“drop in” to see Mr. Cutting, as 
they say that they can always de- 
pend upon him to get them some 
good “bargains” direct from the 
factory. 


Urquhart Resides in Chicago 

L. K. Urquhart,’ who has re- 
cently become manager of the Chi- 
cago office of J. J. Grover’s Sons 
Co., of Lynn, is to make his home 
in Chicago. He will devote his en- 
tire time to his business in that 
section. He is moving his family 
from Lynn to Chicago. His office is 
in the Kesner building, at 5 North 
Wabash avenue. 


On Trips Soon 

W. L. Douglas Shoe Co. is pre- 
paring an extensive line of new 
samples of men’s and women’s welts 
for the trade. This concern, which 
employs about 30 traveling sales- 
men, covering every part of the 
United States, will inaugurate its 
coming season’s campaign early in 
September. 


CHARLES T. S. COHEN 


Of Lexington, Ky., formerly 

manager of the shoe depart- 

ment for Kaufman Clothing 

Co., Milwaukee, now travels 

Kentucky for the Edmonds 
Shoe Co. 





Freeman Salesmen Meet 


Fourteen salesmen of the Free- 
man Shoe Co., Beloit, Wis., recently 
held their annual meeting at the 
factory when new models were pre- 
sented and general business condi- 
tions discussed. 


Staps Opens Minneapolis 
Salesroom 


Irving F. Staps, of the sales staff 
of J. J. Grover’s Sons Co., Lynn, 
has Opened a new office and sales- 
room in the Boston block, in Min- 
neapolis. 


Charles L. Rand Is Dead 


Charles L. Rand, one of the best 
known and liked traveling shoe 
salesman in the country, is dead. 
He passed away August 14, in Mal- 
den, Mass., following an illness of 
ten weeks, at the age of 68 years. 
He entered the service of Winch 
Brothers, June 21, 1870, and re- 
mained with the companies which 
absorbed the above concern until 
his death, thus completing 55 years 
of continuous shoe selling on June 
21, 1925. He was on the sales force 
for over 40 years and was widely 
known among shoe merchants all 
over the United States. 

Everybody in the shoe business 
will remember and miss “Charlie” 
Rand! 
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J. LOUIS FREDERICK 


Who covers Western Pennsyl- 

vania and New York, as well as 

Eastern Ohio for the Stanley 
Duttenhofer Shoe Co. 


J. Louis Frederick, who was with 
the Duttenhofer-Stevens Co., for 
the past two years, and prior to 
that with the Val Duttenhofer Sons 
Co., for 29 years, on August 10, 
joined the sales force of the Stanley 
Duttenhofer Shoe Co. He will cover 
his old territory with which he is 
very familiar, of Western Pennsy]- 
vania, Western New York and 
Eastern Ohio. He is now in his ter- 
ritory and stated that he is greatly 
invigorated, as he recently returned 
from a fishing trip in Canada and 
he proved that he is as good a 
fisherman as a salesman. 


Otto Kaufman Is Dead 


After about a year’s illness, Otto 
Kaufman, well known shoe sales- 
man, died of tuberculosis, Friday, 
August 7. Mr. Kaufman was with 
the Stanley Duttenhofer Shoe Co., 
for about six months prior to his 
illness, and prior to that with the 
U. S. Shoe Co., for about a year and 
a half, and prior to that for ten 
years with the Roth Shoe Co. He 
traveled Cincinnati and vicinity, 
and other parts of Ohio, for all 
three concerns, and had a large 
following of friends. 


Heil with “Helthy-Fut” 


H. N. Heil of Milwaukee, for- 
merly of Tucker & Hagen, more 
recently with the Goodyear Tire 
and Rubber Co., now carries the 
“Helthy-Fut” line in Wisconsin. 
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Trade Continues to Improve 


Early Fall Styles Shown 


CINCINNATI — Much rain fell 
during the week ending August 15, 
which slightly slowed up business. 
However, in spite of this, business 
was better than the corresponding 
week a year ago. Patent leathers 
are the leaders for the week, with 
black satin second. Other materials 
are selling, but none of them are 
outstanding. Many new styles are 
being shown by the retail mer- 
chants, and many more will prob- 
ably appear during the next few 
weeks. The interest of the public is 
waning at present, awaiting the 
new patterns. 


Shoe Style Show on Boat 


Due to the connection which 
George F. Schott, president of the 
Schott Shoe Co., has with the Coney 
Island Company, as treasurer and 
general manager, he was able to 
secure for an evening, the big, 
palatial, new Island Queen, the boat 
ordinarily used only to carry pas- 
sengers to and from Coney Island, 
one of Cincinnati’s amusement 
parks which is ten miles up the 
Ohio River. This steamer will be 
used on Thursday evening, Septem- 
ber 3, by the Cincinnati Shoe Manu- 
facturers and the Allied Crafts, to 
afford entertainment for the visit- 
ing Fashion Pageant of the whole- 
sale and manufacturers’ depart- 
ments of the Chamber of Com- 
merce. 

The boat will leave the Cincin- 
nati wharf at 7 P.M. for a trip up 
the Ohio River. During this trip 
the manufacturers and allied crafts 
will conduct a style review on the 
boat, and will also have prize 
dances, guessing contests, and a 
buffet luncheon. A vaudeville show 
on the boat will take place, the main 
feature of which will be a play, 
“The Court of Cinderella.” This 
boat ride will be undertaken by the 
shoe industry alone, and will prob- 
ably be the biggest feature on the 
entertainment program during the 
week of the pageant. . 

The fall pageant will be held at 
the Zodlogical Gardens, from Au- 
gust 30 to September 7, inclusive. 
Over 17,000 retail merchants in 
Ohio, Indiana, Kentucky, West Vir- 
ginia and other states have been 
circularized. Shoe manufacturers 
will feature some of their snappiest 
- lines on the models for the style 
rinway. All manufacturers and 





Light Tan for Young 
Men 

Among the number of new 
fall styles for men that the 
Giesting’s Bostonian Shoe 
Store is now showing, is the 
“Speedboy.” This is just an- 
other step in “Collegiate” 
wearing apparel, as this shoe 
will no doubt appeal to the 
young men about “College” 
age. It is shown in tan calf, a 
light shade, with heavy soles 
and leather heels. The part 
that makes this shoe attrac- 
tive is the small strap that 
crosses the instep and buckles 
on the side. Braided shoe laces 
are also used in thiS shoe. Ac- 
cording to Walter Giesting, 
manager of the Giesting’s 
Bostonian Shoe Store, light 
shades of tan will no doubt 
predominate through the fall 
and winter, as that is what 
appeals to the young man the 
most. 











wholesale houses are preparing for 
this “invasion” by visiting buyers, 
by stocking a larger variety of 
goods than ever before, and also 
seeing that the quality of their 
goods is up to the usual standard 
of Cincinnati-made goods. 


New Concern Takes Kay 
Jay Plant 
The factory of the Kay Jay Shoe 
Co. was bought in its entirety by a 
new shoe company, The Sachs, 
Bruson and Bigorith Shoe Manu- 
facturing Co., who will start operat- 
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ing at once. The president of the 
new concern, A. J. Sachs, has been” 
in the retail shoe business for the 
last fourteen years. During this 
time he also traveled for several 
shoe manufacturers. He still has a 
retail store of his own in Hamilton, 
Ohio. S. J. Bruson, secretary- 
treasurer, has also been in the re- 
tail shoe business for twenty-five 
years. He, too, traveled for several 
manufacturers during part of this 
time, operating a chain of retail 
stores, while he traveled. These two 
men will handle the administrative 
and selling end of the business, 
while A. Bigorith, vice-president 
and factory manager, will handle 
the manufacturing end. Mr. Bigo- 
rith has been making turn shoes 
around Cincinnati for the past 
eighteen years. During this time, at 
intervals, he was in charge of the 
turn departments of Krohn Fech- 
heimer, Vollman Lawrence and 
Homan Hughes, at various times. 

This new firm will specialize on 
turn shoes to retail at $6; overhead 
will be kept down by specializing on 
two lasts. These two lasts were very 
carefully selected, and as far as 
they can determine are technically 
correct. The factory, operated on a 
unit basis, is equipped to make 500 
pairs of shoes a day; as a starter 
only 150 to 200 pairs daily will be 
made, with a gradual increase in 
this output. 


Cahill Talks Style 


Tom Cahill is spending a week at 
the factory, building a complete 
new line of samples. According to 
Mr. Cahill, black patent leather and 
black satins will be the leading ma- 
terials for fall, and shoes with 
buckles will play a very important 
part in the footwear vogue, al- 
though strap patterns, he believes, 
will be the leaders. 





Good Fall Trade Predicted 
New Styles in Straps 


CHICAGO—Shoe merchants are 
finding August business to their 
liking. Sales wound up very satis- 
factorily to all concerned in the 
first few days of the month. The 
sale of early fall and late summer 
style, however, has been satisfac- 
tory enough to build a splendid 
spirit of optimism among stores 
and with that the expectation of a 
good fall business. 


Fashion booteries are somewhat 
divided in their opinions as to the 
real strength that longer vamps 
will develop in Chicago for fall, al- 
though all seem to agree that the 
“tendency” will undoubtedly make 
itself felt more as the fall season 
wears on. 

Fall footwear now on display 
shows a trend toward a little 
lengthening of the vamp, although 
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Some one in your town is going to get the boot business. 


The man who carries boots will be the one who gets the business. 


Within a few months, you will experience a consistent demand for women’s 
high shoes. 


It is sure to prove consistent, for while the average dealer does not carry boots, 
there are still many women who will consider nothing else for fall and winter 
wear. 


With the first cold spell there will be a procession of women going from store 
to store, seeking the one that carries high shoes. 


These women will be told that boots are no longer made, no longer worn, that 
no one handles them, etc.; nevertheless, they will persist, and the man who is 
prepared will sell many a pair. 


The matron who wears boots is not interested in pointed toes at 98 cents, or 
Louis heels at 49 cents. What she wants is a plain, conservative, comfortable 
boot, and if you will supply what she wants, there will be no quibbling over 
the price. 


Besides those who insist on boots, there are many others who would gladly 
wear them, if they knew where they could be found. 


There are enough boot wearers to make it well worth while for some dealer 
to carry high shoes. 


Will you be the dealer? 


We have the boots. Slim tops, Full tops, Outsize tops, Extra Outsize tops, 
Standard lasts, Combination lasts and Outsize lasts. Sizes 24% to 12. AAAA 
to EEEEE, at prices that will enable you to retail them at seven to ten dollars. 


It may be somewhat early to place an order. It is not. too early to study our 
catalogue. Drop us a line if you have not been supplied with one. 


e 165 N. Water St. F 


ROCHESTER, N. Y. 
Chicago Office: 189 W. Madison St. 





When writing to advertisers please mention Boot AND Suon Recorper 





August 22, 1925 


this seems to be the result of a 
higher waistline—or more leather 
on the instep—than it does to any 
marked addition of wood on the 
lasts. 

The most apparent development 
of fall style seems to be in the va- 
riations of strap patterns. This 
yogue seems to have had more at- 
tention from the stylists than any 
other individual style; many and 
varied will be the “strap” patterns 
offered to “milady” for her fall foot 
“eostuming.” 

Multiple Straps 

The development seems to be 
toward a multiple strap patterning, 
with from two to five straps across 
the instep—some in gored models 
with a small gore on each side and 
some ending in a single leather 
strap fastening with one, two and 
three buttons. 

Without a question there will be 
more leather used in fall footwear 
and not much cut-out patterning— 
the inclination being to overlay 
contrasting leathers where they are 
used. 


Most of the stores are marking 
time during this period of the month 
waiting for the arrival of fall 
footwear a little later in the month, 
or holding back new numbers in an 
effort to clear their stocks of just 
as much of the earlier styles as they 
can before the new footwear is 
placed on sale. 


Black Biggest Sellers 


It is remarkable how the sale of 
black satins and patent leather con- 
tinue to carry the bulk of the trad- 
ing week after week, in spite of all 
efforts to dislodge them with color- 
ful tans in both dark and light 
shades. One buyer has predicted— 
and bought shoes to back his judg- 
ment—that there will be much 
black calf sold this fall as a result 
of the strength of the satins and 
patent. 

Men’s and children’s business, 
while not up to normal, has held a 
fair share of the active buying in 
the past week and merchants have 
liquidated their stocks in a reason- 
ably satisfactory way. 





Men’s Shoes Moving Freely 


Stores Showing Fall Styles 


ST. PAUL—Plainer footwear 
with buckle pumps and plain and 
simple straps in patents and brown 
shades predominate in styles shown 
for fall. Stores have taken on the 
autumn atmosphere. Fall flowers 
and leaves are seen in the decora- 
tive scheme. Men’s styles show a 
tendency to a little darker shade of 
tan. Pigskin leather is popular 
among the new numbers. Three- 
fourths of the men’s shoes are wide 
and soft toed. 

. Unusually good business in men’s 
shoes is reported, one of the big 
clothing stores placing the figure 
far ahead of last year’s to date 
which showed a decided improve- 
ment over the lean years just pre- 
ceding it. 

Country Merchants Buying Freely 

While crop reports have been of 
a contradictory nature, this much 
is certain: that they are, conserva- 
tively speaking fair; in some locali- 
ties they are very good. There are 
no crop failures in this territory 
and country merchants in St. Paul 
and Minneapolis for Trade Week 
have been buying freely of the 
jobbers.. They brought optimistic 
reports from their towns. The 
farmer, they say, cleaned up pretty 


well last year on “hang-over” debts 
and is in a position to be a buyer 
this year. 


Langley “Vacationing” 
Joseph Langley, manager of 
Mannheimer Brothers’ shoe depart- 
ment, is on a fishing trip at Lake 
Washington, Dassel, Minn. Joe and 
the folks are vacationing. 


Success Through Style 
Variety 
Fred M. Grauel, manager of 


Husch Brothers’ shoe department, 
“came back” today at those shoe 
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dealers who are calling for less 
variety in shoe styles, in the follow- 
ing manner: 

“We probably handle as many va- 
rieties as any store in the West,” 
declared Mr. Grauel,’”’ as many as 
500 styles in a year, and we do not 
‘get caught’ with out-of-date stocks, 
either. We move the shoes and move 
them quick and get good prices.” 

It’s the system he follows that 
has brought him so much success in 
putting out shoes, Mr. Grauel said. 
He pointed to a section in his well- 
appointed salesroom. 

“There is where every style goes 
when it gets down to about six 
pairs, unless, as in rare instances, 
we reorder,” he said. 

The section he pointed to con- 
tained perhaps 100 pairs of shoes, 
every pair marked $7.85. There 
were all snappy styles of summer 
footwear in it. Not one was the 
least antiquated. 

“We move them in there when 
the sales drag after they are down 
to a few pair,” the manager went 
on, “put that arbitrary price on 
them, give the sales force a 50-cent 
‘PM’ and they are off the shelves 
and out of our way without the 
agony of dragging them along for 
three or four months and then 
clearing them at $3 or $4.” 

“Variety of styles appeals to us,” 
he continued. “Limiting the styles 
will kill the shoe business again. We 
are never without 225 styles in the 
house. We believe that ability to 
show the lady anything she can 
possibly want makes for a bigger 
turnover. The original price is at a 
mark, giving a reasonable profit 
and we sell plenty of pairs at the 
top marks. There is a loss on some 
with the cut to $7.85 and on others 
there may still be a slight profit 
over cost. The ‘PM’ is a spur to the 
sales people to clean them up. The 
system gives us a fresh, clean up- 
to-date stock and a reputation for 
that brings and holds customers.” 





Attractive Trims Make Sales 


Public Likes to “Window Shop” 


CLEVELAND — “Women are 
window shopping more than ever; 
if they see a pleasing pattern in the 
window that strikes their fancy, 
they go in and buy it immediately.” 
This comment by D. H. Fox of the 
Bedell Store, is based on the fact 
that one day last week he showed in 
his window a number of new styles. 
One simple pump among them at- 


tracted the attention of 93 women, 
who thought well enough of it to 
buy it. Three-quarters of that day’s 
business was on that one style. 

“We have shown good consistent 
gains in our men’s department, both 
in pairs and dollars, since the first 
of the year,” said Polock & Wolf- 
ram. This firm is a regular adver- 
tiser every Friday in the “Sports” 
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section of the local newspapers. 
Good window trims help greatly in 
maintaining the volume. 


Cheap Shoes Unpopular 


“T believe that we have passed 
the period of real cheap shoes, be- 
cause the people who have tried 
these shoes have found that they 
did not give the service they ex- 
pected. This will be the last season 
that will see them sold in any great 
volume. Stores catering to the cheap 
class have had a splendid business, 
but as I interpret conditions, people 
are demanding better shoes every 
day. 

The average shoe stock is getting 
to be worth more than twenty-five 
cents on a dollar now; it is worth 
nearer sixty cents, due to the more 
stabilized styles. Extreme “fads” 
are going out. Fit is the big thing in 
shoes today. While we are carrying 
some novelties, we are buying many 
styles that can be sold over a period, 
so we can size up, giving our cus- 
tomers true fitting service,”’ so says 
F. G. Tucker of Toledo. 


Wins Through Stock 
Knowledge 

The Arnold Bootery of Fremont, 
Ohio, specializes in women’s shoes 
in narrow widths and small sizes, in 
the better grades. As a result it gets 
many customers from a fifty mile 
radius. Mr. Arnold had it all figured 
out, when he started his shop fif- 
teen years ago, that in order to fit 
his customers correctly, he must 
carry a reasonably wide range of 
sizes, and so his store has come to 
be known as the place where almost 
anyone can be fitted, and fitted 
right. 

The usual problem of cleaning up 
odds and ends does not exist here. 
It is a peculiar thing, but the ex- 
tremely large and small shoes are 
always sold first. Sizes are care- 
fully charted, when ordered, which 
reduces the left-overs to a mini- 
mum. ‘ 


Good Publicity “Stunt” 

The Emerson Shoe Store in To- 
ledo has been blocking the streets 
every afternoon after four o’clock. 
They have installed a bulletin board 
which gives all the scores of the 
major leagues, inning by inning. 
This information is furnished by a 
ticket system, which also gives the 
racing results. 

A. N. Chouinard, the. manager, 
says that this is the best publicity 
stunt he has ever seen put in prac- 


tice. The cost of the ticket service 
is relatively small, compared to the 
interest that it arouses. A great 
many men say that while they are 
waiting for the scores to come in, 
they might just as well buy a pair 
of shoes. 


A New Front 

The shoe department of the Ames 
Co. is being remodeled along with 
the rest of the store. A new front, 
which promises to be one of the 
most modern in town, is at present 
being installed. Shoes are occupy- 
ing an enlarged space on the third 
floor, in conjunction with the 
French millinery shop. E. Brown- 
sten, the new buyer who formerly 
was with the Akron Dry Goods Co., 
succeeds W. Hooper. 
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An advertising innovation is be- 
ing successfully worked out, that of 
using about a 45-inch space, exclu- 
sively for the shoe and millinery 
departments. The better grade ar- 
ticles being grouped at the top of 
the copy, with the less expensive at 
the bottom. This campaign is put- 
ting the third floor across very 
effectively. 

“Novelty shoes are in the milli- 
nery class, so why isn’t it logical to 
have bothdepartments near together 
and bunch their advertising hits?” 
asks Mr. Brownsten. “The average 
girl thinks of a new pair of 
shoes, as often as she does of a 
hat, so when we show her pretty 
new styles, when she is buying her 
hat, we can often make many 
extra sales.” 





Step-Ins Lead Fall Styles 
Straps, a Good Second 


MILWAUKEE—Business in Mil- 
waukee shoe stores has been turn- 
ing more definitely to fall styles as 
the month advances. While mer- 
chants are not looking for marked 
activity in fall styles before Sep- 
tember, there has been an increas- 
ing call for new effects and some 
indication of the style trend for fall 
has been obtained through this 
early business. 

Up to the present time step-in 
pumps have been leading, with 
various strap effects falling second 
in line. Patents continue to hold the 
center of interest in most cases, 
but golden brown kid is also import- 
ant. Black satins have been active 
particularly for dress wear. Shoe 
departments in women’s apparel 
stores report practically the same 
trend of business. Breithaupt’s 
arranged an attractive window 
display and used newspaper ad- 
vertising to announce the first 
showing of fall styles. This store 
has been doing most of its business 
in plain pumps, usually in patents 
and satins, but also a good call for 
dull leather. Buckles are being fea- 
tured strongly. A novelty French 
oxford has attracted some attention 
in patent. The I. Miller department 
at Reel’s mentions the activity of 
step-in pumps particularly in 
golden brown followed by patent 
and satin. 


Show Novelty Style 


A suggestion of the cubist influ- 
ence on fall shoe styles is included 


in a group of early fall styles shown 
at Gimbel Brothers. A two-tone de- 
sign of cubist character is shown in 
a one-strap slipper in such combina- 
tions as patent and blond tan and 
blond or navy and white. 


Appoint New Managers 


Two men, who were recently con- 
nected with the G. R. Kinney Co. 
store at 211 3rd street, have been 


appointed managers of branch 
stores in the city. H. B. Schuster is 
now manager of the store at 766 
3rd street, while Joe Hantak has 
taken over the management of the 
Kinney store at 1307 Vliet street. 


Show Large Increase 


The Menzies Shoe Co., of Fond 
du Lac, Wis., is continuing its rapid 
progress forward, with shipments 
for the month of July showing a 
net gain of $84,293 over the same 
month last year. Shipments for 
July, 1925, were $253,241 in com- 
parison with $168,948 a year ago. 
The company has announced the 
establishment of about 1,300 agen- 
cies on its new patented footwear 
during the past four months. This 
line of footwear carries the pat- 
ented hookless fastener which 
promises to bring in a large amount 
of business for fall. 

Samples of the new line of Men- 
zies’ shoes are now being shown in 
every state in the union, according 
to announcement from the factory, 
and the fall outlook is the most en- 
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wish to announce that they have 
moved the John Pell & Son Branch of 
Newark to 


372 (lasson Ave., Brooklyn, NOY. 
OUR CUSTOMERS will find their models 


and the same personnel in Brooklyn that 
was formerly in Newark. 


THE UNITED LAST COMPANY also 
wish to announce that in the very near 
future they will open a branch of the United 
Last Company in Philadelphia to better 
serve the Pennsylvania trade. 
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couraging and the most prosperous 
that the company has experienced 
at any time. 


To Erect Shoe Store 


Al Buntrock and Arthur Below 
will be the occupants of the shoe 
store being erected at 9th and 
Oregon streets in Oshkosh, Wis., by 
Marx & Fenzi, clothing firm. The 
new shoe store will be a one-story 
building, 18 by 60 feet, of brick and 
tile construction. 


Start Full Time Work 


Four out of five shoe factories at 
Chippewa Falls, Wis., have resumed 
full time operations and the fifth is 
planning to follow suit in the imme- 
diate future, according to an- 
nouncements from these factories. 
Due to the lack of business, fac- 
tories of this city have been run- 
ning “light” during the summer 
months, but substantial fall orders 








have been coming in, and the re- 
mainder of the year is expected to 
be busy. One manager stated that 
retail stocks were low all over the 
country and that merchants would 
be forced to buy now to keep up 
their stocks. Steady runs on a full- 
time basis are expected for the bal- 
ance of the year. 


Sale Is Successful 


The special sale held at the Grun- 
derman shoe store, Merrill, Wis., 
at the beginning of August proved 
a greater success this year than in 
1924. Extensive advertising was 
considered largely responsible for 
the increase. Newspaper advertis- 
ing was used principally in an- 
nouncing the sale, and 3,000 hand- 
bills were distributed throughout 
the surrounding community. Arnold 
F. Kinzie, of the Kinzie Sales Serv- 
ice of Chicago, was in charge of 
the event. 





Fall Shoe Buying Brisk 


Pumps Are Favorites 


ST. LOUIS — Business for the 
week ending August 15, continues 
to improve. Fall buying has been 
brisk. Those merchants who usually 
conduct advance fall sales to feel 
the trend of the buying, report en- 
thusiastically on their early sales. 

Fall shoes are selling much bet- 
ter than a majority of merchants 
expected. Many of the new patterns 
have not as yet made their appear- 
ance and from advanced reports of 
what was bought for September 
selling, a flurry of golden brown 
may be anticipated. It is expected 
that brown kid will be well received 
and a good volume will be attained 
in this material, but will run in 
second to patent and black satin. 
These are the two biggest sellers at 
present and their upward swing 
seems: to be gaining in the style 
selection. 

Some blond kid is being bought 
and a combination of blond kid and 
brown calf or kid is another at- 
tractive pattern, that is causing 
some attention. 

Pumps have again asserted them- 
selves as a leader over the slender 
one strap. Buckles pumps are bet- 
ter in the call than the plain effects. 
Buckles of various types are un- 
usually strong and many pairs of 
buckles that cost more than the 
shoes do are being carried out of 
shoe stores daily. 





Velvets Are Selling 


Velvets are being sold. 
Those stores that have been 
showing them report a brisk 
demand for them. The num- 
ber of pairs is small, but they 
are being well received. The 
largest operator in St. Louis 
stated that in his judgment 
they would be a live number 
for fall selling. Three stores 
showing them all report a 
brisk demand for  velvets. 
Black appears to be the wanted 
color. 











R. J. & R. Style Review 


The Roberts, Johnson & Rand 
Shoe Company held a style review 
July 22-29 for the benefit of the two 
groups into which its salesforce of 
230 men was divided when they 
came to St. Louis to receive their 
new lines and instructions. 

For months prior to sample imak- 
ing the style and merchandising de- 
partments of the International 
study fashion trends with particu- 


lar regard to their application to. 


the company’s grades and trade. 
The fundamental idea regulating 
the final adoption of patterns is the 
selection of outstanding styles 
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which have shown unquestionable 
indications of volume demand. In- 
ternational produces shoes in such 
tremendous volume and has such a 
widespread distribution that it is 
vitally essential that only shoes be 
made with an assured element of 
style value and so designed as to be 
unquestionable fitters. The Interna- 


tional Shoe Company has been thor- - 


oughly awake to the value of style 
information and has, during the 
past few years, developed a highly 
organized style department which 
keeps the line thoroughly abreast 
of the ever-shifting demands of 
fashion. 


Better Salesman Education 


At these style reviews the sales- 
men are informed of the style 
trends on patterns, leathers, and 
they at the same time are lectured 
on the manner in which the adopted 
styles have been applied to their 
own merchandise. Thus salesmen 
go out to their customers with an 
up-to-the-minute viewpoint and 
thus advise them as to the proper 
shoes for the proper occasion, 
thereby aiding the merchant in 
making more profit. 

Similar style reviews were also 
held for the groups of salesmen of 
the Peters Shoe Company and the 
Friedman-Shelby Shoe Company, 
both branches of the International. 
E. C. Hyde, style man of the Inter- 
national, sponsored these methods 
of sales instruction. He was in 
charge of each review and as the 
styles were presented by the mod- 
els, he explained the reason for 
their adoption and gave informa- 
tion which assured the salesforce 
of their appropriateness and desir- 
ability. 


Rohrer Is Moore’s Stylist 


Arthur M. Rohrer has become as- 
sociated with The Moore Shoe Com- 
pany in the capacity of style man. 
Mr. Rohrer was formerly connected 
with the Thos. G. Plant Company 
and the Dunbar Pattern Company. 

The Moore Shoe Company reports 
a splendid business during the past 
few months. It is now producing 
1000 pairs a day, which is the high- 
est mark ever reached in their his- 
tory. This concern is but two and a 
half years old. 

One of the high officials of’ the 
company states that a very large 
percentage of their business just 
at this time consists of reorders. 
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REPCO STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 


to every shoe store. To have 
i all sizes of stretchers is al- 





most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 


“are connected by a strong steel hinge. 


The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your negrest 
FinpinGcs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 

















J. K. Krieg Company, 39 Warren Street, New York City 
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Summer 


BOSTON—Retail shoe merchants 
have windows well trimmed to show 
the early fall offerings to the pub- 
lic. In women’s the ornamented 
pump is most strongly featured in 
blacks and browns. 

Summer sales have, been success- 
ful in moving much- white—“the 
pest season in years,” say mer- 
chants. Some white is still moving 
but many wanted styles have been 
depleted. 


Black Ooze for Fall 

Black ooze is mentioned as a good 
seller for September, with a few 
yelvets, a continuation of black 
satin and all the leathers coming in 
for a good call. There are a number 
of high-heeled shoes in the new 
numbers. 















Distinctive Cards 

At the Physical Culture Shoe 
Shop, a touch of distinctiveness is 
given through salesmen’s attractive 
cards, each one in different colors, 
which Marcus W. McWeeny, George 
M. Goldsmith and F. P. Mullen give 
to each customer. 











Salesman a Specialist 

F. P. Mullen, who has had 27 
years’ experience in fitting feet in 
Coward’s of New York, and in shoe 
stores in various parts of the world, 
believes that the shoe salesman is 
4 specialist. Mr. Mullen has also 
sold shoes on the. road and has 
worked at the Wm. Henne & Co., 
Inc., factory. He has observed dif- 
‘ferent types of feet. Among the 
large-size class which he mentions 
are those of the Russian women in 
British Columbia, some .wearing 
No. 18’s. Mullen stated that from 
his close study of shoe selling and 
shoe fitting that the shoe salesman 
should be paid on a regular salary 
basis and that he should understand 
his business so well that he can 
take entire responsibility for feet 
health, the same as a doctor takes 
entire responsibility for the health 
of his patients. ' 
























Maurice Yoskins Visits 
Boston 


Maurice Yoskins, expert chil- 
dren’s shoe merchandiser and buyer 
of Philadelphia, was a visitor at 
the RECORDER office last week. Mr. 
Yoskins also buys women’s shoes 
for Geuting’s at 1230 Market street. 
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Early Fall Styles Shown 


Trade Excellent 


Mr. Yoskins reported “the biggest 
August we have ever had. We are 
going ahead every month, and all 
the time striving to give a better 
service to the public. Our business 
during June, July and this month, 
has been simply phenomenal.” 


In Enlarged Quarters 
He reports an enlargement of the 
women’s Market street section—to 
occupy the entire second floor, with 
the children’s department running 
back on the third—the departments 


now occupying three times the 
present space. Among the popular 
new souvenirs given to children at 
the opening of the summer season 
were Indian hats. Mr. Geuting 
stated that practically every child 
in Philadelphia had one of these 
hats. 

He stated that the demand for 
“something new” continues. 

He suggests in the cause of im- 
proved stocks that merchants place 
before them at the end of each sea- 
son their best selling and best fit- 
ting shoes and then order on these 
same shoes again, perhaps in a lit- 
tle different color or pattern, but 
repeat substantially the good num- 
bers. 





Bluchers Increase Business 


Merchants Like This Model 


BROCKTON—According to sev- 
eral members of the Brockton shoe 
manufacturing trade, considerable 
interest is being manifested by 
merchants in blucher patterns for 
men’s shoes. As low cuts constitute 
a large proportion of the sales of 
the men’s footwear made in Brock- 
ton, it is the blucher oxford, so- 
called, which is indicated. 

A manufacturer, who has; talked 
with several city merchants in re- 
gard to the advantages of the 


blucher pattern in men’s low cuts, 
says: 

“As a means of increasing sales 
for merchants, the blucher oxford 
is important as an alternative to 
the regular oxford pattern. The 
blucher gives the merchant an op- 
portunity to sell two pairs of shoes 
instead of one. By offering the cus- 
tomer a blucher oxford for street 
wear and a regular oxford pattern 
for dress wear, there is an oppor- 
tunity for sales increase. Advan- 








The final event of the recent Edwin Clapp & Son, Inc., employees’ and 
executives’ outing was the tug of war. The contest was between two well 
matched teams of five men each, the making room against the cutting 
room. After a “tug” of two minutes, the making room won by a hair’s 
breadth. The big outdoor “get-together,” the first of the kind for twenty 
years held by the Edwin Clapp folks, took place on the Clapp Memorial 
Athletic-Field, East Weymouth. Several hundred employees were in 
attendance. A luncheon was served. An exceptionally well played ball game 
between teams made up from the cutting, stitching, lasting and sole 
leather rooms and the making, finishing and packing rooms, resulted in a 
victory for the latter—the score being 2-0. After the ball game, other 
sport events took place. The weather for the outing was ideal. The event 
will be one long remembered by the participants. The outing committee 
included: General Manager Horace R. Drinkwater, Edwin Clapp Lincoln 
and W. A. Hodges. 
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The 
New Aniline Character 
Calf 


a nationally demanded 














Barnet | 
Lynn | 
Leathers | 


Barlynn 1---a Rich Golden 
with no reddish cast 


Barlynn 5---a Deeper Tan 
Barlynn 9---an Ideal Brown 


J. S. BARNET & SONS, Inc. 


LYNN, MASS. 
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tages of the blucher pattern are 
that it will fit more feet than the 
regular type of oxford. It has a 
wider opening and can be laced 
tighter than the oxford, both of 
which features constitute good 
talking points. Judging by reports 
which have come from merchants 
regarding interest in the blucher 
oxford, it is on the cards that a 
good variety of these patterns will 
be shown during the next few 
months by shoe manufacturers in 
Brockton and South Shore towns. 


Merchants Hold “Dollar 
Days” 


The “dollar days,” staged by 
Brockton merchants, August 14 and 
15, resulted in a substantial busi- 
ness, also real bargains for buyers. 
Retail shoe merchants were promi- 
nent in their offerings in this line. 

All of Brockton retail shoe stores, 
of which the city has an abundance, 
had extensive window displays of 
shoe bargains at $1 a pair, or $1 off 
a pair, as a successful means of 
attracting dollar-day trade. 


Booklet for Shoe Merchants 


The Barbour Welting Company 
has prepared an interesting little 
booklet entitled “What Barbour 
Welt Does For Your Shoes.” 

It has been found by the concern 
that this booklet, although prepared 
for consumer reading, is of consid- 
erable interest to retail shoe mer- 
chants. It explains in a comprehen- 
sive and non-technical manner the 
benefits of Barbour welt construc- 
tion in footwear. Copies may be 
obtained from the Barbour Welting 
Company of Brockton. 


Diamond Shoe Co. Outing 


One of the most largely attended 
and enjoyable outings of the Dia- 
mond Shoe Company’s “family” was 
held recently at Green Harbor, 
Mass. The trip from the Brockton 
factory was made in about thirty 
automobiles. Upon arrival at the 
destination a program of sports was 
enjoyed; these including a baseball 
game and several field contests. 
Prizes for the winners of the 
‘sporting events included a silver 
loving cup for the ball team. A din- 
ner was served. 

General Superintendent Henry 
8. Rubin, to whose efforts the suc- 
cess of the outing was largely due, 
expressed his pleasure at the oppor- 
tunity of taking part in the affair 
with the hope that many more simi- 


lar affairs would be held in years 
to come. 
Chairman Leon Gold of the 
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sports committee thanked his asso- 


ciates for their co-operation in the 
success of this outing. 





A Talk on Fall Styles 


Production Improves 


LYNN — Manufacturers are de- 
veloping new models for fall. On or 
about September 1 there will be a 
new array of samples. Improvement 
in production, both quality and 
quantity, is sustained. 

Styles, though more simple, are 
as diversified as ever, if not more 
so. Manufacturers undertake to 
please the individual requirements 
of buyers, as well as regional de- 
mands. That’s the reason for diver- 
sification of styles. Just now the 
southern trade is getting special 
attention. Because of its increase in 
prosperity, the South is buying bet- 
ter shoes and more of them. 

Blacks led the colors for August 
production, patents, satins, suedes, 
velvets and black calf and kid all 
selling, with some firms reporting 
a brisk run on velvets. 

It looked, last week, like a new 
lease of life for colors, especially on 
black shoes with color trimmings. 
But the September 1 samples will 
show more of this. 

Patterns show some new stitched 
effects, bandeaux and novelty orna- 
ments that are most striking, as 
well as the several types of strap 
and strapless pumps, including 
step-ins and gores; also novelty 
oxfords. 

Several sets of boot patterns were 
made in Lynn last week. But they 





Pretty Little Shoes 


Since the school shoe season 
is about to open, it is timely 
to report that a new develop- 
ment of pretty shoes for 
misses and children is start- 
ing in Lynn. A group of Lynn 
manufacturers have retained 
the services of a New York 
designer, a woman skilled in 
creating styles in apparel for 
misses and children. This de- 
signer will undertake ,to 
create new style in footwear, 
for misses and children, and 
some Lynn firms will endeavor 
to make shoes of these new 
styles. So a considerable im- 
provement in children’s foot- 
wear may be looked for. 











are for the staple boot trade, and 
are mentioned just as a reminder 
that some folks wear boots in win- 
ter weather. 

There seems to be no new and 
definite style trend, like a move- 





A Word Is Wanted 


Some Lynners want a new 
word. They are not doing cross- 
word puzzles. They want anew 
name for fat ankle shoes. It 
seems as if there must be a 
word among the 10,000 and 
more names that are com- 
monly used to designate shoes. 
But Lynners cannot find a sin- 
gle word to apply to fat ankle 
shoes in a satisfactory way. 

The title “fat ankle shoes” 
sort of riles up the customer. 
“Stylish stouts” is only a little 
softer and sweeter. Some new 
name, that is attractive, is 
wanted for the fat ankle 
shoes, for the sales of them 
are steadily increasing. 











ment to high-cut footwear, such as 
boots, the late August models from 
Lynn factories showing mostly va- 
riations on familiar models. Yet 
there is a tendency to make the low- 
cut shoes a bit higher on the sides 
and throats, or, more strictly speak- 
ing, less low, for there are limita- 
tions to the height of low-cut shoes 
that are imposed by the bones as 
well as the shape of the feet. 

Some new shoes have large 
buckles, and on the buckles are col- 
ored pictures of dogs. 


Rippled Edges 

Rippled edges are something new 
on Lynn shoes. Some call them cor- 
rugated edges. They have fine cor- 
rugated lines, like those of the rims 
of adime. This style of edge work has 
been seen on men’s shoes for some 
time. It may be applied to the edges 
of foreparts of some women’s shoes, 
now that soles are getting thicker. 
A thin edge, of course, cannot be 
rippled, for its edge has not surface 
enough for the rippled lines. 

Lynners have applied this rip- 
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Salesmen and Dealers Wanted 
To Sell California’s Famous 


BUCKHECT 


Salesmen and dealers wanted with good 
references and experience in selling a 
quality product. 
Territory open in 
Middle Western States, Southern States 
and Eastern States. May be carried as 
side line. 
Our Pacific Coast organization of over 30 men 
is selling more than 5,000 dealers. Eastern 
dealers who handle BUCKHECT SHOES uni- 
versally report that they are an unusually 
salable line. Dealers like BUCKHECTS because 
their sturdy, smart appearance sells them on 
sight. 
Although our national advertising invites mail 
orders, we do no mail order business where we 
have dealers. 
The illustration shows our No. 20, one of our 
most popular numbers. Price $9, F-O. B. San 
Francisco. Retails from $15 to $16. Other styles 
$4 to $12, in both high and low cut shoes for 
men and women. Two per cent, 10 days, net 
60 days. Special freight arrangements for 
shipments east of the Rockies. 
Send coupon for full details ef our selling 
plan and catalog, giving your past shoe 
experience. 


BUCKINGHAM & HECHT 
78 First Street, San Francisco. 


I am interested in handling Buckhect Shoes 


As a SALESMAN. 
Please send information 


As a DEALER 





KEEPS SHOES SHAPELY 


3 4 10 DAYS 
FREE 
TRIAL 


Hides irregularities of foot form, affords instant re- 
lief for bunions and large joints. Can be worninany 
style of shoe — outside or under stocking. No larger 

tequired. Sold by shoe dealers, ts 
and department stores for over 15 years. Over one- 
half million in use. Write for free trial offer. No pay 
if no relief. State size of shoes and if for right or left. 


- men SCHER MANUFACTURING co. _ 


HIDES LARGE JOINT 


Over 17,000,000 Readers 
Will See This Advertisement 


The more than a half million purchasers 
of Fischer Bunion Protectors were at- 
tracted to them by Fischer Advertising. 


Every day in the year this advertising is 
sending customers to the dealers who sell 
this time tested device for increased foot 
comfort and shoe shapeliness. 

It pays to handle Fischer Protectors— 


they bring trade to your store that you would not 
reach through other merchandise. 


Fischer Bunion Protectors are quickly 


sold and easily stocked. Your jobber can supply 
you on call. rite him or us. 


FISCHER MANUFACTURING CO. 


“™ 425 East Water Street, Milwaukee, Wis. 

















BROOKS 


Soft Toe Ballets 


made on 
RIGHT and LEFT LASTS 


Women’s Misses 
$1.45 $1.40 
Child’s 
$1.35 
White Kid, 30c. extra 





IN STOCK 


TOE DANCING SLIPPERS 
Women’s Misses’ Child’s 
No. 618 Black Kid $2.80 $2.75 $2.70 
No. 608 Pink Satin 3.40 3.35 3.30 


BROOKS SHOE MFG. CO. 
6th and Montgomery Ave. 
PHILADELPHIA, PA. 

Western Distributing Branch, 631 So. Spring St., Los Angeles 








BR A Boudoir Buy R 


I have been making boudoirs up to a 

standard of quality that has gained 

widespread sales for me. My business is 

dependent on repeat orders, so the first 
and subsequent sales must 
satisfy buyers. If you do 
not know my line from ex- 
perience with it, let’s get 
together today. I have a 
stock of ready-to-ship num- 
bers in black and colored 
satin. Leather or rubber 
heels. 


Deliveries At Once 
If your jobber cannot supply you, write me. 


A. W. GREELEY 
aCi2 Duncan Street - - - Haverhill, Mass. \¥ 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


use. 
Make your stock of 
genTiLATiONS pe my dy - com- 
ur 
PATENTED _— —— 


today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 


SHOE CO. 
1156 No. Main Street 


Brockton, Mass. 
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pled edge to top lifts of wood heels, 
to get a new style effect on heels. 


A Winter Oxford 


A Lynn oxford for winter is as 
stout a shoe as has been seen in 
Lynn for many a day. It shows 
these points. The sole is extra thick, 
is storm welted, and is finished with 
a rippled edge. The upper is of 
polished Russia calf, with vamps 
and quarters a bit doggy. The heels, 
12/8 high, are blocky. This oxford 
is an adaptation from the men’s 
styles to the college girls’ trade. Its 
bottom is as substantial as that 
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seen on some shoes for men. It has 
quite a bit of toe spring. 


The Octagonal Design 


New Lynn shoes have octagonal 
lines. Vamps and quarters are cut 
on octagonal lines, and a single row 
of fine stitching, along the vamp 
and the quarter, is in octagonal 
lines. The strap is straight; but it 
has an octagonal end, and even the 
button is of an octagonal shape. 
The use of an octagonal heel is con- 
sidered; but the present types of 
these octagonal shoes have Swiss 
heels. 





Retail Shoe Trade Ahead 
of Similar 1924. Period 


BALTIMORE — Final clearances 
prevail at some retail shoe stores 
while others are showing autumn 
styles. A ten to eighteen per cent 
increase ahead to October 1 over 
last year is reported by various 
retail shoe merchants. “Plainer 
shoes” is the cry of the day, but 
shoes must have a touch of indi- 
viduality. Patent holds first place, 
black satin second, with black vel- 
vet third. It is expected that these 
materials will remain the leaders 
for the fall. At a few shops it is 
reported that black velvet opera 
pumps are selling as well as any 
style or material. Opera and step-in 
pumps with Spanish heels pre- 
dominate in these materials. Nar- 
row strap pumps are also good. At 
some shops blond satin has de- 
creased in sales, and yet one of the 
better shops claims that blond satin 
has crept into the staple class, as it 
can be worn with any gown for 
any occasion. The latter shop has 
a blond satin pump trimmed with 
gold kid—a strictly evening shoe. 


A Fall Style Summary 


Among the materials predicted 
as good sellers for fall are black 
suede, gun metal, brown kid and 
suede trim, tan calf in welts and 
blond satin. Sales of tan calf in 
turns will be limited. Indications 
are that narrow toes will be good, 
although it will be necessary to 
carry broad toes as well. Some 
shops expect to sell more medium 
toes than broad. Extremely high 
heels will be shown 20/8 spike 
Spanish. Patent with narrow one 
strap, Spanish heel, will be very 
good as will all reptile trimmed 
slippers. 


A few new styles are: seamless 
narrow one-strap slipper of mat kid 
with alligator trimming at collar, 
strap and heel. The latter is an 18/8 
spike heel and retails for $15, black 
velvet and satin trimming with 
Spanish heel, patent leather pump 
trimmed with iridescent gold kid, 
or black or golden pheasant suede, 
trimmed to match, with Spanish 
heel and retails for $15. 


New Children’s Department 


Brager’s has a new children’s 
shoe department. Wall pictures and 
large toys standing about the floor 
are part of the attractions. Sou- 
venir toys are distributed to the 
children. Mr. Einstein, buyer and 
manager of the entire shoe depart- 
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ment, reports an increase of 11 per 
cent for every month this year over 
corresponding months last year. 


A “Two for One Sale” 


Jack Cohen, manager of the For- 
sythe Shoe Co., West Lexington 
street, had a sale of $5 shoes which 
he advertised—2,000 pairs at Two 
Pairs for Five Dollars. Mr. Cohen 
states that he has completely sold 
out his odds and ends, thus mak- 
ing room for new fall styles. 


Buyer Upton in Providence 


S. F. Upton, buyer and manager 
at Eisenberg’s, left for Providence, 
R. I., on August 1. Mr. Upton, a 
Bostonian, has been with Eisen- 
berg’s for the past three years and 
will now go back to “the old field.” 
He will be associated with the 
Pfeifer Co., with which concern he 
was formerly connected. 


Pansy Purple Trim 


The popularity of pansy purple 
has reached footwear. One of the 
stores here displayed a black patent 
pump with cut steel buckle over 
purple kid underlay. The shoe was 
part of a “purple window” at Hutz- 
ler Bros. 


Swan Enlarges Plant 


The Swan Shoe Co. of Baltimore, 
which has been located at 511-515 
West Franklin street, for the last 
ten years, has moved its plant to 
larger and improved quarters at 
501-509 East Preston street. New 
machinery has been installed. 





Business Is Satisfactory 


Public Likes Fall Styles 


ROCHESTER — There is a 
healthy tone to the retail shoe busi- 
ness in Rochester. Sales have 
slumped somewhat since the cut- 
price sales stimulus of July, but 
local merchants generally are ahead 
of last year. Black satins and pat- 
ents are still the leaders in sales, 
with white shoes following a close 
second. Cut prices on white foot- 
wear have been featured in practi- 
cally all stores since the first of 
August; local merchants report 
that this has been an extremely 
satisfactory white year. 

New fall patterns are appearing 
in the display windows and the pub- 
lic is showing considerable interest 
in the new fall styles. 


Explains New Fall Styles 


Joe Pratt, manager of Sibley’s 
shoe department, is featuring new 
fall footwear extensively. In his 
newspaper advertising he states 
that the new fall styles differ from 
summer fashions in a few re- 
spects, but there are some style 
points which mark them as “differ- 
ent” and advanced styles. 

Toes are. moderately round. 
Vamps are slightly longer than in 
previous seasons; the favorite type 
of heel is the Cuban Louis heel, 
moderately high and broad. 

Opera pumps in black satin and 
patent leather, carrying 13/8 
Cuban Louis heels are featured; 
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also patent leather gore pumps 
with cut-out front, carrying 12/8 
Cuban heel. Both patterns retail at 
$8.00. 


A New Shoe Store 


The new store of the Union 
Clothing Company at 115 East 
Main street is rapidly nearing com- 
pletion. It is expected that the 
Union will be in its new home 
about September 1. 


LaMontagne with Edicott- 
Johnson 


George LaMontagne, well known 
local shoe man, who formerly con- 
ducted the Triangle Shoe Store at 
33 State street, has accepted a posi- 
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tion in the new Endicott-Johnson 
Buffalo shoe store. 


Burke Closes Syracuse 
Store 


Don J. Burke, proprietor of the 
Burke Shoe Stores in Rochester, 
Syracuse and Utica, has disposed of 
his Syracuse store and will here- 
after devote his attention to his 
Rochester and Utica stores. 

Mr. Burke looks for a continued 
run of good business and picks 
black satins and patents as the big 
sellers for fall. At the present time, 
a short vamp satin pump, with 
Spanish heel and embroidered de- 
sign on the toe, is an extremely 
popular number and is leading all 
other styles in popularity. 





Big Drive “On” for Fall Trade 
Interesting Color Notes 


NEW YORK—tThe close of the 
third week in August marks the 
end of most of the summer shoe 
clearance sales. The final week of 
these sales saw prices cut to the 
lowest point of the season in order 
to induce the public to purchase the 
remainder of the seasonable stocks. 
Several notable offerings were made 
for this purpose, the most con- 
spicuous being that of Saks & Com- 
pany, Fifth avenue store, where the 
remainder of the stock of women’s 
white shoes, formerly selling at a 
wide range of prices were put on 
sale at the flat price of $5 the pair. 
This included white buckskin, kid- 
skin and white fabric shoes, some 
trimmed with patent leather or 
other materials. 

Several other offerings of white 
shoes were made at special prices 
for the final clean-up, but it appears 
likely that the Saks offering was 
the lowest priced, proportionately, 
that has been reached by any of 
the high grade merchants so far. 

Coincident with the winding up 
of the summer sales, a greater drive 
was made for new fall business. 
Last Sunday’s advertisements were 
replete with new fall shoe offerings, 


Buckles Very Popular 


In the main, early fall shoes that 
are being presented by New York 
retail merchants are mainly of the 
regent or opera pump variety and 
strapped models. The pumps are 
variously trimmed in many cases, 
with a large number left plain for 
the addition of buckles. Retail mer- 





A New Bramley 


One of the two new Bram- 
ley patterns consists of a 
small concealed front gore 
pump with a turned over 
serrated edge tongue of lizard 
leather to match the body of 
the shoe and also trimmed 
with a lizard saddle. The other 
was a one-strap pattern with 
light strappings as a trim- 
ming. 











chants are looking for one of the 
largest seasons ever on buckles. 
Some merchants have bought the 
majority of their shoes without 
buckles attached on the principle 
that women prefer to select their 
own buckles or to have several 
buckles to wear with different cos- 
tumes and the same shoes. This 
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plan also aids the retail merchant 
to build up his profit, many declar- 
ing that their buckle departments 
on the basis of proportionate in- 
vestment are yielding better re- 
turns than their shoe departments. 


Black First—Colors Second 


Patent leather and black satin 
are by all odds the leading ma- 
terials for shoes at present, so far 
as New York is concerned. Some 
merchants have bought little, but 
these two materials in their early 
fall orders so far. It seems likely 
that colored kid will have some 
vogue, however, particularly in the 
brown shades and possibly in green 
and blue. Dark green and navy kid 
have been shown and bought to 
some extent and if the expected 
vogue for green in costumes works 
into a large volume green shoes are 
likely to be in rather good demand. 
Tan calf in darker shades that were 
shown for spring are also finding 
some demand at present, but a dis- 
cussion of colors always leads to 
the opinion that black will far out- 
sell anything else for fall. 


Swing Toward Gun Metal 


To relieve the sombreness of 
black, little touches of color are 
being applied to shoes, either in 
pipings, overlays or small buckle 
decorations. In addition to this, a 
large number of black shoes are be- 
ing ordered with white kid linings. 
This vogue started with the wide- 
spread use of light colored hosiery, 
which is still being worn. However, 
a strong swing toward gun metal 
hose is being noticed and it may 
have some bearing upon the white 
kid lining situation before long. 
Retail merchants report that manu- 
facturers are beginning to charge 
10 cents a pair extra for white kid 
linings in an effort to discourage 
their use. This in conjunction with 
a swing to gun metal hosiery for 
wear with black shoes may push the 
white linings to the background. 





Fall Trade Outlook Bright 
Current Business Ahead 


ATLANTA—A majority of the 
Atlanta shoe merchants report that 
they are enjoying an unusually 
good volume of business for this 
time of the year. It is interest- 
ing to note that with the larger mer- 
chants the volume is running 12 to 
15 per cent greater than at this 
time last season. 

As to the fall outlook, it appears 


to be particularly bright this year 
in the South, with a majority of the 
local merchants stating that they 
are looking for one of the best fall 
seasons in some years. And that 
merchants in other sections of the 
Southeast are equally as confident 
over the outlook is noted from the 
reports of the Atlanta wholesalers, 
(Continued on page 81) 
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Fall Buying 
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Commences Well 


Trade Better Than in 1924 


PHILADELPHIA — More in- 
quiries are being received for mer- 
chandise than was the case a month 
ago. The outlook for fall trade is 
healthier now than it was at the 
corresponding period of 1924. Job- 
bers of shoes report business better 
than it was last summer. Orders 
for future delivery have been satis- 
factory. Retail merchants report 
slight increases over last week. 
Tanners of goatskins report prices 
of raw materials going too high, 
but purchases are satisfactory at 
the present market. 

Bell, Walt & Co., Inc., reports 
that while many people are away on 
vacations and immediate business 
is dull, there is a fair amount of 
buying for fall. Patent leather is 
one of the most active factors in 
the market for fall footwear. There 
is also some call for black kid and 
for darker shades of brown kid. 
Black satin is also selling in mod- 
erate quantities though there has 
as yet been no call for suede or vel- 
vet in the lines handled by this 
firm. Patterns for the most part 
consist of strap effects. Here and 
there there is some call for oxfords. 
In men’s lines, there is some little 
demand for blacks though the bulk 
of the business done is in the 
darker shades of tan. Fancy shoes 
are still in demand and rather elab- 
orate stitching and perforations 
sell well. Prices, generally speaking, 
remain unchanged except for ad- 
vances of 5c or 10c here and there 
and for advances in crepe rubber 
soles. 


Cycho Buek Is Dead 


Cycho Buek, senior member of 
the firm of Buek & Co., died on 
Tuesday, August 4, after a brief ill- 
ness. He had undergone an opera- 
tion from which he failed to rally. 
He was 73 years of age and is sur- 
vived by his widow, three sons and 
two daughters. He was engaged in 
the shoe business in Philadelphia 
for more than 30 years. The busi- 
ness of the firm of Buek & Co. will 
be continued under the manage- 
ment of the three sons who have 
been associated with the company 
for some time. 


Shoe Sales Still On 


Gimbel Brothers store is featur- 
ing an August shoe sale at $2.85 a 


pair. Included in this collection of 
women’s footwear are black satin 
pumps, black velvet opera pumps, 
patent leather strap pumps, tan 
calf oxfords, black kid oxfords, 
white kid pumps, dress shoes, vaca- 
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tion shoes, street shoes and crepe 
sole oxfords. There were all kinds 
of heels and plenty of sizes. 


The Fink store recently featured 
a sale of footwear at $1.69 a pair. 
Included in the lot were patents, 
satins, Russias and combinations in 
one-strap, two-strap, D’Orsays, Re- 
gents, buckle models and gored 
effects. 





Men’s Slippers in Good Demand 


Turn Shoemakers Busy 


HAVERHILL —In addition to 
the many lines of women’s McKays, 
turns and welts made in Haverhill, 
the production of men’s slippers is 
quite important. There are several 
firms in the city which have been 
identified with this branch of the 
local industry for many years. 
Their reputation for the produc- 
tion of men’s slippers is well estab- 





Men’s Slippers with 
Rubber Heels 


Knights-Allen Company one 
of Haverhill’s long established 
concerns, is identified with 
the production of women’s 
turns, also with the manufac- 
ture of men’s turn slippers. In 
regard to the latter, a mem- 
ber of the concern said: “In a 
recent issue of the RECORDER 
there appeared an article by 
R. L. Prather on the subject 
of men’s slippers. This writer 
pictured a man wanting a pair 
of house slippers in August, 
together with the discourag- 
ing result of his visits to sev- 
eral retail shoe stores. Finally 
he was obliged to return home 
with his quest unsatisfied. A 
snapper to the article is added 
by the query, ‘Why has it not 
occurred to someone to put 
rubber heels on men’s slippers. 
If these heels are good in 
shoes, why not in slippers?’ 

“Speaking for our house,” 
said the manufacturer, “we 
can answer this query by say- 
ing that half of the men’s 
slippers we make are equipped 
with rubber heels; also that 
we make men’s slippers the 
year round. Possibly, Mr. 
Prather called at the wrong 
stores.” 











lished, and the lines they produce 
have a steady and substantial sale. 
This is the season when men’s slip- 
pers are being shipped in volume to 
wholesale and retail shoe merchants: 


Manufacturers of these lines re- 
port a demand fully up to the aver- 
age; in fact one house has recently 
been obliged to decline orders on 
which immediate shipments were 
required. 

November and December are the 
months when men’s slipper busi- 
ness is largest. In preparation for 
the Christmas holidays, when the 
peak of retail sales is reached, 
these goods are stocked in retail 
stores. 

A manufacturer of men’s slippers 
said in reference to this seasonal 
sale: “I have always contended 
that men’s slippers, well displayed 
and advertised by retail merchants, 
are salable not only at the holiday 
season but practically every month 
in the year. We have a few cus- 
tomers who market their men’s 
slippers as a year round proposi- 
tion. Many more could follow this 
example with added business and 
profit.” 


Many Styles of Wood Heels 


“Never in the history of wood 
heel-making has there been as many 
variations of these heels called for 
on women’s turns and McKays as 
at present,” said a Haverhill shoe 
manufacturer. 

“This applies particularly,” he 
continued, “to novelty patterns 
which carry the high thin types of 
wood heels. Samples of these heels 
shown by shoe salesmen in connec- 
tion with their lines afford buyers 
the opportunity of a wide range of 
choice regarding the heels for the 
shoes they order. If the shoe manu- 
facturer could be reasonably sure 
in advance of the wood heel styles 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
































which would be most in demand, he 
could carry these in stock and thus 
facilitate production. On some or- 
ders we could gain a fortnight, pro- 
vided we had wood heels in the fac- 
tory at the time the shoe orders 
were received. Some merchants are 
over-critical, I think, in selecting 
wood heels, thus holding up ship- 
ments of shoes wanted at once, ac- 
cording to present buying tenden- 
cies. However, Haverhill is head- 
quarters for wood heels, and local 
shoe manufacturers are in a posi- 
tion to get ordered heels into their 
factories with a minimum of delay.” 


Skilled Workers Wanted 


At the present time the demand 
for skilled shoe workers in Haver- 
hill shoe factories is greater than 
the supply. There are two factors 
responsible for this: one is that 
local factories are much busier than 
usual at this season; and the other 
that many turn shoemakers have 
taken up work in connection with 
the building of automobile bodies 
in nearby towns. Turn workmen 
have become skilled in the uphol- 
stery departments of automobile 
body plants, and are obtaining 
steady employment at good wages. 


Outings in Local Factories 


At this season of the year many 
of Haverhill’s factory employees 
hold their outings at various shore 
resorts convenient to Haverhill. 
Ordinarily, during Juiy and August 
the factories are quiet and employ- 
ment is not heavy. This year, how- 
ever, many plants are unusually 
busy and the call for workers is 
greater than for several years past. 


One of the recent outings held 
was that of the Slipper City Wood 
Heel Company which concern sent 
about 100 of their employees to 
Salem Willows where a dinner was 
enjoyed and a long list of field 
events for men and women were 
conducted by competent committees. 

About 300 employees of Moss- 
Seamans Company, shoe manufac- 
turers, enjoyed their fourth annual 
outing recently at Salem Willows, 
Mass. There was a ball game be- 
tween the married and single men 
which was won by the former. 
There were many other field sports, 
followed by a shore dinner and 
dancing. 


Styles Carried in Stock 


The Karelis Shoe Company, 
manufacturers of women’s turns, 
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88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 
ACTION! STYLES! 
“waowe Gt to be Stetson 


THE STETSON SHOE CO., Inc. 
Seath Weymouth, Mass. 














SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
hn, unsu Priced to please. 
Investigate. 

CRAIG-REED & EMERSON, Inc. 

Brock 


‘ton, Mass. 
Boston Office, 10 High St., Room 304 








BRIDGEW ATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
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P WHERE 10 BUY * 
i FL he 


PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N.Y. 
Chieage Security Bidg., 189 W. Madisca St. 


HIGH GRADE MULES and D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 


Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up * 





Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y. 














Pullman ales 
RED BLACK TAN 








SWAN SHOE CO. Baltimore, Md. 








— sierpapiaBte and 
~ i i sean anantaee 














shoe patterns 


FOR MEN'S FINE SHOES 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
‘“Recorder”’ free for the 
asking. Write and tell us what 
you would like to know. 








continue their in-stock department 
policy for the fall season with five 
styles ready for immediate delivery. 
This concern has removed its Bos- 
ton office from the former location 
on South street to 207 Essex street. 





Allentown Company Under 
New Management 


The management of Greenberg- 
Miller Shoe Co. of Allentown will 
in future be under the direction of 
Ernest Stevens and Talton Embry, 
president and vice-president, re- 
spectively. A. H. Sontag and 8. O. 
Leavitt, formerly associated with 
Greenberg-Miller are no longer con- 
nected with the concern. Mr. Stev- 
ens and Mr. Embry plan several 
improvements in production. The 
factory staff continues unchanged. 


New Mill for Hemingway 


The Hemingway Silk Co. an- 
nounce that they have purchased 
the mill of Fedden Bros., Inc., 4283 
Park avenue, New York. This is the 
sixth mill to be added to the Hem- 
ingway group of plants and will be 
used exclusively for the manufac- 
ture of Hemingway full-fashioned 
silk hosiery. Orders have already 
been placed for additional machin- 
ery that will be installed in the 
Fedden mill. Other plants of the 
Hemingway Co. are at Watertown, 
Putnam, New London and Wood- 
bury, Conn., and Haverstraw, N. Y. 








“We should be as careful of our 
words as of our actions.”—Walk- 
Over Shrapnel. 





Now Rite Step Shoe 
Co., Inc. 


The Rite Step Shoe Co., 
Inc., is the new style of the 
firm making children’s fine 
shoes at 11-13 Sterling place, 
Brooklyn, N. Y. It was for- 
merly known as the “Walk- 
Rite Shoe Co. Inc.,” but re- 
cently ascertained that prior 
to its adoption of the latter 
name, an Illinois concern ac- 
quired right to same. It has 
therefore, notified the trade 
that its new style would be 
The Rite Step Shoe Co., Inc. 
No other change has taken 
place in the personnel or cap- 
ital of the concern and busi- 
ness is being continued unin- 
terruptedly under the new 
name. 


QUALITY BALLETS— zi 


Seft Tee 


ets Si.t9 i $2. 
mh Mi ~{3 2 2:96 
hite 
request. 


Alse Men's and Women's Slippers ef every description. 
METROPOLITAN SLIPPER CO. 


134 W. Bway, near Duane St. New Yer 





Dusan 
HARD AND 
SOFT TOES 

IN 
STOCK 
Send for SUMNER 


Price List SMITH 
325 W. Monroe St., Chicage, Il. 








MANHATTAN FINDING CO. 
Wholesale Shoe Store Supplies 
45 WEST BROADWAY, 
Bench Made Ballet Slippers 





o0 ft 


ES, 


is Ladies tapes hela as GA & pale 














BALLETS and BOUDOIRS 
RIGHT anv LEFT LASTS 


IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 
John E. McNamara -- Haverhill, Mass. 














BALLET SLIPPERS — IN STOCK 
ef the unusual kind 
Style Bi02 Bik. Glazed 
Kid, Soft Tee 
6-11 11%-3 + 2%-8 
$1.80 $1.35 $1.45 
SCHWARTZ & HERDER 
Inc. 


in Ballet Manufacture 


Specialists 
241 Ne. tith Street . - Philadeiphia, Pa. 














IN-STOCK 
BLACK BALLET SLIPPERS 
$1.25 ; 
pr. 
$1.20 
$1.15 pr. 


BLOG SHOE FINDING CO., INC. 
147 Duane st., New York, N. Y. 


| BALLET AND GYM SHOES 
BLACK VICI KID—IN 





2 
Athletic Shee Mig. Ce., 124 N. Third St., Philadelp!:.. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Trade Grows Through Good 
Fitting 

Louis A. Phillips, proprietor of 
the Mammoth Shoe Stores of Terre 
Hauteand Fort Wayne, Ind., does one 
of the biggest businesses in these 
sections. He attributes his success 
largely to good shoe fitting. He car- 


ries a general line of shoes. Among 

Flexible Turn Shoes his women’s shoes are those of 
F.S. ELAR AM SHOE CO W. B. Coon Co. He put in the latter 
ROCHESTER, N.Y. “ line a year ago and at that time 

Beston Office, 183 Essex Street offered to fit anyone, or else make 
them a pair of shoes, free, regard- 
less of size of foot. He carries a full 


Or POSNER. stock from size 1 to 12 in women’s 
°  sqenresc 


shoes, from AAAA to EEE. 
SHOES & STOCKINGS Mr. Phillips is a Czecho-Slova- 


FOR INFANTS .CHILDREN kian. He came to the country, as a 
AND YOUNG LADIES 
DR A POSNER SHOES. INC 
“40 BRO4LO~R La ted 



































America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
THE NU-SHINE CO. 
Mkt. St. Reidsville, N. C. 

















7540 - 


} 161 ; 
Summer St BOSTON: W544 





LOUIS A. PHILLIPS 


Proprietor of the Mammoth 
Shoe Stores of Terre Haute 
and Fort Wayne, Ind. 
ae, RAL hoemaker, wh - Prod ss ti gl 

P shoemaker, when a very young man 
Price and Sale Tickets and sold shoes in the old days from ucers of Dis tive 
Samples Mailed Free on th ; : > Shoe Catalogues and 
Request e pack which he carried on his Shoe Booklets 
140-142 west mneaoway back. So well has he progressed 201 South S B M 
financially that on June 10 of this Telephone, LiBerty 8673" ‘ 
year he took a trip “’cross seas” 


to visit his old h d study sh 
% styles. Among his calls was that at | MULTIGRAPH PLATES 
G WHERE TOR BUY ja eek aoe sage ee COMPLETE MPLETE SERVICE 4 
returns is coun e first o ctnerazinen, Signature orms, 
Stylash Comfort Shoes fq September. Mr. Phillips also be- Compoation, Steel and Copper — 


lieves in appealing to the public UNIVERSITY 
through clever window trims. ay Cibernorere Femmaat 



































DR. CAMPBELL’S 
HEALTH SHOE The Octopus No matter what policy you may 
Ask J New The octopus shoe, a strap pump, pore hy aay agency onda 

a & Campbell has a series of claws at the base of we 
180-494 Deane St. its strap, and the claws clutch the | Boot and Shoe Recorder 
Kew sides of the shoe like the tentacles all, Tae Tua 


of an octopus. 
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Tf. W. GODSOE, Pr:s. 
W.G. DONALD, V: 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 


oring "3%. 


Russell ManufacturingCo. 
Middletown. Conn. 


The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


F. | ok senate 











wibTits 





CREESE & COOK CO. 
‘smoertes af Danverspert 95 Seath St., Boston, Mass. 








Colored 
Chrome 
Sides 

leggs & Cobb, Inc., Boston, Mass. 


est Virginia 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
West VirginiaPulp & Paper Company 
Detroit New York Chicago 




















Martha Washington Days 


SHOE DEPARTMENT 
CHARLES CITY, IOWA 


Thursday, Friday and Saturday 
June 18 - 19 - 20 
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Atlanta 
(Continued from page 76) 
who are enfoying a volume of busi- 
ness approximately 10 per cent 
greater than last year at this time. 


Retail merchants in all parts of 
the South are stocking very heavily 
on footwear for the approaching 
fall season. 


New Georgia Association 


Plans are under way for the or- 
ganization in this state of a Geor- 
gia Association of Retail Mer- 
chants, membership to _ include 
retail merchants representing all 
branches of the business. The or- 
ganization will, on its formation, 
become affiliated with the Southern 
Merchants’ Association, a new 
organization that was recently 
formed, including merchants in all 
branches of the retail trade in prac- 
tically all of the southern states. 
The Atlanta Retail Merchants’ As- 
sociation, of which a majority of 
the shoe retailers here are mem- 
bers, is taking an active part in the 
organization work of the state 
association, and it is stated that a 
meeting of Georgia shoe retailers 
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will soon be called to permanently 
form the body. 


New Organization 


H. R. Briscoe, formerly connected 
for some years with the McMillan- 
Hazen Co., shoe jobbers at Knox- 
ville, Tenn., now out of business, 
recently organized the H. R. Bris- 
coe Shoe Co. at Knoxville, and 
entered the wholesale field there, 
handling a full line of shoes. The 
company is located at 200 West 
Jackson avenue. 


New Incorporation 


The Aiken Clothing & Shoe Co. 
is a new concern at Aiken, S. C., 
and incorporated recently with 
$10,000 capital. The company will 
shortly open a new retail store at 
Aiken, handling shoes, clothing,etc. 
Frank P. Henderson and J. Fabian 
Busch, both of Aiken, are the incor- 
porators of the company named in 
the charter. 





Sometimes there is not less abil- 
ity in knowing how to use than in 
giving good advice.—La Roche- 
foucauld. 





Window display of the Banks shoe department of Charles City, Ia. Ben 

A. Williamson, Proprietor, made this trim to announce the exclusive sale 

in this town of “Martha Washington” shoes. Hand bills similar to that 

shown herewith announced the event. Martha Washington was represented 

in the window by a living model. The correct Colonial atmosphere was 

given in the old spinning wheel and other articles of that period. The 
“stunt” attracted much attention. 
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Allisteel Desks 


N Allsteel desk is an inspiration— 
gives zest to the day’s work 
and prestige to its owner. Richly 
finished in olive-green or mahogany 
with bronze trim and durable, green 
battleship linoleum top, they are the 
last word in beauty and convenience. 
Measured on the basis of cost per year, con- 
venience, or prestige building appearance— 
the entire Alisteel line is a sound investment. 
The Allsteel mark is your guarantee of per- 
manent satisfaction. 


Write for the new GF Alisteel Desk Catalog 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 
































GE Attach this Coupon te your firm letternead 
The General Fireproofing Co., Youngstown, Ohio 

Please send me without obligation a copy of The GF Alisteel Desk 
Catalog. 

Name 

Firm 

Street No. 

City 
B&SR. 


‘\ 


In search of information for the 
solution of hosiery problems are al- 
ways welcome at any of our offic 
in Boston é 

New York 

Chicago 

St. Louis 

Philadelphia 

Cincinnati 

Rochester 


where representatives of the Boot 
and Shoe Recorder will be glad to 


give 


INFORMATION 


regarding hosiery brands, hosiery 
manufacturers and wholesalers, 
new styles, color information, etc. 
Written inquiries will have our - 
prompt and careful attention. 


Hosiery Division 


Boot and Shoe Recorder 
127 Duane St., New York 


f 

















Did You Ever 
Think of ‘This? 


You probably have used equip- 
ment, shop-worn equipment, out- 
of-date models or products which 
you do not want but which some 
one else would be glad to get hold 
of at a price under the market. 


Classified Advertising in the 
BOOT AND SHOE RECORDER 
will move them quickly and eco- 
nomically. See. Classified Section 
for advertising rates. 
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Many New Wesson Styles 
are Depicted in - 
Better Grade McKays 


No. X 546—Black Velvet one strap pump, 
14/8 Covered Cuban Heel........$3.75 

No. X 1546—Black Satin one strap pump, 
14/8 Covered Cuban Heel $3.75 


Widths B, C, D 


A. E. WESSEL & SONS 


Sales Offices and Stock 
Factory Department No. 5 North 
222-24-26 Liberty St. 4th St., Philadelphia, Pa. 
Camden, N. J. Meyer Wessel, Sales Mgr. 
BRANCH OFFICE 
New Orleans: 105 Decatur St.; J. Milton Boze 


Better Grade McKays 
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Ne. 0228—Made from celebrated Bristol patent colt 
skin, featherweight soles, flexible inner soles. Our 
feathe afte eight dancing and dress shoe. Big demand for 
this model, and a remarkable value. 


Price $4.60 
JUST ANOTHER 
GOOD REASON 
WHY YOU :: :: 
SHOULD SELL 


HONEST ALL 
THROUG 


IF YOU SEEK 
THE PROFIT 


-AND PRESTIGE 


THAT STYLE 
LEADERSHIP 
AND REAL 
VALUE CAN 
BRING ee ee oe 


Deliveries “On The Dot’ 


Shoe illustrated here is one of our popular in-stock 
numbers. Shipped the day your order is received. 
Place your sample order today to test Emerson 
values and service. No extra charge for sample 
pairs. If you prefer, oaeuie case and complete in- 
formation will be sent you. 


EMERSON SHOE MFG. CO. 


Rockland, Mass. 


When writing to advertisers please mention Boot AND Snot RecorDER 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each inser- 
= Minimum amount accepted, $1.25. Ads under this 
7 times will 
1 in $5.00 $4.00 $3.50 $3.00 $2.50 to come in care of 
advertisers 
address, each word of the address must be counted in the adver- 


- tion. Minimum amount seventy-five cents. For 

page per issue: other “Want” advertisements, —- cents per word for each 

t pe seamees ot Ce cape. cme f the Boor an 

Space 1 time 18times 26times 652 times Shoe Ane yy 4 - c * Monday, of ° ~ gt D 
Smee, twelve words must be allowed i in each advertisement f. 

‘ r 

2 in 10.00 8.00 7.00 6.00 5.00 address. When desire replies forwarded direct to their 

3 in ...15.00 12.00 10.50 9.00 7.50 
tisement and paid for accordingly. Answers to ads must be sent 








4 in... 20.00 16.00 14.00 12.00 10.00 under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





E J. RAMSEY COMPANY'S agstes line will 
be ready on August 20th. We are inter- 
ested in securing the services of salesmen who 
have established trade and work their terri- 
tory close in the following states: Louisiana, 
Texas, Oklahoma, Iowa, New York state, Vir- 
ginia, North Carolina, Kentucky, Tennessee. 
Our new line is positively the strongest line 
of flexibles, play, school and dress shoes on the 
market. First letter territory covered in detail, 
present connection, amount of shipments, etc. 
347 Rider Ave., New York City. 





J ANTED—Shoe salesmen to carry silk ho- 
siery as side line direct from mill to re- 
tailer. Partain Hosiery Mills, Telford, Tenn. 


ETAIL SHOE MAN wanted, one who is 

capable of taking charge of fifteen men in 
a women’s high-grade specialty shop in New 
York City. Must furnish best credentials. Box 
624, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


REAL OPPORTUNITY will be offered an 

ambitious man of twenty-four to thirty by 
a large wholesale distributor. The man we will 
engage has made a good record in a retail store 
and has had at least three years in the shoe 
business. The immediate opening is in our 
salesrooms, and this should lead to a profitable 
road position. If you are interested in advanc- 
ing yourself write, giving your age, experience 
and the extent of your education. Address 
B-619, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


ALESMEN WANTED—Men with established 

following only, to carry our medium and 
popular priced line of new process stitchdown 
children’s shoes and sandals. Southeastern 
states, Ohio, Indiana, Illinois and Michigan 
open. Commission. Address _B 620, care Boot 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 


GALESMAN WANTED to carry a high-grade 
women’s turn at a popular price as a side 
line. No restricted territory. To start from 
Pittsburgh down to the coast. No other man 
meed apply excepting w ns fal- 
lowing of A-1 acéop 

what territory you are covering. e will an- 
swer and will give all details regarding same. 
Colton Mennies doff Shoe Mfg. Con 117 N. 
Fifth St., Phila., Pa. 


ALESMAN WANTED for Cleveland and 
vicinity for thoroughly up-to-date, high- 
grade women’s McKay sewed shoes. Give ex- 
jence and lines handled in first letter. Must 
ve following to be considered. A splendid po- 
sition for the right man. Address B-621, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 




















for particulars, giving references. 





Western Pennsylvania 


We want experienced salesmen to cover the abo 
STAMP WORK SHOES, Goodyear Welt and Nailed.” in Blacher, Outing and Moulder. Write 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


ve territory. We make unlined UNION 








ALESMAN WANTED —- One experienced 

salesman to sell up-to-date manufacturer’s 
line of infants’ children’s and misses turns, 
Goodyear welts and Puritan welts to the retail 
trade. Patterns neat and attractive, best num- 
bers carried in stock. References required. 
Rohrer & Company, Orwigsburg, Pa. 


ALESMAN WANTED—Cover all territories 

for two infants’ shoes carried in stock. Ad- 
dress K-816, care Boot and Shoe Recorder, 127 
Duane St., New Yo 


ANTED—We have openings for a few good 
salesmen with a wide acquaintanceship in 
their territory. Our line consists of 1/5 flexible 
and 5/8 spring-heel turns; also 2/5, 5/8 and 
844/11 flexible welts. Medium-priced and pay- 
igh rate of commission. Over 50 styles 
in stock. Can be carried with any non-con- 
flicting line. Please give full particulars. R. C. 
Milow Shoe Co., Inc., Rochester, N. Y. 








GALESMEN— The following states available 
on popular line stitchdowns, made in modern 
upstate New York factory: New Jersey, Mary. 
land, Delaware, Ohio, Indiana, Illinois, lowa 
and Pacific Coast states. Now selling few fac. 
tory fillers at very low prices to be shipped 
Jan. 1 on before. Samples now ready. Can be 
carried with non-conflicting line. Give qualifi. 
cations and references. Address B-623, care 
Boot and Shoe Recorder,’ 207 South Street, 
Boston, Mass. 





W ae shoe 

sell on 6 per cent commission, 

and fine line of Infants’, Children's - 
Misses’ Pennsylvania turns, to be carried as 
side line with other non-conflicting lines, 
Several excellent territories open. State terri- 
tory covered, other lines —a a 
and sales record, in first letter. 

ose Sow ant Shoe Recorder, dor Bout oe 


Rast 





RTHOPEDIC SHOE SALESMAN of the 

very highest type by large shoe house in 
Mid-West. Must also be trained and thoroughly 
experienced in fitting foot appliances. Give com- 
plete qualifications, ex nee, age, references. 
Salary to start. Address B-622, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


ANTED—Salesman that calls on the retail 

trade for New York City, Philadelphia, 

Baltimore, Washington and the southern states 

to carry a short line of women’s turn, along 

with their other line that retail for $3.50 to 

$4.00. Snappy Shoe Co., 243 Essex St., Hav- 
Me. 





erhill, 





cover and give references in first letter. 
dress: The Kepner-Scott Shoe Co., 
burg, Pa. 





SALESMEN WANTED for New York and 
New England. A few other states open. 
Invisible Rubber Sole applied with cement 
only. Liberal commissions. Repeat orders pro- 
tected. Serton Rubber Co., Dayton, Ohio. 





XTRA MONEY FOR SHOE SALESMEN— 

Best, proved, quickest selling side-line ever 
offered. Article needed and used by thousands 
everywhere. Unusual chance for extra profits. 
Make $35 and up weekly in average terri- 
tory. Sample carried in pocket. Great talking 
points. Dealers see advantages at once. A con- 
stant repeater. Regular income. Write now. 
State wry Territory covered, and for 
how long. you have been with. 
Age, and other iL about yourself. We want 
— men. This ~ is from an old-estab- 

— house. Address W. W. H., 1802 Lytton 
Bide , Chicago. 





W ONDERFUL opportunity for real sale 
men with established trade. Snappy nov- 
elty line of Women’s McKays—W Heels, 
Priced to move in volume. Responsible manv- 
facturer. Six per cent commission. Territory 
open: Oklahoma, Arkansas, Louisiana, 
souri, Iowa, North Dakota, South Dakota, 
Alabama, Tennessee, } 4 Florida, North 
Carolina, South Carolina, Virginia, Kentucky, 
West Virginia. Only hard workers wanted. 
Address B-610, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








WANTED—A CENTRAL WESTERN SALESMAN 
FOR THE LARGE CITIES 


This is one of the best known, strongest and longest established trade marked 
women’s lines in the country. 
Communicate at once with complete information and experience to B-634, Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 











—— 
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SALESMEN WANTED 


MANAGER WANTED 














SALESMEN 


A FEW GOOD TERRITORIES 
OPEN. SEE PAGES 6 AND 7 


Marion Shoe Company 
Marion, Indiana 











yuth St. 


SMEN— 
line ever 
housa nds 
| profits, 
te terri- 
. talking 





SALESMAN FOR ILLINOIS—We have 
an opening for a salesman in the state 
ef Illinois for our line of men’s and 
boys’ shoes. Have established trade. At- 
tractive prices, liberal discount. Strictly 
commission. Ford car furnished. Hoerr- 
Adam Shoe Co., Belleville, Ill. 





en w/b, and sttchdowns (2/1 2/11; if opelar- 
priced aoel ‘ 


So, en Sar ed oo tos 


ANTED as floor manager in one of the 

largest shoe stores in the South, young 
man who d some ape! in hadling 
salespeople, and who is capab! adjusting 
complaints. Address B 626, care Bost and Shoe 
Recorder, 207 South Street, Boston, Mass. 





SALESWOMAN WANTED 


ALESWOMAN to take charge of women’s 

and misses’ shoe department. Good salary. 
Address B-625, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








POSITION WANTED 


UYER AND MANAGER for shoe depart- 

ment. Young man, 28 years old. Thoroughly 
experienced in buying and merchandising. Now 
connected with large organization, wishes to 
make change for more lucrative field. Address 
K-815, care Boot and Shoe Recorder, 127 Duane 
Street, New York. 


MANAGER—Now managing a retail store 
in Cleveland, desires change by Sept. 1. 
Age 33, with many years’ experience manag- 
ing stores. Address B-627, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














Ex ienced shoe salesmen wanted to 
sell in your territory our line of 
women’s novelty footwear for imme- 
diate delivery, on commission 

Men of standing, well acquainted, 
with following need apply, furnish ref- 
erences. Finlin Novelty Shoes, 138 Lin- 
coln St., Boston, Mass. 








No. Iowa, Kans., Nebr., Dakotas, E. Mont.. 
Frente, New Mexico, Ohie, Il., and Pa. 
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open. 
B-611 care 
W. Madison St., Chicago, Il. 





— 





WANTED 


Twe salesmen—one for Indiana and one 
fer Flerida—to carry the Piekenbrock 
Shees of men’s Dress Welts. Twenty- 
four samples of in-stock shoes. Can be 
carried in two trays. Strictly commis- 
sion on net shipments. Will consider 
application of salesman carrying a non- 
conflicting side line of shoes. Both 
states have been worked and ag number 
of accounts can be turned over to the 
right man. Address: --- 


E. B. PIEKENBROCK & SONS 
Dubaque, Iowa 








XPERIENCED SHOE SALESMAN, now 

employed, like to make a change. Buying, 
managing or be salesman in retail shge store. 
Will work on salary and commission, and let 
commission go as interest in business, or will 
work straight salary. Best references. Address 
B-629, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


POSITION WANTED—A _live-wire retail 
shoe man, of and managing 
modern 





together 
. 286 North Cross Street. 
Sullivans ind Ind. 


Export Manager 


With eight years’ shoe executive 
experience available to manu- 
facturer wishing to obtain and 
hold this share of shoe exports. 
Have working knowledge of - 
Spanish and general sales and 
credit experience in addition to 
successful record in exporting. 
Address B-628, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 














LINE WANTED 


ANTED—Line for New England. Well 

known salesman, able to furnish best of 
references, is open for a live line of women’s 
or misses’ and children’s shoes for New Eng- 
land trade. Has covered this territory for 15 
consecutive years and has splendid following 
with better-class retail outlets. For further 
particulars address B-630;. care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


GIDE LINE ladies shoes and oxfords for 
western Pennsylvania far as Harrisburg 
and Cumberland Valley, Pa. Address B-631, 
care Boot and Shoe Recorder, 207 South Street, 
BoRston, Mass. 


ANTED—For state of Indiana by resident 

salesman, women’s McKay novelty line of 
St. Louis, Cincinnati or eastern manufacture, 
preferably with in-stock dept. Must have price 
and appeal for volume trade. Can guarantee 
results to manufacturer who desires to in- 
crease sales with best retail trade in Indiana. 
Address B-632, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


[N-STOCK LINE WANTED—I have my own 
auto and TRAVEL CONTINUOUSLY, cov- 
ering TEXAS AND OKLAHOMA. What I de- 
sire and can sell is an IN-STOCK LINE of 
women’s novelty shoes at $2.50 to $3.00; good 
goods; new lasts and patterns, appealing to 
department and other large buyers, etc. Can 
and will furnish first-class references; and 

t the same. Any concern interested in 
selling good volume in this grade will find it 
worth their while to get in touch with me. 
Address B-635, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 























FOR SALE 


GHOE STORE, 1130 Atlantic Ave., Atlantic 
City, N. J. Best central location. Will sell 
fixtures, lease, stock optional. Reason, other 
business. 








FOR RENT 





Tez ENT—Space for shoe department, fea- 
turing stylish stout shoes in a new shop 
at 508 and 610 Broadway, ALBANY, N. Y. 
Hyman & Hess. 





FOR RENT 














For RENT in Marbridge Building, suite of 
three rooms or will d meession. Ap- 
ply Room 910, 47 West 84th Street, New York 
City. 





COMPETING LINES. 





FOR RENT 
A SAMPLE OFFICE IN NEW YORK 
0 eM oo See otra RRR 


IN THE CENTER OF THE GREATEST SHOE BUY- 
ING AND SELLING SPOT ON EARTH. SUITABLE 
FOR ONE SIZABLE LINE OR TWO SMALLER NON- 


FOR FULL INFORMATION ADDRESS 


B-633, care Boot and Shoe Recorder, 127 Duane St., 
New York City 
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MISCELLANEOUS MISCELLANEOUS Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREs7 
OF THE RETAIL SHOE MERCHANT 











Get the Good Will of Your Neighborhood 
R Through the Children ban 
| Our combination Pencil Case consisting of leatherette BOOT AND SHOE RECORDER 


case in assorted colors and leathers, two pencils, pen- 
holder, penpoint and ruler with gold stamping of your PUBLISHING COMPANY 


name, business and address. Reasonably priced. Send 20c 

for sample and prices of quantities. (Incorporated under Massachusetts Laws) 
PRETTY SOUVENIR ADVERTISING COMPANY 

27 East 28th Street New York City, N. Y. CAPITAL $150,000 














— —_ 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rate 
for Wants, For Sales, ete., see Want Page. 


a | Dt ea eo ae 
te av Pp 
GHOE STORE FOR SALE—Quality Estab- ref one ef Cualite statement likely to mislead its readers. Th. 
lished General Shoe Store, One Best Cities vitae i, Sistah publishers reserve the right to reject any 
large avertiatad or reading matter which is not in 
line with this policy. 














out-of-town trade, present firm est. 16 yrs.— 
— | store in — 60 yrs. ; yres everything Le 
and up to te, exclusive agency 

shoes, selling $6 to $12, clean stock—rea- CUPSERS- 2m 
sonable rent; a quality proposition; BOSTON OFFICE: 207 South Street. 


ion ; 

other business; a wonderful op — oe OFFICE: 224 Moraine St. Geo. 
dress B-614, care Boot and Reco: Hill, Manager, Telephone 507. 

207 South St., Boston, Mass. CHICAGO OFFICE: - West Madison &. 

Telephone Main 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 162? Locust St. H. M. 

Bowen (B. C. Bowen, Manager). Telephone 


4 Olive 6130. 

WANTED TO PURCHASE Made Only of Wood NEW YORK OFFICE: Room 101, Graham 
for all lines 127 Duane St. H. Walter Scott, Mana- 

ger. “Telephone Whitehall 7454. 
THE NEW YORK EXPORT IMMEDIATE PHILADELPHIA OFFICE: Boom €16, Perry 
iz estnut St. le r Scott, 

PUNge BROADWAY, NEW TORE. NT. SHIPMENTS 5 on kee 

° $ r of Com- 
Phone—Canal 6874 Send for Cat @log merce oom, Haverhill National Bank 

Bidg. Geo. W. R. Hill, Manager. 
7 CINCINNATI OFFICE: Second National Bank 
CINCINNATI, O. Bidg. H. M. Bowen (B. C. Bowen, Manazer) 

do not make Telephone Canal 1560. 

Meral atures or Show Cases ROCHESTER OFFICE: 626 Powers Bidg. 
— ee Rositer L. Seward, Western New York Rep- 


T é resentative. Telephone Stone 1133. 
c LYNN OFFICE: A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer 

ESTABLISHED I880 B. C. Bowen, Manager), 405 Broadway 
—___________—_——_| elephone Broadway 7887. 
WASHINGTON OFFICE: William ip Daley, 

Investment Bldg. 15th and K Sts., ; 
PARIS OFFICE: 2 Rue des Ital 

bard, Manager. 

LONDON OFFICE: P. V. oe. ~ 
11 Haymarket, London, x W. 1, England 
AUSTRALIAN OFFICE: 439 Lit. Collins St, 

Manton, Manager. 


Melbourne. G. Jervis 
CONTINENTAL + William Salzman, 


a , : OFFICE ; 
D ISPLAY ARGENTINA: uenos yo fo 


P. Sabazzina, Gerente. 


FIXTURES BRAZIL: Gerente, John 8, Pitch, 83 Ru 


CHILE: Santiago, Las Rosas 1123-1127, Otte 
Fuhrimann, Gerente. 
Made by CUBA: Mr. H. Gomes, Corrales 24, Havana 


JAPANESE OFFICE: Yokohama. J. F. Wager, 


Segall & Sons SPAIN: G Gerente, Leoncio de Miguel. Libren 
933 Arch St. 


PHILADELPHIA MISCELLANEOUS 
Are Business Getters—. 


Send for Catalog and Prices : 44 Milbradt Rolling 






























































ATTRACTIVE 


other 
For 30 yenre oor specially SHOE CARTONS 


AND 
BROOKLYN PURCHASING SYNDICATE : 
PRANK WALKER é -. AB 2 tS 
Phone Pulaski ite” ‘\i PRICE-SERVICE-QUALITY 
THAT SATISFY 


CASH nag 1, rye 
for entire shoe stocks or OE Cape wT 
shoes or other merchandise. ORs gees Exe 
KIRSCH-BLACHER Se as Inc. % > ror’ —o 
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The Bandeau Pattern 


The bandeau pattern, in color 
effects, appears in some sample 
lines that are being made up for 
September 1 display. This bandeau 
is a band of leather, which passes 
from shank to shank, over the in- 
step, to heighten as well as to adorn 
the instep. Often it conceals a gore. 

The plain bandeau has been in 
use for some time. Now, designers 
are dressing up the bandeau. For 
instance, they overlay the bandeau 
with two small bands of leather, one 
on top of the other, and each of the 
three bandeaus of a different color. 
Or they use just one bandeau, and 
adorn it with fancy stitching, or an 
ornament. Or they use one bandeau 
and a narrow band overlay of a 
contrasting color. 

By manipulation of colors, ma- 
terials and ornaments, a number of 
different style effects can be had 
from this one pattern. 


Why Trade Was Good 


Just two miles away from War- 
saw, Ind., is Winona. This latter 
town is famed, not only as the 
home of “Billy” Sunday, but as a 
Chautauqua during July and Au- 
gust. Thousands of persons from all 
over the country flock there regu- 
larly. Every morning one of the 
boys from the Smith-Dailey shoe 
store copies the names and addresses 
of those registered that day. Next 
day each visitor receives a friendly 
note, signed by E. B. Smith, with 
an invitation to make the Smith- 
Dailey store their town head- 
quarters. 

This is one of the many reasons 
that caused Mr. Smith to smile 
when he said “This is one of the 
best seasons we have enjoyed in our 
history. We have not a thing to 
complain about, business is fine.” 


Arrest Check Artists 


Three check forgers, who have 
been operating in several Wisconsin 
cities have been arrested in She- 
boygan, Wis., where they were con- 
tinuing their check cashing activi- 
ties. The trio passed checks amount- 
ing to $135 in Fond du Lac. Checks 
amounting to several hundred dol- 
lars were cashed in other cities in 
that part of the state. The trio 
usually purchased some article 
valued under $5, and then cashed 
a $15 check in payment. Arraigned 
in municipal court at Sheboygan, 
the check “artists” were bound over 
to circuit court under bonds of 
$2,000 each. 
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Shoe Fitting Incon- 
sistencies 

“What we need,” says a 
maker of women’s shoes, “‘is 
some standardization of shoe 
fitting practices. For  in- 
stance,” he continued, “some 
of our customers fit up our 
shoes by two sizes, while 
others fit them up three sizes. 
It’s just a matter of local 
choice. But we make our shoes 
to be fitted up in just two sizes. 
So, when a clerk fits up a shoe 
by three sizes, the ball of the 
foot does not rest in the shoe 
where it should rest, nor do 
the straps draw as they should 
draw. Hence we sometimes 
get complaints from one store 
that our shoes do not fit, while 
another store, selling exactly 
the same sizes and styles, will 
sing the praise of the fitting 
qualities of our shoes.” 














Some In-Stock Styles 


E. T. Wright & Co., Inc., Rock- 
land, Mass., manufacturers of the 
“Just Wright” and “Arch Pre- 
server” lines have placed in their 
in-stock department for the fall and 
winter season 15 styles of “Just 
Wrights” to retail from $8.50 to 
$10. These include a strong showing 
of lasts and patterns adapted par- 
ticularly to the needs of the retail 
shoe merchants during the next few 
months, all of which will be avail- 
able for immediate delivery. The 
semi-annual salesmen’s conference 
will be held at the E. T. Wright 
factory during the first week in 
September, following which all the 
traveling representatives will de- 
part for their respective territories. 


New Shoe Store 

South Bend, Ind.—The first of a 
chain of men’s shoe stores to be 
operated by Louis Simon, was 
opened here on Saturday, August 8. 
George Dimel is general manager 
and buyer. This store will carry 
popular grades. 
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ee) opens 


beautifully furnished hotel — 
| accomodating 1034 guests 
Broadway at 632 Street. 
ATH PRIVATE 7, 
gor ga3s0 ep, 
ROOM WITH PRIVATE BATH- 


$350 a 








L aL OUTSIDE ROOMS 
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(CLICKER ~ 
DIES 


%{ inch at 12 cents per 
inch 


1% ineh at 17 cents per 
running inch. 

Minimum 15 inches 
DELIVERY GUARANTEED 
FOLEY & HALLQUIST 

1313 North 7th St. 7 


4d ST. LOUIS MO. 








Metal Shoe 
Fitting Stools 


and 
Floor Mirrors 


Sad 


Write for 
Catalog and Prices 


THE CHICAGO WIRE CHAIR CO. 
621 N. La Salle Street - - Chicago, Ill. 
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Se YOU ARE INTERESTED IN THE RETAIL SHOE TRADE IT WILL BE 
WORTH YOUR TIME TO READ WHAT FOLLOWS ON THIS PAGE 
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@ Did you read Everit B. Terhune’s message in the 
August 8 issue of this publication, on pages 52, 53, 
entitled: “Period of Price Weakness About Over— 
Trade Stability Nearly Attained—Sound Conditions 
Warrant Confidence and Courage in Future’’? 


@_In this pronouncement Mr. Terhune said: “‘The 
shoe business, with exceptions that always exist, has 
shaken itself together and is today on the soundest 
basis in five years. It is rebuilding on a profit-making 
foundation and better business can be relied upon. 
Wise manufacturers, wholesalers and retailers should 
govern themselves accordingly in their immediate and 
future plans.” 


The sound, money-making retail shoe business that is here, or 
well on the way, will be done with manufacturers and whole- 
salers who are prepared to serve the retail buyers right—and 
who let these buyers know about themselves, their lines, their facili- 
ties and capacity so to serve them. 


Business will flow to manufacturers who are most favorably 
known to the buyers. 


Every week the great bulk of retail shoe buyers of this country 
look to the “Boot and Shoe Recorder’ to inform them; this 
business paper is their great “Source of Supply.” 


Manufacturers and wholesalers keep themselves in the alert 
consciousness and goodwill of these buyers by constant appear- 
ance in these pages. 





P. S—Ask Louis F. Tuffly, of Kru p & Tuffly, Houston, if he follows 
carefully the advertisements in the “Boot and Shoe Recorder.”’ Or Thomas 
S. Childs of Holyoke. Or Arthur G. Brown of Marott’s, Indianapolis. Or 
Will Knight of Portland, Oregon. Or any reliable shoe retailer anywherein 
great city or smaller town. 
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~ Answers the comfort appeal \,. 
of the tired foot 


[ME SHOE with the Grawiord Arch Sup- 9 
porting Shank not only relieves the tired it 
foot but halds the foot in a position not 
readily susceptible to fatigue. J 
The Grawford Shank is a resilient brace ~ 
holding the shank of the shoe close to 


the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
COCKING SHANK 
TO INSOLE 


t 


Ne Shoe with the Gawhord |— 
Arch Supporting Shank f 








United Shoe Machinery Gorporntics r 





BOSTON, i son seeseahda 
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The Shoes Illustrated Carried on the Floor 
For At-Once Shipment 


$1481—Patent Blucher, Dark Smoke Elk Un- 
derlaid Lace Stay, Pinked and Perforated 
Quarter, Genuine Horse Butt Sale, Spring Heel, 
as at left. ; 

$1581—-Same as above, Dark Smoke Elk, with 
Patent Underlaid Lace Stay. 

$1571—Dark Smoke Elk Blucher, Tan Calf 
Pinked and Perforated Panel and Tip, Genuine 
Horse Butt Sole, Spring Heel. 

$1471—Same as above in Patent Leather, Dark 
Smoke Perforated and Pinked Panel, but no Tir 


Sizes 5% to & $2.25 Sizes 8% to 11, $2.55 , 








HELMHOLZ SHOE MFG.CO. 
HIGH GRADE SHOES FOR CHILDREN 


Exclusive Distributors 
Georgia, No. and Se. Carolina 


Belfast, Maine 
Exclusive Distributors 


Maine 
and New Hampshire 





SIMMONS-BRAMHALL CORP. 


+ one guor.c°- = MILWAUKEE.WIS. "725 MAE © 


New York State Exclusive of 


PACIFIC COAST STOCK 
BRANCH 


133 E. Sixth St. 
Les Angeles, Calif. 


« Theyre Better Stitchdowns + 


Distributors 
New York City 











Vol. 87, No. 24. Published every week by the Boot and Shoe 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of 


mpany, 207 
arch 23, 18 


Sou 





th St., Boston, Mass. Entered as second-class mat- 
79. Subscription price $5.00 per year. Printed in U.S.A. 
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No. 8 Beaver-Racquet 
No. 17 Champagne 

No. 18 Fall Blonde 

No. 23 Moonstone Gray 
No. 51 Forest Brown 


No. 60 Bombay Tan 
No. 70 Apricot 


and the Very Latest 
No. 43 Indian Summer 


LEVOR 
GRAIN KID 


Distributors: 
A. S. Patton Leather Co., St. Louis 
G. W. Newman Lea. Co., Cincinnati 
Ed, Sry Milwaukee 
N. W. & A. L. Friedman, San Francisco 
pe 


Af 
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Safety 


The more experienced the 
steersman, the more room he 
gives the dangers. 


Our fifty years have taught 
us from the economic angle, 
the positive necessity of the 
safety factor in stylish colors. 


This season's offerings con- 
tinue to heed the dangers of 
untried and unnecessary flares. 


NEW YORK GLOVERSVILLE BOSTON 


LEVOR 
GRAIN AID 
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Mosr failures come from poor buying. 


While everyone admits that the shoe merchant who makes 
money selling shoes is first of all a good buyer of them — it 
is equally true that the blight of the retail shoe business has 
been haphazard, unintelligent buying. Overstocking — stag- 
nation and ruinous clearance in the pinches are all too 
prevalent. 


Craddock-Terry customers have been shining exceptions to 
this great group of poor buyers. They are all active partners 
in ten specialty factories — each best in its grade. 


We teach our customers to buy right before they sell right. 
They have ten chances to select in our ten plants. 


CRADD ; 


McELROY-SLOAN SHOE CO., ST. LOUIS, MO. LY N _ H B 


GEO. D. WITT SHOE Co., LYNCHBURG, VA. 
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He Grade 


HEY can pick stock adaptable to their particular com- 
munities. 


Weship, from three nationally convenient centers in Lynch- 
burg, Baltimore and St. Louis, the proper stock at the 
demanded delivery date. 


Stock gaps are as rapidly filled in by our in-stock department. 


The merchant concentrates on selling — we pick style 
winners in one centralized style bureau — and we pick 
good ones — because we have more at stake than the 
customer. 


We believe the Craddock-Terry Service can help you make 
more money. Why not ask us to tell you why we think so? 


No. 4380—Ladies’ Patent one- 
strap, plain toe, single sole, Louis 
Heel, ornamental stitching and 
single cut-out in quarter. A 
steady seller, and a handsome 
model. 


ae GO | 


HARSH & CHAPLINE SHOE CO., MILWAUKEE, WIS. 
CRADDOCK-TERRY CO., BALTIMORE, MD. 
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%\ IN-STOCK 


For Play wear — KAMP 
TRAMP 
and 


JACK 


AND 


JILL 





No. R253—Coffee Tan WILO, Moc- 

casin Blucher. Goodyear Welt. “Kamp 

Tramp” Sole. No. R251—Coffee Tan WILO, U. L. 
5 to 8, C and D.... $2.25 Blucher, Soft Toe, with Tip. Good. 


ote 1B OD 6 The many advantages of Jrs",Wil skamo Tramp! Sot. 
— 8% to 11, D and E. i sae e "2.60 


genuine Goodyear Welts, The “Kamp Tramp” Sole is made from spe- 
cially selected flexible, long-wearing, water- 


at less than you pay for »7f stock. 
stitchdowns! 


For twenty years, we have spe- 
cialized in Goodyear Welt Play 
and School Shoes. It is logical, 


No. R332—Coffee Tan WILO, Moc- therefore, that around Adams 


casin Oxford. Goodyear Welt. “Kamp 


Tramp” Sole. Bros. Shoes, many of the largest 
Baby Welt, 4 to 5% No. R514—Tan LOTUS Calf Lace 


5 to 8, C. and D 2.15 and most profitable Children’s Oxford, Goodyear Welt, Bend Sole, 


8% to 11, B, C, D 2.35 8% to 11, D only...... 
11% to 2, B, C, D 2.60 Departments are built. 11% to 2, D only 
Jr. Boys’ and 2% to 8, C and D 


The Quick-Action In-Stock Dept. is ready to serve 
you. All shoes are sent direct from Boston. 


Send for complete In-Stock Catalog, 
illustrating the many unusual values. 
Of course we will gladly send samples. 


ADAMS BROS. 


Factories Boston Office 
PITTSFIELD, N. H. 126 SUMMER STREET 
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A CHOICE SPECIMEN OF 
UTZ & DUNN VALUE GIVING 








_— 
LiL 


CAN 
MAKE IN 
30 DAYS 














Style B1403J Price $4.85 
4% 30 Days, Net 60 Days 

Women’s Patent Side Gore Fanchette Pump, perfora- 

tions on vamp and quarter, Fenway last, Flexible 

eo | sole, 13/4 inch covered Cuban heel with rubber 

top lift. : 


While it is true STYLE is very important, don’t 
overlook QUALITY. Your customers still expect long 
wear from their shoes. STYLE might make the first sale, but 
QUALITY is what brings them back.to YOUR store for the next 
pair. And remember that a successful business is built on repeat business. 
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UTZ & DUNN SHOES ARE HONESTLY BUILT. 
WHEN YOU SELL THEM YOU NOT ONLY MAKE 
A SALE BUT A CUSTOMER. 


es " One of the great 
sive itentactrene UTZ 8 DUNN CO. ttemiaterr 
tA . of Ameri 
weet ROCHESTER, NEW YORK 


DENVER OFFICE — YORK OFFICE LOS ANGELES OFFICE 
218 Charles Buildin Bush Terminal Sales Buildin 706 Forrester Buildi 
TIGER & Mc ane 130-132 West 42nd St, Room 15; 6. C. McATEE 
Representatives FLARMSTRONG, Representative Representative 
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| AMERICANS SHOULD PRODUCE THEIR OWN RUBBER.— 


STYLE AND SOMETHING MORE 


Firestone MOCCASIN Bals and Oxfords reflect the 
style and value of the Firestone-Apsley line of Canvas 

Made with high quality Footwear. 
ee Soe See Your customers, wanting something new, will appre- 
oe ciate the style appeal of the Firestone MOCCASIN 


rubber trimmings, orange 
stitched on brown duck, Bals and Oxfords. 


gray stitched on natural Crepe Soles of selected pure rubber add to the 
Guck—dual foxing—Kool- attractiveness of these shoes and furnish foot comfort 


foot Insoles—crepe soles. 
and long wear. 


Stock No. 7165 Boys’ Are you equipped to meet the demand for Firestone- 
Brown Bal . . $1.40 Apsley Canvas Footwear? 


Stock No. 7177 Boys’ 
RUBBER COMPANY 
Chicago, Ill. HUDSON, MASS. Boston, Mass. 























Firestone “= : Firestone 


MOCCASIN MOCCASIN 
.~ Brown Bal Brown Oxford 
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EXTRA! EXTRA!! 


‘CONRAD COMES TO BAT 


WITH NEW STYLE SERVICE ! 
SEVEN FAST-SELLING OXFORDS 
IN STOCK, SEPT. 15! 





A Hit with the Wide Trouser 
Boys 

$200 — Blucher Oxford, Golden Tan 

Brogue, Short Wing Tip, Soft Box, 

Double Sole. 

Price $4.65 Gas Bag Last 

B, 6 to 11; C, 5% to 11; D, 5% to 11. | 


PRICE 


4-65 








A Speedy Number in a Live 
Heavy Tan Calf 
$700—The combination of multiple fit- 

- ting, and semi-soft toe lines this shoe 

Two Full, Free Fitting Brogue | Built for the More Conservative | up for speed. Double Sole, Storm Welt. 

Oxfords Dresser Price $5.35 Briton Last 

$201—In Plump Golden Tan, Semi-Soft | S203—On our famous Hi-Gear Last, | 3, 7 to 11; C, 5% to 11; D, 5% to 11. 

with Storm Welt, and Rolled Edges. made in medium light shade Tan, with eR 

Price $4.65 Briton Last | Dress Welt, Plump Single Sole. This Is a Live Shoe for the 
B, 7 to 11; C, 5% to 11; D, 5 to 11. Price $4.65 Hi—Gear Last Young Fellow 

B, 7 to 11; C, 5% to 11; D, 5% to 11. s701—Tan B «has ever hing, ie 

cluding our new short ne. vamp, 

$202—-A Snappy Number built from a | g294—Gun Metal Oxford, likewise on | with spring enough to insure easy ft. 

Plump Black Brogue Calf. This is like our Famous Hi-Gear Last, just like ting. Semi-soft Box, Double Sole. New 
$201 in Black. $208, built in Black. “Step” Heel and Gable Edge. 

Price $4.65 Briten Last Price $4.65 Hi-Gear Last Price $5.35 Buzz Last 

B, 7 to 11; C, 5% to 11; D, & to 11. B, 7 to 11; C, 5% to 11; D, 5% to 11. B, 7 to 11; C, 5% to 11; D, 5% to 11. 














Terms 2% 10 Days Newspaper Cuts Furnished on These Styles 


‘ HE. CONRAD SHOE CO. 
ROCKTON Mass. 


When writing to advertisers please mention Boot ann Suox Recorper 
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NEW CASTLE BROWNS 


are the 


Authentic Browns 


Color 3 


ROYAL BROWN 


Color 31 those recommended for Fall by 


HARVEST BROWN aaa 
Color 3 ROYAL BROWN 
to RUGBY TAN 


Color 98 Color 31 HARVEST BROWN 
te WOODLAND BROWN 


IN DIA TAN Color 98 INDIA TAN 


te INDIA TAN 


_— the positive assurance that BROWNS -will rule favor- 
ite for FALL, it is but natural that these NEW CASTLE 
BROWNS should be so heavily demanded. 

For years NEW CASTLE BROWNS have continued to mean 
everything most desirable in color-rightness, richness and permanence to the 
leading members of the shoe trade. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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CRAFTS SCOTCH GRAIN | 


IN STOCK—TO RETAIL AT $5 


These Scotch Grains 


IN STOCK! 
No. 60 (Jilustrated)—Men’s Tan 
Scotch on the “Brute” last. Full 


double sole. Armstrong Cork 
Flexible Box. C and D. 


~*~, + 


No. 160—Same, except in Black 
Scoth Grain. 


a4 56) 


eee popularity for Scotch Grain in 
Men’s shoes for fall brings these two Crafts 
Specials into the limelight. 


Soundly built and attractively patterned and fin- 
ished, they embody the highest values obtainable— 
and retail at $5.00! 


* * 


7% 
\ ine Preatel t; 


You should have our illustrated literature on the complete 
new Crafts Five-Dollar Line (Boys’ $4 and Little Gents’ 
$3.50). 


G. P. CRAFTS CoO. 


Mfrs. of Men’s and Boys’ Goodyear Welt Shoes 
MANCHESTER, N. H. 
BOSTON SALESROOMS: 186 LINCOLN STREET 


Le 


LANOOUUTOATTONOOATTTONUTTTATTOTTEETAT ATO ATHTTT 
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No. 169 
Price $4.15 


we 165 
Price $3.85 


Black Satin One-Strap Beth, Flex. McKay, Mil. 
Patent Nan, Side Gore, Cut-Out Front, Wood Cov. Heel. State Street Last, AA to C. 
Flexible McKay, 13/8 Military Wood No. 166—Same in Chestnut Brown Satin. 
— Heel. State Street Last, AA Price $3.85 
to C, 


No. 170—Same in Tan Calf 
Price $4.15 


No. 198 
Price $4.00 


eAnnouncement 


Having in mind that in 
every merchandising success 
the human element plays 
an important part, begin- 
ning in the issue of Septem- 
ber 5 we plan week by week, 
by illustration and “thumb- 
nail’’ sketch, to tell the 
story of the THOMSON- 
CROOKER organization. 


SS 
SS 
= 


Black Satin One-Strap Beth, Flexible 
McKay, Full Louis Spike Heel. Bea- 
con Last, AA to C. 

No. 199—Same in Chestnut Brown 
Satin Price $4.00 
No. 195—Same in Patent...Price 4.00 








WNTUTGTOITTTUTEHHTRAT UTA 


PVOOUUVOTESOTNAUATVO TREAT TTT 


No. 160 
Price $4.25 





Buy Fewer Lines and 
Make More Money 


SIENNA TITAS ANGST NSDL OSL SEB. 





SESS ESAS PE EDIE ODI LEP LOG LOSES 


TFTA 


REYA 


Black Satin Aline Pump, Dull Kid 
Trim, Concealed Gore, Buckle, 
Flexible McKay, Military Wood Cov- 
ered Heel. State Street Last, AA to C. 


No. 161—Same in Chestnut Brown 
Satin, Brown Kid Trim....... Price $4.25 


Thomson-CrookRer Shoe Co. 


18~26 Station Street 
CNass. 














LTT 
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ASHION’S sway to Colored Kid was 
clearly proved by the after-Easter shoe 
selling—a dependable sign of increasin 


popularity. ... At Paris Colored Kid 
reigns supreme. 


emer fmm 


The 


Unquestioned Leader 


F. B. & C. Color 21 
GOLDEN BROWN KID 


Eceomnteene 2 F eames 


The season’s smartest shoes are distinguished by 
F. B. & C. Color 21 Kid, which harmonizes with 
the popular Fall dress colors. 




















AMALGAMATED LEATHER COS, Inc. 


22° North 5th St., Philadelphia, U.S. A. 
TANNERIES: WILMINGTON, DEL. 





264 Va 


KE alt 4 5 a 
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A SHOE MAY BE 
A THING OF 
BEAUTY, BUT 
UNLESS IT COM- 
BINES QUALITY, 
FIT, AND STYLE 
IT WILL NOT 
SHOW A PROFIT 
TO THE RE- 
TAILER. OUR 
SHOES ARE 
BUILT TO SHOW 
A PROFIT 


Ernest D. Haseltine Co. 
NEWBURYPORT 
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’ *The picture 
OF FALL 


A new Dundee calf. Everything the young fellow will want for 

fall—rounded edge and heel; perforations; correct last. Leather 

lined quarter. Solid leather. 

Tan No. 3080—Black No. 3180—La Salle No. 3280—Price $3 -85 
IN STOCK FOR 30-DAY DELIVERY 


WEYENBERG SHOE Mrc. COMPANY 
Milwaukee, Wis. 


ena Fodic Rea, See Pate, Bae. 
Pertland, Oregon Les Angeles, Cal. 
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tells the story’ 
STYLES 


A new fall style over a proven last in a beautiful shade of tan 
ivory, set off with flat brass eyelets and new perforations, make 
this number a beauty. Solid leather. 


Tan Veal No. 1074—Black No. 1174—Price $ 32 
IN STOCK FOR AT-ONCE DELIVERY 


WEYENBERG SHOE Mr'c. COMPANY 
Milwaukee, Wis. 


Seuth Pacific Distr. 
Gunnerson Shoe Co. 
Les Angeles, Cal. 
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Trig, Trim, and Comfortable 


HE is at the courts watching her fa- 


vorite sport and on her feet are a pair 
of natty sport shoes made by the Peck Shoe 
Company, of Worcester, Mass. While she 
watches the last whirlwind set in a fast 
match, she is waiting for her turn in a more 
leisurely game. 
Her shoes have all the style demanded 
by the well dressed girl and the comfort- 


Armstrong Cork Company . Shoe 


able flexibility necessary for tennis. Her 
shoes have a pliable Armstrong Cork Box 
Toe that will help preserve the trim lines 
of her shoes and yet afford her the elas- 
ticity necessary in a real sport shoe. 

Aren’t these just the qualities you want 
in the shoes you sell? More than 200 
manufacturers of fine shoes are now using 
the Armstrong Cork Box Toe. 


Products Division . Lancaster, Pa. 


BRANCH OFFICES 


408 North Third St. 
Philadelphia, Pa. 


50 Church Ss. 
New York City 


197 Seush Ss. 
Boston, Mass. 


Armstron 


Circle 


1017 Broadway 
Cincinnati, Ohio 


204 South Third St. 
St. Louis, Mo. 


g 


320 West Randolph St. 
Chicago, Ill. 


Cork Box Toe 


| 
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You'll See Why Shu-Stiles Sets the Pace 


Where else could you expect to buy so much style and originality at so low a price? 
We believe in giving the retailer live numbers while they're live! And we know what 
l 


the live numbers wi 


be because we keep style scouts on the job to keep us informed 


every day. Here are four of our Fall creations that will be in greatest demand. 


We Gained 3000 Satisfied Customers in 12 Months 


JEANNE 
“4's 


1503—(As shown above). Lustrous 
Black Satin Stepin Pump with 
s steel-beaded oval Suede 

le. Full French Corded, bicnde 

kid lining, fullbreasted 17/8 spike 
heel. Widths, B, C; Sizes 3 to 8. 


1904—(Same as 1503). All over 
Patent Leather. Widths, B, C; 
Sizes, 3 to 8. Hereisa striking Fall 
number and early orders stamp it 
as a winner! 





Make Money 
by 
Quick Turnover 


There are more five 
dollar bills in circula- 
tion than tens or twen- 
ties! Go after the fives 
—that's the secret of 
success in the shoe 
business to-day. 


Tie-up with ShuStiles, 
St. Louis. Get on our 
mailing list for monthly 
offerings. We'll help 
you make some real 


RENEE 
oes 


oes 


YVONNE 





2191—({As shown above). Black 
Velvet Vamp, Black Satin Quarter 
and full-breasted 16/8 spike heel. 
Black Satin Collar crossed on vamp. 
Blonde kid lined. 


2185 (Same as 2191) Allover Black 
Sati 


in. 

2186 (Same as 2185) But with 14/8 
Covered Cuban heel. 

2187 (Same as 2191) Allover Leather 
with collar of Black Pin 
Seal Calf. 

2188 (Same as 2187) But with 14/8 
Covered Cuban heel. 

2189 (Same as 2191) AlloverChest- 
nut Kid, Pin Seal Calf Cellar. 

2190 (Same as 2191) Chestnut Vel- 
vet Vamp, Chestnut Satin 
Quarter and Collar. 


Widths, B, C; Sizes, 3 to 8. 





3367—(As shown above). Patent 

One-Strap, Cutout Quarter, double 

row of stitching around throat and 

quarter. Full French Corded, 

White Kid lined. 17/8 Full-breasted 

spike heel. Widths, A, B, C; 

Sizes, 3 to 8. 

3368 (Same as 3367) But with14/8 
Covere uban heel. 
Widths, B, C; Sizes, 3 to 8. 

3365 Cons as pes ager stect Satin, 

trimmed. Widths, 
rw C; Sizes, 3 to 8. 

3366 (Same as 3365) Bat with 14/8 
Covered Cuban heel. 
Widths, B, C; Sizes, 3 to 8. 


3360 





YVETTE 


oes 


et to shown above). Patent 
Kid Collar. 


with wey Ae Kaffor 

ull French Corded, 
White Kidlined. 14/8cover- 
ed Cuban heel. Widths,B,C ; 
Sizes, 3 to 8. 


3361 (Same as 3362) But with 17/8 


full-breasted spike heel. 
Widths, B, C; Sizes, 3 to 8. 
Black Satin with black ooze 
collar and 14/8 covered Cu- 
ban heel. Widths, B, C; 
Sizes,3 to 8. 


3359 (Same as 3360) But with 17/8 


full-breasted spike heel. 
Widths, B, C; Sizes, 3 to 8. 





Every shoe on this page is full French corded, has dainty 
light weight sole and is built of best materials. 








“Sayit with Sizes for Immediate Delivery” 


Ask for mats and we’ll send them free 


incok 


money this Fall. WRITE TODAY TO 











Shu-Styles, Inc. 1422 Washington Ave. St. Louis, Mo. 
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RUBY KID defs BE 


To Maintain Standardized |, 


OR a period of years we have been 
privileged to cooperate with 


B. E. COLE CO., Inc. 


OF 


Haverhill, Mass. 


in giving to their trade and the consum- 
ing public black kid shoes that will give 
‘the same service this year as they did last 
and the same service next year as they did 


this’’—through the use of RUBY KID. 


Desiring as we do to lend helpful co- 
operation to those manufacturers and 
retailers whom we are serving, it gives 


us pleasure to direct attention to the 
sans en Brands 


RUBY KID shoes made by this firm. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 











KICOLE COMPANY, Inc. 


56C44 BLACK KID Value and Service 


: ees styles shown herewith are but 
a few selected from B. E. Cole Co.’s 
“FIRST AID” line. 


In them, as in all shoes made from 
RUBY KID, these advantages are 


apparent. 


1. A deep bronze black that is 
the blackest black. 


2. A light finish which permits a 
surface of extraordinary and 
enduring brilliance gained by 
using a minimum of finish 
and thereby permitting a high 
polish on the grain of the skin. 


. RUBY KID retains this desir- 
able finish during the life of 


the shoe. 


~4 tT. Black Kid, 4 St Ruby Black Kid. 3 Button 
by Black Kid, 3 Button Ruby ck Kid, ™ Ru Bick Kid. 2 2 , 
| . Strap > Vanity r Welt, Vogue 18/8 Covered Cuban Heel. 
Last, 13/8 Covered Cuban Last, 13/8 Heel. 

Heel. 


Style 1092 Style D279C Style 122 
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‘Scllnsitibnd thé edehiiont app eal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
(LOCKING SHANK 
TO INSOLE 


Y 


“Ne Shoe with the Genk 
Arch Supporting Shank 


United Shoe Machinery Gorperatiny 


BOSTON, MASSACHUSETTS 
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THE GREATEST TRIUMPH IN PRESENT-DAY CPS SOE ee 


PIED | 
PIPER 


LARGE VOLUME BUSINESS 
IS HAD ONLY THROUGH 


DISTINCTIVE MERCHANDISE 


Distinction in children’s shoes is not had in patterns only. 
The basic construction must be different—the fundamental 
features must be distinguished from all others. 


There is only one line that can lay claim to this character- 
istic—that’s PIED PIPER. And it’s this factor that has made 
PIED PIPER SHOES the greatest merchandising proposition 
in the children’s shoe business. 


If YOU are not showing substantial gains in YOUR depart- 
ment—both in sales and profits—it is certain that you need 
PIED PIPER SHOES and PIED PIPER MERCHANDISING. 

Write for literature and facts. 


HIGHEST GRADE SHOES FOR LITTLE. INFANTS, 
INFANTS, CHILDREN, MISSES, YOUTHS, BOYS 
AND GROWING GIRLS 


ENTIRE OUTPUT SOLD EXCLUSIVELY TO THE RETAIL TRADE 
MODERN FACTORY ALWAYS OPERATING AT FULL, CAPACITY 
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Venti-Flex Shoes! 


Combine the Essentials of the Hour for 
Getting Business 
Special VALUE Special STYLE Special COMFORT 
YY tine popoians Shoes are the result of a long and thorough study of 


the popular-priced shoe field—in connection with which we consulted 
with hundreds of shoe merchants. 


Here is what they were calling for: 


A shoe that can be retailed for $6.00 at a profit. 
A shoe that easily shows its style superiority. 
A style shoe having certain unusual comfort features. 


Then, we produced VENTI-FLEX with the following extraordinary features: 
Perforated inner sole, with felt underlay, for perfect ventilation of the 
shank. 

Special flexible construction. 

Special nail-less heel-seat, requiring no heel-pods. 

A young man’s shoe built on the newest smartest lasts. 
. Built of all-leather, to retail at $6.00. 


heel-seat which gives a smooth 
and comfortable resting place for the heel. 


1) Smooth, nail- (2) Method of 
a heel-seat. Re- clinching heel-slugs 


heel-pod. below upper sur- 
itera fose of lamar sole. 
come into contact 
with foot. 


Method Patents Applied For 
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Venti-Flex Oxfords for Young Men 


HERE are eight fashion models in the new VENTI-FLEX group of 
low cuts. They embody the newest popular ideas in lasts, patterns 
and trimmings. 

The upper leathers used are the newest shades of selected chrome tanned 
leather. The soles are choice oak tanned. Each is built with genuine calf 
quarter linings, leather counters, 
leather heel bases and Wingfoot 
rubber top lifts. 

Any one of the distributors men-. 
tioned below will be glad to send you 
samples and completely illustrated 
literature, giving full information of 
VENTI-FLEX shoes in all styles. 

Don’t delay your investigation of 
the VENTI-FLEX proposition. It Tun Russie Softies 
sounds the key note of the hour for —_we. 
getting business. 


The Following VENTI-FLEX DISTRIBUTORS 


Are Ready to Serve You: 


Merritt Elliott & Co., Inc., Amos P. Tapley & Company, Jno. J. Schulten & Company, 
New York City, New York Boston, Mass. Louisville, Ky. 


W. H. Walker & Company, Churchwell Bros., 


Buffalo, New York Simmons Boot & Shoe Company, 


Toledo, Ohio Jacksonville, Fla. 


Wingo Ellett & Crump Shoe Comrany, 
Philadelphia, Pa. Keehn Bros., Richmond, Va. 
J. M. Arnold Shoe ee, Chicago, Ill. Robert F. Jenkins ———— Pee 
ngor, Maine reveport. " 
A. H. Berry Shoe Company, H. J. Lang Shoe Comeanee h. P. J. W. Jenkins Shoe Company, 

Portland, Maine woEpurem, *S- Dallas, Te: as 

E. G. Moore Co., Inc., Thomas Shoe Company, Theo. H. Davies & Company, Ltd., 
Plattsburgh, N. Y. Charleston, W. Va. Honolulu, H. I. 


Paul Bros., 


Other distributors will be listed from time to time as soon as they are in 
position to give service on VENTI-FLEX Shoes. 


E. E. TAYLOR COMPANY 


210 Lincoln Street, Boston, Mass. 


TRADE MARK 
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Coaxing the New Customer ]; 
A very wise retail shoe merchant recently remarked to us: Ve 

Th N “T am not so much interested in making sales as I am in making Ss 

e ew customers.” : > 

Green Book If you can get a woman to buy once in your store, you have a é. 
very good chance of getting her to come back again and again for iy 

is just off the press. It con- ” 
ae - pon aperyio om future purchases. That’s where your profit lies. y 
gestions and trade helps to Perhaps she has been going to another store for a particular line (3 
assist oe ae — of shoes you do not handle. Your best chance of getting her into ke 
tg pear your store is not by showing your competitive line, but by catch- y 

eure to send you @ copy. ing her fancy on another side entirely. ry 
Daniel Green smart styles, attractive colors, and distinctive Z 





patterns make a powerful attraction for the woman whom you 
seldom see because she makes a habit of going elsewhere for her 
shoes. 

Right’ now—while vacation interest is at its height—give 
special attention to your stock of Daniel Green Comfys. It will 
mean new customers and added profits, if you act promptly. 


DANIEL GREEN FELT SHOE CO. 


General Office 
DOLGEVILLE NEW YORK 





10 East 43rd Street 
New York City 


Sie oa. he eke Aan He es OE a ae Ze 
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Fashioned by Master Craftsmen 


Nunn-Bush 


Announcement 
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Opening of Our 
New York In-Stock Dept. 


Sept. Ist 


Under the Name of 


Nunn-Bush Shoe Company, Inc. 
144 Duane St. 
NEW YORK, N.Y. 








Quicker service to Eastern dealers. 

31 styles, ready for immediate shipment. 
Young men’s smart models. 

Also the substantial, conservative styles. 


Ankle-Fashioned Oxfords 


NunNN, BusH & WELDON SHOE Co., MILWAUKEE, WIS. 
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N Europe the name F. L. POPPER speaks for 
itself. It stands for shoes of refined taste, made 
with artistic skill, of the finest leathers. 


That Black Diamond Patent, Naco Calf and Grain 
Sheep are used in these shoes is another of the 
endorsements which are making Lawrence leathers 
internationally famous. 





—— 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 
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Another New Member 
of the MATRIX Family 


In Stock 


(Patent Leather) 


IN STOCK 


B 507. Patent Leather “Bellevue.” Gray kid lining. 
13/8 enamel wood box heel. AAA to D; 3% to 9. 


$6.25 


A charming style with the Reed standard of faultless shoemaking 
and fitting. 
Soles moulded to fit the bottom of the feet—an exclusive patented MATRIX feature. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 
ROCHESTER, N. Y. 


Fashioned in our New York Style Studio 
MARBRIDGE BUILDING 
W. D. F. Gibson, Style Director 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, 
E. Weymouth, Mass. 





PHILADELPHIA: CHICAGO: 
325 Forrest Bldg. 1316 Republic Bldg. 
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COLUMBUS, OHIO 
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rch a Betet B ploaes 
Majestic 
fo aanae 6 heme ideally developed in soft 
lovelike Black Kidskin, two graceful straps 
nked on either side by artistic cutouts makes 
this medium round toe model the accepted 
favorite of your trade. The last is No. 157, the 
heel 14/8 with rubber top 
The Price $5.00 
ag Relief Model 
0. 8224—The Majestic 
Same as above. Y. say Leather. 
Price $4.75 


fect Reet +> 


a Y« more » dt — is this exclusive three 
button oe ampeneee from Black on 
giving effect of a three strap, graced neat 
cutouts and imitation tip. over a modish last 
— — So that individuality so char- 

ic of Arch Relief shoes. The last is No. 
118, the the shed g dy De rubber top. 


$5.00 
Arch Relief Model 
No. 8221—The Marion 
Same as above, all Patent Leather. 
The Price $4.75 











Arch Relief Models 
—in Stock 


RILEY'S 
arty 


TRADE MARK PEG 














fo* he Rated Model 
8214—The Maramor 
Infnieely smart scarcely describes this charm- 
ing four strap model, fashioned in soft Black 
Kidskin enhanced by just enough open work to 
make it the very essence of smartness, and so 
appealing to all t that is fine and feminine. The 
last is No. 157, the heel 14/8 with rubber top. 
The Price $5.25 


Arch Relief Model 

No. 8215—The Maramor 

Same as above, all Patent Leather. 
The Price 


and smartness - 


led over a modish 
last that insures perfect fit. The last is No. 118, 
the heel 14/8 with rubber top. 
The Price $47 75 


Arch Relief Model 

No. 6010—The Marvel 

Same as above. all Brown Kid. 
The Price $5.35 
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“Darbrook Shoe Satins for fall 


~ Mon and more the manufacturer of high-quality shoes is seeking the very 
features of Character and Quality by which all DARBROOK SHOE Fasrics have 
always been distinguished. .» New DARBROOK SHOE SATINS and FABRICS 
for daytime and evening wear, styled in harmony with the new DARBROOK 
Sitxs for Fall, are now available. 


Represented by — 
W. A. Gallup — Cincinnati, Ohio T. F. Leary . Boston, Massachusetts 
Henley & McGaghey / St. Louis, Missouri D. J. Finn . Philadelphia, Pennsylania 
Desmond & Hottinger, Inc. . New York, N. Y. 


Darbraok 
SilkS 


SCHWARZENBACH, HUBER & CoO. 
478 FOURTH AVENUE art 32np STREET 
NEW YORK CITY 


DARBR@K SHOE SATINS 
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No. 3034 
108 Tan Lotus Calf. Single Sole 
Anglo-American Last. 


F your store is really to succeed you must have solid ranks 
of patrons whom you can call your own from year to year. 


The store that sells CROSSETT shoes has the key to this 
situation. 


The longer a man has shopped around in a vain search for 
old-time shoe value, the surer he is to ‘“‘stay with’ the store 
that sells him CROSSETT’S—unchanged in quality for over 


forty years. 


The Crossett salesman in your territory will 
receive with pleasure your invitation to call 
and submit our merchandising plan. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


Chios 


QUALITY SHOE MAKERS FOR 40 YEARS 





BOOT and SHOE 


RECORDER 


WEEKLY 


NATIONAL SHOE 


ESTABLISHED APRIL ! 
1882 


GREAT 





Boston, August 29, 1925 





Customers— 


Who Are They? Where Do They Live? What Do They Want? 
Where Do They Get Their Money? 


of your community? How many of your towns- 

people go to some other store than yours to 
make purchases? How many go to some other city or 
town? How many of the neighboring farmers go to 
some other center than yours for the goods they want? 
Why do these people go elsewhere? 


Getting down to a finer point, have you any accurate 
idea as to the number of adults in your city and tribu- 
tary population? How many children are there? How 
many juniors? What do you know about the purchas- 
ing power of different classes in your community? 

It isn’t an easy matter to get correct answers to 
questions like the foregoing. You can readily see, 
however, the great value which such information would 
have for you. And there is not one of the questions 
for which answers have not been sought and obtained 
by certain mercantile concerns or by other institu- 
tions. You’ve heard, no doubt, of the thorough inves- 
tigation which is made of the conditions and prospects 
in a town or city by the chain store concerns before 
they decide on locating a new store there. 


| OW much do you know about the buying habits 


NSWERS to some of the questions above pro- 

pounded can be obtained by personal observation 
and by inquiries made of people while trading in your 
store. One retailer had cards passed out te his patrons, 
with questions he wished them to answer. He got 
numerous replies. To certain other questions your 
saleschecks will furnish the answer if you have your 
salespeople note certain particulars thereon and have 
the facts and figures collated in your office. We know of 
a store that gets fine results on comfort shoes in cer- 
tain sizes by sending letters as to special selling 
events to the women who are known to wear those 
81Zes. 


You can get a lot of information as to the child 
population from school boards and teachers. From the 
large employers of labor in your city you can get 
dependable statements as to number of employees and 
the average payroll. The tax books furnish the figures 
as to tax payments by real estate owners. From 
realtors and through the assessment records you can 
learn something as to the rents paid by those who are 
or ought to be your customers, and this will give you 
a pretty accurate idea as to how much they can spend 
for this, that or the other kind of merchandise. It’s 
true that people having about the same amount of 
income spend half of their money for different pur- 
poses, but in the long run one family will spend about 
the same amount and buy about the same kinds of 
goods as other families having an approximate income. 

No doubt, you already draw a clear distinction 
between consumers’ habits with regard to the different 
classes of merchandise. Some commodities they need 
in a hurry and in the purchase of which they don’t 
exercise much choice or spend a great deal of time. 
Of course, people aren’t all alike in these matters. 
Some women, for example, will not travel far to buy 
children’s shoes, because they dislike taking the little 
ones on crowded cars; others will take any amount 
of trouble in order to make sure the kiddies are 
stylishly attired. 

Another thing worth looking into: In what -degree 
are the people who read your advertising influenced 
by your assertions, prices, layouts, cuts and other pub- 
licity features? You may be spending a lot of money 
for illustrations that have little or no appeal to those 
whose trade you are trying to get. It takes a person 
who knows store advertising from the ground up to 
design and get out cuts that bring results. We know 

(Continued on page 37) 
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Getting the Most for Your 
Advertising Money 


By R. L. Prather 


SHOE merchant com- 
A piste to the writer 

that his advertising 
did not pay. He said he was 
about ready to cut it all out. 
He had tried all kinds of 
schemes and used all kinds 
of mediums but business had 
not increased in accordance 
with his expenditures. 

He was asked to itemize 
his advertising expenditures 
for the past year and hand it 
to the writer next day. Also 


N this article, which really is two 

articles in one, Mr. Prather points out 
that many merchants do not employ their 
advertising appropriations to the best 
advantage. Too often they feel that they 
must use a little of every known form of 
publicity, instead of concentrating, with 
their limited means, on the one, two or 
three forms, or media, which would give 
them the longest and most successful run 
for their money. The first half deals with 
how not to do it—the second half with 
how it should have been done and, finally, 


was done. 


tising—you have been scat- 
tering. You have taken your 
good money and scattered it 
all over the lot. No wonder 
it has not paid. No wonder 
your expenditures have run 
away from your sales. 
“Here you show a scat- 
teration of $2,200 in three 
papers and you have not 
given any one paper enough 
to enable it to make a show- 
ing for you. Why have you 
expended exactly the same 


he was asked to state ex- 
actly what his gross sales 
amounted to for the same period. 

Next day the itemized statement was ready, care- 
fully and neatly typed by the young woman who so 
efficiently took care of his books. We sat down and 
went over it slowly, carefully, item by item. The state- 
ment was as follows: 


Evening News, space used si. Bas ld TSO 
Evening Times, space used Cty as a 750 
Morning Journal, space used.............. . 950 
Labor Paper, space used 100 
High School Paper, Space used 100 
Programs (various) . 2 
Street Cars ............ 600 
Painted Boards 700 
Novelties (various kinds) 

Calendars ‘ wisthdainsctbebedcsesdi 
Mailing Cards, Letters ..............0........... 
Printing, Stationery, ett......................... 
Window Displays, Material 


E said that his sales for the period were, in round 

numbers, $100,000. He had made a slight gain, 
only a few hundred dollars, he thought, but his inven- 
tory and some dead numbers he had on hand would 
wipe that out. 

“Now, why is it, with an expenditure of nearly seven 
per cent on my gross sales, I cannot increase my sales? 
My shoes are right and I have as good a sales force as 
any small store in town. I just can’t see it. There must be 
something wrong with advertising these days. I believe 
that people are not reading ads as they used to do.” 

“Well, since you ask me so pointedly, and it is my 
duty to my: profession to defend the principle of adver- 
tising, I will say to you that you have not been adver- 


amount in each paper?” 


E smiled ruefully and answered: “Well, you see 

they are all good papers, all good friends of mine 
and they all buy shoes from me. I have to use all of 
them to keep their friendship.” 

“I think you are wrong about all of them buying 
shoes from you. Have you checked up on their pur- 
chases? Do you know positively that you are getting 
all this newspaper trade? Do they not buy a few shoes 
from some of the other shoe stores that advertise with 
them? Do they not use that argument to keep you in 
their columns?” 

“Well, one of the advertising mangers told me that. 
I guessed it was true of the others.” He hesitated a 
moment and said: “One of them pulled this argument 
on me—if advertising in one paper was good it would 
be just twice as good to use his paper. And then there 
is the morning paper. I have to use that to get my ads 
read by the men.” 

“But why did you give each exactly the same 
amount?” 

“Oh, I can’t play any favorites. I must give each 
paper the same or there would be a row.” 

“Who is running this shoe business, the newspaper 
men or you?” 

“Well, I have always thought I was at the head of 
the business,” he answered a little wrathfully. 

Seeing the trend of his mind, the writer hastened to 
assure him that no reflection was intended that might 
be derogatory to him or the papers. 


*““T OOK, Mister Shoe Man, you are a good merchant. 

I know that. But you have not given the right 
amount of thought to advertising. You have not 
analyzed it. You have taken the word of too many 
other fellows who have axes to grind. Now let’s take 
a look at this thing from a cold-blooded, hard-boiled 
attitude. 
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“The News is a good paper. It has a circulation of 
about 20,000. The Times is also a good paper in its 
field. It has a circulation of about the same as the 
News. If you sell one pair of ten dollar shoes to each 
reader of the News in a year you would double your 
business, wouldn’t you? If you sell the clientele of the 
Times alone you will have a good business, will you 
not’? You will have to select one or the other, give it 
sufficient money to make a showing and stick to that 
one paper. You cannot afford to scatter your money 
among three papers.” 

“But how about the morning paper?” 

“You should use it by all means. Men read morning 
papers. But you must consider the actual worth of the 
morning paper, how many men it reaches and what 
kind of men. Your advertising in that paper must sell 
shoes. You cannot afford to waste any. The rates 
in the morning papers are much higher than in the 
evening. Your pitiful little $750 makes no dent in the 
columns of the Journal. Your space is too small and 
your ads are too infrequent. You must increase your 
expenditures in the morning paper or get out of it. 

“Later I will make up a new budget for you and 
suggest how to handle the newspapers. What I would 
like to know now is your reason for this item,” point- 
ing to the item of $100 expended in the labor paper. 


“ ELL, I will have to admit that I have been 

intimidated in that. The manager of that paper 
comes in here and simply bulldozes me. Says if I want 
the friendship of the workers I will have to run a card 
in his paper. Tells me they patronize those who 
patronize them. I doubt if it makes much difference. 
I don’t know many workers, as he calls them, by sight. 
At least I don’t see them here.” 

“All right. We will take that up when I submit the 
new budget. Were you bulldozed into this item of $100 
in the high school paper? How come?” 

A little shamefacedly he acknowledged that this item 
was due to his daughter, who was editor of the paper. 
“She sandbagged me into that.” 

“Here is an item of programs—$250. What pro- 
grams? It says various programs. Why and what? 
Have you ever checked up a sale that you knew posi- 
tively came from an advertisement in a program?” 

“T have never investigated results from that sort 
of advertising. I know that nearly every week some- 
one comes in with some kind of a program scheme. 
They tell me that such and such a church is going to 
do so and so, or that such and such a lodge is going 
to do something or other. I cannot afford to turn them 
down. They have too many members, too much 
influence.” 

This was the same old line of talk advertising men 
have listened to for years. It has been used to get 
money from merchants for a century. The writer was 
a little heated when he replied: 

“And you let these people come in here and take 
$250 of your good money on the old chestnut. They 
sandbag you just as the daughter does. They bulldoze 
you just as the labor paper does. We will attend to 
that part a little later. Also we will take up and adjust 
some of these other items, such as street cars, boards, 
novelties, calendars, etc. I am a believer in direct by 
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mail advertising when it is done right. But I am 
convinced that more good money is squandered that 
way than almost any other. Also we must decide 
whether or not your windows should be charged to 
advertising. It all depends. Some dealers charge win- 
dows to selling expense. We must think that over care- 
fully. If you charge something to advertising you 
must credit advertising with the sales that some- 
thing make.” 

The shoe merchant remarked that he was beginning 
to get a new slant at the matter. He was going to think 
it over while I prepared the new suggestions for a 
budget. 

The shoe merchant was waiting for the budget when 
the writer called next day. He showed keen interest 
in the new arrangement of figures which were pre- 
sented. Here is the way it looked: 


Evening News, space to be used 
Mailing 
Printing 


At once he exclaimed: “But you have cut out the 
other evening paper and the morning paper entirely. 
You have cut out nearly everything but one paper and 
some mailing and printed matter. And you have added 
nearly half to the one paper and put in an item of 
telephoning. Why?” 

“We will discuss this item by item, if you please. 
The new budget looks strange to you. It may even 
seem out of balance. But when I give you reasons I 
think you will see the logic of it all,”” was the reply. 

“First of all the newspapers. I have studied the 
evening papers and analyzed their circulation state- 
ments. The News makes the best showing of better 
class homes reached. The Times has a circulation of 
nearly equal numbers but it is not as desirable from 
a selling standpoint. In other words the News reaches 
a class of homes with real money to spend. A well-to- 
do, middle-class, cash-paying lot of people. What you 
want to do is to build up a-clientele of customers with 
an equal, through-out-the-year pay roll, or income. It 
is my idea that the News will do that for you. 


" OU cannot afford to use both papers. If you 
concentrate in the News and sell its readers you 
will have all the business you can take care of. 
“You cannot afford to use the morning paper. The 
rate is too high. Your appropriation for advertising 
to men is not large enough to make a showing. Really 
your men’s trade will not justify your increasing your 
expenditures. You sell largely women and children. I 
am not advising the elimination of advertising to men. 
I think the News will reach a lot of them. Men are 
reading evening papers more and more. The class of 
men you want to sell will read the News. Get your 
message to them in the News. Put an occasional adver- 
tisement on the baseball page. I have provided for 
some other methods to reach men under the item of 
mailing and printing.” 
(Continued on page 48) 
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How Many Floor Salesmen Do 
You Really Need? 


By B. C. Reber 


ITHIN the past few 
years, since mer- 
chants have begun 


to give more attention to the 
individual items of their 
business, quite a little has 
been said about the selling 
costs. In fact, it has proven 
to be one of the most im- 
portant problems with which 
the shoe retailer has to con- 
tend, and one which deserves 
serious consideration. It is 
doubtful and it is elusive; it 
is like a scarlet lady and 
must be constantly watched. 

The other day I dropped 
in to have a chat with a shoe 
retailer who is a friend of 
mine, and, during our conversation, our talk drifted to 
the selling cost. It took quite a little perseverance 
before I could get him to give me his figures on what 
his selling cost actually amounted to during a year’s 
time, and it was only on a promise that I would not 
connect his name in any way that I was able to obtain 
the figures for this article. 

From the daily report sheets which he showed me, 
I took a few of the percentage costs for selling. They 
were, 6.5%, 6.7%, 5.9%, 9.3% and 8.1%. This, he 
informed me, showed the actual cost for a representa- 
tive number of days, while the average for the year 
would be about eight per cent. 


unnecessary. 


NOWING that this was pretty low as compared 

with the figures given out by other stores I asked 
him to give me further information on how he con- 
ducted his shoe department with particular emphasis 
on the sales force. His story brings out some inter- 
esting data and information: 

“I think one of the big things that helps to keep my 
selling cost down,” he began, “is the fact that I do not 
use any more salesmen than I actually have to. I have 
made a careful study of our sales and of the number 
of customers who come in every day, and from these 
records, together with observation, I have determined 
how many salesmen I actually can use on the floor all 
of the time and at the same time keep them busy. 

“Our salesmen are paid a straight salary together 
with premiums on certain lines which we wish to push. 
This straight salary, however, means that every 
minute that one or more of these men are idle, we are 
losing money. A minute or two now and then may not 


N common with hundreds of other retail 

merchants, the “hero” of this story has 
been trying to cut his selling cost to a 
minimum. Among other things, he has 
found that he can get along nicely with 
fewer and better paid salesmen. There are 
a very few times in the year, of course, 
when he feels that to have more.of them 
on the floor would be very desirable. But 
when he figures that this would only tend 
to increase the number of minutes per day 
when all of them would be idle, he feels 
justified in his stand. Then, too, during 
slack times, he finds other work for them 
to do—work for which many a merchant 
employs special help when it really is 


appear to amount to much, 
but at the end of a day, and 
the end of the year it has 
accumulated into quite a sig- 
nificant sum. 

“For this reason I “have 
pared down the sales force 
until all of the salesmen are 
busy the greater part of the 
time that they are on duty. 
There have been times, I wil] 
admit, when it would have 
been better if we had had 
one or two more on the floor; 
but these times have been 
few and far between. 


“ HE big thing to be con- 

sidered is the fact that 

when you put on another man you must increase your 

business proportionately or you will be worse off than 

before. If we hired another man to fill in those spots 

when -we are rushed, giving him steady employment, 

we would increase the amount of time that all of our 

salesmen were idle for, with one more to wait on the 

trade during dull times, we would get through quicker 
and consequently have more idleness. 

“Instead_of hiring steady employees, we have a list 
of men who are glad of an opportunity to fill in for a 
day now and then. By advertising consistently we have 
been able to compile a list of experienced, reliable men 
who are willing and ready to come in when we need 
them, and who will not be embarrassed if the employ- 
ment is only temporary. The majority of these are 
men whose health will not permit them to work con- 
stantly, and men whose financial position is such that 
they do not have to work all the time. Both of these 
classes furnish us with a list of steady, reliable men 
whom we can call upon as the occasion demands, and 
whom we can let out as soon as the rush is over. 

“These extra salesmen are paid on a commission 
basis which totals around 6 per cent when their 
p. m.’s are included. In this manner, we do not put 
ourselves to any extra cost when hiring additional 
salesmen. If they are worthwhile they will easily earn 
a good day’s salary; but if they are not, they alone 
suffer. 

“This shoe business has got down to the point where 
the merchant has got to pare his extra expenses down 
to the bone and get out and rustle a little himself. 
Competition is so keen that it requires constant con- 
sideration of all costs and expenses. Unless a man cat 
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Get Close to Your Community Through Your Windows 


— 


Joseph Wnentkowski of the Lincoln Bootery, 
Milwaukee, fits his windows into the news 


He built a cardboard street in his window, the 
duplicate of his own front and of his neighbors’ 
—the illumination by night, the carnival effect 
of shoes to take the place of crowds, a little con- 
feiti—and there you have a remarkable window. 


build up his business on a firm foundation whereby he 
knows that when he sells a pair of shoes he’s making 
money, he might better hire out as a clerk and enjoy 
life. Otherwise, he would be. constantly haggling with 
creditors and wondering where all of his money had 
gone. 


“CN INCE the sales force offers one of the biggest 

problems in the cost of doing business, it is 
worthy of a like amount of consideration. Some men 
feel that employees must be hired because it has been 
a practice for years and years. They are merely doing 
what they have seen others do, and have no ability to 
figure out their individual problems. That is why so 
many of them go broke or only just keep their heads 
above the water line. 

“At times when we have a rush which is not suf- 
ficiently large to call in an extra, but is more than our 
sales force can handle, we do the best we can, waiting 
on those who were first to come in and getting to all of 
them as rapidly as possible. We seldom have to ask a 
customer to wait for more than two or three minutes, 
and we have had very few complaints on account of 
this. Many, who have become accustomed to buying 
their shoes from us, will come in, see that we are busy, 
and will go out, only to come back later when we are 
not so rushed. 

“There are a lot of little leaks connected with a sales 
force. If a man is hired to work for eight hours, he 
should be kept busy for that length of time; but many 
of them consider themselves only salesmen and unless 
the customers come in, they lounge about gossiping 
with the other salesmen and doing little if any good. 

“Nor is this always the fault of the salesmen. Some 
stores have such an elaborate system for their service 


The pioneer spirit pictured in cut-outs, yoked 

oxen and a wagon bearing the names of all of the 

neighborhood shops, by way of extra publicity. 
All this makes good community picturization. 


that they would consider it far beyond a salesman to 
straighten out the stock or do other little odd jobs 
when he is not busy. This, then, requires additional 
help, and the selling cost is increased in proportion.” 

As long as merchandise is sold, either through whole- 
salers or retailers, the selling cost will, and should, 
have careful consideration. There are many problems 
yet to be satisfactorily explained, but the experiences 
of this merchant should do much in informing others 
where, possibly, they have a weak point in their 
organization. 





Customers— 
(Continued from page 33) 


of retailers who for years have spent relatively large 
sums of money for an advertising service because they 
thought it was good; they really had no knowledge as 
to its effect on the people they were striving to 
influence. 

Similarly with window displays. Of course, any kind 
of window will pull a certain amount of trade, but 
to what extent do you adapt your displays to. the 
different classes of consumers who make up your 
actual and potential clientele? 

You can readily see what a wonderful effect having 
all the kinds of information herein mentioned would 
have on your buying as well as your selling. And what 
a difference’at inventory time, because you would in 
the greatest possible degree confine your stocks to 
what your people want to buy, not what you and your 
buyers think they will buy. 

Worth your while to study out ways of getting the 
information? We’ll say it is. 
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Figure It Out, Yourself? 


N a few days the boys and girls throughout the 
country will be back in the classrooms pre- 

paring for life’s tasks—the problems over which 
they will puzzle their young minds are only pre- 
liminary to the practical problems to come later. 

Fortunately they can have another chance if 
they fail to secure the correct answer on the first 
trial—that is the difference between preparation 
and practice. 

Let us assume that they find this,arithmetic 
problem on the blackboard some morning— 

“There are 114,000,000 people in the United 
States who wear three pairs of shoes each per 
year. How many pairs of shoes are required to 
supply them?” 
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Pretty soon some bright boy or girl will have 
the answer 114,000,000 «x 3 — 342,000,000. 

The second example will read— 

“There are 150,000 places (large, small and 
general country stores) in the United States to 
serve 114,000,000 people. How many people can 
each serve?” 

Another pupil will quickly supply the answer— 
114,000,000 — 150,000 — 760. 

A third example will read—‘“If each person re- 
quires three pairs of shoes and each retail dealer 
serves 760 persons—how many shoes will he sell 
in a year?” 

Some youngster will give the answer without 
setting down the figures, “2280 pairs per year.” 

The fourth quetite-wm be a little more diffi- 
cult. 

“If 1,500 shoe factories produce 342,000,000 
pairs of shoes per year and of that number 250 
factories produce 65 per cent—how many fac- 
tories produce the remaining 35 per cent and what 
volume .would each produce if they shared 
equally ?” 

The answer is not so readily supplied this time 
and there is much erasing and revising before the 
answer is handed in. 

“Answer 1,250 factories would produce 95,700 
pairs each.” 

The fifth example will be somewhat easier. 

“If each dealer sells 2,280 pairs of shoes per 
year—how many retailers can be supplied by 
1,250 factories producing 95,760 pairs of shoes 
each?” 

The answer comes promptly—76 6/10 dealers. 

“Now children,” says the teacher, “I am going 
to give you a very difficult problem to take home 
with you and you may ask your fathers to help 
you with it.” 

“Of the 1,500 shoe manufacturers in the United 
States—250 produce 65 per cent of the total out- 
put and 850 factories produce 33 per cent of all the 
shoes made—how many shoes do the remaining 
400 factories produce?” 





Return a Company—to Whom: 


ORE than ordinary significance is given 

the International McElwain decision of the 
Federal Trade Commission by the “Dry Goods 
Economist,” a fellow publication of ours in the 
United Publishers Corporation. The letter of the 
law fulfilled while the spirit was ignored. The edi- 
torial was “Wanted—Common Sense,” and read: 
“Tt is an unfortunate thing that Common Sense 
and the Interpretation of the Law are frequently 
strangers in the United States. The latest illus- 
tration of that unhappy condition is the decision 
of the Federal Trade Commission that the Inter- 
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national Shoe Co., of St. Louis, violated the anti- 
trust laws when it bought control of the W. H. 
McElwain Co., of Boston. This transaction was 
effected at a time when the McElwain Co. was 
failing financially, and the International Co. was 
in need of greater production facilities. The effect 
of the consolidation was that the assets of the 
McElwain Co. were preserved and the investors in 
that concern were saved from serious loss. In no 
way that the ordinary layman can see was there 
any injury to the public interest. There was no 
question of prices having been raised, on the con- 
trary all the evidence showing that the rescue of 
the Boston concern helped to keep prices down, 
nor can there be any doubt that a genuine benefit 
was performed in averting another sensational 
business crash at a time when the country was 
passing through a serious panic and every fresh 
failure in the business world added to the general 
hysteria. 

“Of course, it is the old story of a blind 
adherence to the letter of the law while ignoring 
its spirit. The anti-trust legislation, under which 
the majority members of the Federal Trade Com- 
mission acted, was designed solely to restrain un- 
scrupulous men from establishing monopolies 
which would enable them to raise prices without 
regard to economic conditions. These laws were 
passed more than twenty years ago, and subse- 
quent experience has pretty well convinced the 
country that the once popular pastime of ‘trust- 
busting’ was not merely futile but a highly dan- 
gerous and expensive experiment. Natural eco- 
nomic laws always operate to prevent monopolies 
by private individuals, and the only instance 
where such creations have been even partially suc- 
cessful have been where they were fostered and 
directed by strong governments, as in the case 
of the tobacco monopoly in France. 

“In the present case at issue it is reassuring to 
find that two members of the Commission, 
Messrs. Humphrey and Hunt, both by the way 
appointees of President Coolidge, dissented from 
the verdict and raised the very sensible point that 
if it had simply been a question of suppressing 
competition all the International Co. had to do was 
to wait until the inevitable bankruptcy of the 
McElwain Co. occurred. It is certain that much 
more will be heard of this case, and it is very 
probable that the matter may be brought into 
Congress, where it will provide excellent ammuni- 
tion for those legislators who have committed 
themselves to a campaign for the curtailment of 
the powers of the Federal Trade Commission and 
even for the abolition of the body itself. We have 
reason to believe that the present attorney-general 
has very little sympathy with the spirit which 
has prompted the decision of the majority com- 
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missioners, nor do we believe that. spirit will find 
any warmer friends among the other members of © 
the present administration. It is not impossible 
that the International Shoe Co. case may prove 
to be another milestone in the long road which 
business is traveling to free itself from unwise 
governmental interference.” 


Is This Your Town)? 


HERE is a town in Indiana where every mer- 

chant is fighting the other fellow. There is 
no such thing as agreeing, even on the policy of 
closing on holidays. There are eleven shoe stores 
in this town of 5000 inhabitants, but that did 
not stop another store from coming to town six 
months ago. 

The four “big” stores that carry everything, 
scarcely “speak” to one another. There is one good 
shoe store in town, and one that is dead. Box after 
box, marked with the date that the shoes were 
put in stock are in this latter store and the most 
of the dates from three to ten years old. 

Last year over $100,000.00 in postal orders were 
issued from the local post office. It is safe to as- 
sume that a large number of personal checks also 
were sent to the mail order houses. 

The point is this—that a new store would not 
have come to town if the owner had not felt that_ 
there was a chance to do business. Neither would 
so many persons have sent away for goods, if 
they had been convinced that they should trade in 
their own community. By not getting together 
the stores are driving trade away. 

The new store was doing about twice the busi- 
ness that it estimated it would do for the first six 
months. On the other hand, the other stores carry- 
ing shoes said that the retail shoe business was 
rotten. Of course the fault was “too many styles,” 
“automobiles” and the usual run of excuses, with 
everything save that they themselves were to 
blame. Why should folks trade in these dingy 
stores, especially the younger folks? It’s the “flap- 
per” and “sheik” trade that combines volume and 
profit. 








The bulk of women’s shoes is sold in the big 
city trade. A very high percentage of women’s 
shoes are of the novelty styles. Everybody knows 
the reason—it is women’s love of finery and 
change—the desire to shop brings them by auto 
to the larger centers. 





Sales of shoes, now going on at the rate of 
1,000,000 pairs per day, will increase next year, 
because of the larger activities of women and chil- 


dren as well as increase in population. 
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In Next Week’s Issue 
Quarterly Style Review 


and Forecast 


The September Sth issue of the Boor anp SHoE REcoRDER 
is one of our Quarterly Styles Numbers devoted to the things 
which are new in both men’s and women’s footwear. The style 
end of the issue will consist of 
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1—The trend in Women’s garments. 

2—The trend in Men’s dress styles. 

3—An analysis of styles by Markets—what each has to offer. 

4—An analysis of style developments in Leather and 
Fabrics. 

5—An analysis of style developments in Buckles and other 
Ornaments. 


6—Twelve pages in two colors picturing the newer style 
developments in footwear—eight pages devoted to 
women’s and four to men’s styles. 


a 
cA Symposium on Buying 
A symposium on the proper methods of buying—four pages 


devoted to how successful merchants are doing it with some 
original thoughts on the subject by the editor. 


a 


eAdvertising Scatteration 


Third of a series of three articles on how best to spend your 
advertising appropriation—first two installments in this issue. 
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All the News and Ideas to Help You in 
“Getting More Shoes Sold Right” 
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N. E. Shoe and Leather Golfers 
Fight It Out 


Tournament Held on Wollaston Course in Quincy, August 25—Canton 
Leather Man Wins Championship 


mally organized New England Shoe and Leather 

Golf Association, held at Wollaston Golf Club, 
Quincy, Mass., last Tuesday, was an unqualified suc- 
cess and a delightful occasion; 139 golfers of the in- 
dustry participated. 

As a result of the all-day tournament the golf 
honors for 1925 in this section of the industry are as 
follows: 

Championship—George H. Reid, of the Norfolk 
Japannery, Canton, Mass., with a 79 gross score. 

Runners-up, second best gross—Karl Mosser, of the 
Armour Leather Co., and Fred G. Thayer, of American 
Shoemaking; tied at 80 gross. 

Shoe manufacturing branch, championship—Robert 
V. Bean, traveling salesman with Whitmore-Tirrell 
Shoe Co., Weymouth; score, 81 gross. 

Leather branch, championship—Raymond H. Thayer, 
of Thayer-Foss Co., Boston; score, 83 gross. 

Allied branches, championship—Fred G. Thayer, of 
American Shoemaking. 

Best first nine, gross—Jack W. Walker, with M. N. 
Arnold Shoe Co., North Abington; score 40. 

Best second nine, gross—Milton W. Vedder, Alex- 
ander & Co., Boston, and James R. Gormley, Proctor- 
Ellison Co., Boston; score, 39. 

Best six net scores—Edwin C. Lincoln, of Edwin 
Clapp & Son, East Weymouth, and Jack Walker, of 
M. N. Arnold Shoe Co., North Abington, tied at 69. 
Martin T. Tevlin, of the Davis Leather Co., Boston; 
James R. Gormley, of Proctor-Ellison Co., Boston; W. 
W. O’Hara, Whitmore Tir- 
rell Co., Weymouth tied at 
70. C. T. Cornish, of the Com- 


[ona first annual golf tournament of the infor- 


American Shoemaking, Armour Leather Co., Avon Sole 
Co., Bancroft-Walker Co., BooT AND SHOE RECORDER, 
Hide and Leather, Howard & Foster Co., James R. 
Gormley, George E. Keith Co., Ohio Leather Co., Rice 
& Hutchins, Northwestern Leather Co., The Shoe Re- 
tailer, Shoe and Leather Reporter, Stacy-Adams Co., 
and Surpass Leather Co., Edwin Clapp & Son. 

The Championship bowl is a beautiful example of 
the sterling silversmith’s art. Mr. Reid’s name will be 
engraved on it and he will hold possession for one 
year, when it will again be placed in competition. The 
winner also receives a prize for his permanent keep- 
ing. Ted Tewksbury and Karl Mosser were the com- 
mittee on selection of prizes. 


No One Wins $100 Prize Offered 


Everit B. Terhune, president of the BooT AND SHOE 
RECORDER offered a prize of $100 in gold to the player 
in this tournament who should make a hole in one. 
Nobody won this prize, although William P. Burn- 
ham, of French, Shriner & Urner, came within two 
inches of holing his drive from the third tee. 


The informal committee, originating and handling 
the tournament consisted of Everit B. Terhune and 
Arthur L. Evans, of the BooT AND SHOE RECORDER; 
Karl Mosser, of the Armour Leather Co.; T. L. Tewks- 
bury, of the Northwestern Leather Co.; W. A. Spauld- 
ing, of the Columbia Leather Co.; John F. Murphy, 
of the Ohio Leather Co., and William J. Fallon, of the 
W. J. Fallon Co. Mr. Terhune acted as treasurer and 
Mr Evans as manager of the tournament. 

President William F. Gar- 
celon, of the Massachusetts 
Golf Association, appointed 


monwealth Shoe & Leather 
Co., Whitman, 71. Frank A. 


Rapp, of Hide and Leather, - 


James T. Gormley, of Day- 
Gormley Co., Boston, J. E. 
Fallon, of W. J. Fallon Co., 
and R. H. Thayer, of Thayer- 
Foss Co., tied at 72. 

Best selected nine holes— 
C. Searles Reed, of McLane 
Bros. Leather Co., Whitman; 
score, 34, 

The fourteen prizes were 
of exceptional beauty and 
good taste and value. They 
were contributed by these 


concerns in the industry: oe 


Wife of Shoe Traveler Makes Hole 
in One 


William H. Larkin, Pacific Coast repre- 
sentative of the Stacy-Adams Company, is 
particularly happy this week. Mrs. Larkin 
made a hole in one on the Woodland 
course, in Auburndale, near Boston, Sun- 
day, August 23. This achievement, rare 
enough among men, is almost unknown 
among women players of the game. Her 
husband shares the family glory. 

He tried unsuccessfully to duplicate his 
wife’s feat in the New England Shoe and 
Leather Golf Association tournament 
Tuesday—and there was Everit B. Ter- 
hune’s prize of $100 in gold dangling 
before his eager eyes to no avail. 


David Horan as official handi- 
capper for the tournament. 


Notes of the Day’s Play 


The first foursome to tee 
up at 8.25 o’clock consisted 
of four French, Shriner & 
Urner men: William P. Burn- 
ham, J. Frank Crehan, Wil- 
liam H. Thompson and G. H. 
Reed. They were immediately 
followed by Clarence P. 
Waide and B. W. Drake, of 
Stacy-Adams Co. Fred W. 
Small was the last entry to 
start. - 

(Continued on page 43) 
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HOSKIN’S 











For Summer 


—the correct shade 
—the correct leather 
—the correct heel 
—the correct slipper 
for you to wear 


FIELDMOUSE KID 
$10-75 


Cuban heel, low and restful to the arch. Kid skin, 
soft and cool for hot days. Onc strap, midway, give 


a snug fit. Gimp stitch trim, very smart. 
1 


Srotwear 
Adams and Supenor 


Hosiery 
for Every 
Occasion 




















— 
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HOSKIN’S 
White Kid 
with black 
stitching 


Do your shoe 
Sepemnem 
one shop — 


HOSKIN’ 











The results obtained from your ads depend entirely on how much better your merchandise is 
described than the other fellow’s. 


How to Make Your Advertising 
More Profitable 


By R. Ellsworth Gray 


Advertising Manager of H. M. & R. Shoe Co., 
and Hoskin’s Bootery, Toledo, Ohio 


N this day and age, selling shoes at retail and 
i making a profit is no snap. The entire organization 

must put everything it has on the ball to put it 
across the plate. Merchants are devoting much thought 
to this question, and consequently advertising comes 
in for its share of the praise or abuse, in due propor- 
tion to the amount of sales that are coming into the 
store. 

To combat keen competition from an advertising 
point of view, we must fight it with implements that 
the enemy does not possess, that is, by not talking 
about the same points that competitors use. 


It is better to run smaller space regularly, than to 
use “shot gun” advertising, hoping it will hit some- 
thing. Use a small ad every day, featuring one point, 
and put that one point over big. Your customers will 
know you better when they see you in print often. 

A shoe illustrated in an advertisement means some- 
thing, but not everything. In fact your competitor may 
illustrate a $6.00 shoe, and you a $10.00 shoe, and in 
many cases the cuts will look equally as well. The 
results obtained from your ad depend entirely on 
how much better your article is described than the 
other fellow’s. The copy tells the story. 
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When Price Advertising Is Inadvisable 


If one has a good retail store, offering a large 
variety of styles and splendid range of sizes, it is not 
considered good business to sheut price. The best re- 
sponse will come from talking quality and service. You 
can dominate in your own field, by telling the publié 
of the superiority of your store, of its better merchan- 
dise, and of its ability to furnish better-than-average 
service. 

If I were one of the smaller merchants, I would, in 
writing my advertising, try to sit down and place 
myself outside of the business. Determine what there 
is about your shoes that you can say, that will cause 
your prospective customers to react favorably to your 
establishment. 

To illustrate, we recently had a very successful re- 
sponse to an ad that was run without cuts, headed, 
“To women who want to save $5.00 on a pair of shoes.” 


Good Success from Direct Mail 


The copy contained in it used the psychology that 
we were using a small space because there were only 
five hundred pairs of shoes, 
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vertising is only a part. It cannot do the impossible. 
It is not magic. It is common sense. The other branches 
of the store must also function. The success of any 
one department depends on the success of the others 
as a whole. 





N. E. Shoe and Leather Golfers 
Fight It Out 
(Continued from page 41) 

Fifteen or twenty members of the Wollaston Golf 
Club, connected with this industry, participated in the 
tournament, and they constituted themselves an in- 
formal committee on hospitality, Jack Murphy, Billy 
Fallon and Fred Thayer in charge. . 

The Wollaston Golf Club extended every courtesy 
and facility for the comfort, convenience and happi- 
ness of the participants and all were delighted with 
the arrangements. The day was perfect in weather, 
the course, a very difficult one, in a magnificent setting, 


was in prime condition. 
Incidentally, the three-hour 


stretches of golf created 





and if we told everyone 





about it in a big ad, we 
would be swamped with cus- 
tomers. In this way women 
looked at it as something out 
of the ordinary, with the re- 
sult that they flocked to the 
store the next day. 

We have had great success 
with direct-by-mail advertis- 
ing. Several of the pieces 
were in the form of a letter, 
with four to six shoes pic- 
tured at the bottom of the 


Hoskinis 


fine Footw ear 


~~ sturdy appetites and by 
nightfall the well-stocked 
cuisine of the club was down 
to hardpan, so to speak. 

It was a matter of regret 
to Everit Terhune that he 
was obliged to leave in the 
middle of the afternoon to 
catch the five o’clock train 
for New York. 





The Premier Golfers 





sheet. The response to this 
was much greater than simi- 
lar copy run in a newspaper. 
Cards of the salespeople, en- 
closed with such letters, 
give them a decided personal 
touch. Separate enclosures, 
telling a good hosiery story, 
are also very effective. 

Our shoes are all selected 
after being shown on the 
feet of a model. In buying a 
shoe it must not only look 
good, but it must fit well. 
This is a good advertising 
point. In fact, our buyers 
have spent years and years 
in the shoe business, and are 
very fussy about the quality 
of materials used, the work- 
manship and good fitting 
points. Our advertising copy — 
always stresses quality and |, 


white footwear. 











White Kid. 
$105 


Indispensable to Madam and Mademoiselle, 
who must be attired correctly, is the charm of 
They select at Hoskin’s, 
knowing that whatever is shown them, it is un- 
questionably of the correct mode — it is a 
proper shoe for them to wear. For your whitc 
shoes fur the Fourth, come to Hoskin’s. 


HOSKIN’S 


Superior and Adams 


The following are the pre- 
mier shoe industry golfers 
of New England, judged by 
Tuesday’s play, with “Break- 
ing 90” as the basis: 

George H. Reid, 79; Karl 
Mosser, 80; Fred G. Thayer, 
80; Robert V. Bean, 81; 
Raymond H. Thayer, 83; 
Charles H. Furber, 84; 
Joseph E. Fallon, 84; Jack 
Walker, 84; Ralph N. Hall, 
84; Milton W. Vedder, 84; 
James R. Gormley, 84; W.W. 
O’Hara, 84; H. Kussmaul, 
85; Frank A. Rapp, 85; 
C. Searles Reed, 85; C. A. 
Rooker, 85; Martin T. Tev- 
lin, 85; Arthur J. Chase, 86; 
G. S. Fallon, 86; Malcolm 
Arnold, 86; W. Thatcher 
Hollis, 86; Edwin C. Lincoln, 
| 87; Blanchard U. Shriner, 











fineness, price coming last, 
on regular mefchandise in 
season. 

But as I said before, ad- 


The use of a small ad every day is better than 
a big display at irregular and infrequent 
intervals. 


87; H. T. Capen, 88; C. J. 
Porter, 88; C. S. Knight, 88; 
E. G. Hudson, 88; A. D. 
Knight, 89; J. F. Murphy, 89. 
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Truthful ‘‘Ads’” Bring Home 
More Bacon 


The Author Shows How Even Defective Shoes Can Be 
Advertised to Advantage 


By Ad Visor 


that the Ad Clubs have thrown the Vigilance 
Committee into the discard and joined up with 
the Better Business Bureau. 

That’s fine business. I never did like the title of 
Vigilance Committee. It sounded too much like the 
wild and wooly, old days of the West, when lynching 
was the accompaniment of vigilance. Of course, there 
were, and still are, some advertisers who deserve lynch- 
ing. But the lynching must be done by public opinion 
rather than by a hempen cord. 

I belonged to an Ad Club long before the slogan of 
“Truth in Advertising” was thought of. We averaged 
pretty well in those days, way back yonder, twenty- 
five years ago. All in all I think we told about as much 
truth in our ads as we do today. I mean those of us 
who practiced it without saying anything about it. 

One of the greatest proponents of Truth in Adver- 
tising sold a brand of stuff that I wouldn’t touch with 
a ten-foot pole. One of the finest examples of actual 
practice was an old fellow down on Monkey Run, Ark., 
who kept a country store. He had never heard of an 
Ad Club but he surely did believe in Truth. One day 
I heard him tell a woman: “Now that cheese is a leetle 
bit wormy, but if you will be keerful I reckon you kin 
eat it withouten gettin’ anything into your innards.” 

No deception there. No half-way measure. He knew 
the truth of his goods. And he declared their faults 
along with their merits. I believe in Truth in Adver- 
tising. I have advocated it these many years. And by 
that I mean TRUTH. The whole of it and nothing but. 

Half truths will not do. A half truth is worse than 
a lie. Some advertisements skim lightly over the facts 
like a sea gull over a high wave. They barely escape 
but never wet their wings. 

When I see one of those “sea gull ads” I think that 
some man put in a lot of time framing the text to avoid 
penalties. It has the appearance of being built to 
escape the Better Business Bureau’s eagle eye. 
Recently I saw one that reminded me of the old story 
of the horse trader who sold a man a blind horse. 
Remonstration brought out this palliation: “I told you 
it was a good horse but that it didn’t look good.” The 
ad in question offered some shoes that were said to be 
“slightly imperfect.” Only that and nothing more. I 
read it to a number of people and they all shied at it 
like a skittish colt. There was something about it that 
created doubt in their minds. I asked these people: 

“Would you buy any of those shoes?” Most of them 
declared instantly in the negative. One said he might 


| SEE by the papers,” as Mr. Dooley used to say, 


if he could learn more about them. He said he would 
have to take a good, careful look, and then get an 
affidavit from the seller. 

If factory damaged shoes were meant, and the dam- 
ages really were slight, why not say so? Why not drag 
the truth out into the light and make a virtue of 
those damages. It’s just as easy to say: 

“These shoes are good quality and style. They ar 
regular stock with us. But on inspection we found 
that somewhere in the factory some careless workman 
let his machine scratch the uppers slightly on th: 
under side of the arch. We wrote the factory about i: 
and they told us to sell the shoes at a reduction and 
take our loss out of our next remittance. So we offe: 
them to you at such and such a price. Come in and 
examine them. We will point out the flaws which you 
might not be able to see. If you believe as we do that 
this slight damage does not in any way render them 
unwearable or that they are really good shoes other- 
wise, you will get a remarkable bargain at this re- 
duced price.” Or words to that effect. Maybe you can 
boil it down to fewer words—a fine thing to do always. 

Today I saw a newspaper paragraph that told a 
story of the large increase in the growing of lizards in 
England. According to this yarn the lizard ranches 
were going to double their output because of the enor- 
mous demand for lizard skins in footwear. The para- 
graph went on to say that dealers in London state that 
lizard-skin shoes “are here to stay as the material is 
serviceable and comfortable,” etc. Now I leave it to you 
—is that subject matter for the Vigilantes or the 
Better Business Bureaus of jolly old England? 

When I was a kid, down in the Ozark mountains, | 
knew lizards pretty well. I have knocked many a one 
into kingdom-come with a rock. Never have I con- 
sidered their skins as serviceable. Most any kind of a 
little knock with a rock and the skin disintegrated 
instantly. Maybe the English kind is hardier. The biz, 
old ones that they call Mountain Boomers in the Hil!s 
of the Boston mountains, measure nearly eighteen 
inches from tip to tip. But their skins were just like 
all others—Not durable. 

Do you believe that a real lizard skin can be mace 
up into a real shoe? Neither do I. 

Do you believe that a genuine alligator skin can 
be made into a shoe at a price any ordinary person ca 
afford to pay? About 20 years ago I used to sell a lin: 
of cowboy boots on the road. We had some real allig:- 
tor vamps in the line but they were considered only a: 
available to the Tom Mix cow punchers of those days. 
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Real de luxe boots those were. Occasionally we sold 
a pair to some Wild West showman. Once in a while 
we would find a merchant who wanted a pair of spe- 
cials for a railroad man who had a penchant for alliga- 
tor vamp “switchman’s delight.” 

The furriers got into deep water through calling 
certain skins by their wrong names, a few years ago. 
It took legal measures to restrain some of those birds 
from naming dog hides and skunk pelts such fancy 
monikers as occurred to their minds. Women are still 
a little suspicious of furs unless they know the dealer. 

I wonder if shoe men are not skating on thin ice 
when they use names of animals too freely. I amend 
that—I mean reptiles. 

Recently I saw a little ad that tried to apologize 
to the writer’s conscience. It spoke of Lizard Skin 
shoes, but right in front of the word “Lizard” was 
this qualifying parenthetical remark (“Imt.’’). That 
may get by all right with some, but to me its a half- 
hearted truth. Some day some fellow will put this 
into an advertisement and then—all the world will 
wonder. Imagine it occupying prominent space in a 
good big ad, on a live page, in a widely read news- 
paper: 
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“LIZARD SKIN SHOES” 


We have just received from the factory a 
shipment of beautiful new styles, made up in 
the new fancy leather called “lizard skin.” 
This is an excellent imitation of the texture 
of the skin of that dainty little creature 
known to some as the salamander. 


“ALLIGATOR SKIN SHOES” 


Every person who owns an alligator skin 
traveling bag, or other article made of real 
alligator skin, will marvel at the almost per- 
fect reproduction of that very rare and ex- 
pensive leather in this lot of shoes. 


As the poker players have it: “Read ’em and weep.” 
Imagine a city wherein some shoe man with an imag- 
ination given to fancy flights, has been dilating on 
his lizard skin shoes or his alligator skin shoes, when 
such a series as the above suddenly puts in appearance. 

I hope the new amalgamation of Vigilance Commit- 
tee and Better Business Bureau will deal gently at 
first. Warn the erring and then if they persist— 
Bingo! 





Better Window Trimming 


PR ASS RI! OT 
¥ te i 


Here the shoes are grouped around a central design and are not arranged all on one level. This exemplifies one 


of the first principles of good window trimming—don’t put all your merchandise on one plane. Keep them on 
different levels if possible. 


"ey 
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The True Story of What 
One Man Has Accomplished 


August 29, 1925 


How a Salesman Can Follow 
Up His Call Trade 


‘By Harold F. Podhaski 


tomers on a large card form which he draws 
up for this purpose every six months, and which 
he divides into six columns, each designating a month 
of the year, one of the salesmen employed in a retail 
shoe store in the South has succeeded in evolving a 
simple and very effective method that is proving a 
material aid to him in increasing his volume of sales 
to his call customers—a method that will doubtless 
prove equally as successful in the accomplishing of 
this same result for any salesman or saleswoman in 
any other shoe store or shoe department. 
Before the names and the records of purchases 
made are entered on this form the card that is used 
looks about like this: 


B listing the names of all of his regular call cus- 


The length or size of this card form, of course, and 
the number of spaces it requires, will depend on the 
number of call customers’ names that are to be entered 
upon it. Some salespeople, for instance, might have to 
draw up a card containing as many as fifty names or 
more, while others might not require more than twenty 
or twenty-five spaces, including only the names of 
people whom they would class as their regular call 
customers, or with whom the salesperson may be suffi- 
ciently well acquainted in a personal way to merit the 
inclusion of their names in such a list. 

As above stated, the idea which this plan involves is 
quite a simple one. The names of the different custom- 
ers are placed first of all in the wider column at the 


left side of the card, while the columns devoted to the - 


different months provide space wheta.a check~ mark 
can be entered as these different customers make pur- 


chases from this salesman. In this particular case the- 


salesman does nc: put down the amount of the pur- 
chase, but merely the figure 1 after the name when- 
ever a purchase is made by one of these call customers, 
and, of course, in the proper column denoting the 
month. In some cases there may be two or three of 
these check marks under a single month, indicating 
that this customer has been in to make a purchase of 


some kind or other that many times during the par- 
ticular month in question. 


HE primary purpose of this form in that the sales- 

man may keep a more definite check on his regular 
call trade than his memory will provide him, or than he 
is able to secure by going through his sales records. 
By keeping this form up to date all of the time he 
has directly in front of him a complete record of every 
regular call customer, which is not so important when 
the customer is buying more or less regularly, but is 
very valuable information to him, and to the store as 
well, if this customer is not buying as frequently as 
he, or she, may have purchased in the past, or as it 
seems the customer ought to purchase if properly 
handled and good-will and friendship is maintained. 
For it is not the customer who is buying regularly who 
needs to be further cultivated, but rather the one who 
is buying only occasionally. 

For instance, we will presume that the salesman is 
in the men’s department of the store, that the name of 
his customer is John Smith, and that the current 
month is June. Inspection of this card form will show, 
let us suppose, that this customer made one call in 
January, another in March, and since then has made 
no purchases._at all. There may be any number of rea- 
sons to account for this lack of buying, but whatever 
these reasons may be it is well to find out about them 
if possible, to keep in touch with this customer. There- 
fore, after three or four months have passed without 
any purchases made, it is about time to write Mr. 
Smith a letter in which the salesman will thank him 
for his past patronage, tell him something perhaps 
about a new shipment of shoes that has arrived, and 
then casually refer to the fact that Mr. Smith has not 
been in the store now for three or four months, as the 
case may be, and to frankly ask him if he is for any 
réason dissatisfied. 


F so, this salesman would like to hear all about it, 

and if he can possibly do so he will rectify the mis- 
take to Mr. Smith’s satisfaction, for he has always 
appreciated this customer’s trade and wants to retain 
it. In nine cases out of ten this type of letter will 
bring back a reply of some nature, and quite often 
bring the customer himself into the store. In the event 
he does not reply to letters sent to him after four or 
five months have passed without any further purchases 
made, this salesman will call personally on this cus- 
tomer and thus endeavor to win back his trade, or at 
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least to retain it if it merely 
happens that he has not 
needed new shoes in that 
length of time. 

In this manner the sales- 
man is gradually building up 
a list of call customers that 
is proving decidedly profit- 
able to him and to the store 
that employs him; and by 
keeping in close touch with 
his call customers at all 
times by the use of this card 
form it is very seldom that 
he joses the patronage of any 
of them. Furthermore, the 
method is so effective that many of these people buy 
practically all of their shoes from this man, and as you 
can readily see as the months continue to go by he is 
cumulating for himself and the store a highly profit- 
able line of business. Furthermore, the whole plan is 
simplicity itself, and requires very little time and 
effort on the part of the salesman. Such a form can be 
drawn up in a very few minutes, and after that it is 
merely necessary to enter the names, keep it in a 
handy place, then put in the check mark as the dif- 
ferent customers listed thereon may come in to pur- 
chase. Every month or so the salesman should make a 
careful study of this record, list the names of those 
to whom he wants to write, and let the office of the 
store get the letters out for him which he will indi- 
vidually sign; also, occasionally, he will send a letter to 
the whole list of customers, just a sort of a courtesy 
letter thanking them for their past patronage and 
expressing the wish that he may continue to enjoy 
their patronage in the future. It is a plan that any 
retail shoe merchant will find a decidedly worth- 
while investment if he adopts it in his store. 

While the additional sales and profits might not be 
so large as far as one or two of the individual salesmen 
are concerned, you can readily see that if every sales- 
person in the store were using such a plan that its 
cumulative sales effects would run up into really 
respectable figures. Furthermore, it is a plan that it 
will cost the dealer very little to try out. 





Sales Tax Plan Opposed 


Atlanta, Ga.—The sales tax plan has been approved 
by the finance committee of the Georgia Senate. It 
was introduced in the Georgia House some weeks ago, 
providing for a sales tax that would affect virtually 
every line of business in the state of Georgia. 

It is estimated that, with the various existing taxes, 
this measure, if passed, would net the state something 
like $20,000,000 in yearly revenue. It can be readily 
seen what it would cost the business men of the state 
in the event the measure becomes a law. Naturally, 
it is being vigorously opposed by associations repre- 
senting the business interests of the state. However, it 
is known that the bill has considerable support in both 
the upper and lower houses of the Georgia Legislative 
body, and that if it does come up for a final decision 
during the present session of that body, it is very 
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A salesman’s letter shows his interest in his 
customers. 


47 


likely to pass in spite of the 
strong opposition against it. 

There are some taxes that 
would be dropped if the 
measure is. passed, but they 
would not amount to enough 
to come anywhere near off- 
setting the increased taxes 
that would result under the 
terms of the Sales Tax law. 
Among the taxes that would 
be dropped, if the measure 
is passed, are the present ad 
valorem taxes. 


For Capital Stock Tax Reduction 


A strong effort is being made during the present 
session of the Georgia State Legislature to have the 
capital stock tax in the general tax act reduced from 
a $1,000 maximum to a $400 maximum. This is due 
to the fact that there are many large companies 
that have discontinued carrying any stocks within the 
state of Georgia because of the amount they have to 
pay under the present law. This is a measure that 
seriously affects the shoe business in the state, and, 
in fact, in a good part of the Southeastern territory. 
It is stated that there are various Northern and East- 
ern manufacturers of shoes who would carry stocks 
in Atlanta, as Southeastern headquarters, were it not 
for the high assessment they are required to pay under 
the terms of the capital stock tax. 





Northwestern Merchants Meet 
September 2 


A movement that its backers hope will bring 
out something genuinely constructive and perhaps 
broaden into wider territory than this locality is to be 
launched at the first fall meeting of the Northwestern 
Retail Shoe Dealers’ Association on September 2. W. N. 
Comer, well known Minneapolis retail shoe merchant 
and president of the association, has issued the call for 
the meeting at a central point between Minneapolis 
and St. Paul. He has invited Louis Gish, of Foot- 
Schulze Shoe Company, M. B. Lathrop, of C. Gotzian 
Company, and Charles Patterson, of O’Donnell Shoe 
Company, to address the merchants and get their ideas 
on the movement to bring manufacturer and whole- 
saler and retail merchant into closer co-operation. 

“The wholesaler,” said Mr. Comer, “and retail mer- 
chant have been working too long at cross purposes. 
Each one has been sincere. But each has been going a 
different road. Sometimes the roads turned out to be 
parallel and when that was the case, both were bene- 
fited. But when one of them went off an angle, that 
hurt both of them. We believe this running off at 
angles has been one of the principal factors in injuring 
the shoe business. Now we propose to have maker, 
jobber and retail merchant sit down together in coun- 
cil, discuss our common problem and see if we can’t 
all get on the same or on parallel roads.” 
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Getting the Most for Your Advertising 
Money 
(Continued from page 35) 


“The labor paper has been cut out. I am not un- 
friendly to labor. I am decidedly friendly on the other 


hand. But this paper will sell no shoes for you. All the . 


business you lose by reason of not patronizing it, I am 
willing to guarantee will be made up from other 
sources. Once upon a time I had a labor paper threaten 
boycott of a shoe store because I refused to submit to 
an intimidation. We were spending ten dollars a month 
in it. I argued that if ten dollars could buy the friend- 
‘ship of any class of citizens it was not worth the price. 
Give yourself no anxiety on that score. The workers, 
as the agitator chooses to call them, will buy wherever 
they can find what they want at the best prices.” 

“All programs, school papers, street cars, boards, 
novelties, calendars and such things must be ruth- 
lessly cut out. You must take a firm stand on this. 
You must quit scattering if you want to make money. 


““THAVE never seen a school paper sell a pair of 

shoes. I have never known of a program putting 
a cent into a cash drawer. Street cars are good me- 
diums if you have a lot of money that you can expend 
in a big widespread campaign. But at present you 
must retrench. You cannot afford the luxury of car 
cards. Painted boards are another thing that can be 
spared at present. It is true that they are good me- 
diums. But you are concentrating now. After you get 
things running better and have a lot of free money 
you can add boards.” 

“Novelties are a luxury that you cannot indulge in 
at this time. I will tell you a story to illustrate the 
point. Once at a meeting of advertising men, the sub- 
ject of novelties came up for discussion. The chairman 
asked all the men present to look through their 
pockets and see how many advertising novelties they 
had and then without looking at them to enumerate 
them, to tell where they were obtained, and best of all 
to tell what they advertised.” 

“In that assemblage of over 175 men there were 
some of the leading lights of the advertising profes- 
sion of America. Nearly every man had in his pocket 
some kind of an advertising novelty. Not one of them 
could tell without looking what it advertised and few 
could tell where the novelty had been obtained. The 
lesson of that little demonstration has never been 
forgotten. Try it on yourself. Where did you get that 
note book? What does it advertise? Who gave it to 
you? You can’t remember? Well, that is the fate of 
all the novelties you have ever handed out. At the 
time you gave them to the parties who now have them 
(perhaps) it was a pleasing matter but they are for- 
gotten now.” 

“Calendars are nice. But they are not worth the 
expense—under your present circumstances. Forget 
them awhile.” 

“Under the head of printing you will see that the 
item is doubled, while the item of mailing is in- 
creased. There is a good, sound reason for that. You 
need better printed matter and you need more money 
for mailing under the new rates. You have been send- 
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ing out some pretty poor-looking printed matter. No 
doubt you have tried to economize on an item that 
should never be curtailed. You cannot afford cheap, 
shoddy printed matter any more than you can afford 
that kind of salespeople. Grade up your printing in- 
stead of down.” 


ws INDOWS have been cut in half. You have been 

going in for too much elaboration in your dis- 
plays. You have been buying expensive material for 
draping.and backgrounds. You have simply run away 
with this item. Windows are your best salesmen but 
you can do as good a job with a plain, neat, business- 
like display. Remember that backgrounds and drapes, 
and all that ginger bread, can obscure your shoes 
on display. Too much stuff in a window distracts the 
eyes of the public. When you show a shoe to a woman 
you do not at the same time hand her a bunch of 
flowers to inhale, or a lot of fancy pictures to look at. 
Simplify your windows. Make them show shoes. Con- 
centrate attention on the shoes shown.” 

“If you charge windows to advertising, keep a care- 
ful watch of sales resulting. Credit windows to sales. 
Be sure that any advertising medium you use is paying 
for its keep. Do not allow your imagination to domi- 
nate this thing. Be sure. I know too many shoe men 
who guess at too much.” 

The shoe merchant thought it all over carefully. He 
said: “I am inclined to agree with you in some of this. 
On the other matters I am in doubt. I have a feeling 
that I am going to have a loss of trade from some of 
these newspaper men. They will send their wives to 
other stores and they will buy their own shoes else- 
where. I am afraid I will lose a lot of business from 
these people with programs. The young folk of the 
high school will quit me cold. I have always sent out 
calendars. I have always given away novelties. I am 
afraid of your plan but I am going to try it. It is a 
bitter dose but Iam going to swallow it.” 

Right here the adviser on advertising became as 
severe as a medical doctor handling an obstreperous 
patient. 

“If you approach anything with dread, if you are 
scared of shadows, you had better go on as you were. 
If you flinch from a radical reform of your policies, 
that you confess are all wrong, or else you would not 
be asking my advice, you will never make a go of it. 
You must choose between a brave, unflinching course 
and a vacilliating one. If you waver even slightly you 
will not put it over. If you let down in even one 
instance you will find yourself right back where you 
are today.” 

“The first program solicitor who comes in here wil! 
be yours to conquer or to surrender to. When Mrs. 
Dogood approaches you with a request that you hand 
her twenty dollars for a small ad in her church pro- 
gram consult your ledger. Find out if she and her 
sisters really trade with you. If they do then its up to 
you to convert her to your way of looking at things. 
Do you want some arguments to hand the lady? Al! 
right. Show her your books and let her see how you 
are losing money and increasing your advertising ex- 
pense. Make a partner of her in your adversity. But 
be firm. Do not compromise. . ; 
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OME the day when St. Louis is 
C not only the “World’s Shoe Mar- 

ket,”” but added to these laurels it 
may justly be crowned “The World’s 
Shoe Style Center.” Be there a doubt as 
to its right to this title, one had only to 
review the footwear designed by the St. 
Louis manufacturers and displayed so 
magnificently in the St. Louis Fashion 
Pageant, held in that city from August 
4 to August 22. 

The Pageant, transferred from the 
tremendous Municipal Theatre in Forest 
Park to that gem of artistry, the Garden 
Theatre, presented a spectacle which sur- 
passed all ten previous shows and jammed 
the theatre to capacity each night during 
its three-week run. 

The Pageant, as usual, may be di- 
vided into two parts—the style presenta- 
tion and the pageantry features, which 
were a delight to the eye, though what 
can be more entertaining to the feminine 
part of the audience than a parade of 
mannequins dressed in fashion’s latest 
edict? 

Knee-length skirts, long tight sleeves, 
and warm, deep-color tones of October 
woods are the prevailing style tendencies. 
Fireman’s red is a new color creation and 
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a few other tones, fancifully named, are 
really shades of blue, green, yellow and 
brown. 

The coveted slimness of the string bean 
silhouette remains despite the insistent ru- 
mors from the Rue de la Paix of the re- 
turn of curves, corsets and a candy-pastry 
diet. The “ensemble suit” has been re- 
named the “costume” and is the newest 
vogue issued by fashion’s sponsors. 

Nothing but chiffon hosiery of a con- 
trasting color was worn. The palest of 
flesh shades prevail. For evening wear 
many models wore a delicate grey shade 
of sheerest chiffon. In millinery, velvets 
and hatters’ plush with trimming of tinsel 
metal cloth, were frequently seen. 

As to the footwear worn it was the best 
thought of the country’s keenest style 
brains located in this great market. Beauti- 
ful patterns, graceful lines and unusual 
charm, all were imbodied in the footwear 
displayed. 

It was quite apparent that open work 
as a means of decoration and design has 
passed. Patent and black satin dominated 
the footwear shown. However, harmonies 
of color were seen, but the harmonies 
were not of the sharply-contrasting type. 
Rather were they in the same tonal field, 
with sometimes a trimming in more vivid 
contrast. 

Dark colors apparently continue to hold 
sway. Besides black, warm, rich browns in 
kid, satin and velvet, a sprinkling of gun 
metal as well as of grey, an occasional 
view of pansy (but not a pansy garment 
was shown in the entire exhibit), and not 
a few pairs of blond kid and satin were 
seen. 

For evening silver kid was awarded 
first honors, with gold kid in second po- 
sition. Brocades, in both these colors, were 
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shown in greater numbers than expected. 
Iridescent patent was shown, frequently 
trimmed with a contrasting material. Un- 
der artificial light it has a splendor that 
cannot be appreciated in daylight. 

The heels appear to be as high as be- 
fore, if not higher. In many instances 
there is a strong tendency to cover them 
with the material in which the shoe is 
trimmed. This again adds contrast. Spike 
heels lead. The latest novelty is called 
a French heel and has a five-side finish, 
frequently studded with jewels. 

An analysis of these shoes indicates im- 
portant tendencies, which, however, should 
be interpreted in the light of the mer- 
chant’s knowledge of his own store and 
the footwear requirements of his cus- 
tomers in his selling territory. In addition 
it must be taken into consideration that 
some of the shoes exhibited were designed 
particularly for this style spectacle and are 
not practical for average selling. 

The figures show that black patent was 
used in 26 per cent of the shoes displayed, 
while colored kids of all shades ran a 
close second, with 20 per cent. Black satin 
came next with 16 per cent and colored 
satins followed with 12 per cent. Calf, 
brown satin and velvet, and colored 
suedes, each had less than 10 per cent. This 
is not in accord with earlier reports from 
manufacturers that nearly 60 per cent of 
shoes ordered were black satin and patent. 

Kid shoes, which represented 20 per 
cent of the total were Havana brown, 
grey, blond, white, tan, gold, silver and 
pansy, while some of the colored satins 
seen most frequently were gun metal, 
woodland brown, silver and gold bro- 
caded and French blond. Blond suede was 
shown in the rough-finished leather. Blue 
and brown had some representation. Iri- 
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descent patent is pronounced with a repre- 
sentation of 7 per cent of the shoes. Black 
and brown velvet were seen infrequently. 

Proof that overlays are the most popular 
form of decoration is seen in the fact 
that 45 per cent of the shoes carried some 
form of overlay trimming. It varied from 
small strips on the waist and quarter to 
wide criss-cross designs, running in all 
decorations. Some curled around in scroll 
effects over the vamp and terminated near 
the edge of the toe. A few conventional 
designs were attempted on some patterns. 

Plain pumps and strap pumps held sec- 
ond position with about 25 per cent repre- 
sentation. In this class is included shoes 
with stitchings of the same color as the 
material. It is a form of decoration that 
is practically invisible. Stitching of con- 
trasting color was third with about 12 per 
cent. Open work and two tones are not 
entirely passe. The two represented about 
15 per cent of the shoes. Step-ins and 
strap effects were neck and neck for first 
place in pattern showings, with the former 
having a slight advantage. Practically all 
step-ins were at first gored when recently 
introduced, but careful lasting has enabled 
makers to produce them without the ad- 

(Continued on page 64) 
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‘Wonderful Shoes 
©” Wonderful Girls 


REG. U. S. PAT. OFF. 


In Perfect Harmony With Style 


Johnson, Stephens and 
Shinkle Shoe Company 


Manufacturers 


SAINT LOUIS 
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The Ponjola 


This smart model is developed 
in patent leather on our new 70 
last, medium round toe and 
15/8 junior spike heel. Also 
made in other leathers and com- 
binations. 


TO ORDER ONLY 
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DAINTY, graceful and perfect fitting model that 
~~ lends itself to a variety of materials. Made to your 
order and delivered in five to six weeks. 
The shoe pictured here is a patent with a silver oxidized 
ornament and priced at $4.75. 


This is but one of twenty-five 
smart shoes moderately priced. 


CHOuUTEAU SHOE MrG.@. 
Fashionable Sotwear for" Women) 


918 South Boyle Ave. Saint Louis, Mo. 


“The Ruth” 
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EDIGO Style presentations are today, 
more than ever, meeting the expectations 
of the smartest buyers of fashionable footwear 


in America. fedigo 
Pedigqo-Weber Shoe (Co. 


SAINT LOUIS 
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ATENT Vennette Pump—Black Kaffor 
Kid Applique Trim, Seven Twenty-one 
last, seventeen-eight heel. For immediate 


delivery. 


\hoe\pecialty Manufacturing Company 


Makers of Wornens Fine Choes 
3417 Locust Street, Saint Louis, US.A 
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Capitol McKay -Models 


HE Fashion Pageant emphasized the importance of 

footwear in the dress ensemble. As specialty manufac- 
turers of women’s fine shoes, we offer retailers a unique 
style service. We give you co-operation in supplying your 
trade with shoes distinctly different. 


Capitol Shoemakers, Inc. 


Specialty Manufacturers of 
High Grade Novelty McKays for Women 


Was Sr., at EIGHTEENTH ST. LOUIS 
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The above is an illustration of 
our Variety Pattern built over 


our Paris last. 
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Py i. season follows season the realization grows 
that wonderful styles come out of St. Louis 
generally—and the Johansen factory particularly! 
The Vernice, pictured here, is specified proof of that. 


The Vernice—Memphis brown kid with 
two straps and vamp design in Blonde 
kid; 18/8 spike heel. This style in stock 


heel, stack, No. 8697 at $575. Black JOHANSEN BROS. SHOE CO. 
patent with 16/8 Spanish heel, No. 8696 
at $5.00. Black satin with 16/8, No. 8695 ST. LOUIS 


at $5.00. Immediate delivery. 
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No. 210—Ladies’ turn-style process 
patent leather one-strap pump; 16/8 
full breasted covered wood heel. 
A, 4 to 8; B, 3% to 8; C,2% to 8. 
fF eee 


—_ URN-STYLE” shoes have that vital element demanded today by those mer- 

chants who want shoes that look good, feel good, fit well and wear well. 
The NEW BILLIKENS are in a class by themselves because—“they’re different.” 
Individuality sticks out all over them. Made of the best leathers procurable. “The 


Shoe the Child Outgrows.” 


McELROY-SLOAN SHOE CO. 


ST. LOUIS, U.S. A. 


Boor AND SHOE RECORDER 


TuPrpSyie 


COMBination LAST 


No. 2597—“Billiken” patent leather in- 
step strap sandal, welt sole. 
In Stock 
Child’s, 
Child’s, 
Misses’, 814 to 11% 
Same in tan Lotus calf. 


In Stock 


8% to 
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“Royal” Pump—A ‘Reigning 
Fashion Pageant Model 


Black satin vamp, quarter and heel with 
black suede tongue. Beaded with steel. 56 
last. 16/8 or 17/8 spike heel. 


BOYD-WELSH SHOE Co. 


(TRELSWEAR 


6 ONELSH DESIGNERS MAKERS 
ROC WOMEN’S STREET AND THEATRICAL FOOTWEAR 


( FOOTWEAR \\ ST. LOUIS, U.S. A. 
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1907—A strap pattern of unusual charm. As illustrated, in 
golden brown kid with brown suede trimming. Made on 
the Stage last, carrying a 14/8 spike heel. 
AA, 4-8; A, 3%4-8; B, 3-8; C, 2%-8. 

In stock, October Ist. Price $5.60 
1905—Same in black satin with patent leather trimming. 
In stock, October Ist. Price $4.85 
1906—Same in all-over patent leather. 

In stock, October Ist. Price ... $4.85 


GENTRAL SHOE Go. 


Manufacturers 


1641 WASHINGTON Ave. ST. LOUIS, U. S. A. 


“Ethlyn”’ 
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When you can get the finest shoe 
drawings and engravings at prices 
no higher than you would pay for 
ordinary shoe work, why not do 
it? We here have set a standard for 
quality and a basis for price that 
have become noted nationally. 


7 


Adams-Guenther-Fey Studios 


with 
Reliance Engraving Company 
701-703 Lucas Ave., St. Louis, Mo. 


Write today for proofs and prices 

















St. Louis—The World’s Shoe 
Style Center 
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(Continued from page 53) 
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justable fitting elastic. Of those having gores the front 
position is preferred about five to one, to the side po- 
sition. Gores in either case were hidden with some form 
of decoration or trimming. Ties were not strongly repre- 
sented in the presentation. They were touted rather con- 
fidently as a good Fall bet, but the cooler weather may 
add to their popularity. 
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In the strap patterns, which are a close second to the 
step-in effects, one straps lead, with more than 75 per 
cent of the field to their credit. Some front straps are 
included in the figures. 


A medium toe not quite as full or as round as in the 
short vamp type, had 41 per cent representation. A 
little over 32 per cent was accorded the full round toe 
last. A toe more pointed and longer than the medium 
accounted for 26 per cent of the shoes shown. The 
sharper trend is quite discernible and a lengthening of 
the vamp was another visible departure. 





Shoes for the kiddies follow very much after their 
grown-up relatives in patterns and designs. Many of 
the styles displayed are adaptations of popular women’s 
designs, with modifications for little feet. For the tiny 
miss, trim one-straps, in patent and other materials, 
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with low slip-heels, are the best. One eyelet ties that fit 
trimly are second in popularity. A few boots for chil- 
dren are shown and in an effort to make them more at- 
tractive, underlays and uppers of contrasted leather are 
resorted to. Some alligator is used in the trimmings. 


In summing up the style display of the footwear ex- 
hibited at the St. Louis Fashion Pageant it must neces- 
sarily be mentioned that in no previous revues have the 
St. Louis Shoe Manufacturers displayed the splendor of 
design in footwear, nor have they ever evolved so 
many striking patterns that are practical “SHOES 
THAT SELL.” All the manufacturers and whole- 
salers of this great market are represented and be it 
said to the credit of the spirit of co-operation that exists 
among the shoe industry here, that never was there a 
selfish motive displayed where a colossal manufacturer 
attempted to dominate over the small wholesaler any 
phase of style footwear exhibit. It is this working to- 
gether so well exemplified by the St. Louis Shoe Manu- 
facturers’ and Wholesalers’ Association that makes this 
the ““World’s Greatest Shoe Style Market.” 


By two orchestras was the music of the pageant ade- 
quately rendered. One intoning soft classical strains for 
the accompaniment of voices, some of which have been 
heard at the Metropolitan Opera in New York, while the 
other, a jazz orchestra, crashed forth its choicest syncopa- 
tion to “pep-step” the mannequins and liven the super- 
specialty acts which interspersed the program so fittingly. 
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D’Orsay Pattern, Brown Kid, 


No. 3, kid trimmed, 11/8 block 
heel. 


One of our latest lasts and de- 

S H O E Cc Oo M PA N » f signs. Guaranteed to be a perfect 
Manufacturers fitter. We recommend same in 

patent, black satin and black 


Saint Louis U.S. A. velvet. 
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UALITY—Style and Economy—these are the three 

dominant factors which have so successfully mer- 
chandised Hamilton-Brown Shoes for over half a century. 
Keeping the quality UP—the style IN and the economy 
REAL has made the Hamilton-Brown Line a consistently 
profitable one for shoe retailers. 


American Gentleman Shoes American Lady Shoes 


Arline’ 


Security Shoes 
AMERICAN LADY for Children 


7109—Patent Leather Gore Pump, Flexible 
Single Sole, 13/8 covered box heel, 137 
= ‘BROWN SHOE 
5 te 9 AA, 4te 9A, 3 to 9 B24 9C 
$4.15 St.ous. USA oston 


Delivery in September 
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*“She walks in beauty”’ 


“BUTTERFLY” 


STREET OR EVENING PUMP 


ANOTHER EXCLUSIVE 
BRAUER CREATION 
A BEAUTIFUL SLIPPER IN ALL SILVER 
TINSEL, WITH PATENT LEATHER BUT- 
TERFLY. SILVER BROCADE UNDERLAY— 
BUILT OVER OUR 300 LAST WITH 17/8 
WOOD COVERED SPANISH HEEL. 
NOT CARRIED IN STOCK 


MADE ON ORDER ONLY 


BRAUER BROS. SHOE @. *i'Pu"s 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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E invite our customers and friends to make a care- 
ful inspection of our fall line developed under the 
direction of our new president, Mr. J. M. Dodd. 

Mr. Dodd’s long experience in the manufacture of high- 
grade turns for the leading style centers of the world and 
his understanding of the fundamentals of fine shoemaking 
insures a line of unquestionable merchandising possibilities. 


Rose blonde kid turn “GRENOLA” TRAVASO SAOE ComPANY 


one-strap, with Woodland brown 


overlay, 17/8 Parisian Heel. MANUFACTURERS 


Ladies’ Fine Turn Shoes 
1908 Locust STREET SAINT LOUIS 
Boor AND SHOE RECORDER 
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St. Louis Fashion Pageant 
Model displaying Fried- 
man-Shelby’s “The Circe.” 


“The Mercury” 


No. 1803 U. S. 
Ladies’ Patent Leather Front 
Strap, McKay, Black Suede 
Trimmed, Plain Toe, 2-inch 
Spike Heel. Mode last. A, 
.° , 4-8; B, 3-8, and C, 2%-8. ' 
” . @) ? ? ’ , (In Stock fo 
“Rep Goose” StyLe hs Price ; $4.25 Immediate. 
. elivery) 
No. 1883 
Same as above in Black Satin, Trimmed with Pat- 
ent Leather. Price 


RIEDMAN- SHELBY 


Branch 


INTERNATIONAL SHOE Co. ST. LOUIS 
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““Hotsy-Totsy”’ 


Style 8078—Brown Kid Pump with Apricot Kid underlay on vamp and 
quarter, brown kid lining, French corded, with 16/8 full-breasted spike 
heel, D’Orsy cut on outside and Regent cut on inside, AA to C widths 


Style 8099—Same as above with 14/8 covered military heel, AA to C 


widths at 

Style 8088—Patent Leather with Black Satin underlay on the 
quarter, with 16/8 full-breasted spike heel, white kid lining, 
tern as 8078, AA to C widths at 

Style 8089—Same as 8088 with 14/8 covered military heel, 
widths at 


WOHL SHOE COMPANY 


“Above Them All” St. Louis-Made Style 1224-26 WasHINGTON AVENUE 


Shoes. At Once Delivery ST. LOUIS. MO 
The Shoe House You Hear So Much About 


Issue of August 29, 1925 71 Boot AND SHOE RECORDER 








N anticipation of the demand for distinctive 
patterns to retail at $5.00 and $6.00 we 
are offering a wide range of appealing styles. 


weedie footwear Corporation 


Wenen's Growing Girls’ 








General Offices and Sales Office, 353-2—Black patent leather, dull calf 
Factory, 1421 Olive St, tri renc 2/ y ~ellu- 
Jefferson City, Mo. St Louis, Mo. rim, French bound 12/8 wood cel 


loid covered heel. Our 129 last. 
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F623—“Buster Brown” Misses’ Patent Dainty 
Strap, plain toe, gun-metal stay trimmed, %4- 
inch covered wood heel, imitation turn, Foot- 
shaping 27 last, B, C and D, 11% to 2..$3.15 
F622—Same in black satin, patent trimming, 

$3.15 
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The Style Appeal 


cA WORD picture of the patterns shown at the 1925 


Pageant of Fashions in 


BUSTER BROWN SHOES 


cannot do full justice to their beauty. 


Our new fall catalog, showing all the popular new patterns, 
is just off the press. Have you received a copy? 


WWW VUSe Gouge, 
ST. LOUIS U.S.A 
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Fine heels for 
fashionable shoes 
CIENTIFIC modelling, infinite care in production 


and efficient service, all go to make “Fine Heels for 
Fashionable Shoes.” 
The grace and beauty of a wood heel, expertly covered, 
adds selling value to any shoe. 


MATTHEWS “Marigold” 


HEBEL COVERING CO. 

3506 So. Broadway[—_ Saint Louis Mo. i patent leather with heels, under- 
ay and trimming in gold patent 

Creators of Fine Heels \, / for Fashionable Shoes leather. One of the “Shortest Short 

Vamps” made by Milius Shoe Co., St. 

Louis. Heels by Matthews. 
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Sauquoit Shoe Satins are constructed on 
the finest of modern looms, attended by 
weavers of the highest skill. There are 
over 15,000 double ends of silk in the 
warp of the most popular grade! When 
a single one of these slender strands 
breaks it must be immediately repaired, 
otherwise an imperfection will show in 
the material. 


vide yer 
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Satin shoe 


wonderful ?” 


The deep, lustrous beauty of Sauquoit Shoe 
Satins has its beginning in far away Japan, 
where the finest grade of silk is selected 
for use in their manufacture. Each step 
in the process of finishing the yarn retains 
and enhances this natural beauty of the 


SAUQUOIT 


SOLE SELLING AGENTS 
NATIONAL FABRIC & FINISHING CO. 


SHOE SATINS 


Since 1874 the Sauquoit mills have been 
producing high-grade silk fabrics. This 
manufacturing experience of over half 
a century is reflected in every yard of 
Sauquoit Shoe Satins. Sauquoit Shoe 
Satins are made in four different grades, 
priced according to the degree of fineness, 
but the same superior quality of silk is 
used in each grade. 





NATIONAL FABRIC & FINISHING CO. 
\COLN STREET, BOSTON, MASS. 


Sole Selling Agents for 
SAUQUOIT SILK MFG. CO., PHILADELPHIA, PA. 
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Thursday evening, September 3, has been chosen as the date of one of the most unusual style shows ever 
held in this country. The show is to be held under the auspices of the Cincinnati manufacturers with 
all the merchants who may be in the market at that time as their guests, and the scene of the show will 
be the palatial river steamer, “Island Queen,” pictured above. Guests and hosts will embark after offic: 
hours are. over and enjoy a long ride up the river from Cincinnati. There will be, in addition to th: 
buffet luncheon, danting and a number of surprise features. “Come yourself,” says the official invita- 
tion, “bring your wife or your girl and tell your friends that you are going to Cincinnati to make 
the Fall Fashion Pageant and Market Week the best one of all.” 


Cincinnati Market Optimistic 
Good Buying Reported 


SUBSTANTIAL increase in 
Av retail shoe business is re- 

ported by most retail shoe 
merchants for August. The improve- 
ment is largely augmented by the 
clearance sales which have been and 
are still in progress. Business dur- 
ing August has undoubtedly been the 
best for many years and has ex- 
ceeded that of last August. 

Many of the stores are now show- 
ing new fall footwear, but their com- 
plete lines are not on display as they 
are waiting for the factories to de- 
liver more fall shoes. By September 1 
most of the stores will have their 
new fall shoes on the shelves ready 
for the fall buying which is ex- 
pected to start rather early this year. 
Patent leather and black satins are 
having the big call now and predic- 
tions are that they will continue to 
be the leaders for fall, although dress 
colors are expected to lean strongly 
toward brown and tan shades, and 
this will bring a demand for colored 
calfs and kids in these shades. There 


is a demand springing up for velvets, 
which will no doubt have a good run 
in the early fall. Patterns will be 
confined principally to pumps, step- 
ins and strap effects. Preference will 
be shown for Regent pumps and also 
step-ins with ornaments or buckles. 
Beaded buckles will play a very im- 
portant part in the decorating of 
pumps and step-ins. In strap effects 
one or two straps will be the choice, 
although for street wear the predic- 
tion is that fancy oxfords and ties 
will have a big call. 


LL branches of the shoe manu- 

facturing business have picked 
up considerably since July 1, and 
every industry connected with shoe 
manufacturing is working to capac- 
ity. There appears to be a decided 
improvement in sentiment in the 
manufacturing end, and many con- 
tend that the outlook for fall is very 
bright. The manufacturers are 
hastening their shoes through the 
factories in order to deliver fall 


shoes. It appears that fall buying will 
start rather early this year. Many of 
the allied industries are increasing 
their capacities, and in some in- 
stances have worked overtime to turn 
out supplies for shoe factories. 

The Rebhun Last Co., of Cincin- 
nati, has been busy turning out new 
lasts and models, and, according to 
Charles P. Morton, general manager 
of the Rebhun Last Co., the big de- 
mand is for medium round toes in 
women’s shoes though there is a ten- 
dency toward narrower toed lasts 
and he believes that the most popular 
last will be a last with a little wider 
toe than is termed in the last busi- 
ness a “25 cent toe.” He expects the 
styles to gradually swing around to 
these toes. He further states: “There 
is a demand for a higher heeled last, 
carrying from 16/8 to 17/8 inch 
heels; but the predominating last 
will carry a 13/8 to 14/8 inch heel.” 
In the men’s end the balloon type of 
last is most popular, a wide toe with 
a short forepart. 
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Bear in Mind--- 


Cincinnati produces fine shoes 


Rarely, if ever, will you find a prominent 

successful merchant who does not 

handle one or more lines of Cincinnati- 
‘made shoes season after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTEN- 
HOFER SHOE CO. 


THE HOLTERS Co. THE 


JULIAN & KOKENGE CO. 
THE 


CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. 








THE VAL DUTTENHOFER 
SONS CO. 


THE KRIPPENDORF-DITT- 
MANN CO, 


THE 
VOLLMAN, LAWRENCE Co. 
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Fashion Leaders want a 
“Style-Quality”’ combination 


Successful merchants are today carefully 
studying the demands of the most fashion- 
able women of their communities. 















These women demand a ‘‘style-quality™ 
combination in selecting their footwear. 
Style alone cannot stand up under their 
scrutiny. They want the finest of materials 
and workmanship. 





Stanley Duttenhofer shoes are faithfully 
built according to the high standards set 





The Adrian by your most prized customers. Stanley 
: two st ttern, ie in all leathers, 
| A pretty two strap peter. made in all Duttenhofer Shoe Co., 1401 Plum St., 
Cincinnati. 
You are cordially invited to attend the 
Cincinnati Fall Fashion Pageant dur- 
ing Market Week, August 30 to 
STANLEY September 7, and particularly on 
September 3 to be the guests of 
DUTTENHOFER SHOES Cincinnat! shoe ‘manufacturers on 
most unusual boat ride. 








When writing to advertisers please mention Boot anv Suor Recorper 
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C. K. Chisholm says: 


We have sold Cincinnati made shoes for 
twenty years or more, and we believe the 
highest tribute we can pay them\is”to%say 
that we find them satisfactory enough to still 
market them. “ 


R over twenty years the Chisholm Shoe Company has culti- 
vated satisfied customers with Cincinnati shoes. 


And in the words of C. K. Chisholm, “We still market them.” 
Profit multiplied by years means success. 


Mr. Chisholm is but one of hundreds of successful merchants who 
have handled Cincinnati shoes season after season. 


Buy one or more lines of Cincinnati shoes and you will build a 
profitable and successful business. 


From time to time we will present in these pages interesting experiences of promi- 
nent merchants who have built successfully over a term of years with Cincinnati 


shoes. 





You are cordially invited to attend the 
Cincinnati Fall Fashion Pageant’ dur- 
ing Market Week, August 30 toSeptem- 
ber 7, arid particularly on September 3, 
to be the guests of Cincinnati shoe 
a eh a manufacturers on a most unusual boat 
ride. 
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One Interpretation 
of the Pump 


The illustration is a conservative yet snappy A Pump effect, carrying a prominent puff 
style and will appeal to your best line of fair maernbitee naples neisin 
° Beautifully designed in materials of patent, 
women customers. Black Kid, Velvets and Satins. 
™ =e a Made over a strictly well fitting pump last 
Cahill’s Catchy Creations’ are designed to with a 16/8 Spike heel. 
please particular women, thereby making alert 


shoe merchants stocks turn faster. 


THE CAHILL SHOE CO. 


CINCINNATI 





MARKET OF AMERICA 


When writing to advertisers please mention Boot an» Sno Ruconper 
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DEPENDABLE 
Styles 


Aid You in Getting a Faster, 
Cleaner Turnover 


K D Styles are carefully selected for the 
requirements of alert shoe stores which 
depend upon building a safe business on fit, 


A 
oe foot adornment, and quality. 


Black satin bar strap. Bon Ton Last. Also 
made in patent and golden brown kid. Study the beauty and salability of the 
patterns shown here—compare them with 
the needs of your store and the tastes of 
your customers, and then tell us your 


requirements. 


The Krippendorf-Dittmann Co. 
Cincinnati, Ohio 


Style Service 


The CORDELIA 
Black satin one strap patent trim. Theo a. The BELPRE 
i in combinations 0 
A very attractive pattern in An “A ic” el. Read 


brown kid. > delivery from stock in black kid and 
patent leather about Sept. 20th. 





THE QUALITY SHOE & 


When writing to advertisers please mention Boot anv Suor REcorDER 
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Patent Pompon Opera 
Style No. 23 











‘““*THE OPERA”’ 


‘‘Daintiness” has long been a synonym for refine- 
ment, and the goal which every woman strives to 
attain in dress and manner. 

Could anything be daintier, and at the same time 
more universally appealing than the “Opera” with 
the puff pompon adding just enough individuality 
to make it irresistible to the feminine eye? 

Can be made with 9/8, 13/8 and 16/8 heels. 


just as winsome in Black Satin, White Satin or 
Black Velvet. 


THE VOLLMAN, LAWRENCE CO. 


CINCINNATI 
‘*THE HOUSE OF WHITE SATIN SHOES” 


















































When writing to advertisers please mention Boor AND Suox Recorper 
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Your LUCKY Day 


An Inkling HETHER or not you're superstitious, you'll 

of what they'll bring... admit that September 10 will be your lucky day. 
For on that date our men are leaving for their ter- 
ritories, carrying with them a crack line of Cincinnati 
Quality McKays that you'll be glad to see. 

Styled to the second—priced to retail at $7.00 and 
$7.50—these shoes are sure to bring good luck to any 
merchant in any town. 

Remember—September 10 will be a ‘‘four-leaf- 
clover’ day for you. 


The Holters Company 
Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 

Chicago Office: Minneapolis Office: 

210 Security Building 723 Boston Block 
The Mirecourt—Regent pump in 
patent leather, built over an exclusively 
pump last, and with the trim simplicity 
of the most aristocratic models of the 
season—yet like other style Holters 
McKays it is made to retail at $7.00 

and $7.50. 


in ™ u WwW 
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ic 
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Cincinnati Quality McKays 
At New Low Prices 





MARKET OF AMERICA 











the foot. Many of 
carried 
mediate shipment. 
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Long Profits 
from Short Stocks 


with The 
Flexridge Shoe 


The Hollywood 
No. Patent colt three- 
button model, made over No. 287 
last, 14/8 Spanish heel, welt sole. 
In Stock, September 15. 

Price $6.15 
In glazed kid, it is stock No. S-3004. 

Price $6.50 


The Newcastle 

No. S-2791—Black satin two- 

button model, made over No. 287 

last, 14/8 Spanish wood heel, welt 

sole. In Stock, September. 15 5 60 

In patent colt, it is Stock No. S-2790 
Price, $6.00 


-Light, trim and well- 
Note:,, fed, ‘The FLEXRIDGE 
pleases TT Ls. . as 

models are 
for im- 

















RIGID HERE 
FLEXIBLE HERE 








Te satisfy those customers who 
demand a rigid shank, and others 


who insist upon a flexible shank, up 
until this time you have been com- 
pelled to carry complete stocks of 
both types of shoe. 


But now comes The FLEXRIDGE 
Shoe—new, patented, exclusive— 
offering all the advantages of both 
the rigid shank and the flexible 
shank, but none of the disadvantages 
of either. 


For in The FLEXRIDGE Shoe a 
spring steel support extends from 
under the heel to just beneath the 
scaphoid bone—the “keystone” to 
the arch, and the one point where 
rigid support is needed. This short- 
ened support allows the rest of the 





foot full play—flexibility is not 
lessened in the slightest degree. 


Built on the principle of “flexible 
where you want it—rigid where you 
need it,” The FLEXRIDGE Shoe 
will satisfy all your customers, no 
matter which type of shank they 
prefer. That’s why, with this shoe 
you can enjoy long profits from 
short stocks. 


Although on the market but a short 
time, The FLEXRIDGE Shoe is 
already established as a_ national 
favorite. Unless there is now a 
FLEXRIDGE dealer in your city, 
you can be the one to introduce this 
shoe—a shoe your patrons will be 
really “pleased to meet.” A card 
will bring full information. 


The United States Shoe Company, Cincinnati, Ohio 


When writing to advertisers please mention Boor AND Suor Recorper 
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We earnestly recommend 
our customers to pur- 
chase on these very new 
shoes at once. 


| ad dypaenen os ny full-breasted 
ish covered Goodrich top 
t. Has large, tcilldoeachy beaded open- 

work 7 blond kid lining. A. 4-8; 4-8; 
344-8; C, 3 85 


heel. . 


4588—Skinner's ie > yw ws 
Cuban covered heel 

tailored satin bow beautifully beaded 

ye kid orp A, im eye} 


“in ‘fine’ ‘Patent ‘ieather. 
$4.25 


— 

See our complete 
In-Stock Fall lines 
illustrated in our 
catalog. “FOOT- 
LIGHT.” Your 


bid 
S827-"Same with 14 4/8 Cuban’ covered 
. $4.70 


VER 
BROCADE 


4507—Imported Metallic Silver Bro- 
caded Cloth Pump — os full- 
breasted Spanish fas gk eel. Beauti- 
ful hand-beaded work around buckle; 
concealed front goring. Non-tamish- 
is: wt white = lined. A, 4-8; : B. 3%-8 


OLA YULY LOTEY 
CPE Ynlly me Y 


LEED SORE / 


8986—Patent Chrome Pump, with 

fancy metal buckle over ary grin 

artistic collar stitching; full. 

breasted Spanish ot ag eel oo 

top . - lined. AA, 

B, 3-8; C.24-8; CMSC_MAD ES $31 $8 
= in Skinner's Black Pe 


Y (Yur: ty GV Vil 
| ee G7; desea Te: ty} 
Gr} PLEIBLE ® LLG 
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These are all high-grade 
Imt. Turn slippers—de- 
signed to get the busi- 
ness for you! 


3339—Skinner’s ~ 4. Seti: 
Cuban covered heel, Goodrich top i 4 
Has large, brilliantly beaded open- 
zor apron. Blond Kid lined. A, 48; 
B, C, 3-8.. 


7 
5568. Surnc with los “ful breasted 
Spanish covered heel. . .. $4.85 


Cincinnati Fall 
Fashion Pageant 
and Market Week. 
Aug. 30th to Sept. 
7th at the Zoo 
Come to play and 
profit! 
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Cincinnati's Light Welts, Turns and McKays 


The “Adrian” —A pretty two-strap pattern, 
made in all leathers, welt construction with 
wood box 12/8 heel, by Stanley Dutten- 
hofer-Shoe Co., Cincinnati. 


wa 


yn 


Boat-ride, Sept. 3rd, for visiting shoe 
merchants, including dancing, a fine shoe 
style show and plenty to eat and drink. 
COME! 


Style No. 23—A dainty piece of Fm 
called the ‘‘Pompon Opera” made o patent, 
black and white satin and black velvet, by 
Vollman, Lawrence Co , Cincinnati. 


The “Pump”—A very attractive and smart 
pattern with large beaded buckle, made by 
the Cahill Shoe Co., Cincinnati. 


The “Plaza,” made in satin, also patent 
leather and Golden Brown, kid. An attrac- 
tive bar strap pattern made by the Krip- 
pendorf{-Dittmann Go., Cincinnatt. 


The “Mirecourt”— Regent pump in patent 
leather, built over an exclusively pump last 
and with the trim simplicity of the most 
aristocratic. The Holters Co. 
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In the Season's Accepted Styles 


aS 


The “ Hollywood”—No. S-3003—Patent 
colt, three-button model made over No. 287 
last, 14/8 Spanish heel, welt sole. In stock 
September 15. In glazed kid it is Stock No. 
S-3004. By Val Duttenhofer Sons Company. 


A new type of Southern Tie, welt, 12/8 
heel, combination of tan calf and blonde kid, 
made by the Roth Shoe Mfg. Co., Cincinnati. 


The “Beebe,” a new and winning" pattern 
in a gore pump, 13/8” heel, airy-welt, made 
by the Julian @ Kokenge Co., Cincinnati. 


ang 


“The Serenador” — Imt. Turn Black Satin 
Novelty with Kaffor Kid 5-bar Strap. 
bl onde kid lining. 3437—16/8 full-breasted 
Spanish; 3438—14/8 Cuban heel. B and 
C In-Stock. The Charles Meis Shoe Com- 
pany, Manufacturing Wholesalers, Cin- 
cinnatt, 





You Are Invited 


to visit the Cincinnati market and 
to be our guests on the evening of 
SEPT. 3rd for the BOAT RIDE 
and FALL FASHION SHOE 
SHOW staged on board the 
palatial Steamer /sland Queen. 


The shoe style show on board the Island Queen is appropriately 
named the “Court of Cinderella.” This will have eight features, 
called “Around the Clock in Shoes.” This is a treat every shoe 
merchant should take advantage of. Come! Dancing, entertainment 
and plenty to eat. 








4 
a 





| Ped 
THE QUALITY SHOE Qs MARKET OF AMERICA 
oie oe 
When writing to advertisers please mention Boot anv Snoz Recorper 
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G)he Flower of 
the Morning 





OME footwear fads are like morning 

glories that bud and bloom over night. 
But also, like the flower of the morning, 
their beauty and attractiveness quickly fades. 
And when the flower of style is gone profits 
vanish, too. 


This is one of a series 
of advertisements dealing 
with the problems of the 
shoe merchant today. 
Comments are welcome. 
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The Morning Glory is a beautiful flower—but 
it hasn’t even a place in the florist’s shop. 


Beauty and style in footwear are essential, but to 
build a retail shoe business profitably—to build 
substantially, there must be inherent features and 


substantial virtues to bring repeat sales. 





J & K Arch Fitting Shoes are good styles, always. 
But they also have those inherent features that 
women appreciate. J & K footwear is world 
known for its superior fitting qualities—for 
its wondrous ease on the feet and for the lasting 
friends it makes for every merchant who 
handles it. 


Perhaps there may be an opportunity for you to 
secure the J & K exclusive franchise for your 


town. We suggest that you write us. 


For some one merchant in every town there is a 
garden of profit possibilities with the flower of 
the J & K line that has its substantial roots deeply 
4imbedded in a public acquaintance and a public’s 


\ acceptance for the J & K brand. 


THE JULIAN @® KROKENGE CoO. 


Makers of the famous ‘*J & K"’ Arch Fitting Shoes for Women 
E. Fourth Street, Cincinnati, Ohio 
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you could have a larger staple oxford business 





Would You Want It? 


You bet you would! And you can get the lion’s share of all 
the oxford business in your community by featuring the 


BAND-GRIP 


(Patented Shoe) 





— et rn | 





HIS makes an arch corrective shoe which is as 

different from the ordinary arch support shoe as 

a self-starter from the old hand crank. It supports 
the sides as well as the bottom of the arch and can be 
regulated to meet individual needs. 


The “BAND-GRIP” in a regular oxford—like the 
Dixie Tie illustrated—makes an oxford with comfort- 
plus—something your competitor can't offer. It's liked 
by any woman, whether she needs an arch support or 
not. 


-_ > 





Pe ana is 











All your Oxfords “ with the. Band- 
and Dixie Ties Rt > ae 
should be built 
with the *“Band- 
Grip.” 


Let's show you how 
well they sell. 





m, 4 


Hh ROTH snow @ 


¥ CINCINNA s 
Makers of B. W. and ia ved ane 
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“The Salesman Who Delivers the Goods” 


the Goods—These are the 
magic words that strike re- 
sponsive chords in hearts the uni- 
verse over! says The Weekly Shoe 
Sales Bulletin, compiled by C. A. 
Dickens, Chicago. The whole world 
loves him, for the world loves the 
man who keeps the faith, who ac- 
complishes his task, who runs true 
to the noblest instincts of the race. 
The salesman who delivers the 
shoes is everywhere sought. In fair 
days and foul, he holds the most re- 
sponsible places, he receives the 
greatest rewards. He sells the hard- 
est prospect, lands the most impos- 
sible order, untangles the knottiest 
problems. He writes a large amount 
of business when his fellow agents 
say it can’t be done. He makes a 
study of his business, and is the best 
informed man in the territory. He 
works early and late and is pleas- 
ant to everyone. He drags oppor- 
tunity out of bed. No discourage- 
ment is so deep but he can wade 
through it; no criticism is so caus- 
tic but he can deflect it; no storm 
is so furious but he can weather it. 


Rankin on Trip Sept. 15 


E. A. Rankin covers North Caro- 
lina to the Mississippi, eight states 
in all, for Alden, Walker & Wilde, 
Inc. Mr. Rankin leaves Boston about 
September 15 for a sixty-day trip, 
two of which he makes each year. 

Said Mr. Rankin, in a recent in- 
terview, “The members of our sales 
force are going out and coming 
back to the factory at least every 
sixty days to incorporate in the 
men’s new styles that are constantly 
being introduced, their findings as 
to the wants of the retail trade in 
their territories. Today; it -is a 
young man’s game as to shoe styles 


ik Salesman Who Delivers 


with new effects for fall and winter 
showing in the main light colors of 
tan, with quite a little fancy stitch- 
ing. Lasts show a strong tendency 
to broader effects; one of our lasts 
has an extremely broad toe ana 
short forepart. Then there is a new 


E. A. RANKIN 


Covers from North Carolina 
to the Mississippi for Alden 
Walker & Wilde, Inc. 





black patent leather evening shoe 
with iridescent piping all around 
the top and a new pattern in a blond 
shade of calf, which we call “Hopi,” 
(an Arizona Indian name). 


“Philly” and “Hub” Cup 
Contenders 
The Philadelphia Shoe Travelers’ 
Association and the Boston Shoe 
Travelers’ Association are both in 
the field to win the 1926 silver cup 


for greatest increase in member- 
ship. “Philly” reports, to date, a 
most gratifying addition to its 
numbers—Boston, to date, reports 
40 new members. 


Peyton Visits Boston 

Harry O. Peyton, who travels the 
Coast for Churchill & Alden Co., 
has been a visitor in Boston, Brock- 
ton and contiguous territory. Dur- 
ing the past few weeks he has been 
watching the new Ralstons in the 
making, and has been assisting 
William Cooper, Ralston’s New 
England representative, with head- 
quarters at 183 Essex street. Mr. 
Peyton has also been kept busy 
with his Pacific Coast buyers. When 
he has any leisure time, he devotes 
it to golf, so as to be in good trim 
for Coast contenders. Harry says 
that he has made it in 72, but hopes 
to get down to about 68 before he 
leaves Boston. 


Rogers with Rich Shoe Co. 

Charles W. Rogers, who repre- 
sents A. M. Creighton, of Lynn, 
Mass., in Northwestern territory, 
has taken over the line of the Rich 
Shoe Co., of Milwaukee. Mr. Rogers 
will cover the Northwest, from the 
Twin Cities to the Pacific Coast. 
Until a few years ago, when he 
moved to Minneapolis, where he 
makes his home. Mr. Rogers was a 
resident of Boston. 


Carl Stephens a Benedict 

Carl Cushing Stephens, New 
England representative of the A. E. 
Nettleton Co., was married to Mrs. 
Daisy McKinley Lynd, in Brookline, 
Mass., August 6. The happy couple 
will make their home in Brighton, 
Mass. 
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TO RETAIL AT 


$4.00 


IN STOCK 
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Stock No. 101—lIllustrated, Golden 
Tan Kip Bal Oxford, Semi-Balloon 
Last, Striped Cord Welt, Flat Brass 
Eyelets, D Wide. 

Stock No. 201—Same in Black, D 
Wide. 


| 
| 
| 


mim 





Price $2.85 TERMS: 2%—30 Days. 


OUTSTANDING FEATURES 


PRICE—Enables you to sell for $4.00 what you have been selling 
for $5.00. 


CONSTRUCTION—Solid Leather, Selected Uppers and Soles. 


WORKMANSHIP—The Snap and Uniformity of the BROCK- 
TON DISTRICT. 


IN STOCK—Sizes 514-11. D wide. 
Send for Samples and Catalog, and let 
“SHANLEY SHOES SELL THEMSELVES” 


OOO TTT!) 


SHANLEY SHOE CO. 
South Hanover, Mass. 


ANNUAL TTT TT 
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HUGH A. McMAHON 


Who covers Michigan and 
Northern Indiana for the W. L. 
Douglas Shoe Co. 


Hugh A. McMahon, who formerly 
traveled the North Central States 
for the Stetson Shoe Co., now rep- 
resents the W. L. Douglas Shoe Co. 
in Michigan and Northern Indiana. 
Hugh left Boston the last week in 
August on a four months’ trip to 
see his old friends and make a 
whole lot of new ones. On Septem- 
ber 1, he will be in his territory, 
with his first stop at Pontiac. Hugh’s 
home town is Randolph, Mass., 
where he has been spending the 
summer months. He is an enthusi- 
ast on his new line. Said he, in a 
recent interview: “I have a line of 
snappy, popular priced men’s shoes, 
for which I am sure the retail shoe 
merchants in my territory will find 
an excellent demand.” 


Kalisky On Fishing Trip 

Joe Kalisky of Chicago, who rep- 
resents Thomson Bros. Shoe Co., 
believes in the old saw that “All 
Work and No Play Makes Jack 
(or Joe) a Dull Boy,” so every sum- 
mer Joe goes “a-fishing” for a 
while. The photos which he has sent 
home show that he has had much 
luck with the rod and line—for in- 
stance, a string of black bass, 
caught in Cedar River by his sister 
and self—another string caught by 
Fred Appeldorn of Appeldorn Sons 
Co. of Kalamazoo and Mr. Kalisky. 
Another day, “Joe” had as his guests 
—Elwyn Pond of the Hub Shoe 
Store and Mrs. Pond, when a 644 
pound pike was landed. A big 
pike caught by Joe weighed eight 
pounds. 


Iowa National “Meets” 


The meetings of the Iowa Na- 
tional Shoe Travelers’ Association, 
which are held with a luncheon at 
the Hotel Fort Des Moines, Des 
Moines, Iowa, the first Saturday of 
each month, were discontinued dur- 
ing the month of July and will not 
be resumed until the first Saturday 
in September. All visiting shoe 
travelers are cordially invited to 
attend the opening session of the 
fall term and such meetings there- 
after as they may wish. 


Bradley on Trip for 
Interstate 


Harold T. Bradley is one of the 
younger generation to become a 
“Knight of the Grip.” On Septem- 
ber 1, Mr. Bradley will start out 
for his new territory in the Mid- 
dle and Northwest, making his head- 
quarters at Chicago. “Brad” has been 
with the Interstate Shoe Company 
ever since it was organized. He has 
been through every department of 
the factories. “He is one of the best 
posted young men in the country,” 
writes A. L. Briggs of the Inter- 
state Shoe Co. “If enthusiasm and 
hard work will put a.fellow over 
the top, you will hear from him in 
the future.” 





What You Know Meas- 
ures What You Get 
(from Weekly Shoe Sales 

Bulletin) 


It is because the boss knows 
more than the janitor that he 





gives more and gets more. 
This principle applies to 
everybody, including the 
salesmen. The more you know 
about the real needs of your 
prospects, the greater service 
you will be able to render and 
the more you will get for it. 

Your customers welcome 
your calls because they know 
that instead of begging for 
business you are going to 
give them ideas that increase 
business. They realize from 
past experience that in selling 
them merchandise you are ac- 
tually giving them an oppor- 
tunity for larger service to 
the community, increased 
business and greater profits. 
In other words, instead of 
working the dealer for an 
order you are working with 
him to secure more orders 
from his customers. 
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L. E. TIMSON 


Head of L. E. Timson & Co., 
Beverly, Mass. He sells the 
New England trade. 


Louis Earle Timson covers New 
England for his house, which is 
none other than that of L. E. Tim- 
son & Co., Beverly, Mass. Mr. Tim- 
son was one of the two “Timson 
Bros.” 

“A Comfort Shoe Genius” 


He was with Timson Bros. from 
1907 to 1917. Later, he sold out his. 
interest in the latter concern to 
his brother and entered the firm 
of C. O. Timson Co., as treasurer 
and general manager, 1921-1924. 
He is still a member of C. O. 
Timson Co., but devotes his efforts 
intensively to his own business, 
spending three days of the week 
on the road, three at the factory 
with especial attention to the Bos- 
ton trade. At the time that war 
broke out between France and Ger- 
many, he went overseas and volun- 
teered to serve in the French army, 
winning a croix de guerre; when 
America joined the Allied cause, he 
transferred to the American army. 

At the close of the war he came 
home, “bubbling over” with en- 
thusiasm to put into practice the 
many ideas which he had gleaned 
as to foot comfort during his army 
days. Louis E. Timson & Co., make 
men’s slippers and women’s comfort 
shoes, He is the third generation of 
Timsons building this type of foot- 
wear. He is a young man, 28 years 
of age, and very popular with the 
trade. One of his good friends 
among the buyers says, “Louis E. 
Timson is a genius in every sense 
of the word, and especially in the 
construction of comfort shoes.” 
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86 inches wide and sup- 
plied in four different 
qualities to meet all the 
requirements of the 
trade. All desirable 
shades in stock. 


Skinner's 


Shoe Satin 


TAuE NAME 


F 


Oo 


R 


August 29, 1925 


It all depends on the 
Shoe Satin 


HE appearance, the wear, the sala- 
bility of satin shoes all depend on the 
quality of the shoe satin used in them. 


Specify Skinner’s Shoe Satin. Then 
your satin shoes will look better and give 
better service. 


And if you tell your customers your 
shoes are made of this material, they will 
need no further assurance of wearing 
quality. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 
The World’s Largest Manufacturers of 
Shoe Satin. 


SELVA. GE’ 


Courtesy of 
Stone Shoe 
Company, New 
York. 
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On Road Again 


W. S. Faulkner and L. A. Stutts, 
salesmen in Southeastern territory 
for the Murray-Dibrell Shoe Co., 
jobbers at Nashville, Tenn., re- 
sumed their road duties again a 
few days ago, following a few 
weeks of idleness caused in the case 
of the first by injury, the other by 
illness. 


Moore with W. B. Coon Co. 


Earl L. Moore covers the Middle 
West, Indiana and Illinois for W. B. 
Coon Co. Mr. Moore has been with 
this house for about five years. In 
the old days he was in the Boston 
office of Rice & Hutchins, Inc. Mr. 
Moore is a Massachusetts boy, born 
in the “Old Colony” town of Whit- 
man. He now lives in Indianapolis. 
He is a member of the N. S. T. A., 
a charter member of the Buffalo 
organization. He spends his sum- 
mers at North Cohasset. He expects 
to start out on his trip right after 
Labor Day. 


Davis Retires from Road 


W. A. Davis, who for the past 
two years has represented the Riley 
Shoe Co., of Columbus, and for ten 
years prior to that, The Krohn- 
Fechheimer Co., of Cincinnati, in 
Southern territory, has resigned 
his position and will retire from 
the road. He will, in the future, be 
connected with the Alfred H. Wagg 
Corporation, of West Palm Beach, 
Fla., where he will make his future 
home. 


AND SHOE 


ROBERT E. UNIAC 


Who formerly covered the 
South for Richards & Brennan 
Co. now represents the W. L. 
Douglas Shoe Co. in Texas. 
“Bob” intends to make his home 
in “The Lone Star State” and 
will soon set forth for his ter- 
ritory 





Bailey a Benedict 


E. A. Bailey, secretary of the 
Northwestern Shoe Travelers’ As- 
sociation, representing the Bion F. 
Reynolds Company, of Brockton, 
Mass., in the Northwest and Paci- 
fic territory, has joined the bene- 
dicts. He was married in Minne- 
sota, July 8. 


RECORDER 


Nash with Interstate 


Russell E. Nash has joined the 
Interstate Shoe Company organiza- 
tion at Manchester, N. H. and after 
an absence of two years is going 
back among his old friends in Penn- 
sylvania, Ohio, Michigan and In- 
diana. He is to make his home at 
Cleveland, Ohio, so he can be in 
close touch with his customers at 
all times. “Russ” is one of the most 
popular boys in the country. “We 
know that he will receive a hearty 
welcome from his old friends,” 
writes A. L. Briggs of the Inter- 
state Shoe Co. 


Wolpe in Charge at Chicago 


Ralph Wolpe, who modestly ad- 
mits that he put Wisconsin “on the 
map” for the Wolfram Factories of 
Madison, Wisconsin, has been given 
complete charge of the Wolfram af- 
fairs in the Chicago district. He 
says, “With this splendid line of 
footwear I am going to ‘clean up’ 
the territory.” Here’s good luck to 
him. Ralph’s a good fellow! 


Smith of Brophy Goes 
Abroad 


H. D. Smith, the busy represen- 
tative of Brophy Bros. Shoe Co. in 
New England and the Central 
West, sailed on August 15 for a 
short trip abroad. Just “a little 
jaunt,” so he can “catch his breath” 
after the busiest summer’s selling 
he has ever had. And incidentally, 
to let the factory catch theirs on 
the matter of deliveries. 





The banquet of the F. Mayer Boot & Shoe Co. salesmen had a genuine Mayer “atmosphere”—It was voted “one 
of the high lights of the best sales conventions ever.” Here is the “bunch” “lined up” just before “eats.” 
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JE TEE 


TWILIGHT 


COMFORTS MOOT WEAR, 


REG. U.S PAT OFF 


17280 CUSTOMERS BORN 
SINCE YESTERDAY 


For our babies’ plush trimmed carriage boots. 
Are you selling your share? 
Packed 72 pairs to the case. Assorted colors. 


There is a distributor for the Grosvenor Line in your territory who will be glad to serve you. 


C. A. GROSVENOR SHOE CO. 


Worcester $= °. 
Factories, WORCESTER AND OXFORD Boston Office, 139 LINCOLN ST. 
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“The Curveen’”’ 
HH irene a smart Sherwood Creation that’s making 


friends and sales. Note the graceful lines and the 
beauty of the pattern. 

Attractive, and a rapid seller in Woodland brown or 
black satin, black or brown kid, with harmonizing shade 
of applique kid quarter and vamp trim. 

Samples? Salesman? 





NEW CHICAGO ILADELPHI 
Mr. Lobatto, Barclay Bldg. Mr. Le Pine, 1618 Republic Bidg. Mr. School 119'Se ach Se. 


Mr. Kushine: care Rove Broa R. L- Wall, Lankerehisn Hotel 


Sieuoad Shae Oo, 


SMART SHOES 


ROCHESTER,N.Y. 
Buy Sherwoods and Stick to Them 
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you can point to Goodyear Wingfoot Heels when: 
you are selling a good pair of shoes, you have clinched 
the quality argument right there. More of your custom- 
ers know Goodyear Wingfoot Heels than any other 
kind. More of them walk on Goodyear Wingfoot Heels 
than on any other kind. They recognize instantly that 
the manufacturer has equipped these shoes with the 
quality heels that wear longer, fit better and look better. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outwear any other heels 
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They'll come back 


—and bring their gang with them 


F course they’ll come back if you give them just what they 

want! Boys know Keds and want Keds. You can prove 

that you sell the real thing by showing them the name Keds on 

the shoes. In telling your boy customers to look for the-name 

Keds, you make friends with them. They trust you. They’ll 
come back, and bring alltheir friends to your store. 


Teach your trade to look for the name Keds. Every time you 
do it, you protect them and yourself. In protecting them you 
gain their confidence. They will naturally come to you to get 
genuine Keds. 


United States Rubber Company 


Keds are made only by the 
United States Rubber Company 
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Canvas Shoes for Basket Ball 
(;o0d Sellers to Schools 


( \ CHOOLS the country over will 
soon be in action. So will 
‘ basketball teams—not only 
or professionals, but for the school 
children and college teams of your 
towns. With that thought in mind, 
timely window trim featuring 
basketball shoes will not be amiss. 
\ few newspaper ads announcing 
‘‘My store headquarters for basket- 
ball shoes,” will help you in dispos- 
ng of more pairs of these canvas 
ubber-soled basketball shoes. Your 
store literature can well afford to 
be amplified with an announcement 
hat you sell basketball shoes. 


Trim Windows Effectively 


However, it is in the window of 
the retail shoe store that real life 
can be injected into the presenta- 
tion of basketball shoes. A basket- 
ball “atmosphere” may be easily in- 
troduced. If it is impossible to ar- 
range for wax figures, two net 
“baskets” at either end of the win- 
dow, a pyramid of three balls in the 
center, a score book, and by all 
means, your local high school colors, 
will be both inexpensive and effec- 
tive. 

One of the prize-winning win- 
dows in the latest Keds Window 
Display Contest was that of Patter- 


son-Fletcher Company, Fort Wayne, 
Ind. This featured a tennis shoe 
trim. There were a few artificial 
flowers, tennis racquets, a few 
shoes, one shoe stand, the rest a 
matter of arrangement, and it was 
accomplished with excellent taste. 
The result was a window that at- 
tracted customers and won a prize. 


Try a Balanced Window 


Balance is an important point. A 
window should never be crowded: 
balance is most important. The per- 
fect symmetry of the window shown 
herewith —that, of Yowell-Drew, 
Orlando, Fla., won for this store the 
second Keds prize of $100. The blue 
and gold Keds sign is the focus, 
around which centerpiece the win- 
dow is built. The drapings at the 
sides of the sign and the colored 
leaves give an air of richness. At 
each side of the window is one of 
the signs used last year. Here again 
it will be noted that comparatively 
little merchandise is shown in the 
window. A common fault in window 
displays is over-trimming. Yowell- 
Drew, in avoiding overcrowding, 
have achieved a simple dignity, 
which increased the beauty of the 
display. 


First Prize Window Described 


The first prize window winners of 
$200 were Joseph Horne Co., Pitts- 
burgh, Pa. Their trim was shown 
last week. This was awarded the 
highest honors, according to “The 
Keds Dealer,” for the reason that 
“This window faces an intersection, 
so that it is visible from two sides. 
Before an artistic background of 
boxwood, six children’s models are 
grouped, all engaged in some form 
of outdoor play in which canvas 
rubber-soled footwear can be worn. 
These wax figures are particularly 
lifelike. In dressing the dummies, a 
tie-up is made with the figures on 
the Keds shoe stands and posters. 
Only two shoes are displayed on 
shoe stands, so that the window is 
not burdened with merchandise. 
This window cannot be beaten for 
beauty of arrangement and general 
effectiveness.” 





Men Like Light Tans 


East Weymouth, Mass.—Reports 
from all Edwin Clapp stores show 
that the lighter shades of tan are 
leading in colors and also that there 
is a decided preference for lasts 
carrying rather wide roomy toes. 





This trim of Yowell-Drew Company, of Orlando, Fla., won second prize of $100 in the recent Keds Window 


Display Contest. 
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Illinois Class in Dissection 


oerien Make 


Successful 
Chiropodists 


Now is the time 
for you to take up 
this interesting, 


dignified, profit- 
able profession 


Chiropody offers a splendid 

field for both men and women. 

Graduate Chiropodists make 

—o Bm from $5000.00 to $15,000.00 
College O This annually, and the demand 
Entire ¢-Stors Building greatly exceeds the supply. 


THE WORLD’S LEADING SCHOOL 
The Illinois College of Chiropody is the largest and best equipped 
school in the world teaching this subject. It is now in its 13th 
successful year and occupies an entire 4-story building. Instructions 
under a faculty of well-known physicians, c surgeons, 
chemists, orthopedists and specialists. Day and evening classes, 
leading to Degree of Doctor of Surgical Chiropody. 


LARGEST FOOT CLINIC IN AMERICA 
Over 15,000 persons receive treatment annually in the Illinois Col- 
wonderful oppor 


lege Free Foot Dispensary, giving the student a 
conhty clecadesin esemetendnediiastiatanenionentition. 


NEW CLASSES OPEN SEPTEMBER 8th 
Mail coupon to-day for illustrated catalog, giving complete infor- 
mation relative to the opportunities which chiropody offers and 
why the Illinois College is the school for you. 


Mail this Coupon Today 


COLLEGE OF “CHIROPODY, 1327 N. Clark St., Chicago. 


Gentlemen: Please send me, prepaid, latest catalog and 
plete information relative to Fond poueeeheck ‘BeSR. 2 











IUlinois Class Listening to Lecture 


August 29, 1925 





- 








Retail 
oalesr on 
Wanted 


by the 


J. C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed,—young men between 
the ages of 25 and 35 years who have had thorough | 
experience in one or more of our lines, and who can | 


give us the highest references. 

Our company, which started in 1902 with one 
store, now operates 676 retail stores in 44 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We do 
a strictly cash business. Our sales in 1924 were 
$74,261,343.00. We opened 115 stores in 1920, 59 
stores in 1922, 104 stores in 1923, 96 stores in 1924 
and 105 stores in 1925. 

By industry, study and determination your progress 
will be rapid in our organization. Under our experi- 
enced managers you are trained to become a manager. 
When you have qualified 


You are Promoted to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest 
successes come from the ranks of average men. What 
we need are young, healthy and capable salesmen who 
have had thorough experience in a small or medium- 
sized department store or are experienced in general 
store work in special lines. The investment of money 
is not necessary for your success with us. The financial 
backing of our company is ample. Briefly, this is our 
proposition—tested and proven over a period of 23 
years: 

Rha AS SIN cre mel Bann k Fm 

res. During your ability 
you learn the greater eo eeemtldes af co-operative 
effort. Your progress depends upon your ability 


tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
ny ana oad you repay it from subsequent profits of 


ts “gw for our booklet, “Working Plan of the | 
J. C. Penney Compan a. S Give Ravage Paty and number | 
erchandise in | 


of years’ experience of m 


your first letter. We may Fenner for a personal in- 


terview later. All correspondence strictly confidential. 
Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York Cit 
1205 Olive Street, St. Louis, 
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new period of demands. 
Even while the summer 
lingers the people begin to 
long for something new in fall 
footwear. They want a change. 

With the public ready to 
buy it would appear that it is 
up to the shoe merchant to 
press forward his claims to 
their patronage—and now 
the very best claims are new 
styles and patterns in foot- 
wear. If he is to present these 
in the best possible manner he 
must see that the setting in 
which they are placed is such 
as will bring out the best 
points of the new merchan- 
dise. With new goods to show 
the surroundings should re- 
flect the new season. 

In all style displays the 
merchandise should be se- 
lected for its newness and at- 
tractiveness. The shoe mer- 
chant who includes some of 
his older styles with the show- 
ing of new designs is lessen- 
ing the value of the news to a 
great extent. If the prospec- 
tive customer sees an old type 
of shoe in the display she is 
apt to think that perhaps the 
style she has fancied is just a 
little bit old and out-of-date 
as well. 

If the display is made at a 
season when the new novel- 
ties are expected it is not wise 
to fill out the display with 
staple styles, unless they, too, 
are of a newer type than 
those that have been sold dur- 
ing the past season. When the 
people want to see the new 
lines, show the new lines. It is 
far better to show half a dozen 


GS ew ered ushers in a 


Shoe Store Service Section 


Devoted to Findings, Fixtures and the Proper Display of M erchandise 


Window Display Ideas for the 
Month of September 


By A. E. Edgar 


RECORDER Merchandising 
Calendar for September 


September 1 to 5—School shoes are en- 


titled to a turn in the spotlight this 
week. Give them feature space in your 
ads and windows; also a conspicuous 
display inside the store. If you make 
good use of some pleasing souvenirs or 
advertising novelties for the children 
these should prove a strong drawing 
card. Plan now special window and dec- 
orative effects that you will use during 


. September, and possibly October. And 


don’t wait till the eleventh hour to order 
drawings and cuts for newspaper ads 
and circulars. 


September 7 to 12—Clearance items, if 
you have any left, should now be rel- 
egated to the background and the com- 
plete fall line made ready for easy selec- 


tion. Check up ahead on coming events 
in the town—carnivals, conventions, etc. 
—plan to tie up in every possible way with 
the publicity that will be given them. 


September 14 to 19—Now is the time to put 


on full steam in your advertising. Folks 
who have been slow in buying will now 
realize the need of preparing for real 
fall weather. Come out strongly in 
newspaper ads or handbills, and mail 
out illustrated circulars to your cus- 
tomer list. Don’t forget to have inserts 
of some sort ready to mail with your 
monthly statements, and these can also 
be used to advantage as package inserts. 


September 21 to 30—Keep hard after the 


people who pass your store regularly. 
Remember that after they have once 
stopped to look in your windows they 
are less likely again to be attracted by 
the same display than they would be by 
another. Change the windows frequently. 





new styles than to show a 
dozen pairs of shoes, half of 
which are old stuff. 

The same applies to the 
window decorations as to mer- 
chandise. New style shoes 
should not be displayed amid 
old decorations. 


HE shoe merchant in the 
smallest hamlet can afford 
to purchase some of his dec- 


orations; and when they can. 


all be purchased, that is advis- 
able. Home-made fixtures and 
decorations are often very at- 
tractive, but it cannot be ex- 
pected that they will have the 
finish of the articles produced 
by expert workmen who spe- 
cialize in these things. Shoe 
merchants should familiarize 
themselves with the offerings 
of the artificial flower firms 
and those supplying window 
decorations. Together with the 
suggestions given on these 
pages and the necessary ma- 
terials that can be purchased 
from these firms, the shoe 
merchant will be in a position 
to make displays that are 
bound to attract attention. 

A suggestion is offered for 
the fall window in the setting 
illustrated in Fig. 1. This set- 
ting can be made entirely in 
the shop, or most of it may be 
purchased ready for use. The 
panels are made of wall 
board. If the shoe merchant 
does not desire to make these 
in his own shop, the local sign 
shop will probably be able to 
do it for him. 

Wall board comes in sheets 
and can be cut with a knife or 

(Continued on page 105) 
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) i It not only shows hundreds of 
Display Decoratives—but Ac- 
tual Window Displays with mer- 
chandise arrangements and how 
to use the Decoratives shown. 


Write for Your Free Copy 
Today. 





There is nothing that will take the place of flowers 


THE ADLER-JONES CO. 


645 South Wells Street 


CHICAGO 
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When writing to advertisers please mention Boot anv Sno Recorper 
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A few decorative touches 
such as these impart “class” to 
a window. The parrot, the lan- 
terns, the wallboard flooring in 
marble effect and the flower 
vases can all be made at the 
store — but the flower houses 
can supply a more finished 
product. 
































































































































The symbolism of the grapes 
and of an outdoor scenic panel 
reminds passersby, even those 
across the street, of the fall 
season. This type of trim is 
good to use just as the weather 
is turning. 
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Where there are any number 
of sportsmen, at least one win- 
dow, should be devoted to hunt- 
ing and fishing for a week or so 
during the month of Septem- 
ber. Posters can be used for 
the window panels. Sporting 
goods dealers will loan the 
guns, rods, etc. 
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ds Show Case Co. 


Buys 


Himmel & Son Ca, Baltimore. Md. 


Facts regarding the former 
M. L. Himmel & Son Co. 
Incorporated 


The M. L. Htmmel & Son 
Company, Inc., prior to being 
purchased by the Grand Rapids 
ShowCase Company, wasthe oldest 
manufacturer of store equipment 
in the country, having been 
established in 1865. It had grown 
to the third largest in the industry 
with facilities for manufacturing 
about two million dollars’ worth 
of. equipment annually. Since 
their organization, they have 
manufactured and shipped high 
quality equipment to all parts of 
the world. The plant is thor- 
oughly modern and equipped 
with the latest type of machinery. 





- * 
COMBINED RESOURCES 
of the 
GRAND RAPIDS SHOW CASE CO. 
Complete manufa@uring units. 6 
Fad@ory floorspace in sq. feet, over 1,000,000 
Investment over $7,000,000 
Capacity permed monthly over $1,000,000 
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In buying the M. L. Himmel & Son Company, Inc., we 
have added the third largest store equipment industry in the 
country to our present production facilities in order to meet the 
constantly increasing demand for New Way equipment. 


With six factories from coast to coast—with show rooms 
and branch offices in most principal cities—and with experienced 
representatives everywhere—we are serving merchants, both large 
and small, with the type of service and equipment that this mighty 
institution alone affords. 


No effort is spared—or factor disregarded—which will 
contribute to the economical manufacture of the finest store equip- 
ment—at a range of prices within reach of all. 


These manufacturing facilities—conveniently located at 
strategic points—will permit low shipping rates and place us in a 
better ition than ever before to give the quick, intimate service 
which has long identified New Way methods. 


Whether your requirements call for a section or two of 


shelving—or the designing, planning and equipping of a complete 
shoe store, we are ready to serve you. Call upon us. 


GRAND RAPIDS SHOW CASE COMPANY 


World’s Largest Manufacturers, Store Planners and Designers of Qyality Store Equipment 
Factories; Grand Rapids, Mich. — Portland, Oregon — New York, N. Y.— Baltimore, Md, 


The New Way line of 
store equipment contains 
@ type for every purse 
and purpose ranging from 
the finest fixtures obtain- 
able to the lowest in 
price that’s good. 


When writing to advertisers please mention Boot AND Suox REcorDER 
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hack saw. If the edges are rough 
after the cutting they may be 
smoothed with fine sandpaper. It is 
necessary to mount the panels on a 
wooden frame. As the frame is not 
to be seen it may be made of rough 
strips of wood. 

The panels may be painted with 
water paints, a number of which are 
on the market, ready to mix with 
cold water. Tinted panels, or panels 
with a stippled effect are always suit- 
able for shoe window backgrounds. 
The panels should not be dark, a 
light buff being advised for most 
settings. 

The permanent background of the 
window, or a plush or silk drape will 
form a background for the panels. 
The center panel has a ring and par- 
rot for a decoration. Papier maché 
parrots in half relief are obtainable 
from the window decoration supply 
firms. They are usually finished in 
bright metallic colors which help to 
brighten up the window. Other dec- 
orations that may be substituted for 
this are illustrated in Figs. 4 and 5. 
A bowl of artificial flowers are al- 
ways sure to make a style window 
more attractive. 

The lanterns add a lot of interest 
to a window display, and are an ad- 
ditional attraction when they are 
lighted. Lighting fixture firms can 
provide lamps of this nature suitable 
for use in the window displays. If 


4 


























Placques, lanterns and flower 
boxes are appropriate decora- 
tions for autumn. Types shown 
here can be bought from flower 
houses or made in the store. 
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This design is suitable for a 
center unit in a window or for 
a large ledge decoration. The 
component parts can later be 
used in different units. 


the lanterns are made of wood or 
cardboard (and the display man 
sometimes fabricates them) they 
should be handled carefully. When 
electric drop lights are used to light 
them it should be seen that they are 
not likely to catch fire. Open lights 
are absolutely impossible in inflam- 
mable lanterns and should be avoided 
entirely. 

The floor of the window should be 
given more attention than is done by 
some shoe merchants. It is not satis- 
factory to have the floor covered with 
fabrics, even though they are expen- 
sive, nor is the polished wooden floor 
always advisable. The display win- 
dow should present more changes to 
the public than is usually the case. 
Temporary settings should be used, 
and this includes the floor of the 
window. In Fig. 1 the floor is covered 
with wall board blocks, plain and 
marbled blocks alternating. There 
may be purchased with bevelled 
edges ready to install in the window, 
or they can be made in the store. 

The setting illustrated in Fig. 2 is 
typical of fall. The grape decoration 
is suggestive of the fall season. 
Artificial grapes and foliage are 
easily obtained from artificial flower 
houses. This setting employs a plat- 
form with a panel background that 
is very attractive. This can be made 
in the basement of the store. 

The platform should be of boards 
about one inch thick, neatly finished. 
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It should be about six inches in 
depth, the width and length being 
determined by the size of the win- 
dow. This may be covered with felt, 
monks cloth, plush or fancy paper, 
according to the fancy. Two pillars, 
made of the same kind of lumber, 
can be set up as shown. The panel is 
then attached to these and forms a 
background for a special unit of dis- 
play. The platform is set on blocks 
or small boxes covered with the same 
material as the pillars and platform. 
If these several parts are made care- 
fully and handled properly, they may 
be utilized in other displays. 

The suggested grouping of the 
stands in Fig. 2 gives a pyramid 
effect to the merchandise. It is pos- 
sible that on large platforms more 
stands should be used, but the 
heights should be graduated so that 
they gradually slant outward, form- 
ing a pyramid of the shoes. Of course, 
shoes are also to be placed on the 
platform, heel rests being used in 
some parts of the setting. 

The shoe merchant handling any 
quantity of hunting and sporting 
footwear should make the most of 
his stock by having a special display 
in September, or before the fall hunt- 
ing begins. The setting suggested in 
Fig. 3 is easier to construct than 
will at first giance be thought possi- 


(Continued on page 113) 





exclusive 
features 











The panel, featuring the word 
“Fall,” makes this card effective 
for an advance style showing. 
Can be colored if desired. 
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VICTORY BUCKLE HOLDER 


A new way of attaching buckles to pumps has been made possible by a patented holder which is detachable 
from the buckle, also the pump, by a single twist. It is no longer necessary to keep buckle permanently attached, 
thereby allowing use of pump plain when desired for street wear. It has no equal, as the buckle can be worn 
upright or flat on the pump. 

Many retailers use them for window display as the fact that they do not mar the pump and can be changed 

so easily, and show off the effect of pump 
and buckle so beautifully, finds many 
= trimmers who cannot do without 
them. 


——— a 


PATENTED 


—— 


Every opera pump customer is a prospect 

wal pair < paeion: with ~ — 

, buckle can attached instantly, making 
AOLOER many extra buckle sales. 


BEADED : , 
Jobbers Write for Prices 
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FLEMING & KEEVERS CoO., Inc. 


MANUFACTURERS OF 


VICTORY DETACHABLE BUCKLE HOLDERS 
NORTHAMPTON, MASS. 
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ASK FOR 
CATALOG 
DYES = _ 


Your white satin and brocaded 
shoes dyed any shade to match 
your customer’s gown 


IN 15 MINUTES 


Complete sets of 24 bottles =» PERIOD 


SOLD EXCLUSIVELY BY 
Jefferson Import Co., Inc. DISPLAY FIXTURES 
, IMMEDIATE DELIVERIES 
“Fashion's First Port of (al ” | “ORDER TODAY— 
Marbridge Building é ates: Bete gr acon dl 
34TH St., AND BroaDWway 
New York City 


Importers of 
Shoe Materials and Novelties 
Buckles—Rhinestone Heels—French Mules 
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It is invariably our experience that once a 
KAWNEER owner always a KAWNEER Owner. 
All of which means that 


SOLID COPPER 


STORE FRONTS 


are properly constructed to produce increased 
business for their owners. 





Let us send you this The 
book suggesting a store KAWNEE 


Company | 


frent for your particular 
line of business—IT IS 2813 N. Front St. 
FREE. Niles, Mich. 

Send me “Suggestiot | 


for Your Store”. | 


NSE ES 


ADDRESS 


















































— ne ber 


Pure Gopper 


Permanency, most essential in store front construc- 
tion, is one of the outstanding qualities of Kawneer. 


Combined with permanency a Kawneer Front gives 
protection tovaluable store windows by its spring-like 
resilient grip on plate glass. Consider this most im- 
portant and exclusive Kawneer feature of construc- 
tion in building or remodeling your display windows 
and store front. 


We have designed many unusual Fronts with the 
entire construction properly related and balanced, for 
merchants who realize the value of correct display. 
Have a Kawneer Solid Copper Store Front designed 
to meet the requirements of your own location. 


Write us today for attractive booklet of “Suggestions 
For Your Store”. 


THE 


Kawneer 


COMPANY 


NILES, MICHIGAN. 
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Making News and Using It for 
Effective Publicity 


How to Break Into the News Columns 


HE news columns of the local 

paper are open to the store that 

has news to give out. They are 
open to the merchant who is re- 
sourceful enough to create news. A 
store in Kewanee, IIl., furnishes two 
examples of this. 

A. J. Bowman, of Bowman Bros., 
in that city, returned late in July 
from a trip to the St. Louis market, 
where he had made a very careful 
study of the style trend. Naturally 
he came back with a good deal of 
authentic and interesting material 
for a news story on shoe styles for 
fall—just as many another buyer 
does under like circumstances. But 
instead of just “having” this infor- 
mation, Mr. Bowman 
capably used it for 
the prestige of his 
store by writing up a 
good shoe style story 
which was given front 
page position in a 
local newspaper, occu- 
pying nearly half a 
column. 

This article (repro- 
duced on the opposite 
page) was a good 
legitimate style story, 
not a “puff” for an 
advertiser. The name 
“Bowman Bros.” was 
not blazoned forth in 
every sentence, but 
Mr. Bowman was 
credited as authority 
for the information 
given, which makes it 
truly worth - while - 
publicity. 

A week later Bow- 
man Bros. moved to a 
new store, very mod- 
ern and attractive in 
all its appointments. 

Again this enterpris- 

ing firm “made” the 

front page of the 

paper with a. still 

longer story describ- 

ing in detail the many 

beauties and unique 
conveniences of the Samples 
new quarters. 
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Shoe Dealer In i 
Return From lea, 
Big Market| 

ae | mi ing | Attract; 


Algot Bowman of Bowman Bros 
shoe store returned yesterday after. 
noon from Bt Louis where be has 
been for several days studying ¢ 
style trend in footwear for fall. and 
making purchases for their local 
sore 


per cent to 65 per cent straps In- | © 
sep ties and 
will play @ fair part in the early 
. [Style program. increasing as the sea 

(son 
=| 2 

jteee Patents will lead followed close- 
ily by black sae 


Drogresses 
for materials. indications are 


Will show @ slight increase over the 
Previous seasoa. 

Slightly narrower toes are in 
creasing tm favor. especially in 
higher heels. but the medium wide 
' |toe will predominate in most classes 
of women's shoes 

Meo's styles in fall foowwear as 


i |fancy storm welting will 
very extegsively during the com! 
season both 
styles 
Stitch downs in children's shoes 
will Continue popular as they were 
last seasoa. and the materials will 
be about the same as last year. tan. 
brown and Qlack calf sking and « 
leathers 


HE value of news space—that is, 

space which contains real news— 
cannot be overestimated. Persons and 
things you read about are famous. 
The publicity makes them so. Being 
mentioned in the news columns will 
make a store famous in far less time 
than it could become so through paid 
advertising alone. Further, this news 
publicity makes it more famous than 
it otherwise would be, but he who 
would avail himself of news publicity 
must learn to differentiate between 
a news item and a “puff.” 

A “puff” is uninteresting reading 
matter without news value, inserted 
by the publisher solely to pat an ad- 
vertiser on the back. It contains 
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played up. 


nothing to merit the reader’s atten- 
tion when he is seeking news. It is 
an affront to his intelligence, and, 
therefore, can hope to accomplish 
nothing more than to lower both the 
paper and the store in the reader’s 
estimation. Here are some types of 
reading matter that come under the 
head of “puffs”: 

Shop talk about an individual store 
—Continued repetition of a name— 


.Matter of which the store is the sole 


subject—“Personals,” except where 
the individuals mentioned are really 
well known— Merchandise stories 
that apply only to the one store. 

It would not sound well to use a 
heading, “Bank & Co. show women’s 
shoes with narrower 
toes.” Yet this infor- 
mation could be used 
in a style story along 
this line: “Narrower 
toes in women’s shoes. 
European influence 
seen in the new trend. 
Slightly narrower toes 
are in evidence in the 
leading stores, espe- 
cially in connection 
with high heels. Some 
of the new models 
shown at Blank & 
Co.’s have, etc. etc.” 


In this case the dif- 
ference is in the angle 
of approach. The mat- 
ter in which Blank & 
Co. is the subject is 
“puff.” People don’t 
want to read about 
Blank & Co. 


E matter in 
I which Style is the 
subject is news. Peo- 
ple do want to read 
about style—and when 
the paper talks style, 
giving Blank & Co. as 
authority for certain 
statements, they are 
willing to accept them 
as such. 


the 


of the news created by Mr. Bowman and how it was.) The store or the 


(Con. on page 113) 
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Cut B 


GLASS FIXTURES ~~~ me 


are recognized by a large element of good merchants as being the most 
effective for the display of shoes, being unobtrusive, neutral and 
highly interchangeable. Trim No. A is made through the use of pedes- 
tals No. D and plates No. B (of the latter our catalog shows a great 
variety). Pedestals No. D are 6, 9, 12 and 15 inches high, and are very 
substantial. Plate glasses have beveled and polished edges. 


ASK FOR OUR CATALOG NO. 18 
Which Shows These Glass Fixtures in Large Variety 














WOOD FIXTURES — 


We have them in a large variety of beautiful designs— 
all high class and fully guaranteed against warping and 
blistering. All connections are of metal and unbreakable. 

THREE COMPLETE LINES IN-STOCK FOR AT-ONCE DELIVERY 


WRITE FOR COMPLETE WOOD CATALOG NO. 22 
ASK FOR SAMPLES OF IMMEDIATE DELIVERY WINDOW 
VALANCES, PLUSHES AND SUN-FAST LIGHT WEIGHT 
DRAPING FABRICS 
Quality—Service—Courtesy 
Visit Our Chicago or New York Show Room 


wew vorx snow zoom | LEAKE HECHT FIXTURE CO. 


16 West Sist St. DEPT. 12 
Between Broadway and Sth Ave. 
Medinah Building, Wells St. and Jackson Blvd., Chicago, Ill. 


Cut E 


























When writing to advertisers please mention Boot AND Snor Recorver 





August 29, 1925 BOOT AND SHOEB BECOBDER 


pe The Shoe Store Beaustful R 



































MERICAN INTERLOCKING SHOE STORE 
CHAIRS are chosen by a majority of successful 
merchants for superior construction, for beauty 
of design and for conservation of floor space. 
While they are built with an eye to QUALITY 
rather than price, AMERICAN INTERLOCK- 
ING SHOE STORE CHAIRS prove truly 
economical—economical in cost because they 
serve longest without maintenance expense— 
economical of floor space because they will’seat 
seven people in the space required for six with Neste for 
other types of seating. “The 

_ No matter what the decorative scheme of your S 
store interior, a variety of appropriate designs hoe 
and colors are always available in AMERICAN Stove 
INTERLOCKING SHOE STORE CHAIRS. Beautiful” 














ran Seating Company |, 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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YOU MAKE MORE THAN THE DIRECT 
PROFIT FROM THE SALE OF SHOE TREES 
—YOU MAKE SATISFIED CUSTOMERS 


Miller Shoe Trees keep the shoes in 
shape and lengthen their life of 
usefulness. 


Miller Shoe Trees are life savers 
in shoes of those whose feet perspire. 


You know their many good qualities. 


Mention them to your customers. 


If you have not seriously considered 
featuring “MILLER” SHOE TREES 
and their possibilities for service and 
_ profit, won’t you request a catalog. 





Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton Massachusetts 
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Window Display Ideas for 
the Month of September 
(Continued from page 105) 
ble. The circular card may be made 
from any poster in which wild game 
is the subject of the illustration. 
Ammunition firms often have attrac- 
tive posters, portions of which might 
be made to serve in illustrating dec- 
orations and show cards for the shoe 
dealer. The panels may be decorated 
by a local artist, or pictures of 
camps, game hunting, fishing, etc., 
may be framed and used in the aet- 
ting. The sporting goods dealer will 
be glad to co-operate to the extent of 
loaning the necessary guns, fishing 
tackle, etc. The waterproof qualities 
of the sporting footwear should be 
emphasized in the display, and also 
the means of making leather boots as 
nearly waterproof as possible should 
be included in the display. Findings, 
suitable for each line displayed, may 
always be included in the shoe show- 
ing—and do not forget the hosiery. 

In Fig. 4 a very attractive center 
unit for the window is illustrated. 
The base of the flower stand is made 











amet 
Teche oobwe ar 


with a 
distinctiveness 
that makes 


them exclusive 


Fall 


eae 
Masons - al 


This copy, in a prominently 
displayed panel, is more easily 
read than if it were more 
spread out. 



































of wood and wall board and the up- 
rights are wooden strips. The circle 
may be of cardboard, wall board or 
light lumber. The circle may be cov- 
ered with paper, cloth fabrics, 
painted, etc. This can be used 
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as a ledge decoration as well as 
for the window, as can many other 
decorations described in these pages. 
Shoe merchants should see that the 
walls of their stores are not allowed 
to present a too plain appearance. 
Often ledge decorations may be used 
to advantage. 


In Fig. 5 a number of decorative 
ideas are presented. At the left is a 
hanging disc decoration. Discs of va- 
rious sizes and finished as suggested 
in the foregoing with floral decora- 
tions are attached to wooden strips, 
which are to be painted dark green 
or black. At the right an oblong and 
a circle are used to form a decora- 
tion, they being attached to a cord 
and tassel. Bright colored wall paper 
or cretonne may be used for covering 
these decorations. 


A very easily made flower basket 
is shown at the bottom. Two half- 
circles are fastened together with a 
strip of cardboard, forming a recep- 
tacle for artificial flowers. A strip 
of cardboard is used for the long 
handle of the basket, while large 
marbles may be used as feet. The 
basket may be painted or covered 
with imitation birch bark, straw 
matting, etc. 

A very pretty interior decoration 
can be made of two wall board discs 
and a piece of china silk. At the top 
of Fig. 5 is shown a lantern made of 
these materials. The silk is tacked 
to the wall board discs and forms the 
sides of the lantern. A short cord 
and tassel hang from the lower disc. 
These lanterns are for use with drop 
lights. A very pretty effect can be 
obtained by attaching an artificial 
maple or oak leaf here and there to 
the silk. Pale yellow silk with red, 
yellow and brown leaves will make a 
handsome decoration. 

In Figs. 6, 7 and 8 three designs 
for fall show cards are shown. In 
Fig. 6 a medallion or shield may be 
used of different color, cut out and 
pasted on the card. Beads may then 
be used instead of the painted imita- 
tion—small ones, of course. 

The clever border effect is always 
attractive. The card, Fig. 7, with a 
deep border effect need not appear 
heavy, as is seen in this example. The 
border keeps the text in small com- 
pass, which is really more desirable 
than many showcard writers realize. 
Cards with the text spread out all 
over the surface are not as easy to 
read, even though the lettering be 
twice the size. 

Fig. 8 is a pleasing type of card. A 
small illustration may be pasted to 
the card in order to relieve its plain- 
ness. Nate the display of the impor- 
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tant words in this card, first “Value,” 
and second, “Fall Styles.” 

Again we remind merchants that 
the Boot and Shoe Recorder is sup- 
plying a showcard service each 
month to subscribers of the service 





and plenty of it 
inthese deus 


Fall ys 











A small picture, cut from a 
magazine or calendar, adds tone 
to a simply arranged card. 


at a low figure. These cards are 
beautifully written and provide the 
merchant with a complete change as 
he needs it. Write for particulars to 
Western Service Department, Boot 
and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 





Making News and Using It 
for Effective Publicity 
(Continued from page 109) 

merchant should not be the theme 
of the story except in special cases 
such as the opening of a new store, 
the remodeling of an old one, the 
introduction of a new executive, 
or some event that would warrant 
drawing on the biography of the pro- 
prietor for material. 

In addition to the topics already 
mentioned the astute merchant can 
find plenty of “hooks” on which to 
hang an editorial mention. 

For instance, to break into the 
sporting page he can offer a pair of 
shoes each week for the local ball 
player making the most home runs, 
for the local golf player turning in 
the lowest score, for the largest fish 
caught and for good performances in 
other branches of sport. 
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Cnthusiastic Praise 
for the Salability of Shoes made of 


KafforhKta 


The Ideal Calf Leather 


August 29, 1925 














tt Wolf's Walk-Over Shoe ee fi 


F STREET NORTHWEST 
929 PA. ADE. NORTHWEST 


Washington, x 





daly 13, 1925 








Ohio Leather Company, 






Girard Ohio. 









Gent lemen: 


An opportunity to express our praise of Black 









HARRY S. WOLF Kaffor Kid is indeed welcome to use We have found that 
who operates the Walk- 
Over Shoe Shop in this leather possesses a very fine texture, and in 
Washington, D. C. 






using it in both men's and women's shoes produces a 







very satisfactory product. 
We are very entimsiastic about Black Kaffor Kid 







leather and feel that satisfaction to our trade has been 





materially aided in its use. 








Yours very truly, 


Moy Hee 


Harry S. Wolf 











e/NATIONALLY 
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Our Responsibility 





S producers of Kaffor Kid we naturally feel 
J \ a pardonable pride in the enthusiastic praise 
given this tannage of leather by many of the coun- 
try’s leading shoe merchants and wholesalers. 


We accept the responsibility this imposes, namely 
to “keep the quality up,” and thus merit the good 
opinion and the good will of hundreds of other 
merchants we have not heard from but who may 
have it in their hearts to express. 


Kaffor Kid helps to make the sale of men’s, wom- 
en’s and children’s footwear easier for the mer- 
chants. Shoes easily sold help make satisfied 
customers. 


As a style element in the shoe, the fine, even tex- 
ture and close grain of Kaffor Kid insures the re- 
finement desired by the careful buyer of footwear. 
Kaffor Kid sturdy wearing quality, having the 
strength of calf leather but with comfort and 
lightness of kid leather, gives to shoes made of 
this tannage long wear and service. 


These salable values in shoes sold by leading shoe 
stores must first find their way into the leather, 
and Kaffor Kid meets this requirement. 


Shoe merchants everywhere are urged to look 
for the values referred to above when they in- 
spect samples. Nearly all of the leading lines are 
showing attractive patterns made of Kaffor Kid. 


The “Story of Leather” sent free on request. 


“THE BETTY GORE” 
Colonial Gore Turn Oxford, 14/8 
covered wood heel. Made of Kaffor 
Kid. From the famous Walk-Over 
line made by Geo. F. Keith, Cam- 
pello, Mass. 


gn Ohio Leather Company 
Gtrard ~ Ohio 


(“This is a 


NDORSED 








Calf Year”| 
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Washable White 
“LORRAINE CALF” 


is not confined to the period of a 


season, for it is as seasonable in 


January as it is opportune in July. 


A little soap and water will 
clean White “Lorraine” Calf and 


impart a freshness and lustre to the 








surface that can only be found in 


Barnet’s famous leathers. 


Ask Us For Samples 


Barnet Leather (60., tne. 


Tanners of “LITTLE FALLS” Leathers and “LORRAINE” Leathers 
360 MADISON AVENUE. NEW YORK CITY 


Tanneries: LITTLE FALLS, New York 











Distributing Agents : Boston Distributors 
SAN FRANCISCO BARNET LEATHER CO., INC. 
MILWAUKEE OF Mass. 
CINCINNATI 
ST. LOUIS 98-100 South Street 


ROCHESTER Boston, Mass. 
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Stocks in Good Shape 
Attractive Fall Styles 


CHICAGO — Retail shoe mer- 
ehants will enter the fall selling 
season this year with what is prob- 
ably the lowest inventory in many 
years. Liquidation of summer mer- 
chandise has been exceptionally 
good. Very few of the stores are 
carrying any large amount of stock; 
there is little in the way of “shelf 
warmers” to be seen among the sale 
offerings. 

Tans, tans and blacks, and two 
toned novelties were practically sold 
out in the July sales and what mer- 
chandise is left can be classified as 
readily salable in the early fall mer- 
chandising plans. A few sales are 
still running but they have lost the 
nature of July clearance sales and 
are more in the line of feature 
events with prices held to a fair 
figure. Some of the stores in the 
Wilson Avenue and Edgwater dis- 
trict are announcing unusual price 
concessions, but the merchandise 
displayed shows all of the mode of 
the early fall offerings. Tans and 
blacks are featured—with a few 
duo-toned models, but these are 
mostly kid combinations that are 
still good. The most frequent nov- 
elty seen among the very low priced 
offerings is the Deauville sandal, 
which failed to attract any atten- 
tion in Chicago. 


Small Tongued Colonials Popular 


Small tongued colonial patterns 
with concealed gores and buckle 
decorated tongues have enjoyed 
quite a run of popularity in the 
past few weeks. These with the 
high strap models, with the side 
goring, indicate the interest of the 
buyers. in footwear that covers 
more of the ankle than the spring 
models. 

The sandal effect with the cut- 
out shank has lost most of the pop- 
ularity that it held earlier in the 
year probably because this model is 
hard to fit and does not hold its 
shape long. 

Black patents and satins continue 
to maintain their strong lead over 
all other fabrics, but there is plenty 
of reason to feel certain that the 
cocoa shades and light tan tintings 
in kid leathers will find plenty of 
favor when fall costuming is com- 
pleted. 


Black Calf Straps Shown 


One sees many models in gun 
metal and black calf in dainty strap 


patterns, many with several small 
bows decorating the instep and mul- 
tiple straps—some with beaded or- 
namentation and many with dull 
silver ornaments—and almost all 
with either a side or concealed gore. 

No change is seen in the funda- 
mental patterning. Pumps, straps 
and gored effects are the basic styl- 
ing, with a tendency toward more 
leather on the instep, higher heels 
of the spike type and a little length- 
ening of the vamp. So far, there 
has been no noticeable swing to- 
ward the narrower toed footwear, 
but it is well known that Chicago 


117 


favors the opera toed type of shoe 
with short vamps and higher heels. 

Some strap models are seen in all 
leather heels, but the wood box heel 
covered with either the same or con- 
trasting leather seems to be the gen- 
eral thing in the lower heeled and 
high heeled types. 

Men’s business continues to be 
just “fair to middling,” with little 
activity shown for any particular 
fashion. Tans are still the big sel- 
lers and merchants now are begin- 
ing to feature “heavyweight” ox- 
fords for fall in an effort to create 
a distinguishing mark between sea- 
sons. All buyers agree that the 
wide-toed last will continue its 
present high favor through the fall 
and early winter and look for no 
greater volume in high shoes than 
was had last year. 





Business Shows Big Increase 


White Shoe Demand Heavy 


SAN FRANCISCO—Shoes led 
all retail lines in sales increases in 
the San Francisco district during 
June, according to the Federal Re- 
serve Bank’s retail trade index. 
Shoe stores showed a gain of 11 
per cent over sales for June, 1924, 
department stores an increase of 
7.7 per cent, and furniture stores 
an increase of 7.2 per cent. Stocks 
showed a decrease in valuation of 
5.7 per cent. Individually, the gains 
reported locally by many San Fran- 
cisco stores have been much higher; 
as an example, one of the largest 
stores in San Francisco handling 
both men’s and women’s shoes in 
higher priced lines showed a gain 
of 40 per cent, with July sales 
maintaining that figure. 

In the summer clearances, the 
better stores seem to have enjoyed 
a greater volume than the less ex- 
pensive shops, perhaps because sale 
prices brought their merchandise 
within the reach of buyers who 
ordinarily feel they can afford only 
the lower priced lines. July busi- 
ness on the whole was exceptionally 
good and the close of the clearance 
period in August is expected to find 
some new sales records written for 
the summer of 1925. 

Part of the heavy increase in this 
summer’s business is attributed by 
retail merchants to the unusually 
heavy demand for white, Nearly all 
of this has been for out-of-town 
wear, since San Francisco does not 
require light weight garments for 
comfort. Clearances have virtually 


moved out the balance of stocks on 
hand. 


Black Suedes Popular 


Frank More, who brought back 
black suede in an opera pump and 
one-strap model, when he returned 
from the New York market, has 
found it necessary to reorder these 
numbers in less than ten days. More 
has shown no suedes in his two ex- 
clusive shops for more than a year 
and his belief that rich-looking 
suedes could be reintroduced suc- 
cessfully with the advent of deep- 
piled fabrics for fall was justified 
at once by their ready acceptance 
by women who demand the ultra in 
styles. 


Men Prefer Tans 


More black shoes are being sold 
as men purchase their fall outfits, 
but the demand for tan calf and 
the grained leathers still predomi- 
nates. One of the most successful 
musical comedies seen in San 
Francisco this season features a 
chorus in which the men wear 
black shoes with their gray Eng- 
lish suits. Some retail merchants 
are inclined to believe that not a 
little of the increasing demand for 
black can be traced to this kind of 
exploitation. 


Patent Leads for Street 


Patent is still the best selling 
number for street wear, but be- 
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Steck 130 — Medium 
Shade Galluns Russia 
Calf Custom Oxford, 
Copley Last. 
Steck 125 — Imported 
Black Calf Custom 
Oxford, Copley Last, 
width AA to D. 

Price $6.35 


























NOW READY! 


UR new stock catalogue which shows fifteen styles of 

men’s high-grade shoes is now ready. If you retail shoes 
at from $8.50 to $10 you will find that your best sellers 
in young men’s styles are among the Just Wright stock 
numbers. 


A request for a catalogue will bring you positive proof of 
this statement; an order for sample pairs will result in 
actual evidences of the fulfillment of our creed—to put our 
best workmanship, materials and styles into Just Wright 
stock shoes, so that our customers may sell more pairs with 
less initial investment. 
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yond that point, scarcely two re- 
tail merchants have exactly the 
same list of second, third and 
fourth choices, although interest in 
Russian calf and kid in the darker 
wood tones seems quite general. 
Black satin, blonde kids and gray 
kid is the way the list of prefer- 
ences runs for some of the ultra 
smart Geary street shops. Others 
are noting a growing demand for 
black kid, especially those with 
graceful ornamentation in lighter 
shades in ombre effect. 





Pacific Coast 
Style-o-grams 

More’s is now featuring a 
group of custom-made evening 
pumps of combination silver 
and gold kids and velvets in 
a wide range of shades, in- 
cluding jade and pansy. The 
vamps are of colored velvet 
and the quarters of gold or 
silver kid with tiny embossed 
rosebuds repeating the colors 
of the velvet vamp. 

Higher and more slender 
heels are in demand for eve- 
ning wear, but San Francisco 
women are reluctant to aban- 
don the shorter vamps. Stores 
that have expected to put 
them over this season are find- 
ing the long vamp models 
staying on their shelves. 

The simpler types of shoes 
have created an enormous de- 
mand for ornamental buckles 
and many retail merchants 
are finding it easy to virtually 
double their individual sales 
by pushing ornaments. One 
shop has increased its buckle 
sales over 150 per cent in the 
last six weeks. And the ma- 
jority of these have been of 
cut steel retailing around $15. 














Will Sell Whites in 
September 


A profitable “flare-up” of inter- 
est in white is expected to come in 
September, when thousands of 
women will want white shoes to 
wear in the California Diamond 
Jubilee celebration, with the official 
jubilee costumes of white balbrig- 
gan trimmed with the green of old 
Mexico and yellow and red of the 
former Spanish dominion. This de- 
mand is expected to be strongest in 
the lower priced lines because these 
shoes will be purchased to wear 
only for the period of the celebra- 
tion. 
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Liberal Orders for Fall 
Bright Prospects Ahead 


MILWAUKEE—Activity on fall 
shoes is reported in Milwaukee 
stores, although the demand is not 
large as local trade has been pass- 
ing through a _ between-season 
period. Milwaukee merchants ex- 
pected a rather quiet period during 
the latter part of August, following 
the close of clearance events, so that 
business has been considered satis- 
factory. The general outlook for the 
next few months leaves Milwaukee 
merchants in an optimistic frame 
of mind, and plans are being made 
for a big fall. 

So far, patents maintain their 
lead without difficulty, and promise 
to be a strong factor throughout 
the fall. Satins are following a close 
second in the majority of cases. 
Some demand for tans and golden 
brown has also been noted, particu- 
larly in kid, and a display of sev- 
eral styles in gray kid and suede 
has brought some response. The 
shoe department at Bedell’s reports 
a plain patent opera pump the best 
seller, usually combined with a 
separate steel buckle. The same 
style is moving in satin and velvet. 
Other stores confirm the statement 
that pumps are favored, usually 
trimmed with fancy buckles, beaded 
bows or other ornamentation. 


More Interest in Men’s Blacks 


Men’s business has also slowed 
up considerably since the close of 
the clearance season. Early show- 
ings of fall styles have failed to 
elicit much response. Fall shoes are 
very similar to spring models in 
both style and color, a broad toe 
and light tan shades continuing 
in favor. One merchant reports 
greater interest in black during the 
past few weeks, and he believes 
that blacks will be more popular 
than usual, due to the fact that 
darker brown shades have been 
practically eliminated from stock. 
Those who wish a dark shoe are 
quite willing to take black, he 
states. He also believes that a 
greater proportion of low shoes will 
be sold this fall and winter than 
ever before, and that the man who 
has planned on much business in 
high shoes will be disappointed. 
However, he does not overlook the 
conservative dresser who demands 
high shoes of kid, usually in brown 
or black. 

An improvement in general busi- 
ness conditions, shared by the shoe 


manufacturing business, was re- 
ported in a survey of July by R. E. 
Wright, of the commercial service 
department of the First Wisconsin 
National Bank of this city. The 
report states: 

“Recent weeks have brought a 
marked change for the better in 
the general aspect of business. The 
satisfactory volume of commodities 
distributed during the first half of 
the year encourages the belief that 
trade will be equally good for the 
second half. Thus, there is more 
liberal buying for autumn require- 
ments, prices are firmer and manu- 
facturing plants are receiving a 
larger volume of orders, 

“Manufacturers of shoes see a 
brighter prospect before them, ow- 
ing to more liberal orders for fall,” 
continues the report. “This enables 
the tanner to sell more leather and 
stand firm on quoted prices.” 

Orders for future delivery re- 
ceived by local wholesale houses are 
showing an increase over a year 
ago. Industrial plants of the city 
are fairly active ;.department stores 
as well as smaller retail merchants 
find business fair as the month 
progresses. Collections are slow. 


Buys Menzies Stock 


S. D. Nichols, president and gen- 
eral manager of the Menzies Shoe 
Co. of Fond du Lac, Wis., is now 
in complete control of the business 
as the result of a transaction by 
which he purchased practically all 
of the outstanding common stock of 
the company from J. W. Kieckhefer 
of Milwaukee. The deal, which was 
said to involve $315,590, places Mr. 
Nichols in control of the common 
stock of the company. 

The Menzies company has been 
making great strides forward since 
the management was taken over by 
Mr. Nichols a few years ago. A lit- 
tle more than a year ago, Mr. 
Nichols purchased the stock held 
by George P. Utley, formerly vice- 
president of the company for ap- 
proximately $82,000, and the pres- 
ent transaction leaves only a few 
scattered shares not owned by Mr. 
Nichols. 

The company has been running 
two factories at capacity, and has 
been showing very substantial 
gains over last year. At present, 
one factory is at work on a large 
order of 40,000 pairs of shoes for 
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An opera pump with genuine marine pearl buckles attached 
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the Mexican government, which are 
being turned out at the rate of 800 
pairs a day. Word has just been re- 
ceived that Menzies was the lowest 
bidder on a contract for 30,000 
pairs of shoes for the United States 
government, and work on this con- 
tract will be started after the first 
of the year. 


New Advertising Plan 


The Menzies Shoe Co. of Fond du 
Lac, Wis., used a unique plan to 
show the people of that city how 
much money paid to employees of 
the company was distributed among 
local business people and residents. 
The weekly payroll, amounting to 
nearly $15,000, was paid off in new 
silver dollars; employees were re- 
quested to let the money go through 
the usual channels rather than de- 
positing it at the bank. The com- 
pany was also influenced by a de- 
sire to co-operate with the govern- 
ment in getting the silver dollars 
into circulation. 


Shoots the Rapids 


C. A. Helmbacher, manager of 
the Walk-Over shoe store, has re- 
turned from a very interesting va- 
cation trip, on which he was accom- 
panied by Walter Neubauer, who 
travels for the Ideal Shoe Co., and 
Jack Carr, local advertising and 
direct mail expert. The three men 
drove north by auto to a point about 
15 miles north of Blaisdell. From 
there they made the trip to Blais- 
dell by boat down the Chippewa 
River, camping along the way. The 
party passed through a beautiful 
section of the country seen by few 
people, as the trip can be made only 
in a substantial boat built for the 
purpose of encountering the rapids. 
More than a dozen parties at- 
tempted the trip this year, and only 
six completed the course because of 
great difficulties encountered along 
the way. Mr. Helmbacher said that 
the fishing was good; that the party 
was supplied with all they cared to 
eat. In the course of thé trip over 
the falls, the boat was overturned 
only once. 


Nunn-Bush Annual Picnic 


The annual picnic of the Nunn, 
Bush & Weldon factories in Mil- 
waukee was held at Waukesha 
Beach, outside of Milwaukee, Sat- 
urday, August 22. It was attended 
by about 2,800. This annual outing 
is a gala-day for the Nunn-Bush 
forces and is held under the direc- 
«tion of the co-operative organiza- 
tion in the factories. All of the em- 
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ployees and their families are in- 
cluded in the outing. The organi- 
zation furnished the transportation 
and picnic dinner. 

The day was spent in a program 
of outdoor sports and some unusual 
features, such as a cracker eating 
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contest and milk drinking contest 
for the men, and games of all sorts 
for the ladies and children. Some 
splendid prizes were awarded to the 
winners of the events and the 
crowd returned to Milwaukee late 
Saturday evening, tired and happy. 





Consumer Buying Is Brisk 


August Ahead of 1924 


ST. LOUIS—With the advent of 
the first fall buying the retail shoe 
business throughout the down-town 
district continued to show improve- 
ment. Most stores reported a bet- 
terment during the week ending 
August 22 over that of the previous 
one. Enthusiastic responses are 
heard to the question “Is buying 
brisk?” Merchants state that there 
is more of an active spirit on the 
part of the retail customers pur- 
chasing fall shoes than seen in a 
long while. 

Thus far the month of August 
is ahead of the same period of a 
year ago. An increase of about 
twenty per cent in some stores show 
this is a healthy figure, as August 
was not an “off” month. The whole 
atmosphere here is one of optimism 
of the highest character 


Patent Leather Strong 


Patent leather is outselling any 
other material. In fact, it has a 
runaway field in seventy-five per 
cent patent and twenty-five per cent 
black satin, sold by retail stores. 
That is the percentage of the two 
materials. 

In patterns, pump effects are 
good. In high-grade shoes they are 
better than D’Orsays or one-straps. 
In this grade two-straps are also 
reported as being active. 

In the popular priced field 
D’Orsays are most in demand. Their 
leadership surpasses any near com- 
petitor. 


Ornaments Sell Shoes 


Ornaments are the big incentive 
in buying pumps and D’Orsays. Re- 
tail merchants report this as being 
one of the big reasons for the 
popular demand for step-in effects. 
Blond kid is selling well, also 
brown. Higher class stores report 
a fair call for gun metal calf and 
black kid. 


Arthur Ebbs in East 


Arthur Ebbs, vice-president of 
the Swope Shoe Company is in New 


York, on a buying trip. He will re- 
turn to St. Louis in about a week or 
ten days. sineepiigeshiiabens 


A Men’s Seller 


Huette’s down-town stores are 
showing a man’s blucher oxford in 
black and tan with a toe that is 
broader than any yet seen in local 
stores. The forepart is considerably 
shorter than on most shoes of this 
type. Robert Huette, secretary of 
the company, stated that it was one 
of the best selling ‘numbers re- 
cently added to their line. 


All-Day Saturday Policy 


After being closed all day on Sat- 
urday for seven consecutive weeks, 
the department stores and ready-to- 
wear stores reopened August 22 
with the regular store hours. The 
effect on the retail shoe business 
during the closing period is con- 
siderable. One of the largest mer- 
chants stated that their receipts 
drop exactly one-half when the 
stores resorted to their all-day Sat- 
urday closing policy. 


Big Business for Samuels 


Julian Samuels, of the Samuels 
Shoe Company, stated that their 
market season had been most en- 
couraging. Not only had it shown a 
remarkable increase over that of a 
year ago, but the better grade of 
merchandise demanded, indicated a 
prosperous condition throughout the 
larger cities and agricultural dis- 
tricts. A majority of the high style 
shoes sold during the recent market 
season were D’Orsays and step-in 
effects. Samuels stated that out of 
eighteen shoes from which large 
sales were made, seventeen were 
step-in effects and of these a big 
majority were D’Orsays. 


Federal Reserve Shoe 
Report 


The following is an excerpt from 
the general business report of the 
Eighth District Federal Reserve 
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Bank, “Sales of the 11 reporting in- 
terests during June were 8.1 per 
cent larger than for the same month 
of 1924, but 1.7 per cent below the 
May total this year.” 

Future business with virtually all 
reporting stores was smaller than 
a year ago, advance buying being 
held in check by uncertainty rela- 
tive to styles. The comment is made 
that greater emphasis than ever is 
being laid on novelties and style 
shoes, both in women’s and men’s 
wear. Improvement is noted in the 
demand for work shoes, particularly 
in the rural districts. Prices showed 
no change as contrasted with the 
preceding thirty days and there 
was little variation in stocks. Fac- 
tory operations were at 85 to 95 
per cent capacity. 


To Make Style Turns 


When Joseph M. Dodd, president 
and treasurer of the Travaso Shoe 
Co., recently began “sizing up” the 
equipment and organization of his 
house, he was much surprised to 
find three men in the factory Brook- 
lyn turn shoemakers who had 
worked with him in 1918. Mr. 
Dodd’s long experience in and 
around Brooklyn, making and sell- 
ing women’s fine turns, has given 
him just the background for suc- 
cess in his new venture. 

The following “chronology” shows 
where Mr. Dodd has gathered his 
turn shoe making experience. In 
1886, with Laird-Schober, Philadel- 
phia; 1898, with John Garside at 
Brooklyn; 1900, with S. Weil & 
Company, as assistant to Emil Weil, 
and in charge of the cutting and 
designing departments; 1906, with 
Dodd & Halperin, New York. In 
1909, this company sold a half in- 
terest to J. & T. Cousins Co., and 
Dodd acquired a half interest and 
managership in the Cousins or- 
ganization, up to July, 1914; in 
1918, Dodd & Welker, Brooklyn. 

Subsequently he acquired an in- 
terest in the Robert, Wise Shoe 
Company and was with them until 
the organization of the United 
States Shoe Company took over 
the Robert Wise Shoe Company, 
Since that time, Mr. Dodd has been 
associated with Pedigo-Weber Shoe 


Company. 


An Idea for More Pairs 


The Vogue Boot Shop has inau- 
gurated an idea which is selling 
more pairs of shoes for their store. 
They advertise in their window 
white satin pumps tinted to match 
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any shade costume. Some sixty 
shades are displayed for the in- 
quiring customer. Sam Crasilneck, 
member of the firm, stated that the 
tinting was satisfactory and no 
complaints were received. He ex- 
pressed complete satisfaction over 
the results, which have increased 
the sale of white satin pumps and 
added $1.50 to each pair sold, the 
price of the tinting. 


Sensenbrenner Sale 
Successful 


So great was the $1 basement 
clean-up sale conducted by Sensen- 
brenner’s that it required two po- 
licemen to regulate the crowd that 
crashed the doors on Wednesday 
morning, August 12, the day of the 
sale. It was one of the most success- 
ful sales ever conducted by the com- 


pany. 


Huette’s Selling Velvets 


The Huette Shoe Company at 420 
North Sixth street has had an un- 
usual demand for a black velvet 
buckle pump. Robert Huette, secre- 
tary of the company, stated that 
the same number had been reor- 
dered three times. 


More Departments for Senac 


‘Three more departments have 
been added by the Senac Shoe Com- 
pany of St. Louis to their already 
long chain. Two are shoe depart- 
ments and the third a hosiery. J. J. 
Sensenbrenner, president of the 
company, will open a new basement 
department on September 5, in the 
store of Harry Katz, Oklahoma 
City, Okla. Geo. Steuber, vice-presi- 
dent of the company, will open on 
the same day the new shoe depart- 
ment acquired in the ready-to-wear 
store of Bradford-Husch, at Colum- 
bus, Ohio. John H. Schrader, secre- 
tary of the company and hosiery 
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buyer for all stores, will open early 
in September the new hosiery de- 
partment at Rockford, Illinios, in 
the store of L. P. Owens & Com- 
pany. The department will be the 
largest hosiery section in the city 
with a fifty-foot counter space. 


Brown’s Plant Breaks 
Record 


Brown Shoe Company factories 
broke their production record for 
the week ending August 8, with an 
average production of 44,600 pairs 
per day, the highest numbers of 
pairs ever manufactured by the 
company. 

T. Frank James, sales manager, 
stated that orders for the past three 
weeks were among the largest re- 
ceived by the company in a long 
time. 


Wholesale Trade Big 


The market season which has 
been in effect for the past three 
weeks has been the largest in the 
past three years. Some houses are 
so optimistic that remarks like 
“The largest market season since 
the war” have been heard. Mer- 
chants for the most part are buy- 
ing women’s novelties in patent and 
black satin. The other popular nov- 
elties are being bought in propor- 
tion. Orders from the salesmen on 
the road are also coming in in 
large volume. It is predicted that 
the last six months of the year are 
going to be among the best for 
some time. 


W. H. Lampe Going to 
Europe 


Wm. H. Lampe, president of the 
W. H. Lampe Shoe Company, has 
left for Europe, where he expects 
to remain for two months. He will 
combine business with pleasure on 
his sojourn. 





Fall Trade Opens Favorably.. . 
New Tan Shades Shown 


MINNEAPOLIS—After a sum- 
mer of extraordinary business—as 
compared with recent years—Min- 
neapolis shoe merchants are “all 
set” for the fall season. Fall mod- 
els are more strictly tailored and 
of simpler design than the shoes 
that have been shown. In the new 
fall tan shades golden pheasant and 
oakwood are shown in satins. A 
“nifty” new design is a pump with 


one broad strap and cleverly made 
buckle. A black patent or calf pump 
with floral underlay of contrasting 
leather or gold or silver kid in the 
instep and counter is an attractive 
new dress number. The new satins 
are shown in black, brown and dark 
gray. Some of the dark shades 
carry a trim of lighter kid or satin 
over the instep. The lizard trim is 
(Continued on page 135) 
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Styles and Prices “Reasonable” 
Business Shows Stability 


NEW YORK—Smiles have re- 
placed frowns on the faces of many 
New York retail shoe merchants. 
Business is decidedly better, and 
barring unforeseen developments, 
this fall should net the shoe men 
the best business they have had in 
several seasons. The good response 
to the midsummer clearance sales 
and the encouraging manner in 
which early..fall business has de- 
veloped has thrown a more opti- 
mistic viewpoint into the limelight. 
In the opinion of two of the lead- 
ing retail merchants here, the shoe 
trade is on a more stable basis right 
now than it has been since the big 
upset im 1920 and 1921. Prices are 
stable and reasonable. Retail mer- 
chants report that there is no com- 
plaint from the buying public on 
prices at present. Styles appear to 
be somewhat more stable, but abso- 
lute stability in style is now wanted. 
However, with the elimination of 
the so-called “crazy” styles, the big 
depreciation in footwear from the 
style influence has largely passed. 


Patent Pumps and Straps Lead 


So far as volume business is con- 
cerned, pumps and strapped shoes, 
principally in patent leather, are 
by all odds the leaders in the early 
fall selling. What will develop later 
is stiH problematical. Most retail 
merchants have built the bulk of 
their early fall stocks on shoes of 
this character, with a sprinkling 
of other things to “sweeten” their 
stocks and to try out the public on 
the style question. 

Variations of the strap patterns 
seem to have the inside track on 
style for selling a bit later in the 
season. Already they have been 
selected by some of the leading re- 
tail merchants for extensive ex- 
ploitation. The old two- and three- 
straps with center buckles have 
been revived in this connection and 
are reported to be meeting with 
considerable favor, particularly in 
high-grade footwear. Saks & Com- 
pany, Fifth avenue, is showing a 
three-strap model, cut rather high 
and fastening with center straps, in 
a variety of materials. One, a com- 
bination of light tan lizard and 
light tan patent leather, is ex- 
tremely “smart” and has created 
considerable comment. Fancy mate- 
rials, such as lizard or lizard calf, 
alligator grained leathers and col- 





Broad Toes for Men 


The early fall shoes for men 
that are being shown by New 
York shoe stores now are 
mainly of the broad toed vari- 
ety, although some of the 
Fifth avenue shops report an 
increase in the demand for 
the “custom” last. Smooth 
leathers have first call, but in 
the opinion of many, the grain 
leathers will show up better in 
sales later on in the season. 
Lighter shades of tan than 
were worn last year are ex- 
pected to be called for this 
year. 











ored patent are being used more 
extensively in fall footwear than 
ever before. They are rarely used 
alone, but in combination with some 
of the more stable materials. 

Single strap shoes, with a rather 
broad strap and fastening in the 
fashion of the old Theo tie, are also 
meeting with some success. Some 
shoes of this pattern have from two 
to six eyelets on the strap for pass- 
ing through the ribbon before 
tying. 
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Ornamented Operas Favorites 

The regent or opera pump, how- 
ever, remains as the best seller in 
most stores. Buckles to accompany 
these provide extra business; the 
volume of buckle trade has in- 
creased materially. I. Miller & Sons 
last week took the lead in running 
a buckle sale and advertised all 
their buckles in their Fifth avenue 
store at a 20 per cent reduction. 


Men’s Trade Progressing 


The men’s shoe business is 
showing steady progress. There 
have been fewer of the drastic cut 
price sales for clearance purposes 
than usual. The cut prices, mainly, 
have been confined to sports and 
white shoes. The chain shops, such 
as John Ward, London and Emer- 
son, have not cut prices at all and 
have been doing a good business. 

Experience with the “feather- 
weight” shoes has varied consider- 
ably. Some of the retail merchants 
report that they have “made good” 
with the public and that light 
weight shoes will find an increas- 
ing sale in the summer hereafter. 
Those who handled them this year 
express their intention of doing so 
again next year and mostly in in- 
creased quantities. If the fashion 
swings to less broad toes than pre- 
vail in men’s shoes at present, some 
retail merchants assert it will give 
the light weight shoes more of a 
chance. 





Neighborhood Stores Active 


Trade 


ROCHESTER—A _ survey of 
neighborhood shoe stores in Roches- 
ter indicates that a good volume of 
business is being enjoyed by these 
outlying stores and that on the 
average the business of the family 
shoe store is ahead of last year. 

John Schmanke, who operates a 
store at 1840 Dewey avenue, reports 
a marked increase in his children’s 
shoe business, due to concentration 
and advertising children’s shoes. 
This increase has enabled him to 
keep his men’s and women’s busi- 
ness practically up to last year, as 
the mothers and fathers appreciat- 
ing his children’s shoe service have 
also purchased their shoes from 
him. Another feature that has 
enabled Mr. Schmanke to increase 
his business is the sale of sneakers 
or tennis shoes at prices lower than 


Ahead of 1924’s 


the down-town merchants and this 
stimulus has also increased the sale 
of men’s and women’s footwear. 

Michael Altier, another neighbor- 
hood shoe merchant, Jocated at 887 
Portland avenue, reports an in- 
crease in business over last year. 
He attributes the increase largely 
to a new and modernly equipped 
shoe store which he recently built 
across from his former place of 
business. He also states that a care- 
ful study of other merchants’ 
methods and featuring shoes at 
prices below those charged by com- 
petitive stores has enabled him to 
build up his business and add to his 
field of operation. 


New Competition Discussed 
Local shoe merchants are much 
interested in a new form of hosiery 
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competition which was announced 
in full page newspaper advertise- 
ments during the past week and are 
wondering just how the public will 
take to the newest plan for selling 
hosiery direct to the consumer. 
According to the advertisement 
the DeLuxe Silk Hosiery Company, 
of Buffalo, plan to sell five pairs of 
women’s full-fashioned silk stock- 
ings or twelve pairs of men’s silk 
hosiery for $1. A feature of the 
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plan is that each customer must se- 
cure three other customers before 
he or she is entitled to obtain ho- 
siery at this price, and each cus- 
tomer must in turn receive three 
other customers. 

Local shoe merchants who sell 
hosiery report considerable public 
inquiry regarding this new plan of 
hosiery selling and are laying plans 
for meeting this new hosiery com- 
petition. 





Novelties “Pep-up” Men’s Trade 
“Dress-up” Is the Slogan 


BROCKTON — For the coming 
season Brockton shoe manufactur- 
ing concerns are sparing no efforts 
to bring to the attention of shoe 
buyers novelty ideas in men’s shoe 
patterns. It is the belief of the 
trade here that these patterns will 
have an important effect in increas- 
ing the sale of men’s footwear 
through added consumer interest. 


Good Merchandising Talk 

On this point a member of the 
trade remarked: “Men should take 
more pride in their personal ap- 
pearance than they have manifested 
during the past few years. We 
blame the automobile for many 
changes which have been brought 
about in the manufacturing and 
merchandising and, no doubt, the 
motor car has much to do with this 
indifference on the part of many 
men regarding their manner of 
dress. We don’t need to stimulate 
the women in this regard. They are 
always ‘tuned up’ to new style 
ideas in gowns and shoes. Men, 
however, need stimulation in this 
respect. Makers of men’s shoes are 
taking forward steps in snapping 
up their styles. Brockton and South 
Shore manufacturers are wide- 
awake to these ideas, as will be 
proved to the satisfaction of every 
merchant who sees the new styles 
in men’s shoes. i 

“The merchant can, through local 
publicity, do much to stimulate in- 
terest in men’s shoes, thus increas- 
ing his sales and profits. He can 
and should capitalize the dress-up 
idea for men by picturing and de- 
scribing in his advertising, as well 
as by showing in his window dis- 
plays, smart, snappy styles in men’s 
shoes, togther with information re- 
garding leathers, lasts, patterns 
and colors. Merchants never had so 
many attractive styles in men’s 
footwear brought to their attention 


as are being shown today and will 
be shown during the next few 
months by shoe manufacturing con- 
cerns in the Brockton district.” 


John A. Sullivan Is Dead 


John A. Sullivan, who for many 
years conducted a retail shoe store 
on Main street, died recently at his 
home in the city after a short ill- 
ness. He was 66 years of age. 

Mr. Sullivan was one of Brock- 
ton’s pioneer retail merchants. He 
was brought up as a shoemaker and 
understood the production as well 
as the merchandising of footwear. 
He leaves a widow, four daughters, 
two grandchildren and two sisters. 


New Shoe Concern 

Field Brothers Shoe Company, 
Inc., is the style of a new corpora- 
tion formed with a capital of 
$50,000 to carry on the business of 
the O’Sullivan Shoe Company, of 
Randolph, Mass. Officers are: Wal- 
ter P. Field, président and treas- 
urer; Ernest E. Field, vice-presi- 
dent; William P. O’Sullivan, secre- 
tary. 

The concern will produce a line 
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of men’s welts to retail at $5. Sam- 
ples of the line will be shown to the 
trade early in September. 


A Business Change 


Ralph D. Poole has withdrawn 
from the firm of Poole & Johnston, 
Inc., manufacturers of women’s 
welts. Mr. Poole has been for sev- 
eral years associated in this busi- 
ness in connection with the selling 
department. Frank E. Johnston, 
who is president of the concern, will 
continue as head of the business. 


Hodges on Vacation 


W. A. Hodges, sales manager of 
Edwin Clapp & Son, Inc., East 
Weymouth, Mass., is away on his 
vacation at his summer home on 
Mt. Uncanoonuc in the White 
Mountains. 


Increasing Production 


The London Character Shoe Com- 
pany, successors to C. S. Marshall 
Company, recently increased its 
output to 1,200 pairs daily. This is 
the full capacity of the plant. 

The output, says Manager James 
A. O’Neil, will continue at the 1,200 
pair rate for several weeks. Tem- 
porary overtime work in the cut- 
ting department was necessary to 
put production schedule into opera- 
tion. 


Hogan with Sporwin 


William A. Hogan, of T. D. Barry 
Company, is now connected with 
the Sporwin Shoe Company, in cer- 
tain details pertaining to the man- 
agement of the business. 

Mr. Hogan is well known to the 
trade from his connection of many 
years with the Barry concern, one 
of Brockton’s old established shoe 
manufacturing houses. 





Women’s Better Grades Popular 
Turn Shoemaking Progressing 


HAVERHILL — Indications are 
favorable for an increased dernand 
for the better grades of women’s 
footwear made in Haverhill. This 
feature is one which is in line with 
the policy of several Haverhill con- 
cerns to grade up on their produc- 
tion. This statement has particular 
reference to the manufacture of 
women’s turn footwear. This latter 
line is one on which Haverhill con- 
cerns have built up a substantial 


reputation during many years of 
successful merchandising. Haver- 
hill-made turn shoes of good quality 
are making steady progress toward 
greater popularity among the best 
class of retail shoe merchants. 


Partnership Dissolved 


Ellis & Hussey, cut sole manu- 
facturers, has dissolved partner- 
ship. Harland E. Hussey retires 
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from the concern, disposing of his 
interest to his former associate, 
Clifford G. Ellis. Mr. Ellis will con- 
tinue the business at the present 
location. Ellis & Hussey has been 
conducting a cut sole business for 
the past 15 years and is one of the 
leading Haverhill concerns in that 
line. 


Fifty Years of Turn 
Shoemaking 


Since 1875 Hazen B. Goodrich & 
Company and its predecessors have 
been manufacturing women’s turn 
shoes. Although pioneers in this 
line of production, this concern 
produces its line under the most 
modern conditions of style and 
workmanship. A special feature of 
Goodrich turn slippers is the beaded 
pattern, which is worked out in 
many exclusive and dainty effects. 

Hazen B. Goodrich & Company is 
one of the few establishments in 
the industry producing beaded slip- 
pers within its own organization. 





Stamp Identifies Turns 


Identification of genuine 
turn shoes by means of a spe- 
cial stamp placed inside the 
sock-lining enables merchants 
to know just what they are 
buying and to guarantee 
quality to their customers. 
This plan is one which, while 
quite recently put into opera- 
tion, is considered to be a 
strong factor in promoting 
the sale of women’s turn 
shoes, particularly those of 
the better grade. Difficulties 
which merchants have in iden- 
tifying genuine turn shoes are 
overcome by this plan. Since it 
has been utilized by local 
manufacturers many favor- 
able responses have been re- 
ceived from merchants; these 
being to the effect that they 
appreciate the opportunity for 
guaranteeing the shoe as a 
genuine turn and that in- 
creased sales are the result. 

Haverhill is capitalizing an 
asset which it has as a center 
for the production of women’s 
turn shoes. Every effort is be- 
ing made by manufacturers of 
these goods to inform mer- 
chants of the desirability of 
this class of footwear as a 
means of increasing sales, also 
the confidence of customers. 











In addition to the women’s turn 
products, the concern has been iden- 
tified for many years with men’s 
house slippers, also men’s and 
boys’ dress oxfords and pumps for 
dancing and party wear. New sam- 
ples of these high-grade lines are 
now in preparation and will soon be 
shown to the trade by the Goodrich 
salesmen. 


Austin Ruddock Is Dead 


Austin E. Ruddock, prominent 
shoe manufacturer, died August 23 
as the result of a fractured skull 
sustained on August 22, when he 
was thrown from his horse at a 
park near here. 

Mr. Ruddock was long associated 
with his father, the late Thomas 
S. Ruddock, in the manufacture of 
shoes. The firm was then known as 
the T. S. Ruddock Shoe Co. The son 
succeeded to the business, which is 


now known as the Ruddock Shoe Co. 

Mr. Ruddock was born in West 
Newbury, October 7, 1863. He 
learned shoemaking in a small fac- 
tory in that town before entering 
business with his father in this 
city, 38 years ago. He was promi- 
nent in civic affairs. He was an 
expert horseman. For many years, 
in the days of the trotting races, a 
familiar figure around the New 
England circuit, driving some of the 
fastest horses. Of late years his fa- 
vorite pastime was riding horse- 
back through the bridle paths bor- 
dering Lake Saltonstall. 

He was a member of the Pentuck- 
et Club, the Haverhill Country 
Club and the Boston City Club. He 
was a member of the First Univer-. 
salist Church. He leaves a widow 
and two married daughters. The 
funeral service was held from the 
family home on Park street, Au- 
gust 25. 





Stores Plan for School Trade 
Children’s Shoes Featured 


BOSTON—Windows are most at- 
tractive with the new fall footwear 
models. Thayer McNeil featured a 
women’s window in tan shades of 
shoes and hosiery. There was also 
a special window for the young 
folks and on the West street side 
some of the new effects for fall for 
men. In the women’s lines cut-out 
straps, or twin strap effects, fasten- 
ing with single button, were promi- 
nently shown. The leathers were 
mainly tan kid, calf and suede, with 
medium and high heels; a pretty 
step-in pump in pigoat leather, with 
the new slender 17/8 heel, with very 
narrow base, was ornamented with 
an attractive “gold-dust” stone 
buckle. The hosiery contrasted 
pleasingly in lighter shades. 

Upstairs, on the second floor, 
Manager James Creed showed a 
black patent pump, with blond kid 
trim on quarter, strap and throat 
trim; the heels were 16/8 covered. 
A new pigoat step-in model in tan, 
in imitation lace, with pointed 
tongue, or buckle trim, 17/8 heel, 
was shown beside a. contrasting 
shade of nude chiffon hosiery. 
Vamps on the new shoes were a 
little longer, toes a trifle less blunt, 
lines built higher. Much novelty 
chiffon hosiery was shown. Mr. 
Creed reports an exceptionally good 
business on their plastic side-gored 
kid shoe with 10/8 heel. 


In Pansy Purple 

In Shepard’s window a pansy 
purple satin shoe trim attracted 
much attention. There were many 
step-in, front gored pumps, adorned 
with artistic buckles—one buckle in 
a “comb” shape of rhinestones and 
amber stones. There were heels as 
low as 13/8 and as high as 17/8, 
with round heel seat and narrow 
bases. These satin shoes showed at 
tractive stitchings around the 
throat, at the top and tongues, and 
light-colored linings. 


Fall Style Summary 


At Jones, Peterson & Newhall’s, 
Buyer Charles C. Ferrers stated 
that the fall style situation, as 
viewed by him, looked like patent 
leather, black satin and black suede, 
in straps, gores and step-ins, the 
demand being in the order named. 
He stated that he intended to play 
more black shoes in soft, lighter 
weight, gun metal stock with kid 
finish. 


To Boost School Shoes 


Right after Labor Day, Jones, 
Peterson & Newhall will feature a 
School Shoe Window. Other mer- 
chants will do the same. This is in 
compliance with a strong circular 
from Thomas F. Anderson, secre- 
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tary of the New England Shoe and 
Leather Association. Secretary An- 
derson’s idea in sending this circu- 
lar is to help retail shoe merchants 
to increase their sales of children’s 
footwear now that the schools are 
about to reopen for the fall and 
winter term. 

This circular reads, in part, as 
follows: 

“Having previously requested 
your aid in pushing footwear as 
suitable Christmas and Easter 
gifts, and also in presenting the ad- 
vantages of summer-weight shoes 
for men, we are now respectfully 
asking your co-operation in featur- 
ing ‘Children’s Wear’ in connec- 
tion with the coming reopening of 
the schools. 

“We suggest that this year the 
retail merchants of Boston, and the 
other New England cities and 
towns, set aside the first week in 
September (or whatever week pre- 
cedes the opening of the local 
schools) as ‘School Shoe Week,’ 
dressing their windows appro- 
priate for the occasion and featur- 
ing school shoes in their general 
advertising. The Boston public 
schools will reopen September 15. 

“A study of current issues of 
the trade papers will reveal many 
constructive suggestions along these 
lines. The trade magazines are con- 
tinually urging the retail merchants 
to emphasize this idea of pushing 
school shoes, and our association 
is glad to back them up.” 


Push Men’s Heavy-Weights 


The association, incidentally, re- 
minds the retail merchants that 
“the time will soon be here, also, to 
promote the sale of men’s heavy- 
weight shoes for fall and winter— 
propaganda that is just as impor- 
tant as featuring ‘summer-weights’ 
for the warm season.” The sugges- 
tion is made that retail merchants 
should begin to push these heavier 
weight shoes around October 1. 


Allen Welcomed Home 


Hon. Frank Allen, president of 
Winslow Bros. & Smith Co., and 
Lieutenant-Governor of Massachu- 
setts, recently returned from Eu- 
rope. When he came off the Samaria, 
of the Cunard line, at Boston, he 
was welcomed by a group of 
friends. 


Chandler Increase Facilities 


After four years steady growth, 
the old quarters of W. K. Chandler, 
Ine., 125 Summer street, have be- 


come inadequate for the service 
this shoe ornament house renders 
both the manufacturing and retail 
trade. Much additional floor area 
has been acquired in the building 
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where the firm is located. Altera- 
tions are now being made and 
equipment installed which will pro- 
vide every facility for proper atten- 
tion to orders. 





Business Volume Continues 


No Great Change in Lasts 


LYNN — Volume of trade con- 
tinues good as August turns 
towards September. August ship- 
ments totaled up larger than was 
expected. Most everybody in Lynn 
is pleased with the way things are 
going, but at the same time is be- 
lieving that there is always room 
for improvement. 


“Trimmed” Shoes Shown 


Lasts of Lynn shoes show no im- 
portant changes, excepting in those 
instances in which higher heels re- 
quire changes in lines of foreparts. 
The general tendency is to refine 
present lines. A number of manu- 
facturers have put in new models. 
Many lasts are modeled with the 
thought of getting the bulk of the 
foot well down into the shoe. 

Designers are developing the 
trimmed shoe idea. New patterns 
emphasize the bandeau trimming. 

Buckle trimmings, already famil- 
iar to buyers, continue popular, 
with new ornaments appearing 
most every day. A new fancy is to 
put the slide on the side, leaving 
the throat of the shoe plain. 

Gimp stitching, like fancy 
stitching, on vamps and quarters, 
is coming back. A new shoe shows 
a loop and lattice stitch, the lines 
of stitching making a lattice on the 
vamp, and they loop over each other 
in the center. 

Four-strap and even five strap 
designs are more numerous in con- 
servative style lines. One-straps 
maintain their popularity. 


Oxfords Are Interesting 


Oxfords are observed in Lynn. 
The behavior of them is interest- 
ing. They appeared a while ago as 
novelties, of the light and dainty 
sort. They crept along a bit. Now 
they appear in stout and substan- 
tial form, to make a bid for busi- 
ness in the fall, and it remains to 
be seen just what luck awaits them. 

Some of these new oxfords are of 
the heaviest types that have been 
seen since days before the war. 
For instance, there is a double sole 
oxford with a storm welt that has 


a 15-iron edge, which is as heavy 
an edge as is to be seen on some 
men’s shoes. The edge is rippled or 
corrugated. 

Another oxford of the English 
walking style is of the blackest of 
dull calf leather, with a saddle of 
boarded grain leather. It has a 
storm welt. It looks as sombre as 
Hamlet, and Hamlet had plenty of 
style, of his kind. 

Sport oxfords, with crepe soles 
walking oxfords with the lowest of 
heels, and afternoon oxfords of two 
tones of tan kid, and wood heels 
also are in Lynn sample lines. 

These oxfords are not hailed as 
the newest style. They are just 
making a modest bid for a place in 
the shoe world. 


Pansy Pumps Appear 

A Lynn firm is making a feature 
for dress wear of pumps of satin 
in pansy purple. Many of them 
have ornaments, of celluloid or 
beads, of colors to match the satin. 
Or they have fancy braidings along 
the sewed seams. They are for 
formal dress wear. 


Demand for Wood Heels 


The use of wood heels has gone 
to a new high peak in Lynn; their 
styles as well as their heights, are 
in greater variety than ever. There 
are no complaints about the way 
wood heels fit or feel on the feet. 
It looks as if the wood heel, once 
a luxury, has become a necessity. 


Big Run on Blacks 


Lynn is making more black shoes 
than at any time since before the 
war. But the new blacks are not 
just ordinary blacks; rather are 
they the lustrous blacks, like those 
of patent leather or satin, or the 
deep dull blacks of velvet, suede or 
mat calf or kid. 

This run on blacks is beyond or- 
dinary explanation. It exists and 
flourishes, and its prosperous exist- 
ence is doubtless sufficient reason 
for it. 

But some Lynn firms are trying 

(Continued on page 134) 





BOOT AND 


“Reasonable Reasons 


If Armstrong 
shoes can make a rad- 
ical difference in your profits 
— if they can increase the main- 
tained markup of your entire 
women’s shoe department—if they 
can add volume to your sales by bring- 
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shoes will do for you, ask us to refer you to 
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Your name and address on this 
add mailed to us will start 
something lively. 
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“THE TRAIL THAT LEADS” 


—you can now 
buy them 
from Maine 
to Chicago 


—and they are good 
looking shoes, too 


The shape of the toe, the cut of the tops, the stitched heel seat, 
all help to make WORK CHIEFS look better than the ordinary 
work shoe. They are Goodyear welts, choice selected elk, in black, 
brown and chocolate. Leather slip soles. Armortred, Uskide or 
Gleasonite, plain or sport outsoles. Popular priced. Sold by a 
representative wholesaler in your territory. List of wholesalers 
cheerfully furnished. 


TRAIL MOC SHOE CO. 
Saco, Me. 


Boston Office 
139 Lincoln Street 


This is a 
WORK CHIEF 
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Hosiery Buyers 


In search of information for the 
solution of hosiery problems are al- 
ways welcome at any of our offices 


Beston 
New York 


Chicago 
St. Louis 
Philadelphia 
Cincinnati 
Rochester 
where representatives of the Boot 
oie Shoe Recorder will be glad to 
ve 


INFORMATION 


regarding hosiery brands, hosiery 
manufacturers and wholesalers, 
new styles, color information, etc. 
Written inquiries will have our 
prompt and careful attention. 


Hosiery Division 


Boot and Shoe Recorder 
127 Duane St., New York 


When writing to advertisers please mention Boot AND Snow Recorper 
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Fall Business Is Active 
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Factories Continue Busy 


PHILADELPH!A—John C. Mc- 
Keon, of Laird, Schober & Co., 
president of the National Boot and 
Shoe Manufacturers’ Association, 
reports that business for fall is 
very good. While black is very much 
in demand there is also some call 
for tan calf and a little for mahog- 
any. There is, also, quite a bit of 
business in the new color, bois de 
rose. Demand for blacks is confined 
very largely to satins and patents. 
There is some activity in suedes but 
just a little call for velvets except 
in the lower grades. 

The plainer effects are in vogue. 
Opera pumps with an extremely 
high heel are selling very well. 
Gored effects are slipping. Buckles 
are selling very well in the retail 
shops. Prices remain unchanged 
and there are no indications which 
would point to any decline or ad- 
vance in quotations in the near 
future. 

Mr. McKeon reports that the fac- 
tories making welts and turns have 
been trying strenuously to restore 
the normal balance of production 
between these two sorts of footwear 
with the result that there has been 
a material improvement in the welt 
business. 


Wholesale Trade Brighter. 


The Turner-Tompkins Shoe Co. 
reports that trade is somewhat 
brighter. This firm is looking for 
some business in both high shoes 
and oxfords for men and for boys. 
It is expecting business in men’s 
shoes to be about evenly divided 
between biacks and tans while busi- 
ness in boys’ footwear will be vir- 
tually all in tans. Patterns are 
plain. Crepe soles are expected to 
sell well in boys’ footwear through 
September and October. Men’s busi- 
ness on crepe soles, however, is 
virtually over. One of the things 
which has hurt the crepe sole busi- 
ness in men’s lines is the fact that 
these soles were attached to work 


shoes, a fact which put a check on 
them for dress wear. 


Black Velvets Active 


One prominent shoe jobber here 
reports that black velvets are com- 
ing to the front. There has been a 
corresponding decline in the call for 
satins and patents. Glazed kid is in 
demand only in staple shoes. The 
dominant patterns are plain operas. 


Representation at Sesqui- 
Centennial 


A number of prominent shoe 
men are discussing the possibility 
of the participation of the trade in 
the Philadelphia Sesqui-Centennial 
to be held here in 1926. While the 
subject of the shoe trade’s repre- 
sentation at this exposition is still 
in the preliminary stages it is the 
concensus of opinion that the shoe 
and leather industry should have a 
building of its own on the Sesqui 
grounds and that it should have 
ample facilities for the holding of 
style shows and other events to 
bring about foot consciousness on 
the part of the public. A nationally 
known figure in the shoe trade has 
been asked to head the general com- 
mittee of arrangements and is con- 
sidering his acceptance of the ap- 
pointment. 


Open New Shoe Department 


Bedell’s store at 12th and Market 
streets recently opened a new shoe 
department. It featured an entirely 
new line of Dorothy Fox shoes at 
$5 and $6 in patents, satins, velvets, 
tan calf, silver and gold pumps and 
other materials. 


McKeon Going Abroad 


John C. McKeon will sail on Sep- 
tember 5 on the France for a six 
or seven weeks’ business trip to 
England, France, Germany, Austria 
and possibly Italy. 





Buyers’ Week Big Success 
August Business Ahead 


ATLANTA—Though the weather 
is still very warm in Atlanta, retail 
shoe merchants in the downtown 
shopping district state that busi- 


ness has continued unusually ac- 
tive, and that sales of both men’s 
and women’s footwear are running 
well above the corresponding period 

















Thomas Turns and Goodyear 
process f lexible footwedn 





Handsome, little stepper pers up 
to growing girls in la St styles 
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ter modelers newest shapes 





Made at prices that are correct 


for consumers’ appreciation 





Assurance of a quality 


so necessary in 





Shoemakers tothe children of 
America for forty-eight years. 


THOMAS & COMPANY 


ESTABLISHED 1877 
3611 1A"Ave BROOKLYNNY 


185 Essex Street 


Jack O' Molove, of We Neer, 


Princess and and gue toe 
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BROCKTON, MASS. 
Address all communications to the factory. 

















Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U. S. A. 
@EN’S FINE SHOES EXCLUSIVELY 























last year. Present indications are 
that with a majority of the Atlanta 
retail merchants August business 
will average 10 to 12 per cent bet- 
ter than during August of last sea- 
son, while the manager of the men’s 
shoe department in one of the larg- 
est of the Atlanta stores advises 
that sales in this department the 
past month have averaged approxi- 
mately 18 to 20 per cent better than 
last year. 

In women’s féotwear, the primary 
demand is for the newer lines that 
are being shown for the early fall 
trade, while considerable summer 
footwear also has been disposed of 
recently as a result of special sales. 
As yet, however, fall buying is not 
particularly active because of the 
unusually hot weather, but is gen- 
erally expected to experience a 
marked improvement during the 
first two weeks of September. Most 
merchants in Atlanta, too, it is in- 
teresting to note, have ordered 
much larger fall stocks than usual, 
due to the fact that they are very 
confident the season this year is 
going to be unusually good. 


More Hosiery Sold 

Findings and hosiery both con- 
tinue active in the retail stores, 
particularly hosiery, buyers report- 
ing business in the past month run- 
ning considerably better than last 
year, and the hosiery outlook for 
the coming fall months the best in 
some seasons. 

With schools opening up in Sep- 
tember, a big volume of juvenile 
business is expected by the Atlanta 
merchants during the coming 
month. 


Thousands Attend Buyers’ 
Week 

The shoe manufacturers and job- 
bers, co-operating with other manu- 
facturers and jobbers in Atlanta, 
took a very active part in the an- 
nual Fall Buyers’ Week, held in 
the city August 17-22, inclusive, 
which proved the most successful 
event of its kind in the history of 
the Atlanta jobbing market. It was 
held under the auspices of the 
Atlanta Merchants’ and Manufac- 
turers’ Association, and there were 
thousands of merchants present 
during the week from all parts of 
the Southeast, virtually all of them 
reporting an excellent outlook for 
fall and early winter business the 
coming few months because of good 
crop prospects in the district. 

The Stephen Putney Shoe Co. of 
Richmond, Va., one of the oldest 
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88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 
ACTION! STYLES! 


“*They’ve Got to be Stetson 
to be Snappy” 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to please. 
Investigate. 
CRAIG-REED & EMERSON, Inc. 
Broc’ 


kton, Mass. 
Boston Office, 10 High St., Room 304 
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REGISTERED 
The Quality 
Pullman Slipper 
RED BLACK TAN 
SWAN SHOE CO. Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. GO., INC. 
ote Sencar dae eh 


HIGH GRADE MULES and D’ORSAYS 





REST ipo ae 
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BEST-EVER 
. Soft-Sole Leather 
ee ore Novelty 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 














Moar presen and 
st. cons 
tv ta Stock. Send for latest price lise. we 














shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN Co 
50 MAIN ST., BROCKTON, MASS. 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
pen cae, <a lrageaen pages may read 

















shoe manufacturing concerns in the 
southern territory, hold a compre- 
hensive display of its various foot- 
wear lines in the Gould building in 
Atlanta the week of the annual 
Fall Buyers’ Week. The display 
was in charge of J. G. Addy, re- 
cently named division manager of 
the company, and was visited by 
hundreds of merchants during the 
week from all parts of the South- 
east. Mr. Addy reports that busi- 
ness during the week was very good, 
and that a number of satisfactory 
fall stocks were disposed of. 

Though selling in Georgia for 
some years it is only recently that 
the Richmond company decided to 
make a stronger bid for business 
with the Georgia merchants, and 
Mr. Addy states it is planned to 
shortly open a permanent and cen- 
trally located sample room in At- 
lanta. 


Stewart’s Demonstration 
Week 

With W. R. Freeman in charge 
the Fred S. Stewart Co. held a 
special demonstration week at the 
store, August 17 to 22, to demon- 
strate and show the Drew line of 
Arch-rest shoes which this com- 
pany is now handling in the At- 
lanta territory. The event was ex- 
tensively advertised in the Atlanta 
papers, and produced excellent 
business for the line, according to 
C. D. Kimbro, manager of the store. 
The initial stock of the line ordered 
by the company amounted to 1400 
pairs, including the full line of 
fourteen attractive styles. 


Will Sell Acrobats 

The Richardson-Crockett Shoe 
Co., wholesalers of Nashville, Tenn., 
announced to the Southeastern re- 
tail shoe trades recently that the 
company has now taken on the dis- 
tribution of the popular Acrobat 
line of shoes for children, and is 
now placing this line with its deal- 
ers in the Southeastern territory. 





Sidney Newman Broadcasts 

Washington, D. C.—Sidney E. 
Newman, formerly of New Eng- 
land, connected with the Dr. Kahler 
shoe store, and a baritone in the 
choir of the Congregational Church, 
which. President Coolidge attends, 
recently broadcasted a group of 
songs from WCAP. He was accom- 
panied to the studio by C. A. 
Sabine, of the Whitman & Keith 
Co., who make the Dr. Kahler shoe 
for men. 
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BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 











QUALITY BALLETS— ervbx 
Soft Tee--Black Hard Tee 
Whe 

Samples on 
Alse Men’s ahd Women’s Slippers of every deseription. 


METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 


Sumit 


HARD —— 
as TOES 





pote al 
Price List 
325 W. M 


MANHATTAN FINDING CO. 


Wholesale Shoe Store 
145 WEST BROADWAY, N. Y. 
Psa rs Made Ballet Slippers 

















eS, 


All seater Gym Shoes at $1.00 a pair 








BALLETS and BOUDOIRS 
RIGHT ann LEFT LASTS 


IN LEATHERS AND SATINS 


HARD TOE BALLETS 
with Solid Leather Boxes 


John E. McNamara <-- Haverhill, Mass. 











BALLET SLIPPERS — IN STOCK 
ef the unusual kind 
Glazed 
oom at 
6-11 11%-3 2%-8 
$1.30 $1.35 8 6$1.45 


SCHWARTZ & HERDER 
Ine. 


Specialists in Ballet Manufacture 
241 Ne. {ith Street 8 - - Philadelphia, Pa. 








IN-STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
41.36 pe 
Ch 
$1.15 pr. 


BLOG SHOE FINDING CoO., INC. 
147 Duane St., New York, N. Y. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Lynn 
(Continued from page 129) 
to tone up their blacks with a touch 
of color, like a fancy ornament, a 
buckle, a collar, or even a fancy 
quarter. 

A number of manufacturers be- 
lieve that the run on blacks will 
continue through the fall and win- 
ter, and that next year will bring 
early a fashion of colors. 








SHOES | STOCKINGS. 
FOR INFANTS .CHILDREN ah att 
AND YOUNG LADIES Charles H. Cross Is Dead 

DR A POSNER SHOES. INC 
$40 VE SROADwEN EW Charles H. Cross, shoe manufac- 
turer, died suddenly at his home, 


ty August 21, of heart trouble, age 62 
years. He was for 20 years a mem- 

















Flexible Turn Shoes ber of Putnam & Cross, whose busi- 
ness is now carried on by Fargo & 


Ber the Jobbing Trade Exclusively 
F. 8S. ELAM SHOE Co. Newhall. 
ROCHESTER, N.Y. 











Lynn Factory News 

Lynn factories, large, small and 
middle sized, are active. They gain 
a half a day’s production per week, 
as the shops run Saturday morn- 
ings. Hence quicker deliveries. 

Murphy, Gorman & Waterhouse 
are reported well sold ahead. 

A. M. Creighton has built up a 
large stock of popular fall numbers. a America’s Favorite 

J. J. Grover’s Son are getting 
good orders for strap styles, of the N U-SH I N E 
“superturn” type, both on orders to | a 4, — Oe 

Reckiand, Mass, U. 8. 4. be made up, and orders to be - bag Festpens 
, akes Old Shoes Look New 
IN STOCK MADE TO ORDER shipped at once from stock. THE NU-SHINE CO. 

Daley’s Golden Rule factory has Mkt. St. Reidsville, N. C. 
increased its production to 30 cases 
a day. 

Strout & Stritter are making 
some boots, but their orders are 
chiefly on low cuts, or novelty 
styles. Their display of shoes at the 
Lynn Products Exhibition is at- 
tracting much attention 

The Herrick Shoe Co. and Wal- 


den & Perry are developing new MULTIGRAPH PLATES 


process McKays. COMPLETE SERVICE 


. The Lions Shoe Co., of Lynn, is cEnerarinen.S ignature Cuts, Rule Forms, 
making rising 100 cases of shoes ‘awe ToS Face Electres 


"1615 “A 7540 : daily. 
* Summer St. BOSTON WS4e: Creese & Cook Co., Danvers, are UNIVERSITY ELECTROTYPE FOUNDRY 
running to capacity on fine calf 


leather. 
Thomas F. Carr, of the Carr ATLANTIC PRINTING CO. 


F WHERE TO BUY * ™ Leather Co., of Peabody, is home Producers of Distinctive 
S from Europe. Shoe Catalogues and 
Stylssh Comfort ‘bees Employees of the United Shoe Shoe Booklets 
Machinery Co. sold 70,000 tickets | a9) South Street 
to their Sam Sam, for the benefit of lephone. LiBerty 8673 
DR. CAMPBELL’S pe aera More than 
15, attended. 
HEALTH SHOE Geerse C. Thomas’ his become No ee what policy you may 
Ask for New superintendent of the United Shoe in selling to the shoe trade 
Catalogue 2 Lm ce you need the 
Powell & Campbell Machinery plant, at Beverly, suc- 
199-194 Decne St. ceeding the late John J. Heys. Mr. | Boot and Shoe Recorder 
Thomas also continues as manager ALL THE TIME 
of the United Last Co. 

























































































August 29, 1925 





est Virginia 


we of Beard board help 
the shoe to hold its shape. 
Pulp Product Department 
West Virginia Pulp & Paper C ‘ompany 
Detroit New York Chicago 








T. W. GODSOB, Pre. F. B. JONES, Treas. 
W.G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


M AT KID 











oring “3: 

GRADES 

Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproof 
Leather That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
‘amoeries cima South 8. Becton, Mose. 











Colored 
Chrome 
Sides 

Geggs & Cobb, Inc., Boston, Mase. 
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EMIL IL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 





148-142 WEST BROADWAY 
NEW YORK 


“o. 250. $2.50 per 100 Established 1903 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 





“Recorder” sence Sate pang 
asking. Write and tell us what 
you would like to know. 








Minneapolis 
(Continued from page 123) 
being shown on some of the black 
patents and calfskins. Many of the 
new shoes for women have solid 
leather heels and welt soles in- 
stead of the leather-covered and 

hand-turned soles. 


Campaign vs. “Bell Ringers” 


Unusual interest is being taken 
in the campaign being made by 
Thomas K. Kelly, president of the 
Kelly Sales System, against the 
“bell ringers.” Mr. Kelly sees the 
merchandise canvasser as a real 
menace to the shoe and hosiery re- 
tail merchant and to the retailer 
of practically everything sold in 
the stores. 

“Thousands upon thousands of 
dollars in goods are being sold by 
the ‘bell ringers’ in every com- 
munity,” says Mr. Kelly, “goods 
that should be sold by the local 
merchants. The ‘bell ringer’ is a 
growing competitor to the retail 
store, because the housewife is ig- 
norant of the economies of distribu- 
tion, and she believes his unsup- 
ported claim that he can sell her 
better merchandise at lower cost.” 
Mr. Kelly declares that the Ameri- 
can woman shops in her newspaper 
before she shops in the stores and 
he regards newspaper advertising 
as a powerful weapon against the 
peddler. 


Stendal Gives Radio Talk 


C. M. Stendal, who operates two 
shoe stores in Minneapolis, is giv- 
ing a series of eight weekly talks 
over WCCO, the big Twin Cities 
radio station. Mr. Stendal is heard 
at “supper time” every Tuesday 
evening. “The national defense is 
just as strong as the feet of the 
nation,” said Mr. Stendal in his 
most recent talk. He pointed out 
that 90 per cent of the men who 
were in the American World War 
army had foot trouble. Then he 
went on to show that well made, 
well fitting, durable, comfortable 
shoes for both sexes from childhood 
up would be largely effective in 
preventing foot troubles. His talks 
have been interesting as well as 
argumentative, tracing, as he has, 
the history of the shoe and telling 
how shoes are made. 


Weaver Gives Sales Talk 


R. H. Weaver, manager of the 
Florsheim Shop, makes it a point 
to find out in an offhand manner 
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$8.50 to $25.00 Prices 
Popular 


A. L. Jackson, manager of 
the new Tuvey Booterie, 610 
Nicollet avenue, in comment- 
ing on the change in policy, 
through which all shoes sell- 
ing under $8.50 were elimi- 
nated, is now selling $8.50 to 
$25.00 shoes, with J. & T. 
Cousins’ shoes as_ leaders. 
Mr. Jackson stated that the 
cheaper grades do not seem 
conducive to making repeat 
customers. In the better grade 
shoes, patrons invariably are 
loyal customers, provided the 
store gives them the proper 
fitting service and a fair se- 
lection of styles. Mr. Jackson 
is also vice-president of the 
Sorenson Shoe Stores, Inc., 
which operates stores in St. 
Paul and Duluth. 














if a man buying a pair of shoes, is 
a repeat customer. If he finds that 
the customer has never worn 
Florsheim shoes before, he imme- 
diately gives a good sales talk on 
the quality and service of the shoes. 
In that way, the customer is not 
only sold one pair, but is sold one 
store itself. 





Marion’s New Selling Plan 


The trade will find of interest the 
new selling policy of the Marion 
Shoe Company, manufacturers of 
men’s dress shoes of Marion, In- 
diana. There will be built to retail 
at $6 and $7, thirteen styles, of 
which eleven will be oxfords and 
two high shoes. This new line of all 
calf leather shoes and oxfords will 
be built to make its appeal to the 
young men’s trade, therefore 
fashioned from the popular shades 
of leathers, lasts and patterns. 

In order to give the trade the 
best of service, these styles will be 
carried in stock. 

This company has long been 
known for making good shoes and 
in both the sales and factory divi- 
sions is well officered by A. L. But- 
terworth and F. L. Butterworth. 





Change in Store Ownership 


Louis Leader has purchased the 
half interest of Mr. Shyer formerly 
owned by Paul Tieburg, and later 
by Tobias & Shyer. Business now 
continues as Tobias & Leader. 
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New Fall Styles In 


sINBAc 


Helthy-Fut Flexible Stitchdowns 


Goodyear Stitched 


All Patent. Chrome Retanned Bend Sole. Com- 
bination Last. All Solid Construction. Top Grade 
Linings. Built for Real Wear. Spring Heel. 

R4056 Sizes 3 to 5, D 

R4057_~=—s Sizes 5% to 8, B, C, . 

R4057% Sizes 8% to 11, B, ¢, Z 2.35 
RH40574%, Wedge Rubber "Heel, an to 11, D 340 


Same in Pearl Colt 
R4052_ ~=s Sizes 3 to 5, D 
R4053_ = Sizes 5% to 8, B, C, D 
R405344 Sizes 8% to 11, B, C, D 


Same in Dark Smoked Elk 
R4070_ ~—s Sizes 3 to 5, D.... 
R4071_ ~=Sizes 5% to 8,C,D. 
R4072_ = Sizes 8% to 11, C, D 


Same in Tony Red Calf 
R4054 Sizes 3 to 5, D 
R4055 Sizes 5% to 8, C, 
R4055% Sizes 8% to 11, B, C, D 2.25 
RH40554. Wedge Rubber Heel, 8% to 11, D 2.30 


Same in White Elco 
R4067_ ~=—Sizes 3 to 5, D 
R4068 Sizes 5% to 8, C, D.. 


Same in Black Kaffor Kid 
R4064 = Sizes 3 to 5, D 
R4065 Sizes 5% to 8, 
R40654% Sizes 8% to li, B, C, 
RH4065% Wedge Rubber "Heel, ay to 11, D 2.40 


Patent—Champagne ‘Trim 
Goodyear Stitched 

Genuine Patent Chrome. Champagne Underlay. 
All Solid Construction. Chrome Retanned Bend 
— Combination Last. Best Drill Linings. Spring 

ee 

R8179 Sizes 3 to 5, D.... 

R8180 Sizes 5% to 8, C, D 

R8181 Sizes 8% to 11, C, D 2.60 
RH8181 Wedge Rubber’ Heel, 8% to 11, D 2.65 


Dark Smoked—Tan Trim 
R8115 ~=Sizes 3 to 5, D....... 
R8116 Sizes 5% to 8 C, D 2.25 
R8117 Wedge Rub. Heel, 8% to 11, C, D 2.60 


Patent—White Trim 
R8131 Sizes 3 to 5, D ... 
R8132 Sizes 5% to 8, C, D... 
R8133_ = Sizes 8% to 11, C, D 


Tan Calf—Smoked Trim 
R8183_ Sizes 3 to 5, D ; 
R8184 Sizes 5% to 8, C, D. ; 
R8185 Sizes 8% to 11, 6, .60 
RH8185 Wedge Rubber Heel, Pai to 11, D 2.65 


SINBAc 


SINSHEIMER BRO. BRO. ; — 


c HI CAGO 
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Elk, Goodyear Stitched, Plain Toe, Soft 
Box Blucher. Carried in stock by the Juvenile 
Shoe tion, Carthage, Mo., in 2-6, 6%4-8, 
8%-11% and 12-3 runs. 
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VARIETY, VOGUE 
and VALUES 


Sales 


Producers 
me 719 IN STOCK 


Immediate 
Delivery 


Let Ne. 1719—Patent foun 
White Kid 


Bo Widths 14/8 Covered Milita ot @ 14 

It eo. —Black Velvet Vamp, Black Sati 
Black in Regent Pump, syne . Quarter Pump, with Beading o: 2 Quarter and ‘Throat, 
. 17/8 Spiked ‘Pull Louis Heel, AA, 4; San Kid Lining, 17/8 Spiked Heel, AA, A, B, 


idths s 
1724—Black Satin Regent Pump, Let Ne. 1400—Same atria, “Black Satin Vamp, with 
dt! $4.00 4 Cerise Satin Nes tar Beading as above, 17/8 
Spiked Heel, A, B, C Wid athe 
Kid Lining, 17/8 Spiked Full Louis Heel, y A, 
B, C Widths $4.25 


Let Ne. 1712—Black Satin D’Orsay 
Pump, with Silver Tinsel Embroidery 

on Vamp, big y | Kid Lining, 11/38 
Spiked Heel, . A, B, C Widths 


ie No. 1715—Black Velvet 
say Pump, with Black ‘silk 
Buprottiors as illustrated, 1 of 
AA, al 


Let Ne. 1312—Black Satin Gore Pump, Silver 
pea. White Lining, 14/8 "Military Gooees Heel, 

B. C Widths poogee 06 
tot Ne. 1911—Same style, 11/8 


7 oxi. Patent. Leather, 4/8 
Military Gomme Heel, A, B, C Widths $4.00 


Let No. 1822—Patent Leather D’Orsay We. 6708 
Pump with yy Triple Bow, Ivory 

Kid Lining. os ilitary ‘Covered Heol 

B, Cc, D Wid 

Let Ne. i820. Same style, 14/8 Cov- 

ered Military Heel, A, B, C widths 


Let No. 182!—Same wate.) i/8 Spiked 
Full Louis Heel, A, B, hs $4.00 


NOVELTY SHOE CO. 


32 S.WELLS STREET “tue toitsName” CriCAGO, ILLINOIS 


When writing to advertisers please mention Boot anv Suor Recorper 
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Chiropodists, too! 








Yes, many professional men have found that Certi- 
fied Proven Arch Shoes are, as this chiropodist says, 
“in a class by themselves as an aid to foot trouble.” 
Your local chiropodists and physicians will likely 
send you a number of new customers for the Proven 
Arch Shoe because they know that the value of their 
professional services will be enhanced by the use 
of a shoe which supports the arch across the ball 
as well as the one from heel to ball. 

Plenty of good snappy styles for fall are available 
in the Certified Proven Arch Shoe. 








Yes, tine eo Men Acclaim the 


Certified 


Proven ARCH 


aT on 
for Men and Women 


Chiropodists and medical men are 
showing a pretty keen interest in the 
Certified PROVEN ARCH Shoe—and 
no wonder! Although shoes with arch 
supports are common as air, very few 
professional men ever heard of one 
offering support for the arch that 
gives most of the agony—the metatar- 
sal arch across the ball of the foot. 


Most foot sufferers are troubled with 
calluses. Any support to relieve them 
must be under the metatarsal arch. 
The PROVEN ARCH shank gives 
support there as well as from heel to 
ball. 

The PROVEN ARCH Shoe is styled 
up to the minute and is good for both 
good and bad feet. 


Write for Catalog 


STONEFIELD-EVANS SHOE COMPANY 
ROCKFORD, ILLINOIS 


CHICAGO SALES OFFICE PHILADELPHIA SALES OFFICE LOS ANGELES SALES OFFICE 
Bidg. 325 Consolidated Bldg. 


513 Denkla 


Walter Yost A. L. Sendall 
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That’s A Perfect Job! 


AT a marvel Repco Dye is for dyeing black, all kinds of russet, 

tan and other light-colored leathers. It is very easy to dye light- 

colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 


no offensive odor and is unaffected by water. 


“<7 a 
es 





Repco Dye is now put up in convenient 24%-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street . z 
J. K. Krieg Company, 39 Warren St., New York City 
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BLACK SUEDE 
The 
Ideal Leather for Fall 
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P. & V. BLACK SUEDE — acknowledged 
the finest and richest black on the market 
today. 
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The fine nap and velvety feel, with the 
depth of color, make it ideal for women’s 
smart footwear. 


— 


~ 


ON wt 4 


~*~ 


Write for sample cuttings. 


Made in Milwaukee 


| Sold all over the World 


Pfister & Vogel Leather Co. 


Boston ~ Philadelphia St. Paul Northampton, Eng. 
New York St. Louis San Francisco Leicester, Eng. 


Chicago 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents word for h inser- 

Recorder rates for space less than one-eighth pg oe eG et ah toe 
page per issue: other “Want” advertisements, seven cents per word for each 
Space 1 time 


Sem i 


a yy amount accepted, $1.25. Ads under this 
7 times 18times 26times 52 times Sion econ 3 a wee ot ee F _ a - 4 = wee 0 
p noon on onday of wee oO 
$4.00 $3.50 $3.00 $2.50 ji Te a ) awe to oune te A of, this 
- 2 twelve words lowed in eac vertisemen: 
8.00 7.00 6.00 5.00 address. When adve: edvertionss desire replies forwarded direct to their 
12.00 10.50 9.00 7.50 cach werd of the address must be counted in the adver. 
16.00 1400 12.00 10.00 4 45. \ lll eases aaa: Be 
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Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMAN- Man to cover out-of-town terri- 
tory for Brooklyn ladies’ turn concern. 

Output from 900 to 1000 pairs weekly. Refer- 
ences required. Write K-818, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


GALESMEN WANTED by manufacturer of 
infants’, children’s and Misses’ turn shoes 
for southern states, also Connecticut. 
proposition. Liberal commission. References 
required, Address B-636, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass 


GALESMEN WANTED—Detroit, Mich., and 
immediate surrounding territory (estab- 
lished trade), now available for experienced 
salesman to sell line of medium-priced and 
high-grade stitchdowns. Some overhead shoes 
now being sold for January delivery at very 
low prices. Pay 6 per cent commission. State 
experience, give reference and names of lines 
now selling, if any. Confidential. Write fully 
to Binghamton Shoe Co., Binghamton, N. Y. 


WANTED--Side-line salesman for the men’s 
Improved Cushion Shoe, patentee, Dr. A. 
Reed; carried in stock 12 shoes. Please 
close references with your reply. Address 
B-641, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


EXPERIENCED SALESMAN for jobbers’ 
popular line to the retail trade for New 
York, Brooklyn, Pennsylvania and Connecti- 
cut. Address K-819, care Boot and Shoe Re- 
corder, 127 Duane St., New York, N. Y. 


GALESMAN WANTED for central and 
northern Michigan territory, Nebraska and 
part of Kansas territory. Popular priced line 
of infants’, children’s growing girls’ and 
misses’ shoes with long line of shoe findings 
and supplies. Substantial commission. Give 
experience, age, etc., in first letter. Address 
B.637, eare Boot and Shoe Recorder, 207 South 
Street, Boston, ‘ 


A REAL OPPORTUNITY will be offered an 
toe ee man of twenty-four to thirty by 
distributor. The man we will 
areher made a good record in a retail store 
at least three years in the shoe 
is in our 
salesrooms, » a this should lead to a profitable 
road position. If you are interested in advanc- 
ing yourself write, giving your age, experience 
and the extent of your education. Address 
B-619, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


GALESMEN WANTED for New York and 
New — A few other states open. 
Invisible Rubber Sole applied with cement 
only. Liberal commissions. t orders pro- 
tected. Serton Rubber Co., Dayton, Ohio. 





























We want experienced salesme 
lars, giving references. 





Kentucky, Indiana, Arkansas 


SHOES, Geeds Geckbenr ' Welt “ane Nelled” in ae. Outing and Moulder. Write 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


tery. We make unlined UNION 








GALESMEN WANTED to carry a represen- 
tative line of ladies’ nA & turn shoes 
in various territories. Will only consider men 
of high calibre, accustomed to selling the best 
trade. Replies held strictly confidential. Sig- 
man & Cohen, Inc., 1089 Flushing Avenue, 
Brooklyn, N. Y¥ 


ALESMEN—tThe following states available 

on popular line stitchdowns, made in modern 
upstate New York factory: New Jersey, Mary- 
land, Delaware, Ohio, Indiana, Illinois, Iowa 
and Pacific Coast states. Now selling few fac- 
tory fillers at very low prices to be shipped 
Jan. 1 on before. Samples now ready. Can be 
earried with non-conflicting line. Give qualifi- 
cations and references. Address B-623, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


XTRA MONEY FOR SHOE SALESMEN— 
Best, proved. es selling side-line ever 
offered. Article needed and used by thousands 








State experience. Territory , and for 
how long. What houses you have been with. 
Age, and other facts about yourself. We want 
reliable men. This offer is } sm an old-estab- 
lished house. Address W. W. H., 

Bldg., Chicago. 


ANTED—We have ings for a few good 

salesmen with a w acquaintanceship in 
their ype Our line consists of 1/5 flexible 
and 5/8 spring-heel turns; also 2/5, 5/8 and 
8%4/11 t neniblee welts. Medium-priced and pay 
ing a high rate of commission. Over 50 oles 
in stock. Can be carri with any non-con- 
flicting line. Please give full a om R. C. 
Milow Shoe Co., Inc., Rochester, N. Y. 








ANT cupartnest shoe salesman to sel] on 

commission “KESCO” line of Children’s, 
and Misses’ Turns and Stitchdowns. Several 
excellent territories open. State territory you 
cover and give references in first letter. Ad- 
ne Kepner-Scott Shoe Co., Orwigs- 
urg, Pa. 


W ONDERFUL opportunity for real sales- 
men with established trade. Snappy nov- 
elty line of Women’s McKays—Wood Heels, 
Priced to move in volume. Responsible manu- 
facturer. Six per cent commission. Territory 
open: Oklahoma, Arkansas, Louisiana, Mis- 
souri, Iowa, North Dakota, South Dakota, 
Alabama, Tennessee, Georgia, Florida, North 
Carolina, Virginia, Kentucky, 
workers wanted. 
Address B-610, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—Experienced shoe salesmen to 
sell on 6 per cent commission, a medium 
and fine line of Infants’, Children’s and 
Misses’ Pennsylvania turns, to be carried as 
side line with non-conflicting _ lines, 
Several excellent territories open. State terri- 
tory covered, other lines carried, references, 
and sales record, in first letter. Address B-609, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 








ALESMEN WANTED—Men with established 
following only, to carry our medium and 
popular priced line of new process stitchdown 
children’s shoes and sandals. Southeastern 
states, Ohio, Indiana, Illinois and Michigan 
open. Commission. Address B 620, care Boot 
= Shoe Recorder, 207 South Street, Boston, 
ass. 


ALESMEN to sell side line, all leather first- 
step 1/5, and stitchdowns 2/11; popular- 
priced ew shoes in stock. Good territories 
7. 7% commission. Give full particulars. 
ze Shoe Co., 420 St. Paul street, Rochester, 








WANTED! Salesman to carry as a side 
line several good numbers infants’ turns 
and stitchdowns; 10 numbers are priced at 
80c, 85c and 90c. Wonderful opportunity 
for the right man. Address B-639, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














WANTED—A CENTRAL WESTERN SALESMAN 
FOR THE LARGE CITIES 


This is one of the best known, strongest and longest established trade marked 
women’s lines in the country. 


Communicate at once with complete information and geuele to B-634, Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 
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SALESMEN WANTED 


SALESMEN WANTED 


BUSINESS OPPORTUNITY 











CALESMAN WANTED — One experienced 
S salesman to sell up-to-date manufacturer’s 
line of infants’ children’s and misses turns, 
Goodyear welts and Puritan welts to the retail 
trade. Patterns neat and attractive, best num- 
bers carried in stock. References required. 
Rohrer & Company, Orwigsburg, Pa. 


SALESMAN WANTED 
For Northwest Territory 


Leading manufacturer of men’s nationally 
known shoes to retail from $7 to $10 has 
an opening for an experienced and 
liable salesman in the states of Wisconsin, 
Minnesota and Nebraska. Will be inter- 
ested in ——— the enallty and, saly 
of men of strong mality an 
character. A of referen ces required. For 
further particulars B-638, care 

and Shoe Recorder, 207 er aeath St., Beston, 
Mass. 








Real Salesman Wanted 


Young man, must be responsible, capa. 

ble, and have broad sannelterne ts in 
New York state. In reply give age, 
reference, amount of gross sales and 
net shipments for past three seasons, 
lines carried and territory covered. 
Must have confidence in your own abil- 
ity. We pay liberal commissions. Line, 
snappy style, wonderful fitting and 
— Pl McKays to retail at $5, $6 
an 7. 


THE BRADFORD SHOE COMPANY 
Columbus, Ohio 








Htve $5,000-$10,000 and valuable —- to 
invest in a going ladies’ shoe tory. 
State number of partners, kind of P. and 
other particulars in first letter. — B-642, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





LINE WANTED 


wa — * developed a selling organization 

will be of material benefit to manu- 
ia who desire their lines sold on 
Pacific Coast. Must be men’s or women’s lines 
of Merit, and with a cve © of aiuis of 
sales, looking forward to ll in stock in 
Los Angeles or San Francisco. We can — 
bank and Wri 
Barbee rs Snyder, Fontens, California. 

















SIDE-LINE 


SALESMEN 


Here is an opportunity for you to 
make real money if you are a hustler. 
We want men in all territory to sell 
Men’s Work Shoes to retail stores, only 
3 samples to carry. Easy to sell. Lib- 
eral commissions. Unlimited opportun- 
ity. Write full qualifications, experi- 
ence, ete., in confidence to B-647, care 
Boot and Recorder, 207 South 
St., Boston, Mass. 








Prominent Cincinnati manufacturer of 
women’s high-grade, medium-priced welts 
and McKays wishes first class salesman by 
September 25 for the state of Texas. Line 
generally known in this territory and have 
certain amount of established business to 
turn over. Applications will only be con- 
sidered from men who have been making 
this territory and have following there. 
In reply state age, names of factories 
traveled for, present ti t of 
sales, references and exact working ar- 
rangement desired. Unless these facts are 
given in first letter application cannot be 
considered. Roth Shoe Manufacturing Co., 
Cincinnati, Ohio. 











Real Opportunity for 
Commission Salesmen 


Prominent manufacturer of Goodyear 
Welts—Flexible Process—and Stitch- 
downs for juveniles has openings in 
these territories: 1.—Minn. and Wis., 
2.—Tenn, Ky. a Ark 

The principal quality necessary in the 
salesmen we select for these territories 
is past and present success. No man 
need “apply a standing in these respects 
n apply. 

You will find the line, and the back- 
ing of the factory so good tht in all 
probability it will become your main 
line, rather than a side-line. Such has 
been our experience with other men. 

Give full details of oo experience 


references 
in first letter. 
Address Green Shoe Mfg. Co., 960 
Harrison Ave., Boston, Mass. 














HELP WANTED 


HOE SUPERINTENDENT with thorough 
S experience in manufacture of ladies’ shoes. 
With some capital preferred. Give age, ex- 
penrience and ~ particulars in first let- 
ter. Address B-640, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mes.. 





POSITION WANTED 


GALESMAN with experience selling leather, 
canvas and rubber footwear to suburban 





trade in southern New York and Connecticut, 

desires to locate with manufacturer or job- 

ber. Have automobile. Address K-817, care 

ae § and Shoe Recorder, 127 Duane St., New 
ork, 


BUYER AND MANAGER for shoe depart- 
ment. Young man, 28 years old. Thoroughly 
experienced in buying and merchandising. Now 
connected with large organization, wis to 
make change for more lucrative field. Address 
K-815, care Boot and Shoe Recorder, 127 Duane 
Street, New York. 








HELP WANTED 








WANTED, a salesmanager for a shoe 
factory making a wonderful line of 
children’s shoes. One who has full 
knowledge of merchandising, both to 
wholesale and retail trade, and who 
can sell personally the key wholesalers 
of the country. To such a man, an ex- 
celent opportunity is open. All corre- 
spondence will be held strictly confi- 
dential. Address B-646, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 








MR. STITCHDOWN MANUFACTURER 
Is fifteen years’ experience throughout 
country selling stitchdowns of any value 
to you? Good reason for changing. Sales 
record will stand investigation. Traveling 
expenses and drawing account against 
commissions compulsory. Address J. B., 
Room 811, 1 W. 34th St., New York City. 














FOR LEASE 


HOE DEPARTMENT space on main floor 
to lease in growing department store lo- 
aan in live Middle West city of 110,000. 
Store caters to medium and better class trade, 
carries a complete stock dry goods, ready-to- 
wear, furniture, rugs, draperies, etc. Both cash 
and charge. Attractive lease to responsible 
concerns. I i For full par- 
ticulars address B-643, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











FOR SALE 


GHOE store, stock, fixtures and building, 
flat above; act quick, going to Florida. 
2655 Fondulac Ave., Milwaukee, Wis. 








FOR SALE 
Good going shoe business (Ladies’ 
Booterie). Best location on Olive St., St. 


attractive figure. Fixtures complete, 
stock optional. A mag ag wr d 

















FOR RENT 


OFFICE TO RENT. Street floor, 216 Lincoln 
eg Boston, Mass. Low rent. Apply to 
Thomas & Company or Gale Shoe Mfg. Co. 





FOR RENT 


For RENT in Marbridge Building, suite of 
three rooms or will divide. Ap- 
ply Room 910, 47 West 34th Street, New York 


City. 











IN NEW YORK CITY 





There is available for rent a fine sample office in 
the exact centre of the greatest shoe market in the 
world—on Duane Street, New York City. 


This office will accommodate splendidly a long line, 


or can take care of two noncompeting lines. 


For terms of lease and all other information address B 644, 
care Boot and Shoe Recorder, 127 Duane St., New York City 








A FINE SAMPLE OFFICE. 




















atime 


pe Shar 












See te 














BOOT AND SHOE RECORDER August 29, 1925 





MISCELLANEOUS Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


MISCELLANEOUS 








Get the Good Will of Your Neighborhood 


Through the Children ae 
cs senator nc! Gre cenit gee | ‘BOOT AND SHOE RECORDER 
Si seeeecre tee, Seater ed se 
for sample and prices of quantities. (Incorporated under Massachusetts Laws) 
PF NE lee yy oy CAPEEAL qs0.Ape 




















ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 


er =i : ; : = for Wants, For Sales, etc., see Want Page. 

ln O) = ye4 OMe), 2 Every precaution is taken by the BOOT and 
_s SHOE RECORDER to avoid printing any 

statement likely to mislead its readers. The 


abels L ——— : —_— publishers reserve the right to reject any 
I 3 S'S cavuntinen or reading matter which is not in 
N= hu Sa . line with this policy. 


OFFICES IN 


BOSTON OFFICE: 207 South Street. 

a te OFFICE: 224 ne St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manazer. 

ST. LOUIS OFFICE: 1627 Locust St. H. M. 
Bowen (B. C. Bowen, Manager). Telephone 
Olive 6130. 

NEW YORK OFFICE: Room 101, Graham 
— 127 Duane St. H. ia Seott, Mana- 


Telephone White! 

PHILADELPHIA OFFICE: . i 616, Perry 
Bldg. 1530 Chestnut St. Ls Walter Scott, 
Ma: Tel Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com- 
merce —_ —_ ee Bank 

Bidg. Geo. W. R. Hill, Manag 
es ay gs OFFICE: oon National Bank 
. M. Bowen ig C. Bowen, Manager). 
Teloghone Canal 1560. 
ROCHESTER OFFICE: 626 Powers Bldg. 


W I N D OW 3 a J eS oe - Seward, Western New York Rep- 

















, Telephone Stone 1133. 
MO. , = LYNN. OFFICE: Fred A. Gannon. 
DISP LAY jew. MILWAUKEE OFFICE: Leonard E. Meyer 
3 B. C. Bowen, Manager), 405 Broadway. 
= “~ 3 lephone Broadway 7887. 
FIXTURES Ss) : WASHINGTON OFFICE: William L. Daley, 
i" 7 Investment Bidg. 15th and K Sts., N. W. 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 


bard, 
Made by q LONDON OFFICE: P. V; Curtis, Manager, 
; ket, London, S. W. 1, England. 


Ad —___ ae Me AUSTRALIAN OFFICE; 439 Lit’ Collins St, 
g ns =I = Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: Wiliam Salzman 
nager I rgasse nna, ustria, 
933 Arch St. ARGENTINA: Buenos Aires, Rivadavia, 2721 
PHILADELPHIA J 
Are Business Getters y Fixtures of Quality  -- E_, .8 Rosas 1128-1127, Otte 


CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
Send for Catalog and Prices Cuba. 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


nager. 
SPAIN: Gerente, Leoncic de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 


MYERS?" 
TIR MISCELLANEOUS 


Made Only of Wood samme) Milbradt Rolling 


for all lines | Step Ladders 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 


Tug Oscar Onnen Co. 


the wear tear op 

tlw. FOURTH ST. | 
} your shelving, and help 
CINCINNATI, O. ew red sour 


a si store. subject 0 


approval and satisfac 


‘ONKEN ]] eres 


oi -1-1e me ’ ladders as 
——— i pens store 


























mndotogzent mene 

















Milbradt 
Manufacturing o. 


2416 No. 10th Street 
ST. LOUIS, MO. 


—_, 







































ertising 
r rates 
t Page, 
OT and 
mg any 
rs. The 
ct any 
| Mot in 


—______ 


it. Geo. 


ion St. 
anager, 
H 


lephone 


;raham 
Mana- 


Perry 
Scott, 
8 


Com- 
Bank 


1 Bank 
hager). 


Bldg. 
k Rep- 
Meyer 
ad way. 
Daley, 
W. 

. Hub- 
nager, 
and. 
ns St, 
rr. 
zman, 
ustria. 

2721 
| Rue 
, Otte 
svana, 
Vager, 


ibrere 















August 29, 1925 


New Wholesale Distributors 

Torrington, Conn.—S. H. Bufferd 
Shoe Co., recently started in busi- 
ness aS a wholesale distributor of 
women’s high-grade McKays. Mr. 
Bufferd writes that he is at present 
putting in most of his time and 
effort to Connecticut. In due time, 
he reports that his house will carry 











stitchdowns and might consider 
adding one or two more of women’s 
lines, as well as possibly rubbers 
and tennis. For the last twelve 
years. Mr. Bufferd has conducted 
two retail stores in Torrington. In 
all, he has spent exactly 18 years in 
the shoe business, five years with 
Bluestein Bros., Boston; also with 
a wholesale house in Boston and 
New York. Mr. Bufferd says that 
his shoes are carried in stock for 
immediate delivery, with shipments 
on the day order is received. 





















Increase of Production 


Dubuque, Ia.—W. C. Roose, sales 
manager for E. B. Piekenbrock & 
Sons, reports that production has 
been increasing weekly, with good 
action on the men’s new calfskin 
line, to retail at popular prices. 
Mr. Roose has recently returned 
from a handshaking trip through 
Cleveland, Pittsburgh, Cincinnati 
and Indianapolis. 























East Weymouth, Mass.—Edwin 
Clapp & Son, Inc., are busy working 
on samples for the coming season. 
The new line will include all the 
old favorites, as well as several 
handsome new models. 



















WANTED TO PURCHASE 
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WANTED TO PURCHASE 


MISCELLANEOUS 














a good line of misses’ and children’s *° 


ie ere Rees = 
years our ; 
Bank and mercantile ceierenen. 


FRANK WALKER, Proprietor 
610 Broadway. 
Phone Pulaski 1798. 


We buy and pay bighest cash 
for retail ~ tate ha ph — 
merchandise object. 


BROOKLYN PURCHASING SYNDICATE 








CASH PAI 


for entire shoe stocks or 
Prompt attention given. 


622-624 Broad » New Y N. ¥. 
Phone Spring 1443" 


stocks of 
shoes or other merchandise. YY quantity. 


KIRSCH-BLACHER CO., Inc. 








We'll Buy For Cash 


Complete shee stores, 
aa J sy ~* 
er any other merchandise. 
CASPER and MacLEN 
170 Summer St., Boston, Mass. 
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NEW and USED CHAIRS 
Prices 


from $2.00 each up 
Always on Hand 


Crown Motion Picture Supplies 
138 W. 46th Street 
New York City - - =- = = N.Y. 


IDEAL ROLLING 
LADDERS 





A SHOE STORE NECESSITY 


“VARNUM” 


(Trade Mark Reg. U. S. Pat. Off.) 


SIZE STICK 
The Most Popular Stick 
. Used Today 
WHAT DO YOU USE? 


*“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify ““VARNUM” 
To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. “cie,."n" 





















ATTRACTIVE 
SHOE CARTONS 
LABELS 
tor the exclusive shoe trudc 
PRICE-SERVICE-QUALITY 

THAT SATISFY 


Of Car = USIVEL 
(ele 
LEXINGTON AVE 
BROOKLYN W.Y 
ar A aR 





el —_— 








“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


*“*Manchester” 
Trade . -% cee U.S. 
nip are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 


ables you to cut the 
coeee ath ER. 


sole. 
Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 
ering. 
Write us direct if your 
cannot supply 
ou. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 


\ y 





Branch 
161 W. Lake St. 
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Howard & Foster Co., " Brockton, “Mass. 132 


Johansen Bros. Shoe Co., St. Louis, Mo. 59 

Johnson, Stephens & Shinkle Shee Co., St. 
Louis, Mo. . . 4 

Julian & Kokenge Co., Cineinnati, O. 88-89 


Kripp Aart.Trite Ce., Cinci ti, O..... 81 


Lampe Shee Co., St. Louis, Mo. 66 
Lilly, Henry, New York City 132 


Marathon Shee Co., Wausau, Wie. ..... 23 
McElroy-Sleoan Shoe Co., St. Louis, Mo... 60 
McNamara, John E., Haverhill, Mass..........133 
Meis, Charles, Shoe Co., Cincinnati, O......... 85 
Metropolitan Slipper Co., New York City....133 
Murphy & Osborne Shoe Co., Inc., Rock- 





Nettleton, A. E., ig Fae Y. 

Novelty Shoe Co., Chicago, Ill. 

Nunn, Bush & Weldon Shoe Co., Mil- 
waukee, Wis. 


Packard, M. A., Co., Syracuse, N. Y............. 132 
Paristyie Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y... 
Pedigo-Weber Shoe Co., St. Louis, Mo. 
Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y...134 
Powell & Campbell Co., New York City 120, 134 


Reed, E. P., & Co., Rochester, N. Y. 

Reynolds, Bion F., Brockton, Maszs................. 

Richards & Brennan Co., Randolph, Mass...132 

Riley Shoe Co., Columbus, O. 

Roberts, Johnson & Rand Co., St. Louis, 
Be sceanieante ..Srd Cover 





Shu-Stiles, Inc., St. Louis, Mo...... 

Sinbac, Chi 

Smith, Wm., Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass. 

Stetson Shoe Co., Inc., So. Weymouth, 
Mass. 

Stonefield Evans Shoe Co., Chicago 

Swan Shoe Co., Baltimore, Md. 





Thomas & Company, Brooklyn, N. Y. 
Thomson-Crooker Shoe Co., Boston 
Trail Moc Shoe Co., Saco, Me. 

Travaso Shee Co., St. Louis, Mo. 
Tweedie Footwear Corp., St. Louis, Mo. 


United States Rubber Co., New York City 98 
United States Shoe Co., Cincinnati, O., 
Front Cover 
Utz & Dunn Co., Rochester, N. Y.................. 7 
Voliman-Lawrence Co., Cincinnati, O........ 82 


Weimer, Wright & Watkin Co., Phila., Pa. 147 
Weyenberg Shoe Mfg. Co., Mil 


Schmidt, Carl E., & Co., Detroit, Mich., 49-50 
Schwarzenbach-Huber Co., New York City 31 
Skinner, Wm., & Sons, New York City 


West Virginia Pulp & Paper Co., New 


FINDINGS AND SHOE STORE SUPPLIES 
Adler-Jones Co., Chicago, Ill 

Alterson, L., & Co., New York City............. 
American Seating Co., Chicago, Ill. 


Crown Motion Picture Supplies, New York 


Fleming Keever & Co., Inc., Northampton, 
Mass. 106 

Frankel Display Fixture Co., New York 

106 


Grand Rapids Show Case Co., Grand Rapids, 


104 


Hecht Fixture Co., Chicago... : 110 
Heywood-Wakefield Co., Wakefield, Mass. 144 


Jefferson Import Co., New York City...........106 
Kawneer Co., The, Niles, Mich.................107-108 


Manhattan Finding Co., New York City......133 

Milbradt Mfg. Co., St. Louis, Mo... es 

Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. os 

Myers, F. E., Bros. Ca, The, Ashland, 
Ohio ; = wel 44 


Onken, Oscar, Co., Cincinnati, Ohio 144 
Pretty Souvenir Adv. Co., New York City..144 


Royal Metal Mfg. Co., Chicago : 147 
Rublack, Emil, New York City Sid diesstenne OO 


Segall & Co., Phila., Pa. 144 





Wis. 
Whitman & Keith, Brockton, Mass.. 
Wohl Shoe Co., St. Louis, Mo. 
Wright, E. T., & Co., Inc., 
Mass. 


Beaton, J. R., Co., Inc., New York City ...134 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 
Phila., Pa. 
Armstrong Cork Co., Lancaster, Pa... 


_Barnet Leather Co., Inc., New York City....116 


Beebe, Lucius, & Sons, Boston...................... 122 
Beggs & Cobb Co., Boston 


Evans, John R., Co., Camden, N. J............. 20-21 
Goodyear Tire & Rubber Co., Akron, Ohio... 97 
Hunt Rankin Lea. Co., Boston...................... 124 
Jones Co., F. E., Boston . 


Levor, G., & Co., Inc., New York City. ...... 2-3 


National Fabric & Finishing Co., Boston... 7 
New Castle Leather Co., New York City... 10 


Ohio Leather Co., Girard, O. 114-115 
Pfister & Vogel Lea. Co., Milwaukee, Wis. 141 


Russell Mfg. Co., Middletown, Conn............. 


Furniture Corp., St. Leake, Kirk- 
ap | ee > ww 45 


Whitcher, Frank W., Co., Boston......... 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass.....133 
Matthews Heel Co., St. Louis, Mo................. 74 
Nu-Shine Co., The, Reidsville, N. C.............134 


United Fast Color Eyelet Co., Boston 148 
United Shoe Machinery Corp., Boston... 22, 140 


MISCELLANEOUS 
Atlantic Printing Co., Boston .. 
Brooklyn Purchasing Syndicate 


Calderwood & Preg, Inc., Boston 
Casper and MacLen, Boston 


Glauberg, Max, New York City... 
Illinois College of Chiropody, Chicago, IIl...100 


Kalter Cerf. Mercantile Co., Inc., New 
York City ies... 845 
Kirsch-Blacher Co., Ine., ‘New York City....145 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 145 


New York Export Purchasing Corp., New 
York City 145 


Penney, J. C., St. Louis, Mow..........4.......0.....100 
Reliance Engraving Co., St. Louis, Mo. 63 
Shoe Trades Journal, The, Leicester, Eng...150 
Tolman Print, Brockton, Mass. ......................144 
oq: Electrotype Foundry, Cambridge. 


PITTe Men el Len ULC e UCL LULLLLLLS ULLAL LLL LLL bbb bh hia 
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See e rere eee ele enone tT Tis 


3 W’s LENOX for AUTUMN 


Samples 
Shipped At 
Our Expense 





No. 4479 FOSS OOOOO< No. 6220 





PTO e@ eli 


No. 4479—Tan Calf Shield Tip Oxford, rubber No. 6220—Patent Leather Cut-out, no tongue, 
heel, McKay: 3-eyelet oxford, rubber heel, McKay: 


No. 4479—Growing Girls’, 2% to 7 . No. 6220—Misses’, 11% to 2 
No. 6221—Child’s, 8% to 11 
No. 6380—Misses’, 11% to 2 


Same as above in All Tan Calf: 
No. 6381—Child’s, 8% to 11... : . No. 6225—Misses’, 11% to 2........... 


No. 6382—Child’s, 8% to 11, spring heel........ 2.00 No. 6226—Child’s, 8% to 11 


Awe WEIMER, WRIGHT 
i & W ATKIN Co. in Good Stock 


Good Taste 39 South Second Street, PHILADELPHIA Supply 


: 
5 
= 


OTOL PLOT OLLI LULU PLUT@L@li iene cd 





x A Boudoir Buy XK APPROVED BY 


I have been making boudoirs up to a MEDICAL MEN 


standard of quality that has gained Ao oteety areent for the ankles of 

widespread sales for me. My business is growing children and as a_ fully 

dependent on repeat orders, so the first ven shoe, the Burkley Venti- 
and subsequent sales must lated Foot Developer is unexcelled. 
satisfy buyers. If you do Well known surgeons recommend its 
not know my line from ex- use. 


, Make your stock of 
perience with *, 5: x _ children’s shoes com- 


stock of -to-ship num- a plete by sending your 
bers in b and colored order o 
IN satin. Leather or rubber Phone Brockton 2133 


TOCK for immediate action. 
: Pair Cases Deliveries At Once BURKLEY 


If your jobber cannot supply you, write me. SHOE CO. 


A. W. GREELEY 1156 No. Main Street 
yagie Duncan Street - - - Haverhill, Mass. 




















The Seat of 
Production. 


—- 


Th e » 
GROPING IN THE DARK ; if ting Room Chair 
pay: 


Time was when the purchase of advertising space was 
a “blind groping in the dark.”’ Advertisers had no means 
of checking a publisher’s statement of circulation and 


f hese fi re unreliable. 
. = six aw the Audit Bureau of Circulations has CHAIRS““ STOOLS 


solved this perplexing problem. By a systematic analysis Are so well adapted to the requirements of the 
of distribution and methods this organization is able to aa oe. a LH 
supply just the data an advertiser needs. The darkness room worker that they have become standard with 
is dispelled and the bright light of verified facts takes its International Shoe Co. 

place. Space buyers no longer find it necessary to grope Nunn-Bush ; 

in the dark. They provide the right amount of comfort to best 
There are no dark spots in the Boot and Shoe Recorder oy SE — ho Seen: ered 


circulation. Our records are audited by the Audit Bureau Write for Our Catalog and Free Trial Offer 


of Circulations. Royal Metal Mfg. Co. = aaius 


table 
. ” ” 
2327-29 $. Western Ave. CHICAGO, ILLINOIS Syn” ing on” tesa, 
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a 
MART autumn Goodyear es 
Welt shoes will be finished 

with vzzble fast color eyelets 

to match the leather ~ 


Or NO 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
ManufaGurers of 


DIAMOND BRAND Visible FAST COLOR EYELETS » 


Color Eyelets preserve the smooth 
Style lines of the upper and pro- 
mote easy lacing. They retain 
thetroriginal finish indefinitely 
and a&uall, outwear the shoe. 





Look for the “Diamond 
Oo 


CAL Cy-*= a 


Q2. 


~~ 


12 
4 SO) 
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FROM THE EARLIEST DAYS OF THE REPUBLIC 
TO THE PRESENT TIME SEABROOK CRAFTSMEN 
HAVE MADE ONLY THE BEST. THEIR SKILL AND 
EXPERIENCE CAN BE EASILY DISTINGUISHED IN 


ADAMS TURNS 


F. E Adams Shoe Compan 


ee ee ee ee ee ee eee 


Ra ait 


Vol. 87, No. 25. Published every week by the Boot and Snoe Recordér Publishing Company, 239 W. 39th St., New York City. Entered as second- 
class matter at the Post Office at New York City, umder the act of Congress of Maren 23, 1874. Subscription price $5.00 per year. Printed in U.S.A. 
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There’s an advantage in “be- 
ing a ee er dealer”—the 
“net” profit is greater and 
your competitors wonder how 
in the “deuce” you alwa 
keep stocked up on the live 
ones. 
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Ne eT: OW comes the season when 
NA bay and the laurel are 
Lg placed on the head of the 
champion. Baseball ban- 

Style No. 308 


ners flutter—tennis and golf trophies Reon 


1 é 16/8 Covered Heel 
glitter. Widths AA to C 


Price $4.00 
And all over our broad land the : 
merchants with red blood in their | 
veins and good taste in their brains 
are again bestowing the great an- 
nual fall prize on the Creighton 
Line—a bumper crop of orders. 


A. M. CREIGHTON 
Lynn :  : Massachusetts 


Style No. 319 
Patent Leather 
Imported Buckle 

15/8 Covered Heel 
Widths AA to C 
Price $4.60 
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Shoes by Courtesy 
of 
CORNELL 
SHOE 
COMPANY 
| 61 Navy Street, 
: Brooklyn, N. Y. 
The 
“CHAMELEON” 
Made of 
VODE KID 


Color B 
JAVA BROWN 


vamps and quar- 

ters with under 
lays of 

Colors 112, 151, 
152 and 51 


One strap model 
: made of 


VODE KID 
Color C 


MEDIUM 
BROWN 


with trimmings of 


Color 112 
INDIA TAN 


Quarter linings of 
VODE KID 


Color .51 


When writing to advertisers please mention Boot anv SHoE Reconpen 
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KL. 


THE THRILL OF STYLE 
Creates a Desire to Buy 


Dull merchandise in the window limits the number of sales. 
On the other hand colorful ultra-smart styles invite women 
of today, to whom beautiful footwear is a stronger than ever 
magnet. 


Vode Kid colors in their unrivaled beauty and variety make 
styles that thrill the passerby—that kindle in her desire for 
possession and bring her in to buy. 


THE STANDARD KID COMPANY 
209 South St., Boston, Mass. 


and Branches 


— 





a It is emphatically a season wherein brown shades rule, with ‘ 


special emphasis on our 


Color B JAVA BROWN 


We also recommend for Fall: 
Color 11 RUGBY TAN Color 151 AUTUMN BLONDE 
Color 112 INDIA TAN Color 152 PEACH 

Color C MEDIUM BROWN 


C Ouarter linings in all shades. 


. 
When writina to advertisers please mention Boot Ann SHor Recorper 
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FP nONn ’S sway to Colored Kid 
was clearly proved by the after- 


Easter shoe selling—a dependable 


sign of increasing popularity . 
At Paris Colored Kid reigns supreme. 


i ot oe 


The 


Unquestioned Leader 


F. B. & C. Color 21 
GOLDEN BROWN KID 


soe oe Oe ee 


The season’s smartest shoes are distinguished by 
F. B. & C. Color 21 Kid, which harmonizes with 


the popular Fall dress colors. 

















R OGRE 





AMALGAMATED LEATHER COS. , Inc., 


22 North Sth St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL. 


When writing to advertisers please mention Boot anp Snorer Recorver 
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STEPPING AHEAD 
INTO AUTUMN 
WITH THREE 

POPULAR 
PRICED 
MODELS 








You can buy any or all of 
these three Cushman-Hollis 
™ numbers with a wide margin 
i of safety. We emphasize them 
™ because we know what they 
# have done and will do. 


Each again accents the lead- 
@ ership of the Cushman-Hollis 
B Co. in the field of popular 
priced styles that sell. 


Cushman-Hollis 
Company — 


SALESROOMS—ALBANY BUILDING 
BOSTON 


FACTORY AND HOME OFFICE 
AUBURN, ME. 


When writing to advertisers please mention Boot ann SHor Recorpex 
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THE APSLEY LEADER CAN DO FOR YOU. WHAT IT 
HAS DONE FOR US—BROKEN ALL SALES RECORDS 


Made with high 
quality natural or 
brown duck — brown 
rubber trimmings — 
nickel eyelets—Kool- 
foot Insoles—vulcan- 
ized crepe soles. 


Stock No. 7205 Boys’ 
Brown Laced to Toe— 
$.90 


Quality with Price represents Value—the Value in 
the Apsley LEADER was quickly recognized by. the 
buying public and new sales records will be broken by 
Dealers joining the circle of bigger sales and added 
profits. 


It would not be possible to give the guarantee that 
goes with every pair of Apsley LEADERS without high 
quality materials and workmanship. 


Get behind the Apsley LEADER. 


RUBBER COMPANY 
Chicago, Ill. HUDSON, MASS. _ 























Apslep Leader ~ 
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The Thrill of Satisfaction 


We do not get letters like this every day. 
But we do get them often enough to make 


ulate the Brophy Shoe us feel we are toeing the mark we've set for 
Co. on the wonderful ay 
shoes we have just re- ourselves. Sy. 


**IT want to congrat- 


HEIN HIT 


| 


+ 


ceived. If your or- 

ganization continues There is a thrill of satisfaction when you 

to make shoes of this x 

calibre, you will open a first shipment from Brophy. You 

stand out in a'class . 

by. poureal vassit. find that the style you bought is backed by 
an “opening up” quality you did not expect. 


Here is one reason for our many re-orders. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


Boston Salesroom New York Salesroom Chicago Office 


89 Bedford St. 55 Marbridge Building 20 W. Jackson Blvd. 
Room 1612 





| 





= > PA SSS 228 SS 22S 48S 22S OS SS EBS) 
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Read it! 
It means exactly 
what it says! 


or a new pair ; b or is the most helpful move ever 
It. 2 made in the merchandising of satin 
vonsu t your: eale shinee 
rE ’ A guarantee by the manufacturer of 
the satin: 

—it helps the shoe manufacturer by 
giving him an unbeatable sales argu- 
ment with which to sell his line to 
the retailer. 

—it helps the retailer by making him 
able, definitely,to assure his customer 
perfect service from the satin shoes 
he sells. 

This guarantee applies ny o 
. anufacturers: ‘ur men are now on 
gS rcs TITS ; the read with this undone! plan. Let us keow 
if you wish rush service. 
THE CEDAR CLIFF SILK CO. 
251 Fourth Avenue New York City 


GUARANTEED 
Gedar Ci SHOE SATINS 


A striking campaign of consumer advertising in style magazines; 
a comprehensive line of dealer aid material and neat guarantee 








stickers in gold and sepia for the manufacturer to use in his shoes, 
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The Ruby 
A black velvet one- 


strap with patent 
leather trim. 


MITTIN TRIN TTT 


ANNAN TRAN LEN 


Simplicity con- 
tinues as the key- 
note of Fall Fash- 
ions, and this 
velvet one-strap 
is meeting with 
ready acceptance 


DRT 


DINNSHOAUALNOAAAN PT 


BOSTON OFFICE 
Shoemakers 207 ESSEX STREET 
Since 1871 ROOM 212 


SN UARUUIILN 


When writing to advertisers please mention Boot Ann Snor Recorper 
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Ruepinas 


WINNEBAGO. CALF 
Le : No. 33. ag ; es 


/ FRED ) RUEPING. SE LEALBER ¢ CO. 
SAMO Ser not 


St. “ WNew York. _ 


* 
a4 


4 « 5 - 
; ; ; 
woke hae * ce > . a ™ 
, Re > ope Ss 
: z 
a " 3 
ay ¢ . ‘ 
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Buford 
H. 
Jones 
Vice-Pres. & 
Sales Mgr. 





Merchandising 





ae 
Founder and Treasurer 


The MEN BEHIND THE SHOES 


Despite the growing materialism of the age, there never was a time when “human interest” stories, news items, 
etc., made such an appeal as today. Folks of all classes like to learn something of the “men behind” any enterprise. 
Believing that our friends in the trade will welcome the opportunity of learning something about the “human interest” 
side of Thomson-Crooker Shoe Co., we plan to introduce by photograph and pen picture the men who are responsible 
for the making, merchandising and selling of these shoes. 


No. 160 Merchants who appreciate a line of pop- 
. ular-priced footwear with punch and 
Price $4.25 real values are urged to consider the ad- 
vantage of becoming “the final link” in 
the merchandising of these shoes to their 

consuming public. 


No. 165 
Price $3.85 


Buy fewer lines and make more money. 


Black Satin Aline Pump, Dull Kid Trim, Con- 
cealed Gore, Large Buckle, Flexible McKay, 
Military Wood Covered Heel. State Street 
Last, AA to C. . 
No. 161—Same in Chestnut Brown Satin, No. 166—Same in Chestnut Brown Satin. 
Brown Kid Trim P Price $3.85 
25 No, 162—Same in Patent Price $3.85 


Thomson-Crooker Shoe Co. 


18~26 Station Street 


“Boston CMass. 


When writing to advertisers please mention Boot ann SHoe RECORDER 


Black Satin One-Strap Beth, Flex. McKay, 
Mil. Wood Cov. Heel. State Street Last, AA 
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“WONDERFUL SHOES for the MONEY” 


Hundreds of retailers have so expressed them- 
selves about Shanley Shoes. Let us send you 
some sample pairs and you'll send us orders. 


—IN-STOCK— 


No. 101—Golden Tan Bal Oxford—Semi- 
No. 100—Golden Tan Bal Oxford-Brogue Balloon last. Striped cord welt. . Flat brass 
last. Natural cord Welt-Flat brass eyelets. eyelets. 


No. 200—Same in Black Calf. No. 201—Same in Black Calf. 


No. 500—Golden Brown Blucher. Medium No. 600—Golden Tan Bal—Semi-Balloon 
Hi Toe last. Hooks and eyelets. last. Blind eyelets. 


No. 501—Same in Black Calf. No. 601—Same in Black Calf. 


Prices on any of above styles—$2.85 
2%—30 days—Sizes 51% to 11-D wide 


SHANLEY SHOE CO. 
South Hanover, Mass. 


When writing to advertisers please mention Boot ann Soe Recorper 
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street or 
comfortable. Medium - high 
rubber heel. In bi kid. 


ie. 25 
An extremely popular 
and boot. Comfortable 
plain toe. Medium-high rub- 
ber heel. In black kid. 


t last. 
ber heel. patent leather. 
. 502 in black kid, $3.75 


Medium-low 
rubber heel. In biack kid. 

















RAPID SERVICE ASSURED 


With the A. W. factory at 
Auburn, Me., equipped to give 
immediate service to eastern re- 
tailers; and with ample facilities 
at the St. Louis A. W. branch 
for promptly supplying the west, 
extremely rapid service on “Con- 
stant Comfort” shoes is not only 
possible, but an established prac- 
tice, 


“As Staple as Wheat” 


HAT is the comment made recently by the 

buyer of one of New York’s largest depart- 
ment stores regarding ‘‘Constant Comfort’’ 
shoes. 
Incidentally, the department in which these shoes 
are sold does over a million annually, and is only 
one of three shoe sections in this store. 
‘Constant Comfort’’ shoes are featured and ad- 
vertised by name by this department store—the 
only shoe receiving such consideration. This dis- 
tinction is also accorded them in two other leading 
department stores in New York. 
Which proves what? That these metropolitan 
shoe buyers—the keenest judges of shoe values— 
battling with the stiffest. competition, not only 
rely for the bulk of their ‘‘staple’’ business upon 
**Constant Comfort’’ shoes, but acknowledge the 
trade-winning value of its name. 
If you are building your business upon the sound 
basis of VALUE and the Satisfied Customer—stock 
‘**Constant Comfort’’ shoes. 


Central, western nd f AULT-WILLIAMSON 


Branch: Dept. R-l, 


vat \SHOE COMPAN Yoyo = = 
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F MAXIMUS means just “Patent Leather,” it conveys 
nothing. Maximus, however, stands for the highest merit 
in patent leather manufacture. And merit wins the con- 
fidence, upon which sales are built. 





How many would be content to lose in tanning ten per 
cent of hide surface? Yet that is what we sacrifice in ob- 
taining perfect MAXIMUS results. On these grains is 
spread an enamel of just the proper elasticity to conform 
with the elasticity of the leather, and so transparent 

that the grain of the leather is shown clearly 

through it, producing an elegance of finish. 
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: ae a - . 
Evans Brands 


Thus MAXIMUS becomes far more than just “Patent 
Leather.” In the last analysis of its merit, it is a patent 
leather on which sales can be enlarged from year to year 
and reputations built for satisfaction in shoe comfort and 


service. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centres) 
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shoes! 


MAIN OFFICE, 58 LINCOLN SI 


NEW YORK 
BRANCHES PHILADELPH! 
BROCKTON 


EXCLUSIVE SELL 


SAUQUOIT SILK MA 


PH!LADEL 


When writing to advertisers please mention Boot ann SHos Recorper 
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“Ee XPERIENCE has taught me to 
look for that deep, rich lustre 
which seems to sink right into the 
satin. It is no surface lustre, but will 
last as long as the shoe itself.” 
Sauquoit Shoe Satins are made by a 
mill with over fifty years’ experience in 
manufacturing silk fabrics. Only the 
highest grade of Japanese silk is used 
in their construction. 


SHOE 


are absolutely “pure-dye,” which 
means that there is no artificial weight- 
ing whatever. It is this superior qual- 
ity of silk and the pure dye which in- 
sure the rich, deep, permanent lustre. 
Only the most skillful weavers are al- 
lowed to work on Sauquoit Shoe 
Satins, and every yard of the material 
is carefully inspected before it leaves 
the factory. 





BRIGEC FINISHING CO. 
LN SDOSTON, MASS. U.S.A. 


(ORK CINCINNATI 
CHICAGO 
KTON ST LOUIS 


ING AGENTS FOR 


MASNUFACTURING CO. 
PHIA, PA, 


LPHI 





SELL 


ADEL 


} BRANCHES 
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Sauquoit Shoe Satins are made in 
four qualities—a quality for every 
grade of shoe. The same high grade 
of silk is used in all, the difference 
being in the fineness of the fabric. 


When you specify Sauquoit Shoe 
Satins you know you are getting the 
best, for there is nothing better. 
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Snap ~ Style and. 
Salability Combined 
in These New~ 


In Stock 
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INE Style, latest lasts, 

popular patterns and 

a full measure of sturdy 

Mayer quality - combined 

in these new Honorbilt 

Dress Shoes for Men, all at “a ia 

prices that permit volume Widths C.D, B, Sizes 6-12, 
selling. ce $3.40 

No. 2691—Tan, Same as No. 

They are ready - in stock ae 


- for you now. 


F. Mayer Boot & Shoe Co. 
Milwaukee 


Tan Oxf 


5-12 . 
No. 2696—B - 


No. 2695— lord, 
B, Sizes 6-12, Widths 
Sizes Pri 

la Ve 


Width 
Cc, 

ice $3. 
ou 


D, 
40 
1 r 
Same as No. 2695. Price $3.40 


IVhen writing to advertisers please mention Boot Anp Suoe Recorper 





BOOT AND SHOE RECORDER September 5, 1925 


8 





LOTUS SHOES 


(Made in England) 
For MEN AND WOMEN 
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Men’s Shoes for Fall 


Men’s Lotus Shoes carried in stock at Boston 


Style 361-A—17-inch Boot Style 363 6%-inch Boot 
Style C-8693—12-inch Boot Style 774—Blucher Oxford 
The above styles have double uppers and are guaranteed absolutely waterproof 


Style 479—Tan Scotchmoor Calf Oxford, Lincoln Last 

Style 480—Black Scotchmoor Calf Oxford, Lincoln Last 

Style 579—Tan Scotchmoor Calf Oxford, Sulgrave Last 

Style —Tan Calf Brogue Oxford, Holmby Last 

Style 863—Patent Golf Shoe, Rubber Sole (not crepe) Dunedin Last 


hbibbboobboroAbaa bobbi b bb bb bb bb bb bin 
ll Mi i hi i i i hi hi hi hi hi hh hh hh hh i he i 


In Stock September 15. 


Scotch Grain Oxford, Lincoln Last 

Style 775—Scotch Grain Blucher Oxford, Deal Last 
Tan Calf Light Weight Oxford, Sulgrave Last 
Black Calf Light Weight Oxford, Sulgrave Last 


Lotus shoes are sold by leading retailers in America 


THE TOOMAY COMPANY 
145 SOUTH STREET, BOSTON 
Sole Distributors for Lotus, Ltd., in-the United States 
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Announcing the New 
Nettleton Spring Line 


ee ee ee ee ee ee eee eee 


The Dundee 


one of 36 
styles in stock 


Merchants interested in seeing the new line of 
Nettleton styles for Spring may do so, without 
obligation, by writing us at once. 


Complete Catalog of Ready to 
Ship Styles In-Stock will be 
promptly sent upon request 


Tleitleton 


SHOES OF WORTH 


—@ A. E NETTLETON CO. OO” 


H. W. COOK, President 


SYRACUSE, NEW YORK 








Largest Manufacturers of Men’s Finest Shoes Exclusively 
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VEN though a man may be 
conservative in his. tastes, 
he most always likes to know 
that he is wearing the newest 
shade of shoe leather designed 
especially for men of his type 
—That’s 


TONY 


Reg. U. S. Pat. Off. 


AUBURN 


Its “ruddy” brown tone is the exact compromise 
between a shade that’s too dark or too light to 
attract the man who appreciates elegance 
and character. 


CREESE & COOK COMPANY 


SALESROOMS TONY AUBURN TANNERIES 


95 SOUTH ST., BOSTON TONY GOLD DANVERSPORT, MASS. 























P. A. HENRY & CO. breathe’ 
706 Broadway, Cincinnati, O. TONY BROWN SILVEY & CHRISTMAN 
62 Mason St., Milwaukee, Wis. TONY RED 82 GOLD STREET 
Leather Trades Bldg. TONY BLACK NEW YORK CITY 





St. Louis, Mo. 














September 5, 1925 
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WATCH THIS ONE!! 


IT HAS EVERYTHING! 


























No. S701 
Tan Calf Brogue—3 '2 inch vamp. 
ugh to fit easy. Semi soft 
Step Heel—Gable edge. 


Buzz last—Price $5.35. 


IN STOCK SppT. 15 
SEVEN FAST SELLING OXFORDS 
Five at $4.65—T wo at numbers—Send 


for complete catalog. 
Terms 2%—ten 


CONRAD SHOE Cow 
Mass. 


$5.35. Also several other 


days—Newspaper cuts furnished. 


THE < 


’ 
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Moccasin type work shoe. Heavy black chrome 
tanned grained upper leather. Whole “Gleasonite’”’ 
12 iron sole, 6 iron leather doubler, rubber heel, storm 

A sturdy, styleful i 


welt around the heel, 
work shoe of masterful construction throu 


A WORK SHOE THAT ZS A WORK SHOE 


ut. 


“DECIDEDLY BROCKTON” QUALITY PUTS THIS 
TREMENDOUS VALUE IN A CLASS BY ITSELF 


You can turn this work shoe over to your customer with- 
out a minute’s effort. The demand for a work shoe that 


IS a work shoe, with a dressy appearance, is greater 


than ever. 


In stock after Sept. 15—5/11 C and D 


BROCKTON SHOE MFG. CO., Inc. 
BROCKTON, MASS. 


BOSTON OFFICE AND SALES DEPARTMENT, 186 LINCOLN STREET 
Steck Dept. Atlanta, Georgia Chicago, Tl. Akren, Ohie San Antenic, Texas San Francisco, Cal. 
Phacdiphie =. 238 Peachtree Arcade Republic Bidg. 335 Walsh Bidg. 801 Russell Building 526 Pacific Bidg. 
a. 
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MRS. DAY'S 
IDEAL BABY SHOE 


Wrigley says: “Every three seconds a new 
; customer is born.” Hes figuring in potentials 
. First Steps —but with us, the statement is an actual fact. 


| For 3 years, Baby wears Mrs. Day’s Ideals— 
Soft Soles, then semi-hard “Toddlers,” as illus- 
trated, and finally the hard soled First Steps. 


What is your share of this mar- 
ket, based on the statistics in 
your community? It’s a profit- 

able market when Mrs. Day's 
Ideals are offered. 


If you haven't seen the line recently, 
send for the catalog. 








No. 363—*Toddler” (semi-hard sole). 
Made in white, smoked and tan elk. 











DANVERS. ae MASS. 


BOSTON OFFICE : * > NEW YORK OFFICE 
12 West St., Room 616 Sea 887 Fourth Avenue 
Phone Beach 8060 Phone Madison Square 5896 


CHICAGO OFFICE—825 W. Jackson Blvd. 
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shoe more desirable because it has a 
minimum of shrinkage under extremes of 







are finding it to their advantage to specify 


first, continues to fit and is always com- 
wad tecatl tha gd aiodined aphe 02 
An increasing number of retail merchants 
the use of Gallun Leather in their shoes. 
_A. F. GALLUN & SONS co 


‘dryness and humidity. The shoe fits at 


So also is the leather. 
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| LEATHERS 


of Excellence WX 
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Women Want the Shoe Satisfaction 
Which They Find in “Queen Quality” 


T° give them what they want in their 

shoes and associate their satisfaction 
with you, is to win permanent customers, 
and thereby solve the serious problem of 
‘““customer-turnover.. When you concen- 
trate on ‘Queen Quality’ to win wearers 
and hold them, you are exerting an influ- 
ence of acknowledged power—the con- 
tinued consumer-contact of the ‘‘Queen 
Quality” Trade Mark, for the upbuilding— 
of your business. 
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ustomers 
out of the Crowd / 


S to a magnet, they are drawn to you by the 

“Queen Quality’ Trade Mark and what it 

means to them. They know their specifications 

will be met in the right style and fit and feel 

and looks of ‘Queen Quality” shoes. You can 

win and hold them through concentration on 

“Queen Quality'—the broadest, strongest, na- 

tionally advertised line for women and young 

women, “styled” and ‘serviced to handle your 

greatest volume and turnover. with contact maintained with 

all wearers by America’s best known brand. The time is 

ripe to act now—to concentrate, where concentration counts 
for volume, on— 





‘REG. US. PAT. OFF. T.G.P. CO 


Famous Shoes for Women 
and Young Women 


THOMAS G. PLANT COMPANY, BOSTON 30, MASS. 
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on 
New Aniline Character 
Calf 


Because of the Excellence of its make-up 
BARLYNN is now 


a nationally demanded 
Leather. 


| 


Barnet | 
Lynn | 
‘Leathers 


Barlynn 1---a Rich Golden 
with no reddish cast 


Barlynn 5---a Deeper Tan 
‘Barlynn 9---an Ideal Brown 


J. S. BARNET & SONS, Inc. 
LYNN, MASS. 
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SUCH EXTRAOR- 
DINARY STYLES 
AND VALUES 
COULD BE BUT 


Cem oe 


MONEST ALL 

















No. beeen ma Creese & Cook’s Tony Gold. Extra overweight stout oak soles, ex- Shoes illustrated 
tra upper s' —— A solid leather shoe throughout, with broad rubber heel. Short fore- 
part, broad here are some of our 


ae ppeoens calfskin. Other epestinations same as No. 0559. Full popu 1 ar in-stock 
sizes—A, B, C, L : ° 
s a B and D Should be priced much higher. numbers. All in- 


stock numbers 
shipped the day 
your order is re- 
ceived. Place your 
sample order today 
to test Emerson val- 
ues and service. No 
extra charge for 
sample pairs. If 
you prefer, sample 
case and complete 
information will be 
sent you. 


N 0228—Made f I flexibi SHOES 
inner-soles. Our featherweight dancing and’ ress shoe. ‘Big demand’ for this model, UNBRANDED 
OR BRANDED 
WITH YOUR 
NAME IN 
GOLD IF YOU 
WISH 


Deliveries “On the 
Dot”’ 


EMERSON 
SHOE MFG. 


No. 07517—Made from imported celebrated Corliss, color 85. A rich tan. Extra, CO 
overweight stout oak soles. Stylish upper stitchings. A gentleman’s smart brogue walk- . 
ing — leather throughout with broad rubber heel. An unusual shoe that will 


bring good business ROCKLAND, 
All these numbers furnished unbranded, branded, or branded with your MASS. 


name in gold if you wish. 


BROADMORE 
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apenas 





YOurSizes) 


TRADE MARK 


SEE the W B COON LIN#H 


at the convention of the New York State Shoe 
Retailers’ Association, Room 608 Powers Hotel, 


September 14 and 15. 








at the factory, when you come to Rochester to 
attend the convention and to buy shoes, 


or if you cannot come to Rochester, write to- 
day for a catalogue and ask to have one of the 
Coon salesmen call. 


Retailers attending the convention will be cor- 
dially welcomed at the Coon Plant (Head- 
quarters Building), 165 No. Water Street. 


It matters not how many other good lines you 
are advertising, 


these lines will advertise you. 








YFoorwear) 


TRADE MARK 
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LENDER FO 
ARCH FITTER ) 


TRADE MARK 






VERY SUCCESSFUL PATTERN 
on wide as well as slender feet 





J EF 






We now stock it in 


No. 1949 


PATENT LEATHER 
with a kid apron at 
$5.00 


No. 1948 
















BLACK GLAZED KID 
at 
$5.00 
No. 1947 
1946, 1947, 1948 and 
ras 1949 are stocked, 
$5.25 widths AAAA to EEE. 
1941 is stocked, widths 
No. 1946 AAA to EEE. 
BLACK SATIN 1937 is stocked, widths 
with an ooze apron, wood AA to EEE. 
covered heel at 
$5.25 







No. 1941 


BLACK OOZE CALF 
wood covered heel at 
$5.50 


No. 1937 
WHITE KID 


with a covered heel at 


$5.75 


“ROCHESTER, N. Y. Seen 
Chicago Office: 189 W. Madison St. 
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Le cuir—c’est tout— 


The public has a natural, inborn appreciation 
of good leather. There exists a real affection 
for leather. The appeal today is stronger than 


ever. 


We do not underestimate the force of this trend 
in public opinion, and will continue to main- 
tain that high character of quality in “Com- 
pany” leather for which it has been famous for 








generations. 


‘Nothing takes the place of 


LEATHER 


THE UNITED STATES LEATHER COMPANY 


New York Chicago Cincinnati St. Louis Richmond 


THE UNITED STATES LEATHER CO. OF MASS. 


BOSTON 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 
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HE pendulum of general demand has long been hovering at the point 

of upward swing—the swing to better things. This fall will see it begin 
the upcurve, gathering momentum day by day . .. The sound health and 
booming activity cf those three economic giants— Agriculture, Manufacture, 
and Commerce —with resultant plenty for the individual, presage an era 
during which consumer demand for best grade merchandise will be the 
rule. Low or medium quality will not do; low price will cease to be a buy- 
ing inducement . . . We have anticipated the swing to better things with the 
widest, most attractive selection of J. P. Smith instock styles ever designed. 
For fall and winter, 1925, we have 23 instock numbers, each one patterned 
and built to attract and satisfy a prosperous, critical public—seeking true 
merchandise value ... These upswing shoes are ready for délivery now. 
An order for them means that you will be prepared to bid successfully for the 
lion’s share of trade; it means that you will avoid costlydelaysin being prepared 
and that your preparation will be accomplished with a minimum investment 
of capital. . . A word will bring you a copy of our fall and winter instock catalog 


J. P. SMITH SHOE COMPANY 


671 N. Sangamon Street, Chicago 
New York: 148 Duane Street Los Angeles: 312 Forrester Bldg. 
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a VELVET—The Queen of Style 


Mark my word!--VELVET 
is the high style ma- 
terial for immediate 
selling. The "Tides of 
Fashion" are carrying 
Velvet on the crest. Pop- 
ular demand for Velvet 
Gowns and Velvet Shoes is 
growing more insistent 
every day. 

Why am I so sure? My 
intuition! I've been "in 
Front Gore Step-In, French Cord- Ewa . _s 
ed. Champagne Lined, Fine Flex. training" for £9 years 
McKay, Rubber Top-Lifts, B & C. and experience is a great 
7023—Black Velvet F.B. Spike Heel " thought-clarifier" when Front Gore ok Velvet Seep-ta, 

. Cha e ’ . 
7024—Black Velvet Block Hee! it comes to picking style Buckle, ne Flex. McKay, Rubber 
7025—Black Velvet 10/8 Cov. Heel ' s Top-Lifts, B & C. 
7020—Patent F.B. Spike Heel shoes. I'm backing my be- : 
7021—Patent Block Heel lief by buying each new 3040—Black Velvet F.B. Spike Heel 
7027—Kaffor Kid Block Heel style in Velvet first-- eG mae Ln tn ia _— ~— 
7031—Brown Velvet 13/8 Block Heel and urge you to do the 3042— 

$3.60 same, for the sake of the $3.60 


generous profit I know is 
in it. 








Marion 


Florence 





Yours truly, 
GEO. M. ROSEN 


General Manager 


P.S.—I am very particular that only 
reputable manufacturers shall make 
for us. Thus is the salability of 
Merchants Shoes amply safeguarded. 
(of course they're In-Stock) 


Helena B 1 


-Black Velvet D’Orsay, Tailored 
Front Gore Step-In, French Cord- w, pagne Kid Lined, French 
ed, Grey Kid Lined, Fine Flex. Corded, High Grade Flex. McKay, 
McKay, “Uskide" Top-Lifts, B Rubber Top-Lifts, A, B, 
& C. 
9023—Black Velvet 10/8 Cov. Heel 


3707— Black Velvet Block Heel 9022—Black Velvet 
3706—Black Velvet 10/8 Cov. Heel Belle 16/8 F.B. Spike Heel 
3700—Patent Block Heel 9024—Patent 10/8 Cov. Heel 


$3.50 Bee ray, "abo se ee $4.25 
B & C. 
3515—Patent F.B. Spike Heel 
3518—Patent Block Heel 
3517—Satin F.B. Spike Heel 
3520—Satin Block Heel 


3521—Black Velvet Block Heel 
3516—Black Velvet F.B. Spike Heel 


$3.50 


MERCHANTS SHOE CO. 
Women’s Shoes of Consistent Style2uality 


57 Lincoln Street, Boston,Mass. 
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Here are just a few of the leather messages going to 
the public during August. 


Leather is growing in popularity. Manufacturers of 
leather goods of many kinds report that quality is de- 
manded. The public appreciates good leather. And seeks 
it. Substitutes are not tolerated. 


AMERICAN LEATHER PRODUCERS, INC. 
ONE MADISON AVENUE, NEW YORK, N. Y. 


Nothing takes the place of 


LEATHE 
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Permanent Trade with USKIDE 


VERY wide-awake shoe merchant knows that 
his best bid for bigger profits is in trade that he 
can count on year in and year out. 

Right in your community are plenty of construc- 
tion workers who are looking for shoes that have 
soles which will stand the gaff—that are comfort- 
able, waterproof and protect against slipping. 

Sell these men shoes soled with USKIDE and you 
have made customers that you can depend upon 
for re-orders. 

Hard workers everywhere know USKIDE as the 
wonder sole for wear. 

Dealers who feature USKIDE soled shoes have 
built up a steady, repeat business that is making 
real money for them today. 

Establish your store as headquarters for USKIDE 
soled shoes and see how quickly your sales build up. 


USKIDE advertising is covering the country today. 
Thousands of hard workers and hard walkers are 
learning more about the advantages of shoes soled 
with this famous material. . 

Specify USKIDE on your next heavy service shoes. 
Be sure you get genuine USKIDE. The name is em- 
bossed on the sole for your protection and the pro- 
tection of your customers. 

And when looking for a heel to match the qual- 
ity of USKIDE, remember that “U.S.” Spring-Step 
Heels are mtade of Sprayed Rubber—the purest, 
toughest, most uniform rubber known. 


United States Rubber Company 


1790 Broadway New York 
Sole and Heel Stocks in our following branches: 

Boston Chicago New Orleans New York *Cincinnati 

St. Louis Pittsburgh Portland, Ore. LosAngeles San Francisco 


* Steck for shoe manufacturers only 


USKIDE Soles 
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BURDETT 
Th 


e Growing House 





Girls Footwear || 
MASS Az 





For Bigger 2 1/2—7 Business! 


As E. H. Britton, of Mobile, 
says: “It is being demonstrated 
each season that this class of cus- 
tomers have become some of our 
largest buyers.” | 


It’s as easy as A-B-C ‘to cultivate 
the profitable Growing Girls’ mar- 
ket! 


That is, if you know where you 


can lay hands on shoes which fit 
these younger feet—which have 
plenty of style appeal—in other 
words, which are made especially 
for this particular class of trade. 


Such are Burdetts. And you’ve 
but to ask any one of our cus- 
tomers, who operate in the great 
$6-$7 range, to get similar enthu- 
siastic reports. 


FEATURES OF OUR’ GROWING GIRLS’ FOOTWEAR 


Covered wood heels, ranging from 8/8 to 12/8 high. 

Lasts, specially constructed, to fit the Growing Girl’s foot. 
Stylish patterns which “attract the attractive girls.” 
Monthly In-Stock Bulletin, and Mats of Stock Styles. 


A smart Fall style, which makes up well in 
any material, or combination. This number 


is not in stock—yet. 


BURDETT SHOE COMPANY | 


FACTORY 


278 BROAD ST., LYNN, MASS. 


SALESROOM 


183 ESSEX ST, BOSTON, MASS. 
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RIDING 
BOOTS 


Patent Leather 
Tan Calf 
Black Calf 


Made to Retail 
‘at Unusual Prices 


Women’s at $15. Men’s at $18 


OU, as a shoe retailer, can gain the good will of the own community just as soon as people know that you 
many participants of a sport in which apparel is so have them. And many people will take up the sport 
conspicuous. Likewise you can gain the additional just as soon as they can buy the all necessary boots at a 
sales and business stimulus that Rice & Hutchins riding price within their reach. 

boots will provide. Rice & Hutchins riding boots are carried in stock in 
Remember that riding boots are in a separate class—- women’s sizes A-D, 3-8, and Men’s C-D, 6-1]. Black 
decidedly profitable and readily salable. These boots or tan calf, patent leather. They are made on the most 
have been the wonder of the shoe industry—treal, strong, approved and correct lasts. 

finely made boots, made to retail at only $15 and $18. wit, us for further information today. THIS IS THE 
You will soon see what a demand exists right in your SEASON FOR RIDING. Capitalize on it! 













CLIP THIS COUPON, SIGN and MAIL TODAY for further information. 





0 ee ee a ne a ee New Catalogs— 
+ | Bnd to a 
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RICE & HUTCHINS 


INCORPORATED 
10 HIGH ST. - - - BOSTON, U. S. A. 


Rice & Hutchins Chiesge Co. Rice & Hutchins New York Co. 




























Rice & Hutchins Cleveland Co, Rice & Hutchins Philadelphia Co. 











Rice & Hutchins Baltimore Co. Atlas Shoe Co., Boston, Mass. 
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The Best News—Retail Trade Good 
And Getting Better 


Merchants Become Reporters for This Issue 
and Tell the Shoe World They Expect 
Good Business—Wired Reports 
from All Parts of Country 


of Fall business that is the 

most encouraging bit of news 
we can convey to the shoe industry. 
We have received it by telegram 
from merchants everywhere. 

The RECORDER is a publication for 
merchants and principally prepared 
by merchants, so we like to think of 
the following merchants as ‘“mer- 
chant editors” because they so speed- 
ily respond to the assignments given 
them. 

There is a thrill in every telegram. 
You will get the spirit of “let’s get 
the business and make the wind-up 
of 1925 one of the best years in the 
shoeman’s calendar.” 


(ac is a zest to the opening 


Wonderful Crops—More 
Wonderful Shoes 


With wonderful crops being har- 
vested, prospects for Fall business 
very excellent. Nifty strap patterns 
lead, front gore next, with beaded 
ornaments and small tongue. Re- 
gent pumps popular. Patents lead- 
ing. Black satins strong. Lighter 
shades in tan to prevail early in sea- 


son, followed later with trifle darker 
tans in kids, Russias and satins.— 
George Wareing, Z. C. M. I., Salt 
Lake City. 


Great Prospects—Higher Heels 


Business conditions our state 
show best prospects in years. Ex- 
pect big increase in business. Pat- 
ent leathers seem strongest bet for 
Fall selling, followed by black satin 
and medium brown kid. High heels 
much in demand and short vamps 
very popular. Pumps and buckles 
effects seem to be popular favorite. 
—Ike Kempner & Bros., Little Rock, 
Ark. 


Thirty Per Cent More— 
Blonde Vogue 


Business is confident and pros- 
pects best for years. Thirty per cent 
increase in volume expected. Colors 
for Fall blonde and sand kid with 
darker trimming. Black satin and 
patent. D’Orsay pumps, also light 
strap slippers with fourteen and 
seventeen eights heels, Spanish and 


Cuban effects, the season’s surprise. 
—R. E. Caradine, Memphis, Tenn. 


Increased Business—Simpler 
Shoes 


Business holding up very good. 
Expect increase business for balance 
of year over last year. We have de- 
mands for plainer type of footwear 
without straps in majority of cases. 
Patent first, satin second, brown 
leather third.—Robert M. Logan, 
Fort Worth, Tex. 


Resorts Popular—High Spike 
Heels 


Atlantic City having good busi- 
ness. Selling patent, velvet and 
satin opera pumps mostly on modi- 
fied last. Very high spike heel with 
cut steel ornaments are best sellers 
and look good for Fall season on 
blonde kid again—Sam H. Schellen- 
berg, Atlantic City, N. J. 


Bumper Corn Crop—Blacks Lead 


The outlook for Fall business the 
brightest we have seen for several 
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years, with a bumper corn crop in 
our section. Black leads by big ma- 
jority, patents first and black satins 
second. Some demand for colored 
kids. Buckle shoes very strong.— 
Welch Shoe Co., Fort Dodge, Iowa. 


Larger Volume—Buckles Good 


Business conditions improving. 
Expect larger volume than last year. 
Blacks selling best. Patents first, 
satins second, blonde and brown 
next. Black and brown and in 
colors in order named. Step-in 
pumps and one straps best bets. 
Buckles very good.—Stone Shoe Co., 
Cleveland, Ohio. 


Coal Country Reports—Blacks 


Answering your wire of today, 
business is rather quiet here on ac- 
count of the expected coal strike 
next Tuesday. We have a citizens’ 
committee appointed to wait on the 
operators and union officials today 
in an effort to avert a strike. If 
they are successful we look forward 
to good business this Fall. Black is 
the popular color here, with patent 
leather, satin and kid most in de- 
mand. There are a few calls for 
velvet and blonde kid. The strap 
and step-in models are best. The 
demand is practically all for the 
block heel. We notice a growing 
tendency toward tan calf sport 
shoes.—Martin F. Murray, Wilkes- 
Barre, Pa. 


Miami Booming—Lighter Kids 

Everybody knows the condition in 
Miami today. The big boom is on. 
We cannot get enough shoes. We 
are in the market constantly for 
more styles and patterns. Light 
colors such as blonde, fallow, in kid 
are selling 75 per cent over satins 
in those colors. Light shoes with 
darker leather trimming also in de- 
mand. You know, Miami is six 
months ahead of the rest of the 
country in style, so look for next 
Spring to be the greatest color 
period in the history of the trade.— 
M. M. Nankin, Miami, Fla. 


Business Good—tTailored Effects 


Business conditions good. Ex- 
pecting nice increase in volume this 
Fall. Colors black, brown and tan. 
Materials, patents, satins and kids, 
some calf. Types, pumps, step-ins, 
simple strap effects and buckle 
pumps—all tailored effects, nothing 
fancy.—C. E. Gibbs, Byck Bros. Co., 
Atlanta, Ga. 
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Optimistic R. L—Suedes Appear 

Business steady, outlook opti- 
mistic. Black first, brown second, 
suéde gaining, satin losing. Higher 
heels demanded. Straps 50 per cent, 
pumps 44 per cent, oxfords 6 per 
cent. Black selling 80 per cent of 
sales, but brown steadily gaining. 
Comparative big season on brown 
suéde expected.—R. W. Lofgren, 
Gladding Dry Goods Company, 
Providence, R. I. 


Everybody Working—Welt 
Demand 


Crop conditions fair locally. 
Labor is well employed. General 
outlook gives evidence of-good Fall 
business. Demand in women’s foot- 
wear to date seems to be patent, 
black satin, golden tan kid, and 
Russia calf in order as given. Grow- 
ing demand for high grade light 
welt soles in more conservative 
dress styles in above materials with 
medium height covered heels.—Will 
Sechler, Fort Scott, Kan. 


Best in Years—Colored Kids 


Business conditions here best in 
several years. Outlook for Fall big. 
Early demand for patents, followed 
by satins and kid. Expect colored 
kids in smart novelties. Conserva- 
tive types and plain patterns to lead. 
—Russell Williams, Weggenman 
Booteries, San Diego, Cal. 


Northwest Alert—Pumps and 
Gores 


The outlook for business condi- 
tions in the Northwest is very good. 
Farming communities are optimis- 
tic, feeling better mentally, and 
have some ready cash. July a very 
good month. August is fair, with 
an indication of considerable con- 
sumer interest in new Fall mer- 
chandise, contrary to previous years. 
Patents, colored and black kid 
leathers lead, while pumps and gore 
effects predominate.—J. Langley, St. 
Paul, Minn. 


Fair in Ohio—Straps 


Outlook for Fall business around 
Cleveland just fair. Black footwear 
is all we can see just now. Strap 
patterns best bet, Regent pumps 
second. Seventy per cent Louis 
heels, 30 per cent Cuban heels in 
turn types. In welt oxfords tan calf 
will be best bet.—Petot Shoe Com- 
pany, Cleveland, Ohio. 
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Too Much Black—He’s Right 


Business outlook generally good. 
Cannot expect increase sales with 
black selling 90 per cent. Call for 
plainer types cut the per-pair sales. 
Step-in, buckle and gore pumps lead 
in volume. Black kids coming 
strong colors. Favor chestnut, san- 
dalwood, cranberry, golden brown in 
colors—W. E. Brelsford, Topeka, 
Kan. 


Increase Ahead—Velvets Second 


Business conditions somewhat im- 
proved. Patents foremost, -black 
velvet and satin following. Demand 
for light brown kid increasing. Look 
for substantial increase in volume 
this coming season. — Hofheimer 
Bros. Company, Norfolk, Va. 


Coast Optimistic—Very Styleful 

Business conditions our communi- 
ty good, optimistic tone for balance 
of this year. Volume sales consists 
patent, plain and trimmed; black 
satin; tan calf; brownish kids in 
plain, also two-tone effects. Pat- 
terns—straps, operas, front-gores 
and oxfords in order named. Orna- 
ments important, cut steel leading 
for afternoon wear. Silver, gold- 
brocade, silver and gold kid, also 
dyeable brocade satin for evening 
wear. Rhinestone slides, also front 
buckles for opera.—Harry A. Gib- 
son, San Francisco. 


Everybody Working—Tans 
Improving 

Business normal for this season; 
slightly better than last year. Look- 
ing for good Fall business, for there 
is a better mental attitude, better 
employment and more orders in fac- 
tories. Patent best seller in strap 
and gore patterns, with block heels. 
Satin second, black kid third. Tans 
improving, possibly coming up to 
third position—R. H. Webster, 
Rochester, N. Y. 


Cotton Crops Good—Pumps Lead 


Patent leather, followed by black 
satin, to lead. D’Orsay, buckle and 


opera pumps leading. Strong ten- 
dency to brown and black kid for 
early Fall. Few black  velvets. 
Twelve to fifteen-eight Cuban, four- 
teen to sixteen-eight Spanish heels. 
Present conditions fair, crops good, 
Fall outlook very good, all very 
optimistic—Byck Bros., Savannah, 
Ga. 
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An Analysis of the Color Trend 


in Women’s Wear 


FTER a comparatively long 
Aptmres laces are revived 
with mousseline de soie, chif- 
fon gauzes and all lingerie effects. 
And with them come drop skirts. 
In fact, the girl with long hair is 
again in demand and bobs are 
threatened with being cast into the 
discard. 

As for the decorative feature of 
sheer fabrics, Jack Frost has been 
awarded the throne, since frosted 
effects, immaculately white, appear 
in crystallised effects on sheer 
weaves for evening wear. For good 
measure laces are shot through with 
silver threads and the same is true 
of many sheer fabrics, and this 
makes clear that silver in footwear 
will be a good investment. 

As one swallow does not make 
a summer, one tinsel does not make 
a fashion. And so gold comes for- 
ward as a running mate with sil- 
ver, both as a decorative feature in 
fabrics and a covering for dainty 
feet. 

Satin crépes having brocaded fig- 
ures all in self colors with the 
ground are again assured adoption 
by the advance trade. And with the 





By Eugene Peirce 


The Industry's Best Author- 

ity on Color Gives Us His 

Predictions as Far in Ad- 
vance as Next Spring 


revival of old time favorites there 
comes a renaissance of velvets so 
light and fine that they can be drawn 
through a wedding ring. So there 
you have the fashions for dressy 
occasions. 

Extremes meet in the new fash- 
ions. Would you believe it, light 
weight tweeds half the weight of the 
former Scotch weaves are the new 
fad for simple dresses for town or 
country club wear? Not only are 
tweeds shown half their weight, but 
the surface is flattened. 

Again, tweed coatings embodying 
all the cumulative skill and taste of 
the Scotch in the assembling of 
colors acquired during a period 
passing the century mark are to be 
the high peak in coatings. 


Thus, footwear of the tail- 
ored or semi-tailored variety 
may be confidently manufac- 
tured and offered for the fall 
and winter seasons now near 
at hand. Winter sports, of 
course, call for a special sort 
of footwear of a more staple 
variety and production should 
be governed accordingly. 


Competent observers who “look 
before they leap” in the matter of 
production have prepared and are 
selling for Fall distribution, patent 
leathers, kidskins, suéde and satin 
calf. One representative manufac- 
turer places Russia calf first, patent 
leather second, satin third, and suéde 
fourth. 

For evening footwear silver is 
highly recommended. Pink is freely 
selected. White is favored and 
white satin brocaded, which lends 
itself to tinting, is generally en- 
dorsed. 

Copper colors are a novelty. Satin 
pumps embroidered in colors of 


which purple and gold are one ex- 
ample are high novelties. Peri- 
winkle blues gain in favor as the 
buying public becomes educated to 
the refined and pastel colors. 

Fancy leathers have taken the 
place formerly held by fancy strap- 
pings and are generally in contrast- 
ing colors with black or in harmon- 
izing colors with browns or grays. 
Tan is a favorite in combination 
with black, although browns, blues 
and grays are seen. 


FTER all is said and done, the 
blue series, from sky through a 
long gamut including wedgewood, 
copenhagen and similar blues of the 
gray variety, are the top liners. The 
leading manufacturer of coatings 
shows five blues, two of which were 
added recently. Cuckoo, a deep, rich, 
slightly reddish brown; sea swal- 
low, a gray; queen bird, a bluish 
purple, deep and rich; falcon, a soft 
medium, fur-like gray; and plover, 
a grayish brown, are chosen in win- 
ter coatings. The color wheel re- 
cently shown in the BooT AND SHOE 
RECORDER is now generally accepted 
by color authorities and by dyers. 
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Thrills for the Customer 


HE average shoe store of 1920 was a dingy 

dump. It was a warehouse of odds and ends 
with no particular incentive to make it an attrac- 
tive place of business. People bought shoes be- 
cause they had to have them. There was some 
pleasure in a new pair of shoes, but it wasn’t par- 
ticularly the “thrill of style.” 

In five years we have stepped along the road of 
merchandising not only in making footwear more 
attractive to the consumer, thereby encouraging 
the ring of the cash register, but in making stores 
so attractive that customers enjoy the thrill of be- 
ing in a shop whose standards are in keeping with 
the merchandise sold. 

The grading up of shoe stores is as important 
a factor as any other in the trade. Perfections 
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of modern living and changes in transportation 
are also contributing factors. Modern merchandis- 
ing methods favor the establishment of new stores 
or the remodeling of old in keeping with the gen- 
eral upgrading. 

A prominent banker says “our standards of liv- 
ing are at once the hope and despair of European 
statesmen.” Even economists in our own country 
exclaim: “Where do they get the money!” Near- 
ly half the people of this country are gainfully em- 
ployed and their average income is close to $1,800 
@ year. A combined annual purchasing power of 
close to 65 billion dollars is spent for food, automo- 
biles, radio, silk stockings, movies, golf clubs, fac- 
tories, railroads, schools, homes. A more diversi- 
fied dipping into every person’s pocket exists no- 
where else on the face of the globe. 

Such a reservoir of cash and opportunity for 
the dealer is the marvel of civilization. It was to 
be expected that ten years after the war some fall- 
ing off in the demand for goods would take place, 
because of the overwhelming debts that had to be 
paid, with interest. Instead, purchasing power of 
this country makes every individual seem prodigal 
with his purse, and his and her desire refuses to 
be bound down to any fixed budget. 

We are able to buy as much as we do for the sim- 
ple reason that we do buy as much as we do. That 
may seem an interesting complex of words, but 
nevertheless it is true. There is no end to the pur- 
chasing power, providing the thrill of desire is 
kept up. That is the keynote that we are giving to 
this week’s issue—the more attractive the mer- 
chandise, the greater its saleability. The more at- 
tractive the store, the greater its “enter-ability.” 

The desire to buy is increased by the surround- 
ings. A seven-league step has been taken forward 
in the styling of merchandise. A similar step is 
taken forward in making the price of that mer- 
chandise within the purse of most every man, 
woman and child. The next step forward has got 
to be one where the right merchandise and the 
right price makes the right profit in the right store. 
All of these new, wonderful things in merchandis- 
ing stylish goods in stylish stores must be based on 
profit taking. 





Don’t Overplay Black 


HIS is in the shape of a warning not to let 

your interest wane in getting more shoes sold 
to the public. A menace to profit comes from over- 
playing black, for every merchant then takes it 
for granted that what he has is right, and all he 
has to do is sweeten here and there to carry on. 
When he gets dull merchandise in his window and 
in his store he limits the number of pairs sold per 
person. Women have been encouraged to buy 
many pairs of shoes, and unless there is style va- 
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riety, they will 
hardly buy as 
many pairs of 
the same num- 
bers that are 
already kicking 
around in their 
closets. 

As one mer- 
chant put it, I 
know every- 
thing that is to 
be known about 
style. I am play- 
ing the safe 
numbers now, 
but what I can’t 
understand is 
why I am not 
doing the vol- 
ume that I for- 
merly did.” 
This man had 
reached the 
point where the 
courage to ven- 
ture had disap- 
peared from his 
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AN AUDACIOUS IDEA ~ FIFTH AVENUE TAKEN BY 
THE SHOE TRADE FOR RUNWAY PURPOSES 
DURING THE WEEK OF SEPT 12-19 ‘TIS SAID 

100 SHOE MODELS witt PROMENADE THE AVENUE, 
~ OH YOU KIDS AND KID. 


agreeable things 
will not get us 
anywhere. 

The increase 
in tax rates re- 
ported through- 
out the country 
indicates a lax- 
ity on the part 
of business men 
in checking the 
wholesale‘ _in- 
debtedness 
placed upon 
communities by 

' city, town and 
village polti- 
cians. 

More than 
ever before it is 
necessary for 
the __ business 
man to take an 
intelligently ac- 
tive part in civic 
affairs to the 
end that his 
business invest- 
ments be safe- 
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merchan- 


he 
dising. As a re- 


sult, his store had no thrill in it to the customer, to 
the clerk or to himself. 





Wild Official Expenditure 


OT only is there but small resistance to the 
outflow of official expenditure in city, State 
and nation, but each .of the three departments is 
reaching over and adopting methods of taxation 
formerly restricted solely to the other branches. 
Thus one mayor proposes to adopt for city use the 
tax of 1 per cent on all retail sales, together with 
a drastic and all-inclusive system of license taxes 
on every sort of business and profession.. Various 
States are dipping freely into income tax plans, 
similar to those of the Federal Government. 
The whole idea of the ignorant law-maker or 
the demagogue is to search out new ways of tak- 
ing money from those who have anything and 
turning it over to favored classes or groups, or 
cliques who are assumed to swing a voting power. 
In other words, public treasuries are being 


looked upon by a certain class of politicians as. 


enormous and wholesale bribery funds. This may 
sound “radical”; but it is merely the cold and un- 
adulterated truth. It is a very disagreeable truth 
to face, and a disagreeable truth is set down in 
black and white; but truth it is; and the too preva- 
lent American practice of shutting our eyes to dis- 


guarded. Stat- 
utes, laws and ordinances are easy to pass. Once 
passed and in force it is sometimes almost impos- 
sible to erase them from the books in which they 
are written. 


Be Truthful in Advertising 


T is time to watch methods of merchandising 
and to keep competition honest and fair. This 
watchfulness should be not only without the trade, 
but within. Not so long ago the unfair business 
practices of the sample shoe stores prevailed. A 
misuse of advertising to the selfish aims of one 
store as against all of its brother stores and to 
their discredit has always been branded as unfair. 
If the time has come for a change of methods in 
retailing, for a strenuous use of advertising to pro- 
mote sales and for a sharper competition between 
merchants, let it be on a fair and square basis. 








Rumor or Reason Styles , 


HERE is a growing appreciation of genius in 
style designing in the United States. 

The hit-or-miss policy of shoe designing evolves 
no one true major style. We have been too imita- 
tive in shoe designing. 

Creative ability can only come by a study of the 
styles which have gone before and from these past 
experiences, some bright brain is going to discover 
a new pattern of a possible revolutionary sort. 
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In Next Week’s Issue 
Boot and Shoe Recorder 


(September Twelve) 


How to Turn Your Own “Main Street” 
Into a Shoe Style Runway 


HOEVER heard of making Fifth Ave- 
nue a fashion runway? With every 
store cooperating and 100 models walk- 
ing down that famous street of style, the wide, 
wide world will know that shoes have a place 
in the sun of style. We are going to carry the 
same idea into the BooT AND SHOE RECORDER 
of Sept. 12, but making it applicable to any 
community in the United States. We are go- 
Making leather ing to show merchants in a town how they 
can cooperate in having a style show feature © 
on “Main Street.” 


Because a diversity of leather on one pattern 
is the most attractive feature to the customer, 
we are going to combine in that number the 
complete “up and down”—leather pictured 
from field to fashion. 


More of the same A Simple, Easy and Correct Stock System 


How one medium size retail shoe merchant 
keeps his stock records in apple pie order with 
the utmost ease. A little pad of paper does 
the trick. 


How to Pull a Crowd 


What merchants can do to make some one 
fall week conspicuous and bring a crowd into 
Even the forest does its part town and store. 


Who Put Geometry Into Shoe Styles? 


An interesting, valuable article—illustrated 
—describing an unusual pattern based on the 
theory of making a shoe look smaller than it 
realy is—an optical illusion. 


The bark that is silent Also, all the trade news as usual. 
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OXFORDS—the newest  foot- 
wear fashion feature is the French 
oxford forepart with the high 
Spanish or spike heel. As this 
style section reveals types of 
shoes in black ink, and amplifica- 
tions of the same type in red, we 
present the newest style note of 
the season by leading off with 
this oxford m Cocoa Alligator, 
Caramel suede ribbon laced to 
harmonise. A 19/8 heel with a 
base as big as a nickel, is to be 
found on the newest high 
fashioned oxford. A variety of 
appliques for upper decoration 
rather than cut-outs. 





GORE FITTING—this skeleton oxford 
type ts indicative of the other extreme 
in oxford building. The blonde kid 
shoes with side cut-outs and silk gore 
front illustrate an extreme in style in 
the same oxford family. With one or 
more of the spaces filled in, this shoe 
would make an excellent lace or gored 
oxford. When the extreme style picker 
turns to colored kid, it indicates that 
the next move after black is colors. 





High-heeled Oxfords the Latest Fashion Note 
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Out of Style 


PUMPS—they have been talked about 
for years, but it took a new last with 
snug side fitting features to make possi- 
ble a universal making and merchandis- 
ing of fine pumps. Patent leads, fol- 
lowed by satin, some suedes in the black 
and brown families, and some colored 
kids. Inevitably beautiful buckles are 
needed to complete the picture. Su- 
perior opera pump making was once 
the prerogative of fine hand-shoemak- 
ing. Today pumps and operas are made 
in every manufacturing center and are 
saleable in all grades. 








VELVETS—the surprise of the season. 
When the trend was interpreted to- 
ward black velvets, its place as a shoe 
material was inevitable. Makers of this 
pile fabric have improved the material 
so that it has much of the shoemaking 
advantage possessed by satin. Good 
shoemaking also develops the use of 
overlays, fancy stitching, etc. In_ this 
model a little gored U at the high throat 
is to be covered with a pretty buckle. 
Black velvet principally, but the Pansy 
shade and other colors have also ap- 


peared. 


New Side Fitting Lasts Make Pumps Popular 
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SLIM STRAPS—the one-strap we 
hope will never fade out of the pic- 
ture of good style for women. It has 
a fitting asset that makes it fitable to 
the foot one size up or down, by the 
adjustment of the button. The waist 
line strap is usually held in place by a 
gore or small buckle. The instep strap, 
as above, is a universal favorite, but 
some mighty fine styles have been made 
up in the ankle strap, cutting the sides 
to a D’Orsay line. This style in suede 
with overlay of black calf swinging up 
to the strap itself. 


FRONT LINES—found in high-style 
shoes. Usually it is a very thin strap 
that goes up in a loop to meet the one 
strap connecting the quarters. In the 
above case we show a snake effect made 
by an overlay of green lizard with 
snake-head buttons. The front strap of 
today, is the Grecian strap of several 
seasons ago simplified. The model se- 
lected is in black kid, which has re- 
turned to high fashion favor. 


Front Straps and Thin Straps Most Styleful 

















September 5, 1925 BOOT AND SHOE RECORDER 





FABRICS—have come into the shoe 
trade and found a permanent place in 
fashionable footwear. Satin in par- 
ticular has a leadership, and since it is 
possible to use trimmings of suede, fa- 
bric shoes can be translated into most 
any pattern. French blond satin and 
peach blond satin are distinctively new 
this season, and are worthy of a promi- 
nent place in afternoon footwear. Black 
satins predominate, but there is a place 
for colors as well as the moire effects. 
This front medallion in suede and satin 
conceals the goring adjustment. 


Front Effects and Twin Straps for 





UNUSUAL LEATHERS—are finding 
their way into fine feminine footwear. 
Tanners of kid and calf leathers have 
learned how to print and emboss all 
sorts of designs ranging from lisard to 
fish skins, geometrical patterns, and the 
like, so that there is a novelty and variety 
in shoe materials. Plus all this, color 
effects, either plain, mottled, or blended, 
make possible a diversity of footwear 
undreamed of heretofore. We illus- 
trate a rather unusual, wide strap with 
two buttons. Fancy patterned leather is 
relieved by the underlay and contrasting 
leather bands. There is a place in every 
stock for a wide band pump, because it 
certainly gives better fitting adjustment. 


“fit-ability” 
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HIGH THROATS—are grown-up 
pumps. The degree of care taken in 
crimping and lasting has an important 
bearing on their fit-ability—the gore be- 
neath is generally the best selection, 
however. A high throat makes an un- 
usual shoe, and is the big sister of the 
sabots of last season. The unusual ef- 
fect here given is an amplification of 
the cubist vogue. The effect desired is 
to cut the foot into what looks like 
camouflaged spots—the idea being to 
make the slipper look smaller. 


FANCY FRONTS—are the logical de- 
velopment after step-ins. The gore un- 
derneath gives all of the fitting value of 
the step-in with corresponding newness. 
Many of the step-in effects are Colonial 
types. They permit a fancy buckle to be 
placed below or across the tongue. The 
very latest thing is to have from three 
to six bands of different colored kid ex- 
tending across the throat from the 
sides. The use of a smaller cut-out is 
in keeping with the pattern. 


High Crimped and Gored Throats Are New 
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COMBINATIONS—This_ season the 
major trend is black, but distinction 
comes through the proper use of colors 
in unusual shoes. Every store needs 
smart shoes to put a sparkle to shoe 
selling. We illustrate a French blond 
kid with platinum trimmings. An 
ornament to harmonize might go well 
on the front. Note that most of these 
shoes have the improved short vamp 
with a toe that is more pointed. It is 
the new vamp in high style footwear. 


NEW LINES—are difficult to get, but 
once achieved insure remarkable selling 
numbers. When the automobile maker 
made a study of stream lines he started 
a new order of styles; similarly design- 
ers in shoes have sought new stream 
lines that would make the shoe both 
simple and smart. Here we have a one- 
strap with a flying colored band that 
goes down over the waist. Its purpose 
is purely decorative. The major slip- 
per is made up in a light colored kid 
with light buckle to match. The strap 
in dark brown is bordered with gold kid. 


SN 


Simplicity and Good Taste Now Paramount 
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EVENING—wear has developed the 
finest arts of .shoe creation. Gold and 
Silver kid continue to be the leading 
leather. Tinted metallic brocades to 
match the gown follow, and when it 
comes to ornamentation, imported enamel 
buckles, Chinese buckles, and all the arts 
of the jeweler. Here we show a rosette 
made in leather with a rhinestone center 
and embroidered fringes. There is no 
limit to ornamentation in evening foot- 
wear. This season illustrates the peak of 
demand. 


BOUDOIR—footwear has opened up 
an entire new division of footwear pos- 
sibilities to shoe stores. Once the mule 
was in the prima donna class; today it 


is sold pretty generally the country 
over. Here is a new number with a silk 
goring band on top of it, a front in 
silver kid with an applique of orchid 
colored leather on the forepart. While 
on the subject, the very latest style note 
is the use of fancy colored kids and 
satins in the evening and afternoon foot- 
wear for lining material. Why should 
the linings of footwear be limited to 
gray, tan, and white? Isn’t there a 
place for more fancy linings? 
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thought is not original with us, because 

it comes out of the convention of the Na- 

tional Association of Retailers, Clothiers and 

Furnishers, but it might well be said about foot- 
wear. 

It was used in connection with the debate on 


7 7 OUNG men’s ideas dominate styles. That 


wide pants for young men. The conservative 
element in the convention came out flatly for 
curtailment in this direction. The youthful 
tailors yelled for bell bottom pants, Oxford bags 
and sartorial knock-outs in colors in men’s 
clothes. You just know who won out. 

The RECORDER was first to show that balloon 
shoes had a place in young men’s footwear, and 
we now go on record as saying that balloons 
will grow even stronger in demand when wide 
trousers are more nationally worn. 


E can see a remarkable development of 

blucher types, and we make that prediction 
in this number, because it is the outstanding 
style development of the coming season. 

Some of the balloon shoes are even wider than 
the most extreme lasts of the present day. In 
a 7-B we have seen a last five inches across the 
ball. A substantial heel and shank makes the 
complete picture—one of the most striking shoes 
that have ever appeared. 

We had a period once before when the young 
man swept the field in style. It was when high 
toes came into vogue 15 years ago. The balloon 
last will stimulate the men’s shoe business even 


more strongly than did the high toe, and we 
recommend particularly the blucher type of con- 
struction. 


HE shoe men of this country have got to get 

a kick out of the men’s department and it will 
come by emphasizing balloons, bluchers, and 
bulk leathers. Even the laces used in these 
heavy shoes are miniature cables in weave and 
size. This may seem an extreme prediction, but 
it is predicated on what the young man will 
want. 

The second division gives us the swing last 
built on the college toe of a number of years ago, 
with the extension swing to the outside. This 
last is just appearing. Its toe is medium high 
and the space between the cap and the throat of 
the vamp is’ short and scooped out, for the wood 
is made narrow there to give the fitting value, 
and prevent folds and creases. This is the 
second type of last, and worthy of consideration. 


N the third division we have the English last 
in a ball with a slightly narrow toe. It is a 
conservative shoe for middle-aged business men. 
The last is the whole thing in men’s shoemaking. 
If it is right and in the above classification, it 
will make business for the men’s side of the 
store. 

One of the remarkable things about the men’s 
business is the demand for shoes at the inter- 
mediate prices. It is the price range of $7, $8, 
and $9 which demand selling attention. 
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peeceens are coming. Smart, dis- 
tinctive balloon type lasts in blucher 
construction have a fall and winter style 
value to them appreciated by the trade and 
accepted by the public. The big scheme in 
men’s footwear is to establish types of shoes 
that will be in style for fall and winter and 
out of place for spring and summer. Now 
that oxfords are appropriate for year- 
round wear, a new situation has developed 
warranting a change in construction, and 
the best style authorities agree that the 
introduction of the blucher in heavier type 
footwear will do the trick. There is a kick 
and smartness to the new shoes that make 
them saleable in all grades. The big point 
underlying this new campaign of merchan- 
dising is to increase consumption of men’s 
footwear. Bluchers have been out long 
enough to make their return styleful. 
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are coming back to some extent, par- 
ticularly in the grain leathers. Grain 
leathers are expected to develop into 
bigger business for winter delivery. The 
grain and boarded leathers are being shown 
on the full toed brogue lasts mainly, al- 
though some are applied to the more con- 
servative lasts. A whole new development 
is possible in the use of stitchings, for the 
machines now are regulated to take heavy 
harness stitch, and the lighter silk thread. 
Designers have found out that it is possible 
to make not only tip perforations, but new 
quarter perforations, and one ingenious 
operator put a fancy effect on the tongue 
in the shape of criss-cross stitching. The 
trimmings that go on to shoes, fancy welt 
edges, beading, rounded soles, all have a 
place when the kick of style is put in men’s 

footwear. 


MARTER patterns appear. Wing tips 
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Out of Style 
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IS NZAZNZ WAN Wav. WAY: VAAN L color with black gaining in popularity. 
The shades of tan differ, many of the newer 


J | shoes being of nearer medium shade than 
] the extremely light shade which was run- 
ning this summer. The extremely light 
tan shade was not a failure even though 
it may not be used as extensively again. It 
served a purpose and well, too, that of creat- 
ing for the medium tans a ready market. 
The light tan had a big influence. Its 
yellowness impressed upon the consumer 
interested in a medium light tan that that 
shoe was not too light, that he had seen 
many much lighter, visualizing the yel- 
lowish tan which may be said to have paved 
the way for a brisk call for light tans, 
even though they may not be as light as the 
yellow one. 

More than one pair of shoes is necessary 
if the light tan is bought. That becomes 
apparent to the wearer and often a dlack is 
bought as a means of securing contrast. 

There is a place for a fall golf shoe and 
we illustrate a grain vamp, a scratch-proof 
quarter and a cordovan saddle—all in one 
shoe and the color scheme is such as makes 
it a real novelty but in good taste and 

selection. 


ATHERS. Tan continues a popular 
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selling. “Doggy” is the term applied to TT 
the appearance of shoes of this type. More 
soft and semi-soft toes are coming. Medium ] 

wide and square toes there are in abun- 
dance, and pinking, perforating and stitch- 
ing give fancy effects. Scotch and fancy 
grains are noticed. Heavier soles feature 
many of the fall shoes. Heavy designed 
patterns are being emphasized for street 
shoes with stitched bals for semi-dress and 
dress. These points will figure in the cam- 
paign to stress proper oxfords. Salesmen 
besides sampling for immediate orders are 
in many instances showing lightweight ox- 
fords for spring in the light, bantam and 
feather weights. Greater effort is being de- 
voted to oxfords of this class, the chief 
object being to effect such contrast that the 
approach of a change in season will demand 
new footwear just as much as new clothing, 
either heavier or lighter, according to the 
change. Balloon and short effect oxfords 
will be in demand because wearers of the 
wide trousers must have shoes which will 
harmonize with —. eo is Pvc 4 

toward heavier bottoms and leather heels pT ____ 

on fall and winter oxfords. SIEEEEZZLTERIEEX LZ 
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DD BESS shoe demand. The young men 
of this country have gone dance crazy. 
It is revealed in the footwear they buy. 
Here we show a three-eyelet tie that is 
piped with iridescent patent leather, and 
it is a he-man’s shoe at that. The little 
sparkle to that binding makes the shoe a 
distinctly attractive style. Some of these 
patent dress oxfords have gore sides and 
they are called “Charlestons.” It is not 
unusual to see men in big city centers wear- 
ing patent leather shoes after six o’clock in 
the evening, whether or not they have 
tuxedos or dress clothes on. Shiny patent 
leather is hy in an evening shoe, 


a, Nag ee ne om ona “ea “eee, q 
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and has a place in the stock of every smart 
shoe store. 

For dress the plain toe oxford in patent 
or dull calf is shown. The old fashioned 
flat bow pump in patent is being advocated 
for full dress to a greater extent than for 

several years. 
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NGLISH lasts are in the offing—will 

they come in with the sharp difference 
between business footwear and young 
men footgear? More rapid changes in 
men’s styles are acknowledged by last and 
pattern manufacturers. Many changes are 
derived in pattern alterations, but the basic 
changes are in the last. A tendency toward 
wider and straighter lasts is noted. 

Fancy shoes are, of course, attracting at- 
tention, but the conservative styles are los- 
ing little of their popularity. One indica- 
tion of the contention that men’s styles are 
actually changing is that a large concern 
fifty years old is now making shoes with 
brand new effects despite the fact that it 
has been long rated as a firm which made 
only staple footwear. 

The trade has already emphasized tan 
shoes for daytime wear and black shoes 
for evening wear, and in holding on to the 
light and medium shades of tan in high 
finished leathers the contrast makes possible 
the sale of a pair of blacks, particularly 

in the new waxed calf finish, and on a cus- 
is y last. — you get —o last for 
CAA TINIAN AN yy ~ —_ wear @ a custom last for evenin 
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Dual Stocks Are Now Necessary in 


Men’s Footwear 
By Wire from Merchant Readers 


merchants and you get a 

pretty good idea of the na- 
tional style trend in men’s footwear. 
But let us give a warning—don’t let 
these opinions influence you to such 
an extent that you overlook the re- 
quirements peculiar to your com- 
munity. 

What is salable in New Orleans 
may not be salable in Boston, but 
there is this truth to the survey here 
presented—that never have we had a 
more national uniformity of style 
opinion. 

Why is it that there has developed 
in shoe merchandising a sharp line 
between young men’s styles and 
older men’s styles? For the young 
man the balloon type of shoe; for 
the older man the English type of 
last. The twain never meet. 

Perhaps this is as it ought to be, 
and yet that condition does not pre- 
vail in women’s footwear, by any 
manner of means. It means dual 
stocks, if the store has got to serve 
both divisions of manhood — the 


A merch the opinion of many 


young man and the settled old man. 
This division of demand is noticed 
in business and dress shoes but it 
has no part in sport shoes. In sport 
attire all men demand the same 
youthful characteristics. 

Our merchant-readers will appre- 
ciate the kindly cooperation of the 
following merchant-editors who have 
contributed to this issue. Here is 
what they say: 

National Style Chairman 

Reports 
No decided change anticipated in 


the men’s shoe business for remain- 
der of this year. New lasts on 


wider toes have largest sale, medium 
shades tan and black calfskins to in- 
crease in sales as season advances.— 
A. E. Taylor, Hassell’s, Chicago, Ill. 


Light Colors All Winter 


Looking forward to an increase of 
about 15 per cent on men’s business 
this fall. Balloon type lasts will sell 
strong. Medium French last have 
increased in sales lately. Look for 
a drop in sales of lasts between 
types mentioned. Light colors will 
continue through winter—M. C. 
Petersen, Chisholm Boot Shop, 
Cleveland, Ohio. 


Best Season Since War 


Outlook here prosperous and very 
encouraging. Coming season will be 
best since war. Best men’s last, 
medium-broad toe, flat-tread oxford. 
Medium shades of tan, 65 per cent; 
25 per cent plain black; patents 10 
per cent.—Fred B. Kohler, Louis- 


ville, Ky. 
English Lasts Again 


Looks like English lasts coming 
fast. Broad toe for young men who 
wear balloon trousers still very 
much in demand. Light tan a little 
on the wane. We all expect good 
fall business —Arthur E. Ebbs, St. 
Louis, Mo. 


Light Tans in South 


Outlook for selling men’s shoes in 
and about Charleston this fall ap- 


pears very bright. Bumper crops 
and good prices for tobacco and cot- 
ton. With many mills running day 
and night, and ports rapidly expand- 
ing commerce. This gives wide- 
spread feeling of optimism. Sala- 
ble color largely light tan with 
balloon and medium broad toe lasts 
predominating. Storm welting 
strongly demanded—James F. Con- 
don & Sons, Charleston, S. C. 


Percentages in Ohio 


It looks like 75 per cent oxfords; 
25 per cent high shoes. Seventy per 
cent tan; 30 per cent black—tan 
shades mostly medium or Cambridge 
tan shade. Balloon toe, 70 per cent; 
extreme wide balloon toe, 20 per 
cent; narrower toes, 20 per cent. In 
leathers, calf skins, 65 per cent; 
grain leathers, 20 per cent; kid, 10 
per cent; patent leather, 5 per cent. 
Conservative shoes and oxfords not 
included in above figures. Narrower 
toes will not take in this section any- 
where near as fast as they will in 

(CONTINUED ON PAGE 63) 
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Seven Boston Buyers 


Wrote This Article 


Sane Buying Methods Which 
_ Spell Success 


How to Start the Season Right 


matic method of buying shoes. 
Hit or miss methods are a thing of 
the past. There are simple methods 
of keeping records of stock on hand, 
orders in the works and daily sales, 
so that a perpetual inventory is 
available at all times. 

The suggestions here submitted 
by leading Boston buyers are offered 
as a constructive policy. They are 
not “hard and fast rules.” The 
merchant must in all cases be gov- 
erned by his local conditions. Bos- 
ton buyers have made it plain that 
in presenting their views they do 
not wish to dictate the situation, but 
they do make it plain that these sug- 
gestions apply as well to other large 
buyers as to themselves—and as 
much to small buyers as to large 
buyers. 

1. It is well in starting off a sea- 
son to‘allot the number. of pairs on 
each staple style that you expect to 
carry throughout the season. Make 
up a set of -headings on normal 
stock, showing the sizes and widths 
that you consider proper for your 
particular location. Put. these fig- 
ures in your stock-book in red ink, 
check up this stock\book each week 
or two, and place your order accord- 
ingly. It’s a sliding scale. In mak- 
ing up this normal stock, allow for 
the length of time it requires to 
make up the shoes, also for trans- 
portation. By following up this 
method closely on steady styles you 
cannot go far wrong, as you will at 
all times have the shoes on hand or 
on order.—R. L. Upton, Gillett & 
Upton, Inc. 

2. Novelty shoes should be 
bought. on an entirely different 
basis. The most successful mer- 
chants buy high style novelties in 
small quantities and clean them up 
as quickly as possible and then go 
to something new. Dén’t -re-order 
on a novelty simply becatise it hap- 
pens to go well the first of the sea- 


VERY merchant, to be suc- 
cessful, should have a syste- 


son. Too many merchants make 
this mistake, with the result that 
they have shoes left on their hands 
at the end of the season. Keep the 
novelties coming in small lots and 
safe sizes and it will soon become 
known that you are the live man in 
your town and yours is the store 
where the new styles are to be had. 
Stop buying a novelty when it is 
selling well.—J. H. Steele, Knicker- 
bocker Shoe Shop, Boston. 

3. Often buyers never come into 
contact with customers. Every 
merchant in making his season’s 
purchases should take his sales- 
men’s advice into consideration. It 
is true that most salesmen are not 
capable of buying; if they were, 
they would all be buyers. But don’t 
overlook the fact that they are the 
men who meet your customers, who 
fit the shoes and who feel the pulse 
of the trade. Don’t belittle this ad- 
vice. Remember that you were once 
a salesman and how many times you 
have thought that if the boss had 
taken your advice how much more 
successful his business would have 
been.—Arthur Wallace. 

4. In selecting your lines, there 
are a great many things that should 
be taken into consideration. Don’t 
ever buy two lasts that are so near 
alike that they are not easily dis- 
tinguished by your customers. The 
fewer lasts the less investment. 
Don’t buy two styles simply because 
you like them, if you can get along 
with one. Better to have plenty of 
sizes on one shoe than broken sizes 
on two shoes.—J. H. Woodbury, T. 
E. Moseley Co. 

5. Keep away from end sizes un- 
less you have a large volume of 
business. End sizes have caused 
more failures in the shoe business 
than any other factor. Let “the 
other fellow” carry this load. An 
occasional lost sale is better than a 
“carryover.”—John Fischer, The 
Henry H. Tuttle Co., Boston. 

6. Assure yourself that the lasts 
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you select fit properly. Then see 
that the patterns fit the lasts prop- 
erly. Certain lasts carry certain 
length vamps, and a well-trained eye 
of the shoe buyer can discover 
whether the vamp line sets on the 
last properly. Perfectly fitting lasts 
have often been spoiled by using a 
pattern that has not been properly 
drafted. Juggling patterns on dif- 
ferent lasts often destroys the fit- 
ting qualities of lasts. Pay particu- 
lar attention to the pitch of top.— 
Fred W. Small, Gilchrist Co., Boston. 

7. A store buyer, or a small mer- 
chant operating his own store, is 
first, last, and all the time merely a 
purchasing agent for the clientele 
which his store serves. Therefore, 
each merchant is obliged to “play 
the game” entirely as his particular 
environment demands. <A_ close 
study of the individual customer’s 
wants dictate absolutely what types 
of shoes, what prices of shoes and 
what range of sizes, are most likely 
to prove salable, the old adage still 
being true: “He who serves best 
profits most.”—J. A. Manning, Jor- 
dan, Marsh Co., Boston. 


Alfred A. Kohn to Open New 
Store 


New York City.—Alfred A. 
Kohn, after 12 years at 505 Fifth 
Avenue, next to the corner of 42nd 
street, is to have a new location off 
the avenue. A lease has been taken 
on a. store at 20 East 49th street, 
and the new store will be open on 
Oct. 1, according to present plans. 
At the new location some expen- 
sive alterations are being made. 
The store will be fitted out with all 
new :fixtures and with an entirely 
new *stock.. Not a single: pair of 
shoes will be taken from the present 
store to the new store. A clearance 
sale has been in progress at the old 
store.for some time and before the 
new Store is opened all the old stock 
will be sold. 
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A Great Idea—Portable Buckle 


Cabinet 


The Customer Just Can’t Resist 


sees to it that no customer 

escapes. She just can’t resist a 
purchase when a courteous sales- 
man moves right up to her chair an 
attractive buckle cabinet with every 
possible ornament needed for dress 
or evening footwear. The buckle 
cabinet has paid for itself time and 
time again. 

In a season of pumps and colonials 
the majority of stores feel that a 
profit is to be had in the extra sale 
of buckles. Most stores keep them 
in fixed and oftentimes “frigid look- 
ing” show cases at the front of the 
store. The sale at the fitting stool is 
completed and the customer must 
walk over to the case and hope to 
get a proper buckle by searching the 
case. Some stores have the buckles 
in trays within the illuminated case, 
but usually they are spread on a 
velvet cloth. 

The new way with the buckle 
cabinet permits the placement of 
distinctive buckles right on the shoe 
as the customer is being fitted. She 
can see how the ornament looks on 
the foot—the only real way to judge 
its effectiveness. 

The retail shoe trade is facing its 
biggest buckle season. The vogue 
for pumps is na- 
tional and the call 
for adornment is 
universal. Buckles 
were once in the five 
and ten-cent class— 
today the jewels used 
in shoe buckles put 
the price up. Many 
big city shoe men 
scour the markets 
of the world for dis- 
tinctive buckles— 
one merchant in the 
middle West gives a 
standing order to 
six European firms 
to send him one 
each of every new 
buckle _ created. 
These ‘originals go 
to the customers 
who want unusual 
things and are wil- | 


[: Portland, Ore., Will A. Knight 


Will A. 


Jewels of the feet. These are the 
creation of artists in the arts and 
crafts clubs 


ling to pay the price of exclusive- 
ness. If he finds a buckle that is 
adaptable for general stock he has it 
Americanized and it then goes on 
shoes by the hundred and salable at 
an average shoe _ price—buckle 
thrown in. 


HE buckle manufacturers of this 

country are far in advance of the 
makers of the world, for they utilize 
machine production and make possi- 
ble real jewels of the feet at prices 
within the reach of every grade of 
shoes. The assortments are varied 
and the buckles are available as soon 
as the style comes through the fac- 
tory of the shoe manufacturer. 


Knight of Portland, Ore., 


has discovered a way to get more 


buckles sold right 


Make your buckle _ selections 
varied in a season of pumps and 
colonials. Select a range extending 
from leather designs to rhinestones 
and imitation stones in colors. The 
market is particularly well equipped 
and the holiday season is ahead. 

There is profit in buckles—if sold 
the Knight way. 


Dual Stocks Are Now 


Necessary 


(CONTINUED FROM PAGE 61) 


the East.—Thomas A. Bailey, Lima, 
Ohio. 


Black Substantially Increased 


Believe outlook for men’s shoe 
business very good, expecting good 
season. Light tans big sellers. 
Black showing very substantial in- 
crease. Wide toes predominating.— 
H. A. Meyer, H. A. Meyer Shoe Com- 
pany, Chicago, Iil. 


Stitch Trimmings Appear 
Predict 75 per cent oxfords and 


25’ per cent boots. Sixty per cent 

tan; 40 per cent black. Medium toes 

are being popularized, especially, in 
boots, although the 
broad and square 
toes are very sale- 
able in the oxfords. 
Stitch trimmings 
are good.—Jos. P. 
Kohls, Yakima, 
Wash. 


Broad Lasts for 
Young Men 


Men’s shoe busi- 
ness looks consider- 
ably better for bal- 
ance of year. Crops 
are big and condi- 
tions in general 
point to favorable 
business for ensuing 
months. 

Ralph P. Levey, 
Pokorney’s, New 
Orleans, La. 
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We Started Something in Style 


LITTLE more than five years 

ago the Editor and the Gen- 

eral Manager of the BooT AND 
SHOE RECORDER made an extensive 
study in Paris of the fashion birth 
of footwear design. If you will re- 
member, the high boot was uni- 
versally favored at that time. A 
murmur could be heard through the 
land in 1920 that women were tired 
of lacing up boots that had from 
40 to 60 eyelets. 

The crash came in May, 1920, pre- 
faced by John Wanamaker’s realiza- 
tion that the price peak could no 
longer be maintained. Every shoe 
store in the country was loaded to 
the roof with high boots. From Paris 
we sent the warning. It was per- 
haps the most spectacular and mo- 
mentous action on the part of any 
business paper in the entire experi- 
ence of trade journalism. Here is 
the editorial that opened the first 
page of the issue of March 6, 1920. 
After reading it, continue and read 
our present-day comments. 

“It is only within a few years 
that anything even remotely ap- 
proaching this degree of care and 
study has been devoted to the de- 
signing of footwear in America or 
elsewhere, this country having had 
a leading influence and seeming 
likely to retain it. Why this late- 
ness? Does it not come about from 
the following facts: 


1. That the shoe is the latest and 
newest of all details of costume to 
be invented by mankind. 

2. That the shoe therefore is less 
developed in the matter of historical 
background and material for study? 

3. That it is only within com- 
partively recent years, historically 

ing, that 
as “an honorable garment,” merit- 
ing attention in details other than 
those of mere utility. 

4. That the shoe, being thus 
newcomer by comparison, has possi- 
bilities before it of wedical yari- 


it has been esteemed. 


Long Ago 


ictions Made March, 1920, Have 
Come True to an Amazing Extent 


By Arthur D. Anderson 


ation and innovation in basic striuc- 
ture. 

5. That the shoe has great possi- 
bilities in the way of its extension 
among peoples of the earth who s0 
far have scarcely used it at all. 

6. That the shoe has great possi- 
bilities before it in the way of 
elaboration and ornamentation. 

7. That the conditions of modern 
city life, including very prominently 
the perfection of street paving and 
the maintaining of dry and clean 
pavements except in weather emer- 
gencies, favor a use of finer and 
more elaborate shoes for outdoor 
wear than were ever before thus 
used, 

8. That recognition of the im- 
portance of the shoe to the physical 
activities of the individual as gaged 
in city life, in army use and in sports 
has broadened the field of special- 
ized design and materials. 

9. That modern attention to hy- 
giene and sanitation are certain to 
lead to developments accordingly. 


Might not a more extended study 
of these headings be interesting 
and useful? We believe so and will 
undertake it at an early date. 

We believe that it will pay every 
man in the shoe trade to study its 
problems and to be as near funda- 
mentally right as he can be. 


general since 1920 the shoe 
trade has made a more satisfac- 


at any time in its history. 

not lead the way to style, but was 
pushed and “tumbled” into it by 
feminine desire. What style did to 


lars and garrets of shoe stores. 
This evolution of style was resisted 
by old timers in the trade, but it 
had its way because the women of 
this country would take no other. 
So much for the background of our 
story. 


E have lived to see shoe men go 

to all corners of the globe for 
styles and materials. Just this last 
week we had occasion to see a flinty 
fish skin from China made into one of 
the most beautiful pairs of shoes 
that has ever been created. The 
search for something new has been 
one of the delightful adventures of 
the artist in the shoe business who 
gets a thrill out of creation and 


‘who contributes many thrills to the 


ultimate consumer who is willing to 
pay any price for distinction in foot- 
wear. 

Fact No. 1—Cannot be ques- 
tioned. The primitive savage took 
to ornamentation of his upper gar- 
ments centuries before the thought 
of a sandal brought the shoe craft 
into existence—shoes did come last. 

Fact No. 2—The Sandal of Cleo- 
patra, the Roman military boot, the 
Indian moccasin form the outposts 
of historical background in foot- 
wear. 

Fact No. 3—The shoemaker was 
a slave and a serf until the guilds 
of Europe established him an honor- 
able craftsman. It wasn’t until re- 
cently that he stood up erect—an 
honorable merchant. 

Fact No. 4—We have lived to see 
shoes show such radical variation 
and innovation as to completely up- 
set the former balance of shoemak- 
ing. In 1920 the welt was over- 
whelmingly the method of construc- 

and we have seen the lighter 
weights in turns and McKays plus 
the feather-weights in welts com- 
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Two distinct trends in shoe store fu 
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are pictured here—the concentration of stock in as small a space as 


: é a 
possible, making for acces ity;, and the use of more comfortable types of furniture 


footwear available to more people in 
all parts of the globe. In the back 
country of our own States the wear- 
ing of footwear has become univer- 
sal, where previously, oftentimes it 
was token of the fact that Sunday 
had arrived. 

Fact No. 6—Elaboration and orna- 
mentation has made the shoe a con- 
spicuous part of fashionable attire. 
The skins of reptiles, fish, and even 
the fowl of the air have contributed 
their part. All the jewels, precious 
and semi-precious—and all of the 
art of the buckle maker have found 
their way into the smallest hamlet 
in the country. Even embroidery 
has come into footwear. In fact, 


none of the arts and crafts are with- 
out representation in modern foot- 
wear. 

Fact No. 7—What marvellous 
prophecy appeared in our issue of 
March 6, 1920? Through Henry 
Ford the automobile was made avail- 
able rich and poor. We have 
lifted footwear from a dirty civiliza- 
tion to a clean one, from a heavy 
clog to an article oftentimes more 
perishable than a glove. 

Fact No. 8—The entire new world 
of footwear has come through spe- 
cialized sports. Universal use of 
the golf shoe is typical of this. 
There is now a shoe for every occa- 
sion, constructed for that purpose. 


Fact No. 9—What an element of 
hygiene and sanitation is to be 
found in the cut-out sandal, in con- 
trast to the 18-inch boot formerly 
worn in the summer time. Ameri- 
can feet are on the “improve,” be- 
cause women and men are no longer 
consumed with the vanity of size. 
One of the great contributing fac- 
tors in the development of style as 
well as hygiene and sanitation has 
been the correlated demand for ho- 
siery. The lightest weights and 
colors in silks and the most remark- 
able range of weights and colors in 
wool have been a contributing fac- 
tor. We feel that on March 6, 1920, 
we said a mouthful. 


Kid Coats, Cubist Shoes and 
Matching Bags 


By Miss Laura Hubbard 


Paris Office of the Boot and Shoe Recorder 


OR motoring the kid coat is be- 

ing talked of. The kid used is 
of a very soft supple brilliant qual- 
ity, and is of American manufac- 
ture. It is shown in all the lovely 
new shades of gray, blue, mauve, 
beige and dull red. Patou, Lanvin, 
Worth, Jenny and Molyneux are 
among the houses that have ordered 
this kid for their fall openings. 

Patou has chosen some in a soft 
shade of aluminum gray Lanvin in 
green. Worth in navy blue. Every- 
thing, in fact, in the way of smart 


accessories is now in ‘kid, such as 
bags, shoes and belts. 

Some of the prominent movie 
stars have been visiting Paris this 
week. Miss Gilda Grey for one. 
One of her first purchases was a pair 
of novelty harlequin shoes in a high 
heeled sandal effect, the toe made 
of cubist squares of white, scarlet, 
black and gray kid. These eccentric 
shoes, however, are not worn by the 
really smart French women who 
stick closely to very simple conserva- 
tive types, generally a pump in col- 


ored kid, or in a two-tone effect 
such as brown and tan. 

It is perfectly amazing the amount 
of lizard skin that is worn, in the 
natural colors of beige and gray, 
or dyed navy or green. 

The new bags are very large, and 
with very few exceptions are en- 
tirely of leather ; alligator, lizard, ox, 
calf or seal. The most fashionable 
are perfectly plain and are orna- 
mented with monograms in metal or 
enamel, the enamel matching the 
color of the bag. 





How I Deceived the Trade and 
Started a Style 


By A Factory Style Man 


‘ 


AM a manufacturer of 
] =: footwear and natur- 

ally I want to protect any 
creation of mine from too 
early an imitation and dupli- 
cation in cheaper shoes. Time 
after time I have designed a 
new shoe, to find that it has 
been translated into a cheap 
number even previous to its 
coming out of the factory. 

What was my astonishment 
last season, after producing 
1800 pairs for a customer on 
Fifth Avenue, to find that on 
the very day that he received 
the goods an identical pat- 
tern was being shown on 
Forty-second Street at a very 
low price, but as we all un- 
derstand, much different in 
quality of materials, last and 
workmanship. 

Well, my customer threw 
the goods back and I had 1800 
pairs to give away. I took 
my licking and waited for 
the time when I could play 
my diabolical trick. 

When I planned this trick 
of mine I said to my partner: 

“Understand, now, Bill, I 
am going to start a style that 
is so unusual that it cannot 
go over. It is a material that 
nobody wants. Nevertheless, 


“In three days I had a style that was fear- 
fully and wonderfully made. 
one would even look at it. 
through the rumor mill and my rival friend 
bit. Would you believe it, that fool style 
looked so good that I had to put it in my 


line.” 





I am going to put it through 
the reglar ‘rumor channels’ 
and see what comes of it.” 


O in three days I had a style that 

was fearfully and wonderfully 
made. It had six colors of leather 
in it, in its straps, gores, buckles 
and buttons. It had a little bit of 
this and a little bit of that. I made 
a pull-over and hid it in the bottom 
of my drawer and in my New York 
sample room. I put it in the safe 
and I did everything to conceal it. 
Whenever I met a shoe man I just 
let him get a peek at it. I saw to it 
that everybody I didn’t care much 
about had a chance to see it sticking 
out of my pocket or being taken out 
of the safe or being called for in 
materials. I used all the under- 


ground channels of spreading in- 
formation through the trade. 

Would you believe it, my rival 
shoe manufacturing friend not only 
bit on it, but he gave it to every one 
of his salesmen. Six other factories 
looked upon it with favor because it 
had come out of my brain. That 
damn style was taken literally as a 
good number and I swear that be- 
fore a week had passed it had gone 
here, there and everywhere and had 
been sampled and bought. 

And now here’s the rub. That 
fool style looked so good after hav- 
ing been through the “rumor mill” 
that my partner said to me: 

“I think we are overlooking a good 
bet.” And I am telling you the 


I thought no 
But I put it 
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truth, I put the shoe in the 
line and we have done busi- 
ness on it. Which reminds 
me of the story: 

A man from Texas had 
gone to Heaven after he had 
been in the shoe business in 
Texas. He got by the gate 
all right, and, being a com- 
panionable soul, as most 
Texans are, he became ac- 
quainted with Saint Peter 
very quickly. Saint Peter, 
getting confidential, told him 
that there were a lot of oil 
men from Texas in Heaven 
who gave him a lot of trouble. 


UR Texas friend, finding 

Saint Peter a pretty good 
scout, said that he would 
clear Heaven of those Texas 
oil men in a very short time. 
He began to circulate around 
the oil men, and one by one 
they packed up their bags 
and went stringing out. 
Saint Peter could not get a 
word out of any of them. 
Every man seemed to have a 
great secret on his mind and 
was in great haste to leave. 
Finally when they were all 
gone Saint Peter thought 
that there must be a pretty 
good commercial secret in the 
scheme, and inquired of the 
man from. Texas how he had 
got rid of them. The Texan replied 
that he told these fellows that there 
was an oil boom down in hell, so 
each man had gone away at the 
earliest opportunity. 


OW, this same Texas shoeman 
began thinking about it and, 
getting a little “edgy” himself after 
a few days, finally started to go 
out too. Saint Peter wanted to 
know what was the matter and 
asked him why he was leaving 
Heaven, to which the Texan re- 
plied: 
“Well, I have just been thinking it 
over and maybe those stories I told 
were true.” 
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N the next visit to the 
shoe merchant I found 
him ready to listen but 

with an attitude of doubt. 
He was unconvinced but de- 
termined to take his medi- 
cine. 

“Tell me,” he said, “how to 
distribute this $1,200 in one 
paper. I have been running 
the same amount in three pa- 
pers. I now save $3,080 on 
my total, but I increase in 
one paper to the tune of 
$450. How much more space 
shall I use and how much of 
it shall be given to men’s 
shoes?” 

“That must be arranged 


adverti 
aan x 


each medium, 
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Making Your Advertising Dollar 
100% Ei 








Last of a Series 


By R. L. Prather 





N the issue of August 29 the author 
of this article told how an analysis 
of this merchant’s advertising budget 
showed conclusively that he was spread- 
ing his money in too wide afield. Thus, 
he established the important principle of 
advertising concentration. 
— the article went on to show the 

tter results obtainable by using fewer 
media and using them more 
This, the last of the series, 
shows how the money is to be spent in 
when advertisements 
should be used and how best to deter- 
mine what class of merchandise should 
be pushed at any specified time. 





according to your needs,” 

was the reply. “You can 

run the same amount of space on 
women’s shoes as before, but you 
can add $750 for men’s advertising. 
If your business on women’s shoes 
keeps up, or increases a little you 
can increase your men’s advertis- 
ing and decrease the women’s. In 
other words, let this item be flexi- 
ble. You can take from or add to, 
either men’s or women’s ads as the 
needs of your case may require. 


WOULD advise selecting a day 

of the week when men are most 

apt to be interested in reading ads. 

Also a day previous to pay day. In 

the sports section, where the base- 

ball fan looks for the dope is a 
good location for men’s ads. 

“As to mailing I would go over 
my list carefully and cut out the 
dead wood. Be sure to get back 
from the postoffice all the un- 
claimed mailing matter you have 
sent out. Have a return card on 
everything you mail so that the 
postoffice will return it to you. 
Then check your mailing list with 
the returns and mark off those that 
have not been delivered. No use of 
carrying a lot ‘of dead names on 
your list. I am sorry to tell you 
that one shoe dealer has carried my 
own name on his mailing list for 





seven years and I have changed ad- 
dresses at least three times. But 
he has not checked up on his 
names. He loses money on his 
mailing list every time he sends out 
anything. I am certain that there 
are many names on that list that 
have moved away from the city, 
have died, or gone broke. Still he 
continues cheerfully and hopefully 
to carry them along. 

“Printed matter is most impor- 
tant. If you send out a small book- 
let, catalog, or other piece of mat- 
ter, be sure that it reflects the high 
grade atmosphere of your store. 
De not give your printing to the 
lowest bidder. Select a printer 
that will do a good job and, all 
things being equal, stick to that 
printer. Dress your printed matter 
well. Use no shoddy stuff, no make- 
shifts. It’s best-to omit it entirely 
unless you do it well. 

“Use more Government postcards. 
They save a lot of time and are 
more economical in the long run 
than so-called private mailing 
cards. There is a difference in the 
postal rate, too. Then the item of 
sticking on stamps is not to be dis- 
regarded. You can print quite a 
little message on the back of a Gov- 
ernment card. Use a cut of a shoe 


ficient 


From that 
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and a few words of descrip- 
tive matter. Quote prices. 
Send these cards to a select 
list, monthly. Be careful not 
to send a card advertising 
men’s shoes to a woman. 
Classify your list. 

“T could talk for a week on 
mailing lists. My experience 
along that line covers a mul- 
titude of sins, both of omis- 
sion and commission. Be 
careful. Use that same care 
as in selecting your styles. 
Remember you are spending 
money—not just doing some 


advertising. 
“Don’t just write ads. 
Write selling messages. 


When you commit yourself to 
the expenditure of $20 try to 
make that twenty do a good job for 
you. Think. Make every word count. 
Sloppy writing is the easiest thing 
in the world. Any man can do it.” 
He now introduced the subject of 
window trim, as I knew he would. 
“I am not convinced that I can get 
by with an expenditure of only $50 
a month on windows,” he said. “I 
have always spent $100 on my win- 
dows.” 


HE modern window, in a store 

like this, need not spend more 
than $50. More than that is an ex- 
travagance. What you need in your 
windows is more selHing and less art. 
You put too much thought on the 
matter of decoration. That’s bunk. 
Show shoes and quote prices on 
them. Let the millionaire operators 
fill their windows with art pieces, 
statuary and ginger bread. Confine 
your displays to merchandise.” 

He was holding the matter of 
telephoning to the last. I knew that 
it was a puzzler to him. So when 
he brought it up I was ready. 

“Every store has a lot of idle 
time. There are days when the 
sales force is hard put to find any- 
thing to do. When those times come 
to your store, let the sales force 
devote a little time to calling up a 
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rything Points to Good Business 


for Fall, Says Economist 


The opening of the fall season of the year 
finds: 

Securities at the highest (average) price in 
the country’s history. 

Bonds around the highest quotations in years. 

Money at very low rates. 

Actual consumption of goods probably- the 
heaviest ever known. 

Forward buying at a minimum. 

Inventories light in most directions. 

The price level very firm. 

The balance between manufactured and farm 
products practically restored. 

Labor enjoying more than normal employment 
at, on the whole, very high real wages. 

Foreign trade running substantially ahead of 
a year ago. 

Crop conditions reasonably good. 

Prices for farm animals distinctly improved. 

The political outlook exercising little concern. 

Widespread and deep confidence that surtaxes 
will be drastically reduced and other taxes light- 
ened. 

Railroads carrying the largest amount of 
traffic in their history. 

Railroad earnings encouraging to stockholders. 

Building operations still extremely active. 


Steel companies doing more business than a 
year ago. 

Automobile companies reporting unusual, in 
some cases record-breaking, profits for the year 
to date. 

Rubber companies strengthening their posi- 
tion. 

The oil industry experiencing record-breaking 
demand, but injurious over-production. 

The copper industry suffering from the same 
cause, but enjoying modest improvement in 
prices. 

Public utility corporations increasing their 
earnings either moderately or notably. 

Electric companies well supplied with orders. 

Railway equipment companies figuring on 
somewhat more active operations. 

The demand for new securities keen. 

Bank loans, based on securities as collateral, 
running a billion dollars ahead of a year ago. 

Some imports nominal. 

Some mergers being consummated, but many 
more only discussed. 

More dividends being 
creased. 

And, little but optimistic sentiments being 
voiced by leaders.—B. C. Forbes, in Forbes 
Magazine (N. Y.). 


increased than de- 
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Make Your Advertising 
100% Efficient 


(CONTINUED FROM PAGE 67) 


few of their personal trade. It is 
a neat method of advertising. One 
or two calls a day will surprise you. 
Suppose Jimmy goes to the phone 
and calls up a customer who has 
not been in the store for several 
months. Tactfully, politely, and in 
a friendly way Jimmy asks why this 
customer has not been in. It may 
develop that the customer has a 
grouch. The shoes did not fit well 
or they were not pleasing in some 
other way. That gives the store a 
chance to make adjustment and 
save a customer. You know that it 
is the silent grievance that hurts 
your business.” 

Once more he reverted to his win- 
dows. It was his hobby apparently. 
“I still think I ought to devote a 
little more money to my back- 
grounds and decorations,” he in- 
sisted. 

“Mr. Man you are a lover of 
art, I can see that. You have a lot 
of nice pictures at home. You are, 
in your way, quite a fancier of beau- 


tiful decoration and all that. But 
how many are there like you. Do 
you know that our art museums are 
the least patronized of all our pub- 
lic institutions. Very few people in 
the street are at all interested in 
art. They would rather stop to look 
at a dog fight, a wreck, a lot of men 
digging in a ditch, or some other 
commonplace thing than the most 
beautiful art piece in the world. 
Think carefully. 

“Once upon a time I was criti- 
cised by some traveling salesmen 
because I refused to spend a lot of 
money on expensive backgrounds 
and set pieces. These salesmen in- 
sisted that a competitor was 
running away with business on ac- 
count of this. I did not think so 
but bided my time to prove my 
case. 

“One night in the great city these 
salesmen happened to come across 
me in a hotel. They immediately 
renewed their argument concerning 
backgrounds. They insisted that I 
immediately accompany them on a 
tour of those competitive stores and 
look at those marvelous back- 
grounds. 

“Well, we traveled down the big 
street and looked at those back- 


They were fine. Even 
magnificent. Proudly my friendly 
critics pointed them out. ‘Looky! 
They exulted. Aren’t those great. 
Did you ever see anything to equal 
that. Now if we had something like 
that we could knock that fellow’s 
eye out.’ They fairly raved over 
those artistic backgrounds. I let 
them carry on. We walked back to 
the hotel and sat down to smoke 
and argue. Suddenly I shot this 
series of questions at them: 

What shoes did you see in those 
windows? Were they tans, blacks, 
satins, patents, what? Were they 
men’s or women’s shoes? Were 
there any prices mentioned? What 
did those windows sell you besides 
backgrounds? Can you remember 
one item in one window besides the 
art? 

The salesmen looked at each 
other and grinned. They had to 
confess that they had not noticed 
the kind of shoes displayed. They 
could not give a detail of any win- 
dow. They were so entranced with 
those backgrounds that they could 
not think of anything else. After 
hearing this tale my friend the shoe 
merchant smiled and said: 

“I see your point. I’m converted.” 


grounds. 
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in the air 


BU LDING castles in the air is a perfectly natural human 
habit. Ambition fosters it. Frequently something comes 
from it. When it does it is generally found that the castle 
builder backs his dream with effort. 


Speaking of dreams reminds us of the child that reported 
a dream to his mother. Considering the child young, to know 
anything about dreams, the mother asked what dreams 
were, whereupon the child replied, “dreams are moving 
pictures in your sleep.” 


Retail shoe merchants as a class are pretty much awake. 
Their castles in the air are taking shape all the time. They . 


: are dreaming of a larger business and increasing profits 

with all the advantages which naturally follow. To some, 
n such dreams become a reality, early; others late. The time 
J is always near when such benefits may be realized. 


Lack of attention to seemingly small things holds one back 
tremendously. It is not uncommon to hear a shoe merchant 
say, “my shoe polish trade doesn’t amount to much,” and 
this in face of the fact that some merchants pay a big part 
of their store expenses retailing the different kinds of shoe 
polish we supply them. 


Good as we make shoe polish, we cannot go into the shoe 
store and tell your customers of its merits. We go as far as 
we can in a helpful way and that is farther today than ever 
before. So for your personal benefit we solicit your closest 
co-operation in acquainting the public trading at your store, 
with the SUPERIOR shoe polish we make and which is 
sold by you. While we work to the limit of our ability to 
make your castles in the air a reality through greater sales 
| of shoe polish, put your shoulder to the wheel with us, this 


| Fall and Winter. 
Whittemore Bros. 


Cambridge, Mass. 
Shoe Polish Manufacturers for Nearly a Century 


—s 
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Why tie in with the 
‘Vici merchandising plan? 


ICI KID is the only brand of shoe upper 
leather advertised to the consumer and 
known to the consumer by brand name. 


VICI kid, nationally advertised, has made pos- 
sible a forward step in shoe merchandising— 
tanner, shoe manufacturer and retailer joining 
forces for greater sales. 


The VICI kid trade mark—a part of the VICI 
merchandising plan—enjoys nation-wide recog- 
nition and acceptance as the standard of kid 
leather quality. It is the only major selling point 
that can be incorporated in a line of shoes today 
without increasing the cost to manufacturer, 
retailer or consumer. 


The VICI kid trade mark places the full force of 


VICI merchandising behind retail sales. Shoes 
made by prominent manufacturers carry this 
accepted mark of leather quality and are featured 
in the leading stores of the country. 


Does your kid footwear carry the trade mark of 
the one and only VICI kid? 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 
Selling agencies in all parts of the world 
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The correct shoe will make 
the foot look smartly small 








This beautiful leather is ic melds ltt 
fly yt’ itself to 
fmalde tcif 03 ” hand. 


Besides this important virtue, there is still 
another reason for Fashion's choice of Vici 
kid for the smartest patterns in footwear. 
Vici kid richly and ene interprets 
the color Gitimede. The Vici colors always 
harmonize to : oad with the ap- 
shades in apparel and 


Look for the Vici kid a 
trade mark 
sear eath ss MO oi 
Look for mecare, Wane he Eran State 
r mark assures yuotVid 
Eemeat= Tis thie shoe made of Viel Kigt™ 
ROBERT H. 1. FOERDERER, Inc. 


Selling = Lucius —- Bence, 
Sellen agencies im all parts of ose world 


VICI kid 
































This is the trade mark which 
rs inside the VICI kid models 
= ading manufacturers 
and r S. Readers of the VICI 
‘(Vici fid national adverising will recog 
\ KID nize and appreciate ae 
\ ificance of, this trade 
; Y = selecting shoes. 
MADE ONLY BY 


ROBT H.FOERDERER INC. 
PHILADELPHIA 
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” ikabited Bik Coiitoat appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 


experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Y 


“The Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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C.H.ALDEN CQ 
Ne 


HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 


proposition. 





C. H. ALDEN CO. 
FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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cr OMPLETENESS 
A Keynote To Successful Merchandising 
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TO MEET THE WHIMS OF YOUR FANCIFUL CUSTOMERS 
We Make 





Complete Lines of Imported and Domestic House and Bedroom 
Slippers, Staple Satins and Felts—Plain and Fancy Leathers —Imported 
Camel Hair—Newest Creations In Novelty Mules—All Styles and Sizes. 


WHO BRINGS OUT THE NOVELTIES? 


It Will Be Worth Your While To see Our Line. 


GOLO SLIPPER COMPANY 


129 Duane Street 
New York City 


Ne. 4427—Cut from soft, heavy Chocolate Elk, 
Full A ~ Tanned, Wide Susaen Last, Bellows 
Tong Heavy Double Leather Soles, “Goodyear 
a "Flexible and Wear - Resisting. 


Styles which appeal par- 
Ne, 4932—-Cat from soft heavy Chocolate Elk, 10 
Uakide, doje, Hiker gy ticularly to boys who have 


We, 4989—Youth’s 11-2........-c.cceeeeeees 3.33 had Scouting experience. 


Mothers look at the built-in service Ne. 491—Cut from finest Tan Elk, special Moc- 


for lasting satisfaction. Ne. 499—Youth’s Blucher, 11-2 


Consider the twin appeal—to the eye of the boy and the pocket- 
book of the parent. 


Terms 2/20, 


J. D. MURPHY SHOE CO., Natick, Mass. 30 “Be J. 0. B. 


W7Ais Witelag’ bo eBvaiileina pihen' staple Geb? tli Yaitts Wohin 
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The New “Tratfalgar”’! 
Latest and Smartest Bates’ Novelty Style 


[22 the present period of distinctive shoe fashions for Men this new 
Bates’ “Trafalgar” enters brilliantly. 
The Oxford itself—on our famous “Clod” full-toe last—is stunning and 
the peak of snappy style. With its “Trafalgar” tap sole and extension heel 
top-lift it takes rank as a premier novelty. 
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“Trafalgar” models 
furnished in wide range 
of Tan and Black Calf 
leathers. 


‘THE extra wide top-lift increases the sturdiness and service quality of the 
heel. The toe has the self-conforming “Kumbac” box. The reinforcing 
tap sole is heavily stitched aloft, and gives a full 18-iron edge. 


For collegians and all other men who enjoy distinctive footwear the 
“Trafalgar” divides popularity with our famous “Goliath” models, which 
now rank as the broadest and shortest-vamp shoes for Men obtainable. 


A. J. BATES CO. 


- - MASSACHUSETTS 
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A California Man Writes the 
Factory for Dealer’s Address 


ae 
Proven ArcH 


———— Shoe 


Needs be sold only once. After that 
it sells itself and brings the wearer 
back to the place of purchase. 


The letter above is one instance. 


Notice that this wearer took particular 
pains to see that his next pair of shoes 
were PROVEN ARCH. 


Notice, too, that he brought his wife 
into the happy-footed host of 
PROVEN ARCH wearers. 

There is that much difference in as- 
sured comfort—besides which, there’s 
real grace and style in the Certified 
PROVEN ARCH Shoe. 


Good for both good and bad feet. 


Yes, It’s Made for WOMEN Too! 


Write for Catalog. 


STONEFIELD-EVANS SHOE COMPANY 
Rockford, Illinois | 


CHICAGO SALES OFFICE: 
410 Security Bidg. J. Wurmeer 


PHILADELPHIA SALES OFFICE: LOS ANGELES 
418 Denkla Bidg. Walter Yost 825 Consolidated 


SALBS OFFICE: 
Bidg. A..L. Sendall 
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Spots of color, in rings of gold on tan calf 

heel and buckle. A clever new style fea- 

ture by S. Aprile. Perhaps the customer 

will save the heels and buckles for wear 
on another pair. 


If You Would to Market Go 


Here Is the “Inside Dope” on 


What Is Being Offered in 
the Manufacturing Centers 


Philadelphia 


NY review of style trend would 
not vary so much from the 
point of production as from the 
point of distribution to the con- 
sumer. One of the important manu- 
facturers in Philadelphia phrased 
this in a few words by saying, 
“Styles vary in the different sec- 
tions.” Orders coming from New 
York call very largely for pumps. 
In sections of the South, step-ins 
seem to be particularly in demand. 
Patent leather is popular universally 
in orders now in the works for the 
Fall season, and toe shapes show but 
little variation. Some indicate a 
tendency toward narrowing and 
drawing out. This may be a future 
development, but is not as yet very 
pronounced. 

The style element is especially 
strong in heels, heels varying in 
dress shoes from 134 to 25% inches 
in height. The popular height is 
2% inches; this in the slim spike 
effects, for the most part. More 
than 80 per cent of the heels are 
wood Louis, and although the de- 


mand is still for the angular breast- 
ing, there is, among thinking manu- 
facturers, a tendency to get away 
from the too sharp breast in favor 
of a slight arching at the top. 

As stated before, there is no 
great change in width of toe, except 
where the height of the shoe is 
raised from 134 to 2 or 2%, in order 
to give toe room, lasts have been 
broadened a little. There is a de- 
sire on the part of the trade to avoid 
the extreme short vamp, but no pro- 
nounced swing the other way beyond 
medium. Calf skins are in demand 
in a medium shade of tan in grain 
finish, and brown and black in the 
suéde. Eighty per cent of the vol- 
ume, however, is in the grain. 
Suéde business seems to be confined 
to the big cities in the East. Black, 
mahogany and blonde are the stand- 
ard colors in kid, but in the newer 
shades is “bois de rose,” a lively tan, 
and at present the rage in Paris. 
For the later Fall, a new tone, 
“Mauvette,” a dark shade some- 
where between gun and field mouse, 
will probably appear; this also being 
a Paris note. Looking still farther 


ahead, there seems to be a revival of 
ivory. The trims are of all the nov- 
elty leathers, both lizard and alli- 
gator leathers, and quite a little of 
the extreme kid novelties such as 
calico. 

Black satin leads in the fabric 
materials, and a number of novel- 
ties, such as the “Directoire” basket 
weave in combinations of black or 
brown, or blonde with gold, or black 
or gun metal, or grey with silver. 
“Stardust” is a new fabric mottled 
and carrying a number of shades. 
In addition, for evening wear there 
is the regular run of brocades, and 
“Directoires” in gold and in silver. 
Copper tones are also in evidence, 
and there seems to be a revival of 
the plain white satin for evening 
wear. Novelty leathers, for which a 
call exists, are gold, silver and cop- 
per enameled kids. 

One of the tendencies for the Fall 
noted in a number of factories is a 
greater call for fashion welts, 
mostly with wood heels. This is ap- 
preciated by the shoe manufac- 
turers, since it tends toward a 
greater balance in factory produc- 
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‘‘The Leather That Sells The Shoe’’ 


WHY? 


Every mother who buys SPORT WILO 
Children’s Shoes from you will bring 
another mother to your store 


“Why?” you will ask.—Because 





SPORT] WILO 


is the ideal leather for children’s shoes—combining com- 
fort for growing feet with exceedingly long wear. 


A great many of our customers have found that by show- 
ing shoes made of our 4 best selling colors—COFFEE, 
LIGHT SMOKE, DARK SMOKE and LOG CABIN— 
their customers frequently purchase two colors in order to 
have their children’s shoes harmonize with their clothes. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of —e | i @) Leathers 
\ 
Be Sure You Get 


the genuine Reg. U. 8. A. 


Sport Wilo Colors 
include 


Coffee Olive 
Light Smoke Chocolate 
Dark Smoke Beige 
10 Spruce Street, New York Log Cabin a 
231 West Lake Street, Chicago, III. Tangerine Blue 
Almond Green 
308 Leather Trades Bldg., St. Louis, Mo. Camel Smoke Silver Gray 
White Dark Gray 
Black Pearl 


—BRANCHES— 


Which Are Carried in Stock 
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tion. Welts continue to be very 
strongly called for in the corrective 
health and sport lines. Patterns 
generally are plainer, even more so 
than last year—one and two straps 
with modified openings—the old 
barefoot sandal among other things 
with one strap or front strap for 
formal wear. There is no evidence 
of lessening popularity for tongue 
and saddle step-ins, usually orna- 
mented with simple design ap- 
pliques. The opera pump in patent 
and black satin with various type 
heels is also showing very strongly 
in advance orders. 


Rochester 

OCHESTER shoe factories are 
enjoying a splendid Fall run. 
The outlook for continued good busi- 
ness is extremely encouraging. The 
return to popularity of the welt shoe, 
plus recognition of Rochester quality 
shoe-making, has materially in- 
creased the demand for Rochester- 
made footwear. The ten large shoe 
factories of the city report that they 
are running today at greater ca- 
pacity than at any previous time in 

five years. . 

Styles continue to favor the light 
one-strap and strip pump effects. In 
lasts, there is a marked tendency 
toward longer forepart and narrower 
toe lasts. Patents and satins are 
still the leading materials in spite 
of the talk that “blacks are waning.” 
There is a big demand for all types 
of patent and satin shoes ranging 
from the plain strip pumps to the 
D’Orsay and Regent pumps, and all 
types of strap pumps. In welts 
there is quite some call for the me- 
dium shades of tan calf, with patents 
also in great popularity. Buckles 
are extremely good on plain pumps 
or front gore patterns. There is 
some call for side gore patterns car- 
rying small ornamental buckles. 
Step-in patterns in calf, patent, 
suéde or in combinations, carrying 
10/8, 14/8 and 16/8 heels are gain- 
ing in popularity; some manufac- 
turers are giving consideration to 
the possibilities of 19/8 and 20/8 
heels. 

Suédes and velvets are not as 
popular as they were a few weeks 
ago. Early in August there was 
quite a demand for these materials, 
but their popularity has passed the 
peak and the demand for velvets and 
suédes has fallen off. 

Retail buying still continues 
largely on a hand to mouth basis, 
but advance orders in local factories 
are larger. than they have been in 
five years past. Rochester shoe fac- 
tories have re-vamped their manu- 
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facturing policies to meet this at- 
once demand and prompt deliveries 
are the order of the day. 
Rochester’s children’s shoe fac- 
tories are enjoying a very good 
business, particularly those making 
stitch-downs. Reports’ from the 
various children’s shoe factories in- 
dicate that the demand for children’s 
turns is ahead of last year and, with 
the new stimulus of high grade 
stitch-downs, local factories are en- 
joying a very prosperous season. 


Brooklyn 


ROOKLYN : manufacturers, who 

started their fall season with a 
wide range of style showings, have 
narrowed down their samples to 
a comparatively few good sellers. In 
every Brooklyn sample room, one 
finds a preponderance of black 
shoes, and these chiefly of patent 
leather or black satin. Styles are 
mainly along the line of opera 
pumps, step-ins, or neat strap 
effects. In the latter more variety 
is shown than in any other type of 
shoe now being displayed for the 
edification of shoe buyers. 

It is on the opera, strip, or Re- 
gent pump, and the step-in, how- 
ever, that the bulk of business is 
being done, and naturally these are 
the types of shoes that are now be- 
ing shown most frequently. Next 
to these come the strap effects. 

A. purview of Brooklyn show 
rooms gives the impression that sim- 
plicity and still more simplicity is 
the aim and object of the shoe de- 
signers. Many of the plain opera 
or strap pumps have no decoration 
at all, the style being stamped in 
the fine lines of the shoe, the high 
grade of the material and the work- 
manship in the making of the prod- 
uct. These are the things that 
count most, so far as Brooklyn is 
concerned at present. 

Some of the pumps are orna- 
mented with small rosettes or 
buckles at throat, others have light 
strappings of a contrasting leather, 
chiefly lizard or kid as a decoration, 
and others, which are classed as 
rather extreme novelties by the 
Brooklyn makers, have more elabo- 
rate decorations in the way of over- 
lays or appliques. 

Most of the strapped shoes shown 
are of the simple, light, one-strap 
variety, with a sprinkling of multi- 
ple strap, lattice or sunburst effects 
to “liven up” the line. The step-ins 
are shown in a variety of patterns, 
all with some small decoration at the 
throat to conceal the goring. Only 
a few side goring effects are seen in 
Brooklyn sample rooms. 
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In addition to patent leather and 
black satin, there is a fair sprinkling 
of tan Russia calf models exhibited. 
These, the Brooklyn producers say, 
are moving better than they were a 
few weeks ago. Black and brown 
ooze, also, are being shown to some 
extent, and black ooze particularly 
is being displayed for the benefit of 
New York, Philadelphia and other 
Eastern buyers. Brooklyn is count- 
ing on black ooze, and to a less ex- 
tent on brown ooze for later deliv- 
ery business, especially in the walk- 
ing type shoes with Cuban heels. 
Mat kid and glazed kid, in both 
black and brown, about complete the 
list of materials. 

Practically every Brooklyn fac- 
tory is showing 2% inch spike heels, 
and is selling a considerable quan- 
tity of them to the big metropolitan 
stores. They are now being advised 
for the country as a whole. The 
14/8 spike heel is considered by 
Brooklyn as a safe bet. Cuban cov- 
ered heels also are being shown, 
running down as low as 10/8, and 
some baby spike heels also are dis- 
played. 

In evening slippers the opera 
pump or light strapped effect is 
leading, in silver and gold kid. Sil- 
ver and gold brocades and a few 
colored brocades also are being 
sampled. Black satin and flesh col- 
ored satin are rather generously 
used for evening slippers as well. 

While many samples are shown 
with the longer vamps and slightly 
narrower toes, there are plenty of 
the broad toes and short vamped 
lasts to be seen in Brooklyn sam- 
ples. The longer vamps, according 
to Brooklyn manufacturers, are sell- 
ing mainly in the East. 


Newark 


N Newark, the center for men’s 

high grade shoes, the strongest 
style feature is the custom last, 
which is being shown strongly by all 
the leading makers. The custom 
last with its rather wide outside 
swing and its pointed toe has 
caught on decidedly in New York, 
Philadelphia and some of the other 
large towns and has been ordered by 
retailers as far west as the coast. 
For the present, however, it is con- 
fined mainly to the East, the makers 
say. 
Another feature that is disclosed 
in the samples is the fact that wing 
tips are coming back to some extent, 
particularly in the grained leathers. 
While the grain leathers have not 
been selling strongly so far, they 
are expected to develop into bigger 
business. for Winter delivery. The 
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Step-Ins and Pumps Are Vogue! 
Velvets Are the Rage 


“Step on It” or You’re Lost in the Shuffle. 
Here Are TWO STYLES That Will 
BOOST YOUR SALES and INCREASE YOUR PROFITS 


They Look Smart and Tricky. — Fit to Perfection 
and 


You Can Depend on HANNAHSONS to Get Delivery 
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Special Pump Last—Long Special Pump 
‘ Counters—Extra Tape Reinforce- 
All Made with Handsome Imitation ment Around Top 


Beaded Metal Ornament 
RICH BLACK VELVET 
RICH BLACK VELVET No. 973. 15/8 Full Louis heel, code 


No. 938. 12/8 Cuban heel, code Nanvet $3.50 eidor 
No. 937. 15/8 Full Louis heel, code Velnan 3.50 No. 974. 12/8 Cuban heel, code Dorvet 
No. 939. 9/8 Flat heel, code Velnet 3.50 No. 975. 9/8 Flat heel, code Velsay 


PATENT PATENT 
No. 368. 12/8 Cuban heel, code Nan No. 376. ~ Full Louis heel, code 


No. 367. 15/8 Full Louis heel, code Natpa 338 3.65 
No. 369. 9/8 Flat heel, code Nanent 3.50 


as $3.65 

No. 377. 12/8 Cuban heel, code Orent 3.50 

No. 378. 9/8, Flat heel, code Dorpat 3.50 
SKINNER’S RICH BLACK SATIN SKINNER’S RICH BLACK SATIN 

No. 968. 12/8 Cuban heel, code Cunan $3.50 No. 976. 15/8 Full Louis heel, code Hisay $3.50 

No. 967. 15/8 Full Louis heel, code Hinan 3.50 

atc ihe, an No. 977. 12/8 Cuban heel,.code Cusay 3.50 

IMPORTED SILVER BROCADE 

IMPORTED SILVER BROCADE No. 276. 15/8. Full Louis heel, code 

No. 267. 15/8 Full Louis heel, code Silnan $4.50 Sildor 


IMPORTED GOLD BROCADE WHITE SATIN 


No. 268. 15/8 Full Louis heel, code No. 280. 15/8 Full Louis heel, code 
Golnan $4.75 Whidor 



































‘scat HANNAHSONS Haverhill, Mass. ==? 


eatin Eitan 
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grain and boarded leathers are be- 
ing shown on the full toed brogue 
lasts mainly, although some are ap- 
plied to the more conservative lasts. 

Calf skin is the preferred leather 
for most samples of Newark-made 
shoes. It is being shown in dark, 
medium and light shades. In the 
main, the tans stick closely to the 
shades of Gallun’s 23 and 8. These 
are lighter shades than are usually 
shown in Fall shoes. Black, accord- 
ing to the Newark producers, has 
sold almost as well as tan so far this 
Fall. In fact, it has been the big- 
gest black season that this section 
has had. Black wax calf has come 
back in the custom last shoes. 

A few high shoes are being shown, 
mainly of the comfort last type or 
built on a conservative brogue last. 
A very few are shown built on the 
custom last. 

For dress, the plain toe oxford in 
patent or dull calf is shown, with the 
old-fashioned flat bow pump in 
patent being advocated for full dress 
to a greater extent than for several 
years. 

It is in sport shoes that the 
Newark makers are bringing out the 
most new styles. In addition to 
crépe rubber soles, some of the 
Newark people are advocating the 
vulcanized rubber sole as a better 
proposition for Winter wear. The 
grained leathers, of course, are 
freely featured, and in addition to 
this some flesh finished leathers are 
offered in sports models, one par- 
ticularly striking model being made 
of a dark brown flesh finished 
leather with the top, lace, stay and 
seam between the quarter and vamp 
trimmed with a band of pigskin. 


New York 

ITH a wide variety of patterns 

and types of shoes displayed in 
New York sample rooms, there are 
one or two outstanding features that 
appear in all of them. In every 
sample room there is a generous dis- 
play of models in patent leather. 
Patterns run strongly to the pump, 
strap and step-in models. Opera 
pumps or strip pumps are shown in 
turns, welts and McKays. The welt 
pumps are mainly of the low heeled 
type, but with the welts so closely 
trimmed that they resemble either 
turns or McKays. 

The lighter effects are produced 
mainly in the pump or step-in pat- 
erns. There are some light effects 
in straps, but in the main the 
broader straps are now being shown 
in a little heavier type of shoe for 
late Fall and Winter street wear. 
A favorite model is a fairly broad 
oné strap with military heel and a 


buckle or ornament of some sort to 
cover the strap button. 

On some of the pumps and 
strapped shoes, stitchings in white, 
blue or tan are used as decorations. 
Some of the strapped models run to 
two or three strap effects and one 
type that is seen repeatedly brings 
the quarter on the inside slantwise 
across the instep in three or four 
narrow straps terminating in one 
strap and fastening with a button or 
buckle. 

Heels run the gamut from the 2% 
inch spike, which is shown on the 
high arch light effects, to low walk- 
ing heels shown mainly on shoes for 
growing girls. 

Footwear for girls and misses, in 
addition to following the lines of the 
adult footwear, show some interest- 
ing developments of their own. The 
reversed welt idea, in an oxford, in 
which the welt is decorated with 
little dots, squares or diamonds, and 
the same decoration applied to the 
top of the shoe, along the lace stay 
and across the toe cap, was seen in 
one show room. 

The material most frequently 
seen, as stated before, is patent 
leather, with black satin a close sec- 
ond and tan Russia calf third. Black 
kid, either dull finished or glazed, 
also is offered in the samples, and 
there is a fair sprinkling of ooze 
and suéde in both black and brown. 

Few cut-outs are being shown, 
the patterns tending toward more 
simple effects. 


Brockton 


HOE manufacturers of Brockton 

and vicinity are showing in 
their new samples of men’s welts a 
large proportion of light colored 
calf skins. From alli over the coun- 
try the retail demand for these light 
shades is noticed, as in contrast to 
the darker colors which were in 
favor a while ago. There are com- 
paratively few samples of black calf 
and kid. 

Salesmen are now on their trips 
with the latest styles; they report 
that the light colors are finding 
favor with merchants as a means of 
“snapping up” stocks and enabling 
them to sell extra pairs. 

Some of the newer samples are 
made on narrower toes, in contrast 
to the popular wide toe effects. 
These narrower toe lasts have a very 
broad, flat tread, with full outside 
swing, and carry low, flat heels. 


_ Lynn 
TYLES continue to show a trend 


toward heavier types, excepting 
for shoes for dress wear, formal or 





BOOT AND SHOE RECORDER 81 


informal, which are always made as 
light and as dainty as can be. 

Black continues the leading color. 
Velvet is reported to have made 
quite a gain of late. Some firms are 
cutting more suéde, but patent and 
satin continue the leading materials. 
Some black calf and black kid are 
also being cut. The notion is com- 
mon that blacks will continue to be 
in good demand for some time to 
come. 

Makers of welts are showing more 
samples of oxfords of the serviceable 
type, such as street or college ox- 
fords. Many of them are of me- 
dium shades of tan calf leather, 
such as copper tones. Some show 
two tone effects, which are had by 
the use of trimmings. Ties, too, are 
shown. Some oxfords have storm 
welting. 

Some reptile grains, imported or 
domestic, are used for whole shoes, 
as well as for trimmings. Alligator 
is the favorite reptile. Some colored 
kid is also being used, and there is 
some talk of the coming of a new 
demand for shoes of kid leather. 

Buckle and bead trimmed shoes 
have come to a new peak of popu- 
larity this September. The pattern 
makers have difficulty in keeping up 
with the demand for new ideas for 
the adornment of shoes. 

Straps are slender, some being as 
slim as three-eighths of an inch. It 
is necessary, of course, that such 
shoes should be strongly stayed, or 
reinforced, and that button holes 
should be properly centered. But 
some firms are beginning to widen © 
their straps. 

New models of lasts, shown last 
week, carry heels 9/8 and 10/8 high. 
These models will be used for mak- 
ing pumps, or oxfords, for service 
wear. Dress shoes continue to carry 
high heels, even up to 18/8, but 16/8 
heels are favorites in this class. 

Buyers continue to keep their or- 
ders close to immediate require- 
ments. Manufacturers are trying to 
forecast what changes, if any, will 
come with Winter weather. 


Haverhill 


S Autumn approaches, Haverhill 

pattern designers and _ shoe 
manufacturers are turning their 
thoughts and attention to what 
might be termed timely shoes. 
Girls returning to school and college 
will soon be looking for street foot- 
wear which combines style with 
utility. The season for social and 
evening functions is approaching, 
and with it the merchants’ need for 
adequate stocks of dress and party 
slippers. It is in this direction that 
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Only HOOD Canvas Shoes can 
have this tougher, stronger, 
springier, longer-wearing sole. 
‘Made of crepe rubber wear- 
proofed and toughened — as 
iron is toughened into steel— 
by heat treatment. 


Why itsa 


year-round seller 


ECAUSE sport is America’s great 
all-year pastime! 
Because compulsory physical train- 
ing demands shoes like these! 


Because every boy loves ’em, wants 
*em — and wears ’em out! He plays 
all year! 

Because their much higher quality 
makes them almost self-selling! 


Because dealers make so much 
profit on the quick turn-overs that it 
pays them to push them! 


Hoop Russer Propucts Company, Inc. 
Watertown, Massachusetts 
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Haverhill footwear styles are being 
guided with the view of supplying 
to merchants women’s footwear 
which will be adequate to their sea- 
sonal needs. 

Each season it is becoming more 
apparent that as buyers continue to 
purchase close to their requirements, 
timely styles shall be promptly 
shown and quickly delivered. Each 
month in the year brings its busi- 
ness possibilities in various style 
developments of novelties or stand- 
ard patterns. It is in developing 
such ideas that Haverhill is en- 
hancing its reputation for dainty, 
stylish footwear and for making 
prompt deliveries in accordance with 
merchants’ needs. 

Pumps with beaded three-decker 
ribbon bows. Pumps with various 
large, fluffy ribbon ornaments at the 
throat, representing the pom-pom 
type. Plain Regents and D’Orsays 
as bread-and-butter sellers for mer- 
chants everywhere. Smart effects in 
center gore shoes on pump lines 
with ornament concealing the gore. 
Plain and fancy beaded ornaments 
in great variety. 

An increasing number of side 
gore patterns without fancy cut- 
outs, as a contrast to the plainer 
effects. New patterns in two and 
three-button oxfords with fancy 
cut-out fronts. Oxfords and ties 
with appliqued effects. Light, 
dainty, one and two strap patterns 
with collars and quarters appliqued 
in scroll designs. 

Heels on novelty pumps as high as 
the last will carry; 17/8 and 18/8. 

Attention is given to the wider 
strap patterns representing college 
girl shoes. These carry lower heels 
of Cuban type; 9/8 and 10/8. 

In welt oxfords, a two, three, or 
four-eyelet tie with loop lacings. 
Black has first place, with gray fol- 
lowing. Principal materials are 
patent, satin, velvet, with the last 
named considered as a growing 
factor in merchandising. Pastel 
shades of kid have a limited show- 
ing. Colored brocades in flower and 
petal designs with grosgrain finish. 


Milwaukee and Chicago 


OOTWEAR manufacturers in 
Milwaukee and Chicago are 
playing style in men’s footwear with 
greater enthusiasm than ever, build- 
ing fall selling plans around the 
popularity of tans in light and 
medium shades, working toward 
darker shades to black for late fall 
and winter selling. 
General tendencies are toward 
heavier leathers, like grained effects 
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and heavier soles for oxfords for 
later fall wear. The “heavy weight” 
oxford feature for fall wear will be 
generally featured in all lines of 
men’s dress welts as well as the 
medium wide toe for general wear 
and the extreme for snappy young 
men wearers. Storm welted num- 
bers will be prominent in all grain 
effects as well as smooth leather 
styles where heavy soles are used. 

Pinking, foxing and perforations 
will be prominent in the more stylish 
lines and heavy leather models. Tips 
will be plain, generally with pinked 
edges, and some perforations. There 
will be fewer rows of stitching gen- 
erally on quarters than last year and 
more perforation and pinking. 

No particular changes are looked 
for in leather colors, other than 
those noted. There is little encour- 
agement for high shoes in men’s 
better grades. The consensus of 
opinion differs widely on the length 
of time that the light tans will stay 
in favor, some holding that they 
will run through the winter and 
others that the darker shades and 
blacks will supersede the decided 
light by the first of December. Fall 
lines in the salesmen’s hands, how- 
ever, show a predominance of light 
shades over darker coloring. 

Emphasis on lines seems to be in 
patterning. The “snappy” effect is 
much sought for among makers like 
Nunn-Bush, Florsheim and J. P. 
Smith. Some lines are showing few 
numbers in the custom last, but only 
in grades where trade demands this 
shoe to complete lines. 

Chicago and Milwaukee lines gen- 
erally will not run to the same ex- 
treme broad toe as will be found in 
Eastern markets, except to meet this 
competition in large trading centers. 
The toe generally accepted in the 
West being a slight modification of 
the wide and high toe box. 

Brass eyelets will be found in 
many of the grain leather effects and 
in some of the darker tan oxfords 
but these are not shown in stock 
numbers. 

The fall lines will show a little 
more toe-spring, emphasizing the 
breaking away from the flat brouge 
last, but the wide flat heel effects 
will remain. In the main—fancy 
effects will be produced in quarter 
and vamp patterning, in variations 
of perforation and pinking, and in 
fancy sole trimming and edging. 
The extreme extension of a year ago 
will be lacking, but there will be a 
heavier effect produced to ally the 
lines with the heavier-weight-for- 
fall movement. 








Cincinnati 

HE Cincinnati shoe market is 

supplying the trade with a splen- 
did grade of women’s footwear to 
retail from $6.50 to $10.00 per pair, 
with a 40 per cent mark-up for the 
merchants. Cincinnati shoe manu- 
facturers have gained additional 
popularity for themselves because of 
the great progress made in supply- 
ing the trade with very light welts 
of an average of five iron soles. 
Some beautiful shoemaking is found 
in a number of the leading lines of 
feather weight welts with two and 
one-half iron soles. The turn edge 
effect is having much to do with 
creating a better demand for welt 
shoes. Cincinnati has long been re- 
garded as a splendid market for fine 
welts. 

Demand for footwear with Cin- 
cinnati manufacturers is running as 
follows: Patterns: First, pumps, 
the Regent leads with the D’Orsay 
running a close second. Pumps with 
goring next. The majority of gored . 
pumps are sold plain; however, 
many are sold with beaded buckles. 
Second, is a high line one strap with 
trimming and underlays. The plain 
pattern, however, has a major de- 
mand. Third, in patterns, is the 
novelty oxford effect. 

The type of shoes according to de- 
mand is as follows: First, light and 
feather weight welts; second, Mc- 
Kays; third, turns. 

In leather, the demand is in the 
following order: First, patent 
leather; second, kid shoes, black 
leading; third, satins and velvets; 
fourth, Calf leather and suedes. 

The relative order of demand for 
colors shows black in the lead with 
russet and autumn blond shades in 
leather and satins. Third in impor- 
tance are the brown or darker 
shades. 


Rochester Firm in New 
Location 


ROCHESTER, N. Y.—The Union 
Clothing Company moved into its 
new store at 115 East Main Street 
on Tuesday, Sept. 1. This loca- 
tion, which was formerly occupied 
by the National Clothing Company, 
has been completely remodeled and 
the new store presents an attractive 
appearance. alter Sizer, manager 
of the shoe department, had con- 
ducted a removal sale at the old store 
and the new department was opened 
with all new merchandise. The shoe 
department, which is in the rear of 
the main floor, is one of the most 
attractive in the city. 
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The Celtics, professional basketball 
champions of the world. Every man is 
equipped with Keds. 


World’s Champions Wear Keds! 


HEN the Celtics, world’s professional basketball cham- 

pions, choose Keds, that is proof enough that Keds are 
good shoes. This famous team not only wears Keds, but 
strongly recommends them for basketball. 


Exactly the qualities that the Celtics admire in Keds—com- 
fort, strength, certain floor grip—are what the basketball and 
handball players of your neighborhood are looking for. Here 
is your chance to do a big winter business in athletic footwear. 
For all indoor sports, sell them the shoes that have made good 
with the world’s best players— Keds! 





United States Rubber Company 


—Keds— 


REG. U.S. PAT. OFF. 
When writing to advertisers please mention Boot anv Suos Reconpsr 
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When You Sell School Shoes— 


Sell Rubbers 


Souvenirs Will Help to Move 


HIS is the season to push the 

sale of rubbers to school chil- 

dren. Light weight rubbers 

can be sold with every pair of 
school shoes. 

One of the best means of selling 
rubber shoes is to- display them in 
the store windows and to advertise 
them with your new fall shoe offer- 
ings. “Rubbers to fit all the new 
lasts” is a good message to the con- 
sumer through the medium of your 
nawspaper advertising, for with 
every new toe and and heel in the 
leather shoe for fall, there must be 
a new toe and heel in the rubber 
shoe for fall. 


A plan tried by many progressive 
retail shoe merchants is to “talk” 
to the children, personally. This 
they accomplish by means of a type- 
written letter. In this letter they 
tell the children about the new ef- 
fects which they have in rubber 
shoes, or canvas rubber soled 
shoes. They quote the prices and 
ask the little folks to come to the 
store themselves and look the stock 
over, without obligation to buy. 

Furthermore, with each pair of 
rubber, or gym shoes sold, they give 
a scholar’s companion or ball, in 
the case of the young children, or 
an indelible pencil, in the case of 


Them 


the older boys and girls. It pleases 
the boy or girl to receive a business 
letter of this kind from a merchant. 
It immediately places him or her in 
the realm of the “grown-up.’ 
Mother and “dad” almost invariably 
see the letter, also, and thus a 
larger audience is obtained than if 
the letter went simply to either one 
of the child’s parents. 

In window trims do not be afraid 
to try originality. Originality won 
a $50 prize for The Leader Store 
of Lima, Ohio. The hands of the 
clock rotated, thus attracting the 
attention of the passerby. . Try mo- 
tion in your displays of rubbers. 


This trim of The Leader Store, Lima, Ohio, won the third prize of $50 in the recent Keds Window Dis- 
play Contest 
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Cut A 





Hound SHOES 


A “Doggy” Model 
IN STOCK 








a No. 167 eS vm Spe a - eens 
The Miami A. B,C, and D Widths 


This style and ten other ready sellers in stock 
shown and described in our new catalog. 


If you haven’t received yours—write for one. 


Howard & Foster Co. 


Address All Communications to the Factory 
Brockton, Mass. 





When writing to advertisers please mention Boot anp Suoe Racorpsr 
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How’s Business? 
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Retail Shoe Merchants Report That 
Trade Holds Up 


Retail Trade Holding Up Well 


PHILADELPHIA.—Business is hold- 
ing up well at present considering 
the fact that this is the dull season 
of the year. Retail store trade was 
the best last week in three months. 
Sales for August. generally were 
considerably in excess of those for 
the corresponding period of 1924. 
Clearance sales are continuing at a 
few of the shoe stores and shoe de- 
partments. 

Auction sales of footwear are still 
held. One sale held recently offered 
a $50,000 stock of shoes. Included 
in the lot were 3000 pairs of men’s 
and boys’ shoes and oxfords, 5000 
pairs of ladies’ pumps, cross-straps, 
oxfords, comfort and arch support 
shoes, 3000 pairs of misses’ and 
children’s shoes. and a collection of 
boots and rubbers. On the day 
after the above auction sale was 
held there was a sale of 2000 pairs 
of men’s shoes and oxfords, 2000 
pairs of misses’, children’s, and in- 
fants’ shoes, and a large lot of rub- 
ber goods. 


School Trade Heavy 


SAN FRANCISCO.—Re-opening of 
schools and colleges in and around 
San Francisco during the last two 
weeks in August bridged the gap 
between the closing of the majority 
of summer clearances and the actual 
start of new fall business, in a very 
satisfactory way. Many of the 
larger stores ended their clearances 
just before the opening of schools 
in San Francisco and profitably 
featured the advantages of outfit- 
ting the children during the sale. 
The Ground Gripper Shop is hold- 
ing the first sale ever held by these 
stores on the Pacific Coast. Some 
discontinued lines are being sold at 
half price. 


Early Fall Trade Good 


Detroit.—The July clearing sales 
left August free for the exploitation 
of early fall styles. Many shee mer- 


A Country-Wide Survey 


chants took opportunity of this con- 
dition, although there have been in- 
termittent sales carried on through- 
out the month. Road salesmen re- 
port that the retail merchants 
throughout the territory adjacent to 
Detroit are buying more freely and 
that the prospect for fall business 
is excellent. This is in line with 
the general feeling among retail 
shoe merchants. 


Big August “Mop-Up” 

CuicaGco.—In the main, Chicago 
shoe merchants have been well satis- 
fied with the way business volume 
has held up through a period that 
ordinarily shows a considerable let 
down over previous months. The 
thirty days following the July clear- 
ance period did not produce any- 
thing spectacular in the way of busi- 
ness volume but all through the 
month of August there has been a 
very pleasing interest in shoe buy- 
ing. Not many of the stores concluded 
their “sale” efforts with July clear- 
ances, for many of them had mer- 
chandise shipments following that 
were immediately worked into pre- 
season showings. Many State 
Street buyers argued that with lit- 
tle to mark the changing season in 
the way of material or pattern, they 
could do a better August volume this 
way—and the attendance at sales 
like Miller’s and Wolfelt’s has 
proven that they were pretty nearly 
right. 


Plenty of Money—Buying 
Fast 


BALTIMORE. — Retail trade con- 
tinues active. Merchants are pre- 
paring for a good fall and winter 
business. Expansion in general 
business has caused a firmer tone to 
the money market, but funds are 
abundant and lenders say there is 
no danger of a scarcity of money. 
Business has been good. Most shops 
report that they have cleaned out 
their odds and ends. A few are still 


holding clearances and showing sale 
shoes but the majority are advertis- 
ing and displaying fall models. 
Some shoppers are still looking for 
bargains but on the whole new foot- 
wear is being sold. Plainer shoes 
is the keynote. 


Fall Buying Good 

SAN FRANCISCO.—Trade has been 
stimulated by the heavy tourist 
travel, and hundreds of visitors, in- 
fluenced by San Francisco’s reputa- 
tion as a style center, are making 
purchases they ordinarily would 
make at home. 


Decks Cleared for Fall 


CINCINNATI.—Most of the mer- 
chants in this section report that 
their business has been very good 
so far this month in spite of the 
“wet blanket” which August usually 
carries with it. Stores have cleaned 
out their old stocks, and are dis- 
playing many of their new fall 
shoes, which are exciting much in- 
terest among the public. 


Retail Trade Dull 


MILWAUKEE.—Business in Mil- 
waukee stores has been somewhat 
dull during the past few weeks, due 
to the usual lull which precedes the 
opening of the fall season. How- 
ever, this seasonal lull has been no 
more severe than usual as dealers 
state that sales are about even with 
a year ago. Immediate business is 
principally on new fall styles as 
clearance events have disposed of 
nearly all summer stock. 


Business Picking Up 

NEw YorK.—The shoe business in 
New York is on an improved basis. 
Retail merchants in general report 
that fall business is opening up 
well and that the prospects of a good 
season are brighter than they have 
been for some time. August is 
normally a dull month here, and 


[CONTINUED ON PAGE 95] 
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Announcing our new showrooms 
at 144 Duane Street 


IM J.SAKS SHOE CORP. 
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Pride in our product and a desire to keep 
faith with our customers has merited a suc- 
cess that necessitated our moving to larger 
quarters. 


We are now located at the above address 
ready to handle your immediate and Fall 
business with a complete stock of all the de- 
sirable styles in Women’s Footwear. 


We cordially invite you to visit us. 


“VIOLA”—IN STOCK 
“BEATRICE”—IN STOCK 


No. 643—Patent Leather, one-strap, high- 
with ‘Dieck setin saddle." Bound cut-outs, Lainie 
-ou 
white "hid lined, aa Cag heel =. M = above with 14/8 baby 
jea' D 
ee ee . J. SAKS SHOE CORP, it 
Price $3.85 : 
sises “ead Widthe Wholesale Distributors Women’s Novelty Footwear i ah bee 
A—4 tot suede 


Spanish 
645—As No. 647 with 14/8 baby 
Cam tot 144. Duane St., New York Spanish heel. 


Price $4.50 
We also have in stock Regent and 
D’Orsay pumps in velvet, patent and 
satin in all heels. 


“IF IT’S NEW, SAKS HAS IT” 
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All literature going out from the 
N. S. T. A. headquarters is “talking” 
seasonal shoes. Reports from the 
boys in various sections of the coun- 
try are to the effect that the boost- 
ing of “summer weights” for men 
helped the shoe business. By the 
same token, N. S. T. A. members are 
advocating heavy weights for fall 
and heavier weights for the winter 
months just ahead. Each member of 
the N. S. T. A. has been instructed 
to don a pair of heavy weight shoes, 
when “the bell rings in felt hats,” 
and “to let the neighbors know that 
it is just as bad form to be found 
wearing summer weight shoes on 
Sept. 15 as straw hats. 


Entire Industry to Boost Heavy 
Weights 


Shoe travelers are telling mer- 
chants that if they can only bring 
about a shoe consciousness on the 
part of the consumer that there is a 
decided difference between shoes for 
summer and shoes for fall, they will 
do much toward increasing the profit 
side of their ledgers. “All the trade 
realize that this is an old story,” say 
the boys. “Merchants, themselves, 
realize it—but the public does not 
know the ‘story’ as well as the shoe 
trade,” and so “all hands” in the al- 
lied shoe industry must work to 
make the public understand that 
they should wear heavier weight 
shoes in the fall and winter than in 
the summer time. A good truism is 
‘worth driving strongly home. 


Frequent Changes Suggested 
Another point on which travelers 


_alternation of shoes. Another the 
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News of the Shoe Travelers 


Conducted by Helen M. Haney, Associate Editor 


“September 15 Rings Bell For 
Fall Weight Shoes” 


“Unlucky’ idea in wearing a pair of 
shoes “two days in succession,” on 
the ground of more publicity — to 
make people talk as they do about— 
“Unlucky” to light three cigarettes 
with one match (which greatly in- 
creases the sale of matches) and the 
“Unlucky” qualities which some folks 
ascribe to the $2 bill. 





Galvin Travels for Banister 


M. C. Galvin of Boston will soon 
be in his territory for the James A. 
Banister Co., of Newark. During 
the past few weeks, Mr. Galvin has 
been making a study of the new Ban- 
ister numbers for immediate selling 
and spring. He is most enthusiastic 
over the samples which he is about 





M. C. Galvin, who represents the 
James A. Banister Co. of Newark 


to show to his many customers. 
“The finest line of shoes ever pre- 
sented to the trade,” said he in a 
recent interview. There are 31 
lines in stock, which is of great as- 
sistance to the merchant in these 
days of ‘Wanted-at-once’ orders.” 





Mr. Galvin is one of the best 
posted men in the country on men’s 
fine shoe designing and construc- 
tion. He has covered practically 
every section of these United States. 
His advice is often sought by lead- 
ing merchants as to the best meth- 
ods of merchandising men’s shoes. 
He is known from Coast to Coast as 
one of the most progessive sales- 
men of the younger generation. 
And he is not only popular with the 
trade, but also with the members 
of the traveling fraternity. 





Oakman Reports Favorably 


Waldo M. Oakman of Marshfield, 
Mass., one of “the fathers” of the 
National Shoe Travelers Associa- 
tion, travels for the F. M. Hoyt Shoe 
Co. Mr. Oakman recently wrote to 
N. S. T. A. headquarters from Los 
Angeles that business is “looking 
up” very favorably; that crops over 
the territory he covers are 
prices satisfactory, and that mer- 
chants feel more optimistic than for 
some time past. 





Ellis Is Convalescing 


Warren H. Ellis, New England 
representative for H. C. Godman Co., 
has just been discharged from the 
hospital in Boston, where he sub- 
mitted to an operation for appendi- 
citis. Mr. Ellis is convalescing and 
will be on his territory in a short 
while. 





New Honors for Armstrong 


- Frank L. Armstrong, President 
of the Boot and Shoe Travelers As- 
sociation of New York, is the new 
President of the National Council 
of Traveling Salesmen’s Associa- 
tion, succeeding A. M. Loeb. 

Mr. Armstrong was unanimously 
elected—there was no opposing can- 
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are the 


Authentic Browns 
Color 3 


These colors correspond with 


Color 31 those recommended for Fall by 
the Joint Styles Committee: 


HARVEST BROWN ss x0v41 sxown 


Color 31 HARVEST BROWN 
Color 98 to WOODLAND BROWN 


Color 98 INDIA TAN 


INDIA TAN to INDIA TAN 


Fz) st 


1TH the positive assurance that BROWNS will rule favorite 
for FALL, it is but natural that these NEW CASTLE 
BROWNS should be so heavily demanded. 
For years NEW CASTLE BROWNS have continued to mean every- 


thing most desirable in color rightness, richness and permanence to the 
leading members of the shoe trade. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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didate. He has been most active 
on the Ways and Means Committee 
of the National Council and it was 
most fitting and logical that he 
should be chosen as the new head 
of the National Council. 

The convention program was the 
best that ever has been arranged for 
a similar convention. Real, meaty, 
discussions and addresses have been 
scheduled. One of the big prob- 
lems which was taken up, was that 
of the house-to-house canvasser. 

In addition to the business ses- 








F. L. Armstrong, President Na. 
tional Council of Traveling Sales- 
men’s Association. Also President 
of the Boot and Shoe Travelers 
Association of New York 


sions a number of entertainments 
were arranged. There was a big 
stag smoker and vaudeville review 
on the night of Sept. 1, the Yankee 
ball game at the Stadium on Wednes- 
day afternoon, the moonlight boat 
ride on the Hudson River and dance 
on Wednesday night. In addition 
to this, special entertainment for 
the ladies was arranged, including 
a theater trip, a moonlight boat ride 
and dancing party. 





Every Salesman to Succeed Must 


Be a Team Worker 


(From.the Weekly Shoe Sales Bulle- 
tin compiled by C. A. Dickens) 


One of the fundamentals of foot- 
ball is team-work. If you have ever 
watched a college game, you must 
have admired the team-work of the 
players. Moving in perfect unison, 


every man with his heart and soul 
in the game, the team lines up. The 
quarter-back calls the signals, the 
center snaps the ball, the line holds, 
a full-back plunges .. . 


- @ gain 
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is made. With lightning rapidity 
the team is again information .... 
different signals, new plays, taut 
muscles, team-work . . . . and the 
ball is over the line. 

Today all things worth while are 
accomplished by team-work. The 
round-the-world flight of our army 
aviators is a paramount example of 
team-work and of team-workers. 
Auxiliary planes, naval bases, battle- 
ships, radio stations, all had a part 
in this most momentus flight . . . 
all worked together in perfect har- 
mony to send the Stars and Stripes 
around the globe in the air. Any 
they won . . . . the admiration of 
the world and of posterity. The 
shoes you sell are the shoes your firm 
makes. Your interests are your 
firm’s interests. You must get your 
profit and the firm must have its 
profits. Your growth and success, 
if you are a team-worker, helps your 
home. And likewise the facilities of 
your house are a bulwark of defense. 


Copeland 50 Years on Road 


Frank Copeland, representing the 
Brockton Cooperative Boot & Shoe 
Company in the South, arrived July 
i at the fiftieth year mile post in 
his shoe selling career. 

Frank began his Southern journeys 
in 1875 and has made two trips a 
year constantly ever since. He is 
still going strong and is planning 
for his spring trip, starting in Sep- 
tember. He says that during his 
recent trip with fall samples his 
orders showed a greater proportion 
of high shoes than for several years 
past. 








Earle L. Moore, who covers the 
Middle West, Indiana and Illinois, 
for the W. B. Coon Co. 
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Nighswonger with U. S. R., 
Milwaukee 


L. R. Nighswonger, rubber foot- 
wear salesman, is again with the 
Milwaukee branch of the United 
States Rubber Co. Mr. Nighswon- 
ger was connected with the Milwau- 
kee Branch territory several years 
ago. Because of his health, he 
found it necessary to live in a new 
climate and accepted a position with 
the Indianapolis Branch. He was 
very successful in building up a 

































L. R. Nighswonger with the Mil- 
waukee Branch of the United 
States Rubber Co. 


large trade throughout Indiana and 
Illinois and became one of their 
“high” footwear salesmen. 

Two months ago, a vacancy was 
caused in the Milwaukee organiza- 
tion, due to the sudden death of A. 
J. Brazeau; Mr. Nighswonger re- 
quested that he be transferred to 
his home territory. The Milwaukee 
branch was glad to have its former 
Wisconsin man represent them. He 
is now covering his territory. 





Kruger on Transcontinental 
Trip 

Jasper B. Kruger of Seattle, 
Wash., for many years with the G. 
H. Bass Co., is to represent the 
F. M. Hoyt Shoe Co. of Manchester, 
N. H., in Oregon and Washington. 
Mr. Kruger came on to the factories 
recently to get his samples, after a 
long and tiresome ride from the big 
Washington city. He managed, how- 
ever, to take three hours on last 
Saturday to view the historic points 
of interest in Boston. He left The 
Hub at 2 o’clock on Saturday, 
August 29, for his transcontinental 
trip. ° 
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Ernest D. Haseltine Co. 


NEWBURYPORT 
MASSACHUSETTS 




















When writing to advertisers please mention Boot ann Sos Reconper 















CINCINNATI 


| M°SKAYS 
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CINCINNATI 
M°KAYS 


at prices that 
challenge the world, 


Lo ago you crowned Cincinnati welts for their irre- 
proachable style, their perfect workmanship and their 
reasonable prices. Here is a piece of news that will give 
Cincinnati the same prestige as a McKay center that she now 
holds as a welt center. 


A 


Using the best of materials and the finest Cincinnati work- 
manship, we are going to build you genuine kid lined, 
French cord bound, flexible shoes that are real fitters in a 
brilliant assortment of new styles, in a price range from $4.35 
to $4.85. 


There must be a reason for such prices, and here it is—a 500% 


increase in McKay production in the last 18 months. This 
increase has made us devote an entire large modern Cincinnati 
plant to the production of McKays exclusively. 


With this line you can capture for keeps the trade that demands 
a fashionable shoe of good quality at a low price. For you can 
retail these numbers at a substantial profit for $7.00 and $7.50. 
They will make steady customers, quick turnover and hand- 
some profits. 

Our salesmen are on the way now. If you would like a special 
visit, drop us a line TODAY. We'll show you shoes the 
women want at prices they can pay! 
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M. A. PACKARD CO. Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


Syracuse, N.Y., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Retail Shoe Merchants 
Report That Trade 
Holds Up 


[CONTINUED FROM PAGE 87] 


while this August has been no ex- 
ception, total sales compare favor- 
ably with those of other recent 
years. The real fall season will not 
get into swing much before Labor 
Day. The fag end of clearance 
sales are still running, particularly 
in the lower grade shoes. The bulk 
of the better grade dealers, how- 
ever, have put their sales behind 
them and are now concentrating on 
fall footwear exclusively. In adver- 
tising and in window displays, fall 
shoes are being brought to the pub- 
lic’s attention in an impressive man- 
ner. It is interesting to note that 
there is much less stress than usual 
on price. Quality is being given 
first consideration. This is due to 
the fact that there has been a notice- 
able change in the public’s reaction 
toward shoes. Better grade shoes 
are coming into stronger demand. 
This may be partly due to the change 
toward more simple styles in which 
quality counts for more than it does 
in elaborately decorated footwear. 


New York Branch for Nunn, 
Bush & Weldon 


MILWAUKEE, Sept. 2.—The Nunn, 
Bush and Weldon Shoe Company an- 
nounces that it has opened a special 
eastern factory branch at 144 Duane 
Street, New York City, thus mak- 
ing a move which considerably ex- 
pands the distribution facilities of 
this western firm. A_ complete 
stock of men’s dress shoes will be 
carried on the floor at all times and, 
in addition to this, the eastern part 
of the country will be covered by a 
newly-created staff of seven or 
eight men traveling out of New 
York City. The New York office of 
this company, under the manage- 
ment of J. D. Nunn, has heretofore 
been at 1462 Broadway. The new 
branch was opened for business a 
few days ago. 


Stetson Revue Educates Public 


BosTton.—The Stetson Shoe 
Snappy Revue was held before a 
large audience at Pemberton Inn on 
the evening of August 27. The 
Revue took the place of the regular 
cabaret at that attractive hostelry; 
it proved a happy substitute. 

Red and amber lights played on a 
raised 40x12 foot platform, with Nat. 
Stewartson’s orchestra and choruses 








STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Got to be Stetson 
to be Snappy” se 


THE STETSON SHOE CO., Inc. 
Seuth Weymouth, Mass. 











SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 
CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 
Boston Office, 10 High St., Room 304 








BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Boston Office, 183 Essex Street 
Reom 307 


























88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES and RUBBERS 


Every Wednesday and Friday 











DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 














REGISTERED 


The Quality 


Lake 4 
Pullman Slipper or 
RED BLACK TAN 








Swan Shoe Co., Baltimore, Md. 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brookl 
Chicago Office, Security Bldg., 189 W. 5 tr Rag St 
HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Oudted Setin, Embossed 
Leather. Tinsel and Brocade 
Prices from 3 3.99 pe Jot as 


a> 


For the 
Better 
Trade 
BEST-EVER 
Soft-Sole Leather 


Boudoirs and Novelty 
Kimene Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y. 














Many dependable and 
profitable styles con- 
stantly in Stock. Send for latest price list. 








H. K. GARDINER CO., PITTSFIELD, N. H. 








shoe patterns 
FOR MEN’S FINE SHOES 
ARLE SHOE PATTERN CO. 





50 MAIN ST , BROCKTON, MASS. 








No matter what policy you may : 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 


All the Time 
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from workers of the Stetson factory 
giving a pleasing support to the 
principals in the “Stetson Shoe 
Snappy Revue.” During the acts, 
general dancing by the guests of the 
Pemberton Inn took place. 

The new Stetson models were also 
presented on trays to the large at- 
tendance at closer range by the 
charming young “maids.” 

Consumer interest in Stetson 
shoes was well promoted. In a 
“cosey corner” at one side of the 
Inn a pair of each of the shoes 
shown on the stage was placed for 
further public inspection. 

There were costumes for morn- 
ing, afternoon and evening, com- 
pleted by Stetson Shoes in the new 
shades of Coolidge gray and golden 
pheasant as well as in other colors. 


Boston Already Planning for 
Next Show 


BosTon.—At a special and recent 
meeting of the stockholders of the 
National Shoe and Leather Exposi- 
tion and Style Show, Inc., it was de- 
cided to change the name of the cor- 
poration to the New England Shoe 
and Leather Exposition and Style 
Show, Inc. 

The date of the annual meeting 
has been changed from the first 
Wednesday in February to the third 
Wednesday in September. This 
action was taken in order to make 
possible an earlier start on prepa- 
rations for the yearly “midsummer 
fair.” The next annual meeting will 
be held at 2 p. m. on Wednesday, 
September 16, at headquarters, 166 
Essex Street. At this time a new 
board of directors will be elected 
and preliminaries for the 1926 Fair 
launched. 


Orthopedic Footwear in Stock 


BrocKTON.—M. A. Packard Com- 
pany, one of Brockton’s old estab- 
lished shoe manufacturing houses, 
is featuring the Packard Phlexopedic 
Shoe for men. Two styles of this 
specialty, which is the result of 
scientifically correct modern shoe- 
making, are carried in stock, ready 
for immediate delivery. 


What Makes Work a Pleasure 


BrRocKTON.—More than 100 em- 
ployees of the Old Colony Shoe Com- 
pany enjoyed their first annual out- 
ing at Rockland, Mass., August 22. 
Following a clam bake there was a 
program of field sports, including a 
baseball game between employees of 
the making and finishing rooms. 
Vocal music and dancing were in- 
cluded in the day’s festivities. 
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MANHATTAN FINDING CO. 


Wholesale Shoe Store Supplies 


145 WEST BROADWAY, N. Y. 
Bench Made Ballet Slippers 


DW. 18 ig 0 5855083 cvcvesvessthesele o.3 
as ~ 


All Leather Gym Shoes at $1.00 a pair 








IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 
John E. McNamara - . Haverhill, Mass. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style B102 Blk. Glazed 


Kid, Soft Toe 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.45 
oceans 


Specialists in Ballet Manifacture 
241 No. 11th Street - Philadelphia, P; 








IN STOCK 

BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
$1.15 pr. 

BLOG SHOE FINDING CO., — 

147 Duane St., New York, ‘N. 








BALLET AND GYM SHOES 
BLACK VICI KID—IN STOCK 


Ballets No. 700 


Men’s Leather House 
Slippers in Stock 
Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 


QUALITY BALLETS— 











IN 
STOCK 


Also Men's and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 





oy. AND 
SOFT Pope 


stock. 


Bom ov. SUMNER 


_ ig — St., es a 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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éé ELAM 33 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office, 183 Essex Street 

















BOY's FINE. se Sas 
Rockland, Mass., U.S.A. 


IN STOCK MADE TO ORDER 














7540 


161 f 7 
Summer St BOSTON: \75e1/° 








EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples ae! Free on 


140-142 WEST BROADWAY 
NEW YORK 


Ne. 250. $2.50 per 100 Established 1903 
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Field & Flint Co.’s employees to 
the number of about 80 enjoyed an 
all-day outing at Fairhaven, Mass., 
August 22. About twenty automo- 
biles and buses were required to 
transport the party to the scene of 
the day’s events. Athletic contests, 
a clam bake, a bathing beauty con- 
test and dancing made up the pro- 
gram of the day and evening. Nearly 
20 girls entered the bathing beauty 
contest. The judges awarded to 
Miss Myrtle Coleman of the cutting 
room department the gold piece 
given by the firm, together with the 
title “Miss Korrect Shape.” A fea- 
ture of the athletic events was a 
horse shoe pitching match between 
Perley G. Flint and Fred F. Field, 
Jr., of the concern, the former being 
victorious. After-dinner exercises, 
in charge of Toastmaster Coleman, 
included remarks by Fred F. Field, 
Perley G. Flint, Fred F. Field, Jr., 
also by foremen of the factory de- 
partments. 

Crescent Park, Providence, R. L., 
was the location of the annual out- 
ing of the W. L. Douglas Shoe Com- 
pany Relief Association. About 80 
employees of the concern took part. 
An athletic program, including a 
baseball game between married men 
and single men, was a feature of the 
day, together with bathing and the 
serving of an old-time clam bake, 
followed by dancing. 


Walk-Over Has New Store in 


San Francisco 


SAN FRANCIScO.—The Walk-Over 
Shoe Co. has opened a new store on 
Telegraph Avenue, Berkeley, near 
the entrance to the University of 
California. The store is featuring 
about 70 per cent of its stock in 
styles appealing to the college trade. 

The Arnold Glove Grip Boot Shop, 
near O’Farrell on Powell Street, has 
just been remodeled. Stocks have 
been transferred to the mezzanine 
balcony and the floor space increased 
nearly 20 square feet by the re- 
arrangement of fixtures. The win- 
dows have been remodeled permit- 
ting an inspection of displays from 
two angles and new hardwood floors 
laid. Attractive frosted wicker fur- 
niture is used, and the informal 
home-like atmosphere of the shop 
has been heightened by the effective 
use of applied panels of cretonne on 
the background of gray wallpaper. 
The shop did business under diffi- 
culties, but remained open during 
the entire process of remodeling. 
F. J. Lorenz & Sons, the owners, 
also operate another Glove Grip 
store in Oakland. 








J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 


CHICAGO 











America’s Favorite 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes O11 Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








MULTIGRAPH PLATES 


c.Eaararines, Senate Cats ale Form 
and Copper Face Electros 
Write for Prices 
UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 











No matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless you need the 


Boot and Shoe Recorder 


ALL THE TIME 
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Kid Footwear on the 
Avenue 


HERE will be a most unusual 
exhibition of kid footwear 
shown on Fifth Avenue the 
week beginning Sept. 12, when Fifth 
Avenue becomes a fashion run-way 
for the shoe trade. 

Arrangements have been made by 
J. J. Lyons of the Surpass Leather 
Co. for a window display of most 
beautiful black and colored kid 
shoes on Fifth Avenue near Forty- 
sixth Street. The shoes shown will 
be by the most exclusive retail shoe 
merchants, who are responsible for 
most of the style trends. The re- 
tailers that will display at this ex- 
hibition are Delman, Hennig, Shoe- 
craft, I. Miller, Somers, Ben Lewis, 
Pedemode, Cammeyer, Elizabeth 
Beers, Nancy Haggerty, J. T. Cous- 
ins, Saks—Fifth Avenue, Hanan & 
Son, Best & Co. 

Each of these retail merchants 
has been limited to not more than 
six different numbers of kid shoes. 

In addition to the shoes that will 
be shown in the window, there will 
also be a display in the shoe cases, 
and in the interior of the store. 
Duplicates of the shoes on exhibition 
will be shown on beautiful, live 
models in the store and on Fifth 
Avenue. Arrangements are being 
made to engage as hostesses, in con- 
nection with this exhibition, the 
services of Princess Matchibelli, 
Gloria Gould, and Miss Betty Bron- 
son. There will also be a staff in 
attendance at this exhibition to give 
the visiting public information re- 
garding the advantages of kid foot- 
wear. 

The retail shoe merchants who 
have agreed to take part in this ex- 
hibition have manifested the keenest 
interest in this unusual exhibit, and 
all are confident that beneficial re- 
sults will be obtained by these re- 
tailers, and that an increased in- 
terest is bound to be aroused in kid 
footwear. 


Doyle Shoe Co. Succeeds Wall, 
Doyle & Daly, Inc. 


BrockKTon.—Albert F. Doyle and 
William E. Doyle have purchased 
the outstanding stock in Wall, Doyle 
& Daly, Inc. The shares of this con- 
cern are now owned exclusively by 
these two men, both of whom are 
residents of Brockton. The business 
will be continued at the same loca- 


tion and along the same lines which 
have brought success during the 
past six years. The name of the 
new concern is The Doyle Shoe Co. 
Albert F. Doyle is president and 
William E. Doyle, treasurer. The 
new organization will have Boston 
offices at 215 Essex Street, on the 
ground floor. 

The Wall, Streeter & Doyle Co. of 
North Adams, Mass., has been suc- 
ceeded by the Wall-Streeter Shoe 
Co. Albert F. Doyle retires. James 
E. Wall is president and treasurer 
of the Wall-Streeter Shoe Co., which 
concern will continue its business 
along the same lines and policies of 
the concern which it succeeds. 


To Resume Merchant Meetings 
in Milwaukee 


MILWAUKEE.— Members of the 
Milwaukee Shoe Retailers’ Associ- 
ation will resume their regular 
meetings this month, holding their 
first gathering of the season at the 
usual time, the third Thursday in 
the month. According to A. B. 
Caspari, president, a meeting of the 
board of directors will be called dur- 
ing the second week of the month 
to consider future activities of the 
organization. 


M. A. Weiss Leaves Stern Bros. 


NEW YorRK CiTy.—Maurice A. 


Weiss, who has been head of the 
shoe department at Stern Brothers 
for about a year, left his position 
last week after having tendered his 
resignation some weeks ago because 
of his disagreement with the man- 
agement over merchandising policies. 
Louis Sachar, for five years with 
Saks & Company and assistant to 
“Eddie” Cohen at Saks’ Fifth Ave- 
nue store, is now installed as man- 
ager of the Stern shoe departments. 
Under the new policy, Stern 
Brothers, in their women’s shoe de- 
partment, will carry some footwear 
made by I. Miller & Sons, although 
under the Stern, rather than the 
Miller, label. 


Novelty Leather Man Off for 
Europe 
New York Critry.—Samuel Buch- 
ner, president of the Leather-de- 
Luxe Co., 47 W. 34th Street, sailed 
on August 8 for a five or six weeks’ 
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tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Boston, Mass. 


Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 


t Virginia 
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long- erg economical counter. 
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T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 


FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 

















trip to Europe. While there, it is 
his intention to visit the many 
sources of supply for novelty leath- 
ers which he has established during 
the past year. His company has 
made a tremendous success in intro- 
ducing novelties into this country, 
and it is pretty certain he will bring 
back many new things. One of the 
main objects of the trip is to secure 
a large supply of gold and silver kid, 
so that this material will be on hand 
for American consumption when the 
demand becomes strong in the fall. 


Smith in New Store 


BALTIMORE.—Frank P. Smith is 
now at his new location, 2 N. How- 
ard Street, “Little Joe’s Old Cor- 
ner.” The store has up-to-date win- 
dows of maplewood, mahogany 
fixtures, marble base and tiled vesti- 
bule over which is constructed a 
dome that is illuminated every eve- 
ning. 

The interior contains silver gray 
shelves with chairs, shoe stand and 
fitting stools, as well as boxes to 
correspond. 

Mr. Smith has his windows deco- 
rated rather attractively. 
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BoyD & RICHARDSON of St. Louis 
show how effectively the Vanity Fair 
FREE Window Cards may be used. 
Send today for your FREE display 
card, with either advertisement 
Shown opposite. 
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The New Trend Toward FLAT Vastble Eyelets 


@fRrcentty there has been a marked trend 
toward the flat eyelet, set flush with the quar- 
ter. It is less conspicuous than the standard 
raised eyelet, and on smooth leathers presents 
a very attractive finish. 


These flat visible eyelets are being featured in 
current advertising in Vanity Fair and other 
class magazines, whose style influence is 
reflected in the demands not only of the 
men who form their circulation, but 


also of the multitude who pattern themselves 
after these leaders. 


Specify either “visible eyelets” or “flat visible 
eyelets” whenever you order lace footwear. 
It costs no more, and it will earn for you the 
good will and custom of the many men who 
have learned from Vanity Fair that visible eye- 
lets are the correct thing. Always insist 
on Goodyear Welt shoes with Diamond 
Brand Visible Fast Color Eyelets. 


Look for the “Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufatlurers of 


DIAMOND BRAND Visible FAST COLOR EYELETS 


When writing to advertisers please mention Boot awn Snow Reconper 
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To Help You Get 
Your Share 


of the Rapidly Growing Business 
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NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


Children’s Moccasins 
made by J. P. Smith Shoe Co. made by Adams Bros. 


NATURAL CREPE KEEPS ITS SHAPE 


When writing to advertisers please mention Boot anv Suor Recorper 
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By Working Together 
We've Put It Over 


N the first place more than half of the leading manufacturers 
in the country and many of the largest are pushing Crepe 
Rubber Soles for Everybody’s Everyday Wear. 

That in itself will help every dealer and jobber because the style 
is established. 

The Rubber Growers’ Association is advertising Crepe Rub- 
ber Soles for Everybody’s Everyday Wear in Newspapers 
throughout the country, the Saturday Evening Post and in the 
Trade Papers. 

Every inquiry from this advertising is referred to the proper 
manufacturer, jobber or dealer who has sent his name in for our 


Index. 


People Want Crepe Soles 
and 


They Want to Know Where to Get Them 


If you are a dealer you can attract a lot of new trade by adver- 
tising Crepe Soled Shoes in your local newspaper and displaying 
the shoes in your windows. 

If you are a jobber or manufacturer announce the fact that you 
can supply Crepe Soled Shoes in the Trade Papers when our 
advertising is running. 


Get Your Name On Our Index 


Fill out the coupon and send it in at once so we can refer in- 
quiries to you. 
Handbook 


NATURAL CREPE KEEPS ITS SHAPE 


When writing to advertisers please mention Boot anv Som Reconpgr 
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| CharlesT Wilson Co. es : 


82 BEAVER ST., 
NEW YORK CITY 


We carry stocks of all grades 
and thicknesses of 


CREPE == SOLING 


for 


IMMEDIATE AND FUTURE 
DELIVERY 


SUMOMOMOM UE ] 


tYeVihi 


NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


We Specialize in All Grades of 


NATURAL CREPE RUBBER 
(Plantation Finished ) 


LOANONNONNCANG/)) 
Yavivavlvarivaxivey 


VIN@AINS 


And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


\ivarivartvartvaxivey 


ianlive 


5) 


itvarl aN Vanier axivaNii/avii@vivevl@ 


Write for Samples and Quotations 
Your name on our mailing list 


will assure you of receiving our 
periodical market reports. 


SAMPLES AND PRICES ON 
REQUEST 


BAY/ VEINL VEINL MEIN MEIN MEIN NITE VEIN NITE NEI MEIN VUTEC NET NUTEC VUTEC WEE NNEC NUE NED Yavii 


Don’t Overlook This 
in New York 


ISIT the Hotel Martin- 
ique—look the inviting, 
comfortable rooms over 
—note the genuine conve- 
nience of location, where you 
are right in the heart of the 
busy shopping district and 


Men’s +] 6 00 
pe Pair 
Women’s +] 4 00 

_ Pair within easy distance of all busi- 
“The Best ness centres. 


| . You will be surprised at the 
Without | vebaar e6- thie , 


LITTLEJOHN & CO.., Inc. 


137 Front Street 
New York City 


POMOMOB OM OMOOMOMOONROOa 


NAY). 
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IN STOCK 
IMPORTED ENGLISH 


RIDING BOOTS 








” 
These English Extravagance 





Colt Cromwell Co. 


Incorporated 


596 Broadway 
New York, N. Y. 





Riding Boots are 
in favor with ex- 
perienced riders 
who recognize 
their custom-made 
appearance, supe- 
rior workmanship 
and easy fitting 
qualities. These 
desired features 
combined with the 
English long time 
process of tanning 
give the English 
made boots that 
indescribable 
something that 
sets them apart 
as riding boots 
of perfection. 











When-writing to advertisers please mention Boot ann SHoe Recorper 





New York Hotel. You can 
enjoy all the comfort and con- 
venience of the Hotel Mar- 
tinique at rates as low as $2.50 
per day. 

Club breakfast at 45c— 
table d’hote dinner at $1.25— 
also a la carte at unusually 
moderate prices. 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 
Broadway, 32nd to 33rd Streets 


New York 
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Many retailers who have thought they 
could purchase directly from manu- 
facturers and save the wholesalers’ ex- 
pense and profits have largely discon- 
tinued this practice and are giving a 
good share of these purchases to 
wholesalers. They have found that 
they could not afford to carry the 
stocks and the risks necessary in direct 
buying. They now prefer to pay some- 
body else for carrying this burden. 


“The drift toward the wholesaler is 
evident in many instances.” 


NATIONAL ASSOCIATION of SHOE 
Ms (0) B y-N Rt 


Whin writing to advertisers please mention Boot awn SHot Reconver 
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HALESOLE 


The ORIGINAL TAN COMPOSITION SOLE 








A Proved and Established Factor 


Proved by a year’s commercial use on 
thousands of pairs of shoes. 


Established as the first tan colored 
composition sole ever produced that 
will not crack or mark floors. 


ALFRED HALE RUBBER CO. 


Established 1837 
ATLANTIC, MASS. 





Due to the increased cost of crude rubber, 
RAJAH SOLES will cost next season from 
10 cents to 20 cents per pair more than 
last season, according to style and weight. 











When writing to advertisers please mention Boot awn Suom Recoapsr 
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200 out of every 1000 Men 


would buy this shoe 
If they could get it 


First lacing is the last. Then—on or off with- 
out unlacing—Saving Time—Giving Com- 
fort. Snug Fit with no side gaping: No 
sacrifice of style—also gives the much desired 
close lace effect. 


Ask Your Manufacturer to Show You Samples 


HUB GORE MAKERS 


Branch of Everlastik, Inc. 
CHELSEA, MASS. 


1107 Broadway, New York 


When writing to advertisers please mention Boot aun SHoz Recorpsr 


The shoe, as shown be- 
low, can be instantly 
put on without a shoe 
horn—and then grips 
the foot closely but 
gently. At a distance 
of 10 feet it is difficult 
to tell that goring is 
used—+so well does the 
color blend with the 


leather. 





BOOT AND SHOE RECORDER September 5, 1925 














A TYPICAL CHANDLER VALUE 


This beautiful buckle in Gold or Silver Finish 
priced low for immediate delivery 


ILLUSTRATION IS ACTUAL SIZE 
PATTERN 841—CGOLD OR SILVER—$6.00 doz. pr. 
The infinite care revealed in the artistic cutting of this 
and other new patterns proves them worthy a place on the 
finest footwear. 





OTHER NEW PATTERNS 


CUT STEEL DESIGNS SHELL BUCKLES 
Pat. M 773—Oval——-86.00 doz. pr. Stylish and Attractive 
Pat. J] 111—Square—$9.00 doz. pr. Pat. M 899—Silver on Jet 


Popular Assortment of Fancy Metal Buckles at $4.50 doz. pr. $6.00 doz. pr. 


VICTORY BUCKLE ATTACHER 


For All Above Types of Buckles, $2.50 doz. pr. 


W. K. CHANDLER, INC. 


125 SUMMER STREET BOSTON, MASS. 


























Featuring! 














“COLLEGIATE OXFORD” 


Tan Calf Goodyear Welt with white mid-sole—#% Flanged Rubber Heel 


Price $4° 


Immediate Delivery 


C.S. GIBBON COMPANY 
\ $4 North 4th St., Philadelphia, Pa. 


‘Send for catalogue of our complete line. 
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YOU MIGHT CALL UP 
THE MAN IN THE MOON 
FOR THE PRICE OF GREEN CHEESE 





—but if you want superior patent leather for shoes, of 


course you will get in touch ‘with the manufacturers of 





STERLING PATENT COLT and STERLING PATENT KID — the 


leather par excellence. 
Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY ~-~- BOSTON, MASS. 
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page per issue: 
Space 1 time 
1 in......$5.00 


2 in......10.00 
3 in......15.00 
-20.00 


13 times 
$3.50 
7.00 
10.50 
14.00 


7 times 
$4.00 
8.00 
12.00 


4 Wm. seas 16.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


26 times 52 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


—- ip cents per word 
it accepted, seven 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN WANTED by manufacturer of 

infants’, children’s and misses’ turn shoes 
for southern states, also Connecticut. Stock 
proposition. Liberal commission. References 
required. Address B-636, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





S ALESMEN WANTBED—Detroit, Mich., and 
immediate nag I territory (estab- 
lished: trade), now available for experienced 
salesman to sell line of medium-priced and 
high-grade stitchdowns Some overhead shoes 
now being sold for January delivery at very 
low prices. Pay 6 per cent commission. State 
experience, give reference and names of lines 
now selling, if any. Confidential. Write fully 
to Binghamton Shoe Co., Binghamton, N. Y. 





Write for particulars, giving references. 


Kentucky, Indiana, Arkansas 


opeeees salesmen to above territory. 'e make 
STAMP WORK SHOES, Goodyear so" Welt and Nailed, in ‘Bluswer, Outing and 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


unlined UNION 
Moulder. 








S ALESMEN— Wonderful short side line felt 
slippers, retail, all territories; opportunity 
good commissions. Address B-650, care Boot 
ood Shoe Recorder, 207 South St., Boston, 
Mass. 








SALESMEN WANTED for New York and 
New England. A few other states open. 
Invisible Rubber Sole applied with cement 
only. Liberal commissions. Repeat orders pro- 
tected. Serton Rubber Co., Dayton, Ohio. 





SALESMEN WANTED to carry a represen- 
tative line of ladies’ high-grade turn shoes 
in various territories. Will only consider men 
of high calibre, accustomed to selling the best 
trade. Replies held strictly confidential. Sig- 
man & Cohen, Inc., 1089 Flushing Avenue, 
Brooklyn, N. Y. 





ANTED—We have openings for a few good 

salesmen with a wide acquaintanceship in 
their territo: Our line consists of 1/5 flexible 
and 5/8 spring-heel turns; also 2/5, 5/8 and 
8%4/11 flexible welts. Medium- priced and pay- 
ing a high rate of commission, Over 50 styles 
in stack, Can be carried with any non-con- 
flicting line. Please give full particulars. R. 
C. Milow Shoe Co., Inc., Rochester, N, Y. 


SALE LESMEN wanted to carry as a side line 
our ENSTOCE, line of po Reb dowsi priced Soft 
Turns, Stite downs and Flex- 

ible Welts. al commission. New spring 
samples A, Desirable territory open. Ap- 
lications wil ‘only be considered from men who 
ave been making the territory and have some 
following. Give full particulars in letter of 
a. H. H. Freeland, Inc., Rochester, 


Soles, First EF 





WANTED—An experienced shoe sales- 
man to sell HUNKIDORI work shoes, 
sporting boots and Pacs in the State of 
Illinois, established territory. Address 
B-649, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











Want experienced shoe salesman to sell on 
commission “KESCO” line of Children’s 
and Misses’ Turns and Stitchdowns. Several 
excellent territories open. State territory you 
cover and give references in first letter. Ad- 
Gress: mh . Kepner-Scott Shoe Co., Orwigs- 
urg, Pa, 





WANTED — Experienced shoe salesman to 
sell on 6 Pg 2 cent commission, a medium 
and fine line of Infants’, Children’s and Misses’ 
Pennsylvania turns, to carried as side line 
with other non-conflicting lines. Several ex- 
cellent territories open. State terri covered, 
other lines carried, references, and record, 
in first letter, Address B-669 care Boot and 
Shoe Recorder, 207 South St., Boston, , 





BROOKLYN manufacturer of high grade Mc- 
— a ork 3 has oo ba wing y, for & wide open: 
ew Yor tate an erse or a wi 

awake salesman with h established trade 
a applicants will 
ble of show eA Ry 
in ormation in ieee letter. \. 
wrat, ene Shoe Recorder, 127 Duane St., 
ork. 





WANTED—Salesman having trade in the 
following cities: Pittsburgh, Cincinnati, 
Cine 5 ke Kansas City. Can 
in selling our line. of six samples 
ot ba of ballet hi es in stock. Address B-648, 
Recorder, 207 South St., 
gf 


Esl ont lin ot shoe salesmen 





wanted 


Manager, Te a Novelty Shoes, 1 











An 
OPPORTUNITY 


For 5 Shoe or Rubber 
Footwear Salesmen 


O handle, in addition to 

their regular line, a new 
specialty item for the shoe 
trade. They will represent 
the manufacturer. No com- 
petitive article now on mar- 
ket. Will be backed by ad- 
vertising campaign. Liberal 
Commission. You must know 
your field and have a record 
for being a go-getter. Reply 
giving full particulars which 
will be treated confidentially 
to 


C. L. FOOTE 


United States Fastener Co., 
Boston, Mass. 



































he mae! WANTED — One 
salesman to 

line of infants’, 

Goodyear welts and 

trade. Patterns neat 


bers carried in . 
Rohrer & Company, Orwigsburg, P.: 


FOR SALE 


StAnnual oye Counsstiont city. 
—— — i ae win- 
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—_ oy 
South yy 











HELP WANTED 


HELP WANTED 





STYLE MAN WANTED 


Large western manufacturing concern has a position available for a designer of 
women’s, misses’ and children’s McKay and welt shoes, 


This man must have had the experience and have the ability to enable him to 
keep abreast of the trend of fashion. To such a man this is a big opportunity. 
Address B-651 care of Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
for interview, giving age, experience, and salary wanted. Your reply will be held 


in strictest confidence. 
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LINE WANTED 








FOR RENT 





YOUNG man, 32 years of age, well acquainted 
in Southern States, looking for women’s 
medium priced McKays on floor proposition. 

references. Address B-653, care Boot 
and Shoe Recorder, 189 W. Madison St., Chi- 
cago, Ill, 















OUNG merchant wishes line of popular 
priced women’s shoes for Pacific coast or 
Northwest. Address B-655, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 













WANTED—For state of Indiana by resident 
salesman, women’s McKay novelty line of 
St. Louis, Cincinnati or eastern manufacture, 
preferably with in-stock dept. Must have price 
and appeal for volume trade. Can guarantee 
results to manufacturer who desires to in- 
crease sales with best retail trade in Indiana. 
Address B-656, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 






















IN NEW YORK Cite 


There is available for rent a fine sample office in 
the exact centre of the greatest shoe market in the 
world—on Duane Street, New York City. 
This office will accommodate splendidly a long 
line, or can take care of two noncompeting lines. 
For terms of lease and all other information address B 644, 
care Boot and Shoe Recorder, 127 Duane St., New York City 


A FINE SAMPLE OFFICE 




































RELIABLE factory line fancy McKays for 
jobbing, chain, department store trade in 
metropolitan district. Address K-820, care 
wd and Shoe Recorder, 127 Duane St., New 
ork. 












WE have developed a selling organization 
that will be of material benefit to manu- 
facturers who desire their lines sold on_ the 
Pacific Coast. Must be men’s or women’s lines 
of Merit, and with a —— of volume of 
sales, looking forward to a fill in stock in 

Angeles or San Francisco. We can furnish 
bank and commercial references. Write Barbee 
& Synder, Fontana, Cal. 

















POSITION WANTED 













ment. Young man, 28 years old. hmong, A 
experienced in buying and merchandizing. Now 
connected with large organization, wishes to 
make change for more lucrative field. Address 
K-815, care Boot and Shoe Recorder, 127 
Duane St., New York. 













MANAGER OR SALESMAN 
S SHOES 


MEN’ 

Six years hel build a high class 
men’s retail oe business. person- 
ally sold $44,000 last year. As sales- 
man have studied the retail shoe business 
for 25 years in several of the stores in 
the United States. I want position 
where my experience will be more valu- 
able to the man I work for, and to 
myself, than it is ag sy Address 
B-654, care Boot Shoe Recorder, 
207 South Street, Boston, Mass. 

























OSITION as salesman with reliable Brook- 
lyn turn house. Single and 27 years of age. 
Eight years’ experience in shoe business, mostly 
ing Brooklyn turns. College uate, now 
practicing a profession, but wish to change for 
a more lucrative proposition. A good proposi- 
tion will be readily accepted. Can furnish_ref- 
erences if required. Address K-821, care Boot 
& Shoe Recorder, 127 Duane St., New York. 
















EXPERIENCED rubber footwear salesman 
would like to get tion with some manu- 
facturer or jobber. ave had 17 years’ expe- 
tience with one concern, from office to 
traveling salesman. Best of references. am 
33 years of age; well acquainted with the retail 
trade of New 

Massach 







especially Eastern 

usetts and New Hampshire. Address 

B-652, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 



















FOR LEASE 








FOR SALE WANTED TO PURCHASE 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 


WILL { SUR SELLERS FOR 


FOR SALE 
Good wing. ches business (Ladies’ 
Booteris). t location on Olive St., 
St. Louis, Mo. Eight years’ lease at a 
very attractive figure. Fixtures com- 
plete, stock optional. A wonderful op- 
ey ag at a small investment. Address BUY 
-645, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SURPLUS STOCKS 

ENTIRE STOCKS CASH 
Bargains in shoes always on hand for 
special sales and bar, basements 











BUYER AND MANAGER for shoe depart- . 





FOR SALE 
modern reliable shoe store for men, 
~ hild Wonderful loca- 
tion in city of onee0 Jn capital district 


HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 
no object. Retail or wholesale. Short 





of New York State. and fixtures term leases taken off your hands. 
new. Reasonable rent. Box B-659, Boot Wire or phone us. Correspondence 
and Shoe South St., confidential. Established 1890. 
Boston, Mass. 


MAX GLAUBERG 
436 Grand Street, New York City 





We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 
































FOR SALE 


We’ll Buy For Cash 


Complete shoe stores, factories, or 
large or small stocks of shoes, leather, 
findings, or any other merchandise. 


CASPER and MacLEN 


Shoe departments in the stores of 
LOUIS GOLD at: 
Washington, D. C. 








Baltimore, Md. 170 Summer St., Boston, Mass. 
Albany, N. Y. 
Rochester, N. Y. 
Utica, N. ¥. CASH PAID 
for shoe stores or surplus stocks of 
aii od shoes or for other merchandise. Leases 
=a taken over. We will send a repre- 


sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


Cc. K. WHITNER COMPANY 
Reading, Pa. 





All departments are 100% locations, 





favorable leases. We buy quick and pay highest cash 


price for retail and wholesale stocks 


of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn, 


Write for details. 


GLOBE BOOT SHOPS, INC., 
131 Duane Street New York, N. Y. 




















SHOE DEPARTMENT space on 
to lease in department 


of 


z 
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. 
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est city 
Store caters to medium and better 
i stock 
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CASH PAID 








BUSINESS OPPORTUNITY 


for entire shoe stocks or surplus stocks 





PARTNER WANTED—(Gentile) established 
Connecticut. 
with experience and thousand. 

B-657, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


of shoes or other merchandise. Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N.Y. 
Phone Spring 1443 


grade, growing city western 


or real man 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 











Get the Good Will of Your Neighborhood 
Through the Children 


Our combination Pencil Case. consisting of leather- 
ette case in assorted colors and leathers, two pen- 
i cils, penholder, penpoint and ruler with gold stamp- 
1 ing of your name, business and address. Reasonably 
|| priced. Send 20c for sample and prices of quantities. 


PRETTY SOUVENIR ADVERTISING COMPANY 
37 East 28th Street 


New York City, N. Y. 











Milbradt Rolling 
Step Ladders 


are madé in a great 
many styles to suit 
all kinds of stores 
and shelving. They 
will enable you to 
get along with less 
help, save the 
wear and tear on 

















your shelving, and 
help the appear- 
ance of your store. 
Shipped subject to 
approval and satis- 
faction guaranteed. 
Write for our latest 
catalog showing 18 
styles of ladders as 
well as other store 
fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 














IDEAL ROLLING 
LADDERS 
are 
25% Cheaper 
and Guaranteed 


Write for Catatog 


Success Furniture 
Corp., St. Louis 
Kirkwood, Mo. 














Made Only of Wood 
for all lines 


IMMEDIATE | 


SHIPMENTS 
Send for Catalog 


Tug Oscar Onnen Co. 
11W. FOURTH ST. 
CINCINNATI, O. 
Meret @o not make 














New Shoe Stores 


E. J. Heibel, 1002 West 26th 
Street, Erie, Pa. 

Clarence Stroman, 
S. C. 

Sibbet-Finley Co., 
Md., shoe department. 
Carl B. Field, Campbell, Calif. 
Shuman, The Shoeman, 494 Mas- 
sachusetts Avenue, Cambridge, 

Mass. 

Ritz Bootery, 13 Second Avenue, 
West, Duluth, Minn. 

F. M. Richard, Mt. Pleasant, Iowa. 

Gaiety General Store (J. Weiner, 
Proprietor) Fredericton, N. B., shoe 
department. 

A. R. Talbot, Riverside, Iowa. 

Darrish & Azelrod, Lynn, Mass. 

Milwood Mercantile Co., Milwood, 
Cal., shoe department. 

R. S. Neel, Woods, Ore. 

Louis C. DeArmond, Blairsden, 
Calif. 

Alfred M. Friedman, 67 E. Main 
Street, Nanticoke, Pa. 

William Jacobson, Fargo, N. D. 

J. B. Sales, Steamboat Springs, 
Colo. 

R. Sinclair, Kensington, Minn. 

D. C. Freiberg,° Lake Benton, 
Minn. 


Orangeburg, 


Cambridge, 





FIXTURES 
Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 





west and most 
beautifully furnished hotel ~ 
accomodating 1034 guests 
Broadway at 634 Street. 
iTH PRIVATE 7, 
oo $250 Le n 
ROOM WITH PRIVATE BATH- 








\ ALL OUTSIDE ROOMS 





‘y SHOE CARTON \ 


We design and print most 
>} } | 


+ , >} . - 
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{ CLICKER 
DIES 


34 inch at 12 cents per 
running inch. 
114 inch at 17 cents per 
running inch. 

Minimum 15 Inches 


PROMPT : QUALITY 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 








ATTRACTIVE 
SHOE CARTONS 


AND 


ee = 3 ae 


for the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


<i 
<a ey a LAI qs ‘ 


G3$-27's LEMINGTON AVE 
BROOKLYN N.Y 
r ‘ 1 ‘ 


Complete set of sam upon request, 
without obligation. ‘ 


ST LOUIS Mo. 
\ 








Metal Shoe 
Fitting Stools 
and 
Floor Mirrors 


ib 


Write for 
Catalog and Prices 


THE CHICAGO WIRE CHAIR CO. 


621 N. La Salle Street - Chicago, I 
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KEEPS SHOES SHAPELY 


PROTECTOR 


Hides irregularities of foot form, affords instant re- 
lief for } a worm and large joints. Can be wornin any 
style of shoe — outside or under stocking. No larger 
one shoe required. Sold by shoe Goal lers, druggists 

tment stores for over 15 ye: Over one- 
half million in use. Write for free trial offer. No pay 
if no relief. State size of shoes and if for right or left. 


FISCHER MANUFACTURING CO. co. 
425 East Water St. 


HIDES LARGE JOINTS 


Over 17,000,000 Readers 
Will See This. Advertisement 


The more than a half million purchasers 
of Fischer Bunion Protectors were at- 
tracted to them by Fischer Advertising. 


Every day in the year this advertising is 
sending customers to the dealers who sell 
this time tested device for increased foot 
comfort and shoe shapeliness. 


It pays to handle Fischer Protectors— 
they bring trade toe your store that you would not 
reach through other merchandise. 


Fischer Bunion Protectors are quickly 


sold and easily stocked. Your jobber can supply 
you on call. Write him or us. 


FISCHER MANUFACTURING CO. 





425 East Water Street, Milwaukee, Wis. 





Did You Ever 
Think of This» 


You probably have used equip- 
ment, shop-worn equipment, out- 
of-date models or products which 
you do not want but which some 
one else would be glad to get hold 
of at a price under the market. 


Classified Advertising in the 
BOOT AND SHOE RECORDER 
will move them quickly and eco- 
nomically. See Classified Section 


for Advertising rates. 
































Pump Straps 
Slip on or off at will 


The most practical nov- 
elty that has vet been of- 
fered the Shoe Trade. 
Made of ornamental 
braid and strong 2-ply 
elastic. 

Patent, Black Satin, 
Blonde Satin, Tan Calf, 
Dull, White Kid. 


RHINESTONE CLASPS, 
ETC. 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Avenue St. Louis, Mo. 




















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
wes Foot Developer is unexcelled. 
Well known surgeons recommend its 
use, 
Make your stock of 
wENTILATIONS! children’s shoes com- 
PATENTEO plete by sending your 
order today. 


Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 





Into my boudoirs is put the style, and 
wear that makes them the best bou 
buy on the —- Once you Pe 


running on , a 
= Ss ents Bre AF them 


not so much yt “te 
rice. carry a stock, 
Biack and colors, with 
IN leather or rubber heels. 
Sample my line at your 


STOCK first opportunity. 
36 Pair Cases Deliveries At Once 
If your jobber cannot supply you, write me. 


A. W. GREELEY 
oat? Duncan Street - - - Haverhill, mane 








penned 





= 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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Fischer Mfg. Co., Milwaukee, Wis 
Lincoln Store Supplies Co., St. Louis, Mo. 111 


Manhattan Findings Co., New York City.. 96 
Manheimer, Abe., & Co., St. Louis, Mo.... 113 
Meyer, Frank C., Co., Inc., New York City 110 
Millbradt Mfg. Co., St. Louis, Mo 


Onken, Oscar, Co., St. Louis, Mo 

Pretty Souvenir Adv. Co., New York City 110 
Rublack, Emil, New York City 
ny Rg agg Pag PES and 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass.. 96 

Foley & Haliquist, St. Louis, Mo 

Nu-Shine Co., Reidsville, N. C 

United Fast Color Eyelet Co., Boston.... 99 

United Shoe Machinery Corp., Baston, 
BEER, accecveccccowevevseveveevs 72, 3rd Cover 


Whittemore Bros., Cambridge, Mass 


MISCELLANEOUS 


Hotel Empire, New York City 
Hetel Martinique, New York City 


Kalter Cerf. Co., New York City 
Kirsch-Blacher Co., New York City 


New York 5 
New Y 


Tolman Print, Brockton, Mass 
be Electrotype Foundry, Cambridge, 
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No. 324—Brown Vici Opera, Rubber 
BUNS sccsscccccdcntectonabtees $2.35 





SSS SST 
Have You Read Page 36 | : | 


of tte BOOT ANDSHOE RECORDER 
— Dated August 15th — 
IF NOT — Then You Missed a Real Message 


Men’s Better Grade Leather House Slippers Always In-stock 
Folder Listing 30 Lines Mailed on Request 


THE L. B. EVANS’ SON COMPANY 


Co) 


No. 334—Brown Vici Everett, Rubber 
MEE ORME LV CURR UES cocccccccces $2.35 





















































Actual 
Size 
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owder Ouff 


Our interest in the shoe business 
means that we are almost always first 
to announce the newest shoe orna- 
ments. 


We submit for our many customers 
this Powder Puff, made of black geor- 
gette crepe. Can also be had in colors. 
Price $12.00 per dozen pair. 


Abe Manheimer & Company 
4443 Cook Ave. 
St. Louis U. S. A. 


While Others Talk Quality, 




















—— 


We Guarantee It 
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These 


new Packard models are 
shoe style leaders — as 
Number 556 smart as next year's car. 

Tan Calf Although they are in stock 
ready for immediate shipment, 
we suggest that you order 
now. 

These styles will be stamped 
“Packard” or left plain, as 
desired. 











THE 
TARZAN 


























EE ll 





Remember 


—these new Packardsare 
nationally advertised. 
They are made as only 
Packard can make shoes 
—and they will be sold 
in volume by Packard 
agencies at an attrac- 
tive profit. 

Our new Fall Catalog has 
gone to Packard dealers. You, 
too, may have a copy by 
addressing Dept. P. 























M. A. PACKARD COMPANY 
BROCKTON, MASSACHUSETTS 
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In Stock About October First 
Two New Grover Straps 










Style No. 6523R 


A black kid Three Button Spray Strap Pump. Goodyear 
welt sole with imitation turn edge. No. 202 last, 14/8 
leather heel with rubber top. 


In stock in th 1 sizes, AA to D 
Shek sheommersben Pid 


Style No. 6524R 


The same shoe in Patent. Same size 
CUO. SOM Pete auc we sc ccc cc ceercde $5.35 











J. J. GROVER’S SONS CO., Lynn, Mass. 
**Soft Shoes for Tender Feet”’ 


Established 1865 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 


Little Building Marbridge Building Kesner Building 
80 Boylston Street 47 W. 34th Street 5 North Wabash Ave. 
Corner Madison 

































MINNEAPOLIS OFFICE 
725 Boston Block 






ee 





every week by the Boot and Shoe Recorder Publishing Company, 239 W. 39th St., New York City. Entered second- i 
at New York City, under the act of Congress of March 23, 1879. Schedsigtion gette G6.49 per year. Printed in U.S.A, ' ia 





BOOT AND SHOE RECORDER September 12, 1925 





















































WHITE LEVOR 
GRAIN GOAT 
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MANUFACTURERS 
JOBBERS 
RETAILERS 


You all ran short of White 
Leather Footwear last season. 


Prepare now for ’25-26. 













Buy Early. 

Get Levor’s “The Whitest 
White.” 

The White with the lasting 
reputation. 











ABH r@su0 


TANNERS 
Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


WHITE: LEVOR 
GRAIN AID 
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~The NATURAL} 


gives you the oppd 
looking for—Correg, 


at $5 00 ft 

















CORRECTIVE Shoe is the 
A only one a merchant can put on 
his shelves with a minimum of 
danger from loss. 





Make this true, economic fact a 
profitable reality in your store with 
a well established corrective shoe 
which sells at the popular prices of 
$5 and $6.—the famous. Natural 
Bridge Arch Line. 


















No. 4513—Ladies’ Black 
Kid Oxford, Welt, Imit. 
Tip, 13/8 Heel, Combina- 
tion Last, B.C.D., 2%/8. 
Price $3.85. 


‘YF 
MSELROY-SLOAN SHOE CO. ST.LOUIS MO. Y , 
GEO. D. WITT SHOE CO. LYNCHBURG, VA. L N C Hi ' 


C= 
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-BRIDGE LINE 


POnity you’ve been 
ewe Shoes to retail 


)0ind $600 

























the 
on OME of our larger customers 
| of Siu the Natural Bridge Line 
eight times a year. We want 
every forward-looking merchant to 
; a see and handle these good looking 
ith welts for women. For your own 
10e profits—we urge you to write at once 
of for samples, or for a personal show- 
ral ing by our salesmen in your territory. 











No. 4502—Ladies’ Black 
Kid Three Strap Virginia 
Pump. Welt, 13/8 R. H., 
718° Last, B.C.D. Widths, 
2%/8. Price $4.00. 


ERRY €O. 


_ 
7 
al U RG V 4 HARSH & CHAPLINE SHOE CO. MILWAUKEE ,WIS. 











CRADDOCK-TERRY CO., BALTIMORE , MD. Va 


— 
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8 sella Byer 


5g Jauquoi{ fea 
shour are my 
choice for street 
or dress wear” 


O be clothed from head to foot in 
beautiful, shimmering silk has 
ver been the dream of womankind. 
© Today the American woman is realiz- 
ing this ambition to the full. Silk 
meedominates in costumes for every 
~ Occasion,and the foot must be clothed 
in silk to complete the perfect en- 
ble. No wonder satin. footwear 
is so tremendously popular! 


a» SAUQUOIT 


SOLE JQ ast 


NATIONAL FABRIC. & 


SHOE SATINS — 


- tuquoit Shoe Satins are rapidly 
rowing in favor. There's a difference 
™ in shoe satins, and now that women 
care wearing satin shoes so generally 
aged are beginning to realize it. Some 
atins have a beautiful lustre when 
new, but it doesn’t last. Sauquoit 
ustre lasts as long as the shoe itself, 
a because it’s the natural lustre of the 
" highest grade of Japanese silk, re- 
tained and coriched by pure dyeing. 


NATIONAL FABRIC & F INISHING co. 
58 LINCOLN STREET, BOST ON, MASS. 
nee ; nt ~ Cee 
SAUQUOIT SILK “MFG, mami ys 


ae ws 


CHICAGO 
ST.LOUIS . 
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A Little Better Style—A Little Better 
Material—For a Little Less Money 


That’s the policy that guides us when 
building and pricing our shoes 





tS - 
rj 














age? 


TTT 





Ai 


SVLLUNTENHEEEUGETTUTTT gL 


STYLE B1496W 


Women’s Black Satin Quarter and Vamp, 
Patent Collar and Vamp Collar, Phoebe 3 
Strap Pump, Chateau Last, McKay Sole, 134 
Inch Covered Louis Heel. 


Price $5.15 


4% 30 Days. Net 60 Days. 





NOT IN STOCK. CAN MAKE IN FOUR 
WEEKS FROM RECEIPT OF ORDER 
Also Make in Other Materials 























ae 


Don’t overlook to look over our 
line for Fall. If you don’t find in it more 
authentic styles, better workmanship and materials 
and more real value than in any other line, we don’t 
deserve your business.—But you owe it to yourself to 
at least see a line, that is eagerly waited for by the 
most successful merchants, before placing your orders for Fall 


OUR SALESMEN ARE NOW ON THE ROAD WITH SHOES 
TO RETAIL AT $5 TO $10. SHALL WE HAVE ONE CALL ON YOU? 


One of the great U One of the great 
Shoe Manufacturers I Shoe Manufacturers 


of Amneiee ROCHESTER,NEW YORK -—"™ 








SUGLREEEREE 
————— 








LLELEEEECETITETETITITEIIITITT LT | 


—_-—_- 






Wassaasiastavata 
TITTLE TT 
Tony : ii 








= DENVER OFFICE os YORK OFFICE LOS ANGELES OFFICE = 
= 218 Charles Buildin minal Sales Buildi 706 Fi = 
= TIGER @ Mc NUTS 130-132 West 42nd St, Room 158 6. paved = 
= Representatives F-LARMSTRONG, Representative Representative = 











4 


J 
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Supreme Leader 


F. B. & C. COLOR 21 
GOLDEN BROWN KID 


Made from skins especially selected by the F. B“ & C. 
Skin-Collecting Organization. Tanned and finished 
by: the F. B. & C. Master-Craftsmen. 














AMALGAMATED LEATHER COS. Inc. 


22 North 5th St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL. 
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THE NAME BANCROFT 
WALKER STANDS FOR A 
DEGREE OF STYLE AND A 
STANDARD OF WORKMAN- 
SHIP RARELY, IF EVER, 
FOUND AT REASONABLE 
PRICES. 





t 
© 
F 
" 
i 
i 
+ 
i 
i 
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Do You Want Good Laces in the Shoes You Sell? 
If You Do Then Wnite in Every Order 
‘Use Cordo-Hyde Laces in These Shoes’’ 


Some shoe manufacturers have 
long been aware that Cordo- 
Hyde laces impart the final 
touch of quality, and so are 
using “The Aristocrat of 
Laces.” 


The manufacturer from whom 
you buy will agree that care of 
details counts, and your sugges- 
tion to have your shoes come 
Cordo-Hyde equipped deserves 
acceptance. 


Cordo-Hyde Outwears by Months Ordinary Laces 


LACE DIVISION 


O. A. MILLER TREEING MACHINE COMPANY 


BROCKTON MASSACHUSETTS 
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The widespread demand for @& 2 B ) | 
NEW CASTLE BROWNS 3 


plainly indicates that their 
leadership is a generally 
accepted fact. 





Color 3 A 

ROY A | BROWN These colors correspond with | 
those recommended for Fall by 

the Joint Styles Committee: ey | 


Color 31 Color 3 ROYAL BROWN 
to RUGBY TAN 


| 

' \ | 

HARVEST BROWN © ors zasvesranowy 
to WOODLA ND BROW N OV | 


Color 98 INDIA TAN 
Color 98 to INDIA TAN 


INDIA TAN 


HE marked subtlety of shade—the deep rich coloring so charac” 

teristically NEW CASTLE, are the result of veteran craftsmanship 
applied to “‘the choicest raw stock that grows.’’ The result is not to be 
duplicated on less expensive skins or by less skilled workmanship. 


NEW CASTLE LEATHER COMPANY 


NEW YORK 





bs - - 
> J Dp . 4 “if 
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K. A. Burnell, 


Oregon and 
Washington 


ofour., . - 
Merchandising 
Si Chain. | 


our representative in 
California and Nevada 


—SERVICE— 


Back of every case of shoes shipped from this factory is the united effort of 
an organization that appreciates what real service means to the retail mer- 
chant today. 

No. 160 


Price $4.25 
No. 580 


Price $3.75 


Black Satin Aline Pump, Dull Kid 
cealed 
Patent Della Oxford Tie, Plain Toe, Goodyear 


w 5 . 
Se, tiniest Gis oe mn Satin a 9/8 Rubber Heel. Arlington Last, AA 


Brown Kid Trim 
No. 579—Same in Tan Calf Price $3.75 


Thomson-Crooker Shoe Co. 


18~26 Station Street 


“Boston CNass. 
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Butterfly Styles are correct because they come from 
authoritative quarters; they are distinctive because 
they come from original sources—and they are first 
because invariably when something new is needed, 
the first inkling is felt in Butterfly Headquarters 
because they are in constant contact with every 


phase of the shoe industry. 


Salesmen are now in their territories. A 
line will bring 100 Butterfly Styles to you. 


GEO. B. LEAVITT CO. 
FARMINGTON,N.H. : 


ERS Women’s Shoemakers Exclusively 
for 35 Years 


Boston Orrices 163 Essex Street 


Go. ae. a") 
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CRAFTS’ FINE TANS! 
In Stock —to retail at *5 


TT 
a 


Y/11/ 


YU 
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Y YoU’ Yu: 


{TH its full toe, sporty perforated uppers, sturdy storm welt and 
plump sole, this Crafts Oxford ranks high among the distinctive 
Fall Tans for Men. Already it has proved to be a strong business-getter. 


Uj 


This is merely one among the more than twenty high-value Crafts 
models that are carried in stock and priced to retail at Five Dollars 
with an attractive margin to the dealer. 


G7. 


N 
N 
\ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 


N 
\ 


It’s the sensation line of the year! 


Yh 


WIS 


IN STOCK Note the Discount 
No. 40 (Illustrated) — Men’s 3 
Tan Ivory, with Storm Welt. ST 0 Days 
“BRUTE” last. C and D Then Note the Dealers’ Profit! 
widths. 


No. 140—Same, Except Black You should have our illustrated literature on the 
Ivory. complete new Crafts Five-Dollar Line (Boys’ $4 and 


$3.45 Little Gents’ $3.50). 
G. P. CRAFTS CO. 


Mfrs. of Men’s and Boys’ Goodyear Welt Shoes 


MANCHESTER, N. H. 
BOSTON SALESROOMS: 186 LINCOLN STREET 


Y/ 
YW uv@0'; 
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“DUNDEE" 


[CThe Sports Leather De Luxe] 


“DUNDEE" is the finest Calf SLeather yet pro~ 
duced. A special tannage—mellow—soft— 
silky —yet meaty] 


@anned withthe usual Little “Falls skill and care, 
finished to develop that beautiful "DUNDEE” 
surface, one has only to look at "DUNDEE" to 
realize that it is made from the finest procurable 
calfskins, selected in the world's best markets. 





Just a little more expensive, but more than worth it. 





“ DUNDEE" is made in Black and the various wanted 
colors, and in weighi, suitable for dress or sporis’ use 
for men, women and children. 


Barnet Leather (0., Inc. 


Tanners of “LITTLE FALLS” Leathers and “LORRAINE” Leathers 


360 MADISON AVENUE, NEW YorK CITY 
Tanneries: Littte Fats, New York 


Distributing Agents Boston Distributors 
SAN FRANCISCO BARNET LEATHER CO., INC. 
MILWAUKEE Ae OF MASS. 


CINCINNATI 
ST, LOUIS 
ROCHESTER 


tN Cy 8) KES 
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TYLISH STO LENDER | 
Your SIZES) Specialists in Special Measurement Footwear \) ARCH FITTER 


Staple Shoes With Style 


OME merchants operate on the theory that Style 
Shoes yield the Biggest Profits because they pro- 
duce the Quickest Turnover. 








Others maintain that Staple Shoes are safest in the 
long run because they minimize losses. 


In one sense both theories are Correct. 
In another sense both are Wrong. | 


The Truth of the matter, of course, is that the Con- 
sistently Profitable Line must have Style enough to 


be Salable and Stability enough to be Safe. 
The W. B. Coon lines make it possible for the re- 


tailer to sell women who are eager for smart shoes, 
but have hitherto been unable to wear them, models 
that possess more style than they can procure else- 
where in sizes that assure them of a proper fit. 


From the customer's standpoint these shoes are style 
shoes because they are smart, up-to-date, appealing. 
From the merchant's standpoint they are staple shoes 
because they are safe. You can size in from the Coon 
In Stock Department whenever you wish. 


Style, Stability and an efficient In Stock Service that 
gives you Quick Turnover on a very reasonable 
investment. 








}Foorwear) 


TRADE MARK | é ¢ mn 4 wo” 


ROCHESTER, N. Y. 
Chicago Office, 189 West Madison Street 
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The SS. 
“BOOT and SHOE RECORDER” 


of the Better-Business Line 
SAILING FROM BOSTON EVERY SATURDAY 


CARGO 


Prime selections.of Advance Styles in Men’s, Women’s, 
Misses’ and Children’s Footwear, Shoe Store Fixtures, 
Accessories, Supplies and Systems. 

Correct Leathers, Fabrics, Rubber Goods, Lasts, Pat- 
terns, Machinery. 

Authentic, reliable Information on Profitable Retail 
Buying, Selling and Management. 

Methods, Ideas, Opinions, Counsel. 


DESTINATION AND PORTS OF CALL 


The “Boot and Shoe Recorder” touches every retail 
shoe trading center in America; its Cargo is consigned 
to the desks and homes of the worthwhile, sound retail 
shee buyers. 





PASSENGER LIST 


All interested in reaching the largest and best retail 
shoe buying market of the United States—THE Boot AND 
SHoE RECORDER MARKET. 


BOOKING DATA 


Full information at Headquarters, 207 South St., 
Boston, and at branch agencies in Chicago, Cincinnati, 
New York, Philadelphia, Rochester and St. Louis. 
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US HI-GEAR LAST 


IN TAN 
No. $203—Made in medium 
light shade Tan—with Dress 
Welt—Plump Single Sole. 
Hi-Gear Last. 
IN BLACK 
No. $204—Same style in Gun 
Metal. $4.65 
B-7 to 11s c-5% to Ll; 
p-5% to Il 


In Stock 
at 


$4.65 


A smart, dressy number that appeals. It’s the kind of model 
that makes friends and keeps them. 
s mail you catalog showing Seven Oxfor 
n the floor. 


ds and Four 


Let u 
Boots we carry ° 


Newspaper Cuts Furnished on These Styles 


Terms 2% 10 Days 


SHOE CO- 


When writing i 
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M. F. STUNTZ 
SHOES 


3098 BAnEY AvENVE 


BUFFALO. NEW YORK | 


August let, 1925 


The Lima Cord Sole & Heel Co., 
Lima, Ohio. 


Gentlemen: - 


I am glad to send you the complimentary letter 


sent us by one of our customers, bir. A. Hs Carter. 
Previous to wearing GRO-CORD SOLES this man always 


had trouble with leather soled shoes for garage 


work because of slipping and oi] eating them, and 
that is why he is go enthusiastic about Gro-Cords, 


We do not believe our experience is exceptional: 


If you want some honest straight-from-the~shoulder 


facts about Oro-Cord soles, I'll be glad to send 
you the names of several men who have purchased 


their second and third pairs of Weyenberg Gro-Cords. 


Yours very truly, 


uw. FP. Stuntz 

















The Gro-Cord soles, referred to 
above, have given continuous 
wear since the fall of 1923—and 
are still going. 

SPORT SOLES of the same Gro- 
Cord construction are made for 
men, women and children. They 
are neat in appearance and em- 
body all the qualities wanted in 
sport shoes. They are particu- 
larly comfortable — flexible and 
NON-SKID. 

GRO-CORD HEELS wear 
longer — are absolutely SKID- 
PROOF and weigh but one third 
as much as rubber heels. 


Send for samples 


Ir 











KENSINGTON AUTO SUPPLY, INC. 
GARAGE 
AW CARTER C Ff WOLTER 
TIRES. TUBES AND ACCESSORIES 
919.92) Kenmngion Avenne 
BUFFALO. N Y 


Mr. M. P. Stuntz, 
3098 Bailey Avene, 
Buffalo, N.Y. 


Dear Sirs- 


You might perhaps be interested | to know of the wear 
I received froma peir of your “Gro-Cord" shoes, 
which, @s you know, I purchased from you in the 
Pall of 1923. 


Prom my ,Wmiowledge of the tire business, I believe 
that thesa@ excellent wearing qualities is due to 
their “Cord Tire" construction 

The shoes in question have been used in the Garage 
prac: ically continuously for over a year, and are 
daily coming in contact with ofl ana grease, but 
without apparently harming them in the least. 








Very truly yours, 


anke 


a 


Still Going 


DISTRIBUTORS 


(Edward C. Mueller A. R. MuellerCo. A.C. Morand Co! 
1627 Locust St. 258 Fourth St. 204-6 Sacramento St. 
St. Louis, Mo. Milwaukee, Wisconsin San Francisco, Cal / 














Ake LIMA CORD SOLE AND HEELCO 
Lima,Ohio. 
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Distinctive!! 





6955—Biack Satin 
Folded 

strap. Overlay Kaf- 

for-Kid Pinking on 

throat and quarter 

as illustrated. 

Genuine Grey Kid 

lined, full French 


— 3 _ spike heel. .$4.50 
spike heel. .84.50 g AAABCS8 to 8 
ABC3to8 : 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors of 
NOVELTY FOOTWEAR IN STOCK 


1312 2 Weslsinaton: Ave. - - St. Louis, — 


Here are four shoes with just that necessary touch 
of distinctiveness that will go a long way in making 
your line more profitable and salable, since they 

are bound to create instant consumer demand. 

Priced right and fashioned in the desirable 

modes of the moment you are getting the 
ng have to offer you in distinctive 
style. 
Ready Now—These numbers 
@ are on the floor for immediate 
» delivery. 

















6500—Biack Satin 
D’Orsay pump, black 
silk bound cut outs 
and embroidery work 
on vamp as illustrated. 
Ivory 


Gls 


S 
Y, y OZ 
My ” we 
Cou NN x MU 
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Going Like In Stock 


. Wildfire— The Game You Want to 
Play Today! !— 


A Big “Speed Boy” Buy as You Need 


Buy as You Sell 
We'll Help You Right 


Ask for 
“Speed Boy” Circular 


No. 5301, Mayflower 
Tan Calf 
No. 5314, Imp. Black Calf 
Patsy (129) Last 
Soft Toe; Plump Sole 
Goodyear Rubber Heels 
B, C, D; 6 to 10 


196 CHURCH ST., NEW YORK 


TWO FACTORIES: BROCKTON, MASS. 
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THE TEST OF 
ALMOST EVERY 
BUSINESS IS IN 
ITS ABILITY TO 
REPEAT. THERE 
IS NOTHING SO 
CONVINCING AS 
THE SIMPLE TES- 
TIMONY OF OUR 
CUSTOMERS WHO 
KEEP BUYING 
MORE. 





ES we ai ed cach Aeaal 


Pr es 


Mico mea Rees 


. ZB 
; 
Pee iain Mace eae 


eee 


Ernest D. Haseltine Co. 


NEWBURYPORT 
MASSACHUSETTS 
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“Giving Perfect Satisfaction’ 


That’s the General Report on 


D oy og , 


“TT aoe -n” 





lh 
Ml 
| j 


‘ 
) 


i! 


rm i, 


For Men and Women 


Nothing succeeds like success. It has The support provided by the 
been said that a metatarsal arch sup- PROVEN ARCH Shank is good for 


port could not successfully be built strong arches as well as weak ones. 
into a shoe—but here it is! 


Nt 


ik 


| 


As often as not, arches start to 
weaken across the ball of the foot, 
where the ordinary metal shank offers 
no support. That is why people with 
calluses should wear the PROVEN 
No “ifs” or “buts” about it! ARCH Shoe. 


Read the letter above. We can show 
you reams of evidence like this that 
the Certified PROVEN ARCH Shoe 
is an established success and a big one. 


fl 


Write for Catalog 


STONEFIELD-EVANS SHOE COMPANY 
Rockford, Ilinois 


CHICAGO SALES OFFICE: PHILADELPHIA SALES OFFICE: LOS ANGELES SALES OFFICE: 
410 Security Bidg. J. Wurmser. 513 Denkla Bidg. Walter Yost. 325 Consolidated Bidg. A. L. Sendall 
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n Patent and Black Kid 
MATRIX Styles in Stock 


IN STOCK . 
B 508. Patent Colt. Shelburne, French Bound 3-strap, Imitation 
h Vamp Band and Collar. 13/8 enamel wood box heel. AAA to E; 3% to 9. 
“ $6.10 
for B 503. Same in Black Kid, 13/8 Leather Heel with Uskide Top Lift. 
$6.10 
to Delightful style with the Reed standard of shoemaking and fitting 
ot Soles moulded to fit the bottom of the feet—an exclusive patented MATRIX feature. 


. E. P. REED & CO. 


N Exclusive Makers of Women’s Matrix Shoes 
ROCHESTER, N. Y. 


Fashioned in Our New York Style Studio 
MARBRIDGE BUILDING 
W. D. F. Gibson, Style Director 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 


CHICAGO: 


PHILADELPHIA: 
1316 Republic Bldg. 


325 Forrest Bldg. 
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Venti-Flex Shoes! 


All the VALUE and All the STYLE 


a young man can ask for at $6.90 


p tr S—Exclasive 
COMFORT and 
VENTILATING 


FEATURES That Make 
and Hold 
Customers 





(1) Smooth, == 


less heel - clinching he ef (3) Perforated 
° 


Requires no heel. eluse b inner sole, with 
as below upper - 

pod. Heel-slugs eurtace of taner —— —- 

can never come sole. neat o absor 

into contact with moisture and 

foot. later release it. 


Method Patents Applied For 


BOVE illustrated is one of Eight Fashion Oxford Models embody- 
ing the newest popular ideas in lasts, patterns and trimmings— 
newest shade chrome tanned leather uppers, choice oak tanned 
soles, calf quarter linings, leather counters and heel bases. ‘““Wing- 
foot”’ top lifts. 
Completely illustrated folder or samples may be had from 


The Following VENTI-FLEX Distributors Who Carry Them in Stock: 


Merritt Elliott & Co., Inc., New York Amos P. Tapley & Company, Boston, Jno. J. Schult & Company, Louisville, 
City, New York Mass. Ky. 

w. H. Walker & Company, Buffalo, New Simmons Boot & Shoe Company, Toledo, Wiese Ellete'a'C ee ie. 

Paul Bree. Po nang -Ead a eee ate oo ‘ee a, Pittsburgh, Robert F. Je Mins Shoe Company, Shreve- 

A Eber Re Civ, res TY oe SS Th vt 0: comenar, Las te 

E. G. Moore Co., Inc., Plattsburgh, N. Y. Mass. ran ‘ lulu, H. 











Other distributors will be listed from time to time as soon as they are in position to give service on VENTI-FLEX Shoes. 


E. E. TAYLOR COMPANY 210 Lincoln Street, Boston, Mass. 
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An Announcement ‘Regarding 
“W. & D. Turns” 


Bernard L. Durgin Raoul Theriault 


R. BERNARD L. DURGIN, of whom a good 
likeness is shown. above, is associated with our 
House as of September 1. 


Mr. Durgin will call on the trade according to our 
usual sales policy and will show the latest novelties in 
“W. & D. Turns.” 


Mr. Raoul Theriault will assist Mr. Durgin in New 
York City and Philadelphia. 


Mr. George W. Dobbins will have charge of factory 
production as heretofore. 


Witherell &° Dobbins (ompany 


Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line of turn shoes is featured in 
the Chicago market by 
Harper Kirschten Shoe Co. 


In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 


ee 


OF: 
i PIS 
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Armstrong Cork Company, 


A Point That Will Appeal to Her 


4 {LL they be as pretty a month 
from now?’” is the question 
secretly in her mind. 


The shoe is comfortable. It fits her 
foot “like a glove.” And while she wants 
comfort she must have style. You tell 
her that the shoe has a soft box, made of 


Shoe Products Division 


cork, that will keep its pliability even 
though pressed in a shopping crowd or in 
a trolley jam. Press the toe down and 
show her how it springs back. Style- 
plus-comfort is what she wants in her 
shoes and if you can give it to her you 
are building a satisfaction that is one 
of the best assets your store can have. 


Branch Offices 


197 South St., 50 Church St., 408 North Third St., 1017 Broadway, 320 West Randolph St., 204 South Third St., 
Boston, Mass. New York City Philadelphia, Pa. Cincinvati, Ohio L 


Chicago, Ill. St. Louis, Mo. 


Armstrong 


September 12, 1925 





Lancaster, Pa. 


Circle. Cork Box Toe 
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(Ctheyve got to be Stetson to be Sna pPY” )) 








y 


The Stetson Snappy Tie Chorus presenting for the First Time 


UPTLE [OP-| EN Line 


THE FEATURE OF 


“een SHOES 








Jor MEN 


2» » 3.» 2 2 2} 2. eee UP UU 








> BPS Se es) 





now being shown by Stetson Salesmen 


THE STETSON SHOE COMPANY, INC. 
SOUTH WEYMOUTH, MASS. 
BOSTON: 136 BOYLSTON ST _ NEWYORK: I30W.42ND ST 


CHICAGO LOS ANGELES 
MARQUETTE BLDG 410 WEST 6TH ST 
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Copyright 1925, by The Goodyear Tire & Rubber Co., Inc. 


These Soles are 
Guaranteed! 


“Goodyear Wing foot Soles are 
guaranteed to outwear any. 
other soles; a new pair free if 
yours do not.”’ 


Before we could give that 
guarantee, we had to be cer- 
tain that Goodyear Wing- 
foot Soles were the last word 
in long, economical wear. 
We made innumerable tests; 


we submitted the product to 
the hardest continuous 
service. 


The final result is a tough, 
resilient, waterproof sole — 
without equal—for men’s and 
children’s everyday shoes. 


Goodyear Wingfoot Soles 
represent the same high qual- 
ity found in world-famous 


Goodyear Wingfoot Heels. 


Wingfoot Heels, too, 


are guaranteed 
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Go ——— 


IN STOCK Vian IN STOCK 


‘ 





No. B787 


The Onnilee The Carolyn 


cA Gtazep Kw One-BurTon Strap cA Four-Strap Burron SANDAL 
SANDAL made over No. 141 last, one MaDE IN Back Kip with two cut- 
of our best fitters. A quarter-over outs as shown. A Welt drawn over 

last No. 141, a proven fitter. Carries 


attern with four cut-outs in quarter. : 
Light close edge Welt. 18/8 leather a 12/8 leather heel with half-rubber. 


heel with Uskide toplift. 


: Price $4.50 
Price $4.50 NET THIRTY DAYS 
NET THIRTY DAYS 
No. B801 


The Evelyn 
SAME IN PATENT COLT 
Price $4.75 
NET THIRTY DAYS 


The Marylee 


cA Patent Cott ONE-BUTTON STRAP The Rosalee 


SANDAL drawn over our No. 153 last 
in the Wilson Process. Has cut-out in (ff Desc Saxin On 5 ott ge 


the quarter and carries a covered 14/8 rear : : 
spike heel with Uskide toplift. Both pg ga Megas gl wnat = 
pattern and last possess simple beauty the quarter. Carries a 14/8 covered 
and grace. spike heel with Uskide toplift. 

AA 


Price $4.50 Price $4.50 
NET THIRTY DAYS NET THIRTY DAYS 


MOORE- ATAFER’ 
‘HOE “MFG *CO° 


NEW YORK OFFICE: 845-847-849 MARBRIDGE 
BLDG., BROADWAY AT 34TH ST. 
JACK E. JESTER, MGR. 
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A Sales Stimulator 


STOCK No. 3033 

108 TAN LOTUS CALF 

WIDE EXTENSION SOLE 

SOFT CORK BOX 

CABLE STITCH 

BOZO LAST (new wide toe, spring bottom) 


HE shoe merchant who today is in the strongest 
position to meet any competition is he who has 


built a reputation for extra quality. 


It's especially for that kind of merchant that 
CROSSETT shoes are made—have always been made 
—unchanged in quality for over 40 years—so that every 
new pair may bring to your customer the same value, 
comfort and style which originally made him your 
customer. 


The CROSSETT salesman in your territory 
will receive with pléasure your invitation to 
call and submit our merchandising plan. 


LEWIS A. CROSSETT COMPANY 
North Abington, Mass. 


CRO Soe Ld 


QUALITY SHOE MAKERS FOR 40 YEARS 
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THE GREAT NATIONAL SHOE WEEKLY 


ESTABLISHED APRIL | 
1882 





Vol. LXXXVII 


New York, September 12, 1925 





Selling the “Rah” “Rah” Boys 


The College Trade Leads the Way to a Bigger 


Business with Young Men in Your Town 


“For ways that are dark 
And for tricks that are vain, 
The heathen Chinee is peculiar.” 


UT he hasn’t a thing on the 

mad wag college “studes,” es- 

pecially in the matter of 
clothes and “dogs” (college slang for 
shoes). 

The verdant freshies, scrappy 
sophs, gay young juniors and grave 
old seniors are all alike in two re- 
spects—they love to yell their 
noodles off for dear old Alma Mater 
and wear the niftiest clothes and 
shoes. 

These “Rah! Rah!” lads and las- 
sies, moreover, are great follow-the- 
leader birds. So they are very apt 
to wait until they reach the campus 
and find out what the bunch thinks 
about styles before raiding the tog- 
geries—and then comes the first 
real college rush. 

Last year the South Dakota boys 
started the moccasin craze and wore 
high ones all winter and spring. 
The University of Wisconsin co-eds 
wore strip pumps 
almost exclusively. 
Who but the college 
cut-ups started the 
flapping galosh 
craze a few years 








Students in American Universi- 
ties, Colleges and Professional 


402,036 
216,519 


618,555 

Number of institutions of higher 

education 670 

Estimated amount spent by Amer- 

ican college students for foot- 
wear and hosiery last year, 

$50,000,000 











ago? Last year the balloon trousers 
were all the go, and funny enough 
they were, for a fact. 

There is an invisible band among 
all college students, everywhere, in _ 
big or little institutions. Somebody 
starts something, then the sheep fol- 
low along. 

The retail shoe merchant in a col- 
lege town—there are about 700 col- 
leges in the country, with about 
600,000 students—can secure his 
full share of this tremendous trade 
if he caters to the peculiarities of 
the genius. Colleges are constantly 
crowded these days. The students 
spend millions of dollars—you can 
get your share, if you try to under- 
stand them. 

College attendance is limited only 
by the facilities of the institution. 
New buildings are constantly being 
added so as to keep pace with 
growth. This means more students 
will be admitted each year. Gradu- 
ates are more interested in various 
sports on account of the prominence 
given to sports in college, so carry 

back to their home 

town a broader view 

of sports and the 

clothes. 

. Sit-down sports 

such as baseball and 
[CONT. PAGE 97] 


OXFORD BAGS AND BALLOON SHOES 


When Horace W. O’Connor of Marshal Field & Company sent us. 
this photograph of an American college student wearing oxford bags, 
he gave us the cue “the width of the bottom is determined by the 
length of the shoe.” Bottoms must fit. The four new blucher oxfords 


shown indicate the newest style 


lasts for the college trade 


lky bluchers in balloon 
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Here’s the Truth About 
Leathers 









He bellows “nothing takes 
the place of leather” 


















In a season where materials and colors are 
the paramount factors in style, this will 
help you brush up your knowledge a bit. 


















Patent Leather 


HERE was a time when patent leather was not considered as a 

thoroughly practical proposition. This was in the days of long ago, 
before the art of tanning had made the rapid strides it has attained 
during the last quarter of a century. , 

Patent leather is now in increasing demand. It is a far cry from the 
old leather of 1890, japanned on the flesh side, to the modern patent 
leather, first japanned on the grain about twenty-five years ago, but it 
was from these beginnings in America from the research and experiment 
of countless workers, from the craftsmen and experimenters of the early 
days, to the skilled technicians and chemists of today that patent leathers 
have entered into the class of shoes for all occasions for the women folks, 
the children and, in an ever increasing percentage, into men’s wear. 
in the-eboaloant Patent leather is a durable leather. It responds to the current demand 

for more style in men’s shoes. In every man’s wardrobe there should be 
two to three pairs of patent leather shoes. This fact is worth passing 
along to the consumer. The three shoes may be made according to the 
latest style edict. For strictly dress occasions, in the formal dress pump 
style; the patent oxford for street wear; and patent leather button oxfords 
for men’s evening wear. In the development of men’s styles, fashion has 
seemed to find an increasing inspiration in patent leather. 





Cattle on the hoof 


































Kid Leather 


OATSKINS of from three feet and over are used to make kid shoes 
for men and women for all occasions. Skins measuring less than 
three feet, or those of the young kids, are used for infants’ shoes. The 
fibre of the goatskin is tenacious. The tanners of kid in the last twenty 
or more years have made rapid strides in the art of tanning. The smartly 
dressed woman of today is asking for kid shoes—something with a fairly 
high lustre. P 
Kid has been growing in demand ever since the war. Black is in increas- 
ing demand both for dress shoes and for shoes of comfort. Next to 
black the big call is for “Java” brown. This is a medium brown, shading 
toward the lighter color of brown. It may be more minutely described 





Bark is tanning raw material 

















Immense forests for extracts " . heap 
alone as a golden brown with the olive tinge eliminated. 
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A yellow brown on the old rust shade and more definitely described 
as a copper shade, is also in demand. There is an increasing demand 
for gold and silver kid. Other colors follow the new textile colors. As 
soon as a new color is flashed in women’s garments the kid tanners imme- 
diately incorporate it in their lines. When, some few months ago, purple 
“held the fort” in the dress vogue, purple leather in the pansy and red- 
dish purple shades was used by a few manufacturers in the big style 
centers. With the popularity of browns for the coming months just 
ahead, several shades of brown kid shoes have been made to harmonize 
with the latest effects in women’s costumes. 

There has been in the new tannages a decided advancement in the 
firmness of the outer surface of the leather, so that this does not “bark” 
when the toe is stubbed or comes in contact with a sharp surface as 
readily as formerly. Kid leather is also a tough and waterproof leather. 


Suede Leather 


UEDE and ooze in their consumer application are synonymous terms. 

Suedes have seen their greatest development in the last fifteen years. 
They are becoming more popular all the time as they are becoming better 
known. 

Suede leather has all of the fine appearance of velvet, and yet it will 
stand as hard wear as any leather made. The reason for this is that it 
is made from the same animal as are the calf leathers. It is simply calf 
finished on the flesh side. There is a good demand at the present time 
for black suedes in the better grade shoes. These have all the appearance 
of velvet and, when brushed with a stiff wire brush, can be kept in good 
condition for a maximum length of time. 

In the brown shades, the darker colors of brown are the best sellers. 
For instance, there are the new “Woodland” and “Madrid” shades. The 
“Woodland” is a very dark brown—about the shade of the old seal brown. 
“Madrid” is a shade lighter than “Woodland.” These colors, however, 
are selling in the ratio of about 30 per cent colors to 70 per cent blacks. 

A few grays, like steel gray or the old battleship gray, are being sold. 
Suedes are not used as much for trims as are alligators and lizard trims 
on suede uppers. Suede shoes are now a staple proposition. The retail 
shoe merchant ordering suedes has nothing to fear from color “crock- 
ing,” and with the improvement that has been made in shoe cleaners and 
dyes, especially with the little inside binding of some light color, or of 
lizard or alligator, there is no danger of the colors staining the hosiery 
after cleaning. 


Calf Leathers 


For Men’s Shoes 


IGHT colors are in demand and darker colors are coming into stronger 
demand, because of the fact that lighter shades have been emphasized 
in style shows and other publicity. The manufacturer making exclusive 
high grade shoes for men prefers something a little different from the 
medium priced shoe manufacturer. The medium priced lines seem to 
prefer the lighter shades of tan; the higher grades come in the darker 
shades. 
For a great many years tanners have not been able to sell smooth fin- 
ishes. The demand today is for a fine and tight boarded effect which 


Bark for the grinder 





Millions of feet in the raw 

















Trimming the hide 


Embossing designed leather 





In the lime pits 


Setting. out by hand 
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has been described in recent times “as a leather with a disappearing 
grain effect.” This “disappearing” grain may be noted when the leather 
is pulled over the last. After the shoe is lasted, the leather, to all appear- 
ances, has a smooth finish. Manufacturers of medium and cheaper grades 
of calf usually prefer a very high lustre. On the other hand, the manu- 
facturers of the better class of shoes do not want such a high lustre. 
This makes a problem for the tanner. 

As to colors again, it may be stated that the general demand is for 
the light shades in the ration of 75 per cent light to 25 per cent dark, with 
the dark shades increasing in demand. 

The history of calf leather tanning from the development of the animal 
to the time the leather is in the tanner’s store is interesting. A promi- 
nent calf tanner wishes to emphasize the fact that calf leather is by no 
means a leather to be confined exclusively to men’s shoes. There are 
many light weight skins that should satisfy every demand of the retail 
merchant for a durable, well shaped shoe for women’s wear. 


Calf Leathers 


For Women’s Shoes 


N the last two.years and a half a soft, glossy calfskin has been devel- 
oped for the manufacture of women’s shoes. It is light and flexible, as 
well as being most durable and holding its shape on the last. 

Tans and browns, with some grays, are the popular shades. There 
are three colors of tan for women’s shoes that are in demand. First a 
“Sandalwood,” which is a medium tan; the “Hollywood,” which is an 
extremely light shade; and the “Larchwood” or “Hazelwood,” on the old 
“Airedale” shade. In the grays there is a “Birchwood” and a “Sagewood,” 
which, as their names indicate, represent respectively, the first, a lighter 
gray; the latter, a darker gray. 

There is a big demand for this soft, comfortable leather. It is in all-the- 
year-round demand. It has a big call abroad as well as for domestic use. 

There is a big demand, with a larger demand in anticipation, for black 
calf leather for women’s shoes. In these days of modern tannages it 
really does not make much difference from what part of the hide the 
leather is cut, although the fact that an animal is “stall fed” rather 
than one who has been turned out to graze, makes for a fineness in the 
first case, or a lessening of fineness in the texture of the skin, in the 
second case. 


Side Leathers 


For Men’s Women’s and Children’s Shoes 


IDE leather is made from a cowhide coming from an animal ranging 
from a year up. “Kip” leather in the old days was classed as side 
leather, but “kip” is now recognized as the hide from an animal ranging 
from seven months to a year. When it is seven months or under it is 
usually classified as a calf. , 

There are three classes of raw material which go to make upper leather 
today, in addition to sheepskin and kid. There has come about a big 
improvement in the making of side leathers—so much so that it is almost 
impossible to tell a calf leather from a kip side. As an example, for 
twenty-five years, “elk” leather has been sold largely for work shoes, 
but in the last few years, that particular “elk” leather demand has 








12, 1925 


pearing 
leather 
appear- 
grades 
/manu- 
lustre. 


is for 
k, with 


animal 
promi- 
by no 
re are 
retail 


devel- 
ble, as 


There 
irst a 
is an 
ne old 
yood,” 
ighter 


\1-the- 
c use. 
black 
res it 
e the 
ather 
n the 
n the 


ging 
side 
ging 
it is 


ther 
big 
most 
for 
10es, 
has 














September. 12, 1925 


practically disappeared because people do no want “work” shoes to the 
extent that they did some years previously. People travel about now in 
automobiles, and those who work in mills and factories want to have 
their feet dressed up in shoes that look like the office worker’s. 

Even in children’s, the “kip elk” is preferred. This “kip elk” tannage 
produces a high grade leather that can be sold at a fair price and offers 
a leather that is strong and durable and in every way snappy and com- 
fortable for a sport or business shoe. 

In ten years, side leathers have advanced to a point where it is difficult 
for the public to distinguish them from the higher priced materials. For 
the seasons ahead, there will be many light colors sold. “Snuffed” side 
leathers are one of the “works of art” of the tanning trade. 


Sole Leather . 


OLES are made in a wide variety of selections. There are many 
grades of soles. One of the largest sole leather houses makes sixty- 
five grades of soles for men, the same number for women, and about 
twenty-five grades for children. Those for women range in price from 
seven cents a pair to forty-five; for men’s, eighteen cents a pair to eighty- 
five; for children, from four cents to thirty, according to the quality or 
selections. These selections are based primarily on which section of the 
animal’s back they come from. 

One of the big “worries” of the sole leather tanners at the present time 
is the popular demand for “natural finish” on the soles of shoes for men 
and women. This demand has come about in the last two years. When 
the soles of shoes were finished with burnishing and polishing machines, 
in former days, any little scratch or blemish in the sole. was covered. 
These surface scratches do not in the least take away from the good 
wearing qualities of the sole, but in the “natural finish,” they show up— 
and manufacturers are apt to disregard soles with these natural blem- 
ishes, because the customer may think that they are not as desirable. 
Therefore, very often soles that are inferior in quality, but free from 
blemishes are chosen, when a better wearing sole would be put on the 
shoes, if the retail shoe merchant would remember that a little scratch 
or mark on a sole does not in the least injure that sole’s wearing qualities, 
and was there in the old days but covered with the high powered polisher 
and the polishing inks. 
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Watch Municipal Taxation 


O rapidly have extreme impositions of municipal and town 

taxes trodden on each other’s heels during the past three 

years, that our warnings appear now to have been so far from 
radical that they now are comparatively tame and flat. 

The warning presented in the quoted dictum from Chief 
Justice Marshall that “The power to tax is the power to de- 
stroy” was sharply needed, for the taxes levied by reckless 
law-makers, local and state, were never even approached, any- 
where else in the world, in scope, variety and amount. Fur- 
thermore, there appears to be no limit to new proposals, to 
keep up to the great flood of money now swirling through 
official channels and pouring from a thousand leaks. 


















Leather being snuffed 














Getting its proper finish 
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A patent leather daub kettle 
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Impossible and Absurd 
Fi iguring 


N a review of Published Statistics issued by 

Niles & Niles, certified public accountants of 60 
Broadway, New York, seven major articles of 
merchandise were classified in an analysis of mer- 
chandise and distribution on the basis of splitting 
the consumer’s dollar; as follows :—Clothing, pro- 
ducer 67.5 cents, distributors 32.5 cents; drugs, 
producer 54.6 cents, distributors 45.4 cents; elec- 
trical supplies, producer 53.0 cents, distributors 
47.0 cents; furniture, producer 56.4 cents, distribu- 
tors 43.6 cents; hardware, producer 58.0 cents, dis- 
tributors 42.0 cents; jewelry, producer 60.0 cents, 
distributors 40.0 cents; shoes, producer 55.2 cents, 
distributors 44.8 cents. 
It would be very unfortunate if such a report 
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were given wide publicity to indicate that the con- 
sumer’s dollar is divided into such generous per- 
centages, where the distributor gets 44.8 cents and 
the producers only 55.2 cents. 

We don’t deny that there may be an incidental 
pair of shoes now and then that carries a 44 per 
cent margin on the selling price. By buying large 
the average is much less. 

Nationally it is closer to 27 per cent and we 
would even put it at lower figures than that, in 
view of the close margin in footwear sold under 
$6.00. And when you consider that at least 60 
per cent of all the shoes consumed in this country 
are sold at a price under $6.00 where volume of 
sales means more to the merchant than the mark- 
up per pair. 

Again we repeat, we wouldn’t like to see this 
comparison of figures spread widely over the coun- 
try because it is too often linked up with the term 
“gross profit.” That phrase “gross profits” ought 
to be eliminated for all time from the conversation 
and practice of merchandising. The correct 
phrase is “gross margin” and the only term to 
use in connection with the word profit is “net 
profit” which is such a small part of the consumer’s 
dollar that two per cent would be a national 
average. 

Competition is so intense in the shoe business 
(and it must be the same way in other businesses), 
that the consumer is getting the article he or she 
wants at the lowest possible price. If it were not 
so everybody in business would rush into the own- 
ership of stores for the easy profits therein. For 
the producers to get 55.2 cents for materials, the 
use of machinery, labor and capital invested, and 
then—merely for the function of selecting the 
shoes of.a community and handing them out over 
the fitting stool the merchant gets almost the equiv- 
alent—would seem a royal road to sudden wealth. 

It is not so—and never was. The merchant as 
a selector of footwear and apparel for a community 
has certain arbitrary and fixed expenses that must 
go into the cost of the article itself, even when 
the merchandise is racked on the shelves and not 
offered for sale. 

In the function of selling that pair of shoes the 
merchant completes the entire transaction from 
the take-off of the hide to the wrapping of the 
final package, and he hopes that besides the small 
net profit he makes, that every contributing factor 
in the making of that shoe has had some small, 
fair margin of profit. 

Making and merchandising are such stupendous 
and involved series of functions that they cannot 
be tossed off with a glib picture of nearly half the 
customer’s dollar going to the distributor in rec- 
ompense for the gentle art of keeping a shop on 
Main Street. Let’s have more of the hard truth 
in statistical work and less picturization. 
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Windows Have Increased in Value 


VERY significant change in methods of shoe 

store publicity is to be noted nationally. Shoe 
store windows and windows in all lines of mer- 
chandising have increased in value as selling acces- 
sories. The shoe store that was once so aloof in 
its window policy that it simply used it as a 
medium for light to penetrate into the store, with 
one or two shoes of unknown style vintage in the 


‘window, is changing its methods. 


The public, be its purse high or low, is window 
shopping. Most stores have got to spend more 
money on their windows—they have got to make 
them more attractive. It is getting so that land- 
lords won’t rent a store to the merchant who has 
a reputation for untidy or ordinary windows. 

In the news dispatches we read of choice corner 
sites in Regent Street, London (one of the prin- 
cipal shopping thoroughfares), where the town 
officials themselves put a ban on banks and dull 
buildings, because of the fact that thousands of 
people are passing these prominent corners—and 
the public must be pleased. 

A whole new era of publicity is coming through 
the development of store window salesmanship— 
put the best brains into window salesmanship. 





Non-Clearance Surprise 


VER since Seaton Alexander of Wheeling, 

West Virginia, past president of the National 
Shoe Retailers’ Association emphasized that in his 
store no radical clearance sales were held, there 
has been a growing feeling in the trade that clear- 
ance was not only abused, but was a business prac- 
tice detrimental to store and to merchandise. 

Many, many merchants have tried the experi- 
ment this past season of going without clearances, 
maintaining regulation prices and depending on 
good windows and good publicity to move the shoes 
at a profit. Several surprises in the shape of in- 
creasing sales records haye demonstrated the value 
of such an unusual policy. One group of stores, 
sixty in number, held to its fixed price and not 
only sold in greater volume, but were able to clear 
odds and ends by the normal function of making 
it an incentive to the salesmen to move short lines 
of shoes. 

The public has been baited so often with clear- 
ance methods that it depreciates the value and 
worth of the shoes in the belief that they couldn’t 
be that cheap, unless they were out of style and 
many a flapper would sooner be barefoot than 
“style-passe.”. The idea of new shoes in the win- 
dow once a month, the year round, has done much 
to lift the mid-summer valley of unprofitable busi- 
ness up to the level of business done and profits 
taken in other months of the year. There are new 
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things in every Store; évery month, so: why not 
keep the price and profit standards up.to where 
they belong—clear odds and ends quietly—don’t 
bluster with bombastic publicity. 





Collective Counsel Best 


HERE is no doubt that many associations start 

out, perhaps, too hopefully. That is, they ex- 
pect too much and try to do too much. We should 
say, for instance, that meeting once in two weeks 
is likely to be a strain on attendance. Spending 
too much time in the meetings always gets weari- 
some to many members. Long sessions sometimes 
have a bad effect on the roll call. 

Don’t count failures; count the successes. If 
you try to put through a dozen reforms and only 
one of them goes through, what of it? There is that 
much to the good, anyway, and you can all keep 
working on the other eleven and hoping that some 
day the score may be perfect. 

Effective associations, especially in the smaller 
towns, need not be encumbered with any weight of 
constitution or rules. The great question that tow- 
ers above all others is simply one of frankness and 
good faith among the membership in carrying out 
a grievance. Without this no association can be 
successful. With it formal constitutions are not 
important. A written constitution is principally a 
safeguard against uncertainty and misunderstand- 
ing. It should be faithfully observed and yet not 
to be a complicated document. 


Cut Out the Frills 


HIS ought to be a good time and a good oppor- 

tunity to push back some of the over-refine- 
ments and expensive exactions in the way of 
service, which the public may not fully appreciate. 
Stores have done so much, without direct charge, 
that the public demands, more and more of what 
appears on the surface to be free service. All of 
these details enter into cost, and figure in the 
store’s overhead expense. On the whole, American 
business has been trying to conceal or at least 
to absorb too much in “overhead.” It would be 
better in a general way to allow the bill to be a 
little more definitely itemized, instead of having 
so many concealed charges lumped in, in an impos- 





- ing total. 


It is not likely that we shall ever reach the 
minute detail which is common in a foreign hotel 
bill, where every dish served and every detail of 
accommodation is set forth; but there is such a 
thing as being too sweeping and inclusive. And it 
is sometimes well to remind people that “some- 
thing for nothing” is an impossible game. Any- 
way, small economies should not be ignored, and 
store service, of whatever grade or scale of com- 
pleteness, should be made to pay its way. 
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George H. Reid, champion golf 
player of New England shoe and 
leather industry, holding champion- 
ship bowl of solid silver won at 
Wollaston, Aug. 25. 


Thousands of pairs of shoes 
without mates were sent to the 
Near East relief—what a pity. See 
what remarkable work the orphans 
of the East can do before and after 
—razor toes. 


Next—Size 23 in women’s with 
size one—minus for comparison 
in Barnet leathers. 

Finally—Midgets get shod at the 
Vogue Boot Shop, St. Louis, buying 
a child’s size two in a pump in 
black and blue satin. 
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The largest boot in the world— 
foot 5.9 feet and leg 16.4 << 
en route to the town 
Doebeln, Germany, for ntrme AEs 


exhibit. 

Luther Burbank approves the 
selection of Miss California, and so 
do we. 

American shoemakers help the 
Far East orphans to cobble and 
mend, and see what a good job was 
done below. 

In the southwest corner of the 
page E. W. Burt, once a shoe man- 
ufacturer, but now resident at 
Rangeley Lakes, Me., where he 
carves totem poles for diversion. 
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A Little 
Style Show 


All Your Own 


The runway and stage you can build in your store—this was used in 
a successful style show at Auburn, Me. 


AVE you ever tried a style 
H show in your home town? It 

can be done. It can be made 
a great social feature and if other 
merchants cooperate it can be made 
a medium for better selection of 
apparel, as well as footwear. 

Perhaps the outstanding com- 
munity style show that has been tried 
this year was made for the people 
of Savannah, but incidentally for the 
Southeastern Shoe Retailers’ Asso- 
ciation in convention there last June. 
The shoe men were fortunate in 
making Arthur Sternshine chair- 
man of the committee which laid be- 
fore the merchants of apparel and 
millinery the opportunity for co- 
operating with the shoe man in a 
style show to which the people of 
Savannah might be invited. The 
selection of a man outside the shoe 
business - gave it that impartial 
authorization and prevented any 
jealousies, although that was not to 
be expected. 

The idea of a style show in which 
the finest young ladies of the town 
might well enjoy a lark and at the 
same time get their first dramatic 
experience, prompted the director of 
the show to make the publicity fea- 
ture one that could be approved by 
local society. The selection of gar- 
ments was by a committee from the 
apparel shops and inasmuch as they 
received credit for the contribution 
of styleful clothes, they went the 
limit. 

The little stage and the runway 
were made in the characteristic 
fashion of the general trade shows 
and all was set for the first big night. 
A number of rehearsals perfected the 


models in their duties of showing the 
footwear and to good jazz music the 
first show was held. The public in 
attendance was made up of customers 
of the stores who had received special 
invitations to be guests of the mer- 
chants for that night’s performance. 
Intermission features of vaudeville 
artists brightened the score. The 
finale was one of the most remark- 
able wedding marches that has ever 
been staged. Every girl had a 
bouquet and the setting was perfect. 
With such a finale the show had a 
real wind-up—often the most difficult 
thing to put into a style show. 

We tell the above actual story for 
the picture it gives of a local style 
show. The Savannah merchants 
were able to put on a performance 
that could not be duplicated in New 
York City. It had a charm to it 
because of the well known Savannah 
girls who cooperated; it had a local 
style color because of the garments 
from the various stores; it had a 
lesson in teaching the public the types 
of shoes to go with those garments, 
and it was perhaps the finest piece of 
cooperative publicity that any group 
of merchants had ever put on in that 
city. 

A similar feature can be tried by 
merchants in most any town. The 
merchants of Atlantic City tried it 
and had the young ladies come out on 
the runway from a huge book labeled 
“The Book of Fashion.” A _ mer- 
chant in the Middle West held a style 
show in his store and so rearranged 
his interior that the public could 
stand on both sides of the runway, 
with the orchestra sitting in the 
baleony. There are a hundred dif- 


It can be made a real 


feature of the Fall 
Footwear Season 


ferent ways of holding a style show. 
They have been held in stores twenty 
feet long, and in ball rooms five hun- 
dred feet long. The effectiveness of 
them as a trade feature may be on 
the wane, but as an attraction to the 
public, they have a continuous appeal. 
Most window boxes are now so short 
and narrow that it isn’t possible to 
have a style show in a window, but 
Filene’s of Boston did it with re- 
markable success, timjng their show 
once an hour so as to give opportu- 
nity for the crowd to disperse. 

An attempt is going to be made 
next week to steal Fifth Avenue as 
a fashion runway. Many of the 
stores are cooperating in the show- 
ing of kid footwear and it is expect- 
ed that a large number of models will 
walk up and down the avenue, reveal- 
ing the latest style in kid footwear. 

The same plan might be tried in 
styles. After the little show in the 
store itself, four or six models might 
be given a definite route to promen- 
ade so that they covered the most 
fashionable streets in town. There 
is no law forbidding it, provided they 
bear no cards of advertisement. It 
is the unusual thing in publicity that 
gets attention and the idea of a style 
show is well worth trying. 


Fall Buying Good 


SAN FRANCISCO.—Trade has been 
stimulated by the heavy tourist 
travel, and hundreds of visitors, in- 
fluenced by San Francisco’s reputa- 
tion as a style center, are making 
purchases they ordinarily would 
make at home. 
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There Never Was a More 
Simple System 


How to Keep Stock Numbering and Buying Record—A Pad of Paper 


ERE ‘is a very simple and 
H ‘successful system of keeping 

buying record. No money 
whatever is needed to install this 
system—elaborately printed forms 
are unnecessary. All one has to 
have is a paper or wooden box about 


4% x 5% in. and a pad of paper of 


any color desired. This pad of 
paper may be bought in or cut into 
dimensions of about 34% x 5% in. 
Regulation size cards, about the 
area of a post card, are good to use. 
And there you are, all ready for 
your record work. 

The retail shoe merchant who de- 
vised this system did not perfect it 
in a few hours’ time. On the con- 


trary, he ““fesses up” that he worked ~ 


at it for six-months before it suited 
him as a practical measure. And, 
moreover, on top of those six 
months, he had about a quarter of 
a century’s retail shoe store experi- 
ence to aid him in his “findings.” 
He has had it in constant operation 
in his store since 1919. It meets his 
stock keeping needs admirably. He 
says that he is satisfied it will meet 
the requirements of the great ma- 
jority of exclusive retail shoe stores 
throughout the country. 


The “Key” Is in Stock Number 


When a problem is cleverly solved, 
it is usually reduced to very simple 
terms. But there is always a strong 
and trusty “key” which unlocks the 
tangles. The “key” in the case of 
“the paper pad” stock keeping rec- 
ords is a system of numbering. The 
numbers describe the merchandise 
ordered in women’s, misses’ and 
children’s lines. Men’t lines may 
also be described by this system. 
We are presenting this “key” here- 
with for both women’s and chil- 
dren’s stock numbering. This mer- 
chant always keeps three or four 
copies of his stock numbering sys- 
tem in plain view in his office. 


WOMEN’S SHOES 


First figure designates the style 
of shoes; second figure designates 


Does the Trick 


material; third figure designates 


sole and heel; fourth figure desig- 
nates the number of lines used on a 
style answering one general de- 
scription. 

Let us take, for example, the 
number 1350. We shall see how this 


“6”—White leathers (kid, buck, 
etc.). 

“7”Colored leathers (kid, suede, 
etc.). 

“8”—_Color combinations. 

“9”—Satin, brocade and cloth (ex- 


clusive of felt). 





Date Rec'd 
1925 1350 


9-16 — 104 * 


i-ia-~ 36 *. 90 : 
ieee — 6cFr 60 ' 
a a 60 “ 


Stock No. 


9-1 — 120 Prs — Prs. Ord. 
60 Prs — 164 * — 16 Prs — 16 Prs 
9-31 —,A * so” Oe tt? — Be" — 
0-15, —; SD * s@ fF == 110¢" 
10-29 — 40 a ”hlU= 1350 7 = 2a 


Cost $550 ‘Ret Stage 


Mfr.—John Jones Co, 


— 120 Prs.— Prs.Sold prstsiid 


— 64 “:—iji00F 


120 “ "— ia 
izo-" oo "=" sau” 
160 “ ao .* =~. @ap* 
104 56 " — 466° 





2-26. 2.104... 











The stock-keeping record—you will also need a size-record sheet 


is further described in the follow- 
ing table: 


FIRST FIGURE GROUP, 
DESCRIBING STYLE 


“1”—Pump or Colonial. 

“2”—Oxfords. 

*3”—Lace boots. 

“4”Button boots. 

“5”—Dress or house slippers. 

“6”—Boudoirs, mules, scuffs, etc. 

“7”_Tennis shoes. 

“8”—-Carriage boots 
laneous. 

“9”—(For any other shoe style clas- 
sification. ) 

“0”—(For any other shoe style clas- 
sification. ) 


SECOND FIGURE GROUP, 
DESCRIBING MATERIAL 


“1” Black calf. 

“2”—Black kid. 

“3”—Patent leather. 

“4”—Tan or brown (calf only). 
“5”—White canvas. 


and _ milcel- 


“0”—Felt. 


THIRD FIGURE GROUP, 
SOLE AND HEEL 


(TURN SOLES, ODD NOS.) 


“‘1”—No heel or spring heel. 
“3”—Low or military heel. 
““5”’—Cuban heel. 

“7”_Low Louis heel. 
“9”—High Louis heel. 

(WELT SOLES, EVEN NOS.) 
“2”—No heel or spring heel. 
*‘4”Low or military heel. 
“6”—Cuban heel. 

“8”-—Low Louis heel. 
“0”—High Louis heel. 

Note carefully that in this column 
the odd numbers designate turn 
soles, such as “ie a ad oF sory 99 
and “9.” The even numbers desig- 
nate welt soles, such as “2,” “4,” 
|." mh 6,90 

From the above table, it will be 
seen how the Stock No. 1350 is made 
up. “1” means a pump or Colonial 
style; 

[CONTINUED ON PAGE 97] 





BOOT AND SHOE RECORDER 


September 12, 1925 


Little Miss St. Louis, who goes to 
the Atlantic City Pageant after 
winning the title from 400 other 
beauties, steps into Garland’s new 
shoe department in St. Louis, 
where E. G. Werner, manager of 
the department, sells her a silver 
kid D’Oreay in size 4% C. Thus 
a national publicity stunt touches 
even the shoe trade 


How to Pull the Crowd into 


HEN the local Chamber of 

V ¥ Commerce commences to 

analyze business conditions 
at the instigation of some inquisi- 
tive member who wants to know 
“why we aren’t doing more business, 
and what we can do to stir things 
up,” then is the time that business 
commences to get better. The first 
thing always discovered is that all 
petty jealousies must be forgotten. 

After considerable talking, with- 
out much action, the younger mem- 
bers of the Green City, Wisconsin, 
Chamber, finally obtained the reluc- 
tant consent of the body to put on a 
Fall Opening Week, providing it 
did not cost too much money. 

The tentative plans called for a 
program along these lines: that the 
grand opening of the fall season 
would start Wednesday, Sept. 23; 
all stores would not show any goods 
in their windows for two days pre- 
vious to the opening; advertising to 
be limited (Sept. 21 and 22) to a 
page cooperative “ad” announcing 
the opening, followed by large in- 
dividual copy on Wednesday that 
told of the new merchandise; all 


Your Store 


Green Bay Merchants 
Adopt Ambitious Program 
For Fall Opening Week 


stores to be open Wednesday night, 
but no goods sold; a band mounted 
on a truck to parade the streets 
from 7 until 9 p. m.; the stores hav- 
ing the largest windows to have 
style displays, with local folks act- 
ing as models; $200.00 to be appro- 
priated to “dress up the center of 
the town,” with banners for middle 
of the streets and corn stalks hid- 
ing the poles; the Rotary Club 
agreed to furnish free peanuts and 
the Kiwanis Club free lemonade. 
This was an ambitious program 
for a town that had never tried out 
such stunts before. Of course, the 
old fogies knew that it would not 
be successful; that the folks would 
not come to town just to look; that 
it would rain; and that it was a fool 
waste of money and effort, but that 
did not dampen the ardor of the 


young fellows who were determined 
to put it across big. Every live man 
was the head of some committee, so 
that. the weekly meetings in the 
Elk’s grill were just full of enthu- 
siasm. 

The grocery and market men 
“kicked in” with the request that 
they be permitted to give away free 
samples of coffee, crackers and other 
edibles. Right away came the 
thought that if all stores that so 
wished gave some kind of a sou- 
venir, it would help to convey the 
friendly spirit. The one thing that 
Green City needed more than all 
else, was to impress on the com- 
munity that it was a good, friendly 
place in which to trade. 


It had been sensed by the public 
that the big stores were none too 
friendly. Why, otherwise, did they 
not come to some sort of an agree- 
ment relative to closing holidays 
and Thursday afternoons in the 
summertime? This reaction began 
to have a bad effect on trade. 

Gertrude Pringle had heard her 
father say that if he could increase 
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his shoe business 10 per cent with 


his present overhead, he would be 
making some fair money and so, 
perhaps, might be able to afford the 
car that his family had been pester- 
ing him to buy. As Gertrude kept 
his books she knew this to be true. 
In reading the published statement 
of the local post office, it struck her 
that just about 10 per cent of the 
retail business of Green City was 
being lost by people sending away 
for goods that they could just as 
well buy right in town. So it hap- 
pened that George Pringle came to 
ask questions, first of himself, then 
of other men around town, and 
finally of the Chamber of Commerce. 


HEN an individual or town 

can translate “What is the mat- 
ter with business?” into “What is 
the matter with me?” the problem is 
very near solution. Green City found 
that the people did not have any 
strong, logical reasons for trading 
at home, other than the convenience 
of the thing. 

The merchandise, except in a very 
few cases, was not attractively dis- 
played; not a great deal of atten- 
tion was paid to window displays. In 
fact, the whole business center of the 
town lacked snap and pep—that is, 
previous to September of last year. 
The town itself was pretty, having 
good, broad streets, with plenty of 
trees; then a couple of good hotels, 
a modern post office, two new bank 
buildings and court house lent the 
appearance of being substantial. 

The band concerts and “free eats” 
combined with the style shows did 


Don’t Cash His Check 


The fraudulent issuance 
of checks in the name of Mr. 
J. Kempner is reported. The 
latest victim is the firm of 
Guthman, Carpenter & Com- 
pany of C o who cashed 
a hack for $100, thinking 
the man who presented it 
was one of the Kempner 
boys at Little Rock, Arkan- 
sas. This is a warning to the 
trade at large to inform the 
police if similar checks are 
presented. 


bring lots of folks to town the open- 
ing night, for these were all new 
features in the county. Business 
was fairly brisk for the next two 
weeks; then it commenced to lag a 
bit. More heated arguments in and 
out of the Chamber rooms followed 
asa natural result. Then was born 
a definite plan to have regular mid- 
monthly, crowd-drawing events, 
such as: 

Mid-winter Specials in January. 
Not a sale. 

Bargain week in February. 

Farm week, with state and na- 
tional speakers, in March. 

Spring opening and style show in 
April. 

Graduation, with all the changes 
rung in, May. 

Vacation and white goods in June. 
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Midsummer Specials in July. Not 
a sale. s 

Bargain week in August. 

Fall opening and style show in 
September. 

A Harvest Contest, with prizes, 
in October. 

The first showing of holiday 
goods in November. 

The final spurt of the holiday 
selling in December. 


HE past year has seen several 

changes around town, as two of 
the old guard have sold out. Things 
were getting too strenuous for them. 
They longed for the old days, when 
there was not so much hustle and 
more bustle; when folks did not 
mind if the windows were ever 
washed, and the sawdust box back 
of the stove was never in any dan- 
ger of catching fire. 

Main Street, Queen City, is doing 
quite well. About the only avail- 
able figures that have not shown a 
goodly increase are those of the 
money order department of the post 
office. That is what the paid secre- 
tary of the Chamber of Commerce 
says in his first semi-annual report, 
any way. 


Gore Pumps Selling 


H. B. Thomas, who makes the big 
city trade for A. M. Creighton, re- 
ports that velvets and patents are 
big sellers in gore effects that lend 
themselves to ornamentation. 





; Sales” Have Often Driven Your 


Customers Away 
By L. F. Gautsch 


Buyer for the William Doerflinger Co., La Crosse, Wis. 


HEN the reliable merchant 
runs big sales, he drives away 
half of his regular trade, because 
at least 50 per cent of his customers 
want good shoes and are willing to 
pay for them. This class does not 
respond to sales but does respond to 
quality merchandise and service. 
Women who buy better grades, 
and they are increasing, do not like 
to go in stores that are continually 
running sales. Stores must get rid 


of their odd lots, but we find the 
most satisfactory way is to have 
specials each week. By displaying 
these close-outs on a table and by 
giving about two lines in our regu- 
lar quality advertising, we manage 
to keep our stock clean. 


OO many stores chase away 
their good customers by show- 
ing and advertising cheap goods. 


The good reputation of the house is 
sacrificed by a desire to get “vol- 
ume.” Customers of the better 
shoes are loyal, staying with you, 
while the other class is yours only 
as long as they think they can buy 
cheaper. Sometimes the people who 
are accustomed to’purchasing good 
shoes will stray away, but they al- 
ways come back to the store that 
gives them the quality merchandise. 
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First Lady of the Land Visits Lynn 
Shoe Factory 


Mrs. Coolidge, wife of President Coolidge, 
visited the factory of A. M. Creighton, last 
week, and saw the making of shoes from the 
cutting room to the packing room. Here and 
there she stopped and asked questions about 
details of shoemaking processes, and talked 
with shoe workers. Mrs. Coolidge was escorted 
about the factory by Mr. Creighton and Harry 
Thomas of the sales staff. Recently John 
Coolidge, the President’s son, went through 
the factory of A. E. Little & Co. and also 
through the United Shoe Machinery Co. plant 


at Beverly. 


Blacks for Women—Light Tans 


for Men 


The Trend of Style by Wire 


Good Business Increase 


Expected 


Our business for July and August 
has been very satisfactory and we 
anticipate a decided increase in our 
business for the balance of the year. 
Indications seem to point that way. 

It seems to us that black shoes 
will predominate. Patent leather 
and satin leading, black kid seems 
also to have a close run. We are 
selling some tan shoes, some colors, 
such as golden brown and champagne 
in fancy trimmed shoes. Straps 
seem to have the lead with us. One, 
two and three strap cut outs. There 
also is a tendency for plain striped 
and D’Orsay, with both low and high 
heels.—Arthur G. Brown, General 
Manager, Marott Shoe Shop, Indian- 
apolis, Ind. 


* * * 


Oxfords Lead—Heavier 
Weights 


Men’s high shoes are going better 
this fall, although largest sale will 
be oxfords. High shoes in medium 
toes and colors. Low shoes with 
short vamps, heavy leathers, heavy 
soles, light shades.—J. L. Patton, 
Patton & Hall, Schenectady, N. Y. 


Patents Lead—Satins Next 


Our volume slightly ahead of last 
year. Expect good business this 
fall, in spite of crop conditions, 
which are not too good on account 
of drought. 

Patent leading, satin next. Some 
activity in mat kid, golden brown 
and related colors. Good Louis and 
Cuban heels about equal. Some call 
for black suede. Straps leading, but 
D’Orsays and operas strong, also 
step-ins—H. B. Teets, Denver Dry 
Goods Company, Denver, Colo. 


* * * 


Wide Toes Best Sellers 


Outlook good. Wide toe lasts best 
sellers. Golden tan in Scotch grain 
and calf lead.—Jos. A. Schumacher, 
Milwaukee, Wis. 


* * * 


Expect Greater Men’s 


Business 


We are looking forward to the 
largest men’s business ever for fall. 
The lasts are wider, soft boxings 
about 50 per cent. Seventy-five per 
cent tan in lighter shades. Ninety 
per cent low shoes.—H. Bloomquist, 
Rosenthal’s, Hot Springs, Ark. 


Balloons for Men Lead 


The spasmodic improvement early 
in the year has developed to steady, 
healthy increase necessitating in- 
creasing sales estimates and placing 
larger orders for fall business. 

Balloon and short vamp wide lasts 
still hold good. The public show 
very little interest in narrow toes. 
In this section light shades still in 
big demand, notwithstanding change 
of seasons. Look for light tans 
again next spring—A. B. Young, 
Los Angeles, Cal. 


* + 


More Modified Toes 


At present, lighter shades of tan 
for men running to darker shades as 
the season advances. The balloon 
fairly strong, but is running to a 
more modified last on round toes.— 
W. J. Coltman, Idaho Falls, Idaho. 


* * 


Grain Leathers Continue 


Tans selling three to one over 
black. Medium round and square 
toed blucher better than for years. 
Feather weights slowing up. Patent 
for evening wear. Young men still 
want grain leathers. — Will A. 
Knight, Knight Shoe Co., Portland, 
Ore. 
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Shelf and self service shoe store of R. R. Gralnick, St. Louis, where trading is done on a “cafeteria” basis 


She Looks—Gelndta-aull Then 
Sells Herself 


FTER seven months of busi- 
ness, R. R. Gralnick, sole pro- 


prietor of the Self-Service- 
Shoe-Store at 1234 Biddle Street, 
St. Louis, Mo., is confident that the 
public will support a retail shoe store 
of this character. 

Operating another retail shoe 
store within a block of the Self- 
Service store, Gralnick is qualified 
to express an accurate opinion as to 
the advantages of his new project, 
opened in February. Many interest- 
ing angles that appear to be im- 
provements over the present store 
methods of the retail shoe business 
were outlined. But let this aggres- 
sive young shoe merchant, with a 
keen business intellect, tell his own 
narrative: 

“You ask me if this type of store 
is a success? I’ll answer that in an 
affirmative manner. If you would 
have put that question to me before 
living through the Easter and 
spring business I could not have 
given you an intelligent answer. 
Before we proceed with the operat- 
ing methods of a store of this char- 
acter, I want to give you these few 
facts. I operate another retail shoe 
store within a block of this one. 
With less stock here, we do more 
business than the other store and I 
attribute it to nothing else than the 
policy adopted in this type of store. 


“There are decided advan- 
tages in this store which do 
not prevail in other shoe 
stores. The dominating one, 
in my opinion, is the fact that 
when a woman comes in here 
to buy shoes, she can look to 
her heart’s content. Honestly, 
I've seen them select shoes 
from the racks that I or any of 
my salesmen..would have been 
ashamed to show them. 


“Many times it is impossible for 
a salesman when selecting shoes 
from boxes accurately to interpret 
the customer’s mind. Shoes that 
would die or be sacrificed in the 
regular type of shoe store are moved 
by the customer’s own selection 
with our system.” 

Asked how the customer is han- 
dled in the store, Gralnick gave the 
following explanation: 

“When the customer enters the 
store we first determine the size of 
her foot. She is directed to that 
section in which only her size is dis- 
played. There are twenty-five styles 
displayed in this section and rarely 
are any persuasive selling methods 
required. Occasionally a woman 
will wander to another section 
where a shoe has caught her fancy. 
Then we are compelied to try and 
fit her in that style.” 

All styles, regardless of color or 
pattern, are displayed in the sec- 


tions. The segregation of sizes is 
a great help to “self-selection.” 

The one thought arising in the 
mind of many merchants reading 
this story is “how does he keep the 
shoes clean.” Gralnick says “we 
dust the racks each morning and 
twice a week each pair of shoes dis- 
played is wiped and rubbed with a 
cloth. This keeps our stock in bet- 
ter shape than the handling shoes 
are given in other stores.” 

In this store, the largest of any 
opened thus far, some two thousand 
pairs of shoes are displayed, includ- 
ing men’s, women’s and children’s. 
It is the opinion of Gralnick that 
more trade can be handled in a store 
of this kind, due to the lost motion 
obtaining in other stores where 
clerks are required to make the style 
selection. Very few customers lift 
the. shoes from the racks. They 
usually select the style, then call a 
clerk. This prevents confusion in 
withdrawing a lot of shoes from the 
racks. A reserve supply in boxes is 
kept below the racks on shelves and 
as fast as shoes are sold they are 
replaced on the racks from this sup- 
ply. In novelties no attempt is made 
to have the exact pattern, but rather 
a new number, similar to the one 
displayed. The men’s section of the 
store, Gralnick stated, is the easiest 
and practically every sale on this 
side is merely a wrap-up. 
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Shoes as Hearts 


One of the outstanding features 
of the St. Louis Pageant of Fashion, 
held Aug. 4 to 22, was the group 
ef five dainty, winsome pages ap- 


pearing in the three style parades. 
In each parade they wore a differ- 
ent costume and different shoes. 
These shoes were specially de- 
signed and made exclusively by 
Brauer Bros. Shoe Co., St. Louis. 
Three distinctly different patterns 
were worn: first, the Heart; second, 


and Butterflies 


the Butterfly, and third, the Spider. 
Of these the Butterfly pattern was 
the “piéce de resistance” of the show. 
This created such a furor that 


Brauer Bros. put it in their regular 
line, and practically every order 
booked during, and since, the show 
has included the Butterfly model. 

The accompanying picture shows 
the pages in their Butterfly costume 
and wearing the Butterfly model 
shoes. 





Edwin Clapp “Get- 
Together” Week 


Thursday, September 3, brought to 
a close another “Get-together” week 
of the sales force of Edwin Clapp & 
Son, Inc., of East Weymouth, Mass. 

This “Get-together,” which is a 
semi-annual affair, opened Tuesday 
morning, September 1. From then 
on the days were filled to overflowing 
with different activities as a program 
had been arranged for each morning 
and afternoon during the week. 

The whole forenoon of the first day 
‘was devoted to upper leather, all the 
new things being spread so that- the 
salesmen might get acquainted with 
the look and feel of the leathers be- 
ing shown in the newest samples. 
Promptly at one-thirty, following 
luncheon, the afternoon program was 
started and was given over to the dis- 
cussion of advertising, concluding at 
four-thirty. After a talk by Shelton 
R. Houx, advertising manager, in 
which he emphasized the value of co- 
operation between salesmen, retail 
merchant and manufacturer, a gen- 
eral discussion was opened, which 
had for its base the advertising 
plans for the current season, which 


are more comprehensive and far 
reaching than any previously adopted 
plan. 

On Wednesday morning, Septem- 
ber 2, William A. Hodges, sales man- 
ager, opened the morning meeting 
with a talk on salesmanship and sales 
promotion plans. Following his talk, 
a general discussion of all problems 
encountered by the salesmen. 

Luncheon was announced at twelve 
o’clock and the Style Show which was 
eagerly awaited, was naturally the 
topic of conversation. This part of 
the program which lasted from one- 
thirty to four-thirty was in charge 
of Edwin Clapp Lincoln. This re- 
view of the latest styles was attended 
by all the salesmen, executives and 
heads of all departments, each of 
whom was given a program contain- 
ing a full description of every num- 
ber shown. Under each item was a 
space for comment and criticism 
which were turned in at the close of 
the meeting. 

Everyone agreed that this review, 
which, owing to a very full program, 
had to be confined to only the newest 
styles, was decidedly helpful in 
bringing out the main points of each 
new last, new pattern, shade and tan- 
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nage of leathers. At the close of the 
session S. Preston Moses expressed 
approval of the excelient manner in 
which the different shoes had been 
shown; the hearty applause for Mr. 
Lincoln and his assistants which fol- 
lowed, showed how truly he had 
spoken for the whole company. 

On Thursday morning the entire 
line was spread in the spacious sam- 
ple room and all foremen and execu- 
tives joined the salesmen in a final 
critical examination of the line which 
occupied both the morning and after- 
noon sessions. 

Promptly at 6.30 dinner was 
served in the large sample room. 
This event is known as the semi- 
annual “Getaway Dinner” in honor 
of the salesmen. 

Following the dinner, Horace R. 
Drinkwater, treasurer, acting as 
toastmaster, extended a hearty wel- 
come in behalf of the firm and in- 
troduced as the first speaker 
Everit B. Terhune, president of the 
BooT AND SHOE RECORDER. Mr. Ter- 
hune, in his own convincing way, 
gave his opinion of present day 
business conditions throughout the 
country and showed by means of 
figures that the country was never 
in better condition, considering 
things from a monetary standpoint. 
In addition to records of this sort 
Mr. Terhune cited further instances 
which clearly indicated prospects for 
good business, these observations 
being made in the course of his 
travels from coast to coast in the 
interest of the shoe industry. 

William S. Profilet from Missis- 
sippi, as the next speaker, responded 
for the salesmen. Mr. Profilet was 
heartily received and was at once 
made to feel that he was among his 
friends. In opening, Mr. Profilet 
showed the value to the retail mer- 
chant and to the salesman himself 
of loyalty to his line and his organ- 
ization. He explained the necessity 
of having every confidence in his 
line and in his company and showed 
how a salesman can be of real as- 
sistance to a buyer when working 
together under such _ conditions. 
After briefly giving his ideas on 
styles for the coming season, Mr. 
Profilet closed his remarks and 
everyone agreed that the salesmen 
were indeed fortunate in having 
“the gentleman from Mississippi” 
as spokesman. 

Edward A. Whitmarsh, foreman 
of the sole leather room, made a re- 
sponse for the factory. Mr. Whit- 
marsh had the privilege of serving 
for many years under Edwin Clapp 
and in an interesting way related 
some of his early experiences. 
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Pacific Linings in Your Shoes Will Materially 
Help to Put a Silver Lining in Your Pockets 


The Pacific Mills make exactly the cor- 
rect Lining in every respect for every 
shoe. 


The largest Shoe Manufacturers are, 
therefore, glad to buy 


PACIFIC 
SHOE 
GOODS 


because they find that they can secure ex- 
actly what they desire, in widths, weights 
and qualities, at most satisfactory prices. 
Pacific Double and Single Napped 
Flannels have created a sensation, and 
every user of Shoe Flannels should crit- 
ically examine them, and thus determine 
for himself if they are not the best value 
on the market. 


YOU WILL SAVE 
MONEY 


and secure exceptionally high quality 
goods, by wiring Boston collect for sam- 
ples and prices on all Cotton Shoe 
Goods 








LAWRENCE & COMPANY 


SELLING AGENTS 
89 FRANKLIN STREET, BOSTON, MASS. 


New York Philadelphia Chicago St. Louis San Francisco 
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Shoes made of Kaffor 


H. G. LOWE, 
Buyer and Manager Shoe 
Department 
M. L. PARKER COMPANY 
Davenport, Iowa 
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Kid make selling easy 





125 












Black Kaffor Kid CHARM 
ump, black Kaffor Kid in- 
ay, patent calf braid 
trimmed tongue, welt, wood 
13/8 covered heel. 


The Julian & Kokenge Co., 
Cincinnati, O. 























4 
he Sdeal Calf Leather~ 1 
oh a f Loeather Its eAdaptability 
must have a number of workable values, such as therefore for men’s, women’s and children’s 
lightness of weight, extremely fine grain, sturdy dress shoes, either entire or in combination or 





for refinement in trimmings or overlays, gives 
the alert shoe merchant a fast selling article. 
Kaffor Kid as a refinement in leather was in- 
tended to underwrite the merchant’s success in 
getting more shoes sold, and where the pattern 
good features of Kid and Kangaroo plus the or style is right, our aim in this direction is being 
sturdy values found only in Calf. fully realized. 


wearing quality and non-scuffing. This Kaffor 
Kid is. Our tannage of Kaffor Kid is superior 
and different from all known types and tannages 








of upper leather. In it we have combined the 















Ask your manufacturer to show you his “new numbers” in Kaffor 
Kid, and you will appreciate more fully the splendid compliments 
this leather is earning at the hands of leading shoe merchants. 


The Ohio Leather Company 
Girard ~ Ohio 


(S) 
[This is @ Cat Year*] 


ENDORSED 
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IRON CLADwol7 
The School Fase 


CHOOL has just started and so has an In- 

creased Business in Children’s Hosiery for the 
Merchants who are featuring IRON CLAD No. 
17. Because there is no surer way of keeping 
mothers coming into your store for their children’s 
hosiery needs than by showing and talking IRON 
CLAD No. 17. | 


Boy Proof 
CJriple Knee 


To have this hose in your hands is to feel the extra wear that 
has been so cleverly knitted into the triple knee and the double sole 
which keeps No. 17 away from the darning basket for weeks after 
many hose costing as much are completely worn out. 

Then besides No. 17 is made of combed peeler lisle and in such 
a fine ribbed leg style that it is dressy enough for Sunday wear for 
either girls or boys. As we have spent many years building No. 17 
to the exact requirements of the trade we are glad to know that 
thousands of merchants consider it the outstanding hosiery value 
of the children’s field. 

If you haven’t a range of IRON CLAD No. 17 in your stock 
wire or write today for a sample box so that you may look them 
over at your leisure and compare them with the best similar Hosiery 
value in your stock at anywhere near the price. 





Ne. 17 Black 


Ww . 
No. 17 AB—Same in African Brown, sizes 
priced same as Black 
Ne. 17 RT—S in Russi Tan, sizes 
priced same as Black 


WATCH 


for the full page ad in the Sept. 19 issue of the Saturday 
Evening Post which will attract your customers’ attentions 
to IRON CLAD No. 17. 


COOPER WELLS & COMPANY 
250 Broad St. St. Joseph, Mich. 
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Offers 


er mis Distinctive Step-In Styles 


Created especially for 
your early autumn trade. 
Made in the season’s popular materials. 


HIGHEST 
QUALITY TURNS 


880 Miss Vanity’s “Geneva” 

Step-In. Patent Leather, and 

Black Satin, silver kid waist- 

band. b> gee Spee ont 

apricot kid waistband. 

Louis heel, AA to C $5.25 ATTRACTIVELY 1076 Black Satin, with steel 
PRICED beaded buckle and Aufait 


Fawn Suede, gold kid waist- Satin, with Bronze 
band. 14/8 Louis heel, A Beote Buckle. 14/8 Louis 
to C $5.50 heel. Ato C $4.85 


AUTHENTICALLY 
STYLED 


No. 800 


800 Patent Leather, with - » < 

Dragon Buckle, Narrow Toe. Pp { 805 Patent Leather and 

16/8 Louis heel, B to D. $4.75 ae g> — — my, — 
e; » ear ckle. uban 

Same with Medium Toe, safe ANS j . 

block heel, B to D $4.60 » U. , —— ae an 


POWELL & CAMPBELL 


122-124 DUANE STREET, NEW YORK 
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~ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 


experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


t 


Nhe Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Graduate Chiropodists Earn 
from $5,000 to $15,000 ey 


Why don’t you, too, take up 
3 this rapidly growing, dignified, \C 
highly profitable profession? ¥ 


Years of experience in conducting the foremost Chiropody School in the world has proven 
conclusively that the shoe man is ideally qualified to take up Chiropody and make its practice a 
wonderful success. That is only natural. You as a shoe man deal with feet every’ day in the 
year. Possibly you have “read up” on foot troubles and know what a large percentage of people 
need the services of a Chiropodist. 


Graduate Chiropodists Greally i in Demand 
There is room, yes, a dire need for thousands of Graduate Chi- 
ropodists in the United States today. There are only three _ 
thousand practitioners of Chiropody while there are about one 
hundred and seventy thousand physicians. Think what a future 
there is for a man or woman who starts in under such favor- 
able conditions. 

Chiropodists Make Big Money 
And do you we Bacar fees tee” competent, ey 
trained Chiro t receives? compare very favorably ‘ 
There isa lot of satisfac- with those of the physician, dentist, oculist and other special- 7¢*<ene'sounbou) thehigh- 
ctu ire ists. There are many Chiropodists whose practice runs up to thrill when you put the key in 
— ~ gp and even above $15,000 annually. The Graduate Chiropodist your own office door. 
ee "&- who cannot average $100 weekly or $5,200 yearly, cannot 
be classified as a successful man. Then Chiropody carries with 
it prestige. You become a professional man and are recognized as 
such. That gives one a great deal of satisfaction. 


The World’s Leading School 
The success you attain in the practice of Chiropody depends 
largely upon the school you select. The Illinois College of Chi- 
ropody is the largest and best equipped school in the world 
teaching this subject. It is now in its 13th successful year and 
occupies an entire 4-story building. Instruction is under a fac- 
ulty of well-known physicians, chiropodists, surgeons, chemists, 
orthopedists and specialists. The College has both day and 
Asshsantialbank account °V°™26 classes, leading to the Degree of Surgical Chiropody. 


aheage comes in handy. Largest Foot Clinic in America The Illinois College of Chi- 


Enrolling inthelllinois Over 15,000 persons receive treatment annually in the Illinois pe aa 8 e3 nang ~ 


College is one of the quick- College Free Foot Dispensary, giving the student a wonderful 

’ throughout could - 

est ways of acquiring it. opportunity of coming in contact with and studying every passed, rie 
known foot condition. 


New Classes Open September 8th 


Mail the coupon today for illustrated catalog giving complete in- 
formation relative to the splendid opportunity which Chiropody 
offers and why the Illinois College is the school for you. 


MAIL THIS COUPON TODAY! 
















Ca 





















barinces COLLEGE OF CHIROPODY, 1327 N. Clark St., Phatees | 
| Gentlemen: Please send me, puma dunll, ant wien ail dates 
| formation relative to Chiropody and your school. B@SR,1 


always interesting and fas- ~ : 
cinating. Your patients are 
the best classes of people me aides Number. 











Your own home! That touches | 
a vital cord. Are you on the 
right road now or hadn’t you 
better take up Chiropody and -_ 
shorten the route ? 4 















in the country. 
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Carl E. Schmidt & Co. Inc. 
C Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 
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in every city and town 
who demand and will 
buy only the best of apparel. 
To meet that demand in their 
footwear—in mode and in 
quality-—Brooklyn and Greater 
New York representative shoe 
manufacturers are especially and 
exclusively prepared and devoted. 


HERE is a certain 
7a percentage of women 
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Announcing— 


THE NEW HOME 
OF ELCO SHOES! 


The ever-increasing demand for Elco shoes by women who are 
quick to appreciate beauty and quality, caused us to decide some 
time ago on the erection of a plant of suitable size to take care of all 
requirements. 
























— é 
We are now located in our new plant—a five-story structure thor- 
— oughly modern and splendidly equipped, and dedicated in its en- 
tirety to the art of fine turn shoemaking exclusively. 
We cannot help but feel grateful to those customer friends of ours, 
whose confidence and good-will helped make this venture possible, 
— rf . ee 
and we extend to them and the retail trade generally, a cordial ‘in- 
_ vitation to visit us in our new quarters. 
We Are Represented by 
J. P. Murphy—Middle West and East, Including New England 
“Buck” Howard—South 
A. J. Peck—Pacific Coast 
ELCO SHOE MANUFACTURERS, Inc. 
_ Corner Stone Ave. & Somers St., Brooklyn, N. Y. 
New York Office, 751-53 Marbridge Bldg., 34th St. and Broadway 


for ‘Women 
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THE REPRESENTATIVE SHOE MANUFAC- 
TURERS OF BROOKLYN AND GREATER 
NEW YORK INVITE SHOE BUYERS IN 
LARGE CITIES AND SMALLER, WHER- 


EVER INTERESTED IN THE BEST—TRUE 
QUALITY AND TRUE STYLE EXPRESSION 


—TO INSPECT THE SPLENDID NEW LINES 
PREPARED FOR YOUR IMMEDIATE AND 
FUTURE SELLING. 
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SALES REPRESENTATIVES WILL SOON BE 
IN YOUR CITIES TO SHOW THE VARIOUS 
LINES, WHICH COVER YOUR EVERY NEED 
IN QUALITY FOOTWEAR. 
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ITY AND STRICTLY CORRECT STYLE 
FOOTWEAR—THEY MAKE NO OTHER— 
BUYERS HAVE LEARNED TO RELY ON 
THEM AS THEIR SOURCE OF SUPPLY FOR 
THE GOODLY PERCENTAGE OF THEIR | 
FEMININE TRADE THAT APPRECIATES, 

DEMANDS AND WILL HAVE ONLY THE 

FINEST, AT PRICES HONESTLY AND 

FAIRLY DETERMINED. 
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CIRCUMSTANCES AND HISTORY ALIKE 
MAKE THEIR BROOKLYN AND GREATER 
NEW YORK REPRESENTATIVE SHOE 
MANUFACTURERS THE LEADERS OF 
STYLE AND QUALITY. 


>> 


ww US OL 








FA 








7 7 
~—S > oe Se ee le ee 


a: 


=> Fe) 
— =. > ) SSS SS ee ee S| ae > 2 ee Se eS =>) Faye? 





a 


>>> => >> =P), 








2 oe ee 





>= 





When writing to advertisers please mention Boot anp SuHom Recorper 
































4 


| 
| Tr | 
| 
































f 
f 
i 





—$—————— 


om 


Style Distinction 
“On the Road” 


i 


i 


aN 


et , 


‘it me me 
TD) ips 
a ly il 
by nai 
a 
: at 
yg. SEs 
<Q) G > 
We) 
Ah 
1 
} ; 

















els 
GELLER and Mr. VICTOR | 
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oad.” Mr. ‘ee ller on the coast, 
seit Mr. Phillips fro mN ew York. 


to lowa. 


Anbrety Geller 
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American r 
Shoes for % 


American’ 


@ 


Th 


For Autumn— 3 " ; Miss American 


presents the 


The ““Diane’’ : ees f y “Diane” 
A Shoe of Rare Charm and Beauty 


The “Diane” is conspicuous for its style success, largely 
because of the several beautiful effects achieved. The 
most effective of these is the emphasizing of the arch— 
the most beautiful. curve of the foot—with the satin 
overlay. Add to this, velvet, one of the season’s most 
popular materials—a perfect fitting, narrow heel last, 
and a smart 16/8 Spanish heel, and you have a pattern 
that easily explains the preference women show the 
country over for American shoes. 


It takes the combined skill and resources of our entire 
organization to produce a model of this effectiveness, 
and we think it just one more reason why American 
shoes should have a place in every good shoe store 
that caters to a high-grade clientele. 


American Shoe Co FACTORY 


Showroom: 622 Marbridge Bldg. EW een, 176 Livingston St. 
34th St. and Broadway NEW YORK Brooklyn, N. Y. 
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Nothing like it in a turn 
shoe has ever added so much 


beauty and shape to a shoe as 
the ‘‘Archmode’’ 


AUN IQUE and patented development in turn shoe- 
making, that beautifies the shank line, holds the heel 
so solidly that it cannot come off, and contributes to the 
strength of the shoe and the retention of its shape. 


A merchandising plan, including stock service, and sell- 
ing features, that mean profit, popularity and prestige to 
the shoe merchant. 


Our sales staff now in the field will show you the “Arch- 
mode” Line, and the “Archmode” Plan with its ‘fone 
agency to a town’’—open to the merchant who 
will handle these shoes right: 

Charles M. Grether Southern States 
Edwin Haywood West 

John Wichert West 

William Mead Pacific Coast 
Joseph Roe New England 


These shoes will be stocked in Patent Leather, Glazed Kid and 
Black Satin 


‘WIGHERT’S 


When writing to advertisers please mention Boot Ann SHoe Recorper 



























September 12, 1925 BOOT AND SHOE RECORDER 65 


‘A BRAND NEW IDEA 


ee 


ARCHMODE 


Xa —Know it by the Red Rivet 





ey 











Patented 









“Archmod 


pana idl 








“Archmode” 
Three-Strap 


WICH ERT. f Atlantic and Schenectady Avenues 
9 mc. Brooklyn, New York 
New York Office, Marbridge Bldg. 
34th St. and 6th Avenue 











TAPE SAS 














RCHMODE | 
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The “Regent” Opera 
Medium toe IN STOCK 


1614/8 heel Carried In All Widths and Sizes 


These pumps are of the best mate- 
rials, and made with the usual 
care in workmanship for which 
“Morgan Grossman” shoes are 
noted. The specially designed last 
over which they are built insures 
faultless fitting. 








In PATENT and SATIN 
Price $6.00 
Less 2%—10 days MORGAN GROSSMAN, Inc. 
“Turn Shoes of Character” 
234 Throop Ave. - - Brooklyn, N. Y. 








When in New York 
LIVE RIGHT ai the 
RIGHT PRICE! 

















HE next time you visit New York, 

stop at the popular Hotel Mar- 

tinique. A modern, fireproof build- 

a Se oe ee 

“The Best , theatrical and business dis- 

tricts, the Hotel Martinique offers 
Without every convenience to the 
Extravagance”’' ° “4 


ee amy Buckles at ‘the ; 
And Ribbon Bows i Investigate the extraordinary service 


Rosettes i and economy of the Hotel Martinique by 
And Straps stopping here on your next visit. 


SILK TASSELS FOR INFANTS’ SHOES A. E. SINGLETON, Res. Mgr. 


Obtainable thru your manufacturer >. HOTEL MARTINIQUE 


1261 Atlantic Avenue Affiliated with Hotel McAlpin 


Brooklyn - - N.Y. Broadway—32nd to 33rd Streets 
New York 
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; The 
=a TiE same paints and the same canvas may “‘Rose-Marie’’ 


my become a masterpiece or a daub, the result 
depending upon the genius or lack of it of 
= the artist. 


So in the making of shoes. The same leather and 
materials may be combined into a dainty and styleful 
creation, or into a plug, dependent upon the degree 
of craftsmanship going into its making. 


The turn shoes of fashion produced by us have, in 


the opinion of the critical shoe buyers of the most An afternoon shoe of true 
*. elegance. Made over our 


representative retail houses of the country, truly “Parfait” last, with a 16/8 Spike 
earned the title “Footwear of Distinction,” and Ft «pee iighter pt 


our new fall sampies will prove that we have even kid trimming. Also effective 
in patent, chestnut brown, satin 


bettered our best. and black kid. 


“Lax &Abowitz 


17 Smith St. - - - Brooklyn 








“Footwear of Distinction” 
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The Vogue for Smartly Styled Black Kid Shoed@ 


and character 1s strikingly evident in 


UBY KID 


, Careful selection of the leather to be two pronounced factors that can’t help 
used in your smart black kid styles is appealing to the customer. 
Goubly important in resultfully mecting " p; 4, it’ a bronze black that makes it 
ie preeuetavae™ the Blackest black—and 


Be they ever so smartly 
styled they will still be 
lacking in selling “punch” 


also the most brilliant. 


Second—the very light but 
also very durable finish we 


,if the leather hasn’t that 


brilliant blackness and apply permits an extraor- 


character which is so in- dinarily high polish on the 


stantly apparent in RUBY grain of the skin, which 
KID. never dulls during the life 


In RUBY KID you find of the shoe. 


The most particular customers will find in shoes made of RUBY KID the same 
Satisfaction this year as they did last year and the same satisfaction next year as 
they did this year. 


JOHN R. EVANS & COMPANY 
CAMDEN, N. J. 


(Branches In All Principal Shoe Centers) 


“C tandardize _,. ae 
C' Evans Brands 





<apemands Leather of Pronounced Character 


We are glad to point to the styles shown be- 
neath produced of RUBY KID by that widely 


known maker of high style shoes for women 


‘Baker 


of BROOKLYN 
George W. Baker Shoe Co. 


By sampling any of these styles you will receive a true pic- 
ture of how effectively RUBY KID accents fine shoe style 
and fine shoe makes. 


No. 1 No. 2 No. 3 
Ruby kid pump i Ruby kid tongue Ruby kid one strap 
with piping of pump, patent with trimming of 
white kid. f leather bow. black baby lizard. 
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Chostnut a | 


DBrown 
GLAZED KID 











A rich, beautiful Brown suggestive 
of the Fall season of changing foliage. 


CHESTNUT BROWN is made 
from the choicest kid skins and will 
produce excellent style-effects. 


You will Itke it! 
AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores 
BOSTON NEW YORK CHICAGO ST. LOUIS’ CINCINNATI 


AMERICAN HIDE & LEATHER CO., LTD. 
Northampto on and Leicester, England; Paris, France 


CALF, KID AND SIDE UPPER LEATHER TANNERIES 
Lowéll Peabody Woburn Chicago Sheboygan — Ballston Spa Curwensville 


ly | 
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SHOE TRAVELERS NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Travelers Report That Retail 
Trade Is Stable 


Reports’ from the shoe travelers 
from all sections of the United 
States show that retail trade is in 
a more stable condition: In the 
Northwest, and Middle West, for 
instance, crops are reported as ex- 
ceptionally good, with satisfactory 
prices received by the farmers. In 
the South, due to extensive real 
estate developments, good business 
has resulted in the majority of 
towns and cities, although some por- 
tions of the country in the South- 
west are more or less hard hit, on 
account of the dry season which has 
affected the cattle industry. The 
better prices now prevailing for food 
animals, however, will help this 
situation. In the East, there is 
much improvement in the employ- 
ment conditions over this period 
last September. 

“People are looking for better 
shoes,” is a common report. Refine- 
ment of line and good service are 
the features which are demanded 
by good stores. While wide trousers 
are growing wider with the “male 
flapper,” many shoes, by contrast 
for the young men, are preferred on 
more conservative lines. The light 
tans are selling in goodly numbers 
and are throwing into greater prom- 
inence the blacks. 

These statements to the N. 8S. T. A. 
headquarters by men who have 
started on their trips prior to 
Labor Day are supplemented by 
optimistic statements from these 
travelers, indicating that they are 
cheered by the present conditions of 
trade. Shoe salesmen seem to have 
more courage to go ahead in pre- 
senting their lines. They feel that 
the retail merchant is learning the 
lesson of “Seasonal Shoes” and is 
passing this lesson on to the con- 
sumer, who is in turn grasping the 
situation; they feel that the style 
trend is in the right direction; that 
the educational work of the manu- 
facturers through Style Reviews 


and advertising has made good 
shoemaking more appreciated by the 
public than ever before in the his- 
tory of the industry. 

“Truly,” say thty, “there is 
nothing wrong with the shoe busi- 
ness—but the merchant must con- 
tinue to go on educating the con- 
sumer that he has bought right and 
that the shoes he is showing are 
absolutely the correct styles in foot- 
wear for the season just opening. 

Lynn Salesmen with New Lines 

Some more new sample lines were 
taken out this month by Lynn sales- 
men. In the main, they show de- 
velopments of summer types of 
footwear. i 


Gillis with Alden, Walker & 
Wilde, Inc. 


John Gillis, known to the boys as 
“Jack” Gillis, travels Western Penn- 
sylvania and Ohio for Alden, Walker 


“JACK” GILLIS 


He covers Western Pennsylvania 
and Ohio tes go Walker & 
, Inc. 


& Wilde, Inc. He makes his head- 
quarters at the Hotel Henry, Pitts- 
burgh. His home town is Webster, 
Mass. “Jack” has recently pur- 
chased a new Hudson coach and now 
covers his territory by auto. He has 
been driving a car on past trips, but 
is now “right up to date” with one 
of the most approved makes, which 
he says will enable him to get over 
his territory faster than on past 
trips. 


Rogers with Rich Shoe Co. 


Charles W. Rogers, who repre- 
sented the A. M. Creighton line of 
Lynn in Northwestern territory, has 
taken over the line of the Rich Shoe 
Co. of Milwaukee. Mr. Rogers will 
cover the Northwest from the Twin 
Cities to the Pacific Coast. In past 
years he was a resident of Boston, 
but some time ago moved to Minne- 
apolis, where he now lives, and from 
which city he is to start out on his 
trips. 


Fall Business Mostly Black 


Paul S. Lippincott, Jr., president 
of the Philadelphia Shoe Travelers’ 
Association, reports that business 
for fall has been fairly well placed 
and that demand is for the most 
part for blacks. There was here and 
there some call for dark brown 
suede but combinations were inac- 
tive. There was quite a demand for 
black velvets and some little call for 
black satin, but glazed kid, for the 
most part, has been in demand only 
in staple footwear. 

There has been a slight increase, 
also, in the demand for brown kid. 
Patterns which were of the plainer 
type were prominent in the buying 
for fall. Mr. Lippincott reports 
that the retail stores are enjoying 
good business in ornaments and that 
they have also recently increased 
their sales of hosiery to match foot- 
wear. . 
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Arch Relief Model 
N 8222—Th <a ny 


mabes this medium round 

cepted favorite of your trade. 

No, 157, the heel 14/8 with rubber top. 
The Price $5.00 

Arch Relief Model 

No. 8224—The Majestic 

Same as above, All Patent Leather. 
The Price $4.75 


Arch Relief Model 
Ne. 6011—The Marvel 


dun" Grine at cyan and mare 
in, giving grace, digni and smart. 
ness seldom found i a oxfords. Modeled ov 


a modish last : iene On rfect fit. 
last is No. 118. the heel 8 wi with a 


top. 

The Price $4.75 
Arch Relief Model 
No. 6010—The Marvel 


Same as above, all Brown Kid. 
The Price $5.35 





Arch Relief Model 
No. 8220—The Marion 
A bit more conservative is this exclusive three 
button effect, fashioned from Black Kidskin, 
giving the effect of a three strap, graced 
neat cutouts and imitation tip, over a modi: 
last which ee 
characteristic of Arc 
is No. 118, on heel Py) with rubber top. 
e Price $5.00 

Arch Reliet “Model 
No. 8221—The Marion 
Same as above, all Patent Leather. 

The Price $4.75 


Arch Relief Model 
4—The 


very essence of 
Mng to all that is fine and 
is No. 157, the heel 14/8 


e Price $5.25 
Arch Relief Model 


$5.00 
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Make It Easy to Sell Shoes 


Shoe travelers are advocating the 
suggestion contained in a recently 
published edition of the “Weekly 
Shoe Sales Bulletin,” compiled by C. 
A. Dickens, as follows: 

Salability is the merchant's first 
consideration in buying shoes: Ser- 
vice-satisfaction is another. What 
comes first: “Will they sell?” 

Good salesmen sell salability rather 
than mere shoes. Our policy has been 
for the salesman to make it easy for 
his customers to se more shoes. 
Many manufacturers’ salesmen today 
can help trim windows, write copy, 
or tell the retail salesmen what to 
say across the counter to the pros- 
pect. The Western Union Company, 
taking a leaf from the manufactur- 
ers’ book, has been passing on for 
its users’ benefit some resale ideas. 
It tells the man who wants to wire a 
special message to the folks at home 
exactly what he can say. 

The individual salesman will main- 
tain the proper balance between sell- 
ing salability and selling the details 
of the shoe itself if he will put him- 
self in the frame of mind that he is 
acting as sales manager for the re- 
tailers in his territory. As sales man- 
ager he will appeal to the selling 
mind of his prospect instead of the 
buying mind alone. Both tangibles 
and intangibles will have their place 
in this attitude of mind. Just as the 
salesman’s own sales manager points 
out a new talking point, the sales- 
man will tanslate his “arguments” 
in terms of the dealer’s resale to 
his local customers. The salesman 
who thinks of his prospect only as 
a buyer of what he sells is limiting 
his own sales. He is building bar- 
riers around his future growth and 
value to the firm. 






Pulsifer on Trip 


G. R. Pulsifer of Brockton, Mass., 
travels Upper Michigan and Wiscon- 
sin for the W. L. Douglas Shoe Co. 
Mr. Pulsifer left Boston for his 
territory on Aug. 27. He will re- 
turn to Boston some time in Decem- 
ber. This is Mr. Pulsifer’s third 
trip through this territory. He is 
a popular young man, not only 
among his many friends in “The 
Men’s Shoe City,” but among the 
trade. 


Halsey Elwell with Banister 


Halsey Elwell, for quite some time 
with the Stetson Shoe Co., and more 
recently with the A. E. Nettleton 
Co., has joined the sales force of 
the Jas. A. Banister Co. of Newark, 
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Halsey Elwell, who travels 
from Minnesota West, includ- 
ing the Pacific Coast, for the 
Jas. A. Banister Co., Newark 


N. J. Mr. Elwell is now getting 
out his samples, preparatory to soon 
starting forth for the Pacific Coast. 
He is very enthusiastic over the 
quality of Banister shoes and is 
eagerly looking forward to show- 
ing the new Banister effects for men 
to his many friends among the mer- 
chants on the Pacific Coast. 

Mr. Elwell said, in a recent in- 
terview—“I am ‘stuck’ on the Coast. 
I am also ‘stuck’ on my new line. 
They are the finest shoes that are 
made for men and women.” 


Winslow on Trip 


Harry Winslow, who covers the 
Pacific Coast for the W. L. Doug- 
las Shoe Co., is now on his way to 
that territory. Harry set forth 
from “The Hub” last week. His 
first stop was Utah. 


Four New Douglas 
Salesmen 


Salesmen of the W. L. Douglas 
Shoe Co., have left for their terri- 
tories after sales conferences with 
George B. Hendrick, sales manager 
of the company. 

He reports a substantial increase 
in orders this year over last year. 
Eighty samples have been given to 
each salesman. John E. Harvey, 
district manager, will make a 
southern trip to promote sales upon 
Mr. Hendrick’s return from Chicago. 

There are four new members of 
the force. Hugh A. McMahon will 
cover Michigan, David M. Jones 
will cover Oklahoma, Lyman M. 
Weatherbee, Virginia and J. H. 
Twohig, Philadelphia. 

Light tans and blacks will be in 
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demand, Mr. Hendrick says. Rub- 
ber heels will predominate, but 
there is a growing demand for 
leather ones, minus the rubber lifts. 


Leiser Sells Interest 


George Leiser has sold his .inter- 
ests in the Doerman-Leiser Shoe 
Manufacturing Co., of South Mil- 
waukee, Wis., manufacturers of 
Great Scott shoes for children, and 
an amendment to the articles of in- 
corporation has been filed, changing 
the name of the firm to the Doer- 
man Shoe Manufacturing Co. 

Mr. Leiser is now covering Mich- 
igan for the Weyenberg Shoe Manu- . 
facturing Co. 


Harney Covers Large Cities 


William J. Harney is assistant 
sales manager for The Vollman Law- 
rence Co. of Cincinnati. For many 
years he was with Menihan Co. He 
is now acting as special representa- 
tive for the Vollman Lawrence Co., 
and will confine most of his activi- 
ties to the larger cities on the West- 
ern Coast, though with his host of 
friends he will call on trade through- 
out the entire country. Already he 
is showing good results, as many of 
his friends have given him substan- 
tial orders. He will assist in build- 
ing sample lines and in other detail 
work besides calling on the trade. 


Dunstan at Baltimore 


F. T. Dunstan, formerly manager 
of footwear for the Pacific Coast 
Division of the U. S. Rubber Co., is 
now manager of the Baltimore 
branch. Mr. Dunstan states that 
fall orders are heavier and earlier 
than last fall and prices are about 
the same as last year, except for a 
little advance in “Keds.” Men are 
now on the road for advanced “Ked” 
orders. 

He says that crepe soles are “big- 
ger than ever before.” Laced-to-toe 
“Keds” are made all black trimmed 
this year, the red and brown being 
practically eliminated. With the or- 
ganization of basketball and gym- 
nasium clubs, these shoes are be- 
ginning to have volume in sales. 

Mr. Dunstan states that there 
was a large demand for crepe soled 
bathing shoes. Red, black, blue and 
green were the best sellers, due to 
the fact that they matched all suits, 
were easy to put on and dried out 
readily. The colors held up well. 
There will be new designs on the 
above shoes for the 1926 season. 
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THE NEW GREEN 
BOOK 





is just off the press. 
contains a wealth 
new ss ons and 
trade ips to assist our 
dealers in more 
Daniel Green 
Write us so that we will 
be sure to send you a 
copy. 


A shoe dealer went shopping. He 
wanted to buy some gloves. 

He knew exactly what brand he 
wanted, so he went to a shop, where 
he had seen them displayed. He 
gave the size, and color he wanted. 
“Sorry,” said the glove man, “We 
have your size, but you want mocha 
grey and we have only tans to fit 
you.” 

Our friend then hit the trail, and 
after visiting shop after shop, he 
finally found the right combination 
—size, color, and brand. 

Then the shoe dealer, went back 
to his own store and did some think- 
ing. How many of his customers 
had he turned loose to his competi- 
tors, because he was “just out” of 
size, color or brand? 


Of course, you want to keep your 
stocks down, but not below the limit 
of good business. 


When a customer comes in and 
asks for a pair of Daniel Green 
Comfys, it is good business to have 
the exact size, color, and style she 
wants. Otherwise, you are not only 
losing a sale, but risking a customer. 

Better be forehanded, than late. 
Better have a rather full stock, than 
disappointed customers. 

Without in the least urging our 
dealer friends to overstock, we 
strongly contend that with our Pm on 
fixed, every Daniel Green er 
should be in a position to take ad- 
vantage of every reasonable call for 
Daniel Green Comfys, 


DANIEL GREEN FELT SHOE CoO. 
General Office 


DOLGEVILLE, NEW YORK 


SALES OFFICES: 


10 High Street 189 West Madison Street, 
Boston, Mass. Chicago, Ill. 


Daniel Green 


Comfy Slippers 


10 East 43rd Street 
New York City 
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W. H. BIRD 


Who covers Texas and Louisiana 
for The Sherwood Shoe Co. 


BOOT AND SHOE 


RALPH B. HOBSON 


Who covers the entire country 
for Morgan Grossman, Brooklyn 


RECORDER 


WALTER E. SARGENT 


Who sells the Walter Booth 
Shoe Co.’s line in New England 





Bird with Sherwood 


W. H. Bird, well-known shoe man 
of San Antonio, Tex., has joined the 
sales staff of the Sherwood Shoe 
Company of Rochester, N. Y. ‘He 
will sell this high grade line of Mc- 
Kay Footwear in the Southwest, 
covering Texas and Louisiana. 

Mr. Bird is well acquainted in this 
territory, having represented lead- 
ing shoe manufacturers in this 
territory for a number of years. 
Previous to his road experience, Mr. 
Bird was associated with J. M. Wat- 
son of the Guarantee Shoe Company 
for a number of years and has a 
good knowledge of retail shoe prob- 
lems. 

Mr. Bird will make his headquar- 
ters at the Merger Hotel, San An- 
tonio, Tex. He is enthusiastic about 
the new line and its sales possibil- 
ities in the Southwest. 


Hobson on Trip for 
Grossman 


Ralph B. Hobson, who travels for 
Morgan Grossman, Brooklyn, re- 
cently started on a trip throughout 
the entire country. The following is 
a list of the cities which he has on 
his “calling list”: Rochester, Cleve- 
land, Detroit, Chicago, St. Louis, 
Kansas City, Omaha, Denver, Salt 
Lake City, Spokane, Seattle, Tacoma, 
Portland, San Francisco, Los Ange- 
les, El Paso, San Antonio, Dallas, 
Fort Worth, Oklahoma City, Tulsa, 
Houston, New Orleans, Memphis, 
Louisville, Cincinnati, Columbus, 
Pittsburgh, Washington and Balti- 
more. Mr. Hobson is the only sales- 
man Morgan Grossman has. 


Walter Sargent with Booth 


Walter E. Sargent of Lynn sells 
the Walter Booth Shoe Co.’s line of 
Milwaukee and Watertown, Wis. 
His territory. is New England. 
Walter is one of the best known and 
liked salesmen in the East. He is 
enthusiastic over his new line, 
which is being well received by his 
many friends among the retail shoe 
merchants. 

Mr. Sargent knows the shoe busi- 
ness thoroughly. He comes from a 
shoe family; his father, W. E. Sar- 
gent, having been a member of the 
old firm of Levirs & Sargent, 
Lynn. “I find that the Walter Booth 
Shoe Co.’s line for men is a quick 
seller,” said Mr. Sargent in a re- 
cent interview. “The company al- 
ready has a large salesforce, who 
intend to make the wheels of the 
Booth factories move rapidly on the 
brand new effects to retail at popu- 
lar prices.” 

A carload of new machinery has 
been installed at the factory of the 
Walter Booth Shoe Co., which will 
increase production from 1500 pairs 
per day up to 1800 or 2000 pairs, 
according to announcement by W. 
A. Schumann, superintendent of the 
Watertown factory. Production 
was more than doubled a short time 
ago, as the former capacity was 
only 600 pairs. The Walter Booth 
Shoe Co. was formerly the Beals- 
Pratt Company. 


Walk-Over Salesmen Meet 


The semi-annual salesmen’s meet- 
ings of the Walk-Over Shoe Co. took 
place this week.- Monday was Mer- 


chandise Day; Tuesday, War Cry 
Day; Wednesday, Salesmen’s Day, 
and Thursday, Company Day. 

On Thursday the meeting was at. 
the Walk-Over Club in three ses- 
sions, morning, afternoon and eve- 
ning. 

A few men have already left for 
their territories for early selling. 
The general outlook continues to look. 
good. 


Krohn-Fechheimer Sales- 
men Meet 


The annual sales conference of the: 
salesmen of the Krohn-Fechheimer- 
Branch of the United States Shoe 
Co. will be held on September 3, 4 
and 5. During this conference many 
prominent men from inside and also- 
from the outside of the shoe indus- 
try will address the salesmen in. 
their three-day session. The con- 
ference will end with a banquet at: 
the Hotel Sinton Saturday night, 
September 5. All salesmen carry- 
ing the Red Cross line will attendi 
this conference. 


Perry on Continental Trip 

Frank Perry, of Walden & Perry, 
Lynn, is on a trip across the con- 
tinent with a new line of samples of 
women’s shoes. 


“Do as much as you can, as well 
as you can, as soon as you can, and 
you can’t lose.”—Walk-Over Factory 
Prints. 


Who never takes a chance seldom 
gets one.—Walk-Over Shrapnel. 





BOOT AND SHOE RECORDER September 12, 1925 


The Greyhound 


All-year athletics 
make all-year sales! 








ie The All-year 
=HO6B- 
Athletic Line 


Basketball — 
The Greyhound 
Womens Gym Work — 
The Gymshu 
Tennis — The Vantage 
Sport wear — The Golfshu 
All around shoe — 
The Whippet 
Vacation or Gym Work — 
The Siak 


Popular Family Shoe — 
The Medway 
For the you > - 








a 


ATHLETICS are not “seasonal”. Children and grown-ups 
play something all year — every season! 


Youngsters must do “gym” work. Grown-ups do it to 
keep well. 


Hood Canvas Shoes are standard in all athletics — indoor 
or outdoor — you know! They move fast. They require no 
“selling”. They are accepted as the footwear from every 
standpoint — comfort, long wear, good looks — because they 
are designed for every form of athletic activity! 


Make extra profits all year on Hood Canvas Shoes. Get 
the advantage of quick turnovers. Get the reputation as head- 
quarters for footwear for athletes — young, old, masculine, 
feminine, amateur or professional. 


HOOD RUBBER PRODUCTS COMPANY, Inc. 
Watertown, Massachusetts 


BETTER RUBBER PRODUCTS SINCE 1896 





Rubber Footwear - Canvas Footwear - Rubber Heels and Soles - Pneumatic and Solid Tires - Rubber Specialties 
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Basketball Shoes—Tips on How 
to Sell Them 
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The Coach the Point of Contact 


FTER the frost has worked it- 
Aw well into the ground and 

the football season is on the 
wane, basketball games are “on” in 
earnest. But the planning for these 
basketball games, and the planning 
to sell basketball shoes, must be ar- 
ranged for now. So if you have not 
already ordered your anticipated re- 
quirements, you have not a week to 
lose. 

Schools have opened. Basketball 
coaches have already been engaged 
and will soon commence to train the 
teams of the local schools. It is a 
good “hunch” to get acquainted with 
them and to take an interest in the 
gymnasium work. 

Coaches are “clannish” fellows. 
They usually know some chap at a 
sporting goods house and they ar- 
range for the basketball order to be 
placed through him. But if the re- 
tail shoe merchant can show the 
coach that he can buy basketball 
shoes for less at the shoe store, in 
nine cases out of ten the same shoes 
as those carried by the sporting 
goods man, he stands a far better 
chance of getting the order. 

A basketball shoe must be light 
and yet very durable. Of most im- 
portance is the rubber sole, which 
must be so constructed as to allow a 
player to pivot, turn and twist with- 
out slipping. 

Basketball coaches and players 
sometimes think that the retail shoe 
merchant is not sufficiently familiar 
with their footwear requirements. 
Therefore, it is a good “stunt” to 
show ’em that you are. Talk about 
“the good sticking surface” of your 
shoes. Talk about the fact that your 
canvas, rubber soled basketball shoes 
“do not overheat the player’s feet.” 
If you decide to put in a line of short 
woolen socks for wear with these 
basketball shoes, and will display 
both shoes and socks in your win- 
dows, with some good talking points, 
with which your rubber shoe man 
can supply you, the basketball play- 
ers of your town will at once begin to 
“sit up and take notice.” 

John Regan, retail shoe merchant 
of Norwood, Mass., does a big busi- 
ness on canvas rubber soled basket- 








A new basketball shoe in brown can- 
vas, canvas trim in darker shade of 


brown; crepe rubber .sole. Maker's 
name on request 
ball shoes. But he goes after it. He 


uses his windows to “talk” basketball 
shoes, and he gets acquainted with 
the coaches. He attends all the local 
games. He commences his work with 
the opening of the schools in the fall. 
He attends the baseball and the foot- 
ball games, and by the time Novem- 
ber puts in an appearance, he has 
outfitted the school basketball play- 
ers. 

In addition to fraternizing with 
the boys and girls and the coach, 
he tells in his windows how to win 
the games of basketball which the 
teams of Norwood play with teams in 
the surrounding towns and cities. 
This, in the opinion of Mr. Regan, is 
a strong point that no retail shoe 
merchant should overlook in selling 
basketball shoes. There are charts 
for scientific plays that have won 
basketball games which can be ob- 
tained. In future issues we will 
show a few that you can use. These 
charts were prepared by college bas- 
ketball coaches. 

Mr. Regan says that he has gone 
after the basketball shoes business 
big and he has found that it has paid 
him to cultivate this trade. 





Fashion Pageant Big 
Success 


CINCINNATI— The Fall Fashion 
Pageant, conducted under the aus- 
pices of the Wholesale and Manufac- 
turing L epartments of the Chamber 
of Commerce of Cincinnati, has 


proved to be another of Cincinnati’s 
big successes. The featuring of 
styles was put on in the most inter- 
esting way, by incorporating this 
part with various entertainments, all 
of which were of the highest class. 
The shoes worn by the models were 
carefully selected and included many 
of the styles and materials that will 
be popular this fall. 

Patent leather and black satin 
were the most prominent materials 
worn, and many of these slippers 
have ornaments of some kind on 
them. 

Colored satin, colored kid, and 
black and colored velvets were also 
much used. To go with evening 
gowns, silver brocaded slippers were 
very popular, with a few gold kid, 
and gold tinsel cloth shoes. 





Brockton Fair Style Show 
Opens Sept. 29 


BROCKTON, Mass.—The annual 
Brockton Fair each year has as a 
leading feature the Shoe Style Show, 
under the management of Brockton 
men, staging exhibits by shoe manu- 
facturing and kindred concerns in 
Brockton and the South Shore dis- 
trict. This year it will be held Sept. 
29 to Oct. 3. A new stage is being 
built for this style show. Decorative 
effects are being planned in a daz- 
zling color scheme. The runway will 
be wider than previously, to give the 
shoe models more space. 

The stage entrance will represent 
a mammoth picture frame through 
which each model will appear. These 
models will be carefully selected from 
local young women as a means of 
adding attractiveness to the display. 

The Brockton Fair Shoe Style 
Show is now recognized as being in 
the professional class. It has become 
a valuable asset as a selling propo- 
sition among local shoe manufactur- 
ers and a growing factor in the mer- 
chandising of Brockton and Brock- 


ton district s Many buyers are 
this : xesponse to in- 
vitations which will be sent out by 


local manufacturers previous to the 
show. 
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F your customers know your satin 

shoes are made of Skinner’s Shoe 

Satin, they will require no further 
assurance of wearing quality. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


The World’s Largest Manufacturers of Shoe Satin 


““LOOK FOR THE NAME 


September 12, 1925 


36 inches wide and supplied in 
four different qualities to meet 
all the requirements of the trade. 
All desirable shades in stock. 


kinner's 
Shoe Satin 


IN THE SELVAGE”’ 


When writing to advertisers please mention Boot ann Suos Reconper 
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_ Fall Trade Opens Up as Though 
It Would Break Records 


Leading Centers All Repo 


rt Good Business ; 


Style Trend Favors Simplicity — 
Merchants Optimistic 


EW YORK CITY—Fall business 

is developing in a most satisfac- 
tory manner and retail merchants 
are more encouraged over the out- 
look than they have been for several 
seasons. Unless something unfore- 
seen develops, the fall sales totals 
this year will be the largest of any 
fall for several years. Styles and 
prices seem stabilized at a point 
which is satisfactory alike to the 
public and to the retail merchant. 
Much extra money is being made on 
buckles. 

Interest just at present is center- 
ing on the business on children’s 
shoes which, however, is not quite up 
to the mark, particularly when it is 
remembered that many schools either 
have opened or are about to open. 

In the newer styles for women in- 
terest attaches itself most strongly 
to fancy oxfords which, mainly in 
patent leather with contrasting over- 
lays and side cut-outs, are being 
widely exploited. The extreme in 
heels was reached when Oppenheim, 
Collins & Co., brought out these 
fancy oxfords with a two and one- 
half inch spike heel. Plain opera or 
regent pumps, small tongued colon- 
ials and light one-straps have lost 
none of their popularity. They fur- 
nish the bulk of the “bread and but- 
ter” business. Lord & Taylor, Best 
& Co., and Franklin Simon & Co., 
which cater to college girls and 
misses, have been doing a good busi- 
ness on slightly heavier types of 
footwear, some of them with two 
straps and buckle fastenings and 
others with one strap only but wider 
than the prevailing mode in straps. 
These, of course, are welts. 


% * * 


Short Vamp Still 
Popular 


HICAGO—Mid-s ummer mer- 
chandise has been pretty well 
cleaned out and the total of August 
sales is encouraging. New fall foot- 


wear is making its appearance in the 
State Street stores, but if there is 
any decided tendency toward longer 
vamps for women’s shoes, the win- 
dows fail to reflect it. Most of the 
models shown have the short vamp 
and stubby toe so popular at the be- 
ginning of summer. There is talk of 
the new tan and blond shades of kid 
but the bulk of the shoes seen on the 
street continue to be black in patent 
and satin. The prevailing pattern is 
the pump, either strip or with small 
flare-end bows or buckles. 

Window shoes seem to run to 
straps, sometimes as many as four of 
them, and show the expenditure of 
considerable originality in their plac- 
ing. Some are joined together— 
some separate. Some run from side 
to side straight over the instep. Some 
run at varying angles across the top 
of the foot, fastenings on either side 
of the shoe being found all the way 
from the throat to the back part of 
the quarter. 

O’Connor & Goldberg is showing 
blond kids and satins and grey kids. 
In patterns there are strip pumps, 
straps and dainty numbers trimmed 
with either buckle or rosette orna- 
ments. Holden is featuring a patent 
leather strip pump with a cobweb 
trimming of thread and blonde kid 
all around the top of the shoe, cover- 
ing at least half the vamp and quar- 
ter. Black kid with alligator trim is 
seen at Wollock & Bauer. Bedell 
shows a patent leather strap model 
ornamented with diagonal tan stitch- 
ing on the quarter. 


ee ee 


Fall Trade Boom Expected 


T. LOUIS—Business for the week 

ending Aug. 29 in the retail 
shoe district remained normal. The 
latter part of the week, however, saw 
a revival and reports from retail 
shoe merchants were optimistic. If 
predictions of operators are an indi- 
cation of what the fall business will 
be, the greatest season since the war 


can be expected. August business 
terminated in a majority of stores 
with a good increase over the same 
period of a year ago. Increases 
range from 10 to as high as 20 per 
cent. The manager of a large store, 
in discussing the prosperity of the 
retail shoes business, stated that if 
a shoeman didn’t make money now he 
might as well retire from the busi- 
ness, as the opportunity for garner- 
ing profit was never more propitious. 

The manager of the shoe depart- 
ment in one of the largest depart- 
ment stores when asked his opinion 
as to the best seller stated in an em- 
phatic manner that “any shoe in a 
good shade of black was an excellent 
seller.” This aptly describes the sit- 
uation in all stores. In patterns the 
step-in effects are pulling away from 
the rest of the field. Buckles are in- 
creasing in the call and the larger de- 
signs seem to win the favor of the 
fair sex. A few blond and brown kid 
shoes are selling in a mild way, but 
they scarcely create a ripple on the 
day’s sales sheet, 


* * * 


Factory Production 
Increasing 


HILADELPHIA — Business ac- 
tivity continues at or above the 
levels of last summer though some- 
what lower than during the late 
spring and early summer. This sea- 
sonal recession, of course; is in evi- 
dence practically every year. Many 
shoe factories have increased their 
production schedules which has im- 
parted a healthier tone to the leather 
and raw materials markets. 
Manufacturers report that the 
bulk of the demand is still for black 
in suede, patent, satin and kid. Pat- 
terns are plainer. Strap effects, 
step-ins and gores predominate. 
There is some call for combination 
tops in children’s shoes, especially in 
patent and gray and in patent and 
champagne, but the bulk of the de- 
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Sizes and Widths 
AA to C 
4to8 





B731 


Black Satin Gore Pump with 
Net 30 Days Silver Buckle, 14/8 Spanish 
Heel, No. 86 Last, McKay— 
Black Satin Regent Pump, 16/8 $5.00 
Spike Heel, No. 91 Last, 
A re $4.75 


BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
New York Office: 604 Marbridge Building 





PITT bbb bbih 


High Grade Shoes 


Flexible McKay Process 


No. 509 
The “Marion” — 
Skinner’s Black Satin 
Gore Oxford 


The Jonas line of Flexible McKays has proved to be a Profit Maker for 
scores of Quality buyers who want High-Grade shoes to Retail at $5. 


J. A. JONAS SHOE CO. 


* 403 River St., Haverhill 
Boston Office, 207 Essex St., Room 220 
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mand is for low shoes—pumps and 
oxfords. 

Shoe ornaments have returned to 
favor in women’s styles, say the re- 
tail merchants, and the coming sea- 
son will stress simplicity of pattern, 
richness of material ana individual- 
ity expressed in shoe ornamentation. 

One leading store is featuring a 
pump of black suede with French 
binding and an instep gore concealed 
beneath a broad Colonial tongue 
which forms the background for a 
cut steel buckle. The shoe is priced 
at $12 and the buckle at the same 
price. The same model is displayed 
in black calf and in tan calf. An- 
other store is featuring three shoes 
of black suede—a seamless opera 
slipper at $11; a one-strap with fan- 
shaped cut-outs at $14; and a one- 
strap with three side cut-outs also at 
$14. All have turn soles and medium 
or Spanish heels. 


Men’s Business Shows 
Pick-Up 


ILWAUKEE — Fall shoe busi- 

ness is opening up nicely in 
Milwaukee stores. Local merchants 
are looking forward to a very good 
September and October trade. Con- 
tinued hot weather has had some ten- 
dency to retard the early demand for 
fall styles, but on the whole things 
have been very satisfactory. The 
Wisconsin State Fair brought many 
people to the city during the first 
part of the month, which increased 
sales in medium and low priced lines 
particularly, although some higher 
grade shoe dealers also attributed 
some business to this source. 

Ornamented pumps have taken the 
lead over other types in the majority 
of stores, although a varied demand 
is reported in some cases. Buckles 
or fancy bows are shown on opera 
pumps. Styles cut down at the side 
in D’Orsay effect, and more conserva- 
tive lasts that are cut high around 
the instep. One merchant reports a 
strong demand for strap pumps, 
while another has done very well 
with a Parisian oxford, but on the 
whole, the pump with a bow or buckle 
is favored. 

Patents hold the undisputed lead 
as to material in immediate business. 
The demand for dull leather is also 
of note, while satins have been very 
good in many stores. Some dealers, 
however, state that satins have 
dropped off somewhat in favor of 
patents or dull leather. A trend to 
tans is expected later in the season 
and many stores are showing only a 
limited number at this time because 
of the popularity of blacks. How- 
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ever, one dealer stated that the call 
for tans had been heavier than he ex- 
pected. This same dealer has also 
noted some demand for suede in col- 
ors such as gray and tan. 

Men’s business has been opening 
up fairly well, with some stores re- 
porting a better demand than usual 
for this time of the year. The greater 
portion of this business is still on 
light tans, with just a slight trend 
to darker shades. 


* 


Retail Trade Better 
Than Last Year 


INCINNATI—In spite of hot, 

sultry weather, merchants have 
done well to date with their fall foot- 
wear. Business exceeded that of the 
corresponding week of last year. This 
summer season has been much differ- 
ent from previous summers, in that 
business in general has been very 
good. In previous years, merchants 
expected summer to be a dull season 
period, and would let it go at that, 
but now they are thinking more in 
terms of the year as a whole, and are 
considering the movements of the 
business cycle, much to their benefit. 
H. S. Vollrath, shoe department man- 
ager of the H. & S. Pogue Co., states 
that the past summer has been better 
for them than any previous summer, 
and that they did not have a dull day 
throughout the season. 

Patent leather is still the pre- 
ferred material, with a very good call 
for black satin. Velvets are selling 
pretty well in stores where they are 
displayed, but as yet none of the 
stores have a very elaborate selection 
of velvets. Colored kid and satins 
are selling to some extent. 

Although strap patterns are still 
hglding sway in the type of shoe be- 
ing sold, pumps are increasing stead- 
ily, the increase being due largely to 
the growing demand for ornaments 
or buckles on shoes for the fall. 


> 


Retail and Wholesale 


Trade Good 


‘TLANTA, GA.—Retail mer- 
chants are reported buying fall 
footwear on a very active basis in 


every part of the southeast this sea- 


son, with a promise that the district 
will enjoy one of the best fall seasons 
in years. 

For the third successive month, 
wholesale shoe business in the south- 
east noted an excellent increase over 
the corresponding period of last sea- 
son, according to the monthly busi- 
ness review of the Federal Reserve 
Bank of Atlanta for July, issued on 


81 


Sept.1. The larger shoe wholesalers 
of the district reporting to the bank 
showed a gain of 21.9 per cent in 
July, 1925, over July, 1924, while 
the average gain for May, June and 
July of this year as compared with 
the same three months of last year 
was almost 25 per cent. 

Retail shoe business in Atlanta 
stores during the last two weeks of 
August proved unusually active con- 
sidering the hot weather, with a good 
demand for early fall footwear re- 
ported by a majority of the stores, 
and business as a whole apparently 
running considerably better than 
during the corresponding period last 
year. 

Business has been particularly 
good in the juvenile departments of 
the various Atlanta stores, some of 
the larger downtown dealers report- 
ing that juvenile sales both of boys’ 
and girls’ footwear have so far aver- 
aged as high as 40 to 50 per cent bet- 
ter than the early part of the school 
opening season last year, and that 
the outlook is for at least a 25 it 
cent increase this season. 


ym. > 


Brisk Buying of Fall Shoes 


OCHESTER—Brisk buying in 
the retail shoe stores was a 
marked feature of business during 
the week preceding Labor Day. Mer- 
chants received the cooperation of 
the weather, and this brought out 
many shoppers for fall footwear. 
Merchants are optimistic about the 
outlook. . While the buying is not of 
big volume, they all feel that it is 
rather early, and that as the season 
advances business will improve. 

Children’s shoes have shown an in- 
crease during the past week, due to 
the opening of schools. There has 
been a marked increase in the num- 
ber of calls for high shoes for chil- 
dren, and business has been divided 
about equally between high and low. 

The men’s fall business has not 
opened up as briskly as the women’s, 
but merchants look for this business 
to start within the next few weeks. 
During the past week men have been 
buying felt hats, and the next move 
is shoes. 

In the women’s business black con- 
tinues to have the preferred choice, 
with patent leather leading the black 
field, followed closely by satins. Most 
of the merchants feel that it is a lit- 
tle too early to state definitely what 
style predominates, as they are sell- 
ing practically everything they have 
on their shelves, and one of the mer- 
chants reports that there is no defin- 
ite style trend, as they are getting 
calls for pumps, straps, gore effects 
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The “Trail” 


ds ies to sell extra pairs during the 
RENE months. For Sport and Street 





8/12 and 14/8 


Leather oF Black and Tan Russia Calf, Patent Leather, 
Suede. 


PHILADELPHIA 

Mr. Schoell, 119 So. 4th St. 
eo ANGELES, CAL 
L. Wall, Lankershim Hotel 


ea Sieva0d Sipe Go, 


SMART SHOES 
ROCHESTER,N.Y. 
Buy Sherwoods and Stick to Them 


CHIC 
Mr. Le Pin tele. 
OAKLAND, CAL. r * seca aa: 
Mr. Kushins, care Roos Bros. 


NEW YORK 
Mr. Lobatto, Barclay Bldg. 








Salesmen and Dealers Wanted 
To Sell California’s Famous 





BUCKHECT 


SHOES 


Salesmen and dealers wanted with 
references and experience in selling a quality 
product. 
Territory open in 
Middle Western States, Southern States 
and Eastern States. May be carried 
as side line. 


Our Pacific Coast organization of over 30 men 
is selling more than 5,000 dealers. -o 
dealers who handle BUCKHECT SHOES uni- 
versally report that they are an _ unusually 
salable line. Dealers like BUCKHBOTS because 
Lg sturdy, smart appearance sells them on 
8 

Although our national advertising invites mail 
orders, we do no mail order business where we 
have dealers. 

The illustration shows our No. 20, one of our 
most popular numbers. Price $9, F.O.B. San 
Francisco. Retails from $15 to $16. Other styles 
$4 to oH, in botk high and low cut shoes for 
men and women. Two per cent, 10 days, net 
oO days. Special freight arrangements for 
shipments east of the Rockies, 


Send coupon for full details of our selling 
plan and catalog, giving your past shoe 
experience. 

See RRS SSS SERS SS SS SS SS eS SS SSS SSS SSS SS 


BUCKINGHAM & HECHT 
78 First Street, San Francisco. 


I am interested in handling Buckhect Shoes 


As a SALESMAN 
Please send “information 











Made on 


‘Right and Left Lasts 


Rane § 8, 
Misses’, 
Child's 


White Kid 
80c. extra 


TOE DANCING BALLETS 


Wom. Miss. Child's 


No. 618—Black Kid. - 08.98 o3.75 $2.70 
No. 608—Pink Satin.... 3.40 3.30 


GYM SHOES 


In Black Kid 
A me 


No. 
Elk Sole . sat. 05 
o. 
Rubber Aa * 1 .65 
Chrome sole $1.40 


IN STOCK 


BROOKS SHOE MFG. CO. 
1725-35 No. 6th Street Philadelphia, Pa. 


When writing to advertisers please mention Boot anp Suor Recorver 
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and oxfords. Brogue type oxfords 
for college girls have also been in de- 


mand. 
* * * 


Plain Pump Pattern 
in Vogue 

1 T. PAUL—The strapless pump is 

very much in: vogue in St. Paul 
stores. Following the trend, pumps 
with straps are down to one and two. 
Elaborate cut-outs and gores are less, 
conspicuous. Rose of wood is the 
popular new tint. Its softness of 
color seems to blend well with the 
new things in gowns. One pretty 
new model has a pifi seal calf quarter 
in rose of wood and sable brown calf 
vamp. Some numbers of the French 
designed hand-painted trimming on. 
patent leather are seen. Patents are 
in high favor. The 14-8 Cuban and 
the 16-8 and 18-8 curved heels pre- 
dominate. 

The new tropical shark hide shoe 
for children has made its first ap- 
pearance in the northwest and is 
being displayed by Mannheimer 
Brothers. 

Three new shoe stores were opened 
in St. Paul on the first days of Sep- 
tember. Not only that, but the three 
stores are in the same building, the 
Bremer Arcade, and side by side on 
East Seventh Street. First to open 
was the Nettleton shoe store as a de- 
partment of the Chaix company, 
men’s furnishings. The department 
is located in club quarters. Nettle- 
ton shoes and others at $9 as the bot- 
tom are featured. Robert J. Adams 
of Chicago is the manager. 

Next door, the Sterling company 
has opened a store with both men’s 
and women’s shoes and H. R. Barber 
of Pittsburgh has been installed as 
manager. And, next door, Thomas 
G. Plant Shoe Company has opened a 
Queen Quality shoe store with J. R. 
Charles, who formerly managed the 
Queen Quality department in Atkin- 
son’s, Minneapolis, as manager. 

Both the Queen Quality and Ster- 
ling stores have very roomy quarters, 
70 feet in depth and 25 feet frontage 
with big window display space on 
Seventh Street and also at the back 
on the Arcade. The Panor shoe store 
also is in the same building, facing 
Robert Street. 


Return to Normal Buying 
in Sight 
ACATIONISTS are returning 
and a return to normal buying is 
expected. With the opening of the 
schools, attention is attracted to 
footwear for boys and girls. Retail 
merchants are advertising extensive- 


ly their lines of junior shoes. Crepe 
soles and soft boxes are featuring 
“large” for the growing boy and girl. 
The most popular are those priced 
around $5. 

For adults, black is the vogue. 
Since milady’s gown is predominate- 
ly black this fall—black patent, black 
satin, black suede, black velvet, black 
kid and gunmetal are selling almost 
to the exclusion of colored materials. 
Opera pumps with buckles, large or 
small are very popular. Cut steel 
buckles, in large sizes, are used to a 
great extent, ivory buckles in varied 
colors to match dress or hose can be 
obtained in most shops. Brown kid 
in -combination effects are being 
shown. Spike heels are more popular 
than other styles, especially the 14-8 
to 20-8. 


Golo Opens Office in 
Chicago 

NEw York CiTy—lIn order to co- 
operate more closely with its ac- 
counts in the Middle West, the Golo 
Slipper Co., of 129 Duane Street, this 
city, has opened a branch office in 
Suite 803, Security Building, 189 
West Madison Street, Chicago. The 
office is under the management of 
Martin Loewenberg, treasurer of the 
company, who now makes his home 
in Chicago. Sam Mittelman, who 
represents the company in the Mid- 
dle West, also will use the new office, 
as will William H. Kesten, who trav- 
els for Golo in Michigan and Indiana. 


James W. Spence Dead 


ROCKLAND, Mass.—One of the. 


prominent members of the shoe and 
leather trade, James W. Spence, pres- 
ident of the Rockland Welting Co. of 
Rockland, died at his home here Aug. 
30, in his 63rd year. Mr. Spence 
had been in poor health for many 
weeks. He was a native of Rockland 
and educated in the public schools of 
that town. After finishing his edu- 
cation he joined his father in the 
leather business where he continued 
for about twenty years. Later, he 
became identified with the shoe busi- 
ness, being a member of the Terhune 
Shoe Co. of Brockton, afterward 
manufacturing shoes in Rockland. 
Several years ago Mr. Spence pur- 
chased the Rockland Welting Co. and 


‘continued as head of this concern. 


He was interested in various other 
business activities in Rockland and 
Boston, and was president of the 
Rockland Trust Co. He leaves a 
widow, two brothers, three sisters, 
two sons, and four daughters. 
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E. J. Esser Is Dead 


ROCHESTER, N. Y.—Emil J. Esser, 
for a number of years one of the 
leading shoe merchants of Rochester, 
died suddenly while witnessing a per- 
formance in a local theater. Mr. Es- 
ser was born in Erie, Pa., and came 
to this city 45 years ago, where he 
found employment with the shoe firm 
of Gould, Lee & Luce. After work- 
ing there for a period of ten years, 
he set up in business for himself at 
24 State Street. When business be- 
gan to move up Main Street, East, 
the Esser store moved from State 
Street to 148 Main Street, East, and 
later to 155 Main Street, East, where 
he continued, until he retired two 
years ago. 

In 1883 he married Catherine Fitz- 
gerald. She survives him with three 
children, Rev. E. J. Esser of Tru- 
mansburg; Miss Ann Esser of Pitts- 
ford, and Mrs. Carl Loewenguth of 
Rochester. He also leaves three sis- 
ters, Mrs. George Guenger, Mrs. 


Katherine Fuhrman and Miss Emma 
Dunars and a brother, Martin Esser, 
all of Erie, Pa. 


Several New Stores Open 
in South 


ATLANTA, GA.—New retail com- 
panies formed recently in the south- 
east handling boots, shoes, etc., in- 
clude the following companies: 

Farmers Supply Co., Kaplan, La., 
organized and incorporated with 
$42,000 capital by Jules S. Motty and 
O. H. Deshotels, both of that place, 
will probably open a store there in 
September. 

The Logan-Pugh Co., Inc., is the 
name of a new retail firm handling a 
general line of merchandise, includ- 
ing shoes, etc., at Salem, Va., incor- 
porated recently with $10,000 capital 
by John M. Logan, of Salem, and R. 
B. Bass, 119 Mountain Avenue, 
Roanoke, Va. The store will open 
for business shortly at Salem. 

The Smith-Davis Mercantile Co., 
of Searcy, Ark., has been organized 
and incorporated, opening a new re- 
tail store at that place handling a 
general mercantile line. Capital is 
given at $50,000, incorporators in- 
cluding S. K. Davis and Hubert 
Smith. 

At Savannah, Ga., a new mercan- 
tile company handling a general de- 
partment store line has been formed 
under the name of Freeman-Coolik- 
Perling, Inc., capital stock given at 
$60,000, incorporators named in the 
charter including S. B. Freeman and 
others. 
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1 TWO NEW FALL PATTERNS 
q IN STOCK—Patent Leather—Black Kid—Strap Pumps 





No. B369—$5.15 SEND No. B362—$4.75 
PATENT LEATHER STRAP BLACK KID STRAP PUMP 
PUMP SIZES (Welt) 

(Wilson Process) 264 Last, 12/8 Wood Cuban Heel 
268 Last, 15/8 Spike Louis Heel Terms: Net 30 Days AAA, 44 to9 B, 8 


AAA, 4% to9 B,3 to9 
AA, 4 to9 C, 2% to9 
A, 3% to 9 D, 2% to 8 


C. P. FORD & CO., Inc., Rochester, N. Y. 
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3 W’s Lenox 
In-Stock for 
the Big Rush! 









No. 4479 










WEIMER, WRIGHT 
& WATKIN CO. 


39 South Second Street, PHILADELPHIA 





3 W’s and School Bells! 








No. 4479—Tan Calf Shield Tip Oxford, rubber No. 6220—Patent Leather Cut-out, no tongue, 
heel, McKay. 3-eyelet oxford, rubber heel, McKay. 
No. 4479—Growing Girls’, 2% to 7........ $2.70 No. 6220—Misses’, 11% to 2.............. 
- - news No. 6221—Child’s, 8% to 11.............. 
o. 6380— to} ed PE PETE SER EE 
oe — Same as above in All Tan Calf: 
No. 6381—Child’s, 8% to 11............... 2.00 No. 6225—Misses’, 11% to 2............... 


No. 6382—Child’s, 8% to 11, spring heel. ... 2.00 No. 6226—Child’s, 8% to 11.............. 
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The complete outfit of the L. B. Evans’ Son Co.’s executives and 
salesforce attending the Boston Shoe Style Show. Front row, seated, 


left to right, P. B. Evais, vice- 
A. L. Evans, treasurer; H. R. 


esident; J. S. Griffiths, president; 
ipley, New England representative 
(also covers Philadelphia, Baltimore and Washington). 


Back row, 


left to right, C. Frank Lee, Pacific Coast; L. L. Weaver, the South- 


west; T. L. Mathews, the South; 
States; H. M. Rogers, New York City; George W. Ric 


A. A. Chapman, Roc 


Mountain 
rds, New 


York, Ohio and Pennsylvania; Charles H. Hersey, factory superin- 


tendent. 


Frank D. Brown of Chicago, who covers the Middle West 


for the company, was unable to attend the convention 


Herman’s Salesforce Meet 


The Joseph M. Herman Shoe Co. 
of Millis, Mass., held a sales conven- 
tion during the week of Aug. 31, 
at which inspirational talks were 
given by executives and plans for the 
coming season outlined. Trips were 
made to the Millis factory by the 
men to see their “New Idea” samples 
of men’s fine welts and then to pack 
them in their sample cases. For all 
hands set forth for their territories 
on Sept. 4. 

The sales conference “wound up” 
in “de luxe” shape on the evening of 
Sept. 3, with a banquet in one 
of the dining rooms of the new Bos- 
ton Chamber of Commerce Building. 
There were about 50 in attendance. 
A jolly party took place, with music, 
and plenty of good “eats.” 

Talks were given by Sales Mana- 
ger, Arthur C. Stern; President, Sol 
Barnet; Secretary, T. E. O’Donnell; 
Treasurer, M. L. Alden; Director, 
Dr. Solomon; Assistant Superinten- 
dent, Frank O’Donnell; T. A. Delany, 
secretary of the National Shoe Trav- 
elers’ Association; Arthur L. Evans 
of the BooT AND SHOE RECORDER > 
Harry Malloy of The Shoe Retailer; 
Fred Small, shoe buyer for the Gil- 
christ Co.; W. Wilkinson, credit 
man; Lafayette Gregory, for 44 con- 
secutive years in the service of the 
Joseph M. Herman Shoe Co.; 
Rudolph F. King, upper leather buy- 


er; John F. Collins, sole leather buy- 
er; L. M. Glaser, advertising mana- 
ger; salesmen Walter Rodney, Joseph 
A. Bennett, G. B. Slack and Harold 
Smallwood. Mr. Smallwood won the 
prize of a suit of clothes offered by 
the company for the best suggestion 
for business improvement of the past 
season. 

Other salesmen present were—H. 
R. Abbott, A. B. Askew, C. A. Berk- 
shire, E. C. Bigelow, T. E. Bryant, 
Harold A. Carle, F. B. Focke, C. S. 
Hastings, P. W. Reed, C. V. Rodney, 
Maurey S. Somper, Geo. F. Sennett, 
Harold B. Waldron, T. A. Walker. 
W. H. Hoag of Chicago was not pres- 
ent. 


New Sole Preservative 


BRocKTON—A new corporation has 
been formed to manufacture a ma- 
terial called “Rosenize,” the inven- 
tion of Jesse A. Case of Brockton. 
The officers are Harry Timpany, 
president; Daniel B. Sheehan, vice- 
president; Jesse A. Case, treasurer 
and general manager. 

“Rosenize” is a material for treat- 
ing shoe soles with the purpose of 
preserving the life of the leather. 
The inventor, who has been long con- 
nected with the Brockton trade, says 
that in the factory building now. un- 
der consideration, the firm can treat 
50,000 pairs of soles daily. 


O’ Neill on Cuban Trip 


E. F. O’Neill, treasurer and gen- 
eral manager of the Brockton Shoe 
Manufacturing Co., sails from New 
York for Havana, Sept. 26, on a 
combined business and pleasure trip. 
This concern has customers on the 
island who each year place substan- 
tial orders for “Decidedly Brockton” 
shoes. Mr. O’Neill is a good sales- 
man, with a pleasing personality. 
The object of his trip is to keep in 
touch with the needs of his Cuban 
trade and to show the latest sam- 
ples of men’s welts made by this 
house. A six days’ sea voyage from 
New York to Cuba and return sup- 
plies rest and recreation in connec- 
tion with Mr. O’Neill’s business 
trip. 


Creel, Mauldin & Chambers 
Salesforce in Field 


Creel, Mauldin & Chambers, Inc., 
salesmen are in the field. The follow- 
ing is the line-up: J. E. Denman, 
Kentucky and Tennessee; E. C. 
Grierson, St. Louis and East St. 
Louis; G. W. Hewitt, Illinois and In- 
diana; T. M. Johnson, Mississippi 
and Alabama; R. W. Kelly, Jr., Vir- 
ginia, West Virginia and Maryland; 
R. Z. McKinley, Missouri; Clyde 
Mauldin, Arkansas and Louisiana; 
C. F. Mellage, Ohio and West Penn- 
sylvania; C. S. Moore, Mountain 
States; J. D. Myall, California; R. 
W. Porter, Oklahoma and Kansas; J. 
G. Pritchard, North and South Caro- 
lina; F. A. Rhinehart, Washington 
and Oregon; C. S. Russell, Michigan 
and Northern Indiana; J. B. Short- 
ridge, Texas; Sam H. Stanfield, 
Georgia and Florida. 


New Hinged Last 


HAVERHILL, MASS.—Patent claims 
have been allowed the Fred W. Millay 
Co., Inc., of Haverhill, remodellers of 
lasts, on a two-part hinge last. This 
last, which is the joint invention of 
Fred W. Millay and Charles F. 
Barker, has the hinge attachment so 
arranged inside the last as to elimin- 
ate the difficulty of removing the last 
from the shoe. Practical demonstra- 
tions made before shoe manufactur- 
ers and other interested parties have 
resulted in indorsements of this de- 
vice. Other last manufacturers plan 
to adopt this new last when the Mil- 
lay concern is ready to manufacture 
it. Points in its favor claimed by the 
inventors are the elimination of re- 
placing crippled uppers, and the do- 
ing away with the stretching of the 
shoe before it is removed from the 
last. 
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The Shoe Store Beautiful 
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Burns 
Shoe Store, 


Los 
Angeles 











<7 060 


LONG ROW OF CHAIRS is a “thing of 
beauty and a joy forever” to the store owner 
when he knows that the chairs will remain “lined 


up” like those pictured above. 


Cast your eye along any row of AMERICAN 
INTERLOCKING SHOE STORE CHAIRS 
that have been in service for a considerable time. 
Note the angle of the backs—the straightness of 
the seats and arms—the accurate alignment, just 
as when the chairs first arrived at the store. 


Write jor 
"The It’s the way they're “made.” AMERICAN 


INTERLOCKING SHOE STORE CHAIRS 
Shoe Store are surpassingly sturdy because of important 


Beautiful construction features exclusively their own. 


Flmer 


L General Offices: CHICAGO, 1016 Lytton Bldg. 

















NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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Saks in New Quarters 


New YorK CiTYy—A conspicuous 
example of what hard work, coupled 
with intelligent direction, can accom- 
plish in the shoe business, is shown 
in the rapid progress of the M. J. 


M.J.SAKS 


Saks Shoe Corporation, a well known 
New York wholesale firm. In the 
short span of five years, this firm has 
grown from a small outfit, occupying 
a little top floor loft, to one of the 
largest and most important distribu- 
tors of women’s novelty shoes in the 
New York shoe market. 

The firm was organized in 1920 by 
M. J. Saks at 116 Duane Street. In 
1921, he took more pretentious quar- 
ters at 157 Duane Street. Here he 
took into partnership with him Louis 
Greenwald, “born and bred” in the 
shoe business. From this point on, 
the growth of the business was un- 


BOOT AND SHOE RECORDER 


usually rapid. Within five years, 
they have realized their ambition to 
occupy quarters of a larger size and 
better location. At 144 Duane Street 
on the ground floor, they have just 
opened one of the most beautifully 
appointed showrooms in the market. 


LOUIS GREENWALD 


Mr. Saks comes from a family of 
shoe people, thirty-five years in the 
business. He worked with his father 
for a number of years in the retail 
field, before venturing for himself. 
He is, incidentally, the son-in-law of 
Mr. Lewkowitz, buyer for the past 
thirty years for I. Blyn & Sons, big 
retail operators in the metropolitan 
district. Mr. Greenwald started as a 
stock boy at Powell & Campbell’s, 
where he worked for seven years. 
Then to Lazarus Fried & Sons, 
where, after various positions, he 
rose to be buyer for the firm, remain- 
ing with them 16 years. 





Witherell & Dobbins Co. 
Reorganizes 


HAVERHILL, MAss.—One of Haver- 
hill’s old established concerns manu- 
facturing women’s turn footwear is 
Witherell & Dobbins Co. This house, 
well known to the trade as manufac- 
turers of turns, has recently made 
changes in its organization. Philip 
English, Jr., has resigned. Bernard 
L. Durgin, who has been long asso- 
ciated with the selling of Haverhill- 
made footwear, is now connected 
with this concern and will call on the 
trade as heretofore. Roaul Therri- 
ault will assist him in New York City 
and Philadelphia. George W. Dob- 
bins will, as in the past, have charge 
of the factory production. 


Menzies Employees to Share 


in Profits 


FonpD DU Lac—The Menzies Shoe 
Co. has arranged to have its em- 
pioyees share in the company’s 
profits, through the purchase of some 
of the new common stock. The old 
common stock, which has greatly in- 
creased in value, due to the large sur- 
plus of $84,000, has been reappor- 
tioned in the ratio of ten shares of 
new stock for one of old stock. The 
official office of the company is in 
this city. D. D. Sutherland and A. 
W. Buerger, Mr. Nichols’ assistant, 
have been elected directors. H. J. 
Kenyon has succeeded A. W. Buerger 
as retail sales manager; P. N. 
Whienant has been placed in charge 
of the credit department, succeeding 
Mr. Kenyon. 
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*“*She Loafs in Shoe Stores”’ 


A -remarkable series of articles 
has been appearing in the Dallas, 
Tex., Morning News. The title 
above hits the eye. It appears over 
a full page story “What the Shoe 
Man Thinks About You.” Other 
merchandising shop-keepers areeach | STOOCCK DEPT. 5 
given, “their publicity day.” SNAPPY SNAPPY 

A feature writer makes a study ACTION! STYLES! 
of how a customer buys and the Saevée” %! 
cartoons illustrate it. His strong THE STETSON SHOE CO., Inc. 
points are “no longer do we find Seuth Weymouth, Mass. 
women squeezing a size six foot into 


a size four shoe”; “when women 
shop for shoes they shop, visiting SNAPPY SHOES 


NETTLETON every store if necessary”; “they buy FOR YOUNG’ MEN 


Shoes of Worth and are not afraid to return.” Up to the minute Styles. | Selling 
The story is told of the new de- please. Investigate. 
A. E. NETTLETON CO. velopment of “loafing” in shoe stores CRAIG-REED & EMERSON, Inc. 


Syracuse, N.Y., U.S.A. . . Brockton, 
MEN’S FINE SHOES EXCLUSIVELY and how many girls drop into shoe Boston Office, 10 High St., Room 304 
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SOME WOMEN ARE EASY To SELL. 


stores near the theater district with 
no intention of buying, and while 
they are resting they put the clerks 
to the job of fitting them to shoes. 
We illustrate herewith one of the 
cartoons from the feature section of 7 
the Dallas Morning News and we are 88-90 Reade St. New York 
indebted to J. T. Tobian, a shoeman AUCTION TRADE SALES 


0" Shoe of Dallas, who sent us the news- of 
pre. SHOES and RUBBERS 
FOR MEN ae, Sl Every Wednesday and Friday 


























Pe amen et 


Sowa ——| Rubel Covers North and 
vt st a Middle West 


BROCKTON, MASS. A. N. Blake, president of the Wat- | 
son Shoe Co., feels so happy over the THE SHOE FOR MEN 
new fall line that he personally ELLIOT S108 CO BROCKTON, MASS. 
brought it out to Milton Rubel, who 
represents the Watson company in 
the North and Middle West. Mr. 
Blake is looking forward to a splen- 
did season for Watson’s shoes— 
“Milt” says he’s “with him on that” Boot and Shoe Recordér 


“Hi RAD in his territory. Milton is covering 
| “HigHEST GRADE ONLY” the Middle West and Northwest. ssid ie otal ie 





‘Address all communications to the factory 




















No matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless you need the 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


“Chkese Orie, Security Bldg, 188 W. Madison St 
HIGH GRADE MULES and D’ORSAYS 


Made fate Ges Bee Sant 





wen. SLIPPER CO., —— BROOKLYN, N. Y. 








p WHERE TO BUY 


Stylish Comfort Shoes 





a Many dependable and 


profitable styles con- 
stantly in Stock. Send for latest price list. 





H. K. GARDINER CO., PITTSFIELD, N. H. 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 











shoe patterns: 


ARLE SHOE PATTERN CO. 


5@ MAIN ST., BROCKTON, MASS. 
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New Firm to Make Welts 


LYNN, Mass.—William A. Sullivan 
Shoe Co. of Lynn, incorporated with 
a capital of $100,000, is fitting up a 
factory in the Vamp building to 
make women’s welt shoes. Samples 
will soon be ready. The new firm is 
made up of William A. Sullivan and 
T. J. Sullivan, of the T. J. Sullivan 
Shoe Co., makers of women’s novelty 
McKays, and Arthur Wallace, of the 
Arthur Wallace stores of Boston. 

T. J. Sullivan Shoe Co. will con- 
tinue to make women’s novelty style 
McKay shoes as usual in the Smith 
factory at 585 Washington Street. 


Wichman with Freeman- 
‘ . Beddows 


John H. Wichman, for the past 
twenty years associated with the 
shoe trade in Chicago and past 
president of the Shoe and Leather 
Association of Chicago, will repre- 
sent the new Freeman-Beddows or- 
ganization in Chicago. Mr. Wich- 
man’s many acquaintances in Chi- 
cago will welcome him with such a 
certain-to-be-good line of men’s 
footwear from the Beloit shoe- 
makers. The new line is all calf- 
skin, says Mr. Wichman. “It is 
made over a few lasts, with a limited 
number of patterns in the same 
manner as the Freeman line of well 
known and well deserved popu- 
larity.” Mr. Wichman’s territory 
will cover all of the city of Chicago 
and suburbs. 


Bond Shoe Mfg. Co. 
Organized 

LYNN, Mass.—The Bond Shoe 
Mfg. Co. is taking space in the Realty 
building, 7 Broad Street. It will 
make women’s novelty McKays. It is 
being incorporated by representa- 
tives of a New York wholesaler, and 
John Goldberg, who was formerly 
with the Clayman Shoe Co. of Bos- 
ton. 


Kaplan Owns Levy’s 

Effective on Sept. 1, Levy’s Boot- 
ery, of Raleigh, N. C., became a part 
of Kaplan Brothers Store, in that 
city, operating as one of the depart- 
ments of the store. For some years 
the Levy company has operated a 
shoe department as a part of the 
Ellisberg store, in Raleigh, the new 
department being much larger than 
the former one. 





Wholesale Shoe Store Supplies 


145 WEST BROADWAY, N. Y. 
Bench Made Ballet Slippers 


Also a Full Line of Arches from $8.50 to $30.00 
a Dezen in Stock 








BALLETS and BOUDOIRS 


Made on 


RIGHT and LEFT LASTS 
IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 
John E. McNamara - . Haverhill, Mass. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
" Style B1@2 Blk. Glazed 


Kid, Soft Toe 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.45 
a 


Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








IN STOCK 

BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
ao 15 pr. 

BLOG SHOE og FEES co. 

147 Duane St., New SOF 








BALLET AND GYM SHOES 
BLACK VICI KID—IN STOCK 


Ballets No. 700 


Men’s Leather House 
Slippers in Stock 








Athletic Shoe Mfg. Co., 124 N. Third St. Philadelphia 


QUALITY BALLETS— 





IN 
STOCK 


2146/7 
White 
15c Extra 
Also Men’s and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 





Pi AND 
oe TOES 


aie te for 
Price List 


325 W. Loe. me 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Edwards with Charles Meis 


M. F. Edwards has recently 
joined the sales force of The 
Charles Meis Shoe Co. and is repre- 
senting this company in Michigan, 
outside of Detroit territory. His 
circuit will include such cities as 
Kalamazoo, Lansing, Grand Rapids, 
J. R. BEATON CO., Inc. Saginaw, Flint, Bay City, Port Hu- W ater proof 
331 FOURTH AVE., NEW YORK ron, ete. ‘ Leather’ That 

> Mr. Edwards lives at 423 Algon- Takes and Re- 

GRCAGO SAN quin Street, Detroit, and operates a -\ Cains, @ Potch. 
BOSTON FRANCISCO farm in Algonac, Mich. He is very CREESE & COOK CO. 

well known in that State. He has Tanneries at Danversport 95 South St., Besten, Mass. 


been a shoe salesman for many 
years. 

Colored 
Chrome 
Sides 


Beggs & Cobb; Inc., Boston, Mass. - 


America’s Favorite laa est Wi i y 
NU-SHINE t Virginia 
Restores Color - Fibre Board 
| pe cee. The high reputation of its users 
+ is significant of its merit. 
Makes O11 Shoes Look New J Pulp Product Department 
THE NU-SHINE CO. West Virginia Pulp& gt ommpaee 
Mkt. St. Reidsville, N. C. Detroit New York 















































TW Gogpen Pres. F.E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 


FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 











M. F. EDWARDS 


Who represents the Charles 
Meis Shoe Co. in Michigan, out- 
side of Detroit territory 


Sol Shane Out with New 
Line 
Sol Shane of the Saks Shoe Co. 


Shoe Catalogues and of Brooklyn, manufacturers of high 
Shoe Booklets grade women’s turns, left the big 
New York State city on Sept. 10 for 

201 South Street Boston, Mass. : 
err LiBerty natn a trip through the South. He says 
that he has had some particularly 
beautiful patterns made up for this 


MULTIGRAPH PLATES trip, and his customers can look for 
something startling. 

c EasrarinesSenature Cte, Rule Forms, “Sol covers the South once or 

and Copper Face Electros twice a year, and has built up some 

Witte er Fetess fine accounts for the Saks organ- 


UMIVERSITY ELECTROTYPE FOUNDRY ization. 








ATLANTIC PRINTING CO. 
Producers of Distinctive 


























Kurtzman with Brauer EMIL RUBLACK 


pursue in selling to the shoe trade, Bros. p 

nevertheless, you need the Price and Sale Tickets 
J. W. Kurtzman represents Brauer Samples Mailed Free on 

Boot and Shoe Recorder; __ Bros. Shoe Co. on the Pacific Coast. pee west, ereaoway 


All the Time se cea the full line of samples with Bice emote aaeniaaadiis 


No matter what policy you may 
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“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office, 183 Essex Street 














, FOR INFANTS .CHILDREN 
AND YOUNG LADIES 
DR.A POSNER SHOES. INC 

+240 BROADw~RY ew 








“Jim”? Cox Convalescing 


“Jim” Cox of Rochester, one of the 
popular salesmen traveling out of 
Rochester, expects to be out on the 
road again next spring. As was re- 
ported in a former issue of the RE- 
CORDER, Mr. Cox was struck by an 


automobile on St. Paul Boulevard, 


May 29, last; he suffered a fractured 
skull, the partial loss of sight of one 
of his eyes, and other injuries. He 
was confined to the Rochester Home- 
opathic Hospital for four weeks. He 
is now at home in care of his wife, 
at their summer home, 2 Lincoln 
Avenue, White City, Lake Ontario. 
Mail reaches him at Hotel Seneca, 
Rochester. While he is getting along 
nicely after so serious injuries, he 
will not be able to cover his territory 
this fall. This will be the first trip he 
has missed in 48 years of continuous 
traveling. 


Daniels in Florida 


E. M. Daniels, of Murphy, Gor- 
man & Waterhouse, is already in 
Florida, with a new line of samples 
of pretty shoes. 


To Open Store at New Bern 


H. B. Marks and W. W. Gaskins, 
both of New Bern, N. C., recently or- 
ganized and incorporated the Mark- 
son Shoe Co., at that city, with a 
capital stock of $25,000, and are re- 
ported contemplating the opening of 
a new retail shoe store at New Bern 
in the near future. 


Durgin with Witherell 
& Dobbins 


Bernard L. Durgin, well known as 
a successful shoe salesman and re- 
cently representing the Interstate 
Shoe Co., has engaged with Wither- 
ell & Dobbins Co. to sell that con- 
cern’s line of “W. & D.” turns in 
the territory covered formerly by 
Phil English, Jr., the latter having 


BERNARD L. DURGIN 


Who represents the Witherell 
& Dobbins Co. 


resigned as a member of the firm 
and as a salesman. Mr. Durgin is 
well known to the trade throughout 
the United States, and has an excel- 
lent record for successful shoe sell- 
ing. He left the factory the present 
week for an extended trip with a 
complete line of “W. & D.” novel- 
ties. 


McIntosh with Ascutney 


D. F. McIntosh is now calling on 
the wholesale and chain store trade 
of the country with the line of the 
Ascutney Shoe Co. of Windsor, Vt. 
Mr. McIntosh is very familiar with 
this trade, as he was at one time 
buyer for one of the big depart- 
ment stores of Chicago. 


Another Tennessee Store 


ATLANTA—L. A. Pennebaker, a 
well known retail shoe merchant at 
Clarksville, Tenn., has leased another 
store building there and announced 
that he will shortly open a second re- 
tail shoe store at that city. The new 
store will be primarily devoted to 
medium priced footwear. 
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Rochester Shoe Man 
Promoted 


ROCHESTER, N. Y.—Charles E, 
Knox, for thirteen years associated 
with William Pidgeon, Jr., has been 
appointed manager of Golds shoe 
department, succeeding A. H. Wise, 
who has been promoted to the gen- 
eral managership of the Globe Boot 
Shops, lessees of Golds shoe depart- 
ment. 


Prager with Charles Meis 


Edward Prager has_ recently 
joined the salesforce of The Charles 
Meis Shoe Co. He has covered the 
extreme parts of southern Ohio 
since July 1. Mr. Prager is send- 
ing in some good business to the 
Charles Meis Shoe Co. and ex- 
presses much satisfaction with his 
connection. His home is in Cincin- 
nati. 


Device Speeds Up Wood 
Heel Production 


HAVERHILL.—T. F. Tyler of 
Haverhill, who has patented numer- 
ous devices used in the manufacture 
of wood heels, was recently granted 
a patent on a covering board holder 
and a wood heel covering jack. The 
latter is already patented, while 
patents for the covering board 
holder are now pending. The new 
jack, which speeds up production, is 
being used by many heel manufac- 
turers in connection with the cover- 
ing of heels. 


Wiley Boot Shop Opens 
in Detroit 

DETROIT.—The Wiley Boot Shop, 
12741 Linwood avenue, opened 
August 22 with a full line of foot- 
wear for all members of the family. 
The store is attractively arranged 
and is fitted with Grand Rapids fix- 
tures, having a capacity of about 
4000 pairs. This store is located in 
a new retail section and Harry T. 
Wiley, the proprietor, looks for 
rapid developments in this new 
store. 


St. Paul Clothier to Sell 
Men’s Shoes 


St. Paut, MInNN.—The Chaix 
Company, one of St. Paul’s fore- 
most men’s clothiers, will open a 
shoe department about September 5. 
Nettleton shoes will be featured and 
other models at $8.00 and $10.00 will 
be carried. Mr. Chaix, president 
and general manager, is optimistic 
as to the opportunities in St. Paul 
for a shoe shop featuring men’s high 
grade shoes. 
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Increase Your Sales—put 


these to work! 


ERE are just a few of the many sales- 
builders which have proven to be of 
decided help to Acrobat dealers. 


C\ (4h GY.G): 
Lag ONS CY 


e+ 


| 
» Fike 


Our advertising displays, attractive in them- Meds feont Secindetd Aedes 
selves, are serving as buying guide-posts for bat Carton for sizes 5 to 8 
a constantly increasing number of mothers 
—who have learned by experience that 
Acrobat Shoes really cost less and give 


greater comfort. 


Write us for ALL the details 
about the Acrobat agency 


Shaft-Pierce Shoe Co. 


202 Third Street Faribault, Minn. 
Specialists in Children’s Shoes Since 1892 


ROBA? 
SHOES 


NO gf NGO ge NLC OVO ONL LONGO OL/ SON OVD of 
wy XY AS at. rily . A yy. ite + =f ee a Sane we t 5 ATA wee, Ais AD Ni a =\8 . 


When writing to advertisers please mention Boot anp SHos Recorper 
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CHANGES IN BUSINESS 











BUSINESS REVERSES 


Huntsville, Ala.—Woodward & Smith, shoes, etc., 
reported petitioned into bankruptcy. 

Stamford, Conn.—lIsadore Shapiro, shoes, 
reported petitioned into bankruptcy. 

cae be Calif.—William Borden (255 8. Main 

. Teported assigned. 

Colsende ’ Springs, Colo.—Adolph Oberndorfer (108 
B. OCucharras Street), shoes, etc., reported peti- 
tioned into bankruptcy. 

Jackson, Ga.—S. H. Biseman (Piseman Depart- 
ment Store), shoes, etc., reported petitioned 
into bankruptcy. 

Urbana, Ind.—Oliver J. Cripe, 
petitioned into bankruptcy 

— Ill.—Mollie Licboomnan (1104 8S. Paulina 

Street), shoes, reported petitioned into bank- 
ruptcy. 

Joseph Morris (18 N. Halstead street), shoes, 
etc., reported petitioned into bankruptcy. 

J. E. Tilt Shoe Co., shoe manufacturers, re- 
ported petitioned into bankruptcy. Receiver 
appointed. 

Terre Haute, Ind.—Myers Bros., shoes, 
ported petitioned into brankruptcy. 

Shreveport, Bootery, shoes, 
offering to compromise at 40 per cent. 

Baltimore, Md.—Louis Hanover (3705 Eastern 
Avenue}, shoes, reported petitioned into bank- 


New —_ N. J.—Herman Daits (Charles 
Shoe Shop), shoes, etc., reported petitioned into 


bankruptcy. 
— N. J.—Max Bloomberg (72 Market Street), 
shoes, etc., _ Saporee petitioned into bankruptcy. 
Shelby, Miss. D. Causey, shoes, etc., reported 
petitioned into bank: 
Clinton, lowa—Bly Katz, shoes, etc., reported peti- 
tioned imto bankruptcy. 
Shreveport, La.-—Brandt Bros. OCo., 
titioned into bank ruptcy 
muel L. Burton (1214% Penn 
Ave.), shoes, ete., reported petitioned into bank- 
ruptcy. Reported. offering to compromise. 
Lansing, Mich.—Bret K. Bassett (‘‘Bassett Cloth- 
ing Store’’), shoes, etc., reported petitioned into 
bankruptcy. 
Mich.—Hartwell & Hart (S. J. Hart, 
pert offering to com- 


Louis, Mo.—Star Leather Oo. (1419 Franklin 
Avenue), wholesale and retail leather and find- 


etc.. 


shoes, reported 


ete., re- 


reported 


Tnc., shoes, 


Tidmore, shoes, 


N. Y¥.—Dewey Goldstein (50 Moore 
shoes, reported meeting of creditors 


Adolph Lieberman (437 Sackman Street), 
shoes, reported emg into bankruptcy. 
Rockingham, N. C.— Thomas, Inc., shoes, re- 
ported offering to pn at 25 per cent. 
N. J.—M. Solomon, shoes, etc., reported 


Y.—Fishbein Bros. (165 Manhattan 
shoes, reported meeting of creditors 


Hed. 

Nathan Wlodinger (269 Grand Street), shoes, 
reported petitioned into bankruptcy. 

Rose Nathan (132 Flatbush Ave.), shoes, 
ete., reported receiver a nted. 

York Shoe Mfg. Co., Inc., manufacturers, re- 
ported ees of creditors called—offering to 


com 

ork City—Teaae Rosenthal gs (887 2nd 

A shoes, reported meetin creditors 
Yonkers, N. Y¥.—Mathus J. 


Halisak, shoes, re- 
ported petitioned into bankruptcy. 

Syracuse, N. Y.—A. N. Goldberg (306 N. Salina 
St.), shoes, etc., reported petitioned into bank- 


ruptcy. 
Caldwell, Ohio—Skipton Store Co., shoes, 
reported petitioned into Seabtupecy. 
se Ohio—Max Arnovitz, shoes, etc., 
rted gg oes into bankruptcy. 
Philadelphia Pa.—Robert Baer (252 8. 552nd 
Street). 
Robe: 


ete., re- 


etc., 


re- 


reported pe’ 
Philadelph‘a, x q 
shoes, etc., reported pet 
Max Glaser (1008 Center Ave.), 
repairing, reported petitioned into bankruptcy. 
Reported receiver a nt 
Orange, Texas—Crown ercantile Co., shoes, etc., 
reported petitioned into bankruptcy 
bay 8. C.—Charles H. Hall (Hall's Quality 
), shoes, reported offering to compromise 


br per cent. 

tondale, Texas—S. Freeman, shoes, 

ed petitioned into ban 

—— Texas—Ray & Biliott, shoes, etc., reported 

= Texas—Lorenzo Dry Goods ©o., shoes, 

titioned into bankruptcy 

tah—Heliman & Thurman (The Boot- 

(269 

petitioned 


ete., re- 


ma. ’"), sh 

Ms “2 Van Barrei therman Co... 
a Oy shees, etc., reported 
into A? Receiver a 


BUSINESS CHANGES 


Cheeeetes, Fia.—W. D. Pierce (Pierce Paes 9 
eee shoes, etc,, succeeded by J Cc. 


Brown 
Chicago, I.—D. W. Lind (Est.) (3752 West 
—— Avenue), shoes, and repairing, business 


chicago, lil. Adelphi Bootery (R. M. & M. R. 
Hagen, Proprietors), (7070 N. Olark Street), 
shoes, reported selli My — out. 
Katz & Barron i Bee Bootery’’), (6327 
South Solana pam — 4 shoes, succeeded by 
Aaron Katz. 
Indianapolis, Ind.—The Nussbaum Stores, shoes, 
ete., incorporated. 
Hamburg, lowa—Oonor Bros., shoes, 
Connor’s, Inc. 
Arcadia, La.—R. D. Sims, shoes, etc., reported 
succeeded by Peoples’ Hardware Co. , Inc. 
Boston—Phoenix Shoe Mfg. Oo. (575 Albany 
Street), shoe manupecteers, incorporated with 
authorized — « $50, 
Baldwin Corp. manufacturers, 
porated — eumherinal’ capital of $50 
Upham rner Market (shoe ns a ie 
i Columbia Road., Dorchester,), closing out 
ness 
Haverhill, Mass.—Ellis & Hussey, cut sole manu- 
facturers, Harland F. Hussey retires. 
Holyoke, Mass.—Meany’s, shoes, etc., P. 
will sell out. 
. Mass.—Lowell Arch Preserver Shoe Shop, 
, etc., incorporated with authorized capital. 


$20,000. 
Salem, Mass.—C. & S. Shoe Mfg. Co., shoe manu- 
facturers ~~ _e with authorized capital 


of ay 
Jackson, iss.—Gordon Bros. (‘Fair Department 
wsia: 216 West Capitol St.), shoes, etc., 

sold out to Smilow & Cohen. 
Grand Rapids, Mich.—Burton Heights Shoe Store 
(Division Avenue), shoes, sold out to J. Ander- 


son. 
Erdahl, Minn.—H. T. Harrison, shoes, etc., suc- 
ceeded by Erdahl Mercantile Co. 
St. Louis, Mo.—Prinecess Shoe Co., shoes, etc., 
incorporated with authorized capital of $10,000. 
Brooklyn, N. Y.—Michelangelo Vitale (955 Third 
Avenue), shoes and repairing, removing stock. 
New Brunswick. N. J.—Wardell Shoe Shop (Sam 
(Wentanty). (134 Albany Street), 


Meyer Weinstein (212 Burnett Street), shoes, 
ete., removed to Carteret, N. J. 

Brooklyn, N. Y.—Harry Horowitz (124 Atlantic 
Avenue), shoe manufacturers, succeeded by Horo- 


etce., suc- 


incor- 


J. Meany 


wits-Wearwell Co., Inc. 

Corona. N. Y¥.—Isidore Kleinberg, shoes, sold out 
to Phillip Jacobs. 

Dobbs Ferry, N. Y.—Matthew Allison, shoes, etc., 
sold out to Harry L. Smith. 

New York—Ashland Sales Corporation, shoes, 
corporated with authorized capital of $3000. 

Wallach Rubber and Shoe shoes, etc., in- 
corporated with ‘authorized capital of $10,000. 

Borough Shoe Co., shoes, incorporated with 
authorized capital of $20,000. 

Hahn Bros., shoes, etc.. with 
authorized capital of $10,000 

R Shoe Co., shoes, ete., .» Incorporated with 
authorized eee " of $20,000. 

Schenectady, N. Y.—Aaron’s Clothes Shop, shoes, 
ete., incorporated. 

Rochester, N. Y¥.—Imperial Children’s Shoe Cor- 
poration, shoe manufacturers, capital increased 
from $50,000 to $100,000. 

Kinston. N. C.—Harvey C. Hines Co., shoes, etc., 
recently commenced business—incorporated with 
authorized capital of $500,000. 

Mt. Vernon, io—BP. J. Everly, shoes, succeeded 
by Bverly & Ransom Co. 

Coaldale, Pa.—Theo. Scarloss (167 First Street), 
succeeded by Lay Danchak. 
Blizabethville. Pa.—Vall Shoe Co.. Inc.. manu- 
facturers of infants’ and children’s shoes, dis- 


iness 
h. os — Central Shoe Co., (301-038 


oes, . man. 
Racine, Wis.—Tietz-Lai-Pech ©o., shoes. incor- 


porated with authorized capital of $10,000. 


in- 


incorporated 


Inc., 
A 


New Store for Monticello, 
Georgia 


ATLANTA—W. M. Bradley, who for 
several years conducted a dry goods 
and shoe store at Adrian. Ga., has 
moved with his family to Monticello, 
Ga., where he recently opened a simi- 
lar store at that place. 


93 


“Rob”? Doyle with Leonard 
& Barrows 


Robert F. Doyle, formerly with 
the Hurley Shoe Co., has joined the 
salesforce of Leonard & Barrows, 
Middleboro. “Rob” will cover the 
big trade of the country with this 
popular priced line. He is well- 
known to the buyers of the coun- 
try. Before his selling connection 
with the Hurley Shoe Co. he was in 
business for himself and before 
that with T. D. Barry Co. 


A Day by Day Record 


So that they may know each day 
what kind of sales are being missed, 
the Robinson Shoe Co. of Kansas 
City requires a report made out at 
the time. This is checked by the 
floor man and turned over to the de- 

WANT SLIP 


: 


Salespeople are required to report all artiches called for and not in stock 
All unsold customers must be turned over and accounted for on thu shp 
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partment manager each night. By 
this method the buyers have a daily 
record of what is being called for 
and what classes of shoes are get- 
ting low in their stock. 


The Salesman Is King 


There is one class of executive 
who often is not adequately re- 
warded: those responsible for sales. 
Speaking broadly, it has become 
easier to make than to market mer- 
chandise. Yet, the highest salaries 
usually are paid to those concerned 
with production. Under modern 
conditions, it ordinarily takes more 
brains, more effort, more resource- 
fulness to distribute successfully 
than to produce successfully. Read- 
justment of executives’ salaries and 
of executive personnel unquestion- 
ably is coming. Part of the money 
saved by eliminating deadwood will 
go to livewire sales executives. And 
the net results will be profitable to 
stockholders. 

Have you any deadwood in your 
organization? — Forbes Magazine 
(N. Y.). 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i ONS W. 
Recorder rates for space less than one-eighth mag, ee ANTED—Four cents per word for ~~ 


page per issue: - Want" saleitioansate seven cents per word for 
Space ltime Ttimes 13times 26times 562 times ee ee ae < scoemees, ofice w - — 
1 in......$5.00 $4.00 $3.50 $3.00 $2.50 SHop up to noon on Monday of week of pub! 

4 date. When advertisers desire answers to come in care 
2 in......10.00 8.00 7.00 6.00 5.00 office, twelve 5 words must be fligwet te each advertisement 
8 in......15.00 12.00 1050 9.00 7.50 their address, each word of the adaresa must be counted. in 
4in......20.00 16.00 14.00 12.00 10.00 wae a 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED Kentucky, Indiana, Arkansas 


fact f 
§ ALESMEX FIANSED . -— ~~ yy * We want ¢ salesmen to cover the above territory. We make unlined Enron 


f. hild d t 
why hy aa ngs cama Stock STAMP W $3 SHOES, Goodyear Welt and Nailed, in Blucher, Outing and M 
proposition. Liberal commission. References Write for particulars, giving erences. 

cequired. Address 3-606, care Boot and Shee NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


Recorder, 207 South Street, Boston, Mass. 




















SA ote a to = » a fam | ies . 

our ine o lar pric t 

Soles, First Step Turns, Stite owes, and Flex- WANTED FOR LEASE 
ible Welts. Liberal commission. New spring Experienced shoe salesmen to sell our 
samples read Desirable territory open. Ap- line women’s ay ~ 4 footwear to dealers 
lications will only be considered from men who in your territory for immediate delivery, SHOE DEPARTMENT jon on main floor 


ave been making the territory and have some commission basis. Only men with good to lease in ent store lo- 
following. Give full particulars in letter of standing and following need eer cated in live Middle a et city of 110, ae. 
i; H. H. Freeland, Inc., Rochester, Address Sales Ma Finlin Novelty Store caters to medium and better class tra 

. We Shoes, 140 Lincoln St., Boston, Mass. carries a complete stock dry goods, epee. 
wear, furniture, rugs, draperies, etc. Both cash 
and charge. Attractive lease to_ res ible 
concerns. Immediate ion. For full par- 


. RAMSEY’S ring line is now ready. ticulars address B-643, care Boot and oe 
E e are i . in securing the services Recorder, 207 South St., Boston, Mass. 


WANTS An experienced shoe sales- of salesmen who have established trade and 
man to sell HUNKIDORI work shoes, work their territory close in the following 
sporting boots and Pacs in the State of states: Alabama, California, Oklahoma, Texas, 


— ; Kentucky, Tennessee. Our new line is posi- . 
Illinois, established territory. Address tively. the strongest line of centiien, vs play end Hygrade women’s specialty 
store located in Fort Worth, 


B-649, care Boot and Shoe Recorder, school and dress shoes on the 
207 South St., Boston, Mass. letter territory ee in detail, Present con 
yrs New York, » > Aue aad Texas, desires to lease space 
25 x 100 feet on second floor 


WANTED — Experienced shoe salesman to SALESWOMAN WANTED to reliable firm selling me- 

sell on 6 per cent commission, a medium . ° 

and fine line of Infants’, Children’s and Misses’ dium and high class mer- 

Pennsylvania turns, to ‘be carried as side line . 

with other non-conflicting lines. Several ex- HOE SALESWOMAN—Capable—well rec- chandise. Address B-663, 

cellent territories open. State territor a S ommended. Good opportunity for one able 

other lines carried, references, and sales record to take charge. Allen’s Boot Shop, Trenton, care Boot and Shoe Re- 

in first letter. Address B-609, care Boot and N. J 

Shoe Recorder, 207 South St., Boston, , -% Bes corder, 207 South Street, 
Boston, Mass. 
























































WANTED—Salesman having trade in the LINE WANTED 
following cities: Pittsburgh, Cinci ti 

Chicago, Detroit, Kansas City. Can make 

extra money in selling our line of six samples YOUNG mercharit wishes line of po 














of ballet slippers in stock. Address B-648, care ort 
Boot an d men’s shoes for Pacific coast or 
d Shoe Recorder, 207 South St.,’ Bos. tedienn “nike ied cus Mest aon POSITION WANTED 


7 sass Shoe Recorder, 207 South St., Boston, Mass. 


AL Seman re gia One potuing 

esm. t t 

line of infants’, children’s co lee Gee me WANTED—For state of ‘Indiana by resident 
year welts "and Puritan welts to - a salesman, women’s McKay novelty line of 

trade. Patterns neat and attractive, best num- St. Louis, Cincinnati or eastern manufacture, 

bers carried in stock. References req preferepty Wine in +s dont 7 have price 

R wigs’ a or volume an guarantee 

moe © Comgenn, Oe aura, Se. results coals to manufacturer whe > dees te in- 

wi retai in_ Indiana. 

Address B-656, care Boot and Shoe Recorder, Street, Boston, Mass. 

ETAIL SALESMAN wanted to take cha: 

R of store gelling Fn men’ : r re | 207 South St., Boston, Mass. 

women’s, at to ‘own 000 

= ee Bas good proposition” for for ba gg A hy on nels F "com: 

us ress care Boot and RTUNITY wt adjaote Stee, 

Recorder, 207 South Street, Boston, — BUSINESS OPPO guess ~~ why high ry oe = a 
Beds, can — best of references. od i 
LESMAN WANTED—By one of the SHOE MEN, Capable of eg Oy South ” Street, ae > ae 

largest manufacturers of rubber footwear popular priced shoe department. e wee 
and tennis shoes, for central N. Y. territory. chain store organization in the middle west 
Men with established serene erred. Ad- has several prospective departments. Our 
Po sk .— yt - % ors care Boot ae to hove our ane the financially > t 
a oe ecorder, uw t., oston, terest in the depar its manage. 
Rese you have $2500 to “$5000 capital and. pou are Information for Shoe Merchants 
ve wire an w your business, we : 
ALESMAN oth . highest pore an unusual eqpersanity, for you, an “Where to Buy” consti- 
with acquaintance among es uying connections are to none e 
S grade retail shoe trade—th h knowl- country and as a result our departments have tutes a source of knowledge 
— of a i girl {~~ done es ae . 5 ga A, write x... so that he who runs through 
represen yn manufacturer in interview 
and road. State lines sold in 2. first a B66 662, care Boot and Shoe Reconfer 207s 207 South these pages may read—and 
Age. Experience. Address care Boot t., Boston, Mass. 
and Shoe Recorder, 127 Duane St., New York. learn. 
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FOR RENT FOR RENT Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


IN N E W YORK Cr. BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
There is available for rent a fine sample office in (Incorporated under Massachusetts Laws) 
the exact centre of the greatest shoe market in the 
world—on Duane Street, New York City. CAPITAL $150,000 
This office will accommodate splendidly a long 
line, or can take care of two noncompeting lines. ee of seis 

For terms of lease and all other information address B 644, for Wants, For Selene ste. see Want Page. 


care Boot and Shoe Recorder, 127 Duane St., New York City Every precaution is taken by the BOOT and 
SHOE RECORDER to evoid printing -— 


A FINE SAMPLE OFFICE Saide teats, Gs cae to nee: Gee 
faa os matter which is mot. ; 4 









































OFFICES IN 


BOSTON OFFICE, 207 South Street. Cor- 
oey ae WANTED TO PURCHASE rouia'be nddreseed to the Boston ofice. 


Mee iT yng xi AOR can oF ee San 
OE er ee Bene a BROCKTON OFFICE: 224 Moraine St., Geo. 
re section. ur x We buy quick and pay highest cash Manager, Telephone 507. 


feet. Good for any retail business. price for retail and wholesale stocks ¥. 5. me, 
Selaiesiiy is ahem Gonemaiaian: aah ge page ~ Hyp me: - CHICAGO OFFICE: 189 West Madison St. 
F. C., 617 Canal St., New Orleans, La. Quantity no b. Hy er merchandise — Maine 1089. B. C. Bowen, Man- 
For 30 years our specialty. ST. LOUIS OFFICE: 1627 Locust St. H. M. 
snountyt PUR cantile references. Sewen (B. . C. Bowen, Manager). Telephone 
FRANK “Hho NEW YORK OFFICE: Room 101, Graham 
610 Broadwa Br kl Bidg., 127 Duane St. H. Walter Scott, Man- 
FOR SALE Stuns Pala ta ager. Telephone Whitehall 7454. 
one Pulaski 1798 PHILADELPHIA ‘OFFICE: Room 616, Perry 
Bidg., 1530 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868. 
HAVERHILL OFFICE: Chamber of Com- 
UP TO DATE SHOE STORE C A merce Rooms, Haverill National Bank 
FOR SALE Bidg. Geo. W. R. Hill, Manager. 
Established Shoe Business for Sale in CINCINNATI OFFICE: Second National Bank 
One of the best small cities in Indiana, for entire shoe stocks or surplus stocks Bldg. H. M. . C. Man- 
12,000 population. High class business. of shoes or other merchandise. Any ager). 
——— P yore. a pn quantity. Prompt attention given. eo a ahd A =. 
easonabie ent. onde ppor- Rositer eward, estern ew or Rep- 
tunity. Address B-664, care Boot and KIRSCH-BLACHER Co., Inc. resentative. Telephone Stone 1133. 
Shoe Reserder, 207 South Street, 622-624 Broadway, New York, N. Y. LAKE ope ‘a = 
oston, Mass. : na. eyer 
Phone Spring 1443 £: C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 7887. 
WASHINGTON OFFICE: William L. Daley, 
Investment Bldg. 15th and K Sts., N. W. 


We'll Buy For Cash ——— — 2 Rue des Italiens, L. Hub- 


HOE STORE—1130 Atlantic Ave., Atlantic 

: y* : S * LONDON OFFICE: P. V. Curtis, Manager, 
City, - i Will = —— lease, with- Complete shoe stores, factories, or 11 Haymarket, London, S. W., 1 England. 

7 E.G ee 1 AUSTRALIAN OFFICE: 439 Lit. Collins St., 

arge or small stocks of shoes, leather, Meliteen, "@. fereis Menten, fence. 
findings, or any other merchandise. CONTINENTAL OFFICE: William Salzman, 
CASPER and MacLEN Manager I. Adlergasse 12, Vienna, Austria. 
ARGENTINA: B Aires, Rivadavia, 2721. 

MISCELLANEOUS 170 Summer St., Boston, Mass. P. Sabazzina, (me adlley — 

BRAZIL: Gerente, John 8. Fitch, 33 Rue 
General Camara, 88 

CHILE: Santiago, Las Rosas 1128- 1127, Otte 


Fuhri , & 
mTHE,NEW YORK EXPORT | c(fubrinen Corte corral 2A, Havane 
596 BROADWAY, NEW YORK, N. Y. JAPANESE OFFICE: Yokohama, J. F. Wager, 


Phone—Canal 6874 Manage 

Leoncio de M Lib 
WILL ( SLOW SELLERS |} FOR SF tiitor, “Geren eek Madrid. _ 8: 
BUY] SURPLUS STOCKS | CAsy ; 
Bargains in shoes always on hand for MISCELLANEOUS 


special sales and bargain basements 
















































































Milbradt Rolling 
Step Ladders 


are made in a great many 

styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance of 
your store. Shipped sub- 
ject to approval and 
satisfaction guaranteed. 


Write for our latest ca- 
talog showing 15 styles 
of laddérs as well as 
other store fixtures. 


Milbradt 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities, 
no object. Retail or wholesale. Short 
term leases —. off your hands. 


Wire or phon Correspondence 
Made Only of Wood confidential Established 1890. 


for all lines MAX GLAUBERG 
436 Grand Street, New York City 


IMMEDIATE We also purchase clothing, hats, fur 
SHIPMENTS nishing goods, etc. Dry Dock 0352 
Send for Catalog 


Tg Qocen Cunen Co. CASH PAID 


CINCINNATI, O. for shoe stores or surplus stocks of 
nerd hatores not mone shoes or for other merchandise. Leases 
Cases taken over. We will send a repre- 


‘¢ NKE NX. pn poly ean apa Manufacturing Co. 
} Kalter Cerf. Mercantile Co., Inc. 2416 No. 10th Street 


\LISHED 1880 ~ 591 Broadway, New York ea a 
eel Fusne -Gpsten-nen-aeee-50ee ST. LOUIS, MO. 
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MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 











IDEAL ROLLING = mx, Get the Good Will of Your Neighborhood 


are ff \ 
25% Cheaper ~ } Our combination Pencil Case consisting of leather- 
a i cile, penholder, penpoint and ruler with gold stamnp- 
} cils, penholder, penpoint an er 
Write for Catdlog ing of your name, business and -- $1. 
Success Furniture Shoes priced. Send 20c for sample and prices of quantities. 


he St. Lou 
irkwood, Mo. P PRETTY SOUVENIR ADVERTISING COMPANY 
' 37 East 28th Street New York City, N. Y. 



































y ATTRACTIVE 

ey (OE (CARTON a, Fe SHCE CARTONS 
AND 

FAVORED FOR LABELS 
a e bS | Footwear “ Parlors” a jig tor ine exclusive Shoe trade 
—_——___—. aa \f PRICE-SERVICE-OUALITY 

We design and print most : THAT SATISFY 

0) those used by the Shoe Trad: =Vy SS" 3, | 7 = 

Sel U) Sd ip tL TEQUES! 0 0He £ ——— Ms 


‘2 LEXINGTON AVE 


kits , BROOKLYN N.Y 


LANT 





Travelers Report Good 
Hotel Service in South 
' . H The man who travels is 
WINDOW ° bord Sef oftentimes the best authority 
DISPLAY re Af on the town. His opinion is 
PA. 344 So. : based on the type of hotel at 
FIXTURES Mm SAN ‘ca. “Sti which he secures accommoda- 








tions. All through the South 





Made by travelers note a hotel develop- 


» ? ea so 4 . ? = 

Heywood -Yf akefiel ment that speaks in terms of 
Segall & Sons in | =|) prosperity and optimism. 

h 2 What is claimed to be the 

933 Arch St. South’s finest hotel, Hotel Pea- 
PHILADELPHIA body, Memphis, is but one-half 
block away from the Sherron 
Are Business Getters Shoe Store. It is really on the 
atalo Prices strength of the presence of the 
ome for, C dbiyes hotel that Tom Sherron has 

renewed a long lease for his 
present location. When a mer- 
chant has such an interest in 
the hospitality of his city, it 
certainly speaks well of the 
progress expected in that city. 

NEW and USED CHAIRS The Hotel Peabody will have 

re" dane ear up 625 rooms. The management 
, 4 . hopes to carry out all of the 
Crown Motion Picture Supplies best traditions of the old 
sink ite on W. 40th Street house, accentuated by the 
. Pane latest and best in modern 

hotel service. 

The growth and develop- 
ment of good hotels is in line 
Wher e To Buy with the growth and develop- 
ment of shopping districts and 
Wanted Styles shoe stores. The up-grading 


An Extra Editorial Service process is one of the factors 
to **Recorder’’ readers, free ee — a 
ee en eee ond thebtdiied peckél Tile wedne 
tic information on current e means 
problems. more pairs of shoes. 


uw 
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Selling the Rah Rah 
Boys 
[CONTINUED FROM PAGE 33] 


football still draw the biggest 
crowds. A town without its local 
ball team is a rarity. 

The college spirit has its predomi- 
nating interest in the fall season. It 
is built around football and is a 
social and dress factor of every com- 
munity in or about a college. Not 
only do the students dress the part, 
but the younger people of the town 
want to fit into the picture. 

The spectacular big bottom 
trouser, and even the grotesque ox- 
ford bags, are an indication of a 
college spirit that expressed its dis- 
tinctiveness in clothes. One thing is 
certain—the wide bottom pants and 
balloon type shoes go together. The 
college man is responsible for the 
wide bottom pants and is equally re- 
sponsible for the heavy balloon type 
shoes. Now that heavy balloon shoes 
are made up in bright finished tan 
calfskin, the shoes are as conspicu- 
ous as the big trousers. Not only 
are they conspicuous, but they have 
a definite relationship, one with an- 
other, and a definite selling value, 
one with another. 

We look for a big season of bal- 
loon type shoes. Our _ national 
questionnaire to merchants verifies 
that, and the remarkable thing to 
note is that the high class tailor is 
beginning to follow the ready-made 
suitmaker in making trousers full 
and bottoms large. 

With heavy, “doggy” shoes, har- 
ness stitched, perforated and make 
for bulk, plus comfort, we see a cor- 
responding interest in wild hose in 
all sorts of c6lors and weaves. All 
these points indicate not only an 
unusual fall season ahead, but a 
profitable one to the merchant who 
keeps up with the “gang.” 





growing c 


PATENTED 





APPROVED BY 


MEDICAL MEN 


Asa ——o. support for the ankles of 

ildren and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


ana Make your stock of 
ytnTnatrOns! children’s shoes com- 
plete by sending your 
order today. 


Phone Brockton 2133 
for immediate actien. 


1156 Ne. Main Street 
Brockton, Mass. 


There Never Was a 
More Simple System 


[CONTINUED FROM PAGE 43] 


“3” means that it is of patent 
leather; “5” that it has a Cuban 
heel; “0” that it is the first line of 
this style of shoe ordered. The next 
style similar to this would be desig- 
nated as 1351, the next 1352, and 
so on. 


Write Children’s in Three Figures 


Children’s and misses’ stock num- 
bers may be confined to three fig- 
ures. The first figure is contained 
in the numbers 1 to 4, inclusive, as: 


CHILDREN’S, 1-4, MISSES’, 
INCLUSIVE 5-9 
1..Pumps, slippers or ankle ties. .5 
Baty sded Sa aig te SR RE ae 6 
rep ae Lace boots........... 7 
ee Button boots.......... 8 
9........Boudoir slippers........9 


The second figure for children’s 
and misses’ is made up in the same 
way as the women’s lines—the sec- 
ond number referring to material. 

The third figure in the children’s 
and misses’ stock number does not 
designate sole nor heel; it serves 
simply to denote how many similar 
lines have been ordered. If “0,” it 
would indicate that this is the first 
line of this style; “1”, the next 
similar line; “2,” the next similar, 
and so on. For example, the chil- 
dren’s stock number “240” would 
mean that it was a tan calf oxford, 
the first line of this style ordered. 


How to “Keep House” 


We are reproducing the small 
3% x 5% paper slip on which Stock 
No. “1350” is recorded and con- 
sulted approximately every two 
weeks. It will be noted that Stock 
No. 1350—a women’s patent leather 
pump with Cuban heel — was, 


When 




















BURKLEY 
SHOE CO. 
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Sept. 1, a new line, in the hpyo- 
thetical case ‘presented, these figures 
not being identical with the Boston 
merchants orders or sales, but ap- 
proximating them. At first, the 
merchant ordered cautiously; then, 
as his advertising got under way 
and the public found out that he 
was selling this particular shoe, 
there were more demands and his 
orders were larger. 

THIS NUMBER—1350—MORE- 
OVER, THE MERCHANT CON- 
SIDERED A STAPLE, and knew 
that it would be entirely safe for 
him to have the number of pairs 
designated as “Sold” left over after 
the Christmas holiday season, to be 
carried forward into January, 1926. 
While the merchant would perhaps 
have preferred to have made a 
“clean sweep,” so that he would have 
no stock on this number at the end 
of the year, nevertheless he felt that 
it was wise to be prepared against 
a possible demand—and he also was 
fully aware of the fact that this 
staple “1350” would be just as good 
a seller in January, 1926, as in Sep- 
tember, 1925. 


How to Gage Your Heavy- 
weight Hosiery Needs 


Early last spring the Rosenhain 
Company, Inc., of New York City, 
issued a bulletin on how to estimate 
white hosiery requirements for sum- 
mer. 

May sales, they figured, are usu- 
ally about double the April sales. 
June sales are about double May 
sales. July sales are about half June 
sales. August sales are about half 
July sales. 

This raises the question as to 
whether much the same kind of an 
estimate cannot -be made of your re- 
quirements in the heavier weight 
hosiery for late fall and winter 
wear. 


you buy Greeley Boudoirs 


you buy STANDARD, SALE- 


ABLE SHOES. 


° 
All my boudoirs have | 
leather uppers in black or 
colors, and carry either @ 
leather or rubber heels. 
These are in stock ready 
to ship. 
Let. me repeat, when you 
buy Greeley Boudoirs, you 
buy STANDARD, SALE- 
ABLE SHOES. 
ti 
° 


Deliveries At Once 


If your jobber cannot supply you, write me. 
A. W. GREELEY - 
12 Duncan Street - - « 
on ono no 






ete 
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oe Workers’ Co-operative Assn., 
Bridgewater, Mass. 88 


Brockton Co-operative Boot and Shoe Co.. 
Brooks Shoe Mfg. Co., Philadelphia, Pa. . 
Buckingham & Hecht, San Francisco, Cal. 
Burkley Shoe Co., Brockton, Mass 

Burrows Shoe Co., Inc., Rochester, N. Y.. 


Gage. Edwin, & Son, Inc., E. Weymouth, . 


Ph lid Shoe & Reston Co., Whit- 
man, Mass. 8 


Craig, Reed & Banesomn, Inc., 


Diamond Shoe Co., New York City 


Edwards, J., & Co., Philadelphia... .4th Cover 
Elam, F. 8S., Shoe Co., Rochester, N. Y.... 
Elco Shoe Co., Brooklyn, N. Y 

Elliott Shoe Co., Brockton, Mass 


Ford, C. P., & Co., Rochester, N. Y 


Friedman-Shelby, Branch I. 8. Co., . 
BT, BER. cc ccc c ce dddcesocccccess 3rd Cover 


Gardiner, H. K., Co., Pittsfield, N. H 
Greeley, A. W., & Co., Haverhill, Mass... 
Com. | Daniel, Felt Shoe Co., Dolgeville, : 


Grover’s Sons, J. J., Co., Lynn, Mass.... 


Hand Made Shoe Co., Chippewa Falls, Wis. 99 
Haseltine, Ernest D., Co., Haverhill, Mass. 23 
Hood Rubber Preducts Co., Watertown, : 


ass. 
Howard & Foster Co., Brockton, Mass.... 


Jonas, J. A., Shoe Co., Haverhill, Mass... 


Lax & Abowitz, Brooklyn, N. Y 
Leavitt, Geo. B., Co., Farmington, N. H.. 
Lilly, Henry, New York City 


MeNamara, John E., Haverhill, Mass 
Metropolitan Slipper Coe., New York City.. 
a pert Shoe Mfg. Co., Brockport, = 


Packard, M. A., Co., Brockton, Mass 
Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y. 8 
Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y. 91 
Powell & Campbell Co., New York City. .53, 89 


Reed, E. P., & Co., Rochester, N. Y 
Reynolds, Bion F., Brockton, Mass 


Richards & Brennan Co., Randolph, Mass. 88 
Riley Shoe Co., Columbus, O.... 


Schwartz & Herder, Inc., Philadelphia, Pa. 89 

Shaft-Pierce Shoe Co., Faribault, Minn.... 

Sherwocd Shoe Co., Rochester, N. Y 

Smith, Wm., Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., Inc., So. Weymouth, 
Mass. 29. 

Stonefield Evans Shee Co., Chicago 

Swan Shee Co., Baltimore, 


Taylor, E. E., Co., Boston 

Thomas & Company, Brooklyn, N. Y 
Thomson-Crooker Shoe Co., 
Tober-Saifer Shoe Co., St. Louis, Mo 


United States Rubber Co., New bm City 
t 
Utz & Dunn Co., Rochester, N. Y 


Weimer, Wright & Watkin Co., Phila- 
delphia, Pa. a4 

Whitman & Keith, Brockton, Mass 

Wichert, Inc., Brooklyn, 

Witherell & Dobbins Co., Haverhill, Mass. . 


HOSIERY 


Beaton, J. R., Co., Inc., New York City.. 90 


Cooper Wells & Co., St. Joseph, Mich 


LEATHER AND OTHER MATERIALS 
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QUALITY LINE 


Outdoor Boots for Men and Women of 
Selected Chocolate Waterproof Chrome Uppers 


AKE 
ORE 
ONEY 


FOR LIVE MERCHANTS 


B684—Men's selected Chocolate 
Chrome Waterproof hand-sewed 
Moccasin toe Pac, grain water- 
proof gussets, Barbour storm 
Welt, selected single sole, Cali- 
fornia Red Oak, Goodyear Welt. 


Style No. 683—12”—Price $7.75 
per pair 

Style No. 684—16”—Price $9.75 
per pair 


In Stock 


D and E Widths 
B, C, and EE Widths 


Two Weeks Delivery 


HAND MADE SHOE Co. 


CHIPPEWA FALLS, WIS. 











LIGHT COLOR SHOES REQUIRE 
LACES TO MATCH 


STOCK 
“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S.Pat.Off.) 


SHOE LACES 


Made in 


LIGHT TAN, BROWN, BLACK 


STRONG and DURABLE 
NO-METAL-TIPS 
First quality, Fast Color Braid from 
TIP-TO-TIP 


“HUBTIPS” are packed in Striking Individual Cartons 
2 Cartons in Display Cabinet 


Specify “HUBTIPS” 


To your jobber or write us direct 


FRANK W. WHITCHER CO. 
Manufacturers 


332 Albany Bldg., Boston, Mass. Chicane; iil 

















Retail — 
Sajcamen 
Wanted 


by the 


J.C. PENNEY CO. 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed,—young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and who can 
give us the highest references. 


Qur company, which started in 1902 with one 
store, now operates 676 retail stores in 44 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We do 
a strictly cash business. Our sales in 1924 were 
$74,261,343.00. We opened 115 stores in 1920, 59 
stores in 1922, 104 stores in 1923, 96 stores in 1924 
and 105 stores in 1925. 


By industry, study and determination your progress 
will be rapid in our organization. Under our experi- 
enced managers you are trained to become a manager. 
When you have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the greatest 
successes come from the ranks of average men. What 
we need are young, healthy and capable salesmen who 
have had thorough experience in a small or medium- 
sized department store or are experienced in general 
store work in special lines. The investment of money 
is not necessary for your success with us. The financial 
backing of our company is ample. Briefly, this is our 
proposition—tested and proven over a period of 23 
years: 

You come to us first as a salesman in one of our 
stores. During the period of os your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 

Write today for our booklet, “Working Plan of the 
J. C. Penney Company.” Give your age and number 
of years’ experience in our lines of merchandise in 
your first letter. We may arrange for a personal in- 
terview later. All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 








When writing to advertisers please mention Boot Ano SHoet Recorper 











BOOT AND SHOE RECORDER 


That’s A Perfect Job! 
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Wi a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 


no offensive odor and is unaffected by water. 








Repco Dye is now put up in convenient 24%-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become Hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 





For Sale by Shoe Findings Dealers 


United Shoe Scie Corporation, Boston, Mass 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren St., New York City _ 
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